Teaching Questions
1. What is your plan? Do you plan to continue with PROCEED or will you introduce the TH product? Provide support for your plan.
2. What is the buying cycle for PROCEED? Who are the people involved in the purchase of a CSAS solution? What is the role of consultants?
3. What is SaleSoft’s current approach to selling PROCEED?
4. Quantify the benefits of CSAS to a customer using the information given in Exhibit 7.
5. What value does TH provide a customer? How is this different from the customer value delivered by PROCEED?
6. What is a Trojan Horse? How does it facilitate customer acquisition and retention?
7. How will you price TH?
8. How do you think SaleSoft’s organization structure will affect its ability to sell PROCEED or TH?

