Case Study: Branded Manufacturer

Speeding up sales for Xerox
A digital reimagining of the sales pitch

$205 million
41%
Digital can help simplify a long, complex sales cycle. Look
for ways to replicate (and improve on) your sales process
in digital form.
Xerox is one of our longest-standing clients. Our digital
work for Xerox has run the gamut, from global websites
to sales to IT to operations, from services to products to
brand. Actually, it might be faster to talk about what we haven’t done
for Xerox (yet). But let’s give this a shot.
First, a question. How do you demo a product that costs millions of
dollars and weighs – no exaggeration – tons? If you’re Xerox, you did
it old school. Warm up the prospect for a good, long time. Then, invest
the time and money to fly them to a facility for a visit to see printing
systems hard at work. Xerox knew digital could improve on this
model, and in turn, streamline the sales cycle and boost efficiency.
So, they turned to Ntara to create a series of interactive product
tours. We ran with the idea and turned it into something that
completely changed their sales process.

of new global
revenue generated

decrease in average sales cycle for
deals ranging from tens of millions
to one billion in revenue

Digital is a powerful sales enablement tool, but to drive
results, it has to meet the needs of the rep first.
Our team took CAD renderings of Xerox’s most complex
products and created sophisticated 360-degree product
tours. Completely interactive, these 3D tours allowed
reps to zoom-in and zoom-out on dozens of product features with
ease. Sales messaging was integrated into the tours, with a range of
options from entirely custom to fully packaged with a pre-recorded
voiceover. We made it completely on-demand, so products could be
easily demonstrated in the course of a sales conversation. We also
designed it for an “occasionally online” environment, so reps could
present online or offline.
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Done right, digital solutions can be a tremendous asset
to sales operations.

A digital solution is only ever as good as the back-end.
Systems integration is where real efficiencies can be gained.

We built intelligent functionality into the tours to
support operations. Behind-the-scenes, sales managers
had access to a dashboard that contained real-time
analytics and gave them visibility into the activities of reps in
the field. In addition, the tours were integrated into the product
management system and synced automatically to ensure the sales
team was working with the latest information, always. The tours also
struck the right balance between message alignment and customized
options for the field – the result was a pitch that was easily tailored to
the prospect but still consistent with HQ messaging.

These tours had to work in multiple languages around
the globe. To ensure maximum accuracy and relevancy,
we built a custom WYSIWYG editor that allowed Xerox
teams in each country to handle translations themselves and see text
updates in real time. We then performed QA on translations before
distributing the results globally. We also developed sophisticated
analytics that allowed marketing and sales to trace which content
(all the way down to the level of presentation slide) was most effective
at closing deals. This system cross-referenced prospects with content
and then evaluated this against win/loss data and deal size. Xerox
acted on this data to optimize content in the system and deliver rapid
insights to reps in the field.

When deciding where to invest, prioritize digital
solutions that can scale to tackle multiple challenges
inside your organization.
The product tours were so useful in the field, we helped
Xerox deploy them in new applications all across the
enterprise. The tours became a central training tool
to onboard new reps and introduce them to the Xerox
product line. Xerox’s maintenance teams started using the tours to
pinpoint problems and make repairs on their service calls. Xerox
even used them in analyst briefings to demo up-and-coming products.
We created dozens of product tours, and they scaled beautifully to
address all sorts of needs.

LET’S DO THIS
ABOUT NTARA A moment of opportunity. A point of pressure. A change
of course. There are moments that call for action. And in these moments,
you need a partner you can count on for data-driven guidance, technical
gravitas and digital chops. That’s where we come in. Ntara operates -- and
excels -- at the intersection of business strategy, digital innovation and
technical integration.
We started out building software from scratch over fifteen years ago. Our
story begins deep in the complexities of data, engineering and technology,
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building business-critical platforms. And that mindset stays with us still.
So, if you have an idea, but you need it built, we’re the ones who can do it.
And one last thing you should know about us. There’s no pretense here.
We have small-town roots. Our address is at the center of a thriving (and
revitalizing) corridor of Tennessee, and we like it that way. It keeps us
honest. It keeps us down-to-earth. No nonsense, no ego – we think that’s an
excellent combination. Our clients tend to agree.
Visit our website ntara.com/brand to find out more.
FOLLOW US

