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OrderCloud 

Introducing… 

OrderCloud Solutions 



Advanced Sales Program for 
eCommerce Growth 

Program Objectives 
 
 

GROWING  
eCommerce Sales 

1.  More Catalogs 
2.  More Orders 
3.  More Commerce 
 



Today, we believe there exists. . . 

Missing Business Strategy 
Leaves no foundation for 

Technology Strategy: Connecting People, 
Process and Technology 

Which leads to  

Poor Selling Strategy 
 And it’s happening in a 
World of Opportunity 

By the end of 2013, online commerce will drive $1.3 trillion in 
transactions, more than half will be B2B. Less than ½ of U.S. printers 

are online, even fewer in other parts of the world. 



Business Strategy 

•  Who are my customers today? 
 
•  What are their needs? 
 
•  What are their needs for tomorrow? 



Technology Strategy 

Questions printers should be asking about 
online commerce strategy:  
How will online commerce change the basis of competition in print? 
How is online commerce helping me win against traditional or new 
competitors? 
How can I use online commerce to enter new markets? 
What will it take to exceed my customers expectations in an online 
world? 
What will my customers expect in the future? 
Do I have plans to meet or exceed those expectations? 
Does my business plan reflect the full potential of online commerce to 
improve sales performance? 
Are my current partners able to play in my long term thoughts? 
 

Where will they get the answers to these questions? 
 



Selling Strategy 
 
 
Stop selling ecommerce. Stop selling print.  
 
Start selling solutions that focus on driving 
costs and inefficiencies out of your customers 
Supply and Demand Chains and make your 
customers businesses more productive.  



The opportunity 

 
The B2B relationships already 
established, position you to take 
substantial advantage of growing B2B 
commerce demands. 



Going beyond W2P software 
vendor 

Help our prospects assess their technology 
needs and confidently establish and maintain 
online relationships.  
 
Help our customers by providing access to 
better marketing, sales and account 
messaging.  
 
Help customers maintain and optimize sites to 
continually drive traffic and orders.  



Software vendor 
becomes 

Online commerce service provider 
 

Stick to competencies. 
You know print. 

We know customized online ordering. 



Why? 

•  Customers who use multiple channels are more brand loyal.  
 
•  Four51 clients see over 90% retention of accounts that employ online ordering.  
 
•  Online commerce opens new opportunity like: expanding your offerings for 

existing customers without increasing your costs 
 
•  Online Commerce let’s your sales team focus on strategic, key accounts.  
 
•  There are 2.4 billion people online with 189 million more going online every 

year.  
 
•   By the end of 2013 there will be $1.3 trillion online commerce conducted, 

more than half of that  B2B.  
 
•  Your competition is already online in a big way, (nearly half of all U.S. printers 

have online commerce)…you have to differentiate! 

 



The Dilemma  

•  Print Product Sellers   =>  Business Solution Providers 
 
•  To compete, you will have to combine the 

following with the products you currently sell: 

•  Comprehensive eCommerce Catalogs 
•  Delivered & Managed Technology Services 
•  Customized Applications and Configurations 

•  Customer Systems Integration 
•  Comprehensive Reporting Services 



OrderCloud Advanced Sales 

•  Build on Existing Strengths of Now/My/Easy Docs Sales 
 
•  Re-orient existing go-to-market strategy and Sales 

Support 

•  Create segmented approaches based on Vertical 
Industries and Corporate Functions 

•  Offer more and advanced ideas to your customers and 
prospects 

•  Share responsibility & opportunity with Four51…we will 
HELP you sell more! 

 



Existing Strengths 

You are already good at this! 
 

•  PIP 872 – MAAX Mpls – 6230 LIO/Yr 

•  PIP 046 – CareMore – 4799 LIO/Yr 

•  SS 80180 – United Rentals – 4751 LIO/Yr 

•  SS 01470 – Yard House – 4646 LIO/Yr 



Mpls MAAX 
       MAAX is a leading North American manufacturer of bathroom products:             
       Bathtubs, Showers, Showers Doors, Tubs Showers and Medicine Cabinets. 



Potential - Burroughs 



CareMore 

Started over 15 years ago, caring for seniors as a Medical Group. 



Potential - Humana 



United Rentals 
850 Locations…As the world’s largest fleet of problem solvers, our customer-driven people 
provide best-in-class specialty solutions, safety training and 24/7 support for even the most 
demanding industrial, commercial and construction jobs. 



Potential - Deluxe 



Yard House 
35 Location Restaurant and Bar 



Potential – Papa John’s 



More Potential – PJ’s 



Even More Potential – PJ’s 

93 Total 
Products! 



More OC Examples - ASU 



More Examples OC - AHA 



The Question ??? 

What will it take to exceed 
your customers’ expectations 

in the future? 
 

Comprehensive Business & 
Technology Solutions! 



Keys to OC Selling Success 

•  Key in on the Different “Opportunity” 
•  Vertical Industry Focus – Problems  
•  Role based selling – Mktg, Sales, Ops, IT, Fin 
•  Specific Solution Development Activities - AIM 
•  Specific Presentation/Demonstration – Custom 
•  Positioning -- Comprehensive Order 

Automation benefits 
•  Sell the PROBLEM you know they have, not the 

items you want to sell them… 



OrderCloud Sales Progress 

•  Mark Hildebrandt to complete and 
discuss based on activities since March 
Meeting in Dallas… 



Program Elements 

•  Targeted Approach for Existing 
Accounts 

•  Targeted Vertical Industry Sales Focus 
•  Targeted Corporate Function 

Categories 
•  Comprehensive Product Sets 
•  Comprehensive Technology Solutions 
•  Consulting – Implementation - Product 



Targeted Vertical Industry 
Solutions 

•  Retail 
•  Health Care 
•  Financial Services 
•  Wholesale Distribution 
================================== 
1.  Comprehensive Business Solutions 
2.  Adaptable RFI/RFP Response Services 
3.  ERP/CRM/MIS Integrations 
4.  Multi-Channel Solution Configurations 
5.  All Compliance Requirements 



Variable Corporate Function 
Categories 

•  Marketing 
•  Sales 
•  Human Resources 
•  Information Technology 
================================== 
1.  Focused functional Solutions for each area 
2.  Collaborative Solutions when required 
3.  Marketing Materials designed to support 

each Value Prop…more attack points 
4.  Sales Support based on specific Roles/

Responsibilities 



Defined Product Sets 

•  Marketing Collateral 
•  Corporate ID 
•  Branding, Signage 
•  Commercial Print 
•  Business Forms 
•  Training Materials 
•  Documents 
•  Sales Support Material 
•  Promotional Products 
======================================================== 
Combined with capability for Franchisee to work with Clients to 

include non-sourced items including: 
1.  Direct for-sale goods (Food products, manufactured materials, 

etc.) 
2.  Digital Asset Management & Distribution 
3.  MRO 
4.  Facilities Equipment and Materials and Fixtures 
5.  Uniforms, Linens, etc. 
 



Comprehensive Technology Solutions  
 

•  Integration Consultation and Design Services 
•  Punch-Out Consultation and Development 
•  Web Services Development 
•  Java Script Development 
•  Custom Themes Development 
•  Custom Reporting and Data Import/Export 

Services 
•  Advanced Configurations and Workflow 

Analysis 
•  Custom Variable Data Templates  



How this Works? 

•  Sign-up in the Program 
•  Register your Accounts & Prospects 
•  Joint discussions and assessment of 

existing accounts and prospects 
•  Sales Activity  Plans created 
•  Solution Discovery & Implementation 

Plans created 
•  Sales Presentation Assistance 
•  Activity documented and tracked 
•  Success Reporting & Analysis 



Dedicated Advanced 
Catalog Solution Services 

•  Sales Training & Presentation Development 
•  Pre-Sales and Demo Assistance 
•  Consultation and Live Involvement 

•  Marketing Support and Materials 
•  Vertical Industry Packaging 
•  Corporate Function Packaging 
•  Sample Sales Presentations 

•  Ongoing Service Management Best Practices 
•  Service Level Agreement Samples 
•  Training and Orientation for providing Services by 

Franchisee 
•  Access to Four51 Service Desk  



Summary 

 
 

Sign Up Today! 


