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Summary

B u S i n e S S + The solution includes both services and add-on designed to meet the

requirements of small and medium sized businesses
+ Designed based on best practices

Rea d y » Supports Marketing, Sales & Support

P rove n « The team at Absfront have 15+ years of experience from CRM solutions based on
Microsoft Dynamics 365

* Previously deployed for both small and large companies in various markets and
different industries

solution

« Absfront Accelerator 365-accelerator with 90%+ of required features

TI I I l e &_ C O St « Services delivered in a cloud based and compact workshop-format with to meet

adjusted customer requirements

ff t " » Delivered as fast as 3 weeks
e e C |Ve « Reduce implementation cost of 200-700+ hours
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Key Benefits with Fast Start

Focus Fast Cost effective

o Start with the module 3 calendar weeks to get « Clear and relevant costs
that adds most value to up and running « Start with a limited
your business « No need for up scope and grow with

« Easy to extend as needs ramping and long control
develop over time preparation times « Between 200-700+hrs

of saved

implementation cost
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Project Approach Fast
Start

Gold
Microsoft Partner

BB Microsoft



Project Execution

List of activities
and
responsibilities

Confirmed
Timeplan

Demo environment setup

Installation
Accelerator add-
on

Workshop 1

Dynamics 365
setup

Training of
solution and
identified
adjustments

Workshop 2

Review WS 1
Adjust solution

|dentify needs for
further
configurations
outside of project

Customer test
Go/No go

absfront‘

Upgrade to
production and
license
deployment

User and e-mail

configuration

Quick training

Live!
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Timeplan

Activity mmm

Uppstart
Demo Environment setup \/
Workshop 1

v

Workshop 2 v
Test v
v

Go-live

The timeplan may be adjusted based on availablity of customers stakeholders.
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Cost overview

Services Licenses

Aktivitet Bd cost (EURTid B sum EUE

S EREal | 95 8 760 - Licensing of Microsoft Dynamics
Setup Demo Environment 95 8 760 365 is analvzed separatel
Workshop 1 95 10 950 y P Y-
Workshop 2 95 8 760 ) )

Tests = p =0 The solution works with:

Go-live 95 10 950 + Sales Enterprise

Coordination 95 10 950 + Sale Professional

Summa 58 5510, - Customer Service

« Team Member

+ Absfront Accelerator 365:
https://www.absfront.com/products
-add-ons/absalon-add-
ons/absfront-add-on-
subscription/#more-795
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< | Hsave @ Save&Close -+ New g% Open Org Chart Appointment & Phone Call [ Deactivate A3 Connect | ~ 5 Addto Marke

AB Fabulous Brands Sweden 2020-06-26  2020-08-25 2020-04-17
~ Account - Account - NextActivity | Last Appointment | Last Oppartuni
e Summary Address & Map Sales Marketing Customer Journey  AccountInsights  Assets and Locations  Files  Business Lookup  Detz
° ACCOUNT INFORMATICON Timeline + Y E COMPANY PROFILE
.
e I l | X E rO | . t Account Name® 2 search timeline Parent Account
. -
AB Fabulous Brands Sweden Enter 2 note.. [
Relationship Type @ = Appointment from Sebastian Merly Primary Market Segment”™

Customer Discuss Agreemeant & Large 200 - 1000
e 2020-10-20 10:00
Account Number SIC Segment

ACF28UBT1 @ Appointment from Sebastian Merlév  Retail Trade
Diskutera offert
E | f b f. f h b f Organizational No® Closad 2020-08-25 13:30 '
Xam @) nerti rom A ron "
a p e S e e tS t e S t 7855 @ Appointment from Sebastian Merldv
VAT Number™ iskutera nytt avial RECENT OPPORTUNITIES
Accelerator out of the box =
Phane @ % Phone Call from Sebastian Merlov
KOllz status pa avtal Framework services
— Overdue 2020-06-25 09:24 e 10 100 000,00 kr
2020-09-24
B if o
Website @ Task completed by Sebastian Merldv licenser
— Check Sales
Fobradelse infér viktiga méten ° igz;ggﬁ;kr
Primary Contact Closed 2020-06-11 15:24
Vill kéipa ett nytt system
[l camilla peter @ 1 Appointment from Sebastian Merldv @ 50 000,00 kr
Picriiee naw Annart it An1n An oar

Gold
Microsoft Partner

BB Microsoft




Pre-configuration of Accounts, absfront Y
Contacts, Leads, Opportunities and
Cases

- Improves end-user
productivity

Absfront General

= & | Bl save @ Save&dClose New 4% OpenOrg Chart [T Appointment % Phone Call [} Deactivate ™ Connect | 7 Add to Marketing List
@ Home
AB Fabulous Brands Sweden 2020-06-26 = 2020-08-25 2020-04-17 1043
© Recent ~ Account - Account tivity | Last Appointment | Last Opportu o o eC rea Se S
& Pinned s Summary Address 8 Map  Sales  Marketing Customer Journey  Account Insights  Assets and Locations  Files  Business Lookup  Details  Related CO nfig u ratio n n eed S
My Work ACCOUNT INFORMATION Timeline Y E COMPANY PROFILE

| [ by 80-200+ hours

E Activities AB Fabulous Brands Sweden _ - -

elationship Tyj — . ry Market S -
Relationship Type E Appointment from Sebastian Merlév Primary Market Segment

Customers

Customer @ Discuss Agreement & Large 200 - 1000
- Active 2
I 8 Accounts Account Mumber SIC segment
2 contacts ACF28UBT1 @ i Appointment from Sebastian Merlav 5200 - Retail Trade
Diskutera offert
Bl Agreements Organizational No* Closed 2
B Accountplans 147855 @ = Appointment from Sebastian Merlév
VAT Number™ Diskutera nytt avtal RECENT OPPORTUNITIES
Sales . Closed
@ Leads Shone @ %2 Phone Call from Sebastian Merl&v
KOlla status pa avta
0] Opportunities — B
& Budget and Gosls Website @ [Z] Task completed by Sebastian Merlév
— Check Sales
Marketing Fobredelse infor viktiga méten
& Marketing Lists o :
R camilla Peter @ fZ Appointment from Sebastian Merlév
= Campaigns Misriss naws nnnartnihe

Pre-configured and optimized end-user experience with apps
for different roles and processes.
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Optimized Sales process

Dynamics 365

&« HEsae @G saveaClose New &% [ appointment & PhoneCall [ Deactivate i Connect | 3 Addto Marketing List | Y
= < | [ Show Chart [ Delete | ™ 2 Emailalink | ~ o Flow v [0 RunReport v  HH Excel Templates @ Export to Excel t
Home

@ Home @ AB Fabulous Brands Sweden 2020-06-26  2020-08-25 2020-04-17 10 437 000,00 kr .
) My Accounts @ Recent v Account - Account ty | Lesty ty | Open e
Ot~ errectiveness

v Reiationsn Primary Contac 2 u it mas  Pinned ' Summary Address&Map Sales Marketing CustomerJourney ~AccountInsights  Assets and Locations  Files  Business Lookup  Details  Related
s pinned ~ ——

ACF28UB8  AB D, Borjessons Konsthandel., Customer Emma Peter - ® 0190514 @ 2018-07-25 9.00kr small 0

. .
: My Work Select a period
My Work X -
ACS25533  ABEmst Green Prospect Alice peter ® 20200312 e 7

Dashboard SES £3| EndDate| a

Dashboard

ACF28UB71  AB Fabulo Customer  Camilla Peter ® 2020-06-26 2020-08-25 2020-04-17 10437 00.. 4 lage
Bl Activities Pl Activities
A ACS28UBSS ABF: Customer  Tina Andersson ® 20181107 @ 2019.0829 @ 2018-04-17 8400000k 1 Lage2 a D
ecreases

Customers ACS25459 B Lyckoringen Juveler Customer  Carla Peter ® 2019-0830 2020-10-07 76 476,00 kr 3 Mediun
_— 8 Accounts
8 Accounts ACF28UB17 A Sofielunds Fastighater Customer Paula Petersson ® 2018-04-26 0,00 kr 0 large 8 * *
8 cones contiguration
() fensaes AMD28U16  Aroseken Bostader AB Prospect Vega Fagelquist 0,00k 0 Lage
B Agreements B Agreements

ACF28UB8  Elbolaget Glodlampan A8 Customer - ® 2018-0603 120 0000... 1 Mediun
% o B s needas - +

OK14784  Ok-Q8 AB Moder bolag Customer  Hanes Hansson ® 2020-02:27 0,00k 0 enterpr
= & ACF28UBS0  viking Kristall K8 Customer ® 2019-08-29 000k 0 Large s
@ Lo © Lotk ours
[T Opportunities [ opportunities 0503 0517 0581 0614 0628 0712 07-26 08.08 0823 0006 0920 10-04 1018 1.01
B Budget and Goals [ Budget and Goals
Marketing Marketing

B Marketing Lists B Marketing Lists

<= Campaigns
= Case = Appointment — Phone Call ~— Task -~ Email  Lefter = Opportunity = Orer

« B save @' Save &Close [ Appointment B} Agreement D) copy [ Quote Refresh @ Closeaswon () Close as Lost | m r V | rf r m n W i t h n tiV it
o e , prove sales perrormance an ac Yy
Framework services 202010-20  2020-08-25 10100 00000kr ~ 2020-09-24
5 Recent v Opportunity - Opportunity Next act Les ty . Re se Date . o fro .
D s s roces o o ) @ based approach and Sllllpllfled Opportunlty
Completed in 28 monh Qualify Develop Propose Close
My Work Summary  Opportunity Qualification ~ Opportunity Sales ~ Sales Prognosis  Files Quotes  Orders Details  Related m a n a g e m e nt
Dashboard
Bl Activities +NEW v SAVECHANGES ~® CANCEL CHANGES [ COPY u + PERIODIZATION 1 DELETE X LOST
O smce NAME PRODUCT DATE Qua ALSUM  MARGIN  MARG..  SUMMA i
Customers
Oppor..  Produkt A 2020-09. 1000 5000, 50000,
8 Accounts
O oOppor..  Semices Dev 100 1 000, 100 000, 20000k 20 200000,
Contacts
O Oppor.  ProduktA 1 1000 5000, 50000,

R

B} Agresments
B8 Account Plans
Sales

€ Leads

| @ opportunities

B Budget and Goals
Marketing

B Marketing Lists

<1 Campaigns
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Increased After Sales

* Improves end-

= « | B Save @ Save& Close [ Appointment B3 Agreement 0l Copy [ Quote R -
4. Create Child Case [ Resolve Case [ CancelCase 7 Add Email B AddtoQueve B Queue ltem Details t Decrement E . .
@ Home .
Framework services 2020-10-20  2020-08-25  10100000.00kr 2020 u S e r ro l I C IVI
© Recent \  Opportunity - Opportunity e v L v e Es Normal  2020-06-0512:45  In Progress  Sebastian Meriov
Priorit Created On St Owne

% pimed O ccirtesacprocs 1 © 9 © )
Completed in 28 mon Qualify Develop Propose Close @ .
>
My work Summary  Opportunity Qualification  Opportunity Sales  Sales Prognosis  Files Quotes Orders Details  Related fidts7 (2 100) Research Resolve () u I S ro n g a e r

% Dashboard ed Knowledge Records ~ Enhanced SLA Details  Articles and Contract Information Details  Related . .
Bl Activities +NEW + SAVECHANGES © CANCEL CHANGES (D3 copy + PERIODIZATION T DELETE X LOST S a | e S re | a t I O n S I p S
- o - | l
u] 3 PRODUCT DATE QUA.  AMOUNT  TOTALSUM  MARGIN  MARG. SUMMA. B2 RIORITIZATION CHECKLIST
Customers
8 . Oppor..  Produkt A EErlEn T 90 B9EEs i Nermal Check List " [% Stages to resolve an case that effect an department
Accounts
O Oppor. Services Dev 2020-10. 100 1000.... 100 000, 20000kr 20 20000,0. ) D e C re a S e S
K Contacts Sllow y R WM
O Opper. Produkt A 2020-11. 1000 5 000,.. 50000, Follow Up By - NAME OWNER <
B} Agreements . .
) 0. Analyze the issue @ 0 Not Started Sebastian Merldy
B8 Account Plans First Respo No
Check if the case is recurring ... @  1: In Progress Sebastian Merlov
e Last On Hold Time m 2. Try to recreate the issue @ 1 inProgress Sebastian Merloy I l eed S by 2 O — 2 OO +
o ©
& o - 3. Keep the customer upto dat.. @  1: In Progress Sebastian Merioy
| @ opporturities i
Escalated No 4, Resolve issue mpleted Sebastian Merlov
B Budget and Goals
) 5. Document the solution 3: Completed Sebastian Merlav
Marketing £ Escalated On

B Marketing Lists

Manage post sales agreement to grow Dynamic checklists to secure quality in critical
relationships over time. support processes.
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