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1. Workflows
Conduct Sale Workflow
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2. HUB Journey Queues and Screens

2.1 Pending Opportunities Search Screen

Whenan opportunity has been qualifieal sales consultant can generate quote(s) for the custasmersubsequently
convert a quote into a saléll opportunities that are deemed to be pending are opportunities that contain open
guote records

Opportunities that hae openquotes recordsappear inthea I £ S& O 2y &SdftRA IYyAl hageReNddi dzy A G A
show below:

E Pending
Opportunities (6)

The useranclick on theabovequeued 6 KA OK A a f 2 Ol td iRy up tifeO@portanizNEkakcis Seéri £ 0
see below:

@

&/ the HUB

User's Name Here B

+,
e Recent Search Opportunity Contract Jobs Documents Back Office Requests Management Finance Communications
Your Items . "
Opportunity Search Search &
"J' Today's Callbacks ) s —
Opp ID Opportunity Status | Quoted EY Partner | Select V] Team | Select M
. " - T 1 .
@ Late Callbacks Assigned to | Ricky Martin Hé: Opp Type | Select M| WOO Start Date Supplier | Select B{
Channel | Select ¥ Campaign | Select ¥ wooEnd pate Show New Today
; 4 New Opportunities -
Allocate . . . B
Opp Id Quoted Partner ¥ Contact Business Name Phone No Email Assigned To ¥ Call Back Details ¥
Pending
Opportunities (6) 120934 07/08/09 13:26 MakeltCheap Contact Name MName goes here 02123987456 name@domain.com Consultant Name L\ Immediate
120933 07/08/0% 13:26  MIC LOA Contact Name  MName goes here 02123987456 name@domain.com Consultant Name ( 02/10/2009 @ 10:30
Gnoup Items 120932 07/08/09 13:26 MakeltCheap Contact Name Name goes here 02123987456 name@domain.com Consultant Name ( 02/10/2009 @ 11:30
J Today's Callbacks - 120931 07/08/09 13:26 Energy Helpl Contact Name MName goes here 02123987456 name@domain.com Consultant Name ( 02/10/2009 @ 15:45 E
All Team
- 120930 07/08/0% 13:26 MIC uSwitch Contact Name Name goes here 02123987456 name@domain.com Consultant Name ( 05/10/2009 @ 13:15
@ Late Callbacks -
All Team 120928 07/08/09 13:26 MakeltCheap Contact NMame Mame goes here 02123987456 name@domain.com Consultant Mame ( 08/10/2009 @ 10:00
w New Opportunities to
Quote - All Team
Performance “ T E
Utilisation  GEmmmm -

Live Rate CE—— ™

Conversion @ =" I Ticker to go here, Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget dolor. Aenean massa.

When clicking on this queue the opportunity search screen defaults to the current consultant (Assigned To) and
shows opportunitis with a status ofQuoted ®#he buttons are not enabled until a record is selected.

The screen shows relevant customer information in the returned data grid including call back information. There
should normally be an arranged call badknot it is asamed the customer should be contacted immediately



This version of the search screen will showltst quoteddate rather tharnthe created datenormally shown in the
returned opportunities search data.

If a userclicks orthe call back details / phonean the related call back information will appear in a fly gas
shown below:

@ User's Name Here ]
cheab®hd
4,
"'---a-"; the HUB Recent Search Opportunity Contract Jobs Documents Back Office Requests Management Finance Communications
Your Items ) . ) B
Opportunity Search Call Back Details '.M; =
'J' Today'’s Callbacks .
Opp ID | Text here Opportunity Status | Quoted
@ Late Callbacks Assigned to | Ricky Martin w Opp Type | Select Recipient Type Customer
Cama (w4 cammn s " -
[ New Opportuites - annet | Sele R4 paign | Seled Intended Recipient | Mr Jonathan Dubois \
Allocate
Opp Id  Quoted Partner ¥ Contact Business Name Phone Intended Caller Type ®User O Role
. Pending
" Opportunities 120934 07/08/09 13:26 MakeltCheap Contact Name MName goes here 02123¢
Pe 6 = Intended Caller | Paul Butler \
120933 07/08/0913:26 MIC LOA Contact Name  Name goes here 021239
Comments Any Comments are shown here o
Group Items 120932 07/08/0913:26 MakeltCheap Contact Name Name goes here 02123% i
=)
J Today’s Callbacks - 120931 07/08/09 13:26 Energy Helpl Contact Name Name goes here 02123¢ =
All Team .\r
— 120930 07/08/0%13:26 MIC uSwitch Contact Name  Name goes here 02123¢ -
(@) 15" October 2009
All Team 120928 07/08/0913:26 MakeltCheap ContactMame MName goes here 02123¢ Call Back Date ‘ ctober ‘
il New Opportunities to
(= | Quote - All Team Call Back Time
Priority | Highest ‘
Reason for Call Back | Customer Unavailable \
Contact Numbers [
07875 895689 &
0207 654 0700 &
M
(
Performance N il k

Utilisation ey T D -
Live Rate o ™

Conversion @ P Ticker to go here, Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget dolor. Aenean massa.

The flyout shows the consultant all the relevacall backinformation. If a customer contact has multiple contact
numbers the default one is highlighted and used when the [Call Now] button is clicked. However the user can
manually change the phone number priorclicking the [Call Now] button. If PBX integration is in ptaibe button
will dial the highlighted phone number.

At the same timehte related opportunity will load backtmthe Opportunity Quoting Wizard this automatically
shows the consultant alhe dataprevioudy captured for the customevia thiswizard, i.e.:

1 Premiseg; and associated address and contact records
I Meters¢ Static and Variable Data
1 Quotes against Meters

From within this wizardlf the contact is unavailabl¢he consilltant may tang Uphis/her phoneand rearrange a
call back using theall back fly outThis brings up the standaddtrangea Gll Backe form:



Arrange a Call Back (@)%) Fimllll & Confirm Call Back Creation
>
§ Please confirm you (Paul Butler) will call Mr
Recipient Type Customer @
P p o Jonathan Dubois at 10:45am on 25" August
Intended Recipient | Mr Jonathan Dubois H‘H g 2009 with regardsto the current opportunity.
P The call back has been set to Highest priority.
Intended Caller Type  ® User O Role i
Intended Caller | Paul Butler ool
Comments Enter Any Comments here 34
£
o9
Call Back Date z 2

24 [ 25 | 26 27
31 1 2 3

Call Back Time

Priority ‘ Highest m‘

Reason for Call Back ] Customer Unavailable H-H

If the consultant selects a record in the data grid shown on page 5 the [View Custome@ainB8gckbuttons are
enabled. ClickingJall Backbrings up the following pop up

Call Back Customer

Please select the customer contact you wish to call

Customer Contact | Mr Jonathan Dubois 3
Contact Numbers ‘ 07875 895689 b
‘
0207 654 0700 o
| .
(

Similar to before, lacking the Call Now button dials the selected number and loads the related opportubagk
into the Opportunity Quoting Wizard

ClickingdView Qustomel] takes the user into the various customer screens whithbe shown inthe Customer
Maintenance screens documeqivhen available

Note: each time a call is made via the HUB we hope to be able to capture the Zeacom unique call ID @a@ppst th
ID in the Communications table. This may be outside the scope of Phbseduse of time constraintsbut will
eventually give us a full history of calls made against each opportunity.

7



2.2 Opportunity Quoting WizardScreens
These screens were dissed in detail in the Quoting Workflows Journey docungetiick hereto view.

Previously it was mentioned thali¢ usercan access the Quoting Wizard Screens (and stax®uoting Workflow)
from 3 areasHowever there is atﬂway to access this wizardas indicated above we can also return to the wizard
by calling a customer from the Pending Opportunities scréga.important to return to this wizard firgt even if the
customer has cldd to switchg this allows the consultant to check the quote the customer is interested in is still
Gt AR 0A DS D Ifk liias dcpirédyhelshe carboffék teaRistorer the latest price information.

When a consultant is ready to sell he/she slibmove onto Step 4 of th@uotingwizard. Thdinal optionsin this
step (and wizardpllow the consultant to either arrange a call baclclmse a saleArranging a call back gives the
customer time to either consider the quotes or gather additionadiinfation required by the consultant to produce
an accurate quote.

|l 26 SOSN) aStSOGAy3a a/f2asS | {FfS¢ (GF1S5Sa GKfth©O2yadz il
Conduct Sale Wizard

2.3 Conduct Sale Wizard ScreenStep 1
TheConduct Salevizardis split into5 stepsg the first step is shown below:

@theHUB er's Name Hers 2|

Recent Search Opportunity Contract Jobs Documents Back Office Requests Management Finance Communications

=
Step 1 6 Quote Selection - Q
@
. )
Conduct Sale Wizard @) moneysupermarket@ z
Select Quotes To Convert Opp Id: 123456 )
Please select the quotes the customer wishesto go ahead with 8 just one quote per meter can be selected -g
@
23
Premises 4 X - ProductType &« X - Meter a X g
(=]
Quote Ref Product Name Term Standing Charge Ratel FRate? FRate3 Rated  Annual Spend %
3
4 Premises: Customer Premises Name 1 -
4 Product Type: Electricity Qe
4 Meter: 07 008 996 12 0001 0197 760 - 2 Rate Maximum Demand Meter =0
& 1234 Supplier Product Name 1 12 Months  £2122 perQtr 831 478 000 0.00 6915 L @ g
MO 1235  supplier Product Name 2 24 Months  £1035 per Mth 833 472 0.00 0.00 £7,123 ‘i/ @] '—_‘3
. B 2
'~:; 1236  Supplier Product Name 3 31/09/2010 £0.23 per Day 845 462 000 0.00 i7240 L O S
a 1237 Supplier Product Name 4 2 Years £1012 per Mth 846 475 0.00 0.00 £7,245 ‘i/ O —
4 Meter: 05 807 201 16 0000 0038 592 - 2 Rate Meter with Capacity Charge >
& 1238 Supplier Product Name 5 12 Months  £2122 perQtr 831 478 0.00 0.00 £6,915 ‘i/ O §
«Q
';‘: 1239 Supplier Product Name 6 24 Months  £1035 per Mth 833 472 0.00 0.00 £7123 @) O g
b Product Type: Gas g
4 Premises: Customer Premises Name 2 g
. ES
4 Product Type: Electricity L
L] Meter: 07 007 996 12 0001 0749 942 - Single Rate (e
L3 Meter: 04 008 996 20 0002 4152 545 - 2 Rate Meter =z
] Premises: Customer Premises Name 3 %
o P
[1]2 3 45 Page1 of 5, items 1 to 20 of O1. g
Team Performance B

@

Utilisation  @m— -
Live Rate  CE—— ™

T - | Ticker to go here, Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget dolor. Aenean massa.

Firstly the agent should seleftbm the available valid (neaxpired) quoteg; the ones that the customer wishes to
switch to. Obviously only one quote can be selected for each meter. The above list will only show prendses, pro
types and meterg wherevalid quote record exist forthem under the current opportunityAt least 1 quote must be

aSt SOGUSR Ay 2NRSNI (2 SylotS GKS abSEGE odzit2y o
8
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Clickngon the informationiconwill give the agent more detai(sia a pop upabout theassociated quoté record
tariff:

@the - User’s Name Here B

Recent Search Opportunity Contract Jobs Documents Back Office Requests Management Finance Communications
: b=
Step 1 8 Quote Selection gy SreRSe—— n Step 58 Finish Pl e
ll© Tariff Info |8
Conduct Sale Wiza supermarket z
Product Name: Product Code: X o)
Select Quotes To Conve Npower 2 Rate 5Q2FW Opp Id: 123456 ;9'
Please select the quotes tf Fixed Price Period: Standing Charge: 2
12 Months £0.23 p/day 2
Premises a X Py o
3
Quote Ref Unit Rate (Day or All): 833 p/kWh Annual Spend £7,100 Annual Spend %
4 Premises: Customer  Night Rate: 4.95 p/kWh Saving £375 2
4 Product Type Eve/ Weekend: — Interested? ;{.
- Meter: =|| 2
1234 ) ES £6915 @) © 8
[ Possible Product Blurb goes here L & b g
no 1235 Lorem ipsum dolor sit amet, consectetuer adipiscing elit, sed diam nonummy 4+ £7,123 -!/ O @
v N H L . L =
S+ 123 nibh euismod tincidunt ut laoreet dolore magna aliquam erat volutpat. Ut 7280 i o 3
% wisi enim ad minim veniam, quis nostrud exerci tation ullamcorper suscipit ’ “/ °
e 1 lobortis nisl ut aliquip ex ea commodo consequat. W 2245 d O —
a Meter:
Sales Requirements: z
1238 ) y ) ) %6915 @ O B}
P Retentions Permitted No @ Payment Options Variable DD S a
el Max Lead Time 180 a Bank Details £7.123 i d o 2
3 Product Type -~ Account Name )
Minimum Consumption None n/a aure Account Number =
4 Premises: Custome : . Account Sort Code g
Maximum Consumptions None n/a Bank Name & Address =3
4 Product Type: | " y i
- Available to 01/02 profiles  No n/a
’ Meter: O i Credit Info =
» Meter: (¢ 05-08 Profiles Yes a y Experian Credit score 46+
) eter Email Required Yes a Required Reglstration No s
3 Premises: Custome i 5
01/02 Tel No Required Yes X X »
[1]23 45 Allow Pubs Yes n/a of 5, itemns 1 to 20 of 91. §
e s — Meter Limit None n/a B
Utilisation e A . . . -
Live Rate O
Conversion @ [ [\ Ticker to go here, Lorem ipsum dalor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget dolor. Aenean massa.

Version 1.234

If the agent needseminding of the core customer data he/she can click on the Customer Indaifflyutton:

@the - User's Name Here u

Recent Search Opportunity Contract Jobs Documents Back Office Requests Management Finance Communications
Step 1 8 Quote Selection Step 2 6 Confirm Selectiof 0 Customer Info
Conduct Sale Wizard @)
Contact Name [mr # [Jonathan | [ Dubois |

Select Quotes To Convert

Landline L ] Mobile [07880 767843
Please select the quotes the customer wishesto g« Email |jonalhan.dubois@cuslomercompany.co.uk Work *
Premises a X - ProductType = x - Meic Position ‘ Managing Director }g‘
Quote Ref Product Name Business Name | Customer Company Limited |
4 Premises: Customer Premises Name 1 Business Type ‘ Limited @
a Product Type: Electricity Company No. 123456
4 Meter: 07 008 996 12 0001 0197 Billing Address: L

[ el1ajoy e e N n l soeq |eD e abuelly )l oju| JBWOoISND /i][ juawindoq 1sanbay | " 1s!|>|oa|.|:)ﬁ ]

& 1234 Supplier Product Name 1 P oy \OompaniesHeadquaners ‘
MO 1235 Supplier Product Name 2
. Post Code BHO 1EF
~ 5 1236 Ssupplier Product Name 3
@ 1237 SupplierProduct Name 4 Addressline 1 [First Foor
4 Meter: 05 807 201 16 0000 0038 = Address Line 2 [New Hibernia House
& 1238  Supplier Product Name 5 Address Line 3 [ 111 Westminster Bridge Road
<> 1239 supplier Product Name 6 Address Line 4 [
b Product Type: Gas Town or City ‘ Bournemouth ‘
a Premises: Customer Premises Name 2 County l Dorset ‘
4 Product Type: Electricity L3
L Meter: 07 007 996 12 0001 0749 94
13 Meter: 04 008 996 20 0002 4152 545 - 2 Rate Meter
] Premises: Customer Premises Name 3
[1]23 a5 Page1 of 5, items 1o 20 of 91.
Team Performance
s}
Utilisation  emmmm— P v -
Live Rate o ™
Conversion @l P [\ Ticker to go here, Larem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commoedo ligula eget dolor. Aenean massa.























































