FING@RIEC
MASTERING FINGERTEC SALES PRESENTATION

Presentation is a way to persuade your potential clients to be impressed of
whatever it is that you are selling. Doing a presentation is not a one-size-fits-all
exercise because clients have different expectations, objectives and budgets to
begin with. Knowing what to prepare during a presentation would provide your
potential client a better understanding of what you are selling and therefore,
heighten your chance to close the deal if your offers fit their requirements. This
Sales Presentation Guideline is intended to guide you on what you should be
doing before, during and after a sales presentation.

Success Approach in Sales

Preparation Before Going to the First Customer Meetings

This can be accomplished over phone calls or emails to get to know in detail the customer requirements before actually
meeting them face to face. This preparation enables you to focus on what they are looking for in a new system, their
expectations, their budget and their installation environment. Explaining on subjects that your potential buyers are not
interested to listen to is a waste of time and effort. Get to know who'll be attending the meeting and prepare
accordingly.

Checklist of things you need to do before meeting a
client for a presentation:

a.  What kind of system are they looking for? Door access,
time attendance or a combination of those?

b.  What do they want to achieve with this system
implementation? Better staff control? Detail records of
staff's movements during working hours? Better
management of shift?

¢.  Whatis the budget allocated for the project?

d.  What kind of reports are they expecting from the
software?

By knowing all these information before hand, you can prepare for the presentation the best way possible:
1. By bringing the suitable models to suggest your clients.

2. By providing the best price for the models they would be interested in.

3. By presenting the part of the software they care about.

4. By preparing the reports they expected in detailed format and better explanation.
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Customer Discussions Before Presentations

Don't jump into your presentation straight away before knowing who actually are present in the room. Unless the time
is really tight, please do collect the name cards and know who your audiences are. This fact would make you tailor your
presentation to suit to everybody’s needs. Strategically point out details that are relevant to the audiences. For example
HR people would be interested to know whether the system could be linked to a payroll system. A tackle on that subject
is appropriate when a human resource department personnel is around. An IT personnel would be concern on issues
such as SDK, data centralization, data backup, etc and Security department might be concerned about other issue.
Covering all these areas would make FingerTec system stands out as a comprehensive system that fits all areas of
business.

Tailor System Presentation Flow to Fit Your Client

The best presentation for FingerTec product would be a system demonstration. And the best system demonstration is
the one tailored to follow the client’s business operation workflow in order to gain the biggest resonance. It's not
necessary to operate the system at its entirety but audience has to be shown the system User Interface with steps and
the historical data to make the demonstration as close to the live operation as possible to provide audience with the
most solid impression.

For example, a potential client is looking to deploy 24 units of R2 in 4 different branches in 4 remote locations. A
diagram detailing the flow such as the one below would score a plus in this presentation.
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System Presentation — Hardware

Seeing is believing and experiencing something new makes people excited and intrigue at the same time. Bring the
appropriate sample products during a demonstration; let your audiences feel how easy an enrolment and verification is
done at the machine. Enroll fingerprint, card, and password - let them understand the effectiveness and efficiency
FingerTec readers could provide their company with. Do not hesitate to let anybody in the audience try if time permits.
One successful live demonstration reinforces the product more.

Highlight features that they concern about during discussions and previous communications. Register all these features
in your priority list and bring them up during your presentation to answer pending questions.

System Presentation — Software

Now that you've showed them how the product physically works, it
is now time for you to show how it can be applied in the workplace -
for time attendance, access control, and HR solutions. The more

' — “"
=
versatility you demonstrate to your clients, the more impressed
they will be to purchase your all-in-one product. \o

Demonstrate a version of the TCMS that is installed in your PC. It TCM S VE

will be helpful to find out the industry your client is in and get
straight to the point with the features that you think your client will
need most such as work schedules, work codes, types of
verification, and so on.

From step 1, you should have established the aspect that your client is interested it most (eg: time attendance, access
control, etc). Highlight more on the features that brings out this aspect. Use the below points as a guide on what you
should highlight on for different aspects:

.
Time attendance:
.
Group Duty Roster
Group Duty Roster
Select group yearly duty planner according to the year selected. Use "Holiday List' for holidays that applicable to all group duty rosters, and "Auto-Schedule’ to facilitate the rotational shift
planning and optional open-schedule codes. "Different Restday’ is applicable for users of same weekly duty roster but have different restday in the week.
ou may change each day planner by right-click on the cell in order to change the day type or clocking schedule.
2010 2| Group| 1 Description | Qffice Overtime Only A fter
Mormal Shift i 40.00 | [| Week E|
3|4 (5|6 |7 |89 (1011|1213 |14|15| 16|17 18|19 |20 |21 2324%252723|29|3D‘31
Holiday List
Auto Schedule
Different Restday
Import Roster
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Time Attendance Sheets

% Attendance Sheets [1]

Date User D Show Tardiness:— [ Late-in [F] Overtime Drag & drop clocking H‘
Ho. | UseriD Name - [ Earty-Out [C] WorkiOT Totals
1 1|Elise Johnson [] Extended Break [[]0n Leave
2 2| Tony Stone
3 3|Felicia Dickson [FiMes S [Fi et
4 | Gibert Kazt
5 5|Sheena Jazz . o T T - =] El
Date Weekday | DayType | Sche In Break | Resume | oOut o7 Done || work [Overtime| Short | Totaltr | TotaloT| short || Leave Taken Remark ]
01/02/2009 | Sunday RESTDAY 1 - - -
0210212009 | Monday WORKDAY 1[oss8  [1234  [1315  |195 2.0 1.51 - - -
0310212009 [Tuesday | WORKDAY 1os02 1245 [1340  [19:04 73 104 027 - - -
WORKDAY 1loaas 1224 [1323 [1822 754 022 oog - - -
05/02/2008 |Thursday | WORKDAY 1losse 1235 [1323 [1933 8.0 1.3; - - - ==
06/02/2008 |Friday WORKDAY 1ossa [1233 [1330  [17:54 7.54 008 - - -
07/02/2009 [Saturday  |RESTDAY 1 4000 419
Sunday RESTDAY 1 - - -
09/02/2009 | Monday WORKDAY 1loa42 1235 [1324  [19115 2.0 14 - - -
1000212009 |Tuesday | WORKDAY 1loass 1236 [1345  [1828 745 oz o - - -
11/02/2008 | Wednesday |WORKDAY 1|os3e 1238 1325 [1827 B0 0.27) - - -
12/02/2008 |Thursday | WORKDAY 1|os01 1237 1328|1932 759 137 oot - - -
1310212009 |Friday WORKDAY 1041|1236 [1330  [17:59 7.59 ool - - -
140212009 |Saturdey  [RESTDAY ¥ 4000 328
15/02/2009 | Sunday RESTDAY 1 - - -
16/02/2008 | Monday WORKDAY 1|oses 1228 [1326  [18115 758 01 0.0f - - -
170212008 |Tuesday | WORKDAY 1|osss [1232 [1324 |20 2.0 21 - - -
18/02/2009 | Wednesday |WORKDAY 1os00 [1231 [133¢ [182 756 012 oo - - -
19i02/2009 |Thursday | WORKDAY 1os4a  [1230  [1325  [1832 2.0 033 - - -
20/02/2009 [Friday WORKDAY 1loa39  [1222 [1326  |18102 757 o002 oo - - -
21/02/2009 [Saturday  |RESTDAY 1 03:30 1522 552 <000 as0l 4,;]
4 i

[] Total

pownioad | [ Tomstory | | Edt MutiShifts epot | [ gancel

Attendance Data Export
."El(pm'l"ﬂ-tlenaance}itecor'(k

“You can select which detail data fislds you want to export by specifying their column pesitiens with erder of precedence . The length of each selected
column is indicated by itz fisld size.

M Description Size M Description Size Pu_.'s_ijtiul_'! Description Size M Description Size
1 |UseriD 9 g Date 10 In 5 Work done indays S

I MName 40 | I Weekday 20 | I Break 5 | 8 | Work done in hours 5

| 2 I Emp Mo. 14 I 7 I Day Type 15 I I Reszume 5 I g | Overtime 5

| 3| Department 30 || shiftho. 1 [ out £ [ biror £

| & Secton & | schedule 3 B or 5 ‘10| Short C

[ 5 Group 3 . | Done 5 Total Hr 6

| Social Securty No. 20 1 Terminall [ Totaror :

; ID No. 20 | Waorkcode || Total Short B
i Edit {41 Leave Type 15

wn

Specify the cutput target file name: I 12 | Leave in days

r . Leave in h
ExceL] [asca] [opec] [(vFP | |[cAPROGRAM FILES\FINGERTEC WORLDWIDETTCMSV2\ATTENI s
Remark

en

(7]
=

|:| Delimited with double quotation mark and separated with comma
|:| Suppress hundredth decimal point
|:| Append data to existing output file

ExportDetail | [ Cancel
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Access control:
Time Zone setting

-7 Terminal Users Contral

Select the available terminal readers and specify the desired access codes that are authorised to access to it, so that users of authorised access codes will be enrolled into the terminal. The
time zone settings are optional to certain reader models to limit the users accessibiity with the specified time periods.
Click the ‘Update Terminal' butten to uplead the autherised users, or optional time zone settings to terminal.

Select Terminal ID Authorised Access | Exception Users iTime Zone || Check Users

2 |ouT terminal A maximum of S0 time zones can be used to define the time frame that entry is allowed for each respective day of the week. A combination of

maximum 3 time zones can be utiised to define the access time zone combinations, eg. *1:2:3' means time zone 1, 2, 3 are used.

Time Zone Sunday Monday Tuesday Wednesday Thursday Friday Saturday =
1 00:00-23:58 00:00-23:55 00:00-23.58 00:00-23:5% 00:00-23:58 00:00-23:5% 00:00-23.5%

2 23:59-00:00 08:00-20:00 08:00-20:00 08:00-20:00  |06:00-20:00  [08:00-20:00  |23:59-00:00

3 00:00-23:58 00:00-23:59 00:00-23.58 00:00-23:58 00:00-23:58 00:00-23:58% 00:00-23.5%

4 00:00-23:58 00:00-23:58% 00:00-23.5% 00:00-23:55 00:00-23:58 00:00-23:5% 00:00-23.5%

b 00:00-23:59 00:00-23:56  |00:00-23:59  [00:00-23:5%  |00:00-23:59  |00:00-23:59  |00:00-23:59

6

o

8

00:00-23:59 00:00-23:5% 00:00-23:59 00:00-23:59 00:00-23:59 00:00-23:59 00:00-23:59
00:00-23:59 00:00-23:59 00:00-23:59 00:00-23:59 00:00-23:59 00:00-23:59 00:00-23:59
00:00-23:58 00:00-23:5% 00:00-23:5% 00:00-23:58 00:00-23:59 00:00-23:5% 00:00-23:58

] 00:0023:58  |00.0023:58  |00:002359  |00.0023:58 |00:0023:58  |00:0023:59  |00:0023:58
10 00:0023:58  |00:00-23:59  |00:002358  |00.0023:58  |00:0023:58  |00:00-23:59  |00:00-23.58
L 1 00:0023:53  |00:00-23:59  |00:00-23:53  |00.00-23:53  |00:00-23:58  |00:00-23:58  |00:00-23:58
12 00:0023:56  |00:0023:59  |00.00 2358  |00.0023:58 |00:0023:58  |00:0023:59  |00:00 2358
o 13 00:0023:58  |00:00-23:59  |00:002359  |00.0023:59 |00:0023:58  |00:00-23:58  |00:00-23:59
L 14 00:00-23:53  |00:00-23:58  |00:00-23:58  |00.00-23:53  |00:00-23:58  |00:00-23:58  |00:00-23:58 =
Last update | 12/03/2009 14:46
Update Terminal | [ Dupicate Settings Save Changes

Clocking data audit list

#4 Clocking data audit st

Below is the list of clocking data downloaded from clock terminal. Clocking recard without WO Slot’ indicates current clocking fails to register clocking slot in the attendance sheet due to improper
schedule.

Description User D Name Clocking Transaction Event Date 10 Siot B
OUT terminal Tony Stone [25/02/2009 13:19 00 25/02/2009 |Resume
OUT terminal Felicia Dickson [25/02/2009 13:36 00 25/02/2009 |Resume
OUT terminal Gilbert Kazt 125/02/2009 13:36 00 25/02/2009  |Resume
OUT terminal Sheena Jazz 125/02/2009 13:35 00 25/02/2008  |Resume
OUT terminal Elise Johnson PS/02/2009 18:03 00 25/02/2009  |Out
OUT terminal Tony Stone [2S/02/2009 18:09 00 25/02/2009  |Out
OUT terminal Felicia Dickson 125/02/2009 18:45 00 25/02/2009 |Out
OUT terminal Gilbert Kazt 125/02/2009 19:18 oo 25/02/2009 | Out
OUT terminal Sheena Jazz 125/02/2009 18:18 00 25/02/2009  |Out
OUT terminal Elise Johnson 126/02/2009 09:00 00 26/02/2008  |In
OUT terminal Tony Stone [26/02/2009 09:00 00 26/02/2009 (I
OUT terminal Gilbert Kazt 126/02/2009 08:45 0o 26/02/2009 |In
OUT terminal Sheena Jazz 126/02/2009 08:51 00 26/02/2009 |In
OUT terminal Elise Johnson [26/02/2009 12:33 00 26/02/2009  |Break
OUT terminal Tony Stone 126/02/2009 12:35 00 26/02/2008  |Break
OUT terminal Gilbert Kazt 126/02/2009 12:41 00 28/02/2009  |Break
OUT terminal Sheena Jazz P6I02/2009 12:41 00 28/02/2009  |Break
OUT terminal Elise Johnson 126/02/2009 13:20 00 26/02/2009 |Resume
OUT terminal Tony Stone 126/02/2009 13:28 00 26/02/2009 |Resume
OUT terminal Gilbert Kazt 126/02/2009 13:18 00 26/02/2009  |Resume
OUT terminal Sheena Jazz [6/02/2009 13:27 00 26/02/2008  |Resume __|
OUT terminal Elise Johnson [26/02/2009 18:25 00 26/02/2009 | Out
OUT terminal Tony Stone 126/02/2009 18:30 00 26/02/2009 |Out
OUT terminal Gilbert Kazt 18:31 oo 26/02/2009 | Out
2|0UT terminal 5|Sheena Jazz 26/02/2009 18:31 00 26/02/2009  |Out -

=]

R R R R R R R R R R R R R R R R R R R R R
T N Rt S S T R IR R ]

Enter your selection criteria for selective transaction viewing -
D User D From To Transaction Event Total

| = w
owe ) [owen]) (Ben ] [ o e

43
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Corporate Communication:

Instant message display
™ Instant Message Display

Terminal Message i User Message i

to delete record from the list.

=] = ]| 52

The Terminal Mez=zage' short message is used to display static meszage on the terminal screen. Each short message has a unigue SMS ID, a specified
starting time and its duration in minutes. Shert messages will be automatically removed from terminal upon expiry. Click <Write Terminal Mes=sage= button
to write the selected short message to the terminals, or click <Erase Terminal Message> to erase the short messages from terminal. Enter *0" for SMS ID

SMS ID

Short Message

Start Time

End Time:

M 1| Meeting at 10am

|21/10/2010 00:00

2znoizeioco:oo

=

Write Terminal Message ] [Erase Terminal Message Apphy ] I Close ]
Multimedia management
Pl i (== Fn
Display Theme A sl User Phn(usl Captured Photos
LCD @ 35° (320x210) (7) 8" (800x600)
o FinaerTeC. o
Hi-Tech with human fouch
FAnGerlec. 2 O puapene &
L 4
AW KBSD (.D O 0‘
anopan mind ‘When mankind Mo 10 time,
Behind the vaua feds o mut ply. )
aciosing E]OD_I'
One finger solves
Remove Picture

Upload Picture

Most importantly, show that your product is customizable to fit the industry and working lifestyle of your client.
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Frequently Asked Questions (FAQ)

At this stage of the presentation, you should always follow the boy scouts motto: Be
Prepared. Your client will definitely have a lot to ask, and your response could either
make or break a deal. The key to avoid the latter is by anticipating your client’s
questions. Throughout the presentation, you may notice that you client seems unsure
or displeased about a feature or aspect of the product. Make a mental note about this
and bring it up later if you have to.

When your client faces you with a question, always answer it with full confidence. If
you need to collect your thoughts or process the question that has been asked, buy
some time by asking the client to elaborate on his/her question. Here are a list of
possible FAQs.

Can the product support central data management> How can | do it? Any extra infrastructure is needed?

Does the product integrate with a payroll system?

Are the fingerprint images stored as a picture or in other formats?

How do linstall an In/Out reader?

Can | use FingerTec if my branch office / location does not have a network infrastructure?

I do not have VPN or fix IP in HQ and branch connections; can I still use FingerTec?

Does it support multi access of TCMS? Does it support concurrent editing? Will there be an extra license needed?
Do | need to have a PC for FingerTec operations in a branch office?

Does it support online monitoring?

OO NS AWN =

Complete Service Package Together with FingerTec

Not only should you be selling your product, you should be selling your service on the whole. Your clients are humans
too. They want to know that you will be there to assist them should anything go wrong along the way. Verbally take
them step-by-step into the process of implementing FingerTec solutions. You should keep them well informed on these
four matters:

Product installation

End-User System Training

Technical support service & Annual maintenance
Optional Upgrades (eg: Alarms & CCTV service)

o0 o9

Establish with them who will be performing the above along the way. If you allow them the option of performing the
product installation themselves, communicate this to them. You should also give your client the impression (and most
certainly live up to it) that you are not merely selling them your product, you are selling them a constant service, which
will be value for money to them.

Copyright © 2010 FingerTec Worldwide Sdn. Bhd. All rights reserved. 7



FING@RIEC

MASTERING FINGERTEC SALES PRESENTATION

What Else You Need to Focus On

Depending on the product that you are suggesting to your client, you
should communicate to your client about all the additional but not
compulsory features that the product can offer (eg: availability of
product with HID cards). Make sure that you are apt with the all the
information possible of the product, and be ready to suggest
products which are similar to your initial suggested product. Make
sure that you do your homework and that this knowledge is at your
fingertips. The last thing a prospective client would want to see is a
fumbling and unsure salesperson.

Conclusion
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Having said the points above, the rest of the
presentation lies in your presentation skills.
Confidence is the key. Make sure you have done
thorough homework on your product and that
you will need minimal reference to papers.
Believe in your product and your clients will
believe in you. Make sure that you establish eye
contact with your clients when addressing
them. It also helps to address them by name
rather than just by a ‘you'. Also, if you are
unsure about a certain piece of information, tell
your client that you will find out and get back to
him on that (and make sure you do!).

With this, we wish you the best of luck with
your sales presentation! We hope the points
above will be useful when developing your own
tailored presentation for your clients.



