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MOBITEX Qualification Guidelines for Prospects
Mobitex Technology is ISO 9000 certified which is a recognition that the company is operating its business with high quality, measurements and full traceability. Mobitex Technology has a number of different processes depending on the operation of the particular department. Within Sales there is a defined sales process that must be followed in order to maintain the ISO certification status. 

The Sales Process should be seen as a framework of guidelines and should be applied depending on the complexity of the opportunity. 

The entire Sales Process can be divided into four parts namely; “Create Sales Opportunity” and “Customer Buy-in” phases which is when a lead is indentified and screened, the “Prepaparion of proposal” which is the phase where the proposal work is performed, “Get Acceptance” and “Negotiation” phases is where we convince the potential customer that the Mobitex Technology has the best offer and finaly “Contract Handshake”, “Prepare for Acceptance” and “Final Accept and Payment” which is the phase referring to contract fulfillment, acceptance and final payment.

For a complete Mobitex system sale to a new customer it is necessary to go through all phases of the process. However, additional sales to a known customer does not require that a full screening (SDP1) is performed, especially not if the customer’s request concerns a standard product from the product catalogue at a price in accordance with the established price list. 

The initial screening of a Mobitex lead is performed by going through the Sales Decision Point 1 (SDP1) form. This is done by the Channel Manager and Director Sales at Mobitex Technology and the Sales Channel Account Responsible. 
The Sales Channel should contact the Channel Manager to appoint a suitable time for a SDP1 session.

The SDP1 form is attached to this document. 
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Minutes of Meeting: Mobitex Sales Decision Point SDP1 "Pursue Sales Opportunity"

Sales Opportunity:      

Occasion date:      

Participants:


		Sales:      
Technical:      
Others:      






Input documents for the SDP1 are (mandatory documents marked with *):



 FORMCHECKBOX 
*Holden Workbook: “Fast Track Opportunity Analysis”

with Holden total value =       (must be >= –7 )


 FORMCHECKBOX 
Customer Data in Public Mobitex Contact Folder


 FORMCHECKBOX 
Business Intelligence 

 FORMCHECKBOX 
Mobitex Business Plan

 FORMCHECKBOX 
Mobitex Market Plan 


 FORMCHECKBOX 
Request for Information (RFI) - if applicable 


 FORMCHECKBOX 
Request for Proposal/Quotation (RFP or RFQ) - if applicable


 FORMCHECKBOX 
Other:…………………………………………………………………………………….

This revision of Holden Workbook has filename:……………………………………….. 

Output documents from the SDP1:



- decision from this meeting (documented by this document and signed)


The purpose of SDP1 is to commercially screen a Mobitex opportunity


1. Customer analysis                                                                                         


A. Support of the Customer’s profitability and balance sheet
 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info



Comments:……………………………………………………………………………………………………………….……..


……………………………………………………………………………………………………………………………………

B. Investment budget



 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info


Has an adequate budget been allocated for a possible deal?…………………………………………

Comments/ proof.……………………………………………………………………………………………………….……..


……………………………………………………………………………………………………………………………………

C. Client factors (ownership, strategic importance, history etc)  FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info

Comments:……………………………………………………………………………………………………………….……..


……………………………………………………………………………………………………………………………………


2. How well is our offering meeting the Customer requirements?

A. The match with the Customer’s requirements

 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info


Private ownership of infrastructure


 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info


Operations of private wireless infrastructure? 


 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info


Wireless data part and importance of the total requirements? 

 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info


Is the application business critical? 


 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info

Is the data volume to be transferred suited for Mobitex? 

 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info


Is the real-time characteristic of Mobitex appreciated? 

 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info


Can a frequency license be obtained?


 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info


Comments:……………………………………………………………………………………………………………….……..


……………………………………………………………………………………………………………………………………

B. The match with the Customer’s business situation and evolvement







 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info

Who/what are the enablers?………………………………………………………………………………

Who/what are the showstoppers?………………………………………………………………………..

Comments:……………………………………………………………………………………………………………….……..

……………………………………………………………………………………………………………………………………


3. Sales Opportunity Description

A. Estimated Business volume


 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info

Rough estimation:……………………………………………………………………………………………………….……..

Estimated impact of this possible deal on future business:……………………………………………………………….

B. Estimated financial contribution


 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info


Rough estimation:……………………………………………………………………………………………………….……..

C. Required resources (sales push, Customer Solution design etc.)
                      



  FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info


Indicate departments to be involved:………………………………………………………………………………….……..

D. Estimated cost of getting Customer buy-in, preparing a proposal and negotiation the contract
                                                                                        
 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info


Rough estimation of number of persons & man hours both MXT and Sales Channel: …………………………………………………………………..………………………………………………………….……..

E. Estimated time for getting Customer buy-in, preparing a proposal and negotiation the contract
                                                                                       
 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info
Is there sufficient time to go through a tender/offer process?……………………………………………………………..


Comments:……………………………………………………………………………………………………………….……..


……………………………………………………………………………………………………………………………………

F. Are the financial risk on the customer and the political risk acceptable?
                                                                                                
 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info


Comments:……………………………………………………………………………………………………………….……..

G. Compliance with export control restrictions

 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info


Comments:……………………………………………………………………………………………………………….……..


……………………………………………………………………………………………………………………………………

H. Match with portfolio offer (standard offering, customer segment and priority, need of new development etc)


 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info


Can existing equipment be used for infrastructure?………………………………………………………


What frequency band?……………………………………………………………………………………….


Who will support with application hw & sw?………………………………………………………………


Comments:……………………………………………………………………………………………………………….……..


……………………………………………………………………………………………………………………………………

I. Match with Sales Directives


 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info


Comments:……………………………………………………………………………………………………………….……..


……………………………………………………………………………………………………………………………………

J. Availability within the supply chain and other critical resources
               




 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info


Comments:……………………………………………………………………………………………………………….……..


……………………………………………………………………………………………………………………………………

K. Competition (who are the competitors, their relation to the customer, simple SWOT)





 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info


Competitors: Strengths? Weaknesses? Opportunities? Threats?

Comments:……………………………………………………………………………………………………………….……..

……………………………………………………………………………………………………………………………………


L. Position (our relation with the customer, strategic partner or not, business history, current agreements etc, possibility to win the business)
                                                                                                
 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info

Comments:……………………………………………………………………………………………………………….…….. 

……………………………………………………………………………………………………………………………………

M. Overall Risk Assessment 


 FORMCHECKBOX 
OK
 FORMCHECKBOX 
Not OK
 FORMCHECKBOX 
No info


Financial risk assessment of the customer?………………………………………………………………………………


Critical Success Factors?…………………………………………………………………………………………………….

Comments:……………………………………………………………………………………………………………….…….. 

……………………………………………………………………………………………………………………………………

The main considerations for a SDP1 decision are:


* Can we meet the Customer requirements?



* Is it a profitable business for MXT and Sales Channel?

* Is it the right solution? (availability, technology, value chain, etc)
* Do MXT and Sales Channel have the right position with the Customer? 



Decision: 
The decision below is based on input and answers – see above.
In order to pass the SDP 1 criteria the Holden value should be “at risk” (between –7 and 26) or better.

 FORMCHECKBOX 
 Pursue


 FORMCHECKBOX 
 Do not pursue


Motivation:………………………………………………………………………………………………………


…………………………………………………………………………………………………………………….


…………………………………………………………………………………………………………………….


…………………………………………………………………………………………………………………….


…………………………………………………………………………………………………………………….


…………………………………………………………………………………………………………………….


…………………………………………………………………………………………………………………….


Name:………………………………………..Sign:…………………………………………………………


(Improvements suggested for this check-list:……………………………………………………………….)
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