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Selling E-Packs
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Customer benefits

Improved device
uptime

Comprehensive
cover
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Medallion Service Medallion Complete A Medallion A Medallion

E-Packs provide a E-Packs cover Complete E-Pack Complete Bronze
complete support general hardware can help reduce offers a turnaround
solution that failure, damage to service costs by time that is 3 times
includes: cases & plastics, virtually eliminating faster than standard

and other ad-hoc emergency warranty coverage,

Web based advice & component failure repair services delivering a repair

help due to accidental cycle of 5-days
- damage instead of 15 days.

247 repair request

Repair at a regional
Intermec authorised
repair centre.



Why sell E-Packs?

-

That’s a very nice
position to have for
subsequent orders as
it helps with your next
quarter’s number!

Makes it much more
difficult for your
customer to choose

another supplier

Meaning you should
have a pipeline of
orders

-

Services are an easy
add-on to a hardware
order and usually gain

higher margins than
the hardware by itself

You have the
foundation blocks for
selling future products
and up-selling to other

services

That’s an opportunity
to revisit the customer
at any time in the
future

Selling services brings you recurring revenue

Imagine that... revenue that comes in every single month, month after month?
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Positioning services

m [f Services are discussed early
enough in the sales cycle:

4 You Wlll pOSItIOﬂ yourself aS a This is the best time to present all
knOWIedgeabIe Solutlon prOVIder pieces of the overall solution
looking out for the customer’s best
Interests.

m The customer then knows you
UnderStand thell’ bUSlneSS Educated customers already expect a

m They are already looking to buy
and can usually add to the budget
to include services.

solution and not just a hardware sale
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