Joj

Home . o )
Products . e . Qphone 2.0 now shipping!
Support

Sales

Customers ish tied ! ] Bristol sdds Qohone interface to

Susinmers g .usm-g ‘the Internet. : Micrasoft Outloak

Success Stories I. Though' ' " ) ) "
2o g r— 5 . ] Mew sy 3 nn'rﬁnn‘i Erns,to|

Eﬂl-u—a-yun—mﬂ:m '1< i pe p ' include a 24u7 aption

Services .

Press B h : T e H.-‘J:m.h’é!éss;rvfso?’arx 10 nith

58 AT £ of4
: . Boferis 8 support end capabilicy o
Cl][!fg_[_:!_. standar whn:h has =0 profoundly stitched quﬁi}.ta'aqm%ents‘.
ustogether, [

Can Four FC. -ﬂepface Four Telephone?
— get Bristol's e

article published in Internet
Telephony

; : it ~driven IF zemiices for
..'m.essar,unq Dﬂr;ulurl rgs re aLwap‘ based on Gpe architecturas ami st,and‘ard;s to best de-|wer‘
manag&ﬁb[e, Q’taléﬁ[e fun tio) i

Cure m]'ssmﬂ is tcrproquevo-u with Jelgqant. ) “ThiNgs Should bF_ Mdd&

sersightfornard solutions which are inharercly as siaple as possible,
‘easzy to install, aﬂmmlstaf, and expand, b { _l: : . l T
belizve that entra effort putints eﬁlclen% LT MO '3”\! SIMP Er

designz reward all parties in subtle as well as
buious ways
R Albert Eirsteire

WHEP\-’ !_I—\F_ S(Ji.U'lll:)N Is SMPI.F__
H_'F— creator s SNSWETN NG, i : ‘BDur radical new phone systam is the
. ! latestenample of simply putting
g networks to.wark: ﬁctually; it's
L dical far what it's not than for
whatitis.

Zphane
1 better phone systam.







High-level The Bristol Group Analysis ECnow.com

via the The Value Framework™

= V = Value Created = (PTPi)S3
= MS3™

= M = Model = (PTPI)
= P = business Process
= T = Transaction type
= P = Participant
= | = influences

= S3 = Strategy? = Deploy, Manage
and Evolve
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PARTICIPANTS
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ECnow.com

The Bristol Group - Processes i

MOdeI = The Bristol Group is not known for
Qphone today
= Will be discovered by getting sites going

é/_, e to validate the product, getting traction,
/@ )s/ and making it usable
Q© % = Will go to the Isofax customer database
% (1000+ IsoFax customers)
S = 4-5 |eads per week via Google searches
= Thinking about advertising during the

superbowl (it's a totally horizontal product
PROCESSES - | don’t recommend that approach)
= Interaction is good if the fits right,
otherwise not
= Been holding off potential customers (20)

because we’re 1-month away from
running evaluations

= |t should be easy to buy, will work hard
to make it easy to do that

= Always good at customer service, did
the second refund in 10 years yesterday

= This is the only face of the model
pyramid where all 4 components need to
be done well
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ECnow.com

The Bristol Group - Transactions Vs

Model

& it
0 <
- Dynamic
TRANSACTIONS

Copyright © 2003, ECnow.com, Inc. All Rights Reserved

The initial evaluation of Qphone is a
spot buy even though no money will be
transacted

Can consider a number of business
models after the evaluation is complete
1. Sell the product (spot buy) and continue

to create revenue via the support
programs (recurring)

2. Lease the software (recurring) with
support built in

3. Give the software away for free, charging
for actual usage (replenishment /
dynamic), or only charging if a set
amount of usage occurs (dynamic)

= The free service needs to have
branding associated with it
Having only one transaction type on this
pyramid face is a fine business model as
long as it's not spot (this does not
appear to be an issue BG needs to
worry about)
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ECnow.com

The Bristol Group - Participants

Model

%
? - Consumers &
& C

%
%

&

- Marketplaces = The Bristol Group sells to organizations

= Could use channels to sell the product

PARTICIPANTS (g, SR

= Could be structured in a way where the
product is free (or very, very cheap), and
charge for actual use or only for large
volume use (Dynamic Application)
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ECnow.com

The Bristol Group - Influences P

Model

INFLUENCES
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The Bristol Group is heavily influenced by
the economy

= Regarding investment, can’t go
anywhere until there are a number of
clients in place (need to run lean and
focused)

No well known competitors today
= Need to look at the up-and-comers

Tried doing this a couple years ago and
couldn’t do it because there wasn’t a
sound card in the desktop, nowadays,
having USB handsets have helped make
this happen

Good, affordable gateways linking VOIP
to the public network have only very
recently become available
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The Bristol Group - Strategy Deployed

& (oA
22
& Model 7,

PROCESSES

U,
e \@r@
V = MS3 TV
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ECnow.com

The Bristol Group has been around for
10 years, currently milking Isofax to fund
Qphone development and other startup
cost

Will fund the pilot programs at companies

= Expected cost of ~3k per pilot (gateway
and phone charge for 25-30 people)

Started to launch Qphone with an alpha
release 3 years ago and pulled it

The product has been in development for
a few years, was recently re-architected
and was released in August '03
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The Bristol Group - Strategy Managed

25 = Want 3-4 places using the product to
N 7 A . e
oy@ X% augment their existing services within 6
Q§ MIOd%I % months (not looking to replace the
S existing infrastructure today)
= Schools might be a good place to
PROCESSES approach (because they are broke,

they might try a free eval)
= Under committing resources right now

= There is no “real” strategy managed
here:

= No business plan, no go-to market
strategy, Web site needs work, no
budget identified for the evals or
marketing, etc.

U

(%\ é(/

&

V = MS3 ™
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ECnow.com

The Bristol Group - Recommendations A

=
P =
4
S Model %,
,Q§ )
=
PROCESSES
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Big lack of marketing and program
direction that should be addressed

Focus on getting the product ready for
evals ASAP (60-70% functionality is ok)

At the same time, line up companies that
will be the initial evaluators

Need to put a marketing plan together

=

=

Should put a process in place for
evaluations and target key accounts

Create a go to market strategy

= Define who's the “right” fit and who’s
not

Explore other ways to increase exposure
including a business focused
newsletter/eZine, plus the techniques on
this page:

Highly suggest not advertising via the
superbowl

Perform a robust competitive analysis
Come up with a working brand for Qphone
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The Bristol Group - Recommendations A

O
%

%2
& Model 9,

PROCESSES
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Create brochures, case studies, white
papers, model for quickly determining the
partial and full savings from using
Qphone in a company

Eloquently document the potential three
transaction models

1. Sale & Support

2. Lease

3. Give away, but charge if a certain
volume is reached

Hire an outside consultant to look for an
ASP that can perform the gateway
function of tying the VOIP to the public
gateway

The CEO is the closer of the sale (the
Cash Extracting Officer) at this stage of
the companies evolution, set up the sales
& marketing process to harness this fact
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