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Purpose

The purpose of this document is to give SalesLogix customers, Business Partners, and
Technology Partners a look at the new product.

Product Overview

Sage CRM SalesLogix v7 provides exciting new capabilities across the product suite including
interactive dashboards, integrated service and support, and full-featured mobile support, as well
as numerous productivity enhancements for users, administrators, and developers, and .NET
support. This release also marks the delivery of a completely integrated Sage CRM SalesLogix
suite (sales, marketing, customer service, & support).

v

v
v
v
v
v

Interactive Dashboards
Full-Featured Mobile CRM
Enhanced Marketing
Integrated Service & Support
Productivity Enhancements
.NET Customization

Discontinued Features

v

v
v

SalesLogix Support Client is not longer available and will not operate with SalesLogix v7.
Features of the Support Client are now available in the SalesLogix Windows Client.

Support Procedures have been discontinued and are no longer available

Notification Manager has been discontinued and is no longer available. Ticket and
Defect notifications are available at the Account level. Additional alerts and notifications
are available with Sage Knowledgesync.

Crystal Enterprise 8 is no longer utilized for Web Reporting - a Crystal Reports Xl
“Embedded Server” will be utilized. The server will support several reporting users at a
time and a higher-performing upgrade will be available to support more concurrent
users. There will be no concurrent user licensing required.

All information contained within this Sage CRM SalesLogix bulletin is considered confidential and proprietary. Contents of this
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Dashboards

Dashboards feature gives a user-configurable and Architect-customizable view of key metrics.

v

SalesLogix Dashboards has many features that make it an exceptional analysis tool. It
has been designed so that anyone in an organization can use it without any significant
training. It does allow users to change the data displayed on the dashboard, following
the same functionality that all SalesLogix main views have with the ability to drag tabs to
the middle section.

Users can summarize data using different dimensions so that they can get a different

perspective and identify root causes more easily. They also have the ability to perform
period-to-period comparisons for months, quarters and years. This can be done using
either fiscal calendar periods or Gregorian calendar periods.

Users can drill to analysis views (i.e. interactive reports) from the dashboard. The
analysis views offer the same functionality that the content sets do on the dashboard,
plus the ability to filter the data using many different filters. Multiple values can be
selected for each filter. For the Opportunity and Account filters, SalesLogix groups can
be used to filter the data.

SalesLogix Dashboards were created using the SalesLogix Architect. The solution can
be customized so that customers can see the exact data that they are looking for.

There is a good amount of pre-built content that is available in the Sales Dashboard.
More content, including content for a Marketing and a Support dashboard will be made
available in the future. For this release there are seven pre-built content sets and seven
analysis views in one dashboard:

o Sales

Key Performance Indicators (KPI)
Pipeline Status

Win Rate

Open Opportunities

O O O O O

Product Sales
o Product Sales Potential

Please note: Dashboards are based on transactional data and performance depends on
number of users, amount of data being reported, and database server performance.

Dashboards are not intended for hundreds of users simultaneously accessing large data
sets. Performance guidelines will be published separately, below are preliminary results:

Database Server: Quad Dual Core 2.6 GHz with 16GB Ram
Client Machine: Intel P4 3.2 GHz with 384MB RAM

500,000 Opportunities

2 Million Contacts

6,000 Activities

1.5 Million Activity History Records

O O O O O o
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o Timings:
» Query entire dashboard = 9/6 sec
= Change List-by param on 1 content set = 4 Sec
= Drill to Analysis View = 4 sec
= Requery AV after filters = 11/6 sec
= KPI portlet = 9/1 sec

« |SalesLogix - [My SalesLogix: Sales Dashboard]

9 File Edit View Insert Schedule Lookup ‘Write Tools Outlook  Window Help | Bl e
e E T L e
PECNLEL| My Salesl ogix
My Schedule ] Activities
@ Sales y Sch My A :
Dashboard Tupe Time / Activity Display: |AI\ except Personal vi
Sales & fi - :
D ashboard Type Date Prio..Contact.. Regarding Motes B
Welcome. 5 [10713 Nond e =
Administratar & 10/19: Mone Brandt, J Presentation Set up presentation me
Thursday, EE 10419 Mone Abbatt, J Dinner meeting Birthday Dinner L
B/4/2006 \;j 10/19: Mone Aceti, Jar Follow Up - Research 1
: I E1 10113, Hane oot Leads e
Pipeline Status
Opportunity Pipeline | Bales Process: | (A | Period: a1 v
1 -Qualitied 2-Meeds Analysi... | 3-Demonstration 4-Cortract Nego... S-Decizion on H... | Stage Sal il ‘weighted Amt.  Oppo..Avg Daps...|
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|| 2Needs Analysis $15.00 450217500 16 [:1::3]
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Add filters to see exactly
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|[Grand Total
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Opportunities Sales Potential List By | Account Manager v| Period: | aLL v|
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Dan Barret
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. R $8947E00.00  $1.27822857 7 £75

ChOOSE from SeVeral tab VIEWS -94;-5”'3 $7.880.300.00 $788,020.00 10 EES

to see the data you need. Tabs $EE05.25000 $325262500 2 [

may be added and customized o otmers)| $10883750.00 $TEAIOFL 14 667
10,383,750 |

Cathy Hughes

within Architect.

7,880,300 Linda wWialzsh 1
5,205,250 545.790.00 55| [1Go672.33
[} a4 B 7 % 9 10 1112 13 - ool | BN i L |
Support I |.2.::!
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s
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“Analysis view”

S
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+/SalesLogix - [Sales Dashboard:Pipeline Status Analysis Yiew - [LisiBy: Opportunity Stage:1-Qualified]]
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@0 HMEtT Yo Bhd 2GR
Dashbaards || <4 Fiker Options »> Refresh 2] Export To Excel & Hel
Filters: Clear Filters Periad: 1AL |
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r‘r, Sales Pracess [ALL)
|
Opportunities
B
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&t for $1.510,400.00 19,104.00 2 655
=i Filter data at more granular
Reports
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Sales
Dashboard
Grand Tatal $32,645,520,00 $10,538,066.00 3 ANG=670.20
=  Thursday, May 04, 2006 3:01PM administrator SALESLOGI:_EvaL @ ]

SalesLogix Mobile

SalesLogix Mobile allows you to easily view or
add accounts and contacts, schedule and
complete activities, take notes, and track
opportunities and review support tickets on a
mobile device.

Managing your contacts, daily activities and
opportunities has never been quicker or easier.
No more having to wait for long PC bootup
times or even lugging around your laptop. Just
tap and go!

Need to get the latest pricing information from
your home office? Simply connect wirelessly,
via dial-up, or by cradle and you're up to date in
seconds.

SalesLogix Mobile provides the same ease-of-
use features that SalesLogix users are
accustomed to, including:

v An easily navigated application that
provides instant access to SalesLogix
database information.

v Searching, sorting, adding and updating

DAL @ ~xiw
12 24 Q
SALESLOGIX Mobile

Favorites. g 4

SalesLogix Mebile

& |77 Accounts
# @= Contacts
& jpw Opportunities
4 & Products
@ |5 Tickets

Contact

= 12 [ Detai] Activities | Opportunities | History,
Tickets  Calendar Firet Nama  John

LastNama  Abbott
Account (2, Abbott Limited
Tt

Ree00 0000

%G%?% O006es
Q-@%ﬁ%@@@@a
DEEP O
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SalesLogix Account, Contact, Opportunity and Activity records with quick look-ups or
filtered search criteria.

<

Search, sort and review SalesLogix Support Tickets. Tickets may be added and fully
edited on Pocket PC; Tickets are read-only on Blackberry devices.

Access to virtually any information available in the SalesLogix database.
User-customizable forms to choose which columns to display.
Easy sorting by any column in ascending or descending order with one simple tap.

Tabbed user interface provides main, detail and other SalesLogix views.

DN N N N

SalesLogix pick lists and other customizations are included in the mobile client
application.

\

Full activity management support, including scheduling and completion of meetings,
phone calls, to dos and personal activities on a visual drag and drop calendar.

v On Pocket PC, hand-writing recognition for Activities or adding other SalesLogix
Notes/History records.

v On Blackberry, takes full advantage of the trackwheel to navigate the application.

Simply install the SalesLogix Mobile Personal Edition on your mobile device for
synchronization to your SalesLogix remote database:

v' The Personal Edition provides a low-cost “out-of-the-box” application solution and
synchronizes directly with your SalesLogix remote database.

v' The Enterprise Edition also synchronizes via wireless, dial-up, or cradle sync and both
data and application updates can be automatically synchronized to users’ mobile
devices. Standard Edition has same features but does not include customization tools.

A more detailed SalesLogix Mobile Product Bulletin is available separately.

All information contained within this Sage CRM SalesLogix bulletin is considered confidential and proprietary. Contents of this
bulletin may not be reproduced or distributed without prior consent from Sage Software. Page 7 of 50
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Enhanced Marketing

SalesLogix Marketing fully integrates lead management, campaign management, and more
within the SalesLogix Windows client. Marketing can take advantage of existing SalesLogix
features such as Contacts, Accounts, Opportunities, library, processes, reporting functionality,
and more.

Marketing is a simple, yet effective tool for marketing and non-marketing users alike. Marketing
consists of the following elements:

Capture Leads and Import Lists

Marketing users can capture prospective customer information from a Web page or an external
list of Leads. They can now import a list of Leads from a tab- or comma-delimited file, matching
the basic lead information (hame, e-mail, phone, address, etc.) from the list to the lead record,
without technical complexity.

Leads

Through Marketing, basic information about each lead is captured in order to qualify the
prospective customer. Data input is minimized so that Leads can be processed quickly and
efficiently. When detailed information is needed, Leads are qualified and can be converted to
Contacts, Accounts and Opportunities. Leads will be separate from Accounts and Contacts to
help keep the SalesLogix database free of invalid Accounts, and to increase the quality of
information in the database by only creating Contacts and Accounts for customers that are truly
interested in the products and services being marketed.

Qualification

Marketing users can now qualify a lead that is imported into SalesLogix and convert it to a
contact and account, and optionally create an opportunity. If a lead cannot be qualified, users
can delete it from the system.

Campaign Management

The new campaign functionality in Marketing allows users to track the target Leads and
customers, and the stages in a campaign. It also helps users to capture budget and expense
information related to the campaign so that it can be easily managed (even for non-Marketing
professionals). The campaign and lead source can be tracked for each lead, contact, account,
and opportunity.

E-Mail Marketing

SalesLogix Marketing now offers an integration with a powerful e-mail based marketing tool.
Users can select a list or group of Leads, Opportunities, or customers and generate richly
formatted e-mail that is sent to all on the list. Users can track responses to the e-mail as well as
remove targets from the list upon request.

Segmentation and Groups

Customers can now be segmented using simple filtering tools to define groups or lists meeting
specific criteria. Data can be exported to Excel for further analysis or to deliver mailing lists to
external parties.

All information contained within this Sage CRM SalesLogix bulletin is considered confidential and proprietary. Contents of this
bulletin may not be reproduced or distributed without prior consent from Sage Software. Page 8 of 50
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Capture Leads and Import Lists

Marketing users can now capture prospective customer information from either a Web page or
external list of Leads.

For the Web, the prospective customer can fill in a simple “registration” form. The form does not
rely on the SalesLogix Web host, is not required to connect to the SalesLogix database, and
may be hosted in a remote location. The form will record all information to a file which can later
be transferred and easily imported into SalesLogix.

Please register for more information

*First Narne: *Last Narne: Slmple, Standardized
Web form to capture
leads. Easy to change

*Telaphons Humbsr: *Email Addrass: and customize without
SalesLogix Web
" addrass. pebdrazs: components or

connection to SalesLogix.
#City: * State/Province:
-- Select One -- v

*2ip/Postal Code: * Country:
- Select Ona -- =

Humber of Employees: Annual Company Revenue:

-- Select One - v -- Select One - v

* indicates required field

Leads may also come from trade shows or purchased database lists. These lists are usually in
CSV format with basic prospective customer information.

Marketing includes a Lead import tool to import lists of Leads from a tab- or comma-delimited
file. This tool is not the Import Wizard, but it is a very simple interface that even novice users
can use to import Lead data. The tool does not import into Accounts and Contacts directly. The
data is brought into SalesLogix as Leads so that users can qualify them at a later date. The
import interface matches the basic Lead information (name, e-mail, phone, address, etc.) from
the list to the Lead record (i.e. schema) without technical complexity.

Import Leads can be customized through SalesLogix Architect, if necessary.

All information contained within this Sage CRM SalesLogix bulletin is considered confidential and proprietary. Contents of this
bulletin may not be reproduced or distributed without prior consent from Sage Software. Page 9 of 50
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Import Prospects Simple import Leads

Prospect List File: interface — no |mp0rt
|C:\Plogram Files\5S alesLogissIMP_ACC_COM.cav Wizard needed!
Prospect List Fields: SalesLogix Prospect Fields:
List Field szl .
IMP_ACCOUNTID: .gdd_re 4D . Import Prospects Preview
IMP CONTACT usinessD eseription - : -
IMF'_CEINTACTID County ‘what delimiter separates your fields? Select the appropriate delimiter and see how your text
= Dezcription [Address) iz affected in the preview belaw.
Description [Prospect) . .
IMP_PHOME Division Choose the delimiter that separates vour fields
IMP_POSTAL Ernai :
IMP_STATE Fax " Tab " Semicolon f* Comma (" Space " Other: ,_
FirstM ame
nﬂrﬂzﬁr‘hone Iv First Row Contains Field Mames Test Qualfier. | -
La_SlN ame Preview [up to the first five records) \
Middlehame 3 [IMP_ACCOUNTID| IMP_CONTACTID ACCOUNT | IMP_CONTACT | IMP_
[~ Show Column Position [ Show Al Fields AKSRSEEEEZ3E CL4LMEBEG238 Fanny Hemston 5557
AKSRSGEEE239 CL4U16EE6239 entures  Leo Sankie 55564
Doz B AKERBEEEE240  CLAUTEGEG240 . Michael Keston 55564
hsh L & | ~ e | | A Unmatch Selected] | hsgoseos1  CLalgess241 Ned Flanders 564
= = AKEREEEEE242 CL4U16EEE242 Joey Prosperie 55521
M atching Fields:
— - ¢ i
List Field | Prozpect Field | Can import from most
IMP_COUNTRY Country .. .
IMP_CITY City | delimited text files.
IMP_ADDR2 Address?
IMP_ADDR1 AddressT ~—
IMP_ACCOUNT Company ‘\/
Common SalesLogix fields
shown in simplified list —
you don’t need to know
1 Concel | Hep | database schema.
AN
Import functionality may be
customized with Architect!

A Lead is a potential sales opportunity that is captured via a marketing campaign, trade show or
other lead source. It contains basic contact information which is used to qualify that the
prospective customer is valid, does not already exist as a Lead or customer, and is ready to
convert to a sales Opportunity.

Marketing has been designed to assists those employees that are tasked to qualify Leads, so
that they can realize the highest levels of productivity without sacrificing the quality of converted
Leads. It has been designed to help prevent data input from being sloppy or incomplete, and
only requires the Lead qualification user to enter the basic, essential information.

Leads are vital to all companies as they represent all potential future customers. However, a
substantial number of Leads never become customers. Keeping the Leads separate from
Accounts and Contacts is critical to keeping the database “clean” and easier to manage.

All information contained within this Sage CRM SalesLogix bulletin is considered confidential and proprietary. Contents of this
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+/|Saleslogix - [Lead: George Agen]

@File Edit Vew Insert Schedule Lookup ‘Write Tools Outlook Window Help

@ - o B % 9 =

Leads ®. I 4

1 of 80573

i I - T SR |

L
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Leads are a SalesLogix
main view, separate from
accounts and contacts.

&2

AllLeads ¥ Ev¥

Mame: |Eeolge Agen E-mail: | = | Qualification: Lead j
ficcounts Title: |Advanced Techrician Phone: |+‘I [541] 555-2451 I Lead alieady & customer?
- Company: |Williams Consulting Toll Free: | I valid Contact
€= | Addess @] [1740 Count Club Ave, Description
. Eugene, OF 55905 off Busiess [ Budget for purchase
_ Urited States [~ Timeframe for purchase
w . Weh: |www.wil\iamsconsulting.demo | |T'E":|E Show - General g] B See hOW we qua"fy a
Oppartunities Industry | [ Decision maker identified Lead and convert to
= SCCod= | Capture the basic lead account and contact in
Tiokat List | S ~-apture fhe basic ‘ea the next section.
information required to
[-?;] make contact and qualify. 7 :
Acti-vities rﬁ L4 EE Convert Qualified Lead ‘
71__2J More Tabs,..  Details ] Marketing I
Calendar
- Last Call Date: R Import Source ALCT! Contacts <LARGE bt Create User |Adm|n|slrat0|
—
_aﬁ MNext Call Date: T Asszigned Date: 947/2005 3:54: 24 PM j Create D ate: |9.-"?.-"2005 354:24 PM
Campaigns Status: Owner: Everyone _éj Madify User: Administratar
Priority: Acct. Mar: Administrator & Modiy Date: |8.f?/2005 3:54:24 PM
Credit R ating: Employees: acific, . . .
Leas | O - Additional detail info is
— NOTE: No Activities, Notes, or History for Show Local Time available if desired, but
E leads. If that level of detail is required, the does not “clutter” with
ibrary

lead should be qualified and moved into
the Sales Process as a Contact and
Opportunity. |

M 12, 2005 4136 PM administr ator SALESLOGIX_EVAL f’w@ﬁ
Leads in SalesLogix are imported into a simple “holding area” where the raw data is added to
SalesLogix without compromising the quality of existing contact and account data. Once the
data is verified and qualified, the Lead can be converted to, or merged with a Contact and
Account.

core Lead info.

New to v7, you can Mail Merge to Leads with history and attachments added to the Lead. All
information is moved to the Contact with the conversion process.

Qualification

Marketing addresses the primary purpose for capturing Leads, which is to determine if they are
valid, are interested in purchasing, and merit attention from sales. In other words, it helps to
answer the question: “Is it worth turning this lead into a sales opportunity?” Marketing supports
this process by providing a check-list of questions that a lead must pass and allowing the lead
processor to convert those Leads that do pass.

This process is fairly simple and is called qualification.

Marketing assists employees that are tasked with qualifying Leads by allowing them to answer
simple questions as they are researching a lead through phone calls, email, or any other
method. This list of questions is minimal so that lead processors can process the volume of
Leads that is expected of them. In addition, different ‘checklists’ can be created for different
product lines or services. Up to eight questions can be defined for each checklist. Leads can be
qualified by answering questions like:

v s this a real person with real info?

All information contained within this Sage CRM SalesLogix bulletin is considered confidential and proprietary. Contents of this
bulletin may not be reproduced or distributed without prior consent from Sage Software. Page 11 of 50



SAGE CRM SALESLOGIX Sage CRM SalesLogix v7 Product Bulletin

What is the business need?

Is budget available?

DN

In what timeframe do they wish to purchase?
v" Who is the decision maker?

SalesLogix Marketing does not require the lead processor to capture detailed information about
the lead. More detailed information can and should be captured once the lead has been
qualified and converted to an account/contact and opportunity.

Marketing users convert Leads to an account/contact by clicking on the Convert Qualified Lead
button. The Convert Prospect window allows users to see existing Accounts, Contacts or Leads
that are potential duplicates, and confirm whether or not the lead really is a duplicate. If a
contact already exists for that lead, the lead can be merged with that contact. If only the account
exists, the contact can be added to the account.

Once a lead has been qualified and converted to an account and contact, the lead is then
purged from the system. Leads that do not meet the criteria defined by the checklist can be
deleted, which also purges them from the system.

+/'|SalesLogix - [Lead: George Agen]
Q File Edit “iew Insert Schedule Lool
p Easy to define multiple
® ®@ 8o 9 qualification check lists
for different product lines
or services

Title: |Advanced Techniciam R TFT T 1] 555-2451

Hame: George Agel glification: Lead ﬂ

Ancounts Iz Lead already & customer?

= Company: |Williams [EonsullfiP, . . . i [ “alid Contact
fi= sddiess @ francamm o] QuAlification is simple

) Budget for purch r
Contacts Eugene, ORSS30  checklist for fast - Budoetforpurchase
— navigation W|th room fOr [ Timeframe for purchaze
e"’ Web: JEP S — quick notes eral [ ™ Business need identified
Dpporunities | |1 qr | [~ Decision makeridentified [
= SIC Code: | |
Tk | S Qualification checklist —
o and notes will appear as
I;::J a qualification note for _ B
Alvites the account/contact when fff »» iz Comer Qusied Loos
) converted
—1--2} More Tahs. . Detalls ] Marketingl \
Calendar
- Last Call [rate: 7 Import Source: ACT! Contacts =LARG e :
‘Zﬁ _ — _ Once qualified, click to
NestCallDate: [ 7 AssignedDate: [9/7/2005 3:54:24 M
Eoadi - n n = convert to account/contact
ampaigns arus: (=) Wher: MEMONE . -
PO | " with dupe checking and
Priarity: Acch, Mar: Adminiistrator more...
Credit B ating: Employees: \
Leads
- LeadD QOFEAA0007Y.) “early Revenue: Show Local Time | Mon Sep 12, 4:36 P
©
Library
%l
Monday, September 12, 2005 4136 PM administrator SALESLOGE_Eval | (@ £

All information contained within this Sage CRM SalesLogix bulletin is considered confidential and proprietary. Contents of this
bulletin may not be reproduced or distributed without prior consent from Sage Software. Page 12 of 50



SAGE CRM SALESLOGIX

Convert Prospect

Prospect

Company Firzt Mame Lazt Mame

Williams Congulting George Agen Advanced Technici

Potential Contact Matches [3 found]
Account

Firgt Mame Lazt Name

Darsey Technologie George Calambra WIS Director
Erlandzon's Estate [ George Fager M anager
Independant Servic George K.anopoulos Owarer

-

Potential Account Matches [0 found]

[~ Merge with selected Contact

George@Erlandson Topeka, k.5 BEET1
George®@independ. Toranta, O M45 3C4

|Eit_l,l.-’5tate.f’F'nstal Code |m
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Simple interface to
convert Lead to
account/contact with
ability to see potential
matching records

[~

Merge with existing
contact if dupe found

Conflicts: |EHisting Contact wing

| [

Add lead as contact

Account Irduztry |Web
Define filters and
matching rules for
dupe checking
t atching Corrversion

to an existing
account

[ Match all zelected filkers: | Filters =

[v Match exactly [For example, Acme Inc. and Acme [ncorporated will not match)

Convert will purge the lead
and move all data to the
account/contact records

—_

& Convert | Can

_

| Create Opportunity after Prospect conversion

Can automatically
create an
Opportunity when
converting

All information contained within this Sage CRM SalesLogix bulletin is considered confidential and proprietary. Contents of this
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Campaign Management

Marketing now offers the ability to design, organize, and perform outbound campaigns more
effectively. Marketing campaigns are now a main view in SalesLogix. Users can create new
campaigns or copy from an existing one. Campaigns can now include multiple lead sources and
products. One of the most powerful new features in Marketing is the ability to define the target
list for each campaign. Using simple filters, users can quickly define a list of targets from Leads,
existing Accounts or Contacts.

«/!SalesLogix - [Campaign: Q2 2005 Pocket Pal to Customers] E|
Q File Edit Wiew Insert Schedule Lookup ‘Write Tools Outlook Window Edit  Help - 8 x
@ & b (= A = T S = ® |
Campaigns =, 4 10f1 | 3 Lookup Results v EEv
O Campaign Name: |02 2005 Pocket Pal to Customers Gitatus: |setp | ¥ Launch
My SalesLogiz| Description: |Campaign to customer base for Pocket Pal Code: |2005-Q2-PF’AL To D Targets
= Obijective: |E-mai| and upsell add-on Pocket Pal Start Date: | 4/22/2005 j Campaigns are rewritten
-..:.{_:F‘ Call to Action: |Dpen and click for product info End Date: | 5/31/2005 j as main view with several
Accounts || Lo Source |E-mai| - General el | Manager |McNuIly, Erian P2 new features
"5: Products: |PuckelPal PacketPC 100, PocketPal wireles ,,,| | Dwner |MENU"P, Erian & Copy... '
Cortacts

Stages/Tasks l Budget / Results | Opportunities | Responses ] Targets ] Mare Tabs... ]

w el Meeded Date Percent Complete 2
Bppmioniis B} Campaignstageid - 00 EH''
Compose e-mail 4426/2005 0%
™= Giet Approval 4/26/2005 (i3
Insert Campaign ] R q
paig & Simple to define a new
Campaign Name: | Status: |SEtuD F campaigl’l or COpy
Deseription [ Baiz portions of an existing
Objective: | Start Date: ’WL‘ Campaign Can inClude
Call to Action | End Date ’—L| multlple |ead sources and
Lead Sowes: | wd  Manager < products that are the
Products | ] Owirier: fdministrator [Pr) £ focus of a Campaign
‘You have zelected O targets for delivery of thiz campaign M

\/Simple interface to choose

and manage the “targets” for
this campaign. No Query
Builder required. See Groups
and Segmentation in later
section.

Status | Priority Needed Date

Task Description Percent Complets ~ Add Stage
Add Task...

- dit...

=move

Description: |

Status: Open =] Start Date:  |4/22/2005 =]
Lead Source: a End Date: [ ]

Code:
Camments: .
Add Task [
D

Save and Ne efine the stages and
L= Description, |\ R
DESETEE (5] status: [ ] Needed Dale: = tasks that will be
Pricrity: | [ Completed Date: = | traCked Wlth th|S
% Conplete: [0 campaign.
< Comments:
Task Costs: ’SUT
Task Hours 0 Esinate etua ITrack stage information
Task Costs:  [$0.00 [$0.00 .
with any number of
Task Hours: |D ‘D
tasks. Includes roll-up
of task costs.
Assign to: (¥ Existing Llser Assign To: fuciministrator EY
(* Existing Contact Assigned Dale:  [4/22/2005 =
" Other Individual
" Mone
N N N 0Ok | Cancel | Help ‘ N N
All information contained | and proprietary. Contents of this
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Stages/Tasks ] Budget / Hesults] Dpportunities] Hesponses] More Tabs... ]

7 Filter Options == =] Manage List.., Update Targets.,, =3 launch E-mail... Export... Ty Create Group,.. 141 Targets shown
[ Usze external list Refresh Select Al Clear Al
Mame |C0mpan_l,l |Gr0up Friority |Initial|5tatus |Last Stage |Last Update |Last Responze M

Filtered list interface to
manage the targets
and responses for a
campaign. Simple
interface to launch

Response tasks related to the
targets.
Response Date: 6f2712003 = Prospect: IDI’BW, Diean §l
Response hiethod: hd
r
~— | \/
Statuz | Type Description Start Date End Date Easy to track
Active  Advertizing Advertizing - General 3442003 21282004 ™ responses at the
Active  Direct Mail Drirect Mail - General 3472003 202812004 3
campaign, lead,
Active  Event Evert - General 3M42003 2i28/2004
- - n r n
Active  Seminar Seminar - General 3472003 2128/2004 account, or contact
Active  Telemarketing Telemarketing - General 34112003 202812004 IeVel a
Active  Trade Show Trade Show - General 3472003 2i28/2004
Active  Weh ‘web - General 3142003 2028/2004 |
J J
Statusz ‘Camuaiun Code ‘ Campaign Name | Stage | Start Date | EndDate |
\ \ | | |
v
oK Lancel Help

E-Mail Marketing

SalesLogix has integrated with EmPulse to provide advanced e-

mail marketing campaign support. E-mail marketing is a one- n“ se @'
click export of a list/Group to EmPulse for mass e-mail Eﬁ
marketing campaigns. This supplements the SalesLogix
mail merge functionality, and scales to hundreds or even

. Marketing Services

thousands of e-mails. Marketing Services
@ provided by Empulse. To
““ se E\__:J_/| use these services, you
must be a_uthonzu_aq by your
E-mail Marketing is provided as a service through EmPulse, SalesLogix Adminisiraor.
however, it does not require a separate server charge; a
simple Windows service is installed on the SalesLogix e L
Server to tranSfer data to and from EmPU|Se There are Response information will be captured by marketing services. Select the

tarketing Campaign and Stage for response information:

service charges based on the volume of e-mails delivered.
Campaigr:

Special SalesLogix pricing starts at $99/mo for 1,000 e-mails

with additional e-mails starting at $35/1,000 e-mails. e

List Name: 1
EmPulse's features help users to create and send email Neifemtonemal [ |
campaigns that drive higher response and participation. It S S

0k | Cancel

All information contained within this Sage CRM SalesLogix bulletin is considered confidential and proprietary. Contents of this
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also incorporates email marketing best practices directly into the software to help any size
organization, across all levels of technical ability, build more effective campaigns every step of
the way.

Campaign Creation and Management

_ _ oo 3] Newsletter: Edit : Create emu“ISgg;
v Testing matrix
v Template library = [ Cieao ] = [ iest ] @
v' Content library - upload images and files e —
v' Cross platform compatibility - MAC or PC Your nemaleter s Sreated with the Layeus 01 Dafauk avaus. Cick on the Moy HTHE Varsion ab 1 8
v Campaign scheduler - schedule G — s —
campaigns for future launch || e -
== = =
v Link aliasing - customize your link names - @ c -
(in plain English) A s e o]
v HTML drag 'n drop WYSIWYG editor - no - - — —
HTML knowledge required
v" Multi-mode send options (text, HTML, Multipart/AOL)
v Content spell checker
v' Supports rich media
Personalization Ewme—H  Newsleter: Edit: Test gmnulseg;
v . : .
Personalized subject lines e e @
v' Personalized message content

Compaign Errors | ) | Test campaign |

List and Address Management

Spam Score Details

v Automatic e-mail address de-duplication

To optimize you deliverablility rate, a seore below 5 is recommended, Use the detads below to get the lowest possible
seore by malang edits to your campaign where applicable

v' Campaign bounce management

A low score isn't 3 gusrantee &l?gw campaign will nat be blocked by some filers, but it is the best ol to ensure the
majority of your emails sre delivered.

‘four campalgn rates; 2.0

v/ Campaign unsubscribe management seore”[Gaserpien

v" Bounce retry processing e e e e e T
HTML_MESSAGE 0.1 BODT: HTHL included in message

v" Unlimited addresses T

Automatic Data Transfer from SalesLogix

v

v
v
v

E-mail list import directly from SalesLogix
Bulk delete/update
55 custom demographics from SalesLogix

Responses automatically transferred into
SalesLogix with click-through information

Anti-SPAM controls

v
v

SPAM rater
CAN-SPAM compliance checklist

Reporting

Completed Newsletter Comparisen

Show: [Select Tren... =

Unique Opens

Camgaign
EE

st

00 05 10 15 Z0 X5 30 35 40 45 80
# Opars

% Localintrane:

emplijse=

yeto B

¢ (Total: 50}

b bostes), then press the Delets bubton,

All information contained within this Sage CRM SalesLogix bulletin is considered confidential and proprietary. Contents of this
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Real-time

Bar, column, pie charts

Data exports to screen, Excel or TXT zip files

Campaign-based: open, click, unsubscribe, bounce (hard/soft), referrals

Web Surveys

2 EmaiPulse et i eMarketing Solution - Microssft Internet Explorer
B El few Fgerter  Jock bl

3 UeStlon es 3 Bach - AR G SrPeekes 7 e 4] el sk net)
q typ Google » | Hhsearhwes - G serchste | g @« O [ oprons

Unlimited surveys

Required answers

Important note: Web surveys are available g g,,—w"
as part of the EmPulse service but detailed
survey results are not imported into
SalesLogix at this time

SN N N N N2 N N N N

Add a logo custom branding : | | el \

Deliverability
v" Email content rater

v/ Domain monitoring

v' Abuse desk management L

Other
v Unlimited upgrades - at no additional charge!
Fully configurable on which SalesLogix users are authorized to use the service

Secure (SSL) data transfer between SalesLogix and EmPulse

AERNERN

SalesLogix integration provided by a Windows Service server-side to eliminate security
concerns

<\

Remote users will synchronize all outgoing e-mail campaigns and incoming responses
as part of regular SalesLogix sync process — no other Internet access or firewall settings
required client-side

For more information, take a tour at www.emailpulse.net.

Important note: do not sign up for service at the Web site as you will not receive special
SalesLogix pricing, A special link will be included in SalesLogix for activating your integrated
account with discounted pricing.

Segmentation and Groups

The fundamental key to marketing success is to allow the user to easily select to whom the
campaign is targeted. SalesLogix Marketing allows users to quickly filter potential targets to the
specific list needed for a campaign. Users have a number of fields available to them for which
they can apply a filter to potential targets. This is an easy-to-use feature that any marketing or
sales professional can use. This is one of the most important features of SalesLogix Marketing,
as it enables marketing professionals to extract lead/customer data so marketing can market to
them.

All information contained within this Sage CRM SalesLogix bulletin is considered confidential and proprietary. Contents of this
bulletin may not be reproduced or distributed without prior consent from Sage Software. Page 17 of 50




SAGE CRM SALESLOGIX

Sage CRM SalesLogix v7 Product Bulletin

“Targets” are segmented Leads and Contacts for a campaign that are contacted as part of the
campaign communication. Targets are managed as part of the campaign with a simple

selection interface.

Manage Target List

Select the target Prospects and customer Contacts for thiz Campaign.

Include ¢ Progpects (unqualified) " Accounts [only Primary Contact] " Accounts [all Contacts) + Contacts [individuals]
I~ Compary: | j | [~ City: | j |
[ Industry: | j | J [v State: |Equal to j |EA
~—]
[~ SIC: | j | [~ Postal Code: | j |
[~ Title: | j | [ ™ Lead Source: | j | a
[~ Products Owned: | j | =N [ Import Source: | ﬂ |
[ Status: | j | [ [~ Create Date: | i o | i
[ Include Do Mat Solicit Clear &l | How Many? | Freview. .. |
Add from Group... | Add Targets | Remove v

\ \
First Mame |Last N“Tue |C0mpany |Email City |State |Zip |W’0rk Fhone
Juan Adamo\\ Summit & Co. Juan@S ummitk: Co.dema San Diego Ca 92101-429C [619) 555-4728
Jay Faley Syratech Design Inc Jay@SyratechDesignlne. deme Cuperting Ca 95014 [408) 555-2410
&, Griffin T. Thiift A@T Thiift. demo SantaBarbara  Ca 9302 (805) 555-9735
Tim Scheib The Dental Partner Tim@TheDentalPartner.demo San Francizco  CA 94105 [415] B55-7475
Jim Goeman The Direct Azzociates Group Jim@TheDirectdssociatesGro Fresno CA 93708-038E (209) 555-0110
Cazper Belotzerl i The East Company Cazper@TheE astCompany.de South San Franc Ca 94080 [415) BR5-0403
Butch Cash The Hall Group Butch@TheHallGroup.dema  San Francisco CA 94104 [415) BA5-3444
[Dhwayne Dimare The People Factory Dwayned@T hePeopleF actany. Indio Ca 9220 [7E0) 555-3336
Eric Kuzniar ranzpek Inc. Erici@TranzpekInc. dema SantaMonica  CA 0405 [310] 5556115
b ark Marcuz i-State Industrial b ark @ Tri-Statelndustrial. deme Wan Muys Ca 91406 [818) 5E5-6445x
Chriz Girijaly, . Chiiz@T ricomiitter. demo Los Angeles Ca 90045-563C [310) 555-0226
Dan Truon| Runnlng turing, |he. Dan@ T rombergh anufacturing Temple City Ca 91780-2102
Jeft Truni count of Jeff@UptrendBrokerage. deme Bakersfield CA 93380 (805 555-5121
Tom Wwalm targets Tom{@hw aiteCreditine.dema Menlo Park. Ca 94025 [415) BR5-5090
Liza Myers One Lisa@ aukeshaSourcelne.c Laguna Beach  Ca 92651 [714] 555-4531 W

juls LCancel

Help

Select which
leads/contacts to
include
_

. TN
State, Zip, SIC allow
multiple values,
comma separated

How Many? Shows dialog
count of the query

Clear All clears all fields but
not checkboxes

Add From Group allows them
to select from prospect or
contact group

Preview shows a grid of
results based on filters applied

Add Targets adds the results
to grid below

Remove allows you to remove
by query as well (e.g. can
select all CA then remove Los
Angeles)

Reporting

Campaigns will include a tab to view the budget, costs, response, and resulting Opportunities
for the campaign. Marketing users will be able to monitor the progress of each campaign.

Budget Bucdget A ctual ‘ariance
Task Costs: | 1800.00 | 163525 | 164,75
Expenses: | 000 | 15724 | 157.24
Calculated Cost: | 1800.00 | 179249 | 7.51
Target Cost: | 2000,00 | 179249 | 207,51
EDSHEIEEES Budnet Actual Variance
Cost [Target: | 7t | 658 | 076
Cost | Response: | 333,333 | 208,745 | 34,582
Cost/ Opp: | 1000,000 | 896,245 | 103,755
Cost | Sale: | 1000,000 | 896,245 | 103,755

In addition, key reports to analyze the effectiveness of a campaign are included:

v' Cost of campaign versus budget

Response

Contack Response Gty |
Contack Response Rate:

Prospect Response Qky: |

Prospect Response Rate:

Opportunities

Cpen Potential:

Cpen Weighted:

Ackual Wan:

Ackual Lost:

Potertial Expected Actual Vatiance
1383 | 27 3 [ z4

10000% | 1.98% 0.z2% | L7e%
1363 | 27 3 | =

10000% | 1.98% 0.22% | 1.76%

% Rate Gty
0.00 Respaonse o Opp: 7% | 2
’W Open Opportunities: | 0.00% | 1]
150000 Opportunities Wom: | 10000% | 2
o0 Qpportunities Losk: oo0% | @

All information contained within this Sage CRM SalesLogix bulletin is considered confidential and proprietary. Contents of this
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v" Cost per lead (how much does each lead cost?)

v" ROI of campaign relating cost to the actual won Opportunities (should | do this again?)

Customer Service & Support Features

SalesLogix Customer Service and Support features are now fully integrated into the SalesLogix
Client. There is no longer a separate Support Client and the previous Support Client will not
operate in SalesLogix v7.

Customer Service is fully available in the Web Client. Customer Support features are not
available via the Web Client in this release.

Major components of Customer Service & Support include:

v' Assets — Products delivered to a specific customer

(0]

(0]

v" Tickets

(0]

(0]

(0]

(0]

DN

Opportunity Products — move Products to Assets
Serialize Assets

Associate Asset to Ticket
Add “Parts” to Ticket
Ticket Activities = “Labor”

Associate Contract to Ticket

Service Contract — determine service level
Returns — track returns and associated costs
Standard Problem Resolution — quick and consistent answers

Defect — track and improve quality of products

Assets (formerly Account Products)

There are a number of enhancements to Assets in v7.

v" When a Sales Order is completed with products (or an Opportunity if no Sales Order
exists), products, the user is prompted which line items should move to Assets
(formerly Account Products)

v If Assets are serialized, can easily convert from a single line item to multiple line
items with serial numbers

v' Assets may also indicate if the Asset has been returned or is an evaluation unit

v Will be able to easily lookup, associate, and view Assets related to a Ticket and a
Return

All information contained within this Sage CRM SalesLogix bulletin is considered confidential and proprietary. Contents of this
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v While Assets will be the interface to the User, schema will remain as “Account
Products” to eliminate data conversion and other code changes.

9 ESBY BRIV IE BELIA REA|S

Accounts ®. H 4 1 of 992 | | All Accounts ¥ B B

B3 Account:  |Abbott Ltd. || Main: (2] 555-7854 Type: [Customer ]

FH=| e

== Diivision: |Subsidiary | Gars 13121 555 7545 SubTope: ﬁyDeA |

Contacts —_— _

= Parent _IAbbottWar\d\mde @” TolFree: (N 5
Address: 4206 MNorth Grand Avenue ui. 3bbot

Hame: | Description:
In addition to existing information Sk |

additional attributes about an U || B 1 |
Asset are available including Kﬁeriammher |TEC-1000001 [ Evalustion

Quantity, Last Updated . I | i
(MOD'FYDATE), Updated By | Contact: 4 Opportunity: :I

| Contacts || -Aclivitiesl Phone:

Sales Order: ‘

(MODIFYUSER), Comments, . ol connt % 1
. . . ~maill —
Opportunity description, Sales -
Ol‘del’ # EC-1000000 Location: —| Comments:
Azzet Code: |
Repoits IEE:‘I gggggi It Environment; |—| 1
fm TEC-10000 System | |
Leads TECS Wersion: | |
Last Updated:  |2/1/2001 6:50 P |
May a|SO include ugenericn Updated By: Admiristrator
environmental information relating [ ok ][ canea J[ Hee ]
to a unique serialized product
§,

Monday, January 30, 2006 2:10 PM Administratar SALESLOGIX_EWAL ¢ (@) 05

‘4 start
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Service Contracts

Contracts have been revised to make it easier for the user to understand and utilize.

Contracts are a main view so
may include Groups, add
tabs to the interface, and
generally work like any

+* Saleslogix - [Contract: cQF BAADDOOOE]
@File Edit Yiew Insert Schedule Lookup ‘Write Tools Outlook  Window Help

@8 Ba B st Ty Om S v Qg 9

I Contracts ®. [ 4 1of1 F M standard entity
My Saleslo.)l Reference % [cQFEAAODDDDE [E Active  Service: |E:.;tended [P — C|| PO Mumber: | |
Account; |ﬂbbott Ltd. | Contract Type: | Days | Purchase Date: | ["‘l
-_Sewice A
Cortact: |Abbgu Johin | Start Date: |2,-'1 22006 211 PM ['::| Ligt Price: | |
|§_§ Cormnmetts: Diiseeut
Cortacts Evpiiafion:  [2/1/20092:11 P (|  Contract Amount;
@ Grace Daps: |BD | Updated By: |ﬂdministlator |
= e 11038 | [1/30/2006210292P0 |
TICITEt izt R emaining: | 1098 |
Feturns Tickets | &ttachments | Cowvered Aszets |M0le Tabs... A N
g Product Name: SKH// S erial Murmber iy , Location Aot CB\\\ Returned  Evaluation ~
/ TEC-1000000 [ A\ _Ho |
TEC-1000001 ; Mo
Users can easily specify and  [TEC-1000002 “Terms” of the Contract are \
YIG:N(;NZICh I(’;\SSG;S %f e Eglgggggi revised and simplified based on -
included under the Contract :
ECTIO0000, your feedback!
o K Grace Days do not modify End
EE oon0 Date or Remaining fields
TEC-000005 Expiration applies to all Contract Administrator may control
- TEC1000010 tvoes add, edit, delete functionality
Rieports JIEE, 10Ty o via standard security
TEC-10000712 \ /
TEC-1000012 B measures
[m] TEC-1000014 . a b

Monday, January 30, 2006 2:12 PM Administrator SALESLOGIR_EvAL P &) s
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Returns

From a front office perspective, RMAs or Returns are repairs of a customer’s
equipment. There are generally no financial transactions associated with a repair,
unless it is found that the repair is not covered under warranty or contract. Generally,
when an issue is found the customer works with the support organization to determine if
it is a misunderstanding, inappropriate use of the product, or a defect. If it is a defect
which can be easily resolved, a part or replacement product may be sent to the
customer with the pre-set expectation that they will either trash or return the defective
product for repair. If the defect requires specialized skills to resolve, and the product is
small enough, it will be sent back to the company for repair. This can be done either
through hot swap (replacement is sent first, then the defective product is returned), cold
swap (defective product is returned, repaired and then sent back), or exchange
(replacement and defective product are shipped simultaneously). If the product is not
small, it may be necessary to send an engineer out to fix the issue on-site.

Returns will be most likely touched by different people in the process. A return is likely
to be initiated by a support or customer service person. When the product arrives or
leaves, it will be documented unpacked, and tagged by a shipping clerk. The technician
repairs it. Alternately in a field service situation, a remote technician may be the one
creating the return, fixing the issue with product from personal inventory, and shipping
the defective product back to the main office.

While these types of returns do not generally require a financial transaction because it is
temporary custody of customer product, there is a liability associated with having the
customer’s product. So returns are tightly tracked and monitored through the repair
process.

v" From an Account, easily see in tab view the associated Returns

v" From a Ticket, easily see in tab view the associated Returns as well as enter new

Returns
«/SalesLogix - [Return: QFBA-1-3]
QFi\e Edit W¥iew Insert Schedule Lookup Write Tools OQutlook  wWindow  Help -8 X
@ @ e B YoR BhEdd @ 0"
Returns ®. H 4 10f 4 L | All Retuns ¥ EvY Tn
Return ID: | OF8A-1-3 Status: w
e (TR al Twe 3 Several new pieces of
Ceiee ) Accourt Flow Malic Frioty: 3 information may be tracked
@ | cont  [Hlommmim G Epecdey o against a Return including
Contacts Reason, Customer PO,
@ Feason RS & Status, Type, Priority,
= Customer FO: Created By | Cromack, Rabert £/2/2004 12:40 PM Expected by, Created By,
LoketLs! Closed By: @ [e/542004 2:45 PM =

Closed By, Assigned To

@

Retums Retum Detalls | Ship To Detail | Defects | Comments | Attachments | More Tabs

|\—Z Contact: | Allenson, Lars Motes

Contracts Phone: |(263) 832-1245

IE@'] E-mail: | lars@FlowM atic.demo =
&=
Activities | Assets to Return
]{‘q:] Product Mame SKU Serial Humber Received Received By Received Date
b dministrator Return Groups are defined

Calendar

so a shipping clerk can

i® quickly see what is expected

Reports to be delivered and simply
check a box to receive

Suppart returns

Monday, January 30, 2006 4:07 PM
w -~
iy Start oF SalesLogix
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Return Details Tab (receiving a return from customer)

v Display the name, phone and email of the Return Contact (default Contact same as

on main view but may be changed).

v" No need for address — this Contact address is already part of Contact record. We

simply don’t need to track where it is coming from!

v" Ability to add some notes about this return. Just a open text/memo field.
v" Ability to add/remove the assets related to this return: add a grid with Product Code,

Product Name, Serial Number

v' Checkbox to specify which assets are returned. The available assets which can be

returned are limited to assets belonging to the account.

Ship To Tab (sending return back to customer)

v Display the name, phone and email of the Ship To Contact (default Contact same as

on main view but may be changed).

v" Ability to default the address information from the Ship To contact, but stored
separately. Include a Company line and an attention line since may be different from

the Account/Contact (in case of a drop-ship).

v Ability to add/remove the assets related to this shipment: add a grid with Product

Code, Product Name, Serial Number

v Include Ship Via, Tacking number, and Special Instructions fields

Standard Problem/Resolution

Problem Resolution Assistance is a quick way to respond to common customer questions,

commonly Product-related, incorporated into knowledgebase.

For Scorpion, Standard Problem/Resolution will be minimal “port” of same features in

Support Client!

& - [=]x]
e-@E5 g e T i —
Marksting . . All Defects ¥ EBv E
AllStandsrd Problems cfecte X H Y B
y SalesLo . X
Ueteet 1D Standard Problem 10 Area Description ~
: ta : - Fepor Date
rapct QOFE 24 Cannat log into domain 1 £/2/2004
Version Found| QOFEAAQ003-E Hardware Cannet cancel print job 5 £/0/9004
DOFEAADONGE Hardware Hom much memory s needed : o
e Target Yersion| | QOFBAA0003<7 Software Share folders 4 B/2/2004
‘fzg‘ Flesolian QUFAA000Z-3 General Question Wrong price entered 5 /203004
== . ||| AUFEAAD00Z-A Hardware Set alarm when battery s low g e
Contacts | Fised inVersioh | 0 Fasspongec Softwars St computer date and tine : B
{ ?I LOFBAA000448 Software Office 2000: How ta Modify or Remave Microsoft Office Assistant Help 3 /52004
L—’—— Area QOQFEAAD0D4AK, Software Office 2000 Instal ELs ——
. T < 5/5/2004
Ticket List | Categony Edit Ticket Resolution
Standard Resolutions 9/3/2004
m Issue: 5/5/2004
Standard Resolution D Description 5/5/2004
Defects | gy piect: iFe i in login fivkes 5/25/2004
d‘:l - QUFBAADDDZ-D Wiindows Login rights | Logon Right Description A~
= Detals | Defe icass this computer from & nstwork Allows & user to cornect to the
i ' computer aver the network. By default, this privilege is granted to
(RERTTED \, Search)] Adrinistrators, E veryone, and Powes Lisers.
{ Laog on a3 a batch job Allows a user to log on wsing a batch-gusue facility.
I}J Description: By default, this privilege is granted to Admiristiators.
Calend Log on as a service Allows a security principal to log on as a service, as a
e IRk way of establishing a security context. The LocalSystem account always
=1 retaing the right to log on as a service. Any service that runs under a
@ separate account must be granted this right. By default, this right is not
= granted to anyone.
Feports Log on locally Alows a user to log on at the computer's keyboard. By
default, this right is granted to Administrators, Account Operators, Backup
Operators, Print Operators, and Server Operators.
v
Resolution:
ok [ Lancel |[ Heb
¥
B ' Manday, January 30, 2006 2116 PM | Administrator | SALESLOGIX_EVAL P @) 238
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Defects

Defects are used to track deficiencies or faults in a product whether it is software or a
manufactured item. Defects can be created and utilized by a number of different
personas. There may be individuals who are specifically testing and looking for defects,
there may be technicians who have received a bad product and discover a defect which
needs to be fixed, there are people who are supporting customers who find an error, and
there may be people who are focused only on fixing defects others have discovered.

Understanding Users of Defects

Technical individuals are measured by whether they respond within established time
frames, and take care of priority issues. However, a more critical aspect of their job is
how effectively they either diagnose, test or repair customer problems. For this reason,
support users tend to be technically knowledgeable through training or on the job
experience. A number of individuals on a team are generalists, while a few are experts
who specialize on specific problem areas. New or specialized knowledge needs to be
shared to increase the ability of the whole team to solve problems.

User Scenario Questions:
= | may have found a new defect. Does one like this one already exist?
= Thisis a new defect | need to log.
* | have tasks or defects | need to fix. What do | work on in what order?

* | have resolved/completed tasks or defects | need to verify. What do | test in
what order?

» | need to balance the workload of the individuals fixing or testing defects. So |
need to know how many and what people are working on what issues.

» This defect is a duplicate of another. How do | clean it up?

= | need to compile a list of defects associated with a particular version, a target
version to be fixed, and the defects that are still outstanding by area and
category.

*= | need to include this defect in the knowledgebase.

= | want to keep track of how long it takes to resolve an issue.
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Overview

v' User date/time stamping with automatic entry in blank memo fields if the user option
is True

v Ability to view what defects each account has reported at the Account level with drill-
down to the defect detail

v' Ability to associate and disassociate Defects to a Ticket. From the Ticket may add or
open the associated defect.

« Saleslogix - [Defect: QFBA-1-22]

@ File Edit tiew Insert Schedule Lookup ‘Write Tools Outlook window  Help -8 x
B R Rk L R I eI _ - -
I —— 4 12 of 13 Y Several new pieces of |nf_ormat!on may be
N e tracked against a Defect including O
Defect ID: | QF8A-1-22 [F Staws L] Subject, Type, Version Found, Target
_ Project: 1.0 Sunny Wireless [ Source: [ [¥]Approved fo Version, Problem Type, Source
-E['\"ICE .
: 7 Wersion Found: | Twpe: ()| Public Access:
__uppor
I~ T arget Wersion: [ Priarity: Heeds Immediate Attention [ JiEustomel = E;;.:.:: ;{,2{,2;;:
_f_}__::l Resolution: [ Severty: Severty 1 J OF24-1-15 B/2/2004
Contacts Fixed in Yersion: [ Frequency: J EE;”:HB gjgjggg:
@ brea: F| AssanedTo: : i A
: ssighed To: =] NOTE: Ul will change R
Ticket List | Categary: Assigned Date: = prior to final release /2004
m |ssue: Bl Owner Eweryone (=
T
Defects Subject: QF34-1-2 B/25/2004
CE Details | Defect Tasks | Products | Tickets | Retums | Comments | Attachments | More Tabs...
Activities =
:
12, _ Jay Johnson 5/5/2004 4:42:12 Ph
The memo field on the detail view does not display correctly if there iz more than ~30 characters.
Calendar It loaks like the test is centered from top to bottom, o the top of the infarmation and the battam of
_6. the information are not visible, but the center is. The scroll bar doesn't work either.
Reportz
< >
Monday, January 30, 2006 2:15 PM Administrator SALESLOGIX_EvAL| P 2D £
[

Procedures

v" Procedures will be eliminated and will not be migrated from Support Client

Productivity Enhancements

User Productivity

Modern XP Look
v" Windows XP themes apply to your SalesLogix Windows Client
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v' Customizations with Active Forms do not need to change and will automatically take
advantage of updated Ul elements (Legacy Forms remain as-is)

v NavBar and Toolbar support icons, not just Bitmaps, with or without text

v" Navbar can be resized by the user

+/|SalesLogix - [Account: Abboit Ltd.]

@Flle Edit wiew Insert Schedule Lookup ‘Write Tools Outlook  Window Help

@@ ey B RFrfT N bhtdd e
I Accounts ®. 1 of 932 All Accounts ¥ Ev E
MySaksio. )l Account:  [Abbott Ltd. || Main (312) 555.7854 Type:
Divigion: | Subsidiary | Fax: [312) B55-7545 Sub-Type: Type &
I Parent: | &bbatt worldwide | Tol Free: [800) 5551234 Status; Active
Ac:c:o‘:;ts Address:  [@ 4208 Morth Grand Avenue |www.abbul|_cum | Industiy:
Suite 300 - -
il . Diescription of Business
@_:_] et E] El’élgago, IL E0643 Owner: idwest & 2
C.;r:tacts AcctMar: Hogan, Lee &
m Dirag a tab here ta display a view
Leads
_— tdare Tabs...| Contacts |E0nlracts Motes-History | Activities | Attachments | Opportunities | Reseller Opportunities || Associations | Summary
a ~
! N Contact Name Primary Title te Tupe Sbab
Opportunities Yes 3125551 234
ra‘l] Bakbo, Lou 3125556845 WP of Sales  Chicagn Windows XP Ul with “flat”
. td: Drew. Dean Mo 3125557843 26987755 WP of Cust Se Chicago IL controls and Ul details like
chivibies elazquez, Mike Mo 3125557854 3125558788 WP of Finance Chicago IL . . -
f_—‘j Zessner, Lovise Mo 3125557854 32885777 CI0 Chicago IL tab hlghllghtlng
12 Smith, Dan Mo 3125557854 M anager Chicago IL g g 5 5
Calendar Customizations with Active
Forms (and generally with
% Legacy Forms) automatically
Libray show with new XP themes
Reparts .
New grouped ICONS SO
NavBar doesn't need to
_ scroll in many cases
Service
Suppart

Sunday, January 22, 2006 410 &M idrinistratar SALESLOGLR_EVAL % (@) 05

el ; start

&)Y Fp ks w10aM

Calendar User Interface
v' Updated calendar Ul to more closely match the style of Outlook
v" View and confirm unconfirmed activities on the calendar

v' Customization of the Calendar interface is not available
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+ Saleslogix - [Calendar]
%Fi\e Edit view Insert Schedule Lookup Wrike Tools Outlook ‘Window Edit Help

o FROE vl ¥R =N

Calendar: Tuesday. April 12, 2005

Dav | week Morth | Year | Today
4 Tuesdap. April 12, 2005 »
4 Aptil 2005 » May 2005 b
Accounts SMTwWTFS SMTWTF S + Breakfast mesting
- 1z 1234567 ] =
= 3456789 6 910111213 14
— w11fiz131415 16 151617181920 21 L1
Contacts 1718192021 22 23 222324252627 28 a
242526272829 30 233031 F 4
June 2005 July 2005 10+ 1
RIS SMTW TFS SMTWTFS L B
1234 12 111 ]
56 78 91011 34567839 T ]
121314151617 18 101112131415 16 5 =
Ticket List 192021222324 25 1718192021 22 23 12
2627282930 242526 272829 30 EME |
2 3 1t 1
O
= F b
Activities Timeless Activities o0 ]
[ a] Contactifcaunt [ Reqarding N ]
12 3T 1
Calendar r |
At ]
Praocs 3 E
L= o :
Library -',! - -
< N ]
I 81 J
Reports < 3 r [
\/ Tuesday, Apri 12, 2005 4:10 PM Administrator SALESLOGLX_EvaL [Py @ 65

J ISalesl ogix - [Calendar]

File Edit View Insert Schedule Lookup ‘rite Tools Outlook Window Edit Help

3] T R M| B N

Calendar: Tuesday. April 12, 2005 Administrator

Day | Week Month Year | Today
4 2005 M Activities
Accounts [ a] DatetTime [ Contacttaceoun: | Regarding [Motes
May 2005 May 2005 May 2005 @+ [4/12/2005 3154 |Breakfast meeting |
SMTWTFS SMTWTFS SMTWTFS
1234567 1234567 1234567
5 910111213 14 8 910111213 14 8 910111213 14
151617 18 1920 21 151617181920 21 151617181920 21
2223 24 25 26 27 28 22232425 26 27 268 2223242526 2T 26
293031 293031 2330 31
Opporturities
4 April 2005 » May 2005 June 2005
SMTWTFS SMTW TF S SMTWTFS
1z 1234567 1234
Ticket List 34567809 5 910111213 14 56 7 8 91011
o 101112131415 16 151617181920 21 121314151617 18
&j 171619202122 23 222324252627 26 192021222324 25
24 2526 27 2829 30 293031 2627 28 29 30
Activities
5 May 2005 May 2005 May 2005
ﬁzJ SMTWTFS SMTW TFS SMTWTFS
= 1234567 1234567 1234567
Calendar 5 910111213 14 3 910111213 14 5 910111213 14
1516 17 181920 21 151617 181920 21 151617181920 21
m 222324 2526 27 26 2227324 25 2627 26 2223242526 27 28
7330 31 233031 293031
Prospects ¢ >
- May 2005 May 2005 May 2005 Events
-« SMTWTFS SMTW TFS SMTWTFS [T Dessripion &
1234567 1234567 1234567
Library 3 910111213 14 2 910111213 14 B 910111213 14
1516 17 181920 21 151617 181920 21 151617181920 21
bl 222324 2526 27 26 2227324 25 2627 26 2223242526 27 28
: 7330 31 233031 293031
Reports
v Tuesday, April 12, 2005 4:26 PM Administrator SALESLOGIX_EvaL ¢ @ 55

Activities
Activity Reminders
v Replace the Activity Manager (the dialog that opens whens SalesLogix starts that most
users ignore) and Activity Alarms with Activity Reminders dialog to be able to view

activities when opening SLX and ignore, delay/snooze, reschedule, complete, or cancel
from one interface
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v Activity Reminders will also display unconfirmed Activities so the user does not miss
appointments

v Eliminates multiple alarm popups

3 Activity Reminders

Ul subject to change

5] Open.. 2| Complste @) GoTo ~ 4 Rescheduls &1 Unconfimed (10) @ Help Not an Architect view
Fi-égarding .ﬁccount "Eonlact P-riorit_l,l Due in ”

*3-1 Prezentation Califorria Electic [ Brandt, Joe Hone 5 months

34| Breakfast meeting Suramit & Co. Adamo, Juan Pazt due 3 weeks

g"ﬂ Breakfast meeting Faszt due 4 days

Select All Dizplay All Past Due

g7 Presentation
Meeting: 191072005 00:00

Motes

| Set up presentation meeting

Snooze by: 5 minutes v . Shooze

v

v There should also be a ‘complete as scheduled’ button which will quickly close the
complete activity dialog using the values already defined.

Activity Security

v Activities should include security so SpeedSearch and other interfaces can respect

security even if not associated to an Account (SpeedSearch will return all activities in
current release because no seccode).

History/Notes Security

v’ History/Notes should include security so SpeedSearch and other interfaces can respect
security even if not associated to an Account (SpeedSearch will return all history in
current release because no seccode)

Working with and Customizing Activity Forms
v" Most Activity-related forms have been changed to simplify for the user
v' Added ability to customize several aspects of the Activities Ul
v" Fields may be added to Activities, keep reading for more details in upcoming section
v

The “General” tab of the Schedule Activity dialog is an Active Form which may be
customized

\

Schedule Activity will default to valid Activity and internal logic will attempt to ensure a
valid Activity, even if customized heavily
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x|

~

/

General | Members | Resources | Recuring Genergl tab is fu'!y
customizable Active
o Form
Start Time: — |472212006 00 AM (3 OTimelss [ dlam:
- Members, Resources,
Duration: 15 v | | minutes v| (112202008 7:45 AM /| Recurring tabs are not
customizable and may
Cantact: |Abbuﬂ Jotin | O pporturnity: | (= not be removed or
altered in any wa
Aceount: |Abbuﬂ Ltd. | Ticket: | i y way
N
Reqarding: | D|
MHotes...
0-“
El
Priarity: | = | Categary: | J |
Leader: |Administra1c-r |
s |Lmezee ] [ )( J( )

v' The Complete Activity dialog is an ActiveX form which may be customized

Complete To-Do

Completed:
Duration:
Rezult:

Follow-Up

Contact:

Account:

Regarding:
Mates...

=
=
b —

Pricrity:

Leader:

v

(172272006 5:20 AM ]

Timeless
| ]
| w | [] Camy Over Motes

Scheduled: | 10/13/2005 12:00 AM

Resources

Dialog contains fully
customizable Active
Form

Dialog itself may not

|Alfred John | Opporturity: | = be altered
|EIIinm0n Tool Company | Ticket: | =N \
|Hesearch D|
Meed to research company and laok for possible references.
| Mone J | Categony: | [J |
|Administrator | Scheduled on 3/24/2003 7:02:49 AM by Adminiztrator originally
for 3/24./2003
[ Az Scheduled ] [ Mo ] [ Cancel ] I Help l

v’ Activities main view grid is not customizable, but summary pane at the bottom is Active

Form
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+/|SalesLogix - [Activities]
@File Edit View Insert Schedule Lookup Write Tools ©Outlook Window Help -8 %

B EEEEIEET EET T L RN

Activities: All Open - All
My SalesLo... | Al0pen | Calls | Meetings | To-Dos | Personal | Alams | Events | Lierature || Confirmations | |ﬁ
Sales | !

[
=

Contact Account
Alfred, Jahn Ellington Toal Compan
EBrandt, Joe Califormia Electric Cor
Abbott, John Abbatt Lid. Dinner meeting ane Btirthday Dinner
Aceti, Janet Sama Propety Follow Up - Research ahe
Import Leads one

Friority

None Meed to research company and look for pozsible references

(& [+ [+

Accounts
(@2
Contacts Summary pane is fully
m customizable Active
Form

9/2005

Leads
R Grid may not be
d altered

Opportunities

rgl;]

Activities

L : ; Notes:
ﬁ-_‘a Type: To-do |

Fegarding: Fesearch Meed to research company and look for possible references.

3|l ¥

Calendar

@ Contact: Alfred, John

Account: Ellington Tool Compaty
Library
== Oppartunity;
= Ticket:
TS Phane 3125562212

Leader: Administratar

Support (1]

Sunday, January 22, 2006 5:20 AM administrator SALESLOGLE_Fwal (2 £

Activities API

v" New APIs to “hook” into Activities as well as ability to customize several aspects of the
Activities Ul

v The list of events around Activities are basically before and after you
Add/Edit/Complete/Delete an Activity:

o0 Prior to displaying the dialog for new Activity

Upon closing the Activity dialog (OnScheduledActivity script | believe)
Prior to editing Activity (not the same as first)

Upon closing the edit dialog (not the same as second)

Prior to displaying the dialog to complete an Activity

Upon closing the completion dialog

O O O o o o

Prior to deleting an Activity (so can interrupt and prevent deleting)
0 After user chooses to delete an Activity (for any cleanup)

v’ History is closely related to Activities and will include the following events:
o0 Prior to inserting a History item
0 After inserting a History item

Custom Fields for an Activity
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v" An activity can be customized to include additional fields

v If the fields are added to History schema as well (exactly same schema), will
automatically record the custom Activity fields to history

Activity Defaults

v The following defaults should be used for Activities (most are already in place, this is full

reference):
e
g8 2 5 -
= £3% 0 ) N 5 g g >
> g2 § 2 28 © 1 5 s |8 | §
2 ER- g 2 SE g8 |28 | g8 2 e | £ | § |8
< ExC a = o (& 2> | S8 8 E | S8 e |8
Phone
Phone Call | TRUE 15 Min. FALSE 15 Minutes | None Call TRUE | Month On On On Off
Phone
Meeting FALSE 60 Min. FALSE 15 Minutes None Call TRUE Month On On On Off
To-Do TRUE None TRUE None None None TRUE | Month Off On On Off
Event FALSE All Day TRUE None None None TRUE Calendar | Off On On Off
Personal
Activity FALSE 30 Min. FALSE 15 Minutes | None None TRUE | Month On On On Off
Field is
Note FALSE Disabled | TRUE None None None TRUE | Off Off On On Off
Reporting

v' Update and simplify Report Manager interface for users so easier to find/organize

reports

v" Need to be able to specify conditions and filters for the reports without referring to
documentation (e.g. be able to take a contact report and print it for a group of contacts in

a given format quickly)
v Produce reports with improved Crystal Reports XI R2

v All existing reports are automatically converted during upgrade process, no additional
conversion needed in most cases

v" Report Manager interface may be customized
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@File Edit Wiew Insert Schedule Lookup Write Tools Outlook ‘Window Help

@0 Ee

HRFEFTFOS SEB%EFA @ =9

Report Shapshat

Marketing || Feport | Fiter | Preview
My Salesla..
Sales Select the type of report
T |
Select the name of the report
Accounts Contact Add arnple
Contact Address Book - Sample
@;‘1 Caontact Detail
L= Contact Detail
Contact Contact Phone Book - Sample
oriacts Contact Phone Book - Sample
Contact Summary - Sample
Contact Summary - Sample
Lead Contacts By Account - Sample
238 Contacts By Account - Sample Simp|e report Ul
P Contacts By Lead Source - Sample
=] Contacts By Lead Source - Sample NOTE: Ul and options may
Opportunities change in final product
s Ooen saved filter L .
[;._] ' No Fiter] Built in _Ar(ijhltect So may be
- customize
Activities Send the report output to L
,__,_:J | Preview ~T
12
Calendar
&
Library

Crystal Report Properties

General l Execution |

Farnily: | Contact

Repart M arne: | Contact Detail |

Description: 85" 2 11" Address book layout of Contact

hames, addrezs, e-mail and phone numbers

Original Filename: | CortactDetail RPT |

Filtering
tdain T able: | Contact w |
v| Show Group Filter
Master Lzer Figld: | Accountmanagernid “ |
v Show Uzer Filker
t agter D ate Field: | Modifydate V|
¥ Show Date Filter
Cancel | Help ‘

Report Description
Contact Address Boak - Sample

Released to:
adrministratar (P

Report Filtered by:
Ma Group Filker

Simple filters for reports

NOTE: Ul and options may
change in final product

@File Edit Wiew Insert Schedul

@@ a9 E

Report | Filter | Previe
My Salesla..
Filter Mame
|Cuslom | [ Save ] m
Accounts
@—__1 Filter By Group
il ‘ Latest Contacts v
Cortacts
n Filter By D ate
Leads
e (%) Range
= ‘ Thiz Week v |
Opportunities ) From
B -
B | -] |
Activities
E_—:j Filter By User
12
- (%) Current User
Calendar
% () Specific User
Library
7]
L [ Back To Report ] [ HReset Filters ] [ Filter Detail ]
Reparts

Ability to add descriptions
and comments to reports
and control filtering

All information contained within this Sage CRM SalesLogix bulletin is

bulletin may not be reproduced or distributed without prior consent from Sage Software.

considered confidential and proprietary. Contents of this
Page 32 of 50



SAGE CRM SALESLOGIX Sage CRM SalesLogix v7 Product Bulletin

Copy/Move Contact Feature

This functionality has always been weak and ignored custom records associated to valid
accounts, or left Tickets and RMAs in a state where the Ticket has an Account and Contact
which do not belong together any longer. This change is intended to correct these issues,
gives users more options, and satisfies the following use case scenarios.

Scenarios:

v

v

Contact has moved from one subsidiary to another subsidiary, or has moved from one
customer to another customer

Contact was incorrectly created under the wrong account, whether manually or via ISA
or other external process

Features:

v

v

v
v
v

Must be able to either Create a new Contact based on the original Contact, or move the
original Contact to a new Account

Must have the ability to move all Contact associated items (Opportunities, Tickets,
Attachments, RMAS) to the new Account (existing functionality) OR keep all items with
the original Account OR keep all items with the original Account but copy the Contact
associated History or Activity to the new Account

Must be able to reassign Contact associated items that remain with the original account
to someone else from the original account. By default this will be the Primary Contact.

Must track on each record what changes were made
Must track all finished items in history

Must be done in script so can be customized and extended

SalesLogix Links

v
v

v

Ability to copy a URL-like link of SalesLogix records to clipboard for any main view

Paste into e-mail for another SalesLogix user — they click link from e-mail to open
SalesLogix and go to record (link will only work if Windows Client is installed)

Applies to Windows Client only, does not apply to Web

Lookup Improvements

Several basic improvements requested by users and developers including:

v

v
v
v

User can resize dialog and scroll grid horizontally
Grid columns are sortable and rows can be multi-selected
Lookups will include localizable display name that appears in title bar and on dialog

May define multiple layouts for one table/column lookup (will require adding a name
identifier — should work as today if name not specified so no compatibility issues)

Leads

v
v
v

Mail Merge supports merge to Leads
Leads includes a History tab similar to Contacts

History moves to Contact record when converted
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v" Records Leads information to separate “Bl” table in the background so can do analysis
on converted/deleted leads

v" Does not include Activities at the Lead level in this release

Web Client Updates

v Activities, Calendar, Reporting, Tickets, Assets and other features in Web Client will
change in similar fashion to the Windows Client changes outlined above

v Full Customer Support and Marketing features are NOT included with Web Client at this
time

v" All tags will be xHTML compliant
v’ Style sheet issues are resolved

Administrator Productivity

Sync Changes

v' Secure Internet-based sync option (HTTPs) — no longer requires FTP or RAS (network)
sync so you can sync with any Internet connection

v' Automatic handling of the GloballD for sync process to eliminate unneeded sync of non-
Account related records

v Attachment logging performed automatically
v Synchronizaion Server will offer better muti-threading to speed subscription rules

Simplified Remote Installation

v" Admin cuts Remote (.SXD file) which can be clicked on by user to auto-attach (generally
no need for the AttachRemote utility to be run by users)

v" Combined with a silent network install, this can greatly simplify the IT involvement with
distributing remotes in many environments

v' SpeedSearch on Remotes may be scheduled separate from Admin. Typically, the host
schedule is late night when laptop is OFF. Therefore, the indexes are generated when
the laptop is started, delaying the user. Now providing a very simple interface so users
can manually index or set a simple schedule on Remotes.

Managing Sales Processes

v Sales Processes are configurable in SalesLogix Client so do not need full Admin rights
to manage

v' Manage Sales Process function can be secured and released to only specific users with
standard menu security
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SpeedSearch Updates

v Index location stored in DB so that clients just go to DB to get path, rather than
communicate through SpeedSearch server. Server is required only to index database, if
server goes down, will no longer affect client search.

Installation, Upgrade, and Conversion Considerations

v" Will now generate a single file, executable remote package that is “one-click” install for
remote users (no need to “attach” or know MSDE admin passwords; may need to be
local machine admin)

v Installs conform to MSI standards for easier install and automated deployment

v Currency “Float” fields are converted to “Currency” Data Types - this is currently a
problem because Floats are not accurate and can introduce rounding issues

v" Will convert Defect numbers (similar to Ticket number conversion in v6.2 upgrade)

<

Will convert RMA numbers (similar to Ticket number conversion in v6.2 upgrade)

v Will require and install .NET Framework 2.0
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Import Wizard Updated

v' Several enhancements to the Import Wizard utility including a field mapping view,
Vbscripting during import, import preview, and more

Field Mapping - List Yiew

Import data files or tables SalesLogix tables
Table | Field ~| [» MapField Table Field Map 1 -~
uk. TYPE > Il DONOTSOLICIT |
uk MACONOMYREF | P CustomMap | [ acconnT SCORE
uk. LEADSOURCE
uk. EXTERMALALCE.. Unmap B> ACCOUNT UlE;
i okl B> ACCOuNT SUBTYPE New field mapping view to easil
uk SEGMENT > ACCOUNT LEADSOURCEID wWel pping view ity
k. SUBSEGMENT E] Properties [ ACCOUNT IMPORTSOURCE see all fields that were mapped in
uk ACCOUNT [ ACCOUNT EMGINEERID the wizard and allow changes to
L FODRESS [b ACCOUNT SalESENGINE i i
uk ADDRESS2 maps In one view
uk ADDRESS3 [ ACCOUNT RELATIONSHIP
uk. ADDRESS4 [b ACCOUNT LASTHISTORY...
uk, CITY [ accoun >
Elli ESH:%Y [EXXesallly Field Map Properties g|
uk POSTAL [> ACCoul - _ o ’—|
K MAINPHONE [b ACCOUMN Walue [may add multiple values): Map to  Sales| ogix figld: 0k
uk. Fix, [ accoun) | MAINPHONE P> | ACCOUNT MAINPHONE
uk EMPLOYEES P HISTOR: _ Cancel
k. PREFI W Dizplay map name as:
uk, FIRSTHAME 4 9E Accounts Jand, MAINPHONE Help
uk. LASTNAME R = |
uk. SALUTATION Edit |
uk. . .
ut Easier to manage mapping and Conditions
- new interfaces to make compIeX Map the above value to this field ™ as the default field map.
functions |Ike Conditional mapplng ™ if all of the following conditions are true.
" if one or mare condition is true.

more useful

Walue 1 | Operator | Walue 2 Add |
E dit
Remove

Value Properties

Walue equal to

» Import data field |SB Accounts Jandk EXTERNALACCOUNTNO hd
Conversion function M d Edit parameters. . “f'ou are now ready to begin imparting. 1f pou wish to save the import m New d'uplicat'e-
. recommended [not required) that you do zo before nning the import, CheCklng Optlons
Resulting value IScript[EXTEF!NALAEEDUNTND]
& Gpeiem ot I [ New options to limit import
 Userdefined ¥ Import Status and commit |n5e|:ts to
ACCOUNT sooddl  database for testing and Duplicates
Mo fieldz were map i ' Do not check
o fieds were mapl — improved performance ot che
L Mo fieldz were mappe: " Skip if duplicate
. ACCOUNT record inserted ; 10: AGQFEAA00000P; Count: . 5
Custom Vbscripts may now be Na fields were mapped £ Prompt if duplicate
i ] ACCOUNT record inserted ; ID: AQF2AA00000Q; Count: 7 .
use_d as conversion function N fslds wors mappod Database Dptions
dunng |mp0rt ACCOUNT record inserted ; 1D: AQFBAAD0000R ; Count: 8 |—
fields were mapped
/AEE_DUNT record inserted ; 10: AQFSAA000005; Count: 3 [~ Limnit irmport to &1 inserts
Mo fieldz were mapped
ACCOUNT record inzerted ; 1D: AQFEAAD0000T ; Count: 10 [v Commit to databaze every
Error committing transaction: The statement haz been terminated. © — -
“iolation of PRIMARY KEY constraint 500 ¥| inserts.  Commit Mow
'AE_IEDUNTSUMMAHY_AECDUNTID_PK'. Cannot ingert duplicate key in
Show status of import as object ACCOUNTSUMMARY v T FPreview
the records are processed
port Complete! ) .
Preview the import
Save per-record

A
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Customizable Integrity Checker

v

Integrity Checker is basic database maintenance that can be performed by a non-DBA

v Basically the utility works like this:

o
o
o
(0]
o

Runs tests that identify database issues

Identifies, summarizes, and counts the number of records to be fixed
Allows the Admin to review the tests and SQL commands to fix issues
Fixes the records

Saves results to file

v" V7 adds a customizable Integrity Checker with existing features plus several new
features:

(0]

o
o
o

Add/remove tests
Easily toggle multiple tests on and off
Only display the tests which have qualifying records

Ability to stop running tests/repairs. (If not able to stop during a specific
test/repair, then stop before the next one starts.)

Check query validity while in editor

If there is an error running the test or executing the repair, need to display which
test had the error, even if the option is turned off to only display the tests which
have qualifying records

Ability to know how long the process took, which test collection is being used,
who is logged in, and what database they are applying changes to

v" Launched from Administrator like today, utility is a separate application which also be
launched separately

Customizing Integrity Checker

v

v

Integrity Checker now has library files which include one or more tests which may be
customized

Libraries are INI files in plain text with a file extension of .SXC

Integrity Checker now includes a Test Editor to add/edit/remove tests from a library

(0]

NOTE: SalesLogix.sxc should not be modified as it is versioned and may be
replaced in future SalesLogix releases or service packs

Integrity Checker initially loads the SalesLogix standard library of tests (SalesLogix.sxc)

unless:

(0]

SLXDBChecker.Ini file is present and the Library="[test library full path filename]"
is set

OR the command line parameter /L "[test library full path filename]" is present

The command line parameter supersedes the .ini file in determining the initial test
library
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v' The Administrator may then load multiple test libraries or clear and load different test
libraries

v' Tests may also utilize VBscript functions with a simple VBscript editor
0 Two out-of-the-box tests contain VBscripts which may be used as examples

= Test “Attachment: Attachments with bad file/name path” uses the
SLXAttachments.VBS script to check the filesystem to see if the
attachment exists

= Test “Library: Library Documents with bad file/name path” uses the
SLXDocuments.VBS script to check the filesystem to see if the document
exists

0 The VBscript executes for every record so use caution as script execution may
hurt performance

v Some helpful tips for customizing Integrity Checker

o0 Oops - If you corrupt or accidentally change the standard tests, simply rename
the SALESLOGIX.SXC file and a new one will be created automatically. Same
for VBS files.

o Custom Tests Best Practice — Rather than edit the standard test, we
recommend that you create a separate library. That way, when the system is
upgraded, custom tests are not affected.

0 Merging Test Libraries — You can load multiple libraries at the same time. With
multiple libraries, you can choose to Save or Save As to create a new library that
contains all tests.

‘/ |',f; Integrity Checker ‘;_l[ﬂj

File Edit Help

D&agH h & &

= O HESU"S‘ SGL Soript Preview | —_—
# [ Account 7
& O] Activity Number of tests selected iz 7
# ] Contact i i
T EEOHU&CI 05-01: Defect Ticket cross references with invalid Ticket VIeW eXECUtIng
= Delect iDelete DefectTicket) SQL Statements

0 Records found

[ADE1: Defect Ticket cross references with invalid Ticket 10 or i i
[ 0502 Defacts with invalid FrecordedBy 10 {Clear FiacordedEsl 05-02: Defects with invalid RecordedBy ID (Clear RecordedEvyID)

[ 05403 Defects with invalid ClosedBy D [Clear ClosedByID) U ISR el

U5'UE1: Defects with invalid owner (St ta Evervone) 05-03: Defects with invalid ClosedBy ID (Clear ClosedByID)

[F 0505 Defect Histories with invalid Defect I [Delete Defectic |0 BEcords found ) )

[ 05-05: Defect Problems with invalid Defect ID (Delete DefectPy ~ [02-04: Defects with invalid cwner (Set to Everyone]

(05-07: Defact Solutions with invalid Defect D (Delete DefectSe 0 R SR
+ DH\StOT}' 05-05: Defect Histories with invalid Defect ID (Delete DefectHistory)
W DUupurtunlly 0 Records found
+ [ Other 05-06: Defect Problems with invalid Defect ID (Delete DefectProblem)

0 Records found

# O] Product

& DHMA 05-07: Defect Solutions with invalid Defect ID (Delete DefectSolution)
# [ Security Records found

w0 O Ticket

» D Fully customizable,

opions add/edit/delete Test SQL

and Repair SQL for
existing and new tests

List a summary of the actual
records to be fixed

[V Count the numker of records

v Display record summary

f+ Display results for all selected

™ Display results only for the records which need repair

~

I

™ Save Results to File

Full options
including ability to
save results to file

Ul subject to change
B cancel |

1y Repair ‘

Not an Architect view

7 tests completed! Administrator SALESLOGIE_EVAL

“Fix" issues in the
database automatically

“Test” to determine if
fixes are needed
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Developer Productivity

Architect Projects
v Architect Projects will include all plugin elements, not just Forms and Scripts

v' Merge most Bundler features into Architect Project — Bundle becomes just a “save”
function to save to SXB file

v' Save and update individual plugins and elements within the bundle

v" More information to be announced with Beta product

SpeedSearch

v' SpeedSearch on Remotes should be scheduled separate from Admin. Typically, the
host schedule is late night when laptop is OFF. Therefore, the indexes are generated
when the laptop is started, delaying the user.

v" Allow a very simple interface so users can manually index or set a simple schedule on
Remotes.

Automatic What's New

v" What's New will be automatically (triggered) for all main entities (no script code required)

Database Manager Enhancements
Custom Fields in Base Tables

v Allow custom fields to be added to base tables via DB Manager (eliminate need for
“extend” table to add a single field).

v' We must ensure that the user’s fields will never match core SalesLogix fields so will
force a defined prefix (“C_") not used by SalesLogix so that future schema is not
negatively affected in an update

v If you customize some schema, functions may not work as expected so use carefully
(e.g. copy user profile will not copy custom schema added to user table)

Enabling Non-SalesLogix Tables
v Any tables owned by SYSDBA will display “disabled” in DB Manager

v" From Properties of the table in DB Manager, you can “enable” the table which will make
the required security changes to promote the table so it can be fully utilized in
SalesLogix

Working with Views in SalesLogix
v" Any views owned by SYSDBA will display “disabled” in DB Manager

v From Properties in DB Manager, you can “enable” the view which will make the required
changes so the view may be utilized in SalesLogix
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v' There is no way to create views inside SalesLogix; you must use Enterprise Manager or
similar tool to create the view

Enhanced Controls
v' Graphing/charting control with many options including a cone-type chart

v"Image controls adds the ability to store a picture (several common formats including
Windows Metafile, BMP, and JPEG) in a BLOB and display that picture without script

v Tab Control allows developer to set tab order without recreating

Forms & Views Enhancements
Main Views

v Main View programmatic interface enhanced including ability to set/control size of middle
pane and tabs pane

v" Need a way to “force” tabs to appear for a user (currently, user can turn off and Admin
can change without SQL)

v Should be able to fully control the tabs shown and order in code or properties of main
view

v" For many new main views (like Returns, Defects, etc.), the detail view and insert view
are identical so only one Form must be customized

Group Customizations

v" Can create Ad Hoc Group for any Main View (currently limited to ACO)
v Can create Dynamic Group for any Main View

Support for “Legacy” Forms and Scripts

v" All Legacy Forms, Scripts, etc. will continue to operate in v7.

v" All Legacy Forms, Scripts, etc. will be replaced. There will be no “Legacy” plugins
shipped with new databases.

v" All SLAPI function calls have equivalent Provider calls or functionality

v' Several hard-coded tab views will be rewritten as Active Forms and Vbscript (see
Attachments, Associations, etc.)

Customizable Attachments

v' All Attachments views are consistent. This means that ACO views will be Active Form,
not hard-coded as today. Scripting for attachment logic is common include scripts.

v Allows drag-and-drop functionality

\

Add a “category” field which is sortable

v" Minor usability enhancements include:

0 Rename Last Modified to Last Updated (display Date and time)
0 Sort by Last Updated, most recent at the top

0 Size needs to display in KB instead of bytes. Example: 127KB
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0 Buttons and grids better optimize screen space

SalesLogix SQL Profiler

Provides a database independent profiling application (similar to Microsoft's SQL Profiler) to
trace SQL and performance counters throughout the execution path of the provider. This
provides several benefits to the developer:

v Troubleshooting tool to see data flow through SLX

0 Users can choose to profile any of applications on their computer running the
SLX Provider (Windows Client, Web Client, etc. -- even custom applications!)

0 Helps partners, PSG, Tech Support and customers troubleshoot performance
issues in their environments, which are all very different

v Profiling has almost no impact on performance, as it was designed to use shared
memory buffers and memory mapped files, so is quite safe to use in production
environments without restarting either servers or client applications

v" Requires no overhead when disabled

v" From VBscript, write directly to the SLX Profiler error log or message log - useful for
troubleshooting or adding a “debug mode” to your customization

v" Ability to add database optimization (basically change/optimize any query in SalesLogix)

Salesl ogix Profiler - [Profile Log] l
b File  Profile  Help - 8 %

B [ MNAw v =28 B

S0L Log | Al Messages '_ Ermor Log Guery Optimizer

| Set Filter

Time Stamp | SOL Type | Parse(ms] | Prepare(ms] | Securelms] | Execute(ms] | GetRows{ms] | Log(ms] Rows | UserlD | Proce...
288.0.. USER 1.221 0.0548 0.002g 11.0028 00168 0.0000 0 admin 3704
2861.. USER 0.0455 0o21z o020 10,1613 00000 00000 1 admin 3704
2881.. USER 0.E553 0.6300 0E3E4 57593 0Fz0z2 0.0000 1 admin 3704
2881.. USER 0.0000 0.000a0 00000 4. 4R35 1.9651 0.0000 20 admin 3704
2881... USER 1.8418 0.0914 0.0031 42966 1.E5EE 0.0000 20 admin 3704
288.2.. USER 0.0000 0.0000 0.0000 28,9995 00324 0.0000 1 admin 3704
2882 SYS_SCHEMA 0.00oa n.00oa0 0.aooa 04422 00603 0.0000 1 3704
2882, SYS_SCHEMA 0.0000 0.00oa0 00000 58577 00000 0.0000 23 3704
2882, SYS_SCHEMA 0.0000 0.0000 00000 04389 00601 0.0000 1 3704
2882, 5v5_SCHEMA 0.0000 0.0000 0.0000 1.2323 0.0000 0.0000 ] 3704
2882, STS_SCHEMA 0.0000 0.0000 0.0000 45028 0.0335 0.0000 a 3704
2882, SYS_SCHEMA 0.0000 0.000a0 00000 0.3238 00243 0.0000 1] 3704
2882 SYS_SCHEMA 0.00o0 0.00oa0 0.aoo0 5.3194 00418 0.00o0 1 3704
2882 SYS_SCHEMA 0.0000 0.0000 00000 1.9852 0044 0.0000 ] 3704
2882, STS_SCHEMA 0.0000 0.0000 0.0000 3.5655 0.0447 0.0000 a 3704
2882, USER 0.2439 279482 nno4z2 0.0000 00000 0.0000 0 admin 3704
Z90E..  SYS_WSSC 0.00oa0 0.0000 00000 44483 00307 0.0000 0 admin 3704
2906, USER 07015 1.0012 naoza 57843 00000 0.0000 0 admin 3704

4 >

—————————— Client 3QL -—-—--—--

SELECT LONGNOTES FROM HISTORY WHERE HISTORYID = 'HQFSALLOO000SH'

—————————— Executed 3QL ----—-——--

SELECT HISTORY.LONGINOTES, HISTORY.HISTORYID FROM HISTORY WHERE HISTORY.HISTORYID =

'HOFSALOOOOSH!

v
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Installing and Using SLX Profiler

v
v
v

v
v

Automatically installed with any SLX application that installs the client-side SLX Provider
Can be run at anytime without changing Registry or restarting application

Can be used in production environments where restarting a SalesLogix application is not
an option

Minimal impact on the server or database
Tracks both Forward Only (client-side) and VSSC cursors

Starting SLX Profiler

v
v
v

v

v

Run SLX Profiler (SLXProfiler.exe) from the SalesLogix program directory
Select File|New from the menu to begin a new session

From the Running Applications dialog, select the applications to capture SQL or check
the box to select all applications

Selecting all applications is often easiest because once an application is terminated, it
must be reselected to resume

NOTE: Applications must be running to appear in the list

Understanding SLX Profiler Results

v

The datagrid will begin to show all SQL activity as a series of execution timings (in
milliseconds) where each row contains

o0 Time stamp - starting from 0 of this entry
o0 Provider parse time - time taken for the provider to internally parse the query

o Provider prepare time - time taken for the provider to internally prepare the query,
which shows variances when the provider has to update it's internal caches (like
loading the schema information for the tables from the DB)

0 Secure time — time taken for the provider to secure the query

0 Execute time — time taken for the provider to execute the query against the DB
server. This will show all the time taken for the DB server to actually execute the
guery, so long running queries will be highlighted here. This does not include
data retrieval time from the server. This is especially evident when running
queries on large tables, where ORDER BY is used on non-indexed columns, use
of poor joins or bad query plans.

0 Get Rows time — time taken to actually retrieve the data from the DB. This will
show large numbers for large result sets.

Log time — time taken to prepare and generate the QUE file.
Rows — Number of rows retrieved for this query

User ID — SalesLogix user code who executed this query

O O O O

Client SQL — query executed by the client. Therefore, this excludes all security
joins and other additions. This is available, but currently not in the profiling
output.
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v' A user can RMB on this output, copy it all to the clipboard and paste in Excel for further

analysis.

v" The SQL statements are captured and are color coded by type

v
v

v

0 Queries executed by a client of the SLX provider can be one of the following
colors: SELECT — White, INSERT —Blue, UPDATE — Yellow, DELETE - Gray

0 Internal SLX Security queries (SYS_SECURITY) are in Teal
0 Other internal SLX queries are in Light Green:

= SYS_SCHEMA - Data Dictionary queries, which run to obtain schema
and database information

= SYS_KEYGEN - key generator queries are run to query and update the
DB

= SYS_PROC - queries executed as a direct result of running an internal
provider query

0 System VSSC execution (SYS_VSSC) are in Light Blue
User can filter displayed SQL statements using regular expressions

This is a ‘non-destructive’ filter so the information is captured but not displayed to make
monitoring easier

Learn more about using regular expressions in the help file

Helpful Tips

v

v

Clear display - clear the grid by right clicking on the grid and selecting Clear from the
pop-up menu

Reset timestamp - reset the timestamp by right clicking on the grid and selecting Reset
Timestamp. This will give a timestamp of 0.0000 to the next SQL statement that is
captured.

Filters — filters are an easy way to show only information that you need. You will need
to reacquaint yourself with regular expressions, but not too taxing (for example,
SQLTYPE = ‘USER’ to filter by SQL type).

Copy & Paste - copy whatever is in the grid by right clicking on the grid and selecting
Copy then Paste into Excel or a text editor in a tab separated format. In Excel, the
columns will automatically be separated for you, including column headings.

Pause - If you would like to ‘pause’ the capturing of the SQL statements, just click the
Pause profiling button on the toolbar. When you want to resume, just click it again and it
will start capturing SQL statements again.

From VBscript, write directly to the SLX Profiler error log or message log - useful for
troubleshooting or adding a “debug mode” to your customization Simple example:

0 Set dbg = CreateObject("SLXProfiling.DebugTrace")
o Ifdbg.IsTraceEnabled Then

o] dbg.LogMessage "This is a log message"

o] dbg.LogMessage dbg.IsTraceEnabled

o] dbg.LogError "This is a log error"”,2
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o EndIf

Query Optimization in SLX Profiler

Sage CRM SalesLogix v7 Product Bulletin

v" Very simply, you can replace any standard query in SalesLogix with a custom, optimized

query
v You must first login to the Optimizer and click Enable to activate
v" RMB any query in SLX Profile and choose to Optimize Query
v' Exact Match will literally match the query so you optimize for that very specific query
v' Shared will parameterize the query so you see a :? placeholder for any dynamic fields
(such as a USERID in the FROM clause)
v" You may add optimizations specific to either Oracle or SQL Server — this is useful for
Oracle Host with MSDE remotes
Saleslogix Profiler. - [Profile Log] |Z|[E]§|
B File  Profile Help NI
_%JEI BUNAGgY B8 E
SOL Log | All Messages ﬁ Errer Log @ Query Optimizer
Database Type: ,MSSDL—‘ Enable Optimizer: v Shaw Optimizations for: ,‘MSSGL—‘
Enable | D se | Type Catego Query Text
Shared  Phasel SELECT T1.MAME, T1.CATEGORY, T1.DISF NAME, T1.0EFY
Edit Optimizer. Query
Optimization Type: [Srod <] 32-bitHash 3 Enable: [
Database Type: Category [optional); |Phase
Driginal Query:
SEEECT Ti.NA]‘[E, T1.CATEGORY, T1.DISPLAYMNAME, T1.DEFVALUE,TZ.OPTIONID, TZ.USERID, TZ.LOCKED, TZ.OPTICHNVALUE FROM USEROPTIONDEF T1 LEFT OUTER .'II]I':
AND (TZ.USERID = 'ADMIN')
MWHERE | (T1.NAME) = 'SYSTEM|LEALD DETAILS')
AND | (T1.CATEGORY) = 'MAINVIEUMODE') i
3 ' - u
Optimized Query:
SELECT T1.MNAME, T1.CATEGORY, T1.DISPLAYNAME, T1.DEFVALUE,Tz.OPTICNID, T2.W3SERID, T2.LOCKED, T2.OPTICNVALUE FROM USEROPTIONDEF T1 LEFT OUTER JOI~|
MND (T2.USERID = :7)
v B orsonn < by
AHD 1=1
< % 5
Cancel
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SalesLogix Security API

v

Provide a secure no-registration COM API for allowing 3rd parties to extend or
completely override the current row level security implementation in the SalesLogix OLE
DB Provider.

Current customers, BPs and our own PSG group have requested this feature on
numerous occasions, so we are addressing a very real need.

The API is based around a simple set of COM objects, which is broken into two pieces.
0 Security Broker

The first object is the Security Broker, and is expected to provide 3 methods —
Initialize, GetSecurityObject and Uninitialize. This is called when a user logs into the
Provider (Initialize), and is passed user context information and underlying database
connection information. Here the implementer can cache and do any initial setup.

The GetSecurityObject method is called every time a query is executed and must be
secured, and the implementer returns an instance of a Security object (explained
below). If the implementer does not need to secure a particular query, they simply
return nothing to the provider, and the provider will ignore extended security for this
object.

0 Security Component

The second object is the Security component, and requires only one method be
implemented, namely Secure. This method is called to secure the query to be
executed, and is passed a query context, allowing the implementer to examine the
list of tables to determine how they wish to secure a given query.

By no-registration COM, we mean that although the implementer is writing a COM
component, they do not need to register this in the traditional sense on any client
machine, as the provider invokes this object dynamically. The DLL is stored in the
SLXSECURITYOBJ table, and is deployed like any other plug-in. It also syncs out to
remotes.

Extended security objects are identified in the SLXSECURITYOBJ table, and are
executed in a sequence by the provider, based on the sequence defined in this table —
which is user controlled.

Individual security objects can be enabled and disabled by the administrator only. The
SLXSECURITYOBJ table will not be visible to anyone but the ADMIN user in Saleslogix
— the provider will hide this from view.

A tool will be provided register or update security object (or potentially integrated into
Admin / Architect). Only the Admin user can log-in to this tool. A CRC will be generated
and stored in the SLXSECURITYOBJ table, so that the provider can verify the DLL on
the client machine is the same as registered in the SLXSECURITYOBJ table, preventing
a malicious user from installing their own security object to bypass security.
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.NET Customizations
v Display and support .NET customizations (technically any .NET Framework managed
assemblies) in SalesLogix as standard plugins in database
SalesLogix v7 requires .NET 2.0 for all clients and Web Server
Out-of-box features will not utilize or be rewritten for .NET
Customizations may be developed in Visual Studio.NET with Visual Basic.NET, C#, C++

D N NN

.NET development is for experienced .NET developers and will not match the relative
simplicity of SalesLogix Architect — use where appropriate but not a direct replacement
for SalesLogix Architect or Active Forms/VBscript

.NET Overview

v" .NET (“dot-net”) is Microsoft’s umbrella term for solutions, platforms, architectures,
operating systems, applications, development tools, and web services transparently
involving dependency upon NetFX, or the .NET Framework

0 SalesLogix v7 is.NET-enabled by supporting customizations written in .NET
languages as native plugins

v" Microsoft .NET Framework (NetFX) is a multi-part software platform consisting of:
0 Common Language Runtime (CLR), a runtime engine

» Executes MSIL (Microsoft Intermediate Language) - A “pre-JIT-able”,
machine-neutral computer instruction language

= Not bytecode (but similar); not a virtual machine
= Supports many languages, unlimited third party language support
= Managed memory / garbage collection
= Compilations called “managed code” or “managed assemblies”
o Library of managed APIs including Windows and Web Forms,

o Compilers for Visual Basic.NET, C# (“C-sharp”), Managed C++, and other .NET
development languages

o0 |IS extensions for executing ASP.NET

0 Tools for managing and executing managed code

SalesLogix Customizations with .NET

v' Managed assemblies can be executed in SalesLogix v6 using COM Callable Wrappers
or by executing standalone EXEs

v" However, versions of SalesLogix prior to v7 required managed assemblies to be
distributed manually (user installation with .msi packages, etc)
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v/ SalesLogix v7 introduces distribution model using database synchronization, now
transparent to remote users

v" COM object auto-distribution not supported in SalesLogix as it generally requires
component registration (“RegSvr32.exe ...")

0 Exception: OLE-DB Provider Extensions with predefined interfaces as specified

“Importing” .NET Assemblies Into SalesLogix

v/ SalesLogix .NET Forms Manager in Administrator imports managed assemblies (DLLs
and EXESs) and referenced dependencies

v/ Can also import supporting material such as source code, documentation, and other
development files

v' SalesLogix .NET Forms Manager allows you to manage team/user releases

v' SalesLogix .NET Forms Manager also allows you to fully license the assemblies
(documented information will be available in future releases)

g Sulzsbogle BB T Furis Dlaagsr ,_J J hﬁ
File Manage Tools Options Help
Title File Mame Warzion Lazt Updated
Sample2 Samplez dil 0.9.3.9305 B/2/2006 5:33:48 A
Sample3 zample3.dll 0.9.3.6085 B/2/2006 3:28.19 AM
Sampled Sampled. exe 0.9, 36085 B22008 32819 A
Dependenciss Supporting M aterial | Releases | Licenss 'K'elys || Mamed Lisersl
File Mame Werzion
3 @ Samplel.pdb 0.9.3.9305

G:45: 57 AM Starting Binary update. ..

£:45:59 A EBinary update complete. 4 updated, 0 skipped.

Gode:04 AM Starting License Hey werification. ..

f:d6:04 AM License Hey wverification complete. 0O succeeded, 0 failed.

.NET Development Tips & Tricks

v Plugins are dynamically loaded at runtime using a Common Language Runtime feature
called “reflection”
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v' Generally, loaded assemblies cannot be unloaded if they are loaded into the same
AppDomain

v In SalesLogix, each plugin’s memory space is isolated from SalesLogix by means of an
isolated AppDomain

v Isolated AppDomains are the only way to unload an assembly

v All plugins (except OLE-DB Provider Extensions) are unloaded when Ctrl+F5 (“Refresh
All”) is invoked

v" AppDomains do not affect garbage collection which is handled internally by the Common
Language Runtime

v" When to use managed assemblies:

o0 Avoid using managed assemblies for simple data-bound forms with basic
business rules, SalesLogix Active Forms will generally be more efficient

o0 Use managed assemblies when business rules and Ul logic exceeds the abilities
of VBScript

0 Use managed assemblies before VBScript class libraries (attached VBScript
plug-ins) have become excessively complex

o0 Consider building complex object libraries with a .NET language rather than
VBScript

o0 Use managed assemblies for GDI+ or other .NET Framework library features that
are needed by the SalesLogix Windows Client

0 Use managed assemblies when other solutions written in a .NET language need
to be integrated with the Windows Client.

Frequently Asked Questions (FAQS)

Q: Will my upgrade from v6.2 to v7 be as complex as my upgrade from v5.2 to v6?

A: No, v7 is very similar in many technical areas to v6.2. Think of v7 as a “super service pack”
to v6.2 in terms of complexity. In fact, v6.2 remotes can be converted and upgraded in the field
without recutting in most cases. Many of the new features in v7 do not significantly impact v6.2
customizations but open many areas for new customization potential.

Q: Are Legacy forms and scripts supported in v7? Or will | need to re-create all older
customizations.

A: Legacy Forms and Legacy Scripts are not used in new SalesLogix v7 implementations but
are fully supported in v7. Legacy customizations will operate without change in most cases with
V7.

Q: How is Microsoft SQL Server 2005 supported?
A: SQL 2005 is fully supported as the Host DB.

SalesLogix REQUIRES MSDE on Administrative Workstation to cut remotes — cannot cut on
SQL Server 2005 Host because will not operate on MSDE Remotes. Why? SQL Server 2005
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no longer supports DTS - compatibility mode is untested and requires an older SQL Server
2000 license.

Remotes REQUIRE MSDE. MSDE-cut Remotes operate on SQL Express 2005 databases but
we will not qualify or install.

We do not require or install .NET 2.0 which is required for SQL Express 2005.

Q: Does this replace existing campaigns?

A: Yes. This version of Marketing will completely replace existing campaign functionality.
Q: Will this require re-cutting remotes to apply?

A: No. Marketing is intended to be applied as a bundle. Minor data conversion required will be
done within the bundle as SQL scripts.

Q: Will all Lead and Campaign data be synchronized to all Remotes?
A: No. Lead and campaign data will be synchronized based on ownership of the records.
Q: How do | get more information on the EmPulse service for e-mail marketing?

A: Visit www.emailpulse.net for more details.

Q: Is EmPulse pricing on the Web site valid for SalesLogix customers?

A: No, SalesLogix customers will enjoy special discounts. Special SalesLogix pricing starts at
$99/mo for 1,000 e-mails with additional e-mails starting at $35/1,000 e-mails.

Q: How does a customer sign up for EmPulse Service?

A: A link will be provided in SalesLogix to sign-up. The customer will become an EmPulse
customer and receive bills and complete customer support from EmPulse. SalesLogix will fully
support the integration, but any calls or training directly related to the service will be transferred
to EmPulse.

Q: How do Business Partners get access to the EmPulse service and get training?

A: BPs will receive a limited-use, demonstration account with EmPulse at no charge (limit 25 e-
mails per campaign). WebEx and online training will also be available upon release of the
Marketing module.

Q: Will this Marketing be backwards compatible with existing campaign customizations?

A: In most cases, no. Marketing is being built as a new module to replace existing campaigns
and add new features. However, existing campaign data will remain unchanged and be
completely usable after the upgrade.

Q: Is Marketing compatible with third-party add-ons?

A: We will work with tech partners so they can update their products for compatibility with the
new Marketing features. We do not anticipate this will be fully complete when initially released.

Q: Has the Lead Capture (web) functionality been modified to populate the new LEAD
table or does it still populate the ACCOUNT/CONTACT table?

A: There is a new "generic" web form int he marketing Feature pack that will "submit” results to a text file
that is then imported with the Import lead functionality. That way you don't need to open the firewall to
directly connect to the database - especially if you host your web site remotely.

Q: When Leads are converted to Contacts, do the History/Activities records move over?
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A: All Lead info moves to the Contact/Account records. There is not Activities directly
associated to Leads.

Q: Is it possible to launch a “Phone Call” campaign, so that the system schedules phone
call activities across a span of time for designated sales reps?

A: No, for Leads the idea is to work from a Group/list to call Leads and use the Qualification
checklist to assist with the step. Usually time is very short and completing activities can be
more burden than helpful.

Q: Do SalesLogix clients receive a limited “trial” EmPulse account for giving it a test-
drive, or is this only for BPs?

A: Anyone can sign-up for a 30-day trial at www.emailpulse.net

Q: Do you know if EmPulse supports some type of “data merge” so that the contact’s
name can be inserted in a newsletter?

A: Sure, the fields are limited now but next service pack will expand to several custom
fields. Empulse uses a ~email~ type tagging to identify the merge fields which you can find in
the editor in Empulse.

Q: Any plans for enhancing the Ul so that Sales People can easily label (read “attach”) a
lead or contact to a campaign (i.e. “add as target” functionality).

A: Not planned except through the Campaign section.

Q: Any plans for implementing an easier way to “Add Response” for a Lead or Contact to
a campaign (e.g. button on main detail view instead of going to the “Marketing” tab and
doing a right-click) — this keeps coming up by different clients which indicates it is a core
issue and not a custom (one-off) requirement.

A: You can RMB on the Marketing tab for a Lead or Contact to add a response today.
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