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A) Backdrop:  
 

Many mid-size or emerging software organizations as part of their growth 
strategy have plans to foray into emerging markets within the Asia Pacific region 
& ǇŀǊǘƛŎǳƭŀǊƭȅ ƛƴ LƴŘƛŀ ŦǊƻƳ ǘǿƻ ǇŜǊǎǇŜŎǘƛǾŜǎΦ LƴŘƛŀΩǎ ŘƻƳŜǎǘƛŎ ƳŀǊƪŜǘ Ƙŀǎ ǎƘƻǿƴ 
significant growth in the past decade & is expected to reach to $25 B by 2015. 
Also changing consumer behavior to accept innovative technology platforms for 
business automation has become a revolution in recent years. This trend has been 
sufficiently fuelled by the presence of a large number of multi-national software 
majors who have significant market share in this competitive & growing market. 
Driven by the initiatives of the local governments, relatively low cost business 
models, abundant presence of fresh engineering talent & good research 
institutions, India has triggered resounding success for overseas organizations to 
outsource services including development, maintenance, business processes & 
technical support for substantial gain in business.  
 
Now if we zoom out of the above macro socio ςeconomic situation & observe 
closely there is a shift in business focus within the community of a large number 
of current generation indigenous entrepreneurs towards developing innovative & 
creative software products of a wide variety in nature. Fortunately even these 
new generations of businessmen regard India as the primary destination again 
from two perspectives. The cost of product development in India is just 1/10th of 
that in US. The experience gained in dealing with local customers helps them in 
appropriate understanding of business challenges across enterprises overseas 
with fair amount of domain knowledge to make them readily acceptable.      
 
Against the above backdrop TekEdge ventured into offering OEPS( Outsourced 
Enterprise Product Sales) services to Tech Start-ǳǇΩǎ ϧ 9ƳŜǊƎƛƴƎ ƻǊƎŀƴƛȊŀǘƛƻƴǎ 
with an eye to cash in the Indian market opportunity. It is uniquely poised to play 
the rƻƭŜ ƻŦ άhŦŦǎƘƻǊŜ {ǘǊŀǘŜƎƛŎ {ŀƭŜǎ tŀǊǘƴŜǊέ ǘƻ overseas organizations & as 
ά{ǘǊŀǘŜƎƛŎ {ŀƭŜǎ /ƻƴǎǳƭǘƛƴƎ tŀǊǘƴŜǊέ ǘƻ LƴŘƛŀƴ ƻǊƎŀƴƛȊŀǘƛƻƴǎΦ   
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B) 4ÅË%ÄÇÅȭÓ 3ÔÒÅÎÇÔÈÓ Ǫ #ÁÐÁÂÉÌÉÔÉÅÓȡ   
 
TekEdge Strategic Sales Solutions Pvt Ltd , incorporated on March 30th , 2011 is 
lead by a team of experienced techno commercial management professionals & 
evangelists having more than 100 person years of collective experience in IT 
services, product development & Strategic sales of varied software products in 
various verticals in Asia Pacific & global markets. TekEdge primarily provides 
strategic sales & business consulting services for Small & Medium Enterprises to 
ensure predictable performance transition of revenue goals of its customers. 
¢Ŝƪ9ŘƎŜΩǎ Outsourced Enterprise Product Sales (OEPS) concept has been 
envisaged & designed to help indigenous & overseas organizations to develop 
products & achieve a quick foot print in Indian market. OEPS helps in building a 
matured Sales Eco-System developed on the marketing principles ƻŦ о !Ωǎ 
ό!ǾŀƛƭŀōƛƭƛǘȅΣ !ŦŦƻǊŘŀōƛƭƛǘȅΣ !ŎŎŜǇǘŀōƛƭƛǘȅύΣ рtΩǎ όtǊƻŘǳŎǘΣ tƻǿŜǊΣ tǊƻōŀōƛƭƛǘȅΣ 
Priority, Predictability) ϧ рCΩǎό CƭŜȄƛōƛƭƛǘȅΣ CŀǎǘΣ CƻŎǳǎΣ Cǳƴ ϧ CǊƛŜƴŘƭȅύ ǘƘǳǎ 
consolidating the market position of products & services from competition 
leading to desired performance.  
 

Core Competencies at TekEdge encompass the following:  
 
1. Strategizing business needs of the product considering its nature (enterprise, 
retail, service), category (new, better, different) and applicability (markets, 
segments & end users).  
 
2. Designing relevant Go to Market (GTM) strategy and aligning the product road 
map to enable appropriate business models with in the target market.  
 
3. Extensive market research & analysis, leading to right pricing, competitive 
battle cards, marketing plans, revenue plans & execution through effective & 
efficient market penetration.  
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4. Business development operations & Sales Life cycle management with 
adequate configuration of skills, processes, establishing partner networks and 
alliances to aid the overall performance of the product into the market.  
 
5. Sales Methodologies & Framework to support customer centric roles during 
engagements addressing the 360 degree sales situations with customers.  
 
TekEdge Solutions understands the nuances of both push & pull sales and has vast 
experience of buying patterns in Asian countries particularly in India. The deep 
rooted network, invaluable business relationships & exposure with all kinds of 
market leading applications with a ŎƻƴǎǳƳŜǊ ōŀǎŜ ƛƴŎƭǳŘƛƴƎ CƻǊǘǳƴŜ рллΣ ab/ΩǎΣ 
DƻǾŜǊƴƳŜƴǘΣ t{¦Ωǎ etc in diverse verticals including BFSI, IT/ITES, Manufacturing, 
Health Care, Engineering, Clinical Research, Parma, Education, Telecom, Micro-
Finance, e-learning, logistics, Energy Conservation etc & also on horizontal 
applications like Project Management, Asset Management, Document 
Management, Bio-metric enabled, , HR-Payroll, Travel Management including  in-
demand applications that serve software markets like enterprise resource mgmt 
& contact centers.   
 
In the past three years TekEdge has engaged with more than 15 Startup & 
Emerging organizations from Pune, Bangalore & Hyderabad with availability of 
wide variety of software products & solutions for the following services:  
 

1. Validation of new ideas directly from the market through effective market 
research & analysis. 

2. Test market services with identified segments & services in specific 
markets/regions. 

3. Beach Head customer acquisition strategies.  
4. Business Plans including Pricing, Licensing, Packaging & Positioning 

strategies.  
5. Beta version launch of products.  
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6. Market access, penetration & coverage within identified verticals. 
7. Sales Lifecycle Management QoQ.  
8. Evaluation of people for customer centric roles.  
9. Identification & appointment of sales partners or channel partners. 

 
TekEdge professional capabilities are cemented by the fact that the CIO 
community among the verticals mentioned above seek the help & advise of 
TekEdge management to enable them procure innovative & new technological 
solutions from various vendors. Our core values include trust, high levels of 
integrity, passion for winning & transparent relationships that bring in greater 
customer satisfaction for our services. 
 

C) "ÅÎÅÆÉÔÓ Ǫ !ÄÖÁÎÔÁÇÅÓ ÏÆ Ȱ/%03ȱ ÂÕÓÉÎÅÓÓ ÍÏÄÅÌÓȡ   

 
V Cost of sales operations:  
 
¢Ƙƛǎ ƛǎ ǘƘŜ ŜǊŀ ƻŦ άhǳǘǎƻǳǊŎŜŘ ǎŜǊǾƛŎŜǎέ ϧ ǘƘŜ Ŏƻǎǘ ƻŦ ƛƴƛǘƛŀƭ ǎŀƭŜǎ ƻǇŜǊŀǘƛƻƴǎ ŦƻǊ 
Start-¦ǇΩǎ will be reduced by 35% in the first two years.  
 
V Ready availability of partners:  
 
Partners with ability to penetrate in the market play a major role for an effective 
sales engine which is essential to ensure optimal performance. TekEdgeΩǎ ready 
ŀŎŎŜǎǎ ǘƻ ŀ ǿƛŘŜ ǾŀǊƛŜǘȅ ƻŦ ǇŀǊǘƴŜǊǎ ǊŜŘǳŎŜǎ άTime to MarƪŜǘέ Ŏƻǎǘǎ for Start-¦ǇΩǎ 
with enhanced results.  
 
V Infiltration of existing customer base:  
 
¢Ŝƪ9ŘƎŜΩǎ ǇǊƻȄƛƳƛǘȅ ǿƛǘƘ ǘƘŜ / [ŜǾŜƭ ŎƻƳƳǳƴƛǘȅ ƘŜƭǇǎ {tart-UpΩǎ ǇǊƻŘǳŎǘǎ ǘƻ ōŜ 
promoted with a wide variety of target customers. The cost & time spent for 
acquiring initial customers in India i.e. (Beach Head customers) is reduced by 
50%.  
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V Cost of senior or lateral resources:  
 
The cost of senior resources is absolutely zero in the first two years which 
accounts for more than 30% cost of sales bandwidth.  
 
V Dynamics of domestic market:  
 
Time to understand the ever evolving markets, consumer behavior, market 
spread & reach is reduced by 50%.  
 
V Ready market potential YoY:  
 
The outcome of the strategies helps in designing revenue plans based on the 
existing business potential for each fiscal.  
 
V Sales methodologies & framework:  
 
Matured sales process designed uniquely for Start-¦ǇΩ acts as a ready reference 
for customer centric team to follow a process that supports monitors & controls 
ƻǊƎŀƴƛȊŀǘƛƻƴΩǎ ǇŜǊŦƻǊƳŀƴŎŜΦ  
 
V Training:  
 
Exposure to Scientific sales techniques enhances effectiveness of individuals to 
shift or move away from artistic ways of individual brilliance to a more 
sophisticated sales system which impacts tangible business drivers.  
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V Reduced sales life cycles:  
 
The cost of each sale & associated logistics cost is reduced by more than 20%.  
 
V Cost of predictability:  
 
The most critical element is drastically reduced by more than 25% by knowing the 
exact market size, ready potential, effective pipeline management, avoiding 
ǎŜƴƛƻǊ ƳŀƴŀƎŜƳŜƴǘ ϧ ŎǊƻǎǎ ŦǳƴŎǘƛƻƴŀƭ ǘŜŀƳΩǎ ǘƛƳŜ ϧ ǊŜǎƻǳǊŎŜǎ ƻƴ ōǳǎƛƴŜǎǎ 
opportunities that can be approached when they are ripe enough to bear fruit. 


