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Palo Alto Networks is a global security leader.

A leading Next Generation
enterprise security platform
prowder

www.paloaltonetworks.com
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@ Results
150 appointments arranged with
@ decision makers and key
influencers
@ 15-20 appointments per week
Follow Ups arranged to help
reduce sales cycle
4' Sales pipeline increased and
8 new relationships developed
with enterprise.
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Palo Alto Networks offers a security platform that brings
together all ke network security functions, including
advanced threat protection, firewall, IDS/IPS and URL
filtering. As these functions are natively-built into the
platform and share important information across the
respective disciplines, Palo Alto Networks ensure better
security than legacy firewalls, UTMs, or point threat
detection products.

/s THE CHALLENGE

Palo Alto Networks are proud to recruit the best possible
people onto their teams, including both internal and
external sales. At the end of 2013, Palo Alto Networks had
built up an incredibly talented external sales team, all

ready, willing and able to take on appointments with
prospective clients. However, there were not enough internal
sales people to generate those appointments, which

resulted in a temporary resource deficit.

ProspectAware had previously worked with one of Palo Alto’s
resellers, and they came across each other at Earl's Court's
IP Expo in 2013. Amar Bhatia, the MD of ProspectAware, was
determined to engage with Palo Alto Networks, and managed
to get enough face time to offer a strong proposition with
regard to an appointment-setting strategy.

ProspectAware's due diligence paid off and they started to
work with Palo Alto Networks, initially being trialled with a
benchmarking exercise, which they sailed through.
ProspectAware were then taken on to work on a mainstream
programme for four months, requiring them to meet a very
specific brief.

PALO ALTO NETWORKS

“ProspectAware have been a trusted partner in helping

us engage with the right organisations. Their professionalism .
and results-focused approach have made a real difference '
to our lead generation activities.”
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A demanding
enterprlse
appointment brief

THE BRIEF

Palo Alto Networks has two sales teams in the UK: the Regional Sales
Managers, with vertical markets and geographical territories, and the
Major Account Managers.

ProspectAware’s task was to generate 150 appointments for the
MAMSs team, in a relatively short space of time.

The technology requirement was for a security platform between the
network and enterprise network. Palo Alto Networks provided a
Target list of 470 large enterprise companies, with an annual revenue
in excess of US$1 billion. There were no specific sectors to target
since Palo Alto’s technology is agnostic as far as vertical markets are
concerned. Many of these companies are global but they do often
make purchasing decisions on a regional or local level.

Usually, with appointment-setting campaigns., agencies would expect
the biggest database possible, in this case, thousands of contacts to
secure 150 appointments, so it was a very demanding objective for
ProspectAware to convert over 30% of the companies into qualified
appointments.

SUCCESS STORY

The success of Palo Alto Network’s telemarketing campaign has been
measured in two ways: firstly, by identifying appropriate opportunities,
which lead to new prospective clients in the pipeline and ultimately
new sales and, secondly, by the fact that Palo Alto Networks have had
minimal intervention. Despite the fact that ProspectAware has had to
deal with reallocated teams, systems engineer changes and calendar
challenges, they never had any issues; they were a pleasure to work
with and their customer service was faultless. They just got on with the
job in hand, kept their heads down and achieved fantastic results.
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Goals and Objectives

Target list of 470 large
enterprise companies

Annual revenue in excess
of US$1 billion

Convert over 30% of companies
into qualified appointments

Solution

METWORKS

Consultants trained to
understand core services
and Palo Alto Networks'
unique sales proposition

Database of enterprise-sized
prospects created
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FOLLOW UP

Follow Ups arranged to
help reduce sales cycle.

Focused accounts. Better conversations. Faster enterprise growth.
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EXCELLENT RESULTS

Excellent =

ProspectAware's results were impressive: not only did they have

to make appointments with the senior people in the business,
resu lts - who are usually less operational and more concerned with the
= bigger business issues (such as data loss, people stealing
records etc.), they also needed to understand why Palo Alto’s
Bu‘lt on trust. security message was so important.
ProspectAware picked up on the messaging and purpose of the
campaign so quickly that they only needed two training
Palo Alto Networks is a global security leader. sessions. ProspectAware created what they call “a telephone

message” which in fact, allowed some of the agents to know as
much about Palo Alto’s technical products as some of the

15 20 internal sales team.
ProspectAware worked at an extraordinary rate, securing 15 to

app0| ntments per week 20 appointments per week (with two agents, one manager and
one account manager). They met with the MAMS team, starting
to make appointments for two of them initially, then another
two, and finally they were making appointments for all six
reduce sales cycle Account Managers.

Follow Ups arranged to help

Not only were they very proactive and professional, the

@ Sales pipeline increased and new ProspectAware team established a great relationship with all of

relationships developed with the sales team at Palo Alto Networks, which is not always the
enterprise. case when outsourcing a campaign of this nature. Prospect-
~ 4 Aware invoiced Palo Alto Networks on a monthly basis, on
(@ N appointments set, not appointments attended, so there was a
D EC'SIO N strong element of trust between the client and the vendor.
If a meeting was cancelled, for example, due to the human
MAKERS element such as illness or a train strike, ProspectAware
. rearranged the meeting or they replaced an appointment; it
150 appointments arranged i 9 yrep i
: . was a very fair and efficient system.
with decision makers and key
influencers. ’
. _4 SUCCESS STORY
4 R\
Why PI'OSPECtAWBI'E? Should there be any resource deficit in the future between
Palo Alto Network's internal sales team and Account Managers,
ProspectAware only needed ¥ 1 g 1
- ; they would not hesitate to use ProspectAware’s services again.
two training sessions

""""""""""""""""""""""""""""""""""""""""" Palo Alto Networks have a well-established and large partner ;
@ Proactive and professional community, which could benefit from the services that T

ProspectAware offer. Introductions and pilot campaigns have *. :
been started, which will allow the two companies to keep

@ Minimal intervention working together. The future looks prosperous between

Palo Alto Networks and ProspectAware.
Appointments for all six
Account Managers

" s e @& & ° ®

" —
. L . L ]
. . . . e o ¢ s ° .
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Clear objectives.
Proven delivery.

(_
Palo Alto Networks is a global security leader.
f |99
@ Goals and Objectives “From the onset, ProspectAware

demonstrated a strong understanding

To'quickly gencratHiahlersl of both our market space and our
appointments for the sales team. objectives. Their highly professional
and well-connected team quickly

g ; integrated themselves with the sales
TO conve‘rfc VRl 30_"” of companies groups of Palo Alto Networks and
into qualified appointments.

started to deliver quality appointments
and pipeline within a matter of days.
Ultimately increase the customer We have been so impressed with

base within major enterprise ProspectAware that we have also
aceounts. started rolling their services out into
our partner ecosystem.”

{c}} Solution
Alex Raistrick,

Regional VP Western Europe,
To target 470 global enterprise Palo Alto Networks
companies with turnover in excess
of US$1 billion.
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@ To generate 150 qualified /I 1 5 T 2 0

appointments with senior level al I appointments per week

prospects. v
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@ ‘ Focused targeting. Quality appointments. Enterprise pipeline.




