XOR Program

The Rate Factor
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XOR Program Overview

O{EA gat¥ez &F AU * Rate Factor. 7| 2= OtA| & 2t =7t & 285 FotLf.
IMC 7| mojoM 2E WRI7R| THA[E 75 o)y - SHCHE == S DT AU

X2k - =7 24 =2: Revenue, Reference, Recognition

O|C|M O{EA DS = AQ7|? * Numbers Game. 7| 2|2t At3 = B2 3l =&S =QICt
GTM g ol= oM 7M. U2 FH SE 58 - At S 5 A= ElES =0l= T 7 7| E

=2 L3} diol * Outbound & &, Cold calling

—

T o 2oz & TS AU » Structure > Performance. 4222 =& 0|2 &= QiCt,
PTC = zA~stn a3t @R 30| stHA x| - HEUIES 98 728 755 BEHY - 7t BH

ME 715t 1T E =0l HM M « %S dlotd At7| =8 =& 275t Al =Y




Key Deliverables

Deliverable

. SHAI O X2k A2 ghAE] X}
A4 013 I35 =8, 0B AE AR STP 24, USP L=, Messaging, Copywriting, Pitch Deck,
IMC 3= ~2470 JHAg &£ 7|2 Brochure, Flyer, Case Study, White Paper, Event
s E - h [ tc.
- A% oHAE S8 M3, Supply Chain 7|2 e

. ESF AIZ A 25 A=l oA KPI AZt GTM Al - O] & ™M Matrix, KPI + OKR, H}0|0f
= AL &= 7|9, X[/ AFY, Partner Questionnaires
« H}O -1 S{Xt S[H 7|HH} E = H, M= ; :
GTM tojol =4}, &=, B8 S 7|8 = Supply Chain 24|, Floor Sales Tactics, Elevator Pitch,
- WOl MA|2|. Cfotnt ot Cold calling

Partnership & Enablement Program, Pricing & Incentives,
A4 Term Sheet, Lead Guard, Channel Optimization, Contract

X
xH
« Term Sheet, Z|2F =71 H|2%M negotiation, Closing, etc.

o
10
-1
I
N
b
oA

PTC




	슬라이드 1: XOR Program      
	슬라이드 2: XOR Program      
	슬라이드 3: XOR Program      
	슬라이드 4: XOR Program Overview    
	슬라이드 5: Key Deliverables

