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The MOTOTRBO Sales Play is your resource to
help to better prospect, position, and sell R7.

The approaches and techniques listed in the
Sales Play are based on the real world
experience of other sellers who have
successfully sold R7 into their accounts.
Shortcuts to each approach are hyperlinked in
the buttons below, so simply click and go.

A vital component of the R7 Playbook is your
feedback. With your input, we can continue to
improve this tool. A link to the feedback form
can be found here.

TRAINING GUIDE | MOTOTRBO R7




The MOTOTRBO R7 Sales Play is hosted in Partner Central, as many other pages that may
be useful for your daily business.

You can access Partner Central at https://partners.motorolasolutions.com/ and enter with
your credentials. Your personal user and password will allow you to access all the tools
and pages hosted there.

HOME

PARTNER CENTRAL

S T 2T
2023 CHANNEL WEBINAR
SCHEDULE

The Motorola Solutions Channel Partner Webinars provide general
updates from our product, services, marketing and fraining teams.
The webinars are held quarterly and zre only open to
PartnerEmpower members. Sessions available in English, French,
German, Halian and Russian.

' VIEW SCHEDULE »

¢ ® o0 8 >
h& Iy W

MY EMPOWERING TOOLS
le Partner Partner Communications le2Viv's October 2023 Podcast A
Communicat Read the latest Channel Newsletters and Podcast Join Viv and a special guest each month for ~ Quick links to key tools and resources
Marketing Community Newsletters. A View with Viv podcast. oy ;
Erand Portal - Image & Video Library
Co-op FundsMDF
WHAT'S NEW

EmpowerRewards
DIMETRA Express - Combo Deal Form

Learning Experience Portal
If you wish to take advantage of this fantastic combo deal, fill in the form and a member of the EMEA order management

team will contact you to proceed with your order. Marketing Center
CHANNEL WEBINAR 2023 SCHEDULE MyView
The Motorola Solutions Channel Partner Webinars provide general updates from our product, services, marketing and Parkios Finder

training teams. The webinars are held quarterly and are only open to PartnerEmpower members.

Sales View

DIMETRA EXPRESS, R2.2 - UPDATE

Once inside Partner Central, you have 2 options to access the MOTOTRBO R7 Sales Play:

1. Go to MOTOTRBO R7 Product Page and look 2. Access with this direct link:
for the link in “Partners Resource” Tab: https://www.motorolasolutions.com/
https://www.motorolasolutions.com/en_xa/ en_xa/partners-sales/r7.html
products/mototrbo/portable-radios/mototrb
o-r7-series.html#resources
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Once you access MOTOTRBO R7 Sales Play, you will find the Home Page.

MOTOTREO R7 SALES PLAY Hams

MOTOTRBO R7

The MOTOTRBO BT SALES PLAY is your resource o helpio befler prospecd, position, and sell RT.
The: apprasches and techniques listed in e playbook are based on the real world experience of othe:
=afiers who have sucoes=illy sold R7 into their accours. Shorfouts io sach approach ane hyperfinked
in the bulions beiow, so simply dick and go. A vilal companend of the RT Playbook is your feedback.

'With your input, we can continue ko improve this playbodk and add new iechniques and besi praciices:
fior safling RT. A lnk o the fesdhack form can be found

Approaches Customers Respond to the Most

Baszed of feedback from successful R7 Sellers

&), D, O, D) b

Rzdia Rstrazh

Farm Facta: and Size Enhanced Audia
Capabilitas

Tt .

neexds o Madntaln a 2 Prioritiss Audo s s L
Professional Lestnatic. Capabilitsg, Expand Ano Automats Rafrash Thalr Fiast And
nformation in fewer dio Thedr Operationa. Prevent Down Tiedng
i Opiimise Thair
Tima.

Approaches and festures above have been key selling points. Watch to see how these
account managers have pitched R7

g < O GO b
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In the Home you have a brief description of the tool and a feedback link to provide any

comments you may have.

MOTOTRBO R7 SALES PLAY Home

MOTOTRBO R7 €

The MOTOTRBO RT SALES PLAY is your resource to help to betier prospect, position, and sell R7

The approacnes anda lechniques 1Isied In e playpook are DASed On e real Word eXpenence of other
sellers who have successfully sold R7 into their accounts. Shortcuts to each approach are hyperlinked
in the butions below, so simply click and go. A vital component of the R7 Playbock is your feedback.

With your input, we can continue to improve this playbook and add new techniques and best practices
for selling R7. A link to the feedback form can be found

Approaches ~  Accessories  Sales Motions Toolbox  Video Hub

Below the introduction, there will be 5 columns detailing the approaches that Motorola Solutions
selected to better describe and deep dive on the R7 device. You can access each one of them
with the “Learn More” button.

SALES APPR

CHA

Form Factor and Size

Your customer needs a
radio that is easily carried
and aesthetically
pleasing. This customer
needs to Maintain a
Professional Aesthetic.

LEARN MORE
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Approaches Customers Respond to the Most

Based of feedback from successful R7 Sellers

<D)

APPROACH B

Enhanced Audio
Capabilities

Your customer works in a
loud envirenment and
needs to always hear and
be heard. This customer
needs to Prioritise Audio
Capabilities.

LEARN MORE

SALES APFROACH C

Intuitive User
Interface

Your customer may be
using advanced feature
sets but also need a radio
that is easy to adopt. This
customer needs a radio
that gets them more
information in fewer clicks
and Optimise Their
Time.

LEARN MORE

APPROACH D

Ecosystem
Integration

Your customer is looking
to maximise their
investments by engaging
the ecosystem. This
customer needs to
Expand And Automate
Their Operations.

LEARN MORE

n ]
SALES APPROACH E

Radio Refresh

Your customer wants to
leverage the latest
innovation radio
technology has to offer
This customer needs to
Refresh Their Fleet And
Prevent Down Tiering.

LEARN MORE
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Also, below, you will find 5 icons for each one of the approaches, that contain an
introductory video of our sales people if you click on them.

Approaches and features above have been key selling points. Watch to see how these
account managers have pitched R7

p O Q- b

Form Factor and Size Enhanced Audio Intuitive User Interface Ecosystem Integration Radio Refresh
Capabilities
Account Manager Account Manager Account Manager Account Manager
Account Manager

g MOTOROLA SOLUTIONS

CHUCK HWANG

Senior Channel Account Manager
Korea
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In the Home Page you will find the access to the 5 approaches that Motorola Solutions

selected to present the MOTOTRBO R7.

You can access the 5 approaches in the top menu:

MOTOTRBO R1 SAI_ES PI_AY Home | Approaches . | Accessories Sales Motions Toolbox Video Hub
Form Facter and Size
Enhanced Audio Capabilities
' ' DLl ' B Intuitive User Interface
]
Ecosystem Integration EeALew
e MOTOTRBO R L PLA 0 esource fo help to better prospect, position, ang Radio Refresh
011200 1ZRPM
e approaches and te que ed e playbook are based o ea d erie
elle a e dR o their acco each approach are e ed M;;u;gmnm|
b belo p and go. A al co onent o e R7 Playboo dba
X Mssear °
Cruig Siscamey
0 p an co prove aybook and add ne ques and best practice !
or selling R7_A 0 eedba 0 an be d

And from the Home Page, in this section:

Approaches Customers Respond to the Most

Based of feedback from successful R7 Sellers

) O @

N

n ]
SALES APPROACH E

Radio Refresh

SALES APPROACH A SALES APPROACH B SALES APPROACH C SALES APPROACH D
Form Factor and Size Enhanced Audio Intuitive User Ecosystem
Capabilities Interface Integration

Your customer needs a
radio that is easily carried
and aesthetically
pleasing. This customer
needs to Maintain a
Professional Aesthetic.

LEARN MORE
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Your customer works in a
loud envirenment and
needs to always hear and
be heard. This customer
needs to Prioritise Audio
Capabilities.

LEARN MORE

Your customer may be
using advanced feature
sets but also need a radio
that is easy to adopt. This
customer needs a radio
that gets them more
information in fewer clicks
and Optimise Their
Time.

LEARN MORE

Your customer is looking
to maximise their
investments by engaging
the ecosystem. This
customer needs to
Expand And Automate
Their Operations.

LEARN MORE

Your customer wants to
leverage the latest
innovation radio
technology has to offer
This customer needs to
Refresh Their Fleet And
Prevent Down Tiering.

LEARN MORE
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The approaches will all have the same template, format and sections, but the content
will be different in each one.

In all the approaches we will find first a presentation and a video of MSI Sales
Representatives highlighting the most important information about the approach
selected.

MUTUTRBU RT SALES PLAY Home Form Factor and Size »  Accessories  3ales Motions Toolbox  Video Hub

SALES APPROACH A:

Ideal candidates for this sales play are customers who are sensitive to'the size, weight,

andfor aesthelic appearance of their critical communications device. There are these
types of customers across all verficals and indusines including hospitality, manufacturing
and healthcare. See below for fips, tools and resources to help you successfully secure
and conduct your customer meeting.

MOTOTREO R7: Form Factor and Size

Immediately after that, there will be a What to Know section that includes:
« A Solution Overview,

« Key Value Propositions and

« Competitive Differentiator information

All this information will provide a high level summary and first view about the Approach
selected for the R7 device.

WHAT T0 KNOW

Solution Overview

= MOTOTREO RT is our most ergenomic radio yet with all of the same features and more that customers have come to expect from
the MOTOTREQ line of radios. Ruggedness is not compromised either with the new, smaller design: R7 is intrinsically safe, IP68
and IP&8 ratings mean that it's completely dust tight and protected from water immersion of up to 2 metres for 2 hours. Even
though the R7 iz smaller than its predecessors, the screen is bigger and is also ruggedised for impact resilience e.g. can withstand
multiple drops onto concrete.

*= RT7 maintains all of the features and ruggedisation standards of its predecessors but iz more ergonomic.
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Key Value Propositions

* R7 ic perfect for customers who are looking for a device thatis
feature rich, rugged but is non-cumbersome and can easily it in
the palm of your hand, on your belt or even in your pocket.

* Maintain desired aesthetics for customers with high public
interaction or wrere aesthetics are critical to the business.

* Keep vour device from getting in your way by easily carrying and
storing it in more places because of its slim form factor and smaller
design.

* Customers who do not carry an industrial tocl belt or do not wear a
uniform that has a belt clip available can still carry the device easily
in their pocket o- other compact carrying solutions.

Below, there will be a What to Say section including:

Competitive Differentiator

Slim and Standard economy batiery. Economy: 132 x 56 x 37 mm /
Slim: 132 x 56 x 41mm.

Comparable in size to competitive models bu: more rugged,
loudest and clearest audio and best battery performance

288g-366g (depending on battery & keypad)

Only radio to be IPG8 = IP66 (high pressure water jet) certified of
all comparable competitive models.

Allow workers to see critical information at a glance without
scrolling.

Large 2.4" ransflective colour display

Avoid annoyance of high volume in quiet areas or low audio in loud
environments.

Intelligent Audio technology

\With the ability to monitor background noise and automatically
adjust the speaker volume.

« An Elevator Pitch for this device and approach to help you explain it in few minutes,

+ Buying Influences to highlight the best profiles to contact on your end customer with this

information,

* SPIN Questions and Tips to start the conversation,

« Common Objections and the suggested responses that come from MSI Sales

Representatives experiences in the market.

WHAT T0 SAY

Elevator Pitch Buying Influences & What To Lead With

SPIN Questions Tips

EPUN: Situation, Problem, Imphication, and Need-payoll

* Hhene & no problem 1o soive. [here & Ho opporurty for 3 Sake.
Tre problem must be e customers. not ours. Designing
geaslions lo wacover the problem i key

* Agauge of SUCCESS i5 who I doing mone taliing I you are taliing
mone than he customer, ‘esel and a5k mone questions.

* Frame customers’ resporses uting pheases lkn "R Sounds ike”
what I'm Raaring 5", “H would s4am Eat This palisitag hair
emotional state and demonsiades Rslenng/understanang
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Common Objections

WITH THE SLIMMER DESIGN AND FORM FACTOR, DOESN'T THAT MEAN THE RADIO |5 LESS DURABLE THAN
OTHER, LARGER RADIOS?

wal radio that suppors e folowing com

of side conmclos, and (c) & housing s

THAT LARGE SCREEN LOOKS LIKE | WOULD CRACK IT ON THE FIRST DAY. I8 IT GOING TO STAND UP TO
THE JOB?

RESPONSE BT is mede with Mitary standeed ruggedness. Complisnt with MIL STD 810, CD.EF.G K

I DON'T WANT YOUR RADIO SYSTEM ON MY NETWORK

RESPONSE  Can you lell me & itle more aboul your concerms with our radio syst
Govhmmen and Lare Estarsises al cver e word 'l Be hangy 1 adae:
selutien

ahe our systess with
U i ComPBMabie with cur

WHAT' S THE DIFFERENCE BETWEEN THE DP4000 AND THE RT TO JUSTIFY THE PRICE DIFFERENCE?

pduled capabilties and fulure proafing

WE'RE HAPPY WITH WHAT WE HAVE

RESFONSE  The RT is an enhanced version with a betar user axparience

Tre AT Sories also includes several
Digtal Carvfcales
Framwark Ba%63 AppOACh facuses on Mbgaton det
shcurity prackees

A0, GANOSIs AN reMeaation o evohe
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And, at the bottom of the page, the What to Share section will help you find at one click the key
assets of the device you are working on, even to send it by email or, to prepare your meetings.

WHAT TO SHARE

By Email

In your Meetings

-

Customer Presentation Accessories Presentation How It's Made
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The accessories page can be found in the Top Menu in every section of the R7 Sales Play, and will
help you to have the main information about most important accessories and features all together,
in the same page.

You will find several options of audio, energy, carry and antennas with images and features
included and, at the bottom of the page, you will have a link to review our R7 Accessories Catalog
and Full Page, in case you need further information or to contact our internal team for support.

MOTOTRED0 BT SALEE PLAY

k7

W B IMACHTENTFEESE) FLF o b con sy stk s el Bocasinast o
[,

Audio
Loand s of o, Szl v i oo nd wa arablliny.
e . Bt . bl i .
ey e 8 g o e i, el

Bacilomher Cowylanafle S lshorlomyplamdr  asfilasforCawyCma ke Sl Loonhor Corey Conacter
gy ot FRoedok  MplyMintol o iutmiak  Dlgley intel F Sukuiot  Mon-Dlepley intel ¥ Fend Bk

i Lo, PGS Pty FlulBci, PGl

T R e s P
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The Sales Motion Toolbox page can be found in the Top Menu in every section of the R7 Sales
Play, and will be your source of important information related to the R7 device. Here you will find:

* Key contacts and contact data of Partner Support Team,

* Training and educational pieces,

+ Additional resources, full assets and Marketing Materials,
+ Link to our Feedback Form

MOTOTRED 7 SALES PLAY

SALES MOTIONS TOOLBOX

Prilcpinss 1 -800-1-1 142820

Srpmpca 010008

St bl D70 4 -B00-TY.

Taduma N1 500

Thusiirsd | Bi0-OrH B84

Fad coumiias nod e Soves, plaass contect <BINTT M0 inssrasionsl ol
chogea sl

ADDITIONAL TRAINING & SALES RESOURCES

Chac g tha resceros. bados for scdilionad Taining:

vl campeaant of tha BT Ssbse Py b s feasbar i Inprees oar cument Lalia. pieye. snd devadop s
oraa . Flasas ¢ ek o fesdinck o
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The Video Hub page can be found in the Top Menu in every section of the R7 Sales
Play, and will contain all the videos related to the product in one page.

You can access it and see all the videos together, or apply filters by:

» Sales Approaches,
*  Product Videos,
+ Marketing Videos

To easily find the information that you are looking for.

MOTOTRED R? SALES PLAY

VIDED HUB

.‘I'l".l

BOTOTRIOD ET: e Mo

B 5% 55 Y

0 s

B TOTROND ET: Doy BOTUTROD ET: ol FEalrssh
It raniedi

BOTOTROD ET: kv la EBOTTROD ET: kv ko b
mada T Facd mada - Fard

R

BOTOTROM RT: DL NCARD
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Please remember that a vital component of the R7 Playbook is your feedback.

With your input, we can continue to improve this tool, add new techniques and implement best
practices for selling R7.

The link to the feedback form can be found here. Please share your comments with us.

Key Contacts
Your local Pre Sales Manager

Asia Pacific
Email: partners.apac@motorolasolutions.com

Australia 1-800-931855
Hong Kong SAR 800-903-237
India 000-800-9190337
Indonesia 007-803-011-4936
Japan 0066-33-813730
Mainland China 4001-202101
Malaysia 1-800-8-18590

New Zealand 0800-445227
Philippines 1-800-1-114-2853
Singapore 800-1206952
South Korea 00798-14-800-9674
Taiwan 00801-13-6901
Thailand 1800-011691

For countries not listed above, please contact +60377248030. International call charges apply

m MOTOROLA SOLUTIONS

Motorola Solutions Ltd. Nova South, 160 Victoria Street, London, SW1E 5LB, United Kingdom. motorolasolutions.com

Availability is subject to individual country law and regulations. All specifications shown are typical unless otherwise stated
and are subject to change without notice.
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