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	Value Drivers at the NEW MEDIA Group at ISHIR

	Objective
	1) Start opening our eyes to the business aspects of our clients requirements to better understand what we do and why we do it
2) Work towards becoming solution providers and work as consultants
3) Train our selves to start thinking out of the Box and beyond just web sites and SEO
4) Share knowledge and learn more about clients/projects/solutions currently at ISHIR
5) Become knowledge workers and consultants!


Meeting Agenda

· Attendance to be tracked – Hemant (Fine 100/- for those absent twice in a Month)
· Introduction to the Forum – Read our Mission of ISHIR – At Random
· Presentation on two clients, half an hour each (3rd Dec: Amit – Grand Group, Kaushik – Discount Hotels, 5th Dec: Vikram: Xanadu, Sahil – Modi Senator)
Presentation Guidelines 
	Details

	1. Overview of client’s business 

· Client Name, business overview of the Client

· Industry overview and future outlook

2. Products and Services

· Thorough understanding of various offerings (products & services) of the client.

· What kind of business he is generating with these offerings.

· Target Audience for their products and Services

3. Competitors and USP

· Who all are client’s key competitors?

· What key factors that differentiate the client from their competition?

· What are the areas in which our client is lagging behind their Competition?

4. Existing Marketing Strategy

· What is the current marketing strategy of the client to generate business?

· Which Media does the client exploit to sell its products or services?

· What is the client look at from the Internet?
5. Internet Vs Industry

· How can we add value to our clients Industry though the Internet?

· What are the possible range of solutions for our Client and Why?
6. Project Brief

· Brief description about the project, listing down the ISHIR offerings in the current scenario
· What value do we indent to bring to our client though our solution 

7. Proposed Solution

· What is our proposed solution to the client and how does it meet his Objectives 
· What is the USP of ISHIR’s solution for the Client
8. Demonstration

· Give a Demo of the work done for the client emphasizing on the Highlights of the solution as well as how what we have done impacts the clients business


9. Recommendations for Phase II

· In addition to what we are already implementing for our client, what other services/tools can we offer to our client in line with his business objectives?
Explain the business benefits arising to our clients from the recommended services
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