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Preface

Hereby we send you the point we consider important to be discussed before we draft the road map for 2006, so you can discussed them in your management meeting tomorrow. We hope that all the points are clear, nevertheless if you have any questions, do not hesitate to contact us. 
To be able to achieve an optimal working situation between GWT and Tierra we consider communication to be a vital element.
So, no matter what the issues are, project management, financial, product development or marketing, we need to work together and to communicate efficiently to achieve the goals.

Our goal is to address all these issues before the end of this year, so we can start 2006 with a clear roadmap.
Best regards,

Arne en Kathy

Strategic issues
1. Quality assurance: how do we make sure we receive constant quality throughout our projects. We have noticed big differences in quality for the projects we have managed in the last month.

How do we handle the missing of deadlines.

2. Planning online: When do we have the planning online, and how do we manage the implementation of it.

3. HSCG Technological partner
We have had a  meeting with HSCG, where they have explained their strategy for 2006, and exposed their intention to have a strategic technological partnership with Tierra Network. This could considerably increase our workload for 2006. Our estimate of this increase is aprox. 4 projects per month (4 x 2 weeks in hours).

If we manage to come to an agreement, then there is a possibility that the first months of the new year have to be spend to restyle the look and feel of WIB en N2C. HSCG sees many possibilities for N2C, if only the interface changes.

4. Communication – project management
We notice a big problem in the communication of projects in production. We have to introduce a working system of communication, and we have to do it fast. We cannot coach the team 8 hours a day, and sell the projects as well. We need more quality in projectmanagement.

5. Product development: It is important that we work together to develop N2C en WIB. How do we get organize? Who participates in the meetings? (responsibles) How often are the meetings? 
a. Planning (roadmap 2006): Planning for releases 
b. Look & Feel WIB + N2C: usability, image and branding (see marketing)
c. New functionalities (prioritizing):  How do we handle priority lists? How are the priorities prioritized? How are we going to communicate our clients about the new functionalities? How is it going to be the procedure to implement the new releases to the licensed clients (servers)? Translation of the new features and manuals.

6. Formalizing the relation between Tierra Network & Globalwebtek
a. Escrow - A few of the larger clients have asked for an Escrow construction. How do we setup a good construction for us and our clients.
b. Contract GWT – We would like to formalize our cooperation through a contract in writing. In this contract we can set the boundaries of our markets. See also point (d).
c. Percentage agreement (Financial) - The proposal you send was returned. We would like to close the deal before 2006.
d. Tierra Network as representative in Europe: We already have discussed about how important it is to be consistent with the communication and product development in Europe. We already have European and international clients, therefore it is necessary to come to the point where we are really thinking “global” and acting locally. 

We are interested in managing the European market, not only because of the possibilities we see, but also in order to warrantee the unification of the strategy in the region. So, how are we going to achieve this goal? We identify in our market 2 B2B targets:
i. Reseller: A company which ask us to develop a N2C product.
ii. Certified Developer: A company which wants to develop N2C products in house.
How are you working with your resellers in Spain? Do you already have this market in Venezuela? What is the pricing policy?
7. Marketing:  Our market demands a product  (from the marketing point of view) and an image which we still have to create. We need to highlight the top features of the products, we need to make them recognisable, well known, we have to position ourselves in our market. At this moment we are playing the game but with “a covered face”. We think that we need to define: 
a. Marketing strategy & marketing activities

b. Unification of a corporate image (think global, act local)

c. Product image, branding (logos) 

d. Product websites
If a client in Europe looks for the website of GWT then the logos, information and image has to match with a international communication and marketing strategy in The Netherlands, Spain or Germany. We are not just selling technology to small companies, but be have clients such as Friesland Foods and FotoXS  (Olympus-WWF-Postbank ING) which are international corporations. We have sold them the image of an international organization, now we have to make it real.

Who is responsible of these issues? Planning? Activities. Who participates in the meetings? (responsibles) How often are the meetings? 

Financial issues

1. We would like to finish our pricing agreement for 2006, we have sent your proposal back to you on the 28th of November.

2. We would like to formalize our communication. We have sent an e-mail on Monday the 28th of November regarding the financial and production status of all our projects, and have received no reaction yet. What are your suggestions to make this more effective and efficient?

Prospects for 2006
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Who : Friesland Foods – Worldwide dairy concern
What : Net2Client for future restyling corporate site
When : Q1 – Q2 2006
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Who : Olympus Europe - Digital hardware producer

What : Net2Client / Online application, software for their terminals
When : Q1 – Q2 2006 
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Who : CAIW - Dutch cable company


What : Copy of FotoXS application

When : Q1 2006
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Who : WNF – World Nature Fund

What : CRM application

When : Q1-Q2 2006 
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Who : HSCG – Top 10 advertising agency 

What : Collaboration contract using Net2Client as development platform for their sales channel

When : 2006

What : Hosting site HSCG + CRM with sales funnel

When : Q1 2006
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Who : Friesland Bank – Bank concentrated in the Norhtern provinces of the Netherlands

What : Net2Client site, more sites planned for 2006
When : Q4 2005 – Q1 2006
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Who : Trimbos – Netherlands Institute of Mental Health and Addiction

What : ASP site + CMS
When : Q2 2006

Markets in 2006

[image: image8.png](caiw



[image: image9.jpg]BT for aMing planet’



[image: image10.png]8 HSCG




Tierra GWT 2006 | 6-12-2005                                                                                                         2

