A guide to working smart, looking good
and living large while hitting your numbers.

BigTime -
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BIG TIME CONNECTIONS
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BIG MONEY

Partnership. Collaboration.
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BIG TIME CONNECTIONS

here’s the deal.

You already know IBM and SAGA have been your
go-to solutions partners long before “solutions” or
even triple half-caff iced lattes were all the rage.
Now just put these two blue chip players to work and
you'll have clients eating out of your hand. We call it
Big Time Connections.

Like you're tight with the big boys. In the know.
Bada-boom. Bada-bing. And tomorrow you're puttin’
that second comma in your salary as you jet off to

Rio. So check out your “pros-only” Sales Guide here
for some not-so-serious sales tips, have yourself a
good laugh and watch for more cool stuff to come
from SAGA and IBM—your Big Time Connection
for enterprise sales success.
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the evolution of enterprise sales

* Mungo have two rocks what make fire

» Mungo license friends Ug, Og and Ig to
resell fire rocks; channel model hatched

* Mungo discover wheel; distribute fire rocks
regionally; earning many clams in margin

* Mungo retire with woman to 5-bedroom Sy —

cave in suburbs

« Mr. Fuller uses personal, door-to-door
selling to market his line of brushes

* Mr. Fuller recruits thousands to
sell the brushes; making him a house-
hold name

* Mr. Fuller's sales model is adopted by
Mary Kaye Smith, Avon Jones and
Chuck Grolier

« Sales and Marketing experience
Great Schism, ever dividing the two
camps; Fuller ruined by the Krishnas

« Skip, our high-volume
go-getter brings his tech-
nical background to the
rapidly-growing office
machine category

« Skip not only sells, but advises his
prospects and is seen as a “value-add”
business partner

« As the digital revolution picks up speed,
Skip gets his Federal I.D. number, becomes
a Dealer

« Skip creates his own white box PC line
and diversifies his offerings; preaches the
network model and never looks back

m,

{

» Thaddeus hath lyric poetry for wooing
of lovers

» Thaddeus recruiteth local bards,
seedeth test sonnets; ye awareness
of Thaddeus Lyric Poems, Inc., doth
grow 342%

» Thaddeus teameth with manufacturer
of indulgences and co-marketeth
wares during Crusades rush of
late 1100s

plagues, pestilence and famine

« Sales falls from grace with nationwide
rise of non-dealer start-ups like Lenny
selling fine, fine classy chassis; includ-
ing the '67 Grand Torino®

« Lenny, along with friends Spike and the
Bobster, make cheesy mustache, bad
plaid pants industry-standard threads

« Cheap late-night TV ad rates raise
awareness of Lenny’s empire

* Millions of Americans snowed into
believing they have
a “friend” in the
car business

-

« Michael (that's Michael, not Mike, pal) takes cell-
phone and Business Degree in hand then hits
the mean streets

« Like a tech-savvy Jerry McGuire, Michael has
clients begging him to “Show
me the Enterprise, baby!”

* Michael ruthlessly has
prospects signing on the
dotted line, licensing seats
and “doing something
memorable here”
« After perfecting his short
game, Michael cashes in
and rides his golden para-
chute off into the sunset
Enterprise Man




BIG TIME CONNECTIONS

words that can overpower,
amaze and win over your customer!

Remember! Talking out of both sides of your mouth is an advanced

technique, covered in another reference. Pace yourself by using
only one to three new words or phrases per day.
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section 2 talk the talk

blueeschip 1. High profile, big money, viable (as in enter-
prise customer category shared by IBM and SAGA).
2. A nouveau nacho served during El Charro” happy hour
(great with Thai peanut and curry salsa).

ciao 1. A foolish parting greeting usually intended to
lend the speaker an international air. 2. To eat, throw
down or pig out; as at free seminar buffets or client-
initiated lunches.

direct 1. Forthright and to the point. 2. Something your
prospects never are when revealing their I'T budget for the
project you're bidding.

ee+business 1. Conducting any kind of business via an
electronic channel such as the Internet. 2. Extreme busi-
ness; practiced by loud, obnoxious, pierced 20-some-
things and soon to be propagated on MTV®.

enterprise 1. The USS NCC-1701. 2. Another word for
SAGA/IBM mainframe solutions. 3. A sketchy little cottage
business often masterminded by frustrated engineers.

ERP 1. Enterprise Resource Planning. 2. The sound of
beer-drinking satisfaction. 3. Entirely Ridiculous Process in
which IT managers try to prevent the inevitable by
purchasing the unreliable from the often unscrupulous.
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section 2 talk the talk

glazededoughnut 1. A fried, sugary non-food dietary
substitute. 2. A sales prospect who has been rendered
powerless by a skillfully delivered sales pitch, as defined
in the SAGA/IBM Big Time Connections model.

middleware 1. Software designed to enable enterprise
level data exchange. 2. Another SAGA innovation.
3. Ralph Lauren’s stylish, overpriced new line of
“R.L. doesn’t like to refer to them as belts” leather trouser
support accessories.

migration 1. A group movement to or away from a
standard. 2. The abandonment of existing, comfortable,
familiar technology for flashier technology that may well be
more difficult to maintain and secure.

mindshare 1. The misguided notion of ownership over
the preferences, attitude or loyalty of another’s thoughts or
intentions. 2. As opposed to marketshare, when a col-
league says “I'm building mindshare,” it really means he
hasn’t sold squat.

network 1. The total amount of work one can claim in a
given time period, often directly correlated to “net worth.”
2. Part of the mission-critical skillset leveraged by today’s
leading enterprise level fishermen.

@
<
2
<
(2]
—
o
3
=
w
©O
o
®
&
—
>
D
(]
—
=
(1]
o
=
(1]
=h
(1]
=
(1]
>
o
(4]
=l
2
o
=}
3
<)
=
n
>
®
>
°
=
o
o
=
o
—
w

paradigm 1. An example that serves as a pattern or
model (see also SAGA/IBM Business Partnership).
2. Loose change in your pocket insufficient even to
make a local call these days.




section 2 talk the talk

plugeandeplay 1. Your children’s money generation
scheme. i.e. “Let’s go plug Dad for a $20 and go play.”
2. A feature of many technology products, with the exception of
your VCR.

powereuser 1. A greatly-enhanced enterprise kid
(GEEK) who knows all the tricks to any system.
2. Your mother-in-law.

robust 1. Full-bodied and slightly woody, with just a few
gentle earthy overtones (like a nice Cabernet Sauvignon).
2. Swarthy or thick-necked galoots like loggers and
long shoremen.

ROI 1. Return On Investment—a comparative ratio of
how little one had to pay and how much one got back from
a good or service (col.). 2. “Really, hOnest Injun”;
as in the validating phrase “Really, hOnest Injun, that’s
the best I can do on the price.”

scalability 1. The potential of something to be accurately

weighed, as in “After the holidays, my scalability was
marginal at best.” 2. Key selling point of all SAGA/IBM

enterprise solutions.

supplyechain 1. Kind of like the food chain because
everything is tied together.

zeroeclientefootprint 1. What you have when a dicey
enterprise migration goes well and your client doesn’t
come looking to kick your tail.
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BIG TIME CONNECTIONS

1. open
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BIG TIME CONNECTIONS

the ins and outs of your
personal selling style
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BIG TIME CONNECTIONS

\\ single barrel

(
N

step 1. Point
step 2. Trigger
step 3. Click
step 4. Wink

step 5. (repeat)

Sigure 3.1

figure 3.2 figure 3.3

FIRST AID TIP! Before starting any exercise program,
consult your physician. Discontinue exercise if you experi-

ence weakness, fatigue, shortness of breath or a sudden
reduction in qualified leads.
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BIG TIME CONNECTIONS

Call

advanced moves

Jigure 3.5

DON’T QUIT! Having a tough time? Just remember
that you are going to have good days and bad days
due to a number of factors out of your control.
Consistency is the key, Tiger!

1 888 KWIK HELP to make BIG TIME CONNECTIONS
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BIG TIME CONNECTIONS

advanced moves (cont.)

figure 3.6

4

ARE YOU STRETCHING? Most injuries occur due
to improper warmup or lack of stretching. Take the

extra time, Sport-O. You don't want to end up on the
sidelines of the Enterprise Bowl.
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BIG TIME CONNECTIONS

handshakes

figure 3.8

CAUTION: Overzealous handshakes can have an

adverse reaction on your profit.
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BIG TIME CONNECTIONS

handshakes

figure 3.9
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BIG TIME CONNECTIONS

handshakes

figure 3.12

IBM has seen a 60% annual increase in System/390 MIPS sold since 1994.
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BIG TIME CONNECTIONS

leads

Call 1 888 KWIK HELP

figure 3.14

to make BIG TIME CONNECTIONS
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BIG TIME CONNECTIONS

good etiquette

Diplomacy is the art of letting someone else get your way.

Call 1 888 KWIK HELP to make BIG TIME CONNECTIONS



section 4 professional etiquette

Pulling off an impressive, productive mealtime sales
meeting is easy when you keep these simple guidelines
in mind.

« Call that morning and let your prospect know you're look-
ing forward to your lunch appointment (even if you didn’t
have one, they’'ll hate to refuse you, thinking they’re in for
a freebie).

« Stick to a dark, seedy joint where you run no risk of being
seen begging for your prospect’s mainframe business.

* Or, make them pick the place—your waffling indecision is
a nice way to help them feel more in control.

« When in doubt, always go for sports bars and all-you-can-
eat buffets.

» Schedule during peak hours—if your client won't sign,
you can table hop and work the room!

* Pretending to forget your wallet is a great way to save
dough and get your prospect used to spending large
amounts of money with you.

» Wait staff everywhere love pet names like “Kiddo,”
“Cutie,” and “Sport.”

* Bartenders are often insulted when you don't order a
second or third round in quick succession.

 Wait two days and call the prospect back saying how you
missed two days of work with food poisoning—their guilt
could lead them to sign a contract faster.
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BIG TIME CONNECTIONS

the scent of a man

Call

1 888 KWIK HELP to make BIG TIME CONNECTIONS
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BIG TIME CONNECTIONS

5 o'clock shadow is an easy
way to build empathy with

clients. Just tell them you
haven't slept for three days
trying to come up with the
best possible deal for them.

AVO5°-tamed, double-parted
do says, “I'm here to get your

business, and I'll ram this A clip-on tie with cartoon

characters tells others that
you are both juvenile and
uncoordinated, which in no
way affects your credibility to
deliver the solution. (May
also be substituted with the
equally-impressive fish tie.)

Waterman® through your
jugular if we can't make a
deal.” It's a can’t-miss coif!

Your pinky ring or
class ring shows that
you consider your-
self to be a high
roller, or that you
really miss those late
night frat-house keg-
gers, respectively.

The short sleeve polyester
dress shirt (pocket protector
optional) speaks proudly of
your technical copier sales
heritage and helps the
Alpha Geek accept you as
a fellow techie.

Toting the coolest cell phone in any

group is an easy way to set yourself Short, slouchy dress

apart. Especially when it features socks tell others that

international paging and rings to the you think you look

tune of “Deep In The Heart of Texas.” good naked. Knee-
highs are for field
hockey jocks and
old men; unless
you're Scottish and

. . . wear a kilt well.
The aluminum Halliburton®

case is the signature attaché of
today’s discriminating would-be
secret agent, and goes impec-
cably well with your fleet-edition
Taurus, old man.

Ankle-high zipper boots
do give you unparalleled

ease of entry, but only
oxblood-tone tassel loafers
keep you looking C-level.

dress for success

Call 1 888 KWIK HELP to make BIG TIME CONNECTIONS
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BIG TIME CONNECTIONS
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the editors would like to thank

REMEMBER! True enterprise-level solutions
aren’t bought, they're sold. So, good luck on

all your SAGA/IBM solutions. We know your
customers are in good hands.
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SAGA, SAGA SOFTWARE, the SAGA logo, Free Your Information and the FYI logo are either registered trademarks, trademarks or service marks of SAGA SOFTWARE, Inc. in the United States
and/or other countries. IBM, IBM Business Partner design plus words, System/390 and MQ are either registered trademarks, trademarks or service marks of International Business Machines Corp.
BMW is a registered trademark of Bayerische Motoren Werke Aktiengesellschaft. The Love Boat is a registered trademark of Aaron Spelling Productions, Inc. Camaro is a registered trademark of
General Motors Corp. Taurus and Torino are registered trademarks of Ford Motor Co. El Charro is a registered trademark of Delia Martin Enterprises, Inc. MTV is a registered trademark of Viacom
International, Inc. Ralph Lauren is a registered trademark of Polo Ralph Lauren, L.P. composed of Polo Ralph Lauren Corporation, a New York Corporation. Polo Ralph Lauren is a registered
trademark of Lauren and Mark N. Kaplan Co-Trustees of the Ralph Lauren Trust of 9/21/76; Ricky. Drakkar is a registered trademark of Parfums Guy Laroche. Old Spice is a registered trademark
of Shulton, Inc. Brut is a registered trademark of Faberge Incorporated. Aqua Velva is a registered trademark of After Shave Products, Inc. VOS5 is a registered trademark of Alberto Culver Co.
Halliburton is a registered trademark of Zero Corp. Waterman is a registered trademark of Waterman S.A. Copyright © SAGA SOFTWARE, Inc., 1999. All rights reserved. This promotion is
sponsored by SAGA and IBM and has not been endorsed by, nor are SAGA or IBM affiliated with, any other company mentioned herein.



SAGA

free your information

About SAGA SOFTWARE, Inc.

SAGA, based in Reston, Virginia, provides enterprise systems software and a full suite of
enterprise integration solutions that support billions of mainframe transactions daily for some of
the world’s largest organizations. SAGA's suite of mission-critical products and associated
professional services take customers from the heart of the enterprise to the desktop, freeing
their information and leveraging their IT investment. SAGA's parent company is traded on the
New York Stock Exchange under the symbol AGS. For further information, please visit the
company’s Web site at www.sagasoftware.com.

SAGA SOFTWARE, Inc. SAGA SOFTWARE (Canada) Inc. ~ SAGA SOFTWARE, S.A. de C.V.
Worldwide Headquarters 151 Savage Drive Blvd. Manuel Avila Camacho
11190 Sunrise Valley Drive Cambridge, Ontario N1T 1S6 No. 88

Reston, VA 20191-5424 Canada Torre Picasso-Pisos 10 y 11

T. 703 860 5050 T. 519 622 0889 Lomas de Chapultepec

F. 703 391 6975 F. 519 621 0553 11000 México, D.F.

1888 SAGA FYI 1888 SAGA FYI T. 525 201 3600
www.sagasoftware.com F. 525 201 3610

SAGA affiliates are located worldwide in Asia-Pacific, Eastern and Western Europe, Japan, Latin America,
the Middle East and South America.



