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This White Paper is for informational purposes only. MICROSOFT MAKES NO WARRANTIES, EXPRESS, IMPLIED, OR
STATUTORY, AS TO THE INFORMATION IN THIS DOCUMENT.

Introduction

Sales Performance Internationéic.(SPIprovides aSolution Sellin@ methodologyfor use with

Microsoft Dynamics CRMPIis a global sales performance improvement firm dedicated to helping the

wo r | d ’ngorganeaiaisidrive measurable and sustainable revenue growth and operational sales
performance improvementSince 1988 their solutions have been helping global corporations

successfully transition from selling products to marketing and sellingusgle solutions. Solution
Selling is SPI’'s proven sales process and set of
focus of Solution Selling is to facilitate sales professionals to qualify and close more deals by keeping the
customer at the enter of the sales process.

SPI has partnered with Mondo A/S to develop this solutidrich they have namethe Mondo Solution
Selling Accelerator for Microsoft Dynamics CRNndois an IT Services company and G@ldrtified
Microsoft Business Partnavith expertise across fodunctions: Software + Service Consulting,
Outsourcing, Industry Solutions and Business on Demand.

This whitepaper outlines twsolutionoptions from SPI and Mondbat can helpcustomers and
partnersutilize a Solution Selling methodolofgyyr usewith Microsoft Dynamics CRM he firstsolution
optionis availablet no cost for licensed Microsoft Dynamics CRM customers. The sesmnton
option has asubscriptionlicensefee butit hasadditional functionality.

TheMondo Solution Selling\cceleratoris fororganizationsvho wish toquickly automateahe Solution
Sellingsales executiomethodology while usiniylicrosoft Dynamics CRM.

Specifically the two options fantegrating SolutionSelling intaMicrosoft Dynamics CRite:

1. Basic Edition: provides dully-featured Solution Sellingales procestemplate for Microsoft
Dynamics CRM bittis restricted to 3 userdhe basic edition is available for download at no
cost. To download yourrée copy of the basic edition as well as the installation guide and user
manual go tovww.mondo.dk/dk/freemssa

2. Professional Edition: provides the same solution as the basic edition but has no limitations to
the number of users and additionally you willnedit from the Solution Sellingain Chaifivand
Strendh of Sale Check functionalitfhe professional editiorequirescustomers to purchase
licenses foon-premise deployment or subscribe to an-demand sevice

After reading this whitepaper you should have a detailed understanding of the following:

Business Rationale for aligning CRM technology with defined sales methodologies and tools
Why select a salesethodologytool?

What is the Mondo Solution Selligccelerator for Microsoft Dynami€RMP

Functional oveview of the MondaSolution Selling\ccelerator foMicrosoft Dynamics CRM.

=A =4 =4 =9
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9 Solutionarchitecture overview ofhe Mondo Solution Sellingcceleratorand the integration
points with Microsoft Dynamic€RM

9 Lcensing optiongor the Mondo Solution Selling Accelerator for Microsoft Dynamics CRM.

Download locations fothe acceleratomand othersupporting materials

1 How to get started with the integration and where you can get further information fromsSale
Performance Interational or Mondo A/S

=

Business rationale for aligning CRM technology and Solution Selling

If you are reading this whitepaper, you or your company are probably investing to improie¢op
revenue growth, cosbf-sales, or both. Rewmee improvements generally occur by impacting any of the
four effectiveness levers in this formula:

Average Deal Size X Average Win Rate X Number of Deals
Length of Sales Cycle

By moving these levers by as little as 5% e&étgays that itslientshave experienced 22% average
boost in top line revenue.ManagingCostof-Sales typicallinvolvesimproving efficiencies hiring,

developing, and collaborating within sales and marketing. As such, you may have started with a focus

on improving sale efficiency or effectiveness. Businesses often address sales efficiency with
investments in technology, like Microsoft Dynamics CRM. s&Héxtiveness on the other hand, may
be addressed in two ways:

1. Through professional development of the saleséby training on why and what to sell
2. Through process improvements focused on the how and when to sell.

Sales, CRM, and training industry research over the past 5 years confirms that as 184fi¢hodis

training knowledge is lost within\seeks 1);60% 6 CRM sy st ems do ) andame et
18 pointrevenue and quota attainmertdelta exists between those sales organizations with ahaa
sales approach versus those with a dynamic, enterprise sales pf)cé8emmon reasons for why this
occurs include:

1 Alack of CRM vision and strategy for the organization in general
1 What to automate? i.e.le lack of a detailed sales process, supporting methodologies, and

taxonomy
T Data quality: “ gmodganigationalmentivgoaimgeratiyeto cloange ”
1 Coaching quality & visiliy:themanager ' s “stick” versus sel/|l

! Equation Research, 2005

23CSO0 Insights 2009 Sales Performance Optimization Survey
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Yet, according to the same research, the real payback comes pdugie, process, and CRM
technology are aligned. Microsoft Dynamics CRM provides a flexible platform leveraging common
desktop tools andniterfaces. Solution Selliqpovides the sales and marketing processes,
methodologies, and sales tool$he MondoSolution Sellindcceleratorfor Microsoft Dynamics CRM
deliversa bridge between the twin aflexible and scalable solution which can be utilized throagh
hostedserviceor deployed onpremise. Te solution outlined in this whitepaper addresses sales
efficiency and effectiveness that directly impacts revenue and-abstles performance improvements.

Why select a sales methodology tool?

The concept of sales process, method and CRM technology alignment makes a lot of sense, but the
reality of execuihg against it can be problematic for organizations. Yet the power and flexibility of
Microsoft Dynamics CRM platform and development tools make it easy for developers or sales process
owners alike to customize the application. So why utilize the aateleversus building or configuring
Microsoft Dynamics CRM yourself? In many ways, it boils down to cost and risk. Typically, organizations
select an ofthe-shelf application to solve this problem for the following reasons:

COST:

1 Lower development timerad cost for initial version plus enhancements/upgrades occur over
time.

9 Lower onrgoing maintenanceand support costs.

1 Return on Training:dditer adoption and retention by reinforcement of the sales process and
methods withinCRM

RISK:

1 Time to Marketthe tool quickly aligns people (training), process, and technology; regardless of
which initiative is implemented first.

1 Expertisedo you have the right begtractices defined or technical and business process
expertise available?

1 Certification and Testig— Can yolkeep up with the latest application release standards
certification for your customized tool?

In summary, thevlondo Solution Selling Accelerator for Microsoft Dynamics CRM has already been
aligned to the Solution Sellimgethodology tested wihin the Microsoft environment, and has a
development and support team that will accelerate the journey to business outcomes much faster and
with less risk over time than tackling this as a-afieinternal or contracted implementation. By
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standardizing o one application that reflects a common process and method, it allows managers to
spend more time coaching top performers which is critical to driving seller loyalty.

What is the Mondo Solution Selling Accelerator for Microsoft Dynamics CRM?

Solution Sdingis awell-establishedset of sales toolased by over 600,000 sales professionals in more
than 50 countriesThis proven suite of methodologies, procedures and process workflows increase the
effectiveness of a sales organization. The suite addresgemcmanagement, planning, sales execution,
and sales tool requirements for companies who sell value based sdutibine Mondo Solution Selling
Accelerator for Microsoft Dynamics CRM 4.0 britgs together into an easy to use interfattespeed

up adbption of sales effectiveness

The Mondo Solution Sellivgccelerator for Microsoft Dynamics CRd solutionwhich integrates
Microsoft Dynamic€RMdata and workKowswith your sales process and methodologies.

The common language and steps by which an organizptans, executes, and manages leads,
opportunitiesand accountganbe summarized in a simple framewdsdcalled a sales process map. This
map reflecsthe bestin-class approach to selling and sesas a reminder of the key best practices that
can improve the skills dhe majority ofsellers. Whether it is 4 stepsralO steps is less relevant thime
verifiable outcomes thalinksseller to buyer.

TheMondo Solution Sellingccelerator for Mimosoft Dynamics CRM automates the use of key Solution
Selling job aids, process flows, and terminoldgpm a deployment standpoint, customers and partners
can choose from an edemand (hosted) solution or an egremise installed solution.

Users continugo work with Microsoft Dynamics CRM in the same way they always have but the
acceleratorembeds new tools and functionalitlirectly within the Microsoft Dynamics CRM
Opportunity form.

Functional Overview

Microsoft Dynamics CRM 4.0 allows you to work Wil customer information and manage
interactions with those customers. This 360 degree view of the customer and sales opportunities
increasesales effectiveneds its own right The Mondo Solution Sellingcceleratordelivers further
capabilities to appl all the concepts of Solution Selling and embed them within Microsoft Dynamics
CRM. The acceleratoaomes with a set of preonfiguredMicrosoft Dynamics CRBalescustomizations
andworkflows that help you manage your sales proaasse efficiently Theg customizations and
workflows can be adapted and modified to meet the particular sales processes in your organization.

Additionally, the accelerator delivepsoduct featureghat drive sales effectivenesaamely

9 The Solution Selling Process Bar (provided in both the basic and professional editions)
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The Solution Sellingrocess Bar gives you a complete overview of the entire sales process. This
includes the sales steps, activities, outcomes and roles necessary to effectively and successfully
close yoursales
9 The Interactive Pain Chain (available only in the professional edition)
The Mondo Solution Selling Accelerator include
assessment feature that helps sales people understand and track their alignment to thesvario
needs of influencers, sponsors, and power sponsors found throughout most sales pursuits
9 The Strength of Sales Check (available only in the professional edition)
The accelerator gives you tlaility to determine the likelihood of winning a particuksale
based on a number of key factors. Furthermore it determines the remaining effort required to
complete the sale. Therefore this can give you the ability to see what is required by your
organi zation to support ‘“must win’ sales oppor

Process Bar

As shown below, the Process Bar illustrates the current status of the opportunity both as a Buying
Process and a Selling Process. This allows the user to quickly know their current status and what stages
are still to come. Several other indicators d@nseen at a glance from this view such as probability,

pipeline and potential revenueThe Solution Selling Process Bar gives a complete overview of the entire
sales processncluding the steps, activities, outcomes and roles necedsagffectively and successfully

close sales opportunitie3hese activities are populated by the running dfliarosoft Dynamics CRM

workflow that you can further customize to your specific needsach aspeaif the Process Bar is
embeddedwithin the Microsoft Dynamics RM @portunity form.

General ‘ Pain Chain | Administration | Motes | Strength of Sale Check |

Solution Selling Default Process

S

y , y
Datermine \ Evaluate ' Salect . . % Implement

\ - \ Resolve issues and finalize | L
neads/ aiterati | solution and | ) and evaluate |

N contracts J J
requirements /  success sponsar
|

Develop business strategy Identify potential

ini i
/| and define/execute inttiatives | e Lvahote rcil
A £ A J A N .

V| Stimulate interest (or}

. m V) Send Lead Letter

) Assess oppartunity and

competitive strategy
Developl  ProxelBIN Negotiat | Clo=cRRNIN 1 gl B

ssa004d
Buljes

(e

Pain Maturity © Cllatent. {3} Remngrised Sell Cycle Length * | 1 month

Topic * |SDD Sharepoint users

Potential Customer * |\_} Internationsl Compariy Inc. Price List

Currency * 24 Dansk krone

Estimated Revenue

Revenue {* System Calculated € User Provided

Est, Revenue kr 0,00 Probability |25

Est. Close Date [1210/2008 Rating | warm

Stage Start Date |9;1012008 Pipeline Phase |Deve|op

Stage End Date |1uf1ufzuus Priarity | Default value

Accept as "slow ®No O Yes Process Code |DaFauIt Value
mnver
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Solution Sellings a procesgpresents a commitment to change selling behavior so that the right
activitieswill be accomplishedsingbestpractices and toolat the right time resulting in increased
effectivenessandrevenue The use of the CRM customizations makes this change in process easier as it
walks you througteach phase in the sales cycle.

TheProfessional Edition of thielondo Solution Sellingccelerator for Microsofbynamic<CRM
provides two critical tools to helgellers and managers align opportunities that inviteproductive
coaching sessions: Pain Chaird Strength of Sales Check.

OAET #EAETA
The Pain Chain, seen below, is a vibrant graphical representation ofghaizational interdependence

that helps salespeople identify and solve probl em

picture is worth a thousand words.”’ I'n simpl e
their pains, the cotributing reasons for their problems, and the impacts of those pains on others in the
organization. When used, Pain Chains differentiate salespeople from their competition by giving buyers
the impression that the salespeople understand their business.

Key players in the decisiamaking process are identified and their individual pain points are brought to
light so that sales staff can be sure to address each of these identified @émrally the pains at one
organizational level are the reasons fopan at a higher level.

General | Administration ‘ Project information ‘ Notes ‘ Solution Selling | Pain Chain ‘ Strength of Sale Check ‘

Esben Christensen Sarkis Derbedrossian Aage Mikkelsen .' R ‘ X| | = ‘
CEO CFO VP Sales

Key player's top 5 Pains
Sponsor Sponsor Sponsor ! |

Decreasing Ebit Value

Decreasing Turnover

| Top 5 reasons for the pain

Increasing Cost Increasing churn

Quality is not as predicted

|_

Description Impact Analysis (4] | )

Turnover should be around 1.000.000 $ a 2 = 1 2
month - anly 86 % is in the books Question Value Unit

Lost sales 10000 $
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The Pain Chain usually manifests itself at three key points in the sales cycle:

1. Before starting an opportunity: Pain Chains are developed duringadr@nalysigrom prior
account experiences or market research.

2. During aropportunity pursuit; Pain Chains become a séless a mapgo navigate through an
organization.Manages can help coach or efficiently assign resources based on the key players
and pains.Often this is a living document as the seller learns more atimuaiccount and
opportunity and provides cornerstone information to impact conversations while creating or
reengineering a buyer’s wvision.

3. To close an opportunity: The Pain Chain allows a seller to focus on all key players in the sales
cycle, have confidece in where they stand, and link their solutions to kighel business issues
—thus establishing value.

ThePain Chaiin Microsoft Dynamics CRMdastomizable for your organizatiavhile leveraging the
underlying contacaind account data structures.

Strength of Sale Check

As a sales manager, it is frequently difficult to objectively determine the strength of any particular
opportunity. The Strength of Sale Chamiovides a graphical representation of a sellers potential
success within an opportulyi The formula is based on five critical elements of any sales: Pain, Power,
Vision, Value, and Control (PPVVC). If we focus on these during a a sales pursuit, we increase the
probability of success or at worst, qualifying out early. The Strenddlales Check does three things:

1. Measue the five elements of PPVVC
2. Estimates your likelihood of winning
3. Highlights the remaining effort required to complete theesal

There are different levels of customer commitment in each of these five elementsndPotétrics on

each task or step within an element allows sales managers to determine the actual strength of each
element, identify where sellers are in the process, estimate sales cycle time, and provide a positive, fact
based coaching experience to thdlseor sales team.
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General Administration ‘ Notes ‘ Solution Selling Pain Chain Strength of Sale Check

Pain Scale Sponsor Power 4
Power Scale 8
Vision Scale {4/15 v Sponsor Power 4
Value Scale Sponsor Power 2
Control Scale | Evaluation pla 14
Control: 14 Pain: 4
Owner Value Updated on
Test User 01 28 06-20-2009
| b Test User 01 32 06-29-2009
Test User 01 23 06-23-2009
Value: 2 Power: 8
Vision: 4

Technology Overview

The Mondo Solution Sellidgccelerator is built using Microsoft standard technologiess fully
integrated with Microsoft Dynamics CRM 4.0 and Miofo®fficeOutlook, and it uses Silvéght for
graphicakrepresentation.

The Mondo Solution Sellidgccelerator works with both Windows Server 2003 and Windows Server
2008 environments and supports both SQL Server 2005 and SQL Server 2008.

Microsoft Internet Explorer 7 and 8 are supported by the acceleratahhe client machines.
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Mondo Solution Selling ® Accelerator
for Microsoft Dynamics 4.0

Single or multi tennant

Installation Process

Theinstallation ofthe Mondo Solution Sellingcceleratoris simple An automated installer is provided
to deploythe accelerator on youCRMserver,create virtual directories anuhitiate importingand
publishingof CRMcustomizations.Typically you are required to be an administrator of Microsoft
Dynamics CRM in order to run the installation. Additionallyllanstallation guides providedwith the
accelerator

Pre-requisites
1 .NetFramework 3.5.
91 Internet Explorer 7.0+

1 Silvefight 2.0

Click here to download your free copf/the Basic Editioas well aghe installation guide and user
manual www.mondo.dk/dk/freemssa
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Licensing Options
There are two types afelivery modelsvailable fothe MondoSolution Sellind\ccelerator for
Microsoft Dynamics CRM.

1. Hosted by Mondo (on-demand), customers pay écense subscriptiofee per user per montkwhich
includes aMondo hosted subscription tMicrosoft Dynamics CRM

2. On-premise customers may download and install the accelerator on their own serverprémise
customers have two solwh options: the basic and professional editions. Bhsic edition can be
downloaded and deployed at no cost. Thefessional edition requires a license to be purchased
for each user; this license fee includes-gear software assurance (support) package

How to get more information

Visitwww.spisales.conor email SPI for more informationn Solution Selling®
proceses methods, and training options.

SALES PERFORMANCE INTERNATIONAL

Visitwww.mondo.dk/dk/freemssar emailmssasupport@mondo.dior more
information on theMondo Solution Selling Accelerator and Microsoft
Dynamics CRAmtegration and developmergervicesand hosting

Microsoft Dynamics is a line of integrated, adaptable business management solutions that enables you
and your people to make business decisions wittater confidence. Microsoft Dynamics works like and
with familiar Microsoft software, automating and streamlining financial, customer relationship and
supply chain processes in a way that helps you drive business success.
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