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Dell Competitive Intelligence Investigation RFP, page 2

« Dell's go to market plan:

o Assume MA, SMB, verification and details. Marketing/communication
plans. Head fo head competitive adverlising {hp versus Dellg) Plans and
fimelines for other regions?

o What are their consumer, SMB and enterprise strategies

« Dell/Lexmark agreement:
o Temns [length of time, financials, long term intent,,...}
o Assume Lexmark is concemned 'fhotm away after contract
ends and develop their own printers. What did Lexmark build inlo the
agreement to minimize this risk?

+ Dell Prinfer Strategy Phase 2:
o What is Dell's phase-two strategy?
« Who are the different players for each ot the solution components
o [Focus on the front runner Ws@ﬂg@j&&_’
Epson/lexmark where fhere aie two strong frontrunners jockeying for the
business.
o Track and update as new inteligence comes in

Project Timeline and Deliverables

Phase 1 Inteliigence collection - 3 weeks
. ¢ Compilete dratt inteligence report

o Identify gaps.and plan to address information needs
o Review draft and plan with hp

Phase 2 Complete intelligence gathering - 3 weeks
o Collect intelligence
o Distiibute intelligence summaries to hp

Phase 3 Produce final deliverables -2 weeks
o Develop final compefitive inteligence document
o .Review document/findings with hp
o Present final deliverables to hp




