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CLIENT SUCCESS ST ORY

Roadmgp Outlines Direction for Word-of-Mouth Company

Defning Ricesses and Cajtgr RequirmentgKto BzzAants Business Roadmap

The Client

BzzAgentfounded in 2002has gown to become the world's first word-
of-mouth marleting (WOM) media channeglloving agencies and clients
to develop and ercute their avn WOM campaigns tlmugh BzzAgers’
comnmunity of trainedAgents.The marleting agency jvides a platdrm

for people to experience n& products and sericesshae their honest
opinions about them with people tigeknow and eport those activities ; ~

and opinions so madkers can diectly see the esultsBzzAgent ‘ ‘ ﬁ

The Situation
The compag had set seeral aggessie goals or growing the businesés
a result of aleady rpid growth, the compag had no documentation of
its curent business and technolpgrocessesin order to move from
current state to futue visionkey processes needed to be documented penauin.
and reviewed to identify necessgrrequirements to supparboth short

term and long term gals.

BzzAgent.com

The Solution

Through a eview of existing documentation and a series of iniews
and obsevations of team/functional leadsey a three-week perioda
detailed Requements Document was eated that cptured the vision
for expanding the BzzAgent netwk and deined curent processes and
cgabilitiesA comprehensie list of business and

Partner
Customers

BzzAgents

technical equirrments ér suppotting future A. BzzAGENT PRODUCT ROADMAP
growth were gatheed.A Product Roadmp was
also ceatedwhich outlined a 12-montlnigh- e A s e e e

 Continue to preserve, whils strengihening the Bzzdgent brand dentity and brand ecuty.

level plan 6r implementing the identig&d oo, |+ Buinatiis) pesera o s o By pEes.
. « Modify piatorm and develos tosle to create and supoart private |abe! neskorks,
I’eq uireme ntS . + Support cross recruitment and data sharing amang networks, while maintaining agent's trust and respecting their privacy.

« Complle fong-tem trends for sales and marketing purposes by collecting Scgregate Gata aCTSS CaMPAIONS and NEtworks.
« Imorove agent data quality and accessiblity to enhance research and resorting activities
« Confinue to improve and enhance current ogerations and processes.
T h e R esu It Goals « Drive finanial resulis
+ Grow numosr of Bzzagents
+ Pressrve Brand Integrity

BzzAgens leadership team was egtmel oo Clent Saiscion

B B Phase 1 (0-5 Months} Phase2 (5-10 Months} Phase 3 {10-15 Months}
h with the quality and content of the doeu
ajw q y . Business Focus | * SUPpor co-branded channel = Support Private Lasel networks = Supgort international markets
= Fix immediate iszues (bugs) = Overhaul SIRDEclent interface = Overhaul surveyipell functionality
me ntS Th €1 ad m @ se Ned as th € base l n®e rf = Improve BzzActivity raport procassas. = Improve Rewards procsssss = Expand Rewards functicnality
« Imarove Reporting and Analysis = Evacute greater adminipermissions control | = Support client involvement (ComDav.
the technoloy and deelopment teams to A e s, | Tcampetie ota)
. . . = Suppert altemnative reporting channels
determine technicakfasibil |ty and SySte m Bracennes ~ Reduce reportanalysis process me | = Continue o refns QA process ~ Continus to refine Q4 orocess
. F h h d = Establish process for ceveloping co- = Revamp BzzRewards Set-up and Ordering | = Develop cient interfacs %or raviewing and
branded stte (projsct plan) Process responding to activity reports
requ”ements Urt ermore ’t e process OCH « Establish automated testing suite = Buid out Publish page ie refiect pending = Develop customer support process
H H » Develop a formal QA, beta testing and status and capturs publish activity
mentation was laterepurposed into an empie ot ol s O
L. « Revies Activity report form
ee training mamal. * Moty poins aceumulaton prssram
support channel and network partners.
O « Add praduct management role - Add dedicated ComDev suppertfor private | = Add Account Executive role with clisnt
+ A enginssring sta¥ labe’ cientis) senvicsiadvertising experience
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