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About Unisys
Global IT 
Solutions Leader
36,000 Employees

100+ Countries
Competitive Worldwide



Our Industry Expertise

Financial Services

Public Sector

Communications

Transportation

Media

Commercial

200 airlines
22 of top 25 airlines
36% of air cargo shipments
85% of traditional cargo carriers
22 of top 25 world banks
50% of the world’s insurers
50% of world’s checks
9 of top 10 telcos
18% of world voice messaging
30 B voice/data messages a year
250 million income tax returns
1500 government agencies
> 200 newspapers in 18 countries  



Unisys Transformation
From technology-centric to                        
services-led, technology-enabled solutions
We have rebuilt

• Management team

• Skills base

• Corporate culture

• Services/solution portfolio

• Revenue Mix

Unisys today: 80% revenue from services



Building an Effective Sales Team
Leverage consistent processes, institutional 
knowledge – and each other’s success
Continual Hiring is key

• Brings diversity of ideas

• Unisys gains knowledge, experience, understanding of client 
challenges…

• New hire productivity remains the challenge

Teaming Mentality Helps Overcome Information 
Overload



Information Overload
48 Different Individual capabilities 
typically result in…

• Minimum 3 stakeholders
• Minimum 3 value propositions for each 

– must be in context of each 
stakeholder

• Minimum 5 questions for each

…overwhelming Sales!
• 48 offerings x 3 stakeholders x 3 value 

propositions x 5 questions=
• 2,160 different messages required to 

manage 

Plus – other offering categories, 
sales process stages, etc.



Making the Abstract Clear
It’s about focus and structure…

• when the abstract becomes clear you are able to               
solve the client’s problems

Training and tools help simplify the complex
• Sales Playbooks

• Client Compass

• "My Consultant" online workbook

• Account advocates available via online virtual sessions 

• Sales Light discovery process 

Content is driven by a real targeted account



Transformational Mindset

Portfolio

Value Creation: 
- Unrecognized Problem 
- Unanticipated Solution
- Broker of Capabilities



Can WE Create Value?
VALUE CREATION: 

- Unrecognized Problem 
Understand their problems, issues and
opportunities in a new and or different 
way

- Unanticipated Solution
Arrive at better solutions then they 
would have arrived at on their own

- Broker of Capabilities
Become a broker of services and act as 
a client advocate within your own 
organization



DIVERSITY of IDEAS.



Building Credibility.
Up to 85% of brand is delivered through the interaction between 
account teams and our customers.
Executive Level Requirements

• What business problems are you going 
to help me solve?

• How are you an expert to help me 
solve that problem?

• How well are you communicating a 
clear vision for me to address the problem?

• How do you help me manage all of the risks 
of executing the project?

• Do you have a better way to address the problem?
• How well can I trust you?
• How credible are you?
• What impact have you had with others?

Company

Account 
Teams



Playbook Content.
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Using Playbooks to Align to Business Goals. 
CEO View

Capture
New Market

Opportunities

CIO View

Increase
Market share

Improve
Organizational
Effectiveness

Improve 
Competitive

Position

Manage 
External 

Risk

Improve 
Financial

Performance

Improve
Operational
Efficiency

Improve 
Customer 

Relationships

Deliver
End-to-End

Services

Improve
Business

Continuity &
Reliability

Manage
Security

Risks

Reduce
Costs

Enable
Business

Innovation

Improve
Sourcing

Effectiveness

Improve
IT 

Adaptability

Demonstrate
Business

ValueJustify
IT

Investments

Improve
Enterprise

Deployment
Effectiveness



CEO Issues



Infrastructure Effectiveness 



Infrastructure Effectiveness 

Uncovering Questions



Infrastructure Effectiveness 



Infrastructure Effectiveness 



Case Study: Sales Success
Global Car Part Manufacturer

• Operates manufacturing, assembly, and distribution facilities 
in more than 30 countries

• 6,000 employees
• $9.1 Billon in revenue (2004)

Branding was delivered from sales
• Unisys is not a household name

Matched client characteristics where we have the 
most success historically

• Leveraged available sales tools and information

Carefully targeted and profiled the account
• Resulted in increased sales effectiveness



The Results: Unisys Success
In 2004 we signed 300+% more new clients than 
in 2003
Recently signed the largest new managed 
services client ever


