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1986
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2014

A Family Business



Soft Global Group

Soft Global Group International is the 
holding company of a group of 

specialized marketing services firms 
with over 30 years in the market.



Soft Global Group

SoftCine produces TV Ads, corporate communication, 
events, broadcasting and much more related to video 
productions.

SoftMarketing operates in Brazil and Paraguay 
inbound and outbound contact center in native 
Spanish and Portuguese.

1993

Operate full ad-hoc studies in USA and LATAM, and 
provides data collection (CATI or fieldwork) for Research 
Institutes.

1995

Strategic solutions for Branding, Corporate Events, 
Digital Marketing, Trade Marketing, Promotional 
Platforms and Proprietary Events.

2014



Why do we do this?



“Our business environment needs 

that the small and medium-sized 

(Brazilian) companies can survive 

and succeed.”



Why aren’t small and 
medium companies 

taking the Sales leap?



Why aren’t small and medium companies taking 
the Sales leap?

- Focus on Operational and Bureaucratic aspects of the business.

- Define marketing strategies based on common sense and trial & 
error.

- Don’t know their market.  Haven’t done a Market Research.

- Spend little time analyzing and planning but a lot of time 
“learning by doing”.

- Don’t have a clear direction.  “All-over-the-place” behavior.

- Think that Measuring, Assessing and Feedback aren’t important.



The Foundations of a Good Sales Strategy

MARKET 
RESEARCH

BRAND AND PRODUCT 
FOUNDATION



1. Developing a 
Strategic Sales 
Mindset.



Sales Cure All.
Know how your company will 

make money and how you 
will actually make sales.

Mark Cuban



Don’t just think.  

WRITE a Sales Plan



Analyze Define 
Goals

Build 
the Plan Execute Evaluate

Discipline, focus and agility.

Honesty, flexibility, pursuit of excellence.



Understanding your 
business’ value chain to 
create a winning 
customer segmentation 
model.



Contact Center Industry Overview

$300 Billion
Global Call Center Revenue 

per Year
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Top Contact Center Vendors



US Contact Center Industry Value Chain

Local Call 
Center Brokers 

(BPOs)

Final Client 
Service 

Provider

Final Client 
Service 

Provider’s BPO

Final Client

Other Call 
Center



Building a 
substantial B2B 
value proposition.



Value Proposition

Only small-medium Portuguese & Spanish Contact 
Center based in the U.S. for better customer service.

Service provided through Brazil, Colombia, Chile and 
Paraguay which allows us to offer competitive prices with 
high quality.

Our on-site computer engineers develop our platforms 
to be open-source based (Linux) for flexibility and 
customization with no licenses costs.

World-class technology compared to the best contact 
centers in the world.  Also, redundant sources of 
electricity, telephony and data.



Designing consistent core 
selling messages to support 
sales forces leverage on your 
company’s strategic 
advantages.



TEAM Work



Establishing the intelligence 
and discipline of a successful 
Sales Process.



Our Sales Process



Team Reactions



Thank you!
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