User experienced
Smart Print Adoption

1. Who we are
2. Our needs in expansion
3. Evaluation criteria

before
adoption of ‘Smart Print’

4. Cost-Benefit Analysis
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Who we are
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Top 150 within

Dedication Award 2005
Platinum Award 2004 Enterprise Storage media
‘SME 500’ for supply chain - IBM / Imation
- 2003/04/05 - ST Electronics

Your Satisfaction, Our Pride



SME - usual organization trait

El Big Boss

m Small Boss

|
Others

- Accounts

- Admin

- Delivery

- Manufacturing
ST marketing
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Singapore -
Business

Government
Customers Business
Landscape

- Include schools
- Government linked
Companies

Top Enterprise
(22% of private sector)

Enterprise - include MNCs
- 250 to 999 employees (150)

THE REST (78% of private sector)

Corporate - top local & foreign companies
- 100 to 250 employees (1,500)

Small Medium Enterprise - 10to 99 employees (17,000)
- some of them are even listed!

SOHO segment - 1to 9 employees (93,000)
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m Limitation of sales approach

Government :
¢ 14 Ministries
e 20 Statutory Boards

o 22 tertiary campuses / 340
Schools

« TENDERS

Top Enterprise /
Corporate :

» 150 companies of such
buying power

* Relationship-based

Hint:

Intelligent marketing
with close-loop
capabilities



Intelligent Marketing

-what It ISNOT
- IT IS NOT mass-mailing

le. distribution of SAME message to multiple

parties despite different identities & needs

(note: IDA’s proposed Anti-Spam Control Bill
— page 12, 1K emails per month or 100 email per day &
page 21, $1 Million per legal suit or up to $25 per email of punishment)

IT IS NOT “one-offer-fits-them-all” a = §,

le. “rojak” of all models, usage & pricing

IT IS NOT
“*gush-down-my-throat” tactic

anyone remember ‘time-sharing’
experience?

Can someone sell me something

when | need it? Your Satisfaction, Our Pride



E 1-to-1 Marketing - Just-in-Time!

Our goal for 1-to-1 marketing

(1) integrate marketing offers seamlessly into current customer communication
(2) deliver targeted messaging relevant to specific customer group

PLUS
Other
Engaging our customers when they are ready to buy! possibilities :
- Delivery notes
- Monthl
Targeted Offers o
. Standard - historical buying behavior - Quotations
Invoice Offers - additional offer on top of invoiced items

- almost 100%
readership

- No extra

budget
for marketing ¢
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Personalised Offers:
Commercial Customers
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Personalised Offers:
Government organisations, bought storage products
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Reasons to adopt Smart Print

Our business model: B2B and B2C
Number of customers: 3000

Customer challenges:  Enterprise customer not expanding,
SMB opportunity but require productivity outside direct sales

Sales support issue: low touch model with upsell capabilities required
Must avoid high cost of training for new campaigns/staff

Cross-sell potential: most customers buy only portion of our extensive range of
storage media, toners, cartridges, paper & hardwares

Decision criteria: Substantial gain over investment cost
Re-coup savings within first 12 months
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Cost Benefit Analysis
- Invoice & DO Printing Process

Current Process New Process

e constant need to monitor pre- Use only plain A4 paper,

printed stock aintain inventory for only one
roduct

* Uupkeep 2 separate dot-matrix 1

printers, for 4 & 6 ply printing “ use one(1) color laser
rinter for documents

e Labor/time to separate DO & r

Invoices each set per customer sort
by colored paper between each
e Labor/time to extract last page set

for filing purposes




Cost Benefit Analysis

- Invoice & DO Printing Process

Current wastage/challenges

* printing 4-ply jobs on 6-ply paper,
or vice-versa

» wastage of remaining pre-printed
stock whenever changing
information on form, eg. products,
logos, column size,
barcode, GST details

» space constraint in filing physical
records for invoices/DO

* dot-matrix printing does not allow
document management implementation

Benefits/savings/productivity reaped

« Extra savings

- avoid wastage of 4/6 ply paper during wrong
prints

- N0 more wastage of pre-printed stock

- Labor saving, softcopy filing & retrieval

 Incremental value for new functions
- revenue generation as a result of 1-to-1
messaging in invoices
- savings on huge volume of off-set printed
marketing brochures/leaflets

 Future plans
- co-marketing funding from vendors
- quotation module
- logistics process refinement using barcode
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Gain of $100K — SmartPrint investment

Cost Benefit Analysis for Smart Print Implementation

Cost Benefit Analysis for Smart Print Implementation I Fe th Per Year 3-yr period

Savings

1) |Wastage of 4 or 6 ply paper awided, when inacurrate

deployment of print jobs to printers (assume 5% fault)

- assume 5% mistake on sending file to the wrong
dot-matrixs printers

- (5% x 3000 x 4-ply) + (5% x 1000 x 6 ply) 19.55 234.6 703.8

2) |Do away with re-ordering & special stocking effort 20 240 720

3) |Wastage whenever information changes on pre-printed forms
- assume 1 month stock wasted every year
- (3000 x 4ply) + (1000 x 6ply) 371 1113

4) |Labor saved on softcopy filing & retrieval

- current 1 full-time person's job

- estimate only need 20% of the time to softcopy file & retrieve
- saving on Human resource: 80% x $25,000 20000 60000
- saving on 1 physical page per customer per month 87| 1044 3132
- where storage cost per file is negligible

5) |Revenue generation as a result of 1-to-1 marketing messaging
- 3% upsell success for any 2 of the 3 divisions

- $2.5M x 3% 75000 225000

6) |Savings from previous off-set printing cost for marketing brochures
- 4 campaigns x 10000 x 0.20 8000 24000

7) |Conwersion from pre-printed to A4 plain paper

- A4 Paper (4K sets x 0.0064 ) per month, based on $3.20 per rim 89.6
- Pre-Printed (3K x 4ply $0.087)+(1K x 6-ply $0.13) 391
- Incremental paper cost = $265 per month 301.4 3616.8 10850
TOTAL GAIN 108,506 325,519
Investment

1) |Printer investment - part of the per page cost 0

2) |Incremental Printing cost
- Ribbon : $10 x 4 x 12 = $480 per year 480 75120 225360
- Toner : $0.45 x 14,000 = $6,300 x 12 = $75,600 per year 75600

(3000 x 3) + (1000 x 5)

TOTAL COST 75,120 225,360
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Customer Lifecycle
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THANK YOU




