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1. Workflow

The workflow has changed slightly since \dthiere is no longevalidate or repair steps n it. They may be
reinstated post phase 1The Opps In step will now automatically assign the Opportunity to ateam (based on
headcount) and then move it straight to the Allocate Q (in a similar way to MicApplication)

Opportunities In Workflow

(same for Resells / Outbound) [Fixed i unallocated]
1 A @
START OppInQ »  Validate ——Jinvalid] Repair Q Repair
[New]
[Not Fixed]
Allocate Q
[Existing]

5]
|

Allocation
(Manual / Auto)

Capture
Reason

O

[Negative Qualification]
Call Back (shopper / not interested)
Referral Q
Call Back Q
[Domestic / Existing / Expert]
) Qualification
[Unavailable] Data Capturel
KEY
[Quialified]
@ User Task
Timed Task

@ Quote Q NEXT

WORKFLOW

|II Automated Task

END



2. HUB Journey Queues andscreens

2.1 Allocate Queue and Opportunity Allocation Scregn

When a new opportunity comes into or is created by the HiulB not preallocated to an agentj K Sewd

Opportunities¢ Allocateéé v dzSdzS aK26a (KS YidsYhat3agdire alocalich A tearmleddedvhdry A i
KIFa YSYoSNBEpartuhityiMocaliokeS wiz £ S g A f ddoSremd Kthis will deSodtw the/

number of new opportunitieassignedo his or her sales teatmat need to be allocated to individual consultants

MNew Opportunities
9. Allocate (6)

The user should click on tladovelj dzS dzS (2 oQpPosldty Alrhdatidnk S & dx¥ée Sefow:

@ User's Name Here u
&
S the HUB GEESEERL R orotse: Tob Another Tab

Opportunity Search =
Today's Callbacks
Opp ID Opportunity Status | Select Partner | Select Y Team m
o Assigned to | Unallocated v Opp Type | Select m WOO Start Date | Text here Supplier | Select H’
~ . 5
*3 New Opportunities - Channel Campaign | Select M WOO End Date Show New Today

Your Items

ES
!

B3 Aliocate (6)
Opp Id Created Partner ¥ Contact Business Name Phone No Email Assigned To ¥ Contact Details
120934  07/08/09 13:26 MakeltCheap Contact Name Name goes here 02123987456 rame@domain.com Consultant Name
Group Items 708/ N g (e
P > 120933 07/08/0913:26 MIC LOA Contact Name ~ Name goes here 02123987456 rame@domain.com Consultant Name
J Today's Callbacks -
All Team
120932 07/08/0913:26 MakeltCheap Contact Name Name goes here 02123967456 name@deomain.com Consultant Name
“ Late Callbacks - i
All Team 120931 07/08/09 13:26 Energy Helpl Contact Name Name goes here 02123987456 name@domain.com Consultant Mame E
:’ New Opportunities to 120930 07/08/0913:26 MIC uSwitch Contact Name Name goes here 02123987456 name@domain.com Consultant Name
Quote - All Team (10)
120928 07/08/09 13:26 MakeltCheap Contact Name NMame goes here 02123987456 name@domain.com Consultant Name

New Opportunities -
" Allocate 3)

Consultant Search

Agent Team  Select - Agent Type  Select - Show Active Only
Agent Active | Available | Team Type Team Leader Eligibility  New Leads | Late CBs | Future CBs Todays CBs OCutbound Opps Open Meters | Conversion
Name Here  Yes Yes Sales Bank  Sales Agent No 0 o o 0 o o o o
Name Here  Yes Yes Sales Bank  Sales Agent No [} (1] (1] /] (1] 0 0 (1] N
Name Here  Yes Yes Sales Bank  Sales Agent No 0 o o 0 o o o o
Mame Her Yes Yes Sales Bank  Sales Agent Mo o o o o o o o o
Name Here  Yes Yes Sales Bank  Sales Agent No (1] o o 0 o o o o
Performance =
10} "
Utilisation G P [] Proportional Allocation  +
Live Rate ™
: —_— Ticker to go here, Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget dolor. Aenean massa.
Conversion @l g P! piscing g g

Version 1.234

Please note the word Agent will be replaced with Consultant in the followregrs prints

The opportunity allocation screds similar to that found in MicApp armbntains two components:

1 Opportunity Search control and Results data grid
1 ConsultantSearch control and Results data grid

TheOpportunity Search Contratan be reused a&oss the HUB buh this instancewill default to show unallocated
opportunities (i.e. Opps with an unallocated status). It will also default to shéWS OdzZNNBy G ¢ S| YQa
The Opportunity type may default to Inbound via web service opportuitieut could initially show all.

'S



TheOpportunity Search controhllows the user to search for opportunities by:

Opportunity 1D

Opportunity Status

Opportunity Type

Assigned To

Sales Team

Partner / Channel / Campaign

Supplier

Window of Opportunity WOQ Stat and End Dates
Show new today filter

=2 =4 =4 4 -4 4 -4 -4 -4

The data returned in the results grid may vary depending on where the control is embedded.

TheConsultants Search contratill default toshowsales consultantgJonsultanfType) assigned to the current team
leader ConsultanfTeam) it will not show leavers or those who are currently flagged as absent (on leave or

otherwise)c you can shovihe lattero @ dzy OKS O]l Ay 3 (KS a{K2g¢g ! OGADS hyfes

Consultans who are currently away from their desk or on the phone wilhiginlighted in red to indicate this. This
functionality will only be availabl¢ a PBX integration solution is implemented (lBeaconCorebridge)

A team leader would normally select a valid opportunity and select the most appropriate consultantesinclittk
[Allocate]. The[Allocate]button should only be enabled once this has happened.

@ User’s Name Here u
@
== the HUB

Your Items

Opportunity Search o

Today's Callbacks
Opp ID Opportunity Status | Select ~ Partner ‘ Select .‘z Team ‘ Select m‘
I' 0’ Late Callbacks Assigned to | Unallocated ® Opp Type | Select W] woo st Date —
ET— - oo o
New Opportunities - Channe | Slec b S ate | Text here Sthow New Today

E 4 Allocate (6)
Opp Id Created Partner ¥ Contact Business Name Phone No Email Assigned To ¥ Contact Details
120934  07/0B/09 13:26 MakeltCheap ContactName Mame goes here 02123987456 name@domain.com Consultant Name

Group Items /o8 = B Seomas
120933  07/08/09 13:26 MIC LOA Contact Name ~ Mame goes here 02123987456 name@domain.com Consultant Name

Today's Callbacks -
All Team
120932  07/0B/0% 13:26 MakeltCheagCan

A Invalidate Opportunity

Consultant Name

o Late Callbacks -

All Team 120931 07/08/0% 13:26 Energy Help Consultant Name =
m New Opportunities to 120930 07/08/09 13:26 MIC uSwitch Censultant Name
Quote - All Team  (10) Can it be Repaired? ® Yes O No
120928 07/08/09 13:26 MakeltChea Censultant Name

N (o] rtuniti -
B mocae T (g If No, why not? ‘ Jisd

Consultant Search

Please Add Any e

Agent Team  Select Comments m

Agent Active | Available | Tear w4 s |Outbound Opps | Open Meters | Conversion

Mame Here  Yes Yes Sale o o 0

Name Here  Yes  Yes Sale 0 0 0 i

Name Here  Yes Yes Sales pank  Sakes Agent o 0 o 0 0 0 o o 0

MName Her Yes Yes Sales Bank  Sales Agent Mo 0 o 0 0 0 o o 0

Mame Here  Yes Yes Sales Bank  Sales Agent Mo o o o o o o o 0
Performance

< [0} C
Utilisation el [] Proportional Allocation  ~
Live Rate G ™
Conversion @ [ | Ticker to go here, Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget dolor. Aenean massa.

Version 1.234



If the oppatunity appears to be missing key information or is obviously test data the team leader can select the
opportunity which will enable th@invalid button ¢ clicking this button then forces the team leader to decide if the
opportunity should be repaired arot (see screen above)

The invalidate pop up appears as shown heMote: in phase 1 the repair option will be unavailabtethis means
the user can only invalidate an opportunity heyde/she must therefore give a reason for invalidating the
opportunity:

& Invalidate Opportunity A Invalidate Opportunity
Can it be Repaired? ® Yes O No Can it be Repaired? O Yes ® No
If No, why not? ‘ i If No, why not? ‘ Duplicate Lead ‘U“
Please Add Any hai) Please Add Any Adding a comment is not has
Comments H Comments mandatory but can be useful i if M
other is set above the comment is
mandatory
v v
Attempt to repair invalid opportunity Fail lead asit isaduplicate / test / spam / other

When allocating an opportunity to a consultant tfedlowing confirmation is required by the team leadeote: for
multiple allocation the wording will be slightly different)

awe 't User's Name Here [ B
the HUB u

Opportunity Allocation \ Another Tab Another Tab

Your Items

Opportunity Search

Today's Callbacks
Opp ID | Text here Opportunity Status | Select | Partner Team
Late Callbacks Assigned to | Unallocated Opp Type | Select | WOO Start Date Supplier | Select oo
" | : | woomaon
F! New Opportunities - Chanel) Select | Campaign | Select € | Text here Show New Today

Allocate (6)
Opp Id Created Partner ¥ Contact Business Name Phone No Email Assigned To ¥ Contact Details
Group Items 120934  07/08/09 13:26 MakeltCheap Contact Mame MName goes here 021239687456 name@domain.com Consultant Name
. 120933  07/08/0913:26 MIC LOA Contact Name ~ Name goes here 02123987456 namei@domain.com Consultant Name
Today's Callbacks -
Al Te N B .
ikl 120932 07/08/09 13:26 MakeltCheap “ Confirm Opportunity Allocation Consultant Name
. Late Callbacks - L
All Team 120931 0O7/08/09 13:26 Energy Helpl wtact Nama  Mame nc Z r Consultant Name E
New Opportunities to 120930  07/08/09 13:26 MIC uSwitch Consultant Name
@ Quote - All Team  (10) Are you sure you want to allocate opportunity
120928 07/08/0913:26 MakeltCheap 120933 to consultant Name Here? Consultant Name
F' q New Opportunities -
— Allocate 3)
Consultant Search
Agent Team  Select
Agent Active | Available | Team [z OQutbound Opps | Open Meters | Conversion
Name Here  Yes Yes Sales Bank  Sales Agent Mo 0 [/} 0 (1] (1] V] 0 (1]
Name Here  Yes Yes Sales Bank  Sales Agent No 0 [/} 0 (1] o o 0 o N
Name Here  Yes Yes Sales Bank  Sales Agent Mo 0 0 0 o o o 0 o
Name Her Yes Yes Sales Bank  Sales Agent No 0 0 0 o o o 0 o
Name Here  Yes Yes Sales Bank  Sales Agent No 0 0 0 (1] (1] o 0 (1]
Performance - i :
Utilisation  camm— Delegate [] Proportional Allocation  ~
Live Rate ™
Conversion @@ [ " Ticker to go here, Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget dolor. Aenean massa,
Version 1.234



Another option for allocation is the ability to allocate a proportion of existing opportunities to an individual. Say
there ale 300 SSE renewal opportunities and 6 outbound consultatits team lea@r may wish to allocate 50 to
each. The team leader caasilydo this by checking thEeroportional Allocationcheck boxselecting the individual
and clicking on th¢Allocatd button. The following pop up will appear:

) 3
‘*@‘
o the HUB Recent Items Dpportu nity Allocation Another Tab Another Tab

Your Items
. -
Opportunity Search Search
u Today's Callbacks
4 Opp ID | Text here Opportunity Status | Select had Partner | Select i Team | Select M
L‘! Late Callbacks Assigned to | Unallocated E(} Opp Type | Select :& WOO Start Date | Text here Supplier | Select %
M i WOO End Date | Text here v
E New Opportunities - Channel | Select o Campaign | Select w Show New Today
3 Allocate ®)
Opp Id Created Partner ¥ Contact Business Name Phone No Email Assigned To ¥ Contact Details
Group Items 120934 07/08/0913:26 MakeltCheap ContactMName Name goes here 02123987456 name@domain.com Consultant Name
120933  07/08/09 13:26 MIC LOA Contact Name ~ Name goes here 02123987456 name@domain.com Consultant Name
ﬂ Today's Callbacks - =
AT . . . . =7\
- ol 120932 07/08/09 1326 MakeltCheap A Confirm Proport|0na_| Allocation I Consultant Name
Late Callbacks -
O All Team 120931 07/08/09 13:26 Energy Helpl Consultant Name E
[ New Opportunities to 120830 O7/0B/09 13:26  MIC uSwitch There are 10 unallocated opportunities that Consultant Name
Quote - All Team (10 match the current search criteria 8 how many
120928 07/08/09 13:26 MakeltCheap d ish to allocate to Consultant N Consultant Name
= | New Opportunities - 0 you wish to allocate to nsultan ame
1 Allocate 3) 1
Enter Number | | AsaNumber jeedl
Consultant Search
Agent Team  Select
Agent Active  Available Team QOutbound Opps Open Meters  Conversion
Mame Here  Yes Yes Sales Bank Sales Agent No o o o 0 o o o 0
Mame Here  Yes Yes Sales Bank  Sales Agent No ] 0 0 0 0 ] ] 0
Mame Here  Yes Yes Sales Bank  Sales Agent No 0 o 0 0 0 0 0 0
Mame Her Yes Yes Sales Bank  Sales Agent Mo o o o 0 o o o 0
Mame Here  Yes Yes Sales Bank  Sales Agent No ] 0 0 0 0 ] ] 0
Performance = T =
Utilisation e |~ Proportional Allocation  ~
Live Rate  Comm——— ™
- [
Conversion @ [ |+ Ticker to go here, Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget dolor. Aenean massa.

The team leader can enter the number of opporturstiend clickConfirm] ¢ the number can not be greater than the
current returned number of opportunities. Another option is the team lelachn allocate a percentage of existing
opportunities byenteringbetween 1 and 10@ the number text boand selectidd & ! & F t SNOSy Gl 3S¢
combo box shown above.



New Opportunities

- Repair

@ithe HUB

o prict

Your Items

u Today's Callbacks
U Late Callbacks

- New Opportunities -
B2 Allocate ®

Group Items

Today's Callbacks -
All Team

" Q) Late Callbacks -
All Team

Sy New Opportunities to
.‘) Quote - All Team (10)

New Opportunities -
I v3

4

Repair Opportunity

Partner

Business Name | Customer Company Limited

Title

First Name

Middle Name

Last Name

Landline

Mobile

Email

Select

Mr

Jonathan

Michael

Dubois

07880 76784

New Opportunities
- Repair 5)

Performance

Utilisation  Cxmmmmm

Live Rate ™

Conversion @ |

Position

Post Code

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

Managing Director

BH9 1EF

Another Tab Another Tab

‘3 Campaign | Select

Ability to google business name /
domain name part of email address

m

—  Auto populate address fields by using GB Address or
Ecoes or PH Megafile or similar



& Invalidate Opportunity

Main Reason? | Missing All Contact Data &

Sub Reason | Business Name not found in Searches 4
Please Add Any Adding a comment is not mandatory but can N
—Commments be useral =
il

L4

Capture final reason for failed opportunity

10



2.3 Qualify Queue and Opportunity Qualification Screens

2 KSYy | ySg 2LIRNIdzyAdGe Aa NevOpp@tnii&RQualiBe v dad dzSS aa KR2oyaEa ¢
number of new opportunities that requireuglificationby that consultant A Sales Consultant who has membership
Dpp&rturdty Qualificatioré w2t S g A f f @08 femé Kthis will dtSodt®w the/nuniber of new
opportunities allocated to him/her.

2

The user should click on theal®@ S |j dzS dzS (i ANewoOpgonfuBity QzialifidatiorsWizard & ONB Sy a o ¢
opportunity presented to the user is normally the opportunity with the oldest allocation qat. first in first out.

The wizard is split int8 stepsq the first step isshown below:

@the HUB

Cust Type: NEW
User Type: BEGINNER
Opp Source: INBOUND

WEB/ EMAIL

Version info:

This version of the wizard
is for web service
opportunities d and
beginners

Other notes:

Will need to create
another copartner table
to hold salutation and
greeting messages for
each partner / channel
or campaign

Will require an
additional field in the
users table to hold
UserLevel di.e.
beginner /
intermediate / advanced

Exclamation icon &
causes sales checklist fly
out to appear & checklist
contents tba by LHS

Team Performance

Utilisation G T
Live Rate O

Conversion @ T

Step 1 - Greeting -
New Opportunity Qualification Wizard @ moneysupermarket@

C) Click to call 07880 767848 note: if phone integration is complete
- clicking phone no will auto dial

Captured Contact Details Opp Id: 123456

e

Contact Name Mr 44| | Jonathan Dubois
Ability to google business name /
domain name part of email address

Review the following ~ ® Hectric ~ ® Gas O Telecoms ® Mobiles O Insurance O Water O Broadband

Business Name Stonebridge Decorators Limited

Salutation note: salutation will vary depending on partner / channel / campaign

m

Hi [am | speaking]/[can | speak] to JONATHAN DUBOIS- 1an calling with regards to the call back request made via the M ONEYSUPERM ARKET
website

Lorem ipsum dolor sit amet, consectetuer adipiscing elit, sed diam nonummy nibh euismod tincidunt ut laoreet dolore magna aliquam erat volutpat. Ut wisi
enim ad minim veniam, quis nostrud exerci tation ullamcorper suscipit lobortis nisl ut aliquip ex ea commodo consequat. Duis autem vel eum iriure dolor in
hendrerit in vulputate velit esse molestie consequat, vel illum dolore eu feugiat nulla facilisis at vero eros et accumsan et iusto odio dignissim qui blandit
praesent luptatum zzril delenit augue duis dolore te feugait nulla facilisi.

[ LRI B RN () ][ oeg |0 e obuely ) ][ SIpRAYD T ]

About Our Service note: content may vary depending on partner / channel / campaign
Lorem ipsum dolor sit amet, consectetur adipiscing elit. Integer tempor pulvinar ante, vitae egestas turpis tristique a. Sed vel sagittis leo. Vivamus s
malesuada metus ac nisi fringilla sit amet ullamcorper purus consequat. Donec blandit, massa at elementum imperdiet, diam mauris eleifend purus, vitae f"

porttitor turpis erat vitae nulla. Nulla facilisi. Integer vehicula tincidunt est id iaculis. Maecenas libero augue, aliquet nec dapibus in, hendrerit at tortor.
Vivamus fermentum rutrum diam, ac eleifend risus venenatis vel. Sed dui nisi, blandit eget eleifend id, luctus vel mauris. W
b

Possible Opportunity / Business Matches (using Business Name and/or Opp ID)

9 N i

Ticker to go here, Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commoda ligula eget dolor. Aenean massa.

Step Iclearly indicates to the consultant the brand and the contacts tketaint in via the web servic&he

consultantcall the customer andhould follow the salutatioiscript and about our servicgcript to ensure a

Odzati 2 YSNNE SELISNRASYOS 2cthe ackipts Wil hedd to b Fdvidéd bijthe Markdthy & A & | &
department They will vary depending on the Partner, Channel, and Campaign.

Step 1will also take the Business name and look it up and return any systgportunity matches - it will also
indicate if the match has an open opportunity against it frdra same source (PartherXhe idea being if an open
opportunity already exists for a customer, from the same source, he/she is redirected to the previous sales
consultant and/or oppartunitygndthe current opportunity is closed as a duplieat

11










































