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1.0 Introduction

@ arget 250 Online' (TOL) enhances communication by facilitating critical real
time information exchange between Target 250 and our Clients. The system
delivers complete transparency into the Campaign process, increasing
efficiency and allowing for continual monitoring and improvement of campaign
effectiveness.

0 T ar2¢gpedt O nwasg initially conceived because of a necessity to automate
a number of manual internal processes that consume vast quantities of time

betweenTar get 0 R&I0i6Bver yd6 and the o6Campaign

departments.

The benefitsof 6 Tar geé dicuO OnNnl i n

0 Reduced administrative tasks and
0 I ncreased efficiency

0 Reduced number of o6éCancell ationsbo
0 I ncreased tot al meeting numbers
0 Greater Client satisfaction

This training guide has been created to give you important information about
thedo Tar get 2 Bovto@selit and leod it can ultimately help your
Campaign to become a huge success!

1.1 Systems Requirements

0O Microsoft Internet Explorer Versi
0 Security Settings: Medi um
0 P-opblocker is turned off
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2.0Benefitsof6 Tar ge't 250 Onlinebo

Whatcantheéd Tar get 2 3@ forOny Campadgn?

0Target 2Ha®Obeddudsigneddt o gi ve TC&liegse28-7 250 Lt do
access to their Campaigns; thus improving the whole Campaign experience.

Allowing our Clients critical information at their fingertips ultimately leads to
greater communication between the 2 companies and inevitably produces
higher quality, more productive meetings for your Campaigns.

The key featuresof 6 Tar get 2f6r0da Oge ti n2&ientslae:d 6 s

0 d@nine Calendars f oensueSTalget 250 &wvaysc ut i ves o6
have up to date information)

0 Real time meeting infor matargetn provi des
2500 actions/progress

0 Reduction i n O60REarccheeldludteisodns 6 &

0 Ensd@alesExecutaidhees® to a O0Tried and Test
0 All ows Users to Rate Meetings and pull
0 Feedback is transferred efficiently an

0 Ma n age me n have increased siccess to information and

functionality

0 Fully Auditable process

0 Rapid, aut omdargetc250BDHandCampaign t h

Management departments

0 Reduced communi cat iGientapdTarget26ns bet ween
0 Easy access to 6Target Listsd and abil
suit changing needs with the click of a mouse

This guide will cover all of the key featuresof 6 Tar get 2d@expglaml i ne d
how each one can be accessed, how to use it and ultimately, what it does to
make life easier for you!
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3.0 Access to OTarget2500On !l i ne 6

Each User i s semame@uad oviiawondofaao dDdJr get 250

this is private and confidential and should not be shared with any other
person.

TheUserNames and i nitial passwords wil|l
duringthe i ni ti al OKick Offd meeting.

ToaccessO Tar get 2 Sirfiply Ose the limkebélow:

http://csd.target250.com

Si mpl y e n seename§anddr&sswottldoa n d  cLbging@ k 6

Figlo6Target 2l5@nSoeehi ne 6

TARGET250
Ontine

EEEEL, oo eett

el | like a meeting with...

Forgot Password ?

\K;riSign‘

The tosernet Trust Company”

System Requirements: Microsoft Internet Explorer 6.0 or 7.0, SecurityMed-Low, Pop-up Blocker Setting: Turn Off

Please note: If you forget your password, simply type in your Login hame and
c | i c korgot Rassivord?6 y our pas s wnailedto yau at ybur b e
registered company email address.

Should you still require help, simply contactthe 6 T a r2¢gbe0t O rvie ithen e 6

below link: onlinehelpdesk@target250.com
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40Using 6Target 250 Onlinebod

Whenyou Loginto6 Tar get 2ywo@wil®adble to acéess information
on all of your Campaigns and Meetings via the d/enu BarQ see Fig 2.

Fig 2 Primary Client Menu Bar

4.1 The ®ashboardd

T h @ashiboardé(see Fig 3) shows the User statistics and vital information
about their Campaigns, including the ability to viewthe 6 Sal e s
diaries.

Fig 3 Primary Client Dashboard

Execut

TARGET250
Online

: Dashboard | Targetlist | Campaign | Meeting | Logout |

Primary Client Dashboard :

Upcoming Meetings Attended Meetings

Prospect Hame Appointment Date Sales Rep Prospect Hame Appointment Date Meeting Statu
British Muclear Fuels Plc Oct20 2008 07:00 BST Dirk Danger
British Waterways Oct21 2008 07:.00 BST Dirk Danger

Welcome Dirk Danger of lAchtung@s#!?

r1§ Meeting Rating

flﬁeu- meeting has been arranged with British Muclear Fuels Plc o
A MNew meeting has been arranged with British Vaterways on Oct 21 2005 at 07:00

WMeeting with BOC Edwards on Oct 29 2008 at 08:00 BST is cancelled by Dirk Danger

WMeeting with BOC Edwards on Oct 31 2008 at 08:00 BST is cancelled by Dirk Danger 'i
IMeeting with 3 Healthcare Ltd on Moy 10 2008 at 10:00 BST is cancelled by Dirk Danger v

3 . Wery Productive
2 . Productive

October 2008 Movember 2008 1 Il Uniproductive
Mon Tue Wed Thu Fri  Sat Sun | Mon Tue Wed Thu Fri  Sat  Sun 0 [l ot Rated
1 2 3 1
sales Rep | Dirk Danger v
[ i g g 10 3 g 7 Time Zone | Wy Time Zone (BST} .
2 " < s 3
121 1518 - w1 o1z 1 T .
w
20 2 22| 23] 24 17 18| 18| 20 21 All Campaigns .
Meetings Crdered: 57
27 28 28 30 31 2 28 28 Meeting Booked:
This Month &
Tatal 19
Ieeting Attended:
This Manth 2
B Partial Day Block View Meetings I Total &
I ‘Whole Day Block Meeting Cancelled:
] Meeting Booked This Month 10
Total 10
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4.2 Breakdown of Dashboard Components

Up Coming Meetings

The &Jpco mi_n g Mesectian digplay8 the next 3 meetings that are due to
take place, allowing you to monitor your meetings more effectively (Fig 4).

The individual 060Sales Executiveso6o wil!/l be .
to them whilstt he o6 Pri mary Clientd can view meetin
Executiveso.

Fig 4 Upcoming Meetings

Upcoming Meetings

Prospect Hame Appointment Date Sales Rep
British Muclear Fuels Plc Qct 202008 0700 BST Dirk Danger
British Waterways Qct 212008 0700 BET Dirk Danger
BOC Edwards Maov 16 2008 13:00 GMT Will Smith
Alerts
Théletsé section will displ dghgté6dmy giemp@b0Dant r

On | igenerétes to warn the User of a variety of different scenarios, these
range from cancellations, reschedules and other important changes to
meetings, campaigns or clients (see Fig 5).

he O6Sales Execut i v elated onlyitoltHeir meetiogs whilse 6 Al er t
the 6Primary Clientd wild.l receive all O6AIl e
Fig 5 Alerts
Alerts
A Mew meeting has been arranged with British Muclear Fuels Flo on Cct 20 2008 at 07:00 BST, please ‘Accept. [a
A Mew meeting has been arranged with British Waterways on Oct 21 2008 at 07:00 BST, please "Accept or Rej..

The meeting with Lloyds TSB' has been rescheduled to the Dec 10 2008 at 16:00 GMT
Will 3mith” has not confirmed the attendance of the mesting with Tesco Finance
IMeeting with 211 Healthcare Ltd on Mov 10 2008 at 10:00 BT is cancelled by Dirk Danger

<

Attended Meetings

© Target 250 Ltd 7
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Thed At t e nd e d sektieredisplaysgalt df the meetings that have passed
and await confirmation of their attendance (see Fig 6). The meetings remain

in this section for 2 business days before
status and are therefore billed.

Fig 6 Attended Meetings

Attended Meetings
Prospect Name Appointment Date Meeting Stat

1st Dental La...  3M0/2008 7:00 00 AM Aftended
A0DM Worldwid... | 2/26/200810:00 00 AR Attended
Air France 262008 11:45 00 AN Attended

To confirm or deny the attendance of a meeting, simply click on the company

name, a pop-up will be displayed where the user can indicate whether the
meeting was attended or not (see Fig 7).

Fig 7 Meeting Attendance

TARGETZ250

i Dashboard \ Target List \ Campaign I Meeting \ Logout \

Primary Client Dashboard :

Welcome Alex Ferguson of MUFC IT
Upcoming Meetings

Attended Meetings

Prospect Name Appointment Date Sales Rep Prospect Name Appointment Date Meeting Status |~
KW International Ltd Jan-30-2008, 10:00 Alex Ferguson Agency.Com Ltd Jan-14-2008, 03:.00 Confirmed
MNexus Management. Jan-31-2008, 12:00 Alex Ferguson Avanti Screen Media | Jan-14-2008, 09:00 Canfirmed

2} Add Attended Status —- Webpage Dialog Jan-14-2008,01:00 | Confirmed ~

Alerts
Alex Ferguson's meeting
Alex Ferguson's meeting v

W International Ltd on J
xus Manag | o
/ e

January 2008 February 2008

Men Tue Wed Thu Fri Sat  Sun | Mon Tue Wed Thu Fri Sat  Sun
1 2 3 4

Did Yeu Attend this Meeting?

2
1
1
5

Sales Rep Alex Ferguson -

7 8 ] 10/ 1" < & 7 8
Meeting Stats:
18 1 12 13 1413 80
Meeting Booked:
= I I B This Menth 12
P 28 P Total 12

Meeting Attended:

After clicking o#pdYessd@iaspdayend aBRkp ng t he
the meeting and include some brief notes, (see Fig 8).

© Target 250 Ltd 8
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Fig 8 Meeting Attendance Pop-Up

&7 Add Attended Status -- Web Page Dialog

This Meeting should have been attended over 2 business days ago, and therefore the meeting is

deemed billable.
Rating Select hd
. Select_.
Client Notes WVery Productive
FProductive
Unproductive

The 3 options available to rate a meeting are:

e Very Productive
e Productive
e Unproductive

The User then adds some notes about the meeting. This gives the BDE some
extremely useful feedback which enables them to generate even more
productive meetings in the future.

Fig 10

-

&1 Add Attended Status -- Web Page Dialog

This Meeting should have been attended over 2 business days ago, and therefore the meeting is
deemed billable.

Rating Yery Productive [v]

Client Motes

The contact was certainly correct, although he deals with much more of the
technical decisions rather than the business drivers. He was able to arrange a
second meeting with his IT Cps Director wha should be able to identify the real
Business Meed that will allow us to sell the E3-60 solution.

I'll ke following up this lead with a 2nd meeting within the nex 2 weeks and will et
you know the outcome for your records.

© Target 250 Ltd 9
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Meeting Rating Pie Chart

The O60Meeting Ratingsé Pie Chart displays

E x e c ut isiees the neatings that have been attended, see Fig 11.

Fig 11

Meeting Rating

2 . Wery Productive
2 O productive

1 [l Urproductive

0 [l Mot Rated

A meeting achieves a &aNoEX eRauttetlvdée 6st at us

OPri mar plastupdate o 6ar get 250 Onl ined
The Pie Chart is a useful tool, as a Management User you can use the Pie
Chart to gauge how successful your Sales Team are in turning a lead into a
potential Sale.

Please note - We do not guarantee d°rojects or Budgetséso this Pie Chart

should not be mistaken as a measure of a
indication of how the Meetings are being used by your Sales Team.

Calendars

Each 6Saled8 &meécaPivmary Clientd has thei

which shows all of the meetings booked by Target 250 Ltd. This Calendar
also needs updating withthe ® Sal es E % e c dat reoveensnts, i.e.
any relevant meetingsorev e nt s t HErecufivBahds areanged for

t |

f

r

themselvesand ti mes that they donét wa.nt Target

It 1 sCliemthk & © e s p o mmlatdbtheir dalengarstfudly.

0Tar get 2dtomabrally stapea@dBDE booking a meeting during a
time that i s ouSalveas | Eaxkbd ceiaty iotigeegsnéowill be
free to book meetings on.

Ensur im@alad 4 ©vcalendarsiare rilly 6pdated will ensure the
meetings Target 250 Ltd book for the Campaign will be on appropriate days
and therefore reduce the number of meetings that will need rescheduling or
even cancel due to continual changing of the time and date. Reducing these
issues ensures that your company looks professional at all times!

© Target 250 Ltd 10
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Fig 12 Primary Client Calendar

October 2008
Tue Wed Thu

Mon

Sun

Fri Sat | Sun  Mon

Movember 2008
Wed Thu Fri Sat

Tue

4 5 7

11 12 13 14

21

Block Days | [UnBlock Days

Wl FPartial Day Block
B Wwhole Day Block
[CIMeeting Booked

View Meetings

The months of the Calendar can be scrolled back and forth using the arrows

in the top left and right hand corners.

Calendar Colour Coding

The Calendar entries are colour coded to show you whether a Sales

Executive has blocked out half a day, an entire day or a meeting has been

booked.
Blue: Partial Day Blocked.
Red: Whole Day Blocked.
Meeting Booked by Target 250
Click on the

desired

day and then

on

displaying the Meeting details or prior appointment for that particular day (see

Fig 13).
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Fig 13

A View Meeting Details -- Webpage Dialog

Meeting Details

Meeting No Prospect Name Client Hame  Campaign Name  First N\ame Surname Job Title E-mail Switchboard  Dire
MREQ-220 Anvil Software Ltd MUFC IT WUFC Jan 08 John Lennan Lead paul.malyon@agmail.com 654654
MREC-951 ArticSoft Ltd MUFC IT IMUFC Jan 08 Ringo Starr Drums paul.malyon@amail.com 554984
MREQ-797 BettingCorp UK Ltd MUFC T IMUFC Jan 08 Freddie Mercury Queen paul.malyon@gmail.com 551684

Dates Blocked

Date From Date To Time From Time To Sales Rep Location
Jan-14-2008 Jan-14-2008 13:00 14:00 Alex Ferguson Bristol
< > -
Meeting Stats
The dMeeting Statséwill show you statistics for all Campaigns that you are
running with Target 250 Ltd, this can be drilled down to specific Months,
Years, Campaigns or Sales Executives (Fig 14).
Fig 14
[Meeting Stats:
|,&.II Campaigns V| 50
Meeting Booked:
This Manth 12
Total 12
Meeting Attended:
This Manth 4
Total 4
Meeting Cancelled:
This Manth 2
Total 2
Fig 15
The total number of meetings
ordered
Meeting Stats: .
All Campaians 3 The number of meetings booked
pag - during the selected month
Meeting Booked:
This Manith 12 The total number of meetings
Total 12 1" booked during all months
Meeting Attended: The number of meetings
This Manth 4 — Attended’ during the selected
Tatal 4 month
Meeting C lled:
ee.mg ancetle The total number of mestings
e 2 Attended’ during all months
Total 2
The number of meetings
Cancelled’ during the selected
month
The total number of meetings
Cancelled durng all months
© Target 250 Ltd 12
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50 arget Listd Modul e

The OTarMpautea L | e tvBrimarh @ientdto view and manage any
0TargetsoLit hat hav eanpadtywur Canpaggast Sanmply €liak r

on the O0Vi ew -maulegy(Eglé)Li st 6 sub

A 6Target Listd is the | ist of companies t
25006sné8Basbhbevel opment &Qaempagn.i vesd during
Fig 16

Wiewy Target List

Clicking on the O&mnoduewil dsplaygleof thelTarget Lésts s u b
assigned to your Campaigns (see Fig 17).

Search Box {Cnly far Target List Mame)
Target List Name Description Status View Edit
]
Banking Jan 08 Banking Campaign Pending 2 =
-
MUFC Feh 08 SOA Campaign Pending p =
—r
MUFC Jan 08 Camputing Campaign, for Jan 08 Pending 2 =
1 Page 1 of 1 (3 items)

The OPrimary Cl iéevn tedw Ollititbe dargetHastd svidthe
OView TargetClliickt 9@ pag®Viewd for a specif
you all of the companies assigned to it.

By clickingon6 Edi t &6 next to a specific Target Lis
list that allows you to either take companies away or add companies for
Target 250 to call into (see Fig 18).
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