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Question: #1

Question:

Name a comprehensive information
resource, written by random people and
commentators all over the country (the #1
contributor was condemned as insane), that
is only distributed online?

Oxford English Dictionary

3/25/2010
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Law Normal v. Enterprise Normal

Fear: Eliot

Spitzer ear: Chinese

Competitor
“If it ain’t
broke”

Prices go
up

More is better

Can’t Measure

‘Somewhere
a 26-yr old”

Prices go
down

“How always
been done”

How can we
do better?”

Better is
better

Everything
measured
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Putting Value Into Practice
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Navigating to Oregon...Insight v. Information
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consensus ... or
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Organic

Where Are We?

|

Early
Adopters
13.5%

Early Majority
34%

Late Majority
34%

Laggards
16%
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Normal in the Modern Enterprise

@ OnRamp

Exchange

CONTENT FORUM RESOURCES MY PROFILE

2 My Profile
Connection
requests (3)

Groups join

Randy Mickel requests (5)

My Page
Recent changes

Tools

) Wiki Navigation

[£) Contract Management

5 2 |7 =

OnRamp Exchange v2 - Playbook: Sales
Reseller Agreement

Channels - Sample Revision History

() Page tast mogifiea 22:13, 17 Nov 2009 sy ren

Sample Reseller Agreement

at 632 City Towers, St. Paul MN 83010 (“RESELLER™).

THIS RESELLER AGREEMENT (this “Agreement”) is made and entered into as of the date set forth below (the
“Effective Date”), by and between ZXT Imaging and Communications, Inc., a Delaware corporation having a principal
place of business at 1610 Hyde Ave, Mt View, CA 95034 ("ZXT"), and Formizon Inc having its principal place of business

&3 Development & Support
[E] Licensing

WHEREAS, ZXT is in the business of developing, licensing, and commercializingn®nt
for image processing systems for use over satellite data networks; and

(=] Save Source £

c:l Cancel

Q
.—]
&

Information

% =

[£] ORX v2 Feedback

|Z) Playbook: Customer
Advocacy

[2) Playbook: Licensing
& playbook: Sales

[£) Acceptance

[E) affiliates

[E) Assignment

[E) attorney's Fees

[E) Audit

[Z) Audits by Customer

[£) Back to Back
Agreements

& channels
(£ channels 101
[£] Forum: Channels

ation of Liability
'WHEREAS, RESELLER represents that it is qualified, and wishes to purchase an

hardware products and service afferings under the terms and conditions hereif®"cY
aiver
NOW THEREFORE, in consideration of the foregoing and the mutual covenanty

olicitation
hereby agree as follows:

5

t & Copyright
rement

1. DEFINITIONS.

In this Agreement, induding the Schedules and Exhibits hereto, the following |
following meanings:

ent

1.1 “Collateral Materials” shall mean all advertising, marketing, promm:icr]g
provided, or approved in writing, by ZXT for use in conjunction with theetary Rights and
Software Maintenance and Support Packages, induding without limitaticre Licensing

video presentations using any Trademarks or mentioning ZXT, any Produjctive or Expired

Maintenance and Support Packages. icts

1.2 “Confidential Information™ shall have the meaning set forth in SEctio‘ue Reco
Definition).

1.3 “Business Day” refers to days of the week other than Saturday, Sund

holiday.

1 4 “Narumentatinn™ chall mean anidelines Adatacheats annlirati

See XYZ Paper

ity Requests from
natders

e Level
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2. RESELLER APPOINTMENT.

2.1 Appointment. Subject to the terms and conditions of this Agreement, ZXT hereby appoints RESELLER as
a non-exdusive reseller to (i) promote, market, distribute, and sell Products, Professional Services and
Software Maintenance and Support Packages to End Users, (i) distribute the Documentation salely in
connection with any of the foregaing, and (i) use the Trademarks on Collateral Materials solely in connection
with and furtherance of any of the foregoing and in strict compliance with the provisions of Section 11, in
each case throughout the Territory only. Without the prior written consent of ZXT, RESELLER shall not
directly or indirectly (a) solicit sales of the Products, Professional Services, Software Maintenance and
Support Packages, outside of the Territory, or (b) sell to any third party that RESELLER understands ar
reasonably expects will resell the Products.

2.2 No Limit on Price. Although ZXT may from time to time publish suggested list prices for Products,
Professional Services and Software Maintenance and Support Packages, RESELLER has the unrestricted right
unilaterally to determine the prices at which it resells the Products, Professional Services and Software
Maintenance and Support Packages that it purchases hereunder. No ZXT representative has the authority to
require or suggest that RESELLER charge a particular resale price for the Products, Professional Services or
Software Maintenance and Support Packages that RESELLER purchases hereunder.

2.3 Exdusive territory. RESELLER’s right to resell the Products, Professional Services and Software
Maintenance and Support shall be exlusive within the state of Minnesota. ZXT shall continue to have the
right to promote, market, distribute, and sell the Products, Professional Services, and Software Maintenance
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Client Intimacy

Where Are W

2.5%
Innovators

Early
Adopters Early Majority Late Majority Lag
13.5% 34% 34%

Predictable
Pricing

Process

Shared infrastructure Innovation

Most important change?
Biggest impediment?
One prediction

Which way is trend?

Alternate
Staffing

g~ E

Technology-
enhanced

Defined
Quality
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Predictable Pri

2.5%
Innovators

Early
Adopters Early Majority Late Majority Lag
13.5% 34% 34%

Predictable
Pricing

Process

% on non-hourly? MSEUT

Most important change?
Biggest impediment?
One prediction

Which way is trend?

Alternate
Staffing

Technology-
enhanced

g~ E

Defined
Quality
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Alternate Staffi

2.5%
Innovators Early
Adopters Early Majority Late Majority Lag
13.5% 34% 34%

Predictable
Pricing

Process
Innovation

=

% on non firm partner,
associate

Most important change?
Biggest impediment?
One prediction

Which way is trend?

Alternate
Staffing

Technology-
enhanced

Ok wnN

Defined
Quality
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2.5%
Innovators Early
Adopters Early Majority Late Majority Lag
13.5% 34% 34%

Predictable
Pricing

Process
Innovation

=

% on performance based
fees

Most important change?
Biggest impediment?
One prediction

Which way is trend?

Alternate
Staffing

Technology-
enhanced

Ok wnN

Defined
Quality
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Technology-Enhanced

Where Are W

2.5%
Innovators

Early
Adopters Early Majority Late Majority Lag
13.5% 34% 34%

Predictable
Pricing

Process

Using new tools, systems Innovation

Most important change?
Biggest impediment?
One prediction

Which way is trend?

Alternate
Staffing

Technology-
enhanced

g~ E

Defined
Quality
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Revamped Progesses

Where Are W

2.5%
Innovators

Early
Adopters Early Majority Late Majority Lag
13.5% 34% 34%

Predictable
Pricing

Process

Best examples Innovation

Most important change?
Biggest impediment?
One prediction

Which way is trend?

Alternate
Staffing

Technology-
enhanced

g~ E

Defined
Quality
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s it Prudent to Bet Against Leaders &
Networks [and Technology]?
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Go to Law School?
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