A manufacturers’ representative delivering
exceptional solutions, enabling clients to
excel in a competitive environment and

achieve a rapid return on investment!
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! Why get an Edge?

UU:U CONSULTING

e *\\e can find the end customers you need to enable
your business to succeed.

*EDGE Consulting has an aggressive new approach to
t he manufacturers® repre
 There are countless firms that pride themselves on
giving standard manufacturers representation. \Very
few can translate that service into action, let alone
results.

*\\Ve continually insert new technologies into our
business approach while maintaining person to person
contact.

*Our emphasis on business development and customer
focused strategies enable our principals to get beyond
the confusion in order to increase sales $!

Edge Consulting and Sales — We give you the EDGE!
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€GB8E..... Representation Myths:

West Coast Manufacturers Representatives

1. Reps are order takers

2. If the rep were really good he would work
factory direct

3. Reps aren®“t technical
products

4. Reps sell competitive products
5. Manufacturers will loose control of the sale

Discovering the truth behind the myths will
Increase your business !

Edge Consulting and Sales — We give you the EDGE!
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West Coast Manufacturers Representatives

Advantages of outsourcing
representation

e Reduce direct costs, which in turn, increases ROI
— Reduce in house employee costs
— Reduce your travel budgets
— Lower in house overhead

» We can augment current in house capabilities
» Empower you to focus resources on must wins

* Increase the number of touches between your customer
and your products!

* Augment your current contact database with our
substantial industry contacts

e Hit the ground running with limited training
» Flexible payment options for increased cash flow
» Evolve your companies performance from good to great!

Either way you win with the Edge!



Five Step Sales Process!

SALES PROCESS
ACTIVITIES AND
MILESTONES

OUTCOMES/GOALS

JOB AIDS

CUSTOMER BUYING
PROCESS

Phase 1

Phase 2

Prospecting P Qualifying P

Generate new
prospects (via
prospecting, email
campaigns, referrals,
networking, trade
associations,
conference calls,
webinars, initial
meetings, web leads,
initiate
Look outside existing
customer base for new
opportunities..

Look at existing

customer base for
opportunities

Prospect is identified

Capability presentations
Press Releases
Newsletters

Competitive Points List

Identify business needs [:

ND A

Probe and assess
technical needs with
prospect/ customer

Create a buying vision
that maps
products/services to
business needs

0s
D)eliver proof to
customer that needs
can be met

Map out Budget

Evaluate competition

Evaluation process
and access to
decisionmaker

Product
Demonstrations

Follow-Up meetings
Web

presentations/demonst
rations

> Determine

requirements

>

Phase 3
Proposal

Deliver quote and
proposal inputs to
principals through a
posted web document.

Assess potential follow
on business.

Submit pricing to the
Customer

Quote template

Proposal template

Evaluate options

Phase 4
Decision

Principals Negotiate
terms and conditions

Principal reviews and
accepts order.

Book the order

Signed contract

Rebuttals to Negotiation
Roadblocks

Give-Get List for
Negotiation Tradeoffs

Negotiation Tracker

Negotiate [:

: Phase 5
P> Repeat Business

Complete the work
(deliver the
product/service)

Follow-up with the
customer

Satisfied customer
(repeat business,
reference)

Product/Service
Satisfaction Tracker

Sale FollowUp Letter

Implement and
evaluate success
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Edge delivers exceptional solutions, allowing our

principals to thrive in a competitive environment
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eGg€e.......  Our Products and Services

West Coast Manufacturers Representatives

Services are offered ¢
as convenient pre-packaged plans.

We provide a comprehensive selection of
professional service products to make you
more successful.

—Standard outside sal es
representation

— Executive strategy consulting, market forecasting,
competitive research, communication strategy,
marketing strategy, and much MORE!

Request a copy of our Service Agreement

today!

What aspect of your Business Development approac

can be improved?
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West Coast Manufacturers Representatives Stan d ard mMan Ufactu rersre p fese ntati on.

« Extraordinary outside sales and business
development support

e Access to our contact database

 Territory report which will include:
— Meeting notes
— Detailed forecast
— New award activity / news in the territory

o \Weekly telecon with product managers to
review opportunities

« Regqular visits to principal facility to review
forecast and ensure action item closure

Manufacturers Representation Services

We lead the industry with outstanding service to our

principals
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West Coast Manufacturers Representatives

e Arizona

— Honeywell Aerospace, Raytheon Missile Systems, Orbital Sciences, Yuma
Proving Ground, Ft Huachuka, General Dynamics AlS, General Dynamics
C4 Systems, Iridium, Boeing Mesa, Advanced Ceramics, ASU, U of A,
Broadreach Engineering, LM Federal Systems (Litchfield), Luke AFB,
Honeywell Engines, Freescale Semiconductor, Microchip, On!
Semiconductor, SpeedFam Corp.

« California
— All Ranges to include Edwards, China Lake, PT Mugu, PT Hueneme, VAFB,

e Il ncludes CTF"s, Dryden, Bomber
Launch programs, NASA Ames, LM Palmdale

— Northrop EI Segundo and Rancho Bernardo, NGC Space Systems, L-3
Telemetry and RF, L-3 IEC, L-3 CSW, L-3 Datron, L-3 International
Systems, L-3 Titan, SAIC, LMMS, LMM&S, Globalstar, SSL, Boeing
Frontier Systems, Aeroenvironment, Boeing (Anaheim, Huntington Beach,
Seal Beach, and El Segundo) Aerospace Corporation, Scitor, Microcosm,
SpaceX, General Dynamics AlS- Mountain View, Sandia Livermore, MBDA
Westlake Village, ATK, Aerojet, JPL, SpaceVector , General Atomics, BAE
San Diego, SeaSpace, SpaceDev, Raytheon El Segundo and Goleta, Sierra
Nevada Corp., Composite Engineering

* Nevada
— JT-3 (Nellis), Creech AFB, Sandia Tonopah, Bigelow Aerospace

Edge will continue to grow our customer database!
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West Coast Manufacturers Representatives

Thank You

EDGE is very proud of the capabilities that we bring to our
principals. There are countless firms that pride themselves
on giving standard representation. Very few can translate
that service into action, let alone results. We welcome the
opportunity to discuss our accomplishments and to be
compared against our competition.

The Leadership team of Edge Consulting and Sales brings
more than 30 years of combined experience marketing
technical products to the Technology, Aerospace and
Defense Community.

Our core belief is that the best way to represent principals
IS to be passionate advocates and communicators to the
end customers. We believe that it is our job to find new
customers and projects to bring to you.

Thank You for your Time T We are looking

forward to working with you!




