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Customer Referral Program

And i-t‘s -th a-t easy: « Do you know any companies in your field that could

benefit from our solutions? Convince them of the

. . . . S advantages xSuite software delivers.
Your choice of innovative xSuite solutions inspires others — &

and your experience is valuable for companies that are in

«  Fillin the referral form on our website and choose a
need of new tools.

reward:
https://news.xsuite.com/en/customers-recruit-
customers

Capitalize on your experience and join in: Refer us to
other companies!

«  We will then contact the interested party you have
referred.

Choose your reward*:

+ One consultant day (virtual or on site)**

« Product training for one person at our ACADEMY as an
online or classroom session (Location: Ahrensburg/Ger

many, Dortmund/Germany, on request)
» xSuite software

*You can redeem an equivalent value of EUR 1,380.00 net
** plus travel and other expenses

XSsuite

xsuite.com It's simple. It’s digital.



Rules of the Referral Program

+ Only one reward will be granted per referred company
or person.

«  The new target prospect must not have had any
business relationship with xSuite prior to the referral.

+ Submit the web form that you have completed in full

The target prospect named by you will purchase at least
one of the following solutions within the next 12 months
after receiving your recommendation (web form):

+ xSuite Invoice — “Essentials” basic package

+  xSuite Invoice — “Premium” basic package

+ xSuite Procurement — “Essentials” basic package
+  xSuite Procurement — “Premium” basic package
+  xSuite Orders

+ xSuite Archive

Capitalize on your expertise by turning it into added value
for your company.

We are looking forward to your referral!

If you have any questions, please get in touch with your
contact at xSuite!

Central e-mail inbox: sales@xsuite.com
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