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[bookmark: _Toc116940822]Welcome to iVision!
[bookmark: _Toc116940823]Introduction
We would like to take this opportunity to personally welcome you to the team!
The world of technology is an exciting area in which to work, and we recognize that the strength and vitality iVision enjoys today, is due to the important contributions made by each of our employees. Innovation comes from employees who are passionate about their work and hold themselves to the highest standard of excellence. iVision is growing, we’re invested in your career, and we want you to grow with us. We require all of our employees, to take the initiative, stay connected, grow together, and achieve outstanding results no matter what their role may be within the organization. This culture creates a space for us all to reach our goals and deliver on iVision’s commitment to our clients. That commitment is summarized in our mission, vision, and values:
[bookmark: _Toc116940824]Our Philosophy, Values, and Mission
Mission: iVision engineer’s success.
Vision: We will build the world’s most respected technology services firm, in partnership with our clients.
Values: Passion, Integrity, Respect, Rigor, Focus, Accountability, and Humility, (PIRRFAH)
	Core Purpose

	To earn clients for life by providing innovative solutions with exceptional customer service.



[bookmark: _Toc116940825]iVision Values:
· Passion: We are fully engaged, and passionate about serving clients and working as a team.
· Integrity: We are honest, ethical, and truthful in our words and actions.
· Rigor: We work hard to get results and seek challenges that place us outside of our comfort zone.
· Respect: We treat one another with respect and communicate openly.
· Focus: We focus on doing fewer things very, very well and prioritize to achieve results.
· Accountability: We keep our word, deliver on our promises, and acknowledge our mistakes.
· Humility: We lead with motivation, inspiration, and ambition, not only for ourselves, but for the business as a whole. 

[bookmark: _Toc116940826]Mission Statement
	Mission Statement

	“Engineer the future today”
[bookmark: _Toc116940827]iVision’s goal is to engineer thoughtful solutions that help our customers drive their business forward through the efficient and cost-effective use of technology. iVision’s purpose is to be our clients most trusted IT partner. We can achieve this through our SERVICE based approach. 



[bookmark: _Toc116940828]10-Year Goal
· To be the U.S based preferred Global IT Solutions Company
· To attain the status of Fortune 100s Best Companies to work for
	Brand Promises with a Guarantee

	Guarantee: We stand behind our services




[bookmark: _Toc116940829]Company Overview
[bookmark: _Toc116940830]Original Managing Partners:
· Gabe Damiani (CEO)
· Stuart Cartin (CTO)
· David Degitz (COO)
[bookmark: _Toc116940831]Executive Team: 		
· David Degitz joined the Executive Team as CEO in 2007
· Eric Aslaksen joined the Executive Team as CTO in 2008
· Laura Melton joined the Executive Team as COO in 2010zx

[bookmark: _Toc116940832]iVision Executive Team Organization Chart
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Link to iVision Organization Chart
iVision Sales Organization Chart
Link to Sales Organization Chart
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Company Information 
[bookmark: _Toc116940835]When and Why was iVision Founded? 
iVision was founded in 2004. The founders of iVision worked together on a large Windows desktop project at a local power and light company. They saw first-hand how another consultancy handled their project and knew then, how necessary high touch customer service and incredible engineering was needed in the workplace.
[bookmark: _Toc116940836]Who is iVision?
iVision is a full-service technology firm that works with their clients to architect, transform, and operate their hybrid cloud platforms. iVision is known for their extremely high touch customer service and follow through. 

[bookmark: _Hlk117535207]iVision is celebrating almost two decades of continued growth. They have been named one of the “Best and Brightest Companies to Work For in the Nation” by the National Association for Business Resources, and The Best and Brightest Programs. For the ninth year in a row, iVision has been named “2022 Top Workplace” by The Atlanta Journal-Constitution Top Workplaces. iVision was recognized with a Culture Excellence Award, earning gold badges in Innovation, Work-Life Flexibility and Compensation & Benefits. 
[bookmark: _Toc116940837]What does iVision Do?
Our full-service IT consulting and engineering support services firm collaborates with clients to architect, transform, and effectively operate IT infrastructure platforms. We engineer efficient data center design and cloud architecture to transform business communications, data sharing, software access and project collaboration ability. With an iVision private cloud, you have secure access to all business applications and files from any device, anywhere. 
iVision provides project-based Consulting Services, Product Resale, and Managed Services. Within those, their consultants are industry leaders in nine practice areas: 
· Microsoft Services 
· Public Cloud 
· Networking 
· Data Center 
· Security
· SM Staffing
· SNOW Staffing 
· Management Consulting 
· Service Delivery 
· IT Workflow  
· IT Asset Management
[bookmark: _Toc116940838]Where is iVision Located?
iVision employs 270 team members in over 32 states in the U.S. They are headquartered in Atlanta, GA.
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[bookmark: _Toc116940839]When did we Start Providing each Service?
	Company Timeline

	Service
	Service Began
	Duration

	Consulting Services
	February 2004
	18 years

	Managed Services
	2006
	16 years

	Product Resale
	2009
	13 years

	iVision DRaaS & BaaS
	2014
	8 years

	Carve – An iVision Company
	August 2021
	1 year

	Plus+ Consulting
	April 2022
	7 months

	Civic Partners – Partnership with CIVC established
	August 2020
	2 years


[bookmark: _Toc116940840]Business Structure
[bookmark: _Toc116940841]Lines of Business (LoBs)
1. Consulting Services
2. Managed Services

a. Engineering & Support Services (New)
b. Engineering & Support Services (Renewal)
c. iVision Cloud (New)
d. iVision Cloud (Renewal)

3. Product Resale
4. Maintenance Renewals
[bookmark: _Toc116940842]Practices
1. Converged Network
2. Data Center
3. Digital Workspace
4. Management Consulting

a. Plus+ Consulting

5. Public Cloud
6. Security

a. Carve Security

7. Service Delivery
8. SM Staffing
9. SNOW Staffing
10. IT Workflow
Carve – An iVision Company
Before merging with iVision, Carve Systems offered software security expertise and was a company that listened to their customer base, and whose services aligned with their business objectives. They achieved customer satisfaction by providing superior technical expertise and white glove service. 
iVision merged with Carve Systems in August of 2021 to add elite offensive security capabilities to our already existing security portfolio. We now offer every type of penetration testing available and security engineering consulting as well. 
Plus+ Consulting
iVision has officially joined forces with Plus+ Consulting. Plus+ is a digital transformation consultancy based out of Pittsburgh, PA. This acquisition will allow iVision to expand upon our current portfolios to better serve our amazing clients and partners. As a Microsoft Gold-Certified Partner, Plus+ Consulting will thoughtfully strategize, assess, and design high confidence implementations for clients. Their team is extremely proficient in the use of Microsoft’s M365 and Azure Clouds, as well as Microsoft’s Dynamics (CRM) Cloud. Plus+ Consulting’s 23 years of experience and expertise sets our clients up for continued success in Microsoft Cloud and strengthens their security postures against emerging threats. 
Plus+ shares iVision’s high-touch customer service and emphasis on keeping people at the heart of our business and they've received a “Best Places to Work” distinction that matches our own. 
CIVC
CIVC Partners, previously known as Continental Illinois Venture Corporation, is a private equity firm based out of Chicago. They are focused on middle market investments in business services industries. iVision’s partnership with CIVC was effective August 17, 2020, and fits in with “iVision’s strategy to scale as the most trusted IT services provider in the Southeast.” “The partnership will support iVision’s continued growth, both organically and through acquisitions.”

[bookmark: _Toc116940843]CIVC Partners Announces Investment in iVision - CIVC - Partners 

[bookmark: _Toc116940844]Our Purpose, Mission, Promise and 10-Year Goal[image: ]
Sales Methodology and Best Practices
While there are a variety of sales methodologies to choose from, identifying the one that works best for you as a sales rep and for the business is important and can be the factor that determines whether a sale is closed or lost. “To succeed in sales, you must have a selling system. If you don’t use a selling methodology, you will wind up using your prospects system by default.” (Wes Brock)
[bookmark: _Toc116940845]What is a Sales Methodology?
A sales methodology is the foundation of a successful sales process and answers the questions: 
· “What to do?” and 
· “How do I do it?” 

It is the set of principles that guide a sales professional from prospecting to closing. They are the principles that: 
· Guide a sales organization 
· Determine how an organization engages with current and potential clients 
· Direct a sales team on how to work together towards a common goal, which is:
 
· Winning more clients 
· Closing more deals 

An effective sales methodology: 

· Dictates sales processes 
· Helps a sales rep develop enablement support and selling skills 
· Turns sales goals into the steps you take as you move through each stage of the sales process

[bookmark: _Toc116940846]Why are they Important?
A sales methodology adds efficiency and consistency to a sales team overall and lends to individual and company success vs. success for just a few talented AEs within a company. Business trends are ever changing and employing a sales methodology allows an organization to keep up with these changes by providing their sales team with: 
· The ability to achieve top sales results, while adjusting to a changing business environment 
· The tools needed to create company “Best Practices” and help guide the sales team to success
· A common language and mindset so that sales professionals can work together towards the same goals
· The tools needed to analyze challenges and find the best solutions
· The power to motivate sales reps to improve results, by identifying and using top performers as mentors.
· An effective way of coaching sales reps, thereby improving performance by 20%

[bookmark: _Toc116940847]The Sandler Selling Methodology	
The Sandler Methodology is embraced by many of the iVision Sales Team. It is a system that emphasizes qualification over closing. A low-pressure, consultative approach that places the salesperson in the role of an advisor who is in control of the process. Sales professionals report a 50% increase in quota attainment using this method when contrasted with those that use none. Follow the link to learn more about The Sandler Selling Methodology.
There are other sales methodologies that have also proven to be effective. Review the top dozen by clicking on the link below: 
12 of the Top Sales Methodologies.
[bookmark: _Toc116940848]iVision Sales Best Practices: 
by Wes Brock, Director of Sales
1. No Mutual Mystification: Mutual Mystification is when you show up to a sales meeting and you and the client have different expectations about the objective or desired outcome of the meeting. It’s our responsibility as sales professionals to ensure the client is aware of and agrees to the: 
 
a. Objective 
b. Agenda and
c. Attendees 

For all sales meetings. We also want to establish next steps and timing following that sales meeting. This doesn’t mean you need to strong arm your client, but simply share that: 

a. You value their time 
b. You want to make sure they get the most out of the meeting 
c. You want to ensure you bring the right players with you 
 
This is especially true if someone from iVision is accompanying you to a sales meeting. They will want to prep in advance of the meeting. To help you avoid mutual mystification on sales calls, please include the following (sample) in calendar invites with clients:

2. Objective: Discovery of scope and requirements so that iVision can provide a proposal.

a. Agenda:  Provide in advance of the meeting
i. Introductions
ii. iVision (or practice or solution) overview if needed
iii. Discovery of technical requirements
iv. Next steps and timing

b. Background Notes: Provide the following at the meeting
i. Include notes from prior meetings
ii. What iVision does
iii. Number of employees 
iv. Number of locations
v. Technologies in play
vi. Any other relevant information

c. At the conclusion of the meeting:

i. Consider recapping the meeting highlights before you close
ii. Before concluding the meeting, schedule the next:
· Date
· Time
· Agenda
· Attendees for next meeting
 
d. Within 24 hours:  Email your notes back to all attendees

i. Add your notes to OneNote for others to utilize in the future. Clients hate it when they are asked the same questions repeatedly in every subsequent meeting. 
ii. Add any personal information about the client into SFDC notes (children, college, hobbies, significant dates (birthdays, anniversaries), etc.) 
iii. Schedule a quick debrief with the iVision team about next steps and discuss any lessons learned. 
iv. Schedule a calendar appointment for the debrief before you even meet with the client. This will help you avoid a full calendar situation after the client meeting. 
e. Confirming the agenda and sending out follow up notes will set you apart from ALL other sales professionals, as most are too lazy to do this. You will also increase the likelihood that:
 
i. Your client won’t reschedule your appointments
ii. Your client will come to the meeting more prepared based on your stated objective 
iii. You will provide them with added value and in return they’ll reward you with their business

3. Putting in a Deal Registration – “From the parking lot!”:  If clients are talking to you about projects, you should assume they’re talking with our competitors…or their coworkers are talking with our competitors. And sometimes a competitor could even be meeting the client right after you. I’ve seen evidence of this on sign-in sheets in the lobby. Thus, it’s a mad dash to see which vendor can get the deal registrations first. Without deal registration, our chance of winning the business becomes nearly impossible and you could very well be wasting you and the SAs time by going after the deal.

4. If you’re in a meeting with a client and they mention an opportunity:
a. Ask questions about what they have in place and what solutions they’re considering – 

i. Model 
ii. Quantity 
iii. Sizing
  
b. Collect enough information to be able to put in a deal registration, and submit that deal reg as soon as you walk out of the meeting. 

I remember that I lost a deal when I first joined iVision because I hesitated on getting that deal reg in. Later Degitz coached me and told me that the next time, I need to “put in the deal registration - from the parking lot,” immediately after the client meeting – literally that fast and because it’s that important.

c. Lastly, you and the Sales Support Specialists (SSS) should remember to review and look for incentives and promotions. We’re leaving money on the table by not looking for these. Here’s a link to Cisco as an example:         
http://www.cisco.com/c/en/us/partners/sell-integrate-consult/incentives-promotions.html

5. Don’t be a column Fodder – I think we can agree that we have competitors in our accounts, especially new accounts we’re trying to break into. Do you know who they are? Do you know their history with the account? What does the client like and dislike about them? Do you have a realistic chance of becoming the new partner…or are you “column fodder”? 

Column Fodder defined: When a prospect has already decided which vendor, they are going to work with, but: 

a. They are seeking additional information / column fodder to help them fill out the columns in their spread sheet, helping them to demonstrate “due diligence” which justifies their decision or
b. They are simply using you and you’re pricing to drive down the price of their incumbent partner or 
c. They are trying to make initial decisions based on emailed information only (or unsolicited Requests for Proposal (RFP))  

I flatly refuse to engage with anyone who won't give me an hour of face-to-face time to discuss their needs… reason? They have already made their decision and don’t want to invest any more time in truly evaluating others. There are companies on my “not allowed to talk to list” that are banned, purely for the amount of time I have wasted providing them with information, pricing, papers, and benchmarks, only for them to make buying decisions based on pure cost alone or other poorly constructed buying criteria. You’ll want to become a pro at sniffing this type of behavior out early. If not, you’ll waste your valuable sales time and the time of our company resources (Solution Architects, partners, sales leaders, and more) chasing an opportunity, only to find out in the end that you were column fodder.
  
However, in contrast, I know I have a REAL opportunity when a client grants me this access and fills the conference room with a handful of stakeholders. This customer is obviously willing to invest SERIOUS time to understand my solution. 

In every opportunity there are two winners, the one who walks away first is often the most successful. We have a moral obligation and a right as professional sales reps to ask a prospect if there’s a real chance that they’ll want to partner with us or not, and before they get the final proposal.

6. Bond of Joint Discovery -When you are responding to a pre-established list of requirements which have been defined by your competition, your odds of winning the business are extremely low. Essentially, the company that worked with your prospect to define their requirements has developed a bond of joint discovery. They showed your prospect their perfect solution. 

Although, if you are willing to roll up your sleeves, and if the client is willing to grant you access to stakeholders to better understand requirements and allow us to position a BETTER solution, you can increase your odds of winning the business. It’s best to be the first person to develop that bond of joint discovery…and to do this, you must be out hunting and building relationships early in the process and before there’s a commissioned project. 

7. Why have a selling system or follow a sales methodology?
To succeed in sales, you must have a system. If you don’t have one, you will use your prospects system by default. To conquer the art of professional selling, you must learn a system. You will need to master techniques, and be nurtured and supported, not for a day or two, but for months and perhaps even years. 
You must observe the five following rules:
a. Qualify your prospects
b. Extract your prospect’s “pain”
c. Verify that the prospect has money
d. Be sure the prospect is a decision maker
e. Match your service or product to the prospect’s “pain”

For #2 above, learn to ask two or three follow-up questions about the pain such as:  
a. How is the pain impacting the business? 
b. Can you place a ballpark dollar amount on the impact the pain has had on the business? 
c. What happens if you don’t fix the pain?
d. How long have you had the pain and what have you done to try to alleviate it?
e. Why is it important to you, personally, to fix the pain?
f. Are you and / or the organization prepared to get outside help and spend money to alleviate the pain? 
g. Who will be involved in making decisions regarding the solution?
Demonstrate active listening by: 
a. Taking notes 
b. Recapping your notes at the end of the meeting 
c. Emailing your notes to the client within 24 hours of the meeting 
d. Outlining the next steps and timeline you’ve agreed upon
Learning the Sandler Selling System will: 
a. Help you to become a more confident and successful salesperson
b. Help you close a higher % of more deals 
c. Separate you from the many sales hacks out there 
d. Demonstrate value to your clients 
e. Create clients for life 
f. Increase your income 

8. Goal Setting – In Chapter 16 of The Sandler Rules: Forty-Nine Timeless Selling Principles…and How to Apply Them, Sandler talks at length about the three  3 elements of the Success Triangle.  Studies have found that high performers in sales, work consistently on all three of the following elements of the Success Triangle: 

a. Attitude = Your Attitude, Company, and Market and includes:

i. Courage 
ii. Discipline 
iii. Vitality 
iv. Guts 
v. Whether you are a Self-starter
a. Behavior = Your Goals, Plans, and Actions and includes: 
i. How you spend your time 
ii. What you have committed to muscle memory 
iii. What your weekly, monthly, quarterly, and annual sales goals are
b. Technique = Qualify, Present, and Close: Just like a sports professional, a sales professional should always be learning and improving their skillset; this process is outlined in detail in Sandler’s book.
c. I’d like to focus on #2 – Behavior. As we approach the end of another year, we begin to turn our attention to next year. 
i. Do you have written goals, plans, and actions for next year? 
ii. Do you have goals that address all three elements of the Success Triangle…Attitude, Behavior, and Technique?

9. Client Indecision (Sandler Submarine) – Our time and our company resources are precious…thus an indecisive client is THE worst outcome that we can get at the end of a long sales cycle. We would much rather hear a hard “No.”  If you don’t get a “yes” or “no,” it is most likely your fault, and you did not:

a. Use a selling system and / or
b. You allowed the prospect to give you No, as an answer by not having a strong up-front contract 
The 7 steps of the Sandler Submarine are easy to remember, and the beauty of each step is detailed in the book. Each compartment of the submarine represents a step in the selling process. As you use the system, you advance your prospect -- step-by-step– toward a successful sale.
a. Bonding & Rapport
b. Up-front contract 
c. Pain
d. Budget
e. Decision
f. Fulfillment
g. Post-sale
If your clients are “going dark” on you and not engaging, look in the mirror and ask yourself what you could have done better. And then review the Sandler Training 7-step System to get more deals in the future.

10. The 2% Mindset – One of my favorite quotes is by Dave Ramsey: “If you live like no one else now, later you can live and GIVE like no one else.” 
 
Do you have or can you obtain the 2% mindset? All Elite Sales Professionals certainly do have it. What is the 2% mindset?
 
98% of the population: 
· Are insecure 
· Live in fear 
· Have a dull life 
· Procrastinate 
· Settle for less or mediocrity 
· Play it safe 
· Are full of regret 
· Are just getting by 
· Are just like everyone else 
· Have no goals
· Make excuses 
· Are easily distracted from tasks and activities that are most important 
 
2% of the population: 
· Are going for their dreams 
· Have confidence 
· Are exploring and learning new things 
· Choose happiness 
· Live a fulfilling life 
· Are getting the most out of life 
· Act in spite of fear 
· Have an abundance mindset 
· Live without limits 
· Embrace change 
· Crave excitement 
· Embrace the unknown 
· Set goals 
· Don’t make excuses 
· Get the most out of every hour – every day
 
Please take a moment to think about these two lists and how they apply to you, personally. Consider making a “stop-doing this list.” Write a list of the items that chip away at your ability to achieve the 2% mindset and keep you from getting the most out of every hour – every day. 

11. Lifelong Learners – Have you noticed how many top sales professionals you meet are Lifelong Learners?
We sell complex solutions to complicated buying groups, in a competitive market where those solutions are always changing AND how we sell them is also changing. It’s not easy to achieve success and then maintain or preserve that success over time. The reality is that the majority of sales reps are not consistently successful throughout the life of their careers. The most successful sales professionals that I’ve met in my career share similar traits and engage in comparable behaviors: 
a. They are lifetime students who are willing to learn, adapt and make changes
b. They know that there is always more to learn vs. Believing you already know everything
c. They understand that they can learn from the past and from others and are dedicated to being the best they can be in their chosen profession
d. They are open to new experiences, encounters, and challenges 
Tiger Woods, and Phil Mickelson offer a great sports analogy. They both decided to dramatically alter their golf swings when they were at the height of their careers. Why? Because as good as they were, they believed they could be even better. 
Elite sellers, like elite athletes, are constantly seeking to learn, adapt and improve. Top performers never let themselves get too comfortable.
12. How to Get More Pipeline – What is the #One Problem that you face in sales today? Did anyone say, “need more pipeline”?
 
The Sandler Sales Methodology and I have emphasized why having the correct behavior (goals, plans, and actions) are critical to a salesperson’s success. Specifically, scheduling time to prospect weekly, should be one behavioral habit, built into the muscle memory of a sales professional. 
 
Not having enough pipeline is a symptom. The root cause is not cultivating the right behaviors, or as the following article says, an “aversion to high levels of the right combinations of intelligent activities that are required for sales success.”  
 
Please read: 
#One Problem Facing Salespeople in 2017
Top B2B Sales Challenges and How to Avoid Them
 9 Key Sales Challenges for 2023 and How You Can Overcome Them 
The first article speaks for itself and provides a shot of medicine to help address the root cause. Here are my top take-aways:
 
· Prospecting – 'The rise of the silent sales floor' is a huge problem for sales professionals who are neglecting the importance of making phone calls. “Pick up the phone,” how often have you heard this? Making phone calls is key. Elite sales professionals recognize the importance of prospecting and are observed in this activity almost daily. I love the first two paragraphs which speak to that point. 

· Humility – The following has always served me well: “Have humility in your approach yet peppered with passionate belief in the difference you can make.”

· Marketing automation – When automation is used effectively to handle repetitive tasks, sales professionals are free to take on more complex responsibilities and the risk of human error is reduced. Marketing automation can increase revenue generation and maximize efficiency. iVision has increased its use of marketing automation year over year. 

· Customer Experience (CX) – “To keep your prospects 'swimming around the boat' every business needs a platform that brings marketing, sales, service, support, and stakeholder engagement together. This is because Customer Experience (CX) is the single biggest point of differentiation and the best way to create a 'great experience' for the client, as early in the buyer's journey as is possible.”  When we have a qualified prospect who offers a great deal of sales opportunity for iVision, we want to surround them with key sales professionals from iVision. 

· Use Your Voice – “…salespeople who need to personally create sales pipeline MUST include the phone because the human voice is the most magical way to truly connect with the head and heart of the decision-making buyer.”  Your voice is magical, and effective even when leaving a voicemail, email alone won’t work. The second article that follows says, “the first thing you’re selling is yourself. If whoever you’re selling to doesn’t like you, they’re not going to listen to you.”
 
Please read:
My 5 Essential Tips for Selling Anything to Anyone – Robert Herjavec 
I hope these tips help you get more meetings and thus more pipeline, in conclusion:
Elite Sales Professionals are Self-Starters – TOP sales professionals are self-starters. What does that mean? 

a. Great salespeople don't depend on or require motivation from others. 
b. The Heavy Hitters get up every morning, show up every day, and hit it hard all day, not because someone motivates them, but because they are inwardly motivated to do what it takes to succeed. 

i. They take responsibility for their own wins and losses 
ii. They have set goals 
iii. They are not merely doing a job… they are pursuing their passion, their career. 

c. They have a positive “can do” attitude – Great salespeople believe they’ll make every sale that is qualified. They interpret, “no” as “not yet”! Many of the largest deals that were ultimately won, have had to overcome a handful of no’s, before closing the deal. 

d. They may have the worst compensation plan, a bad boss, a terrible support system, and so on, yet they continue to show up and give it their all. Regardless of who employs them, and regardless of their circumstances, they are the best, because they are SELF motivated.

e. They believe and understand that their team, the company, and the entire organization is depending on their success. Without signed contracts, there are no projects, no operations. 

[bookmark: _Toc116940849]Go to Market Approach
[bookmark: _Toc116940850]Sales Strategy
· Focus on healthy growth through our ideal client profile
· Identify and give attention to A-List Clients (Those who can spend > $1M per year with iVision)
· Continue to be a service-based company with a minimum 40% of revenue derived from services (Consulting and Managed Services)
· Sales target for each line of business is year-over-year growth of 10 – 20%
· Emerging technology focus areas for growth are:

· Public Cloud
· Security

· Approach the client from the perspective of human connection, be relatable.

· You understand their business
· You CARE about their company’s success
· You CARE about them, as individuals. Make note of the personal information they share: Vacations, anniversaries, birthdays, etc.
· Spend time outside of the office, getting to know them

[bookmark: _Toc116940851]AE / Client Relationship and Sales Approach
[image: ]
[bookmark: _Toc116940852]Messaging & Sales Play
[bookmark: _Toc116940853]Everyone who is part of the iVision Sales Team should be able to give an “elevator pitch” and review the one-pager with anyone that asks.
[bookmark: _Toc116940854]Elevator Pitch:
An elevator pitch is a brief way of introducing yourself to a potential client (30 seconds or less), getting a key point or two across, and making a connection with someone. It is called an elevator pitch because it takes roughly the amount of time you spend riding in an elevator with someone.
Example of an Elevator Pitch:
“I work at iVision, an Atlanta based IT services company. We work with our clients to architect, transform, and operate their business technology. We are known for offering “white glove service” that ensures successful outcomes for you and your end users. We have had much success with XXXX (based on the persons industry, use one client reference) over the past XX years as well. Would you be available to meet next week to get to know one another further?”
As a reference point, review the link below to see a variety of elevator pitches used by your colleagues:  
Sales – Elevator Pitch – All Documents (sharepoint.com)
[bookmark: _Toc116940855]iVision One-Pager
This is a one-page (front and back) overview of iVision’s offerings (See below). Our one-pager includes our:
· Go to Market Approach
· Differentiators
· Partners
· Culture
· Core Focus

[image: ]

For a step-by-step walkthrough of the iVision one-pager, see link below:
iVision one pager walkthrough.mp4 (sharepoint.com)

[bookmark: _Toc116940856]Key Performance Indicators (KPIs)
[bookmark: _Toc116940857]Client Profiles
iVision’s ideal client is a mid-size enterprise that has:
· Company revenue: 500M – $25B  
· Headcount:  500 – 50,000 employees
· Locations: One – 100 
· Budget: $20M to $1B
Although this model represents the ideal iVision client, we have clients with higher revenue, headcount, and locations that we are successfully supporting.
[image: ]

[bookmark: _Toc116940858]Ideal Client Profile (Continued)
[bookmark: _Toc116940859]“A” Accounts
· Have the ability and profile based on above parameters to purchase more than $1.5M in iVision products and services over the course of one year or
· Have the ability to average this spend annually in case of multi-year refresh cycles
The “A” Account Client Profile represents 80 – 85% of iVision’s business. Account Executives should have three to five of these accounts.
[bookmark: _Toc116940860]“B” Accounts
· Have the ability and profile to purchase $500,000 to $1.5M in iVision products and services over the course of one year or
· Have the ability to average this spend amount annually in case of multi-year refresh cycles 
The “B” Account Client Profile represents 10 – 15% of iVision’s business. Account Executives may have two to three of these accounts.
[bookmark: _Toc116940861]“C” Accounts
· Have the ability and profile to purchase $250,000 to $500,000 in iVision products and services over the course of one year or
· Have the ability to average this spend amount annually in case of multi-year refresh cycles

The “C” Account Client Profile represents 5% of iVision’s business.
[bookmark: _Toc116940862]Ideal Client Characteristics
Characteristics iVision looks for in an ideal client are:
· They are a multi-office facility, with a regional, national, and / or global reach
· They have a high touch user base
· Backend plumbing and complexity (What does this mean?)	Comment by Katherine Phillips-Washington: Stephen or Spencer, what does this bullet mean?
· They are a growing, merging and / or changing business
· They have a unique business process and / or compliance requirements
· They are a medium to large data storage enterprise, with explosive data growth rates
· They require custom applications

[bookmark: _Toc116940863]Psychology
The “thinking” of the ideal iVision client is along these lines:
· Technology is considered a competitive advantage, not a cost center
· They are partnership minded with their vendors
· They outsource projects and will purchase support contracts
· Company leadership can champion initiatives, and either fund, or have the ability to get funding
· They make purchasing decisions based on value, not just price
· They invest in (or are open to) the technology platforms that iVision is aligned with:

· Microsoft
· AWS
· VMware
· Cisco
· NetApp
· Commvault
· Cohesity
· Stealth
· AlertLogic
· Riverbed
· Dell EMC
· Equinix, etc.
[bookmark: _Toc116940864]Needs
Our ideal client needs:
· Cloud, Network, and Security products and services
· To create a competitive advantage through technology
· Proactive IT service management – and to maximize value out of IT spend
· High service levels and performance for IT infrastructure and applications
· On-going guidance with their technology architecture
· A partner to complement their team for IT transformations and support – Hybrid IT 


[bookmark: _Toc116940865]	Industries	
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[bookmark: _Toc116940866]Client Market Segments
[bookmark: _Toc116940867]On What Client Market Segments do we Focus?
	[bookmark: _Toc116940868]Client Market Segments

	Segment Name​
	Description​
	Number of Employees ​
	Revenue​
	% of iVision Business​
	Comparable Clients​

	
SLED​
	State & Local Government and Education​
	
Any​
		
	Any​
	​
	​

	
Territory​
​
	Small to Medium businesses​
	
>=200-500​
	
<=$250,000,000​
	​
	​

	
Mid-Market​
	
Large businesses​
	
501-2,500​
	$250,000,001-$2,000,000,000​
	​
	Kilpatrick Townsend​

	Enterprise​
	​
	2,500-10,000​
	$2,000,000,000-$10,000,000,000​
	​
	Veritiv​

	Majors​
	Fortune 500 ​
	>10,000​
	> $10,000,000,000​
	​
	Brinks​
Genuine Parts​



[bookmark: _Toc116940869]Sales Solution Catalog
The sales catalog is iVision’s one stop shop source of information outlining: 
· What iVision sells, (product overview) 
· Who can help you support that sale (solutions) 
· Pricing and any other information relevant to the sale 

Link to Sales Solution Catalog


[bookmark: _Toc116940871]
References / Case Studies to Review
Brinks
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The Atlanta Braves
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Genuine Parts
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iVision Success Stories to relate to your clients:
Please review the positive testimonials of satisfied clients in the link below. These are iVision success stories that you can share with clients and potential customers.

Client Video Testimonials

[bookmark: _Toc116940873]Sales Goals
[bookmark: _Toc116940874]How are Goals Created?
Early in the year, usually in January, the Sr. Sales Directors meet and decide on the:
· Target sales goals and
· Individual AE quotas for the upcoming year 
Individual quotas are determined based on: 
· Experience 
· Sales background 
· Time spent in a sales role at iVision 
Quotas and sales targets are influenced by a variety of other factors and components as well.
[bookmark: _Toc116940875]Ways to Meet / Exceed your Goal Target
iVision Best Practices and the Sandler Selling Methodology summary outlined in this document referred to a series of basic steps the sales professional must take throughout the sales process to ensure a reasonable level of sales success. Incorporating the recommendations in these two sections of this Source Guide and taking note of the following seven steps, can increase the probability of your individual and team success: 
1. Have a clear understanding of your company, team, and individual sales goals – Understanding your organization’s short- and long-term goals allows the sales team to align themselves with company expectations and the individual to work in harmony with the team. A written sales plan sets everyone in the organization on the same path and creates synergy.
 
2. Familiarize yourself with iVision’s sales process for each business unit – A well-defined sales process will: 

a. Let the sales professional know what resources are available to them 
b. Tell them what part their individual sales role plays in the overall process 
c. Set proper expectations

3. Understand iVision Key Performance Indicators (KPIs) – KPIs are at the heart of every successful sales process. Focusing on KPIs and prospecting for leads within those parameters via cold outreach by means of LinkedIn, email, and phone can fill your pipeline with leads that can be converted into prospects and then into customers.

4. Complete the iVision LMS Training recommended for you – To be the best at anything, knowledge and practice is necessary. Take the iVision training courses assigned to you, read job related books and articles, stay on top of new innovation and changes in technology. Never stop learning, because with learning, comes growth, improvement, and expertise.

5. Adopt and apply a Sales Methodology – Identify a sales methodology that works for you. Don’t hesitate to familiarize yourself with more than one. Sales success comes from discipline, action with intent, measurement, and constant refinement. Successful sales professionals at iVision utilize the Sandler Selling System.
“Give me a lever and a place to stand and I will move the earth.” – Archimedes
6. Familiarize yourself with iVision’s Sales Strategy – Key points from that strategy are:

a. Identify and give attention to A-List Clients (Those who can spend > $1M per year with iVision)
b. Sales target for each line of business is year-over-year growth of 10 – 20% 
c. Approach the client from the perspective of the human connection, be relatable. 

7. Review and apply iVision Best Practices from the very start of your iVision career.
[bookmark: _Toc116940876]How are Goals Tracked?
All sales goals are tracked by means of Tableau.
[bookmark: _Toc116940877]Understanding Reporting for Goals and Pipeline
AE Goals / Quota Tracking
Tableau is the mode used for all sales reporting. Each AE can access Tableau via their individual IDs and passwords. These will be assigned at the beginning of each AEs employment with iVision. 
Sales staff can access Tableau and see their specific quota on their individualized dashboard. Each individual’s quota is private to them and can only be seen and / or accessed by them. 
All reporting is automated so that sales goals vs. actual attainment are tracked automatically.
Seema Camp owns responsibility for the dashboard views in Tableau. When a new dashboard needs to be set up, Spencer Cagle or another member of the team will request that a new dashboard be created. 
Pipeline Analysis
Various Pipeline & Sold reports are located in Tableau. The chart below represents a current list, but this is a living document and additional analysis is being developed, and will be added to this list in the future.
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[bookmark: _Toc116940878]Pipeline Analysis
Getting Access to Tableau
Click on the link below to access Tableau.
Link to Tableau

[bookmark: _Toc116940880]Compensation
x[image: ]

[bookmark: _Toc116940881]Understanding the Compensation Plan
Each compensation plan is designated by role. What are other generic elements of the compensation plan that can be shared without becoming too specific?
Stephen’s Questions to answer in this Section: 
Is each plan motivating the employee to drive the business in the direction the company needs it to go? Are we getting real time statements and timely payments to everyone? 
How are quotas determined and measured?

[bookmark: _Toc116940882]Basic Company Processes
[bookmark: _Toc116940883]Starting at iVision
Prior to beginning your employment with iVision, you received an email from the HR Department, welcoming you to the company. This email probably included the following attachments, along with login and password information and instructions on how to log into the various systems:
1. Time Reporting in NetSuite
2. iVision Teleworking Policy
3. Duo Mobile Setup
4. iVision’s Mobile Device and Endpoint Policy
5. iVision Collaboration Tools:

a. Cisco Webex Meetings
b. Microsoft Teams

6. iVision New User Information:

· User IDs
· Passwords
New Hire Checklist
1. Install and set up Duo Mobile
2. Install MDM Mobile Management on phone
3. Access email through application on phone, computer, and browser
4. Confirm Security applications – AMP AV, Phish Alert
5. Access the iVision VPN
6. Familiarize yourself with WebEx Teams, Meetings, Messaging, MS Teams, and OneDrive
7. Administrative access to local machines
8. ESS Additional onboarding tasks – Bomgar, Service Now
Following are the tools needed to complete both lists that follow Basic Company Processes. 
Basic iVision Process Tools
Expectations and Getting Set-Up in: 
NetSuite
NetSuite is a project management tool that iVision implemented to replace a previous accounting and customer relationship tool. 

The reason for this change was to:
1. Decrease the number of unique systems each team was using, and increase automation efficiency 
2. Streamline business processes across a unified platform 
3. Enhance iVision’s ability to collect and report data

You will use NetSuite for time reporting, reporting business expenses and other reasons deemed necessary by management. To review NetSuite login instructions, click the link below:
NetSuite
iVision Teleworking Policy
Review the iVision Teleworking Policy by clicking link below:
Teleworking
MDM Mobile Management
There are mobile apps available for almost all iVision applications. Please note if you are accessing work resources from a mobile device, that device will need to be enrolled in the Mobile Endpoint Management platform. 
iVision Mobile Device and Endpoint Policy
Click the link below to review iVision’s Mobile Device and Endpoint Policy:
Mobile Device and Endpoint Policy



Duo Mobile Setup
[image: ]
Review the instructions for connecting Duo Mobile to your mobile phone by clicking the link below:
Duo Mobile
Cisco Webex Meetings, Teams, and Messaging 
Installing the WebEx Teams app will allow callers within the application to reach you using your cell phone, and it should ring wherever the application is installed. 
To stop receiving calls on a device; you will need to log out of WebEx Teams on that device.
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Microsoft Teams
This program is primarily used by Consulting Services for communications within their project teams and to collaborate with clients. 

It is installed on all iVision computers automatically, so if you do not use it feel free to disable the program on startup or uninstall. 

To review additional information on how to collaborate with other team members using Webex Meetings, Webex Teams, Webex Messaging and / or Microsoft Teams review the link below:
Webex and Microsoft Teams
[bookmark: _Toc116940888]OneDrive
Backup Solution – OneDrive is used to back up and synchronize certain folders to the cloud. How does it do this? We have settings that kick in on user login that should change your folder structure, and sync the Documents folder to OneDrive, with the Music, Pictures, and Videos libraries as subfolders within. You can see that the sync is working by the check marks on their icons in the folder structure on the left-hand side of File Explorer. Any content in these folders will sync to the cloud and should be available online as well; we will cover how to view the content online in the Sharing section.
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Microsoft Outlook Email
Email access is available through either the Outlook application on your computer or through web access at https://portal.office.com
Please open and confirm you can access email on the Outlook app on your phone as well as via browser and application on your computer.
You can also access general information on any iVision employee from Outlook. There are two easy ways to do this:
Option 1:
1. Open an email from the user or with the user Bcc’d.
2. Double click on the name of the user in the “From/To” section at the top to pop out the information.
Option 2:
1. Create a new Email.
2. Click the “To” button by the field and search for the user in the Global Address List.
3. When you search, most information is available, but if you want to see all of the information available for a specific person, right click on the user and choose Properties.

Security
Currently iVision has the following three security measures available:
· Antivirus (AMP)
· Phish Alert
· BitLocker
To learn more about these security measures, see the table below:
[image: ]
Cisco AnyConnect VPN
In most cases, your computer will automatically connect to the iVision corporate network using Microsoft’s DirectAccess ‘always-on VPN’ technology. However, the following steps may be useful if you are having issues connecting to an iVision resource. Following these steps allows the computer’s network traffic to travel through iVision security and gives an extra layer of protection as well. Note that you must have an internet connection to connect to the VPN. 

Following are directions on how to connect to the iVision VPN:
1. Open Cisco AnyConnect, either from the programs list in Start or from the system tray. It may be nested in a Cisco folder.

2. Select the “iVision” profile and choose Connect.

3. Enter your computer username – this is usually your first initial, and last name as in your email address

4.  Enter your computer password 

5. Depending on the profile the second password may be provided. If not, the password is “push.”

a. Alternatively, you can enter the 6-digit code in Duo for your iVision account.

6. If you entered the information correctly, you should receive a push notification on your phone, after entering the “push” password. Accept the login.

7. It will give you another warning and inform you about the connection. Accept. 

8. At this point, depending on when you last connected, the program might need to update itself. This can take a few minutes. The VPN will reconnect after updating.
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ESS Additional Onboarding Tasks – Bomgar, Service Now
Bomgar Access
An email should be sent to you by your orientation leader with instructions on how to access, download, and install. Please confirm you have received this email.
Service Now Access
Please go to https://ivision.service-now.com/ and sign in with your iVision email and password. Once you are able to access the main page, communicate this to your orientation leader. In-depth training on this system will be done at a later time.
Data Reporting in Tableau
The following link will take you to a Tableau training PowerPoint presentation:
Tableau Training PPT


[bookmark: _Toc116940891]


Basic Training
All sales team new hires will receive an email regarding the training courses that will be assigned to them. Your letter will look similar to the following:
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All Learning Management System (LMS) Training is managed by Anita Flanders. She will inform all new hires of the training courses they are required to complete at iVision and provide instruction on how to go about doing so. 

[bookmark: _Toc116940896]

[bookmark: _Toc116940901]Credit Checks
· Credit checks are required for all Net New customers. 
· If a customer is new and iVision has not transacted business with them in the past: 

· Be sure to run a credit check and receive an approval prior to processing any deal 
AEs – 
Provide the following information to your ISR:
· Business full legal name or DBA
· Address where business is registered
· Credit limit applied for (anticipated revenue amount from product / services)
· BIN # if available
ISRs – 
Using the information provided to you above:
· Send requests to mmadani@ivision.com
· CC: the AE and Melinda Golgan
· Email subject should read: “Credit Check” – “Client Name”
Note: For audit trail purposes, please also send a task requesting a credit check to Malik Madani in NS.
[bookmark: _Toc116940903]
Documents Required to Transact Business
Please take note of the following documents and the signatures required to transact iVision business.
[bookmark: _Toc116940904]
Non-Disclosure Agreements (NDAs)
Signature(s): Executive Team, Sr. Director
Master Service Agreements (MSAs)
[bookmark: _Toc116940905]Signature(s): Laura Melton
ESS Contracts:

Signature(s): Laura Melton, Eric Aslaksen
[bookmark: _Toc116940907]Business Associates Agreement (BAA):

Signature(s): Laura Melton
Fusion Contracts:

Signature(s): Laura Melton, Eric Aslaksen
ESS Contracts:

Signature(s): Laura Melton, Eric Aslaksen
Statements of Work (SoW):

Signature(s): Account Executive
Client Payment Terms Adjustments:

Signature(s): Alex Levinger
Partner Agreement:

Signature(s): Laura Melton, Eric Aslaksen

Security Questionnaires:
Security questionnaires from clients go to:
· Brad Scott, (Risk and Compliance) for review 
· Thomas Jefferies for technical review 
· Eric Aslaksen provides final technical review and approval

[bookmark: _Toc116940909]Financial Statements:  Where are they?
[bookmark: _Toc116940910]Financial Statement		Location
 
[bookmark: _Toc116940911]Marketing: How does iVision Sales Team Utilize Marketing?



[bookmark: _Toc116940914]Sales Processes
The following step-by-step processes will equip the sales team with what they need to be successful at every touchpoint in the sales process, from the prospecting stage, lead qualification, and nurturing, to closing the sale. The processes are broken up by business unit and map out each step necessary both internally and externally that should be taken to close deals. 
Consulting Sales Process:
The link below will connect you to the step-by-step process you will follow for Consulting Sales from the prospecting phase to closing:
Consulting Sales Process

Consulting Project Initiation Process:
The link below will take you to step-by-step process instruction you will follow when initiating the start of a Consulting Sales project:
Consulting Sales Project Initiation Process

Managed Services Process:
The link below will take you to step-by-step process instruction you will follow for Managed Services from the prospecting phase to closing:
Managed Services Process

Managed Services Renewals Process:
Managed Services Renewals Process must be reviewed and revised.

Product Sales Services Process
The link below will take you to step-by-step process instruction you will follow for Product Sales from the prospecting phase to closing:
Product Sales Services Process

[bookmark: _Toc116940915]Lucid Sales Process Flows:
The links below will take you to the Lucid Sales Process Flow documents:
Consulting Sales Process Flow

Consulting Project Initiation Process Flow

Managed Services Process Flow

Managed Services Renewals Process Flow – Not complete

Product Sales Services Process Flow


[bookmark: _Toc116940916]
Sales Roles and Responsibilities
[bookmark: _Toc116940917]Sales Leadership
[bookmark: _Toc116940918]President of Sales
[bookmark: _Toc116940919]Vice President of Sales
[bookmark: _Toc116940920]Director of Sales
[bookmark: _Toc116940921]Senior Director of Sales
[bookmark: _Toc116940922]Director of Sales
[bookmark: _Toc116940923]Sales Management
[bookmark: _Toc116940924]Senior Sales Manager
[bookmark: _Toc116940925]Sales Manager
[bookmark: _Toc116940926]Outside Sales Roles
[bookmark: _Toc116940927]Senior Strategic Account Executive
[bookmark: _Toc116940928]Strategic Account Executive
[bookmark: _Toc116940929]Sales Team
[bookmark: _Toc116940930]Senior Account Executive
[bookmark: _Toc116940931]Account Executive
[bookmark: _Toc116940932]Account Manager
[bookmark: _Toc116940933]Overlay Roles
[bookmark: _Toc116940934]Renewals Manager (Vendor Maintenance)
[bookmark: _Toc116940935]Renewals Specialist (Vendor Maintenance)
[bookmark: _Toc116940936]Partner Alliance Manager (Vendor)
[bookmark: _Toc116940937]Inside Roles
[bookmark: _Toc116940938]Director of Sales Support
[bookmark: _Toc116940939]Sales Support Manager
[bookmark: _Toc116940940]Sales Support Specialist
[bookmark: _Toc116940941]Technical Roles
[bookmark: _Toc116940942]Senior Director of Solution Sales
[bookmark: _Toc116940943]Director of Solution Sales
[bookmark: _Toc116940944]Senior Manager, Solution Architects
[bookmark: _Toc116940945]Manager, Solution Architects
[bookmark: _Toc116940946]Senior Solution Architect
[bookmark: _Toc116940947]Solutions Architect

Roles and Responsibilities Example
Following is an example of the content and formatting that all Roles and Responsibilities will follow, once they have been reviewed, researched, rewritten, and revised / edited. This example is for the Solutions Architect – Digital Workspace role.




Roles and Responsibilities:

Solutions Architect – Digital Workspace
[bookmark: _Hlk114667963]Job Title: | Solutions Architect – Digital Workspace
Reports to: Senior Director of Sales		Department: Sales
Solutions Architect Digital Workspace Role: 
This role will manage and drive the technology evaluation, value added, and validation stages of the sales process to prospective customers. The Solutions Architect will supply technical guidance and support throughout the entire sales cycle. They focus on the technical solutions necessary to meet or exceed client expectations while having a clear understanding of the customer’s business goals.
The SA in this role will collaborate with the following, to develop effective solution packaging with designated partners:

· The iVision Engineering Excellence Team 
· The Practice Team
· The Marketing Team
· Clients

Solution packaging will make it easy for clients to buy from iVision for Converged Network Solutions, as well as other supporting solutions. Our goal is to create a consistent cross pollination and alignment of iVision business units: 

· Consulting 
· Engineering & Support Services 
· Product Sales

And positively drive overall company health and profitability. 
Basic Responsibilities:
The Solutions Architect for Digital Workspace is responsible for driving pre-sales activities at iVision for Converged Network Solutions. The Solutions Architect works collaboratively with the:
 
· Sales team 
· Client Advocates (Account Managers) 
· Clients 
· Consulting Services 
· Engineering & Support Services 
· The Converged Network Practice 
· Other iVision Technical Practices 
· The Executive and Leadership Teams 
· Designated Partners to bridge sales, delivery, and partnerships. 

The SA in this position will: 

· Provide technical expertise 
· Deliver specifications 
· Provide thought leadership 
· Offer extremely high-touch customer service and follow-through, (i.e. a very hands-on, personalized approach to customer service) 
· Possess a true solution mindset 
· Demonstrate a sense of urgency in driving a streamlined and repeatable sales and buying experience for iVision:

· External clients 
· Prospective clients 
· Internal clients 
· Manufacturing partners 

· The SA in this position will spend a copious amount of time in preparation for the pre-sales process and will maintain a high standard of excellence and consistency in all communication within the company and externally. The expectation is that this will inspire confidence in clients and prospective clients and encourage long term business relationships.
Principal Responsibilities
The Sales Architect – Digital Workspace, will:
· Work within a cross-functional technical and sales team 
· Provide technical expertise in the design and planning of solutions 
· Interface with Director and C-level executives to introduce relevant technology 
· Present return on investment (ROI) and cost avoidance figures
· Be comfortable driving the team towards meeting key utilization, sales, and recurring revenue metrics
· Create outbound technical documentation and presentations for customers and partners that define the solution
· Research, identify, test, and select technology products required for solution delivery 
· Evangelize delivered solutions at: 
· Industry events 
· Customer briefings 
· Other venues 

· Act as a mentor and train peers at the same level or below on: 
· Processes and tools 
· How to handle more complex issues / requests
 
· Lead interdisciplinary conversations with customers to: 
· Establish pain points within their environment 
· Identify technology fits 
· Develop strategies to test solutions to determine if there is a technical fit

· Utilize a relationship-based selling strategy to become a trusted advisor to iVision customers
· Supply input on the technical direction of iVision’s product offerings and include new solution suggestions 
· Maintain market awareness of modern technology and its potential impact to iVision customers
Key Areas of Measurement for this Position’s Success:
To be successful in this role, the candidate should: 
1. Have a thorough knowledge of the Solution Architecture function and activities that are not limited to, but include:

a. Documenting designs 
b. Writing detailed Statements of Work (SOW’s) 
c. Performing Health Checks and Assessments with detailed, documented deliverables 

2. Be a Top Line Sales Attainment Team Member for Overall Professional Services, Engineering & Support Services, and Designated Products
3. Exhibit high standards in: 

a. Quality assurance 
b. Customer Service 
c. Thoroughness and Efficiency (in the Pre-Sales and Ordering Process) 

4. Have Technical Certifications and / or Lab Demonstration Build-out
5. Have other Management by Objectives (MBO’s) as designated (i.e., Streamlining Pre-Sales Process, Health Checks, etc.)	


Job Description Example
Following is an example of the content and formatting that all Job Descriptions will follow, once they have been reviewed, researched, rewritten, and revised / edited. This example is for the Solutions Architect – Digital Workspace role.
Job Descriptions:

Job Title: | Solutions Architect – Digital Workspace
Reports to: Senior Director of Sales		Department: Sales
Job Description: 
iVision is looking for a Solution Architect – Digital Workspace to join their team. This role will manage and drive the technology evaluation, value added, and validation stages of the sales process to prospective customers. The Solutions Architect – Digital Workspace will supply technical guidance and support throughout the entire sales cycle. They will focus on the technical solutions necessary to meet or exceed client expectations while having a clear understanding of the customer’s business goals.
Job Responsibilities:
The Solutions Architect – Digital Workspace, is responsible for driving pre-sales activities at iVision for Digital Workspace Solutions as well as supporting pre-sales activities with their peer SAs. The Solutions Architect works collaboratively with the:
 
· Sales and Marketing Teams
· Clients and Client Advocates (Account Managers) 
· Consulting Services 
· Engineering & Support Services 
· The Digital Workspace Practice Team
· Other iVision Technical Practices 
· The Executive and Leadership Teams 
· Designated Partners to bridge sales, delivery, and partnerships 

The SA in this position will: 
· Provide technical expertise 
· Deliver specifications through strong written, oral and presentation skills
· Provide thought leadership 
· Serve as an escalation point for in-flight projects or Engineering Support Services (ESS) Contracts with questions, clarification, and / or support to ensure pre-sales assumptions are maintained
· Offer extremely high-touch customer service and follow-through during the sales cycle, (i.e. a very hands-on, personalized approach to customer service) 
· Possess a true solution focused mindset, seeking to solve business problems 
· Demonstrate a sense of urgency in driving a streamlined and repeatable sales and buying experience for iVision’s partners, and external, prospective, and internal clients.
· Spend a copious amount of time in preparation for the pre-sales process
· Maintain a high standard of excellence and consistency in all communication within the company and externally. The expectation is that this will inspire confidence in clients and prospective clients and encourage long term business relationships.

In addition the Sales Architect – Digital Workspace, will:
· Work within a cross-functional technical and sales team 
· Provide technical expertise in the design and planning of solutions 
· Be proficient with Microsoft Word, Excel, PowerPoint, and Project
· Interface with Director and C-level executives to introduce relevant technology 
· Present return on investment (ROI) and cost avoidance figures
· Create project plans to support work efforts
· Be comfortable driving the team towards meeting key utilization, sales, and recurring revenue metrics
· Create outbound technical documentation and presentations for customers and partners that define the solution
· Research, identify, and select technology products required for solution delivery 
· Act as a mentor and train peers at the same level or below on processes, tools, and more complex issues 
· Lead interdisciplinary conversations with customers to identify pain points within their environment, develop strategies to test solutions, and recommend technology fits 
· Utilize a relationship-based selling strategy to become a trusted advisor to iVision’s customers
· Maintain market awareness of modern technology and its potential impact to iVision customers
· % of Travel Required?
Required Experience and Skills: 
· Must have a thorough knowledge of the Solution Architecture function and activities that include, but are not limited to:
· Documenting designs 
· Writing detailed Statements of Work (SoWs) 
· Lead Performance Health Check and Assessment engagements with detailed, documented deliverables to be shared by the Consulting or ESS Teams.

· Be a Top Line Sales Attainment Team Member for Overall Professional Services, Engineering & Support Services, and Designated Products

· Exhibit high standards in: 
· Quality assurance 
· Customer Service 
· Thoroughness and Efficiency (in the Pre-Sales and Ordering Process) 



Required Technical Skills:
· Have Technical Certifications and / or Lab Demonstration Build-out. Are there any specific certifications that are required for this role?
· Have other Management by Objectives (MBO’s) as designated (i.e., Streamlining Pre-Sales Process, Health Checks, etc.)	
· 5 - 10 years’ experience in Microsoft based enterprise solutions
· Is a college degree necessary? If so, what is the preferred discipline?
· How many years-experience should your ideal candidate have as a Solutions Architect or in a similar role? 
· Proficiency with solutions based on Mergers and Acquisitions, Active Directory, Office 365, EMS, System Center Configuration Manager, Azure, and AWS  
· A general background in, and understanding of basic networking, storage computation and cloud services 
· An understanding of the sale’s activities needed to drive digital workplace solutions and delivery is strongly desired
Required Soft Skills
· Receptive to learning and continually growing technically and professionally, while working well with peers across multiple technologies and practice areas
· Stays abreast of all current and emerging technology and propose changes when necessary 
· Results driven, solutions focused, and able to meet deadlines with minimal management and / or oversight
· Excellent written, verbal, and oral communication skills. 
· Experience working in Microsoft Word, PowerPoint, Excel, and SharePoint
· Critical thinker, with the ability to align IT service offerings with business strategy and customer pain points 
· Independent thinker, with experience creating Statements of Work Creation, Visio / Lucid Flow Diagrams, and PowerPoint presentations  
· Must display personal accountability for results and possess a high level of personal and professional integrity
Preferred Qualifications:
Are there any additional qualifications iVision prefers, that are not already mentioned above, such as?
Experience acting in similar team lead capacity or management role is preferred.
Education and Training:
Bachelor’s degree or equivalent experience.
5 + years in an engineering role.

Our Story:
iVision has been named one of the “Best and Brightest Companies to Work For in the Nation” by the National Association for Business Resources, and The Best and Brightest Programs. For the ninth year in a row, iVision has been named a “2022 Top Workplace” by The Atlanta Journal-Constitution Top Workplaces. iVision’s purpose is to be the most trusted IT partner to our clients. We can achieve this through our Services based approach. 

Our engineers and consultants provide infrastructure and application solutions that are organized into six core technical disciplines: 

· Public 
· Private 
· Hybrid Cloud 
· Windows Infrastructure 
· Data Center 
· Converged Network 
· Security 
· Application Development 

All are supported by our Project Management, IT Management, and Program Management practice.

iVision is the next generation of technology integration and management partnering. Throughout the last decade, we have transformed how technology does business, and have engineered success for our global clientele through objective recommendations, process, and technology expertise, as well as best-of-breed technical and strategic guidance.
 
Founded in 2004, iVision is a privately held company, headquartered in Atlanta, and has been recognized and awarded by Inc. Magazine, AJC, Atlanta Business Chronicle, Best & Brightest, CRN, Georgia Fast 40 and others. Due to our scalability, long-term strategic outlook, focus on people, and culturally aligned values we’ve earned the privilege of building and managing the technical landscape of the Southeast. 
 
Just as we have transformed our industry standards, and what it means to be a technology solutions provider, we are looking for our future technologists to transform their respective functions and change engineering and strategic standards. Use everything you have accomplished through your career to build, progress, and revolutionize how technology is leveraged. Apply and let’s engineer the future, today... 
 
Interested in exploring other opportunities? 
Visit https://iVision.com/company/careers

iVision is proud to be an equal opportunity employer that values, celebrates, and is committed to diversity and inclusion at our company. All employment decisions are based on business needs, job requirements, and individual qualifications without regard to race, religion, color, national origin, age, gender, sexual orientation, marital status, veteran status, disability status or other status protected by federal, state, or local law.
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SweetSpot iVisionhas clients inthese areas that we are successfully serving
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‘The Challenge

« Brinks was shutting down operations in Panama and transitioning 4000+ assets covering a large set of
technologies including branch and data center network, firewalls, compute, storage, applications, etc.

« Averytight and abridged timeframe to onboard assets

‘The Solution

« ivision provided a Managed Services solution for managing L1/L2 for all US and Canada Branch network
environments, all Brink's Data Center environments, including supporting VMware on AWS, support for
data backups, server patching, and managing IT Operations tools and applications

« ivision provided a “menu” of service level offerings per technology for Brinks to choose from, which
allowed for a highly customized solution that specifically met the needs of the business.

The Results

« ivision team successfully onboarded the client on-time and began supporting Brinks’ daily operations

« ivision was able to optimize and tune a very noisy environment (with 6000+ tickets in the first two
weeks) with extensive collaboration and leadership within the ESS teams

« The Brink's leadership team was very complimentary of the job the team did and recognized the team
was tremendous given the short window to onboard and go-live.
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The Challenge
+ Building the most technologically advanced stadium ever built, SunTrust Park.

+ Park uses “One Network” approach - every aspect of the park and surrounding 84-acre mixed
use development reliant on the network.

- iVision is responsible for implementing a secure, multi-tenant network, collaboration, and
security platform for all aspects of the park and surrounding Battery including designing 200
GB WAN connectivity.

The Solution

- 84+ acres of leading edge technology, securely implemented to provide the highway for
Braves Baseball, retail, restaurants, concerts, etc.

- iVision has architected and implemented a multi-site, PCl-compliant network with a feature
tich voice and collaboration suite.

The Results

- Secure environment leveraging NAC, IPS, malware detection, DNS hygiene, etc.

- Data Center accommodates multiple vendors cohabitating the same physical network and
hardware while providing absolute security and separation.




image19.png
Cloud

Adoption of
DLEEN

Providing an
architectural approach
to cloud adoption.

O
iVision

The Challenge
+ The Atlanta Braves had to overcome multiple challenges as they prepared to move their

organization from Turner Field to the new SunTrust stadium.
+ Challenges included migration of services and servers with minimal disruption.
+ Develop a cost effective BC/DR solution that allows the company quickly recover services.

The Solution
+ Vision provided an architectural approach to adopt for the migration that included using

iVision's own Fusion cloud services to swing live data to a staging area while standing up the
new SunTrust stadium infrastructure.

« iVision will continue to manage all the BC/DR program and technology.

The Results
iVision reviewed multiple options and provided recommendations that will decrease complexity
and protect the entire environment while managing and operating the migration activities. This
resulted in cost savings and allowed the company to focus on baseball.
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GPC) GENUINE PARTS COMPANY iVision

The Challenge

+ GPCis about a year into their cloud transformation with M365 and Azure, with limited
internal resources that have global experience in there areas

* GPC needed to have resources who the security team could trust to act on their behalf
and validate the future environments were in fact secure.

The Solution

+  IVision was contracted for 3 roles to start at 3 months engagements: Sr. Azure Architect,
Sr. M365 Architect, and Project Manager

« These 3 resources reported into the Director of Cyber Defense at GPC and quickly
became his trusted advisors to ensure GPC security was well represented and informed

The Results

* We successfully completed M365 migrations for 10,000 users in Europe into a secure
tenant providing email, messaging and file repository

« The 3 month roles turned into 18 month + engagements
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The Challenge

> Wide Area Network was unstable with business-disrupting outages, no failover, and on
expensive MPLS circuits.

> Branch traffic was nflexible wit raffic having to traverse the DCs t0 g0 0 $2aS/cloud apps.

The Solution

> iVision ran POCs + SD-WAN selection + Circuit selection process along with the Rollins team,

> Implemented new SD-WAN technology and security at DCs and 400+ remote sites with Vision.

> Integrate new broadband circuits at each location with secondary connectivty (2nd broadband
and/or LTE).

The Results

> Increase in overall user experience via improved site up-time, site bandwidth, quicker access
0 cloud apps.

> Business savings of over $1M per year.

Vision
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Compensation Packages

EXAMPLE

Role Years of Experience OTE Base % Variable % Base Variable Multiple Margin Average M Revenue
Account Executive 1 1t03 S 50% 50% S $ 600,000.00 12% S 5,000,000
Account Executive 2 2to4 S 40% 60% S $ 800,000.00 12% S 6,666,667
Sr. Account Executive 1 4t07 S 32% 68% S $1,250,000.00 15% S 8,333,333
Sr. Account Executive 2 610 10 S 30% 70% S $1,500,000.00 15% $ 10,000,000
Strategic Account Executive 1 10to 14 S 25% 75% S $2,400,000.00 18% $ 13,333,333
Strategic Account Executive 2 13to 15 S 23% 78% S $2,850,000.00 18% $ 15,833,333
Sr. Strategic Account Executive 1 S 22% 78% S $ 3,500,000.00 20% $ 17,500,000
Sr. Strategic Account Executive 2 S 18% 82% S $4,550,000.00 20% S 22,750,000
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You will be required to verify your
identity periodically to validate new
connections to any iVision account.
This is an additional “second
password” that rotates out every 30
seconds and is controlled by Duo
Mobile.

Please open your app store on your
phone and install Duo Mobile.

Note: this can be disconnected if there are issues
with the device orifthe device isreplaced.
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— WEB APPLICATION

Meetings can be joined via the web browser by going to (Modern View pictured)

Most of the same functionality is available through the web page as through the application, with a few
additions:

® Access and download meeting recordings that are assigned under your user

® Change preferences for your personal room (lock so only those you approve can enter, notify whiletajvay,

‘ Homea

Meetings

Recordings Elizabeth Bevers's Personal Room

t/ebevers

ior Preferences

3 More warys 10 join
Insights

Download
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") Feedback Alaays stan from deskiop app
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[0 1: Cisco requires a password to be set on all meetings. Users will only be prompted to enter this password if 1) they are join ing the meeting on the
computer 2) not included on the Outlook invitation, either by original invitation or forwarding.
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image31.png
CISCO TEAMS
— DESKTOP + WEB APPLICATION S f

Placing Calls with WebEx Teams @ |
WebEx Teams has replaced the external calling 5 S L caee
portion of Skype. N @ Spacen (—

@ ( Gabe Damisey

Actiss

To place a call:

pacee

=] 5
Gabw

® Selectthe Phone icon on the left navigation.
® Dial/Paste the numberyou wish to call.

®  Press Enter/Call button.

Messaging
WebEx/Cisco Teams supports group/individual messaging.

. Individual — You can see the current status of an individual by searching their name. This will also tell
you what common spaces/groups you are a part of.

. Group/Room — Once added to a group or space, you can IM multiple people. These spaces can be
moderated by individuals as well.

Teams can be accessed via the web browser by going to https://www.webex.com/ - Sign In 2 Choose WebEx Teams
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— INVITING OUTSIDE THE ORGANIZATION

To invite a user external to iVision to collaborate with Teams, please enter the email address of the user you
wish to contact and the system will send an email invitation.

Note: Please label these rooms with some indication there are external users — for example adding [External]
before the room title when you create it will indicate there isa non -iVision user within the space.

)
’ I
®

Create a space
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What if thereis a folder that you want to share with a colleague or a group
of colleagues? While most content should be shared on SharePoint or EPIC,
some documents /folders might be quick owéfs or documents too large to
email. OneDriveis a great way to share those documents, as you can control
the access and will know when someone has accessed the share.

Please note that this process should be used INTERNALLY; to share content
outside of the organization, you should useShareFileaccount or will need
to email the documents.

In this example | have created a Test Folder in my Documents library and
added an empty “Shared Folder” and blank “Shared Word Document”. |
have opened the folder in my File Explorer and in Chrome by right clickine
on the folder and choosing View Online. il

If there is a discrepancy between the online version of whatis in your
OneDrive and the folders on your computer, please check the sync
relationship by clicking on the OneDrive icon in the system tray (small
section on the right of your taskbar that you can expand to see backgro
applications). Make sure you are currently sync in and contact the GSC i
are havingissues with your sync.
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Welcome! We are excited that you joined our team. iVision is truly a special place to work,
grow and explore new passions, and we're proud to be the next step in your career
journey.

Over the next few weeks, we'll work with you to make sure you're equipped with all the
information, tools and resources for a successful and informative onboarding experience.
You'll access this all through our iVision Digital University that will direct you through a
series of videos and presentations to share some of our key operations. In addition to
these presentations, we welcome you to reach out to members of our team to fill in any
blanks or answer any questions you may have!

Please refer to the Digital University Access Instructions for detailed instructions on how to
access our Digital university to start your New Hire Orientation.

We look forward to getting to know you and work with you in the coming weeks.
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