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e What is the brand value index?

e How is the brand value measured?

e What is the effect of the brand on the business model
(specifically the sales cycle)?

e How do we improve the brand?

e How does the brand value index compare to best in class?

Brand Value Assessment Process- Provides an accurate and
consistent approach to measuring the brand and its impact on the
enterprise (i.e., the sales cycle)

BVAP. The following are examples of where the management team exercises the
software suite to determine the risk associated with:

e Customer success validation process that has rigor and is effective and efficient

e Buyer connectivity process and effectiveness

e Solution providers effectiveness and efficiency of it's buyer needs assessment
process

e Technology leadership

Market message management and content effectiveness and delivery

performance through the required channels

Ease of doing business with

Number of value propositions of equal weight as compared to the competition

Quality, reliability and value of offering

Quality, reliability of the support

Industry knowledge and management and technology leadership

Trust in solution providers organization and management

Solution providers reputation in the industry

Results

Customer loyalty

Customer connection

Customer active references

Shorter sales cycle

Significant competitive advantages

Market message and the management of it through the 12 + channels



Outputs from BVAP.
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ERI's Innavation Track Becard

are: Offering 'z

4 529,51

S5 405 52

Ecored  BestIn Class Performance
——— I
ERI's General Management Facus an Buyers and the Success of their Customers 247514 5,286,635 46,555
ERI Haz 2 Procezs That iz Sccurate, EFfective Snd Efficiznt whers Buyers and Custemerz Score and Yalidats Their Offerings 3,363,862 ET26.43 s0.01%
ERIl's Process to ldentify Buyers Meeds and Match them bo the OFfering with & Yalue Yalidation Process 3320061 B,325.13 S2ATR
Effeckivness and Efficiency of ERI's Customer OFfering Yalidation Process far their BRI Resilient Software Offering 2,635.05 6,130,353 A5, 52%
ERI's Buyer Connectivity Process and Performance 5,030.34 6,531.26 46,535
ERI'z Effectivenszz and Efficicncy of it'z Buyer Meeds |dentification and Szzezzment Process 53082 E 43566 &.25%
ERI's Technolagy Leadership Track Fecaord 2453525 643225 TGN
The Market Message Management - Content Effectiveness and Delivery Performance through the Required Channels 5,464,355 6,765,654 5118%
Fepukation and Performance - Eaze of Doing Buziness with ERI That Yickds Positive Predicitable Peformance 5,054 .40 6,656,539 46.25%
Mumber of Walu: Propositions OF Equal W eight Comparsd te the Competitian 21707 B 160,05 34.38%
Unidentified Meeds Identification and Salutions by ERI 205083 L s S4.40%
Cuality, Reliability and Yalue of the Offering 3,539.31 6,B6T.T3 53.05%
Guzlivy, Relizkility, Timelinezz, Eatizfaction and the T&C'z of ERI 'z BRI Rezilicnt Saftwars: Offering Support 3,005,536 B 0MET2 S0,00%
Induztry Knowledge, Management Ta Achicvs itz Technalagy Leadership 33564 B 28262 R |
Trust in ERI's Organization and Management 4 709,352 T,.055.62 64.04%
ERI ‘will Always Frovide Important Mew Required Knowledge Ta lts nd Customers 447242 6,&05.13 G5.63%
ERI'z Reputation in the Induztry az 2 Perferred Supplicr of BRI Fezili 416423 EBET.TA E2.45%
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RIZK INDEX

Loyalty Perfermancs ko ERI

TOTAL Performance Metrics Index

SALEE CYCLE [Compared to the Competition]
Brand Improvement ROl Based on Current Performance

15, 575,45

Technolagy T30 16.41% .05%
Mlarketing and Parket Communications 26,555 S6.05% 23.47T%
Planagement F25TH G1.26% 25.55%
TOTAL b6_31% 133 72X
PERFORMANCE METRICE INDEXES Zcored fest Im Clasferformanc
Customer Connectivity and Mleeds [dentification Index 14,555.25 ST,330.05 FATdR
Cuztamer Conneckivity ko Szzure Cuzkomer Syccess NA03.64 | 254T0O0E 44.77%
ERI's Commitment and Performance To Brand as an Strategic Competitive weapon 12, 74167 24,562.40 SLETE
Technolagy 15,621.51 3116052 S0.13%
Mlarketing Performance 1,3335.65 25,5453 46.40%
Marketing Effectivenczs 3,443.45 25,647.21 IE.54%
Process Management For the Erand 17,033.55 3205113 L3.35%
Process for Innovation Performance 16,545,560 5506261 S0A5%
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