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Product overview

Typical sales force automation applications in the banking industry do little more than
capture data and are largely disconnected from enterprise systems and the actual sales
process. With these typical applications, managers and representatives often end up using
different systems and their own manually created spreadsheets, reports, and forecasts.
The result is that sales methodologies are inconsistently applied, and the selling process
cannot be adjusted to accommodate variations such as business units, geography, the
customer, sales team, or the sales representative.

Pega Sales Automation for Financial Services optimizes the efficiency and effectiveness of
your entire sales organization at every stage in the sales lifecycle. Sales Automation for
Financial Services offers Artificial Intelligence based guidance, process automation from
lead to fulfillment, and gives business users the flexibility to adapt your sales process. With
Pega, insights find your reps and managers; you can quickly standardize and automate the
sales process, and provide management with insights across multiple market segments,
products, team members, geographies, accounts, and channels.

e Guided selling via Artificial Intelligence - Through a blend of predictive analytics,
automated decisioning and business rules that you can configure, Pega systematically
recommends the next best action to take, offer to make, and proactively drives these
insights to reps throughout the sales cycle.

e Sales process management - Industry-leading process and workflow management
ensures leads and opportunities are intelligently routed, tracked, and progressed and
the end-to-end sales cycle is optimized with errors removed. Financial needs are
gathered through the opportunity process and tied to the products that are
recommended and sold.

e Reporting and forecasting - Dashboards and forecasts offer a real-time view into your
team'’s pipeline and forecasts as well as what it will take to make quota. Easily modify
reports to give you the actionable insights you need, exactly when and where you need
them.

e Mobility and collaboration - Empower your teams to be productive everywhere by
seamlessly delivering the sales experience on any device, including tablets and
smartphones - on- or off-line. Through Pega social capabilities - Pulse and Co-Browse-
encourage reps and managers to collaborate with customers and one-another.

e Quick build and specialization of applications - Built on the world leading Pega Platform,
Pega Sales Automation for Financial Services allows you to manage your enterprise’s
complexity, develop and change applications 7x faster than Java coding, and configure
and run ultimate variety of sales process or instances on one application platform. The
Pega Platform also allows you to maximize existing technology investments to ensure
the fastest implementation time by easily integrating with your legacy systems.

e Deployment choices - Choose the best deployment option for your business with Pega
Cloud, your cloud or on premise. Effectively manage your computing resources with
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confidence using Pega Platform, an application that is proven to securely scale to meet
the needs of the world's most demanding organizations.
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High-level functionality

Note: Features marked with an asterisk (*) in this section are optional. Additional license fees may
apply.

Account and contact management

Pega Sales Automation for Financial Services provides a 360-degree view of Organizations,
Accounts, and Contacts, including current and past deals, communication history including
emails and appointment, documents, and relevant social insights. Additionally, they
provide full insight into account holdings and services as well as active service interactions
and cases. You can leverage the application’s built-in duplicate detection and external data
enrichment services to maintain data refresh rates and accuracy.

Organizations home

PEGA sales Automation For Financial Servic

Dashboard & Filte Export Refresh

B Mywork 12
Name Industry Employees Revenue  Target Customer owner Territory
@ Organizations
. Financial N o ) = I
23 Invest Itin $0.00 v Rodney williamson East Boston Branch - Small Business
& Contacts
ABC Comg 50.00 v Remmy Smalls Boston - Small Busin
& Leads Acadia Research Corg $1,962.000.00 Rem Beacon Hill Branch - Small Business
9 Oppostimites ACME Drugs Healthcare 00 $887,000.00 Remmy Smalls Beacon Hill Branch - Small Business
Ins 50.00 Remmy Smalls Boston - Small Business
@ Campaigns
Gow $985,000.00 Remmy Smalls South Bostc ranch - small Business
& Appointments
Alman Bioscience Ir Healthcare 00 $887.000.00 Remmy Smalls Beacon Hill Branch - Small Business
O Pulse Ambitron In High Tech 80 $305.000.00 Boston - Small Busine:
Financial
W Affinities AUS Technologies . ‘: : 0.00 v East Boston Branch - Small Business
5 Knowledge pics $912,000.00 South Bostn Br usiness.

$0.00 - East Boston Branch all Business
[ Engagement Map
K $469,000.00 Remmy Smalls Beacon Hill Branch - Small Business
[ Reports
Be $918,000.00 Remmy Smalls South Boston Branch - Small Business
B Mobile Notifications Bik sLLC $0.00 v Rodney Williamson
Bi $0.00 v Ruby Gray h Il Busir
Recent
50.00 Remmy Smalls Boston - Small Business
Joes Flowers
$0.00 Remmy Smalls Boston - Small Business
Joe Timble
Update Contact $0.00 v East Boston Branch - Small Business
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Organization detail

Dashboand

[

# Lcaos

¥ Opponuniies

Campaigns

Appointments

' Pulse

Y Affinkies

snowicdge

B Engagemont Man

Joe's Flower Shop

Joes Aowers

o Timiale:

Uindate Cancact
Addnesses: 55276

Joe’s Flowershop

Products far foc’s shop

Joes Shop

Products for Asar

Loan for Business
Expans an
Undate Contact
Addresses: 5.5271
Loan far joe’s
cxparsian

Jee= Flowers
Regression Testing
Approwal check
Approwal check

Adtrain Inc

Rogression Tosting
Regression Testing
SME Aciivity Check
Rogression Testing
Rogression Tosting
SMIE Task Check

Regression Testing

Regression Testing
Regression Testing
Regression Testing
¥ Regression Testing

Rcgression Testing

Regression Testing

- g Joe's Fower Shop

ool

F2000

Customer &

=mal Business

all business

B snees mavizaron

Recomenended Loa
A
FEGA R
Pegasystems £ Terry Mason
" [ . .

S all 3,934 amployeds on Linkedin =5

Save in Sales Navigator

ﬁ Dean Wehstar -

Mz Scelie

Google

70 em@kayees, they are

a, Rupen Shah
!

Saue in Sales Navigator

ﬂ Tom Eachmann

Aop
Finll Bare

+
Brestwood Gl _ b

rt & mep merer

Save in Sales Navigator

@ e

MNext best actions

Visit client bo review new rages

Followed up with the client regarding

Open tazks Rerentinteractionz
Review 30 day satisfaction with loan e -
'-!'l.slt_l:.l ient l:: review new rates o satisfaction

Review overall portfolio balance

Sales detalls

Open opportunities
Name Owner

Remmy

Rrmimey

Remmy

Rermimy S

Remmey =

Remmy

Rrmimey

Review overall portfalio balance

Cloge date -

Mustwin- Tesritory

Bastan

Bastan ness
Baostan
Bastan ness

Sy
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Contact home

le App

Contacts

Dashboard

Leads

Opportunities

Campaigns

Appointments

Pulse

Affinities Billy

Knowledge

Engagement Map

B

Reports

Mobile Notifications

Recent
Joes Flowers

Joe Timble

Update Contact >

Contact detail

PEGA sales Automation

Acme Software

s Sara Connor
v phone
Dashbostd 1617 947 5475
My Work F
Sara
Pulse At

]l Organizations

0
Households
1-High
Accounts ersonal e
1617 5559011
Contacts
& Leads
Pulse Details
Opportunities
Addresses

Forecast

120 Broadway
Cambridge MA 02142
United States

Appointments

Affinities

Knowledge

Engagement Map

Mobile Notifications

RECENT See all

Sara Connor Social

Relationships

Title Work email

implem Manager RAdar

cFO

VP Sales

HVAC englneer

Acme Soft

161755

Connor

Opportunities

5

73_7

12

Leads

Work phone

il.com

Timeline

Favorability

Engagement profile

Customer  Gender

v

v M
v F
v M
v M
v F
v F
L4 M
v F
v F

esoft123.net

nnor150@a

Ms.

Sara Connor
Kris Marrier

Single

Territory

Boston - Small Busines:

- Small Business

- Small Business

all Business

st Boston Branch

Branch - Small Business

Small Business

small Business

anch -

small Busines

all Business

-Small Business

Small Business

Organization

Adams P

[ #eunfollow | [ ed

] [ ]

Customer

North East

Senior Director

1-Promoter

5/4/1980

Households  Activities  Attachments
€ Map  satelite L Q}F
O Biogen Idec S
ms©O R
o7y Boston Marfiott hats
four@ 2 Cam! idge 3
Broad Institute 4 3
o Loty Broadway o
Y fellow B,
2 3 MIT Sioan School dlellow Briage o
Gopglets of Management Map data ©2018 Google | Terms of Use

cts in

vicinity
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Households

Households associate individuals into “groups.” These associations allow for modeling
efficient upsell use cases for a household and provide for efficiency in consolidated
mailings. Financial accounts and net worth can be aggregated at the household level as

PEGA Sales Automation For Financial Services Search.
|- Create 2 @ Sullivan Household ++-12 ¢ Follow H Edit H Actions~ ] 0 & X
Name Active member hone number ~
Dashboard Name Active membe Phone numbe:
Sullivan Household 6 —
SR Description
Sullivan Household
B Organizations
< Address
@ Households
le - g
& Contacts Map  sateline Faneuil Hall Marketplace @
2]
| i\ Aquarium® B:@)New Englar
& Leads @ ] State House| © old state House ¢
2 aeree Old South Meeting House Hilton Boston
¥ Opportunities : P o @ Downtown/Faneur™ |
X Q post office Square
o Campaigns 1 ® Make Way for Ducklings 1 < 5
Google z D L ol e Beme oo Termofuse Reporta mapeor
Appointments
O  Pulse Pulse Members Opportunities Technical Attachments
U Affinities [ Show inactive members Add/Remove members
First name Last name Role start date End date
& Knowledge
Kathleen sullivan Family Spouse 05/03/2018
@ Engagement Map Cindly sullivan Family Member - 05/03/2018
Daughter in Law
[ Reports Daniel Sullivan Family Child 05/03/2018
David sullivan Family Member - Grand
2 Mobile Notifications Child 05/03/2018
Jennifer Sullivan Family Child 05/03/2018
Recent seeall N S, -
Juli Sullivan Family Child 05/03/2018

Activity management

Activity management allows sales organizations to track and monitor important customer
communications and tasks. Sales reps and managers can create activities to capture details
and outcomes of customer interactions including phone calls and meetings. The timeline
view gives a graphical representation of all customer interactions in one view. Keep the
sales team aware of customer interactions by associating activities to the relevant account,
contact, or opportunity. Sales reps can view their upcoming tasks by priority, and managers
can delegate tasks to their team.
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= Acme Software > Acme Software >

T Create Sara Connor
Dashboard 1617 9475475
My Work o
4 Sara
Pulse

Acme Software

il Organizations

Pulse Details Relationships Opportunities Leads Timeline

0
fal  Households uence rating
1-High
(3 Accounts Personal phene
16175559011
Contacts
& Leads
¥ Opportunities
Activities
~) Forecast
Subject
Appointments
Interaction for Contact Sara Connor
U Affinities

Prepare contract for Acme

Knowledge Intel on for Cont: ra Connor

Setup on site meeting

Engagement Map

Contact

1617 5553212
Connor

Acme Software

6

Female

sconnorl

Communication type

Phone
Phone
Phone

Phone

Offer "Photo Electric Smoke Detectors" Accepted Phone

H  Mobile Notifications

Interaction for Contact Sara Connor Phone
RECENT See all Meet in person for a demo In Person
Sara Connor Send proposal documents Phane
Details Relationships Opportunities Leads Timeline Engagement profile
w

0660

©
©

October 2017

Lead management

Pega Sales Automation for Financial Services enables organizations to manage leads from

Househobds Activities affinities Attachments

* Unfollow Edit l [ Actions:
‘s‘(ﬁn‘naﬂ S0@acmesoft123.net Eﬁstohér
;/Is ) r:lorth East
Sa r:fcm‘\rm)r S;r:ior Director
(s Marre rromoter
‘S;;vg\re o ;/4/19;30

Engagement profile Households Activities Attachments

Date Completed by
6/10/2018 Terry Mason
6/10/2018 Terry Mason
6/2/2018 Terry Mason
6/2/2018 Terry Mason
5/28/2018 Terry Mason
2/2/2018 Terry Mason
5/11/2018 Terry Mason
5/6/2018 Terry Mason

Followers

| vorieting L saies QL senice J

e Follow up

Client Visit
In P‘rualcss
1-High
Terry Mason

More detalls

@
00

initial capture and routing, through the qualification process, and ultimately though

conversion to an opportunity. You can source leads via bulk import, Web forms, campaigns,
manual entry, or via third party from an API. Lead management dashboard widgets offer
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insight into lead conversion rates and where leads fall out of the qualification process.
New Al lead scoring uses adaptive models to predict the likelihood that a lead will convert
into an opportunity.

Leads ho

PEGA Sales Automation Fo

me page

|- Create

Dashboard
B MyWork
B Organizations
£k contacts
& Leads
¥ Opportunities
= Campaigns
Appointments
O Pulse

U Affinities

Lead king Al

Top 8 predictors

ntact Out

r Finar
" Leads
Filter lead
Score Name
Charles Estevez

® 88

Company name

Stage

Celis Technologies Assigned

. Open detailed predictor model

Top 3 predictors affecting lead score

® Ppredictor
Ratiny

Y g

Contact Age

Website Visit Count

® 387 Bill McCall

® 87 Bradley Smith

model

signed

es
Value alified
9 — es

1alified

NA

signed
@ o

rsed
Benjamin Electric Closed
Co
Interaccess
National Closed

@ Source

Create date

05/03/2018

05/03/2018

04/05/2018

04/05/2018

04/05/2018

04/05/2018

04/05/2018

04/05/2018

Qwner

SAFSSysAdmin

SAFSSysAdmin

Remmy Smalls

Remmy Smalls

Ruby Gray

Remmy Smalls

Remmy Smalls

Remmy Smalls

Number

Territory

East Boston Branch - Small Business

Beacon Hill Branch - Small Business

East Boston Branch - Small Business

East Boston Branch - Small Business

East Boston Branch - Small Business

Source

Source

Campaign

South Boston Branch - Small Business Campaign

Advertisement

Tradeshow

Referral

South Boston Branch - Small Business Tradeshow

Predictor value
Global Programs

Field Marketing

BGR Marketing

Days inactive

60

60

88

88

88

Employee Referral 88

South Boston Branch - Small Business Employee Referral 83

88

Create lead

Campaign

Business

Platinum L HEB
Card

Business

Platinum L M
Card

7~

. [

A

- [

@

. M [

e

> MR

L ER

Propensity

2%

Residual: Analyst Referral, Tradesho
w, Outbound, Partner Referral, Emai
I, Inbound, Direct Mail, Customer Ra

diation, Partner Marketing, Contact

Us, Employee Referral, Sales Consult
ing, Customer Referral, Remaining s

ymbols
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Opportunity management

Opportunities are at the core of the Pega Sales Automation for Financial Services system,
providing real-time insight into the sales pipeline. Sales managers and reps can analyze
their pipeline by stage, understand their competitors, and see all recent activity for their
deals. Sales reps are intelligently guided through each stage of the selling process by taking
advantage of Pega Case Lifecycle Management features. Sales representatives are guided
to gather the financial needs of their customer in order to provide the best
recommendation for a product. Opportunity dashboard widgets give sales organizations
insight into the current pipeline, pipeline trends, win/loss analysis, and where deals fall out
of the sales process.

Sales Automation for Financial Services provides a Small Business and a Retail opportunity
flow for both B2B and B2C interactions. These can be adapted or specialized for more
discrete financial services market segment needs.

Opportunity home page

Opportunities Total amount Close dates range
8 $45,500.00 01/25/2017 - 11/30/2017
Frerapporuny X oy Nome B v
Qualification > Analysis > Proposal > Decision > Negotiation
$14,800.00 $7,000.00 $7,200.00 $7,500.00 $9,000.00
eShield Term Insurance for eShield Term Insurance for Life stage protection for Micro Insurance for Micro Insurance for John
Kiley Amigon lan Thomas Laurel Reitler Marguerita Hiatt Smith
$6,800.00 $3,000.00 $7,200.00 $7,500.00 $9,000.00
Oct 30,2017 May 27,2017 Oct 29, 2017 Oct 30, 2017 Oct 30,2017
Life stage protection for Group protection for Laurel
Marguerita Hiatt Reitler
$8,000.00 $2,000.00

Nov 30, 2017 Jan 25,2017

Life Super term plan for john

Smith N
$2,000.00

0ct 28,2017

Pega Product Overview 9



Opportunity detail

PEGA Sales Automation For Financial Services a [ @
Joe's Flower Shop » Products for Deposits "
Create s . ¥ Follow l [ Edit l [ Actions l O x
‘ Products for Deposits OFF-10020 @
Dashboard “
ashboarf Qualification Analysis Proposal Decision Closed
B2 MyWork Qualification steps Status Description
- Gather creditinfo Completed on June 05, 2018
B Organizations
- Compliance checklist Completed on June 05, 2018
£ contacts
- Needs and Offers Started on June 05, 2018 Continue
& Leads —  Capture additional information Required step
¥ Opportunities
Amount Close date Probability Owner
Bl e $10,000.00 06/08/2018 25% Remmy Smalls
Ao Primary contact Territory Opportunity must-win Organization
Joe Timble Boston - Small Business No Joe's Flower Shop
O Pulse
U Affinities Website 26
Description
@ Knowledge
(M Engagement Map
[l Reports L
- Opportunity insights
£ Mobile Notifications . . - .
Move to next stage & Win probability & Close date
999% Likelihood @ a% 05 Likelihood @ Ready De\ayed @ 2
Products for Deposits o e 05 3 of the obBorLNities in Staze move w0 Pronoss e o A o e e /“\
Or ge 95 % of the oppartunities in Stage move to Proposal 85 % is average of all won opportunities
Sty Toda
Joe's Flower Shop ¥ 0
Q2 Aug-15-18  Nev-13-18  Feb1115  May-14-19
Products for Joe's
Flower Shop
Daisey Fryman

Forecast management

Forecast management improves the sales organization’s ability to predict the sales cycle by
providing rollups of the sales pipeline by category, quarter, and territory. Territory owners
at all levels can adjust opportunity amounts, close dates, and forecast categories to allow
for the most realistic sales picture possible at each territory level. Behind every element in
the forecast is an audit of the recent changes with an indication of how it affects a forecast,
so the sales team always knows why and when it was updated.

Artificial Intelligence helps you compare sales generated forecasts with Al-generated
numbers for each territory. Alerts draw attention to forecasts that vary beyond a
configurable threshold between sales numbers and artificial intelligence numbers.
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Forecast gadget on desktop

PEGA Sales Automation

Dashboard

My Work

Pulse

Organizations

Households

Accounts

Contacts

¢ Leads

Opportunities

= Appointments

Affinities

Knowledge

Engagement Map

Mobile Notifications

RECENT

Ultra 265 Surveillance
KIT for Acme Software
Acme
Communications

Sara Connor

Acadia Research Corp

Forecast

Details  Close plans

Forecast category 2018Q1

Closed + Commit

Goal 120,000

Closed
Commit
Upside

Stretch

4Q Subtotals

Not forecasted

4Qtotal

2018 Q1 Opportunities by Stretch Category: $70,000

Name

Sales goal management

Sales goal management enables organizations to set business goals (for example,
individual rep quotas, product counts or activity objectives) and track goal attainment over
time via dashboards and reports. Sales reps can track their quarterly quota attainment,
and managers have insight into detailed team and territory attainment levels with roll-ups

and drill-downs across all levels of the sales hierarchy.

Amount

2018 Q2

Account

2018Q3 2018 Q4 Total
120,000 120,000 480,000
3 results

Category

h

Pega Product Overview
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PEGA Sales Automation For Financial Services

|- Create

2 Dashboard
B MyWork

B Organizations
& Contacts

& Leads

¥ Opportunities
E Appointments
©  Pulse

U Affinities

€ Knowledge

& Territories

& Partners

Sales Goal

Fiscal year %
FY 2019

Quarterk
Q1
Goal type®
Revenue ~
Quarterly goal*

243,000

Month Monthly goal

Jan

Feb

March
A Operators

Pega Sales Automation for Financial Services mobile

Designed specifically for the mobile sales team, the smart phone app that incorporates
“mobile first” designs has an intuitive and actionable user experience to perform your
common sales activities. The smartphone app exploits mobile device APIs—geolocation to
find contacts nearby, voice to text capabilities, and push notifications to alert reps that they
are late to a meeting or when other critical thresholds are met. Personalized mobile
dashboards provide real-time business insights while on the go. When there is no data
connection, offline mode supports logging activities and viewing recent and followed
entities; offline mode can also be configured and modified to support a variety of use cases
such as sales stage promotion or data/process validation.
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Artificial Intelligence-based insights

Opportunity insights can predict the probability of a deal closing, when it will close, and
even the odds that a deal will move to the next stage.

Opportunity insight

Close date Next best action

@

Move to next stage @ Win probability

0 Negotiation Likelihood On t|me 2017 Drive digital activity Ve

Send data sheet for the product  ~“

. . | Read competitive battle card for
nan the opportunities in 74 % is average of all won opportunities Adams Mutual o4

o Negotiation Stage
26 Fe: 24 Ma

Sales manager coach widgets use Al to monitor sales team performance and provide
coaching advice for the sales manager to get their teams back on track.

Pega Product Overview 13



Create Dashboard

Sales manager coach

My Work 1 sales reps underperforming

Pulse

Organizations

Households

Sales Rep Effectiveness

Accounts

Contacts

Leads

sales coach forTerry Mason

® ncrease the pipeline amount in Proposal stage
- View pipel
Increase the pipeline amaunt in Qualification stage
View pipeline
ncrease the pipeline amount in Analysis stage

& opportunities in Qualification

introductary emalls to contacts

Opportunities
Opportunities by product

Forecast

12% of pipeline with Smoke Detection Systems

Appointments

Affinities

Knowledge

Opportunities

Engagement Map

Reports

Mobile Notifications

Smoke Detect
HOTVI Ouldoo.
Photo Electric

RECENT
Sara Connor

Acadia Research Corp

Carbon Monoxide

oo

Wireless Gara

Pipeline by territory
My team $5,189,519 total in pipeline $120,000 goal
My team
- [
: 1
g -
f’ A al

Top 5 opportunities

27% of total pipeline

Sales tracker by rep

Win/loss analysis

649% Avgwin rate My tear

) |/

' \ |

L1
207

Dec Jan  Feb  Mar  Apr
217 218 2018 2M8 2018

Closed date

Deals

so% %

Adaptive model-based lead scoring that helps sales reps prioritize lead follow up

Transparent artificial intelligence helps build trust among users for artificial intelligence
capabilities through visualizations on adaptive models

Top 8 predictors

age sequence

Stage duration

site downloads

Industry

e

{ ) Maximum Score

Stage sequence

E % All unique emails

@ Uniquerec gin Predictor value

1

2

site subscribes 4

5]

Residual: 6, Remaining symbols

Good

Propensity
5%

20%
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Sales coaching via Pulse

Sales Coach in Pulse is designed to enable Sales Managers to seamlessly deliver efficient
coaching. The widget will display coaching recommendations for all the Sales Reps
reporting to a Manager if different areas. Managers can then devise personalized ‘Coaching
Plans’ for each of these coaching recommendations. Sales Coach will also follow-up with
the Sales Managers and Reps by providing them an update on the Rep’s progress in a
coaching recommendation.

PEGA Sales Automation

Create Pulse Press to exit full screen
Dashboard Pulse Coaching plans (12) s
My Work ﬂ Suggested (10) Active (2)

Pulse

Organizations

Increase the number of
customer interactions

Send more follow-

Households ;
up/introductory emails to
A Sarah Kendall in Carbon Monoxide Detectors for Initech solutior contacts
Accounts
Contacts ForecastCategory for Carbon Monoxide Detectors for Initech solutions is changed from Upside to Closed Increase the no. of unique
opportunities in Analysis stage
Comment Like
Leads

Opportunities

Forecast

Appointments

Affinities

Knowledge

Engagement Map

i Reports

Mobile Notifications

RECENT

See al

ﬂ Sarah Kendall in Carbon Monoxide Detectors for Initech solutions

CloseDate for Carbon Monoxide Detectors for Initech solutions is changed from 05/19/2018 to 04/11/2018

[JComment " Like

ﬂ Sarah Kendall in Carbon Monoxide Detectors for Initech solution

OppStage for Carbon Monoxide Detectors for Initech solutions is changed from Analysis to Closed

Comment Like

ﬂ Sarah Kendall in Fresh installation of Smoke detect

ForecastCategory for Fresh installation of Smoke detectors is changed from NotForecasted to Closed

~ [JComment ' Like

Next Best Action for opportunities

Built in and configurable decisioning strategies and rules identify the next best action for
every opportunity and rank and present the top actions in the sales rep’s dashboard. These
strategies and rules use a combination of predictors such as digital activity, service activity,
products sold, and sales rep activity to determine the next best action for every
opportunity.

Increase the no. of unique
opportunities in Qualification
stage

Increase the no. of unique
opportunities in Qualification
stage

Increase the no. of unique
opportunities in Proposal stage

Increase the no. of unique
opportunities in Analysis stage

Increase the no. of unique
opportunities in Qualification
stage

Increase the no. of unique Coact
opportunities in Proposal stage — 4
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Dashboard

My Work

Pulse

3 Organizations

& Households

Accounts

Contacts

#  Leads

Opportunities

") Forecast

Appolntments

Affinities

Knowledge

Engagement Map

Mobile Notifications

RECENT See 3l

Ultra 265 Surveillance
KIT for Acme Software
Acme
Communications

Sara Connor

Acadia Research Corp

Dashboard
sales futurecast Predictive weighted

At risk with quota

Pipeline growth trend

Lead to opportunity conversions

39% Avg conversion rate

Next-best sales offer*

Pega Sales Automation for Financial Services leverages the Pega Customer Decision Hub to
identify the top offer for the population of contacts within a sales rep’s book of business.
Using customer lifetime value (CLV) and Winscore (Opportunity Amount and Close Date)
adaptive models, the Pega Al engine generates the offers that have the highest relevance
to the current sales situation and propensity to close. After an offer is accepted, an
Opportunity or Lead is automatically created based on the configuration of the offer

Next best actions

Window Sensor System for Forest Gas

Read competitive battle card for SeeTec

Wireless Garage Tilt Sensors for Johr

petitive battl c
ge Alert sensors for John Brown

S-2) and provide

is Sara Connor

Win/loss analysis

449 Avgwin rate

H | H
N an  Feb  Mar  Apr

v Dee har
017 2017 2018 2018 2018 2018
Closed date
Reminders

Subject Status Due date

Next best offers

Offer Outdoor Video Security System to Tan gheeyon () 86%

68%

68%

Lead conversions by stage

554 of leads converted to opportunities

Sales coach
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PEGA Ssales Automation

Create Dashboard Al Business

Dashboard Sales futurecast Predictive weighted Next best actions R Next best offers
My Work At risk with quota 12 Offer Outdoor Video Security System to Tan gheeyon (@) 86%
Pulse e Read competitive battle card for SeeTec o ) )
Interlogix Image sensors for Kiley Amigon ty System to Stephaine 8%

2 Organizations P Call organization ‘ ‘
) Window Sensor System for Forest Gas urity System to Stephanie 68%

Households
m to Grace Taylor 68%
71 Accounts
Offer Z-Wave CO Detection System to Sara Connor 68%
Contacts
a
- Long Range Alert sensors for Kris Sara Connor
& Leads
7 Opportunities
Pipeline growth trend Win/loss analysis Lead conversions by stage
Farecast
44% Avg win rate 55* of leads converted to oppartunities

& Appointments

A= o h o e _

Knowledge 27 \l s 2 Assigne 2

Engagement Map & I ' I —— 5

1 Mobile Notifications s . . "
h Feb Mar-0 e-01

| " Nov Dec Jan  Fen  Mar  Apr
current 2017 2017 2016 2018 201 2018
Closed date -
RECENT See al = nverted =
Decisiar e negotiatio vin

Ultra 265 Survelllance ' . = B
KIT for Acme Software
Acme
Communications Lead to opportunity conversions Reminders Sales coach

Sara Connor

39% Avg conversion rate _ )
Acadia Research Cop R Subject Status Due date 1202 }

Guided selling

Pega built-in process and case management guides the sales rep through the required
activities, steps, and stages of your sales cycle and then allows you to track open work
assignments across your entire organization (not just sales). Guided selling also enables
you to model different sales methodologies and work across different sales teams while
handling a mixture of B2B, B2C, business and individual opportunities and forecasts in one
application. Quickly adapt and change sales methodologies based on market conditions
and automate key activities throughout the process.

Qualification .~
Determine timeline «* Gather credit info Review proposal Process application Fulffilment status
dentify stakeholders »# Compliance checklist send documents Send thank you
Know your business «* Product selection Update proposal Schedule post-mortem
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Financial Needs Assessment

Sales Automation for Financial Services automates the financial needs assessment process
so that the sales rep can gather and document the financial needs of the client and identify
corresponding products that meet those needs. This provides the audit trail necessary to
show that the customers best interests were identified and utilized to help serve them the
‘best fit' product.

Sales Automation For Financial Services Q Al @

Joe's Flower Shop » Expansion for Joe's shop E

Expansion for Joe's shop 0FP-10032

Qualification Analysis Proposal Decision Closed

=] Needs And Offers

& Credit product 1
for Needs criteria 2 Credit top offer(s)
Purpose
& Expansionfrenovation
. MasterCard World (i)
Amount needed PERE - Unlimited miles on
= $25,000 I Currert APR: 152
Funds disbursement
(=] (®) All at once
As needed _
First Mortgage (D
Secured capital Buyyo Tems
@® Equipment None .
]
Other (specify) Real estate
]
[ Clear I I Apply
@

el o
o | Com ]

Robust Product Catalog Integration

Sales Automation for Financial Services allows customers to integrate with preexisting
product catalogs or utilize Pega Product Designer for Financial Services to manage and
support the product life cycle. Sales representatives will be able to access only those
products they are authorized to sell in their region and have robust product details and
documentation allowing them to easily understand and explain products to their
customers.
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New opportunity

Products & services

Cards

16 matching products

[EhGIL -4l Deposits
First mortgage 15 year (i)
Financing with a fixed-rate |
Current APR: 2.5%
Adjustable rate mortgage (i)
Take advantage of lower interest rates.
Current APR 3 Annual fee USD 955

ales, convenience

First Mortgage (1)
Buy your first home !

Current APR 5.4%

New boat loan (i)

ant APR: 3.79%

Lurrer

Local campaigns*

Local Campaigns allow sales reps to send personalized B2B and B2C campaigns to their

From the boat purchase to boat storage, a Uplus boat loan

can cover all your boatin

Select

Select

Select

Select

Select

Select

contacts. Sales reps create, send and track campaigns from a simple, intuitive user

interface from within Pega Sales Automation for Financial Services. Flexible segmentation
allows sales reps to target subsets of their contacts to receive the campaign and can then

monitor the open rate, click rate, and acceptance rate via dashboards. Responses to

campaigns will automatically route leads back to the sales rep. Communication templates
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and automated tracking of responses provides the constraints needed to have compliant
marketing interactions with your prospects.

Dashboard
My Wark
Puise
Organizations
Accounts
Contacrs
Leads
Opportunities
Forecast

A campaigns
Appointments
Affinities
Knowledge
Engagement Map
Reports

Mabile Notifications.

RECENT

G Shine a light campaign

‘Commercial Auto for
Acme

Commercial Property
Insurance for APW
Technologies
Annabelle Boord-
Return of Fremium
Term Life Insurance

Sara Connor
sandy Davenport

) Upsell Offer

Business Interruption
nsurance for Forest
Gas

Minna Amigon

Campalign Dashboard

My Campaigns

Show Resolved Completed
NAME
Upsell Offer
Cross Sell Offer
New contacts offers
High value customer affer
Frash stock discount offers
Beriin Int. film festival offer

Oktobarfast discount offers

T STATUS

T OBJECTIVES T

pleted

Resolved-Completed

Resolved-Completed

LATEST CAMPAIGN ENGAGEMENT FOR LAST 5 CAMPAIGNS
Upsell Offer Below are the engagement results for your last 5 campaigns, which include:
Upsell Offer | test | Cross Sell Offer | New contacts offers | High val omer affe

RESULTS RESULTS

13 39

. 0.00% P 10.26%
0 4 -—

ked

0.00% 7.69%

0 3 -

Partner agency management

Empower your partners and agencies to leverage the benefits of Pega Sales Automation for
Financial Services while gaining insight into their deals, sales activities, and forecasts from a

single application instance. Model a partner organization’s tiered structure and grant
granular access using territory security. Global sales ops can easily set up and administer
partners, as well as delegate user and territory administration to the local sales ops users
at the partner organization.

Pega Product Overview

20



PEGA sales Automation

Accounts & SimpliSafe
Contacts

Sales Partner 617-555-4324 perations@simplisafe.org Active
Leads Operator Access Required? No T

SimpliSafe 098-32-822 555-56-5545

Opportunities
617-555-4322

Forecast
SimpliSafe protects over two million Americans with easy-to-use, award-winning home security.

Appointments

P Details Partner contacts
Affinities ulse Detail rtr r

Followers (0)
Knowledge

@ sfasamplesysadmin User

Operators
Website for SimpliSafe is changed from http://www.fivestarinsurance.org to http://www.simplisafe.org
Tools
Comment Like
i Reports
RECENT
SimpliSafe

Dashboards and reports

Visual, interactive dashboards enable teams to make smarter decisions from anywhere.
Pega-provided widgets allow sales users to easily track next best actions, next best offers,
analytics around your forecasts, lead volume, conversion rates, and any part of your
pipeline that is instrumented for a real-time view of the state of your business. Teams are
able to view B2C and B2B dashboard reports in one instance. Each sales person dashboard
provides a personal summary while the sales manager dashboard gives a team view with
the ability to analyze the details of each team member.
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Create

Dashboard

My Work

Pulse

Organizations

f3 Households

Accounts

Contacts.

# Leads

Opportunities

Forecast

Appointments

Affinities.

Knowledge

Engagement Map

Mobile Notifications

RECENT see sl
Ultra 265 Surveillance
KIT for Acme Software
Acme
Communications
sara Connor

Acadia Research Corp
Acadia Research Corp

Minna Amigon

Interlogix Image
sensors for jennifer
take

Peg:

b Create

Dashboard

My Work

) Pulse

{1 organizations
fl Households
1 Accounts
£ contacs

& Leads

V' Opportunites

) Forecast
U Affinives
[l Reports

[ Mobile Norifications.

RECENT
Acme Software

Sara Connor

Sara Conno--Acme
Sofw

Commerdial Auto for
Acme software
Acme Software.

How ta Increase Your
Sales Activity
Find the Right Metrics

fine Ve Saloe Toam

Dashboard

Sales futurecast Predictive weighted

At risk with quota

Pipeline growth trend

Lead to opportunity conversions

39% Avg conversion rate

Count

Dashboard

Current quarter

Closed & ClosadCommit & Quate Trand

Opportunity conversions by stage

Last & months

8% of oppartunities closed as won

5
anatyas :n
prop "
Decsion 5
Negatation 4
won 3

i
:

%

Next best actions >

0 ttle card fo
Interlogix Image sensors for Kiley Amigon

comp

Callc

Window Sensor System for Forest Gas

attle card for SeeTe

Read competitive

Wireless Garage Tilt Sensors for john Brown

Long Range Alert sensors for John Brown

Follc sstomer as

e " prov

Long Range Alert sensors for Kris Sara Connor

Win/loss analysis =

44% Avgwinrate

s, o ®

4an 2016 Fe 2018 Mar 2018 Apr 2018
Closed date

Nov 2017 Dec 2017

Reminders
subject status Due date
In Progress 0411212018
In Progress 041272018

In Progress

212018

Business

Top 5 opportu

319% of total pipeline

Micro Insurance for john Smith
Negotiation

Close date: 10/30/2017

Micro Insurance for Marguerita Hiatt

Decision

Close date: 10/30/2017

Commercial Auto for Farest Gas

Negotation

Close date: 10/30/2017

General Liability insurance for APW Technal ogies
Decision

Close date: 10/29/2017

Commercial Auto for Acme software
Negotiation
Close date

$9,000

$7,500

$7.000

$5,000

$3,700
1172202117

Lead to opportunity conversions —

Last 6 manths

25% Avg conversion rate

It
. s

g © i

i i

i

" Jn2017 JUIZ017 Aug2017 Sep2017 OA201F Now201?

Lead create date

Next best offers

Offer Outdc

Offer Outdoo

Lead conversions by stage

55% of leads converted to opportunities

A = .
Marvesng Quaites E 7
i e s
c B s

Sales coach
1

Increase the pipeline amount in Proposal stage

Increase the pipeline amount in Qualification stage

Increase the pipeline amount in Analysis stage

View pipeline

Quarterly sales comparison

o@ om
Win/loss analysis
Last 6 months
22% Avg win rate
E]
57
i
: /N

68%

o o
Jun2017 Jul 2017 Aug2017 Sep2017 OA2017 Nav 2017

Maowon il Lost < win rate %
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Pega for Outlook

The Pega for Outlook add-in gives sales reps contextual insight into Pega Sales Automation

for Financial Services right from their Outlook client. As emails and appointments are
selected in Outlook, Pega for Outlook gives a complete view of the relevant leads,
opportunities, contacts and accounts. Emails and appointments can be synced to Pega
Sales Automation for Financial Services with a single click and the quick create function
includes the ability to add contacts, leads and opportunities. Available as a client
installation, or on the new Microsoft Office add-in architecture with support for Mac and

@ Inbs A pegatersiopment. t ook 5 x
GEl o seosmecane  FoweR  view
3 Te ¥ -
v b -
i . Mo egasystem
Em s
Repl eply Al Fe *
- Pegasystems
Minn
Enquiry
- Add a Person ~
Hi Temry Terry Mason Sales
T This s with reference to our telephonic conversation last week. We had discussed on various equipment which yous company ~ Contacts
Enquiry 07403-08 aaufactuses
g . , Minna Amigor 5
?I::fiﬂlc:f' - Now we are writing to you to knew if your company can send a catalogue with details of latest equipment We want 1o see v Loads
el e which ones will sut the reqs of our org Wehavea in our company and we also want 1o
know whether you will be able to meet our necessities within the stipulated time
Annabelle Boord
7.03.2018 Opportunities
In case we find a suitable design and fearures of the equipment, we lock forward to place an order with you. We have some - .
smachines which are outdated and need replacement immediately. We would also like 1o know whether vou can offer discount Carbon Monoxide Detactors f... =
07.03-2018 on the replacements of this equipment
Dome Camera System far AP...
J— We shall discuss all the marters after you send your catalogue. We look forward to hear from you. =
Regards,
F HOTVI Qutdoor Video Securit...
— Minna i =
Vandow Sensor System for A..
70328 E W
Stephaine Vinning Commercial auto for APW Te...
uc Clarncation or e =
Commercial Auto for APW Te..
g &

Cyber Risk insurance for APW.

Mail Calendar People Tasks =+

Microsoft Exchange integration

Bi-directional sync with Microsoft Exchange allows managers and reps to manage calendar

appointments across sales teams, customers, prospects, and subject matter experts from
directly within Pega Sales Automation for Financial Services while always staying in sync
with their Microsoft Exchange calendar. For example, reps can view sales team attendee

availability in real-time and sync appointments to Exchange. External system users can see

free/busy time for a rep so that sales appointments may be setup.
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~+ Create Appointments List view

Dashboard Today [« ]+ ] Options Daily M
L IFebos-10,2018
My Work sun Man Tue wed Thu Fri sat
2ans 2518 2618 2ing 288 298 2nons
Pulse .
Organizations sam
£ Households =
Accounts
128m
Contacts
om
Leads

eting with Rebecca
M

¥ Opportunities am

Farecast

Appointments

Affinities

Knowledge

Engagement Map

spm

Mobile Notifications

RECENT See all

Ultra 265 Surveillance
KIT for Acme Software

Contract Review

Location

Mew York

Body

B I U | Font || size - || A- B-||2 2| # T,

Conbract review with Acme soft

Startsw Duration

10/30/2017 1:38 PM B 30 minutes Start time can also be selected In the chart below.

Ends# Reminder

10/3072017 2208 PM E 5 minutes IEI [] All Day Event

Contacts

Name Emiail

Joesph Degonia y joseph d@acadial23 net |

L Add contact L Add unlisted contact

Internal staff Availability for Monday, October 30, 2017 Previous l [ Next

Show work hours only

8:00 200 10:00 11:00 0 200 2:00 400
| I O O O
Chris Thomas 3 | ‘
Alex Porter | ‘
-+ Add internal staff Meusy  Tentative  Free Moutofoffice | [Scheduled  No information

-} Add experts

> Attachments
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Pega Knowledge

Seamless integration with Pega Knowledge gives every sales automation user access to
sales collateral and content. Users can browse and search the knowledge library, or sales
ops and managers can push suggested content to reps based on the attributes of their
leads and opportunities. One-click sharing makes it easy to send content to co-workers,
prospects and customers.

Interaccess National » Interaccess National » Business Auto for Interaccess National ¥ Follow ] [ Edit H Actions v ] [®)]

Business Auto for Interaccess National

s

Amount Close date [ Knowledge
$27,000.00 12/18/2017 25% Search articles Q
Name Territory Organization news Suggested articles
Business Auto for Interaccess National ~ Northeast
Forecast category GNO's being transformel  co 1o insurance Battle 0%

Interaccess National stretch Sudbury.com card
His recent projects includg
Festival/C2ZMTL, the Powel

Analysis 530
o L (Toronta), all featuring scre .
b S Montreal ... Trending
Advertisement
Must win 392 days ago By Sudpury.y ~ Great Salespeople Are Born, 0%
No but Great Sales Forces Are
Yescrintion . Made
Descriptio Group sues city over can
Business Auto for Interaccess National How More Accessible 0%

Toronto Star

Information Is Forcing B2B
The Toronto Media Arts C

Sales to Adapt

first for.r.ned n 2003.Anchl  carmers insurance Battle 0%

Card

~ Opportunity insight C New

Move to next stage 9] Win probability @ Close date Farmers Insurance Case
Study
04 to Proposal Ready Likelinood

50% P 2 y Farmers insurance Battle 0%

- Predicted Qtrjet Card
w+— How More Accessible 0%

Information Is Forcing B2B -

Search

Global search performs an indexed, optimized search across all of the work objects that
the logged in user can access. By combining Lucene search with territory security, the sales
team can easily find the data they need from a single search dialogue on any device,
displayed in order of relevancy.
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Sales Automation

Dashboard

My Work

Pulse

Organizations

Households

Accounts

Contacts

Leads

Opportunities

Forecast

Appointments

Affinities

Knowledge

Engagement Map

Mobile Notifications

RECENT See all

Ultra 265 Surveillance
KIT for Acme Software

Arrea

Organizations

Name 7
Acadia Research Corp

Acme Communications

Acme Corporation

APW Energy

APW Financial Services
APW Technologies Ltd
First Canadian

First Canadian Financia

Forest Ga

Gorman Manufacturi
Comp

Nexus Finance

Nexus Group

Nexus Health Pvt Ltc

Pegasystems

Filter

Industry

High Tech

Communications

Financial
Services

High Tech
High Tech
High Tech
Manufacturing
Government

High Tech

Financial
Services

Government
Manufacturing
Manufacturing

Manufacturing

Financial
Services

High Tech
Healthcare

High Tech

Employees

Account B2B ~ | Work items only

Anytime v

Case Type  Description 1D

Account B2C Jennifer Lake

~  Allwork

Show results in a new wind
Status Updated

SampleAcc-157 Open-Active 2/14/18

Re Account B2B Acme Software Open-Active 2/13/18

3,000 419 Acme Communications cc-210 Open-Active 2/13/18

Acme Corporation 209 Open-Active 2/13/18

2,000 419 Acme Technology Group > Open-Active 2/15/18

5,000 $3,95%m T

1.200 $50,000.00 1 v Terry Mason North East
300 $50,000.00 2 Dan Percival North East
3500 $2,500,000.00 1 Terry Mason North East
1,500 $120,000.00 1 Terry Mason Morth East
1,000 $1,650,000.00 1 Terry Mason Morth East
750 $200,000.00 1 Terry Mason Morth East
500 $3,455.00 1 Terry Mason North East
1,500 $0.00 1 Terry Mason North East
250 $250,000.00 1 Terry Mason North East
$100,000.00 1 Terry Mason North East
400 $550,000.00 1 Terry Mason North East
1.000 $320,000.00 1 Terry Mason North East
8,000 $5,500,000.00 1 Terry Mason Morth East
1.200 $1,650,000.00 1 Terry Mason Morth East
3,800 $750,000,000.00 1 Terry Mason North East

B2B and B2C selling models

Whether selling to individuals through agencies and organizations as in Commercial and
Small Business banking, or directly to individuals, as in Retail and Wealth Management,

Pega Sales Automation for Financial Services supports your B2B and B2C selling modes in a
single instance. The user interface and data model dynamically adapt based on the type of
customer to whom you sell.

Social Media integration

Pega Sales Automation for Financial Services integrates with Twitter and Facebook by

allowing sales reps to associate the Lead, Contact, Organization, and Account information

in Sales Automation to online profiles.

Territory and security management

Territory and Security Management capabilities allow for granular and flexible access

permissions for sales reps and managers. Using a hierarchical territory structure, Sales Ops

can grant create, read, and update access based on the user, territory, and work object

type.
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Team selling

Team selling for accounts and opportunities allows sales reps to access work objects (i.e.
leads, contacts, opportunities) that are not within their territory. Reps on a sales team have
full access to the Accounts and Opportunities.

Sales collaboration with Pega Pulse

Pega Pulse in an internal social collaboration tool that allows sales reps to track important
notes and posts in the context of Pega Sales Automation for Financial Services work
objects. Whether sharing a file or requesting a discount, teams can collaborate and make
the selling process a social experience.

PEGA sales Automation

QOrganizations

Households

Accounts

Contacts

> Leads

Opportunities

Forecast

Appointments

Affinities

Knowledge

Engagement Map

Mobile Notifications

RECENT See al

Ultra 265 Surveillance
KIT for Acme Software
Acme
Communications

Acadia Research Corp
‘Amigon Household
Sara Connor

Acadia Research Corp

Reference objects in Pulse

Acme Softwa

v

dentif,

Determine budget

Pulse  Details

a
g

re
Ultra 265 Survei

Contacts

£ Terry Mason
8

Acme S

oftware >
llance KIT for Ac|

me Software

fentify competition

dentify sales team

Activities

Leads

Close plans

Proposal

osal development

Attachments

Decision

Confirm decision date

Partner contacts

Amount for Ultra 265 Surveillance KIT for Acme Software is changed from $101020.00 to $1000000

] Comment

1 Like

M Terry Mason
()

OpportunityStage for Ultra 265 Surveillance KIT for Acme Software is changed from Proposal to Decision

Comment

7'y Like

A Terry Mason
()

OpportunityStage for Ultra 265 Surveillance KIT for Acme Software is changed from Analysis to Proposal

 Comment

7'y Like

Sales Navigator

Prepare contract

Weekly close plan

* Unfollow | | Edi

Actions e:)

Negotiation Closed

Send thank-you

Schedule post-mortem

Sales team (2)
Lisa Moore
Sales Consultant
Anna Parker
Operations

Add member | {5 Manag

Followers (2)

ﬁ sarah Kendall
€ Terry Mason
8

off salesRep

Users can now reference Opportunities, Leads and Contacts in a pulse post. End-users can
now also view the pulse post attachments inline. This applies to images, videos and pdf
files attached to a pulse post.
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& Dashboard

P My Work g @insurance
CJ Pulse
Organizations

¢ O
fa Households
_ ™ Terry Maso
Accounts & 1m ago
L: Contacts Attached is the lates
& Leads

Y Opportunities
@ Forecast
Y Affinities

B Mobile Notifications

Engagement trends

<
U

f
)

Cyber Risk insurance for Forest Gas
SampleOPP-13 | Case

Business Owners(BOP) insurance fo...
SampleOPPCLOSED-5 | Case

Business Owners(BOP) insurance fo...
SampleOPPCLOSED-8 | Case
Commercial Auto insurance for AP...
SampleOPPCLOSED-7 | Case

Business Owners(BOP) insurance fo...
SampleOPPCLOSED-6 | Case

Cyber Risk insurance for APW Tech...

SampleOPPCLOSED-4 | Case
Business Interruption insurance for...
SampleOPPCLOSED-10 | Case

WWW.PEGA.COM

Business Owners(BOP) insurance fo...
SampleOPP-12 | Case

PEGA SALES
AUTOMATION

Power Your Sales With Artificial Intelligence

A PEGA DATASHEET
Drive More Leads, New Sales, and Faster Deal
Progression with Arti icial Intelligence

CHALLENGE

Graphical customer engagement trends provide visibility into customer engagement across
multiple channels including Web activity, inbound and outbound email traffic, and sales

activities of the rep. Data on engagement is gathered from Pega Sales Automation for
Financial Services and from external databases and data warehouses.
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PEGA Sales Automation

Dashboard

My Work

Pulse

Organizations

Households

Accounts

Contacts

Leads

Opportunities

Forecast

Appointments

Affinities

Knowledge

Engagement Map

Maobile Notifications

RECENT

Acadia Research Corp

Arma

IEI Acadia Research Corp

Pulse  Details Accounts  Opportunities  Contacts Leads  Engagementprofile  Trends  Activites  Affinities  Attachments

Digital activity Activities Email activity Contact growth

How lata calculated
Website logins
Chart Actions
2
®
3
s
*
Subscriptions
Chart Actions +

# of Subscriptions

Engagement maps

Sales Organizations typically use Sales Automation for Financial Services systems to
nurture and manage the deals in their sales pipeline. Engagement maps help promote
conversations around what is not in the pipeline by analyzing your product penetration
levels across your territories and accounts to identify “white space.” Reps and managers
can then focus their selling and marketing teams on these accounts for optimization of
pipeline and share of wallet.
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Engagement Map

View by Selling mode
Product Group v B2B v
> Filters:
Displaying 13 accounts Wireless Connected Safety ... Collaboration Endp..

Wireless LAN Outdoor and Indoor access Access Control | Video Surveillance Phones and Room and
controllers Industrial access points desktop endpoints | Immersive systems
85% 92% 83% 36% 36% 17% 45%
Acadia Researc...
R e Northeast Anna Lewis ACTIVE BLOCKED
Acadia Researc...
a Northeast Charles Perez BLOCKED BLOCKED SOLD-ACTIVE BLOCKED — — —
Acadia Researc...
Acme Software
ey Northeast Terry Mason SOLD-ACTIVE ACTIVE -
Aduzinine Northeast Terry M soLp ACTIVE ACTIVE BLOCKED
Adtrain Inc ortheas erry Mason
Advest Softwar... .
e — Northeast James Madison ACTIVE ACTIVE BLOCKED BLOCKED
Pl Northeast Alex Potter SOLD-ACTIVE SOLD-ACTIVE SOLD-ACTIVE BLOCKED BLOCKED — —
Advest Softwar...
Almon Brown
Almen Srown e et - -- B - B N
APW Technolog..
APW Technolog. Northeast Terry Mason - ACTIVE soLD — - -
First West Insur
e —— Northeast Charles Perez ACTIVE SOLD ACTIVE — - - —
P. Adams Reso._. h
e Northeast James Madison ACTIVE ACTIVE ACTIVE BLOCKED —
P. Adams Resa...
B GRS Tz Northeast Terry Mason ACTIVE ACTIVE SOLD-ACTIVE BLOCKED BLOCKED

Pega Call

Integration with Pega Call make sales reps more effective with both inbound screen pops
as well and outbound click-to-dial from any phone number field. An in-call modal dialogue
facilitates easily logging call notes, with auto-creation of an activity when the call completes.
Support for Open CTl as well as Avaya, Cisco, and Genesys CTI products.

[Eaie =0 0 @

@ Dana Akron - Call in progress a8

Dana Akron 00:01:30
Dana Akron
916179475475

Dana requested a product data sheet, will foliow up
TOMOrrow Moring.

e
| localcitnk

Pega Sales Automation

PegaCALL
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Workforce intelligence

First in industry ability to optimize how work gets done across the enterprise by humans
and robots, from a central platform. Coach sales teams based on insights captured by
Workforce Intelligence and Robotics and optimize application usage across the desktop.

@ Sarah Kendall Sales Team

Utilization

[ EEA
Unknown [ B

Application Usage

(?EJ[\OOK

I?ega Sf‘“ Automation
F‘e,ga‘ Marketing
‘ylj(,exs

Célcylamr

I?ega CVLVJS[OmEr Service
e

‘{\I:orfj

linkedin.com

All Categories ¥
29%
) 2_3%
:18%
e
6%
2%

2%

Production Focus Score

2.86

Productivity

(]
(]
@ ©
o
: © o ]
()
©
Production Focus Score
Insights
$83,604 100 18

PROD- | TN

Quota Atainment

57.67%

nsights

100

$74,970

Lead capture forms

Online lead capture Web forms can be branded and embedded into any website to
facilitate lead capture directly into Pega Sales Automation for Financial Services. Once
submitted, the lead is immediately created in Pega Sales Automation for Financial
Resources and can be routed to the appropriate sales rep using lead routing decision table

and rules.

Co-Browse*

Sales Automation for Financial Services Co-Browse allows users to instantly collaborate
using the web browser of customers and prospects. Easily launch a co-browse session
from any contact in Pega Sales Automation for Financial Services. Sessions can be initiated
by a customer with a session code, or by a sales rep via email. Modes include view only,
highlight, and full keyboard control.
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End-to-End Customer Relationship Management*

As part of the Pega Customer Relationship Management for Financial Services Suite, Pega
Sales Automation for Financial Services can work with Pega Marketing for Financial Services
and Pega Customer Service for Financial Services to support the entire customer journey.
Pega can power a full transformation of the customer experience—incrementally
integrating with existing assets at first, and then eventually replacing existing legacy
Customer Relationship Management applications to take full advantage of the unified Pega
Platform. (Pega Marketing for Financial Services and Pega Customer Service for Financial
Services are licensed separately.)

End-to-End Customer & Employee Engagement Platform
for Retail, SMB, Corporate & Investment Bank

The Customer Decision Cycle
Awareness Consideration Evaluation Selection Purchase Use Repurchase

Client P p . .
: . Lifecycle Credit Risk Client Ser\.nce Exceptions
Marketmg + Automation Management & Self-Service &
(Onboarding & Decisioning Collections Investigations

Retention Winback

CUSTOMER DECISION HUB

®
ROBOTICS Pe g a DIRECTLY CAPTURE OBJECTIVES™

MOBILE SITUATIONAL LAYER CAKE™

Multi-lingual support*

Language packs support localization by translating text values for buttons, prompts, labels,
etc. The following language packs are available for Pega Sales Automation for Financial
Resources: Italian, French, Japanese, German, and Portuguese.

30-day Express implementation

The new Application Wizard allows administrators to set up a new implementation in
minutes, while new application guides provide step by step instruction for setting up
features and importing data. From Pega Express, admins can easily customize their data
model, configure the Ul and change the sales process. Online trials allow anyone to request
their own working instance of Pega Sales Automation for Financial Services with embedded
tours to highlight key features.
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Configure your app Welcome to Sales Automation!

Editing mode enables you to configure your application.

Click next to walk through the available options. You can

launch this tour again later from the help menu.
-

To help you get started, we've created some tasks for you:

Get an overview Complete your setup

Use this step-by-step application
guide to set up Sales
‘Automation with your
company’s data, contacts,
organizations, territories, and
more.

Watch this short video to see
how to get the most out of Sales
Automation.

Here are some additional resources:

=1 | A~ by

Explore a trial

Pega Academy Community forum
Let us show you all the
awesome features that will help
you create a better business app
with our guided tour.

Learn more and take courses to The help didn't help? Ask one of
become a Pega expert. our active community experts
for advice on your issue.

€ Show this dialog on startup
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Sales Automation for Financial
Services entities

Pega-provided standard Pega Sales Automation for
Financial Services application entities

The following table lists the standard entities available in the Pega Sales Automation for
Financial Services application.

Cases

Organization

An organization represents the levels of the customer business
hierarchy. The organization can be a specific business, holding
company, or corporation and has one or more organizations or
accounts as a child entity.

Account

An account is an economic decision-making unit. It Is a logical or
physical group to which a product or service is sold. This would
typically be used for Commercial Banking.

Contact

A contact is a person that is a prospect or customer. For business
selling, they are usually employees of the organization to whom you
are selling. For Individual selling, they are the person interested in
making a personal purchase.

Households

A household is a grouping of contacts with the ability to identify a
contact as the head of household.

Leads

A lead is a prospect that is nurtured through a qualification process.
They are usually sourced via tradeshows, Web form, or campaigns.
Once qualified, they can be converted to a contact or opportunity.

Opportunities

An opportunity is a qualified deal that you track, nurture, and manage.
Opportunities are the foundation of the sales pipeline, goal
attainment, and forecast. Opportunity processes are provided for
Retail Banking and Small Business Banking which can be extended for
other market segments.

Close Plans Weekly updates summarizing accomplishments for the current week,
and plans for the coming week.

Activity Activities capture interactions with customers, such as phone calls,
meetings, and co-browse sessions.

Task Tasks are to-dos for the sales team on which to follow up.
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Data model

Logical Data Relationship Model

The Pega Sales Automation for Financial Services data model supports both B2B and B2C
selling modes. B2B selling allows customers to model their prospects and customers as
business organizations, accounts, and contacts. For B2C selling, the account/contact
structure is simplified for selling directly to individuals and, optionally, to households.

Commercial and Small Business - B2B selling mode

CORE SA
ENTITIES

2 % i % % X 2 "

L

I

CRM_RELATIO 5]
NSHIP C20 P2P C2A AFFINITY &

E

p

L

o
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Retail and Wealth Management - B2C selling mode

CORE SA
ENTITIES

CRM_REL_HH_
MEMBER

P2pP

RELATIONSHIPS
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Roles, portals, and dashboards

Pega Sales Automation for Financial Services roles

The following table describes each of the Pega-provided roles in the Sales Automation for
Financial Services application, their default portal, and description.

Role Default portal

Sales Sales Reps manage their Lead and Opportunity Sales Rep Portal

Representative pipeline including all communications with

(Financial Advisor | prospects and customers.

or Relationship

Manager)

Sales Manager Sales Managers manage teams, monitoring overall | Sales Manager Portal
performance, and collaborate with their teams.

Sales Operations Sales Ops are responsible for supporting the sales | Sales Ops Portal
team by managing Territories and Users and
administering data.

Admin An Administrator is responsible for managing the Developer Portal
complete application.

Sales Rep portal

The Sales Rep portal is where the sales team performs their day-to-day sales activities.
Gauging their business using the dashboard, qualifying new leads, and being guided
through the stages of an opportunity are all typical actions performed in the portal. Sales
reps can also adjust the sales forecast and track all communications with prospects and
customers.
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~ Dashboard o | e

Dashboard Sales futurecast  Pred Next best actions Next best offers
My Work At risk with quota X = o ia D P
Pulse 5 689
Organizations -
§ 68%
H
i
Households 2 gsoan
689
Accounts 3.3
é 8%

Contacts

& Leads

Opportunities
Pipeline growth trend Win/loss analysis Lead conversions by stage
Forecast
44% avgwin rate 55 of leads
Appointments

Affinities

Knowdedge m » N
Engagement Map - i { i . |

Mobile Notifications —_— = o
= — = —_—

Nov 2017 Dec 2017 &

ReCENT i
Uitra 265 Surveillance
KIT for Acme Software
acme
Communications Lead to opportunity conversions Reminders Sales coach

Acadia Research Corp

39% Avg conversion rate
subject Status Due date

Amigon Household

Sara Connor

Acadia Research Corp ¢ d Prods tal
Minna Amigon i ; e Wi Amé
° 8] w3 PR

‘‘‘‘‘ tnaty Imace

Sales Manager portal

The Sales Manager portal provides insights into the team's sales pipeline and performance
while enabling cross-team collaboration. Managers can analyze their business using the
sales manager dashboard, gauging key metrics across the team with the ability to drill into
the details of individual sales reps.
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Create Dashboard

Dashboard Sales manager coach
My Work 1 sales reps underperforming
Pulse

3 Organizations

Households

Salas fap EHactvmnass

Accounts

Contacts

Leads
Opportunities .
Opportunities by product

Forecast

12% of pipelire with Smoke De

Appeintments

Affinities

Knowledge

Oppormities

Engagement Map : -

| Reports

Mobile Notifications

HOTY Outdoa,
Wareless Gara.

Smoke

RECENT See

Open leads by create date
Sara Connor

Acadia Research Corp

Carben Monoxide

Detectors for Initech

solutions

Eresh installation of

smoke detectors

Carbon Monoxide

Detectors for Initech 2
solutions >

Sales Ops portal

Sales coach for Alex Porter

Increase the na. of unique opportunities in Proposal stage
View pipeline
Increase the pipeline amount in Proposal stage

peline

e the pipeline amount in Negotiation stage

View pipeline

_ Pipeline by territory _

My team My team

$5,189,519 total in pipeline $120,000 goal

Other Proucts

_  Tops opportunities
My team

27% of total pipeline

$1,000,000

$150,000

$100,000

Sales tracker by rep

Win/loss analysis —

64% Avg win rate My team

|~

* Now 2017 Dec 2017 Jan 2018 Feb 2018 Mar 2018 Apr 2018

Closed date

Reminders
Subject status Due date
call with in Progress 05/25/2018
In Progress
n Progress

The Sales Ops portal provides visibility to all sales data while also enabling business users
to administer sales territories, publish dashboards, grant operator permissions, and set

sales goals. The bulk upload data utility allows ops users to upload data from .csv or .xml
files.

-+ Create Taols
Dashboard Manage
My Work [
e ‘ Time periods |
Products |
Organizations

Personalize Files

Refresh

Reset / clear

| Manager's dashboard |

Data import wizard

[ sales reps dashboard

I Sales ops' dashboard |

‘ Reset Al sample ‘

[ Timeline '

Late fo : data ‘

‘ Sample data
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Add widgets and publish dashboard

Create | Dashboard

Publish

Dashboard

Edit dasH| Publish to access group

Win/less analysis [®@] Publish to default
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