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User Guide Strategy Mapper

Introduction

Welcome to Strategy Mapper, this guide will walk you through every step to effectively use
Strategy Mapper.

Strategy Mapper functions and looks the same whether you’re in Salesforce Classic or Lightning
interface. The examples in this guide are utilizing Lightning interface. It's important before you
start to use this guide that you are familiar with templates and how and why they are used in
Strategy Mapper.

Templates

Templates are used to allow your organization to configure (what needs to be completed
and/or presented to the users) based on what is required in the sales process for your
organization. Templates are very powerful, yet very intuitive and easy to use. In addition,
templates can be pre-populated to assist users and allow coaching throughout the entire sales
process. There is no limit in the number of templates that can be created per solution, for
example Meeting Templates. There are three types of templates:

Account Mapper Templates — these are used to configure what must be completed and what is
included in account plans. They can be created for different types of accounts, geos and groups
for example.

Opportunity Mapper Templates — these are used to configure what must be completed and
what is included in opportunity plans. They can be created for different types of opportunities,
products, solutions and geos for example

Meeting Templates — these are used to configure based on the different type of meetings you
are having with your customers and prospects. Meeting templates can be linked to Accounts,
Campaigns, Cases, Contacts, Leads or Opportunities.

The Point N Time Software, Inc. team wants to thank you for selecting Strategy Mapper.

Let’s get started!
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Using Account Mapper

The examples used in this section will walk you through creating and modifying a plan, using all
the features available in an account plan based on the template.

Note: It’s assumed an Account Mapper template has been created and made
active. If not, please create an Account Mapper template first.

Creating an Account Plan

1. Select an Account (figure 1).

—

::5 Meeting Mapper Home Meetings v  Accounts v  Contacts v  Opportunities v  Campaigns v Cases v Lleads v Reports v Dashboards v  Meeting Templates v  MeetingInsights v Executive Sponsors v  More v

ACCOUNTS
E Recently Viewed v New | Import
29 items - Updated a minute ago LA MK

ACCOUNT NAME / PHONE ACCOUNT OWNER ALIAS
1 Taining Company 5550981236 Toavi v
2 B2Squared (555) 5551212 Toavi v
3 Custom Framers (555) 1215555 Toavi -
4 B4Box (555) 5551212 Toavi v
5 3CSystems (555) 5551212 Toavi v
6  PFUEurope Toavi v
7 Knowledgelake, Inc. 555234:8888 Toavi v
s Gosig (555) 662:9090 Toavi v
o 8P Toavi v
10 HPE Toavi v
1 Acme (212) 5555555 Toavi v
12 83Round (555) 123.5678 Toavi v
13 ABCTools Toavi v
14 Champions Golf mwill v
15 BigSoftware (555) 111:3333 Toavi -
16 salesforce.com (415) 9017000 Toavi v
17 PRUSystems 481762831212 Toavi v

Figure 1

2. Click on Account Mapper, it can be displayed in one of two places. On the top navigation
bar or on the dropdown (figure 2).
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0 seme | ssestorce

@ {1 Q search

» ' B2 B2 @

333 MeetingMapper ~ Home Meetings v Accounts v Contacts v Opportunities v Campaigns v Cases v leads v Repors  Dashboards v MeetingTemplates v  MeetingInsights v Executive Sponsors v Add Pickiist Values ~ More o

@ Acme & #—’wl | Account Timeline v

noe oM =

- Meeting Recap
Edward Stamos v [E] teanne Tomin v > [ eventfor000-3/11/2018 12:25PM 1225
Title: President and CEO Title: VP Customer Support ‘ You had an Event with Howard Jones OrgMap
Email info@salesforce.com Email info@salesforce.com - U
Phone (@212) 555555 Phone: (@12) 5555555 > [B Teskfor000-3/11/2018 1225 P sant estng
I You had a Task with Howard Jones
View All
> B eventforiaM-Test 404PM IMar10 v
| Youradansuent
Opportunities (3) N
PP @ . > B TaskforIAM-Test Mario v
You had a Task
Acme - 200 Widgets v Acme- 600 Widgets v Acme-1,200 Widgets v | ot
Stage: Prospecting Stage: Needs Analyss Stage: Negotiaion|Review > B Thankyounote Dec21. 2017 (¥
Amount: $20,000.00 Amount: $70,000.00 Amount: $140,000.00 You had a Task with Edward St
Close Date: 12/23/2015 Close Date: 10/20/2015 Close Date: 8128/2015 | fouhada Taskwith Edward Stames
Load More Past Activites ¥
View All
Cases (0) New
[ Notes & Attachments (2) Upload Files
IAM-Test 1AM Test
Dec20,2017 - Note Dec 20,2017 - Note
View Al
Account Contacts (6+)

Figure 2

3. Select a template, if this is the first time clicking on Account Mapper, select the
template and click Save (figure 3). If a template has been selected before, Account
Mapper will display, based on the configuration of the template.

ounts v  Contacts v  Opportunities v Campaigns v Cases v Lleads v Reports v  Dashboards \/  Meeting Templates v  MeetingInsights \  Executi

Account Mapper

Choose a template

Account Mapper Template

Account Mapper Template

NextGen Healthcare j

Save Cancel

Figure 3

The Account Mapper page is comprised of Buttons along the top and Tabs (Pages) under them
(figure 4).
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Note: Your plan may have different buttons and tabs to select and complete.
This guide shows the most used capabilities in an account plan.

Sales  Home Opportunities v leads v Tasks v Files v Notes v Accounts v Contacts v Campaigns v Dashboards . Reports v Chatter Groups v Calendar v People v Cases v News Forecasts *Meetings v X

&, Account Mapper
2 Point N Time Software, Inc.

Buttons
&= Tabs/Pages

'ACCOUNT DETAIL ORG MAP. REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE 'ACCOUNT MILESTONES RED FLAGS.

Account Detail
AccountType  Customer Industry  Technology
Account Description A software company based out of Allen, TX. They are a Salesforce ISV partner with a native app Last Modified Date 10/25/2018 8:00 AM

Strategy Mapper. Strategy Mapp ‘ Productivity Suite for

a framework allowing account teams to plan, management and execute sales activities in

Salesforce.

LastActivity  10/12/2018 Account Source
Primary Contact Account Mapper Template  Strategic Account
Account Hierarchy  Account Hierarchy

Partners

What Are the Customer's Goal and Objectives? - Strategy - Client Relationship - Execution Plan - Are We Moving in the Right Direction, What Successes Have we Had?

WHAT ARE THE CUSTOMER'S GOAL AND OBJECTIVES? STRATEGY CLIENT RELATIONSHIP. EXECUTION PLAN ARE WE MOVING IN THE RIGHT DIRECTION, WHAT SUCCESSES HAVE WE HAD?

to expand th Here are the in order, along. y ngth

" nts the UK,

« Goal - increase revenue by 10x within the next 2 QT

 We can create targeted marketing campaigns with defined objecives for each.
. . Germany and France, atis relevant to
« Agencies for the task: Zo

Figure 4

To start building your plan, start with the Tabs (Pages).
Details Page

4. The Account Details has information that was selected in the template. This data can’t
be edited (figure 5).

0RG MAP REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE
Account Detail
AccountType  Customer Industry  Technology
Account Description A software company based out of Allen, TX. They are a Salesforce ISV partner with a native app Last Modified Date 10/25/2018 8:00 AM
trategy 2 pper is the only Account ivity Suite for Salesforce users. It's
a framework allowing account teams to plan, management and execute sales activities in
Salesforce.
LastActivity  10/12/2018 Account Source
primary Contact Account Mapper Template  Strategic Account
Account Hierarchy  Account Hierarchy

Partners

What Are the Customer's Goal and Objectives? - Strategy - Client Relationship - Execution Plan - Are We Moving in the Right Direction, What Successes Have we Had?

WHAT ARE THE CUSTOMER'S GOAL AND OBJECTIVES? STRATEGY. CLIENT RELATIONSHIP EXECUTION PLAN ARE WE MOVING IN THE RIGHT DIRECTION, WHAT SUCCESSES HAVE WE HAD?

's Goals and

Point N Here are the y n order, along y are ot

‘They have named accounts in the US that have a big presence in the UK, Germany and France.

« Goal - increase revenue by 10x within the next 2 QTs.

« We can create

. i« i 3 y , create
« Agencies for the task: Zom!

Figure 5
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Account Hierarchy

Account Hierarchy allows you to view the parent/child relationships between accounts. Not
only view the relationships but quickly identify the accounts with open opportunities.

5. Click on Account Hierarchy (figure 6). The Account Hierarch page will display (figure 7).

ACCOUNT DETALL ORG MAP REVENUE TRENDING PRODUCT(S) / SOLUTIONIS) MATRIX INTIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MoRe
Account Detail
AccountType  Customer Industry  Technology
based out of Allen, TX. They are a Salesforce ISV partner with a native app LastModified Date  10/25/2018 8:00 AM
Strategy Mapper. Strategy Mapper is the only Account Productivity Suite for Salesforce users. Its
afr k all leams to plan, ivities in
Salesforce.

10/12/2018

Partners
What Are the Customer's Goal and Objectives? - Strategy - Client Relationship - Execution Plan - Are We Moving in the Right Direction, What Successes Have we Had?

WHAT ARE THE CUSTOMER'S GOAL AND OBJECTIVES? STRATEGY CLIENT RELATIONSHIP EXECUTION PLAN ARE WE MOVING IN THE RIGHT DIRECTION, WHAT SUCCESSES HAVE WE HAD?

BIUS M@= =|::#%

PointN par Here are the markets they in order, along with what they believe are their sirengths.

1. EMEA - They presence in the UK,

 We can i it jectives for each.

. g
« Agencies for the task: Zomb, isProspect a

Vazaum

Figure 6

Account Hierarchy

Point N Time Software, Inc.

Back Export

‘®

Point N Time Software, Inc.

—
OO®

Child 2 PNT  Child 1 PNT Child 3 PNT

Figure 7
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Account Hierarchy Icon definitions

ofis o i =

Parent Account Current Account Child Account SBU

o

Revenue has been generated in this account

> around the icon indicates open opportunities
» Red around the icon indicates no open opportunities

6. To view the Account Overview or Org Map, right mouse click, select from the options
(figure 8) and (figure 9).

Account Hierarchy

Point N Time Software, Inc.

Back Export

;\
Account Overview

Point N Time Sof

OJOJO,

Child 2PNT Child 1 PNT Child 3 PNT

Figure 8
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Account Hierarchy

Point N Time Software, Inc.

Back Export

@ G & https://pntsales--meetingmapper.na73.visual.force.com/apex/MeetingMa w

Point N Time Software, Inc.
Point N Time Software, Inc.
[ | | Account Overview
Account Detail

Child2 PNT Child 1 PNT  Child 3 PNT Type  Customer Owner  Travis Davis
Estimated Total  75,000.00 Won  48,000.00
Potential
Total Pipeline  9,600.00 Lost 0.00
Potential
Numberof 2 Delta -17,400.00
Open
Opportunities

Last Activity  10/12/2018

Figure 9

7. To collapse the hierarchy, click on the account icon (by default only one level below your
starting point is displayed.

8. Click the Back button to return to the Account Details page.

9. Click Export if you want to save the Hierarchy to include in a document or presentation.

10. In the Partners section, it will display the partners supporting opportunities linked to
this account (figure 10).

ACCOUNT DETAIL OUR OBJECTIVES BUYING PROCESS INITIATIVES ACCOUNT MILESTONES RED FLAGS NOTES. MORE

=
Account Detail ?

AccountName  Acme countType  Prospect

Biling City  New York Biling State/Province  NY
Website Industry  Manufacturing

Account Mapper Template  Account Plan

Figure 10

11. Click in the sections (tabs) to add information to your plan (figure 11). Depending on
your template, the sections can be pre-populated with information. You can edit, delete
and add to the sections. This doesn’t alter or change the template, only your plan.
Ensure you click on Save when moving from section to section.
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Note: The sections below may have different titles based on the template
selected to create the plan.

Website Industry

Account Mapper Template Account Plan

Account Strategy - 6 Month Plan - 12 Month Plan - Value Proposition - Lessons Learned /

ACCOUNT STRATEGY 6 MONTH PLAN 12 MONTH PLAN VALUE PROPOSITION LESSONS LEARNED

w
~
=
o
8
3]
"
|11]
I

« Determine if Strategy Mapper is meeting/met their goal and objectives.
« Review current state of Strategy Mapper.

* Review 6 and 12 month roadmap.

* Determine any new players.

« Verify buying process.

* Review Initiatives (6 - 12 months).

« Review any existing support tickets and status of tickets

Not Started j

Figure 11

Note: When changes are made to the plan, the Save button turns to Red. Once
you click on Save, it will revert back to Green (figure 12 & 13).

E Account Mapper
: Point N Time Software, Inc.

Back to Account Save Account Action Plan Account Playbook Account Score New Meeting Instant Meeting swot

ACCOUNT DETAIL ORG MAP REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE

Account Detail

Figure 12
E Account Mapper
] . .
Point N Time Software, Inc.
Back to Account Account Action Plan Account Playbook Account Score New Meeting Instant Meeting SwoT
ACCOUNT DETAIL ORG MAP REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES 'WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE

Figure 13
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12. After you have completed your edits, click on Not Started to display a dropdown
selection. Selecting how complete the plan is, this is very important. They are
components of the overall scoring for the plan (figure 14).

Note: Scoring Matrix:
Not Started =0

Working = 50
Completed = 100

WHAT ARE THE CUSTOMER'S GOAL AND OBJECTIVES? STRATEGY CLIENT RELATIONSHIP EXECUTION PLAN ARE WE MOVING IN THE RIGHT DIRECTION, WHAT SUCCESSES HAVE WE HAD?
B I US| ®@W|E & =|
Vision Statement:

Point N Time is going to provide a multi prong media approach to showcase Big Software's products and solutions and how their customers benefits from their use. We want to show that Big Software is a market leader in the
message leveraging our agency network.

View of Ci s

customers for surveys, we overwhelming here "Big Software has transitioned our account teams, sales management, and executive teams to more customer focused and they are not vendors they are trusted advisors.” We bel
on the goal ity) and manage goals and objectives.

C L (see section):

Working 4 _

Figure 14

13. Once you have selected Complete you can set up a recurring task to revisit the section
to ensure, it’s up to date.

Note: It’s critical to ensure account plans are maintained and updated on a set
frequency. Recurring task can be configured when the section ‘Completed’ is
selected for the status. The following sections on the Account Detail page
(default names) can have recurring tasks:

e Account Strategy (default title)
e 12 Month Plan (default title)

e 6 Month Plan (default title)

e Value Proposition (default title)
e Lessons Learned (default title)

14. Select Monthly, Every Six Months or Yearly (figure 15).
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What Are the Customer's Goal and Objectives? - Strategy - Client Relationship - Execution Plan - Are We Moving in the Right Direction, What Successes Have we Had?

WHAT ARE THE CUSTOMER'S GOAL AND OBJECTIVES? STRATEGY CLIENT RELATIONSHIP EXECUTION PLAN ARE WE MOVING IN THE RIGHT DIRECTION, WHAT SUCCESSES HAVE WE HAD?

w
~
=
[
8
3]
m
1]
il
i
i

Vision Statement:

Point N Time is going to provide a multi prong media h to Big
message leveraging our agency network.

tware's products and solutions and how their customers benefits from their use. We want to show that Big Software is a market leader in ther}

View of C S

customers for surveys, we overwhelming here "Big Software has transitioned our account teams, sales management, and executive teams to more customer focused and they are not vendors they are trusted advisors." We
on the it iate goal ity) and i manage goals and objectives.

—-None-- competitor section):

Not Started
v Working ‘
Completed

Figure 15

15. When you select Completed you have the option of selecting the frequency to review
and update the section (figure 16).

What is the Value to Me and My Team?

We all get busy and forget to do things and when your juggling multiple accounts it’s
important to have reminders. You can’t let your account plans get stale or out of date.

Recurring tasks ensures you and your team perform maintenance on you plan based on
the interval you deem.

Partners

What Are the Customer’s Goal and Objectives? - Strategy - Client Relationship - Execution Plan - Are We Moving in the Right Direction, What Successes Have we Had?

WHAT ARE THE CUSTOMER'S GOAL AND OBJECTIVES? STRATEGY CLIENT RELATIONSHIP EXECUTION PLAN ARE WE MOVING IN THE RIGHT DIRECTION, WHAT SUCCES|

w
~
=

s||= @l

The overall answer is yes we are going in the right direction.
« Customer like the fact it can be deployed in phases:

* Account Mapper
* Opportunity Mapper
* Meeting Mapper

« If you show it all it can be over load for the customer.

S o [ \ O
Every Six Months

Plan Review

Yearly

Figure 16

16. Once you selected the frequency, click Save.
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17. After the section is saved, Recurring Task is visible. To view the Task, click on the
hyperlink (figure 17 and 18).

Partners
What Are the Customer's Goal and Objectives? - Strategy - Client Relationship - Execution Plan - Are We Moving in the Right Direction, What Successes Have we Had?

WHAT ARE THE CUSTOMER'S GOAL AND OBJECTIVES? STRATEGY CLIENT RELATIONSHIP EXECUTION PLAN ARE WE MOVING IN THE RIGHT DIRECTION, WHAT SUCCESSES HAVE WE HAD?

= 1= 4=
= = iE

B I US =@ =3

The overall answer is yes we are going in the right direction.
« Customer like the fact it can be deployed in phases:

« Account Mapper
* Opportunity Mapper
« Meeting Mapper

 If you show it all it can be over load for the customer.

Completed j Recurring Task ?

Plan Review

Figure 17
Task
Are We Moving in the Right Direction, What Successes Have we Had?
Name Related To
Point N Time Software, Inc

Details Related
Task Information
Assigned To Related To
@ Travis Davis Point N Time Software, Inc
Subject Name

Are We Moving in the Right Direction, What Successes Have we Had?

Due Date

Comments

The overall answer is yes we are going in the right direction.
Customer like the fact it can be deployed in phases:

Account Mapper
Opportunity Mapper
Meeting Mapper

It s important to understand their pain point or challenges to ensure the right solution is disussed.
If you show it all it can be over load for the customer.

Additional Information

Status

In Progress
Priority
Normal

System Information

Figure 18

Plan Review

The plan review section allows your manager and team members to provide input to the plan.
This ensures all team members are involved and management is in sync the plan (figure 19).
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What is the Value to Me and My Team?

Having more eyes on a plan is always better. Allowing your manager and team to provide
their updates ensures the team is on the same page. Everyone looks at a plan through a
different lens and will notice and have a view that may be different than yours based on
their role, responsibilities and experience.

Figure 19

To notify manager(s) or team members to provide input and review the plan:

18. Click on either Notify Manager button or Notify Team button (figure 20).

A N

Back to Account Save Notify Manager Notify Team Account Action Plan Account Playbook Account Score New Meeting Instant Meeting Org Map swor

[YING PROCESS INITIATIVES ACCOUNT MILESTONES RED FLAGS NOTES MORE

Figure 20

19. Click Add next to the manager (figure 21). To Save the manager(s), click Save. To send a
review request select Send (figure 22).

Note: You can add more than one manager to send a review request.

Best Practice

When you initially create your plan, build your list of manager(s) to send review notices.
When you want to send notices all you have to do is click on Send.




STRATEGY MAPPER USER GUIDE

Manaaer
anag

‘@' & https://pntsales--meetingmapper.na73.visual.force.com/apex/MeetingMap;  **+ & ﬁ‘ =

L3
Managers
Selected Users
No records to display.
Users
Keyword to search @
Action Name Email
Add Eddie Carvallo eddiec@pointntime.com
Add Mike Williams cvanthof@nexthealthtechnologies.com
Add Anna Britnor Guest anna@Ileadingedgecoaching.co.uk
Add Sean Daley seand@pointntime.com
Add Service Agent serviceagent2013@example.com

Send Cancel

Figure 21
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X
@G a https://pntsales--meetingmapper.na73.visual.force.com/apex/MeetingMay e Q% =

Managers

Selected Users

Action Name Email
Remove Mike Williams cvanthof@nexthealthtechnologies.com
Users

Keyword to search @

Action Name Email

Add Eddie Carvallo eddiec@pointntime.com

Add Anna Britnor Guest anna@leadingedgecoaching.co.uk
Add Sean Daley seand@pointntime.com

Add Service Agent serviceagent2013@example.com

Save Send Cancel

Figure 22

The send to Notify Team uses the same the steps (figure 23).

Best Practice

When you initially create your plan, build your list of team members to send review
notices. When you want to send notices all you have to do is click on Send.
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v Opportunities v Campakns v Cases v Leads v Reports v Dashboards v Meeting Templates Meeti

@& https://pntsales--meetingmapper.na73.visual.force.com/apex/MeetingMa e 9 {? =

B Notify Mana Team Membel's Instant Meetin

ACCOUN]
Selected Users

No records to display.

Users
@ Prospect

NY

Action Name Email
Manufact

Add Eddie Carvallo eddiec@pointntime.com

Add Anna Britnor Guest anna@leadingedgecoaching.co.uk

prned
Add Sean Daley seand@pointntime.com
ROPOSITION
Add Service Agent serviceagent2013@example.com
Add Mike Williams mikew@pointntime.com
| L

Save Send Cancel

Figure 23

Organizational Map (Org Map)

By default, the Org Map will be populated with contacts (and their reports and who they report
to if defined in Salesforce) that have attended a meeting using Meeting Mapper. If no meetings
have been created, the Org Map will be blank the initial time it is open.

What is the Value to Me and My Team?
There is no better way to understand the stakeholders in your accounts. The information

available in the Org Map allows you, your team and management to view very quickly the
health of the relationships. Your team members can update contacts based on their last
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interaction with them. Org Maps are great for account reviews, OBRs and other critical
presentations.

To view the Org Map, click on Org Map tab (figure 24). This will display the current Org Map
based on the ‘Reports To’ field for the Contact (figure 25). If the Org Map is empty, go to the
Adding Contacts Section.

Account Mapper

LY Point N Time Software, Inc.

Back to Account Account Action Plan Account Playbook Account Score New Meeting Instant Meeting. swoTt

ACCOUNT DETAIL I ORG MAP l REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE

Figure 24

Note: You can also view the Org Map by clicking on the button ‘Org Map’ is
displayed based on the template settings.
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Back to Account Save Account Action Plan Account Playbook Account Score New Meeting Instant Meeting SWOT

PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE

Add Contacts Add Leads Influence Lines Open Position Export

View By --None-- j

Point N Time Software, Inc.

(e
»

Travis Davis
President and CEO
B,OM

Point N Time Software, Inc.

Point N Time Software, Inc.

Mariating Sales
& o
X 1)
Alice Johnson % e
Director of Marketing Martina Do
]

VP of Sales
DME

Point N Time Software, Inc. Point N Time Software, Inc. Point N Time Software, Inc.
Sales. Sales. Sales

o o
. « 0
Larry Summers :@ () Nick Summerland
Director of Sales APAC VP of Sales APAC

E

Point N Time Software, Inc.
Sales.

Figure 25

Org Map Fundamentals
Add Contacts

This allows you to add contacts to the Org Map, by default only contacts that have been
meeting attendees using Meeting Mapper are displayed in the Org Map. In addition, to the
contact their ‘Reports To’ and who reports to them are displayed. However, you can add
additional contacts to the Org Map. These can be from the Account or other Accounts.

20. Click on Add Contacts, either select from the pre-populated list or search for the contact
(figure 26). Click Add next to the contact.

Note: Only a certain number of contacts are displayed by default.
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PRODUCT(S) / SOLUTION(S) MATRIX

e

INITIATIVES WHITE SPACE

Add Contacts Add Leads

View By

ACCOUNT MILESTONES RED FLAGS MORE

Influence Lines Open Position

--None-- j

Export

Point N Time Software, Inc.

Travis Davis
President and CEO
BOM

Point N Time Software, Inc.
Marketing

.©.

Alice Johnson
Director of Marketing
DME

Point N 'l'lme Soﬁware Inc.

Point N Time Software, Inc.

Sales

O @
Martina Dorn

VP of Sales
OME

Point N Time Software, Inc.
Information Technology

) »
X Y. Mo
Billy Short
E

Point N T-me Sonam Inc. Point N 'nme Software, Inc.

®@ @ @

Cheryl Smith Tyler Brandon Mike Williams
VP of Sales EMEA Director Sales Ops. VP of Operations
DME oM DME

Figure 26

-

cMOo

Show All Contacts displays contacts from other accounts in Salesforce, this is helpful if you want
to add a partner to the org map to show a relationship.

21. Click Save (figure 27).
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Aaios Al Tiema Calhrcacn Tan

[ BN ) Add Contacts

force.com

Add Contacts

prere, Inc. Selected Contacts
No records to display. ‘ ‘
D 0 Contacts ) CcMO
kson '
eting
Action Name
Add Larry Summers

Cancel Show All Contacts

Point N Tim

Figure 27

22. New contact will display on Org Map (figure 28). If the contact reports to a contact on
the org map, the contact will be aligned to the other contact. In the event the ‘Reports
To’ field is not completed the contact will display on the org map.
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Sales Home  Opportunities v Leads v  Tasks v

Files

Notes v

Accounts v Contacts v

Campaigns v  Dashboards v R

Point N Time Software, Inc.

Travis Davis

President and CEO

B,OM

Point N Time Software, Inc. Point N Time Software, Inc.

Marketing Sales
Alice Johnson Martina Dorn
Director of Marketing VP of Sales
OME OME

Point N Time Software, Inc.

Sales. Sales

Cheryl Smith Tyler Brandon
VP of Sales EMEA Director Sales Ops
DME oM

I_I_I

Point N Time Software, Inc. Point N Time Software, Inc.
Sales Sales

- -
Kandyce Jones Nick Summerland
VP of Sales APAC

Director of Sales Training
3 €

Sales.

@

DME

Sales

Larry Summers

Point N Time Software, Inc.

Figure 28

Re-aligning a Contact

Point N Time Software, Inc.
Information Technology

)
O
Billy Short
E

Point N Time Software, Inc. Point N Time Software, Inc.

Mike Williams
VP of Operations

-

CcMOo

Re-aligning a contact gives you the ability to dynamically re-align contacts and who they report
to in the Org Map.

23. Click on the contact and drag to the new position, release mouse (figure 29).
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REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE
Add Contacts Undo Contacts Add Leads Influence Lines Open Position Export
View By --None-- j

Point N Time Software, Inc.

Travis Davis
President and CEO
BOM
Point N Time Software, Inc. Point N Time Software, Inc. Point N Time Software, Inc.
Marketing Sales Information Technology
¥ 1] cMo cMo
-] ® Billy Short
Alice Johnson Martina Dorn £
Director of Marketing VP of Sales
OME OME
Point N Time Software, Inc. Point N Time Software, Inc. Point N Time Software, Inc. Point N Time Software, Inc.
Sales Sales Sales Sales
Larry Summers @
Director of Sales APAC
Cheryl Smith Tyler Brandon Mike Williams
VP of Sales EMEA Director Sales Ops VP of Operations
DME oM DME

Point N Time Software, Inc. Point N Time Software, Inc.
Sales. Sales

Kandyce Jones Nick Summerland
Director of Sales Training VP of Sales APAC

Figure 29

Contact Details

The contact icon can display several smaller icons highlighting key factors related to the icon
(figure 30 & 31).

]
Point N Time Software, Inc.

OSales

&4 ©

Figure 30

Icon color depicts the Stance (see Meeting Mapper section)

Individual Notes — top left corner

Department within the Organization they belong to — under account name
Main Influencing Factor — bottom left and right corner

Title — under contact name
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e Role — Under title
Change Contact Details — you can change several contact details in the Org Map.

e Stance - Edit current Stance

e Role - Edit current Role

e Executive Sponsor — Assign an executive from your company to reach out this this
contact

e Attendee Notes — Create individual notes for this contact (when a note is created the
note icon will be displayed next to the contact icon, click on the icon to review the
notes.

e Reports To — Change the Reports To, it’s recommended just move the contact icon to
the new reports to on the org map

e Remove — Removes the contact from the org map, can be added later at anytime

e Realign — Will remove the contact from the reporting structure, will remain on the org
map page.

o Departments — What department or business unit does the contact report into.

e Main Influencing Factor(s) — What is influencing their decision.

Note: MIF will only be displayed if the contact has been a meeting attendee in
Meeting Mapper.
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Add Contacts Add Leads Influence Lines Open Position Export

View By --None-- j

Point N Time Software, Inc.

(e )
-

Travis Davis
President and CEO
B8,0M

Point N Time Software, Inc. Point N Time Software, Inc.

Marketing Sales
- 0o
X o)
Alice Johnson %
Director of Marketing
8 art pole
VP

Executive Sponsor

Attendee Notes __I

Point N Time Software, Inc. point NTim Reports To Poinf|N Time Software, Inc.
Sales Sales
‘ Remove .
) Realign L Yo
Larry Summers Summerland
Director of Sales APAC of Sales APAC

Point N Time Software, Inc.

Sales

Point N Time Software, Inc. Point N Time Software, Inc.
Sales Sales
2o &
Tyler Brandon
Director Sales Ops Kandyce Jones @ (]
oM Director of Sales Training
€ Mike Williams
VP of Operations

DME

Figure 31

Influencer Lines Mode

Line Mode allows you to build lines of relationships between contacts (figure 32).

Note: The org map can’t be collapsed in Influence Line Mode. When an
influence line is created between two contacts, in the event the contact is re-
aligned the influence line will be maintained between the contacts.
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Add Contacts

Undo Contacts Add Leads Influence Collapsed Open Position Export

View By --None-- :I

Point N Time Software, Inc.

Travis Davis
President and CEO
BOM

Point N Time Software, Inc.

~
Alice Johnson ~ ~
Director of Marketing o,
OME ~

~
Y

Point N Time Software, Inc. Point N Time Software, Inc.
Information Technology

0o & »
______ @ o Mo
Bily Short

Martina Dorn £
VP of Sales
OME

<
| ~

~
Point N Time Software, Inc. \

Larry Summers
Director of Sales APAC

Point N Time Software, Inc.
Sslvs

Point N Tnme So«wue Inc. Point N Tnme Snﬁware Inc.

RS
~
~
\
Larry and Cheryl have worked together before, we are
going to see if she can help us with Larry since he has
not indicated if he is for or against.

Lneryl smitn Iyler Brandon Mike Williams
VP of Sales EMEA Director Sales Ops VP of Operations
oME oM OME

Point N Time Software, Inc. Point N Time Software, Inc.

Sales Sales
Kandyce Jones Nick Summerland
Director of Sales Training VP of Sales APAC

cMOo

24. Verify you’re in Influence Lines Mode, (to verify the button will display Switch to

Figure 32

Influence Collapsed) mouse click on the first contact, then mouse click on the second
contact. This will draw a dashed line connecting them.
25. Hover of click on the line to add information why the relationship (figure 33). Mouse
click to review the information regarding the connection.
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Add Contacts

Undo Contacts Add Leads Influence Collapsed Open Position
00

View By --None--

E Line Details

Point N Time Software, Inc.

Export

Point N Time Software, Inc.

Travis Davis
Rt
som
I Note
I T « B I US|®E E = 2|32 3
Point N Time Software, Inc.
Sales. This where you can add some great information to detail why this line is displayed.

Marketing

@ 2 N—

N ~
Alice Johnson ~ ~
Director of Marketing ~
OME -~

Martina Dorn
VP of Sales.
oME

Point N Time Software, Inc.

Larry Summers.
Director of Sales APAC

26. To delete the relationship, right mouse click on the line and click Ok (figure 34).

So Point N Time Software, Inc. Point N Time Software, Inc. Point N Time.

@ ¢

Cheryl Smith Tyler Brandon Mike W
VP of Sales EMEA Director Sales Ops. VP of Of
omE oM o

Save  Cancel

Save  Cancel

Point N Time Software, Inc. Point N Time Software, Inc.
Sales

o o
Kandyce Jones
Director of Sales Training
€

Nick Summerland
VP of Sales APAC
€

Figure 33
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na73.visual.force.com says:
Are you sure to delete the line?

Cancel OK

Figure 34

Note: The Org Map as the ability to create an org map based on Leads.
However, a lead can’t report to a contact or a contact report to a lead. The
steps and procedures are the same for lead and contacts.

Add Open Position

Open Position allows you to add a ‘Placeholder’ for a position in the org map. For example, you

know there is a VP of HR but you don’t know or have identified who it is. However, you do want
to display the position.

27. Click on Open Position (figure 35). Enter in the position title (figure 35) and click Save.
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Add Contacts Undo Contacts Add Leads Influence Lines Open Position Export

View By --None-- j

Point N Time Software, Inc.

Travis Davis
President and CEO
BOM
[ oK J Open Position
I ] force.com.
Point N Time Software, Inc.
Marketing -
oge

Open Position . »

cMO cMo

Alice Johnson e
Director of Marketing
OME Save Cancel

o ——
I Open Position
Point N Time Software, Inc. Title . :
Sales Director of Sales Operatic

Larry Summers
Director of Sales APAC

Save Cancel

Point N Time Software, Inc. Point N Time Software, Inc.
Sales

Kandyce Jones Nick Summerland
Director of Sales Training VP of Sales APAC
E E

Figure 35

Open Position Rules:

e A contact cannot report to an Open Position
e An Open Position can report to a contact
e An Open Position can report to another Open Position (Figure 36)
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Point N Time Software, |...
Travis Davis
() — President ...
‘ B,DM
PointN Time !""““'."' L VP of Mar...
Martina ...
VP of S... -
(] DM,E
| I I | VP of Hea...
NT Point N Time !oftwue. L. 2 '
Larry Little Mike Wi... VP of Sal... Director of...
Director of... VPofO... -
DM DM,E

Figure 36

28. The open position will display on the left side of the org map, drag the icon over the
contact it reports to (figure 37).

Add Contacts

Undo Contacts Add Leads Influence Lines Open Position Export

View By --None-- j

Point N Time Software, Inc.

o
»

Travis Davis
President and CEO
B.OM

Point N Time Software, Inc.
Marketing

-©.

Alice Johnson
Director of Marketing
OME

Point N Time Software, Inc. Point N Time Software, Inc.

Sales Information Technology
(&) & »
X Y. cMo
Billy Short
Martina Dorn £
VP of Sales
DME

Point N Time Software, Inc.
Sales.

o
.

Larry Summers
Director of Sales APAC

Point N Time Software, Inc.

Point N Time Software, Inc. Point N Time Software, Inc.

@ @ 0°

Cheryl Smith Tyler Brandon Mike Williams
VP of Sales EMEA Director Sales Ops VP of Operations
OME oM OME

—— |

Director of Sales Training
€

Point N Time Software, Inc. Point N Time Software, Inc.

® Py ?
‘ ‘ D‘i)rec!or. of S‘laJIS;s
Kandyce Jones Nick Summerland perations

VP of Sales APAC
E

Figure 37

Mo
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Export the Org Map

29. To export the Org Map, click on Export (figure 38).

Add Contacts

Undo Contacts Add Leads Influence Lines

View By --None-- j

Point N Time Software, Inc.

o
»

Travis Davis
President and CEO
B,OM

Open Position Export

Point N Time Software, Inc.
Marketing

0@0

Alice Johnson
Director of Marketing
OME

Point N Time Software, Inc.
Sales

O @
Martina Dorn

VP of Sales
OME

Point N Time Software, Inc.
Information Technology

o
>0
Billy Short
E

cMo

-

cMo

Point N Time Software, Inc. Point N Time Software, Inc. Point N Time Software, Inc.

Sales Sales

Point N Time Software, Inc.
Sales

Sales
-
Larry Summers

Director of Sales APAC

Cheryl Smith Tyler Brandon Mike Williams
VP of Sales EMEA Director Sales Ops VP of Operations
OME oM OME

Point N Time Software, Inc. Point N Time Software, Inc.
Sales Sales

o o -
» ) Director of Sales

Kandyce Jones
Director of Sales Training
E

Nick Summerland Operations US

VP of Sales APAC
E

Figure 38

The following page will display, right mouse click on the page select ‘Save Image As... ‘(figure
39). Give it a name and click Save (figure 40).
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Point N Time Software, Inc. Point N Time Software, Inc. Point N Time Software, Inc.
s Itormation Tecckogy
x Y] o Mo
-] ® Billy Short
Alice Johnson Martina Dorn ¢ View Image
Director of Marketing VP of Sales Save Image As...
o o Select All
I This Frame >
Point N Time Software, Inc. Point N Time Software, Inc. Point N Time Software, Inc. Inspect Element

Point N Time Software, Inc.
Sves

s - =
-
Larry Summers

Director of Sales APAC

Cheryl Smith Tyler Brandon Mike Williams

VP of Sales EMEA Director Sales Ops. VP of Operations.

o o ome
Point N Time Software, Inc. Point N Time Software, Inc.
sos s

» - Director of Sales

Kandyce Jones Nick Summerland Operations US

VP of Sales APAC

Director of Sales Training
€

£

Figure 39

Save As: Org Map - Arkansas Account ~

Tags:

Name Date Modified v  Size Kind

Favorites
% Documents
#3: Applications
=] Desktop
£ propbox
© Downloads
59 Google Drive
¢ iCloud Drive
Devices
£ Travis's MacBook Pro
My Passport
O Remote Disc
Tags
® Orange
® Blue
® Green
® Gray

Format:

<

PNG image

v Hide extension  New Folder Cancel Save

Arkansas Account Arkansas Account Arkansas Account

Information Technology

9

Arkansas Account

Figure 40
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Display by Department

Note: Ensure contacts have their Department selected in their contact record
(figure 41). If not, contact your Salesforce Administrator.

w  Contact Edit

£/ Barry Jonesburg

Contacts not associated with accounts are private and cannot be viewed by other users or included in reports.

Contact Edit Save | Save & New | Cancel

Contact Information
Contact Owner  Dev User

Salutation --None--
First Name Barry

LastName | jonesburg
AccountName  nansas Account Q)

Title  system Administrator Il

Department
Birthdate
Reports To ke Littleton Q)
Lead Source --None--

Synced from MM?

Stance --None--

Additional Clarification ’

Other Additional Clarification ‘

o i _

Figure 41

30. To display an Org Map for a department, click View By: on dropdown ‘None’ to display
the list of departments (figure 42).
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Tasks v  Files v  Notes v  Accounts v  Contacts v  Campaigns v  Dashboards v Reports v  Chatter Groups v  Calendar v  People v  Cases

Add Contacts Undo Contacts Add Leads Influence Lines Open Position Export
Vi v --None--
iew By Research and Development
Purchasing
Marketing

Human Resource Management
Accounting and Finance
Sales
Information Technology
Development
Support

President and CEO

BOM

Point N Time Software, Inc. Point N Time Software, Inc. Point N Time Software, Inc.
Marketing Sales Information Technology
X Y.) cMo cMo
(-] @® Billy Short
Alice Johnson Martina Dorn £
Director of Marketing VP of Sales
oME OME

les.

Point N Time Software, Inc. Point N Time Software, Inc. Point N Time Software, Inc. Point N Time Software, Inc.
Sales. Sales. Sales. Sal
-
Larry Summers
Director of Sales APAC

Cheryl Smith Tyler Brandon Mike Williams

VP of Sales EMEA Director Sales Ops VP of Operations
OME oM OME

Sales

-
& A Director of Sales

Operations US

Point N Time Software, Inc. Point N Time Software, Inc.
Sales

Kandyce Jones Nick Summerland
Director of Sales Training VP of Sales APAC
E E

Figure 42

31. Select the department from the list (figure 43).

In this example, Sales is selected (figure 43). Only the Org Map for Information Technology is
displayed. This view all the capabilities of the full view. To return to full view, click on the
dropdown and select None.
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Add Contacts Undo Contacts Add Leads Influence Lines Open Position Export

View By Sales ;I

Point N Time Software, Inc.

o
-

Travis Davis
President and CEO
B8,0M

Point N Time Software, Inc.
Sales

o
Martina Dorn
VP of Sales
DME
Point N Time Software, Inc. Point N Time Software, Inc. Point N Time Software, Inc. Point N Time Software, Inc.
Sales Sales Sales Sales
-
Larry Summers
Director of Sales APAC

Tyler Brandon Cheryl Smith Mike Williams
Director Sales Ops VP of Sales EMEA VP of Operations

oM DME DME

I_I_|

Point N Time Software, Inc. Point N Time Software, Inc.

Sales Sales
» » Director o Sales
n
Kandyce Jones Nick Summerland perations
Director of Sales Training VP of Sales APAC

E E

Figure 43

Revenue Trending

The revenue trending shown on this page provides a quick view into historical, current revenue
and pipeline information. These charts are populated from information in opportunities based
on the stage and close date (figure 44).

What is the Value to Me and My Team?

Understanding historical, current and future revenues gives you the information to
determine if the account is growing, steady state or in decline. This is a great barometer

for an account.
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Revenue Trending consists of six components:

» Account Overview
o Open (Pipeline)
o Closed Won
o Closed Lost
Products/Services Won
Products/Services Lost
Products/Services in Play (Open Opportunities)
Past, Present and Potential Revenue
Lost Revenue (Previous, Last and Current Year)

VVYYVY

e —

Account Overview Products/Services Won

<

Products/Services Lost Products/Services in Play

Past, Present and Potential

Figure 44

Product Matrix

The product matrix displays current information on product placement in the account (figure
45). This report is generated by information in the product catalog, opportunities (won and
lost), and customer initiatives. The products displayed are only active products in the product
catalog.

What is the Value to Me and My Team?
The Product Matrix gives you a view into how your products/services are positioned in the

account. This information allows you and your team to build strategy to place products or
solutions in the account (white space).
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Iads v Tasks v Files v Notes v Accounts v Contacts v Campaigns v Dashboards v Reports v Chatter  Groups v Calendar v People v  Cases v News

l, Inc.

Back to Account Account Action Plan Account Playbook Account Score New Meeting Instant Meeting swot
E TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE
Export

Product(s) / Solution(s) Matrix

Point N Time - Strategy M... Appway 1 Strategy Mapper Point N Time - Strategy M...  Strategy Mapper - Cloud MM Mobile
Point N Time - Strategy M... PnT opportunity 1 Strateg...
Back to Account Account Action Plan Account Playbook Account Score New Meeting Instant Meeting swot

Figure 45

Initiatives

Initiatives provide you a way to track pre-pipeline revenue, without impacting your pipeline.
What is the Value to Me and My Team?
Not 100% relying on marketing to build your pipeline is critical for success. You and your
team are the closest to the customers. Understanding how you can support their goal and
objectives with your products and solutions, ensure you are building future pipeline. It

also puts you one step ahead of the competition.

32. Click on New (figure 46), select from the dropdown the customer initiative (figure 47).

Account Mapper

L Point N Time Software, Inc.

Initiatives

® Iniative gyrategic Account Program 4 Pardo? @
Ourprocuctisalton b broducts j Timefame o1 1
Available Products Selected Products
it vosie Straegy Mapper- Coud
Add -
(D]
0]
Remove
Initiative Information ic account program Q1 FY19. They are building a team thatis only Potential  25,000.00 Dollar j
They want the program ease of
—
4
Contact  Alice Johnson a Customer Lead a

Opportunity  Appway 1 Account Milestone  Account Milestone

Figure 46
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Piii Sales  tome Opporuniies v Lesds v Tasks v Files v

Notes v Accounts v Contacts v Campaigns v Dashboards v Reporis v  Chatter Groups v Calendar v People v Cases v News Forecasts °Meetings v X /]
E Account Mapper
5 Point N Time Software, Inc.
¢ n tion Plan AccountScore | NewMeeting | InstantMeeting | SWOT
AACCOUNT DETAIL ORG MAP. REVENUE TRENC v:ﬂ"' ICOUNT MILESTONES RED FLAGS MORE
Video Mortgage Appication
Initiatives
—
® Initat Pardot?
Timeframe Next FY - Q1 j
Initiative Information y FY19. They are thatis only Potential 55 000.00 Dollar j
working with their They want the program easeof
reporting and reduce administration verheac.
Y
Contact  Alice Johnson ™ Customer Lead Q)

Figure 47

33. Once the initiative has been selected, select the product(s) or solution that best

supports the initiative from either Recently Products, Search Products, Not Listed (figure
48).

i3 Sales Home Opportuniies v leads v Tasks v Fles v Notes v Acounts v Contacts v  Campaigns v Dashboards v Reports v Chatter Groups v Calendar v People v Cases v News Forecasts °Meetings v X ’
B Account Mapper
Cl Point N Time Software, Inc.
Backto Account AccountActonPlan | AccountPlaybook | AcountScore | NewMeeting | InsantMeeting | SWOT
GMAP  REVENUETRENOING PRODUCI(S) / SOLUTION(S) MATRIX  INITIATVES  WHITESPACE  ACCOUNTMILESTONES  REDFLAGS Mo
Initiatives
New
[©] Initiatve  strategic Account Program N Pardot?
........ !
Timetram
Search Product <& NextFY - Q1 J
nnnnn - <
sl Suaogy apperCoud
Add
L3}
w
Remove
Initatve Information Potental
Qi " only 25,000.00 Dollar j
o
reporting and educe adminstration oveheac.
4
Contact Aice Johnson « Customer Lead a

Figure 48

Note: In this example Search Products is selected. Based on my input a list of
products from the product catalog will display (figure 49).

Recently Products — will display the products that have been the most recently selected
Search Products — allow you to search by name or from a list (figure 49). Enter in the name of
the product or just click on the search icon. Then select the product.
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Not Listed — select this if there are no products that currently meet the initiatives
requirements. Add in the product information in Additional Details Section.

Figure 49

Sales Home Opportunities  Lleads v Tasks v Files v Notes v Accounts v Contacts » Campaigns \+ Dashboards \+ Reports » Chatter Groups \ Calendar \ People \ Cases » News Forecasts * Meetings
E Account Mapper
i a :
Point N Time Software, Inc.
ACCOUNT DETALL orG MaP REVENUE TRENDING PRODUCTI(S) / SOLUTION(S) MATRIX nmiATIvES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MoRe
o 0] force.com/_ui/ . =
Initiatives va . % =
© Lookup
New
Search Gl
itiative ~-None-- [ --None-- ®
® Initiative  54rategic Account Program :J Fitar by _--None B -tone B
Youcanuso ™
Our Products/Solt : jon Search Product
LS|
Recently Viewed Products
Initaive Information o e L0 ey e bt et
ey are wanting to deploy astrategic account program Q ey are building a team that s only Fv—— — e — pvpre—
working withtheif S0 most trategic accounts. They want the program to be in Slesforce for ease of Gode Deser
reporting and reduce administration overhead. MM Mobile MMM Meeting Mapper Mobile None
4 Strategy Mapper M None
Strategy Mapper - Cioud swe None
Contact  Alice Johnson Q
Opportunity  Appway 1
Completed
® Initiative y
Make QBRs easier to create -
Our Products/Solution Recently Products j
Available Products Selected Products

34. Click on the product, add any additional information regarding the initiative.
35. Add a customer contact to the initiative, click on the search icon (figure 50), select the

contact from the list.

Figure 50

Account Action Plan Account Playbook Account Score New Meeting Instant Meeting swot
REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE
@ & https://pr .na73.visual.force.com/_ui/common/data/L. *» & ¥ =
o @ Lookup
Initiative " .
Strategic Account Program
Search. Gol| New
ducts/Soluti . You can use *** as a wildcard next to other characters to improve your search results.
ucts/Solution ot Listed v Y-
Infi ti
Ve Information 116y are wanting to deploy a straflic account program Q1 FY, 10.00
working with their 50 most stratefk accounts. They want the ;g Recently Viewed Contacts
reporting and reduce administr: overhead. Name Account Name
Alice Johnson Point N Time Software, Inc.
Contact & Cheryl Smith Point N Time Software, Inc. &
ontact  Alice Johnson #
> Kandyce Jones Point N Time Software, Inc. 3
Opportunity Appway 1 Larry Summers Point N Time Software, Inc. nt Milestone
Martina Do Point N Time Software, Inc.
Completed
Mike Williams Point N Time Software, Inc.
Initiative Make QBRs easier to create Nick Summeriand Point N Time Software, Inc.
Travis Davis Point N Time Software, Inc.
ducts/Solution Recently Products Tyler Brandon Point N Time Software, Inc. ¥-Q2
Available Products Copyright © 2000-2018 salesforce.com, inc. All rights reserved.
MM Mobile
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Send an Email to Initiative Contact

You can send an email the contact linked to the initiative by clicking on the email icon (figure

51). Add in your meeting test, the subject line for the email is auto-populated with the initiative
name.

E Account Mapper
2l Point N Time Software, Inc.

Back to Account Account Action Plan Account Playbook Account Score New Meeting Instant Meeting swot

ACCOUNT DETAIL ORG MAP REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE
Initiatives Ca T i o n =
Send Email
New <
Alice Johnson
Initiative .
® Strategic Account Program
Our Products/Solution Ersilontent = T
. " Not Listed « BIUS ®M == =|:1::%
Initiative Information 1 i
They are wanting to deploy a strategic fiount program Q1 FY19. They are building 2 team that s of Add email content here. Dollar
working with their 50 most strategic aclunts. They want the program to be in Salesforce for ease o

reporting and reduce administration \llgfead.

comnet Rl ofmon /

Opportunity  Appway 1

Completed
® Initiative

Our Products/Solution

Make QBRs easier to create Send Close

Recently Products i imerrame

NextFY-Q2

Figure 51

Note: The contact must be from the account, if you select a contact not from
the account, it will not be saved.

36. Select the timeframe the initiative will start (figure 52).

BacktoAccount KXV AccountActionPlan  AccountPlaybook  AccountScore | NewMeeting  InstantMeeting | SWOT
REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE
New ~-None--
Current FY - Q1
Initiative " N Pardot? Current FY - Q2
Strategic Account Program J Current FY - Q3
Current FY - Q4
Jaucts/solution . Timeframe | &
1 Not Listed :J Next FY - Q1
Next FY - Q2
Next FY -3
Jve Information Potential Next FY - Q4
They are wanting to deploy a strategic account program Q1 FY19. They are building a team thatisonly e T S— =
working with their 50 most strategic accounts. They want the program to be in Salesforce for ease of

reporting and reduce administration overhead.

Contact  Alice Johnson ) Customer Lead aQ

Opportunity  Appway 1

Account Milestone  Account Milestone

Figure 52

37. Enter in a potential amount (figure 53). Click Save.
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frime Software, Inc.

Backto Account m AccountActionPlan | AccountPlaybook | AccountScore | NewMeeting | InsantMeeting | SWOT
RG MAP REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES 'WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE
New
1® Initiative  gyategic Account Program j pardot?
i ) i
Our Products/Solution o111y j meframe iy o1 j
—None--
Initiative Infc tic Potential v
nitiative Information 1, . are wanting to deploy a strategic account program Q1 FY19. They are building a team that is only ential - 25,000.00 D
working with their 50 most srategic accourts. They want the program t be n Salesforc or ease of T et )
oot an e st ovens P | Lo
Days.
% Euro
Contact  Alice Johnson Q Customer Lead Q
Opportunity  Appway 1 Account Milestone  Account Milestone

Figure 53

Create an Opportunity from a Customer Initiative

38. Click on Create Opportunity (figure 54). Complete all the required fields. This will create
an opportunity based on the information in the New Opportunity page. It will not bring
any information over from the initiative.

B Account Mapper [y
[::]
Acme
Initiatives Ca O =
Opportunity Edit
New Opportunity
® ——
=
T o imain ————— i ]
Strategy Mapper Namo | stage | --None--
S —= ————
I e N =D
Amount Type  --None-- B
NoxtStop LesdBourcs [ --one-r B
Contact John Smith ¢ 4 Y
——
o

Figure 54

Best Practice
Always create the opportunity from a milestone, this ensures it is tracked correctly in the
dashboards and charts.
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Create an Account Milestone from a Customer Initiative

39. Click on Create Account Milestone (figure 55). Selected information will create the
account milestone.

Account Mapper
L Acme

- e | [ | | i | e | oo | 50
itiatives
® g Account Proram 9 o
Ourprodcstsoton g0 9 L ————
Strategy Mapper Q
F— oo [
p— - R /
Create Opportunity Create Account Milestone
—
= o R o — F— ovon | svor

Figure 55

Green Field / White Space

Depending on the customer type in Salesforce, the title will be either Green Field or White
Space (figure 56).

Green Field — a potential customer that you have not sold into
White Space — a current customer that you have sold into

When the initiatives are converted to opportunities, they will be removed from this chart.
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i3 Sales  Home Opportunities v leads v Tasks v Files v Notes v Accounts v Contacts » Campaigns v Dashboards v Reports v  Chatter Groups v Calendar v People v Cases v News Forecasts °Meetings v X

Accowiscre | Neweoing | Inantesing | ST
b0
Total Number of White Spaces Total Potential
1 50,000.00
Products / Solutions When Will Customer Initiative Start

Strategy Mapper - Cloud.

@ strategy Mapper - Cloud a

Figure 56

Account Milestones

Account Milestones allow you to plan, schedule and assign critical ‘To-Dos/Tactics’ to yourself
or team members. This ensures nothing is falling through the cracks.

What is the Value to Me and My Team?
Planning out future important activities ensures you and your team are managing the

customer and leaving nothing to chance. Milestones also allow you to assign them to
other team members that maybe better suited to accomplish the Milestone.

Note: Milestones are tracked and are a component of the account score.

Best Practice

Plan out all your known activates for the next 6 months for your accounts. Assign them to
the correct team member.

Milestones can be created two methods, either way the milestone is created they have the
same actions.
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e Milestones can be auto-created from Customer Initiatives, discussed in the previous
section. When a milestone is created by a Customer Initiative, the Customer Initiative
check box will be checked (figure 57).

Task  Schedule Account Review Meetiny Status
Start a capture with the selected settings. 8 In Progress J

® e pickiist j Drive Better Qualification of Opportunit j [11/1/2018]

AssignedTo  User

(o]

L]

Description .
More information.

Figure 57

Note: Based on the timeframe of the initiative, the due date for the milestone
is the first day of the quarter (figure 58).

e By clicking on New.
In this example adding a New milestone will be detailed.

40. In Account Milestones, click New (figure 58). Once you click new a blank milestone will
be created.

& Account Mapper
&l Point N Time Software, Inc.

Backto Account GV Account Action Plan  Account Playbook Account Score New Meeting Instant Meeting swor

ACCOUNT DETAIL ORG MAP REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE

Account Milestones

——— o
® Title  piciist j ~None- j Due Date [11/1/2018]
AssignedTo  User <] @ Completed

Description Customer Initiative

Figure 58

41. In the Title section (figure 59), select Picklist this will display list of pre-configured
milestones (figure 60) or select Text and enter in your own milestone (figure 61).

Note: The default value is Picklist.
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Back to Account Save Account Action Plan Account Playbook Account Score New Meeting Instant Meeting swor
ACCOUNT DETAIL ORG MAP REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE
Account Milestones
New
Tt = D:
® itle [~ Pt —None~ j Due Date [
Text
AssignedTo  User Q Completed
Description Customer Initiative
4
Email Notification

Figure 59

Back to Account Account Action Plan Account Playbook Account Score New Meeting Instant Meeting
ORG MAP REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE
New
Titl o e - - Due D:
® itle Picklist v --None ) ) ue Date
App Development to New Business Line
Follow Up with Customer
Assigned To User Schedule a Executive Briefing Completed
Schedule 6 - 12 Roadmap
Description Schedule Account Review Meeting Customer Initiative

Verify Reference Contact
Schedule a Health Check
Schedule a initial meeting
Identified Decision Maker(s)
Customer Selects Initial Vendors
Sign Contracts

Started Trial

Configure Strategy Mapper
Ended Trial (Successfully)
Ended Trial (Unsuccessfully)
Meet with Decision Maker(s)

Email Notification

® Title Picklist j Identify and Secure Reference Account(s) Due Date
Conduct a competitive review (where have we won, where have we lost)
Identify their organizational chart and key players
AssignedTo  User Travis Davis - Completed

Figure 60

Start a capture with the selected settings.
Back to Account m Account Action Plan Account Playbook Account Score New Meeting Instant Meeting swot
RG MAP REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE
New
Title N . Due Date
® Text j Six Month Roadmap Presentation [11/1/2018]
Assigned To  User B Q) Completed
Description Customer Initiative
Y
Email Notification

Figure 61
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42. In the description field add any additional information to provide context or more

details for the milestone the assigned user will need to successfully complete the
milestone (figure 62).

New

® e rext j Six Month Roadmap Presentation Due bate [11/1/2018]
AssignedTo User Q) Completed
Description

We need to review our six month roadmap so we can schedule a meeting with John and his

Customer Initiative
team. They are looking at growing our user base.

Email Notification

Figure 62
43. To assign to another team member, click on the search icon and select the user (figure
63).

Best Practice
Always assign a user to the milestone, in the event you don’t know the user yet, assign to

yourself. You can always resign the milestone at a later time. This will ensure the task is
created and assigned to someone for follow up and completion.

Note: When you assign a milestone to another team member, you will get
notified when it’s overdue or completed.

Back to Account Save Account Action Plan

AccountPlaybook  AccountScore  NewMeeting  InstantMeeting | SWOT
REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE
Ca na73.isual.force.com/_ui/common/data/L. *== & ¥ =
@
“_ Lookup
New Search. Gol|
. You can use ™ as a
e rext j Six Month Roadmap Presel 11/1/2018)
AssignedTo  User 9 Q
. 3 Recently Viewed Users

Description Full Name Role

Rick Mattock SVP Customer Experience

Travis Davis SVP Customer Experience

Copyriht ©.2000-2018 saestorcs.com, nc. Al righs reserved
Email Notification
Title - .
Picklist | Schedule a Executive Briefin 11/1/2018])
AssignedTo  User Travis Davis Q

Figure 63
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44. To send an email to the ‘Assigned To’, click on Email Notification. The user will receive
an email with a link back into Salesforce for the task (figure 64).

New

® e ext j Six Month Roadmap Presentation Due Date [11/1/2018)
AssignedTo  User B @ Completed
Description

N . . N . Customer Initiative
We need to review our six month roadmap so we can schedule a meeting with John and his

team. They are looking at growing our user base.

Email Notification /

Figure 64

45. Select a Due Date for the Task (figure 65).

REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE

Title j Due Date

Text Six Month Roadmap Presentation 11/30/2018 [11/1/2018]
AssignedTo  User Travis Davis Q) Completed

Description Customer Initiative

We need to review our six month roadmap so we can schedule a meeting with John and his
team. They are looking at growing our user base.

Figure 65

46. Click Save to send the email and create the task. Once it’s saved a link to the task is
available on the milestone (figure 66). In addition, the Status dropdown is displayed, this
allows you to see the current status and update the status in the Account Milestone
itself. If the Account Milestone status is updated here, the task is also updated.

Note: If the Status dropdown is not displayed, ensure the Milestones is
assigned to a user.
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ORG MAP REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE
New
it y N Due Da
® © Text j Six Month Roadmap Presentation ueDate  11/30/2018 [11/1/2018]
AssignedTo  User B ravis Davis a Completed
Description Customer Initiative

We need to review our six month roadmap so we can schedule a meeting with John and his
team. They are looking at growing our user base.

Task  Six Month Roadmap Presentation ? Status |Nol$tarled

Figure 66

Note: Here is an example of the task created (figure 67).

Task
St fith the il d lings.. 3
a2 cepture wih the selected settns. Presentation

Name Related To
Point N Time Software, Inc.

Details Related

Task Information

Assigned To Related To

“ Travis Davis Point N Time Software, Inc.
Subject Name

Six Month Roadmap Presentation

Due Date

11/30/2018

Comments

We need to review our six month roadmap so we can schedule a meeting with John and his team. They are looking at growing our user base.

Additional Information

Status

Not Started
Priority
Normal

System Information

Created By Last Modified By
(y Travis Davis, 11/1/2018 7:18 AM “ Travis Davis, 11/1/2018 7:20 AM

Figure 67
Red Flags (Risks)
Red Flags provide a way to identify things that can derail or jeopardize success in the account.
What is the Value to Me and My Team?
Planning for the unknown is key to driving customer success. Red Flags allow you to
identify the potential problem and create your mitigation plan. They are also great when

meeting with your team or mangers and so everyone can ask “Did you think about this,
what happens if it happens”?
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Best Practice
Review the Red Flags with team members and managers. They can provide great feedback
and assist with the mitigation plans. Also, it’s important to ask other team members if
they have encountered any Red Flags, you are not aware of.

47. Click on Red Flags, click New, select the Red Flag from the dropdown (Figure 68).

B Account Mapper
&l Point N Time Software, Inc.

ACCOUNT DETAIL ORG MaP REVENUE TRENDING PRODUCTI(S) / SOLUTION(S) MATRIX INTIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS moRe
Red Flags
’ New
® Red Fisg I Mitigation Plan
ors
takos norma
i planning
trying to get into them can take a bit of time _ 4
Contact
® Red Fiag i el Mitigation Plan

We are working with their legal team to ensure we have all the correct agreements in place.
We have also identified who within legal to work with and a timeline to work within.

Figure 68

Note: Red Flags identified at the account will automatically be added to all
opportunity plans.

48. After you have selected a Red Flag, you can now enter in your Mitigation Plan for the
Red Flag (figure 69).

R
REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE
New
Red Flag . Mitigation Plan . N
®  Going through a re-org j We are going to leverage our champion to introduce us to any new players and update our
organizational chart.

Figure 69

Note: Red Flags are a component of the account score, not having a
mitigation effects the score.

49. Select the contact related to this Red Flag, this could be the contact that brought to your
attention or the contact the Red Flag is associated (figure 70).
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50. Click Save when completed.

Time Software, Inc.

Back to Account Account Action Plan Account Playbook Account Score New Meeting Instant Meeting swot
ORG MAP REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE
G & https://pntsales--meetingmapper.na73.visual.force.com/_ui/common/data/L. *=» & ¢ =
@ Lookup
® Red Flag Goi Search Gol | New
oing through a re-org — = g to lever;
You can use *** as a wildcard next to other characters to improve your search results.
1al chart.
Recently Viewed Contacts
Contact Q Name Account Name
® Red Flag ) . i Alex Turner ABC Software
Their legal process is very difficult and takes normally 30 - 45 d <ing with
Alice Baker A Technology )
o identifi
Alice Johnson Point N Time Software, Inc.
ﬁ Allen Hall ABC Software
Anna Grenn Dr. Doctor Medical Practice
Contact  Cheryl Smith Q) Bryce Smith ABC Software
Carole White Global Media
Red Fl ) .
® edTlag Have not met directly with Buyer(s) Cheryl Smith Point N Time Software, Inc. g to work|
Glen Strange Child 3 PNT it this up
Jason Jackson Child 3 PNT
Jesse James A Technology
N JoAnn Majors A Technology
Contact Cheryl Smith Y tohn Seith acma

Figure 70

51. Click on More (figure 71) to view additional Account Plan pages (based on the template
used to create your plan).

C.

Back to Account Save Account Action Plan Account Playbook Account Score New Meeting Instant Meeting swot
bING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE —

- OUR OBJECTIVES
Customer Technology

BUYING PROCESSES
A software company based out of Allen, TX. They are a Salesforce ISV partner with a native app = 11/1/2018 7:39 AM

Strategy Mapper. Strategy Mapper is the only Account Productivity Suite for Salesforce users. It's

a framework allowing account teams to plan, management and execute sales activities in NOTES

Salesforce.
THREATS

10/26/2018 —
OPPORTUNITIES (SWOT) Strategic Account

Account Hierarchy
COMPETITORS
egy - Client Relationship - Execution Plan - Are We Moving in the Right Direction, What Successes Have
MEETINGS
STRATEGY CLIENT RELATIONSHIP EXECUTION PLAN ARE WE MOVING IN THE RIGH1

OPPORTUNITIES

CHILD ACCOUNTS

[e they meet them?

Figure 71
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Our Objectives

Objectives are pre-defined based on the template. They are color-coded for scoring and
tracking. Simply, click on the color to manage the status of the objective (figure 72).

What is the Value to Me and My Team?

Having a generic list of basic objectives for an account allow you and your team to track
basic progress and status, what is not completed or having issues.

Back to Account Save Account Action Plan Account Playbook Account Score New Meeting Instant Meeting swot

piNG PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE

- OUR OBJECTIVES

Customer Technology
BUYING PROCESSES
A software company based out of Allen, TX. They are a Salesforce ISV partner with a native app - 11/1/2018 7:39 AM
Strategy Mapper. Strategy Mapper is the only Account Productivity Suite for Salesforce users. It's
a framework allowing account teams to plan, management and execute sales activities in M nores
Salesforce.
THREATS
10/26/2018 L
MR orrorRTUNITIES (sWOT) Strategic Account
Account Hierarchy
M compemiTors
egy - Client Relationship - Execution Plan - Are We Moving in the Right Direction, What Successes Have
M wmeerinGs
STRATEGY CLIENT RELATIONSHIP EXECUTION PLAN ARE WE MOVING IN THE RIGHT
MR orrorTUNITIES
— M cHio accounts
fe they meet them?

Figure 72

52. Click on Our Objectives to view the pre-defined objectives for this account. The
objective consists of the name, current Status and any pre-defined Coaching. You can
add or remove any information in the Coaching section, this will not impact the
template only your plan (figure 73).

Note: The status does impact the scoring for the account.
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PP o eroe
5l Point N Time Software, Inc.

[ e e g— —

ACCOUNT DETAIL ORG MAP. REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE

Our Objectives

me Ao we meeting the cu i
® Name  Are we meeting the custo CoBChINg |t omer must provide thei equirementseither befor th initial mecting for during
4
Coachin
® 2| nsure the demo and presentation Hghlight how Srategy Mapper meetsthir requirements,

Figure 73

Customer Buying Process

Customer Buying Process allow you to formalize the process the customer goes through to
select a vendor.

What is the Value to Me and My Team?
It’s difficult to sell to a customer if you don’t know how they buy. Documenting their

Buying Process ensures you and your team know where you are at any point in time. In
addition, who is responsible at the customer for each process.

Note: Customer Buying Process identified at the account will automatically be
added to all opportunity plans in the Customer Selection Process.

53. Click New, select the process from the dropdown list (figure 74).




STRATEGY MAPPER USER GUIDE

ORG MAP REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE|

--None--
Process v Identify the Problem I Cont

Review Options

Bring in top 3 vendors
Process Narrow the possible solutions Cont
Initial Presentation/Demo
Follow on Presentation/Demo
Pilot/Trial selected vendor
Sign contracts

Product/Solution Demonstration c
Process Post RFP ont

Post RFI
Review RFP responses

Process

® ® ® ® ©

; Cont:
Process Review RFI responses
Talk to Reference Accounts
Legal Review of Contracts
Select Vendor/Product
Status Install Trail in Production

Install Trial in Sandox
Install in Production

Figure 74

54. Continue to click New based on the information you have (figure 75). Click Save when
done.

& Account Mapper
2l Point N Time Software, Inc.

Back to Account AccountActionPlan | AccountPlaybook | AccountScore | NewMeeting || InstantMeeting | SWOT
ACCOUNT DETAIL ORG MAP REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MoRe
Buying Processes
0 New
\ Pi Contact
® eSS dentify the Problem j ﬁ ontact  Tyler Brandon Q
Process Contact
® a Initial Presentation/Demo j Tyler Brandon {
® Process  Narrow the possible solutions _-] Contact  Tyler Brandon Q
P Contact i
® o g non F s s oo %
Contact
(€] Process  pijot/Trial selected vendor j ontact  Tyler Brandon Q
Status g j
New

Figure 75

55. Click the Status dropdown and select the current status (figure 76). The status is part of
the overall account scoring.
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ACCOUNT DETAIL ORG MAP REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE
Account Detail
Buying Processes
0 New
tact
® Process  Lqantty the roblem ] Contact Tyl Brandon a
- ) tact
® Process Initial Presentation/Demo j Contact  Tyler Brandon %
. - Contact
® Process  Narrow the possible solutions j ontact  Tyler Brandon Q
P Contact i
® Process g op 3o q e i o %
Contact
® Process  pilot/Trial selected vendor j ontact  Tyler Brandon Y
~-None--
Not Started
Status v Working I
Completed
New

Figure 76

Note: Scoring Matrix:

Not Started =0
Working = 50
Completed = 100

56. To add a new process in-line, click New, enter in the position number (placement),
select the process from the dropdown (figure 77).

Account Mapper

Hi Point N Time Software, Inc.

Back to Account AccountActionPlan | AccountPlaybook | AccountScore || NewMeeting | Instant Meeting | SWOT
ACCOUNT DETAIL ORG MAP REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE
Buying Processes
New

P Contact
® TOCeSS Identify the Problem j ontact Tyler Brandon Q
® Process Initial Presentation/Demo :] Contact Tyler Brandon L]

" " Contact
® Process  Narrow the possible solutions j ontact Tyler Brandon X
® Process _None- | — Contact LY

P Contact i

® Process  ringintop 3 vendors g ontact | Martina Dom Q

P Contact
® rOCeSS pilot/Trial selected vendor j Tyler Brandon %

Stats
U5 Working j

Figure 77

Note: Edits can be made to the process at any time.
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57. Once you have created a Customer Buying Process, a customer contact can be assigned
as the responsible individual. You can either enter the name of the contact or click on
the search icon to bring up a Lookup window. This will help ensure the successful
completion of the process (figure 78).

- . P e ey owirg || owor

Back to Accour*

RODUCT(S) / SOLUTION(S) MA i force.com LS RE

@ Lookup

fearch Go! | New

You can use ™" as a wildcard next to other characters to improve your search results.

oblem Recently Viewed Contacts intact  Tyler Brandon Q)
Name Account Name
ation/Demo Alex Turner ABC Software intact  Tyler Brandon Q)
Alice Baker A Technology
pssible solutions Alice Johnson Point N Time Software, Inc. intact  Tyler Brandon Q)
Allen Hall ABC Software
: " " intact QJ
sentation/Demo Anna Grenn Dr. Doctor Medical Practice
Billy Short Point N Time Software, Inc.
intact i
vendors Bryce Smith ABC Software Martina Dorn Q
Carole White Global Media
intact
pcted vendor Cheryl Smith Point N Time Software, Inc. Tyler Brandon Q)
Glen Strange Child 3 PNT
Jason Jackson Child 3 PNT
:I Jesse James A Technology

IaAnn Maiare. A

Figure 78

58. An email icon has been added to the Customer Contact. This allows the user to send an
email to the contact linked to the process (figure 79). When the email icon is clicked, the
user is presented a box to input the email content. The subject of the email is the
Process title (figure 80).
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& Account Mapper
5l Point N Time Software, Inc.

Buying Processes
4 New

® Process Identify the Problem j Contact Tyler Brandon LS|

® Process Initial Presentation/Demo j Contact  Tyler Brandon ¥®

® Process  Narrow the possible solutions j Contact  Tyler Brandon L@ /
® Process [Follcw on Presentation/Demo j Contact ¥@®

® Process  Bringin top 3 vendors _-] Contact Martina Dorn ¥®

® Process  pilot/Trial selected vendor j Contact  Tyler Brandon U@

S Working j

Figure 79

r
@® @ https://strategymapperdev-dev-ed--c.na51.visual.force.com/apex/SendEmailForContact?id=00...
@ Secure | https://strategymapperdev-dev-ed--c.na51.visual.force.com/apex/SendEmailForCo... &

Send Email

Bill Rooster

.- - e

Email Content ‘

/B I U S||l®@|x= =]

Send Close

Figure 80
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Notes

Notes provide a way to link important short conversations and record activity in the account
plan.

What is the Value to Me and My Team?

Adding the most basic note in your account plan could be the most important thing you
can do. We all get busy and if the customer asks you to do something and forget that has
a negative impact and maybe fatal.

Best Practice
Copy and paste important emails from the customer in the Notes. This provides a way to
ensure you follow up on them, by creating tasks. In addition, notes become activity history

for the account. Utilize Notes to add all your notes regarding the account. This will take the
place of doing this in the account. Notes in Account Mapper are more robust and allow
you to create a task from a note.

59. Click on Notes, select new, enter in the information, click Save (figure 81).

Note: The note will be timestamped when you create it. This can be changed,
for example you had a call the day before but just entered the information,
you can select the date and time to reflect this.

Account Mapper

Ha Point N Time Software, Inc.

P o—— | o ooy g

ACCOUNT DETAIL ORGMAP  REVENUE TRENDIN 9 PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE

Notes.
New

Note T 1z
® ot I discussed initial pricing with Kandyce and will send her our MSLA so she can reviewand ¢ TP 8/1/20189:19 AM [11/6/2018 6:36 AM ]

getin front of the process.

Figure 81
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60. To create a follow up task, click on the Create Follow Up Task box, complete the
information, click Save (figure 82). Ensure you enter in a due date.

B, Account Mapper
& Acme

ACCOUNT DETAIL OUR OBJECTIVES BUYING PROCESS INITIATIVES ACCOUNT MILESTONES RED FLAGS NoTES MORE
Notes
New
® Notes i o i Timestamp
Just had a quick call regarding pricing, I need to send them new pricing by end of the week. 6/27/2018 12:41 PM [6/27/201812:46 PM ]

Create Follow Up Task

Subject

Send Letter ) Due Date

6/29/2018 [6/27/2018]

minder June B 2018
Reminde 6/29/2018 11:57 AM [6/27/2018 12:46 PM ] ‘ B B

Sun Mon Tue Wed Thu Fri Sat
27 28 29 30 31 1 2
New 3 4 56 7 8 9
10 11 12 13 14 15 16
17 18 19 20 21 22 23

24 25 26 B 28 29 %0
Back to Account NotfyManager || NotiyTeam | AccountActionPlan | AccountPlaybook | AccountScore | NewMeeting | In Today

Figure 82

Threats

Threats is a component of the SWOT+ Analyst and allow you to include strategic Threats to the
account.

What is the Value to Me and My Team?

Threats are a part of your overall SWOT+ Analysis. Think of these as strategic threats that
can impact the account at any time.

61. Click on Threat, click New, enter in your information. You can either enter in multiple
Threats in a single field or click on New for each Threat (figure 83).

Best Practice

Create individual Threats, this allows you to delete them individually. Ensure you include
any threats identified by your team members.




STRATEGY MAPPER USER GUIDE

J—
Meeting Mapper Home Meetings v  Accounts v  Contacts v  Opportunities v Campaigns v Cases v Lleads v Reports v Dashboards v MeetingTemplates »  MeetingInsights \/  Executive Sponsors v  * Pro
& Account Mapper
& Acme
ACCOUNT DETAIL OUR OBJECTIVES BUYING PROCESS INITIATIVES ACCOUNT MILESTONES RED FLAGS NoTES MORE
Threats
New
T
® HORS [y are moving i gags we donthovea arpe presence
® Threats y B
Competitors are trying to get into the account.
New
Back to Account Save Notify Manager Notify Team Account Action Plan Account Playbook Account Score New Meeting Instant Meeting Org Map swor

Figure 83

Opportunities (SWOT)

Opportunities is a component of the SWOT+ Analyst and allow you to include strategic
Opportunities to the account. These opportunities are not linked to any specific revenue.

What is the Value to Me and My Team?

These are strategic opportunities not revenue generating. Opportunities are just one of
the pieces of your SWOT+ Analysis.

62. Click on Opportunities (SWOT), click New, enter in your information. You can either
enter in multiple Opportunities in a single field or click on New for each Opportunity
(figure 84).

Best Practice

Create individual Opportunities this allows you to delete them individually. Ensure you
include any Opportunities identified by your team members.
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Account Mapper
i

Acme
ACCOUNT DETAL OUR OBJECTIVES BUYING PROCESS INITIATIVES ACCOUNT MILESTONES RED FLAGS NoTES vore
Opportunities (SWOT)
New

Opportunities
® PP They are buiiding a data center i EMEA, we have a great partner there to leverage

Back to Account Notify Manager Notify Team Account Action Plan Account Playbook Account Score New Meeting Instant Meeting Org Map swor

Figure 84

Competitors

Competitors in your opportunities are listed along with what opportunities you are competing
against them in (figure 85).

E Account Mapper
= Acme
Back to Account Save Notify Manager Notify Team Account Action Plan Account Playbook Account Score New Meeting Instant Meeting Org Map swor
ACCOUNT DETAIL OUR OBJECTIVES BUYING PROCESS INITIATIVES ACCOUNT MILESTONES RED FLAGS NOTES MORE
Competitors
Competitor Name Strengths Weaknesses Opportunity
Allscripts Acme - 1,200 Widgets
Back to Account Save Notify Manager Notify Team Account Action Plan Account Playbook Account Score New Meeting Instant Meeting Org Map swor

Figure 85

Meetings

The most current meeting conducted using Meeting Mapper will be displayed. This allows you
to review the meeting, attendees, notes and sales intelligence (figure 86).
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Reports v

Dashboards v

Meeting Templates

v MeetingInsights \  Executive Sponsors v

* Products v X

0?24

Morew.

mvy Q
Meeting Mapper Home Meetings v  Accounts v Contacts v  Opportunities \+ Campaigns v Cases v Lleads
& Account Mapper
[:]
TestCU
ACCOUNT DETAIL OUR OBJECTIVES INITIATIVES ACCOUNT MILESTONES NoTES MORE

Account Score

New Meeting

Instant Meeting.

ogMap  swor

Meeting Detail
Name
Start Time
Account
What was discussed?
Notes
Actionable Intelligence
Decision Date

Reference Customer
Decisions.
Business Drivers

Customer Requirements
Requirement

Our Solution
Our Solution Score
Requirement
Our Solution
Our Solution Score

Requirement

Our Solution

Our Solution Score

[ SAM - TestCU - SAM
6/11/2018 2:00 PM

TestCU

Public Notes

Yes
Discuss with sales team; Agreed on a trial/pilot

They want the competitive advantage.

Integration capability as a symbol of a wider, quality platform

Meets Requirement

100

Capability for board meetings combining physical boardroom and virtual participants
Meets Requirement

100

Virtualised training

Meets Requirement

100

Figure 86

Meeting Template

End Time

Internal Notes

Budgeted Project
Actions.

Open Issues

Strategic Account Meeting

6/11/2018 3:00 PM

Internal Notes

Prospect is following up with team

No open issues at this time.

Console

Console

Technical Drivers Cloud based.
Comments  Our products have great integration capability.
NextGen
Comments  We have market leader in this type of virtual meetings.
NextGen
Comments

The tools provide with our solution allow for not only virtual training but customization for the

NextGen Console

63. To view the meeting click on the hyperlink to edit the meeting itself (figure 87 & 88).

0?2 Ga

My
Meeting Mapper ~ Home  Meetings Accounts -  Contacts v Opporunities » Campaigns v Cases v Lleads v Reports v Dashboards v  MeetingTemplates v  Meeting Inights v Executive Sponsors * Products v X More'
E Account Mapper
& TestCU
BacktoAccount MOl AccountActionPlan  AccountPlaybook | AccountScore | NewMeeting | InstantMeeting | OrgMap | SWOT
ACCOUNT DETAIL ouR OBJECTIVES NTIATIVES ACCOUNT MILESTONES NoTES MoRE
Meeting Detail
Name & SAM - TestCU - SAM 47 ing Template  Strategic Account Meeting
StartTime  6/11/2018 2:00 PM EndTime  6/11/2018 3:00 PM
Account  TestCU
Notes  Public Notes Internal Notes  Internal Notes
Actionable Intelligence
Decision Date Budgeted Project
Reference Customer  Yes Actions  Prospect is following up with team

Decisions.

Discuss with sales team; Agreed on a trial/pilot

Customer Requirements

Requirement
Our Solution
Our Solution Score
Requirement
Our Solution
Our Solution Score

Requirement

Our Solution

Our Solution Score

They want itive advant

Integration capability as a symbol of a wider, quality platform
Meets Requirement

100

Capability for board meetings combining physical boardroom and virtual participants
Meets Requirement

100

Virtualised training

Meets Requirement

100

Figure 87

Open Issues

Technical Drivers

No open issues at thi

Cloud based.

‘The tools provide with our solution allow for not only virtual training but customization for the

Comments  Our products have great integration capability.
NextGen Console
Comments  We have market leader in this type of virtual meetings.
NextGen Console
Comments
training.
NextGen Console
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r
Meeting
‘ii:}| Business Review - 3/5/2018 9:32 PM

Back  AddAttendees  Save  SendInvites  Notes  Actionablelnteligence  Tasks  ExportReport ~ Clone ~ OrgMap  Related ObjectSetting  AccountMapper  Tables  Add Objective

MEETING LOGISTICS  GOAL AND OBJECTIVES/TOPICS  ARKANSAS ACCOUNT

Arkansas
Arkansas Account
‘Account Account Arkansas Account
FAIF
Title I Busine: 3/5/2018 9:32 PM
5 Meeting Template Strategy Meeting Q
A o B michael 28y . =
Blackbuen Greenspoon Type Remote
Point N Arkansas Start Time R A
it s 03/05/2018 9 432 s PM
EndTima I 03/05/2018 10 432 + PM
@ Repeat ~None-- s
Dev Marry
User Greenbough Location
Arkansas
‘Account Location Information
~None--
Conference
2 oot
Firstmanhousing Score [ ]

® Post i File @ Link j Poll

Write something

Figure 88

Account Timeline

Account Timeline allows you to cycle through the meeting attendees in meetings conducted
using Meeting Mapper. You can see how contacts are added to meetings, opinions (Stance),
role and how they change over time (figure 89). Use the arrow icon to move from one meeting
to another. In addition, you can launch the raw meeting by clicking on the meeting name.

& Account Mapper
5l Acme

Back to Account Save Notify Manager Notify Team Account Action Plan Account Playbook Account Score New Meeting Instant Meeting. Org Map swort
ACCOUNT DETAIL OUR OBJECTIVES BUYING PROCESS INITIATIVES ACCOUNT MILESTONES RED FLAGS NOTES MORE
Meeting 2
IAM - Test

3/10/2018 4:04 PM-3/10/2018 5:04 PM
Account Contacts

-

**Edward
Stamos

Sales Team

Jon Sean Travis
Amos Daley Davis

Figure 89




STRATEGY MAPPER USER GUIDE

Customer Team

64. Customer team visually displays who has attended meeting either using Meeting
Mapper or manually added by clicking on Add Attendees (figure 90).

E Account Mapper
2 Acme
Back to Account Save Notify Manager Notify Team Account Action Plan Account Playbook Account Score New Meeting Instant Meeting Org Map swort
ACCOUNT DETAIL OUR OBJECTIVES BUYING PROCESS INITIATIVES ACCOUNT MILESTONES RED FLAGS NOTES MORE
Add Attendees
Global
Media
® ce
Geoff
Minor
Acme
Howard
Jones
Global Global
Acme Media Acme Media Acme salesforce.com Acme
Edward Jon John @ Leanne Marc Mark
Stamos Amos Smith Carole Tomlin Benioff Land
‘White
Back to Account Save Notify Manager Notify Team Account Action Plan Account Playbook Account Score New Meeting Instant Meeting Org Map swot

Figure 90

65. Clicking on the attendee’s name, you can change their information (figure 91). This is

very useful if for example, you talked to a contact and their role or stance has changed.
They change can be easily modified on this page.

Note: Contact’s Role and Stance will automatically be updated when they
attend a meeting.
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. Al v

:3: Meeting Mapper Miome Meetings » Accounts v Contacts \v Opportunities ~ Campaigns v Cases v leads \ Reports v Dashboards v  MeetingTemplates \/  MeetingInsights »  Executive Spons

E Account Mapper
= Acme

Back to Account Save NT& i na73uisual.force. i _EditCont B | = @ ¥ = feeting Org Map swor

ACCOUNT DETAIL OUR OBJECTIVES BUYING PROCESS INITIATIVES

Edit Contact

Global
Media Save Cancel

» cs
-

Stance j
o G —
Minor Defined For

Iavailable Chosen

Said will buy ¥ | | Executive Sponsor in account
Leading with our solution
Recommending our solution 7
AC;'E Wil signoffon pO W
) Additional
Howard Clarification
Jones
Role
Addall 1 items selected Remove all
Global Global : " -
Acme oaa Acme Media Acme { Account Executive + % Chairman of the Board
‘ ‘ ‘ ‘ Approver +
- - - - Boara Hember .
Edward Jon John Leanne Buryen =
Stamos Amos Smith Carole Tomlin Candidate +
White ‘Champion +
Consultant +
+

Decision Maker
Back to Account N feeting Org Map swor

Figure 91

Account Team

Knowing who on your team as engaged with the account is critical. The Account Team pages
populates with your team members and partners, if they have attended a meeting or been
added manually (figure 92).

Note: Partners are added based on the role of partner.

E Account Mapper
[::
Acme
ACCOUNT DETAIL OUR OBJECTIVES BUYING PROCESS INITIATIVES ACCOUNT MILESTONES RED FLAGS NoTES MORE
Add Attendees

PNTSales PNTSales PNTSales
Jon Sean
Amos Daley Travis

Davis

Figure 92
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Opportunities

All opportunities will be listed on this page, the information shown is based on what was
selected for the template (figure 93).

111 Meeting Mapper Home Meetings v Accounts  Contacts v  Opportunities », Campaigns v Cases v leads v Reports v Dashboards »/ Meeting Templates v  Meeting Insights P v Add Picklist Values  * Morew
[ Account Mapper
L Acme
ok to Account Notiy Manager | NotfyTeam | AccountActonPan | AccountPiaybock | AccountScore | NewMeeting | InstaniMeeting | OgMap | SWOT
ACCOUNTOETAIL OUROBIECTIVES BUMNGPROCESS INITATIVES ACCOUNTMILESTONES REDFLAGS NOTES MORE
Opportunities

Name Description Stage Amount Probability (%) Opportunity Type Next Step Opportunity Mapper Meeting Recap Opportunity Playbook

Acme - 1,200 Widgets  The deal is at 50% because ~ Negotiation/Review $140,000.00 50% New Business Need estimate Opportunity Mapper Meeting Recap Opportunity Playbook
they are at the sales
process stage of evaluating
our ROl justification.

Acme - 600 Widgets The deal is at 20% because  Needs Analysis 570,000.00 20% New Business Need estimate Choose a template Meeting Recap Opportunity Playbook
they are at the sales
process stage of defining
their requirements. It is not
clear whether our solutions
are a good fit or not but
they are willing to discuss
this in detail.

Acme - 200 Widgets The deal is at 10% because  Prospecting 520,000.00 10% Existing Business Need estimate Choose a template Meeting Recap Opportunity Playbook
they are at the sales
process stage of evaluating
just being converted from a
lead. No formal sales
engagement has taken
place yet.

Figure 93

Note: Opportunities that have opportunity plans created using Opportunity
Mapper, will have hyperlinks to their plan, meeting recap and playbook.

Additional Tabs

Custom Data

Custom Data allows you to display any Salesforce object data to Account Mapper. This data can
be from standard Salesforce objects, custom objects, or objects from 3 party applications
(figure 94).

Note: Ensure you select the correct object to link the custom data to (Account,
Opportunity or SBU) in Where to Display dropdown.




STRATEGY MAPPER USER GUIDE
Custom Data to Display
::]

New Save
® Object Account : Where to display Account Mapper v
L Code
sQ ke\ect 1d, Name, Fax, Industry, Phone, AnnualRevenue,
CreatedDate from Account limit 10
4
® Object Contract N Where to display count Mapper s
SQL Code

select Id, ContractNumber, StartDate, EndDate, Status from
Contract order by CreatedDate limit 10

Figure 94

The data will be displayed in the “More” section of the Account Plan as well as the Account
Playbook (figure 95).

E Account Mapper
2l Davis Sporting Goods
Back to Account Save Notify Manager Notify Team Account Score Account Playbook New Meeting Instant Meeting Org Map
ACCOUNT DETAIL CHECKLIST CUSTOMER BUYING PROCESS CUSTOMER INITIATIVES ACCOUNT MILESTONES RED FLAGS MARKETING / BIZ DEV NOTES
Contract
Contract Number Contract Start Date Contract End Date Status
00000100 12/31/2014 1/30/2015 Draft
Back to Account Save Notify Manager Notify Team Account Score Account Playbook New Meeting Instant Meeting Org Map

Figure 95

Cases

Service Cloud cases are available to be viewed in the Account plan (figure 96).
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Figure 96

Child Accounts

B Account Mapper
&l Rock
BacktoAccount | Save | NotfyManager | NotfyTeam | AccountScore | AccountPleybook | NewMeeting | InstantMeeting | OrgMap
AccounT oETIL cockusT CUSTOMER BUYING PROCESS CustomeR NmmaTIVES ACCOUNT WILESTONES RED FLAGS MARKETING / 812 DEV Nores wore
Cases
Case Contact Name Subject Priority Date Opened Status Owner
00004625 Lisa Flintstone Lights not bright enough in office. Medium 2/14/2017 7:02 AM New Dev User
GacktoAcount | Smve | NotfyManager | NotfyTesm | AccountScore | AccountPlaybook | NewMeeting | InstantMesting | OrgMap

Child account are displayed along with the opportunities linked to them. (figure 97). To view

the account, click on the hyperlink for that account.

Account Mapper

Generator

Account Action Plan Account Score

wcconccon [ ey

Notify Team Account Playbook New Meeting Instant Meeting  Org Map

Figure 97

Buttons

Davis Sporting Goods
Back to Account ﬂ NottyManager | NotfyTeam | AccountActionPlan | AccountPlaybook | AccountScore | NewMeeting | InstantMeeting | OfgMap
ACCOUNT DETAIL cHECKusT CUSTOMER BUYING PROCESS CUSTOMER INITIATIVES ACCOUNT MILESTONES RED FLAGS MARKETING / 812 DEV Nores MoRe
£DGE COMMUNICATIONS
Account Detail
Name  Edge Communications. Account Mapper  Account Mapper
Meeting Recap  Meeting Recap
Opportunities.
Name Description Stage Next Step Probability (%) Lead Source Opportunity Mapper Meeting Recap Opportunity Playbook
Edge Emergency Prospecting 10% Word of mouth Opportunity Mapper Meeting Recap Opportunity Playbook
Generator
Edge Installation Closed Won Schedule Demo 100% Word of mouth Opportunity Mapper Meeting Recap Opportunity Playbook
Edge Emergency 1d. Decision Makers 60% Choose a template Meeting Recap Opportunity Playbook

Depending on the template buttons will populate on the top of the account plan (figure 98).

There are 11 potential buttons take can be displayed on the Account Mapper page.

ure with the selected settings.

Acme

Backto Account Notiy Manager

BUYING PROCESS

Notify Team Account Action Plan Account Playbook Account Score New Meeting Instant Meeting Org Map

ACCOUNT DETAIL OUR OBJECTIVES INITIATIVES ACCOUNT MILESTONES RED FLAGS NOTES MORE

Figure 98

e Back to Account - Back to Account will take you back into the account itself.

e Save —Save the current plan.
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Notify Manager — Send notification to manager(s) to review plan.
Notify Team — Send notification to team members to review plan.
Account Action Plan - Account Action Plan

The Action Plan is a condensed version of the Account Playbook that provides the user with the
most important information to ensure success and revenue in the account. The Action Plan
consists of the following:

Percent and status of the Account Checklist completed along with the items not
completed (when an item is checked Green it’s completed).
List of the Account Milestones not completed.
List of the Red Flags along with mitigation plan for each, if a Red Flag does not have a
mitigation plan the Red Flag will be marked in red.
List of the Top Ten Open Opportunities.
List of Key Players, as defined by the roles below, in the Account along with their Stance.
o Champion
o Decision Maker(s)
o Buyer(s)
Weaknesses
Obstacles
Objections
List of Open Activities

Playbook

In the account playbook the following sections were added (figure 99): This is a snapshot of an
Account Playbook, to see a complete playbook click on this link: Account Playbook

v" Account Owner — Displays the account owner’s name
v Account Team — Displays all team members that have been engaged in account. A

member engaged in an account is defined as one that has attended a meeting as
documented by Meeting Mapper.




STRATEGY MAPPER USER GUIDE

x>

StrategyMapper

Account Playbook for Davis Sporting Goods

Account Overview

Here is the Account Playbook for Davis Sporting Goods as of 10/25/2016. At the present time there are 6 open opportunities in

various stages in the sales cycle.
Currently Davis Sporting Goods is a Customer - Direct. The account owner is Dev User. /

The following team members have been engaged in this account: ‘*

e

Dev User Account Executive
Travis Davis Account Executive
Admin User

Chatter Expert

Figure 99

Revenue Information (figure 100)
a. Total Potential Revenue

b. Total Potential Revenue based on pipeline
c. Won

d. Lost

e. Delta
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Revenue Information

The estimated total revenue potential: 1,250,000.00

Total pipeline revenue potential: 2,954,000.00

Won: 0.00
Lost: 106,000.00
Delta: 1,704,000.00

Figure 100

Opportunity Details — List all opportunities for the current FY (figure 101)
a. Closed Won
b. Closed Lost
c. Open —slipped are indicated by red type
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ﬁpportunities

Total revenue lost:

Glososts ——— Amount_—— owner

Davis Sporting Goods MM Closed Lost 4/29/2016 80,000.00 Dev User
New Years 2016 Closed Lost 2/26/2016 13,000.00 Dev User
New Years 2016 - Update Closed Lost 2/26/2016 13,000.00 Dev User

Open opportunities ( Red indicates opportunity past forecast date ):

CloseDate  Amount _ Owner

BAVO Prospecting 7/26/2016 80,000.00 Dev User
Benz - Security Prospecting 8/31/2016 100,000.00 Dev User
Boom Prospecting 7/28/2016 Dev User
Strategy Mapper - Davis Sporting Value Proposition 2/29/2016 1,500,000.00 Dev User
Strategy Mapper - Martina Proposal/Price Quote 3/31/2016 1,250,000.00 Dev User
Strategy Mapper - Salesforce Negotiation/Review 12/30/2016 24,000.00 Dev User

Figure 101

Products / Solutions Sold into the Account — Displays all products or solutions sold into the
account specified by closed-won opportunities (figure 102).

Pmdtfm/Solutions Sold Into This Account:

Name
Davis Sporting Goods MM SLA: Platinum

New Years 2016 - Update Strategy Mapper
New Years 2016 Strategy Mapper

Figure 102

Account Strategy (figure 103)

Account Strategy

This is where the team puts their overall strategy for this account. This can be high level or as detailed as required.

Figure 103
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Lesson Learned (Figure 104)

Lessons Learned

The following was uncovered while working this account.

1. It's important to uncover the pain points from the numerous divisions in this company. It seems they communicate often
regarding products and solutions being pitched.

2. They leverage each other budgets and will bring in different groups to pool their budgets.

Figure 104

Red Flag with mitigation plan (figure 104). In the event the Red Flag is displayed Red, this
indicates there is no mitigation plan.

Red Flags

We have identified the following red flags:

Red Flag Mitigation Plan

They are very geographically distributed so getting to each They are spread out and it is difficult to schedule meetings with everyone of
corporate location does take time and planning the key players.
Difficult to get access to Decision Makers. Customer is sometime resistant to introducing the DMs. Also, we have

encountered at least 3 DMs per opportunity.

Their legal process is very difficult and takes normally 30 - 45 days. Z::g 5%?':\?v%?;t?:gtsza&;k:aﬁsr:;ﬁ:;o compiata & conract. Ensune y!

Figure 105

Notes (Public and Internal)

Meeting notes from last meeting are displayed in the Account Plan.

Account History

The last 60 days of account history are displayed (figure 106).
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Account History (last 60 days)

S e ek b ety Mged o

Task for QM - 9/7/2016 10:22 AM 9/7/12016 Completed  Normal Dev User
Task for Business Review - 10/14/2016 7:51 PM true 10/14/2016 Completed  Normal Dev User
Task for QM - 10/18/2016 1:45 AM true 10/18/2016 Completed  Normal Dev User
Schedule Account Review Meeting true 10/25/2016 Completed  Normal Dev User
Event for QM - 9/7/2016 10:22 AM false  9/7/2016 10:22 AM Dev User
Event for IMO - AAR false 10/11/2016 2:41 AM Dev User
Event for Business Review - 10/14/2016 7:51 PM false  10/14/2016 7:51 PM Dev User

Event for QM - 10/18/2016 1:45 AM false  10/18/2016 1:45 AM

Dev User

Figure 106

Open Activities

The next 60 days of open activities are displayed (figure 107).

Scheduled Activities (next 60 days)

St Mmoo Dun bk S orty e T

Test Luffy 1 10/31/2016 In Progress Normal Dev User
Bl/Analytics true 12/1/2016 Not Started Normal Dev User
Bl/Analytics true 12/1/2016 Not Started Normal Dev User
Bl/Analytics true 12/1/2016 Not Started Normal Dev User

Figure 107

Cases linked to the account and custom data are now included in the Account Playbook (figure
108).
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Account Playbook for Davis Sporting Goods

Account Overview

Here is the Account Playbook for Davis Sporting Goods as of 2/14/2017. At the present time there are 10 open opportunities in
various stages in the sales cycle.

Currently Davis Sporting Goods is a Customer - Direct. The account owner is Dev User.

The following are cases in this account:

Case _ ContactName _Subject ________|Priorty DafeOpened __Status Owner

00004626  Jordan Day Lights not bright enough in office. Medium 2/14/2017 11:41 PM New Dev User
00004274 test Medium 12/9/2016 10:40 AM New Dev User
00004027 A big Test Medium 7/21/2016 7:30 AM New Dev User
00003549 Luffy 1 Medium 2/17/2016 10:08 AM New Dev User

Figure 108

The custom data information included in the account plan, is also included in the account
playbook (figure 109)

Account

Account Name —— Account Fax_ Industry | Account Phone _ Annual Revenuo_ Crestod Dato
Aethna Home Products (434) 369-3100 7/23/2014 12:47 PM
New Year Technology 12/31/2015 8:54 AM
American Banking Corp. (610) 265-9100 7/23/2014 12:32 PM
Touchdown 12/28/2015 2:33 PM
United Oil & Gas, Singapore (650) 450-8820 Energy (650) 450-8810 12/28/2012 6:11 PM
Edge Communications (512) 757-9000 Electronics (512) 757-6000 $139,000,000 12/28/2012 6:11 PM
Burlington Textiles Corp of America (336) 222-8000  Apparel (336) 222-7000 $350,000,000 12/28/2012 6:11 PM
Pyramid Construction Inc. (014) 427-4428 Construction  (014) 427-4427 $950,000,000 12/28/2012 6:11 PM
Dickenson plc (785) 241-6201 Consulting (785) 241-6200 $50,000,000 12/28/2012 6:11 PM
Grand Hotels & Resorts Ltd (312) 596-1500 Hospitality (312) 596-1000 $500,000,000 12/28/2012 6:11 PM

Contract

00000100 12/31/2014 1/30/2015 Draft

Figure 109
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e Account Score
There are two levels in Account Scoring:

The top level is Account Health, it’s comprised of information gathered in the account plan and
in all opportunity plans. This is an overall health of the account.

The second level is comprised only of information gathered in the Account Plan and the other
feeds into the plan. In addition, we have separated out the different components (figure 110):

Account Score — The score based on Information gathered in the Account Plan (what has the
user accomplished in the plan)

Sales Intelligence — The score based on Information gathered in Meeting Mapper
Opportunity Average Score — Takes into account all opportunities and their health score

Account Health

L] Davis Sporting Goods

Score

Account Health

/-

Score Score Score
Account Score Sales Intelligence Opportunity Average Score
Account Mapper Meeting Mapper
Overall 50 x1 2YearPlan 100 x1 Meetings 100 x1 Decision 100 x1

Account Maker

Figure 110
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e New Meeting
Create and schedule a meeting with Meeting Mapper
v Instant Meeting
Create a new meeting with Meeting Mapper for the Account.
v' Org Map
The Org Map button launches the Org Map, the only difference the search capability.
In the event your org map is large and complex, and you can’t see a contact, enter in the name

of the contact in the search field, the org map will shift to display and highlight the contact
(figure 111).
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barry
--None-- s
Arkansas Account
Charles Firstmanhousing
CEO
Arkansas Account Arkansas Account Arkansas Account Arkansas Account
Sales. Accounting and Finance Information Technology Marketing
Jason Third Betty Second Les Davidson Mark Forth
VP of Sales CFO cso cMo
B8,0M F B,OM B
Arkansas Account Arkansas Account Arkansas Account Arkansas Account Arkansas Account Arkansas Account
Sales Sales Accounting and Finance Information Technology Information Technoiogy Marketing
0 @ @ Jen July Matt Andrews June Douglas
. Security Specialist Infrastructure Manager Director Field Marketing
Thomas Blackbuen Marry Greenbough ~ Michael Greenspoon E DME £
Director of Sales Americas  Director of Sales EMEA Comptrolier I
FAIF
Arkansas Account Arkansas Account Arkansas Account
Information Technology Information Technology Information Technology
Mike Littleton Martin Silverspoon Lori Brown
System Administrator System inie System i
E E E
Arkansas Account
Information Technoiogy
System Administrator II

Figure 111

v SWOT

The SWOT+ Analysis is comprised of information gathered in customer meetings using Meeting
Mapper and information added as part of the plan (Strengths and Opportunities (SWOT). The
traditional SWOT Analysis is comprised of Strengths, Weaknesses, Opportunities and Threats.
The SWOT+ Analysis in Strategy Mapper includes those and Obstacles, Objections, Red Flags
and Competitors (figure 112).
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Meeting Mapper Home Meetings v Accounts v  Contacts \  Opportunities » Campaigns » Cases v Lleads v Reports \/ Dashboards v MeetingTemplates »  MeetingInsights \  ExecutiveSponsors v  Add Picklist Values  * Morew )
E SwoT
2 Acme
Back

suengins  Populated from Meeting Mapper Weaknesses

Obstacles: Objections

Opportunities Threats
Opportunities

y ge. i n large pr

‘Competitors are trying to get into the acco!

Red Flags Competitors
Red Flag Mitigation Plan
Their legal process s very difficult and takes normally 30- 45 days We are going the
Tight contacts

Figure 112
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Using Opportunity Mapper

The examples used in this section will walk you through creating and modifying a plan, using all
the features available in an account plan based on the template.

Note: It's assumed an Opportunity Mapper template has been created and
made active. If not, please create an Opportunity Mapper template first.

Creating an Opportunity Plan

1. Select an Opportunity from the list of opportunities or from the account page the
opportunity is linked to. In this example, select from the list is used (figure 113).

i3 MeetingMapper  Home Meetings v Accounts v Contacts v Opportunities v  Campaigns v Cases v leads v Reports v Dsshboards v MeetingTemplates v Meeting Insighis v Executive Sponsors v Add Pckist Values * More °
Opportunities
. N
Recently Viewed v e
9 tems - Updated a few seconds ago @~ B ¢ 4
bbb / v (EEIETNE e v @eEE & TGS .
1 Acme-1,200 Widgets Acme Negotiation/Review 8/28/2015 Toavi v
2 Texcu-1 Testcu Value Proposition 8/31/2017 Toavi v
3 Global Media - 400 Widgets Global Media 1d. Decision Makers 9/30/2018 Toavi v
4 Media- Video Banking Global Media Prospecting 12/31/2018 Toavi v
5 VideoLink Conference Testcu Closed Won 12/31/2017 Toavi v
6 DrDrNexGenEDR Dr. Doctor Medical Practice Qualification 1/31/2019 Toavi v
7 DrDrNextGen Comparative Analytics Dr. Doctor Medical Practice Value Proposition 6/29/2018 Toavi v
8 Drbrportal Ther Dr. Doctor Medical Practice Closed Won 41212018 Toavi v
9 DrDr-Application Managment Console Dr. Doctor Medical Practice Closed Won 313012018 Toavi v

Figure 113

2. Click on Opportunity Mapper, it can be displayed in one of two places. On the top
navigation bar or on the dropdown (figure 114). This is dependent on how your page is
configured.
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we | Q B2 e @

Meeting Mapper ~ Home  Meetings v Accounts v Contacts v Opportunities » Campaigns v Cases  leads v Reports v Dashboards v  MeetingTemplates v  MeetingInsights v Executive Sponsors v Add Pickiist Values  * Morew o

Opportunity
Acme - 1,200 Widgets + Follow MeetingRecap  Opportunity Mapper  Opportunity Playbook v
Account Name. Close Date Amount Opportunity Owner Opportunity Report
Acme 8/28/2015 $12000000 @0 @ Opportunity Timeline
ogMap
negoaionreio SRR s ——
ACTIVITY CHATTER DETAILS B Meetings (2) v
AARW - 12/20/2017 9:19 AM v
Tite AARW -12/20/2017 9:19 AM
Filters: Al time - Al activities - All types. Y Date/Time: 12/20/2017 9:19 AM
Related To. Acme - 1,200 Widgets
Refresh Expand All
OPPP - 5/4/2018 7:22 AM v
Next Steps. Title: [ 0ppP - 5/4/2018 7:22 AM
Date/Time: 5/4/2018 7:22 AM
Related To: Acme - 1,200 Widgets
> @A PoV Scope and Success Factors Today ¥
|| ounareanpcomin o iew Al
Past Activities
Ed Meetings from Other Opportunity (0) v
> [E] EventforOPPP-5/4/2018 7:22 AM 722AM I Mays v
‘ You had an Event E3 Actionable Intelligences (1) v
> B Taskfor OPPP - 5/4/2018 7:22 AM May4 v 0PPP-5/4/20187:22 AM - Al <
‘ You had a Task 0id Objections
> Call Aprs v
View Al
| Youtoggeaacan
> [E] Eventfor AARW - 12/20/2017 9:19 AM 919AM1Dec20,2017 ¥ Products (1) .
‘ You had an Event
> Task for AARW - 12/20/2017 9:19 AM Dec20,2017 v Strategy Mapper g
Quantity: 250.00
You had a Task

Figure 114

3. Select a template, if this is the first time clicking on Opportunity Mapper, select the
template from the dropdown and click Save (figure 115). If a template has been selected
before, Opportunity Mapper will display, based on the configuration of the template
(figure 116).

counts v Contacts v  Opportunities v  Campaigns v Cases v Leads v Reports v Dashboards v  Meeting Templates v  Meeting Insights Executive Sp

Opportunity Mapper

Choose a template

Opportunity Mapper Template

Strategy Mapper - Frontal j

Save Cancel

Figure 115
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Sales  Home Opportunities v leads v Tasks v Fles v Notes v Accounts v Contacts v Campaigns v Dashboards v Reports v Chatter Groups \ Calendar v People v Cases v News °RecentlyViewed v X °Morew

Opportunity Mapper

Point N Time - Strategy Mapper

OPPORTUNITY DETAIL ORG MAP SALES COACHING SELECTION PROCESS RED FLAGS NOTES OPPORTUNITY MILESTONES MORE

Opportunity Detail

Name  Point N Time - Strategy Mapper Description

stage  Trial / PoV Amount  $9,600.00

Probability (%) 60% CloseDate  10/26/2018
OpportunityType  New Business Nextstep  Waiting on customer.
LeadSource  Trade Show Opportunity Mapper Template  Strategy Mapper - Frontal

Products
Name Quantity
Point N Time - Strategy Mapper Strategy Mapper 20.00
Partners

Strategy to Win - Ta

- Value Proposition

STRATEGY TO WIN TACTICS VALUE PROPOSITION

B I US oL k& 3

Our strategy is to use a frontal attack, we have a superic based on the g.
We will leverage the following:

« We are an ideal fit based on the following customer requirements:100% integration with Salesforce
* Abilty to map to their current sales methodology
« Mobille access from any device via native Salesforce products
« Mobile access from iPad using Meeting Mapper mobile
« Mesting Planning and Execution
+ Opportunity Planning - Playbook
00k

< Account Planning - Pla

Figure 116

The Opportunity Mapper page is comprised of Buttons along the top and Tabs under them
(Pages) (figure 117).

Note: Your plan may have different buttons and tabs to select and complete.
This guide is shows most used capabilities in an opportunity plan.

Sales  Home Opportunities v leads v Tasks v Fles v Notes v Accounts v Contacts v Campaigns v Dashboards v Reports v Chatter Groups v Calendar v People v Cases v News °RecentlyViewed v X °Morew

Opportunity Mapper

Point N Time - Strategy Mapper

Back o Opportuniy Nty Manager | NotfyTeam | Opportuniy ActionPlan | Opporturity Paybook | OpportunityScore | NewMeeting  Instant Meting €= Byttons
S— — S—
[_opmmmnnmu ORG MAP SALES COACHING SELECTION PROCESS RED FLAGS NOTES, ‘OPPORTUNITY MILESTONES MORE I( Tabs / Pages

Opportunity Detail

Name  Point N Time - Strategy Mapper Description

Stage  Trial / PoV Amount  $9,600.00

Probability (%) 60% CloseDate  10/26/2018
OpportunityType  New Business Nextstep  Waiting on customer.
LeadSource  Trade Show Opportunity Mapper Template  Strategy Mapper - Frontal

Products
Name Quantity
Point N Time - Strategy Mapper Strategy Mapper 20.00
Partners

Strategy to Win - Tactics - Value Proposition

STRATEGY TO WIN TACTICS VALUE PROPOSITION

B IUS e@Q|x ==

Our strategy is to use a frontal attack, we have a superic based on the inite ng.
We will leverage the following:

« We are an ideal fit based on the following customer requirements:100% integration with Salesforce
« Abilty to map to their current sales methodology

« Mobille access from any device via native Salesforce products

« Mobile access from iPad using Meeting Mapper mobile

« Meeting Planning and Execution

+ Opportunity Planning - Playbook

Figure 117
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Opportunity Detail Page
The Opportunity Detail page consist of the following:

4. Opportunity Detail section, the information displayed is based on the template, it is not
editable (figure 118). This is for informational proposes only.

331 Sales  Home Opportuniis ~ Leads \ Tasks v Files v Notes v Accounts v  Contacts \+ Campaigns v Dashboards \/ Reports \ Chatter Groups v Calendar v People v Cases v News

Recently Viewed ~ X * More

Opportunity Mapper

Point N Time - Strategy Mapper

Back o Opportuniy Notiy Manager

SELECTION PROCESS

NotifyTeam | Opportunity A

Opportunity Playbook  OpportunityScore  NewMeeting Instant Meeting

OPPORTUNITY DETAIL ORG MAP SALES COACHING RED FLAGS NOTES OPPORTUNITY MILESTONES MORE

Opportunity Detail

Lead Source
Products

Name

Partners

Point N Time - Strategy Mapper Strategy Mapper

Trade Show

Name  Point N Time - Strategy Mapper
Stage  Trial / PoV $9,600.00
Probability (%) 60% Close Date 10/26/2018
OpportunityType  New Business NextStep  Waiting on customer.

Opportunity Mapper Template  Strategy Mapper - Frontal

Quantity

Figure 118

5. Products and Partners, this will display products linked to the opportunity and partners
assisting in the opportunity (figure 119).

Products

Name

Point N Time - Strategy Mapper Strategy Mapper

Partners

Trade Show

‘Opportunity Mapper Template  Strategy Mapper - Frontal

Figure 119

6. Click in the sections to add information to your plan (figure 120). Depending on your
template, the sections can be pre-populated with information. You can edit, delete and
add to the sections. This doesn’t alter or change the template, only your plan. Ensure
you click on Save when moving from section to section. The current open section will be
underlined, for example: Strategy to Win is the active section.

Strategy to Win - Tactics - Value Proposition

STRATEGY TO WIN TACTICS

VALUE PROPOSITION

B I US ®@L = & =| 3= =4

We will leverage the following:

« Ability to map to their current sales methodology

« Mobille access from any device via native Salesforce products
« Mobile access from iPad using Meeting Mapper mobile

« Meeting Planning and Execution
« Opportunity Planning - Playbook
« Account Planning - Playbook

Not Started j

Figure 120
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Note: When changes are made to the plan, the Save button turns to Red. Once
you click on Save, it will revert back to Green (figure 121 & 122).

Opportunity Mapper

Point N Time - Strategy Mapper

OPPORTUNITY DETAIL ORG MAP SALES COACHING SELECTION PROCESS RED FLAGS NOTES OPPORTUNITY MILESTONES MORE

Opportunity Detail
Figure 121
Opportunity Mapper
Point N Time - Strategy Mapper
Back to Opportunity Notify Manager Notify Team Opportunity Action Plan Opportunity Playbook Opportunity Score
OPPORTUNITY DETAIL ORG MAP SALES COACHING SELECTION PROCESS RED FLAGS NOTES OPPORTUNITY MILESTONES MORE
Opportunity Detail

Name Point N Time - Strategy Mapper Description
Stage Trial / PoV Amount $9,6

Figure 122

7. After you have completed your edits, click on Not Started to display a dropdown
selection. Selecting how complete the plan is, is very important. They are components
of the overall scoring for the plan (figure 123).

Note: Scoring Matrix:
Not Started =0

Working = 50
Completed = 100
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- [2) 0m 2
Meeting Mapper Home Meetings v Accounts v Contacts v  Opportunities \» Campaigns v Cases v leads v Reports \v Dashboards \v MeetingTemplates »  MeetingInsights \/  Executive Sponsors v/  Add Picklist Values * Morew
SE SATES CoRcTNG SErECTiON PROCESS RESTIAGS RGeS FRORTORTTY WILESTONES oSO Tione
Opportunity Detail
Name  Acme-1,200 Widgets Description  The deal is at 50% because they are at the sales process stage of evaluating our ROI
justification.
stage  Negotiation/Review Amount  $120,000.00
Probaility (%) 50% Closepate  8/28/2015
OpportunityType  New Business Nextsp  Need estimate
Leadsource  Trade Show Opportunity Mapper Tempiate  Strategy Mapper - Frontal
Products
Name. Quantity
Acme - 1,200 Widgets Strategy Mapper 250.00
Partners
Strategy to Win - Tatics - Value Proposition
STRATEGY O WIN Terics VALUE PROPOSITION
« By s|[= a|E= == « «
Our strategy is to use a frontal attack, we have a super i e ng.
We will leverage the following:
« We are an ideal fit based on ion with Salesforce
« Ability to map to their current sales methodology
« Mobile access from any device via native Salesforce products
* Mobile access from iPad using Meeting Mapper mobile
« Meating Planning and Execution
—None--
~ Not Started ‘
Working
Completed

Figure 123

Plan Review

The plan review section allows your manager and team members to provide input to the plan.
This ensures all team members are involved and management is in sync the plan (figure 123).

F

Plan Review

MANAGER COMMENTS TEAM COMMENTS

B I US ®W = = = I ;= <

Figure 124

To notify manager(s) or team members to provide input and review the plan:

8. Click on either Notify Manager button or Notify Team button (figure 125).

Opportunity Mapper

Point N Time - Strategy Mapper * ‘

Back to Opportunity Save Notify Manager Notify Team Opportunity Action Plan Opportunity Playbook Opportunity Score New Meeting Instant Meeting

OPPORTUNITY DETAIL ORG MAP SALES COACHING SELECTION PROCESS RED FLAGS NOTES OPPORTUNITY MILESTONES MORE

Opportunity Detail

Name  Point N Time - Strategy Mapper

Description

Figure 125
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9. Click Add next to the manager (figure 126). To Save the manager(s), click Save. To send a
review request select Send (figure 127).

Best Practice

When you initially create your plan, build your list of manger(s) to send review notices.
When you want to send notices all you have to do is click on Send.

Note: You can add more than one manager to send a review request.
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[OF https://pntsales--meetingmapper.na73.visual.force.com/apex/MeetingMar e 9 ﬁ =

Notify Ma Managers v Meeting

Selected Users

— Action Name Email E
Remove Mike Williams cvanthof@nexthealthtechnologies.com * deal is at 50
iification.
Users 20,000.00
Keyword to search @ 18/2015
2d estimate
Action Name Email
itegy Mapper
Add Eddie Carvallo eddiec@pointntime.com
L | Add Anna Britnor Guest anna@leadingedgecoaching.co.uk -
Add Sean Daley seand@pointntime.com
Add Service Agent serviceagent2013@example.com

‘J Save Send Cancel L

Figure 126
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GJ & https://pntsales--meetingmapper.na73.visual.force.com/apex/MeetingMap;: =+ @ ¥ =

Notify Ma Managers v Meeting

Selected Users

— Action Name Email | —
Remove Mike Williams cvanthof@nexthealthtechnologies.com :deal is at 50
iification.
Users 20,000.00
Keyword to search @ 18/2015
2d estimate
Action Name Email
itegy Mapper
Add Eddie Carvallo eddiec@pointntime.com
L | Add Anna Britnor Guest anna@leadingedgecoaching.co.uk -
Add Sean Daley seand@pointntime.com
Add Service Agent serviceagent2013@example.com

‘J Save Send Cancel L

Figure 127

The send to Notify Team uses the same the steps (figure 128 & 129).

Best Practice
When you initially create your plan, build your list of team members to send review
notices. When you want to send notices all you have to do is click on Send.
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(OF https://pntsales--meetingmapper.na73.visual.force.com/apex/MeetingMay e 9 ﬁ

bv: Team Members vMe

Selected Users

—= Action Name Email
h Remove Sean Daley seand@pointntime.com ?i:‘ijga
Remove Eddie Carvallo eddiec@pointntime.com 20,
Users 18/2
Keyword to search @ ade
ite;
B Action Name Email L
) Add Anna Britnor Guest anna@leadingedgecoaching.co.uk  §
| Add Service Agent serviceagent2013@example.com L
| Add Mike Williams mikew@pointntime.com |

‘J Save Send Cancel L

Figure 128
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v Opportunities v Campakns v Cases v Leads v Reports v Dashboards v Meeting Templates Meeti

@& https://pntsales--meetingmapper.na73.visual.force.com/apex/MeetingMa e 9 {? =

B Notify Mana Team Membel's Instant Meetin

ACCOUN]
Selected Users

No records to display.

Users
@ Prospect

NY

Action Name Email
Manufact

Add Eddie Carvallo eddiec@pointntime.com

Add Anna Britnor Guest anna@leadingedgecoaching.co.uk

prned
Add Sean Daley seand@pointntime.com
ROPOSITION
Add Service Agent serviceagent2013@example.com
Add Mike Williams mikew@pointntime.com
| L

Save Send Cancel

Figure 129

Organizational Map (Org Map)

By default, the Org Map will be populated with contacts (and their reports and who they report
to if defined in Salesforce) that have attended a meeting using Meeting Mapper. If no meetings
have been created, the Org Map will be blank the initial time it is open.

What is the Value to Me and My Team?
There is no better way to understand the stakeholders in your accounts. The information

available in the Org Map allows you, your team and management to view very quickly the
health of the relationships. Your team members can update contacts based on their last
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interaction with them. Org Maps are great for opportunity reviews, OBRs and other
critical presentations.

To view the Org Map, click on Org Map tab (figure 130). This will display the current Org Map
based on the ‘Reports To’ field for the Contact (figure 131). If the Org Map is empty, go to the
Adding Contacts Section.

i Al'v | Q  Search Salesforce

i1 Sales  Home Opportunities v Lleads v Tasks v Files v Notes v Accounts v Contacts v Campaigns  Dashboards v Reports v Chatter Groups v Calendar v People v  Cases v/

Opportunity Mapper

Point N Time - Strategy Mapper

OPPORTUNITY DETAIL | ORG MAP | SALES COACHING SELECTION PROCESS RED FLAGS NOTES OPPORTUNITY MILESTONES MORE
Opportunity Detail
Name Point N Time - Strategy Mapper Description
Stage Trial / PoV/ Amount $9,600.00
Probability (%) 60% Close Date 10/26/2018
Opportunity Type  New Business Nextstep  Waiting on customer.

Lead Source Trade Show Opportunity Mapper Template Strategy Mapper - Frontal

Figure 130

Note: You can also view the Org Map by clicking on the button ‘Org Map’ is
displayed based on the template settings.
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Add Contacts

Add Leads Influence Lines

View By --None--

Point N Time Software, Inc.

o 9
-

Travis Davis
President and CEO
B,0M

Open Position

]

Export

Marketing

¥ ©
Alice Johnson

Director of Marketing
L]

Point N Time Software, Inc.

Point N Time Software, Inc.

Sales

Point N Time Software, Inc.
Information Technology

-
-

Billy Short

Child 3 PNT
Sales

&
-

Larry Little

Director of Sales Enablment

oM

Org Map Fundamentals

Add Contacts

Point N Time Software, Inc. Point N Time Software, Inc.

Sales Sales.

)
EO) O (/) Nick Summerland
VP of Sales APAC
Cheryl Smith
VP of Sales EMEA
=

Point N Time Software, Inc.

Sales

-
-

Larry Summers
Director of Sales APAC

Figure 131

Point N Time Software, Inc.
Sales

0@@

Mike Williams
VP of Operations
DME

I_I_I

Point N Time Software, Inc. Point N Time Software, Inc.
Sales Sales

&
-
Kandyce Jones S e

Director of Sales Training
E Tyler Brandon

Director Sales Ops

This allows you to add contacts to the Org Map, by default only contacts that have been
meeting attendees using Meeting Mapper are displayed in the Org Map. In addition, to the
contact their ‘Reports To’ and who reports to them are displayed. However, you can add
additional contacts to the Org Map. These can be from the Account or other Accounts.

10. Click on Add Contacts, either select from the pre-populated list or search for the contact
(figure 132). Click Add next to the contact.

Note: Only a certain number of contacts are displayed by default.
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ﬁ Add Contacts

Add Leads Influence Lines

View By --None--

Point N Time Software, Inc.

o e
-

Travis Davis
President and CEO
B,0M

Open Position

k|

Export

Point N Time Software, Inc.

Point N Time Software, Inc.

Point N Time Software, Inc.

Marketing Sales Information Technology
(e} )
* () &5 () Billy Short
Alice Johnson Martina Dorn
Director of Marketing VP of Sales
OME

Figure 132

Child 3 PNT Point N Time Software, Inc. Point N Time Software, Inc. Point N Time Software, Inc.
Sales Sales Sales Sales
© »
Larry Little £0)} (/) Nick Summerland ® ©
Director of Sales Enablment ) VP of Sales APAC ) .
oM Cheryl Smith Mike Williams
VP of Sales EMEA VP of Operations
COME DME
Point N Time Software, Inc.
Sales
‘ Point N Time Software, Inc. Point N Time Software, Inc.
-» e s
Larry Summers
Director of Sales APAC

o
-
Kandyce Jones () o

Director of Sales Training
€ Tyler Brandon

Director Sales Ops

Show All Contacts displays contacts from other accounts in Salesforce, this is helpful if you want
to add a partner to the org map to show a relationship.

11. Click Save (figure 133).
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Aaios Al Tiema Calhrcacn Tan

[ BN ) Add Contacts

force.com

Add Contacts

prere, Inc. Selected Contacts
No records to display. ‘ ‘
D 0 Contacts ) CcMO
kson '
eting
Action Name
Add Larry Summers

Cancel Show All Contacts

Point N Tim

Figure 133

12. New contact will display on Org Map (figure 134). If the contact reports to a contact on
the org map, the contact will be aligned to the other contact. In the event the ‘Reports
To’ field is not completed the contact will display on the org map.
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EEE Sales Home Opportunities v Leads v Tasks v Files Notes v Accounts v Contacts v Campaigns v Dashboards R

Point N Time Software, Inc.

Travis Davis
President and CEO
BOM

Point N Time Software, Inc. Point N Time Software, Inc. Point N Time Software, Inc.
Marketing Sales Information Technology - -
¥ T cMo cMo
® ) Billy Short
Alice Johnson Martina Dorn £
Director of Marketing VP of Sales
OME OME
Point N Time Software, Inc. Point N Time Software, Inc. Point N Time Software, Inc.
Sales Sales Sales
Cheryl Smith Tyler Brandon Mike Williams
VP of Sales EMEA Director Sales Ops VP of Operations
OME oM DME

I_I_I

Point N Time Software, Inc. Point N Time Software, Inc.
Sales Sales

Kandyce Jones Nick Summerland
Director of Sales Training VP of Sales APAC
€ €

Point N Time Software, Inc.
Sales

Larry Summers

Figure 134

Re-aligning a Contact

Re-aligning a contact gives you the ability to dynamically re-align contacts and who they report
to in the Org Map.

13. Click on the contact and drag to the new position, release mouse (figure 135).
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REVENUE TRENDING PRODUCT(S) / SOLUTION(S) MATRIX INITIATIVES WHITE SPACE ACCOUNT MILESTONES RED FLAGS MORE
Add Contacts Undo Contacts Add Leads Influence Lines Open Position Export
View By --None-- j

Point N Time Software, Inc.

Travis Davis
President and CEO
BOM
Point N Time Software, Inc. Point N Time Software, Inc. Point N Time Software, Inc.
Marketing Sales Information Technology
2 Y. cMo cMo
-] ® Billy Short
Alice Johnson Martina Dorn £
Director of Marketing VP of Sales
OME OME
Point N Time Software, Inc. Point N Time Software, Inc. Point N Time Software, Inc. Point N Time Software, Inc.
Sales Sales Sales Sales
Larry Summers @
Director of Sales APAC
Cheryl Smith Tyler Brandon Mike Williams
VP of Sales EMEA Director Sales Ops VP of Operations
DME oM DME

Point N Time Software, Inc. Point N Time Software, Inc.
Sales.

Kandyce Jones Nick Summerland
Director of Sales Training VP of Sales APAC

Figure 135

Contact Details

The contact icon can display several smaller icons highlighting key factors related to the icon
(figure 136 & 137).

]
Point N Time Software, Inc.

OSales

&4 ©

Figure 136

Icon color depicts the Stance (see Meeting Mapper section)

Individual Notes — top left corner

Department within the Organization they belong to — under account name
Main Influencing Factor — bottom left and right corner

Title — under contact name
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e Role — Under title
Change Contact Details — you can change several contact details in the Org Map.

e Stance - Edit current Stance

e Role - Edit current Role

e Executive Sponsor — Assign an executive from your company to reach out this this
contact

e Attendee Notes — Create individual notes for this contact (when a note is created the
note icon will be displayed next to the contact icon, click on the icon to review the
notes.

e Reports To — Change the Reports To, it’s recommended just move the contact icon to
the new reports to on the org map

e Remove — Removes the contact from the org map, can be added later at anytime

e Realign — Will remove the contact from the reporting structure, will remain on the org
map page.

o Departments — What department or business unit does the contact report into.

e Main Influencing Factor(s) — What is influencing their decision.

Note: MIF will only be displayed if the contact has been a meeting attendee in
Meeting Mapper.
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View By --None-- j
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-

Travis Davis
President and CEO
B8,0M

Point N Time Software, Inc. Point N Time Software, Inc.

Marketing Sales
- 0o
X o)
Alice Johnson %
Director of Marketing
8 art pole
VP

Executive Sponsor

Attendee Notes __I

Point N Time Software, Inc. point NTim Reports To Poinf|N Time Software, Inc.
Sales Sales
‘ Remove .
) Realign L Yo
Larry Summers Summerland
Director of Sales APAC of Sales APAC

Point N Time Software, Inc.

Sales

Point N Time Software, Inc. Point N Time Software, Inc.
Sales Sales
2o &
Tyler Brandon
Director Sales Ops Kandyce Jones @ (]
oM Director of Sales Training
€ Mike Williams
VP of Operations

DME

Figure 137

Influencer Lines Mode

Line Mode allows you to build lines of relationships between contacts (figure 138).

Note: The org map can’t be collapsed in Influence Line Mode. When an
influence line is created between two contacts, in the event the contact is re-
aligned the influence line will be maintained between the contacts.
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Add Contacts

Undo Contacts Add Leads Influence Collapsed Open Position Export

View By --None-- :I

Point N Time Software, Inc.

Travis Davis
President and CEO
BOM

Point N Time Software, Inc.

~
Alice Johnson ~ ~
Director of Marketing o,
OME ~

~
Y

Point N Time Software, Inc. Point N Time Software, Inc.
Information Technology

0o & »
______ @ o Mo
Bily Short

Martina Dorn £
VP of Sales
OME

<
| ~

~
Point N Time Software, Inc. \

Larry Summers
Director of Sales APAC

Point N Time Software, Inc.
Sslvs

Point N Tnme So«wue Inc. Point N Tnme Snﬁware Inc.

RS
~
~
\
Larry and Cheryl have worked together before, we are
going to see if she can help us with Larry since he has
not indicated if he is for or against.

Lneryl smitn Iyler Brandon Mike Williams
VP of Sales EMEA Director Sales Ops VP of Operations
oME oM OME

Point N Time Software, Inc. Point N Time Software, Inc.

Sales Sales
Kandyce Jones Nick Summerland
Director of Sales Training VP of Sales APAC

cMOo

14. Verify you’re in Influence Lines Mode, (to verify the button will display Switch to

Figure 138

Influence Collapsed) mouse click on the first contact, then mouse click on the second
contact. This will draw a dashed line connecting them.
15. Hover of click on the line to add information why the relationship (figure 139). Mouse
click to review the information regarding the connection.
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Add Contacts

Undo Contacts Add Leads Influence Collapsed Open Position
00

View By --None--

E Line Details

Point N Time Software, Inc.

Export

Point N Time Software, Inc.

Travis Davis
Rt
som
I Note
I T « B I US|®E E = 2|32 3
Point N Time Software, Inc.
Sales. This where you can add some great information to detail why this line is displayed.

Marketing

@ 2 N—

N ~
Alice Johnson ~ ~
Director of Marketing ~
OME -~

Martina Dorn
VP of Sales.
oME

Point N Time Software, Inc.

Larry Summers.
Director of Sales APAC

So Point N Time Software, Inc. Point N Time Software, Inc. Point N Time.

@ ¢

Cheryl Smith Tyler Brandon Mike W
VP of Sales EMEA Director Sales Ops. VP of Of
omE oM o

Save  Cancel

Save  Cancel

Point N Time Software, Inc. Point N Time Software, Inc.
Sales

o o
Kandyce Jones
Director of Sales Training
€

Nick Summerland
VP of Sales APAC
€

Figure 139

16. To delete the relationship, right mouse click on the line and click Ok (figure 140).
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na73.visual.force.com says:
Are you sure to delete the line?

Cancel OK

Figure 140

Note: The Org Map as the ability to create an org map based on Leads.
However, a lead can’t report to a contact or a contact report to a lead. The
steps and procedures are the same for lead and contacts.

Add Open Position

Open Position allows you to add a ‘Placeholder’ for a position in the org map. For example, you

know there is a VP of HR but you don’t know or have identified who it is. However, you do want
to display the position.

17. Click on Open Position (figure 141). Enter in the position title (figure 142) and click Save.
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Add Contacts Undo Contacts Add Leads Influence Lines Open Position Export

View By --None-- j

Point N Time Software, Inc.

Travis Davis
President and CEO
BOM
[ oK J Open Position
I J force.com
Point N Time Software, Inc.
Marketing .
oge

Open Position - -

cMO cMo

Alice Johnson e
Director of Marketing
OME Save Cancel

o ——
I Open Position
Point N Time Software, Inc. Title . :
Sales Director of Sales Operatic

Larry Summers
Director of Sales APAC

Save Cancel

Point N Time Software, Inc. Point N Time Software, Inc.
Sales

Kandyce Jones Nick Summerland
Director of Sales Training VP of Sales APAC
E E

Figure 141

Open Position Rules:

e A contact cannot report to an Open Position
e An Open Position can report to a contact
e An Open Position can report to another Open Position (Figure 142)




STRATEGY MAPPER USER GUIDE

Point N Time Software, |...
Travis Davis
() — President ...
‘ B,DM
PointN Time !""““'."' L VP of Mar...
Martina ...
VP of S... -
(] DM,E
| I I | VP of Hea...
NT Point N Time !oftwue. L. 2 '
Larry Little Mike Wi... VP of Sal... Director of...
Director of... VPofO... -
DM DM,E

Figure 142

18. The open position will display on the left side of the org map, drag the icon over the
contact it reports to (figure 143).

Add Contacts

Undo Contacts Add Leads Influence Lines Open Position Export

View By --None-- j

Point N Time Software, Inc.

o
»

Travis Davis
President and CEO
B.OM

Point N Time Software, Inc.
Marketing

-©.

Alice Johnson
Director of Marketing
OME

Point N Time Software, Inc. Point N Time Software, Inc.

Sales Information Technology
(&) & »
X Y. cMo
Billy Short
Martina Dorn £
VP of Sales
DME

Point N Time Software, Inc.
Sales.

o
.

Larry Summers
Director of Sales APAC

Point N Time Software, Inc.

Point N Time Software, Inc. Point N Time Software, Inc.

@ @ 0°

Cheryl Smith Tyler Brandon Mike Williams
VP of Sales EMEA Director Sales Ops VP of Operations
OME oM OME

—— |

Director of Sales Training
€

Point N Time Software, Inc. Point N Time Software, Inc.

® Py ?
‘ ‘ D‘i)rec!or. of S‘laJIS;s
Kandyce Jones Nick Summerland perations

VP of Sales APAC
E

Figure 143

Mo
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Export the Org Map

19. To export the Org Map, click on Export (figure 144).

Add Contacts

Undo Contacts Add Leads Influence Lines

View By --None-- j

Point N Time Software, Inc.

o
»

Travis Davis
President and CEO
B,OM

Open Position Export

Point N Time Software, Inc.
Marketing

0@0

Alice Johnson
Director of Marketing
OME

Point N Time Software, Inc.
Sales

O @
Martina Dorn

VP of Sales
OME

Point N Time Software, Inc.
Information Technology

o
>0
Billy Short
E

cMo

-

cMo

Point N Time Software, Inc. Point N Time Software, Inc. Point N Time Software, Inc.

Sales Sales

Point N Time Software, Inc.
Sales

Sales
-
Larry Summers

Director of Sales APAC

Cheryl Smith Tyler Brandon Mike Williams
VP of Sales EMEA Director Sales Ops VP of Operations
OME oM OME

Point N Time Software, Inc. Point N Time Software, Inc.
Sales Sales

o o -
» ) Director of Sales

Kandyce Jones
Director of Sales Training
E

Nick Summerland Operations US

VP of Sales APAC
E

Figure 144

The following page will display, right mouse click on the page select ‘Save Image As... ‘(figure
145). Give it a name and click Save (figure 146).
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Point N Time Software, Inc. Point N Time Software, Inc. Point N Time Software, Inc.
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Figure 145
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Figure 146
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Display by Department

Note: Ensure contacts have their Department selected in their contact record
(figure 147). If not, contact your Salesforce Administrator.

- Contact Edit

£/ Barry Jonesburg

Contacts not associated with accounts are private and cannot be viewed by other users or included in reports.

Contact Edit Save | Save & New | Cancel

Contact Information
Contact Owner  Dev User

Salutation --None--
First Name Barry

Last Name | Jonesburg
AccountName  nansas Account Q)

Title  system Administrator Il

Department
Birthdate
Reports To ke Littleton Q)
Lead Source --None--

Synced from MM?

Stance --None--

Additional Clarification ’

Other Additional Clarification ‘

0 i _

Figure 147

20. To display an Org Map for a department, click View By: on dropdown ‘None’ to display
the list of departments (figure 148).
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Larry Summers
Director of Sales APAC

Cheryl Smith Tyler Brandon Mike Williams
VP of Sales EMEA Director Sales Ops VP of Operations

OME oM OME
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E E

Figure 148

21. Select the department from the list.

In this example, Sales is selected (figure 149). Only the Org Map for Information Technology is
displayed. This view all the capabilities of the full view. To return to full view, click on the
dropdown and select None.
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Figure 149

Sale Coaching

Sales Coaching provides the user with just in-time information that will assist them in the stage
of the opportunity they are currently in. Sales Coaching is based on the template and can be
different based on the template selected. In addition, to the coaching meetings conducted in
the stage of the opportunity are also displayed. Clicking on a meeting allows the user to review
any information or sales intelligence uncovered in the meeting.
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What is the Value to Me and My Team?

Sales Coaching allows all your team players to execute and plan like ‘A-Players’. The just
in-time information is tailored the product or solution being sold in the opportunity.

22. Click on Sales Coaching, based on the current stage of the opportunity coaching advice,
links to doc, videos or other information will be displayed based on the template (figure
150). You can add, remove or edit the information in the stages, to best match your
strategy and tactics. Editing will not affect the template.

3 Sales Home Opportunities v Leads » Tasks v Files v Notes v Accounts v  Contacts

Campaigns v Dashboards v Reports Chatter Groups v  Calendar v People ~ Cases v News Forecasts

Opportunity Mapper

Point N Time - Strategy Mapper

F— S —— g ————— g ———

. Prospecting

+ Qualification

2 Value Proposition
~ 1d. Decision Makers
~ Trial | PoV

B I US | ®W == =|:= ;2

Ensure the following;

1. Trial org is configured based on customer requirements
2. Document what is 1o be tested

3. Who are the ived in the trial

4. Schedule

5. Linkto sist users
Title Date Time End Time
[ IOM - 7/31/2018 8:25 AM 7/31/2018 8:25 AM 7/31/2018 925 AM

~ ProposalPrice Quote
~ Negotiation/Review
+ Closed Won

~ Closed Lost

Figure 150

23. Click the check box to complete the stage, it will not move to the next stage, only
complete the sales coaching for scoring of the opportunity (figure 151).
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Opportunity Mapper

Point N Time - Strategy Mapper

Back to Opportunity Save Notify Manager Notify Team Oppo

OPPORTUNITY DETAIL ORG MAP SALES COACHING SELECTION PROCESS RED FLAGS NOTES OPPORTU

ecting

[« »)(e 7 u s)(=a)

1
1}
lih
e
i
.
i

4

|

Probing Questions:

1. What are your revenue goals this year and what are your strategies and tactics to achieve them?
2. Are you a Salesforce customer?

3. What do you think would give you the competitive advantage?

4. Are your sales team turn over a concern?

A _Nn thewv curranthe utiliza a calae mananamant ealutian in Salacfarra?
Qualification
Value Proposition
Id. Decision Makers
Trial / PoV

NN NN

(8 1 us|[=a)

Ensure the following:

1. Trial org is configured based on customer requirements
2. Document what is to be tested

3. Who are the users involved in the trial

4. Schedule training

5. Link to trial video to assist users

Title Date Tim)|

Figure 151

Note: Once you click the check box, it will close this stage and update the
scoring for the opportunity.

Selection Process

It's important to understand how the customer selects a product to ensure you are in sync from
a selling prospective (figure 152).
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i1 Sales  Home Opportunities v Lleads v Tasks v Files v Notes v Accounts v Contacts » Campaigns v Dashboards v/ Reports v Chatter Groups v Calendar v People v Cases v  News

Opportunity Mapper

Point N Time - Strategy Mapper

Back to Opportunity Notify Manager Notify Team Opportunity Action Plan Opportunity Playbook Opportunity Score New Meeting Instant Meeting
OPPORTUNITY DETAIL ORG MAP SALES COACHING SELECTION PROCESS RED FLAGS NOTES OPPORTUNITY MILESTONES MORE

Selection Process

Contact

® Process Identify the Problem j Travis Davis |
® Process Review Options j Contact  Mike Williams Q
® Process Bring in top 3 vendors j comact Mike Williams X
® Process Initial presentation/demo j €omact - Mike Williams X
® Process  Narrow the possible solutions N €Mt Tyler Brandon Q
® 8 process Follow up on presentation/demo N COMIEL Mike Williams Q
® Process Pilot/Trial selected vendor j €onEt Martina Dom Q
® Process Talk to Reference Accounts j €Mt Tyler Brandon Q
® Process Evaluate j Contact " Martina Dorn Q
® Process Decide j Contact " Tyler Brandon L)
® Process Sign contracts j €oniact Cheryl Smith ¥

Figure 152

What is the Value to Me and My Team?

It’s hard to sell to someone when you don’t know how they buy. In the selection process
you can define it for a particular opportunity and align a customer contact to the process.
By checking the processes that have been completed, Strategy Mapper will align them
with your selling stages in the Opportunity Playbook (figure 153). You can determine very
quickly if your selling stages is aligned with the process the customers, they are currently
in. Are you both on the same page?
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Selection Process

The customer is currently in Talk to Reference Accounts of their buying process.

They have completed their process below. We are currently in our selling stage of Trial / PoV.

Pocess  ompees _____Coma
Identify the Problem v Travis Davis
Review Options 4 Mike Williams
Bring in top 3 vendors 4 Mike Williams
Initial presentation/demo v Mike Williams
Narrow the possible solutions v Tyler Brandon
Follow up on presentation/demo v Mike Williams
Pilot/Trial selected vendor 4 Martina Dorn
Talk to Reference Accounts Tyler Brandon
Evaluate Martina Dorn
Decide Tyler Brandon
Sign contracts Cheryl Smith

Figure 153

Note: If there is an account plan created for the parent account and the
Customer Buying Process had been identified, when the opportunity plan is
initially created it will populate the Selection Process. Changes made to the

Customer Buying Process will populate in the Selection Process. They will not
remove processes you added to the plan only append. You can delete any
process at any time.

24. Click on Selection Process, click New to add a process, select the process from the
dropdown list (figure 154). To delete a process, just click on the X to the left of the
process.

Note: By default, the new process is added at the bottom of the list.
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Opportunity Mapper

Point N Time - Strategy Mapper

Back to Opportunity Notify Manager Notify Team Opportunity Action Plan Opportunity Playbook  Opportunity Score New Meeting Instant Meeting
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Selection Process

0 New —

Contact & i
Process Identify the Problem j Travis Davis Q
PrOcess  peview Options j Contact  Mike Williams Q)
Contact i il
Process Bring in top 3 vendors j Mike Williams Q)
Contact i
Process Initial presentation/demo j Mike Williams ¥
Process v ~-None-- Contact  Tyler Brandon Q)
Aware
dentify need
Process Identify options. Contact  pike Williams Q)
Evaluate
Decide
Process Place order Contact  Martina Dorn @Q

Implement & Adopt

Enhance and Expand
Process identity the Problem — Contact " Tyler Brandon E
Review Options
Bring in top 3 vendors
Process Narrow the possible solutions Contact  Martina Dorn Q
Initial presentation/demo
Follow up on presentation/demo
Process s e s Contact  yjer Brandon Q)
Pilot/Trial selected vendor
Sign contracts Contact
Build out sales process
Talk to Reference Accounts

Process Cheryl Smith Q

® 0 0060606 6 6

process  [_None-- _I Contact Q

Figure 154

25. Once you have created a Selection Process, a customer contact can be assigned as the
responsible individual. This will help ensure the successful completion of the process
(figure 155).

Sales  Home Opportuniies v~ Leads v Tasks v Files v Notes v Accounts v Contacts v Campaigns v Dashboards v Reports v Chatter ~Groups v Calendar v People v Cases v  News

Opportunity Mapper

Point N Time - Strategy Mapper

OPPORTUNITY DETAIL ORG MAP SALES COACHING SELECTION PROCESS RED FLAGS NOTES OPPORTUNITY MILESTONE! MORE

Selection Process

0 New

Contact

® Process Igentify the Problem j Travis Davis Q
® Process  payiew Options j Contact - Mike Williams L}
® Process Bringin top 3 vendors j €onact Mike Wiliams X
® ProcessInitial presentation/demo j Contact ke Williams x
® Process  Narrow the possible solutions - €onact Tyler Brandon X
® Process Follow up on presentation/demo _-] €onact Mike Wiliams Q
® Process  pilot/Trial selected vendor j ﬁ €onact . Martina Dorn a
® Process  Talk to Reference Accounts j €ontact Tyler Brandon L
® Process  Eualuate j Contact " Martina Dorn Q
® Process Decide j Contact  yler Brandon ¥E
® Process j Contact  Cheryl Smith IS

Sign contracts

Figure 155
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26. To add a new process in-line, click New, enter in the position number (placement),
select the process from the dropdown (figure 156).

Opportunity Mapper
Point N Time - Strategy Mapper
Back to Opportunity Notify Manager Notify Team Opportunity Action Plan Opportunity Playbook Opportunity Score New Meeting Instant Meeting
OPPORTUNITY DETAIL 0RG MAP SALES COACHING SELECTION PROCESS RED FLAGS NoTES OPPORTUNITY MILESTONES vore
Selection Process
3 New
Contact ;e .
® Process  qentify the Problem j Travis Davis LS|
® Process Review Options j Contact  pike Williams Y]
Contact
® Process ~None-- _] — L
Contact  pike Will
® Process  ging in top 3 vendors j Mike Williams Q

Figure 156

NOTE: Edits can be made to the process at any time.

27. An email icon has been added to the Customer Contact. This allows the user to send an
email to the contact linked to the process (figure 157). When the email icon is clicked,
the user is presented a box to input the email content. The subject of the email is the
Process title (figure 158).

Opportunity Mapper

Point N Time - Strategy Mapper

OPPORTUNITY DETAIL ORG MAP SALES COACHING SELECTION PROCESS RED FLAGS NOTES OPPORTUNITY MILESTONES MORE

Selection Process

® Process  gentify the Problem j Contact  Travis Davis
® Process Review Options j Contact Mike Williams Q
® Process None- j Contact Q
® Process  Bring in top 3 vendors j Contet Mike Williams a

Figure 157
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Back to Opportunity Notify Manager Notify Team Opportunity Action Plan Opportunity Playbook Opportunity Score New Meeting Instant Meeting Org Map
SELECTION PROCESS RED FLAGS NOTES OPPORTUNITY MILESTONES CUSTOMER REQUIREMENTS MORE
= | @ & https://pntsal ingmapper.na73.visual.force.com/apex/MeetingMa e QW =
Send Email
Edward Stamos

"

peess Identify the Problem Edward Stamos LS|
Email Content [ [

B I US ® M| = =| /2 = ke
peess --None-- Q

ct
peess Review Options Edward Stamos LS|

ct :
peess Bring in top 3 vendors John Smith LS|
ct <
eess Narrow the possible solutions John Smith Q
Status )
Working j
Send Close
Back to Opportunity Notify Manager Notify Team Opportunity Action Plan Opportunity Playbook Opportunity Score New Meeting Instant Meeting Org Map
Figure 158

Red Flags (Risks)
Identifying Red Flags allows you time to build out strategy and tactics to mitigate them.
What is the Value to Me and My Team?

Planning for the unknown is key to driving customer success. Red Flags allow you to
identify the potential problem and create your mitigation plan. They are also great when
meeting with your team or mangers and so everyone can ask “Did you think about this,
what happens if it happens”?

28. Click on Red Flags, if there were Red Flags identified in the account plan, they will
automatically populate in the opportunity plan Red Flags (figure 159) or you can click on
New to create one that is particular to your opportunity.
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H Sales Home  Opportunities Leads v  Tasks v Files Notes v Accounts v Contacts v Campaigns v Dashboards v Reports v Chatter  Groups v Calendar v People v Cases v News Fo
OPPORTUNITY DETAIL oRG MAP SALES COACHING SELECTION PROCESS NoTES OPPORTUNITY MILESTONES MoRe
Red Flags
New
Red Flag Currently Not a Red Flag
® ®  Going through a re-org j
Mitigation Plan Contact Q

We are going to leverage our champion to introduce us to any new players and update
our organizational chart.

4
Red Flag Currently Not a Red Fla
® ©dF%8  Budget j v €
Mitigation Plan Contact
& We will look at financing. LY

Figure 159

Note: In the event the Red Flag has not been encountered, click on Currently
Not a Red Flag.

29. Select the Red Flag from the dropdown, enter in your mitigation plan (figure 160). Click
Save.

Back to Opportunity Notify Manager Notify Team Opportunity Action Plan Opportunity Playbook Opportunity Score New Meeting Instant Meeting

OPPORTUNITY DETAIL ORG MAP SALES COACHING SELECTION PROCESS RED FLAGS NOTES OPPORTUNITY MILESTONES MORE

Red Flags
N | < —
® RedFlag [+ —-None-- Currently Not a Red Flag
Internal Support
Budget
Mitigation Plan Have not met directly with Buyer(s) Contact Q)

Difficult to get access to Decision Makers
Their legal process is very difficult and takes normally 30 - 45 days
Issues installing Strategy Mapper —
® Red Flag Going through a re-org Currently Not a Red Flag
Executive(s) are leaning toward competitor
Have not heard back from customer based on their timeline
Mitigation Plan Change in Project Manager Contact %)
‘Champion is no longer working on project

® Red Flag Budget :] Currently Not a Red Flag

Figure 160

Note: You can enter in your mitigation plan at any time.

Once you have created the Red Flag and your mitigation plan you can link a customer contact to
the Red Flag. This contact can be the person that informed you of the Red Flag or the contact
that is causing the Red Flag.

30. Click on the search icon, select the contact (figure 161).
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Note: You can select any contact it doesn’t have to be from the account. This is
useful when a partner informed you of the Red Flag and can assist in
mitigating it.

OPPORTUNITY DETAIL ORG MAP SALES COACHING SELECTION PROCESS RED FLAGS NoTES OPPORTUNITY MILESTONES MORE
Red Flags
New
Red i Currently Not a Red Fla
® E None- k| Y "
Mitigation Plan Contact x
(] (] Search ~ Salesforce - Enterpri:
i
Red i
® ®  Going through a re-org j
Mitigation Plan Searcn ot [Now
We are going to leverage our champion to introduce us to any new players and update Gelle)
our organizational chart. You can use ™ as
i
ed i c )
® RedF9E  paget j ! Recently Viewed Contacts
Mitigation Plan Nome ‘Account Name
We will look at financing. Alex Tumer ABC Software
Alico Baker ATochnology
i Al ns Point N Time Software, Inc.
Red i Cf Allen Ha ABC Software
® ® Have not met directly with Buyer(s) j
Anna Grenn Dr. Doctor Medical Practice
Mitigation Plan ™ i
BoHONPIIN ey plan Billy Short Point N Time Softwar, Inc
Bryce Smith ABC Software
p Carole White Global Media
4
Cheryl Smith Point N Time Software, Inc.
Red i a
® T Their legal process is very difficult and takes normally 30 - 45 days j Jesse James A Technology
Mitigation Pt JoAnn Majors A Technology
itigation Plan
* We have already started the legal process and have setup a meeting with their team to John Smith Acme
review the steps. . -

Figure 161

Notes

Notes provide a way to link important short conversations and record activity within the
account (figure 162).

3:: Sales Home Opportunities ~ Leads v Tasks v Files »» Notes v Accounts v Contacts v Campaigns v Dashboards v/ Reports \» Chatter Groups v/ Calendar \» People v Cases » News Forecasts
b g
Opportunity Mapper
Point N Time - Strategy Mapper
I
OPPORTUNITY DETAIL ORG MAP. SALES COACHING SELECTION PROCESS RED FLAGS NOTES OPPORTUNITY MILESTONES MORE
L
Notes
New
® Notes Timestamp
Discussed pricing and deployment. 7/30/2018 7:51 AM [11/26/2018 6:54 AM ]
Y,
Task  Task
® Notes Timestamp
Setting up trial. 8/8/201811:36 AM [11/26/2018 6:54 AM ]

Figure 162
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31. Click on Notes, select new, enter in the information, click Save (figure 163).

Note: The note will be timestamped when you create it. This can be changed,

for example you had a call the day before but just entered the information,

you can select the date and time to reflect this.

Opportunity Mapper

Point N Time - Strategy Mapper

Here is my new note from a short conversation I just had with the customer.

Create Follow Up Task

11/26/2018 7:40 AM

NotifyTeam  Opportunity ActionPlan  Opportunity Playbook  OpportunityScore  NewMeeting  Instant Meeting
OPPORTUNITY DETAIL ORG MAP SALES COACHING SELECTION PROCESS RED FLAGS NOTES OPPORTUNITY MILESTONES MORE
Notes
New _
Timestamp
® Notes Discussed pricing and deployment. 7/30/2018 7:51 AM [11/26/2018 7:40 AM ]
i
Task Task
® Note: Timestamp
Setting up trial. 8/8/2018 11:36 AM [11/26/2018 7:40 AM ]
i
Task Task
® Notes Timestamp

[11/26/2018 7:40 AM ]

Figure 163

32.

To create a follow up task, click on the Create Follow Up Task box, complete the

information or select from the dropdown list, click Save (figure 164 & 165). Ensure you

enter a Reminder Date and a Due date.
33. Click Save.

Task Task
Notes < November > 2018 onti
just had with the customer.
Sun Mon Tue Wed Thu Fri Sat
28 9 30 31 1 2 3
ﬁ 45 6 7 8 910
1 12 13 14 15 16 17
Create Follow Up Task 18 19 20 21 22 23 24
Subject 25“27 28 29 30 1
! ®
Today
Reminder

[11/26/2018 7:42 AM ]

Figure 164

Timestamp

11/26/2018 7:40 AM

Due Date

[11/26/2018 7:42

[11/26/2018]



STRATEGY MAPPER USER GUIDE

® Notes .. oo Aimesta mp
Here is my new note from a short conversation I just had with the customer. 11/26/2018 7:40 AM [11/26/2018 7:44 AM ]

Figure 165

Opportunity Milestones

Milestones provide you and your team the tasks that need to be completed for a successful
opportunity. These are template based and can different in each template.

Note: The Opportunity Milestones tab will only display if there are milestones
created in the template.

What is the Value to Me and My Team?

Opportunity Milestone list in order what must be accomplished in the opportunity. They
allow you to assign to team members and track the progress. Being able to assign future
tasks to team members is critical for success.

Depending on your template there can a number of milestones to accomplish for this particular
type of opportunity (figure 166). A milestone consists of the following:

e Name — This is the name or title for the milestone

e Status — Current Status Green = Completed, Yellow = Not Completed or Issues and Red =
Show Stopper

e Projected Completion Date — When the milestone should be completed

Comments — Additional information regarding the milestone, this information will be

part of the information in the task

Assigned To — Who is responsible to complete the milestone

Stage — What selling stage is the milestone linked to

Date Completed — Date the milestone was complete

Task — Hyperlink to the task itself

A milestone can be assigned as a Gate, this is a significant milestone. If a milestone assigned as
a Gate is Red, the Opportunity Milestone tab will be Red. This indicates and focuses your
attention on a potential “show stopper”.
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Note: When a milestone is assigned it will create a Salesforce task for the
Assigned To. The task can be completed on the Opportunity Milestone page or
on the task itself. Each milestone is a component of the opportunity scoring.

Sales  Home Opportunities v leads v Tasks v Files v Notes v Accounts v Contacts v Campaigns v Dashboards v  Reports v  Chatter Groups  Calendar v People v Cases v News Forecasts

Opportunity Mapper
Point N Time - Strategy Mapper
Back to Opportunity - Notiy Manager | NotifyTeam | Opportunity ActionPlan | Opportunity Playbook | OpportunityScore | New Meeting | Instant Meeting

OPPORTUNITY DETAIL ORG MAP SALES COACHING SELECTION PROCESS RED FLAGS NOTES MORE

Opportunity Milestones

New
® Name Initial Business Meeting AssignedTo  yger Travis Davis Q
Status . Stage  Prospecting LY
Projected Completion Date Date Completed
7/30/2018 8:41 AM [11/26/2018 7:57 AM] 7/30/2018 8:41 AM [11/26/2018 7:57 AM ]
« t Task
MMM pain Point Identified? Task e
Champion Identified?
Y
® Name  PoV Scope and Success Factors AssignedTo yser Travis Davis aQ
Status - stage  Qualification
Projected Completion Date Date Completed
10/25/201811:13AM  [11/26/2018 7:57 AM ] [11/26/2018 7:57 AM ]
Comments Task  Task

1t's critical to understand the customer's objectives and have buy off on what will be tested.

Figure 166

34. To edit a milestone, click on Opportunity Milestones, click on the current status for the
milestone (figure 167). Review comments or add new if necessary.

Sales  Home Opportunities v Lleads v Tasks v Files v Notes v Accounts v Contacts » Campaigns v Dashboards v Reports » Chatter Groups v Calendar v People v Cases v News Forecasts

Opportunity Mapper

Point N Time - Strategy Mapper

OPORTUNITVOETAIL  ORGMAP  SAESCOAGHING  SELECTIONGROCESS  REDFLAGS  NOTES  OPPORTUNITYMILESTONES MORE
Opportunity Milestones
New
® Name  IntiolBusiness eting AosignedTo  yser S a
sats [ Stge  prospecting Y
Proected Completon e oate compieted
7/30/2018 8:41 AM [11/26/2018 7:57 AM ] 7/30/2018 8:41 AM [11/26/2018 7:57 AM ]
Comments Task. Task

Pain Point Identified?
Champion Identified?

«

Y
® Name  PoV Scope and Success Factors AssignedTo yser Travis Davis Q
Status . Stage  Qualification
Projected CompICton DR 10/25/20181113AM [ 11/26/20187:57 AM ] prue completea [11/26/2018 7:57 AM ]
Comments Task  Task

It's critical to understand the customer's objectives and have buy off on what will be tested.

Figure 167
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35. Enter in the Projected Completion date, Assigned To if assigning the milestone.

Best Practice

Ensure you assign the task to yourself, if you’re the responsible team member to complete
the milestone.

36. Enter in complete date, or this will be populated if the task was completed.
37. Click Save.

Customer Requirements

This page displays customer requirements along with the solutions or products that meet the
requirements (figure 168). In addition, it displays the score based on your solution and the
requirements. This information is gathered using Meeting Mapper.

Opportunity Mapper

Point N Time - Strategy Mapper

Back to Opportunit Save Notify Manager Notify Team Opportunity Action Plan Opportunity Playbook Opportunity Score New Meeting Instant Meetiny
PP y i g ¥ ! 8 3

OPPORTUNITY DETAIL ORG MAP SALES COACHING SELECTION PROCESS RED FLAGS NOTES OPPORTUNITY MILESTONES CUSTOMER REQUIREMENTS MORE

Customer Requirements

Requirement  100% native Salesforce. Our Solution  Partner Product/Solution

Our Products/Solution  Strategy Mapper Our Solution Score 100

Requirement  Must include Account, Opp y. Meetings and Planning and
Our Products/Solution  Strategy Mapper

OurSolution  Meets Requirement
Our Solution Score 100

Solution Score

100

Figure 168

More

38. By click on More it will display additional tabs (pages) (figure 169).
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ET

Back to Opportunity Notify Manager Notify Team Opportunity Action Plan Opportunity Playbook Oppovluml‘ Score New Meeting Instant Meeting

SELECTION PROCESS RED FLAGS NOTES OPPORTUNITY MILESTONES CUSTOMER REQUIREMENTS MORE
=
COMPETITORS
native Salesforce. Partner Product/Solution
y Mapper MEETINGS
hclude Account, Opportunity, Meetings and Stakeholder Planning and Management. Meets Requirement
y Mapper CUSTOMER TEAM 100

Figure 169

Competitors

Displays the current competitors in the opportunity. Along with any identified strengths and
weaknesses (figure 170).

Opportunity Mapper
Point N Time - Strategy Mapper
Back to Opportunity Notify Manager Notify Team Opportunity Action Plan Opportunity Playbook Opportunity Score New Meeting Instant Meeting
OPPORTUNITY DETAIL ORG MAP SALES COACHING SELECTION PROCESS RED FLAGS NoTES OPPORTUNITY MILESTONES CUSTOMER REQUIREMENTS MoRE
Competitors
Competitor Name Strengths Weaknesses
Miller Heiman Big name. Must have consulting.
McKesson Corporation Has contacts within the practice. Pricing and cost of on going support.
Back o Opportuniy Notiy Manager | NotfyTeam | Opportunity Action Plan | Opportunity Paybook || OpportunityScore || NewMeeting | Intant Meting

Figure 170

Meetings

The most current meeting conducted using Meeting Mapper will be displayed. This allows you
to review the meeting, attendees, notes and sales intelligence (figure 171). The meeting page
will also display previous and scheduled meetings.
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Sales ~ Home Opportunities v Leads v Tasks v Files \ Notes v Accounts v Contacts v Campaigns v

Dashboards v/

Reports v/ Chatter  Groups v

Calendar ~  People v Cases \/ News Forecasts * Strategy Mapy

Opportunity Mapper

Point N Time - Strategy Mapper

Backto Opportunity oty Manager

Notify Team Opportunity Action Plan

OPPORTUNITY DETALL ORG MAP SALES COACHING SELECTION PROCESS RED FLAGS NoTES OPPORTUNITY MILESTONES
Meetings
Name JWIOM - 7/31/2018 8:25 AM
StartTime  7/31/2018 8:25 AM

Account  Point N Time Software, Inc.
What was discussed?

Notes  Public Notes
Actionable Intelligence

Decision Date 9/30/2018
Reference Customer  Yes

Decisions  Continue review of Strategy Mapper; Discuss with sales team; Agreed on a trial pilot

Business Drivers
Customer Requirements
Requirement  100% native Salesforce.

Our Sol

Partner Product/Solution
Our Solution Score 100

Requirement  Must include Account, Opportunity, Meetings and Stakeholder Planning and Management.
OurSolution  Meets Requirement

Our Solution Score 100

Solution Score 100
Competitors

Competitor  Miller Heiman
Competitor  McKesson Corporation
Pain Points
Pain Points  Accurate (improve) Forecasting

Figure 171

Opportunity Playbook | Opportunity Score

CUSTOMER REQUIREMENTS MORE

Meeting Template
End Time

Opportunity

Internal Notes

Budgeted Project
Actions

Open Issues
Technical Drivers

Comments

Our Products/Solution

New Meeting Instant Meeting

Initial Opportunity Meeting
7/31/2018 9:25 AM
Point N Time - Strategy Mapper

Internal Notes

Not Determined

Schedule a meeting to the larger team; Move to Trial

Strategy Mapper is 100% native Salesforce.
Strategy Mapper

Comments  Strategy Mapper includes the four pillars or Key Account Planning.
Our Products/Solution ~ Strategy Mapper
Strengths  Big name.
Weaknesses  Must have consulting.
Strengths  Has contacts within the practice.
Weaknesses

Pain Points Free Form

Pricing and cost of on going support.

39. To view the raw meeting click on the hyperlink to edit the meeting itself (figure 172).

Figure 172

Customer Team (Buying Center)

Meeting Mapper Home Meetings v Accounts v Contacts v  Opportunities » Campaigns v Cases v Lleads v Repots v Dashboards v/  MeetingTemplates v  MeetingInsights \/  Executive Sponsors v  Add Picklist Values  * Morev o
Meeting
‘L]l OPPP - 5/4/2018 7:22 AM
Back Add Attendees Save Send Invites Individual Take Away Notes Actionable Intelligence Export Report Competitors Attachments Opportunity Mapper Tables Add Objective Action Plan m
T Top
onTsales MEETING LOGISTICS  GOAL AND OBJECTIVES/TOPICS
® AE PNTSales
® St Account Acme
P .
o P Opportunity | Acme - 1,200 Widgets Q
Daley
Title | OPPP - 5/4/2018 7:22 AM
Acme .
> ome Meeting Template OP - Patient Population Pov &
Type Remote K
Leanne
Tomiin Start Time | 05/04/2018 7 :Izz jAM j
End Time | 05/04/2018 8 ;|22 jAM j
PNTSales Re J
epeat ~None-
AE Stames
Location
T Acme Location Information
Davis ”
) ~None- _]
oward Conference
Jones
Score s o
@ Post i NewCont.. @ NewOrga.. More ~
Wite something [ share |
@ | Show All Updates

Customer team visually displays who has attended meeting either using Meeting Mapper or
manually added by clicking on Add Attendees (figure 174).
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Opportunity Mapper
Point N Time - Strategy Mapper
Back to Opportunity Save Notify Manager Notify Team
OPPORTUNITY DETAIL ORG MAP SALES COACHING SELECTION PROCESS RED FLAGS NOTES o]
Child 3 PNT
W @ oM™
Larry
Little
Point N Point N Point N
Time Time Time
Software, Software, Software,
Inc. Inc. Inc.
DM,E C,DM,E B
Mike Cheryl Alice
Rownihd PoiaitiN Johnson
Time Time
Software, Software,
Inc. Inc.
| DM DM
Martina Tyler
Dorn Brandon
Back to Opportunity Save Notify Manager Notify Team

Figure 173

40. Clicking on the attendee’s name, you can change their information (figure 175). This is
very useful if for example, you talked to a contact and their role or stance has changed.
They change can be easily modified on this page.

Note: Contact’s Role and Stance will automatically be updated when they
attend a meeting.
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EEE Sales Home  Opportunities v  Leads v Tasks \ Files ~ Notes v Accounts v Contacts v  Campaigns v  Dashboards v  Reports v  Chatt
Opportunity Mapper
Point N Time - Strategy Mapper
00 Edit Attendee
o]
force.com,
OPPORTUNITY DETAIL ORG MAP SALES COJ IQUIREMEN
Edit Attendee
Child 3 PNT
W @ om
Larry Save Cancel
Little
Point N Point N Point N Attendee Information
Time Time Time
Software, Software, Software, Account  Point N Time Software, Inc.
Inc. Inc Inc
DM,E C,DME B FirstName o
Last Name
Smith
Mike Cheryl Alice
w p{!_}ﬂhN Johnson T
ime ime itle #
Software, Software, VP of Sales EMEA
Inc. Inc.
I DM DM Phone  514-509-8864 ®
Email
Martina Tyler
Dorn Brandon
Executive Sponsor J
--None-- -
ook e]
Stance For/Supporter j
Defined For 4 aiable < Chosen

Figure 174

Buttons

Depending on the template buttons will populate on the top of the opportunity plan (figure
171). There are 10 potential buttons take can be displayed on the Opportunity Mapper page.
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330 Sales  Home Opportunities v Leads v Tasks v Files ~ Notes ~ Accounts v Contacts \ Campaigns v Dashboards » Reports v Chatter Groups v Calendar v People v Cases v News

Opportunity Mapper

Point N Time - Strategy Mapper

OPPORTUNITY DETAIL ORG MAP SALES COACHING SELECTION PROCESS RED FLAGS NOTES OPPORTUNITY MILESTONES CUSTOMER REQUIREMENTS MORE

Opportunity Detail

Name  Point N Time - Strategy Mapper Description

Stage Trial | PoV Amount $9,600.00

Probability (%) 60% Close Date 10/26/2018
Opportunity Type  New Business NextStep  Waiting on customer.
Lead Source  Trade Show Opportunity Mapper Template Strategy Mapper - Frontal

Products
Name Quantity
Point N Time - Strategy Mapper Strategy Mapper 20.00
Partners

Strategy to Win - Tactics - Value Proposition

STRATEGY TO WIN TACTICS VALUE PROPOSITION

B I US|® QW E £ 5|/ ;5 %

Our strategy is to use a frontal attack, we have a superior solution based on the initial customer meeting.

We will leverage the following:

« We are an ideal fit based on the following customer requirements:100% integration with Salesforce
« Ability to map to their current sales methodology

« Mobile access from any device via native Salesforce products

« Mobile access from iPad using Meeting Mapper mobile

« Meeting Planning and Execution

« Opportunity Planning - Playbook

« Account Planning - Playbook

Figure 175

Back to Account - Back to Account will take you back into the account itself.
Save — Save the current plan.

Notify Manager — Send notification to manager(s) to review plan.

Notify Team — Send notification to team members to review plan.
Opportunity Action Plan - Account Action Plan

The Action Plan is a condensed version of the Opportunity Playbook that provides the user with
the most important information to ensure success and revenue in the account. The Action Plan
consists of the following:

Sales Coaching based on the current and next stage.
Selection Processes not Completed.
List of the Red Flags along with mitigation plan for each, if a Red Flag does not have a
mitigation plan the Red Flag will be marked in red.
Opportunity Milestones not completed and current status (percent completed).
List of Key Players, as defined by the roles below, in the Account along with their Stance.
o Champion
o Decision Maker(s)
o Buyer(s)
Weaknesses
Obstacles
Objections
List of Open Activities
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v" Playbook

In the Opportunity Playbook the following sections were added (figure 178): This is a snapshot
of an Opportunity Playbook, to see a complete playbook click on this link: Opportunity Playbook

e Opportunity Overview — Displays current information regarding the opportunity.
e Description — Description for the opportunity.

Opportunity Playbook for Acme - 1,200 Widgets

Opportunity Overview

Here is the Opportunity Playbook for Acme - 1,200 Widgets as of 6/28/2018. With a decision date of 7/31/2018. We currently have 33
days until the decision is reached. Is the customer’s project budgeted? Yes.

Forecasted Revenue: 120,000.00
Current Stage: Negotiation/Review
Probability: 50%

Close Date: 8/28/2015 — Pﬂgt DUQ (§||bp§d)

Description

The deal is at 50% because they are at the sales process stage of evaluating our ROI justification.

Figure 176

Sales Coaching — Current and next stage (figure 179)

Sales Coaching

Stage Sales Coaching

Negotiation/Review Review proposal with sales management before sending/discussing with customer.
Ring the Bell!

Closed Won

Publish - how we won and lessons learned.

Figure 177

Situational Awareness provides information to be more and better prepared with meeting
with customer (figure 180).
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Situational Awareness
Based on the Product(s) selected, industry of the customer and their location the following intelligence is provided.

The most likely Pain Points of the customer are:

Pain Points

Low usage of Salesforce

Teams Not Practicing Sales Methodology

The competitor(s) your most likely to encounter are:

Competitors \ Strengths Weaknesses

Axiom Resources in many geos. Legacy interface and lack of integration with SFDC.

The most typical Objection(s) to move forward and winning are:

Objections
Not funded (no budget)

The possible Obstacle(s) to moving forward and winning are:

Obstacles

Gatekeeper is blocking access to DM

Our Strengths are:

Strengths

Account Management

Opportunity Planning

Figure 178

e Opportunity Milestones — List all milestones and current status (figure 181).

Prodticts/Solutions Sold Into This Account:

Davis Sporting Goods MM SLA: Platinum

New Years 2016 - Update Strategy Mapper
New Years 2016 Strategy Mapper

Figure 179

e Opportunity Score

There are two levels in Opportunity Scoring:
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The top level is Opportunity Health, it's comprised of information gathered in the opportunity
plan, Sales Intelligence and Solution Scoring. This is an overall health of the opportunity.

The second level is comprised only of information gathered in the Opportunity Plan and the

other feeds into the plan. In addition, we have separated out the different components (figure
182):

e Opportunity Score — The score based on Information gathered in the Opportunity Plan
(what has the user accomplished in the plan)

e Sales Intelligence — The score based on Information gathered in Meeting Mapper
e Solution Average Score — How your solutions match up to the customer requirements

—
353 Meeting Mapper  Home  Meetings v Accounts v Conlacts v Opporunits v Campaigns v Cases v leads w Repors v Dashboards . MeetingTempltes . Meeting nsights v o Add PickistValues  * More
Opportunity Health
Acme - 1,200 Widgets
Score
Opportunity Health
Score Score Score
Opportunity Score Sales Intelligence Solution Average Score
Opportunity Mapper Meeting Mapper
StategytoWin 100 x 1 Toctis 0 x 1 Meetings 100 x 1 DecisionMaker 100 x 1
Value Proposition 0 x 1 SolesCoaching 11 x 1 Buyer 100 x 1 Champion 0 x 1
Selection Process 0 x 1 RedFlags 100 x 1 DecisionDate 100 x 1 Competitors 100 x 1
Opportunity 28 x 1 MansgerReview 0 x 1 PainPoints 100 x 1 OurStrengths 100 x 1
Milestones
OurWeaknesses 100 x 1 ObstaclestoWin 100 x 1
TeamReview 0 x 1
Objectionsto 100 x 1 WhyBuys 100 x 1
Budgeted Project 100 x 1

Figure 180
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e New Meeting
Create and schedule a meeting with Meeting Mapper
v Instant Meeting
Launch a meeting with Meeting Mapper
v' Org Map
41. Click on Org Map to display the org map for the account (figure 183). By default, the org
map is populated from meeting attendees (contacts). It will also display the reporting

structure of the contact. For example, if you had a meeting with Jon and if Jon Reports
To is Geoff, Geoff will automatically display on the Org Map.

Account: Acme

Opportunity: Acme - 1,200 Widgets

Undo Contacts Add Contacts Add Leads Switch to Line Mode Back
Global Media
‘ Geoff Minor
‘ President
CBI
Global Media I Global Media I Acme I
Jon Amos ® Carole W... o Leanne To...

‘Sales Ma... ‘VP Sales ‘VP Custo...

Acme Acme
) Howard J.. ) Edward St...

‘Buyer ‘0O ‘Presidenl

Figure 181

Adding a Contact to the Org Map

42. Click on Add Contacts, either select from the pre-populated list or search for the contact
(figure 184). Click Add next to the contact.
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Account: Acme

Opportunity: Acme - 1,200 Widgets

Add Contacts Add Leads Switch to Line Mode Back
o0 e Add Contacts

G @& https://pntsales--meetingmapper.na73.visual.force.com/apex/Meetin: B | «» @ ¢ =

X Add Contacts

Selected Contacts

No records to display.

Contacts

Keyword to search

Action Name
Add John Smith
Add Mark Land
Cancel Show All Contacts

Figure 182

43. Click Save (figure 185).
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Account: Acme

Opportunity: Acme - 1,200 Widgets

Add Contacts Add Leads Switch to Line Mode Back

@G a https://pntsales--meetingmapper.na73.visual.force.com/apex/Meet E] e O W =

Add Contacts

Selected Contacts

Action Name

Remove John Smith
Contacts

Action Name

Add Mark Land

q Save Cancel Show All Contacts

Figure 183

v" New contact will display on Org Map (figure 186).

A [5)
332 Meeting Mapper Home Meetings v Accounts v Contacts »  Opportunities \+ Campaigns v Cases v leads v Reports v Dashboards v/ MeetingTemplates \+ MeetingInsights v/ Executive Sponsors v/  Add Picklist Values *

Account: Acme

Opportunity: Acme - 1,200 Widgets

Add Contacts Add Leads Switch to Line Mode Back

Giobal Media

@ Geoff Minor
(g Fresident
CEI
Global Media Global Mml Acme I
®, Jon Amos § Cagew.. @ LeameTo..
les Ma... les usto...
[ ) » oue
Aeme I some 1
§ EdwardSt.. (@ HowardJ..

Cmine g

Figure 184

44, Re-align by holding the left mouse key over the contact icon and move contact icon to
org structure (figure 187). Edit contact information as outlined above.
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Account: Acme

Opportunity: Acme - 1,200 Widgets

Add Contacts Add Leads Switch to Line Mode Back

Keyword to search

Global Media
& Geoff Minor
‘ President
CBI

Global Media I Global Media I Acme I

Jon Amos Carole W... Leanne To...

& & &
‘ Sales Ma... ‘VP Sales ‘ \[I):’n%usto. .

Acme Acme Acme I
Edward St... ® Howard J... o John Smith
() .‘ President ... Buyer /
B,DM DM,E ‘

Figure 185

45. To move or realign the org map, click on a user and move with holding down your
mouse key to realign the contact (figure 188).
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K
Account: Acme
Opportunity: Acme - 1,200 Widgets
Undo Contacts Add Contacts Add Leads Switch to Line Mode Back
Global Media
& Geoff Minor
‘President
CcB
Global Media Global Media I Acme I
& Jon Amos o Carole W... o Leanne To...
‘Sales Ma... ‘VP Sales ‘VP Custo...
Acme Acme
Edward St... Howard J...
o A President ... A Buyer

Figure 186

46. Right mouse click on a contact to perform the following actions (Figure 189).

e Stance - Change current Stance

e Role — Change current Role

e Executive Sponsor — Assign an executive from your company to reach out this this
contact

e Attendee Notes — Create individual notes for this contact (when a note is created the
note icon will be displayed next to the contact icon, click on the icon to review the
notes.

e Reports To — Change the Reports To, it’s recommended just move the contact icon to
the new reports to on the org map

e Remove — Removes the contact from the org map, can be added later at anytime

e Realign — Will remove the contact from the reporting structure, will remain on the org
map page.
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K

Account: Acme

Opportunity: Acme - 1,200 Widgets

Undo Contacts Add Contacts Add Leads Switch to Line Mode Back

Global Media
Geoﬂ Minor
‘ President
Global Media I Global Media I Acme I
0 Jon Amos & Carole W... ) Leanne To...
‘Sales Ma.. ‘VP Sales ‘VP Custo...

Acme Acme
. Edward St... ) HowardJ...

'Presment ‘Buyer

Stance

Role

Executive Sponsor
Attendee Notes
Reports To

Remove

Realign

Figure 187

In the event your org map is large and complex, and you can’t see a contact, enter in the name
of the contact in the search field, the org map will shift to display and highlight the contact
(figure 190).
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Account: Acme

Opportunity: Acme - 1,200 Widgets

Undo Contacts Add Contacts Add Leads Switch to Line Mode Back

Edward
Global Media
& Geoff Minor
. President
CBI
Global Media I Global Media I Acme I
& Jon Amos & Carole W... & Leanne To...
‘Sales Ma... .VP Sales ‘VP Custo...
Acme Acme

;%E! Hi dJ...
() - resident ... = Bgywearr
» »

Figure 188

Line Mode allows you to build lines of relationships between contacts (figure 191).

Note: The org map can’t be collapsed in Line Mode.
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Account: Davis Sporting Goods

Opportunity: Test CBP 1

Add Contacts Switch to Collapsed Mode

Mary May
o Man

test 1 test 2 Andy Young Mark Black Jordan Day Bob Fox
AAE,BM &AE,BM,B,OX,CB,(‘SVP, J Director o CEO AVP Sales
Operatio
EU Services |
D Jeff Glimpse 0 BG 1 IJoe Pro ® sIBush ") Salll Binkley ) Jimmy Lee
SVP, Director of Beirector CMs
Procurement eénfrastructure'Sales - - |
: i i Bill
P Lisa ) Travis Davis Rooster
) Derek Jones ‘Fllntstone . Engineer
‘Manager E
Service
Desk
Charles First
O
Jason Third Betty Second Mark Forth
o VP of 9 CFO J CMO
Sales B,DM

B,DM

Figure 189

47. Verify you're in Line Mode, left mouse click on the first contact, then left mouse click on
the second contact. This will draw a line connecting them.

48. Click on the line to add information why the relationship (figure 192). Left mouse click to
review the information regarding the connection.
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Account: Acme

Opportunity: Acme - 1,200 Widgets

\dd Leads Switch to Collapsed Mode Back

11

G & https://pntsales--meetingmapper.na73.visual.force.com/apex/MeetingMar v O '
yord to search

ﬂ Line Details
Global Media
Save  Cancel ) Geoff Minor
‘Presidenl
cB
Note I I
«~|B1us|enes=s sz x bl Moda Aemo
- - - 18 ) CardleW... P Leamne To...
John and Carole have worked together before. ... VP Sales ‘VP Custo...
DM,E
Acme
Howard J... John Smith
. Buyer 9

Figure 190

49. To delete the relationship, right mouse click on the line and click Ok (figure 193).
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The page at https:/pntsales--meetingmapper.na73.visual.force.com says:
Are you sure to delete the line?

Cancel || OK

Figure 191

Note: The Org Map as the ability to create an org map based on Leads.
However, a lead can’t report to a contact or a contact report to a lead. The
steps and procedures are the same for lead and contacts




STRATEGY MAPPER USER GUIDE

Using Meeting Mapper

The examples used in this section will walk you through create and execute a meeting using
Meeting Mapper. The meeting will be based on a template and linked to an account. It’s
important to know that the steps detailed are the same no matter which, object the meeting is
linked to. The interface is the same for each meeting and whether your using Classic or
Lightning version of Salesforce.

Two Meeting Types

There are two meeting types in Meeting Mapper:

Instant Meeting — Normally this type of meeting is used for example when you’re on the phone
with a customer and want to document it as a meeting.

New Meeting — A meeting that is scheduled in advance.

The only difference between the two are how you get to the meeting page. For an instant
meeting click the Instant Meeting link, select a template and you are brought into the meeting

page. A New Meeting requires more steps to the meeting page. For this example, New Meeting
will be used.

Creating a New Meeting

1. Click on an account, click on New in the section called Meetings (figure 194).

LELN Acme

Score

Account Health

Score Score l Score

E Meetings (5) New ACTIVITY CHATTER

SUBJECT Tme OPPORTUNITY TOTAL ATTENDEE COUNT

IAM - Test IAM - Test Filters: All ime - All activities + All types Y

AARW - 12/20/2017 9:19 AM AARW - 12/20/2017 9:19 AM Acme - 1,200 Widgets Refresh Expand All

Next Steps More Steps

4
4
IAM - Test 1AM - Test o
000-3/11/2018 12225 PM 000-3/11/2018 1225 PM 2

6

444

OPPP-5/4/2018 722 AM [F1/0PPP - 5/4/2018 7:22 AM ‘Acme - 1,200 Widgets

View All

[E] Contacts (5) New

- John Smith > Opportunity Note

Figure 192

2. Enterin asubject for the meeting, select the template from the Meeting Template
dropdown list (figure 195).
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i3 MeetingMapper  Home Meeings v  Accounts v Contacts v Opportunities v  Campaigns v Coses v Leads v Reports v Dashboards v MeetingTemplates v MeetingInsights v Executive Sponsors v Add PckistValues * Morew °
Meeting Edit
New Meeting
Meeting Information
Tite SAM Meeting Mid Year / Contersnce Vidyo k|
Mesting Template Rrose: comaicn | e Remote 4
Sirteic ccount Moating
101 Main
Street,Allen,TX,75002,USA 5555551212
Related To Account j Testcu a Location Billing Address E
Meeting Time
. 1 ~| 00 B
Start Time 06/28/2018 11 j 49 j AM j Duration J J
Hour Minute
Repeat ~None-- |
Linked Meeting Template Information
Why Change? How is the Practice? Why Now? Why NextGen?

Insight - Identify the flaws in current thinking or approach.

What s the risk? What is the opportunity improvement?

Strategic Priority- Strategic, Financial, Personal cost of delay?

Optimizing front office processes to ensure efficient & accurate

data capture
Managing denial prevention

Assess financial performance using advanced reporting methods

Establish baseline and set key performance indicators
Automate billing & payment methods

What are the capabilities we can provide? What will we recommend?

Figure 193

3. Select the Conference Type, Type (meeting on-site, remote, etc.) from the picklist (figure

196).

—
i3I MeetingMapper  Home Meetings v Accounts v Contacts v Opportunities v Campaigns v Cases  leads  Reporis v Dashboards v MeetingTemplates v MeetingInsights v  Exccutive Sponsors v Add Pickist Values  * More o|
Meeting Edit
New Meeting x
Meeting Information
Title SAM Meeting Mid Year Conference Vidyo J htps:\\myvidyo.com
Remote
« onsie
Mesting Tempiate " ype
g Templ Strategic Account Meeting J TyPe D
Conterenc
Executiv Bifing Conter
Ouside Saes set
]
Related To Account J TestCU Y] Location Billing Address j
Notify Manager Straat
city
state
Zipcode
Country
Phone
Location Information
Meeting Time
1 ~| 00 ~
Start Time. 06/28/2018 1 :] 49 J AM j Duration J

Figure 194

4. In the location field, select the location. This will pre-populate based on information on
the account record. If the address is not listed select, enter in the address information

and other location information (figure 197).
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A T
333 MeetingMapper ~ Home

Meetings v

Accounts \+  Contacts v Opportunities v  Campaigns v  Cases

v leads v Reports v Dashboards v  MeetingTemplates v  MeetingInsights  Executive Sponsors v Add Picklist Values

* Morew

Meeting Edit
New Meeting

Meeting Information

Title
Mesting Template
Related To

Notify Manager

Meeting Time

Start Time

Repeat

Linked Meeting Template Information

5.

Meeting Edit

SAM Meeting Mid Year

Strategic Account Meeting j

Type
Account j TestCU @ Location
street
city
— -
Zipcode
Country

06/28/2018 1 j 49

~None--

Figure 195

Vidyo j https:\\myvidyo.com
Onsite

Custom

1234 Main Street

Allen

™

75002

us

(555) 123-5678

Next to the park.

1 joo

Hour Minute

In the Meeting Time section select the date and start time and the duration (figure 198).

New Meeting

Meeting Information

Title

1
1

Start Time.

Meeting Time 24 25 26 27. 29 30
Now

06/28/2018 1 j 49

SAM Meeting Mid Year

Meeting Template Strategic Account Meeting j Type
Relted o Account o Tescw ¥ Locaton
Notity Manager street
city
state
o June 2018 ° ZipCode

Su Mo Tu We Th Fr sa
Country

102

3 4 5 6 7 8 9

0 1 12 13 14 15 16
7 18 19 20 21 22 23

Repeat ~None-

Figure 196

Vidyo j https:\\myvidyo.com

onsite 4
Custom j

1234 Main Street
Allen

™

75002

us

(555) 1235678

Next to the park.

As you scroll down, there may be some information in the Internal Notes section.

6. Click Save. This will launch the meeting page.

If this is a subsequent meeting the meeting attendees from the previous meeting are auto-

populated on the meeting page (figure 199). The meeting attendees will have the Stance and
Role defined in the previous meeting in the current meeting.
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In the event this is the initial meeting, the only meeting participant will be the organizer of the
meeting.

Note: The Send Invites and Export Report are grayed out and can’t be used
until the meeting in initially saved.

= Ay Q EEEEEEX )

Home Meetings v Accounts v Contacts v  Opportunities v Campaigns v Cases v leads v Reports v Dashboards v MeetingTemplates \ Meetinglnsights v  Executive Sponsors v  Add Picklist Values  *Morew. °

33 Meeting Mapper

Meeting

i SAM - SAM Meeting Mid Year

Back  AddAttendees  Save  Sendlnvites  IndividualTakeAway ~ Notes  ActionableInteligence  Tasks  ExportReport ~ OrgMap  AfterActionsReview  Attachments  AccountMapper  Tables  AddObjective  ActionPian  [EReSHIEEE]

TestCU MEETING LOGISTICS  GOAL AND OBJECTIVES/TOPICS  TESTCU

DM,IF,
1 A
Account I TestCU Q

Sian. Title I SAM - SAM Meeting Mid Year
Meeting Template Strategic Account Meeting &)
ou q
TestCU TestCU Start Time I 06/28/2018 1 j 49 j AM j
COME ! B,DM
O End Time | 06/28/2018 12 j 49 j PM J
Pat Repeat ~None- j
Kelll
Elsworth Sykes i
Location 1234 Main Street, AllenTX,75002,U5,(555) 123-5678
e Location Information Next to the park.
ales
AE Vidyo j
Conference
https:\\myvidyo.com
Travis Score [}
Davis
@ Post 3 NewCont.. @ NewOrga..  More *

Q| Show All Updates

Figure 197

Working in the Meeting Page

The meeting page is comprised of (figure 200):

Note: Not all of the buttons listed below are used in this example based on the
template selected.

e Buttons — Allow you to perform certain functions and activities in the meeting. The
buttons displayed is based on the meeting template.
o Back - Takes you back to the associated Salesforce object (e.g. Opportunity)
o Save - Saves the current meeting information
o Notes - Allows you to take meeting notes and view notes from previous
meetings (public and internal).
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@)

Tasks - Allows you to assign tasks to meeting attendees. These are standard
Salesforce tasks.

Org Map - Gives the ability to display and manipulate the organizational
hierarchy of the customer/partner organizations.

Meeting Insights - Allows you to specify from a list of items what resonated in a
meeting.

Opportunity Mapper - Takes the user to the associated Opportunity Mapper
page.

Related Opportunity - Allows the user to update an additional opportunity in a
meeting.

Table — Allows you to specify the table displayed on the meeting page, by default
no table is displayed on the meeting page.

Add Attendee - Add an attendee to the meeting, both contacts (customer team)
and users (account team).

Send Invites - Allows you the ability to send meeting invitations and include
meeting agendas.

Individual Take Away - Allows you to specify "Take Away" for each meeting
attendee.

Actionable Intelligence - Allows you to collect sales intelligence.

Add Objectives — Allows you to add objectives for a successful meeting.

Note: Sales Intelligence is a component of the Account and Opportunity Plans

scoring.

Export Report - Allows you to export a public and internal meeting report.
Related Object Settings - Allows the ability to populate fields.

Sync Attendee Events - This pulls forward tasks from previous meetings that
have not been completed.

Attachments - Allows you to attach items as part of the meeting record.

After Actions Review - Allows you to specify and describe a follow up item after
the meeting.

Account Mapper - Takes the user to the Account Mapper page associated with
the meeting.

e Meeting Area - Portion of the meeting page to add meeting attendees and table types.

e Meeting Logistics, Goals and Objectives/Topic and Related List - Useful information
regarding logistics, goals, objectives and fields from the related object that can be
updated in the meeting.

e Chatter — Real-time collaboration.
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33 Meeting Mapper Home Meetings v~ Accounts v Contacts v Opportunities » Campaigns v Cases v Leads v Reports v Dashboards \  Meeting Templates v  MeetingInsights v  Executive Sponsors \  Add Picklist Values

* Morew o
Meeting
‘-]l SAM - SAM Meeting Mid Year u ons

TestCU MEETING LOGISTICS  GOAL AND OBJECTIVES/TOPICS  TESTCU

] DM,IFA
P
Account I TestCU Q
Jan Title I SAM - SAM Meeting Mid Year
e e n Meeting Template Strategic Account Meeting &

Type onsite j
TestCU TestCU Start Time I 06/28/2018 1 :] 49 :] AM j
COME 2 8,0M
End Time I 06/28/2018 12 j 49 j M j
Repeat ~None- j
Kelli s
Ellsworth. Location 1234 Main Street,Allen,TX,75002,US,(555) 123-5678
Location Information Next to the park.
PNTSales
AE Vidyo j
Conference
hitps:\\myvidyo.com
Travis score
Davis

“Meeting Logistics

@ Post 3 NewCont.. @ NewOrga..  More *

Q| Show All Updates

Figure 198

Add Meeting Attendees

7. Click on Add Attendees, the default page is User Attendees. These are meeting
attendees from your organization (team). Click Add next to their name (figure 201).

Note: In the event you need to search for a user, contact or lead, start typing
their name in the search field (figure 200). There is no limit on the number of
meeting attendees, just real estate in the meeting area.
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Meeting Mapper Home Meetings v Accounts v Contacts v  Opportunities v Campaigns v Cases v Leads v Reports v Dashboards v  Meeting Templates \  MeetingInsights \  Executive Sponsors \/  Add PicklistValues *Morew

L

I Add Attendees

/ Back To My Meeting

CONTACT ATTENDEES LEAD ATTENDEES
Attendees
Action Name Title Email Stance Role Level Of Participation Individual Notes Reports To Via Conference Call
Remove Travis Davis Account Executive travisd@pointntime.com Participant Account Executive
Users
Action Name Title Email Phone
Add Anna Britnor Guest Consultant anna@leadingedgecoaching.co.uk
Add Mike Williams mikew@pointntime.com
Add Eddie Carvallo eddiec@pointntime.com
Add Mike Williams cvanthof@nexthealthtechnologies.com
Add Sean Daley seand@pointntime.com
Add Chatter Expert noreply@chatter.salesforce.com
Add John Smith john@example.com (212) 5555555
Add Jon Amos Sales Manager info@example.com (905) 5551212
Add Service Agent serviceagent2013@example.com

Figure 199

8. Click on Contact Attendees to add contacts from the account or partners, click Add next
to their name (figure 202). To remove a contact from the meeting, click remove next to
their name.

Meeting Mapper ~ Home ~ Meetings » Accounts v Contacts v  Opportunities ~ Campaigns v Cases v Leads v Reports v Dashboards v MeetingTemplates \  MeetingInsights v  Executive Sponsors v  Add Picklist Values *Morew
N

Add Attendees
Back To My Meeting
USER ATTENDEES CONTACT ATTENDEES LEAD ATTENDEES
‘Add New Contact

Attendees

Actior Name Title Email Stance Role Level Of Participation Individual Notes Reports To Via Conference Call

Remove Brian Wixson cio sales@pointntime.com Opponent Decision Maker; Influencer; Approver Pat Sykes

Remove Kelli Ellsworth svp sales@pointntime.com For Champion; Decision Maker; Evaluator Interactive Pat Sykes

Remove Pat Sykes CEO sales@pointntime.com Undecided Approver; Decision Maker Interactive
Contacts

No records to display.

Back To My Meeting

Figure 200

Add New Contact
On the Contact Attendees you can also add a new contact to the account.

9. Click on Add New Contact, complete the information for the contact (figure 203).
10. Click Save, the new contact will be added to the meeting.
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s R
EditAt: oo
Meeting Mapper ~ Home Meetings »  Accounts v Contacts v Opportunities v Campaigns v Cases v leads  Reports v Dz = B o %
New Contact Attendee
Add Attendees
Back To My Meeting Save Cancel
USER ATTENDEES 'CONTACT ATTENDEES LEAD ATTENDEES Attendee Information
Account  TestCU
‘Add New Contact
LastName |
Lower
Attendees
i
e Director of Sales
Action Name Title Email Stance Role
Phone
55512135467
Remove Brian Wixson cio sales@pointntime.com Opponent Decision Maker; Influencer; Approver @
Email
Remove Kelli Ellsworth SVvP sales@pointntime.com For Champion; Decision Maker; Evaluator ‘sales@pointntime.com
Remove Pat Sykes CEO sales@pointntime.com Undecided Approver; Decision Maker Executive Sponsor :]
Contacts stance o cided j
LevelOf ractive il
Participation
No records to display. Role
Addall 1 items selected Remove ail
o 1 Eve r -
Employee + Evslustol
End User +
Back To My Meeting Executive Sponsor +
Faciltator +
Finance +
Gatekeeper =
Human Resources +
Individual Notes

Figure 201

Add Lead to a Meeting
Meeting Mapper allows you to add Leads to any meeting.

11. Click on Lead Attendees, select a lead from the list or Add a new lead (figure 204).

av | Q R ]
- itAt o
Meeting Mapper ~ Home Meetings v Accounts v Contacts  Opportunities  Campaigns v Cases v leads v Reports v D —Editatter B o% =
New Contact Attendee
Add Attendees
Back To My Meeting Save Cancel
USER ATTENDEES 'CONTACT ATTENDEES LEAD ATTENDEES Attendee Information
Account  TestCU
First Name
Add New Contact
Last Name |
Lower
Attendees
Title Director of Sales
Action Name Tide  Email Stance Role
Phone
555.1213.5467
Remove Brian Wixson C0  sales@pointntime.com Opponent Decision Maker; Influencer; Approver o
Email
Remove Kelli Ellsworth SvP sales@pointntime.com For Champion; Decision Maker; Evaluator sales@pointntime.com
Remove Pat Sykes. CEO sales@pointntime.com Undecided Approver; Decision Maker Executive Sponsor None- j
Contacts Stance Undecided :J
N Interactive j
Participation
No records to display. Role
Addall 1 items selected Remove all
T % Evaluator -
Employee + Lo
End User +
Back To My Meeting Executive Sponsor +
Faciltator +
Finance +
Gatekeeper +
Human Resources +
Individual Notes

Figure 202

12. Once you have added all your attendees, click on Back to My Meeting (figure 205).
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No records to display.

Back To My Meeting

Figure 203

Meeting Mapper Home Meetings v  Accounts v  Contacts v  Opportunities \v Campaigns v Cases \ leads \v Reports \/ Dashboards \v MeetingTemplates \/  MeetingInsights \v  Executive Sponsors v  Add PicklistValues * Morew
N
Add Attendees
Back To My Meeting _
USER ATTENDEES CONTACT ATTENDEES LEAD ATTENDEES
Add New Contact

Attendees

Action Name Title Email Stance Role Level Of Participation Individual Notes Reports To Via Conference Call

Remove Brian Wixson clo sales@pointntime.com Opponent Decision Maker; Influencer; Approver Pat Sykes

Remove Kelli Ellsworth SvP sales@pointntime.com For ‘Champion; Decision Maker; Evaluator Interactive Pat Sykes

Remove Pat Sykes CEO sales@pointntime.com Undecided Approver; Decision Maker Interactive
Contacts

13. Click Save, all the new meeting attendees are displayed on the meeting page (figure

206).

Note: Once the meeting is Saved, the Send Invites and Export Report are not
grayed out and are clickable.

Home Accounts v Contacts v

Meeting Mapper Meetings

Ay Q

o2 @

Write something.

Q| Show All Updates

Figure 204

Opportunities \+  Campaigns v+ Cases v leads \v Reports  Dashboards v MeetingTemplates ~  MeetingInsights v Executive Sponsors v  Add PicklistValues  * Morew o
Meeting

- SAM - SAM Meeting Mid Year

Back Add Attendees Save end Invites Individual Take Away Notes Actionable Intelligence Tasks Export Report Org Map After Actions Review Attachments Account Mapper Tables AAdd Objective Action Plan Completed

TestCU TestCU

P e FeE TestCU MEETING LOGISTICS ~ GOAL AND OBJECTIVES/TOPICS  TESTCU

- - L DMIEA

m Johy

Blackpum Lower Account | Testcu Q

\Brian Title | SAM - SAM Meeting Mid Year
Meeting Template Strategic Account Meeting &)
Tpe onsite E|
TestCU TestCU Start Time | 06/28/2018 1 :] 49 :] M j
COME F B8,0M
End Time. | 06/28/2018 12 Jaq J M j
Repeat ~None-- k|
el o
Ellsworth Location 1234 Main Street,Allen,TX,75002,US,(555) 123-5678
Location Information Next to the park.
PNTSales
Vidyo J
Conference
https:\\myvidyo.com
Travis Score [
Davis
@© Post 3 NewCont.. @ NewOrga..  More *
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14. To rearrange the meeting attendees, hold your mouse over the attendee icon, left
mouse hold and drag the icon to any position in the meeting area (figure 207).

33 Meeting Mapper Home Meetings v Accounts v Contacts v  Opportunities » Campaigns v Cases v Lleads v Reports » Dashboards \ MeetingTemplates \ MeetingInsights \ Executive Sponsors Add PicklistValues * Morev

Meeting

8
i SAM - SAM Meeting Mid Year

Back  AddAttendees  Save  Sendlnvites  IndividualTake Away = Notes  Actionablelnteligence  Tasks  ExportReport ~ OrgMap  AfterActionsReview  Attachments  AccountMapper  Tables  AddObjective  ActionPlan [CBIAEE]

MEETING LOGISTICS  GOAL AND OBJECTIVES/TOPICS  TESTCU

TestCU
] DM,IEA
P
TestCU Account |Tes|CU Q
P e E n

Joran Title | SAM - SAM Meeting Mid Year

oy Meeting Template Strategic Account Meeting &)
Blackburn

Type Onssite _]
TestCU TestCU Start Time | 06/28/2018 11 j 49 j M j
COME B,OM
End Time | 06/28/2018 12 j 49 J M j
- s Repeat ~None- o
el
Sykes
Ellsworth Y Location 1234 Main Street,Allen,TX,75002,US,(555) 123-5678
PNTSales Testcw Location Information Next to the park.
AE ¥ o
- Vidyo j
John Conference
Lower https:\\myvidyo.com
Trav
Davis Score [ ]
. @NewOrga.. More~

Figure 205

Edit Meeting Attendee’s Details
There are two ways to edit a meeting attendee’s details:

e Left mouse click on the attendee’s name — can edit all setting in one window
e Right mouse click on the attendees icon — can select single item to edit

The Edit Attendee window allows you to edit (figure 208):

First Name

Last Name

Title

Phone

Email

Stance

Level of Participation

Main Influencing Factor 1st and 2nd

Role

Individual Notes — when individual notes are added the notes icon will display in the org
map next to the contact icon.

e Via Conference Call — select if meeting attendee is joining via a conference call
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Best Practice
This is checked if a meeting attendee (remote employee) is joining a meeting via a
conference call and the other meeting attendees are attending in person.

e ReportsTo
e Add Event
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® =0 Edit Attendee

force.com B - O %

Edit Attendee

Save Cancel

Attendee Information

Account  Point N Time Software, Inc.

First Name .
Alice

Last Name
Johnson

Title . .
Director of Marketing

Ph
°M®  214.500-8864 (@)

Email . .
sales@pointntime.com
Executi nsor
ecutive Sponso None-- :I
Stance Leaning For j
Defined For  [uzijable Chosen
Said ours to lose 4 They need Strategy Mapper
Said Trail went great
Said we will buy it <
Leading with Strategy Mapper =
Additional
Clarification
4
Level Of ) -l
o Interactive v
Participation
Main Influencing
Factor (1)  Stay ahead of Competition ;I 3
Main Influencing
Factor (2) Reduce Customer Turnover j e
Role
Add all 2 items selected Remove all
Account Executive + 1 Buyer -
Approver + 1 Evaluator —
Figure 206

15. To edit all setting on one window left mouse click on an attendee, edit attendee details,
click on Save (figure 209). This will close the window and return to the meeting page.
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30N +]

ses v *IOM-7/31/2018825A.. v X

Point N
Time
Software,
Inc.
C,DM,E
® .. ®
Smith
PNTSales
AE
Point N
Time
Travis Software,
Davis Inc.
; oM
i)
[z — @
Brandon
@ Post ) NewCont.. @ NewOrga..  More ~

something,

Q| Show All Updates

There are no updates.

Attendee Stance
There are eight default Stance:

For — Green

Against — Red

Leaning For — Light Green
Leaning Against - Purple
Undecided — Orange
Neutral — Yellow
Participant — Blue

No Show — Pink

. nv 000 Edit Attendee
i1 Sales  Home Opportunities v Lleads v Tasks v Files v Notes v  Accounts v  Co
Edit Attendee
Meeting
1| IOM - 7/31/2018 8:25 AM
Back Add Attendees Save Send Invites Notes Actionable Intelligence S: Can
PointN Attendee Information
ime
Software, Account  Point N Time Software, I
Inc.
Child 3 PNT Alice
" @ oM
- Johnson
@ ar

Director of Marketing

N 0}

sales@pointntime.com

Chosen
(2] ' They necd strategy Mapper

ftunity  Add Objective  [EESIGIEE)

£S  OPPORTUNITIES

Factor (1) Stay ahead of Competition j =

Reduce Customer Tumover J [

Figure 207

The attendee icon will either be the Stance color or if the icon has been replaced with a photo,

the Stance color is around the photo.

Additional information can be linked to the following Stances (figure 210):

For — select the reason the meeting attendee is For (justification)

Against — select the reason the meeting attendee is Against (justification)

Leaning For - select the reason the meeting attendee is For (justification)

Leaning Against — select the reason the meeting attendee is Against (justification)
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per Home  Meetings v  Accounts v  Contacts v  Opportunities v  Campaigns v Cases v Leads v Reports v Dashboards v  Meeting Templates v  Meeting Insights

SAM Meeting Mid Year

@ & https://p i na73.visual force. feetingMapper_EditAtter [ | soo & =
ndees Save Send Invites Individual Take Away Note Account Mappe|
Phone  gssss51212 (@)
Email

sales@pointntime.com
TestCU / L AND OBJECTIVES/T]
24 Stance j
J
TestCU Defined For  ayailable Chosen

Mary
Blackburn

| E n Said ours to lose P | | They need Strategy Mapper . )
A V\ll‘i:;:n Said Trail went great SAM Meeting Mid
» Said we will buy it « l .
Leading with Strategy Mapper (8.5 ic Account Meeting
)

Additional
Clarification
TestCU L 3/2018
C,DM,E
Level Of .
Interactive i
O Participation ! J jaos
“ Role E
Kelli Add all 1 items selected Remove all
Ellsworth Main Street AllenTX
Account Executive + 1 Evaluator - ain Street,Allen,
PNTSales Approver * 0 the park.
Y] Board Member +
Buyer +
Candidate +
" Chairman of the Board + \\myvidyo.com
Travis
Davis Champion + E
Consultant +
Individual Notes e pe—
‘ |[B I us|em|zs=s=|:::*
@ Post G NewCont.. @ NewOrga... More ~

Figure 208

Note: The default color for a new meeting attendee is Blue, if they have never
been in a meeting. In the event, they have been in a meeting they will display
the last Stance.

Attendee Roles

There are over 30 default attendee roles, when a role or roles are assigned the one or two
letter code is displayed to the right of the icon (figure 209). In this example Martina’s Stance is
Undecided and his Roles are: Decision Maker and Evaluator. Martina also has a ‘Yellow’ flag
next to her, this indicates that her stance and role are negatively impacting the account or
opportunity. Two Main Influencing Factors have also been identified. Hover over each to reveal
the text (figure 210).
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Improve Account
Management

Figure 210

Note: You can also notice Martina has a ‘Yellow Flag’ These are based on the
Stance and Role of the meeting attendee. There is an algorithm to determine
no flag or flag color. Martina’s is yellow because he is a Decision Maker that is
against.

Replacing Attendee Icon with Image

The attendee icon can be replaced with an image.

Best Practice

Linkedin is a great place to get public images for your contacts.

16. Click on the attendee icon (figure 211).
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TestCU
(] @ EM.IF,A
TestC|
l‘ ‘Q Brian
O e
Mary

Blackburn

TestCU

O o

Kelli
Ellsworth

Figure 211
17. Click on file selected (figure 212).
TestCU
(7] DM,IFA
P
TestCU [ JON | Choose Photo for Attendee
R ‘ € vsi’ia GJ @& https://pntsales--meetingmapr *>*» @ ¥ =
Mary Choose File file selfcted.
Blackbum No file selected.

Resize image

PNTSales

Figure 212

18. From the file storage on your computer select an image (figure 213), click Open.




STRATEGY MAPPER USER GUIDE

iz = h o
Name Date Modified v  Size Kind

2/ Man3 Feb 28, 2018 at 7:50 AM 18KB  PNGimage

@ Man2 _ Feb 28, 2018 at 7:49 AM 18 KB PNGimage

A Lady 2 Feb 28, 2018 at 7:49 AM 33KB PNGimage

£ Lady1 Feb 28, 2018 at 7:48 AM 23KB  PNGimage

2 Older Man Feb 28, 2018 at 7:47 AM 22KB  PNG image

P

Cancel Open

Figure 213

19. Size and position the image and click Save (figure 214).

G’ & https://pntsales--meetingmapg *** @ ¥ =
Choose File 13.png

2

Resize image

Cancel

Figure 214

20. Attendee icon is now replaced with an image (figure 215).




STRATEGY MAPPER USER GUIDE

TestCU

|33] DM,IFA
P
TestCU
| E
( Brian
Wixson

Mary

Blackburn
TestCU TestCU
O C,DM,E
Kelli
Ellsworth
PNTSales | TestCUE
e -
John
Lower

Figure 215

Working with Meeting Buttons

At the top of the meeting page there is a row of buttons, depending on the template your
buttons can be different (figure 216). For this example, we will move through each of the
buttons displayed and explain each.

Meeting
‘-] SAM - SAM Meeting Mid Year

Back  Add Attendees Save Send Invites Notes  Actionable Intelligence  Tasks ExportReport ~ OrgMap  Attachments  AccountMapper  Tables  Add Objective Action Plan Completed

MEETING LOGISTICS ~ GOAL AND OBJECTIVES/TOPICS ~ TESTCU

Figure 216

21. Back — clicking on the back button will take you back to the object the meeting is linked
to. Since this meeting is linked to an account, clicking on it will move back to the account
page. For meetings linked to an opportunity, clicking on the Back button will display a
choice where to navigate to, either to the account or the opportunity (figure 217).
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X

Meeting

i} JOM - TextCU -1 Initial Meeting

Back Add Attendees Save Send Invites

Back to
Account

Back to
Opportunity

Figure 217

Add Attendees — was detailed in previous section.
Send Invites — allows you to send invitations, agendas and files to meeting attendees. To send
invites follow these steps.

Note: Invites can be sent at any time, however once an invite has been sent to
a meeting attendee you can’t send another unless the date or time of the
meeting has changed. This will be explained in further in the Logistics section
in the guide.

22. Click on Send Invites, a pop-up window asking to verify the date and time of the meeting
will display. The window will only display on the initial click on Send Invites or you click
No. If you select No, the window will close and display the meeting page.

23. Click Yes (figure 218).
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"Meeting
Send Invites Individual Take Away Notes Actionable Intelligence Tasks Export Report Org Map Atta
TestCU
o) DM,IFA RS
P
Accoun
Brian
Wixson SPECE
Title
Meetin,
TestCU . Send Invites x Type
C,DM,E .
T 21 Please ensure your meeting date Start Ti
and times are correct.
End Ti
Kelli
Ellsworth Repeat
S Yes No ?
Locatio
PNTSales

Figure 218

24. The Send Invite Page allows you to (figure 219):
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GJ @ https://pntsales--meetingmapper.na73.visual.force.com/apex/Meetinght- [E] = eee w

Choose Attendees for Invite

All Attendees

Create Agenda Send Cancel
Add all 0 items selected Remove all
Travis Davis +
Pat Sykes
Brian Wixson
Kelli Ellsworth

John Lower

+ + + + +

Mary Blackburn

Invite Information

B I U s|eml|=

Figure 219

Select the meeting attendees to send the invite to

Add additional information in the invite

Attach a file

Send invites to individuals not in the meeting (useful if you want to invite your manager)
Create Agenda

. Select the meeting attendee, complete other sections, in this example an agenda will be

attached, click Create Agenda (figure 220).
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@ a https://pntsales--meetingmapper.na73.visual.force.com/apex/Meetinc @ o 9 ﬁ

Choose Attendees for Invite

All Attendees Create Agenda Send Cancel
Add all 1 items selected Remove all
Kelli Ellsworth + ¥ Travis Davis -
Brian Wixson +
Pat Sykes

|t~

Invite Information

.~ BIUS ®@ == 3]

Hi Team,

We are looking forward to the meeting, if you have any questions before it, please let me know.

Travis \

Upload Attachment

File Browse... No file selected. _

Individual Emails

Individual
Emails

* Create Agenda Send

Figure 220

Cancel
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26. Complete the sections and click Save (figure 221). The agenda will be attached to the
meeting invite. To edit the agenda, click on the hyperlink (figure 222).

® IOM - TextCU -1 Initial Meeting N
Meeting Logistics
Start Time: 05/10/2018 03:00 PM End Time: 05/10/2018 04:00 PM Meeting Location: 101 Main Street,Allen,TX,75002,USA 5555551212
Attendees
Company Name Email Address
Brian Woson stespointntmecom
Testcw PRE— sespointntmecom
patshes sespointntimecom
Travis Davis Travis Davis travisd@pointntime.com

Goal and Objectives/Topics

Notes.

Additional Information
-« B I US ﬁl!liil!:]:i-§-1§ « BIUS Eﬂlgliil!:!ﬁ-ﬁ-ﬁ
is it possi i * Projector

« Intemet connection
« White board

 We will be arriving 15 minutes
« Also can there any dietary

Additional Resources/Equipment Required

Jadaitional Instructions

Figure 221
Kelli Ellsworth + ¥ Travis Davis -
Brian Wixson +
Pat Sykes +
Invite Information
«~+||B I U Ss|eo@lzs=s =z
Hi Team,

We are looking forward to the meeting, if you have any questions before it, please let me know.

Travis

Upload Attachment
File Browse... No file selected.

Individual Emails

Individual
Emails

Meeting Agenda

Meeting Agenda ~ Meeting Agenda h

Figure 222
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27. Click Send (figure 223).

G} @ https://pntsales--meetingmapper.na73.visual.force.com/apex/Meeting!. [E] | +» @ ¥

"

Choose Attendees for Invite

All Attendees Create Agenda Send Cancel
Add all 1 items selected Remove all
Kelli Ellsworth + ¥ Travis Davis -
Brian Wixson +
Pat Sykes +

Invite Information

L& B I !-!51" EJ‘geg

Hi Team,

We are looking forward to the meeting, if you have any questions before it, please let me know.

Figure 223

Meeting attendees sent the email will receive the following email format (figure 224).
Recipients click on the .ics file to accept.
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ﬁ’ Travis Davis via aq41ftzik22czj. 1i-2v8jruaa.na73.bnc.salesforce.com @ 8:23 AM (1 minute ago) -

tome [~
™ Images are not displayed. Display images below
#.Meeting Mapper
Hi Travis Davis,
You just scheduled a meeting in Meeting Mapper. Please see the information below.

Subject IOM - TextCU -1 Initial Meeting
Location 101 Main Street,Allen,TX,75002, USA, 5555551212

Location Information
Start Time 05/10/18 22:00 PM GMT
End Time 05/10/18 23:00 PM GMT
Conference Vidyo
Hi Team,

Invite Information We are looking forward to the meeting, if you have any questions before it, please let me know.

Travis

Powered by Meeting Mapper. Please visit our site for more information.

2 Attachments

@& Meeting Agenda.... '

B IOM - TextCU -1 Initial Meeting.ics Download

Figure 224

Notes
Taking notes is easy, there are two type of meeting notes:

e Public — consummation for everyone
e Internal —only for team members

The notes pages are ‘Rich Text’ there is formatting and ability to add images to notes.

Note: For testing a 77-page document with text and images was pasted in the
notes fields. There is ample room for taking great notes.

28. Click on Notes, the Meeting Note window is displayed. The Red highlight indicated what
notes field you’re editing. For example, current meeting and public notes. When you
click on another meeting notes or internal notes the tabs will turn Red (figure 225). To
view previous meeting notes, click on the tab for the meeting to review.
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Note: Notes from previous meetings can only be viewed they can’t be edited in
the current meeting. They can be edited in the original meeting.

Ga https://pntsales--meetingmapper.na73.visual.force.com/apex/MeetingMapper__MeetingNotes?/1  *ss & w

- Meeting Notes

\ Save Cancel Go
SAM - SAM MEETING MID SAM - TESTCU - | SAM - TESTCU - STRATEGIC
YEAR SAM || MEETING

SAM
PUBLIC NOTES INTERNAL NOTES

Strate
« “f'B I U S @ E & & = = € | On-Sit
06/2)

el

> N
<

o zZ
< o
o X

Save as Doc

6/28/2018 12:01 PM

Figure 225

Note: The Internal Notes section maybe pre-populated with information based
on the template selected for the meeting.

29. Click Save.
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Best Practice
Save Often!

Actionable Intelligence

The Actionable Intelligence is a very robust and easy way to gather sales intelligence in a
meeting. Clicking on the button will open up the Actionable Intelligence window.

Note: Almost all of the information can be gathered using picklist and
dropdown picklist. This ensures reduced administrative overhead of
documenting a meeting and also allows for robust reporting.

Actionable Intelligence consist of the following (figure 226):

e Actionable Intelligence Page

o Decision Date — when will the customer make the decision, not the close date
(date pick)
Budgeted Project — status of budgeting (picklist).
Customer Reference —is the customer a potential reference account (picklist).
Actions — what actions have been agreed upon in the meeting (multiple picklist).
Decisions — what decision have been agreed upon in the meeting (multiple
picklist).

o Business Drivers — business requirements (text field)

o Technical Requirements — overview of technical requirements (text field).

o Reference Contact — who in the account will be the reference contact (picklist)
e Customer Requirements — map the customer requirements to your products and
solutions and to what degree they meet the requirements (picklist and text field).
Competitors — the competitors engaged in the account/opportunity.
Pain Points -why is the customer even meeting with you (multiple picklist and text field).
Strengths -what are your strengths (multiple picklist and text field).
Weaknesses — what are your potential weaknesses from your prospective and
customers (multiple picklist and text field).
Obstacles — obstacles encountered (multiple picklist and text field).
e Objections — objections encountered (multiple picklist and text field).
e Why Buys — why buy now, what happens if they do nothing, etc... (multiple picklist and

text field).

O O O O
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Ta i na73.visual force. i i & =

Actionable Intelligence

Save Cancel

ACTIONABLE INTELLIGENCE CUSTOMER REQUIREMENTS COMPETITORS PAIN POINTS MORE

Actionable Intelligence B sreencris
Name SAM - TestCU - Strategic Meeting - A

MR weaknesses
Decision Date

B osstactes
Budgeted Project

~-None-
Reference Customer M ossecrions
Yes
i a1 o WHY BUYS
Actionsavailable Chose

Schedule a Roadmap meeting| » | Prospect is following up with t
Schedule a meeting to the larg
Move to Trial

Sign NDA

L

Decisionsavailable Chosen

Not right solution Discuss with sales team
Continue review of Strategy M| » | Agreed on a trial/pilot
Send NDA

Send Contracts

Sign Contracts

Discuss with sales managemer

L

Open Issues
P No open issues at this time.

Business Drivers -
They want the competitive advantage.

Technical Drivers
Cloud based.

Reference Contact

Reference Contact

Search

Save Cancel

Figure 226

Note: Information gathered in previous meetings will be displayed, this is to
ensure conversations start where they left off and you maintain the
competitive advantage.

30. Click on Actionable Intelligence button, the default screen is Actionable Intelligence,
review any previous sales intelligence. To modify any items on this page either click on
the dropdown arrow, select from the picklist or type in the information in the fields.

31. Click on Customer Requirements, click New (figure 227).
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Note: New requirements are added to the bottom of the list.

9"’ Search Product j
Products/Solution
NextGen EDR Q)
Our Solution On roadmap '
Our Solution Score  Q
Requirement ®
4
Comments
Vi
Our
--None-- -
Products/Solution one J
Our Solution None-- j

Figure 227

32. Enter in the requirement any comments, click on the dropdown arrow and select from
the following (figure 228):

Note: In the example, Search Products is selected. Based on my input a list of
products from the product catalog will display.
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Pur Solution Score  (Q

Requirement P @
Must be 100% cloud and support multiple instances.

Comments

this provides a level of security unmatched.

our |
JProducts/Solution Recently Products [§

Search Product

Our Solution Not Listed |

vwne

Figure 228

33. In this example Search Product is selected, click on the search icon, enter in the name of
the product, click enter key and select product (figure 229).
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QN =

@ a https://pntsales--meetingmapper.na73.visual.force.com/apex/MeetingMapper__Actionableln

Comments .
They want to partner with someone that can be a
dynamic and fore thinking as they are.
€ Tables Add Objective Action Plan
(.Jur Search Product j AL AND OBJECTIVES/TOPICS TESTCU
Products/Solution
NextGen EDR Q)
py)
Our Solution On roadmap < I
Our Solution Score 0 @ @ https://pntsales--meetingmapper.na73.visual.force.com/apex/MeetingMa e w =
Requirement
q Must be 100% cloud and support mt
H Search Product
Cancel
Comments .
Strategy Mapper is 100% cloud and r strategy 5
this provides a level of security unmat
Product Name Product Code
Strateqy Mapper SM
Our Cancel

) Search Product
Products/Solution

Our Solution
--None--

Figure 229

34. Click the dropdown arrow for Our Solution, select the response (figure 230):
Each selection has a different score associated:

e Partner Product/Solution = 100, select if a partner can meet 100% of the requirement

e Meeting Requirement = 100, select if your product(s)/solution(s) meet 100% of the
requirement

¢ Partially meets requirement = - 50, select if your product(s)/solution(s) partially meets
requirement

e On Roadmap = 25, select if product(s)/solution(s) that will fully meet or partially meet
requirement

¢ Does not meet requirement(s) = 0, select if your product(s)/solution(s) meet none of
the requirement
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Note: The overall Solution Score is derived from all scores based on the
selection and divided by the number of requirements.

Our Solution Score  (Q

Requi t
equiremen Must be 100% cloud and support multiple instances. @

Comments . .
Strategy Mapper is 100% cloud and native Salesforce
this provides a level of security unmatched.
4
9“’ Search Product j
Products/Solution
Strategy Mapper Q)
Our Solution v --None--
‘ Partner Product/Solution

Meets Requirement

Partially meets requirement

On roadmap

Does not meeting requirement(s)

Save Cancel

Figure 230

35. Based on the selection Meets Requirement, Our Solution Score for this requirement is
100 (figure 231).
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'* Our Solution Score 100 _

Requi t
cquiremen Must be 100% cloud and support multiple instances. ®
4
Comments ) R
Strategy Mapper is 100% cloud and native Salesforce
this provides a level of security unmatched.
4
Our
Products/Solution search Product J
Strategy Mapper Q)

Our Solution Meets Requirement j h

Figure 231

36. Once you have completed the requirements, click on Competitors.
37. Click New, click on the dropdown arrow and select from the list of competitors (figure
232).
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m Actionabie |n!e|||gence

@G a https://pntsales--meetingmapper.na73.visual.force.com/apex/MeetingMapper__Actionablelntc s+ & ﬁ
ACTIONABLE INTELLIGENCE CUSTOMER REQUIREMENTS COMPETITORS PAIN POINTS MORE
Competitors

New

Competitor Cisco - Webinar j @

Strengths . .
Strengths: Already incumbent with TelePresence

facilitating video banking

Weaknesses L. )
Customer has no plans to scale this with Cisco

--None-- 4
GoToMeeting
Competitor v Zoom @
Cisco - Webinar I
Cerner Corporation
Strengths Allscripts
eClinicalWorks
McKesson Corporation
Greenway HealthDemand farm
Galnsight
Axiom
Miller Heiman
Plan2Win 7
Shibumi
The TAS Group
iSEEit - MEDDIC
SalesMethods
Customization of force

Weaknesses

Figure 232

Note: If a strength or weakness has be previously identified they will auto-
populate for the competitor.

38. Enter in any Strengths or Weaknesses (figure 233). Click Save.
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@& https://pntsales--meetingmapper.na73.visual.force.com/apex/MeetingMapper__Actionablelnte v ﬁ =

L
Competitors
New
Competitor  cicco - Webinar j @
Strengths ) )
Strengths: Already incumbent with TelePresence
facilitating video banking
Weaknesses

Customer has no plans to scale this with Cisco

Competitor Zoom j @

Strengths )
Here are their strengths.

Weaknesses

Here is where I put their weaknesses.

Figure 233

39. Click on Pain Points, click on New, select the Pain Point from the list (figure 234).
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g -0 Actionable Intelligence

[OF https://pntsales--meetingmapper.na73.visual.force.com/apex/MeetingMapper__Actionablelnte - O W

Actionable Intelligence

Save Cancel

ACTIONABLE INTELLIGENCE CUSTOMER REQUIREMENTS COMPETITORS PAIN POINTS MORE

Pain Points
New
Pain Points | 5st Annual Revenue Due to missed appointi~| Pardot? ®
Pain Points Free Form
Pain Points v --None-- ®

Lost Annual Revenue Due to missed appointments

Patients not complying with or missing follow-up appointments
Pain Points Free Form Physicians spending to much time on EHR activites

Reduced patient time because of EHR activities

Lost revenue post patient visits

To much debits written off during QT

Feeding Sales Funnel (Customer Initiatives) V7

Using PowerPoint and/or Excel to manage accounts

Information and data from meetings

Accurate (improve) Forecasting

Low usage of Salesforce

High rep turnover - losing deals

No repeatable process to manage meetings

Not collecting KPIs

No consistent/reliable data

Teams Not Practicing Sales Methodology

Low adoption of Salesforce

Lack of Data and Information for QBRs

Low Win Rate

Figure 234

40. Enter in any additional information in the Free From text field. Click Save when
completed (figure 235).

Note: The Pardot check box, allows this Pain Point to be leveraged in
marketing automation. To see how Strategy Mapper integrates with Pardot,
please watch this video: Knowledge Driven Marketing




STRATEGY MAPPER USER GUIDE

Actionable Intelligence

Save Cancel
ACTIONABLE INTELLIGENCE CUSTOMER REQUIREMENTS COMPETITORS PAIN POINTS MORE
Pain Points
New

PainPoints ) st Annual Revenue Due to missed appointlj Pardot? @

Pain Points Free Form

Pain Points  Not collecting KPIs jpa"m'? ®

Pain Points Free Form

However, they need a solution to accomplish.

New

Save Cancel

Figure 235

41. Click on More to display the other components of Actionable Intelligence.
42. Follow the same steps outline above to complete the remaining components.
43. When completed close the Actionable Intelligence window.

Tasks
To create and assign a task(s) in a meeting click on Tasks button.

44. Click on Add Task (figure 236).
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R

Notes Actionable Intelligence Tasks Export Report Org Map Attachments Account Mappe|
Add Tasks

Event

Task
MEETING LOGISTICS

TestCU
W DM,IFA
P Account |

" Title
Brian

Meeting Template

Figure 236

45. The Meeting Task window will display (figure 237).

F
Meeting Tasks

SAM - SAM Meeting Mid Year

Back Refresh Save

Pat Sykes Brian Wixson Kelli Ellsworth John Lower Travis Davis Mary Blackburn

Pat Sykes (Contact)

Action Subject Assigned To Contact Due Date Status Description

No records to display.

New

Back Refresh Save

Figure 237

46. Select a meeting attendee. If there are tasks assigned to the meeting attendee selected,
they will be listed (figure 238). For example, Travis has tasks assigned to him, these tasks
can be updated in this window.

Note: By default, all tasks created will be assigned to the meeting organizer.
However, any task can be resigned to a user when it’s created. A contact can’t
be assigned a Task they can only be listed as the contact.
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F

Meeting Tasks

SAM - SAM Meeting Mid Year

Back Refresh Save

Pat Sykes Brian Wixson Kelli Ellsworth John Lower Travis Davis Mary Blackburn

Travis Davis (User)

Action Subject Assigned To Contact Due Date Status Description

® Follow Up with Custome Travis Davis Q  Contact Y [6/29/2( Not Started j

® cal @ | Travis Davis Q  Contact Y 5/18/2018 (6/29/2(In Progress k|

® Schedule 6 - 12 Roadm. @ | Travis Davis Q  Contact a 682018 16/29/2( Not Started B!

® Send Thank Youemall @ Travis Davis Q  Contact @ 6/14/2018 16/29/2 In Progress j send Nice Letter
® Task for SAM - SAM Me« G Travis Davis Q  Contact Q 6/28/2018 (6/29/2( In Progress j

Back Refresh  Save

Figure 238

47. Click New, if needed scroll down to the user the, click the search icon and select the
desired task to be completed. You can resign the task to another user for example
someone on your team, link a contact to the task, select a due date, update status and
add any additional information (figure 239 & 240).

New

‘Travis Davis (User)

Action  Subject Assigned To Contact Due Date Status Description

® Follow Up with Customer ) Travis Davis Q  Contact B Q [6/29/2C Not Started

L

® cal W TrvisOavis Q  comect B a 5/18/2018 16/29/2¢ In Progress J
® Schedule6-12Roadmap G Travis Davis Q  comec B @ 6/8/2018 (6/29/2€ Not Starte J
® Send Thank You email ® Travis Davis. Q  Contact B Q 6/14/2018 [6/29/2€ In Progress j Send Nice Letter
® Task for SAM - SAM Meeting! Gy Travis Davis Q  comact B Q 612812018 [6/29/2C In Progress j
® ®  Tevsowis Qo B a {6129/2¢ -Nore. 4

Figure 239

New

Travis Davis (User)

Action  Subject Assigned To Contact Due Date Status Description

® FollowUpwith Customer | ) Travis Davis Q  comact B Q [6/29/2C Not Started J

® cal ® Travis Davis Q  conact B Y 5/18/2018 1612912 1n Progress j

® Schedule6-12Roadmap | @ Travi Davis Q  contact ¥ 61812018 16129/2€ Not Stated Rl

® Send Thank You email W TavisDavis Q  contact o. 611412018 (612912 In Progress o SenaNeeteer

® Task for SAM - SAM Meeting | %) Travis Davis Q  Contact @ 6/28/2018 16/29/2C In Progress :J

® Schedule Dinner @ Travis Davis Q| Contact [ John Lower Q 7112/2018 [6/29/2C In Progress. j m’::ﬁim};xﬂ" ©

Figure 240
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48. When completed click Save, click Back to return to the meeting page.

Export Report

Sending meeting notes to meeting attendees is simple with Strategy Mapper. There are two
types of Exports:

e Export Public Report — Send to all meeting attendees, contains attendees, email
address, company and public notes.

e Export Private Report — Only send to team member, contains everything even
Actionable Intelligence.

e Export Private Report with Chatter — Includes all the information in Private along with
any Chatter communications.

49. Click on Export Public Export to review meeting notes (figure 241).
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ler_MeetingRepo X
etingmapper.na73.visual force.com/apex/meetingmapper_MeetingReport?id=a0u1100001UTCZdQAP e @ ¥ | Q search

= + Automatic Zoom *

SAM - SAM Meeting Mid Year

Location 1234 Main Street,Allen, TX,75002,US, (555) 123-5678
Start Time: 06/28/2018 11:49 AM End Time: 06/28/2018 12:49 PM
Attendees
Brian Wixson sales@pointntime.com
John Lower sales@pointntime.com
TestCU Kelli Ellsworth sales@pointntime.com
Mary Blackburn sales@pointntime.com
Pat Sykes sales@pointntime.com
Travis Davis Travis Davis travisd@pointntime.com

Meeting Notes

Notes Point N Time Software’s, Strategy Mapper is the only Account Management Suite (AMS) for Salesforce.

1. Key Account Management

2. Opportunity Planning and Management
3. Meeting Planning and Execution

4. Stakeholder Management

Managing your Key Accounts in Salesforce can be a daunting task, but it doesn’t have to be. It can be
easy, beneficial, collaborative and most of all useful in driving success and revenue. Using Strategy
Mapper, you and your teams can build winning strategies to manage every aspect of your key accounts,
from the account, opportunities, and meetings to stakeholders. Having a strategy to manage your key
accounts in Salesforce ensures the entire team is working in unison, collaborating, and adhering to your
sales methodology and processes. Strategy Mapper ensures accounts are being proactively managed
resulting in customer success, the building of long term relationships, account stability and revenue
growth.

Figure 241

50. Click on the other export so review. Again, the private export is only intended for team
members, it contains the entire meeting notes, meeting attendees (stance and role),
tasks, actionable intelligence.
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51. To send exports click on the Export Public Report, a new window is displayed. It’s pre-
populated with the meeting attendees, select the meeting attendees to send the export,
click send. You can also send to non-meeting attendees, by adding Individual Email
addresses (figure 242). Click Send.

@& https://pntsales--meetingmapper.na73.visual.force.com/apex/MeetingMapper__ChooseAttendee

Choose Attendees For Export

All Attendees Send Cancel
Add all 1 items selected Remove all
Pat Sykes + ¥ Travis Davis -
Brian Wixson
Kelli Ellsworth

John Lower

+ + + +

Mary Blackburn

Individual Emails

Individual

Emails

Figure 242

52. Click on Export Private Report, a new window will display. It only displays the meeting
attendees with the email address of our company. This is to prevent sending the private
export to non-company personal (figure 243). Click Send.
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@& https://pntsales--meetingmapper.na73.visual.force.com/apex/MeetingMapper__ChooseA E]

Choose Attendees For Export

All Attendees Send Cancel

Add all 0 items selected Remove all

Travis Davis +

Individual Emails

Individual
Emails

Send Cancel

Figure 243

Org Map

To display the org map, click on Org Map. The org map is detailed in both the Account Mapper
and Opportunity Mapper section of the guide.

Attachment

53. Click on Attachment to add documents to the meeting.

Note: There is a 2MB limit on file size, this is a Salesforce limit.




STRATEGY MAPPER USER GUIDE

Account Mapper

54. Click Account Mapper to launch the Account Plan. In the event this meeting was linked
to an opportunity, Opportunity Mapper button would be displayed.

Tables
55. Click on Tables to change the table icon on the meeting page. There are five table types:

Cloud
Circle
Oval
Rectangle
No Table

Table types can be changed at any time and you can move the meeting attendee icons
accordingly.

Add Objective
56. Click Add Objective, the Goal and Objectives/Topics will be displayed. The Goal and

Objectives can be pre-populated based on the template. Add your objective (figure
244).

S Export Report Org Map Attachments Account Mapper Tables Add Objective Completed

MEETING LOGISTICS ‘ GOAL AND OBJECTIVES/TOPICS ’ TESTCU

Review the health of the account and identify any customer initiatives and map our products

Goal to them. Review any changes in our contacts within the account and ensure we have

executive support.

Objectives Identifv an new kev plavers or movement in the ore
Objectives Identifv an new initiatives.
Objectives Review anv known support issues.

[< I <]

Figure 244
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Complete

57. Click Complete when the meeting is concluded or when the edits are completed. Even
after the Completed button is selected, the meeting can still be updated and modified.
Clicking the Completed button is a trigger to update either the Account or Opportunity
plan depending on what object the meeting is linked to. The button will turn Green after
it is selected.

Meeting Logistics

Meeting Logistics display all the information inputted when the meeting was created. It can be
changed at any time. For example, is the date and time has changed (figure 245).

MEETING LOGISTICS GOAL AND OBJECTIVES/TOPICS TESTCU
Account TestCU Q
Title SAM - SAM Meeting Mid Year
Meeting Template Strategic Account Meeting @
Type On-Site j
Start Time 06/28/2018 11 j 49 j AM j
End Time 06/28/2018 12 j 49 j PM j
Repeat --None-- j
Location 1234 Main Street,Allen,TX,75002,US,(555) 123-5678
Location Information Next to the park.
Vidyo j
Conference
https:\\myvidyo.com
Score . 0

Figure 245

Related List

The related list name will reflect the name of the account, opportunity, lead, contact, case or
campaign the meeting is linked to. The related list is pre-populated based on the template,
fields can’t be added or deleted in the meeting.

In this example the Related List title is TESTCU, reflecting the account the meeting is linked
(figure 246).
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MEETING LOGISTICS GOAL AND OBJECTIVES/TOPICS TESTCU

Account Type Customer j
Website
Industry Banking j

Annual Revenue

Employees
Last Activity 6/28/2018
Account Source --None-- j

Figure 246

58. Click on any field displayed to change or modify (figure 247). The corresponding field in
the account for example will be updated. Click Save, when completed making edits to
the fields.

Org Map Attachments Account Mapper Tables Add Objective

MEETING LOGISTICS GOAL AND OBJECTIVES/TOPICS TESTCU

Account Type Customer j
Website https://www.pointntime.com

Industry Banking j
Annual Revenue 1,000,000

Employees

Last Activity 6/28/2018

Account Source Trade Show j

Figure 247
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Frequently Ask Questions/Troubleshooting

10.

11.

Do | have to use all three components of Strategy Mapper? No, they work together, mix
or independently.

Is there any backend integration that needs to be completed for the components to
work together? No, the integration is completed as part of the solution.

Is there a max limit of templates that can be created? No, there is no limit however, it’s
best to only create the ones needed to accomplish the goal and objectives.

What happens if | select the wrong template for my account or opportunity plan? You
can have your Salesforce administrator delete it, next time you click on Account Mapper
for example, you will be prompted to select a template.

When | remove a meeting attendee from a meeting, does it remove all the meeting
history for the user? No, the meeting history is preserved. The next time you add the
contact to a meeting, their Stance and Role will display.

| had a meeting with a customer, but when | review my account plan there are no
updates? Verify that you clicked on the Complete button (should be green). If not, click
on the Complete button and the plan will be updated.

| had my administrator create a meeting template for me, but | don’t see it in the list of
available templates? Verify with the administrator the template is active and linked to
the right object. For example, if you want to link a meeting to an account, ensure the
template is linked to the account object.

| want to start an Instant meeting but the template | want to use is not in the list? Verify
with the administrator that Instant Meeting is checked in the template.

| have completed most of my opportunity plan and have some a good score in both
Sales Intelligence and Solution Score, why is my Opportunity Health still low? Review the
Opportunity Playbook, if you have anyone on the customer team with a Red or Yellow
flag, these weigh heavily on the score.

| just received notice that the account templates are going to be updated and revised,
what effect will this have on my plans? The only effect will be the buttons or pages. The
revisions will not affect any information you, your team or managers have added on the
Account Detail’s page. This is true for revisions to Opportunity templates.

Can | have multiple opportunity plans within an account? Yes, you can have an
opportunity plan for each opportunity. They all will feed into the account plan.
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12. Can | update multiple opportunities from a single meeting? Yes, when a meeting is
linked to an opportunity and there are multiple opportunities in the account, you can
add them using the ‘Related Opportunity’ button (figure 248).

hents Opportunity Mapper Tables Related Opportunity Add Objective Completed

MEETING LOGISTICS GOAL AND OBJECTIVES/TOPICS OPPORTUNITIES

Account Point N Time Software, Inc.

Opportunity Point N Time - Strategy Mapper Q
Title IOM - 7/31/2018 8:25 AM

Meeting Template Initial Opportunity Meeting @

Type Remote j

Start Time 07/31/2018 8 j 25 j AM j
End Time 07/31/2018 9 j 25 j AM j

Repeat --None-- j

Location

Location Information

--None-- j
Conference

Figure 248

Select the opportunity or opportunities and click Save (figure 249).




STRATEGY MAPPER USER GUIDE

Choose Opportunity

force.com

‘, Choose Opportunity

| H Opportunities currently linked

Selected Opportunity
Action Name
Remove Point N Time - Strategy Mapper (East)
Remove Point N Time - Strategy Mapper (West)

Opportunities
Opportunities that can be linked

Name
Appway 1 /
PnT opportunity 1

VMA - Q2

Save Cancel

Figure 249

They will display in the Opportunities tab (figure 250).
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hments Opportunity Mapper Tables Related Opportunity Add Objective Completed

\4

MEETING LOGISTICS GOAL AND OBJECTIVES/TOPICS OPPORTUNITIES

v Point N Time - Strategy Mapper

Point N Time - Strategy Mapper (East)
Point N Time - Strategy Mapper (West)

Amount 9,600.00

Probability (%) | 60

Close Date | 10/26/2018 [11/26/2018]
Opportunity Type New Business j

Next Step Waiting on customer.

Lead Source Trade Show j

Figure 250

13. | created a new Customer Initiative, but the dashboard is missing the new initiative,
what is causing this? Ensure you have selected the customer type of Customer or
Prospect (figure 252).

Related Details News

Account Owner Travis Davis

Account Name

Parent Account

Type Prospect w
Industry Manufacturing

Annual Revenue

Figure 251




