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The Brief

Fuji Xerox Australia leads in Digital Transformation technologies and converting Print Service Providers to digital platforms. The BDM worked to educate internal sales teams in rapid growth opportunities relating to digital mediums and carriers. Introduced techniques to leverage customer knowledge and in existing Tier 1 and Tier 2 customers, and reframed Production Management techniques for quick outcomes.

Strategy
• Create a value proposition for digital conversion
• Improve vertical sector knowledge
• Safeguard client retention throughout digital conversion 
• Create engaging animated client facing sales tools
• Implement Tier 1 client review strategies

The Result
Michael O’Hara created and delivered sales presentations to articulate a winning Digital Value Proposition to the FXA client base, resulting in significant investments into new digital devices. Sales teams substantially engaged in the value of digital, improved flexibility and speedy turnaround. Achieved increased customer loyalty, excellent quality and provision of cost effective solutions.


[bookmark: _GoBack][image: ]
image1.png
Gase Studies. Contact

GetinTouch

Case Study: Fuji Xerox

)
Fuji Xerox Australia leads in Digital Transformation 'N&/Q

technologies and converting Print Service Providers to /ﬂ
digital platforms. The BDM worked to educate internal

sales teams in rapid growth opportunities relating to

digital mediums and carriers. Introduced techniques to

leverage customer knowledge and in existing Tier 1 and

Tier 2 customers, and reframed Production Management

techniques for quick outcomes.

Spetegy

« Create a value proposition for digital conversion

« Improve vertical sector knowledge

- Safeguard client retention throughout digital conversion
+ Create engaging animated client facing sales tools

* Implement Tier 1 client review strategies

Images

The Rt

Michael O'Hara created and delivered sales presentations
to articulate a winning Digital Value Proposition to the FXA
client base, resulting in significant investments into new
digital devices. Sales teams substantially engaged in the
value of digital, improved flexibility and speedy turnaround.
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Previous Case Study Next Case Study

TAB 33 Snap Printing

Phor Main Menu

1300 974 466 Home
About
. Services
Email

Case studies
Interested to work with

Contact





