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@sales helps organizations to comprehend their sales
opportunities and to manage their sales efforts. It has
been designed specifically for companies that sell
professional services.

* ReedyRiver licenses @sales software as an Internet
service.

* You can choose the edition that best fits your company
size.

www.reedyriver.com



@sales is Designed for Companies that Sell Professional Services

Personal Dashboard
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Businesses that sell professional services have a hungry .
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the curve indicates when billable hours will turn into The Labor Pipeline Chart shows a forecast of
overhead. Organizations try to keep the trailing edge of billable hours from sold and unsold Deals.

the curve as far out in the future as possible.

Do you know what this curve looks like for your
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your sales opportunities and present the data so that you

can see the whole picture. Deal Review Screen
Deals are grouped by Sales Stage. A green
marker identifies Deals that have been won. An
amber marker identifies Deals that you will decline
to bid. Click on a drop down list to filter which
deals are shown.
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Is it a Go and Will We Win

It takes time for some projects to firm up. @sales allows
you to assign two probabilities to each sales opportunity.
Go is the probability that the project will materialize. Get is
your probability that you will win the opportunity if it is a Go.

Here's an example: A client has shared some of their early
thoughts about a project and you want to put it on your
radar screen to ensure that the right people know about it
and will follow up on the opportunity. At this stage the
project may be a 20% Go.

@sales will help you track any stage of opportunity and its
current state. It will also use Go and Get probabilities to
calculate factored values for the opportunities that you are
chasing.

Track Assigned Tasks

The Actions Screen acts as both a report and a gateway for
editing Action data. Actions are grouped by Deal and sorted
by date due.

The user’s role determines the information that the user will

see on the Actions Screen:

» Enterprise Managers see all actions for all users in the
enterprise

» Territory and Business Unit Managers see only Actions
for users that are assigned to their territory or business
unit.

» Users with role of Sales see only the Actions assigned to
them or assigned by them to others.

General Features

Log and track each sales opportunity. Assign value,
cost, hours, probabilities, etc.

» Log and track phone calls and meetings with clients.
» Track Planned Actions and Action Results.

e Contact Information Database (Address Book) with
reports in different formats. Card Format is shown to the
right.

* Report Forecast Monthly Cash Flow (revenue and net)
from the Sales Pipeline by month. Shows revenue from
Deals won separately from unsold Deals.

* Report Estimated Monthly Labor Hours from opportunties
in the Sales Pipeline. Also shows monthly equivalent

head count. Shows hours from Deals won separately from

unsold Deals.
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Sales Analytics Chart
The Sales Analytics Chart above shows Revenue
and Billable Hours for deals won and deals still in the
sales pipeline. Bar chart colors denote Sales Stage.
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Actions Screen
The Actions Screen displays task information
customized for the user. An amber marker
identifies Actions that are late.

Click o an Index Tab: | ABC | DEF | GHI | JKL | MNOP | QRST | VWY | XYZ |

Click The Email Address To Create An Email

Armstrong, Jack *
WP of Operations 99 Broachway

Alpha Pharma 2rd Floor
Phone: 404-555-1212 Birimingham
Mobile: B07-555-1212 Al

Fax: 404-555-1212 60912
Jack Armstrong@flphapharma. Com us

Assistant: Val Dobson
Dept: Executive Asst. Phone: 404 555 1521
Notes: Phors Number is a machine. Enter 1071 as his  Birthday: 11/29/50
contact id

Mo Calls! *
Bonus, Bob ®
Honcho

Pl M anbenbaen i

Contacts Shown in Card Format
If you want to send an email to a contact, just
click on the contact's email address.
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@sales Enterprise Edition

provides additional capabilities for large
companies:

@sales Enterprise Edition also adds three

Create Business Units (company divisions), Sales
Territories and Sales Sub-Territories that fit your
business.

Assign Territories and Business Units to your sales
force.

Assign Managers toTerritories and Business Units

Associate Business Unit, Sales Territory, and
Executing Office to sales opportunities.

additional user roles:

Enterprise Manager
Business Unit Manager

Territory Manager

The Manager’s Dashboard
The Manager's Dashboard presents information pertinent
to the manager's area of responsibility:

Enterprise Managers see the most important deal
information for the entire Enterprise

Territory and Business Unit Managers see the most
important deals for their assigned territory or business
unit.

Managers See the Pertinent Data
Managers See the Data that is Pertinent to their Area of
Responsibility

The Actions Screen shows only the tasks assigned to
users that are in the manager's Territory or Business
Unit.

The Deals Screen shows only the sales opportunities

that are assigned to the manager's Territory or Business

Unit.
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Bus. Unit Mame
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= 8 Pacific us
Technology 9 Southeast us
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Create Business Units and Territories that reflect
your businesses.
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Manager's Dashboard
The Manager’'s Dashboard provides a quick view
of a segment of sales. Above is an example
showing Deals for the Manager’s Business Unit.
Cash Flow from the Sales Pipeline
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Cash Flow Chart
The Cash Flow Chart from the sales pipeline showing
revenue and net from sold and unsold opportunities.
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Go to our web site to learn about all of our other great products:

www.reedyriver.com

Email: sales@reedyriver.com

Phone: 864 335-8344
Fax: 864 335-8343
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