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< Solutions Center®
How This New Approach Benefits You

* Alead generation website used by business and
government buyers of wireless products & services

— Educationally-focused, offering more information about
your company than a simple buyer’s guide

* Purpose
— Vendors: influence ready buyers. Discover new sales

channels via wireless products dealers.

— Buyers: find solutions for their business.
Find new vendors.

Ewa [ibes
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£ Solutions Center:
Reach More Buyers

Higher company
visibility to buyers

New sources of
More sales!

: Better sales leads
business

Influence buyers who view your company’s
profile and content (white papers, product
information, articles, case studies, etc.)

Reach your target buyer and educate them with
your branded content

Get included in RFIs/RFPs through EWA

— EWA members and customers seeking assistance
Drive traffic to your website

Enterprise
Wireless
Alliance
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£ Solutions Center:
Value for Vendors

* B2B prospects shifting their research methods

— Seeking more detail than simple buyers guides

 All text in your collateral drives the search results
produced when site visitors search by key words

— Online search means you need greater exposure
e B2B search has increased 139% *
* 52% of small businesses start first with online search*

e Search marketing requires digital asset optimization,
being found on multiple websites

Enterprise
Wiireless * Business Marketing Association

Alliance
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£ Solutions Center:

Join These Industry Leaders
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Listam to ther Future

—

Bearcom

» World’s Largest Wireless Equipment Dealer

Critical RF

* Unified Communications

ICOM

* Analog and Digital Solutions, Right Now

Kenwood USA Corp.,
Communications Sector

Lockard & White

» Connecting our Customers since 1984

M4D

* The new face of dealer co-op marketing

Motorola

* North America Government & Commercial Markets

WIRLLLCSS SYSTIMS

@ T MW ¢ nmimrocahioms

Mobilcomm, Inc.
* Pre-configured IP video & alarm systems

Radio One

* Motorola solutions for enterprise & government

Raytheon Network Centric Systems
» Customer Success Is Our Mission

SpaceData
» Taking ingenuity to new heights

Day Wireless

» Voice, Video, and Data Since 1969

TuWay Communications

* Always make it work.™

Partial list
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< Solutions Center®
Powered by the Enterprise Wireless Alliance

e A trade association known for helping enterprises
and government agencies of all sizes with their
wireless spectrum needs

— An advocate before the FCC and Congress for _

enterprises, sales/service providers, and Enterprises
technology vendors and manufacturers

— Trusted authority for spectrum licensing,

frequency coordination, and wireless o)
solutions enablement _ e
e QOver 5,000 companies rely on EWA, including:
Transportation  Government Education Energy Retail Hospitality
e Delta e State of California e Yale University e PGRE e Home Depot e Marriott
e Amtrak e LA. Metro e Florida State o ExxonMobil e Target e Four Seasons
e SuperShuttle Transp. Authority University e Chevron e Costco Hotel
Entertainment Construction Healthcare Manufacturing Agriculture  Telecom
e NBC/Universal e Bechtel e University of ¢ Alcoa ¢ Del Monte o ATRT

e Warner Brothers e Readymix Michigan Hospital e Georgia Pacific e Cargill e Sprint/Nextel
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£ Solutions Center:
How Does It Work?

1. Vendors sign up with EWA

eEligible vendors provide wireless
applications, technologies, products,
and/or services for business and
government users.

*Vendors chose 1 of 3 participation
levels (increasingly more visibility).

*Vendors provide content such as white
papers, case studies, articles, product
info, etc., plus information about their
companies.

6. Prospect contacts vendor

eInterested prospects contact vendor
directly.

*Vendors content and links may be
updated as often as desired.

*EWA provides summary reporting to
vendors about user activity and content
consumption.

2. Buyer needs a wireless solution

eBuyer is looking for a better way than a
buyer’s guide to learn about and
discover solutions, vendors, and service
providers.

eSolution search may be for one of
dozens of wireless applications or
technologies.

eBuyer may search also by industry, e.g.,
construction, education, government,
healthcare, transportation, utilities, etc.

5. Buyer searches for, finds info

| need help finding the right solution: Ill
enter some keywords.

¢| know what | want: who offers it?

| need help preparing, reviewing RFPs,
or | need help with payback analysis.

eVendor-supplied content is presented,
can be filtered by solution type or
industry.

3. Buyer turns to EWA, found via:

*One of 5,000 + EWA member/ client
companies

eOther organizations receiving EWA
promotional material

eSearch engines

eTrade association and technology
publication ads, blogs, articles, and links

eTrade shows

4. Signing in

elnitially, EWA will permit unrestricted
access to site by all visitors

eUltimately, new users will register,

provide basic contact details and buyer
demographics.
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< Solutions Center®
Choose the Level Right for Your Company

Information to promote your company
Company name, mailing address

Your company's nhame and optional mailing address.

Level 1
v

Level 2
v

Level 3
v

Sales contact information

Contact details, e.g., email, phone for one Sales/Marketing person or function.

v

v

v

Company profile

Company background or marketing message,

40 words

100 words

200 words

Website address

Website address, option to be linked to your site.

Non-linked

Linked

Linked

Number of application/solution categories

Associate company with up to 15 solutions categories, e.g., asset tracking, security, etc.

3

6

Up to max.

Number of industries/market segments
Associate company with up to 20 industries, e.g., healthcare, retail, transportation, etc.

6

9

Up to max.

Company-branded files
Number of informational files (e.g., case studies, product info).

4

3 per cat.

Company logo
Logo shown on vendor profile, linked to your website.

Non-linked

Linked

Webinar participation
Participation in one webinar per year. Additional webinars optional.

Option

Included

Hyperlinks to company website

Imbed links in your company profile, e.g., to rich media files, to enable user to further research your

company, products, and services.

v

v

Enhanced vendor profile

Options to display graphics/logos with your uploaded files; provide bios, photos for up to 3 executives;
provide brief list of reference clients; highlight industry awards, other info. (Future feature.)

Premium ranking in search results
Company information presented top of page, before Level 1 or 2. (Future feature.)

Rotational banner appearance
Banner ads displayed on home page on a rotational basis. (Future feature.

Annual rate:
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E<: Solutions Center-

Ensure prospective business and government
customers find your applications, products,
and servicesvia the business solution they

seek. Further highlight your offerings by o
specificindustry/market segment. a‘e°°
NP2
L A4S
Industry: Wireless Applications Products & Services
Agriculture, Forestry, Fishing o o . o . . . . . 5 . .
Arts, Entertainment, Recreation o . ° . . . . . . . . .
Construction . o 5 o . o o o . o . o o
Education 5 . o . o . o o . o o . o
Film/Video/Sound and Broadcasting . . . . . . . . . o . .
Finance/Insur., Real Estate/Prop. Mgmt . B . . . . . . . . . . . :
Healthcare and Human/Social Services o . o . . o . . . . . 5 . o Buyers find
Hospitality: Lodging and Restaurants o . o . . o . o o . . o . o vendors
Internet Services and Online Publishing o . o o . . o . . B . o based on the
Manufacturing . . o o . o o o o o . o B .
Mining, Oil and Gas Extraction o o o . o . . . . . . . o solutions
Non-Profit Organizations . o . o . . o . . o . . and/or
Science & Technology (engineering, consulting) o ° O ° ° ° ° ° ° ° ° industries
Public Admin. (State/local gov't, public safety) o o o o o . o o o o o ° o o
Publishing: Print and Software . o o . . . . . . . o they have
Retail o | . s e | s | o | <[ o «c|<]|-]- selected
Telecommunications . o . o o . . o . 5 . o
Transportation and Warehousing o . . o . B . . o . . o . o
Utilities o . o o o . o . . o o . o
Waste Mgmt, Business Support Svcs o o . o . o o . . o . o
Wholesale Trade o . . . . . 5 . o o o o
Key:

Relevant apps for targetindustry El




r_:-

- EﬁtErpr‘li:.EerElESE Srose r‘-icn-- =]
L= Solutions Center® i e

Find & solumen HesuEces Abaart Us

=

Fm_d .th. Sullltiﬂﬂ : \\'7" m Vendors, It's Tima

Fur g belle appidavl o

ta ‘fﬂll.lf WEI‘E{&SE NEEds ! 1 gLl mire ] 2 Luge = "'ﬁ

Y

Find a Solution - Fedtured Topics
Eocroh

= The Enl= prize 0 ele=s Alliar e | s been
Ligh iy basi sz arge 3 ol g Lusill
chaloas rovolre lezs tazhnclagy *or owar 175y
pe g Wl ol ap i EViete exps lipe Ly
=redm fne your rext miraless scludor
acjuklkion and ceplovment processs
hesd MMore

FaorZ 7 al)

Organizafiers of all [zes are Jzing bao say
vddia payi iy, zaledile, celluls, g i
nebaerks o azzzd frad ng, remote
marlaring oo kaoree mod Hy, s2eur b,
radia owzs |F 2ackhaul messzging. point ct
F3le. 3d even ‘ond nant wolce auer perrats
Come of our F'i]"i'l:ipmillfj Voendors and com mens  l newcks Haute cionse
Wl et el s Zal tinn
Famd Mara

@ mﬁ;ﬁ E"Il' B Thoes airphe gaesbione Lo g:h Lefup gug
k TuilVowy :
I Loy g i el bu-ang poraiss. .

Fead More

= \RD R i ?COM | arest Marerlals

Mikreh w3252 51 S04 1S | Rt pread e he
sptimal unzdier ality, s<xandakility and
= et ien oz fu 3 g wen spplicatinr™

% J. T $ £ Herwired by Mnerala Sel dians
Hytera™  DAYA —r

WIEELISE TTAT[ME Semincerof Feading FCC Tlequaiog
_lgzse Requlemerts “or Marmonaanding

=ooiced by Tuway Cormunlcatiors
To view infaimat cn abcutthess and ctrerindustnelzading weadors, click the 'Tind 3 Coluticr! bt~

shave o gelrbarte e, = mpla Stapsrdo Protec yvour'Wirelass
riczstment vl heroid Ergoeasive
= iorecmert Sotio s

“ovdced by Doberpriss Wiirel ess A1
Wenduorz- l2aui cLoul U oe b efil af jaooiny, R R T T RS




Vendor
Example
(top of page)

| Frokile

el Enterprise Wireless

€

Home

| Find a Solution

From Yendars and Service Providars Qr

‘ Beamh Now

RADIO ONE

Whiat Yua (ier

Solutions Center-

Find a Schutdan

Browze Mew —

Rasources

Need Help?

Tum o EYWA's Advisory Sorvices
| Barm Wnre

Industries We Focas On

¥ ,_I.
sumvice comramw Bl Profie

RADIO CHE

Odcroo FL Jdnitcd Stolcz

HLLps ey rizcfuin oo

one of e [2ading Modcrals Soldions 2ad=¢ r SE
LGA

Fedlo Crevwascorded In - £5C InOrlaydo Flodda or
Czvid bzclhionald. Radio Ona iz a Pramiar Modarala
Svlulivnzs Fadner prosidiny aal wiiced bloloiela zales
ard =ervize in Forrea and sasberr Aok Tzenina Radin
One sonddes g vmisnve da dno vgaw racis rental sene ca,
wilzh sLpporing 2% €es In Las wegas, [ alla:. and
Oderca

Sales lnlv

Mncy Buddenhagen Draclcr of Salas
arcly o echodine ot

auf el d

7O ierc National Crwve Zut= 110
AHsrco FL 2200 g Urmed Sisies

Lopicituee, borestry iz
2=, Crtertainmen:, Recresion
Szl aclion
=riuratinr
Finvldencrir and Broadrasting
“renzadnsursnce, Sea EsteteProperty Varscerert
Haathcare and diTsniEocia Services
|z=akalt=: Lodging an:d Restaarants
arufact aing
=Pl Zr gl
2Uhie AATIRRIFT Inn 2tF, Ineal crvsrnm=nt iner -aunie satEre)
SUDNC Saety BB entorce. hE Vo, BMErY. MEACS , mIktsy
Racail
TelecomTamicstions
TrangpcHetion anc Yo zaouzing
kiftms

Fholesale Trade

Weleomc, NADICG OHE

Lopoam | Add oL Company

Abour e

Wi Profle




= Enterprise Wireless

E<= Solutions Center:
Traffic & Buyer Forecasts

How Buyers Will Find the Enterprise Wireless Solutions Center®
e Primarily via search engines (40%) — partially via EWA paid advertising

* Referrals via other websites (20%)
— Trade associations with whom we arrange reciprocal links
— Technology website publishers from whom we purchase advertising

* Clicks to us directly (40%)

— Valued EWA members and clients with whom we regularly interact via our bi-weekly
newsletter, publishing relationships, email campaigns, and conferences, and webinars

— Systems buyers seeing us in print ads

* Trade associations
* Technology magazine publishers

B Direct Traffic, Trade W Direct Traffic, Tech
Assoc. Print Ads Publisher Print Ads

10% 5%

B Direct Traffic, EWA
Members & Clients
25%

W Refering Websites,

Tech Sites & Blogs
10%

W Referring Websites,

- Associations
Enterprise
0 wireless 10%
Alliance
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E<= Solutions Center:
Traffic & Buyer Forecasts

Site Visitors — a Buyer Overview

* Primarily comprised of small-medium size and large enterprise buyers (70%)
— Including 15% government
* LT, operations, engineering, and communications managers/directors, CIOs
* Wireless sales and service providers (25%)
— Dealers, distributors, and manufacturers reps
— Network and system operators
* Other solutions providers/vendors, suppliers, manufacturers (5%)
e 230,000 visits/sessions forecasted for 2012
— 55% new visitors, 45% return visitors.

B |arge Enterprises,
15%

B Small-Medium

Enterprises, 40%
B Vendors, 5%

B Sales & Service
Providers, 25%

E E B State & Local

mterprise . ‘

EWA RS Gov't, 15%
Alliance
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£ Solutions Center-
Why It Works

* Get sales leads through EWA

— Trusted association in the business/industrial and public
sector wireless space

— Representing 5,000+ organizations seeking wireless
solutions

* Reach buyers ready to learn more about your business,
your company, your value proposition

e Differentiate yourself from your competition

* Ensure your products and services are found in the
Enterprise Wireless Solutions Center®

* Sign up today!
— www.WirelessSolutionsCenter.com
— Eric.Hill@EnterpriseWireless.org, 703-797-5107

Enterprise
EWA RUGETS

Alliance 14
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