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1 Scope

TheFreedom2AcSalesPortfolio Managemetit systemis salestool used fooptimizinga portfolio of
salesopportunites, salesplanning andcreatingprogressn the salepipeline

The systentelps to systematicallyqualify the bessalesopportunities Furthermore, it is useftibr
perfornming areview of an existing customer ba3é&egraphics and reports generatadthe system
enablean easyickingthe bet salesopportunitiesand customers quick identification ofless attractive
sales opportunitieand customer@ndpreparingn detailhow tobestaddres&achqualifiedsales
opportunity Furthermore, the systeimcludesoverviews of the sales pipelirend how each sales
opportunity progresses.

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

We suggesiou to readChaptes 3-9 (skip Chapte? if you arenota guestbefore starting to use the tool.
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3 Useful Terms

Account: A Freedom2Act account includes adier hosted on a wekerver. The folder contairtise
projects of the account. Onlysers associated with the account have access tprijects.
Eachproject is stored in a database. Entered values are updated immediately after acceptance of
the information. An account may have multipkers. Theusershave acces® all the projects of
the accountA user is eithesales_mngr, sales_rep or guest as defined ¥ the account owner.

Application: Freedom2Act includes the following applications:
- Sales Portfolio Management
- Competitiveness Analysis (Chapter 2)
- Risk Management (Chapter 2)
- Stakeholder Analysis (Chapter 3)
- Strategy Review (Chapter 2)

Business Area: A business area &group ofProduct Lines Product Lines
andTarget Groups. It is targetedf a homogeneous group T | 2 3 4

of customers with identical need and Unique Buying @l 4

P o i n,ans 6r which theroup ofproduct linesolves § 5 Business Area ,

the job to be performed by tloastomer. o BA,
Customer: A customer is a name ofcastomeior a fg’a ¢ ‘

prospect/sales lead. Customer belongs toneTarget | D | Business Area, BA,

Group.
Businesss Unit: Optional parameter tagged to a Sales Opportunity. Usadear
Product Line: parameter tagged to a Sales Opportunity. Usettitay.

Project: A project consists of common data and data for one or engess areas.
The common data includes general information about the company and key financial figures.

Region: Optional parameteiagged to a Sales Opportunity. Used\faw.

Sales Opportunity: A sales opportunity must have a customer name and be associated with one of the
Business Areas. Furthermore it may be assigned to an account manager, and if defined
furthermore ausiness it (division), product line, region and a target group. If there is more than
one sales opportunity to one customer it is recommended &oaagidentifier to the customer
namein form of ashort description to the sales opportunity.

A commentcan beaggedeach of thequestions asked fa@rsales opportunity.

The sales opportunities shown on the scre@ales Opportunity Overview, in graphics and
reports are filtered usinguser defineccombination of account manager initials, business area,
custoner namepusiness uniforganization), product line, region (geography), and target group.

Sales Process: Freedom2Acusesa
sales processith six phases. P

AV AV YV \/ \/ \/

Preparing Customer
proposal evaluating

Qualifying First meetings Final negotiation

Target Group: Optional parameter
tagged to a Sales Opportunity,
e.g. Industrial, Public Sector, Health Care. Used/few.

View: Sales opportunities are filtered from the project as selected by the user. Generally sales
opportunities listed/showim Customer View by their Customer nameand case identifications
However, if acustomer has been selected, sales opportunities are/sstedn inBusiness Area
View by ther Business Area identification(examples refer Chaptér

User: A user is either a Freedom2Act Associate or a guest.
A Freedom2Act Associate is a subscriber with an avaount.
Guests share the same guesiount and have restricted rights.

Useful Terms 2
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User Interface: Access to the system takes place from a web broW¥se more details please refer
Chapter 5 and 6.

4 Example of Using the Tool

4.1  Preparation (administrator/facilitator/marketing/)

Startanewproject by specifying general information about the comg@mapter 10)This includes
parameters such as currennyt, when a contract igrge, midsize and smaltypical periods for closing
contractsandthe value of each phase in the sales pipeline

A project consists of one or more business aia@ssuggest youafineall business areas (Chapter 11)
before starting with defining sales opportunitiésu can not enter sales opportunities before at least one
business area has been defined

NOTE: Youshould be careful when defining a businasthe description of productsarget group,
market need anthesize otthemarket as thesera used to adapt the questions posted by
Freedom2Actomat c h t h eterminologya ny 6 s

Lastly, you may specify how you want to group sales opportunitiesnéagsiness units (organizatipn
opportunity types, product lines, regions (geography), and target di©bapter 18)

4.2 Kick-off (facilitator/marketing and Sales)
Workshopg with participation of facilitator and account managers

Start off by selecting which questions are relevant to your organization (Ch8pteour sales
dimensions aréo beanalyzed: Customd3ehavior, StrategidMatch, BusinesBotential, and Ability to
Win. A pool of33* multiple-choice questions are usedr&te the four sales dimensions. It is
recommendethat youdeselect B questions in eaabf thedimensiosin order to obtain a better fit with
your organization. You can either do this before the-kiitktogether with the participanter 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
regardingthe interpretation of the questions.

4.3 Data Capture (account manager)
One-to-oneworkshops

Enter the assessments of the sales opportunities you want to analyze (Chapter 12). For each sales
opportunity, enter the customer name and answer the selected multiple choice questions. Exaggerating
answers resuli® a better differentiatioamongst sales opportunities

It is highly recommended to operCamment pop-up window for a question, where additional
information is appropriate.

4.4 Evaluate the Answers (facilitator/marketing/sales manager)

Scoredor each of tk four sales dimensions aterivedas the average of the scoresghsf responses
selectedThey ratérom 0to 25, with 0 beinghe leastavorable and 25 being the most favorable. The
Sales Opportunity Score derived as the weighted sum of #wwresof the four sales dimensionbhus,
the Sales Opportunity Scois betweerD and100.Typically, high Sales Opportunity Scores range from
80 to 90.

A color code of green, yellow and red is used to designate attractive, questionable and unattaaetve

The weightingof the salesdimensionsised forderiving the Sales Opportunity Scamed the border
between the zones are specified during-startout can be changed at any point in time.

Before going to the qualification phase you may wantto take klo at t he fqualFortyo of
eachquestionthe system determindise center of gravity and spreadhe answerChapterl9). You

may use this to exclude some of the answers from the qualification process (Note, eventuat@answers
excluded questiongmainhidden to the user, aradte excluded from the calculatiohthe scores

! Fredom2Act is optimized for MS Internet Exploserd Firefox 3.5 and lateNote, some of the charts are only
available with FireFox and will be available for MS Internet Explorer 9.

2TIP: If you are using a PC projector use F11 to switch between brawisgirscreen and the normal window.
% The system includes9%redefined questionsusfour free text questions.

Example of Using the Tool 3
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4.5 Qualification and Planning (sales progect  company |EETITE-— g
manager/account manager g v ek et ek S L3 maearis Salas v
. . Cust r O i ‘reight services in the Nordic region
TheCustomer Overview window e — e A T T
wln Scsre HIzKK ‘J

Cunomerl?msped Case W!Io ay eg Fit 0
FR 22 20 21 22 84 5
FR 21 17 23 20 82 15
WHI 19 18 21 20 79 47
FR 21 23 10 23 71 29
WHI 21 13 15 19 67 1,8
WHI 17 16 16 16 65 6
WHI 14 19 16 14 63 11 |

presents dsting of salesopportunities R
The datashown includes the ratings of the o
four sales dimensions, Total Sc¢8ales © Voient =15
Opportunity Score)and Total Contract o e
Value. © eient £33
Columns marked withre= iconin the

headingcan be used for sorting datadecreasing ordday clicking on the icon
The sales opgrtunities to be listed in theustomer Overview aredetermined by useseleced
parameters (refer Chaptes)1

TheBusiness Area Overview window similarly presents all sales opportunities associated with the
active customer.

Results can be presented driaplly asSalesOpportunity Chag (Chapterl?) in Firefox or MS Internet
Explorer ordownloadto MS PowerPoint 20Q3®r data can bdownloagdto a MS Excel spreadsheet
Furthermore, the system includeslownloadable MS Excel spreadsheet with builiubblechart
templates.

There arenanytypes of charts:

W oW ww W w W

Prioritize Defensive

On hold prioritize

an
Loosers ‘ Loosers

Each sales opportunity is being represented by a circle with an@areapondingo the size of the
contractwhile the color of the circleorresponds tthe responsible account manager

TheSales Opportunity Chart is complemented bthe Sales Potential Chart, where thecolored slice of
each circle representise businesareds Total Contract Value (and account manager) while the
remainder of the circle represents purchases from competitors

Example of Using the Tool 4
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The dataof a Customer/Business Area Overview can be extracted to MS Excel (Chapié@).

Freedom2Act Sales Report for the Business Area “sales management™

Timeline of Sales Opportunities
s vomx: menths

Multiple reports are availablgefer Chapterl9 for more details

TIP: You may cut and paste PowerPoint Charto Word i —

N oo Opportunities  Kundens adlard _ Stratogick match _PotentlaleEvno at viede _Tota Score WDKK

document to enhandkerepors. —

HEIHEE]

pre o
o by Ability to Win

Glnfisish L

A
B H e B

4.6 Micro-Level Planning (account manager) cteted ciionts

KIF - NovoZymes: MDKK 3.5

Set a check mark in the right columeaded by . 2 of Business
Area Overview or Customer Overview window for those sales
opportunities, for which you want to have a detailed report
appended to the sales repdithe detailed report include question
selected answer arsgore

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 Business Area and Customer View

The system has two ways of showing sales opportunities.

CustomeNiew lists sales opportunities identified by their customer name and the customer tag
associated with the sales opportunity.

Business Area View is used only when a specific customer has been selected. It lists sales opportunities
identified by their assoated business area.

You can sort data by clicking on table headings marked witfican.

A #t10 the left of the name of a sales opportunity designates that all questions for that object have been
answered. The background color of J-column designateshen 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.

5.1 Customer View:

Project Company Sales Portfolio Management Help
- -

Customize View Sales Charts and MS XLS Reports Sales Pipeline
w - b4 - - b4

Customer Overview Freight services in the Mordic region
Customer Business Ability to Total
Customer/Prospect Case Who Behavior Strategic Fit Potential Win Score MDKK *)
- - b b w o o - w
@ SColient 01 3 FR 22 20 21 22 84 5
@ Jolient £06 3 FR 21 17 23 20 82 15
@ Sclient 212 3 WHI 19 18 21 20 79 4,7
@ Slient £13 3 FR 21 23 10 23 71 2,9
@ Jolient #04 3 WHI 21 13 15 19 67 1,8
@ /client 205 3 WHI 17 16 16 16 65 &
@ Solient £13 3 WHI 14 19 16 14 63 11

Click on the name of a customer to get the first of the qualification question

NOTE: The upper right text shows the filtering paramete Help
used: [account manager +], [business areactigtbmer \

name +], pusiness unit], [product line+], [region +], and cales management + Product Line £1
[target group]' Business Total

An * designats thatall sales opportunities are shown e e T B
5.2 Business Area View:

Project Company Sales Portfolio Management Help
- -

Customize View Sales Charts and M5 XLS Reports Sales Pipeline
w - - w - w

Business Area Overview A Customer
Customer Business Ability to Total
Customer/Prospect Case Who Behavior Strategic Fit Potential Win Score MDKK *)
- - h b h - h - -

@ AAME OF THE BUSINESS 2b FR 25 25 21 22 o1 20

O sales opportunity management 1 WHI 18 16 21 21 78 13 7

@ fsales opportunity management Z FR 17 18 18 20 73 4

@ AME OF THE BUSINESS 2 FR 10 14 15 24 62

@ rreight services in the Mordic 3 WHI 12 15 13 23 62 10

@ _ sales opportunity management X FR 17 3,75

Click on the name of a business area to get the first agfalesqualification questions.

Business Area and Customer View 6
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6 The Menus
Project ABC sales TOp Menu:

The ©emPany _pytton is shown if company name and identification
number has been entered.
Click to activatethe Company submenu.

NOTE: The I e -buttonis only shownwhenall
general company data have been entered #iactivebusiness area
has been defined properly

Click to activate th&alesPortfolio Managemensubmenu.

Click " in upper right corner toalvnload the latest version of the
Freedom2AcBalesPortfolioManagemens er 6 s Manu al

Project Project Pull down menu:

tlew Project.. This menu ontrols access to projectglection olanguage, and
Open... - -

o e updating password and user profile.

Eal;g Click Fraie<t to activate the r o j Status l6fermation window.
Change Password...

Update User Profile...

Logout

Project Company Pull down menu andsubmenu:
+/ General Data | Business Area Click ceneral Data  to open the first of a series ofultiple-choice

guestions on the company.
Click Business Area to gainaccess to definition and selection of
business areas.

propect - Compeny et Sales Portfolio Management submenu.

Custﬂvmize \lisw Savles Charts agd MS XLS Repvnrts _
Click to activate theSalesPortfolio

Managemensubmenu, and topenthe Overview window.

Sales Portfolio Management data entry submenu.

The highlighted submenu button is thetivesalesdimensionsi.e. the
onepresently being investigated. The sysimesautomatically from
oneto the next when all questions fasalesdimensiorhave been
answered

Click a submenu button to jump to the first questibone of thesales
dimensioms, if you want to e.g. modify @viously entered answser

For multiplechoicequestions/ou haveone or more ofthe following
icons:

- @ helptextis available for the question
- ® to add a comment

-8 enablechangng text withoutdeletingdependent
guestions.

The activedimensionssubjectis highlighted withwhite characters oaheavyblue Il 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 disph shorthelp textin English
You can change language of menus and question&answers (refer 8e®tion
You can gnd us @roblem Notification with your questions andommentgo any of the multipleehoice

questionsdy clicking the @ icon at the bottom aheform for each questiarThe system automatically
includes in the notification the project, question, gt are currently working with.

Project  Company [EESECEIELSTNEREFTRIENTS
L ¥

Wl StrategicFit  Business Potential  Ability to Win

The Menus 7



Sales Portfolio Management /O\ Freedom2Act
Us e rGoide

7 The Guest Environment

Guests can not create new nor delete projects, business areastanters. Otherwise they can use most
of the functions of Freedom2Act applications. Deactivated functions have buttons with gray characters.

7.1 Login to theFreedom2Acts a guedby activating /SN Freedom2Act
http://www.freedom2act.com 4
in your browser.

Freedom2Act
Sales Portfolio Management™

Click 'Loginasaguest int he homn YN gud 6

down menu '
=

7.2 Enter your email addres#n the Freedom2Act guest Login to the Freedom2Act System
login menu

Your e-mail I
address:

You will be requested to fill in additional detalisfore Lootn | WP (7 RSk
you are granted accei$you are a newomer

7.3 Open a project from th "2 pull-down menu.

Guests have accessamumber opredefined projects 10_Projécé Theseprojects are shared
with all other guests.
The first window is the Status Window.

7.4 Select the application by clicking the radiation markediSalesPortfolio Managemeritat the
bottom of theStatus VWWhdow if it has not been chosen already and then Sletéct.

7.5 CIick in the top menu to open ti@istomer Overview window.

You control the Freedom2A&alesPortfolio Managementrom theCustomer Overview window.

Project Company Sales Portfolic Management Help
w w

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

Customer Overview Freight services in the Nordic region
Customer Business Ability to Total

Customer /Prospect Case Who Behavior Strategic Fit Potential Win Score MDKK *)

w v e h v w v e v
O Jolient 201 3 FR 22 20 21 22 84 5
@ Jolient 205 3 FR 21 17 23 20 82 15
@ JClient 212 3 WHI 19 18 21 20 79 4,7
@ JClient 219 3 FR 21 23 10 23 71 2,9
@ /olient 204 3 WHI 21 13 15 19 67 1,8
@ Jclient 205 3 WHI 17 16 16 16 65 &
@ JClient 213 3 WHI 14 19 16 14 63 11

Click on a customer name to open finst of the series ofjuestios for that sales opportoity. You can
changeananswer and the system will automatically recalculatestioes for this customewhen all
questions have been answer@dP: Click jump, if you want to go to the next unanswered question).

You can generatgraphics andeportsentries in theCharts and MS Excel andReport pull-downmenus
(please refer Chapté&® and16 on how to dohis).

You have access to a number of demo projectadilding severabusiness aredscluding
1 Freight services in the Nordic region
1 Salesmanagement

The questions posted are customized from the definition of the busined3atka.following toget a
feeling for how business areas are defined:

a.)Move the mouse ove ©°™MPany _pyttonin the top menudown to theBusiness Area in the
pull down menyand click onEditbusi ness ar ea idthdsidemenuons ¢

b.) Stepthrougheach of thalefinitionsby clicking [wexT],

The Guest Environment 8
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The business area CONCEPT illustrates how the definitions of a business area are used to customize
guestions and multiplehoice answers.

8 Login to Freedom2Act

The easiesivay to activatd-reedom2Acts to goen 2N ProsiaaAct
http://www.freedom2act.com ‘
in yourbrowser

Increase sales success through systematic qualification, planning, and managing progress
to target the most valuable and profitable sales opportunities.

Home. Products Services (DK) About Us Support Login ==

Login as an associate
: Login as amember Login Optimize Your Sales Opportunity Mer Login as a guest
8.1 CIICk n t h e h on ' 1 The FreedomeAct Sales Portfolio bisnage: em is Sndp ossbs CTReT)
pull down menu. S FresdomaAc

any Company with alarger portfolio of Sales Opportunities

ales Portfolio Management™

This opens the Freedom2Act login menu.

8.2 EnteryourUserName and passwotih the IS el e
login window )
Login to the Freedom2Act System
Activate thecheckbox  if you want to eer fame: :
Password:

reactivatehe last projecyou worked with

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

8.3 The systenopens inyour selectediefault IE hﬂpﬂwwfreedomzacn@i‘ﬂ—h{
Ian ua é & | http://www.freedom2act.com/online/p ~
g g Change language
. " Dansk
You can at any point select another_languag project I ¢ e
by clicking 'tensuese. / [$pres. i the | Froleke New Project
pull- down menuclick theradio buttor @ in Open...  Nedartands
" Svenska
the popup menuor thelanguage you want to  save As... :
. . . Delete... cance [ eranee |
continue with and then clicl . Y TR
Lﬂnguage... nternet | Protected Mod  ,100%

NOTE: You can select amongst the languages
available inthe current projeciThe popup window
maythereforedeviate from the one shown.

4 Username and password are not case sensitive!

You canchange your passwoliy clickingCh an g e P a s & theProgeét pull down menu
®Your default language is stored in your user profile.

You can changdata in youmprofile by clickingUp d at e Us e rintfeProjéct puledéwn menu

Login to Freedom2Act 9
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9 Activate Sales Portfolio Management

9.1 Click SelestApplication . i the Prelekt py- s
: . Mew Project ...
down menuo open the status window. omen
9.2 Select the applicatioBalesPortfolio e te
Managemenby clicking the associated radio Select Application ...
buttor @', s
Project Sales Optimization Management
NOTE: If spor et
. . . . atus Information
present in th@op Menu this is either because """
SalesPortfolio Managemenis not the active ® Sales Gptimizstion Management
. . . Competitiveness Analysis
application or because the selected Business sk rangenent
Area isnotfully definedyet
Select
05 Click IET XTI . e rop
Menu to activate the&Customer Overview
window.
9.4 FIRST TIME. s foe

If this is the first timeSalesPortfolio
Managemenis being used for project, the
system will automatically request entry of

parameters used for adapting the prOJect (0] { [ R

System Parameters COMPANY INC

Above which amount is a contract large?

MEUR ®
MEUR ®

... and belov

ontract small?

MEUR ®

]
dium long lead-ti @&

specific company situation. Cli¥&T] o enter -~
data w. and long lead-time is when the peried exceeds? ®
) Border between red and yellow total score (0-50)? e
Border between yellow and green total score (50-100)? @

The values entered are commorsates
opportunitiesand can always be modified a
laterpoint in time(refer Chaptef.8).

NOTE Starte.g.with the valueg85and 0 as the
border betweetheunattractive (red),
questionable (yellow), and attractive (green)

zones. You can always change these values la

Activate Sales Portfolio Management

| e

No salesopportunities entered

é and
beenentered

[ZOCCIIREU LR sales Portfolio Management Help

a f tsalesopportueities have !

Customize View Sales Chartsand MSXLS Reports Sales Pipeline

Customer Overview Freight servi the Nordic regi
Customer Business  Ability ts Total
Customer/Prospect Case Who Behavior Strategic Fit Potential Win Score  MDKK <)
3 R 2 20 21 2 84 5
3 R 21 17 23 20 82 15
3 WHI 19 18 21 20 79 | a7
3 R 21 23 10 23 71 2,9
3 WHI 21 13 15 19 67 18
3 WHI 17 16 16 16 65 3
El WHI 14 19 16 14 63 1
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