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WHY SELL TADPOLE-RDI T

Nararal expension of your VAR product lne
¢+ Beil full T-RD[ product jine
+ Sum and HF do not affer portable systems
Your presoects and customers are poracle prospects
Significant pant-up cemand, ferile markers
Gead revenue and mergin cpprriunes
v Powerfi deaz-cpener s TRix margetiace

Resellers ars cormarnons of T-ROD stratesy

WHY SELL TADFOLE-RDE?
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+ Highiy qualifisd l=ads from T-RIT

= Eseetlent :nside T-3CT sales suppor stafT
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VALTE ADDED

* Ome wear warranty, ail systems

v Indrd yesr optional Extended Warmanty Frogram

= Wide rangs of compicmentary periphersls

v Carrying caze included; bester hard and soft options
available

+ Responsive, =ffisient produst service

+ Leasmg programs

+ Trade-n programa

i Eadpolr i

SELLING POINTS

+ Strong value propasition

+ Shared reourre

+ Better data and ristem saturity

+ More efficiens: less logistics, more productivity
moraleTetenzon enhancement.

+ True portability

* Featre opticms

+ Powerful; featiwes-nch

+ Mg periormances comprooss far parability

SELLING POINTS

+ Tadpole-RII jong ume pradict specializmton
* Fleable canmestivicy
hdemory and =iorage upgradeamlicy
* Ulnenodified 205
+ Sum and 1P 20 not offes portable svatems

UNDX MARKET

= (Comiomong cobust growth
Parwabie wilization is lees than in Wintel market; many
selling appornaicies reman

= S and HP are #1 and #2 workstation vendors
respectively

UNIX PORTABLE MARKET

Vertical market segments | | Users:

* Gotheaos Developimest * Gymlomy A0S THIDTE

a Talgcommunicac o | i* Symems Ezgnews

= [l MMIUUCLEOES | | SiewCumomer Engissery |

» Finazsial Seream | fi Syreme Azalyrn

« MCALECAD |+ Projud Macess

+ sanuficmmrz | !‘ Produc Dievelcpars Trmmng
[mrtrectnm

+ PrefPodl Salel Suosort
+ Trads 3aew Demomstrilens
» Penadurst Dol
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SELLING 1IN SUN/HP MARKETS

» el walue, manmize cost
Dioar't adsume the prospecs 1as evaluated porlables as an
altzrmacive t deskinp depicyment
[Js2 Wilue Praposiion Propesal Tenplaces

All Sen and HP Unix users are proapects for poetlables
Ulee "2ost of Dezna ™ example (wwa tadpole comj

» Dom't aszume that the products 2r 7-ROT 2re household
WOTES

+ Pressp pocabihity as anather dimesusian W0 Your
EUGLI M ETS Rrospeis
[Jse portabilicy ss a door opersr o pursue new prospects

I8 L iy




VALTE ADDED

* Ome wear warranty, ail systems

v Indrd yesr optional Extended Warmanty Frogram

= Wide rangs of compicmentary periphersls

v Carrying caze included; bester hard and soft options
available

+ Responsive, =ffisient produst service

+ Leasmg programs

+ Trade-n programa

i Eadpolr i

SELLING POINTS

+ Strong value propasition

+ Shared reourre

+ Better data and ristem saturity

+ More efficiens: less logistics, more productivity
moraleTetenzon enhancement.

+ True portability

* Featre opticms

+ Powerful; featiwes-nch

+ Mg periormances comprooss far parability

SELLING POINTS

+ Tadpole-RII jong ume pradict specializmton
* Fleable canmestivicy
hdemory and =iorage upgradeamlicy
* Ulnenodified 205
+ Sum and 1P 20 not offes portable svatems

UNDX MARKET

= (Comiomong cobust growth
Parwabie wilization is lees than in Wintel market; many
selling appornaicies reman

= S and HP are #1 and #2 workstation vendors
respectively

UNIX PORTABLE MARKET

Vertical market segments | | Users:

* Gotheaos Developimest * Gymlomy A0S THIDTE

a Talgcommunicac o | i* Symems Ezgnews

= [l MMIUUCLEOES | | SiewCumomer Engissery |

» Finazsial Seream | fi Syreme Azalyrn

« MCALECAD |+ Projud Macess

+ sanuficmmrz | !‘ Produc Dievelcpars Trmmng
[mrtrectnm

+ PrefPodl Salel Suosort
+ Trads 3aew Demomstrilens
» Penadurst Dol

= i Sl

SELLING 1IN SUN/HP MARKETS

» el walue, manmize cost
Dioar't adsume the prospecs 1as evaluated porlables as an
altzrmacive t deskinp depicyment
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SELLING IN SUN/HF MARKETS

+ Stress the ides of sharmg the sy=ems, Helps minmize
prce reachon

+ Emphenze removable de festre

+  Stress Jun and HE connection/componenta’D-3

+ Stresa value of pative UNDE for best performance/demos

+ Expose Sun prospects to both UB and Veysger

+ [lza mnal tn pre-qualify finel objection closa

+ [nvabve decision makers and wersichampeons; capital
budges

 Offer leasa opticn

SELLING IN SUN/ HP MARKETS

= Sell EWF (10% KR discount)

Firss symem sale i3 toughesr, invariahiy follow-on business

*  Seil berefits, not merely featume

- Paaition a8 a saies woal for demonstration application

= (Call on sales managemeant and other potental
uzerv/beneficiaries mther than systems
management/sdminsEratom

* Seek pocksts of opportunicy net averall adeprion

YALUE PROPOSITION

+ Favorable sconcemees versus deskiop deployment:
- Higher threet comt of Unix porimbles 1w offeet b
b Eng codm of ded I

a
+ ippang ot
+ Deliyed Sepemenrs
» [rumagaifod redems
+ Cenocles demai
* Unmroducive aks

VALUE PROPOSITION

= Irproved Producinasy
= More damos perfiem sl by costing s
= Mors demoe, | | agimes

+ Highey sales pevenues

- Mare &emoe, mare sales; higher revennes

PRODLCT MARKETING

= All markenng rescurces appiied to swaresess and demand
Esmemaben
+  AcmatissPricnties:
= Telrprossmcting
- www mdpolerdi.com
= Bvemrtrade whos
= Peblbs reafene'pisheny
— WD ahEring
= Dowtmed
- Prisg alvernadg

B racdacle Snch
CHANNEL MARKETING
= www tadoolesdi comyBR Exranet sice: compleie
mdormation resouree for Eey Reseilers (only)
— Wewd
- Prodn [nformagom
= Collsterd
— Sxlea Tood
- \'alus Proporifion Propossl Templ
- Poomg
- Sales Smimgy
- Teon Tips
= T-RDI[ Phemw Dhrescicey
& vadpode Snft




DOING BUSINESS WITH TADPOLE-RDI

Sec "Commmmications and Staff™ for whoe's who and
COMMIMEECAto,

Use qur staff 1o asmst In pre md pest wales
FProapeciors get more leads|
Encourags your users to go dimst to T-RDI Product
Service
Ttilize email first, voics mail sccond
You will be kept updated primarily via email
Co-marketing and Sales Plan is developed and ooscuted
unigquely for sach Key Reselle
Key dccounts Program
Allow mufficient Jead tmes {30 days ARC)

Calpeie e




