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From ERP ...to Sales management process ...& customer
satisfaction
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Company : Xerox Concessionnaire for 25 years (AC+Q0S)

Country :

Turnover :

Status : Platinum Partner
Accreditation:

» XPPS & production

Number of employees

Machine in field

6 Ladies in back-office / admin ...

Xerox Partnering for Excellence
Expand. Connect. Simplify.
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Xerox ’.:i

30 (including 14 sales)

+ 5000 (Page Pack & E-click)

from Ato Z!
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So Working with Xerox = fun & lucrative ... and
complex sometimes ...

6 I growth became a threat = Next to the positive effects we fach

- Cash flow issues
- Unexplainable fluctuations in (recurrent) accountability (NSO)
- Back office costs to high VS new business ROI
- Not flexible enough in a continuously changing market
(CQ 3T/2T, scans, all-in- one, large click VS normal, A3 double click, solution selling, ...)
- No clear grip on sales ... much CTI business but ....
too many “easy losses on XTI business” on the other hand ...
- different software-interfaces for CRM (sales & supplies), ERP & accountancy
- Difficult to understand/prove the real value of your (recurrent) business model

Therefore:
We decided to invest strongly in process automatization: /
)\ .
s Xerox Partnering for Excellence Xerox " )
Expand. Connect. Simplify. b



Invoicing & Controlling Process:

Most complex part of our business ... but most critical !!

INVOICING:110% developed for our/Xerox business; main components

b\ S |

Xerox Partnering for Excellence xerox C

Expand. Connect. Simplify.

DATA TANK METER COLLECTION - E-MAIL module, MY MIF (AMR), XPPS (XDA) lists
are imported - any other system such as software can be added any time! (solutions!)

F.ex invoice a solution per « captured » inovice = counter from any soft, meter read etc...

— f.ex. A3 = 2X (without Xerox ..); 3T CQ in=2T CQ out, scans, ....

, L‘ ' @ no more calling, faxing, E-mailing with possible wrong meter reads, invoices, etc!
':-é_ (= D * Meter Read Link to Invoice Module # this means you choose how to invoice your counters: =
@ 7%
-~

Import Reporting Module: know UPFRONT how many machines you will invoice in the month
and how many are AMR/MAIL/XDA (XPPS) < this means you have full control f.ex. not yet
invoiced machines and you can predict your business!

Invoicing per month/quarter/year based upon real meters
or « invoice volume » for yearly regularization billing

Possibility to invoice « central VS decentral »; f.ex. a school with 50 locations

@ the customer will get 1 invoice with 50 sub-totals on his invoice & in your database the
counters will be visible per subsidiary en per machine! ; add or delete machines >
automatically adapted on invoice ... in case of all-in one deals Ricoh & KM are out @
(Belgium)

» THEREFORE WE

Are fully flexible in invoicing what we want; (no commercial restrictions!)

Till the (in average) 7th of the month everything is invoiced (+ 5000 machines in field)
75 % in the first 5 days = cash flow

Full control over NSO revenue & margins

Know how much and which customers are invoiced / have to be invoiced ...
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Example: invoicing a Nuvera 120:

Large click (dif. price for click A4 & >A4, commitm 500K, yearly regul.!

Acties Home Parametgrs

Weergave

BB @ .

= 8

<4 4 p M

Annuleren Bewaren Bewaren Bewarcl Bewaren Nieuw Delete Zocken Resultatgy Start  Vorige Volgende Einde
Sluiten Niew Dupliceren - bekijken
Acties [F K
Dashboard Verkoper | Klant : TOP C@PY
MIF Details | Higtory | Mema | Inflexatie | Overzicht tellers | Oude Gegevens | Audit | \ /
MIF identity Klant / adress Activity Verkoop Top UP
KantFaktur | Adress Levering - DatmBethering:[ [f]
A\ -
. Indicatieve Top UP : Berekend
*Kiant factuur ¢ | TOP COPY \ [v[+]] Detum Stopefttig :| / [¥] - I posed |
Name 2: Creatie : 27-01-2015 Crigin : AC
' : ID Mapping : 8053
Verkoper : |- mask un keus Iv] Adcress : MARTELAERSLAAN , 230 Update : pping
Address 21
Zip Code/City : 9000 GENT
Country : BELGIE ‘ Delete MIF I |
Soort verkoop Periodicitsit verkoop \ Onderhoud Regularisatie
= Contract : |0PL ‘ Vl Periodiciteit : ‘MUNTHLV \ |V| *Onderhoud : |PP I ‘v| Frequency : ‘MDN‘I‘HL'«' ‘ vl
\ i
= .
Finandele instelling : |XF5 ‘ V| Huur € ‘ 2-‘3:00 | 5 | HEPS : |gean *PPS .I ‘vl Regul Periodiciteit : ‘ANNUN-LV ‘ V|
\
Contract ummer :
Contract nummer : | | Restebefrag % : ‘ \ | | -I | Domiciiatie : ||
\ Begi fptact : 01022013 [v]
Begin contract : |01‘01'1013 ‘ Vl Wederverhuur € ‘ \ | 4 Geenmais: [
\ Eind fpntract : 31012018 Jf [v]
Einde contract : |31“31’2013 ‘ V| Gefinanderd verkoop : ‘ 113, 402.59‘: | Software MR : ‘MAIL ‘ V|
Klanten contract Prijzen / Volume / Commitments [ quantity \
Klant ID journal numero Periodiciteit Active |Ccda o = ?‘ rints Inbegrepen |Camrmlmant,fPar Fact Volume Ext... | Totaal Facturati... | Commitmentaan... | prijs aankoop header_id
* X
v U 658 v_AB0 TELLERS 201400324 Jaarijlse ACTIVE PozgfTRA Afdruk Zoartjwit e... 0,00: P \ v 5000000 0 5000000 0 0,00000 15184
29658 | V_ABO _TELLERS 201400324 Jaarlikse ACTIVE PP&"ARTAZEXTRA Afdruk Zwart A3 e... 0,00476 0 0 0 0 0 0 0,00000 16184
259661 | V_ABO_VYOL_OND 201300096 Maandeliks ACTIVE PPZN Afdruk Zwart/wit 0,00308 500000 0 0 0 0 0 0,00000 15641
259661 | V_ABO_VYOL_OND 201300096 Maandeliks ACTIVE PPYOL Forfait 549,97751 /- 0 0 0 0 0 0,00000 15641

B 4 4 Recordlvand b B W
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CRM: Atool for efficient management process &

effective business conversation:

SALESMANAGEMENT
« YTD RESULTS per team / sales

« TO DO'’s per sales
 PML'’s per sales / team

 Pipeline & outlook process automation

SALES:
 PML YTD STATUS with number of machines

» Revenue engaged

* Pro-Active Triggers in XTI/ CTI / XPPS!

&

\
KEEP

CALM

AND

SELL
-~ MORE

« TO DQO’s with « quick buttons » o “
* Mobile TO DO’s via APP
K-Synchronization with Oultook for demo’s & visits /
>E<erox Partnering for Excellence Xerox :"i;@
xpand. Connect. Simplify.



To Do screen: call

® B P =P

& i=
b=
o=

Zoeken Resultaten

bekijken

4

Annuleren Bewaren Bewaren Bewaren Bewaren Start

Shiten Nieuw  Dupliceren

transfer to:

4 B M

Vorige Volgende  Einde

® B & P P

Annuleren Bewaren Bewaren Bewaren Bewaren

Sliten  Nieuw Dupliceren

Demo

Nieuw

Zoeken Resultaten

K 4 B Pl

Start Vorige Volgende Einde

Navigation 426/716

Current action
*Klant : [FIEUWS EN TERRYN DRUKKERT] jx o] feued
Contact : [Jan o]
Verkoper : |Emeni Bader
= Activity type : Call

*Status : | CLOSING j

Aantal machines A4 : 3 j
8 :

Aantal machines A3 :

Revenue : 25.000,00 j
5.000,00] ¢

Marge :

Periode: [05-2015 |

VRAGEN WAT MET CANON? NIEUW MACHINE; TRACHTEN TE CLOSEN &

Desaiption :

Date ; | 21-04-2015 52|
Onsite : Auburesu

+1D

bekijken
Navigation 426/716

Current action

*Klant: EFIEUWS EN TERRYMN DRUKKERI]

BEnE

Contact : ‘Jan

* Verkoper : Emeni Bader :
* Activity type : Demo j
*Slzy}! CLOSING :

-

Revenue : 25.000,00 :

Desription :

Date: 21042015 52|

[ [ somwld]

Aantal machines A3 Marge :
Periode: |06-2015 |
WRAGEN WAT MET CANON? MIEUW MACHINE; TRACHTEN TE CLOSEN .

Begin hour : | 14:01 B

+30"

End hour : | 16:01 E
Onsite : Au bureau

_30'

Next action

&) cal ]@ Demo ][&

Xerox Partnering for Excellence

Expand. Connect. Simplify.
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Automatic & pro-active triggers:

e

]
[=]
ot
[*

-
\L
Acties
® B Bewaren Sluiten o II_II
L=1
Bewaren Mieuw
Annuleren Bewaren Mieuw Prewview Mawigation
Bewaren Dupliceren - -
Acties
Competition
*Klant : | VAN BELLEGHEM - 9990 T
* Contact : | Stefaan Van Belleghem +
Type MIF : | A3 Color MFP
Merk : | Canon
Aantal machines : 2| s
of . '
Einde contract : | 30-04-2017 Wl | 1Y || 42 || 43 || Y| +5Y ‘-_-

w*| Active

Info
I,-"'f -‘H"x
Informatie El
0 the task 'Prospect care CTI -18' has been created
h

Xerox @)
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CRM: Pipeline & Outlook Management

[J)

Dashboard Verkoper X’

[ sereen 1/4: YTD Sales |

| Screen 2/4: To Do's .‘[ Screen 3/4: Sales Lijsten ]‘. Screen 4/4: ML |

| My Competition [

My Customers

My Prospects |

active 7| serienu,
7
AC M 357,
AC M 3o0ss3..
AC M 3e0ss1.
AC ®  3%0550...,
AC ™ s
AC M 364416,
AC M 395883
AC M nEazA..
AC M nNEA3..
AC ® 300581
AC M nEazss..
AC ® 300581,
AC ®  3%0580...
AC M nEAzas.
AC ®  3005s0..,
AC ®  3%0580...
AC M aesam..,
AC ®  3%0580..,
AC ™ 3887,
AC M nEaza..,
AC ® 300581
AC # 30851
AC M aesam..,
AC ™ 3987
AC M  3s0sss...
AC #  300sss..,
AC ® 6177
AC ™ 3essm...
a [= N p——
M 4 4 RecordOvan55 kM MM |

Type_MC

DC700
WC7530
WC7530
WC7530
Q9303
5765
PH3635
PH3500
PH3600
WC7530
PH3500
WC7530
WC7530
PH3600
WC7530
WC7530
PH3635
WC7530
PH3635
PH3600
WC7530
WC7530
PH3635
PH3635
WC7530
WC7530
Q9303
PH3635

WeTEIn

Klant

RAGOLLE ...

VLAKWA

GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...
GEM ZWEV...

~EM TV

Klant naam2

stadhuisfre...
stadhuisfre...
stadhuisfre...
stadhuisfre...
stadhuisfre...
stadhuisfre...
stadhuisfre...
stadhuisfre...
stadhuisfre...
stadhuisfre...
stadhuisfre...
stadhuigfre...
stadhuisfre...
stadhuisfre...
stadhuigfre...
stadhuisfre...
stadhuisfre...
stadhuigfre...
stadhuisfre...
stadhuisfre...
stadhuigfre...
stadhuisfre...
stadhuisfre...
stadhuisfre...
stadhuisfre...
stadhuisfre...

badbuin e,

87
85
85
85
85
85
85
85
85
85
85
85
85
85
85
85
85
85
85
85
85
85
85
85
85
85
85
85

ac

m @ [active] = 'Geselecteerd' En Begint met{[Contract Verkoop], 'OPL’) En Bevat{[Einde cont

B Preview |m Export XLSX (G} Refresh

PERSYM
MC THREE CARPETS
MERCURY

Mi 4 4 Record2ivan<4i » ke M
}ii [ niet Is niets([Contact])

8550
§730
8790

chi

Dashboard Verkoper X'

| Sereen 1/4: YTD Sales !l 5creen 2{4:ToDo's

Screen 3/4 : Sales Lijsten '[ Screen 4/4: PML ]

| |Klar|t ‘Adiviteit Statut ‘varkﬂnp Iy 7|marge |descriph'nn |Aania| Machines A4 |Aan|a| Machines A3 ‘perind | L
47 28973
WERRAES DRUKKERI1 CLOSING 15000,00 4000 Testen papier, door Guido Dekeyzer op 6060 7 04/2015 533 27753
SKARABEE APPROACH 50000,00 1 bellen 1 10 10/2015 P, 27753
540 27763
1541 27763
542 27763
543 27763
544 27763
545 27763
546 27763
1547 27763
j 1548 27763
543 27763 N
4550 27763
551 27763
552 27783
4553 27763
555 27763
556 27783
4557 27763
558 27763
559 27783
4560 27763
561 27763
562 27783
4563 27763
564 27763
v
acec A77e2
W4 4 Record ... .
li‘ @ [verkoop] Is niet leeg Benerk fiter
B Preview |m Export XLSX () Refresh
Bader
MAMCY DEELARE APPROACH contract bij canon voor 4...  01-01-2018 ’:‘ Emeni Bader
LOREMZO APPROACH 15 TOESTELLEM VAN KYOC... | 01-02-2018 ’:‘ Emeni Bader

B Preview |ms Export XL5X 5 Refresh

Xerox Partnering for Excellence
Expand. Connect. Simplify.
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Q&A!

Xerox Partnering for Excellence

Expand. Connect. Simplify.
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