LDR and Sales Telemarketing email and calling templates for IBM Archiving
Objective

Build IBM Archiving pipeline by making IT contacts aware of the explosion of structured and unstructured data and the benefits to the business when that information is found, organized and analyzed.  It offers the recipient the option of viewing the customer case study - “BlueCross BlueShield of Tennessee's Smart Archive Strategy”
 
Provided

Email and calling templates with follow-up questions
Target Audience


Industries
· Cross
Company size

· 100M to 500M
Roles
· Primary contact – Director & VP of IT, Director of Archive

· Secondary: CIO


Email template

This message is designed to be used as a first touch.  In this you tell the contact you will be calling soon to discuss the issue further.  It can be used as a follow-up to a conversation or a voice message as well.


Dear Mr. Prospect,

As a (fill in appropriate role and/or industry), you know the explosion of information and legal obligations around that information is creating increasing problems for many organizations.   According to Information Week, a whopping 17% - and rising - of organizations’ IT budgets is now spent on storage.  eDiscovery costs average over $3 million per case – and yet an estimated 70% of information is often needlessly retained.
IBM offers a smarter, cost effective approach to information archiving that:
· Reduces complexity and cost with a single approach across disparate data

sources and types

· Disposes of rather than archives unnecessary data

· Automates legal holds and eDiscovery on archived data to reduce risk and avoid

over-retention

I plan to call you {insert day and date} to discuss scheduling a Smart Archive Business Value Assessment for your organization. In the meantime, please feel free to view a brief 3 minute video how our Archiving solution is now working for Blue Cross Blue Shield of Tennessee. 
https://www.ibm.com/services/forms/signup.do?source=swg-ECM&S_PKG=gtm_BCBS
If you would like to contact me before this date, please feel free to call me at {insert your telephone number}. Otherwise, I will look forward to speaking with you {insert day or date}.

Sincerely,
LDR Contact

Calling template

This script is designed to be used as a second touch that follows up the email above.  It can be used as first contact by adjusting the opening line.

Hello Mr.XXXX…I am XXXX from IBM.  The reason I’m calling you today is because I want to follow-up on some information I emailed to you about the current explosion of information and legal obligations. 

Would you be interested in learning more about IBM successes and ultimately, how we could you with your current information challenges?

(If No, find out why, who is a better contact to have that conversation)

(If Yes, choose any number of the three examples):
1) Blue Cross Blue Shield of Tennessee needed help controlling their content.  Every day, phone conversations and emails from over 800 customer service agents need to be digitally saved for litigation purposes. The old process stored that data on individual computers rather than in a central repository, discovery investigations were expensive and time-consuming.  

IBM has helped BCBST significantly reduce its data retention overhead costs.  BCBST also anticipates that the new solution will slash its expenses related to litigation and discovery, while ensuring compliance with government data retention regulations. 
2) Novartis AG (Novartis) was experiencing tremendous information growth and already had enormous amounts of electronic and physical content. On top of that, they were using an inefficient records and retention schedule originally designed for physical records that no longer applied to the company’s business and information environment.
Using IBM’s solutions, Novartis was able to see:

Ten-fold increase in the ability to dispose of unnecessary information

Lower Litigation and regulatory compliance risk

Lower costs with defensible, routine disposal of data not needed for legal or business reasons 
3) According to Information Week, a whopping 17% - and rising - of organizations’ IT budgets is now spent on storage.  eDiscovery costs average over $3 million per case – and yet an estimated 70% of information is often needlessly retained.

Right now IBM is helping organizations in all industries, all sizes, all across the globe manage their legal hold process mitigating cost and risk across the enterprise.  Companies that have adopted these solutions for defensible disposal are seeing dramatic cost reductions. One Fortune 30 financial services customer reduced their retention period by 75%, achieving $50 million in cost savings.
If you would like learn how we can specifically help you, I would need to learn a little more about your current environment and challenges.  Do you have a few minutes?

(If no – get email; send info, set up a time to reconnect.)
(If yes here are some sample questions)
IT Director:

	How are you dealing with uncontained information growth across multiple information types?

	Are you gaining cost savings and efficiency gains from offloading information from production systems (including email, file, collaborative content and SAP) and de-duping across those systems?

	Do you struggle with multiple silo’d archive solutions for email, file, collaborative content and SAP content?
CIO

	How often does IT dispose of or retire data?

	What are you doing to cut escalating costs to manage the growing volume of information – costs which are consuming organizations’ entire IT budgets?

	How are you reconciling information volumes typically growing at 50% YoY with IT budgets which are typically growing only 1% YoY

Records:

· How does your organization meet and prove compliance with regulatory obligations for retaining information? 

· How do you manage complexities and interdependencies between laws, organizations, people, data types, holds, systems, and repositories locally and globally? 

· How do you manage retention for all information? 

	
Legal:
    Are you confident in your current eDiscovery processes?

	Are you able to assess costs prior to collection and review?

	Do your current tools and processes give you early insight into cases so you can confidently develop case strategies early in the eDiscovery process?


