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underestimated.” Larson’s team may
make a few recommendations at this
point, and it usually provides a proof-
of-concept demo, but not a formal
proposal. It is important to validate
that a company is in agreement with
what the assessment has revealed,
and also that there is still interest in
moving forward before formulating

a proposal. “For my team, | compare
this to a lawyer asking a question of a
witness,” says Larson. “A lawyer never
asks a question to which he doesn’t
already know the answer.”

The fourth step of Impact’s sales
process encompasses formal proposal,
solution design, and implementation.
Impact follows an established,

best practices approach during

this phase. Impact’s proposal takes
the primary form of what Larson
calls a “left side/right side financial
justification,” meaning a cost- versus-
savings analysis. It paints a clear,
concise picture of the cost of the
solution compared to the savings
over time, providing the customer
with an immediate ROl analysis. A
solutions component page is also
included that lists all the 'nuts and
bolts’ of the solution, including a
combination of hardware, electronic

document management software, and

implementation services. This stage
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concludes when the rep officially
asks for — and gets — the customer’s
business.

The final phase of Impact’s five-
step sales process is the ongoing
management of the strategy. The
company makes sure the strategy

is running as planned and that any
ongoing revenue is captured when
the customer is ready to expand or
enhance the original solution. “Almost
every customer we have has come
back to us for something else later,”
says Larson.

Impact recently went through this
process with a large healthcare
company in Milwaukee. The VAR had
made a recommendation to manage
numerous printers and copiers and
also proposed using DocuWare
electronic document management
software to streamline billing and AP.
The customer wasn’t ready to tackle
the document management strategy,
but did elect to move forward with
the proposal to manage its hardware.
“After the users started to experience
a little of the scanning capability, the
CFO realized they needed a way to
manage all of the scanned images,”
says Larson. “Just two months later,
he called to say he was definitely
ready for DocuWare.”
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The sales process developed by Impact
is more structured than many VARs' |
have spoken to, especially when you
consider the company’s foundation
was in the copier market, where sales
pitches are traditionally based on
product features. Consultative sales
processes are the way to go, and
developing a true partnership with
your customer early in the relationship
is the key to lasting success
throughout all of an economy’s ups
and downs. One thing is certain:
Impact’s Strategic Services Division’s
five-step sales process will continue

to play a key role in Impact’s growth
within the document imaging market.
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