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Á Vice-President, Marketing, Landmark Graphics
Á Manager, North American Operations, Baker CAC, Baker Hughes
Á First Marketing/Business Development Manager, Sperry-Sun 
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Á EnergyɀAirXChangers, Baker Hughes, Baroid Corporation, Daniel Industries, Dresser 
Industries, Dresser Oil Tools, Key Energy, Integrated Exploration Systems (Germany), 
Landmark Graphics, NL Industries, Numar, OFS Portal, Photon, PGS-Tigress, Praxis, Preng 
& Associates, Sperry-Sun, Object Reservoir (US Venture Partners), Volumetrix

Á Engineering/ManufacturingɂAggreko, Astralloy, CompX, Continental Carbon, Excell 
Minerals, Express Integrated Technologies, Fabsco, Fort Lock, Gundle/SLT Environmental, 
Harsco Corporation, Harsco Industrial, Harsco Infrastructure, Harsco Metals & Minerals, 
Harsco Track Technologies, Hendrickson Trailer, IKG Industries, MultiServ, National Cabinet 
Lock, Nutter Engineering, OnePoint, Patent Construction Systems, Patterson-Kelley, Reed 
Minerals, SGB, SteelPhalt, Visionmonitor aviation, Waterloo Furniture Components

Á TechnologyɂAMD, Sun Microsystems, Syntel, Metasolv, NobleTek, Avalon Imaging, 
Scicom, Silicus, Laversab, Facet, Zresearch

Á Other ɂKanaly Trust, Fort Bend Independent School District, American Sleep
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CUSTOMER:

REVENUE ADDITIONS

COST REDUCERS

ROI IMPROVEMENTS

Benefits

Features

Product Services

Å Understand what customers 

value

ïRevenue Addition

ï Cost Reduction

ï ROI Improvement

ï EVA

ïOther

Å Create value-driven products 

and services

Å Sell value to customers
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ï Cost Reduction

ï ROI Improvement
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ïOther

Å Create value-driven products 

and services

Å Sell value to customers

Å Extract Value-based Pricing 

from customers
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ÁFunctionality
ÁProcess
ÁKnowledge
ÁRisk

ÁRelationship
ÁMarket
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ÁCost Reductions

ÁRevenue Additions

ÁROA Improvements

ÁEVA Improvements

ÁOther
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Positive

Differentiation 

Value

Reference

Value

Our Negative

Differentiation

Value

-$

Our Added Value 

to the Alternative

+$

Cost of Alternatives/

Competition

$
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