Freedom2Act Sales Portfolio Management E

A Stop wasting sales effort.
A Focusresources where you can win

A Targetthe most valuable customesegments!
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Questions Critical to Sales Management

Yy 2KFEGQa Ad Ay KF whatarSthe fdidedsi$? A y S

and how to improve progress? Y Where do we need to focus at

y" Which segments and customers which customers?
are attractive and which are not?

)/ Contract value against attractiveness!
)/ Ability-to-win against attractiveness!

)/ Whereare the most potential
cross sale opportunities?

)/ Costto-Serve against Value! y Whereare we in an offensive
: position?
y Wh'Ch customers are Y iewint fFNBSN] ¢ aKFNB 2
In our top 20%"7?
y On attractiveness? y Where are we in a defensive
y On contract value? position?
Y on ability to win? Y i.e. risk loosing accounts to competition?

A\

Freedom2Act Sales Portfolio Management E

gives immediate answers!
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Freedom2Act

TheFreedom2Ac6al es Por t f ol inceasédda n
sales success through systematic qualification, planning,
and managing progress to target the most valuable and
profitable sales opportunities and portfoBegments

y" Applications

Yy Salepportunity
gualification

y* Focus on profitable
customers

Yy Strategy and account
development
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Sales Opportunity Qualification

Yy Reduce cost of sale by
analysing opportunities

y" Objective and consistent

y" All sales opportunities High
analysed consistently

y" Powerful graphical

reporting Ability
0 Win
y' Spot the good sales t
opportunities

y' Spot the poor sales

jent #: )
. ‘em #08

ient #14
Prioritize
ient #04

opportunities o R _—— -
y" Make forecasting
reliable
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Focus on profitable customers

y" Increase profitability by SeeHow
analysing customers:
y" Champions: High

Value
Lowcost/high value

y' Demanders:
Highcost/high value

y' Acquaintances:
Lowcost/low value

Demanders Champions

Loosers Acquaintances

y" Losers: High Cos Low Cos
ngh COSUIOW Value to Acquire to Acquire
V' Focus effort on the
right customers
©Freedom2ActApS2004-12 ‘
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Strategy and Account Development

y" Know which customers
to invest sales effort in

Yy Know which customers Hian
have growth potential

Yy Know which customers
you need to defend

Yy Know which customers
have little potential

Low

Low
share
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SEHOW

Harvest Defend

Divest
Value

High
share
Our Share of the Pie
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Customer Case

hWe iIincreased th%e efficiency
our sales force by 50 pct. by ) | e
systematically identifying the S

3 — | E— Qualification

most interesting sales
opportunities in terms of value

and profitability. .-

Applyingthe dynamic and "easy ° susinessas sl Freedomaac
to-use" sales tool we were able to

quickly select the best 30 targets

from a list of 150 potential sales
opportunities. o

N
!
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Testimonials

y oEasytouséd i mmedi ate resultso

Yy AAssurance for focused sal es e

Yy AStructured knowledge on exi st

Yy Al mproved qualification based

Yy AEasy 1 dentification of attr ac

Yy ACl ear 1 dentification of the |

Yy AFocus on where and which effc

Yy AQui ck hatching out i1 n | eads t
anythingo

Yy AThe tool gave me a clear 1 ndi
take 1 n a difficult customer

Yy AA relevant product for any ac
It gives an immediate and comprehensive overview of
customers after answering only few but relevant sales
guali fication questionso
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Freedom2Act Sales Portfolilo

A Methodology

A Selected Screen Dumps
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Basic Qualification Questions

€ and characteristics of an attractive <cus

Do we want to win?
Vzad2YSNRaE 0SKIFGBAZ2NI Ay 2 dz

V' Perfectstrategic fit

y Attractive business potential ***’gvg
AT Ay

Can we win?
y" Highability to win
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Factors of Importance to Sales Success

Client #06 1 FR (Team £1)

Freight services in the Nordic region | BU #1 | Morth | Public Sector Last change: 7/30/2011

Stage: Preparing Proposal
Attractiveness: 80
Opportunity Type: New Bizz

| Detailed Sales Report |

Select Questions

Customer Behavior Strategic Fit Potential Ability to Win
ABILITY TO PAY I FIT WITH CUSTOMER. MEED I MELUR 15 SALES FUMMEL
PAYMENT TERMS I FIT WITH CUSTOMER TARGET GROUP I BUDGET RELATIONSHIP
TYFE OF CONTRACT I FIT WITH FPRODUCT STRATEGY r—w REFERENCES

|

|

|

| PROOF OF CONCEPT
COOPERATION | ADDING VALUE | CROSS-SELLING POTENTIAL | BUYING STYLE (LOYALTY)

|

|

Click to answer InTargetGrou
CONTRACTUAL TERMS I FIT WITH CQUR CAPABILITIES l Y J P I

CO5T TO SERVE I CAM WE PERFORM I GROWTH POTENTIAL COMPETITION
LIKELIHOOD I RISK I EXPECTED CLOSE STRATEGIC SOLUTION

LURGENCY OF NEED
EASE OF WINNING BUSINESS

COMFORT LEVEL

COMMENT Product Line #2: 12
Example of comment tagged to the contract value Product Line #3: 3
®

) Stopped ' Lost ! Won

©Freedom2ActApS2004-12 ‘
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Macro Level Planning

Qualify sales opportunities based wupon
Customer Overview zales managen
Customer Business Ability to Total
Custom E:{Prnspect Case NJ«I pehaviu? Strateigic Fit 'If'utentia'l Wi §Eﬂ-ré HD‘KK
E] JClient 05 1 WHI 20 23 15 23 77 1,3
E] 5 Customer 1 WHI 17 16 21 21 Fil 13
@ Lolient 206 1 WHI 22 21 15 19 75 1,8
(E] Client £13 1 FR 17 18 20 18 75 &
@ 4 customer z FR 17 18 18 20 73 a
E] Client £09 1 COG 21 12 16 18 66 o
(E] Client #19 1 NS 20 11 21 5 62 340
(E] Client £12 1 ale 8 18 15 14 56 1,9
(E] Client #03 1 WHI 8 18 12 20 56 2.4
E] Client #04 1 COG 11 14 16 3 48 2pd
@ A customer X FR 17 3,75
@  dupondadupont il 18 14 19 12,5
©Freedom2ActApS2004-12 ‘
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Multiple -choice Qualification Questions

Project Company Portfolio Management
- -
Customer Behavior Strategic Fit Business Potential

Business Area: Portfolio management

Customer [/ Prospect

ABILITY TCO PAY
Assess A Customer's ability to pay.

MNOTE: If you don't have a credit rating, consider e.g. levels of
profitability.

— COMMENT:

Click the small icon with a C in the center to open the
Comment popup window and enter your comment.

Klik: pa det lille ikon med et C i midten for at abne
Kommentar popup-vindue og skriv din kommentar.

DU TS e pRICIFT -F=2FE0 T2 T4 D
B P 2 E DERL T BA O AVREA AL TS

Ability to Win

@1, Very high credit rating (Aa8).
@ 3, Upper medium credit rating (A).

@ 3. Low grade or speculative credit rating (B).
& a, Very low credit rating (CCC).

(73C]

Set a checkmark if the an
opportinities to A Customer.

Cancel I @

Help

A Customer

New Sales Opportunity

Customer / Prospect:

Case:
Opportunity Type:

Account Manager:
Business Area:
Business Unit:
Pmduc@e:
Region:

Sales Group:

Target Group:

1 CRM/ERP ID:

Expansion =
Mew Bizz
Renewal b

FE

Portfolio management -
-

Product Line £1

MNorth -

Team %1 -

Automotive -

[Close” Undo][ol{]
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Sales Opportunity Qualification

High

Ability
to Win

Low

pa Attractiveness High
Size of circle corresponds to contract value
Color to sales person
©Freedom2ActApS2004-12 ‘
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Micro Level Planning

€ I nput to detailed account planning

Client #12 1

Date 01-07-2009 01-12-2009 12-02-2010 08-03-2010 01-04-2010
Ability to Win 8 8 8 8 8
Business Potential 20 20 18 18 18
Strategic Fit 15 15 15 15 15
Customer Behavior 14 14 14 14 14
Sales Opportunity Score 58 58 56 56 26
Total Contract Value 1,9 1,9 1,9 1,9 1,9

Qualifying First meetings

Client #12: MDKK 1,9

Question

Customer Behavior

ABILITY TO PAY

Assess Client #12's ability to pay.

MOTE: If you don't have credit rating, consider e.g. levels of

profitability.
PAYMENT TERMS

Assess Client #12's payment terms.

CONTRACTUAL TERMS

Freparing proposal

Which contractual terms are expected to dominate?
Do we need to agree to Client #12's terms or vice versa (e.q.
with respect to risk sharing, liabilities)?

CO-OPERATION

Last update: 01-04-2010 (COG) 56
Answer Score
2. Upper medium credit rating (A). 17
COMMENT : This is an example of @ comment fo a
particular guestion for a particular customer. You can
make comments te any question and answer By dicking
the smalfl blue icon with a C in the center!

4. Acceptable payment terms (i.e. 60 days). 1]
5. High Client #12 leverage; Client #12 terms likely to 0
dominate.

2. Regularly consultative. 17

Assess Client #12's behavior for the proceeding of buying

"web-based sales planning tool".

Customer Evaluating

Post-Contract Follow-Up I
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Pipeline Module

Managing the Sales Pipeline
€ past 4xweek, week, month, quarter, halHf
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