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Does Mobile fall into one of your top 5 priorities for 2012? If so, how will you be attacking
it?  If not, why not?

  

Mobile remains a top priority for FPX in 2012.  FPX's core business centers on enabling sales
teams to be more successful by responding quickly, if not instantly, to the needs and requests
of their prospects and customers.  Since every sales situation today is highly competitive,
buyers have the power.  FPX is committed to equipping our customers to serve their prospects
whenever and wherever those customers expect; enabling them to take action immediately. 
Only a solid mobile component of a greater sales process system can do that.

  

When sales people have the solutions they need at their fingertips, they have the information
they need to give their prospects the confidence needed to buy.

  

Our commitment to providing superior mobile solutions, beginning with the Budgetary Quotes
Mobile App that we released in late 2011, means platform agnostic apps.  Our strategy is to
continue to develop mobile apps for people, not for a specific device.   Our core competency is
to exceed the expectations of our customers, allowing them the ability to access their sales
systems and solutions from any mobile device.

  

In 2020, looking back on this decade, what will be the single most impactful technical
advancement driving business growth?

  

Cloud computing, and the Software-as-a-Service model, will prove the single most impactful
technical advancement driving business growth today and for the foreseeable future.  The
transformative power of the cloud is driving innovation virtually everywhere, but its most
significant impact will come from bringing to bear the power of solutions previously only
available through on-premise systems without the inherent expenses.
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This is already creating a movement away from on-premise software installs to SaaS solutions,
especially under certain conditions.  In the CRM and Configure-Price-Quote® marketplace,
SaaS provides undeniable benefits including lower initial cost and total costs of ownership,
higher ROI, and reduced strain on IT resources to name a few.

  

FPX is committed to this model.  As one of a very limited number of providers of SaaS-based,
multi-tenant sales process solutions, we are increasingly attracting enterprise customers who, in
the past, would have had to select a big-box on-premise software provider.

  

This demand is already pervasive.  Adoption to the Cloud empowers companies to transform
their business models and gain a competitive advantage.  The Cloud allows companies to be
agile and enable the development of effective virtual business processes, which will facilitate
their employees, customers, partners and suppliers to connect and conduct business
seamlessly.

  

According to a recent study by Bain & Company, the cloud computing share of the tech wallet
will quadruple by 2020, growing nearly six-times faster through the end of the decade than
spend on legacy hardware and software.

  

Social media and social business are big themes for 2012. In which areas of business
will the social movement have the most impact (or most potential for impact)? Why?

  

Social media and social business will impact sales and marketing more than any other area of
business.  In B2C selling situations, consumers have always had access to the thoughts and
opinions of those they trusted.  This provided consumers a limited degree of power in making
personal purchase decisions. For the most part, however, retailers have held most of the power.

  

Online social media has radically shifted the power in the B2C space from retailers to
consumers.  Consumers in the early stages of the purchase process now have ready access to
others who are farther along in that same process.  They can search out reviews, polls,
comments, and can even engage in conversations about retailers, products and brands with
those they choose and trust.  This arms them with knowledge long before they enter a store or
engage with an online retailer.  Further, the input of others can either undermines or
substantiate the claims made by expensive advertising and marketing campaigns.
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In the same way, those responsible for making purchase decisions in B2B environments now
have access to the opinions and experiences of those with similar responsibilities.  Using social
media including LinkedIn, salesforce.com's Chatter, Twitter and a myriad of other specialized
networks, decision makers have access to credible sources of information prior to and during
the vendor selection process.

  

The use of social media among business professionals levels the communication playing field. 
A buyer in a B2B situation can quickly investigate any claim made by a sales person or
contained in a company's marketing collateral. Companies who exaggerate their claims do so
with a high degree of peril.  However, companies that are committed to customer success will
be rewarded for their efforts.  As the use of social media increases among business
professionals, companies selling to other companies must remember that they are ultimately
selling to people.   Social media has the potential to push the phrase B2B into obsolescence,
making P2P the new reality.

  

This interview was published in SIIA's Vision from the Top , a Software Division publication
released at All About the Cloud
2012.
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