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A market in change...

« HW becomes less important
as base for sales

* The value in Software is increasing

« Competitors from new industry
segments

* Focus on a common way to
develop, supply and sell software

Shift of business model is necessary




Software Sales - training framework

Business ~500 KAM & AM in Market Units
Simulation

(2-days course,
Instructor-led)

~4000 KAM, AM, Sales Support,

73
Customer sales Business- and Product Management

simulation”
(1,5 hours web course)

~8000 MU & BU Sales,
»Ways of working” Product Management, Suppl

(40-60 mins web course) Services, Sourcing, R&D

”’Moving to Software Business” All Ericsson employees
(20 mins web course)




Software Sales - training framework

Business

Simulation Attended 389. (78%)
(2-days course,

Instructor-led)

”Customer sales

simulation” .
(1,5 hours web course) Attended 1958. (49%)

”"Ways of working”

(40-60 mins web course)
Attended 9034. (>100%

”’Moving to Software Business”
(20 mins web course) Attended 12903




