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Freedom2Act Sales Portfolio Management Ê 

ÅStop wasting sales effort.  
 
ÅFocus resources where you can win. 

 
ÅTarget the most valuable customer segments!  
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Questions Critical to Sales Management  

ƴ ²ƘŀǘΩǎ ƛǎ ƛƴ ǘƘŜ ǎŀƭŜǎ ǇƛǇŜƭƛƴŜ 
and how to improve progress?  

ƴ Which segments and customers 
are attractive and which are not? 
 

ƴ Contract value against attractiveness! 

ƴ Ability-to-win against attractiveness! 

ƴ Cost-to-Serve against Value!  
 

 

ƴ Which customers are  
in our top 20%? 
ƴ On attractiveness?  

ƴ On contract value? 

ƴ On ability to win? 

ƴWhat are the forecasts? 

ƴWhere do we need to focus at 
which customers? 

ƴWhere are the most potential  
cross sale opportunities? 

ƴ Where are we in an offensive 
position? 
ƴ i.e. win ŀ ƭŀǊƎŜǊ έǎƘŀǊŜ ƻŦ ǘƘŜ ǇƛŜέΚ 

 

ƴWhere are we in a defensive 
position? 
ƴ i.e. risk loosing accounts to competition? 

 Freedom2Act Sales Portfolio Management Ê 
gives immediate answers!  
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Freedom2Act  

The Freedom2Act Sales Portfolio ManagementÊ increases 

sales success through systematic qualification, planning, 

and managing progress to target the most valuable and 

profitable sales opportunities and portfolio segments.  

 
ƴApplications 

ƴSales opportunity 
qualification 

ƴFocus on profitable 
customers 

ƴStrategy and account 
development 
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Sales Opportunity Qualification  

ƴReduce cost of sale by 
analysing opportunities 

ƴObjective and consistent  
ƴAll sales opportunities 

analysed consistently 

ƴPowerful, graphical 
reporting 
ƴSpot the good sales 

opportunities 

ƴSpot the poor sales 
opportunities 

ƴMake forecasting 
reliable 

Client #11 

Client #13 

Client #19 

Client #08 

Client #04 

Client #03 

Client #12 

Client #06 

Client #05 

Client #09 

Client #16 

Client #14 

Client #18 

Client #08 
Client #10 

Client #17 

Client #01 High 

Ability 

 to Win 

Low 

Low Attractiveness High 

Await 

Must Win Prioritize  

Prioritize 



©Freedom2Act ApS 2004-12 
04JAN12 / 5 Freedom2Act  

Focus on profitable customers  

High

Value

Demanders Champions

Low

Value

Loosers Acquaintances

High Cost

to Acquire

Low Cost

to Acquire

ƴIncrease profitability by 
analysing customers: 

ƴChampions:  
Low cost/high value 

ƴDemanders:   
High cost/high value 

ƴAcquaintances:   
Low cost/low value 

ƴ Losers:   
High cost/low value 

ƴFocus effort on the 
right customers 

SEE HOW 

http://www.freedom2act.com/freedom2act/images/costvalue1010x768.png
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Strategy and Account Development  

ƴKnow which customers 
to invest sales effort in 

ƴKnow which customers 
have growth potential 

ƴKnow which customers 
you need to defend 

ƴKnow which customers 
have little potential 

High 

Value

Low 

Value
Divest

Low

share

High

share

Our Share of the Pie

Harvest Defend

SEE HOW 

http://www.freedom2act.com/freedom2act/images/ourshare1052x768.png


©Freedom2Act ApS 2004-12 
04JAN12 / 7 Freedom2Act  

Customer Case  

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  
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Business as Usual Freedom2Act

Closing

Negotiation

Customer evaluates

Prepating proposal

First meetings

Qualification
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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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Selected References  

http://www.ritslev.dk/realbiz/RealBiz%20interview%20GAC%20Ltd%20GAC_II.wmv 

http://www.ritslev.dk/realbiz/RealBiz%20interview%20GAC%20Ltd.avi 

../../
http://www.abb.com/global/abbzh/abbzh251.nsf!OpenDatabase&mt=&l=us
http://www.posten.se/index.jsp?PageName=MainPage1&postlogo=0
../../
http://www.ritselv.dk/realbiz/RealBiz interview GAC Ltd GAC_II.wmv
http://www.ritslev.dk/realbiz/RealBiz interview GAC Ltd GAC_II.wmv
http://www.ritslev.dk/realbiz/RealBiz interview GAC Ltd.avi
http://www.borealisgroup.com/
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Freedom2Act Sales Portfolio ManagementÊ  

Å Methodology  
 

Å Selected Screen Dumps  
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Basic Qualification Questions  
é and characteristics of an attractive customer 

Do we want to win? 
 

ƴCǳǎǘƻƳŜǊΩǎ ōŜƘŀǾƛƻǊ ƛƴ ƻǳǊ ŦŀǾƻǊ 

 

ƴPerfect strategic fit 

 

ƴAttractive business potential 

 

Can we win? 
 

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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Factors of Importance to Sales Success  
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Macro Level Planning  
... Qualify sales opportunities based upon whoôs most valuable and profitable 
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Multiple - choice Qualification Questions  
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Size of circle corresponds to contract value 
Color to sales person 

Sales Opportunity Qualification  
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Micro Level Planning  
é Input to detailed account planning 
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Managing the Sales Pipeline  
é past 4xweek, week, month, quarter, half year, year, since New Yearé 

Pipeline Module 


