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PART 1

Company Name

Ebase Technology Ltd

Address

10, St. Georges Tower,

Hatley St. George,

Sandy

Bedfordshire SG193SH

United Kingdom

Contact Name

David Rawlins

Telephone

+44 (0) 1767 654987

Email

drawlins@ebasetech.com
Website

www.ebasetech.com
Business Sector

Software / IT

Business Activity

The key business activity is the development and sale of the Ebase application development platform. 

Product

The Ebase system is designed to enable people to quickly and easily develop transactional browser-based applications. Supported application behaviors may include:

· Sophisticated interaction with a user

· Complex business logic to check the validity of entered data

· Direct and automatic integration with back-office systems i.e. with which the Ebase application may exchange data

· Workflow to automate and guarantee the completion of a business process i.e. the controlled allocation and management of process tasks, in a specific order, to the people who must complete them.

The types of application that can be developed range from simple electronic forms through to sophisticated commercial software products.

Sales Strategy

Ebase has been sold in the UK both directly (i.e. by Ebase Technology) and indirectly i.e. via a partner network. Our core sales strategy however is to sell Ebase via a global partner network.

Value Proposition

The Ebase system offers significant productivity gains when compared to other methods of creating web application. The amount of productivity will vary from case to case but typically using Ebase to develop a solution will be at least 10 times faster than an alternative method.

Typical Customer / End User

Ebase is a horizontal software application i.e. it is not applicable to any particular market vertical more than another The only common requirement for Ebase users is the need to develop web applications quickly and cost-effectively.

The types of organisations using Ebase so far are:

· Government agencies e.g. Local Government using Ebase to implement citizen services as electronic forms available from their web site.

· Software companies that use Ebase to create new products, or extend / web-enable existing software products. Ebase would normally expect to set up a partner relationship to work with this type of organisation. Partner software companies are typically either:

· Product development companies i.e. who create their own software products using Ebase as a development platform, and then sell them commercially.

· Software services companies who use Ebase to deliver a bespoke software solution for a particular project.

· Resellers i.e. who will sell Ebase within a particular sector or geography, probably adding value via integration, support, training or project services.

· Different combinations of the above types.

· Corporations, such as Vodafone, Toyota, AXA, BGZ (bank) who use Ebase to create their own internal IT solutions. Ebase’s relationship with these organisations may be either direct i.e. Ebase originally sold the Ebase software and manages the account directly, or indirect i.e. where a partner company sold Ebase and consequently manages the account.

Typical Application

Ebase is designed to allow people to rapidly deliver web applications. By web application we mean a transactional, browser-based computer system that may include:

· Data collection and validation

· Integration with other systems (that is, outside of the Ebase application)

· Workflow processing

Example applications include:

· An electronic form that allows a citizen to report an abandoned vehicle (many UK Local Government use Ebase to deliver electronic forms).

· An internal system to enable Local Government waste collection services to be monitored and administered (London Borough of Greenwich).

· A system that allows company employees to request a hire car, and then manages all financial and administrative aspects of the associated business processes (Vodafone).

· A commercial Expert Building Planning product i.e. an expert system that implements planning regulation law and is sold as a commercial product (CAPS Solutions) to UK Local Government.

· A bank loan application i.e. that is executed in a bank branch and allows the public to apply for a bank loan (BGZ bank). This application, used by 65 branches, is now being engineered as a product for sale into the European banking sector.

Preferred Business Partner

We are looking to partner with the following types of software company: 

· Product developers i.e. companies will use Ebase to create new products, or extend existing products.

· Services companies i.e. who use Ebase to develop bespoke software solutions.

· Systems Integrator (SI) i.e. a software company that will sell Ebase into a customer organisation as part of (or all of) a software solution. An SI company will then provide consulting, training and project management services to help the customer fit the solution into their IT environment.

· Value Added Resellers (VAR) i.e. who will sell Ebase into a market adding value such as training services, support, and project consultancy.

· Organisations that combine one or more of the above.

For example, some of our existing partners:

	Region
	Company
	Ebase Activity

	UK
	Anite Public Sector
	Product developer, Service company and VAR

	UK
	Capita
	Product developer, Service company and VAR.

	UK
	CAPS Solutions
	Product developer

	EIRE
	ERS
	Services company and VAR

	Netherlands
	Vicrea
	Product developer and VAR

	Australia
	AlphaWest
	SI and VAR

	Eeastern Europe
	Assecco
	Product developer, Services company and VAR


In terms of partner profile we look for the following company attributes:

· Successful in their existing markets, and ambitious to expand market share or open new markets, open to new technology solutions.

· Strong and clear management is probably the key. Our experience has been that our most successful partnerships have been where we have had a clear and committed understanding with the partner company’s senior management.

· Financially sound.

· Operating in a geography / vertical sector where Ebase is not already represented.

PART 2

Products / Services and Application

Ebase Technology is the UK developer and supplier of a rapid web application development framework called Ebase. 

The Ebase framework comprise four products:

· Ebase Designer

· Ebase Workflow

· Ebase Integration Server

· Ebase Scanning

Ebase Designer is an integrated development environment (IDE) that enables developers to rapidly create transactional, browser-based web applications. Applications can range from the elementary, such as electronic forms, through to the sophisticated, such as commercial strength software products.

The Ebase Designer provides a visual design environment, which is richly supported with productivity features such as wizards, an event-driven high-level processing language (called FPL), one-touch integration with a wide range of interfaces (such as web services, different types of XML transport, and databases) and a printed output designer. The Ebase environment also includes strong support for component-based development i.e. so that common functionality need only be developed once, and then re-used in subsequent applications.

In general, productivity is achieved by insulating application developers from having to deal with technical complexities such as writing low-level code to manage data integration, screen presentation and business logic.

Ebase Workflow enables business processes to be implemented as automated workflow processes i.e. where the movement and completion of the tasks that comprise a business process are automatically allocated to (that is, under the control of a workflow engine), and completed by, nominated users.

Ebase Integration Server allows any Ebase application (as developed in the Ebase Designer) to be quickly and easily published as a Web Service i.e. so that it may be used to provide an integration service between different computer systems.

Ebase Scanning provides integration with the Kofax Ascent Capture scanning system. Data captured in the Kofax system (from a scanned image) is mapped and released to an Ebase application, which is then responsible for processing the received data into the back-office.

Key Distinguishing Product / Service Benefits

The Ebase platform enables developers to deliver web applications much faster than they could achieve using any alternative method. Therefore, the Ebase value proposition is PRODUCTIVITY i.e. for the entire lifecycle of the deployed computer system

The productivity gains will vary with the different types of application that may be built. However, as a rule of thumb we would expect that using Ebase to create a web application would be at least 10 times faster than using any alternative method.

For companies that develop software products this means lower development costs, faster times to market and earlier revenue streams. For companies that focus on project services, it means lower development costs, more competitive pricing when bidding for new business, and ultimately, improved profitability.

High Potential Market Sectors

Ebase is a horizontal product i.e. is not relevant to any particular market sector or geography more than another. The only thing that characterises Ebase users is a compelling need to develop and deploy web applications in the shortest possible time, and to spending the absolute least amount of money doing it. In this respect there is not a particular high potential market sector; Ebase will deliver the same productivity benefits across all.

In the UK Ebase Technology sales were initially focused on the Local Government market, and specifically their need to meet an online service delivery agenda. To meet this Ebase was successfully positioned as an Eforms delivery tool and is now used by over 120 UK Local Government organisations for this purpose. 

Ebase has also been successfully used by software companies to develop and deploy new software products, and as an enabling technology in the delivery of bespoke projects. Ebase is also used by corporate customers such as Toyota and Vodafone to speed up the delivery of internal IT developments.

Although Ebase is essentially a cross-sector development platform we would consider that our existing reference customers would be very helpful when positioning the use of Ebase in the following markets:

· Central and Local Government applications i.e. for product developers, SI’s and service companies. Ebase as an Eform delivery tool is particularly well referenced in the UK and the Netherlands.

· Corporate customers i.e. supported by references to, for example, Vodafone, Toyota and AXA, as examples of successful deployment in the telecommunications, automotive and financial sectors.

Preferred Form of Partnership & How Conducted

Partner Type

Ebase is looking for following types of Partner company:

· Product developers i.e. to create new products, or to extend, web-enable or workflow-enable existing products.

· Systems Integrators (SI’s) i.e. who will deploy Ebase as part of a total software solution, and will then develop and support the implementation via training, project and consultancy services.

· Value Added Resellers (VARs) i.e. who will sell Ebase as a development platform and will add value via training, support, project services and consultancy.

· Companies that will combine one or more of the above activities.

Partner Program

We do not support a tiered or formalised partner program, and nor we do expect any money to change hands in setting up a partnership. Our view of the partner relationship is that:

· Each one is unique, and so will have unique synergies and targets.

· We want to make money with our partners, not from them i.e. Ebase Technology will only make money when a partner sells a solution or product that uses Ebase.software. or whenever Ebase is sold as a development platform.

· We will expect to set financial targets, but these will be realistic, market specific and by agreement with the partner.

· We will provide the maximum support (both technical, sales and marketing) to the partner that we can. In the US, for example, this will take the form of local sales offices dedicated to finding and supporting channels partners within a particular region. 

The sale of Ebase via partners is the core Ebase sales strategy and company is therefore highly geared towards partner support. In the course of setting up new partnerships we welcome references to our existing partners who will confirm the nature of the Ebase approach, our commitment and level of support.

· We will provide partners with product training at cost. 

· We will provide sales support and sales product training free, and as part of the natural working arrangements of the partnership.

· Wherever possible, we will be happy to join with partners to support marketing programs, and to provide sales, technical and financial resources where appropriate.

· We offer generous commissions for sales of Ebase software e.g. up to 50% where the partner is opening a new market or territory, and is required to commit to a serious and sustained marketing program. We believe that offering serious commission incentives is fundamental to establishing a committed and long-term partner relationship.

· Where Ebase is sold as part of a solution e.g. as a run-time component in a partner product, then we normally expect that Ebase Technology receives commission (based on a percentage of the solution) whenever a sale is made.

· We will consider exclusivity for sectors or territories, where appropriate.

· We will also consider, when appropriate, master distributor type relationships i.e. where a partner is responsible for establishing and supporting a wider partner network within a sector or territory.

Ebase is 100% committed to sales via a global partner network. 

Given the horizontal nature of the Ebase product, and its universal applicability as a web application development platform, we consider that rollout via a committed partner channel network is our optimal sales strategy.

Other Issues Important to the Partnership

Please refer the “Preferred Form of Partnership and How Conducted” section above.













