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Force

Optimizer-

“Whatgets measured...gets done!”

m Introduction to Forcelogix
m The impact of Sales Management Process Optimization
m Defining Sales Performance Indicators that impact results

m A Day in the Life with SalesForce Optimizer:
— Tracking goals and performance versus actual results seamlessly
— Coaching and mentoring sales individuals to increase performance
— Trending of sales performance over time

m Next Steps
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' Sales
About'karcelogix ForceA

Optimizer=

Sales Performance Visualization

And Optimization

m Founded by Senior Sales Executives who saw...

m Lack of applications to develop and manage sales talent so we...

m Built solutions to provide sales management with Actionable Insight
m Product Line: Sales Force Optimizer

m  Mission: Turning the Art of Selling into Science...
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Force

Potential for.Sales Management Optimization [RdsllEle

Goal: Maximize the yield of Each Sales Resource: Studies Show: ft 25% - 50%0

“C” players — 20%b of team:
Range from O to 50%6 of quota...

Coach to “B’’s or “B” Players — 40%b of team :
take corrective action Range from 50 to 100%6 of quota
\ Turn “B”s to “A”s

New Hires — 20%0 of team:
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Bring to Productivity faster

“A” players — 20%6 of team:
Consistently exceed quota

Acknowledge and model behavior

m  Model the behaviors of your top performers

m  Provide coaching and mentoring tools to increase performance
m  Manage sales force to optimal models

m Track Performance Over Time to Identify Opportunities and Trends FDEC/:ELDGIX

rrrrrrrrrrrrrr Selling into Science
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Current Barriers to Realizing Benefits Opftimizer-

I HR or
L _— ERP/Business

: Training
Intelligence -
CRM/SFA
Sales
Revenue

Sales Management

O Critical data resides in disparate silos
O Multiple, Repetitive Manual Operations with Potential for Errors
0 Cannot Access Timely Information to Increase Revenues

/
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Turning the Art of Selling into Science
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Challen “to _effective SPM (Ventana Research) Optimizer-

Our Research Finds Challenges in Adopting
Performance Management in Sales

1. Lack of Process — No consistency in management of
sales processes to achieving objectives efficiently

2. Limited Alignment — Objectives/Metrics and
Quotas/Commissions are not explicitly tied together

3. Scattered Information — Little consistency in
information that aligns to sales processes

4. Limited Visibility — Methods to better understand the
situation in sales is sorely lacking

5. Lack of Effectiveness — Doing the right things well and
coaching for improvement are emphasized

VENTANA
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Introduci

g-SalesForce Optimizer

Shows Sales Performance versus Goals:
» Provides Summary and Detail Analysis

» Shows My Rankings to drive results

» Review Performance Trends

Ad-hoc and
. : . Performance Trend
Define Sales Profiles: o Reportig

» KPI's and Importance
» Mix and Match:

Sales
Force

Optimizer-

Access to Data to Manage:
» Stack Ranking

» Graphical Performance Views

» Sales Performance Trending

» Ad-Hoc reporting

Capture Field Data:
» Coaching Notes

, ales Coaching and > Manager Input
\/ AVP S Performance SEI:ES Menturi“g Tools > t g I /A pn I R .
v RD’s Profiles Performance Quarterly/Annua .eVIeWS
v RM's Management »Performance Planning

Secure On-Demand Platform

On-Demand Delivery

» No Hardware or Software
» Full Company Administration Capability
» A Single repository for Sales Data

» Full Integration Engine

Business Intelligence Architecture

Configuration
Integration

/
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Result: Optimizer is 3 Solutions in One! Optimizer-

Sales
Force

Opftimizer

Data Repository for Sales
Sales Performance Dashboards
Graphical Analysis

Quick Coaching Notes
Performance Planning
Manager Input
Quarterly/Annual Reviews

Stack Ranking
Sales Performance Trending
Ad-Hoc reporting

/
FORCELOGIX
Turning the Art of Selling into Science
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Optimizereomplements CRM Investments Opftimizer-

Qlesforcesfa)®, s ienstanmiaet (ypexchange sae,

Home | Leads | Companies | Opportunities Dashboards

Reports [elvidl)ilrd=1d

Welcome: Kim McLachlan

Contact U Hel
Loain: cdeboer@intercall.com 2= s | | Help

Optimizer/Ranking | Trending | Reports | Coaching - Sales Reviews |

FO ﬁE LOGIX Direct Sales Performance Manager

Turning the Art of Selling into Science

/ ~ Goal of CRM: \ / Goal of Optimizer: \
Maximize Yield per Customer Maximize Yield per Rep/Manager

Sﬂcﬁm com Optimizer-
A

m Better Manage: customers

= Better Manage: Sales People
» |ncrease performance: Sales People
= Sell More to: customer = Manage Turnover: Sales Force

m Increase sales: customers

0\ —
<]‘ 380" View EE— Ao 3600 View
of Customers o <]|> of Sales People
eeese] PRA ///

/
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Build Sales-Profiles Optimizer-
Sales Activities Results / Financial Accuracy / Efficiency

U # outbound phone calls Q Revenue - MTD/QTD/YTD O Close ratios

Q # conference calls Q Bookings - MTD/QTD/YTD Q Pipeline development

O # webinars/web meetings Q Total Forecast - MTD/QTD/YTD | O Lead conversion

U # on site meetings O Total Pipeline - MTD/QTD/YTD | Q Average deal size

U # partner meetings O Expense management O Bookings consistency

O # customer visits Q Profitability/Margin O Revenue consistency

Q # prospect visits

Growth Business/Sales Skills Manager Input
O # Opportunities Q General business acumen Q Attitude
O # Opportunities by Type O Industry knowledge Q Teamwork
Q # Customer up-sell 0 Product knowledge O Motivation
opportunities O Competitive positioning O Time management
O Year over Year Growth Q Cold calling Q Partnering skills
O Product Composition/Mix O Presentation skills O Resource utilization
O Net units sold Q Closing skills 0 CRM updates and consistency

O Net revenue by product

Mix and match to build profiles that will drive actions and behaviors

/
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Example: Tenured Outside Sales Profile Optimizer~
Sales Activities Results / Financial Accuracy / Efficiency
M Revenue - MTD/QTD/YTD M Close ratios
o # webinars/web meetings & Total Forecast - MTD/QTD/YTD
o # on site meetings ™ Average deal size
o # customer visits M Profitability/Margin M Revenue consistency

M # prospect visits

Growth Business/Sales Skills Manager Input
™ # Opportunities o Attitude
M Teamwork

™ Product knowledge
™ Competitive positioning
™ Year over Year Growth

™ Product Composition/Mix o Resource utilization
o Closing skills ™M CRM updates and consistency

i
'HlTenured Outside Sales Profile — 20 specific SPIs with Emphasis on Results

/
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2**Nlew Hire Sales Profile ‘Optimizers

Sales Activities Results / Financial Accuracy / Efficiency
M # outbound phone calls

_ _ ¥ Pipeline development
o # webinars/web meetings & Total Forecast - MTD/QTD/YTD

™ Total Pipeline - MTD/QTD/YTD

M # customer visits
M # prospect visits

Growth Business/Sales Skills Manager Input
™ # Opportunities M General business acumen o Attitude
@ Industry knowledge ¥ Teamwork
™ Product knowledge v Motivation

v/ Time management
M Cold calling

¥ Presentation skills

’ﬂ‘ New Hire Sales Profile — 17 specific SPIs with an Emphasis on Development

/
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Platform for.Sales Management Optimization [Reisilare

Utilize the Optimizer Platform to Profile the Sales Management Process

nnnnn

Business Intelligence Architecture

Configuration e rrvace
Integration T
Secure On-Demand Platform @ § B Q6

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

Better understand the strengths and weakness’ of your sales force by
empowering your sales manaement

—
FORCELO Gslx
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Intuitive Sales Performance Analysis ‘Optimizer-
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Force

Sales Management Functionality Opftimizer-

E';?:Ifr:ljr:r:ﬁ]]s;hmnli?ﬂnli; Sign Out | Contact Us About Us Home Default Settings

Optimizer/Ranking | Trending | Reports | Mentor - Sales Reviews

Optimizer- FFeranh 7
Ao, e 2
- [
o] o]
o
IS Dashboard:  Warren Alen Job Tide: Sabes P— Sibleck PresectmenTechoue
Roven Penad 01205 10 123 9 e
D Upunt 08242006 1 57 A ikt
wl 2 out of 42
[ W —
bl h Category Rank wm:: Thresh Scorel
i [ Customer o DONBHARR  2azoiw aazh
[] somtaczen 1492
[§ Francal 3o R Moo 0NN

1NE0e%  1628%
ME00%  £50%

9 (A 1ooew  128a%
] '] L #7548 B 770 (rear 1o Date) et Pareed
Do 5 S e T e e e e e R O 67D (Guarer 1 Date mr.:.m::
)T {Moih 8 Dale} el e Pl

St P o 3

Graphical Performance Analysis

Optimizer- So b & Trgewon Logos 130 [ ECHIBEE Do for acc schun,
T ohange s b Ao
P | At Cpteare | Commrns Anataes Trwmceng | Cancoeng Rvepes | Corgsrams Gomrers |
RSN —
Szore Rank Seore Rank Score Rank Score Aank Seore Rank
Foelative Rankings. I; Somvactng PR o2 vew usness HEE L. Tew 0 Tech Support TN .| Tewmwens [ sz
) VT ¥ear e Dot Banus Tracung TNONN 14z PArvenue gmvbwm B2 Tracking Pote mersction BRI 25/22
ki ew Prosuct  JEEION o CFee YT Contact s Trainn, [ - .
) TD (i D Rivirot B2 | ad Trackng NI 542 Fregesncy e citon 154
R Puid | 11354 153100 A — = servces M, Cobforvesk NBOMR 142 Cowomer BB . seessim Oz
Setect Catngory | Frmas - j"':': Cusiamer I, Sur
Do Upcated DZATON 1107 AM il 'uul- -
4BCOEEQHIJELNUD wargn
| n[——
S.Nokales Toam Mambat |Sains Managa: Scors Rankiin Erodust Serviss Show Desyly Conching Form tatary Bow Delphy
] - = Wz 1 1 ' 0 z Sho Desals Reperts Seow Deibi
fotean L [ T" ] 2 2 1 2 how Denae CakuatEns E2ow Deisty
i mi el vwiMpmacer; BANIS ¢ 8 P 2 S P Eaoste e 5
e a1 nEs B @ oWm oW E;
Licwmes Westcoorttete (0 el Wnacers BIEIN D1 2 R 2 S I P f D hb d
= A A S ales rerrormance basnhboards
St w mus n @ 0o0®m 0» F
e o mes 2 8 M @ )
Os e B g i, TS " n ] El
Own e - Hus s w o = 2 R
- a2
[u] | e | |

Stack Rank Performance Analysis Trending and Ad-Hoc Reporting
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Graphical*feam Analyzer ‘Optimizer-

Walcome: Eddie Lexhin

Logimi Eddiws.Leshin@chrobinson. oo Hgn Out Contact Us
Cptimizar FYRanking | Tranding | Reports | Coach and Raview |
o
FORCELOGIX ;
Sales Team Analysis
» Man Form

Relative Rankings

Select Save View :

Please Select o Direct Reparts
rlf:;:ﬁ:'anh-ul .ﬁ.nalyzerl

T ep Rankings The entire sales force is
“Gvro Garo Owo represented on a
Show Rags : Analysis can be made based
Ls

: on:
catagory :
C il - Date Range
o1 -

Al v - Team or Rep View

Save View - Categories

Harme:

- Individual Indicators

Laegend

ﬂ ¢ ] ]

Mon 34 S5 MRE 130 EMN OB NN M-S W-E dSs
1]
Evaluated Evaluasted Rating Peroentags -~

Chan, Sk (POD Manaoer]  104.00%

i

i}
‘ritic  Orae i
099

Higgng, Toay (POD

1 102 00%
Skgeg, Chrig (FOD Managpr) 101.00%
iyike, Jomet (POD Manpgers 43.00%
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Stack Rank Analyzer

Sales
Force

Optimizer-

i John James
m.larmes @sfodemo.com

Sign Dut | Contmet s

Optirmizan/Ranking | Trending | Raparts | Mantor - Sales Reviews

FORCELOGIX

= W Fors

Select Save View :

Pleaze Select w

View :

O Analyze - Optimizes
Intelhgence

(= Challenge - Stack
Ranking

Chsplay Penad :
&Eymo Ogro Owto

Rewview Period :
¥TO 2006 -

Show Reps :
All Reps Lo

Categery : .
All W

SPT :
All w

Save View
Mame:

ACCEES;

&) Public O Private

k

Sales Performance Manager

Ranking Relatives

ABEDEEGHIJKELMHNOPFQRSTUNYWIEY L A

[ s Saimctaa Gioiy

S.Nn. Sales Team Member |Sales Manager CategoryScore |Rank Sales_Calls | Cust Load Data | Training | Manager_Input
87.20% 1 5 3 1 26 11

AL
Skorp, Chris (FOD Wanager) 101.00%
Wik, Jooet (POD Waoagers 43.00%

02 %ﬂnﬂu w 83.83% 3 4 5 5 21 20
4 w w 80.45% 9 20 14 5 3 16
0os Lﬁ.‘ﬂ.ﬂaﬁm gell.r::rﬂ mlm IL.37% 13 8 10 13 a2 3
Os  |aueTm Higgin, Tory 70.11% 15 o 15 15 17 B
07 ﬁ % §2.08% » | The entire sales force is represented on a
De  Soatame i 20.98% == | ranking screen. Analysis can be made
Dy  Swnd 0o bussa T - + | based on:
Do e jane e - Date Range _
- Team or Rep View
- Categories
- Individual Indicators
- Click on name or manager to get details

Turning the Art of Selling into Science
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Actuals Analyzer and Ranker ‘Optimizer

Sign Dyt | Contact Us | Aboyt Us | Mome | Dafaylt Settings | Halp
Tranding | {ctuals Analyzer | Reports | Coach and Reaview
—
FORCELOGIX Sales Performance Manager
Filtar Option :
2l Megan Bentz
@ YTD By Month Tier: c
Rank:11/15
Profile : Customer Sales Rep

SARng Byese ] Branch : 0813

- Non - ”: ﬂ ¥TD Actual ; 5286,076

ol

SP1 Filber : ﬁ

Revenue - i ﬁ
¥TD By Month : ﬁ ﬁ

2007 August . ﬁ ﬁ ﬁ ﬁ ﬁ ﬂ ﬁ
Select Profile : ﬁ ﬁ ﬂ ﬁ i

o . @ ¢ @
s @ & § ¢ ¢ © ® @ g
Megan Bentz - | i

/
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Turning the Art of Selling into Science
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Sales Perfermance Trending Optimizer~

ign Out | Ci Us | About Us | Home | Default Settings | Help

Optimizer/Ra | Mentor - Sales R |
FORCEL
URTﬁgﬁmmggﬁ!ﬁ?ﬂg Sales Performance Manager
= Main Form = Trending (Please select)
Sales Force Optimizer Trending Graph "
= B = 2005 and 2006 - Team Performance Score Comparison
Select graph (Please select) - 2005 and 2006 End of Year Analysis - By Sales Team
Graoh Control 2008 - Team Performance - Financial Scores
P : All New Business and Developed Opps by Month
Cerilizes T T Pipeline vs Business-Product Revenue - Allen Tom
I\ Training Clags of January 2005 Performance
Time Interval Quantity Filter
Month @ Period (| '@ Individual SPI ' Category Total | Overall Score AllEmployees @ Al Team (|
[ coeraname B me oo | Trending Report configuration can
F 2007 [l Bonus Trackng ] AlenEiverson Sales Representative £ be saved and recalled as needed.
F] 2006 [] calls Per Week = [7]  Allen Tom Sales Representative
E1 zo0s [F] contact Frequency [F]  Andreas Scheckton Sales Representative
[7]  customer meetings [7]  Andrew Winter Sales Representative
[7] customer Survey [  Bil Boyd Sales Representative
[7]  Lead Tracking "]  Burton Ton Sales Representative Arealine
[7]  Mew business Revenue [T]  chris Swann Sales Representative Bar
Marker
[7]  Mew Product Revenue _ || £ cristy Sweetland Sales Representative v Areaspling
[ Peview | [ Deete | [ sae | [ cance Users can decide the type of graph.
2 - 8 = -+

s
.

s e FORCELOGIX

Turning the Art of Selling into Science
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Sales Perfermance Reporting Optimizer~

Lw:il::fr:r;ﬁf:;hm"liirlism Sign Qut | Contact Us About Us Home Default Settings
. : vp@ 2.CC

Optimizer/Ranking | Trending | Reports | Mentor - Sales Reviews |

-—-""""’ L
URTEQEHMMQQQS!;?& Sales Performance Manager _
= Main Form = Trending > Report Manager Mew bUEinEEE Revenua -
Bonus Tracking
User Defined Fields Calls Per Weelk
| Contact Frequency
Select R rt .
== 2 Customer meetings
Trending-Base Data - Customer Surve
Parameters: - ‘f

— Lead Tracking
Employee Elverson,allen ~ SPI New business Revenue + Year 2005 ~ Please choose Graph Line - Mew business Revenue

Mew Product Revenue
Peer interaction
Quick Coaching Motes
Sales Skills
Services Revenue
Split tracking
Teamwork
= Tech Support Tracking
- Test Calculated SPI
Total Developed CQpps YTD
Training Completion
Travel & Expenses /Total Margin

Report Options:

Zoom: 100% Generate Report

Trending-Base Data

Excel |L]

HTML
Allen,Warren wafren_a@hatmail.com Acrobat (PDF) file

Report Date:  7/24/2007 3:48:20 PM

TIFF file
Trending-Base Data MHMTL
et g e CSV {comma delimited)

¥ML file with report data

—ctiad

A A
VANA
[\

Doc Sep My Out Mey  Jem M Mu N e Feb  dm

% -
N — FORCELOGIX
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Sales Perfermance Improvement Tools

Sales
Force

Optimizer-

Qjﬁuick Coach Notes

Update

Quick Coach Notes Details:

Show Printer Friendly View =3 |

.

Return to Main Page
Performance Improvement Plan
Employee: Jerry Adlemson
Plan: Period 4 of 2005 from 10/1/2005 to 12/31/2005

Update changes without archiving

Preview Performance Improvement Plan for this Sales Team Member (Remember to save changes

first)
o | Adlems e
" - . T en a
Subject: | Presentation Technique N | e - Sales Te:m Member
status [ sV Dratt Review tevicwghomn
Date: 0 | Report Type: Sales Team Member/Sales Manager Review
— Review Period | 10172005 to 12/31/2005
) Sales Team Sales Team Member: Jerry Adlemson (Account
Coaching Comments: Date |4f15,rgm€, ‘ w Member: IManager)
1 Prepared By: John James (VP Sales) Review Type: Quarterly
Comments: | J=rry neesds to work on competi Previous Counseling Date |4f14,'20{}6 ‘ il Employee Start Date: Period Start Date: Apr 01, 2005
guestions. He was caught off ¢ . ' '
when asked about a compertitor Previous Counseling [ ntial written warning score for this Period:  58.24% Period End Date:  Jun 30, 2005
Previous Counseling Comments [ —
Previous Counseling Comments
%P1 Attrib Total for SPI Total for Category
Performance Standard
Add to Current Review: Performance Standard Subjective 20 Peer interaction 85.00% 100 85.00% 81.33%
Port o Sales Skils B1EM% |00 B1.6/%
. erformance Discrepancy
Update an SPI Performance Discrepancy Teamwork 7833%  |100 78.33%
Training Completion 81.67% 100 B81.67%
" Expected Peformance Standard . .
Reps Response: | Accepling v Expected Performance Standard Financial 55 New business Revenus 62.00% 100 62.00% 51.69%
New Product Revenue 51.00% 100 51.00%
Suggested Action / Reps Feedback - Time Frame Services Revenue 0% 100 0%
ime Frame
Comments: | 1 plan on making some calls wi Travel & Expenses /Total Margin 0% 100 0%
eastern region to get a bettes g:t’.‘“f’a":' 5 Contact Frequency 20.00% |100 20.00% 79.40%
competivie positioning and dif 15 lon
Consequences Customer Survey 20.00% |100 20.00%
5 Tech Support Tracking T8.00% 100 78.00%
Sales Team Member CRM 15 Calls Per Week 50.00% |50 100.00% 52.14%
Comments. Customer mestings 63.00% [100 63.00%
Lead Tracking 55.42% 100 55.42%
Footer Notes Total Developed Opps YTD 29.17% 100 29.17%
- Compensation 5 Bonus Tracking 47.20% 100 47.20% 35.00%
Split tracking ZZ280% 100 2Z280%

Quick Coach Performance Improvement Planning Quarterly/Annual Reviews

/
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Optimizer-

Up ane.Running in 45 — 60 Days

1. Create Unique Instance with Sales Profiles
» Upload Users and configure Instance

» Mix and Match Sales Performance Indicators

» Weight each based on Relative Importance

2. Integrate Data
* Bring in Actual results
* Integrate with multiple systems

3. Analyze

» “Fact-based” analysis of Strengths and Weaknesses
* Individual Sales Performance Dashboards

» Team Analysis and Stack Ranking

» Ad-hoc and Trend Reporting

o | 4. Optimize
= * Quick Coach
e « Performance Plans and Reviews
*~ == a  « Enhanced Sales Coaching Option

/
FORCELOGIX
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Sales
Validation of Forcelogix ForceA

Optimizer-

kkkkkkk

v “Ventana Research sees sales performance management as one of

. ghe most critical management initiatives and processes of this
RESEARCH ecade-”
“ForceLogix has created strong dashboard functlonallty married with

Gartner performance review capabilities for sales”

Y “Forcelogix offers a simplified approach to improving sales

N performance which reduces IT and technology competencies
VENTANA

required”

intelligent

nterprlse

sales& mallu:hng

aiiagement

“Salesforce.com partners with Forcelogix, which offers sales
optimization applications that allow the ability to understand,
optimize and allgn sales reps and teams to goals and objectives.”

“Forcelogix dashboards give sales managers information with which
to grow each sales rep, inspiring better future performance.”

FDHCE LDGIX
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’ _ Sales
QgIX Benefits Forceé

Optimizer-

Drive Greater Revenue through Actionable Insights

— Combine lagging and leading edge indicators to provide greater visibility
— Move “B”s to “A”s and “C”s to “B”s, or take corrective action sooner

— Early Warning System — shift behaviors and influence results before end of term

Improve Organizational Effectiveness

— Exploit best management practices throughout organization
— Align sales activities with corporate objectives via common goals and measures
— Single repository of sales performance data — less time hunting / more managing

— Improve allocation of Sales Operations spend

— Leverage SaaS delivery for faster deployments and turnaround of enhancements
— Streamline employee training and review processes
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Force

Next Pf_éps ‘Optimizer~

m Email Forcelogix at info@forcelogix.com

m Call Us at 847-281-9307

m We can provide:
— Custom Demonstration
— Sales Management Analysis
— Optimizer Impact Analysis
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