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Professional Background

« Educational Background
« MBA: Santa Clara University, 2006
» Business Administration: Cal Poly SLO, 1999
» Concentration in M.I.S.
* Minor in French from Aix-Marseille Ill University

» Career Highlights
* Present:
» Vice President, Product Marketing at Jive Software (2015 — today)
+ Past:
» Sr. Director, Product Marketing at Jive Software (2014 — 2015)
» Director, Strategy at eBay Enterprise (2011 — 2014)
« Santa Clara University Adjunct Faculty, Leavey School of Business (2007 — 2013)
» Account Director, LEVEL Studios (2007 — 2011)
» Program Manager at Seagate Technology (2001-2007)
» Consultant at Vigilance (2000)
» Systems Analyst for Deloitte Consulting (1999)

« Twitter: schneider_]
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About Jive

* | cannot share this part of the deck with you.

« If you are interested in learning about Jive, go to www.jivesoftware.com. In particular, you should find

product videos under “products” and customer success stories that really bring it to life as well.

© 2016 Jive Software, Inc. All rights reserved | Jive Confidential



jive

Tips for building a business and your
personal brand



01. Spot and articulate the problem

02. Learn your audience

03. Solve, Simplify, Test

© 2016 Jive Software, Inc. All rights reserved | Jive Confidential



CEQO Investment Plans

Figure 12. CEOs' Five-Year Investment Intention Toward a Range of Modern Technology-Enabled Capabilities

Customer experience
management (CEM)

Digital marketing

Business analytics
Cloud-based business

Data science/big data

Digital products and services

Smart/intelligent processes

Supply chain optimization
and traceability

Sustainability

Internet of Things/
sensor networks

Product cost analytics

Social engagement
(externally)

Enterprise mobility

Enhanced business
reporting

M-commerce

Multiple responses were allowed.

37%
32%
28%
27%
24%
23%
22%
20%

Less Than 15%
20% "Thinking"/intelligent computers | 14%
Social collaboration (internally) | 13%

19%

Design thinking 12%
19% Pay as you go 10%
Mass customization 10%
18% Location intelligence 10%
18% Robot staffing 9%
° Gamification 7%
16% Additive manufacturing 7%
Neurobusiness 6%
15% E-discovery 6%




You've found the problem, but how much is it worth?

© 2016 Jive Software, Inc. All rights reserved | Jive Confidential

Service
Addressable
Market

$567M Target
Accounts




Enterprise | IT Executive

“My role has changed to a strategic

advisor because of the digital
transformation. The C-Suite and LOB
leadership expects me to help them better
innovate and differentiate, yet | have
increased pressure to guarantee
information security and drive operating
efficiency.”
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CIO/IT Director
Male, ages 45-55 with CS degree
and ops background.

Buying Lens

“My responsibility is to deliver solutions to the business that enable innovation
and nimble execution in our competitive space. Maintaining my existing
infrastructure takes too much of my time and budget. | build my strategic IT
investment roadmap based on market leading solutions that give my business an
edge, but also meet our IT standards for security and ease of operation. I'm
aware of Enterprise Social Collaboration, but don’t really see it as more than a
feature added to my intranet. LOB leaders are asking for solutions that help us
behave like high growth new economy companies, so I’'m passively studying
ESNs. I've activated my team in a pre-discovery to capture requirements and help
identify relevant players before contacting sales reps to learn more.”

Top Influencers: Peers | Histeam | Analysts | Online vendor collateral | Search engines | Tradeshows | Social media | Demos/Trials | Webinars

Key Technology Transitions: IT as a Service | Cloud | Big Data & Analytics | Mobile & Social Technology

Priorities Responds to...

Set vision for the digital
transformation and maintain strategic
vendor relationships.

Vendors that continuously invest in
innovation and demonstrate thought
leadership.

Delivers business-aligned solutions. Maps corporate growth goals to
technology that impacts both top and

bottom line.

Make IT as a Service reality. Seeks platforms that modernize

infrastructure and streamline ops.

Psychographic Profile

Low Medium High
Industry Knowledge .
Risk Aversion
Budget Authority . ‘_
Technical Know-how .
Analytical ._




Packaging Basics

}

A high value product that most customers “must
have”

Customers will buy leaders anyway, so don t include too
many in the bundle

.. “filler” product(s)

Coke & Fries

Medium value products that most customers find
“nice to have”

Customers transfer excess willingness to pay from
high value to medium value items

}

Products which, if included, many customers find
“unacceptable” in a bundle

The discount would have to be so high that the bundle
doesn t make sense
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Buyer sees firsthand the
Grow Impact of Nve, and decides to .
expand or renew .

o Meet with IT Team to review which salaticm cosld further
improve thel’ bt ness and vee cases
& What i the budget for new patform?
Review I ohe RO0 and KPls wore achieved In laonch
e Rrach back out ta Swe Sales Team
o Review avalable and dewred prodacts
¢ Recelver an infarmational presentation and demo, ard
sk questone
# Decides o e sew product, Snalize the contract, and
begin to implement the pradact

IT executives are
W EUTETCI  constantly looking for, lT Buyer's JOU rl‘ley
the next big thing .‘"
Tty e o i iy O GG e rvenet

Loaking far induntry thaught leadership and peer
ta Iaf) “what’s nent” .
I thay voe 2 trend, they will mark & down far Surther review .

"75% of inguiries for Intranet replacement are reactive” - Gartner
Top Susiness problems IT sancetive want 1o wive (Gartver):

© Ewployee Proguctivity

«  Project Coorgiration

¢ Ieformation Management

©  Ienswation
*  Valee Drivers (Always on the OO's mind during decitian making)
¢ ROl s always on their mind
¢ Mnmizing Total Cout of Owneniip (TCO)

IT Buying Personas

@ Vabdate R0¢ of syvter (Sealth check) ( enar N ™ R ch 8egin to look at
o Chaeastenaiin esear
ST Owes Bedpet 4 11 4pend decnens potential answers
S N 00 agh W The besineis
- Buyer works with Jive to S04 100 Smcwive Band *  Talks bagn with current veadars for adwice, will alsc reach sut to
Implementation \ y, Persans’ setwork
implement thelr solution —— ) * Do weupgrade sur cusrent plaztarm? Balid samething In hosse? Walt
fined ations tak SOOI Aeael 1o The €1 for 3 more apparent need?
. :'I.a-::‘.‘u;tm:m . . Sere mest be add - o Amigas IT Researcher 22 invewtigate busine s needs
. Spn e Profestiznal Services) o Swisens Aere
S Plan: Buyer idersfies 13ecic overall gzal, Naal uie caves . ESHEG w . muh“”m"m e sl -
¢ Babd: Waorks with PS5 team to have plasform formed - ) Aopic atom o Could be . In.m'unull g0t the year Def l. ¥
:  Lawnch: IT and Butinens i2af! ace educated on platform CRM At e . became 3 1pedial requent
©  Masage: Takes nate of anything that noeds 52 be fed or changed ©  Appen in e evalation pracuta > G ’ '
o Astaly devred 10Mware quaity L WAuenie AN denane *  An internal presestation Sy the IT Team to e IT leadenship s giver
o [nduser Seabing and of imp! haa e an——
*  Launch and Go-Uwe Oe " o
: : eper look at generic
e Consideration .
offerings from vendors
| Decsion_ Helmaint e
their solution *  Tech requl 1 are e red
*  Mas o very shart int of dor that A8l Bunrlnens pe are within e * Koy basnew stakeSoiders preseat in froet of IT couscl with an
price range, and Nt Shelr 1tack and vl of Sheir team exntabihed burinens care and ADH
o Purchaaing eiggen (PwCl o Deon't go any ferther mBhout 88 ides of how to fusd project
c  Sntem fusctionality s POC: Sales Team *  Team starts 1o lock at:
s Deroratrated fanctionalty, geressl vaabity *  Aralyre RPN responses from vendorn o Whe's doing what?
o 1T complenity o Able to &fferestiste betwoen platforms and their capabilities ©  What's dong it for what reasen?
¢ Lase of Implementation, eaie of ntegration, ane wpgrade o Vendors that den™t It lnto price range are eliminated s Develop a Reguest for Indarmation (7] for ad o Who lozka Me mat
o Ven€or performance *  Develop request for proposal (RI7) patential vender o What doet Juccess ook Tke!
o Stresgth of Indaviry cuttomer bane, reterence checks c  Folow up tomvenastions *  Laperience an sverview of the butiness value from o The it of potestial vendon I thartesed
s OO0 will reach cut for *efersals from persoral avd vendor netwark o Askfor demos and deep Siwe workshogs Fat of veadons
o Coat/lawestment Aeguired o Get presested specific scenarios and Buniness canes o Fiad cut specifically [from Sales) how platiorm will
o Totslcastatarntug, recurring cos, malitenance casts e T Impact butlaeas precess N\
o Total F1E's seeded to sdmia *  The Niral presented projects are investigated from broader Bunisess *  Thinis where the intial talks begn ‘\\
*  Once 8 dechion han Seen made, & contract |s created / teems o Potential bayers get their queitions anamered
/ o IT wil begin b engage with other LOS"s DWA, Corp Cameags £tc.) * 17T starts searching for more funds
/ *  Able 82 1pecifically see product and receive dema's
Storts initief contact
Analyze and review H
Evaluate Discover [ e

specific vendor plan
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g people along with you
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5e an energizer
» /Serendipity trumps brute force just abo oy







