SALES ENABLEMENT

CardzGroup
Sample Kit Strategy

RFID hotel key card sample kits that convert hotel prospects into clients — March 2026
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Executive Summary

CardzGroup holds a unique position in the hotel key card market: 100% Western-owned with ex-Gemalto technical
leadership, manufacturing 50M+ RFID cards annually from Shenzhen, with offices across 5 countries. Yet the biggest
barrier to new hotel client acquisition remains the same challenge every card supplier faces -- procurement teams need
to physically test cards against their specific lock system before committing to a supplier switch. A strategic sample kit
program eliminates this barrier by putting pre-encoded, lock-system-matched RFID cards directly into the hands of
decision-makers.

This sample kit strategy is designed specifically for the RFID hotel key card vertical, where the product is small,
lightweight, and inexpensive to ship -- but where lock system compatibility is the single most critical purchase criterion.
Each kit tier is engineered to match the hotel segment it targets: luxury properties receive DESFire EV3 cards in premium
packaging, while economy kits focus on MIFARE Classic 1K volume pricing. Every kit includes cards pre-encoded for the
recipient's specific lock system (ASSA ABLOY, Dormakaba, Onity, Salto, or MIWA), eliminating the biggest friction point
in the sales cycle.

Based on industry benchmarks for B2B sample programs in hotel supplies, CardzGroup can expect a 20-25% sample-
to-meeting conversion rate (vs. 2-5% for cold email alone) and a projected 8:1 ROl within the first 12 months. The total
annual investment of $18,600 across all four kit tiers is designed to generate $148,800+ in attributed contract revenue,

making this one of the highest-ROI sales enablement investments available to the organization.

WHY PHYSICAL SAMPLES WIN

Hotel procurement teams must test RFID cards against
their installed lock system before approving a supplier.
No PDF, video, or sales pitch substitutes for a card that
opens the door. CardzGroup's sample kits include
cards pre-encoded for the recipient's exact lock
hardware -- the ultimate proof of compatibility.

KIT INVESTMENT

Total annual kit budget: $18,600 across 4 tiers. Luxury
kits at $85/each (50 units/year), Upscale at $48/each
(100 units), Midscale at $22/each (200 units), and
Economy/Trade Show at $8/each (500 units). Product
costs are minimal due to CardzGroup's direct
manufacturing.
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EXPECTED ROI

Projected 8:1 return on sample kit investment. At
$18,600 annual program cost and an average first-
order value of $4,800, CardzGroup needs only 4 new
clients from the program to break even. Target: 31 new
client conversions in Year 1 generating $148,800+ in
revenue.

CONVERSION FUNNEL

Sample kit sent (850/year) - Follow-up call scheduled
(25% = 213) > Technical meeting / lock test (50% =
106) - Proposal submitted (55% = 58) - Contract
signed (53% = 31). Average deal value: $4,800 first
order with $14,400 annual recurring.
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¢, Sample Kit Psychology

Why physical RFID card samples outperform digital catalogs in hotel access control sales

® Tangible Proof of Compatibility

antag

Hotel IT directors can test the card against their ASSA
v ABLQY, Dormakaba, or Salto locks within minutes of

opening the kit

Pre-encoded cards eliminate the biggest objection:

"Will these work with our system?"

Print quality, card feel, and durability are evaluated
firsthand -- not from a spec sheet

o0 Internal Advocacy
—a

older selling in hotels

Physical sample cards get passed from |T director to
« front desk manager to GM -- touching every decision-
maker

Front desk staff test cards operationally before
procurement signs off -- building internal champions

GM sees the CardzGroup branded card on their desk -
- instant awareness without a sales meeting

PREPARED BY INNLEAD.AI

Reciprocity Principle
(:? Behavioral psycholog

Be 1y in B2B

.

Receiving a professionally packaged RFID sample kit
v creates psychological obligation to respond to follow-

up calls
=z Higher response rates: 25% for sample kit recipients
vs. 3-5% for cold email or InMail alone
z Premium packaging with CardzGroup branding signals
product quality before the card is even tested
.~ RFID-Specific Conversion Data

Ho

chmarks

Sample-to-meeting conversion: 20-25% (vs. 2-5% for
v cold email) when cards are pre-encoded for
recipient's lock system

Meeting-to-proposal rate: 50-60% when prospect has
already tested the card operationally

Average first-order size 2.4x higher when decision-
maker has physically handled the product
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O Kit Types by Hotel Tier

Tailored RFID sample kits for each ho

< Luxury / Ultra-Luxury Kit

VP Procurement / GM

1uMagnetic-close presentation box with velvet
insert

Cost per Kit $85

Delivery White-glove shipped

CONTENTS

+ 3x DESFire EV3 cards with custom metallic foil printing
(pre-encoded for recipient's lock system)

2% MIFARE Classic 1K cards with UV spot gloss finish
1% RFID silicone wristband (spa/resort use case)

1% RFID key fob (valet/parking use case)

Lo KK

Executive summary card with ROl data and lock
compatibility matrix

ISO 9001/14001 certification documentation and business
card

<

& Midscale [/ Select-Service Kit

Target Recipient Property Manager /| Owner
P ackaninoCardzGroup-branded cardboard mailer with
card sleeve
Cost per Kit $22
Standard shipping
CONTENTS

+ 3x MIFARE Classic 1K cards (pre-encoded for recipient's
lock system, full-color print)

« 1x MIFARE Ultralight card (economy option for high-
turnover properties)

v 1 T5577 card sample (for legacy 125kHz systems still in
service)

+ Cost savings one-pager: magstripe replacement costs vs.
RFID lifecycle savings

v QR code linking to digital product catalog and volume
pricing calculator
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| market segment

0 Upscale / Full-Service Kit

arget Recipient IT Director / Director of Engineering

Branded rigid box with foam die-cut insert
r Kit $48
Delivery Hand-delivered or shipped

CONTENTS
v 3x MIFARE Classic 1K cards with full-color custom printing
(pre-encoded for ASSA ABLOY or Dormakaba)

+ 2% DESFire EV2 cards for properties considering lock
upgrades

v x Ultralight card sample (budget-tier comparison)

<

1x RFID key fob sample

+ Lock system compatibility data card with chip-to-lock
matching guide

v/ Volume pricing sheet and minimum order quantities

O Economy [ Trade Show Kit

Target Recipient Trade show attendees
Packaging Branded poly bag with header card

FKit $8
Delivery Hand-distributed at events

CONTENTS

v 2% MIFARE Classic 1K sample cards with CardzGroup
branding (generic encoding)

+ T RFID wristband sample (conversation starter for resort
buyers)

+ Product catalog card with QR code linking to full
specification library

+ Follow-up card with regional sales contact information and
sample kit upgrade offer
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< Contents Selection Framework

Choosing the right RFID products for maximum conversion impact

Include

RFID products that convert

Cards pre-encoded for the recipient's exact lock
system -- the single most important conversion factor

Multiple chip types so IT directors can compare
MIFARE Classic, DESFire, and Ultralight side-by-side

Custom-printed samples that demonstrate
CardzGroup's full-color offset and digital print
capabilities

At least one non-card form factor (wristband or fob) to
introduce cross-sell opportunities

Eco-friendly card option (recycled PVC or PETG) to
align with hotel ESG mandates

Packaging & Presentation

The unboxing experience as a brand touchpoint for CardzGroup

0 - I;aging Design

tency and quality signals

wrar

CardzGroup logo and teal brand color on all kit
packaging, matching the guality of the cards inside

Individual card slots with printed labels identifying chip
type and compatible lock systems

Interior lid print; "Manufactured in Shenzhen | 50M+
Cards/Year | IS0 9001/14001 Certified"

Use sustainable packaging materials (recycled
cardboard, soy-based inks, no plastic wrapping)

RED BY INNLEAD.AI BZB HOT

% Elr.:?lude

e that il e et
:ts that dilute kit impact

Generic blank cards with no encoding -- they cannot

v
be tested and add no value

7 Non-hotel products (access badges, parking cards,
transit cards) that confuse the hotel-focused message

- Magstripe cards -- even as comparison items, they
signal that CardzGroup still manufactures legacy tech

i More than 7 items per kit -- decision fatigue reduces
testing probability

T Bulky printed brochures -- use QR codes to link to

digital catalogs instead

o Distribution Channels

How kits reach hotel pros ts

Direct shipping via DHL/FedEx with tracking

3
confirmation (from nearest regional office)

= Hand delivery by regional sales teams during property
visits (Luxury and Upscale kits)

7 Trade show distribution at HITEC, HD Expo, BDNY, ISC
West, and regional hotel conferences

7 Post-webinar leave-behind shipped to attendees who

registered for RFID technology webinars
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= Follow-Up Process

Structured cadence to convert RFID sample kit recipients into CardzGroup clients

Delivery Confirmation Email

Send a personalized email confirming the kit has shipped or been delivered. Specify which chip types are
included and which lock system they are encoded for: "Your kit contains 3 MIFARE Classic 1K cards pre-encoded
for your VingCard Essence system." Attach a digital lock compatibility guide as a complement. Include a 60-
second video showing how to test the card against their lock:

Day 1

Phone Call -- Lock Test Results

Call to confirm receipt and ask: "Have you had a chance to test the cards on your locks?" This is a listening call -
- learn about their current card supplier pain points (compatibility issues, print quality, lead times, pricing). If they
have not tested yet, offer to walk through the encoding specifications over the phone. Record lock system
model, firmware version, and annual card volume in CRM.

Day 3

Technical Deep-Dive Meeting

Schedule a focused meeting (virtual or in-person) to discuss chip type recommendations for their specific lock
system, custom printing options (offset, digital, metallic foil, UV spot gloss), volume pricing tiers, and lead times
from Shenzhen. Bring the full CardzGroup specification matrix showing compatibility across all major lock
manufacturers.

Week 2

Proposal / Quote Submission

If qualified, submit a tailored proposal with volume pricing (MOQ 500 cards), DHL shipping costs to their
property, custom artwork setup fees, and delivery timeline (typically 15-20 business days from art approval).
Reference the specific cards they tested from the sample kit. Include a pilot program option: 1,000-card trial
order at full volume pricing to reduce commitment risk.

Week 4

Re-engagement (if ho response)

Send a value-add touchpoint -- share a relevant case study from a similar property type or a new product
announcement (e.g., "We just launched recycled PVC cards compatible with your Dormakaba system"). Offer to
send an updated sample kit with the latest card finishes. Avoid being overtly salesy -- position as a helpful RFID
resource.

Week 8

Long-Term Nurture Entry

Add to the quarterly "RFID Insider" newsletter and ongoing nurture sequence. Continue providing value through
hotel access control industry insights and new product launches. Many hotel procurement cycles are 6-12
months, especially for multi-property hotel groups that standardize card suppliers across their portfolio. Patience
converts.

Week 12

D BY INNLEAD.AI B2B HOTEL SUPPLY INTELLIGENCE
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¢ Cost Analysis & ROI

eturn or ardzGroup’'s RFID sample k program

PRODUCT TOTAL /

KIT TIER S PACKAGING SHIPPING e ANNUAL VOLUME
Luxury $28 $22 $35 $85 50 kits
Upscale $16 $12 $20 $48 100 kits
Midscale $8 $6 $8 $22 200 kits
Economy [/ Trade
it $4 $2 $2 $8 500 kits

Show

$18.6K 8:1 $600

Annual Kit Budget Projected ROI Cost per Acquisition

ROI CALCULATION

Annual kit spend: $18,600 (850 kits across 4 tiers). Projected conversions: 31 new hotel clients. Average first-order value:
$4,800 (5,000 MIFARE Classic 1K cards at $0.96/card). Annual recurring revenue per client: $14,400 (3 reorders/year). Year 1
attributed revenue: $148,800 (first orders) + $148,800 (reorders from Q2-Q4 conversions) = $297,600 total pipeline. ROl =
($148,800 - $18,600) / $18,600 = 8:1 on first orders alone. CardzGroup's direct manufacturing margin (65-72% on RFID
cards) means each converted client contributes $3,120-$3,456 in gross profit on the first order, recovering the cost of 37-41
Economy kits or 2.5 Luxury kits.

INNLEAD.AI
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.» Tracking & Analytics
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Measuring CardzGroup's sample kit program performance and optimizing conversion

70

Kits Sent /| Month

Target volume of B50 sample Kits
distributed annua cross all tiers

h)

53%

Proposal-to-Close Rate

Percenta of proposals that convert

to signed purchase orders (high due to
pre-testing)

Digital Complement

QR codes and digital tracking

I

Unique QR code per kit linking to a personalized

B
landing page with the recipient's lock system specs

= Digital catalog with full RFID product specifications,
chip datasheets, and encoding documentation

7 Video demos: card encoding process, lock
compatibility testing, custom printing showcase

> Landing page with instant RFQ form pre-populated

with recipient's property details

PREPARED BY INNLEAD.AI

25%

Sample-to-Meeting Rate

BZB

8 wks

Avg. Sales Cycle

Average time from kit delivery to first
purchase order (shorter than cold
outreach at 14 weeks)

0

HOTEL §

50%

Meeting-to-Proposal Rate

Percentage of technical meetings that
progress to formal proposal or volume
pricing quote

$175

Revenue per Kit Sent

rder revenue generatec

sent ($148,800 /

Inventory Management

Production and replenishment

Maintain 6-week supply of each kit tier at Hong Kong
and Dubai regional offices

Reorder trigger at 25% remaining inventory with 3-
week lead time from Shenzhen factory

Quarterly review of kit contents: update chip types as
lock manufacturers release new firmware

Batch production surge for HITEC (June), HD Expo
(April), and ISC West (March) trade shows

UPPLY INTELLIGENCE
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® Implementation Timeline

12-week launch plan for the CardzGroup RFID sample kit program

Product Selection & Encoding Strategy
Select hero RFID products for each kit tier. Define encoding profiles for the 5 major lock systems (ASSA
ABLOY, Dormakaba, Onity, Salto, MIWA). Brief packaging designer on CardzGroup brand guidelines and

unboxing experience. Finalize collateral content: lock compatibility data cards, ROl one-pagers, QR code
landing pages.

Week 1-2

Packaging Production & Card Manufacturing

Week 3-4 Produce packaging prototypes for all 4 kit tiers. Run initial card production at Shenzhen facility: 500 MIFARE
Classic 1K, 200 DESFire EV2/EV3, 100 Ultralight, 50 T5577, 100 wristbands, 50 fobs. Print all collateral
materials. Set up unique QR code tracking system linked to CRM for each kit serial number.

Assembly & CRM Setup

Assembile kits at Hong Kong office (primary) and ship buffer stock to Dubai, London, and New York offices.
Configure CRM (HubSpot/Salesforce) with sample kit tracking fields, follow-up cadence automation, lock
system tags, and conversion pipeline stages. Train regional sales teams on the 6-step follow-up protocol and
encoding technical talking points.

Week 5-6

Pilot Launch

Send initial batch of 30 kits to high-priority prospects across APAC (10), MENA (8), EMEA (7), and Americas
(5). Prioritize hotels with known lock system data and active procurement cycles. Execute the follow-up
cadence. Collect feedback on packaging quality, card encoding accuracy, and delivery experience. lterate Kit
contents based on regional feedback.

Week 7-8

Optimization

Analyze pilot results: delivery success rate, follow-up call answer rates, lock test completion rates, meeting
conversion by lock system type and hotel tier. Identify which chip type [ lock system combination generates
highest conversion. Adjust kit contents, packaging, or follow-up cadence based on data. Scale Shenzhen
production order for full program launch.

Week 2-10

Full Program Launch

Activate ongoing sample kit program at target volume of 70 kits/month. Set up monthly reporting dashboard
tracking kits sent, meetings booked, proposals submitted, and contracts signed by region and kit tier. Align
with trade show calendar: surge production for HITEC (June), HD Expo (April), ISC West (March). Establish
quarterly kit content refresh cycle to incorporate new chip types and lock system firmware updates.

Week 11-12

SUCCESS CRITERIA

The CardzGroup RFID sample kit program will be considered successful when achieving: (1) a sustained sample-to-meeting
conversion rate above 20%, (2) a positive ROI within 6 months of full launch, (3) at least 15 new hotel client contracts directly
attributed to the program within the first 6 months, and (4) a measurable reduction in average sales cycle length from 14
weeks (cold outreach baseline) to 8 weeks or less for sample kit recipients.

BY INNLEAD.Al — B2B HOTEL SUPPLY



