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4 (@) Agenda .

Introduction: What is a software product?

Product Lifecycle from a vendor perspective
Production Cycle
Marketing and Sales Cycle
Project Cycle
Support and Maintenance Cycle

Some golden rules

Strategic KPlIs for a successful software business
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Q What is a Software Product? <
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Software on CD

Maintenance and Support Services
Consulting Services

Manual

Training

Price

Market

Customer
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Clear, very detailed and continued Business Plan
Hit the Window of Opportunity
Patience

Marketing and Sales is Key not the Product Technology
Innovation is needed

Indirect Channel follows Direct Channel

All Revenue Types are important

No experiments => Qutsource Services to professional Agencies
No overhead, no standards
Every employee should own two competencies

The role (Sales, Marketing, Support, Development)
The product and the market
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Q) Revenue Type Overview FE;*LECH

2006 figures:

More golden rules:

All Revenue Types are important!
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Coverage is Costs/Revenue Ratio

More golden rules: Organize and control your
business along these cost/revenue ratios
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Q) Cost Structure and the Way to Success HE;{_,ECH
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Passion
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