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1 Scope

TheFreedom2AcSales Portfolio Manageméhtsystemis web-basedool used fooptimizinga
portfolio of salesopportunites account managerproduct lines, regions, target groufesritories,etc.
Furthermore,lte tool helg with salesplanningandcreatingprogressn the salepipelineas well as a
vehicle for a strategieview of an existing customer base.

The systenielps to systematicallyqualify the bessalesopportunities customers, and portfolio
segmentsThegraphics and reports geneict®y the systenenablean easyicking of the bet, to quicky
identify theless attractiveandto prepae in detailhow tobestaddres&achqualified salesopportunity
and customer

The systenincludesoverviews of the sales pipelinend how each sales opportunityportfolio segment
progresses.

Data can be exported to MS Exd8faphial chars arepresented ithe browser or downloaded to MS
PowerPoint 2003A summary report can be generated in MS Word.

We suggesyou to readChaptes 3-9 beforestarting to use the tabol
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3 Useful Terms

Account: A Freedom2Act account includes a foltiested on a weberver. The folder contairme or
moreprojects dedicated theaccount.
An account may have multiplesers. Only users associated with the account have access gethe
projects. The owner of the account may restrict users so they havesaca specifiproject.

Account Manager: Optional field associated withsales opportunity.
Foruserswith the rolesales_rep thesystem automaticallgssigns new sales opportunities for the
user with his/hermitials. Furthermoreuserswith the rolesales_rep can only see and work with
their own sales opportunities.

Application: Freedom2Act includes the following applications:
- Sales Portfolio Management
- Commercial Analysis (Chapter 2) =
- Risk Management (Chapter 2) ] Pro:IUCt Lm:s 2
- Stakeholder Analysis (Chapter 3)
- Strategy Review (Chapter 2)

Business Area: MandatoryPortfolio of user definegbortfolio
segments.
A business area &groupof product lines andtarget
groups. Eachis targetech homogeneous group of
customersvho havedentical need anilentical
cust oUreirPwse B uy janddor whizh tmerosipfofproduct linessolvesajob to
performed by theustomer.

Business Unit: Optionalportfolio of user defined segments.g. regional branch offices external
partners
Eachsales opportunity may be associated witineBusiness Unit segment
The systembs term for Business Unit can be r

Chart: Graphical representation of sales opportunaied portfolio segmeda
There are two types of charts: bubble diagrams and stacked columns.

Customer: Name of alientor prospect.
There may be one or mosales opportunities to a customer each identified by a unique Case
identification. Furthermore, @ustomemaybelorg to onetarget group.

Filter: Sales opportunities, which are shown on tteereerandpresented in graphics and reports are
filtered based upon whigbortfolio segments the user has seledtdhe filter.

Own Segmentation: Optionalportfolio of user defined segments.
Eachsales opportunity mayoptionallybe associated with orsegmenfrom this portfolio group
This group lacks a predefined title so it has to be nasapdrately

Portfolio Segmentation: The system can Customer, Account Manager,
handlea segmentation of sales Customer, ST/ count Manager,
opportunities irthe following Sroup
portfolio groups: [account manager],

business area, [business units], Sales Opportunity Case; Business Area

customers, [opportunity types], S iy E=:
. Sales Opportunity Case; Business Unit

[own segmentation], [product —

lines], [regions], [sales groups], and

Business Area,

. ‘ BA,

Target Groups

D | Business Area, BA,

Customer, Account Manager;

. . i Own S tation T
[target groups]. Portfoliogroups in SR S Lo es e ol b
. . R 2
brackets are optional and will not be Sl . . ... Region
shown if they do not hold any

segments.
All narmesof segmentsire defined bysers with roleadmin.

Product Line: Optiond portfolio of user defined segments.
If this portfolio group hold one or mere segaents, then eacéales opportunity must be assigned

Useful Terms 2
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to one or morgroductlines. This takes place by enteritige value of each of the product lines,
which make up the Total Contract Value
The systembs term f or tohatahavitheavh terininofogy. can be r en

Project: A projectis an entity of dataonsising of data for one or morbusiness areas. There may be
one or more projects in an accoantd theyare independent of each other.

Rating: Ratings ofSales opportunities are based upotugomizable multiplechoicequestiors:
Do we want to wif?
- What's thecustomer's behavi@r
- What's thestrategic mech?
- What's thebusiness potential
Can we wir?

Region: Optionalportfolio of user defined segments.
Eachsales opportunity mayoptionallybe associated witbneregion segment

Sales Group: Optionalportfolio of account managers.
The system automatic assigiedes opportunities to sales groups the user has the role
sales_group or sales_rep. Users with the roleales_group canonly see and work with sales
opportunities, which belong to their sales group.

Sales Opportunity: A sales opportunitis defined by
- aunique combination afustomer namand client case
Each sales opportunity must be associatitat
- Onebusiness areas;
- One or moreproduct lines, provided this portfolio group is defid.

This is done ¥ slitting up the Total Contract Value awvalueper product line
Furthermore, each Sales Opportumitgty be assigned t@any combination of the otheortfolio
segmentsaccount manager, business unit, own segmentation, region, sales group, and
target group. However, this is hot mandatory.

If there is more than one sales opportunity to @rstomer it is recommended to tag@ase
identifierto the custmer nameén form of ashort description to the sales opportunity.
A comment can be taggedah of thequalificationquestion

Sales Process: The systenusesa built-in sales processonsisting okix stages.

The default US titles are showm
the figureto the right. Lead  Qualiying Frsmestngs  oPag  Cusomer WWM

The terms for the sales pipeline
stagescan be renamet match
with your own terminology
When asales opportunity is no longer active, itan beclosed as either won, stopped (seller
decided, e.g. nobid) or lost (customerided).You can define your own set of reasons for closing
sales opportunities, which can be useful for analysis of lost sales.

Target Group: Optionalportfolio of userdefinedsegmentse.g.Distributor, Fashion, Health Care,
Industly, Public Sector.
Eachsales opportunity mayoptionallybe associated withnetargetgroup segment.

Sales Opportunity Overview: Mostly sales opportunities listed/shownCustomer View by customer
nameand case identificationslowever, if acustomer has been selectéd the filter, sales
opportunities are listedshown inBusiness Area View by ther business area identification
(examples refer Chapt8j.

User: Theaccount owneallocatesvhether auseris granted access to altojects of theaccount ortoa
specific project. Furthermorethe account owner may restrict thights to some of the functiory
assigning aole to the user, e.gales_mngr, sales_group, sales_rep.

Users with the roleales_rep can only see and work with their own sales opportunities.
Users with the roleales_group can see and work with sales opportunities, whiate been
taggedo their sales group.

Stopped/Lost

Useful Terms 3
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4 Example of Using the Tool

Preparation (administrator/facilitator/marketing/)

Startanewproject byanswering a few questioadout thecompany(Chapter 10)Furthermore, you have
to specifywhen a contract is largayerageand small, periods for closing contracadthe valueyou
want to assign teach phase in the sales pipeline.

A project consists of one or more business aMag . cannotenter sales opportunities before at least one
business are@Chapter 11jas been define®f.ou should be careful when defining a businessaasthe
ddfinitions of its productstarget group, market negghdthe size ofthe market ae used to adaphe
syst emds s alquestionsathelnmiafticca ttihererminologya ny 6 s

You may gain additional insight in your  pg ttolio Segments

sales opportunities / customer base by sales Group iness Area rown | [ Teroet Group-y
segmentation. The system allows a portfol [ Opporturity Type - (”'mfe”'”“"’”ka”t”"g — [ Product ne
segmentation based upbusiness units [ o |

(organization), opportunity types, product [Reoen |

lines, regions (geographygales groupsnd Close

target groupgChapter 18)However, you
only need talefine portfolio groupshatare relevant to yousrganization.

The systenwill automaically allocatesales opportunities tgales groupbased upomwho has been
assigned as responsible for theesabpportunity

Kick-off (facilitator/marketing and Sales)
Facilitated vorkshop with participation ofsales manager amatcount managers

Start off by selectingvhich questions are relevant to your organization (Chal8er~oursales aspest
areto beanalyzed: Customddehavior, StrategiMatch, Busines®pportunity and Ability toWin. A
pool ofbuilt-in multiple-choicesales qualificatin questions are used to rate the feales aspest It is
recommendethat youdeselect B questions in eactales aspedh order to obtain a better fit with your
organization. You can either do this before the atfk together with the participantsr after you have
gained familiarity with the question having entered the first sales opportunities in the.system

You may use a kiclkff meeting to achieveonsensuamongst those providing input to the system
regardinghhe interpretation of thguestions.

Data Capture (account manager)

Enterthe sales opportunities you want to analyze (Chapter 12).

For each sales opportunity, enter the customer name and answer the multiple choice gosstidns
Exaggerating answers results in a baliferentiationamongst sales opportunities

It is highly recommended topen theCommentpop-up window foranyquestion, where additional
information is appropriate.

Evaluate the Answers (facilitator/marketing/sales manager)

Ratingsfor each of thdour sales aspestarederivedas the average of tmatingsof the responses. They
rangefrom 0to 25, with 0 beinghe leastttractiveand 25 being the moattractive TheTotal Scords
derived as the weighted sum of tla¢ingsof the foursales aspestThe Total Scords betweerD and100
and is a measure of the overall attractiveness of the sales oppofypitally, attractive sales
opportunitiegange from @ to 90.

A color code of greeryellow and red is used to designate attractive, questionadle@nattractive
ratings

2TIP: If you are using a PC projector then you can use F11 to switch between browser in full screen and
the normal window.

Example of Using the Tool 4
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The weightingof thesales aspestised forderiving theTotal Scoreand the border between the zones are
specified during staip, but can be changed at any point in time.

Before going to the qualification phase youmaywamt t ake a | ook at tFwe MfAqua
eachquestionthe system determinéise center of gravity and spreafdthe answer¢Chapterl9). You

may use this to exclude some of the answers from the qualification process (Note, eventuat@answers
excludedqualificationquestiongemainhidden to the user arade excluded from the calculatioh

ratings.

Sales Qualification, Pipeline Management and Forecasting

TheSales Opportunity Overview window (Chapterb) presents #isting of saleopportunities The sales
opportunitiesshownare determined by the Portfolio segments included in the filter (refer Chapter 15).
The datashown includes an identification of the sales opportunity, e.g. customer name amdtirasef
theeach of thdour salesaspecs, Total Scorda measure of attractivengsand Total Contract Value.

Results can be presented graphicalighars (Chapterl7 and 2) in browsersEach salespportunity is
being represented by a circlEheareacorrespondto the size of theantractwhile the color of the circle
corresponds tthe responsible account manager

Several reports are available (Chapter 16 and 21)
Datacan be extracted to a MS Excel spreadsf@eapter 17)

Micro-Level Planning (account manager)

Set a check mark in the right columeaded by . 2 of Business Area Overviear Customer Overview
window for those sales opportunities, for which you want to have a detailedappertded to the sales
report Thedetailedreport includegjuestion, seleetl answer anchting

You can use this as input to the detailed sales plan for the selected sales opportunities.

Example of Using the Tool 5
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5 Sales Opportunity Overview

TheSales Opportunity Overviewi s t he user 6s fAdesk topo.
It has twoways of showing sales opportunities
9 Customer View lists sales opportunities identified by their customer name and custaseer

1 Business Area View is used only when a specific customer has been selected. It lists sales
opportunities identified by their associated businessadaustometase

Fieldsin the table headenarked with ar=. icon can be used for sorting data in decredsiogasing
order by clicking on the icon

A #(to the left of the name of a sales opportunity designates that all questions for that object have been

answeredThe background color of tt J column designates when the data for the sales opportunity

was last updated designates-B months|  3-6 months. 6-12 months, anl more than 12 months
old data.

Customer View:

Project  Company [EENLGAIEIERELED AT Help  Logout
v -
Customize Manage Sales Chartsand MSXLS Reports  Sales Pipeline and Forecasting
- - - - - -
Customer Overview Freight services in the Nordic region
Customer / Prospect Case Who Customer Behavior Strategic Fit Potential Ability to Win Attractiveness MEUR [MEUR] %)

# - - - - - - b - - - -

1 O yolient 201 38 FR 18 20 21 22 81 5 4,2

2 O olient #06 1 FR 20 18 21 20 80 15 36 [V

3 O nan 6 WHI 18 18 21 20 78 4,7 3,6

2 O ylient #19 41 FR 20 23 12 22 72 2,9 2,3

5 O yclient 204 7 WHI 20 12 16 20 67 1,8 0,5

& @ yolient 213 5 WHI 14 19 16 15 65 11 2,2

TIP: Click on the name of a customer to get the Bedesqualification question.

NOTE: The upper right text shows tRertfolio Segments LE[
of the filter. [account managsy; [| salesgroups], [\
bUSIneSS a_rea]l ¢USt9memam_$]’ [lOWﬂ . zales management + Product Line £1
segmentatiorjs[| business urd, [|product linek Businese rotal
[[regiorg], [[target group], and [|stages] Potential  Ability to Win Score  MDKK *)

An * designatethatall sales opportunities are
shown

Business Area View:
Project  Company Help

Customize View Sales Charts and MS XLS Reports Sales Pipeline
- - - - - -

Business Area Overview A Customer
Customer Business Ability to Total
Busine&s Area Case tho Behavviur Stratevgic Fit Pntegtial Wln Scare MEvUR *v)
@ bistributors of automation soft 2% FR 24 25 21 22 90 20
(E] mw 1 WHI 18 16 21 21 78 1l v
@ eortfolio management 1z FR 17 18 18 20 73 4
@ rreight services in the Nordic 3 WHI 15 15 13 23 64 10
@ oistributors of automation soft 2 FR 11 14 15 24 63 &
@ _ portfolio management x FR 22 17 3,75

TIP: Click on the name of a business area to get the first sales qualification question.

Sales Opportunity Overview 6
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6 The Menus

Project ompal Portfolio Management
v -

Top menu:
Click ™™™ t 0 act i v atStatus Infemagonvingow. c t

Click to activate th&ales Portfolio Managemer
submenu.

Click " in upper right corner to download the latest version of tr
Freedom2AcGales Portfolio Managemedser Guide

Project Project pull-down menu:

New Project... This menu ontrols access to projectelection ofanguage, and

Open... . .

oo updating password and user profile.

petete Click Fraieet to activate thep r o j Statusirdosmationwindow.
nguage...

Change Password...

Update User Profile...

Logout

Froject Portfolie Hanagement Company pull-down menu and submenu:

+ General Data Business Area
=

Click ceneral pata  to Open the first of a series ofultiple-choice
guestions on the company.
Click Business Area to gainaccess tonanagement dfusiness areas.

RS Portilio Hanagement Portfolio Management submenu.

Customize Manage Sales Charts and MS XLS Reports . . .
. . Click to activate theSales Portfolio Managemer

submenu, and topenthe Overviewwindow. Thebutton is only shown
when all general company data have been entered AND an at least
business area has been defined.

Sales qualification question submenu.
The highlighted submenu button is thetivesalesaspecti.e. the one
presently being investigated. The sysgmesautomatically frononeto
the next when all questions fasalesaspechave been answered
Click a submenu button to jump to the first questibone of thesales
aspectsif you want to e.g. modify previolysentered answer
For multiplechoicequestiong/ou haveone or more othe following
icons:
- © helptextis available for the question
- ® to add a comment
- @ enablechandng text withoutdeletingdependent

guestions.

The activeaspectsubjectis highlighted withwhite characters caheavyblue llll background.

A checkmark«* in the leftsideof a button or a customer designates that all questions have been an:
for the subject

Holding the mouse over a button/icon will dispghorthelp textin English
You can change language of menus and que&tianswers (refer Sectidh3).
You can gnd us @roblem Notificatiorwith your questions andommentdo any of the multiplehoice

questionsoy clicking the @ icon at the bottorof theform for each questiarThe system automatically
includes in the notification the project, question, gta are currently working with.

The Menus 7
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7 The Test Environment

Users can sign in to test the system as gu@stsstannotcreatenew nor delete projects, business areas
and customers. Otherwise they can use most of the functions of Freedom2Act applications. Deactivated
functions have buttons with gray characters.

Login to theFreedom2Actest environmeniby activating o Freedom2Act
http //WWWfreedOmZaCtCom Target the most vali mer segments

. Home Applications Download Services (DK) Purchase About Us Suppor
in your browser. .

uable custo)

Click Login to test environment in the Support pU”-dOWI’l
menu

Enter your email addresén thelogin menu Login to the Freedom2Act test environment

Your e-mail Il
address:

You will be requested to fill in additional detallefore you
are granted acce#fsyou are anewcomer |

Login | | Update my profile

Open a project from th *2=< pyll-down menu.

Guests have accessamumber of s o [— —
predefined projects 10_Projéct e
10_Project2 and 10_Projecthée — e . N e =

projects are shared with all other gues - 2«==
The first windowopeneds the Status
Window.

Select the application by clicking the radio button mari®&ales Portfolio Managemerat the bottom of
the Status Wihdow if it has not been chosen already and then Sletéct.

Click in the top menu to open tisales Opportunity Overview window.

Y ou control the Freedom2A&ales PortfolidManagementrom theSales Opportunity Overview
window.

Click on a customer name to open finst of the series ofjuestiors for thatsales opportuity. You can
changeananswer and the system will automatically recalculateatiegs for the sales opportunitywhen
all questions have been answei@dP: Click jump'rate if you want to go to the next unanswered
guestion).

SEUEEEG
H

The demo includes segments in all Portfolio Segments
portfolio groups ashownto the right = Seaasgee bosmen a8 =08 | o .
Furthermore, is hdéve sales repas Team #3 Corfole menasement Aot sotuare | | Concimer
follows: FR and NN from salegam#1, e ¥ TYPeT | B0 21 Product Line #2 A
NS from #2, COG from #3 and WHI Renewal B 54 e
from #4. Region Technology
East

. orth

You can generatgraphics andeports South

West

entries in theCharts ad MS Exceland
Reportpull-downmenug(please refer
Chapterl9and16 on how to do this
The questions posted are customized from the definition of the busined3atka.following to get a
feeling for how business areas are defined:

Close

a.)Move themouse ove <°™MPany _pyttonin the top menudown to theBusiness Arein the
pull-downmeny and click onEditb u si nes s ar d@nghedidefmenni t i ons ¢

b.) Stepthrougheach of thalefinitionsby clicking [wexT ]

The Test Environment 8
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8 Login

Oneway to activate Freedom2Act is to open
http://www.freedom2act.coin your browser

Home  Applications

Click Leain j n t h e huppereightt g e 0 ¢
This opens the login merin a new window on a
secure connection between the browser the

server

TIP The url of the login is
https://wwwfreedom2actom/online/login.asp

Enteryour UserName and passwoid the login
window.

Activate thecheckbox¥' if you want toreactivate
the last projecyou worked with

The systenopens inyour selecteddefaultlanguagé

Once you have activated a projeouycan select

another language hpficking ' terouase. [ [SPTe8. in the

Prejekt. pull- down menu

Click theradio buttor ® in the popup menufor the
language you want to continue wisimd then click
[enavee

N‘

NOTE: You canonly selectamongst the languages
available inthe current projeciThe popup
window maythereforedeviate from the one
shown.

N Freedom2Act

M. Freedom2Act

Target the most valuable customer segments

Download  Services Purchase  AboutUs  Support

JG* Freedom2Act

Login to the Freedom2Act System

User Narme; |

Password: I

Do you want to re-activate the last active project? -

LOGIN
.

Project

-

New Project

Open

Save As

Delete

Select Application

Language

@ httpy/fwww.freedomZact.. e N |

\'g http://www.freedom2act.com/online/y Vl

Change language

" Dansk

CANCEL ||_CHANGE

& Intemnet | Protected Mod  #,100%

% Your default language is stored in your user profile.

You can changdata in your owrprofile by clickingUp d at e

Login

U s e rin tieProjecit puledéwn menu


http://www.freedom2act.com/
https://www.freedom2act.com/online/login.asp
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9 Activate Sales Portfolio Management

P Select Application ... ; Projekt Project
CIICk S In ..[he - pu"_ down New Project ...
menuto open the status window. Open .
Select the applicatioBales Portfolio Managemeby e
clicking the associated radmuttor'®' . :'wmw“caﬁm
nguage ...
NOTE: If the I S buttonis not o< I
present in th@op Menu this is either because =~~~ 7T

Status Information

Sales Portfolidvianagemenis not the active
application or becaus® business areas have
been defineget

Click IR in theTop Menu to

activate theCustomer Overview or Segmentation
Overview window.

FIRST TIME
If this is the first timeSales Portfolio Managemeist
being used for a project, the system will automatical
request entry of parameters used for adapting the

COMPANY INC

MEUR @
MEUR ®

+.x and below which is a contract small? e[ ®
project to the specific company situation. cllred] Bl bty it s o s st [ &
to enter data. e

+. and long lead-time is when the period exceeds? ’7 ®
The values entered are commorsébes opportunities = emeree e e

and can always be modifiat alaterpoint in time e " |[——18

(refer Chaptel.8).

NOTE: Starte.g.with the values85and D as the
border betweetheunattractive (red),
questionable (yellow), and attractive (green)
zones. You can always change these values la

No salesopportunities entered

|

L e @l Portfolio Managemen Help
Cuswvmlz= Visw Sales Charts agd MS XLS REvar\s Sales ljvellne
Customer Overview Portfolio management
Ability to Total
win Scor

Business
Business Area Case Who Behavior Strategic Fit Potential e MEUR %)

€ and af tsalesopporturities have :
beenentered

sensE G

Activate Sales Portfolio Management 10
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10 Project Management

Start a New Project

Click Newereseet.. i the P22t pyll-down menu.
Enter the name of the new project in the popup window.

TheCompany submenud General Data _hytton appears
automatically on top of the fir&eneral Data multiple-
choice form.

You must enter the name of the company/project and
project identification. The remaining fields are optional fi
this particular form.

Click to enter the data and op#re next question.

TheStatus Information window appears when all
questions for th€ompany Datdave been answered.
A new button appears in thep menu when you have
responded to all theeneral Data questions.

Select your application from the Statimformation
window.

The next step is toreatea new business ar¢aefer Chapter
11).

NOTE: The+* in abuttondesignates that all questions of
the subject have been answered.

Open an Existing Project

Click Open-. in the Pkt pyll-down menu.
Click on the project you want to work with in tpen a

Project popup window andlick .

The system opens the project with the application and
business area that was last used for the project.

NOTE: Thetime stamp to the left of the name @project
shows the last time the project was opened.

Project Management

N Freedom2Act

New Project... - New Database - Freed [l e}
Open... New Project
Save As...
Delete... Marne of the projact
Language I
status cancec[[od]
Projest
[ Generai 0ata]
General Data
e analyzed (Mandatory) —— ecoe
®
|
| I
(2 NC)
Stato or Country: [ — 1)
Telphons Ha: [ —r 1)
oble No.: — ea
Fax Na ®
E-mail Address: a®
| [prwvio] Wk
7

+ General Data  Business Area
~

Status Information
SELECT YOUR APFLICATION
@ sales Portfolio Management
Competitiveness Analysis
Risk Management
Stakeholder Analysis
':‘Stratagy Review

Select
http://tm5720g
Account: 50
User Mame: finn
Application: Sales Portfolio Management with Fipeline Mngt
Project Identification: 50_projectl
Project Database: 50_projectl.mdb
Business Area:
Customer/Prospect:
Account Manager: =
Language: English
Version: +50
/B Open a Project - Freedom: =10 x|
Project
-
New Project... (200502171 10 Broject?
[2009-02-17] 10_Projectd
Open...
Save As...
Delete...
Language Gancel
Status

11
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11 Business Area Management

Create a New Business Area

Click Manage Portfolio Segmentation the Customize

pull-downmenu to create new, edit and deletsiness
areas

Click theNew andBusiness Area radio buttons of the pog
window as illustrated.

ALTERNATIVE: click in the >

side menuo open theAdd a
New Business Area popup window.

Enter a unique name fémenew business area

The system will verify that the name has not been defint
already.

Define the new business area with respect to

- Target groups and product groups;
-Customer s nee-dserand ul ti
- Driving force;

- Size ofthebusiness area atitd market.

Click to enter the data.

The system opens tl&alesOppotunity Overviewwindow
when all the required data have been entered.

NOTE: Be careful with the formulation of your answers ti
these questiorntheyareusedtoi pa st the i
guestions and answeamrdevant to sales opportunitie

Select a Business Area

Click in the pull-down
menuto open theSelect a Business Area popup window.

ALTERNATIVE: Click in the

> side menuo
open theSelect a Business Area popup window.

Business Area Management
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