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Leadership for Revitalization and Revenue Growth through Global Market Expansion
Situation: 

SonicWALL, a world leader in Unified Threat Management and Internet Security for the SME, had focused significant time and resources on building a strong channel based business in North America.  While the results in North America were solid, the international revenues were minimal and the competitors were getting a free ride at SonicWALL’s expense.  International sales channel partners had been appointed on an ‘opportunistic basis’ rather than based on a comprehensive strategy. The international partners had received little sales and marketing support, were expected to ‘buy-into’ SonicWALL’s North American centric sales plans. As a result, SonicWALL’s revenues were stagnated and in need of revitalization
Action Plan: 

· Developed a three step action plan to build/revitalize SonicWALL’s international presence and thereby improve revenue results.  The plan focused first on building dynamic and effective sales partnerships, then on internationalizing product sales and support and finally on implementing internationally tuned processes.

· Reviewed past initiatives, results and associated personnel to determine immediate, necessary actions. The consensus was that to replicate our success in North America a ‘two-tier’ strategic distribution should be initiated with key distributors in Europe, the Middle East and Asia Pacific. We then needed to appoint International Vice Presidents in Europe and Asia Pacific to validate our initiatives with our international partners. That was completed within the first four months of the action plan.
· Coordinated high level executive interfaces (CEO to CEO, CFO to CFO…) with the selected strategic international partners to reinforce the reality of SonicWALL’s commitment to their international markets. This resulted in formalizing excellent partnerships with leading international sales channel partners.
· Created the SonicWALL “Peak Performance” International Partner Groups for EMEA and APAC and conducted semi-annual conferences in each region with key senior members of SonicWALL’s executive team, product marketing, marketing communications and sales presenting SonicWALL’s worldwide results and international plans. 

· . 

Results: 

Implementation of this plan yielded significant results. SonicWALL’s international market reputation improved dramatically. Partnerships were formalized with key market leaders in Europe, The Middle East, Australia, Southeast Asia and Japan.  International Revenues over the 18 month period increased by 250% which fueled the revitalization of SonicWALL and enables the recapturing of the market leadership position, worldwide.
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Leadership through Successful International Market Penetration 

Situation: 

Cylink Corporation, a world leader in network security, had invested significant time and resources to develop a successful market presence in Japan.  The results had been marginal, the resulting revenues minimal and there was growing sentiment to abandon the effort.  Contributing factors included a lack of market awareness, diffused sales focus and the incorrect Japanese perception that their financial networks were secure.  In addition, because of a lack of market empathy, even the marginal returns were eroding.
Action Plan: 

· Reviewed past initiatives, results and associated personnel to determine immediate, necessary actions. The consensus was that new strategic partnerships should be formed with key Japanese firms and Cylink needed to appoint a senior level sales executive to provide a more “respectful” interface with Japan.  Initiated these actions to stop the revenue erosion and more effectively staff the sales team.

· Developed an 18-month strategic plan to energize Cylink’s market presence and improve revenue results.  This included forming strategic alliances with “A players” in the Japanese markets and applying the resources necessary to train and interface effectively with the partners.  
· Coordinated high level executive interfaces (CEO to CEO) with selected strategic partners that reinforced the perception of Cylink’s commitment to the Japanese market.
· Built a Cylink “keiretsu” (corporate partner group) with Mitsui as the key trading partner and Hitachi-IT as the systems integration partner.  This was accomplished through extensive personal interfaces and meetings orchestrated to show the mutual benefits gained through such an alliance.
· Developed a Japanese-centric public relations effort to increase market awareness through our strategic partners as their credibility validated the information presented. 
· Trained our “keiretsu” partners to accurately present and sell the Cylink solutions.
Results: 

Implementation of this plan yielded almost immediate results. Cylink’s market reputation improved dramatically. Partnerships were formalized with key market leaders Mitsui and Hitachi-IT.  Introductions were made by these partners into Japan’s leading financial institutions.  First-year revenues went from $800,000 to $4 million. Second-year revenues doubled to $8 million.  Cylink attained and has maintained, now as SafeNet, market leadership in Japan since 1999. 
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Significant Win against Entrenched Market Leaders 

Situation: 

The U.S. Postal Service (USPS) came to realize that enhancing its role in the new world of electronic mail, communications and commerce was key to long-term success.  Security and verification processes are of paramount importance when dealing with e-commerce transactions and a public key infrastructure (PKI) system was needed to both enable and secure the processes.  Entrust Corporation and VeriSign Corporation were market leaders in PKI. The challenge was to outflank the competition by better understanding and meeting the needs of the USPS while providing a superior solution. 

Action Plan: 

· Implemented a coordinated, in-depth technical assessment of USPS requirements for secure electronic mail and associated transactions. 
· Coordinated a complete business systems analysis to determine key decision factors.
· Formed a key account “tiger team” consisting of sales, marketing, engineering and finance personnel to review all requirements, anticipate the competition’s response and formulate a superior solution.
· Introduced key company executives to their functional counterparts (for example, CFO to CFO) to establish credibility and communications at all appropriate levels.

· Developed a unique “out of the box” solution that not only differentiated our proposal but also reflected a deeper understanding of the requirements and desired results.  This solution was based on actual transactions rather than on blocks of prepaid user licenses that were common to the competitors’ offerings. 
Results: 

In 2000 Cylink was awarded the contract for the largest operational PKI in the world.  The comprehensive analysis and multilevel interfaces resulted in a unique, transaction-oriented solution that completely neutralized the competition’s client license-based solutions. As a result of the success of this project, Cylink was awarded a subsequent project by the USPS for certified U.S. Government electronic mail.

Key Success Summary
Michael M. Stewart
International Deployment of New Technology 

Situation: 

SynOptics had long been recognized as the leader in Ethernet networking. However, the introduction to a new technology, Asynchronous Transfer Mode (ATM) was proving to be a challenge for the Ethernet-centric sales force. Additionally a number of competitive initiatives had been launched and were enjoying success and impacting SynOptics’ market.  The challenge was to establish SynOptics as a viable entity in the ATM market, seize market share and generate subsequent revenues. 

Action Plan: 

· Conducted an in-depth analysis of market opportunities and competitive positioning.

· Developed a strategic plan to “evangelize” the SynOptics offering worldwide.  This included participation in significant industry events, numerous speaking engagements and conducting educational seminars for selected, influential industry analysts.
· Hired, trained and managed a team of advanced technology sales specialists worldwide. This team worked with the sales force to educate and motivate them to sell this new technology through joint sales calls, sales presentations and proposals.
· Determined that an international initiative would target the competition’s weakest markets and allow SynOptics to gain superiority in those markets in the least amount of time.

· Conducted over 100 presentations to international service providers, international technology organizations and international government entities. 

Results: 

Within 15 months SynOptics’ ATM market presence grew to the second-largest worldwide.  This success was attributable to the successful penetration into selected markets, technology validation, as a result of industry analysts’ interfaces and motivated participation by the worldwide sales force.  As a result, significant projects were won in Japan, China, Singapore, Saudi Arabia, Italy, Portugal and Sweden.  Revenues grew to over $30 million in two years.

