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Table 4: Marketing Plan (100 Points)

:;:: Question Response *

38 Describe your marketing strategy for The first point of contact for our marketing strategy comes from our Territory Sales
promoting this opportunity. Upload Managers who have initial contact and communication with potential customers. Through the
representative samples of your sales discovery process to determine what solutions/services are needed, our Territory sales
marketing materials (if applicable) in Managers are the first point of contact that promotes purchasing contract opportunities.
the document upload section of your
response. In addition to our sales outreach GeoComm also has many team members attend local,

regional, and state conferences to promote our products and services. During those
conferences, GeoComm expands our reach and opens the door to new potential customers,
as well as new opportunities to Sourcewell participating entities.

GeoComm also compiles target state marketing campaigns related to grant funding
releases and states or regions actively seeking solutions similar to our offerings. Through
those target state campaigns, GeoComm will increase initiatives to contact stakeholders via
email, phone, in-person, or through social media. Lastly, GeoComm provides a dedicated
web page of our current purchasing contracts

39 Describe your use of technology and GeoComm employs a data-driven marketing strategy to engage public and private sector
digital data (e.g., social media, audiences effectively.
metadata usage) to enhance
marketing effectiveness. CRM & Marketing Automation: We leverage advanced CRM and automation tools to

personalize engagement, track customer behavior, and optimize outreach. Through
behavioral tracking, email segmentation, and campaign analytics, we ensure timely
communication with key decision-makers.

Social Media & Digital Engagement: Through targeted social media campaigns, metadata
analysis, and customer success storytelling, we expand our reach, educate stakeholders,
and promote key initiatives. This includes thought leadership and education through
webinars, industry insights, and customer success stories, as we position GeoComm as a
trusted partner in public safety.

Website optimization & Digital Experience: As part of our digital transformation initiative,
GeoComm has rebuilt a new website to enhance user experience, analytics, and conversion
tracking.

40 In your view, what is Sourcewell's role [In GeoComm's view, we will take lead in promoting contracts from this RFP. We look
in promoting agreements arising out of |forward to the opportunity to work with Sourcewell's entity list as well as look to expand
this RFP? How will you integrate a that by bringing in new customers.

Sourcewell-awarded agreement into

your sales process? In terms of integration, GeoComm expects a seamless integration of a Sourcewell-awarded
contract into our sales process. Because much of our interaction with current and future
customers occurs with our sales team, they are the go to people to promote and represent
this contract. During the sales discovery process, we are in direct communication with
customers to see if they are able/willing to use purchasing contracts and cooperative
agreements for their purchases. If so, we then can present them with a list of contracts
GeoComm is on. From there, we can move forward with the next steps directly with the
customer

41 Are your Solutions available through GeoComm's products and services are not available through an e-procurement ordering
an e-procurement ordering process? If |process. All sales are handled through GeoComm directly.
so, describe your e-procurement
system and how governmental and
educational customers have used it.

Table 5A: Value-Added Attributes (100 Points, applies to Table 5A and 58)

maintenance, or operator training
programs that you offer to
Sourcewell participating entities.
Include details, such as whether
training is standard or optional,
who provides training, and any
costs that apply.
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Line . .
ltem Question Response
42 Describe any product, equipment, GeoComm provides the following standard training to our customers which would be

extended to Sourcewell participating entities:

1. Online written help documentation and training videos

2. Live, virtual training upon project implementation

3. Regular training webinars for customers as well as webinars offered to prospective
customers

Our training is provided by our product team, implementation team, as well as our customer
success team depending on what stage of the customer journey that the customer is in.
Depending on the product and scope of work agreed upon, training could be offered as
optional or standard. Many times, GeoComm will record the training sessions to provide
them to stakeholders who were unable to attend the live sessions. GeoComm also has
provided in-person training sessions upon request from the customer.
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