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Ardexus Sales Cycle Manager — Palm Edition

Introduction

Welcome to Ardexus Sales Cycle Manager for the Palm Computing Platform, the only sales
opportunity-tracking application based on patented Intelligent Response Technol ogy designed to help

you sdll better. Sales Cycle Manager lets you track and update your sales opportunities using your
Palm handheld organizer.

Sales Cycle Manager has three main screens. Thefirst main screen isthe IBO list, which lists all of
your sales opportunities ranked by priority. Thisview allows you to list al of your Open, Won, Lost,
or Cancelled sales opportunities by priority along with the reference number, weeks to close, company,
contact, product, probability, or value (IBO is an acronym for Identified Business Opportunity and is
used to refer to sales opportunities throughout SC Manager).

The second major screen is the opportunity screen, which displays the details of a specific sales
opportunity. From this screen you can update the various items of information regarding the sale and
review and feedback generated by the Intelligent Response.

Thethird major screen is the Sales Environment screen, which displays the strategic details of the sales
opportunity and various decision makers involved in the sale. From this screen you can record and
reference the key elements of a sale, such as competitive pressure, funding status, decision makers,
relationship, etc.

Cpen a 5¢ KMgr -Sales Environment

iE.000.00E Smoite, a0 [ rrove] dose :
e z Eztablizhed need? w Mediurn
3 ales Cycle|Advisor | Zolution match? w Low

Will It Hoppen? » Medium MR OIS Tt

Will We Get 117w Medium I ST AL RS
Funding¥ = Fair chance

SCMgr - IBOs
FWTC # w» Contact  w Company
1| 12 |Martel, Fr... |Pincorp
E|Bewen, Ted |Intartrac
¥ |Hoowt, Rick
& | Srnith, Jirn
2 |Reid, Chriz

r';l H ;li:-rze;:sm;:i.. When ?".'lll_lt Happen? : 448/ ) Farmiliarity? w Low
‘ Priority Prob. VMatrix Cornpetitive pressure? = Low
CornpetitorsT
Look Up: w Contact 2 Decision Makers¥
| Mew Done
SC Manager IBO list. List - SC Manager sales environment

opportunities by priority or stage.
Locate opportunities by company,
contact, or product.

screen. Displays strategic
information about the opportunity
such as competitors, decision makers,
funding, etc.

SC Manager opportunity screen.
Display the summary information
about the opportunity such as
probability, close date, etc.

Figure1l: Main Sales Cycle Manager areas on the Palm handheld device.
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Additional Sales Cycle Manager Features

In addition to the functionality found in each of the three areas described Ardexus Sales Cycle
Manager also provides customizable view displays, automatic lookup of contacts from the Palm
address list, calendar display for selecting dates, ability to store notes on interactions, background

information,

When Will It Happen

etc.

ELTRETE ~ Open
b

even, Bill CEC-72C8
oy t, Tam EEE-TTT
ones. Mark EEE-1717
aid, Tarm EES-1211
irnons, Frank EEo-To0g
irons, lane EEE-66d1
mith, Jirn EEE-1212

ook Up: Add | [Cancel

4 zoo1 p FOWTEC # w Contact
1 1T 12]Martel, Fr... RRlE
Jan | Feb |Mar | Apr [Maw| Jun i 1| ©|peven, Ted |Product
Jul [ Aug | Sep | St | Mow b 3| 7[Haowt, Rick Value
M TW T F 5 % ? g| &|smith, Jim [Erobs
1 2 i} 4| &|Reid, Chriz |Srnartc...
i 4 5 & T 8 9 EM[ 2 10]Jones, Ma.. [United 5.,
m 11 12 12 14 158 16 LA 1| 11)Sirmon:, Al (Market...
17 18 19 20 21 22 22
24 2L 26 27 28 2% 30
Look Up: w Contact
Calendar date lookup Customizable view displays

Select contacts from Palm address
list

Figure2: A few of the additional lookup or customization screens

Integration with desktop PIMs/Contact Managers:

Ardexus Sales Cycle Manager integrates with the Palm Computing organizer address book.

Ardexus Sales Cycle Manager has been designed as a stand-al one opportunity manager based on
patent-pending technology found in the T.A.S.C. sales automation package, and can be synched with
Ardexus Sales Cycle Manager — Windows Edition. For more information on Windows Edition

please visit the Ardexus web site (http://www.ardexus.com).

Ardexus Corporation

March 2002
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Version 1.1.4
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I nstallation
The Sales Cycle Manager application (scmgr.prc) requires 289 KB of space on the handheld device.
This application will run on a PamPilot Professional, PalmPilot Personal, PAm I11, Pam Ille, Pam

I11x, PAmV, Pam Vx, PAm VII, IBM Workpad, and Handspring Visor. The software requires any
devices that run palm OS 3.1 or higher (including OS5).

Windows I nstallation:

1. Verify that you have the necessary (PalmPilot, Palm 111, etc.) Desktop application installed on
your PC, which contains the PalmPilot, Palm I11, or greater Install Tool.

2. LaunchthelInstall Tool by selecting Start, Programs, Palm Desktop, Install Tool.
3. FromthelInstal Tool dialog box choose your Palm user name from the drop down list.

4. Click the Add button, and browse your directory folders for the scmgr.prc file and click the Open
button. Once back in the Install Tool screen click the Done button.

5. Perform aHotSync, first making sure that the Install conduit is enabl ed.
6. From your Palm handheld tap on the Applications Launcher and select the All category. You

should now see the Sales Cycle Manager icon in the list of applications installed on your
handheld.

m |— w Sales
&

SChgr

Figure 3: The Sales Cycle Manager icon on the handheld

7. Tap onthe SC Manager icon to open the application.

If you areinstalling atria version of Sales Cycle Manager, the application will operate without alicense
key for 30 days. At theend of the 30 day trial a permanent license will be necessary to continue to operate
the software. To obtain alicense key please go to the Ardexus web site (http://www.ardexus.com), select
the Products section, and follow the links to the Sales Cycle Manager page, where you will find
information on ordering a license key.

Ardexus Corporation Sales Cycle Manager
March 2002 Version 1.1.4
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Registering Sales Cycle Manager

Unregistered copies of Ardexus Sales Cycle Manager remain active for 30 days from the time that they
areinstalled on your Palm device. These unregistered copies of the software have the complete
functionality of the registered version. Any data entered using the unregistered copy will continue to
be available when you compl ete the product registration.

ARDE XIS

The unregistered copy of Ardexus
Sales Cycle Manager will remain
active for 30 days following its
installation. —_—

Manager Y. 2.0.0
Copryrig bk 2000-200:3
Ardexus Corp. Al rights reserved

Thiz iz a fully functional TRIAL
VERSIOM. Currently wouare onday 3
of your free 30 day trial, To register your copy of Sales

- <«— Cycle Manager tap on the
ST N TR Purchasing button.

Figure 4: Registration Message

To register your copy of Sales Cycle Manager tap on the Purchasing button at the bottom right of the
splash screen displayed when you first open the application. The Purchasing information page will
display next, pointing you to the Ardexus web site for information on how to purchase alicense for
your copy of Sales Cycle Manager.

Visit www.ar dexus.com for [ Purchasing |

information on how to purchase a | For Ardexus Sales Cycle Manager

license for Sales Cycl e Manager purchazing inforrmation please wisit
’ www ardexus.cam

Tap the Register button to display
the registration screen where you

Tap the Done button to close the can register your copy of Sales
Purchasing screen. { Done ) [Register.. | ¢———— Cycle Manager.
[ Purchasing |

For Ardexus Salas Cycle Manager
purchasing inforrmation please wisit
wardesus.oom

Your Palmuser nameis _
displayed in the License Key Software License Key
window. Thisnameis uniqueto User Hame:

li . ki If f? >Chris Fales
your license key. If you change—™F, oo cense ke belon:
your Palm user name contact |

Enter the complete registration
key in the fields provided, and tap

; “——
ﬁ\er;lexus for an updated license N the Enter key.
Figure5: Registration Screen
Ardexus Corporation Sales Cycle Manager
March 2002 Version1.1.4
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IBO List

Thefirst screen displayed once SC Manager is opened isthe IBO list view. This screen displays alist
of al of your sales opportunities, and can be used to prioritize your time and determine which
opportunity to focus on.

The IBO list view displays the priority of the opportunity, the IBO reference number of the
opportunity, the number of weeks until the opportunity is dueto close, and two user definable columns
that can be set to display any of the following values (Contact, Company, Product, Value, Probability).

The IBO list view displays the various opportunities sorted by priority, weeks to close, and value of the
opportunity. ThelBO list view also allows you to choose what category (Open, Won, Lost,
Cancelled) of opportunities you wish to display.

TheIBO List screenin SC
Manager displays all of your
sales opportunities.

SCMgr - IBOs The two right most columns are
WTC # w fontact w Company | customizable and allow you two

{12 ] Martal, Frank |Fincorp display your choice of Contact,

1

; ? ﬁiﬁ"nﬁd m‘;ﬁjj Company, Product, Value or
The list displays the opportunities g & |Smith, Jim  [ACME Probability. (Learn how to adjust
sorted by priority, number of o I oG these headersin a later section of
weeks to close and by opportunity | 11| 5imons, AL |Wark... the manual)
value. < View columns can be resized by

_ o Lock Up: w Contact tappi ng on the view_ column and

The list shows priority, IBO o dragging it left or right.

reference number, number of
weeks to close, and two

additional columns. Select an IBO status fromthe list

in order to view sales
— opportunities of a specific status
(Open, Won, Lost, Cancelled)

—rt..
MIP5H...
ACME

Srnart...
Unite...

Mark...

Use the New button to create a Mew
new Open sales opportunity.

Figure 6: Open IBO List screen

Y ou can create a new sales opportunity (IBO) by tapping the New button. Thiswill open the New IBO
wizard screen that will walk you through the steps to enter a new sales opportunity.

To open an existing sales opportunity, tap on the line displaying that opportunity. The opportunity
screen will open, displaying the information for that IBO.

Ardexus Corporation Sales Cycle Manager
March 2002 Version 1.1.4
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Open IBO List View Columns

The following table describes each of the columnsin the Open IBO List view. The first three columns
in the view are fixed, while the last two columns are user definable.

Heading: Name: Description:

Displaysthe priority of each IBO inthelist

1 P Priority 1 =first priority
2 = second priority
3 =third priority
BN = Break Through Needed
LA = Leave Alone
The number of weeks until the sales opportunity is dueto

2 WTC Weeks to Close be closed (ie. won, lost, cancelled).
A negative value indicates that the opportunity is overdue
and the close date has passed, but that the opportunity is
still listed as open.
If an IBO isequal or less than three days from closing an
exclamation mark (1) will appear in the WTC column.

3 # IBO Number IBO reference number used to track specific sales
opportunities.

4-5 | Contact Contact Name Thefirst and last name of the main contact you are trying to
sell to.

4-5 | Company Company Name The company name of the organization you are trying to
sell to.

4-5 | Product Product Name The name or category of product that the opportunity isfor.

4-5 | Value Opportunity Value | Thetotal value of the sales opportunity.

4-5 | Prob% Probability The probability percentage that you will win the sale. (eg.
80% chance of winning the order)

Closed IBO List View

TheWon, Lost, and Cancelled IBO List views have a dlightly different display than the Open IBO List.
Closed IBOs are not sorted by Priority and Weeks to Close. Instead the two custom columns chosen by the

user sort them.

Closed IBO List Views display
IBOs sorted by the two custom
columns chosen by the user.———»

¢ vgr - 1805 el
¥ - Contact

Customize the ook of the closed

Lo PO L

Brown, Tony
Zmith, Jirm
Williarns, Tad

IBO (Won, Lost, Cancelled) List
by choosing the columns to

display.

Loak Up: w Contact

Mew

Figure7: Closed IBO List

Ardexus Corporation
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Customizing IBO List Columns

The two right most columns of the IBO List view are user definable and allow the user to choose what
information about the opportunity they wish to display in thelist. These two customizable columns
can be used to present your IBO information in anumber of different ways.

The default display for the IBO List view isto display the Contact name in the fourth column and the
Company in the fifth column, but you can change these columns to display any one of Contact,
Company, Product, Value, or Probability.

To change the display preferences for the two custom columns tap once on the black arrow to the | eft
of the column that you wish to change and select a new column display option from the list that pops

up.

The width of view columns can also be adjusted by tapping on the view column edge and dragging it
left or right to expand or reduce the width.

A pop-up window will display

Tap once on the black triangle to
the left of the two right most view ——HT=—#%w Contact v letting you choose the
1 1 1 1z[Martel, Frodul=i i i
columns to change the display i | 1| 5 eeven, Tad [Froduct | [ information that you want to
options for the column o | 2| 7|Howt, Rick |Yalue display in the column.
¢ | | &|Smith, lim [Eteb®
; : 4] 4| &|Reid, Chris Srnart... ;
Col umn widthscanbereszedby [l 5| 43 Jonzs. Mark |Unite.. You can choose to display
tapping on the column edge and LA [ 1| 11|simens, Al [Mark.. Contact, Company, Product,
dragging the column left or > Value or Probability in the
right.. Lock Up: w Contact custom columns.
e

Figure 8: Customizable IBO List Columns

Using Look Up in IBO List

From the IBO List view you can search for specific opportunities using the Look Up feature at the
bottom left of the screen. Using the Look Up feature you can quickly find a specific IBO in alarge list
without having to scroll up and down using the side scroll bar.

2C Mgr - 1805 el i
FWTC # » Contact = Company
g Il 12 |Martel, Frank [Pincorp
1| E|Bewen, Ted (Intert..
2| 7[Howt, Rick  |MPSH..
To locate a specific IBO quickly | 2| & |Smith, Jir
within the IBO List enter the Bl 3| S|ed s [Emart-
search valueinthe Look Up field  La| 1| 11|simons, il |Mark.. The default search is on Contact.
line. (eg. Smith) SC Manager To change the search option tap
will automatically highlight the Lock Up: + Contact < on the black triangle to the right
first IBO found for Smith in the _ of the Look Up field.
list. — | zmith Meaw
Ardexus Corporation Sales Cycle Manager
March 2002 Version1.1.4
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Tapping the triangle next to the
Look Up field displays a pop-up
list allowing you to select a
different search option.

Sales Forecast

B ™ open i

F WTC # » Contact  w Company

1 12 |Martel, Frank [Pincorp
1 1| &|Bewen, Ted (Intert..
2 3| 7 [Howt, Rick MFSH...
2 8|  &|5mith, Jim ACME

F 4| &|Reid, Chris Srnart...
EM| 2| 10)|Jones, Mark |[Unite..
LA 1| 11]5imons, Al Mark...

Loak Up:[Froduct 4
Mew

You can search on Contact,
——Company, or Product.

Figure9: Look Up Feature

The Sales Forecast screen allows you to view up to afive year summary of all of your IBOs by
expected close data. Open the sales forecast screen by selecting Sales Forecast from the View menu.

Sales Forecast screen displays
a monthly dollar summary —
based on the date expected of
all open IBOs.

Total value isdisplayed along

46, #5— with any amount currently

overdue.

Total Yalue:

Total Crverdues: a

»  Month IBZs  Manthly Total
B rlar o0z 2 19,500
Apr 2003 1 4,500
il 2003 1 15,000
Jun 200 ] o
Jul 2003 1 7.a00

O Add won IBs

Urweighted RUET R

Figure 10: Sales Forecast

The Sales Forecast screen will display up to five years of summary forecast data.
Y ou can choose to view thetotal value or the weighted value (percentage of value based on
probability) by tapping on the appropriate button.

The Sales Forecast window
will display up to 5 years
worth of sales forecast
information.

Sales Forecast i

Total Walue: di 600
Total Crverdues: a
Mlanth B Mlonthly Total
4 ;”“r Al kil Tap on the Unweighted or
pr 2003 1 4,500 . .
May 2003 1 15,000 Wei ghted option to choose
un 20020 1 whether to view the total value or
dul o zo0z 1 ) a percentage of the value based

on the probability of winning the

O Add wonlBCs

Ureeighted {0

sale.

Figure 11: Weighted vs. Unweighted For ecast

Ardexus Corporation
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The Sales Forecast screen will display up to five years of summary Sales data.
Y ou can choose to view the total value of won IBO’s, the last months, the last two months, the last
three months, or the total value of won IBO’ s by tapping on the appropriate button.

Total Value: i, 600
Total Crverdues: 0
The Sales Forecast window Month  1BQ:z  Monthly Total Tap on the arrow beside the Add
will display up to 5 years P Mar 2003 2 12200 \yon |BOs box to choose whether
h of actual Sales U L il to view only this months, the last
worth of May 2003 1 15,000 y )
infor mation. Jun zooz O 0 2 months, or the last three
Jul 2003 1 p Ll months, the total value of sales
Thiz acrth hi_story to date (IBO’s marked
' Addwon [BO: || gst 3 months
i
Figure 12: Add won IBO’sto Forecast
Ardexus Corporation Sales Cycle Manager
March 2002 Version1.1.4
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Creating a New Opportunity (I1BO)

To create a new sales opportunity tap on the New button from the IBO List view. Thiswill display the
new |BO wizard, which will walk you through the creation process.

Contact Screen

The contact screen is used to enter the name and address of the person you are selling to. Y ou can enter
the name and address manually or look up information from your Palm handheld address book. To
look up information from the Palm address book tap the black diamond to the left of the First Name
field. Thiswill display alist of contactsin your Palm address book for you to choose from. Tap a
namein thelist in order to retrieve their name, address, telephone, and e-mail information and have it
entered automatically into SC Manager.

Tap on the black diamond symbol Enter the contact i nformation for
to the left of the First Name fiel d——p#First Mame: Jim the person you will be selling to
in order to look up contact L"‘; d’;ﬂg’;‘iff;’;‘ﬂ'}luin .  when dealing with this
information from your native it are opportunity.

Palm addresslist.
Carnpany: ACMWE

Phione: BEE-1212

E-rnail: SrnithiEacre.com

A contact will not appear if the
information in the Palm Address
book isincompl ete.

Next button navigates to the next

Cancel | [ M «— . )
ancel ) Next ) screen in the new |BO wizard.

Cancel button closes the Contact
screen without saving changes.

Figure 13: New IBO Wizard - Contact Screen
If you look up an existing contact from your Palm address list you may edit the retrieved information

without fear of it modifying the information in your Palm addresslist. SC Manager stores a copy of
the contact information retrieved from the Palm address book and does not update the address book

information.
Highlight a contact name from even, Bill E55-7263
owt, Tam EEE-TTV
the look up Contacts screen and S A
tap the Add button to retrieve id. Tarm EE5-1211
their information from the Palm gimnns, Srunk gggzgfﬁ
H H Imans, lane bl
Address list and enter it into SC ernith, Jim TEL-1212
Manager.
Tap the Cancel button to close
() (Gancal the Contacts screen without
Look Up] fdd J{once selecting a contact
Figure 14: L ookup Palm AddressList Contacts
Ardexus Corporation Sales Cycle Manager
March 2002 Version1.1.4
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Products Screen

Product Screen The product screen is the second screen in the new IBO wizard. It alows you to enter
information on the products or services you are attempting to sell as part of this sales opportunity, as
well as the value of the opportunity.

Thisview displays a list of all

prod_ucts that belong to this # Product w Oty w Ext Price
particular 1BO. T Color Capier 3] &.240.00

2 |bigital Copier |

Enter the product or service that
this new sales opportunity deals

with by tapping on the Add > : Tap the Previous button to move
button. W Total o 1884000 1ack to the Contacts screen.

[{uncel :I [ Previous :I [ et :]

Figure 15: L ookup Palm AddressList Contacts

There are two available methods for entering Products into an IBO. The default method that appears
depends on whether you are syncing with Sales Cycle Manager window edition or if you are using the
Sales Cycle Manager for Palm as a stand-al one application. Both methods will be explained below:

Using theSales Cycle M anager

The product screen has a multi-line product screen for entering multiple products or services. Once
you select a product from product or servicelist that is being synced in Sales Cycle Manabegin adding
aproduct, the following fields will be made available: product, part #, unit price, quantity, and
discount. In addition, you may also record any extra detailed description of the product or servicein
the Note's Area. Thisfield is multi-line and will scroll to allow additional text.

Enter the product or service that

thi Snew sales opportgnity dga] S #Product:Color Copier
with in the Products field. Fill _.F'W_ﬁ*:{{mﬂ?l
out the part, unit price, qty, and Unit Pé':Eg«q':":'

- . . . :Il':
discount fieldsif applicable. Disr 4.2
Exct Price:6, 240

Add any additional comments or
Tap the Done button to move product description in the
back to the Products screen. Description field available once
(_Done ][ ””tET[DE'E"E] 4 you tap on the Notes button.

Figure 16: New |BO Wizard — Products Screen

After entering the product and value information you can tap on the Next button to move to the next
screen of the new IBO wizard process. |f you need to go back to the Contact screen to modify any
information you can tap on the Previous button. To quit the new IBO wizard without saving any of
your changes tap on the Cancel button.

Ardexus Corporation Sales Cycle Manager
March 2002 Version 1.1.4
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I ntegration with Sales Cycle Manager for Workgroups or Windows Edition

The product lookup feature is available for those who are syncing with Ardexus Sales Cycle Manager.
The product screen has a multi-line product screen for entering multiple products or services. Once
you select a product from thelist created in Sales Cycle Manager for Workgroups or Windows Edition,
the following fields will be populated and made available: product, part #, unit price, quantity, and
discount. In addition, you may also record any extra detailed description of the product or servicein
the Note's Area. Thisfield is multi-line and will scroll to allow additional text.

SCMgr - Product {173} &
Product:Color Copier
Part#:CC 1004

Tap on the Black Diamond beside /:"'” Price:z 400

the products field to select from a Diggig
list of predefined products. Exct Pricest 540
Add any additional comments or
product description in the
Tap the Done button to move Description field available once
back to the Products screen. you tap on the Notes button.

|: Crane :II:HntET[DeIEtE:I ‘% .’

Figure 16: New IBO Wizard — Products Screen

[ Products |

Canon Fox . . -

Canan Inkjet Printer Highlight the product you wish to
Thislist was defined in the Canon Laser Copier add, tap the Add button to move
product editor featurein Sale tanon Laser Printer back to the Products screen.

Cycle Manager for Workgroups
or Windows edition (depending
which version you are syncing the
Palm).

Lok Up: ﬁm Cancel

Figure 16: New |BO Wizard — Products Screen

For information on the Workgroup edition or Windows edition of Sales Cycle Manager please visit the
Ardexus web site (http://www.ardexus.com).

Ardexus Corporation Sales Cycle Manager
March 2002 Version 1.1.4

15



IBO Essentials

The IBO Essentials screen allows you to enter key pieces of information about the new sales
opportunity that will allow you to determine its probability, as well asits expected closing date.

SC Manager allows you to assess the probability of winning the opportunity by answering two simple
questions - “Will It Happen?’ and “Will We Get It?’. The answers to these two questions are then
combined to provide you with a single probability of you winning the sale.

The IBO Essentials screen also allows you to set the sales cycle length of the new opportunity. The
sales cycle length is determined from the start date (typically the date that you enter the new
opportunity) and the close date. These two dates set the time window in which you have to sell your
solution to the customer.

IBO Essentials screen allows you IBO Essentials are -

to enter the key elements of the Start date? {5/11/701! Will It Happen?
sales opportunity. Will 1t Happen? - Mediurn  €—— WAll We Get 1t?
Will We Get1t7 w High When Will It Happen?
Wiher Will It Happen? § 1774402
Probability Matrix displays the Frobability Matrix These are three of the most
combined answers to Will it — [Jl] important pieces of information
Happen and Will We Get It. about the opportunity.
[ Use Sales Advisor Expert
[ Cancel ] [ Previous ][ Done | €——— Done button saves the new

opportunity.

Figure 17: New IBO Wizard — 1 BO Essentials Screen

Setting the Start Date

The Start Date field is used to set the beginning of the sales cycle and indicates when this sales
opportunity first came to be. The start date defaults to the current date and is usually best left asthe
current date. However, in some cases you may want to change the start date if you are entering the new
IBO some time after you first become aware of it.

Y ou can change the default start date by tapping once in the box to the right of the Start Date field.

Answering Will It Happen

The Will It Happen field has three possible answers of High, Medium, and Low. The answer to this
guestion establishes the chances of the customer making a purchase, from you or some other vendor.
Y ou can choose an answer to Will It Happen by tapping once on the black triangle to the right of the
label and choosing one of the optionsin the pop-up list.

Answering Will We Get It

The Will We Get It field has three possible answers of High, Medium, and Low. The answer to this
question establishes the chances of the customer buying from you rather than the competition.

Y ou can choose an answer to Will We Get It by tapping once on the black triangle to the right of the
label and choosing one of the optionsin the pop-up list.
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 SC Mgr - IBO Essentials i

What are the chances that the Start dote? {11401 Tap on the black triangle to the
customer will make a purchase Will It Happen? - Mediurn right of either the Will It Happen
? Will e Get 117 |Low

from anyone? e «—— Or Will We Get It labels to select

Vihen ill 1t Happen? s an answer of Low, Medium or
What are the chances that you Probability viatrix High.
will win the saleif it happens? H B

@ Use 2ales Advisor Expert
I:'Cl:lncel ] [ Previous :I |: Lrone ]

Figure 18: Answering “Will It Happen” and “Will We Get It”

Answering When Will It Happen
The When Will It Happen field sets the end date of the sales cycle for this opportunity. The value of

thisfield is your best estimate of when this saleis going to close (ie. the customer has made their
purchasing decision).

Choosing an accurate date for “When Will It Happen” isimportant, asit sets the time window in which
you haveto sell your solution to the customer. However this date can (and most likely will!) change
over the lifetime of this opportunity.

Y ou can enter your best estimate of the closing date by tapping once in the box to the right of the
When Will It Happen field.

Tapping next to the When Will It

Happen field displays the 4 2002 p € Usetheleft and right arrowsto
calendar screen where you can Jan | Feb [Mar | Apr [May| Jun change the year
choose an expected close date for Jul | Aug [ Sep | Gt | Mo 4—— Tap onamonth to change the
this opportunity. M TW T F s & month displayed.
1

2 3 4 5 & 7 é

9 10 11 12 §ER 14 Tap on any day to select a date.

16 17 18 19 20 21 22

23 24 2 26 2T 2@ 29
Tap on the Cancel button to close an
the screen without choosing a

date.

Figure 19: Choosing When Will It Happen

Sales Advisor Expert
The Use Sales Advisor Expert check box displayed at the bottom of the IBO Essentials screen allows

you to choose what type of opportunity you wish to create. SC Manager provides you with two types
of feedback for each opportunity (Sales Advisor Pro or Sales Advisor Expert).

Both Sales Advisor Pro and Sales Advisor Expert provide you with feedback on areas to focus on or
watch out for regarding a given sde. The difference between the two types of feedback comesin the
level of detail. Sales Advisor Expert provides much more detailed feedback on potentia problem areas
inagiven sale. Sales Advisor Expert is useful in strategic sales that may involve competition or
multiple decision makers. Sales Advisor Prois useful in simpler sales where you may not need the
extrafeedback provided by Sales Advisor Expert.

To choose between Sales Advisor Pro (basic feedback) and Sales Advisor Expert (advanced feedback)
options simply select or deselect the check box next to the “Use Sales Advisor Expert” field. Leaving
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the check box empty will set the opportunity to use the basic feedback. Place a check mark in the box
will set the opportunity to use the advanced feedback.

Done Button
The Done Button saves information you have entered into the new 1BO wizard and presents the
Opportunity screen where you can review and update the information on the new IBO.

Opportunity Screen

The opportunity screen displays all of the recorded information about an IBO and allows you to update
it, as necessary. The opportunity screen is divided into multiple tabbed pages. Each tab displays a
different set of information about the opportunity.

Opportunity screen displays the Open (i)
recorded information about an
1BO.

Tap on the tabs along the top to
YWill It Happen? » Medium move from one tabbed page
Tap on the tabbed page headers Will e Get 1t7 » High header to another.

to switch from one set of IBO i

information to another.

VBN = ales Cvele|Advizar|

Priority Prob_Matrix

] Tap on the left or right pointing
2 |~ “arrows to move to the previous or
Done button closes the IBO and next I1BO record.
returnsto the IBO List. >
4P

Figure 20: Opportunity Screen

Product and Valuefield

The product and pricing information is displayed at the top of the opportunity screen for quick and
easy reference. To modify either the product or value tap once on the product and value field.

Update the productor service

that this sales opportunity is for. Product: Laser Printer
Append any detailed description

of thelprpduc.t or servicein the Description: 6 00::200 black and
Descriptionfield. white autput

20 pages per minute

Update the total value of the
o sales opportunity in the Value
Tap the Done button to save your Yalue: 5000 field.

changes.

» | Cancal | [ Previous | [ Mesxt |

Figure 21: Opportunity Screen — Edit Products
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IBO Essentials Tab

The IBO Essentials tab displays key information about the opportunity. The three items Will It
Happen, Will We Get It, and When Will 1t Happen make up the IBO Essentials. These threeitems are
the main determinants of the probability and priority of the sales opportunity.

IBO Essentials tab displays the Open a
three essential questions along CTE TG00 E Tames. i i

with the cal culated Probability WSGIES Cycle|fdvizor|

and Priority. Wil It Happen? - Medium
N Will e Get 1t7 w High
Priority i cal culated to be - Viben Wil It Happen? | 57507
1= first priority

Probability Matrix displays the

2 = second priority Ly Priority Pr"":’ﬁ’iﬂ“—— combined probability of getting
3 = third priority 2 the sale based on Will It Happen
BN = break through needed and Will We Get It.

= leave alone

Mg
Figure 22: IBO Essentials Tab

In addition to plotting the probability of winning the sale on the probability matrix the IBO Essentials

tab also displays the priority of the IBO. Based on Will It Happen, Will We Get It, and When Will It
Happen, the SC Manager can also calculate the priority of this opportunity.

SalesCycle Tab

The Sales Cycle tab displays a graphical representation of the sales cycle and the different phases of
Probe, Prove, and Close. A vertica bar displays your current position in this IBO’s sales cycle.

The current length of the sales cycle is displayed along with your position and stage in the sales cycle.

iLaser Cop... 15,000

Sales Cycle tab displays the e d’ il
current sales cycle along with jmgén s "PROVE E Graphical display of sales cycle
your current position in the sales < and Probe, Prove, Close phases.
cycle and the length of the sales
cycle.
This sales cvcleiz & davs long <~ Length and current stage of the
fou hawve just begun the suleé cycle, sales CyCl &
£p
Figure 23: SalesCycle Tab
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Sales Advisor Tab

The Sales Advisor tab displays current feedback from the Sales Advisor. Based on the information
entered for this opportunity the Sales Advisor displays feedback on the sale and advice on how to
proceed with the sale.

IBO#T Qpen a8
i Loser Cop... 1500000 £ lones il

B Eszentials | Sales Cyle

Maintenance probe needad
Maintain wour strong position with
the custormner, Ensure the situation

iz as you think it is. More detailed advice will be
availableif “ Sales Advisor
Expert” is enabled.

Navigate to the Sales Advisor tab
by selecting the right scrall
arrow.

Sales Advisor tab will display
adviceonthesale, ——— —»

A1
Figure 24 Sales Advisor Tab

Sales Advisor will provide you with personalized advice and feedback regarding this specific sales
opportunity. Depending upon where you are in the sales cycle (Probe, Prove, Close), and the
probability of getting the sale (Will It Happen, Will We Get It), Sales Advisor will give you specific
advice or feedback on how to proceed with the opportunity and potential problems to watch out for.

Thelevel of feedback on the Sales Advisor tab varies, depending on whether the opportunity is set to
use Sales Advisor Expert. Sales Advisor Expert will display more detailed information on the progress
of the sale and will provide you with specific advice.

Moreinformation on Sales Advisor Expert can be found in the Sales Advisor Expert section later in
the manual.
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Contact Section

The Contact Section (once entered) displays the name, address, company, phone and email address of
the person you are selling to. Y ou can enter the name and address manually or look up information
from your Palm handheld address book. To look up information from the Palm address book tap the
black diamond to the left of the First Namefield. Thiswill display alist of contactsin your Palm
address book for you to choose from. Tap anamein thelist in order to retrieve their name, address,
telephone, and e-mail information and automatically enter it into SC Manager.

IBO#T Open (i)

Tap on the field that displays the U near Cop. T5.G00.00 % Jores. Mic.. D <— Tap on the folded page symbol

Last Name of your contact in ; IR L e to open the IBO Note screen.

order to display contact Gl 5les Cycle[Rdvisor |

infor mation from the contact Will 1t Happen? gl — Review or modify any information
. Wil ¥e Get [t w High

section. T T on the contact.

...................

Priority Prob_Rlatrix

2

£p
Figure 25: IBO main page
Tap on the black diamond symbol  # First name: Micheal
to the left of the First Name field Last narne: Jones
in order to look up contact ’ Address: 345 Royal Drive Review or modify any information
information from your native *———— onthe contact.

Palm address list.

Cornpany: Fastline Conzulting
Fhoore: 905 £74 4343
Ernail: rjEfc.com

Figure 26: Contact Section
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IBO Note

The notepad feature in SC Manager allows you to record any important interactions or comments
regarding the sales opportunity. Using the IBO Note screen you can keep records of important

meetings or phone calls dealing with the current sales opportunity.

To access the IBO Note screen tap on the folded page symboal at the upper right of the opportunity
screen. Once the IBO Note screen opens you can append any notes to the list.

Enter multiple notes dealing
with each of your important
interactions regarding the
sale.

IBO Mote a

g712/00
discuzzed funding - still waiting for
budget

gr01s01 <

funding - budget approyvied

[ Dore ] [ Date Starnp |

Figure 27: IBO Note Screen

Use the date stamp button at the
bottom of the screen to quickly
insert the current date for your
newly entered note.

The IBO Note screen is an ideal areato record information on your important interactions with the
customer for later review and reference.
To include a date stamp with each new note you can make use of the date stamp button at the bottom

of the screen.
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Sales Advisor Expert

Sales Advisor Expert is amore extensive version of Sales Advisor feedback and coaching technol ogy.
Sales Advisor Expert provides detailed feedback regarding the sales opportunity and allows the

tracking of strategic salesinformation relating to the sales opportunity.

When an opportunity is set to use Sales Advisor Expert the display of various screensis atered to
display extrainformation or options that are available through Sales Advisor Expert.

Enabling the Sales Advisor Open (4]
Expert feature for a sales G
opportunity changes the display 4 p
of various screensto provide Will 1t Happen?  Mediurmn
additional information and #ill Y¥e Get 117w High
Opti ons. When il 1t Happen? ; 1
Priority Prob_Matriz
Sales Environment button 2 Rvizor I<
appears when Sales Advisor
Expertis enabled. [_Dl:-nei[l: Sales Envvironirent | 4 P
Cipen (]
[
Sales Advisor tab displ ays Adwizar thinks more wark is need:dt
detailed advice and feedback™ [in the Frove phase, despite wour
regarding thesale. Thelevel of positive intuition.
a(_jVI cels mUCh_ more detailed Fozsible strategies:
with Sales Advisor Expert than g
; ; 1. Probe rore on these issues:
with a standard Opportumty' sldentify the technical decision -
[ Done ) [ Sales Environrnent | 4 p

Advisor button appears when
Sales Advisor Expert is enabled.

IBO#E Open

Irnaging Sy ster 300000

Cantact

4

1. Probe more on these izsues:
sldentify the technical decizsion
rnaker

sldentify the user decizsion rnaker
2. Configure your salution better
with the custorner's requirernant.

a8
P
b,

[ Done | [ Sales Envirenrnent | 4 P

Figure 28: Sales Advisor Expert — Display Differences

If an IBO does not currently display the Sales Environment button then Sales Advisor Expert is not
enabled. To enable Sales Advisor Expert select the Upgrade to Advisor Expert option from the menu.
Please see the section on Menu commands for more information on upgrading an IBO to Sales Advisor

Expert.

Sales Cycle Manager
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Advisor Expert and IBO Essentials

In addition to providing extra feedback about the sales cycle on the Sales Advisor tab Sales Advisor
Expert also provides you with a double check of your own assessment of the opportunity’s probability
and priority on the IBO Essentialstab.

The IBO Essentials tab always displays a matrix of the current probability of your winning the sale
along with the priority ranking of the sale.

By pressing on the Advisor button located between the priority box and the probability matrix the SC
Manager will display the Sales Advisor Expert’s assessment of both the priority and probability.

BO#6 Open (1]
r

ir

Will It Happen? - Medium
Will YWe Get 1t¥ -+ High

The Priority of thissaleis

displayed based on your Priority S — Your assessment of the
assessment of the probability and — 2 {Rdvizor | probability is displayed in the
the sales cycle phase you arein. Probability Matrix.

[ Done ) [ Sales Environrnent | 4 p

IBO#6 open a

Tapping and holding on the o
Advisor button will display the )
Sales Advisor Expert’s analysis of ill 1t Happen? ~ Mediom

both Priority and Probability. Wil We Get 1t7 - High

Advisor’s Probability assessment
shows in green within the matrix
along with your own assessment.

Advisor’s Priority assessment —
shows in reverse image.

[ Done | [ Sales Envdranmnent | 4

Figure 29: Sales Advisor’s Assessment of Priority and Probability

Sales Advisor Expert’s assessment of the probability will be displayed in the probability matrix using a
green block. Thisallows you to compare your assessment of the probability against Sales Advisor and
provides a good double check of your intuitive understanding of the sale.

Sales Advisor Expert will also display its assessment of the priority of the salein the priority box on
the IBO Essentialstab. The priority determined by Sales Advisor Expert may match or differ from
yours depending on the level of difference between your two probability assessments.
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Sales Environment

Thefirst question people always have when they first learn about Sales Advisor Expert and its

Intelligent Responseis “How does it know?".

The answer is that wi

e have taught it using the Sales

Environment feature. The Sales Environment feature allows a user to record strategic information
about the sales cycle, such as decision makers, competitive pressure, relationships, funding, etc. All of
thisinformation is then analyzed and examined by the Sales Advisor Expert in order to generate some
intelligent feedback on how the sale is progressing and what strategies we might want to employ.

The Sales Environment feature is only available when Sales Advisor Expert is enabled for the current

opportunity.

To access the Sales Environment tap once on the Sales Environment button at the bottom of the

Opportunity Screen.

Sales Environment can be opened
by tapping on the Sales
Environment button at the bottom

e ®
[l
£

Will It Happen® -+ Mediurn

Wil e Get1t¥ = High
e Will 1t Happent {271402
Priority Prob_Matriz

9 |

The Sales Environment feature is
only available for those
opportunities that have Sales
Advisor Expert enabled.

of the Opportunity screen.

[Dmﬁa] [ Sales Ervironment | 4 b

Figure 30: Sales Environment button

The Sales Environment screen is divided into three main sections corresponding to the phases of the

sales cycle (Probe, Prove, Close).

Probing I nfor mation:

The Probe tab of the Sales Environment screen prompts you for various items of information related to
your probing skills. The information on the sales environment probe screen represents standard
information typically gathered during any sale. Recording the information in the probe screen
provides you with a central repository of your probing information and aso provides information for

use by Sales Advisor.

ProbetaboftheSales
Environment screen allows you to
record the details of your
guestioning and information
gathering regarding the sale.

Tap the Done button to close the
Sales Environment screen. >

e Mgr -Sales Environment
WY Prove | Close

Establizhed need? w Mediam
Solution ratch? = Low

Lewvel of need? - &W

Budget ratch? = Matches

Funding? w Fair chance

Farniliarity ™ » Mediurm
Cornpetitive pressuret
Cornpetitors? {1 Con

Crecision Makers?

Tap on the black arrow next to
—— each question tofill in the
answer.

——— Tap on the dotted rectangle to fill

in competitors and decision

[ Done ) makers.
Figure 31: Sales Environment Probe Screen
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Thefollowing list describes each of the questions on the Probe page and the possible answers to each

question.
Possible
Questions: Description: Answers:
Established need? To what degree have you established the customer’s | Unknown
need for your product or service? Low
Medium
High
Solution match? How well does your product or solution match the Unknown
customer’ s requirements? Low
Medium
High
Level of need? How great is the customer’s need for your product Unknown
or service? Low
Normal
Urgent
Budget match? How well does the price of your solution match the | Unknown
customer’s budget? Matches
Higher
>> Higher
Funding? What are the chances that the customer will receive | Unknown
funding for this purchase? Low chance
Fair chance
Very high
Familiarity? What is your familiarity with the customer and their | Low
organization? Medium
High
Competitive pressure? | How strong is the competitive pressureinthissae? | Unknown
Low
Medium
High
Competitors? Who are the competitorsin this sale? ... (free form text)
Decision makers? Who are the key decision makersin this sale? ... (free form text)

To enter or edit the answer to one of the questions tap on the black arrow to theright of the question. A
menu with alist of possible answers for the question will pop up. To select an answer simply tap on it

once.

Tap once on the black arrow to

Frobe
Establizhed need? w Medium

e Mgr -Sales Environment

Prove| Cloze

the right of the question to fill in

Solution ratch? w Low

Choose an answer from one of

an answer to the question.

Lewel of nead? w Maorrmal
Budget ratch?
Funding? Matches
Farniliarity 7 [Higher
her

the values in the pop up menu.

Carmpetitive pressure? | Z3HIg

Dane

CarnpetitorsT

Crecision Makers?

Figure 32: Answering Probing Questions
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Competitors

The competitors question allows you to enter the names of the various competitors who are competing
with you on this sale. Y ou can enter multiple competitors for any given sale.

To modify thelist of competitors tap once on the dotted rectangle to the right of the competitors field.
Thiswill display the Competitors screen where you can enter the names of one or more competitors.

Enter the name of each competitor on

Competitors screen allows you to
record the names of the various
competitors who are competing
with you on this sale.

Tap once on the Done button to

close the Competitors screen.

aseparate line.

A1 Cornputers]

<«

Figure 33: Competitors Screen

Enter the name of each
competitor on a separatelinein
the Competitors list.

Thefirst competitor that you enter into the competitors list will appear on the Probe information page
of the Sales Environment screen. If you enter more than one competitor, or along competitor namein
the competitors screen a“...” symbol will appear after the name of the competitor to indicate that there
is more information than can be displayed on the main screen.

Thefirst competitor in the
competitors list will be displayed
on the Probe tab of the Sales
Environment screen.

5C Wgr -5ales Environment
el 1N Pr v | Close
Eztablizhed need? » Mediurm
Solution ratch? = Low
Lewel of nead? = Morrmal
Budget ratch? = Matches
Funding? w Fair chance
Farniliarity ™ » Mediurm
Comnpetitive pressure? w Low

oo | Comput.. |

Crecision Makers7

Lane

..." symbol after competitor

4 indicates that not all information

isdisplayed..

Figure 34: Display of Multiple Competitors
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Decision Makers

The decision makers question allows you to enter the names of the three main decision makers who are
affecting the outcome of this sale.

The three decision makers are classified as one of three types (Economic, Technical, and User).

Decision Maker Type: Description:

Economic Thisistypicaly the individua who is most concerned about whether
your product or solution matches the purchasing budget.

Technica This contact is responsible for ensuring that your solution matches
technical or performance requirements.

User This decision maker is typically the person who will most regularly
use your product or service.

It isimportant to remember that these various decision making roles may be filled by the same person.
A single customer contact may be responsible for all three roles, or aternately the roles may befilled
by different contacts within the organization.

To modify the list of decision makers tap once on the dotted rectangle to the right of the decision
makers field. Thiswill display the Decision Makers screen where you can enter the names of the
Economic, Technical, and User Decision Makers, along with their influence and interests.

Decision Makers screen is
divided into three different tabbed [ZERyFrove|Cloze
pages. (Econ, Tech, User) Established need? w Medium Choose the Economic, Technical
Solution rnatch? w Low or User decision maker by

.. Level of need? w» N I ;
Select the name of the decision tapping once on the Econ, Tech,

maker by tapping on the black [Econ TR or User tab.
diamond.

5¢ Mgr -Sales Environment

P4 Marne: lirn Sriith . . o )
Influence:  High What is this decision maker’s

What is most important to this —_gJmportant: Frica level of influence on the sale?

decision maker?

A

Figure 35: Decision Makers Screen

Y ou may enter the name of the decision maker either by typing it into the Namefield or by performing
alook up to the Palm address list by tapping on the black diamond to the left of the Name field.

Note: If you use the look up feature to select a decision maker only those contacts with both a first and
last name arelisted (ie. if a contact in the Palm address list only has afirst name and no last name they
will not appear in the look up list for decision makers). Y ou may still enter the name manually.

Choose alevel of influence that this decision maker has on the overall sale by tapping on the black
arrow next to the Influence field. Thiswill display a pop up menu where you can select one of the
following options - Unknown, Low, Medium, High.

In the Importance field enter aword or phrase that describes what feature or aspect of the product or
service is most important to this decision maker. (eg. Price, Performance, Delivery, Specifications,
Ease of Usg, €tc.)
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Thefirst decision maker that you enter in the Decision Makers screen will appear on the Probe
information page of the Sales Environment screen.

The first decision maker will be
displayed on the Probe tab of the

WY Prove | Close

e Mgr -Sales Environment

Camnpetitorsy

Eztablizhed need? » Meadiom
Solution ratch? = Low
Lewel of need? = Morrmal
Budget ratch? = Matches
Funding® = Fair chance
Farniliarity ™ » Mediurm
Comnpetitive pressure? w Low

Dracizion Mukers?;; Jirn Smithi

Sales Environment screen.

Proving I nfor mation:

| Done | g

Tap on Decision Makersfield to
see names of other decision

makers listed.

Figure 36: Display of Decision Makers

The Prove tab of the Sales Environment screen prompts you for information related to your proving
skills. The information on the prove tab allows you to monitor your relationship with each decision
maker and your degree of successin proving specific functionality to them.

The Provetab is further divided into a separate tabbed page for each of the three decision makers.
Each of the three tabs displays the name, level of influence, and important areas to prove determined
during the probing phase. In addition the tab aso allows you to record your relationship with the
decision maker and the degree to which they are convinced of your solution.

Provetab of the sales
environment screenisdivided
into tabbed pages for each of the
three decision makers.

How successfully have you
proven your product or service to

Probe ROl Close

e Mgr -Sales Environment

Tech|User —

Marne: Jirn Smith
Influence: High
Focus on: Price
Relationship: = Good
[egree of Proof. w Mone

this decision maker?

Figure 37: Sales Environment Prove Screen

»

—

Dane

Tap once on the Econ, Tech, or
User tabsto view proving

L information for a specific

decision maker.

How well do you get along with
the decision maker?

To update the information on your relationship with the decision maker or the degree of proof tap once
on the black arrow to theright of both the “ Relationship” field and the “Degree of Proof” field.
Thiswill display a pop up menu with various options for you to select from.
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Tap once on the black arrow to
the right of the Relationship field
to enter your relationship with

5¢C Mgr -Sales Environment

Probe RN Close

ImTech User

Marne: Jirn Smith
Influance: High
Focus on: Price
Relationship: [Bad |
[egres of Proof: I
Pi aood

the decision maker.

Tap once on the black arrow to
the right of the Degree of Proof
field to enter how well you have
proven your product to the

Cane

5¢C Mgr -Sales Environment

Probe RN Close

ImTech User

Marne: lirn Srnith
Influance: High
Facus on: Price

Relationship: - Gl

Degres of Proof: [Mone
ety low
» |Low

decision maker.

ladiurn
L |High —
Cane \'ery high

Your relationship with the
decision maker can vary between
Good, Ok, and Bad.

Degree of Proof can range from
Noneto Very High.

Figure 38: Relationship and Degree of Proof

Closing Information:

The Close tab of the Sales Environment screen prompts you for information related to your closing
skills. The information on the close tab allows you to monitor your closing effort and closing

strategies regarding the current sale.

The Close tab also contains a running history of your closing activities that you can review.

The Close tab only displays information during the late stages of the sales cycle. In earlier stages of
the sales cycle the message “ It istoo early to close” will display.

Close tab contains information on

your trial closes.

Praobe|Prove

Trial Clazey » Mo

Crone

Figure 39: Sales Environment Close Infor mation

Sales Cycle Manager
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Trial Close?

The Trial Close question asks whether or not you have attempted to close the sale. The default answer
is“No” indicating that you have not attempted atria close. If you change the answer to “Yes” another
set of questions appear to record the outcome of the tria close.

Have you attempted to close the
sale?

Praobe|Prove

Decided?

Decided? » Mo

Barrigrsyi..i

Lane

Figure40: Trial Close

Answering Yesto Trial Close?

P | Trial Close? w Yes €——— Will display a number of

additional questions regarding
thetrial close.

The Decided question appearsif you answer “Yes’ to Tria Close. This question is asking whether or
not the customer has made their purchasing decision. The default answer is“No” indicating that the
customer is still making up their mind. In the case where the customer has till not made their decision
you are presented with additional fields to record the barriers to closing, your potential closing
strategies, and whether or not you have enacted your strategy.

Has the customer made their
purchasing decision?

Figure 41: Customer’s Decision Made

Praobe|Prove

Trial Clazey » Yaz

q Decided? w Mo <

Crone

Depending upon whether you
choose Yes or No to Decided?
other options appear on the
screen.

If you change the Decided answer to “Y es’ another question appears asking for the outcome of the

customer’s decision.
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Result?
Theresult field allows you to record the outcome of the customer’s decision and close the sales

opportunity. The two possible answers for the Result field are Won and L ost.
If the customer has made their decision and opted to purchase from the competition then you select

Lost asthe result.
If the customer has made the decision to purchase from you then you select Won as the result.

In either case the sales opportunity will be closed and marked as either Won or Lost depending upon
the option selected.

Frobe|Prove

Trial {loza¥ W Yes
If the customer has made their Decided? w ez
decision was the sale Won or Result? -
Lost? R

Cane

Figure 42: Win or Lose Result

Date Won/L ost
The date field allows you to record the date that the opportunity was either Won or Lost. The date

field only appears when the opportunity has been either Won or Lost.
Enter the date that the opportunity was Won or Lost by tapping once on the dotted rectangle to the

right of the Datefield.

Probe|Prove 4 2001 p

Trial Close? » Yes Jan | Feb | Mar | Apr [Max| Jun
Tap once on the dotted rectangle D;tideldz "E‘-‘S Jul | Aug [ Sep [ ot [T Dec |
next to the Date field to sdlect the maulte v Lot . M TW T F S &

- > 1 2 3 4
Date Wor/Lost > c c@ER 8 3 0 11

12 12 14 15 16 17 18
in. bidde 19 20 21 22 23 24 28
260 T 28 029 30

History:]

Figure 43: Date Won/L ost
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Reasons for Win/L oss

Thereason field allows you to enter the reason(s) why you Won or Lost the sale. The Reason field
only displays when the opportunity has been either Won or Lost.
Enter the reasons for winning or losing by tapping once on the dotted rectangle to the right of the

Reason field.

In the case where a sale has been
Won or Lost the reasons for
Winning or Losing can be entered
in the Reason field.

The Reason Won/Lost screen
displays the entered reason for

winning or losing the sale and —»

allows you to modify it.

Praobe|Prove

Trial Claze? » Yez
Decided? » Yes
Result¥ w Lost

Lane

Praobe|Prove

Trial Claze? » Yez
Decided? » Yes
Result¥ w Lost

Reason Won/Lost 6B

Deliveryd

<
<

Figure 44: Reason Won/L ost

Tap oncein the dotted rectangle
next to the Reason field to view or
edit the reason(s) that the sale
was won or lost.

Tap the Done button to close the
Reason Won/Lost screen.
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Winning Bidder
The Win. bidder field alows you to record the name(s) of the winning bidder(s) in the event that you
lost the sale. The winning bidder field only displays when the opportunity has been L ost.

To edit or modify the list of winning bidders tap once on the dotted rectangle next to the Win. bidder
field. The Winning Bidder screen will display allowing you to enter the name(s) of the winning
bidders.

Y ou can also choose to enter any product or pricing information for the competition at this point if you
wish.

Praobe|Prove

Trial Clazey » Yaz
Decided? w ‘ez

The winning bidder field allows Result? w Lost
you to record who won the sale in : ;
the instance where the sale has

Tap once on the dotted rectangle
next to the Win. bidder field to

been lost. > — update or modify the name of the
History: company who won the sale.
Done
Figure 45: Winning Bidder
Praobe|Prove
Trial Claze? » Yaz
Dacidedy w Yes
Result¥ = Lost
Enter or modify the name of the
winning bidder in the Winning
Bidder screen. 4 Tap the Done button to close the
< screen.
Figure 46: Winning Bidder screen
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Barriersto Close
The Barriersfield alows you to record any barriers that are affecting your ability to closethe salein
your favour. The Barriers field only displays in cases where the customer has not yet made their

purchasing decision.

Praobe|Prove

Trial Claze? » Yez

Decided? w Mo P Tap the dotted rectangle next to
the Barriersfield to modify the
list of closing barriers.

Enter any barriersto closing the
saleintheBarriersscreen. —»

Barriers
Frice too high

Figure 47: Barriersto close

To edit or modify thelist of closing barriers tap once on the dotted rectangle next to the Barriers field.
The Barriers screen will display allowing you to enter alist of barriers hampering your ability to win
the sde.

Strategy
The Strategy field allows you to record your strategy for overcoming any identified barriers and

winning the sale. The Strategy field only displays in cases where the customer has not yet made their
purchasing decision.

Praobe|Prove

Trial Claze? » Yez
Decided? » Mo

Barriers?] Tap the dotted rectangle next to
_ the Srategy field to modify the
Enter your closing strategy in the Strategy a strategy to overcome barriers.

Strategy screen. > Finance sale

Figure 48: Strategy

To edit or modify your strategy for closing the sale tap once on the dotted rectangle next to the
Strategy field. The Strategy screen will display allowing you to enter your strategy for closing the sale
in your favor.
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Strategy Enacted

Thefina question on the Close page in cases where the customer has not yet made up their mind is
whether or not you have enacted your strategy. The default answer to the Enacted field is“No”,
meaning you have not yet enacted your strategy.

In the case where you have not yet enacted your strategy |eave the answer to Enacted? asNo. This
will keep your barriers and strategy information available from the Close screen for later reference or
further refinement.

In the case where you have already implemented your strategy you can choose the Y es option.
Choosing Yes will save your tria close information to the Close History and reset the Close screen for
the next trial close.

Both a Barrier and Strategy need to be entered before you can answer Y es to the Enacted question.

Probe[Prove Your current closing barriers and

Trial Close? w Yes strategy will remain displayed on
Decided? w Mo the Close tab until you Enact

The Enacted field allows you to Barriers?; your strategy. Once the strategy

choose whether or not you have —p Strategy: has been enacted the Closetab is

enacted your closing strategy. Enacted? reset for your next trial close.

Histary: Erpty

Dane

Figure 49: Enacted strategy
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Trial Close History:

The Tria Close History field contains a summary of all your previous trial closes and enacted
strategies. The Trial Close History isauseful tool for reviewing your past barriers and strategies for a

given sale.

The History field at the bottom of the Close tab displays your first trial close. To view a complete
history of all of your trial closes, or see more information on the most recent trial close, tap once on the
dotted rectangle next to the History field. Thiswill display the Trial Close History screen, which
contains alist of your enacted trial close strategies.

The history of trial closesis
maintained in the Trial Close
History screen.

Thefirst trial closeis displayed
next to the History field.

The Tria Close History screen
displaysalist of al past trial —»
closes and the enacted strategy.

Praobe|Prove

Trial Clazey » Mo

— |y History:i TRIAL CLOSE 1 @ 74114
Cane

TRIAL CLOSE 1 7711001

BARRIERS: Price too high ¢
STRATEGY: Finance sale

TRIAL CLOSE 2 @ 711401

BARRIERS: Dralivery
STRATEGY: Pre order items

(Done )«
l

Trial Close History

Figure50: Trial Close History

To view the history of trial closes
tap on the dotted rectangle next to
the History field.

Tria closes are displayed along
with thetria close date, barriers,
and strategy.

Tap the Done button to close the
Tria Close History screen.

Ardexus Corporation
March 2002

Sales Cycle Manager
Version 1.1.4

37



Using Menu Options

The mgjority of activitiesin Sales Cycle Manager can be performed directly from whatever screen you
find yourself. There are however afew activities that require the use of a menu option to carry out.

To open the menu bar tap oncein the “menu” option in the bottom left silk screen area of the device.
In Palm OS v3.5 or higher you can tap once on thetitle bar at the top of any SC Manager screen to
display the menu.

B ~ Lot i [ 1B0 View Options
: » Contact w Company # W Contact » Cornpany
Tap once on the SC Manager title
bar at the top of any screen for a
list of available menu options. —>
Or, tap once on themenuicon in
the bottom | eft silk screen area of
the device. Lok Up: w Company Lioak Up: » Comparnsy
Mew Mew
Figure51: Menu Bar
IBO Menu
Upgradeto Expert

The Upgrade to Expert menu option allows you to change a Sales Advisor Pro situation to a Sales
Advisor Expert situation in order to take advantage of the extra strategic feedback provided by Sales
Advisor Expert.

To convert aregular IBO to a Sales Advisor Expert IBO select the Upgrade to Expert option beneath
the IBO menu option.

Edit Options
i Upgrade to Expert  ~E
Upgrade to Expert option [Chonaesearcbore 28] ]
converts an opportunity to Change Status 1|4 R
provide you with Sales New IBO - |
Environment and the extra level Delete IBO —_— Upgrading to Expert will display
of feedback. il T L AT the Advisor and Sales
Priority Prob. Matriz Environment buttons
2 Sud
[Done) TS
Figure 52: Upgradeto Expert
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Change Start Date

The Change Start Date menu option allows you to modify the starting date of the sales cycle. The start
of the sales cycleis entered when the IBO isfirst created, however in some cases you may want to

modify the start date at alater time.
To modify the start date of the sales cycle for an existing IBO select the Change Start Date option from

the IBO menu.

[JEEY Edit_Options
Change Start Date option allows ;| Upgrade toExpert  /E[™ 4 2001 p
difv th fth Change Start Date »~F
you to modify the start of the Change Status oT|E [ rar | Apr [may] Jun
sales cycle. New IBO 1 Jul | Aug | Sep | Dt [Mow | Dec
Delete IBO D M TW T F 5 S
YWhen Will 1t Happent i 1,102 1T 2 3 4
UL o L e P & 7 3 3 40 A1
Priority Prob_Matriz B12 15 14 15 16 17 1z
I 19 20 21 22 23 24 25
2 26 27 2%
(Tore ) TS

Figure 53: Change Start Date

Change Status

The Change Status menu option allows you to modify the status of the IBO. The current status of the
IBO isdisplayed in the upper right corner of the Opportunity screen.

To modify the status of an existing IBO select the Change Status option from the IBO menu and
choose a hew status from the pop up menu.

[NEEY Edit Options IBO#T Cpen (4]
Change Satus menu option Upgrode toExpert  »~E| ]
Change Start Date »~F
allows you to choose a new status Il change Status 4P . 4P
for the currently open New IEO 1 Will It Happen? - Mediurm
opportunity. Delete IBO Inill e Get 117w High

Vhen Will 1t Happen? £ 1417021
IBC Status

Yo Will 1t Happent { 141402 §
Priority Prob_Matriz

Satus can be -

Open, Won, Lost, Cancdled 2 I IBQ 5tatus: n
Last
-Cuncelled
Done | 4p

Figure 54: Change Status
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New IBO

The New IBO menu option allows you to create a new IBO entry, the same as clicking the New button.

View Options |
New |BO menu option and New MNew IBO «1 Jpany
button both start the process of | Copy IBO L

; 7| Delete IBO D
adding a new IBO. 5| Delete ALL 1BOS

2| Purge ALL deleted IBOs

2 |10
2| E0

ad...
irp
Srnoltz, .. |Beta Corp
Tellman.... |Teronic C...

o N

Look Up: » Product

Figure55: New I1BO
Copy IBO

The Copy IBO menu option allows you to copy an existing IBO entry.

View Options |
Mew IBO | Jipany
7| Copy IBO e

The Copy IBO menu option.
Highlighting an IBO and using

this option, copiesall information & g::::: :__ﬁ_?_ IBOs ~D
froma highlighted !BO. to a New g Purge ALL deleted IBOs "
IBO. Or_lce th|$ optionisselected, 5T qa[ &l|smeltz, . |Beta Corp
you are immediately taken 2 | en| 9|Telman, . |Teranicd..
through the steps of the new IBO
wizard and you can change all
relevant infor mation.

wad...

Look Up: » Product

Figure 56: New I1BO

Delete IBO

The Delete IBO menu option allows you to erase the currently open sales opportunity.
To delete the currently open IBO select the Delete IBO option from the IBO menu.

i

View Options | B4R ~ open
choose Delete IBO menu Mew IBO | |ipany WTC # w Contact  w Company
option to erase the currently z| Copy IBO 5|Beven, Ted

! g Delete IBO D
active IBO . 5| Delete ALL 1BOs

5| Purge ALL deleted IBOs |/,

Delete IB'II}II

2 | 10| s|smaltz, J.. [Beta Carp \ (@ Delete selected
2 | z0| 9|Teliman,.. |Teranicc.. B entry

[ Save archive copy on PC

Look Up: » Product
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Figure57: Delete | BO

The " Save archive copy on PC” option is used in conjunction with the desktop version of Sales Cycle
manager. Selecting this option will remove the IBO from the Palm device but leave a backup copy on
the desktop version of Sales Cycle Manager. This option has no effect if you are not synchronizing the
Palm Sales Cycle Manager application with a desktop version.
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Delete All IBOs

The Delete All IBOs menu option allows you to delete all of the opportunitiesin the Sales Cycle
Manager database. Thisoption is useful for removing any test or old information that you have
entered but no longer need.

i

B ] ™ Cpen
WTC # w Contact  w Cornpany

View Options |
F| Mew IBO '
= Copy IBO

Delete IBO

7| Delete ALL IBOs %
2| Purge ALL deleted IBOs

2 |10 Srnoltz, 1.
2 |20 Tellrman....

the Delete ALL IBOs menu option
can be used to erase all IBOs
from Sales Cycle Manager

L
I}elete -uII IBOs
@ Delete all [BQsT

o N

Teronic ...

' Save archive copy on PC

Look Up: » Product

Figure58: Delete ALL 1BO records

The “ Save archive copy on PC” option is used in conjunction with the desktop version of Sales Cycle
manager. Selecting this option will remove the IBO from the Palm device but |eave a backup copy on
the desktop version of Sales Cycle Manager. This option has no effect if you are not synchronizing the
Palm Sales Cycle Manager application with a desktop version.

Purge ALL deleted IBOs

The Purge ALL deleted IBOs menu option allows you to recover unused space by removing all
references to any previously deleted IBO records. By default SC Manager keeps copies of deleted IBO
records for usein synchronizing with your PC. Purging the deleted records will recover wasted space
in your SC Manager database.

Note: This option should not be used if you are synchronizing your SC Manager for the Palm with SC
Manager for the Desktop. Doing so will result in inconsistent data between your Palm and the SC
Manager Desktop application.

View Options | B4R ~ open i

P Mew IBO <1 [ipany WTC # w Contact  w Company

the Purge ALL deleted IBOs z E"'fTBﬁ; o :; E Sleven Ted el

H eleta B

menu option can be used to F Delete ALL 1BOs 7 Hoy, Rick

recover wasted spacefromSales | Purge ALL deleted IEQ B

Cycle Manager 2 [ 10| 5|smoltz, J... |Beta o e L
2 | zo| 9|Teliman,.. |Teranicc.) el el &

Do not use this option if your are
synchronizing with SC Manager
for the Desktop

Look Up: » Product

Figure59: Purge ALL deleted IBOs

@ Purge deleted and
archived IBOs7?
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Edit Menu

The Edit menu lists a variety of standard Palm Computing organizer features.

i Options
Edit menu contains a number of i g::ﬂ _-; g !
standard editing and navigation Copy woldr
tools. Faste «F |n
S5elect Al e
When | Keyboard K
prl GraffitiHelp G |y
e ||
2 { Adwizar |
[ Cone | [ Sales Erdronment | 4

Figure 60: Sales Forecast Menu Option

View Menu
Sales For ecast
The Sales Forecast menu option opens the Sales Forecast screen where you can view up to afive year

sales forecast. The salesforecast screen displays aweighted or unweighted total of your monthly sales
based on the expected dates of all the IBOs entered into your Palm device.

IBO Options
The View menu providesaccess [ |Sales Forecast 1
1 | Defoult Column Widths 2

to the Sales Forecast screen. 2] 12 |Martel, Fra., [Pincorp

8| 7|Hovt, Rick  |MPSHI..
I

12| 8|Reid. Chriz  |Sroartc..,
1
1

-

10| Jones, Mark |United...
11| %irmons, AL |Marke...

== ] 5 —
o =

Look Up: w Company

Mew

Figure 61: Sales Forecast Menu Option
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Default Column Widths

The Default Column Widths menu option resets IBO list view column widths to their default.

The Default Column Widths
option resets the column widths
to their standard sizes. Column
widths can be customized by
tapping on the column dividers
and dragging them left or right.

OptionsMenu

Pr eferences

IBO Options
F | Sales Forecast «1
| Defoult Column Widths 2

41 12 |Martel, Fra... |Pincarp

1

2 2] 7 |Howt, Rick  |MPSHI.
AN

[ 12| 8|Reid. Chriz  |Sroartc..,
EM| 1| 10]Janes, Mark |United...
LA 1| 11]5imons, Al |Marke...

Look Up: w Company

Mew

Figure 62: Default Column Widths

The Preferences menu option allows you to select which telephone number you want retrieved from

the lookup contact feature.

Each contact record in the Palm address list can contain multiple telephone numbers (eg. Home, Work,
Fax, etc.). When you look up a contact using the lookup feature (black diamond icon) the name,
address, e-mail, and phone number of the contact is retrieved into the current IBO. The Preferences

menu option allows you to select

which telephone number to retrieve.

Note: contacts that do not have the phone number type entered will not appear in the look up list.

Preferences menu option allows

you to select which telephone

number to retrieve during a look

up to the address list.

IBO View

B WT: # w| Preferences R
1

1

T [pl About 5 qr

12 |Martel, Fra... |Pinsgrp
WP AN

-

Howet, Rick

Hm-h_.

o
2 |

4]
EM
LA

8 |Reid, Chriz  |Srnartc..
10| Jones, Mark |United...
11 |Simons, Al |Marke...

-
—_

Look Up: w Company

Mew

Figure 63: Preferences

B ] ™ Cpen i
FOWTC # = Contact

- ompany

Intertr...
Fincorp

E|Beven, Ted

& |Smith, Jirm | AchIE
e —

Preferences

Ardexus Corporation
March 2002

Sales Cycle Manager
Version 1.1.4

44



About SC Mgr

The About Sales Cycle Manager option presents the program splash screen and copyright information

for Sales Cycle Manager.

About SC Mgr displaysthe
system splash screen. ———»

Getting Help

Infor mation I con

IBO View

T [pl About 5C Vigr

F WT:C # w|Preferences R

12 |Martel, Fra... |Pincorp

-

Hm-h_.

1
i
o
2 |

]
EM
LA

g
1]

—_
—_ [

1

Honwet, Rick  |MPSHIL.

Reid, Chris  |Smarte.
Jones, Mark [United..
11| %irmons, AL |Marke..

Look Up: w Company

Mew

ARDEXUS

Manager . 1.1.2
with patent pending
Intelligent Resporcse Technology

COFYRIGHTIE zo00-z00!
ARDERUS CORF.
ALL RIGHTS RESERVED

S/ MADSE-29BE-FHEE- 3094

Figure 64: About SC Mgr

Help on using SC Manager is available at any time by tapping once on the information icon at the top

right of each screen or window.

Tap on the Information icon at
the top of any screen to get Help
information on the current area
of Sales Cycle Manager.

Cnrnnatitarc

A1 Cornputers

[i)

— N

You should always try to
identify the competitors.
From your interactions with
the customer it may be
obvious who the
competitors are in this sale.
Your custormer rnay be quite
open in discussing the
competition or he may be
closed mouthed and playing
his cards close to the

((Done ((Done <

Figure 65: Information I con
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Help Enabled Fields

In addition to using the Information icon to get help information certain fieldsin SC Manager are help
enabled to provide you with more information on theitem in question. To get more information on a
specific field tap once on the field label. If thefield is help enabled a window will appear displaying
help information on the field and its meaning.

When in doubt try clicking on the field or image. Chances are good that pop up help will appear.

BO#6 Open [i] IBO#6 Cpen (1]

Many fields and imagesin SC v imaging & sterm 3 G D
Manager are Help Enabled. 13 Sales Crcle 4P
Will It Happen? - Medium Will It Happen? = Medium

7
Frobab 0 i

Will YWe Get 1t¥ -+ High

Tap on thefield or image to

display field level help providing Priority  Prob. Matrix o ZZH WG] - Will e Get It?
more detail on the field. ) |y G [ Wi - Wil It Happen?
L T
WiH

[ Done ) [ Sales Environrnent | 4 p

Figure 66: Help Enabled Fields

Technical Support

If you have any questions or concerns regarding Ardexus Sales Cycle Manager for the Palm
Computing Platform, please contact us by e-mail at scmgrsupport@ardexus.com

For more information on Ardexus' support offerings please see our web site at
http://www.ardexus.com
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Glossary

Close
Closeis aterm used to denote the last phasein the Sales Cycle, as well as the action of completing asale.

Contact
A contact is aperson or individual. Contact typically refers to one of the people you are trying to sell to.

Decision Maker
A decision maker is a person who holds influence over the buying decision of a given sale.

IBO
IBOisan acronym for Identified Business Opportunity. AnIBO is a sales opportunity.

Phase

Phase refers to one of the three parts of a Sales Cycle. Every Sales Cycleis divided into three segments
corresponding to the dominant selling skill active during that period.

Priority
Priority is amethod of ranking opportunitiesin the order that they should be reviewed or worked.

Probability
Probability is an assessment of how likely a salesperson istowin agiven sale.

Probe

Probe is aterm used to denote the first phase in the Sales Cycle as well as the process of inquiry in order to

learn more about a given sale.

Prove
Prove is aterm used to denote the middle phase of the Sales Cycle as well as the demonstration of a
solution to the customer.

Sales Cycle
Sales Cycleis the duration from when the salesperson first learns of a potentia sale until thesaleis
completed, as well asthe various activities that occur throughout that time period.

Ardexus Corporation Sales Cycle Manager
March 2002 Version 1.1.4

47



A H
About Sales Cycle Manager ........ccocvvvveereennnn 47 [ (= 1o S 47,48
Address List......ccocevveivieneicninnnn. 6, 15, 23, 31, 46 Help Enabled Fidlds........coeevveviecneicinne 48
B HISIOMY .o 39, 40
HOLSYNC ... 7
BarmierS. ..o 38 |
BUAGEL ..o 27
c IBO
Creating ....ooceeevevereeesesieienns 9,15, 16,17,19
Calendar LOOKUP ......ovevvvereesiereesieevesieesierennnas 6 [BO NUMDEY ... 11
Cancelled IBOS.........coeeeeeeeeeeseceeeen, 4,9, 42 I dentified Business Opportunity .................. 49
CloSE Tah..c.cviveererere e 33, 39, 40 IBO EssentialS......ccoeeevvnecrnnienenn 17,18,21,25
CloSiNg BarfierS......ccvcevveeeeveeeie e siesienens 38 1210 I L= R 4,9, 11, 13,15, 19
Closing Information...........cccceevveveeeveenenienennenns 33 IBOMENU....ooiiiiiriictereeeeee s 41
Column Width .......cccoovireniiineee e 46 IBO NOE SCrEeN......covvrveeeeerrieererreeeeneeeeenes 23
Company Name.........cccccevuenee. 4,9, 11, 13, 14, 37 IBONUMDES ......oeeeieieece e, 4,9 11
COomPELITION......ccceeieeeeseree e 4,26, 27 INfOrmMation 1CON........coveerireienireee s 47
Competitive Pressure..........ccceveveeenvenenn 4,26, 27 INStall TOOI.....c.ciieeiriee e 7
COMPELITOrS....ceveeiveeeeisieeee e 27,28, 29 INSEAALTON ... 7
ContaCt LOOKUP ....veveveriiieisierieee s 6 Intelligent RESPONSE ......coeeeereenieieieireeen 4,26
ContaCt Manager .......ccocvvveeeneveeieeseeeeseeseesenes 6 INEEraCtioNS......cceevrvereere e 6, 23
Contact NamMe.........covvverereriicirie e 11 INtrOAUCTION ... 4
CoNtact SCreEN......cocvrereeereee e 15 L
Contact Tab ..o 23
Customizing Level of Need ... 27
View ColuMNS......cccovveerereerie e 13, 46 LiCENSE...i i e 7
D Look Up Feature.........cceeuneee. 15, 23, 30, 31, 46
(01> 0 | 210 J 4,9, 35, 36, 37, 42
Date Stamp ShortCut.........coeeeeeieierere e 23 M
Date WON/LOSL ....ccceeveiieirieniieieienie e 35
Decision (WON/LOSE) .....coeeeeeeneenie e 34 Menu OPLIONS.......cccoeiererereee e 41
Decision Makers...........o..... 4, 19, 26, 27, 30, 32 N
ECONOMIC....ccueiiiiiii e 30
Level of Influence........ccocovenenenene 30, 31, 32 New IBOWizard........ccooovevveieennns 9, 15, 16, 17
Relationship.....cccccvvvvivnvieviesceeeseenn, 4,32,33
Technical ... 30 o
[ R 30, 32 OpEN IBO......oceceeeee e 4,7,9, 42
Delete All IBO Records..........ccceeveereeereeirennnen. 44 Opportunity Screen............... 4,10, 19, 20, 23, 26
Delete Current IBO........ccooeevrreerenreenerreenennns 43 Opportunity Value.......ccoeveeveenereenreeneens 11
Desktop OptioNS MENU ......ocveviriiceececie s 46
Sales Cycle Manager .........ccooeveeercennnne 43, 44
Done Button.............. 7, 17,19, 27, 28, 36, 37, 40 P
E PreferenCesS ... 46
PrioritiZe...c.ooeeeeee e 9
Economic Decision Maker ......................... 30, 32 Priority . .cococeeeeeersreeeeeceeeees 4,9, 11,21, 25, 49
Edit MENU.....ocooieiece e 45 Probability ............ 4,9,11, 13,17, 21, 22, 25, 49
Establishing Need.........ccccoooveevenv i 27 Probability MatriX.......coeevvereiirnneeinieennes 21,25
F Probe SCreen.......ooooeveeerceecee e 26
Probe Tab......ccceeeevviecee e 26, 27,29, 32
Familiarity with Customer.........c.cooceerererienenn 27 Probing INfOrmation ...........cccceevvenenncnenenenn 26
FOreCast ......ccovveeeee e 45 Product Name........cccvvveveeienese e 11
FUNding StatuS......cccoeverereeerese e ceeseeens 4,27 Product SCreen.......cccvvvvvveeeeeves e 16
Ardexus Corporation Sales Cycle Manager
March 2002 Version1.1.4

48



Products ST (=0 |V 34, 38, 39, 40

0 1] oo [ 20 Enacted .......cccevevinice e 39
Prove Tah ..o 32 {97 od (] o [ 39
Proving INformation ...........cccceeeiiienincniienene 32 SYNCHFONIZE ... 43, 44
Purge All deleted IBOS.........cccooeiiieninceiene 44 T
R TASC e 6
Reasons for Win/LoSS.........ccoeevereienenceiieneens 36 Technical Decision Maker .........c.cccceveeneene 30, 32
REGISLENTNG.....cceereeieeee e 8 Technical SUPPOIT......coeeereeeereene e 48
Result (WON/LOSE) ...covevveieeniereeeeie e 35 Trial ClOSE...ooieeeeeeeeee e 34, 40
S Trial CloSe HIStOrY ...oocvveeeeecievee s 40
Sales Advisor Expert 4, 18, 19, 22, 24, 25, 26, 41 U
Sales AdVISOr Pro......ccccvevvvvvneceenns 18, 19, 41 Upgrade to EXPert.......cccceevveeeeeveenieseseseeneens 41
Sales AdVISOr Tah ...cccvevvcececeeses e 22 Use Sales Advisor EXpert .......cceevevvrennnns 18, 19
SAlES CYClE it 49 User Decision MaKer ........ccovvveeeceerenninnenns 30, 32
Sales Cycle Manager4, 6, 7, 9, 13, 15, 17, 18, 21, Y

23, 25, 41, 44, 47, 48

(D= S g o] o SRS 44 Vaue of Product............... 4,9,11, 13, 16, 18, 19
Sales Environment... 4, 24, 26, 27, 28, 29, 32, 33, View Columns

41 CUSLOMIZING. .. veverieeeeeee e 13
SaAleS FOrecast ........ouvveereneeenireereeeens 14, 45 View Display .....ccccveerereieneneee e 6,9
Sales OpPOrtUNItY .......coceeeeereererereeenns 19, 20, 26
Save Archive COpY ...cccevvveveeeereeneese e seesseeneas 44 W
SCIOH Bal.uveeieeeiiie i eenees 13 WEEKSTO ClOSE...coceeeeeeeeeeeeeeieeeeeeee e e eieee s 4,11
Search FEatUre.......ooevviereieee e 13,14 When Will It Happen.........ccccccvvveveneee. 17,18,21
Selecting Items...........c.c.... 13,27, 28,31, 32, 33 Will 1t Happen ......ccceovevveeevenenienne 17,18, 21, 22
SEIVICES ..t 16, 19 Will WeGet It.....ccooeiviieiiee 17,18, 21, 22
SOlUtioN MECH ..o 27 WINGOWS.....ovaeieeeeeieieiseseiseeseesesee s 7
S = R D L= (TR 17 Winning Bidder .......ccoveveveveveeeeeeceeeeee e 37

Changing ......ccooeeeeirineereeeee e 42 WON IBO ... 4,9, 35, 36, 42
SEBLUS ...ttt e 42

Changing .......ccoeeveeereeieeie e 42
Ardexus Corporation Sales Cycle Manager
March 2002 Version1.1.4

49



