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Topics for Today

A Why vapourware selling appears to be increasing

A Bank perceptions versus processor perceptions

A Processor business models

A Examples and consequences of vapourware selling

A A way ahead
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Not Everything We Hear is True!

AA |li1ttle I naccuracy someti me

tons of explanationo

Saki, fAThe Square Eggo, 19214

exaggerat.i
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@ Definition of Vapourware

ANProcessing, software devel opment s
are Afutureso and speculative and
the contract/ bid proceedsc

nNStatistiocs, cust omer bases, vol unm
staff | evel s which do not r e
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Why an Increase in Vapourware Selling

A Very strong competition between commercial
processors - impacting bid content as well as
prices and terms.

A Many processors in transition - migration from
legacy single country platforms to international
common platforms 1 gaps in feature/functionality -
particularly where single user to multi user
conversions.

A Most simple processing already committed i so
considerablechuni ncompel I i ng of f
contract switching.

A Major new opportunities significantly more complex
I multi country/institution, local debit, complex
products, multiple migrations i many gaps in
processor offers.

A Lack of strategic investment in processing
plattormsi isel | and buil do r a
sell o.
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vl 30/11/2009

Why an Increase in Vapourware Sellingicont

Stretched sales resources, new staff, limited

training, product knowledge and knowledge of
customer 6s requiidecenmgnt s | ack
professional standards.

Significant disconnect between those who sell

and those who develop and operate processing

servicesi | ack of appreciation of
capabilities, scope of offer and what can

actually be delivered.

Often failure to understand scope and scale of
bespoke development and complexity of
migration i unrealistic delivery timeframes.

Poor bid risk assessment and management,
consequences of commitments not fully
understood by executive.

addi ti on, much over statement of
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Examples of Vapourware

A Multi country processing, when in reality
processing operations in several countries.

A Single users and volumes claimed as multi
user clients.

A Over statement of application features and
capabilities.

A Aggregation of worldwide capabilities to imply
EU.

A Omission of key factors such as: delivery
dates for operational platforms; capabilities to
support new functionality.

A Over statement of volumes and number of
users.
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Consequences of Vapourware Selling

A Significant loss of credibility if found out.

A Incorrect evaluation of processor during RFlI
and RFP stages.

A Major gaps in feature functionality identified in
Adi s c ®meactprodevelopment; multiple
phases and costs.

A Both parties incur development over loads,
collateral damage to other projects i impacts
new releases and service quality.

A Under resourced processor and client
development/implementation teams, over
budget and delays in delivery.

A Disappointed end users, market opportunities
not fully exploited.

A Complex and difficult migration projects, great
friction between processor and client,
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Bankodos Perception

A Large competent, international providers,
financially strong i done it all before.

A Wonderful fAblack boxo
do anything, all at low cost.

A Highly competent developers, able to easily
customise and tailor products.

A Tell it how it is, honest and high integrity
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