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We honour the people who
make deals happen every day P

That's why we’re building the very best sales ;
& relationship platform to engage clients in - -
an inspiring new way and unleash teamsto

have winning moments in every
conversation, ramp up faster and increase

sales. Founded by two serial
entrepreneurs, using the lessons
learned by growing a software
company acquired by SAP
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Business Cases

Call Avoidance
« Reduce number of calls
 |dentify reasons of call and digitalize where possible

Quality Check

 |dentify areas of improvement / concern
« Employees / Services

Call Ratings

« Learn about content and participants of calls
« Avoid subjective inputs (“other”)

Inncrease Efficiency

« Automatic Summary and documentation
« Recognize tasks (“Account Balance” “Address Change”)



- Unique / Requirements
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And then make sure that that goes to
the the relevant provider. Who will then
take that on and and work that through
to its completion. So our world, Alec and
my world is very much around that. That
first part of the funnel working with
marketing day in day out understanding
where our leads are coming from,
whether that's from a traditional
marketing you know through through

. Summary mode off papers, magazines, TV, radio, through
two brand and non brand PPC.
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Increase Quality of
Conversations

» Detect positive or negative
sentiment

« Ensure best practices are followed

+ |dentify areas of improvement early
on

» Coaching Rooms for learning and
development

Overall Sentiment 6.37/10
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UNIQUE

Home Insights

$21M
left to close
$1.9M $4.0M

@ won $0.8M QF $1.1M

Close Date

| Account1 96 10/02/21

) Account2 10/31/21

\ Account 3 11/15/21

) Account 4 10/30/21

Email Sales [} Emai Customer () Meeting

Deals Trackers  Market
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Unique Forecast

Al based Forecast

$1.1M

Teams

SFDC Forecast

Salesforce Forecast

$1.5M

Deal$ Engagement last 90 days Next Step

1 Decision Meeting

s 10/15/21

1M Low Economic Buyer(s)

’ Engagement

50k Not discussed
about Pricing.

VP Level Contanct

250k
left company

Linkedin




Stay
Unique!

www.uhique.ch




