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FOR ACCOUNT MANAGERS: WORKING YOUR LEADS

1. Log in — at www.leadmaster.com/login.

2. Information Center — Once logged in, you will be taken to the main Information Center screen.
From this screen, you will see: direct hyperlinks to your leads (for users at the Account Manager
level); messages about using the system, campaign updates and special news; and an event tracker
highlighting important dates to remember. You can always return to this screen from anywhere in the
application by clicking on the Home button in the top navigation bar.

Information Center Welcome, John Boland.

1 new lead

1 new lead re-assignment
Shorteut to all my leads eCommerce Workshop - May 15th, 2001
Express Update Leamn hou to sell into the ASP matketplace, For mars

infamation orto register for this event, please cantact
Richard Wisterson at 588-232-1454

War

Great Suctgss
Begins With Follow-up!

District Leads Marketing Database

Use LeadMaster WWeb to assign, track and measure qualified leads and marketing campaigns. This web tool can help you to build a healthy pipeline of
opportunities through your extended business partner network. LeadMaster will ensure prompt follow-up on sales opportunities resulting in measureable
returns on investment.

LeadMaster is also a powerful business intelligence toal. Use this system to help maintain accurate marketing information and target new customers
Data Mine Your Marketing Datahase!

Use the LeadMaster Search Engine to perform powerful gueries against regional marketing information. Download customized contact lists to support
local marketing events and seminars. Data mine your database and leads online!

For help and technical support, please contact: Jane Smith at (403)555-2442

3. Click on New, Reassigned Leads — to view a listing of your leads in each category. These are all the
leads that have not been updated. Call backs for the current day are discussed below.

4. Use Search — Account Managers can retrieve a full listing of all leads assigned to them (including
new leads and leads that were previously updated) by clicking the Search button in the upper right
hand corner of the screen and then clicking the Go button. For more specific results, enter the
appropriate search criteria in the search screen. The Search function queries on all primary records as
well as additional contacts attached to those records.

Campaign: ABC Campaign
Records 1 thru 5 - {5 total records)

N
nA'I idgets Fairfizld, NH Ellen Farriz G03-987-1234 |Waiting |02/22/2001 |Morth East'Mew England | ABC Campaiagn .@—" a

nAIIied Trugking Weston, FL Wiayne Caron |G07-Z340082 waiting  |02022/2001 | South East ABC Campaign (@™ ]z

n Horthwwest Enter  |Somewheare, WA |John Evans S00-450-0376  [Wion 0262202001 |Horth Wiest ABC Campaign (@™ ]z
n Smith Industrie Aranhere, CA Kevin Fritz 510-912-3456 | A 02/22/2001 |Wiest Central ABC Campaign .@—" qg a
nSouthernTransgo Aurntonn, WA Ehil williams |703-244-1122 |Reassign |020/22/2001 |Mid-Atlantic ABC Campaign .@—" a
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5. Review each lead - From the Search Results, click on the company name to view the record. Scroll
down to view the entire Profile for the record.

Record Status: ACTIVE

e IR of 5
Contact Info
Name Mz, Sarah Stone 82 Date Entered 3/25/2003
Title VP, Info Systems Contacted Date None
Title Code High Level Last Updated 3/28/2003 - C. Evans
Function Infarmation Technology Phone 716-555-1239
Alt Phone 716-555-1200
Company ABC Widgets Cell/Mohile 716-770-9576
Address 1 1200 14th Avenue SW Fax 716-555-1201
Address 2 Suite 990 Email z.stone@abcwidgets.com
Address 3 Company Revenue 50
City Rochester # Emp. 0
State MY SIC Code D
Zip 14580 Unigue ID
Country UNITED STATES Ultimate Duns
Web Address www abowidgets com Site Duns
Contacts
Contact Title Phone Email vCard
TSarah Stone WP, Info Systems 716-555-1239 s.stonefabewidgets com &=
Bob Dunn [T Manager F16-555-4321 b dunnif@abcwidgets corm g
Profile Summa
Lead Status VWARM Lead Value $55 000
Initial Status WARM Lead Source ABC Telemarketing
Sales Stage Cualifying Close Date [MM/DD/YY]
Campaign_Spring Blitz Installed Base MNone
Custom Forms & Web Capture
Date - Time Form Name Description
SE2SR2003 2:03 P Marketing CQuestions Tele Scrint Supplemental Moadified
Attached Files
Date Uploaded Document Name ize -
282003 2:04 PM 2YS Pricelist.doc 19:kB delete
F2E£2003 2:04 P ¥¥Z7 Products POF 3 kB delete
32872003 2:04 FM A iSales 2001 xls 14 KB delete

Profile Assignments
Group Accounl Manager Partner Rep
Atlantic: Caralyn Evans Jean Pepin

Special Interest
Opt infout Opt-in (HTML) Interest 4
Lit sent Brochure Interest 5
Partner Level Silver Interest 6
|13/28/2003 02:19 PM - Caralyn Evans
Con call with Sarah. Their NJ location may be a prospect as well. Sarah had reviewed price list and had guestions about
Flatinum Level dizcounts. | will have Terry email herthe partner program brachure.

113/28/2003 02:07 PM - Caralyn Evans (Reazsignment transaclion)

Lead Comments

M=, Stone is the decision-maker on all widget purchasing projects. She has used competitive products‘in the past but was
not happy with customer service levels and maintenance. Definitely looking for an alternative supplier. Requested price list
by ermail.
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Additional information - Additional information that is not displayed on the main profile screen can
be retrieved from the submenu buttons above the profile screen.

Assign Record | Return Record |  Add Contact | Attach File |  Clome Record |  Print Record

Click on the View Detail tab - to display the Lead Comments associated with the record and, if
available, the Survey Responses or Custom Data gathered from a web form.

Contact the customer or prospect — within the timeframe specified by your company.

Click on the Sales Update tab - to update the Sales Progress, Sales Reminder and Comments areas.
Don’t forget to click on the Go button to submit your updates to the record. The system will
automatically date stamp your Comments. By carefully updating each field, you can help ensure that
progress on the record is accurately recorded and that real-time updates are available to your team.

Sales Update Record Status: ACTIVE
Y| BT of 3
Contact Info
Name Mz, Sarah Stone 85 Group Atlantic
Title VP, Info Systems Account Manager Carolyn Evans
Company ABC Widgets Partner Comnputer Mart
Address 1 1200 14th Avenue SWW Partner Rep Jean Pepin
Address 2 Suite 950 Campaign Spring Blitz
Address 3 Phone 716-555-1239
City Rochester Alt Phone 716-555-1200
State MY Cell/Mobile 716-770-9576
Zip 14590 Company Revenue §0
Country UNTED STATES # Emp.0
Web Address waw. abcwidgets com Unique 1D

Contacts
Contact Title Phone Email

TSarah Stone %P, Info Systems 716-555-1239 s.stone@abowidgets.com

Bob Dunn IT Manager 71B-555-4321 bodunn@abewidgets com

Customn Forms & Weh Capture

Form Name Description

03/28/2003 02:03:41 FM Marketing Cuestions Tele Script Supplernental
Attached
Date Uploaded acument Name o
2212003 2:04 P A Pricelist doc 19 kKB delete
2212003 2:04 P #YZ Products POF 2 kB delete
3/28/2003 2:04 PM A¥ISales 20071 xls

Sales Progress

Lead Status | WARM i Forecast Date | August 2003 >
Initial Status WARM Close Date [MM/DD/YY] I

Lead Value I$55,DDD thahilityigﬂ% "I
Sales Stage !Oualifying "I

Sales Opportunity

Opportunity  Status Forecast Date Close Date  Win Prob.  Stage Total Updated
= Fun Rate Business September200z 03/28/20032 100% Clozed - Won 10,000,000 /28,2002
Active Lecembear 2002 25% Qualifying 5,000.00 3j28/2002

TOTAL: $15,000.00

Sales Reminder/Tickler

Call Back Date [4/25/2003 Type
[10=]:[30 =] [am =] 852

Sales Rep Comments/Notes

Appointment
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10. Follow up and work your leads — Click on Back to Results. Repeat steps 5 through 9 until each lead
is closed. To review all the leads in your account, use Search and work your leads one by one. You
can also use the Report Filter tab in the Search Results to review Lead Aging and Call Backs or to
track your Forecast. See below for additional details on using the Forecast and Call Back Reports.

11. Update or close your leads — Each time you contact the customer, go to the Sales Update tab and
update the Sales Progress area. You must enter a forecast date for your lead to ensure that it is
included in your Forecast Report.

12. Using the Express Forecast Update — The Express Forecast Update feature facilitates quick and
easy updating by displaying key sales fields for all active leads on a single screen. Simply click Home
to go to the Information Center and click on the Express Forecast Update hyperlink.

Clicking on this hyperlink generates a real-time report of all records to which the user has access,
compiled in order of Forecast Date (ascending) and Lead Value (descending). Items with no forecast
date entered appear first. Items highlighted in green indicate leads with past due forecast dates. Enter
any changes you wish to make in any editable fields for one or more leads currently displayed on
your screen. Click Submit. If you have more than one page of leads in the Express Forecast Update,
continue scrolling through the pages, making changes to as many leads as desired on a particular page
and then clicking Submit. If you make changes on an Express Forecast Update page and then click on
the forward or back page counter, the system will prompt you to save or cancel your changes on the
current page before proceeding.

Note: This feature is not available to Global Users through the Information Center. However, if you
are a Global User, you can generate a customized Forecast Update by going to Search, specifying
search parameters and clicking Go. From Search Results, click Report Filter and select Forecast
Update from the drop-down list. Forecast Report is also available directly from the Reports
navigation button, but please note that this will automatically generate the Forecast Update report for
all records to which you have access; for many Global users, the number of records is considerable
and therefore a more targeted search is advised in order to produce a constructive report.

Forecast Update Records 1 thru 10 - (51 total records)

{_Submit

ead Value Lead Status
QIHDD,DDD CLOSED 'I ° . =

= = = Jshn Boland Advanced Systems
ey 2001 $IZDD-DUU 100 =% |CLOSED Bob Smith

= I— = = Jshn Boland Global Teshnologies
May 2001 §|100,000 25 I |CLOSED T ¥

= = = Jshn Boland Advanced Systems
ey 2001 $I7D-DDU 2 % |HOT Bob Smith

= = = Jshn Boland Global Teshnologies
ey 2001 $I5['-D[”] 100 =% |CLOSED John Vail

= = = Jshn Boland Advanced Systems
June 2001 $I1 0.000,000 50 =i |CLOSED Bob Smith

= = = Jshn Boland Global Teshnologies
June 2001 $I25['-[”]'] 100 7% |CLOSED John Vail

= = =] Jshn Bolsnd Global Teshnologies
June 2001 $IZDD-DDD 100 z]% |CLOSED John Vail
June 2007 - gfz00.000 7 =lw [warM 5] dohin Bolznd o
June 20071 - $|1 5,000 700 =] [CLoseD ,I Jshn Bolsnd Slonal Technoiagies

Page Total $12,115,000.00
Grand Total $29,140,001.00

Page Results: L] (11 2l ofe
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13. Using the Call Back Hyperlink and Call Back Report — The number of call backs that you have
entered for yourself for the current day appears on your Message Board when you log in. Simply
click on the Call Backs for Today hyperlink on the Information Center to display a list of these
records. If you wish to review past due and future call-backs as well as those for the current day, use
the full Call Back Report by clicking on Reports at the top of any screen and selecting the Call Back
Report from the drop-down list. It is important
to note that only those call backs that you enter
yourself when logged into your own account
will show up on your call back reports. Other
users cannot enter call backs for you on your
behalf.

Information Center

¢« Shortcut to all my leads
+ 1 Hew lead reassigned

« 3 call backs today

Call Badk Date for Carolyn Evans (test account)
Sorted By Entered, Company

Search Results Records 1 thru 3 - (3 total records)

Company City/State Lead Status Enterad Campaign flare Info
r ABC Computing Sacramento, CA Jane Watson FOT-F2E-TTS VAR M 2011152002 Atlantic Test Campaign #1 @‘ @: 0
[~ Hationalifidget Rochester, NY fayne Kuphke T16-228-6540 HOT 2H4iz2002 Atlantic  TestCampaign#1 .@-“ ’
O Georgia Computs Atlanta, GA Sally Smith AF0-735-7753 SUSFECT 242402002 Atlantic Test Campaign #1 @-" a
¥ dM Quick Reference Guide: 6
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PERFORMING SEARCHES

1. Search - Select any single criteria or any combination of multiple criteria and click on Go. To

select multiple items, hold down the Control key (PC) or Command key (Mac) as you highlight
your selections.

Database Search
Demographic

Cumpanyl [ Title Co @

L Hame | C Lewel

Level =l
Gi | 4
le Function:
Zip | Finance
Zip Range | | | | IMarketing hd
Metro Area
A e | ATLAMTA GA
Cumpany' _| BOSTOM kA =
Revenue I a -
# Emp. | -| State, o
Demographic Prabability [ ]| AL 7|
information Lead Value [ ]| e

Lead Status |
SIC Range | - Leads with no Lead Status
Keyword Search | I 1zl20

=
=l

Cd\
™ Search Custom Forms Sales Stagy) S

Leads with no Sales Stage:

[ Country | q,
Call Back Date [ v Leads with no country
l | UNITED STATES =]
Call Range | =

_Oualif}_/_ing

Campaig_ﬁg O\
Leads with no campaign
Spring Blitz =l

Forecast Date Q
October 2002
Nowvember 2002 ;I
Bl AgrifMining/Construction Q
Banking/Savings & Loans x|

Assignment
Group Partner
Q. Q
Leads with no assignment Leads with no assignment
Leaq | stantic . Computer Mart .
ASSlgnment Account Manager Partner Rep
Q <X
Leads with no assignment Leads with no assignment
Atlantic- Kathleen Adams *| Computer Mart - lean Pepin
Opt infout - Interest 4
(none)
|Opt—in (HTHL) =] |
Special Interest Lit sent H £ Interest 5 F
; none
Fields — (Elruch)ure |
Partner Level F;l & Interest 6 F
(none)
Bronze x|
Sort Preference
Sort — INDne "i |NDne "i |N0ne "i
Preference & Ascending & Ascending & Ascending
" Descending " Descending " Descending
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2. Display all records - To display all the records available in your account click on Go without
specifying any criteria.

3. Query Sort Preferences — Select sort preferences at the bottom of the Search screen before
clicking on Go.

4. Search by Account Manager — or other Assignment category to display records by Account
Manager or Region before clicking Go.

5. Advanced searches — the sample Search screen shown on the previous page is typical for most
account managers. However, depending on your access privileges you may not see the lead
assignment search area shown above. In addition, the Special Interest search is only displayed for
those databases with the Special Interest fields turned on. Alternately, if you have advanced
access privileges, you may have access to additional functions on the search screen, including:

- CRM Management: Search by a specific date or date range for fields such as call-back date,
date entered, date updated and date contacted as well as other marketing parameters such as
lead source and marketing mix.

- Sales Opportunity Search: Search opportunity-specific fields such as Opportunity Status or
Opportunity Source. Opportunity management is discussed in greater detail later in this
guide.

6. Search unnamed campaigns: On occasion, records may be entered into the database with a
Campaign Code that does not correspond to an existing Campaign in the database. In these cases,
the Campaign Code displays with the prefix “ID=.” Users can search on records with non-
standard campaign codes by selecting “Leads with no campaign” in the Campaign field drop-
down list on the Search screen and clicking Go.

7. Save search — To save time running your most common queries, you can save the search and sort
parameters so that you can later run the saved search with just one click. Perform a search as
usual, entering the desired parameters and sort parameters in the main Search screen and clicking
Go. On the Search Results screen, click on the orange Save Search tab above the results. Enter

Save Search button on  pp
Search Results screen

Save Search Report Filter Help Gulde
Mo criteria set

Sorted By: Entared, Company

Search Results

City/State

Company

I- Freen River Het Eliton, NC [an Brown
I- Morth American Richmondwille, HC Sebastian Silvetonwalheimer
I- Softstrect Auth Huntswille, WA Alton Taivton

the desired name for the search and click on Submit. Your Search is now saved and can be
accessed at any time by clicking on the orange My Searches button near the upper left-hand
corner of the main Search screen. The pop-up window will display all of the searches you have
saved. Select the desired search and click on Submit. This will run a real-time query on your

Clear Form My Searches Help Guide

I My Searches button on main Search screen links to your saved searches

4 Quick Reference Guide:
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Wy Accounts

Sored By Comp

records and produce Search Results using the search and sort parameters specified when you
created this search. If you wish to delete a saved search, go to My Searches, select the desired
search and click delete. A pop-up window will appear asking you to confirm that you wish to
delete this saved search.

Special Search Functions - Select any single criteria or any combination of multiple criteria and
click on Go. Download results and save to your hard drive. Download using mailing list, basic
fields or a Custom Download you have created.

- Search Custom Forms — search by responses to questions or specific fields within a custom
form.

Search or Browse Accounts — The Accounts button offers users an easy way to quickly review
the Companies associated with all records to which they have access and perform simple searches
by Company name. To review Accounts, click on Accounts from the top navigation bar on any
page. This displays all records to which you have access in alphabetical order by Company. To
see all Accounts beginning with a specific letter, simply click on that letter in the alphabet bar
above the results. To return to the full results, click on All. To search for a Company, enter the
full or partial name in the Company search box to the right of the alphabet bar and then click
“Go.”

arny

Accounts Records 1 thru 25 - (33 total records)

Lead Status

Campaign More Info

l_ Allied Acgess | Chattanooga, TN Mike Ellison 423-802-8081 SUSFECT 12/01/1999 Atlantic Storage lory Day @-” q': “
'_ Appleby Senvice Washingten, FL Haney Liggett 241.551-1455 CLOSED 12/01/1999 Atlantic SHL- Onthe Road @—‘ 1‘: 3
l_ ARGIS Industrie Baltimare, NC Klaus Wright 810-937-4010 CLOSED 12/01/1999 Atlantic Storage Glony Day @-’ 4’: ﬁ
l_ Ponet Data Syst Columbia, NC Loug Wawne 810-460-6101 SUSFECT 12/01/1999 Atlantic Storage lory Day @-” q': “
'_ Bluegrass Indus Lanham, SC Rick Galla B03-395-4000 CLOSED 041/014/2000 Atlantic Storage Glony Day @—‘ 1‘: 3
l_ Blusiness [ntemn Gainesuille, NC Mike Tatue T045E7-TTA1 CLOSED 12/01/1009 Atantic Storage Glony Day @-’ qi h
l_ LI Corporation Cocoa, WA John Tan 540-405-5180 CLOSED 120141999 Atlantic Storage Glory Day @-” q': “
'_ Connect Now Ine Jacksonville, TH Reginald Pate 4235396354 SUSPECT 12/01/1999 Atlantic Storage Glony Day @—‘ 1’: a
l_ Current Inc Hanover, MS Mark bfoore B01-587-6700 CLOSED 420011009 Atantic Storage Glony Day @-’ qi h
10. Search or Browse Contacts — The Contacts button immediately creates a list of all of the

All Contacts

Contact
Bobit, William

-
[~ Borelli Andy

[~ Brizell, Frank

[~ Broon, Gan
[~ Brown, Jovce
[ Buddell, Jay
[ Burd Chiistopher
[~ Calhoun, Dawid

[~ Cole Michsel

[~ Dosscoma, Jem

primary and additional Contacts for all records to which the user has access. Like the Accounts
function, users can perform simple searches by Contact name. To review Contacts, click on
Contacts from the top navigation bar on any page. This displays all records to which you have
access in alphabetical order by Contact Last Name. To see all Contacts with last name beginning
with a specific letter, simply click on that letter in the alphabet bar above the results. To return to
the full results, click on All. To search for a specific Contact, enter the full or partial last name in
the Contact search box to the right of the alphabet bar and then click “Go.”

Contacts

Records 1 thru 25 - (35 total records)

Lead Status

Entered

More Info

Campaign

4043982121 Worldwide Devel Wilmingten, GA CLOSED 12141889 Atlantic Storage Glory Day o «a- @
410-656-7350 SalesNst Lip Mabile, MD CLOSED 120141888 Atlantic Storage Glory Day ol X ]
4108052000 Simpson Designs Springfield, MD TARR 12/0141808 Alantic Storage Glory Day e - @
9197313600 Green River Net Elidon, NG CLOSED 12/m1/1809 Atlantic Storage Glory Day o @
3345779743 In-Flow LLC Washington, AL TWARM 12/m1/1889 Alantic Storage Glory Day @ @
703-878-1010 HOOIA Inform ati Oakton, W CLOSED 120141888 Atlantic SHL - On the Road @ =@ &
7024243520 Inteneb Commun Clemson, WA CLOSED 12/0141808 Adlantic Storage Glory Day ol L ]
918-753-1600 Info Outfitters Atlanta, NC CLOSED 120171889 Atlantic Storage Glory Day o o€ @
5152143000 Highpaint Inter Huntsville, TH CLOSED 120141888 Atlantic Storage Glory Day el ]
410-851-8000 Thompson Manufa hiyrtle Beach, MD HOT 12171888 Atlantic Storage Glory Day @ - &

Quick Reference Guide:

LeadMaster Performing Searches ’




DOWNLOADING RECORDS

1. Download search results using Mailing List, Basic Fields or an existing Custom Download
set-up - On the Search Results screen, select the Download format you wish to use in the
Download Search drop-down box in the bottom left corner of the page. You can choose to use
the Mailing List or Basic Fields set-up or a Custom Download that you have previously created
(see below for directions on creating a new Custom Download). Selecting the desired download
and clicking Go will immediately launch the download process using the set-up you have chosen.
If you do not make a selection, Mailing List is used as the default format for the download. The
download process opens a new window displaying the search results as a .csv (comma delimited)
file. You can work with the data from this page or save it to disk.

|— TCFP Senrice College Patk, 5C
I— Technology Inte Augusta, TH
I- Traders Inc Goodwater, SC

[Select Page] [Assign Selected Records] [Assign All Resul

Download Search and Manage Custom 5! e —— .
== Download Search IMEllhng List 'I
Downloads area on Search Results page s o o

2. Remove duplicate records - When downloading search results or a mailing list, the system will
ask whether you want to remove duplicates from the download. If you want to remove them,
click Yes. The system defines duplicates as those records with identical last name and ZIP/postal
code.

3. Include additional contacts — Additional contacts can be included in your download. When
using the download function, the system will prompt you as to whether you wish to include the
additional contacts associated with the selected records in the download. Choose Yes to
include all additional contacts listed in the records being downloaded. Each contact will appear as
a separate record.

4. To create a Custom Download - You can customize the fields you wish to be included in a
download, including both standard and custom fields by creating a Custom Download. Click on
the Manage Custom Downloads hyperlink below the Download Search drop-down box on the
Search Results screen to launch the Manage Downloads interface. Click on the Add hyperlink to
the left of “Create New Custom Download.” Enter a name for your custom download and select
the fields you wish to be included by clicking in the checkbox for the field name. If you wish to
leave the Create New Custom Download area without creating a new download, press the Cancel

Manage Downloads

- Download Name

== Create New Custom Download == Create, View or Edit
b
Basic Fields Custom Downloads
View Mailing List through the Manage
Edit Del  Marketing Info Download Downloads interface
Edit  Del My Contact List Download

Dane |

2t Quick Reference Guide:
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button. When you are finished setting the fields for download, click Save Changes. If you have
access to custom forms, the system will then prompt you as to whether you wish to include
answers from a form in your custom download. After you have completed and saved the new
custom download, you will return you to the Manage Downloads window that lists all available
downloads, including your new custom download. You can use a shortcut to your new download
by clicking on “Proceed to download” in the Manage Downloads window. The Manage
Downloads interface also provides access to viewing the fields included in the Mailing List and
Basic Fields download set-up, as well as editing and deleting your Custom Downloads.

Create New Custom Download

Choose fields to include in Download Name: | Sove Cenges | _Carce |
Create Custom Download _ClearAll | Selectal |
. [T Database Name " F Name
window [T L Name I~ Title
[T Address 1 " Address 2
[ Address 3 [ City
[T State I~ Zip
I Country " Phone
[T Fax = Email
[T%yeb Address " Company Revenue
T #Emp ™ Lead Walue
[~ Forecast Date I Probability
[ Lead Status I” Entered
[ Last Updated ™ Matketing Cade
[ Carmpaign I~ Lead Comments
[ Campaign Survey " Sales Comment
T Industry Code ™ Group
T Partner I~ Partner Rep
[ Edited By I Interest 1
[ interest 2 I~ Interest 3
[ Interest 4 " Interest &
[ nterest & ™ Contacted Date

5. Download Archive Search: Users with access to the database Archives can also download
search results. To use this feature, simply perform an Archives Search and use the Download
Search functions just as you would in the main database. You have access to all of the same
download formats (including your Custom Downloads) from the Archive Search Results page.

2t Quick Reference Guide:
LeadMaster Downloading Records 1



REPORTING

1. “One Click” Reporting Function — For users with access to reporting functions, the Reports
button in the navigation bar at the top of every screen provides users with Reporting permissions
with a shortcut for running standard reports on all records to which they have access.

- To access Reports: Click on Reports from the top navigation bar on any page. Choose the
report type, type a name for the report (optional) and indicate sort parameters (optional) and
then click “Go.” After running the Report, the user has access to the standard Report
functions, depending on their security privileges. Options include customize download,
download file, download mailing list and print /email.

- Narrowing results for reporting: It is important to note that the Reports shortcut button by
default runs the selected report for all records to which the user has access. To narrow the
results, employ the Report Filter by clicking on the red Search button in the top right corner
of any screen. Select the desired parameters to narrow the results, then click “Go.” On the
Search Results page, the user can access the same reports offered through the Reports
shortcut by clicking on the Report Filter tab above the Search Results as explained below.

2. Report Filter — Once the Search Results are displayed, use the Report Filter tab to run available
reports against those results. Give the report a title by typing it into the text box located above the
report type selection box. Then choose the report type and indicate sort preferences. Click Go.

Report Filter button ™ | e oo

. Mo criteria set
available on Search
Results screen

Sorted By: Entered, Company
Search Results

City/State

Contact

Company

I- Freen River Het Eliton, HC Lan Brown
I- Morth American Richmondville, NC Sebastian Silvertonwalheimer
I- Softstrect Auth Huntsville, WA Alton Taiyton
Run Reports Against Results
Mo criteria set . .
Standard Reports = Report Filter window
Title of Report| provides access to a variety

Availahle Reports falitay 1
Lead Highlights Repart

Lead Status/Activity Report

Lead Sumrmary Report: (Bar Chart)
Forecast Report

Lead Aging

Call Back Report

Industry Analysis Report (Bar Chart)
Express Update

Sales Comments Report

Query Sort Preference

of pre-defined reports to
run on the search results

INone 'l INDne 'l INone 'l
* Ascending # Ascending = Ascending
" Descending " Descending " Descending
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Standard report types:

- Lead Highlights Report: provides an overview of all leads, including text information in
comments field. If you do not specify sort parameters, by default the system sorts report
results by Date Entered, Lead Grade and Company.

- Lead Status/Activity Report: summarizes records by forecast date, lead value and current
lead grade. If you do not specify sort parameters, by default the system sorts report results by
Forecast Date, Lead Grade and Company.

- Lead Summary Report: provides a bar chart overview of current lead grade for all records.

- Forecast Report: displays all records with a forecast date entered and probability greater
than zero percent. If you do not specify sort parameters, by default the system sorts report
results by Forecast Date, Lead Value and Probability. Records with a past due forecast date
are highlighted in green. The forecast report includes a lead value subtotal for each page of
records displayed as well as a total for the full set of records included in the report.

- Forecast Update Report: facilitates quick updating of records with key sales fields for
groups of ten records displayed on a single screen, with records with no forecast date entered
appearing first, followed by records with a past due forecast date, as indicated by green
highlighting. If you do not specify sort parameters, by default the system sorts report results
by Forecast Date and Lead Value. The forecast update report includes a lead value subtotal
for each page of records displayed as well as a total for the full set of records included in the
report. Key fields in the Forecast Update Report are editable. Simply enter changes by
making the desired selections from the various drop-down boxes and press Submit.
Remember to submit the changes for the current page before moving to another page.

- Lead Aging Report: Reports on the days out or number of days since a record was assigned
but not updated. A record must be updated from the Sales Update screen to halt the Record
Countdown. If you do not specify sort parameters, by default the system sorts report results
by Date Assigned so that the records with the most days since updating appear first.

- Call Back Report: displays all records with a call back date scheduled, including key contact
information. If you do not specify sort parameters, by default the system sorts report results
by Call Back Date and Company.

- Industry Analysis Report: summarizes records by industry type in bar chart format.

- Sales Comments Report: displays sales comments entered for all records in the report. If
you do not specify sort parameters, by default the system sorts report results by Date Entered,
Lead Grade and Company.

3. Download Report — In addition to the standard and custom download functions available from
the search results screen, users can also download reports. This download will allow you to view
and save the records in .csv file format; the report download is a WYSIWYG (What You See Is
What You Get) function, meaning that the downloaded file will include exactly those fields
displayed in the report, and will also retain any sort parameters you selected when running the
report. To download a Report: Run the desired report using either the quick Reports button from
the top of the page (keeping in mind that this report will include all of the records in your
database) or, to be more selective, run a Search to narrow the results and then click on Report
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Filter. After running the report, on the report display screen, click the orange Download Report
button to launch the download function. The resulting .csv file can be opened in most common
spreadsheet applications, such as Microsoft Excel.

ORI O ol Gy I G

Print and
Email Report Lead Highlight Report
buttons on

report screen

Sorted By: Entered, Lead Status, Company

Entered e
O7/258:2001 $0.00 Troy Ine. Jack Martin

iy trong. com Fresident
0722001 $50,000.00 HOT Dayco Ine wiillizm Litzs
iy, d Ay G0 GO 15 Tearn Leader

** CALL HIGHLIGHTS**
Mr. Lee will lease approxi mately $12Kimanth worth of SHL Servers and support. This will be = three year lease st
waorking with Mr. John Jelno, Pinnacle Group Represertstive, onthis project.

o7Mz2001 $100,000.00 HOT Green River Met Inc Dan Browm
iy, g FE @ ATVET GO m WP ot IT

*# CALL HIGHLIGHTS**
Mr. England is the WF of ITfor the US and many of the international locations. Thew hawe approxi mately 50 plants »
Mr. Eugene Frazer. They purchase products from YAR's and resellers because they find the prices to be less expe
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4. Print Report — Run the desired report and click on the orange Print Report button in the menu
bar above the report. A new window will open containing only the report. Click the Print button
at the top of the pop-up window to launch the printer interface on your computer. The printed
report will contain the title you specified when you generated the report or if one was not entered,
the name of the report type will be used as the report title. The report also contains the current
date in the report header area.

5. Email Report — Run the desired report and click on the orange Email Report button in the menu
bar above the report. A new window will open containing only the report. Click the Email button
at the top of the pop-up window to launch the email interface. Enter the recipient(s) valid email
address(es) (required) as well as the plain text message you wish to accompany the email
(optional). If you are sending the report to more than one individual, separate the multiple email
addresses with commas. Click Send to email the Report the to specified recipient(s). The
recipients will be emailed immediately; the report will be included in the message as an HTML
file attachment, which can be viewed in a web browser and/or saved. The emailed report will
contain the title you specified when you generated the report, or if one was not entered, the name
of the report type will be used as the report title. The report also contains the current date in the
report header area.
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ASSIGNING RECORDS

1. Click on New or Reassigned Leads — in the Information Center (accessible by clicking on the Home
in the top navigation from any page) to view a listing of the leads in each category. These are all the
leads that have not been updated.

Information Center

1 new lead
1 new lead re-assignment
Shortcut to all my leads
Express Update

2. Use Search — to view all of the leads in your account (including new leads and leads which were
previously updated) go to Search and click on Go without specifying any criteria. The Search results
will show all the leads in your account.

3. Four Ways to Reassign Records

a) Assign One or More Records at a Time from Search Screen — In the Search Results select the
records you want to reassign to one person (either by clicking individual boxes or using the select
page function). Click the gray Assign Records tab. Select the Account Manager and/or Partner
and click Submit. Add any comments you would like to attach to all of the records and click
Submit again.

Sawe Search Report Filter Help Guide
Select Page | Clear Page | Send Email | Assign Records | Assign Campaign | Archive | Delets

Campaign Sample Campaign
Sorted By, Entéred, Company
Search Results Records 1 thru 4 - {4 total records)

Company Contac Phone Lead Status Entered Group  Campaign tdare [nfo

[ 1== iR hA 14222003 Mane  Sample Campaign
[ 280 [oe mhite & Prearasniu o] Mone  Sample Campaign @""
[~ abe john brown 14222003 Mane  Sample Campaign
o dae green & Prearasniu o] Mone  Sample Campaign @""

Select Page | Clear Page

b) Assign a Single Record from the Profile Screen — On the Search Results page, click on the
company name to launch the Profile Screen. In the gray menu bar above the Profile, click on
Assign Record. In the pop-up window, select the Account Manager and/or Partner to which you
wish to assign the record. Click Submit. Add any comments you would like to attach to the
record. Click Submit again.

Back to Results [l view profile I Edit Profile | Sales Update | View Detail Help Gulde
Click to assign Assign Record | Retum Record | Add Contact | Attach File | Clone Record | Print Record
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c) Assign a Single Record from the Edit Profile Screen — On the Search Results page, click on the
contact last name to launch the Edit Profile Screen In the gray menu bar above the Profile, click
on Assign Record and proceed as described above for Profile screen. Alternately, you can assign
a record from the Edit Profile Screen method to assign the record from the Edit Profile screen is
by In the Profile Assignment area, select the Account Manager and/or Partner to which you wish
to assign the record. Remember to click on the Go button to save your assignment selections.
Add any comments you would like to attach to the lead. Click Submit again.

Profile Assignments
Account Manager Partner Rep

Assignment
area on Edit
Profile screen

IAtIantic—.JDhn Boland j IGIDbaITechnDIDgies—JDthaiI j

d) Assign a Single Record from the Sales Update Screen — On the Search Results page, click on
either the company name or the contact name to launch the Profile or Edit Profile screen,
respectively. From either page, click on the orange Sales Update button above the Profile. Once
you are on the Sales Update screen, click on the Assign Record button in the in the gray menu bar
and proceed as described above for Profile screen.
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ADDING NEW RECORDS

Note on access privileges: Only users with security permission to add new records to the database have
access to the manual add and import vCard functions described below.

1. Click on Add New Records — in the main navigation menu. Select Add New Record or Lead. Enter
all available lead data. Some fields may be required.

Add New Lead

Choose Custon Data

Attach Custom Form |None

Contact Information

Prefix | Phone |

F Name | Alt Phone |

L Name | Cell/Mobile |
Title | Fax |

Title Code ISeIedaCIassificatiDnj Email I
Function ISeIedaCIassificatiDnj Web Address I

) Company l—
Company | Revenue
Address 1 I # Emp. I
Address 2 | SIC Code [ =]
Address 3 | Unique 1D I

City | Ulimate Duns I

State I 'I Site Duns I
Zip | Campaign I VI
Country I vl .

Profile Assignments

Account Manager Partner Rep

Profile Summary
Initial Status Marketing Mix

Lead Value I Lead Source I 'I

Forecast Date I VI Call Back Date I =
Probability | [ =l =[am=
Installed Base Contacted Date =
# pecial Interest
Interest 1 - Interest 4 -
Interest 2 'I Interest 5 'l
Interest 3 'I Interest 6 'l

-

H

2. Assign the Record — In the Profile Assignments area, select an Account Manager and, if appropriate,
a Partner.
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Choose the Campaign —from the campaign drop-down list. The choice selected for the Campaign to
which the record is assigned cannot be changed after the record is submitted

Click on Go — to save your data. The record will now be visible to the user(s) to which the record has
been assigned as well as to all global admin users. The record will immediately appear in the database
and will also be included in the New Leads hyperlinks on the Home page for the user(s) to whom you
have assigned the record.

Add Additional Contacts — After you have entered the new record and pressed Go, the system will
prompt you as to whether you wish to add additional contacts to the record; click Yes to add more
contacts. Enter all the details for the additional contact you wish to add. To save this contact and add
another, click the Save and Add Another Button. If this is the last contact you wish to add, press
Save. To save the new record without adding another contact, press Cancel.

Complete Custom Forms — If the new record you entered belongs to a Campaign which has one or
more custom form associated with it, the system will prompt you to fill out each relevant form. Some
questions or fields may be required. Enter the necessary information as prompted by the system and
submit the results in order to complete the addition of this new record to the database.

Clone — Another way to create a new record in the database is through cloning. To create a duplicate
record, access the Profile you want to copy and click on the Clone Record button in the gray
navigation menu above the Profile. In the pop-up window select the appropriate hyperlink for either
cloning only the basic information (contact data and assignment) or the entire record (including
special interest fields, comments, file attachments and custom forms associated with the record). The
window will now display the cloned record (indicated by the text "Cloning Record" in the tab at the
top of the profile). Select a Campaign, make any desired changes to any of the fields (including
record assignment) and then press Go. Lead assignment will trigger email notification and other
notices just as if the lead has been entered manually. All cloned records contain a flag noting that it is
a cloned record, along with the date and user name of the user who performed the cloning.

Import vCard - The vCard wizard allows you to upload a single contact saved in the vCard (.vcf) file
format and translates the data, mapping the basic contact fields into a new record in your database.

Before you begin: Before starting the import vCard process, ensure that your vCard(s) are ready for
import. If you have received the vCard as an attachment to an email message, follow the instructions
for your mail application and save the attachment to your computer or network, ensuring that the file
is saved in the .vcf file format. In most mail programs, such as Outlook, you can right click on the
vCard attachment to save it. Alternately, if your PIM software allows you to save a Contact as a
vCard, you can create a vCard for any Contact. In Outlook, open a Contact folder and click to select
the contact for which you want to create a vCard. On the File menu, choose Save As and in the "Save
file as type" list, click to select the vCard Files (*.vcf) file format. In the Save In list, select the folder
where you want to save the vCard file, and then click Save. In some versions of Outlook, you can
choose Export to vCard from the File menu once you have opened the contact. Please refer to the
documentation for your email or PIM software for additional details on how to save a vCard.

To import a vCard Contact: To import a vCard into the database, click on Add New Records at the
top of any page and click on the hyperlink labeled Import vCard. Follow the steps in the wizard to
browse for the vCard file on your computer or network. The wizard will prompt you as to whether
you wish to select a campaign and/or assign the record. At any time, you can click Cancel to halt the
import process and return to the Add New Records page. You can also use the Back button to move
back a step in the process.
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ADDITIONAL DATA IN RECORDS

1. Adding and Editing Contacts — The Profile, Edit Profile and Sales Update screens all display
key details on additional contacts for a record. This information appears in the section
immediately below the main demographic and company information. In the Contacts section, the
primary contact is listed first (denoted by a yellow key icon), followed by all additional contacts
associated with the record listed in alphabetical order. This section displays only the title, phone

and email for each contact.

Note on access privileges: Only users with Full Edit or Edit Contacts privileges have access to
functions related to the editing of contacts. Users without these permissions will not see the
buttons described below (such as the Submit, Update, Delete or Change to Primary) or the Add

Contact tab displayed on their screen.

- To add a contact to a record click on the orange Add button in the top right corner of the
Contacts section. In the pop-up window, enter the appropriate information for the new
contact (first and last name are required) and press Submit. Alternately, you can add a
contact by clicking on the Add Contact button in the gray menu bar near the top of the page.
Once submitted, the new contact will appear in the Contacts area. If an email address is
entered for the contact, it will appear as a hyperlink; clicking on the link will launch a new

message to the contact in your email program.

oD GRS G D e e

Assign Record | Add Contact | Attach Form | Attach File | Clone Record | Print Record

|

Add Contact
menu button

Profile

Contact Info
Name Mr Dan Brown
Title P of IT
Title Code Mid Level
Function Logistics

Company Green River Net Inc
Address 1105 Bow St
Address 2 Suite 102

Address 3 Box 123

L] INE of 102

Date Entered 01/04/2002
Contacted Date 12/10/1997
Last Updated 02/11,/2002 - 5. Admin
Phone 219-731-3600
Alt Phone 915-731-9000
Cell/Mobile 919-123-1234
Fax 919-383-4259
Email DBrowni@cormpany.corm
Web Address www. company. corm

Record Status: ACTIVE

City Elkton Company Revenue $300,000,000
State NC # Emp. 14,000
Zip 27828-0166 SIC Code 2141
Country USA Unique 1D 2118
Ultimate Duns 047675947
Site Duns 968427815
Contacts area of ey, LT ) e
Profile screen Contact Title Phone Email vCard .
PDan Brown WP of IT 519.731-3600 DErown@company.com = Click
Jerry Elias Purchasing Manager 919-883-4000 %25 JEliasi@greentivernet.com = Add to
Mary Evans  Controller 919-883-4000 x12 MEvans@E greentivernet. corm = add
. . . . . new
I Click name to view/edit Click email address to contact
full contact details launch email program

- Auto-fill contact information - When adding an additional contact to an existing record, you
can auto-fill the address information with the address listed for the primary contact to reduce
data entry time. To do so, in the Add New Contact pop-up window, click on the "Use primary
contact address" checkbox to auto-fill the address fields. To clear all of the address fields,
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click on the checkbox again to remove the checkmark. Make any necessary changes and
additions to the screen and then click Submit to save the new contact record. To close the
window without saving the new contact record, click Cancel.

- Designating a Contact as Primary - When adding a new contact, you may also choose to
designate the individual whom you are adding as the Primary Contact for the record. The
Primary Contact name and contact information is listed in the upper section of the record
profile as well as being included in the Contacts area. Doing so will move the existing
primary contact down to the additional contacts area, but all information for that contact will
be maintained. To designate a new Contact as Primary: In the Add New Contact pop-up
window, enter all details for the new contact and then click the orange Change to Primary
Contact tab at the top of the window (see Figure 2). The system will prompt you to confirm
that you wish to designate this new contact as the primary contact for the record. To confirm
and proceed, click Yes. To return to the Add New Contact window, click No. You can also
move an existing additional contact listed for a record to the Primary position by using the
same Change to Primary Contact orange tab described above from the Edit Contact pop-up
screen.

- To view or update the full details for a contact, click on the hyperlink for their name. In
the pop-up window, enter any addition or changes and press Submit. To return to the main
record without making any changes, press the Cancel button.

- Contacts Notes Field — Each contact has a Notes field that appears in the detailed contact
area for the individual and may be useful for storing information specific to that person. This
free text field supplements the existing Sales Comments/Notes text field, which may be
appropriate for tracking information of a more general nature that relates to the record as a
whole. For advanced users, the new Notes field is included when cloning a record and is also
available for download and import. To add or edit Notes for a Contact, in the Contacts
section of the Profile, Edit Profile or Sales Update screen, click on the name of the person for
whom you wish to add or edit the contact Notes. In the detailed contact window, enter or edit
the comments in the Notes field at the bottom of the pop-up window (see Figure 1). Click
Submit to save these changes to the contact. To close the window without making any
changes, click Cancel.

- View a map of the contact location - To access locations maps for the primary contact for a
record, click on the address (which will appear as a hyperlink) on the Profile or Sales Update
screen to access a Mapquest.com street map of the location listed in the record. To access
additional functions such as driving directions and locating nearby businesses, simply click
on the relevant button on the MapQuest screen. You can also print or email the map,
download it to a PDA, or save it through the My MapQuest function.

- To delete a contact, in the update pop-up window for that contact, press the delete button.
The system will prompt you as to whether you wish to delete this contact. If Yes, press OK.

2. Attaching Custom Forms - Supplemental, web and event registration custom forms can be
attached to a record when it is first added to the database or can be appended at any time after the
record is created. Sales and feedback forms are attached at the campaign level rather than at the
individual record level.
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Note on access privileges: All users can see custom forms attached to a record but only users
with appropriate security access can edit data collected in the custom form or edit the form
description field.

- To attach a custom form when manually adding a new record: To attach a
supplemental, web or event registration form to a new record added manually into the
system, on the Add New Record screen select the desired custom form from the Custom
Form selection box at the top of the window. Enter all other information for this new
record and then press Go. In the next step, the system will prompt you to enter the
custom data.

Custom Forms & Web Capture "ADD | _ Click Add
Date - Time Form Name p

01/04/2002 10:55 AM Summet Breeze? Web Modified to attach
01/04,2002 10:55 Al SHL Powereh Pedformance Supplemental Mew Entry new form

Click form name to launch form

- To attach a custom form to an existing record: Supplemental, web and event
registration forms can be attached to an existing record from the Profile, Edit Profile and
Sales Update screens. On any of these screens, you can add a form by clicking on the
Attach Form button in the gray menu area near the top of the screen. In the pop-up
window, select the desired form from the list and click on Submit. Alternately, you can
launch this interface by clicking on the orange Add button located in the top right corner
of the Attached Forms section.

3. Accessing Custom Forms - Each entry in the Attached Forms lists the date and time that the
form was added to the record or last modified as well as the form name, description, form type
and form status. A newly attached form has a status of “New” while a form that has been
modified has a status of “Modified.”

Custom Forms & Web Capture _ADD

Date - Time Form Name Description D Status
8/30/2002 4:40 PM Widget Trade Show Survey Atlanta Show Supplemental Hew

- To access and edit a custom form attached to a record: On the Profile, Edit Profile
and Sales Update screens for the record, all custom forms currently attached to the record
are displayed in the Attached Forms section below the Profile Summary. To open a
specific form, click on the appropriate Form Name in the list. The completed form will
launch in a pop-up window. If the form is set up to allow editing, you can update the
information by entering the desired changes and clicking the Update button at the bottom
of the form. To close the window without making any changes, simply click the Close
button. If editing is not permitted, the Update button will not be displayed.

4. File Attachments — Files can be uploaded to a record, viewed and deleted from the File
Attachment area located in the “Attached Files” section of the record’s profile.

- To view an attached document, simply go to this area and click on the filename in the
gray box to launch the desired document.

- To upload an attachment, click on the Add/Edit Attachments hyperlink to the right. A
window will open displaying all attached documents and providing browse/upload
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buttons. To upload a document, browse for the desired file on your computer or network
and once the filename appears in the text box, click on Upload. Once the file is
successfully attached to the record, the file name will appear in the file list, along with the
file size and date uploaded. File types authorized for upload are set by your
Administrator. There is a 3 MB file size limit per attached document.

- To delete an attached file, simply click on the delete hyperlink to the left of the file you
wish to delete in the Add/Edit Attachments pop-up window.

More Information
Attached Files xv7 Pricelist. doc; Add/Edit Attachments
s fSales Q3 2001.xls;

AL Products. PDE;
Location Maps [MapQuest.com

Company Capsule [Comparny <v'Z Find |
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MANAGING OPPORTUNITIES

1. About Opportunities — Some company databases have advanced functionality for tracking
individual sales opportunities associated with records in the database. If this function is available,
advanced users can be given access to the opportunities functions, including searching, adding,
editing and reporting on opportunities.

2. Entering a New Opportunity — To enter a new opportunity or edit an existing opportunity, go to
the Sales Update screen for the record. In the Sales Opportunity section, click on the Add button.
In the Opportunity Detail pop-up, enter the details for the opportunity and press Submit.

3. Entering, Editing or Deleting an Opportunity — To edit or delete an existing opportunity, go to
the Sales Update screen for the record. If one or more opportunities have been entered, the
opportunity name(s) and a brief summary will appear in the Sales Opportunity section. To edit or
delete an existing opportunity, click on the Opportunity Name Hyperlink. In the Opportunity
Detail pop-up, enter the necessary changes or additions and press Submit. To delete the
opportunity, press delete.

Sales Opportunity

Opportunity  Status Forecast Date Close Date  Win Prob. Stage Total Updated
nnual Plan Run Rate Business September 2003 0352842003 400 % Closed - Wan 40,000.00. 3/28/2003
UEgrade HActive December 2003 25% Qualifying 5,000.00 2/22/2002
TOTAL: $15,000.00
Edit Opportunity
Opportunity Details B3
Companmy: AHC Widgets Date Created: /282003 2237 Ph Last Updated: 3/25/2003 301 PM - Carolyn Evans
st press Submit st the bottom to save any changes o additions made to this
Opportunity Name lAnnuaI Flan (max. 25 characters)
Opportunity Description fInitizd buy
maw 78 charactaes)
Opportunity Status i Run Rate Business VI Forecast Date i September 2003 'I
Win Prohahilityimﬂ% 'I Close Date 103!28!2003
Opportunity Source ITeIemarketing 'I Sales Stage ! Closed -Won 'I
Contract Ref? |A2078654432 Close Reason |‘Won -
Competition | IEM "i Partner Level | Platinum YI
Service Level IBasic—annuaI 'l Discounting iYes 'i
Product Details
Praduct Price Guantity Amount
| Base Widget x| 10,000.00 1 1000000 detete
TOTAL VALUE: 10,000.00
[_Recalculate |
tou must press Submit st the bottom of this window in order fo save sny chaniges o ans Greer
=
Notes
=
03/28/2003 03:01 PM (Caralyn Evansg) - NY location only.
Submit | Delate | Cancel |
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4. Searching Opportunities — Users with the necessary access privileges can search on
opportunity-related values from the main search screen. Keep in mind that the Search Results
screen will display all records with one or more opportunities that meet the criteria you specified.

Sales Opportunity Search

Opportunity |—
Name
Opportunity Forecast Date m
Status |Active October 2002
Inactive =] Maovember 2002 =]
Win Probability |=l" Close Date | _I

Range

Opportunity Sales Stage m
Source |Direct pail Clualifying
SEminar =] Budgeted x|
Contract Ref# | Close Reason _g
Wan

Lostta Competition x|

Competition m% Partner Level
=% Flatinum
HP =]

Service Level Discounting
Basic-annual Yes

Product _g Total Value | _I
Base Widget

Enterprise Wyidget =]

5. Reporting on Opportunities. To access opportunity-specific reports, follow the same
instructions as for standard reports and choose the desired report from the Opportunity Reports
section of the report type selection list. Note that many of the Opportunity Reports have default
sort parameters pre-selected. In addition, when you view the report, if you wish to display the
report with alternate sort parameters, click on the gray Sort Report tab and choose the values you
wish to use to define the report sort order. From the Report display page, you may choose to
Download, Print or Email the report.

Opportunity Report types:

- Opportunity Forecast: Provides an overview of all forecasted opportunities to which you
have access. Displays only opportunities with an opportunity forecast date entered; Default
sort by: Opportunity Forecast Date (ascending), Total Opportunity Value (descending), Win
Probability (descending). Opportunities with a past forecast date (i.e. before the current
month) are highlighted.

- Opportunity Forecast Update: Displays all opportunities, including those without an
opportunity forecast date entered with multiple entries shown on a single screen for easy
updating. Default sort by: Opportunity Forecast Date (ascending), Total Opportunity Value
(descending). Opportunities with no forecast date entered are displayed first and opportunities
with a past forecast date (i.e. before the current month) are highlighted
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- Opportunity Highlights: Default sort by: Opportunity Last Updated Date (descending),
Total Opportunity Value (descending). Opportunity Description and Opportunity Notes are
displayed if they have been entered, including the datestamp and username.

- Closed Opportunity List: Provides a summary of all opportunities to which you have access
where the Sales Stage that is equal to "Closed" and includes a total value. Default sort by:
Opportunity Close Date (descending), Total Opportunity Value (descending).

- Sales Stage Summary (Bar Chart): Provides a graphical representation of the sales stage of
all opportunities.

- Opportunity Status Summary (Bar Chart): Provides a graphical representation of the
opportunity status of all opportunities.

- Opportunity Detail: Offers users a tool for reviewing key information on opportunities for
better tracking of progress. Includes basic contact details such as name and phone number
for the primary contact. Default sort by: Opportunity Last Updated Date (descending), Total
Opportunity Value (descending).

- Opportunity Overview Report: A basic list of opportunities for a quick management
review. Default sort by: Company Name (alphabetical), Opportunity Name (alphabetical),
Total Opportunity Value (descending).

- Opportunity Pipeline: Reports on all open opportunities organized by sales stage to help
determine which opportunities are at which stage in the pipeline. Default sort by: Sales Stage,
Opportunity Forecast Date (ascending), Win Probability (descending), Total Opportunity
Value (descending).

- Product/Services Forecast: Presents opportunities organized by product/service. Default
sort by: Product/Service (alphabetical), Opportunity Forecast Date (ascending), Total Product
Value (descending), Win Probability (descending). Opportunities with a past forecast date
(i.e. before the current month) are highlighted.

- Sales Team Summary: Provides a team-oriented progress report, with a summary of all
opportunities organized by Group and Account Manager. Default sort by: Group/Org
(alphabetical), Sales Rep (alphabetical), Win Probability (descending), Total Opportunity
Value (descending). Opportunities with a past forecast date (i.e. before the current month)
are highlighted.
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OTHER KEY FEATURES

6. Saving Contacts and Call Back Appointments to Microsoft Outlook — The system provides
users with the ability to save contacts and call backs to their personal scheduler, such as

Microsoft Outlook or any other personal information manager (PIM) compatible with the vCard
and vCalendar file standards.

- To add a contact to Outlook (or another vCard-compatible contact management program on
your computer), click on the “Add to my contacts” icon next to any name in the Contacts area
of the Profile, Edit Profile or Sales Update screens. Clicking this icon will launch your
personal contact software program and allow you to save the basic contact information for

that person.
Contacts
Contact Title Phone Email
RJane Smith Dir of Sales 407-655-7200 %17 [AneE@company. com 4=
Ed Browen Purchasing Wgr G08-555-0817 edi@cormpany. corm =
James Peterson Dir. of Marketing 212-555-3456 jamesiEicompany. com =
Ellen Walker Executive Asst. 407-555-7200 21 elleni@company. corm =

—)

Click the “Add to my contacts” icon to download contact
to your personal contact software, such as Outlook

- To add a call back to Outlook (or another vCalendar-compatible scheduling program on
your computer), click the Add Call Back icon that appears next to the call back time on the
Sales Update screen for the record as well as on the Call Back Report (for users with access
to reporting features.) Clicking this icon will launch the scheduling software program on
your computer and allow you save the appointment information entered for this record,
including the date, time and type of call back as well as the last Sales Comment entered. If
you have not entered a date or time for the call back in the online application before clicking
the Add Call Back, the system will prompt you to do so before proceeding. To ensure that
your appointments download correctly into your local system, your local time zone must be
set accordingly (see section on User Settings below for more details).

Sales Reminder/Tickler

Call Back Date quﬂ a/2002 | Type | Appaintrnent ~
(9] 00=] [ ] -?

Click the “Add to my calendar” icon on the Sales Update screen to download
contact to your personal scheduling software, such as Outlook

- Technical notes on saving contacts and call backs: If a compatible default personal
scheduling application (such as Outlook) is not set up on your local system, when you click
the icon to add a contact or call back to your personal scheduling program, the system will
simply prompt you to save the file in a vCard (.vcf) or vCalendar (.vcs) format. These files
can then be imported into any software program compatible with vCard and/or vCalendar file
formats using that program’s import function. Also, keep in mind that after you click on the
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add contact or add call back icon and the window in your local system’s scheduling program
opens, changes made to the contact or appointment record in that outside software application
are not automatically reflected in the corresponding online database record.

7. Spell Check Text in Custom Forms, Comments Areas, Message Boards and Campaigns —
The system provides users with the ability to reduce data entry errors by checking the spelling of
text in the following areas:

- Text area fields included in Custom Forms (includes both attached and in-line forms)
- Comments text area on the Add Record screen;

- Comments/Notes text area on the Sales Update screen;

- Message body text on Information Boards; and

- Text entered in the Campaign Comments field in the Campaigns

Fields with spell check capabilities are denoted by the presence of the Spell On/Off button.
Clicking the button toggles between the On and Off settings. The system default for the spell
check function is set to On. For details on changing the default setting, please see the User
Settings section below.

- To run spell check: If new text has been entered in the text box(es) or if changes are made to
the existing text, the spell check interface is launched automatically after the user clicks on
the green Go button on any of the screens listed above. When the spell checker finds a word
in the text that may be an error, it will display the word in red highlighting along with the
surrounding text. The word in question is also displayed at the top of the screen highlighted
as either “Not in dictionary” if the word is not found in the spell check dictionary or
“Doubled word” if there are duplicate words adjacent to one another. Suggested alternatives
to the word are listed in the “Suggestions” box. To change a highlighted error, select a
word from the Suggestions box or type a new entry into the Change to box and then click
Change. If a new word is entered, the system will check the spelling of the new entry before
proceeding to the next error. To change all instances of the highlighted word that appear in
the current text box to the selection in the Change to box, click Change All. To leave the

highlighted word
unchanged, click Ignore. Check Spelling
To skip all instances of the Checking: Comments
hlghhghted word that Not in dictionary: Compaany
3 Compaany x¥Z produces widgets and and wodgets. Their target market is Ignare |
appealj n the current text industrial SMEs in the the US and Canada. Compaany XYZ produces
box click Ignore All. The widgets and and wodgets. Their target market is industrial SMEs in the US Ignore Al |
system will display a and Ganada.
message when the spell
check process is complete.
Click OK to close out the
spell check interface and
continue using the
app]ication. A custom form Suggestions: Change to:
may contain multiple text iompany | feompany _ Change |
CCOMPany
boxes or a screen may Cormpanyin
. 1 . 1 f . Accoﬁnpgnyging Change All |
confam multiple forms, in Comparably
which case the spell check gowman 8
. . . ampal Y
process will begin with the P
first text box; when the first _
. Options >> | Cancel Sawve & Close
box is complete, the system

will prompt you to click
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Continue to proceed to the next text box. Click Save & Close to save all changes and return to
the main screen. Click Cancel to return to the main screen without saving any changes.

Note on access privileges: Only users with access and edit privileges for the text box in
question can perform spell checking for that text area.

Note on custom forms: When a custom form is created, the user must turn on the spell check
option for text areas in the form. If this setting is turned off, users will not be prompted to
spell check text areas when creating or updating the form.

- Set spelling options: The user may customize the spell check process by specifying certain
settings in the Spell Check Options area. For example, the spell check interface can be set to
ignore capitalized words, words in all uppercase letters or HTML tags. To view and change
the spell check settings: click on the Options button in the lower left corner of the spell

check interface screen.
Check or uncheck boxes
for the various settings as
desired, then click Save
Options. The settings will
be saved and will be
applied for the current
spell check operation as
well as all additional spell

Set Spell Check Options

7 Ignore capitalized words (e.g., Canada)

[~ lgnore all-caps words (e.g., ASAF)

™ lgnore wards with numbers (e.q., Wing&)

™ lgnore wards with mixed case (e.q., SuperBase)
¥ Ignore domain names (g9, Xz com)

™ lgnore HTML markups (e.g, <82)

¥ Report doubled words (e.q., the the)

¥ Case sensitive

check queries during the
current user session.
When you log in again,
the settings will revert to
the system defaults. To
return to the spell check
process without changing
any settings, click Cancel.

¥ Suggest split words
[~ Phonetic suggestions
¥ Typographical suggestions

Language is currently set to: US English
Language option can be changed in User Settings.

Set Options | Cancell

8. Online Library — The application offers an online library feature for posting sales and marketing
collateral, company announcements and more. Users with full access to Library functions can
upload files, delete files, add and delete folders and sub-folders, rename folders and documents
and move folders and files. Other users may have read-only access. The Library works much
like a Windows-based file directory. To begin, click on Library from the top navigation bar on
any page. The left-hand pane contains all folders available to Library users for your company
database. To access the contents of a folder or sub-folder, simply click on that folder in the left-
hand pane; the contents will display in the right-hand pane.

{8 Databart LLC ‘ Upload File Mew Folder  Rename Wove Delete

£2 Campaign Updates | Address | DataMart LLCWMarketing Callateral 2 object(s)

@ Marketing Gollzterst # Name Size Type Mndified
B Sales Reports r®E WYI_Pricelist.doc 19 KB WordPad Document 09719101 11:47:27 AM
M B vz Products.PDF 3 KB POF File 09415101 11:47:09 AM

- To access a document, simply click on the file name in the right-hand pane to launch the
document.
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- To add a new document, click on the Upload File button in the gray bar. The system will
prompt you to locate the desired document on your computer or network. Clicking on New
Folder allows you to add and name new folders or sub-folders.

- To rename, move or delete a document or folder, click the checkbox next to the document
or folder and then click the desired button in the gray bar.

9. Campaigns — set up a new Lead Source or edit an existing Lead Source record by clicking the
Campaigns button at the top of any screen. Click Go to save.

10. Archive — allows records to be moved from the active database to the archives. Search is
available within the archives. These records can be held in archives indefinitely, deleted or
restored to the active database.

11. Security and Account Privileges — Each user account has a policy-based security profile by
which the user is allowed access only to those records and system features to which they are
entitled. Contact your administrator to discuss adding additional features to your account.

12. Support

- Online Help — help screens are available on each page within the online application by
clicking the yellow Help Guide button.

- Technical Support — for additional technical support, please contact your company
administrator.
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USER SETTINGS

1. Change password: To change the password you use when you log into the system, enter
your new password and then type it in again in the Verify Password box to confirm that you
have entered it correctly. Click the Submit button. Next time you log in, use your new
password.

2. Change time zone: To ensure that your call back appointments are entered into your
personal scheduling software correctly when using the save call back feature, you will need to
set your time zone in the online database. If you need to change your time zone setting,
simply click on User Settings at the top of any page in the online application. In the lower
right corner, select the proper time zone parameters and click Submit. If your area observes
Daylight Savings Time, make sure this box is checked.

3. Default view: All users have the power to customize their default view of a record to best
suit their needs. The system default is set such that when viewing any Search Results screen,
clicking on the Company name hyperlink takes the user to the Profile page for that record.
However, some users, such as sales reps using the system to enter updates on their leads, may
prefer to launch to the Sales Update screen first so that they can enter critical new data more
quickly. Other users who most often use the system to update contact and company
information on the record Profile may prefer to launch the Edit Profile screen first. No matter
which screen is set as the default view, the other page views are always available through the
orange menu buttons near the top of the page. To change your default page view, click on
User Settings at the top of any page to launch your individual user profile. To change your
preference for the page that will display first when clicking the Company Name hyperlink
from the Search Results select the radio button for your preference and then press Submit.

User Profile: Carolyn Evans

Company IABC Cormpary Address 1 |1 23 Maple Street
Title ISaIes Fep Address 2 |Suwte #410
Phone [407-655-1212 City [Orlando
Fax [407-555-1122 StateProv [Floida =]
Mobile [407-555-3399 Zip/Postal Code [32801
Email [cevans@abe.com Country lm
New Password I Time Zone lm i i
Verify Password I - Change password ¥ Adjust for daylight S;ti’;ll—lme wone settlng
Default Page Company name hypetlink on the search results takes you to: Spell Check Set Default:
@ Profils & Spell Check ON
o Ui - \]/)izgvmslet:tltjiigge © syollceokorr @ Spell check
Set language: On/Off
@ LIS English
UK English

(Submit )

I Spell check language

4. Spell check settings: The User Settings area also contains controls for the default language
for the spell check dictionary as well as an on/off default setting for the spell check function
itself.
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- Spell Check On/Off default setting: The system default is set to launch the spell
checker if the user enters or change any text in any of the fields on the page with
spell check capability, as indicated by the Spell On button on the relevant pages. To
change the Spell Check default setting: To change this setting for your own user
logon, click on User Settings at the top of any page and in the Spell Check section in
the lower right-hand corner, set the default to Spell Check ON or Spell Check OFF,
according to your preference and then click Submit. This setting will be effective
immediately and will remain in place until you should choose to change it again.
Whether the spell check default is set to On or Off, the user can always change the
preference for a specific page by clicking on the Spell On/Off button to toggle
between the settings for the current page.

- Spell check language: US English is set as the system default language for all users,
thus the US dictionary is used during the spell check process. However, the user can
utilize the UK English dictionary by selecting UK English as a preference in the User
Settings area. Changing the language preference will affect the dictionary used
during all spell-checking operations. The current default language setting is
displayed in bold at the bottom of the Spell Check Options window. Alternately, you
can click on User Settings at the top of any page and view the current setting in the
lower right corner. To change the language preference for your user logon, click on
User Settings at the top of any page. In the lower right-hand corner, select the radio
button for your language preference and click Submit. The new language preference
will take effect immediately and will remain in place for all user sessions unless the
setting is changed. You may change the language preference as often as you wish.
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