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Freedom2Act 
Sales Portfolio ManagementÊ 

Increase sales success 
Target the most valuable and profitable sales opportunities 
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Customer Case 
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Business as Usual Freedom2Act

Closing

Negotiation

Customer evaluates

Prepating proposal

First meetings

Qualification

ñWe increased the efficiency of our sales force by 50 pct. by 

systematically  identifying the most interesting sales 

opportunities in terms of value and profitability. Applying the 

dynamic and "easy-to-use" sales tool we were able to quickly 

select the best 30 targets from a list of 150 potential sales 

opportunities.ò  

Closed 
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Theme 

Result of Fall 2009 survey*) was that 85 pct. of sales 

reps answered positive on having customers, who do 

not create value! Furthermore, more then 10 pct. were 

of the opinion that more than 30 pct. of their 

companyôs customers were directly òbadò! 
  

Freedom2Act Sales Portfolio ManagementÊ  

increases sales success through systematic 

qualification, planning, and managing progress to 

target the most valuable and profitable sales 

opportunities!  

*) Source: CBS and Business Danmark interview of 1.000 sales repôs conducted Fall 2009. 
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Questions Critical to Sales Management  

ƴ ²ƘŀǘΩǎ ƛƴ ǘƘŜ ǎŀƭŜǎ ǇƛǇŜƭƛƴŜ ŀƴŘ 
how does it progress? 

ƴ  
 

ƴ Which customers are attractive 
and who are not? 
 

ƴ Cost-to-Serve against Value!  

ƴ Total-Contract-Value against  
Total Score! 

ƴ Which customers are  
in our top 20%? 
ƴ On Total Score?  

ƴ On Total Contract Value? 

ƴ On ability to win? 

ƴAt which customers are we in a 
defensive position? 
ƴ Risk loosing sales to competition! 

ƴ At which customers are we in an 
offensive position? 
ƴ ²ƛƴ ŀ ƭŀǊƎŜǊ έǎƘŀǊŜ ƻŦ ǘƘŜ ǇƛŜέΗ 

ƴ Who are the most potential 
customers for cross sales? 
 

ƴ Where do we need to focus at 
which customers? 

 Freedom2Act Sales Portfolio ManagementÊ 
gives immediate answers!  
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Freedom2Act Sales Opportunity Chart  
How to select the best sales opportunities  

Await 

Focus Prioritize  

Prioritize 

ƴ Prioritize sales 

opportunities from 

your browser 

ƴ Each circle 

represents a sales 

opportunity 

ƴ The size 

corresponds to 

Total Contract Value 

ƴ The color 

designates which 

sales rep 
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Testimonials  

ƴάEasy to use ï immediate resultsò 

ƴñAssurance for focused sales effortsò 

ƴñStructured knowledge on existing/new customersò 

ƴñImproved qualification based upon objective criteriaò 

ƴñEasy identification of attractive opportunitiesò 

ƴñClear identification of the low hanging fruitsò 

ƴñFocus on where and which efforts are requiredò 

ƴñQuick hatching out in leads that do not really lead to 
  anythingò 

ƴñThe tool gave me a clear indication of which direction to 
  take in a difficult customer situationò 

ƴñA relevant product for any account manager.  
  It  gives an immediate and comprehensive overview of  
  customers after answering only few but relevant sales 
  qualification questionsò  
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Benefits  

ƴ Increased efficiency of sales resources  
ƴ Structured knowledge about existing/new customers  
ƴ Quick identification of further action 

ƴWhich efforts are required on which sales opportunity 
ƴ Improved sales rep management 

ƴ Better customers 
ƴ Selection based upon objective criteria 

ƴ Results in focused sales efforts 
ƴ Clear and easily comprehensible conclusions 
ƴ Quick identification of which segments to focus on 
ƴ Quick identification of which customers to prioritize 

ƴ Hatch out unproductive accounts 
ƴHarvest low hanging fruits 

ƴ Easy to use 
ƴ Short learning curve 
ƴ The sales rep answers only relevant questions 

ƴ Flexible 
ƴ Global availability 
ƴ Easy customization to organizational needs 
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Selected References 
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Freedom2Act Sales Portfolio ManagementÊ  

Systematic qualification of the best sales opportunities 
 

Focus on sales planning and driving progress 
 

Ease of Use 
 

Quick results 



©Freedom2Act ApS 2004-10 
 

19AUG10 / 10 Freedom2Act 

Characteristics of a Good Customer/Sales Opportunity  

ƴ¢ƘŜ ŎǳǎǘƻƳŜǊΩǎ ōŜƘŀǾƛƻǊ ƛǎ ƛƴ ƻǳǊ ŦŀǾƻǊ 

 

ƴGood strategic fit 

 

ƴAttractive business potential 

 

ƴHigh ability to win 

http://images.google.dk/imgres?imgurl=http://www.musskema.dk/images/Puslespil1.jpg&imgrefurl=http://www.musskema.dk/nyt-mus-skema-vaerdiskabende/sammenligning-aar-for-aar.aspx&usg=__Bf9FycPIylD54hDsXkM4s4DNJ_c=&h=225&w=300&sz=26&hl=da&start=4&tbnid=Hz0yqU44glzg8M:&tbnh=87&tbnw=116&prev=/images?q=puslespil&gbv=2&hl=da
http://upload.wikimedia.org/wikipedia/commons/e/ed/Royal_straight_flush.jpg
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Characteristics of a Good Customer/Sales Opportunity  

ƴ/ǳǎǘƻƳŜǊΩǎ ōŜƘŀǾƛƻǊ 

ƴAbility to pay 

ƴPayment terms  

ƴContractual terms  

ƴCo-operation 

 

ƴStrategic Match 

ƴPrioritized target group  

ƴPrioritized product line 

ƴFit with customer need 

ƴRisk 

ƴBusiness Potential 

ƴTotal contract value  

ƴBudget 

ƴBottom line 

ƴGrowth rate  

 

ƴAbility to Win 

ƴRelationship 

ƴLoyalty 

ƴCompetition 

ƴSales funnel 
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Macro Level Planning  
... Qualify sales opportunities based upon whoõs most valuable and profitable 
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Micro Level Planning  
é Input to detailed account planning 
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Sales Pipeline Progress Management  
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Sales Pipeline Management  
éOverviews by e.g. Business Area, Division, Product Line, Target Group, etc. 

Time 

M�¼ 

Pipeline Quality 


