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Promoting 
Commercial 
Apps

Welcome
This playbook includes resources to help you effectively promote and sell your commercial apps 
built on Windows, Windows Phone, Azure, Office and more. In the following pages, we will cover:

 Pre-launch decisions, activities, and sales and marketing assets that can create buzz and 
ensure a successful app launch

 Launch-time promotions to generate customer trials and sales leads, plus public relations, 
marketing and pitch techniques

 Post-launch tips to keep your customers coming back for more

Below is a general launch timeline with the key actions you’ll want to consider for each phase of 
the launch process.
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Launch Timeline

1 - PRE-LAUNCH PLANNING      2 - LAUNCH PHASE                3 - POST-LAUNCH PHASE

T-6 MONTHS     T-3 MONTHS             T=0        T+6 MONTHS

Plan and build your sales and 
marketing assets

Press releases
Marketing content
Sales content
Pilot your app or solution

Market your app 

Public relations
Create app assets
Demos, videos
Marketing collateral
Sales training

Sell your app

Customer emails
Telesales script
Customer newsletter
Microsoft amplification

LAUNCH DATE
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Leverage this useful checklist to ensure that your team is on track with all necessary materials and processes to 
support the pre-launch planning, launch and post-launch phases. 

Launch

Market your app:

 Drive public relations campaigns with your PR 
agencies

 Share and distribute your app assets (app 
demos, videos, marketing collateral and 
telesales scripts) internally and externally  

 Create marketing campaigns (digital/social) to 
drive web traffic to the product landing page

 Include limited-time-only promotional offer to 
grow customer interest and drive sales velocity

 Train your sales force on the features and 
benefits of your apps and Microsoft’s 
technologies to help customers tackle their 
business challenges

Post-launch

Sell your app or solution:

 Articulate the customer value proposition of 
your apps and Microsoft’s technologies to your 
customers

 Leverage Microsoft engines to amplify your 
sales and marketing efforts if applicable

 Continue to drive sales opportunities and build 
awareness of your solution through online and 
offline channels, and through your 
direct-to-customer channels

 

 Arrange partner participation in launch and 
industry events

 Connect with your Microsoft account manager 
to see how Microsoft can help to amplify your 
sales and marketing efforts
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Pre-launch

Plan your assets:
 
Press release content
 Press releases by ISV partner with Microsoft 

messaging or quotes
 Press kit with company information

Marketing content
 Visual identity assets, logos and branding 

guidelines
 Digital web presence (web landing page and 

social media sites such as YouTube, Twitter and 
Facebook)

 Brief app overview (1-2 sentences)
 Infographic that shows product benefits and 

features
 Leave-behind product brochure (one-pager or 

multi-page)
 App demo video
 Customer direct marketing emails
 Customer newsletters
 
Sales content
 Pitch decks for Microsoft and ISV sellers to 

present to customers
 Telesales scripts for Microsoft and ISV sellers (not 

customer-facing)
 App demo scripts and demo bits with test 

accounts

Pilot your app or solution:

 Identify noteworthy customers to create early 
evidence

 Complete the pilot phase of your app with early 
evidence customers

 Create written and/or video case studies and/or 
use cases

 Collect testimonials, quotes, and feedback
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Plan and build your sales and 
marketing assets
Articulate compelling customer value proposition through storytelling

A successful app launch requires thoughtful planning. As you prepare to launch your 
app or solution, you will need to create a series of polished, professional assets to share 
with your customers and channel partners. These will serve as critical sales and 
marketing resources throughout your launch process. 

Considerations as you plan and create your materials:

Allow plenty of time. Creating useful, engaging assets will always take more time than 
you expect, so don’t begin any later than three months before your launch.

Focus on benefits. We know your app is packed with amazing features and 
cutting-edge technology, but your customers want to know how it will help them tackle 
business challenges and grow their businesses.

Prove your value. Customer testimonials and feedback are essential to showing 
decision-makers that your solution is workable, valuable, and ultimately, essential for 
them to purchase.  Be sure to align your product value proposition pillars to the 
customer case study structure.  (See page 12 “Pilot your app”) 

Pre-launch 
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Purchase-to-pay by ReadSoft.  

Authors: Paul Steele, Wille Dahl, November 2010; Updated: November 2012 Copyright © ReadSoft - www.readsoft.com

Accounts Payable
Automation Bene�ts
Facts and best  
practices by leading 
analysts

WHITE 
PAPER

Implementation Benefits Include:

Cincom CPQ

Let's Talk
By providing one centrally 
managed platform across 
the enterprise (any application,
any channel, any device), 
Cincom CPQ for Microsoft 
Dynamics CRM:

• Delivers an integrated 
experience that aligns with
the way your customers want
to buy

• Accelerates the sales cycle
and streamlines fulfillment

• Helps you grow sales,
increase margins and 
expand into new markets

Familiar Microsoft Dynamics CRM interface
Provides an integrated native user experience.

Simplified plugin development
The CPQ solution allows your business analysts 
to capture the business logic in visual rules vs.
writing your business logic in .NET plugin code.

No portal development
Our out-of-the-box portal is integrated with 
Dynamics CRM. There is no need to develop 
another portal for your dealers and partners. 

Enhanced mobile experience
Our user forms are built on HTML5 and CSS3,
ensuring that your users will have the same 
experience regardless of their device.

Less need for ISVs
Cincom CPQ has many capabilities across sales
and service, reducing dependence on multiple 
ISV solutions.

Increased speed-to-market
Cincom CPQ for CRM simply makes it easier 
to design, build, test and deploy solutions.
Measurable ROIs can be achieved by using 
our solution.

Increased partnership and business knowledge
The business analyst works closely with the 
product expert to map out their business logic 
in a graphical tree structure. This joint discipline 
results in a solid understanding of the business
and a clear path to implementation success.

Give us a call at:
US 1-800-274-6721

UK +44 (0)1628 542 300

France +33 1 53 61 70 00

Italy +39 011 51 54 711

ANZ +61 2 8875 1400

Visit us at www.cincom.com
FORM AQUS1402031 1/15 
©2015 Cincom Systems, Inc. 
All rights reserved

Cincom and the Quadrant Logo are 
registered trademarks of Cincom 
Systems, Inc. Microsoft Dynamics is a
registered trademark of Microsoft 
Corporation. All other trademarks
belong to their respective companies. 

Cincom CPQ 
for Microsoft
Dynamics® CRM
Any Application. Any Channel.
Any Device.

Solution Features

Quick Facts

Win more Business. Operate Efficiently. 
Deliver as Promised. 
Advanced capabilities embedded within Microsoft
Dynamics CRM support powerful guided selection,
configuration, pricing, quoting and ordering of any
product or service with many options or variations. 

Microsoft Dynamics CRM Foundation

Guided Selling 

Solution Configuration

Pricing

Quoting

Proposals and Document Generation

Windows Mobile App for BuildPro 
Script 

 
Intro 
 
The Windows Mobile App for BuildPro will literally revolutionize the way you use BuildPro.   
 
Hyphen Solutions’ mobile app gives you the horsepower of BuildPro, in a portable, mobile device 
that you can take virtually anywhere …even to your job site. 
 
Quickly and conveniently  
 

 Start  
 Complete  
 Reschedule  
 Adjust start and end dates, view line item details 
 Take action on checklist items  
 Send notes to your suppliers 
 Perform on-page searching 
 User filters to locate jobs 
 View new job details 
 View job options  
 View job documents 
 Outage and Important System Notifications via tool tips 

 
You’ll quickly find your BuildPro Mobile App will give you the ability to substantially reduce build 
time, increase data accuracy and increase your profitability. 

 
Logging In 
 
Once you’ve selected the BuildPro Mobile App icon, you’ll want to select your builder from the 
Builder drop-down list.   
 
Now complete the sign-in process by typing in your User ID and Password. 
 
Once you’ve successfully entered all your options and credentials, simply tap the Login button.  
 
As a side note, you’ll want to note that we’ve added a Remember Me feature.   
 
Placing a check in the checkbox will cause the Login screen to auto-fill on subsequent sign-ins 
and keep you logged in throughout the day. 

 
UI Overview 
 
When BuildPro displays, you’ll first want to select a community from the Community panel 
 
Once selected, a list of associated jobs will appear to the right. 
 
Next, from the Jobs list, select your desired job. 
 
You’ll want to note that the Jobs List is scrollable to the right. Simply perform a finger swipe 
action either up or down to effectively scroll through the list. 
 
When you’ve satisfactorily chosen your desired job, you’ll notice a list of corresponding tasks will 
appear on the right similar to the JME view called the Job Management View. 
 
You’ll want to note that like the Job List, the Task List is also scrollable using the same finger 
swipe actions. 

Experts in IoT/M2M System Design and DeploymentExperts in IoT/M2M System Design and Deployment

Quickly Deploy Turnkey IoT Systems 
for Smart Products

"Mesh Systems stands at the forefront of the IoT space as it took an early lead in identifying and resolving 
challenges faced by companies wanting to utilize IoT technology."

Frost & Sullivan 2014 North American Entrepreneurial Company of the Year Award report

© Mesh Systems LLC

Innovative System Design Leveraging the 'Internet of Things'

Deliver fast, secure links 
between data, devices, 
people and processes on 
a one-to-one, one-to-
many or many-to-many 
basis

Provide holistic, accurate 
system management that 
governs interactions, 
controls systems and 
enables two-way flow    
of feedback

Collect data from devices 
and machines to derive 
business intelligence that 
uncovers trends and 
predicts customer or 
product needs

Start • Stop • Send • Save
Autonomously execute 
remote real-time decision 
making, repairs and system 
administration

CONNECT MONITOR CONTROLANALYZE

MeshVista is a component-based platform that enables Mesh Systems to design a Smart system specifically 
tailored to your specific needs.  Highly compatible with wired, wireless, and hybrid networks, MeshVista helps 
customers unlock digital data stored in heterogeneous devices, thereby allowing companies to make informed 
decisions, improve operating efficiency, enhance customer service and drive new revenue streams. 

MeshVista – Fast Track Your Smart Product Launch

Connect Your Data, Devices, People and Processes – Seamlessly  

What Experts Are Saying

Learn More
Find out how we can deploy a turnkey IoT solution for your Smart Product
mesh-systems.com
sales@mesh-systems.com
1.855.301.2550

Sales and 
marketing asset 
examples

Marketing in action

Your sales and marketing assets should be formatted for a variety of different platforms and channels, 
including landing pages, social media accounts, printed brochures, and more. Here are some examples of 
strong, multi-platform marketing assets that our partners have created to sell and promote their apps.  

8Commercial App Go-to-Market Playbook

Click to view

Web landing page Social Media Whitepapers

Product Brochures Case Studies

Click to view

App Demo Video

Demo Scripts  Telesales Scripts Infographic
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Visual association is key

When it comes to app recognition, visuals are essential. Your marketing and sales 
collateral should always include visual assets that customers will associate with 
your solution over the long term. 

Third parties who are partnering with you to drive awareness and solution sales 
can also use these photos, illustrations, branding assets and/or logos. When it 
comes to distributing your visuals, think broadly. Make sure they’re ready for your 
organization (and all its platforms, networks and channels) to leverage as required, 
in addition to sharing these visuals with your customer and sales channels. 
Remember that Microsoft can also work with you to distribute visual app collateral 
through our extensive customer and partner channels.

App assets

9Commercial App Go-to-Market Playbook

 

7 8



Jeppesen FliteDeck Pro Fact Sheet

Tying it all together

Whether you engage with your customers online or in one-to-one meetings, it’s important to create a 
digital web presence in the form of a landing page that can articulate your product value proposition to 
customers and offer a one-stop shop for sales and marketing collateral. Your collateral should include app 
demo videos, customer video case studies, leave-behind product brochures, industry and digital event 
details, and additional information that highlights the top benefits your app delivers. 

In addition, you may consider creating a monthly or quarterly marketing campaign to drive continued 
customer interest and demand through newsletters, outreach emails, and social media/communities, as 
well as through third-party sales partners, news outlets, and trade media. 

Here are some of the collateral materials you should have ready for all sales and marketing opportunities:

• Infographic. This is a great way to quickly and visually convey the 
benefits of your solution. Show how the app supports business 
goals, how much time it can save, how it could enhance profits, or 
how it addresses a business challenge, for example.  

• Leave-behind (one pager). Clearly and succinctly outline the 
benefits of your solution, which problems or challenges it solves, 
and (briefly) how it works. Be sure to add purchase and contact 
information. 

• Leave-behind (multi-page brochure). Think of the multi-page 
brochure as a more comprehensive tool to help close sales after 
the customer interaction. Cover all the basics from the one-pager 
(as described above), plus relevant details about the technology, 
the app’s functionality, or anything else your customer needs to 
make a decision. We will share more information about sales 
collateral on page 19. 

App 
marketing
collateral
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Jeppesen FliteDeck Pro
Industry-leading FliteDeck Pro 8.0 – now for Windows® 8

Jeppesen FliteDeck Pro 8.0 for Windows 8 improves situational and operational awareness— 

with no need for paper charts. 

FliteDeck Pro 8.0 for Windows integrates seamlessly with  
modern tablets.

Interactive, data-driven application with 
Jeppesen quality charts and data 
• Jeppesen provides best-in-class, optimized, vector 

image rendering of updated chart data, giving you 

the ability to view notes dynamically at the desired 

zoom level.

• A local database that resides on the device allows 

you to see the information you need, as you need 

it without worrying about connectivity.

• Complete, immediate access to Jeppesen’s global 

library of terminal charts, change notices and text 

is available from anywhere in the world.

• Ability to overlay SID/STAR procedures to route 

planning and display.

• Conventional IFR data elements.

Easy-to-use, intuitive interface
• State-of-the-art, user-centered design is based on 

feedback from commercial pilots to provide tactical 

capabilities and reduce complexity.

• Preview charts quickly and add them to your chart 

clip for easy reference. 

• Fast rendering capabilities, opening, and download 

speeds allow you to make quick decisions.

• Clip for terminal charts shows you what you  

need, not what you don’t, and allows you to 

navigate quickly.

• Note-taking capability enables you to take notes  

as you go for each chart.

• Track-up display makes the enroute display easy  

to read, even when �ying south.

• Lock button for the screen secures a particular 

view of the chart, eliminating the chance of losing 

a view by accidently touching the screen.Click to view
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Would you see a movie without watching the trailer?

We suspect the answer is “no.” So why would you expect someone to purchase your app without 
seeing it in action first? App demos can occur online, at live events, in customer meetings, and by 
partners, and should always highlight your solution’s tangible benefits and functionality. These 
demos do not need to be long, but they are essential to helping your customers see what the app 
provides – and why they should purchase the solution. 

You can use this demo in one-on-one meetings with customers, at live events and trade shows, and in 
industry presentations. Brief demo videos should also be featured on your own platforms (such as 
your website, social media accounts and internal networks), distributed to members of the press 
through PR outreach campaigns, used in paid media placement, and highlighted in sales 
communications, such as customer newsletters emails and customer-facing blog posts. 

Here are the basics of a strong app demo:

• Clarify how your demo video will be used, and by whom

• Begin with a “level 100” app demo script for high-level 
decision makers (remember that you can always create 
a more detailed level 200 version later on) 

• Tailor your script to help Microsoft and ISV sellers 
demonstrate the business value of your app

• Include one or two usage scenarios that show the app 
in action

• Keep the demo video brief – short version (3-5 minutes 
max), detailed version (15 minutes max)

App demos

AssistX TestPolicy and ClassPolicy 
App Demo Video (detailed version)

11Commercial App Go-to-Market Playbook

Click to view

Micros mTablet E-series Product Video (short version)

Click to view
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Pilot your app

Gather customer-ready evidence 

Customer references are one of the most important tools in your sales and marketing arsenal. Even 
before most of your prospects have the opportunity to test and buy your solution, you need to 
complete a full customer pilot phase and ensure you have a few early adopters (customers) on board.
 
Note – customer references need to be completed early, during the pre-launch phase, so they are 
ready to use as sales and marketing assets and leave-behind materials when you formally launch 
your app. Here are the seven steps in the pilot process:
 
1 Identify noteworthy customers who would benefit from using your app or solution

2 Leverage Microsoft resources if your customer is interested in using a Windows solution or 
Windows devices

3 Complete the pilot with selected customers and collect detailed feedback

4 Create written and/or two-minute video case studies that show how your customer has 
implemented and benefited from the solution

5 Include partners whenever possible, including 
Microsoft, hardware OEMs, and channel partners

6 Ask the customer(s) to provide testimonials, quotes 
and make their key team members available for 
press interviews

7 Arrange for your customer(s) to participate in 
major launch or industry events

12Commercial App Go-to-Market Playbook

Case study - PocketStop
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Implementation Benefits Include:

Cincom CPQ

Let's Talk
By providing one centrally 
managed platform across 
the enterprise (any application,
any channel, any device), 
Cincom CPQ for Microsoft 
Dynamics CRM:

• Delivers an integrated 
experience that aligns with
the way your customers want
to buy

• Accelerates the sales cycle
and streamlines fulfillment

• Helps you grow sales,
increase margins and 
expand into new markets

Familiar Microsoft Dynamics CRM interface
Provides an integrated native user experience.

Simplified plugin development
The CPQ solution allows your business analysts 
to capture the business logic in visual rules vs.
writing your business logic in .NET plugin code.

No portal development
Our out-of-the-box portal is integrated with 
Dynamics CRM. There is no need to develop 
another portal for your dealers and partners. 

Enhanced mobile experience
Our user forms are built on HTML5 and CSS3,
ensuring that your users will have the same 
experience regardless of their device.

Less need for ISVs
Cincom CPQ has many capabilities across sales
and service, reducing dependence on multiple 
ISV solutions.

Increased speed-to-market
Cincom CPQ for CRM simply makes it easier 
to design, build, test and deploy solutions.
Measurable ROIs can be achieved by using 
our solution.

Increased partnership and business knowledge
The business analyst works closely with the 
product expert to map out their business logic 
in a graphical tree structure. This joint discipline 
results in a solid understanding of the business
and a clear path to implementation success.

Give us a call at:
US 1-800-274-6721

UK +44 (0)1628 542 300

France +33 1 53 61 70 00

Italy +39 011 51 54 711

ANZ +61 2 8875 1400

Visit us at www.cincom.com
FORM AQUS1402031 1/15 
©2015 Cincom Systems, Inc. 
All rights reserved

Cincom and the Quadrant Logo are 
registered trademarks of Cincom 
Systems, Inc. Microsoft Dynamics is a
registered trademark of Microsoft 
Corporation. All other trademarks
belong to their respective companies. 

Cincom CPQ 
for Microsoft
Dynamics® CRM
Any Application. Any Channel.
Any Device.

Solution Features

Quick Facts

Win more Business. Operate Efficiently. 
Deliver as Promised. 
Advanced capabilities embedded within Microsoft
Dynamics CRM support powerful guided selection,
configuration, pricing, quoting and ordering of any
product or service with many options or variations. 

Microsoft Dynamics CRM Foundation

Guided Selling 

Solution Configuration

Pricing

Quoting

Proposals and Document Generation

Windows Mobile App for BuildPro 
Script 

 
Intro 
 
The Windows Mobile App for BuildPro will literally revolutionize the way you use BuildPro.   
 
Hyphen Solutions’ mobile app gives you the horsepower of BuildPro, in a portable, mobile device 
that you can take virtually anywhere …even to your job site. 
 
Quickly and conveniently  
 

 Start  
 Complete  
 Reschedule  
 Adjust start and end dates, view line item details 
 Take action on checklist items  
 Send notes to your suppliers 
 Perform on-page searching 
 User filters to locate jobs 
 View new job details 
 View job options  
 View job documents 
 Outage and Important System Notifications via tool tips 

 
You’ll quickly find your BuildPro Mobile App will give you the ability to substantially reduce build 
time, increase data accuracy and increase your profitability. 

 
Logging In 
 
Once you’ve selected the BuildPro Mobile App icon, you’ll want to select your builder from the 
Builder drop-down list.   
 
Now complete the sign-in process by typing in your User ID and Password. 
 
Once you’ve successfully entered all your options and credentials, simply tap the Login button.  
 
As a side note, you’ll want to note that we’ve added a Remember Me feature.   
 
Placing a check in the checkbox will cause the Login screen to auto-fill on subsequent sign-ins 
and keep you logged in throughout the day. 

 
UI Overview 
 
When BuildPro displays, you’ll first want to select a community from the Community panel 
 
Once selected, a list of associated jobs will appear to the right. 
 
Next, from the Jobs list, select your desired job. 
 
You’ll want to note that the Jobs List is scrollable to the right. Simply perform a finger swipe 
action either up or down to effectively scroll through the list. 
 
When you’ve satisfactorily chosen your desired job, you’ll notice a list of corresponding tasks will 
appear on the right similar to the JME view called the Job Management View. 
 
You’ll want to note that like the Job List, the Task List is also scrollable using the same finger 
swipe actions. 
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Market your solution
Generate market demand through PR and marketing

You may have just built a groundbreaking new app or made remarkable improvements to an existing solution. 
However, your customers (both current and potential) don’t necessarily know about your new app or 
understand all its business benefits. This is where marketing comes in. To ensure you promote broad awareness 
and understanding of your solution, you need to:

• Drive Public Relations (PR). Use press releases and customer evidence (case studies and videos) to create 
buzz and general awareness across trade press, paid media and social media. 

• Share and use app assets and marketing collateral. Be sure to gather up all the screen shots, high-resolution 
visuals, logos, branding elements and other assets you will need for sales, marketing and PR purposes. 

• Distribute app demo. All videos (app demos and pitches) should be focused on benefits and less than 15 
minutes in length. Customer video case studies should be no more than 3 minutes. See page 11 for more 
details on how to create a valuable demo. 

• Distribute marketing collateral. Remember that today’s market (and your customer decision-makers) often 
requires multi-media content, including print, video, static visuals, and even audio.

• Drive traffic to a single landing page. Drive all customer traffic to a single landing spot as a one-stop shop 
for sales and marketing assets to propel sales actions.

• Sales training. Be sure your sales team has a 
thorough understanding of the app’s benefits, 
features and unique functionality. Most importantly, 
your team should be ready to share a clear value 
proposition with customers and answer their 
questions about the solution. We’ll cover sales 
training in greater depth on page 16.

Launch 

TestPolicy for Windows
App Demo Video

14Commercial App Go-to-Market Playbook

Click to view
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The importance of public relations

Clear, crisp and engaging PR materials and campaigns are a smart way to 
create broader awareness for your app or solution. Not only can they help 
you create excitement and buzz among your customers, but they also 
generate interest in your partner ecosystem. 

Keep in mind that PR is a way to influence the messages that appear in 
“earned media,” such as newspapers, industry publications, blogs, 
websites and magazines. 

Your PR kit should include: 

Press release. Put yourself in your customers’ shoes and focus on benefits 
and simplicity. Why should they use your app? Answer that question at 
the beginning and add more detail later in the release. Send your release 
to the appropriate media outlets, bloggers, writers, and review sites for 
your industry. You can also use online services, such as PRWeb and 
Marketwired, for distribution.

High-resolution visuals. Prepare screenshots, promotional photos, 
videos, logos and anything else that will enhance the coverage. Be sure 
these are easy to download. 

Company information. Make sure that anyone who covers or reports on 
your app or solution can easily find basic company statistics, such as 
history, number of employees, products, service, management team bios, 
and other applicable details. 

Market 
your app: PR

Jeppesen FliteDeck Pro for 
Windows Press Release

Customer video with
Delta Airlines

15Commercial App Go-to-Market Playbook

Click to view

Click to view

13 14



Know your pitch 

Sales training starts with a concise and powerful pitch that equips your team for success, and 
works to support both print and verbal sales opportunities. Craft your pitch carefully and get 
ready to answer common questions and concerns. Make the most of every interaction and 
remember that an effective pitch typically includes:

• An overview. Be sure your team can summarize your app in 1-2 brief sentences – whether 
they are pitching in print or in person. 

• The value. Quickly prove the app’s benefits, opportunities, and hook your audience in so they 
are eager to learn more. 

Know your platform 

Your app or solution runs on Microsoft technology, but does your sales force know that? Your 
sellers not only need to be familiar with your new solution, but also the benefits of its running 
platform and devices. Microsoft can help by providing live or online sales training focused on 
the benefits and features of Windows, Windows Phone, Azure, Office, Windows-based devices 
and more.

Market 
your app: 
Sales training

16Commercial App Go-to-Market Playbook

15



Post-launch15 16



Flight Deck Pro 8.0 - Windows

Access key resources and land your pitch

As you begin to sell your solution, it can be helpful to remember that Microsoft has a vast partner 
ecosystem and a huge install base. Many of these resources are available for you to access throughout 
your sales and marketing process.  

To effectively leverage Microsoft’s broad customer reach, be sure to share your pitch – early and often. 

Microsoft partner Jeppesen (a Boeing company) created a Windows app called Jeppesen FliteDeck Pro. 
Keep in mind that this is a print version, but you should ensure that your sales team has strong verbal 
pitches. Here’s how Jeppesen phrased its pitch:

“Jeppesen FliteDeck Pro is 
the industry’s first and best 
data-driven, interactive chart 
rendering experience for 
Jeppesen enroute chart data. 
No matter where you are, 
you will have up-to-date and 
immediate access to global 
Airway Manual Terminal 
procedures and airport 
diagrams at your fingertips.“

Sell your app

18Commercial App Go-to-Market Playbook

Click to view
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Email announcement template – 
for example only

Land the pitch and make the sale

Sales don’t stop once the seller finishes the pitch, ends the meeting, 
or wraps up the campaign work. Good sales collateral can also help 
to spark customer interest and close deals. This collateral can be used 
online, in person for one-to-one executive meetings, and at live 
events. Key collateral pieces include:

• Customer emails. Your emails can include both standardized 
and/or personalized communication that address specific 
customer, industry, or market concerns and relevant opportunities. 

• Telesales script. As we mentioned earlier, a solid sales or call script 
will keep your team on track and ensure they focus on the benefits 
of your solution. 

• Customer leave-behind. We’ve discussed the need to create a 
leave-behind one-pager, product brochure, or spec sheet. These 
materials keep your solution top-of-mind and can often answer 
questions that arise during meetings, customer interactions and 
live events.   

• Customer newsletter. Don’t forget to mention your new app or 
solution in both internal and external (customer-facing) newsletter 
blurbs. Use every opportunity to spread the word. 

Sales collateral

19Commercial App Go-to-Market Playbook

Jeppesen FliteDeck Pro Fact Sheet

Jeppesen FliteDeck Pro
Industry-leading FliteDeck Pro 8.0 – now for Windows® 8

Jeppesen FliteDeck Pro 8.0 for Windows 8 improves situational and operational awareness— 

with no need for paper charts. 

FliteDeck Pro 8.0 for Windows integrates seamlessly with  
modern tablets.

Interactive, data-driven application with 
Jeppesen quality charts and data 
• Jeppesen provides best-in-class, optimized, vector 

image rendering of updated chart data, giving you 

the ability to view notes dynamically at the desired 

zoom level.

• A local database that resides on the device allows 

you to see the information you need, as you need 

it without worrying about connectivity.

• Complete, immediate access to Jeppesen’s global 

library of terminal charts, change notices and text 

is available from anywhere in the world.

• Ability to overlay SID/STAR procedures to route 

planning and display.

• Conventional IFR data elements.

Easy-to-use, intuitive interface
• State-of-the-art, user-centered design is based on 

feedback from commercial pilots to provide tactical 

capabilities and reduce complexity.

• Preview charts quickly and add them to your chart 

clip for easy reference. 

• Fast rendering capabilities, opening, and download 

speeds allow you to make quick decisions.

• Clip for terminal charts shows you what you  

need, not what you don’t, and allows you to 

navigate quickly.

• Note-taking capability enables you to take notes  

as you go for each chart.

• Track-up display makes the enroute display easy  

to read, even when �ying south.

• Lock button for the screen secures a particular 

view of the chart, eliminating the chance of losing 

a view by accidently touching the screen.Click to view
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Keep selling – and let Microsoft help you turn up the volume

A successful launch is exciting, but it’s just the beginning of what needs to be an ongoing sales and marketing 
process. It’s important to keep your team’s momentum up and continue driving sales through all your online, 
offline, and direct-to-customer channels. 

Remember to:

• Promote ongoing awareness of your app or solution through your current sales force, while leveraging all your 
external and third-party sales channels.

• Continue sharing new angles and highlighting different features of your app to keep your customer base 
engaged – while also attracting new customers who could benefit from your solution.

• Share your marketing assets through as many different, multi-media platforms as possible.

• Stay in communication with your sales team to ensure your assets are effectively addressing common 
questions, business challenges and customer concerns.

• Seek out new PR opportunities through media contacts, press release distribution, and press outreach 
campaigns.

• Work with your Microsoft account manager to explore opportunities to boost awareness of your apps through 
partner newsletters, customer calls, in-person and online events, partner-facing sites, and much more. 

• Join the Microsoft Partner Network (https://msdn.microsoft.com/applicationbuilder) to receive additional 
benefits that help save you time and money while you strengthen your capabilities, better serve customers and 
build connections to reach your full business potential.

Talk to your Microsoft account manager about how we can turn up the volume and boost awareness of your 
apps – and increase your sales. 

Microsoft
amplification
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