iSeer  SalesSmart

Competitive Intelligence for the Sales Professional

Today's marketplace is changing dynamically and sales professionals need to
quickly gain insight on how to approach this market and work with
customers. SalesSmart supports the consultative selling approach by rapidly
gathering comprehensive, relevant information about customers, industry
and competitors. By automating this task, sales professionals are instantly
more productive and can spend more time with customers building
credibility, trust and strategic relationships.

Faster Research with Fewer Tools
To be effective in today’s economy sales
professionals need to work smarter, not
harder. SalesSmart accomplishes this by
synthesizing breaking news, industry
analysis and even CRM/SFA' data all in one
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Ramp-up and Retention

Sales professionals at any level, can benefit from
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Automatic Updates

e E SalesSmart leverages existing data within
Application | —€—————— = CRM or SFA applications to find the most
- recent, relevant market news and
\ / analysis. It does this automatically so
sales professionals can spend their time
in front of customers rather than filling
out data entry forms.

Other News/Dooumsent

Shorter cycles, current and relevant customer data, and more productive
customer interactions, are sales needs that SalesSmart can fulfill. It enables
managers to quicken the adoption of the company’s sales methodology,
evaluate the accuracy of the CRM data, and get their sales reps selling
solutions not commoditized products. Giving reps the right information at
the right time as opposed to spending their time searching is the true value
in SalesSmart.

About iSeer

In 1996, iSeer was founded in Seattle, Washington to address the
need for specialized market intelligence solutions. Today, we help
industry leaders in manufacturing, technology, communications,
healthcare and professional services. Our services are distinguished
by our leadership, reliability and responsiveness.

WANT TO SEE MORE? For additional information about iSeer™

SalesSmart or our other product offerings, contact Andrew Toyota at
(206) 388-3178 or info@iseer.com.
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