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photocopying, recording, or otherwise), or for any purpose, without the express written permission of uptime ITechnologies GmbH.
uptime may have patents, patent applications, trademarks, copyrights, or other intellectual property rights covering subject matter in this document.
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patents, trademarks, copyrights, or other intellectual property.
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€ AOn the go o&d& in the officeh

-

€ Ah the clouvd or | ocallyh

é selling power
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pipeliner consists of three main parts, which will fully assist your sales process using its graphic and function parts.

O Synchronize

1 . Notice

[ pipeliner
Cloud
Offline

2 . Identify

[ Acchive
Useability

EEA doc_pipelinerggte...

Last synchronization was 2 day(s) ago.

3 . validate

| Dashbuard
Management Reports

Found results: 209

4 . Qualify

Synchronize
Features

[ Dynamic Targets

6. Close

[ Opportunity Managem...

Q' (% oprions
7 . Implement

uptime
sdlesforee empowerment

Alarm:

“: 7 s t v ) ‘P‘;»‘- M

Reminder now

ri.J

L)
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Software L pipeliner implementa... 4 | pipeline force LJ | pipeline configuration L |
e e
Sales Force Automat... B Hopper Viien L | Bauhaus ‘é-aj | Upgrade scftware L |
—_ —_
| PC Infrastructure ‘é-,J | CRM forum Paland ) “fJ | SFA mechanism j.J | Internal support L |
Migration Clothing ... J§-‘ pipeliner training pr... &L LCusbomar Care center ‘é-,J | Hopper Graz L |
LSRR —————_ L
| Product market LJ | Hardware sslecti... ) “fj | Uni implementation j.J | pipeline definition L |
| Marksting support LJ | Alarm System Clothi... J§-‘J | Uni market ‘-J | Verkauf Marc ‘é-,J | software addons j_J
| Sales support LJ | Research project j_J - .
Workshop ¥ Bl pipeliner implementa... L | Software implement... ‘-J | pipeiiner SFA LJ | SFA market pres... @) AJ FIA\
—eeee
| Hopper office LJ | CRM forum ‘-J | Parcel Service Tradki... J§-‘J CS Telephone Expa... &, Weighted target
St Sl €2,345,915
| Sales strategy ‘-J | Software spedification LJ | Automatic File Syste... ;}JJ | pipeliner presantation ‘,J 109,010.9 %
power presentation & \V/
| Canference LJ | pipeliner support LJ | pipeliner presantation “fj | HP Server Systems J§-‘J | Software Selection AJ
Incorpaoration L lSer\.'Er Upgrades J§-‘J LSED.lritv Backgroun... ;}JJ Uni Salzburg L
—_ =) —_ =
lPC Ernsusrung J§-‘J LLinz conference LJ LScﬂware analysis ‘-J lE‘.a‘l:ellibe Data Retrei... J§-‘J
Projekt PC A Hopper Munich Y
Software research i LI'«'!ail Convergence ;}JJ LPi|:|e|iner Software L. ,é-JJ | SFA definition L |
Py
() 0 80 L) 0 © L)
0% 20 | 0% 40 | 10% 38 | 30% 37 | 50% 17 | 75% 20 | 100% 11

?

Pipeline bar i here
you can find
synchronize button,
search bar and
pipeline options.

Pipeline 7 here you
can find the sales
steps, opportunities
with its documents
and target.

Pipeline menu i here
you can find all
pipeliner areas.
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( 1 Pipeline
N Pipeline part has an interactive graphic user interface (GUI) consisting of pipeliner
(\:’/) features, which helps you to better monitor/track your sales process. Pipeline is a part

where you can easily work with your sales opportunities.

Getting more information

» Pipeline, 8 p
» Opportunity, 10 p
» Pipeliner Options, 20 p

» Dynamic Target, 26 p

pipelinersales.com a division of uptime ITechnologies GmbH 7
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The main part of pipeliner is the pipeline, where you can maintain your sales opportunities and their related documents. Moreover, it enables you

to see your probability of achieving your sales goals through the dynamic target.

1. Overview

O Synchronize  Last synchronization was 2 day(s) ago. Found results: 79

Q' {; opTions

=]
<4 1 . Notice 2 . Identify 3 . validate 4 . Qualify 5 . Propose 6 . Close 7 . Implement

pipeliner Archive Dashboard Synchronize Dynamic Targets Opportunity Managemss ) )
DO C u m e nt —> Cloud »U_sia bility Management Reports Features salesforce empawermen M aXl m | Ze S al eS Step
f \ Hardware selection
. 1l Value €8,850.00 =
Th € Op p ortu n I ty Software i | pipelin  Closing date 20-03-2012 | pipeline force 14‘ | pipeline configuration LJ
EXtrath I by pOIntIng Sales Foroe Automat... & /m}?ﬂ:hng BRI R Upgrade software i 4-I OppOI’tU nlty
— . — | unt name ————————————————
on the Opportu nlty: / CRMf Koopetive, GmbH | SFA mechanism A ||| Internal support 4
the opportunity extract | " ouner s
. Musterman, Max St o —
WI” pop up ) Here_’ you | Product market .LJ | Hardware selectr.: %) = | | Uni implementation & || | pipeline definition ‘I.J
) can f_lnd baSIC | Marketing support & Uni market ¥ 8 software addons L
|nf0|:n;?.t|on and Work | Sales suppart A ||| Reszarch project 2 - N
with this Opportunlty' Warkshop i | Software implement... & ||| pipeliner SFA A ||| SFA market pres... (@) A | r’. A\
~ 7 Hopper offce 4 ||| crM forum Yy , Weighted target | < Dynamic Target
F = 4 € 439,377
| Sales strategy 4 ||| Software spedification & pipeliner presentation & 20,417.2 %
| power presentation & \V’ |
| Conference A || pipeliner support &4 | pipeliner present... () g | Software Selection & | 7~
o 2 Start  01-01-2010 J S a I es S t ¢
(Bl . End  31-01-2012
Linz conference .LJ | Software analysis LJ e 3153 p ercen.t.ag e of
| Hopper Munich @) £ probability and
Software research & SFA definition L number of
- opportunities within
= o 20 0 O 0 L% v a sales step.
0% 2 ‘ 0% 20 | 10% 23 | 30% 9 | 50% 5 { 75% 5 | 100% 10 \ J

Alarm: rerhinder now

Sales step with the opportunity Sales step consists of
placed in currently non-visible area. opportunity with reminder.

pipelinersales.com a division of uptime ITechnologies GmbH 8
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2. Maximized window
You can maximize every sales step on your pipeline as well as the lead/acquisition panel. The main advantage of maximizing the sales step or lead

panel is that you can add infinity number of opportunities to the pipeline. Using the scroll bar helps you to better move through all your opportunities.

G Synchronize  Last synchronization was 2 day(s) ago. Found results: 23

«| doNotice b olidentty | 3. validate

Minimize sales step

pipeline integration ... B

Tokio L

L|:|||:|EI|nEr training pr... LJLImplementatlnn SUp... .‘.J

Product market L

| Marketing suppart LJLp\peliner training -‘-J

| Sales support LJLImplementatinn of p... -‘-J o= -

| Software implement... LJLSummer introductio... .LJ ' A \
CRM forum AL || oppe i Weighted target

. . / €439,377
Sales strategy F s 20,417.2 %

| power presentation i || Dresden campaign -‘-J \V’

pipeliner present... @ “f

| Software analysis s || Hardware system -‘-J

| Software research s || Prospect @) -‘-J | agrabat.com @) “;fj

pipelinersales.com a division of uptime ITechnologies GmbH o]
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Opportunity

Every opportunity represents a potential of sale. Pipeliner enables you to create and maintain an infinity number of opportunities in your pipeline

database. Please note that you can maintain only those opportunities, which you own, others are read only. If you want to participate on the

opportunity the preferred way is to use the p-connect feature.

1. Overview

a Synchronize
< 1 . Notice

pipeliner
[ Cloud
| Cffline

Migration Clothing ... &,
L S —

Warkshop s
s

| Conference s |

2 . Identify

Archive
| Useability

K3 doc_pipelinerggte...

Last synchronization was 2 day(s) ago.

3 . Validate

Dashboard
Manag=ment Reports

Found results: 209

4 . Qualify

Synchronize
Features

5 . Propose

Dynamic Targets

6 . Close

Opportunity Managem...

Q' 1F opTions

7 . Implement

uptime
salesforce empovierment

L PC Erneuzrung ,{;

-

,

Software i pipeliner implementa... pipeline force L ||| pipeline configuration B
Sales Force Automat... A Hopper Wien s Bauhaus A ||| Upgrade software .|.<_
LPC Infrastructure A-,J LCRM forum Poland @ “f SFA mechanism E N Internal support F
Customer Care center d-, Hopper Graz F
| Product market .LJ | Hardware selecti... (%) “fJ Uni implementation A& || pipeline definition F
 Marketing support .LJ | Alarm System Clthi. ,{-,J | Uni market .LJ | Verkauf Marc A-,J software addons F
| Sales suppart .LJ | Research project .LJ -
| Software implement... .LJ | pipeliner SFA .LJ | SFA market pres... (@) ‘LJ r’- A\
| Hopper office .LJ | CRM forum .LJ | Parcel Service Tradki.. ,},J CS Telephone Expa.. &, ‘geég;t‘;‘:jmg?g
| Sales strategy .LJ | Software specification .LJ | Automatic File Syste... J§-AJ | pipeliner presentation .LJ 10’9,010_; %
power presentation L \V/
L|:|i|:|e|mer support LJ Lpipe\iner presentation “IJ LHP Server Systems 4§4J lSt:d’f\tn'are Selection LJ
Incorparation i LSer\.'er Upgrades 4§4J LSecurity Backgroun... J}AJ Uni Salzburg s
| Linz conference LJ | Software analysis LJ | Satellite Data Retrei... 4§4J
Projekt PC J{-‘ Hopper Munich “j:
Saftware reszarch L Mail Convergence J}A Pipeliner Software I... J{-‘ SFA definition s

20

©

0

L)

Alarm:

0% 40

< (< §7)

Reminder now
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10% 38

50% 17

75% 20

100% il

Opportunity 7 by
double clicking on the
opportunity, you can
open its control panel.

Tip: You can move the
opportunity by dragging
and dropping it.

10

”
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The opportunity label displays many specific features, which help you in working with pipeliner. To see possibilities see tab below.

Preview Description

The House

Normal single mode view

 The House 'y Normal team mode view
Selected opportunity

The House L Opportunity with reminder
© The House i ] Grouped opportunity
| The House rY Opportunity of your sales team (not owner)
_ The House :h] Opportunity of your sales unit (not owner)

Opportunity not contributing to the target. Either because of your filter

ieiase OF % I properties or is out of target date range.

~

© The House | Opportunity not included to the filter selection.

pipelinersales.com a division of uptime ITechnologies GmbH 11
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Create new opportunity
You can create an infinity number of opportunities to your pipeline database using three different ways.

9 Click on new opportunity button @ in pipeline menu. New opportunity will be automatically created to the first sales step of your pipeline

and the system will open its opportunity panel.

Double click on the pipeline sales step field. New opportunity will be created on that place and the system will open the opportunity panel.
Hold ctrl (or command on Mac) button on the keyboard and click on the pipeline sales step field place. New opportunity will be created on
that place and the system will open the opportunity panel.

The system will automatically open the control panel, where you can maintain the opportunity details.

Move the opportunity
Moving with the opportunity through the pipeline sales steps is part of your sales process. The main purpose is to move the opportunity from the
first sales step to the last sales step. You can move the opportunity all along the pipeline by dragging and dropping it.

As an owner, you can move the opportunity either from one sales step to another or by moving it within the sales step.

Moving the opportunit

Between sales step
Within one sales step

D Qe

a

1 You can move the opportunity on the exact place in your pipeline through drag & drop or you can drag the opportunity on the sales step name.

The system will insert the opportunity at the begging of the sales step.

1 Inthe maximized window you can move the opportunity to another sales step by dragging the opportunity on that name sales step and the

system will insert the opportunity at the begging of the sales step.

pipelinersales.com a division of uptime ITechnologies GmbH I 12



L

pipeliner

The diagram below shows you how to move the opportunity from one sales step to another.

2 . Papers 3. Plan

Pre-valuz

Customer spedfication

Ship That
0% 3

Sales plan

Copy Master

Drop the op

2 . Paper-
pe Bio-thron

pedfication

Drag the opportu
the sales step n

Ship That
e s )

portunity on

the sales step name

> nl’—,,n

ics

Sales plan

nity on
ame

L Copy Master

0% 3

pipelinersales.com a division of uptime ITechnologies GmbH

10% al

The oppor
moved at the

tunity was
beginning of

a sales step

Pre-value

Customer spedfication

Ship That

Drag the opportunity into

the wanted

0% z

Copy Master

\

sales step

Sales plan
Cushomer spedfication
Ship That
Copy Master
]
The opportunity was
moved to the place of your

cho
J

\

ice

|

0% 2
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The diagram below shows you how to move the opportunity from one maximized sales step to another.

Drop the opportunity on
the sales step name

2. Papers Bio-thronics

2 . Papers
Sales plan | General Info ||| Pre-value J || Sales plan

Customer spedfication Customer spedficatje Data Customer spedfication

History
KM profile.png
.
Drag the Opportu nlty on
the sales step name T

The opportunity was
moved at the beginning of

a sales step
Copy Master
Monitors Group Monitors Group
— )
-
4
10%

pipelinersales.com a division of uptime ITechnologies GmbH 14
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4. Closing opportunity (move to the archive)
The opportunity can be closed in two different ways and it depends on the achievement of that opportunity.

Won opportunity
The opportunities moved to the last sales step are considered by the system as the won. If you move the opportunity to the last sales step, the

system will prompt you to confirm moving the opportunity to the archive.

Do you want to move this opportunity to the
A archive? Opportunity status will be change

to "won".

1 Click yes = if you want to proceed or click no = to leave the opportunity in last sales step of pipeline.

Lost opportunity

You can move a lost opportunity to the archive by clicking the archive button uEJ in the opportunity extract window.

Hardware selection

Value €8,850.00 =
Closing date 20-03-2012
Ranking # #r & &
Acoount name
Koopetive, GmbH

Owner
Musterman, Max

| Hardware selecti...%) lle

clicking archive button, you can activate the opportunity back to the

Close lost opportunity i by Note: You can still anytime re-
move the opportunity to archive. pipeline.

pipelinersales.com a division of uptime ITechnologies GmbH I 15



pipeliner

The system will prompt you to confirm moving.

1 Click yes L if you want to proceed or click no = to leave the opportunity in the pipeline.

5. Re-activation of closed opportunity
Opportunity in archive
If you want to move a closed opportunity back to the pipeline from the archive, you have to point on that opportunity and click on the re-activate

icon & in its extract window.

Hopper‘Bremen @‘%

Cmg“;:: e =8 Re-activation archived Note: The system will move the
Ranking # & Ak 0 opportunity i by clicking re- opportunity to that sales step,

Hoppamtader, mbt | | activate icon, you can move the where it was in the archive.

owner opportunity back to the pipeline.

Musterman, Max

Hopper Bremen i

The system will prompt you to confirm re-activation.

Do you really want to re-activate this
oppaortunity / lead?

1 Click yes Y& if you want to proceed or click no e to leave the opportunity in the archive.

pipelinersales.com a division of uptime ITechnologies GmbH I 16
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Additionally, the system will prompt you to define its new closing day.

Move closing date é . )
New closing <« February, 2011 »>
NeweIeing e date i insert Mo Tu We Th Fr Sa Su
. 1 2 3 4 5 &
[26-08-2010 the new closing 7 8 3 mou3
date either 14 15 16 17 18 19 20

nnonflls sy
28

manually or by
clicking on the

calendar button.
. v

9 Click on the save “to proceed or click on the close “ and the system will add closing date of the opportunity according to
its previous closed date.

Opportunity in last sales step
If you want to move the opportunity from the last sales step back to the sales process, you have to drag and drop that opportunity from the last

sales step to one of the active ones. The system will prompt you to define its new closing day.
r 3\

Move closing date New closing <« February, 011 »>

date i insert Mo Tu We Th Fr Sa Su_
New closing date + the new closing 5 & 2 1 o 12 o
|26-I:IB-201I:I date either 14 15 16 17 18 19 20

u nznfl]s sz

manually orby

clicking on the
calendar button.

o

9 Click on the save “to proceed or click on the close “ and the system will add closing date of the opportunity according to
its previous closed date.

pipelinersales.com a division of uptime ITechnologies GmbH I 17
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6. Copy the opportunity

If you want to make a copy of the opportunity from the archive to the pipeline, then click on the copy icon L....J in its extract window.

Hopper Bremen

8} we
Value €22,000.00 = a:m: Copy archived opportunity i by Note: The system will move the
Closng date 30-09-2010 el (a= clicking the copy icon, you can opportunity to the first sales step.
cailialatte || create a copy of that opportunity
o e cmbt into the pipeline.
.
Owner
Musterman, Max
Hopper Bremen i I

The system will prompt you to confirm this process.

Do you really want to copy this opportunity
/lead?

91 Click yes Yes if you want to proceed or click no e to leave the opportunity in the archive.

Additionally, the system will prompt you to define opportunity closing day.
a B

New closing ¢« February, 2011 »>
date i insert the SoTude T Fon s
new closing date s 8 e o
either manually or 1« 15 15 17 18 19
by clickingonthe 5 ** -
calendar button.

' \ J
9 Click on the save “to proceed or click on the close “ and the system will add closing date of the opportunity according to
its previous closed date.

Move closing date

New closing date *

[26-08-2010

pipelinersales.com a division of uptime ITechnologies GmbH I 18
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Opportunity extract

The extract window enables you to easily work with actually pointed opportunity through its pipeline icons. Through these icons you can reach

the most important features related to this one opportunity.

Opportunity general
information

pipelinersales.com a division of uptime ITechnologies GmbH

Control Panel 1 by clicking
on the icon, you can open its
control panel.

Hardware selection @ @
Value €8,850.00 = -t

Closing date 20-03-2012 _ (Wit M
Ranking o #r fr & & b

Acoount name b}id

Koopetive, GmbH

Owner

Musterman, Max

| Hardware selecti...1%) '1‘]

Archive T by clicking on the icon, the
opportunity will be closed and the status
changed to ALostfi.
then placed in the archive.

Reminder i by clicking on the
icon, you can set a reminder for this
opportunity.

| L
. N
Print i by clicking on the icon, you
can print all information related to
this opportunity into the PDF file.

~ o

\
Show/hide opportunity i by

clicking on the icon, you can
show/hide the opportunityBy
default, values of hidden
opportunities are not included in
the target calculation. This can be
changed within the pipeliner

options.
. 7
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Pipeliner options
Pipeliner options feature has been designed for the best usability comfort, which enables you to customize all opportunities in your sales process

and customize specificities of dynamic target upon your needs. If you want to open pipeliner options, click on the options button in

upper right hand corner of pipeliner and the system will enroll its working list.

1. Overview , N
Pipeliner options i
by clicking on the
] 1 . Notice 2 . Identify 3 . Validate 4 . Qualify R OptiOﬂS button, the

& Synchronize  Last synchronization was 2 day(s) ago. Found results: 79

pipeliner Archive Dashboard Synchronize System W|” Open
Cloud Useability Management Reports Features H H H
Offine pipeliner options.
“ o
. )
Software > B pipeliner implementa... & P'p el Ine settin g S I ISt
Sales Foroe Automat... A Hopper Viien 'y i here y0u (.:an .flnd
CRM forum Poland (%) g the main p|pel|ne

| pipeliner training pr... A | Working OptionS:

| Product market: A ||| Hardware selecti... @) £ )
| Marketing support & | Uni rket i | software addons i ﬂ Sales rOIe view
rTl : Would you like to\ i L. ’ . \\ Settlngs
hp y . l | Workshop A ||| pipeliner implementa... & ||| Software implement... AL ||| pipeliner SFA A ||| SFA market present... A | 4 A \ ﬂ PrOfIIe Settlngs
_ave yOUr plpe Ine.r | Hopper office LJ | CRM forum LJ‘ Real target ﬂ Opportunity VieW
options opened during o = . Egos settings
orkingl JUSt CliCk on | Sales strategy A ||| Software spedification & pipeliner presentation A 11,146.1 % - g )
w » e S, 1 Filter settings
the options panel — p— . _ .
. | Conference 1t ||| pipeliner support LJ | pipeliner present... (@) 45 | | Software Selection & - ﬂ Dynam IC target
label and drag it away : e _ .
. Incorparation > 1 Uni Salzburg i B Settlngs
from its spot. If you — -
. Linz conference i | Software analysis i |
would like to move - >
. Hopper Munich (%) g’
your Optlons panel | Software research & ‘ SFA definition i \ J
back, then drag and —) —
drop it near its origin o o (o) [o) (o) (o)
spot and system will

automatically dock
your filter back to your
pipeliner!

pipelinersales.com a division of uptime ITechnologies GmbH 20
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2. Sales role view settings

This option enables you to select which sales view you would like to use. Sales role view settings provide you the possibility to select pre-defined

sales view settings as well as customized option. The table below shows you explanation of all possible settings. You can also select the custom

mode, where you can freely customize its settings.

Sales role view settings 'y

Custom

L&L

3 Sales rep @ Sales manager 0O <+

|a Show details of view

View settings

1
i

‘I
I

<

‘I
|

[<

Target calculation settings

Customize this setting

T

Tip: By clickingo n  tchstomife
this settingobutton, you can freely
customizeoppor t uni ti e
pipeline and their contribution to
the dynamic target.

pipelinersales.com a division of uptime ITechnologies GmbH

Sales role view i by selecting one of the
options, pipeliner will use pre-defined settings
for pipeline and target contribution settings

recommended for listed sales role.
o
=

Toggle opportunities in pipeline/archive 1 by
checking one of the options, you can toggle the
variety types of opportunities in the pipeline or

archive.
o’
[ §
Target contribution i by checking one of the
options,youcani ncl ude opport

the target.

Settings Explanation
Toggle show/hide opportunities Toggle your opportunities visibility

Toggle show/ hi de sales t Toggle sales team opportunities visibility
Toggle show/ hide sales Toggle sales unit opportunities visibility

Toggle visibility of opportunities situated outside
the target

Do not display opportunities outside target

Include value of hidden opportunities Include values of hidden opportunities to the target

Include values of sales team opportunities to the

Include value of sales team opportunities

target
Include value of sales unit opportunities Include values of sales unit opportunities to the
target

Include values of opportunities according to the
filter settings

Do not include filtered out in target
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Profile settings

The profile enables you to create your own pipeliner options preferences i.e. one specific workspace. After you will configure your options

settings (e.g. filter settings) you can save them under one profile and afterward anytime use this setting through just one click.

f

one of your saved profiles,

\
Select profile T by selecting

Profile settings v

K . . . Select profile
pipeliner options will change ~ o o
its settings according to this Profil & = Remove profile i by clicking
profile configuration. Undta re P on the remove button, you
\ / move l will remove selected profile.
r 3 /Craate new profile
Update profile T by clicking Profile B -

on the update button, you will
save all changes made within
selected profile.

~ ’

V Reset filter settings

f
Create new profile i by inserting a profile name and
clicking on the create button, you will save and
create a profile according to your options settings.

pipelinersales.com a division of uptime ITechnologies GmbH
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4. Opportunity view settings

The opportunity view settings enable you to group, entitle and arrange opportunities in your pipeline according to your needs.

Toggle show/hide hidden
opportunities T by checking this
option, you can show/hide hidden

opportunity in the pipeline.

[ 4

Group i Select one of the
possibilities to organize
opportunities into groups with
similar information.

Mo grouping
Opportunity account

Mo grouping
Opportunity owner
Opportunity account

Opportunity sales unit

Opportunity grouped by

Opportunity view' settings

) —> |— Toggle show/hide hidden opportunities

Opportunity entitled by

in the sales step will

be removed.

pipelinersales.com a division of uptime ITechnologies GmbH

—> | Opportunity owner |L| | Opportunity name
Arrange opportunities by
| Owner name ILI Arrange
Remove empty spaces |_ reversad
\
Remove empty Reversed

spaces i by clicking arrangement i

this button, the gaps check to reverse
between opportunities arrangement

Entitle i Select one of the
possibilities to display
opportunities labels.

Cpportunity name

Chwner name

Account name

Opportunity name
Owner name
Account name

Sales unit name

Arrange opportunities i select
one of the possibilities to arrange

the opportunities in the pipeline and
click on the arrange icon

|
nnps 'to process.

Opportunity value v

L3

Opportunity value
Account name
Opportunity name
Cwner name

Sales unit name

My opportunities first =

23
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5. Filter settings

Filter settings enable you to filter opportunities in your pipeline according to their details and your needs.

Filter by
account/owner/opportunity
namei insert the
account/owner/opportunity name to
filter the opportunities containing it.

Filter by ranking i by checking
this option, you can filter the
opportunities according to their
ranking status.

Filter by products/services/sales
step name 1 check the
product/service/sales step name to
filter the opportunities containing it.

e == =3

Filter by account Filter by opportunity name

Q Q
Filter by owner Fitter by oppartunity value
Musterman, Max X |- -

Fitter by opportunity ranking

O
Filter by sales units A

[] » Compamy (Al units)

Products & Services A0
[ ceBIT

[ crm

[ p-max

D p-ane

Sales step name
[

[ hotice
[ Mentify
[] validate

Reset filter settings

Note: Please do not forget to
activate filter by clicking the button
. Otherwise the filter will not

work at all.
Filter by the > |w
opportunity value i -

insert the specific

value to filter the

opportunity as such. ==

Please note that you
can classify

mathematic relation
to this value.

Filter by sales unit i by checking
this option, you can filter the
opportunities according to their
sales unit.

Tip: If you want to find the
opportunity according to its closing

date, you can use opportunity
timeline.

1 Click on the button fono B to activate filter options or click filter foffo Bl to deactivate filter. Click on the reset button

Reset filter settings

to clear filter options.
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6. Dynamic target settings
The dynamic target settings enable you to customize the target period. pipeliner will include to the computation only those opportunities which
closing dates are situated in the customized target period. Additionally, you can setup target goal as an expected value e.g. of income or
turnover.

Dynamic target settings - f . L \
Dynamic target period i here

Target actual goal Dynamic target period you can select one of the
possibilities to select date range

Actual target goal i insert the

_> 1 4—
value of the target goal. [ s00000 | [custom target period [ 7] for dynamic target.
From: To: _
| 01-10-2009 |E | 30-09-2010 |E Current year -

Current finandal year
1Q of current year

20) of current year

Tip: Date range for financial year is

classified from 01.04 of this year to
31.03 of the following year.

3Q of current year
40 of current year
Custom target period -

Note: This feature is available only
in licensed versions.
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Dynamic target

The dynamic target computes and displays its value based on the target period and value of the opportunities in this period. Moreover, the dynamic

target is a special pipeliner feature displaying your actual probability of your sales achievement according to your pre-defined target goal.

Overview

O Synchronze  Last synchronization was 2 day(s) ago.

< 1 . Notice

Found results: 79

5 . Propese

Q' (3 opIoNs

f

2 . Identify 3 . validate 4 . Qualify 6 . Close 7 . Implement
pipeliner Archive Dashboard Synchronize Dynamic Targets Opportunity Managem... uptime
Cloud Useability: Management Reports Features salesforce empowerment
Offline
| Software L pipeliner implementa... & | pipeline force A ||| pipeline configuration &
o S
|
| Sales Force Automat... B Hopper Wien i Upgrade software oo
M——————— )]
CRM forum Poland (%) *g* SFA mechanism 4R
Sttt bl = AT T
pipeliner training pr... &
Product market & ||| Hardware selecti... (@) 48" | Uli implemeptation {
J
. ic target
Marketing support & | Uni market 2 :
h target view
| Sales support 1J | Research project i J pﬁ - N
e <+
Workshop A || pipeliner implementa... LJ 1 | Software implement... LJ | pipeliner SFA i | SFA market present... L | 'y \ N\
Hopper office A ||| CRM forum i J Real target
2 b € 239,865
| Sales strategy A ||| Software spedfication & pipeliner presentation B 9.6 %
power presentation A \V/
Conference i | pipeliner support LJ ‘ | pipeliner present... (@) 2g | | Software Selection A |
: [ | Start  01-01-20:
| Incorporation L ‘ End  30-04-2012
Linz conference i ||| Software analysis w o
: Goal 2500000
| Hopper Munich (@) 4g*
| Software reszarch i
0% 2| 0% 20 ‘ 10% 23 | 30% 9 | 50% 5 ‘ 75% 5 | 100% 10

pipelinersales.com a division of uptime ITechnologies GmbH

Target view: By
clicking changing
sign, you can alter its
display. Moreover, by
clicking on the
dynamic target, you
can enroll its main
details.
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2. Changing the dynamic target display view
You can change the display label information of dynamic target to see the sum values of the opportunities according to their values, standings in

ones sales step and their closing dates. You can setup target goal as an expected value of your sales business. Please note that target goal is

voluntary input.

Dynamic target view @ ‘ \ _
T by clicking this sign, \ / Target view
you can alter dynamic Ny .

target view. Real target

15000 Dynamic target value

15 %
a?” J1 ( ~
Dynamic target value Tip: Proportion value of dynamic
proportion (based on target is shown through the chart

Start  01-10-2009 the target goal value) pie behind target label.
s

]
End  31-12-2010 '\ .

Dynamic Target
[ Dynamic Target goal ]*» Goal 100000 period

Sum of the opportunities values according to their sales step position
(its percentage of probability) and target period date definition.
Sum of the opportunities values according to the target date period
definition.

Sum of the closed won opportunities values.

Getting more information

» Dynamic target settings

» Toggle dynamic target

pipelinersales.com a division of uptime ITechnologies GmbH I 27
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Pipeline Archive
u Pipeline archive is a special pipeline part where you can maintain all closed
opportunities. Namely, it gathers all opportunities, which have been defined as either lost

Sy ~ orwon.

Getting more information

» Pipeline archive overview, 29 p
» Opportunity extract, 30 p
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All opportunities in the archive have a stable position and they are read only. You can re-activate anytime and any opportunity in the archive back
to your pipeline according to your needs.

1. Overview

0 Synchronize ~ Last synchronization was 2 day(s) ago. Found results: 34 r Q Q) OPTIONS Optl ons
n 1 . Notice 2 . Identify 3 . Validate 5 . Propose 6. Close ‘ ~Implement
Search bar
Y
== The Opportunity
[ o foran S Extract i by pointing
| Uni Event @)+ | komix i | Students conferenc... A .
. s Vake €28,60000 = ————— on the opportunity,
U g e 23-02-2001 e the opportunity extract
o s - will pop up. Here, you
unt name IR0 . .
Koopetive, GmbH 2 can find basic
e information about the
T e ey opportunity and work
Hoppersremen & s g with it.
| | om8 2 X
| r )
- < =% | Thefn 7 /03 e that
- S in archive are 37
6 . .y
e = — o . [T archived opportunities
|| pipeliner aplication | lardware %) *4 | om: | | Product Impleme...(%) &
e ‘ and 7 of them are
Ihaé . .
N considered as being
Note: The o o r ;O (o) L) won. Additionally,
Opportunities in the 0% 0| 0% 5 | 10% 4 30% 8 | 50% 5 | 75% 4 100% #:7/3718.92% <€— 18.92% shows your
archive have fixed percentage of
position and they are successfully closed
all read only. opportunities.

7

probability in the sales step

Sales stepods p][ Number of closed opportunities
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2. Opportunity extract
The extract window enables you to easily work with actually pointed opportunity through its pipeline icons. Through these icons you can reach

the most important features related to this one opportunity.

Control panel i by clicking on the icon, Toggle visibility of the opportunity i by clicking on the
you can open its control panel. icon, you can hide or show opportunity in the archive.
: | l Trash i by clicking on the icon, you
HOppaE; BEST ) can delete the opportunity forever.
e =1 A\ )
Value €22,000.00 = 7N
Closing date  30-09-2010 .ﬂ_ 8 ' ; . Sl ; ]
Opportunity basic °5'::' k,-a e “:i' Reminder 7 by clicking on the icon,
nking . .
) . you can set reminder to this
information e &.!ﬁ | )
Hopperstadler, GmbH ‘L.. . .
m&nlm Print i by clicking on the icon, you can
. print all information related to this
 Hopper Bremen 4 opportunity as a PDF file.
“ L
Re-activate the opportunity 7 by clicking on the icon, Copy opportunity to pipeline 7 by clicking on the
you can move the opportunity back to pipeline. icon, you can make a copy of the opportunity to pipeline.

9 If you would like to leave the archive then you have to click on the arrow button in pipeline menu.
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Control Panel

The control panel consists of four information parts, which enable you to maintain all

information about the single opportunity.

Getting more information

» Opportunity, 33 p
» Activities, 43 p

» Account, 49 p

» Organization chart, 51 p

pipelinersales.com a division of uptime ITechnologies GmbH 31



L

pipeliner

Every control panel enables you to insert and then maintain the account related details, set activities related and organize key people related to
the opportunity into a visual organization chart.

Overview of control panel

Last synchronization was 2 day(s) ago.

pablol@scheappart.at
window, where you ‘ T
can maintain account .

Gl o Roma Bt e set reminders, create

| tasks, schedule

~ _— A
- N Activities T by
Account i by clicking T = = Cllfhkéngy:?elrf \I\I/ielzlld1
on ltS_IfIIeld, th% ?Kstem , . 16/ Shember 201 Todays activities expand the activities
will expan € I +42100300 Type Subject Status Due lists, where you can
account panel il :
B
I

; Slasing date appointments and
related details. CRM forum € 26,899.00 24-08-2011 pp .
. W, Conference €30,050.00 09-07-2011 pOSt tOpICS rela'ged to
Marketing support €38,600.00 06-07-2011 the opportunity.
. . ~
r a T ' = r a
Organization chart i OrgaMZCHISITCARIE =< Hiealid = Opportunity i by
by clicking on its field, " pipeliner implementation clicking on its field,
the system will e —— N p— the system will
/alue 4 e ing
eX_pan_d the Owner Musterman, Max (test@uptime.at) expan_d the
organization chart ey [ opportunity panel
panel, where you can Ranking wmd_ow, wherg you
organize people into e can insert the initial
the ViSUaI Italian company Scheappart wants to upgrade and improve their sales income by 8% Opportunlty related
H . during the next finandal year. They are searching for the new sales force automation d et aiIS
0rgan|zat|0n Chal‘t. software which helps tham achieve predefined high of revenue income. .
. ~

Cancel 1 by clicking the cancel button,
you will close its control panel.
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Opportunity

The opportunity window enables you to insert general opportunity related details such as its name, value, closing date, account contact, key contact,

products and services related to the opportunity, the opportunity owner and the sales team whom you are sharing the opportunity with.

Overview

f
Opportunity name i
by clicking on its bar,
you can insert the
name of an
opportunity.
.
f
Opportunity value i
by clicking on its bar,
you can insert the
value of the
opportunity.
.

f
Closing date i insert
the closing day of an
opportunity either
manually or by clicking
on the calendar
button.

\

o
N

o
N

Last synchronization was 2 day(s) ago.

| General Tnformation

Name
pipeliner implementation

Value

[18880

Closing date

|06-09-2011

Sales Unit

IEurope

Accourt 8 Coritac:

Account

?», Scheappart

Torino

Corso Re Umberto 899/C
Phone: +48 100 100

E-mail: support@scheappart.it

Ranking

Conversion rate
| Use company exchange rate  OF |32
Owner

Musterman, Max (test@uptime.at)

Contact
&, Piccasa, Pablo Peter
e ﬁ,_ Scheappart
d o Finandal Expert
h!,\ Phone: +42 100 100

E-mail: pablol@scheappart.at

r D
Note: By clicking the
history log button, the
system will open its
window.

Opportunity rank i
rank the opportunity
according to your
preference.

pipelinersales.com a division of uptime ITechnologies GmbH

4 N
Opportunity account

& key contact i by
clicking on the
account or contact
card, you can insert to
this opportunity
related account and
key contact.
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2. Account &Key contact
Every opportunity is basically connected to one account and all necessary opportunityrelate d i nf or mati ondéds are done i n |

key contact. You can assign/change an account or key contact to every opportunity in your pipeline.
Assign new account

9 Click on the plus account % button. The system will open the account details dialog.

Edit account X
Account Contact /e T

T Company/Account L contact Account name *
Company/Account First name Last name
Home page Industry
Aocount Class Phone E-mail -
0®®O®
Account Class Account Type
‘ﬁ Hv ‘+ ‘2 # o@@@@ new customer b
T City Country
Q
Assign new account i click on the Account Details i Insert account = ST
plus account button to insert new details by entering information into
account related details. defined fields. Please note that o
only mandatory field is the name of
an account.
Phone 1 E-mail 1
Phone 2 E-mail 2
Save Close

9 Click on the save button “o assign this account to the opportunity or click cancel button “ to close account details dialog.
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Add account from address book

9 Click on the address book  putton. The system will open the address book.

Apcount Contact
B Company/Account & contact Address book i click on the address
— S book button to assign an existing account
to the opportunity.
Aocount Class
0®EO®
A & ¥ FuR R 4
Alphabetically sorting i Click to sort accounts Sorting by columns i Click to sort Search bar 1 Type in searched word to
alphabetically either descending or ascending. accounts by columns names. find an account containing it. Please note

that you have to empty the search bar to
see all accounts again.

<& Address Book x

»
= P L a=7 | Name e 4
Name Phone Ermnail Address Country Type
Account name Public
Bio-Thronics Marada str. 5 Furano 5685 Japan Private
Biosystemns Public
Copy Master Hideto Mura str. 89 Kagaw: Japan Private
Maonitors Group Lee Park str. 23/8520 Chur South Korea Private
PC Shop Main str. 110/4 Hong Kong  Hong Kong Private
Ship That Upper str. 1/12 Phuket 65& Thailand Private
University of Kobe Nahamara str. 1 Kobe 548¢ Japan Private
W-mobile Tiet Ba str. 5686/2 Phan Tie Wiet Nam Private
Select account
.
Columns visibility T by clicking the
@i < columns button, you can choose columns,
which you want to make visible on the
account list.
“

1 Select one account from any available in the address book and click the select buttonQ. The system will assign it to the opportunity.
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Add quick account name
If you would like to input account data very quickly (e.g. you would like to insert only account name), you can easily do it by only inserting account
name to its field and then by clicking on the confirmation button.

9 Insert the account name into its field.

[ )

Account name i Account
name i insert the account

Acoount

?‘m Company/Account

Company/Account Last name a N
Confirm i click on the
Aozount Class Phone E-mi confirm button in order to
0000 ‘/ relate account to the
. . opportunity.
B O ¥ L e ¥ L J

9 Click on the confirmation ¥ button to proceed and inserted account name will be stored.
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Assign key contact to the opportunity
After you assign the account to the opportunity, the system will automatically add the key contact card. You can choose whether you want to

assign a new key contact or you want to select an existing one from the address book.
Assign new key contact

9 Click on the plus contact L button. The system will open the contact details dialog.

2 -+ i .
Account & Conta Edit contact
Account Contact
="
> CRMPond, Inc. & Contact
LA, .
Upper East 56 Str. First name Last name Middle name

Fhone: +56 855 675

-mail: office@crmpond.com
Eomail Phaone E-mail

& ‘2 m‘i‘ ‘2 M City Country -

T ZIP State/Provice

Address

a 5
Assigh new key contact i click on <
the plus contact button to insert

new key contact related details.
| L

, N
Contact Details i Insert contact Pasition CompanyjAceount
details by entering information into Q Q
the defined fields. Please note that
only mandatory fields are first and Prane 1 Ermail L
last name of the key contact.
\ J Phone 2 E-mail 2

1 Click on the save button “o assign the key contact to the opportunity or click cancel button “ to close contact details dialog.
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Assign key contact from address book

9 Click on the address book © putton. The system will open the address book.

Account & Contadt
Account Contact
% CRMPond, Inc oa contact Address book i click on the address

LA . . .
Upper East 56 str First name Last name book button to assign an existing account
to the opportunity.

Phone: +56 B55 675
E-mail: office@crmpond.com

Phane E-mail

x e e

Search bar i Type in searched word to

find a contact containing it. Please note

that you have to empty the search bar to
see all contacts again.

Alphabetically sorting i Click to sort

contacts alphabetically either descending or

Sorting by columns i Click to sort
contacts by columns names.

<Z Address Book x

s Pt A->Z | Name e,
Name Phone Email Position Account Address Type
Aramari, Rukika Office manager Bio-Thronics Private
Chu, Chan Lee Sales manager PC Shop Private
La, Phang Ghu Sales manager V-maobile Private
La, Phangh Private
Lamalaki, Kokiki Assistant Bio-Thronics Private
Les, Kim Chun Manager Monitors Group Private
Muay, Tassanne Consultant manager Ship That Private
Muay, Tassanne Consultant manager Ship That Private
Shikoku, Akami Librarin University of Kobe Private
Thakamiki, Aiko 015/555 555 00 Manager Bio-Thronics Green Avanue 5. Tokio  Private
Titikkoke, Miko Office manager Bio-Thronics Private Select co ntact
Yamashina, Ronin Manager Copy Master Private
.
Columns visibility T by clicking the
# ™ . columns button, you can choose columns,
which you want to make visible on the
account list.
“

1 Select one contact from the available address book list and click select button Q.The system will assign it to the opportunity.

pipelinersales.com a division of uptime ITechnologies GmbH
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Add quick contact name
If you would like to input contact data very quickly (e.g. you would like to insert only contact name), you can easily do it by only inserting contact
name in its field and then by clicking on the confirmation button.

9 Insert the first and last name into their fields.

Account Contact 4 '
T CRMPand, Inc. & contact Contact name i insert the first and
La. _ last name into its fields.

Upper East 56 Str. First name L J

Phone: +56 855 675
E-mail: office@cnmpond.com

Phone E-mail

Confirm 1 click on the confirm
button in order to relate contact to

ILI &/ ‘.I @ M‘/ the opportunity.

9 Click on the confirm button 4toproceedand i nserted key ctwgdt act 6s data wil/ be s
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3. Products & services list
This list shows you all user-defined products and services, which you can relate to the opportunity. Once you create a new product or service in

the opportunity panel, it will be available in every opportunity panel all opportunities.

Products & Services [ )
s o 55 Add new product & service i
Products & Services / click to add new product/service
] =Tla and insert the name of it.
) “ L
Il ProductA , [
[] service A Edit product & service T click on

the edit button to edit selected
product/service name.

Delete product & service i click
on the delete button to delete

Check the product & service i click selected product/service.

to check the product/service item and

assign it to this opportunity. Note: When you edit or delete
existing product or service, the
process will affect all opportunities
assigned to it.

[
[ €
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4. Opportunity owner
Every opportunity can have only one owner. The ownership of the opportunity differs in single and team mode. Whilst in single mode the owner
field is a free input box, in team mode the ownership has to be assigned to somebody from the organization. Please note that only the owner of

the opportunity can change its ownership.

| Mode | Opportunity owner Sales Team

Single Free input for user Free input for user

Select from all available users within the Multiple select from all available users
organization. within the organization.

Assign new ownership of the opportunity in team mode

, N
Select new sales unit i select new
sales unit of the opportunity.

G i Important Note: If you assign the

opportunity to the new owner, first
you and afterwards the new owner

Select new sales unit *

. : |Company (Al units) [w] have to synchronize in order to
[ ) ) finish whole operation of
Select new owner i select the new Select new owner * transferring ownership. You will

owner of the opportunity. automatically lose the option of

editing the opportunity details as
an old owner. Further, if you are
not in the same sales team, you
will lose the opportunity from your
ipeline as well.
. v

|Sisiko Oragami [w]

Sales team member 7 check the | Keep me as sales team member

option to keep yourself as a team
member.

9 Click on the save “ to select a new owner or click “ to close the window.
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Change ownership of the opportunity in team mode
As a sales manager, you have the option to change the ownership of the opportunities of your sales team members.

Transfer of ownership may cause that not Note: Itis
synchronized data from original owner may recommended to use
be lost! Are you sure you would like to this feature 0n|y ina
i case of emergency!
. ¥ . . Mo . .
9 Click yes = if you want to proceed or click no to leave the opportunity assigned to the present owner.

5. Sales team
The sales team is a group of sales members with whom you share your opportunity. Please note that all sales team members assigned to this
opportunity can see this opportunity on their pipeline and can read opportunity details written to action panel as well as use the messaging

system to communicate amongst themselves.

r D
Check the member i Sales team
click to check the L] :
sales member who
you want to include Eduard
into sales team of the [ Rapert
opportunity. '_’ zl”dﬁ
8 7
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Activities
The activities window helps you to plan tasks, set reminders and make appointments related to the opportunity. You can setup, maintain and
delete tasks, reminders and appointments assigned to this opportunity. Moreover, in the team version you are able to start discussions and post

topics to one opportunity and share your thoughts among your colleagues.

1. Overview

. )

Activity types i \

select the activity you
would like create:

Set Reminder
Create Task
Schedule
Appointment »

i Start Discu_ssion Details view of
(team version). selected activity

=a =4 -9
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