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Telwares at THE CIO FORUM:

Breaking Through to the Real Decision-Maker

Telwares’ experts have helped nearly
ninety Fortune® 500 companies save
millions of dollars through more e ec-
tive telecom procurement, negotiation,
and management. It'snot a hard sell,
says Telwares CEO Pete Wilson. But
there’s a catch: you've got to reach the
C-level executives who appreciate the
value of what you'’re o ering. Telwares’
solution? THE CIO FORUM.

“Our legacy of success speaks for itself,”
says Wilson. “But there’s always some-
one inside of every company whose job
it is to negotiate telecom. Often, those
people are reluctant to hire us due to
the ‘fear factor.’ It takes someone who'’s
very secure in their position to acknowl-
edge that they don’t know everything
and could bene t fom some help from
us. At the C-level, on the other hand,
there’s a direct responsibility to share-
holders.Those are the people you need
to call. But getting through the gate-
keepers to get even ten minutes with
them is very di cult.

EXACTLY THE RIGHT AUDIENCE

“That’s why THE CIO FORUM cruise is S0
powerful. You're guaranteed to get X
number of meetings. They're allexactly
the right audience: just the people you
want to talk to. They're receptive, open
to discussing how you can help them.
All year long, we ght for their attention,
competing for a very limited window of
time against everything else they have
to buy for their companies. But at THE
ClO FORUM, we've got their attentiorf

Time and again, THE FORUM has dra-
matically reduced Telwares’ lengthy
sales cycle. “At THE CIO FORUM , you
keep seeing the people you've met
throughout the week. You see them on
deck, at cocktails, at a comedy show.
You have more opportunity to build your
bond. The trick is, you have to be engaged.
You don't just have your meeting and sit
in your stateroom. You have to be out
walking the boat, becauseeveryone on
that boat is a prospect for you.”

“YOU’'RE GUARANTEED TO GET X NUMBER OF MEETINGS. THEY’RE ALL EXACTLY THE
RIGHT AUDIENCE... RECEPTIVE, OPEN TO DISCUSSING HOW YOU CAN HELP THEM. ALL
YEAR LONG, WE FIGHT FOR THEIR ATTENTION... BUT AT CIO FORUM, WE'VE GOT IT.”

Pete Wilson, CIO
-Telwares
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Conference

Telwares’ sale to Columbia House offers
a perfect example. Columbia House was
one of Telwares’ scheduled appointments,
but after the appointment, Columbia
House SVP and CIO Marc Saffer joined
the Telwares team for socializing. That
accelerated the process of building a
personal relationship. “It only took two
or three months to bring that relationship
to fruition. We were engaged by
Columbia House, and we were able to
save them a lot of money.”

Within months, THE CIO FORUM 2004

also led to an engagement with EMCOR
Group, and other leads appear to be very
promising. An earlier CIO FORUM led to
four or five new contracts, says Wilson.

CAREFUL PREPARATION, PERSONAL
FOLLOW-UP, AND A SOFT SELL

Wilson says that preparation and follow-
up have been crucial to his success at
THE CIO FORUM. “Before the event, we
did a lot of research on the attendees,
and identified our best prospects in terms
of size and industry. We read their annual
reports, identifying issues they'd gone
public with, finding conversation angles

that would help us make our points more
effectively. And we customized each of
our spiels based on that research.”

THE CIO FORUM lends itself especially
well to the “soft sell” that Wilson finds
most effective. “We try to be very infor-
mal. You're not sitting at a conference
table projecting a PowerPoint. You're a
couple of businesspeople sitting around
having a conversation. Once we've edu-
cated our target audience on the
dynamics of the telecommunications
industry, they’re smart enough to figure
out that we can help them. Whether we
do business right away or not, we've
earned a brownie point, and you never
know when they’ll call.”

Since telecommunications contracts are
typically managed by individuals one or
two levels down from the CIO, it's com-
mon for CIOs to recommend Telwares
to their subordinates. “That top-down
sponsorship is invaluable. When they
know you've met with the CIO, if you
ask them for thirty minutes to come in
and tell them what you can do, it's like
melting butter.”

COLUMBIA HOUSE AT THE CIO FORUM:

BREAKTHROUGH SOLUTIONS: FROM DISCOVERY TO DELIVERY IN MONTHS

Columbia House CIO Marc Saffer attended THE

CIO FORUM in May 2004. Within five months, he
was saving over a million dollars per year on telecom,
completely revamping his approach to updating
legacy mainframe applications, and implementing a
new high-performance SAN platform — all based on
discoveries he made there.

“I was certainly aware that there were companies
who did telco negotiations,” says Saffer. “But until |
came to THE CIO FORUM, | didn’t have a full under-
standing of how much | could save — or how much
value they could deliver even though | was only
halfway through my three-year contract.

“Within just the first few minutes of my half-hour
meeting with Telwares, they'd demonstrated to me
that there’s value right now. We were working
together by June. We were almost done with nego-
tiations by September. Telwares renegotiated our
cellular, Blackberry, and wireless contract, as well
our long-distance and data contracts — and we're
now saving seven figures on an annual basis.”

Several of the vendors Saffer met proved to have
high-value solutions he could implement rapidly.
For instance, he met with McData to discuss SAN
technology; soon thereafter, he switched to them
based on performance and price. SMI's Software

>>

Richmond Events, Inc. 48 West 38th Street, 6th Floor, New York, NY 10018
T 212.651.8700 F 212.651.8704 www.cioforum.com

richmondevents






