Value-Ad Proof of Concept

Use Case pargeted. Problem Definition Objective Key Measurable / Benchmark | What We Need From You Project Plan Term Cost
Deploy Environment 1d
g::::’;:‘;r?”’ha“ o 20 reasonable hungry qualified salespersons that have at least 10 sales. Branding 1d
o oL . All from the same geographic area. English Messages 1d
e Salespersons need a smart phone and access to internet Local Translation 5d $5000 pm
Assign a new servicing R | 7500 Orphans (Names, mobile number, name of the last servicing salesperson, reason for the call telephone
Orphans Agency ;igsjp':;:‘fs‘slo';‘vgh‘ ability to cross sell (o c oy after a face to R:‘;;’(O‘:‘;‘;‘:ﬂ"gfg‘a"zggég'g:'"g script) Uat with 5 members 3d 3 Months $10 per salesperson pm
face meeting 5
i) NB Orphans must be active paying clients, aged between 20 - 60 Go Live 3 months in advance
f';":smaez‘ ,fuc:‘b'e MG o oo e frmticermimelD €T Allin 2 Weeks
& 1 Month notice to make resources available
Si;lg‘{ngmm"'"e"‘ 1d $60 000 for the 6 month,
Increase the survival rate English Messages 1d A
by helping with the Local Translation 5d R
identification, 1t year survival rate - . ’ . . Uat with 5 members 3
J : We need support from your training department to supply the initial skils training material to embrace data and Thereafter § 10 000 pm
BiciocUice R Bosncy [eisitalizectiel] eurementand sseh the close monitoring on new recruts. Min 6 months | 2ng $10 per active use
monitoring of new Referrals received Train the trainer TR
salesperson prospecting p -
acivities 3 weeks for your team to redo the training material. ; .
Allin 6-8 Weeks to get started. jieloilEmatn Uty
advance.
1 Month notice to make resources available
Deploy Environment 1d
Branding 1d
g ongaizatonsare seing e . A :Ljs;'o( the recruiting managers. (Names, company ids, email address, mobile numbers) NB their geographic (B 1d
e R e Activity ratios at al levels Local Translation 50 $5000 pm
- p— marketing presence o generate Increase the salesperson g:‘r‘:‘;fl‘;’z ;Lf,';:i:r'fm The recruiter information, reach the clent. - Details around where the recruit came from and NB where do they |\ oo VU N W S
Sg:’::;‘z‘ :::[\:Ir:z aBgU;[:::ayVIee:doe\er:'po' manpower figures Lead source performance live so that we can assign to the right recruiting manager. T . s n
act on these opportunities. Gl |A mandate to re-assign if the assigned recruiting manager does not take action AND OR does not provide © months in advance
feedback in the agreed time frame. oS
1 Month notice to make resources available
Deploy Environment 1d
Branding 1d
Alist of clients with outstanding premiums (Their contact details). English Messages 1d
Some marketplaces need the Local Translation 50 $5000 pm
Agency - On the or collection Increase the : The salesperson you want to make contact with the client
z’e""“."' road physical to physically fetch the premiums from |rates and premiums, THEEED i ey S (o Uat with 5 members 3d Min 3 months | $10 per salesperson pm
ollections ¢ premiums collected :
collections the clients. Collection rates are usually |collected A way to assign the collection to a collection salesperson.
lower than expected. GoLive 3 months in advance
A mandate to re-assign f the assigned person does not take action AND OR does not provide feedback.
Allin 2-3 Weeks
1 Month notice to make resources available
A list of all the salespeople that have a track record . (Names, company ids, email address, mobile numbers). ge:‘fiy E';‘;'“’"'"e"‘ ld
. The list should have 3x more salespeople than expected to use so that the best can be identified. 50-100 randing
Marketing generate leads to Clarity around: salespeople. English Messages 1d
X:selling! salcapaoploand tindonotknow | Actiy atios atallevls Local Translation 5 $5000 pm
" . |create transparency so  [Skill ratios at all levels . o Detail
nu‘:::y'.:‘% I |Agency) /h?::ca/ what happened o them aftenvard. This [ 37 [ERE90N0) 0|0 en SR e, e prospect y/ :::3 :sn;ﬁ::‘zn The salesperson needs to reach the clent. - Details around the source of the |1 o PN SRS ——
Social Media and also to provide feedback to the | 29dressed Lead source performance : . 3 months in ad
lead source. GGl Volumes needed for a 90 day poc 1500 - 2500. Ve months in advance
: : ) Allin 2-3 Weeks
A mandate to re-assign f the assigned salesperson does not take action AND OR does not provide feedback. | fy23Weeks
Deploy Environment 1d
Branding 1
A list of all the salespeople that have clients with maturities over the next 6 months. (Names, company ids, email | English Messages 1d
address, mobile numbers) Local Translation 5 $5000 pm
Agency Retain more of maturing |- "
Maturities predomintly ¢an || ow retention of maturing assets capital by investingin | xon9 maluriy retention rafio VS g gjent information. The salesperson needs to reach the clint. - Details around the maturity Uat with 5 members 3d Min 3 months |$10 per salesperson pm
f single premium products
Partnerships A mandate to re-assign maturities if the assigned salesperson does not take action AND OR does not provide | Go Live 3 months in advance
feedback.
Allin 2-3 Weeks
1 Month notice to make resources available
A list of all the salespeople that have a track record . (Names, company ids, email address, mobile numbers).
The list should have 3x more salespeople than expected to use o that the best can be identified. 50-100 Deploy Environment 1d
salespeople Branding 1d
. Clarity around: English Messages 1d
! P generato leads to Activity ratios at all levels The prospect / lead information. The salesperson needs to reach the client. - Details around the source of the | Local Translation 5 $5000 pm
Partnershi Face to Fi Si:‘sg‘;"p:nz'; o I:’;m:?t“em';‘r"d” This |Create transparency so Skl ratios at all levels leads and why they are calling.
EooiD EESOLED B2 ““gm T S |that problems can be Campaign performance. Uat with 5 members 3d Min 3 months  [$10 per salesperson pm
2nend anca ‘*d “"f ¢ e d” '° d:“ n f & addressed Lead source performance Volumes needed for a 90 day poc 1500 - 2500.
DR GolLive 3 months in advance
EEEE Overall ROI The actual setup will vary depending on the type of partnership e.g. In-branch advice based sales vs over the
counter add ons OR Bank employess selling vs partners selling Allin 2-3 Weeks
1 Month notice to make resources available
A mandate to re-assign f the assigned salesperson does not take action AND OR does not provide feedback.
A list of all the salespeople that have a track record . (Names, company ids, email address, mobile numbers). gepk;y E';‘;"""'"e“' d
The list should have 3x more salespeople than expected to use so that the best can be identified. 50-100 randing
Partnership generate leads to Clarity around: salespeople English Messages 1d
calepoone ot then o ot know Activity ratios at all levels Local Translation 50 $5000 pm
Face to Face what happened to them afterward, This | Cre@te transparency so | Skill ratios at all levels The prospect / lead information. The salesperson needs to reach the client. - Details around the source of the
P |t B o o |that problems can be | Campaign performance ade o why they oro callny, Uat with 5 members 3d Min 3 months | $10 per salesperson pm
and also to provide feedback to the | 29dressed feadeourslparimnancs) )
lead source. T \Volumes needed for a 90 day poc 1500 - 2500. Colliz Sl [ EdEED
A mandate to re-assign f the assigned salesperson does not take action AND OR does not provide feedback. |l In 2:3 Weeks
1 Month noice to make resources available
Once the data is received:
2 days to build the database
9 months of historical collections data showing the client demographics, the collector who spoke to the client and | 2 weeks to build the models
e Qutbound Cortact | ocion Incease th contacto | Randorm alloation vs aichea 1% 041come ofthe cal. N We do ot need any persanal danfiale dta onthe clente.g.name, telephoneor | L A B S
Collections. C::‘I:‘:"i'onase ecieasnglcosectonlisies) conversion rate allocation on contacted clients Smaliattiess R FACR LA S ocaea ontis months, then risk share
NB must have at least 15 collectors who have has success with at least 20 clients. Plan on 1 month from start to end
1 Month noice to make resources available
Once the data is received:
2 days to build the database
9 months of historical sales showing the client demographics, the salesperson who spoke to the client and the |2 weeks to build the models
Telemarketing | Cutbound Decreasing sales with market Increase the contactto  |Random allocation vs Matched ::‘;Zﬁ:‘j d"r'e;": CaRNENEoliotheedanv/psteonalicentiiabloli=talhihe(Cien {eidinanedielebhoheloy . 6 month $15 000 for the 1st 3
elemarketing | rejemarketing saturation conversion rate. allocation on contacted leads Y Y - CouE) months, then risk share
NB must have at least 15 salespeople who have previously sold to at least 20 clients, Plan on 1 month from start to end
1 Month noice to make resources available
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