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Logging into your Occulus Account OC&J[L)S

WELCOME T0 OCCULUS
THE SALES ANALYSIS AND QUALIFYING

TOOL THAT WILL SIGNIFICANTLY CHANGE
THE WAY YOU CLOSE A SALE

If you have an Occulus Account please login:

Go to:
www.OcculusSales.com

Your e-mail address

Eria passuors —_—
M rem rme

If you are new to Occulus

Figure 1: Occulus Home Page

Enter your email address and password; click “LOGIN”
and your Dashboard will appear, Figure 2.

A temporary password has been assigned to you. It should
be changed when you first log in — see Figure 3,

Click ACCOUNT DETAILS, for instructions on how to
change your password.
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Account Dashboard

DASHBOARD ' OPPORTUNITIES ' MESSAGES

DASHBOARD

The following opportunities have Close Dates that are past due:

Opportunity Name Amount

ACCOUNT DETAILS LOGOUT

Current Close Date

Last Updated

DASHBOARD

Figure 2:

Support@OcculusSales.com

Sales Rep

Dashboard shows any Opportunities
that have a Close Dates that are past due.

Click on the Opportunity Name to see
the details.

The Sales Rep can change the Close Date
and any other information.
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Changing your Password OCCUILS

DASHBOARD ' OPPORTUNITIES ' MESSAGES ACCOUNT DETAILS LOGOUT

MY ACCOUNT ®.cr

Please re-login to access your account details
Enter password

Click ACCOUNT DETAILS:

Enter your password

Account Details

DASHBOARD | OPPORTUNITIES | MESSAGES ACCOUNT DETAILS | LOGOUT Enter your new Password
Confirm the Password
MY ACCOUNT o

If you want to change password, enter a new one below

Enter new password
Enter password again

Click OPPORTUNITES

Change Password
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OPPORTUNITIES List (Sales Rep) océfJIL,s

Close Date Range: Start -> End
Selects ACTIVE or CLOSED Opportunities with a
Close Date in this date range.

/

The OPPORTUNITY LIST all the sales opportunities you
are pursuing and gives the following summary
Information:
Company Name
Opportunity Name
DASHBOARD ' OPPORTUNITIES MESSAGES ACCOUNT DETAILS LOGOUT Type of Sale
Owner

Opportunity Amount
OPPORTUNITIES e L G Close Dato.

Company Name Opportunity Name Type of Sale Amount  Close Date DoQ Wi/ ,\.)g CF Close LastUpdated Degree of Qualification (“DOQ")

Smith & Jones g Denham, John  Ric276,000  13-May-11 B BRG 75%| 62% 27-Apr-11 A NOTES Probability Of Winning (“Winning”)

Lasiter Inc. enh reaoooo a1 EINCRANCEESE 74~ (o) Confid Fact “CF”

Longfelow onfidence Factor ( ) .

—_— Probability of Closing by the Close Date (“Closing”)
Last Updated

@ EXPORT T0 EXCEL NOTES

DoQ =D ,=e of Qualification °
CF = Confic ance Factor @

RIc75,000 LSRIPVRTTN 00, | 79% \|78%| s8% 27-Apr-11 “VIEWNOTES
TOTAL RIC651,000

To add a new opportunity click
OPPORTUNITIES “>>NEW OPPORTUNITY

Displays ACTIVE or

CLOSED Opportunities.
EXPORT the List to an Excel file for Default = ACTIVE Opportunities
integration into other applications.

PRINT SUMMARY allows you to print the
List.
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OPPORTUNITIES List (Sales Rep) océfJIL,s

Lists all ACTIVE Opportunities with Close Dates between April 27 and May 31.

Can change the Close Date Range
DASHBOARD | OPPORTUNITIES | MESSAGES ACCOUNT DETAILS |  LOGOUT with the drop-down calendars

OPPURTUNITIES Close date between and Can select ACTIVE Opportunities
Show opportunities with status [ IRd or CLOSED Opportunities

Coman Name Oonuni Name Type of Sale Amount Close Date DoQ Winnin CF Close Last Updated .
Smith & Jones g e n RIC276000  13-May-11 B 27aoe11 (NEEWWOTESD Click >> to refresh page

Lasiter Inc. T RIc300,000 31-May-11 % % % 27-Apr-11 VIEW NOTES
Longfellow

B r Rersooo et K R 7o (NS Can create a NOTE for each Opportunity

RI/c651,000

[EF expoRT T0 EXCE .

DoQ = Degree of ' alification (]
CF = Confidence -actor

OPPORTUNITIES — con’t

To analyze a new Opportunity, click NEW OPPORTUNITY
To review/update an ACTIVE Opportunity

click on the Opportunity Name

An ACTIVE Opportunity is one that you are currently pursuing.

A CLOSED Opportunity is one that you are no longer pursuing.

Click Opportunity = Firefly
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Reviewing/Updating an ACTIVE Opportunity(Sales Rep) ocouUlLs

Opportunity = Firefly

Click UPDATE QUESTIONS to update your
guestion answers.

Click ANALYSIS to review the analysis.
DASHBOARD ' OPPORTUNITIES MESSAGES ACCOUNT DETAILS LOGOUT

OPPORTUNITY INFO Cwomeustons || s | ) o )| aascomomon |
Click EXPORT TO PDF to create a PDF of the

Owner: Denham, John An alySiS.

Click PRINT to print a copy of the Analysis

Opportunity Name *
R~ Click CLOSE OPPORTUNITY to close Firefly.

e of Sale*
-]
Closing date - actual or estimated *

5/13/2011

Date Opened
4/15/2011

Amount *

Re oo R

onttaones LT Opportunities are NOT deleted
they are closed.

Company Address
5600 South Service Road
Calloway, NC

Contact Name

Susan Jenson

Contact Phone #
947-555-3451|

Reviewing/Updating an ACTIVE Opportunity

Click CLOSE OPPORTUNITY
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Closing an ACTIVE Opportunity (Sales Rep) QC(SJIL,S

DASHBOARD

OPPORTUNITIES

Opportunity Name Firefly

Actual Close Date

[Cosea-won -1

5/13/2011

Amount

276000

Us

no comment

D
l CLOSE OPPORTUNITY

MESSAGES ACCOUNT DETAILS

CLOSING an ACTIVE Opportunity

Opportunities are NOT deleted
they are closed.

Support@OcculusSales.com

Closing Opportunity = Firefly
1. Select the Reason for Closing from drop-down box;
options are;
WON
LOST
CANCELLED
No Bid
Enter the Actual Close Date
Enter the Final Order Amount
Enter the Winning Vendor
Add any comments that are appropriate

LoGouT

This information will be displayed in the Opportunities page
when CLOSED Opportunities are selected.
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Reviewing a CLOSED Opportunity (Sales Rep) OCCUILS

From the OPPORTUNITIES Page select
the Close Date Range and CLOSED Opportunities.

You can select:
CLOSED - ALL
DASHBOARD ' OPPORTUNITIES ' MESSAGES ACCOUNT DETAILS CLOSED - WON
CLOSED - LOST
Close date between and CLOSED - CANCELLED
CLOSED UPPORTUNITlES Show opportunities with status [l R CLOSED - No Bid
Company Name Opportunity Name Status Amount Winning Vendor Actual Close Date CLOSED - Other
Smith & Jones Won R/c276,000 Us 22-Apr-11 AI"ChIVGd

Montreal Inc. Won R/c350,000 We wo 15-Apr-11
R/c626,000

@ EXPORT T0 EXCEL

DoQ = Degree of Qualification o
CF = Confidence Factor

Reviewing a CLOSED Opportunity

Click Opportunity = Firefly
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Reviewing CLOSED Opportunity = Firefly (Sales Rep) QC(':'JLS

CLOSED Opportunities are READ ONLY.

Il Dorad . . .
SRR SR If you wish to change some information about
s this opportunity you must REACTIVE it first..
1 UARD 0PPOR | ) 0G0
JPPOR | v uestons | A . Expo 0PI

T — Click RE - ACTIVATE
l"Dorad
LEARNING S Y STEMS
o
1 UARD UPPOR | 1 0G0
Opportunity Name

Actual Close Date

412212011

Amount

276000

Confirm you wish to Re-Activate this Opportunity.

Winning Vendor Us When an Opportunity is reactivated it is moved

Comments o comment from the CLOSED Opportunity list and placed in
the ACTIVE Opportunity list.

Fig 10: Reactivating a CLOSED Opportunity
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Analyzing a NEW Opportunity (Sales Rep) OCCUlLs

DASHBOARD ' OPPORTUNITIES ' MESSAGES ACCOUNT DETAILS LoGouT

OPPU RT U N I 'I' I ES Close date between 04/27/2011)E00] 05/31/2011
Show opportunities with status
Company Name Opportunity Name Type of Sale Amount Close Date DoQ Winning CF Close Last Updated
Smith & Jones g el ! RIC276,000  13-May-11 % 27-Apr-11 VIEW NOTES
Lasiter Inc. R/C300,000  31-May-11 % % ™ 27-Apr-11 VIEWNOTES

Longfellow 5 hn  RIC75000  31-May-11 X % 27-Apr-11 “VIEW NOTES

Industries

TOTAL R/c651,000

B EXPORT T0 EXCEL

DoQ = Degree of Qualification (]
CF = Confidence Factor

Analyzing a NEW Opportunity

Click NEW OPPORTUNITY
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Analyzing a New Opportunity ocCuUlLs

Enter data about the opportunity .
NEW OPPORTUNITY Note: The following information is required
(as indicated with a *)
Opportunity Name * Opportunity Name
20 characters max Type Of Sale
Close Date

Type of Sale (what are you selling) *
Amount

[Consutng —— -]
ate *

Close D
05/31/2011

Amount *

US|~
c Name Type of Sale:
20 enaracters max The Type of Sale in an important consideration as you use
Company Address different selling strategies when selling different types of
345 Heath Rd, SW 1
p— products and services.
Contact Name Occulus accommodates 7 different Types of Sale
Stephan Vlasic PrOdUCtS
Contact Phone # Softwar_e
Consulting
Contact Email Solution .
eHlasic@ABCInc.com Systems Integration
Notes Outs_ourcmg
Services

Select the Type of Sale that best fits what you are selling.
If you are unsure as to which Type of Sale fits best, click
the * ? ‘ for an explanation of each type and some examples.

Analyzing a NEW Opportunity — Con’t

Click NEXT when complete.
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Answering the Questions occulLs

The Occulus analysis of the opportunity is based on the
specific information you provide.

Please note that all questions UPPURTUN"'Y DESGR'PTIUN
WUST be answered before the

analysis can be run. A checkmark

appears nextto those categories

:f:gﬁf;lﬂu#:sa:insosavebeeﬂ 1. Do you know the Compelling Event that is driving this project’?. YOU WI” be aSKed a number Of mu|'[|p|e ChO|Ce ql;lesﬂons
¢ ves (TGN FURGERTAND i about the opportunity, the prospect and who you'’re
\ OPPORTUNITY DESCRIPTION 2. Do you know what problem(s) the Prospect is trying «. solve?. Competlng agaInSt'
PROPOSED SOLUTION im0 oM
ES NG ADD!
DECISION PROCESS Y - m
RELATIONSHIP 3. Do you know who is responsible within the Prospect's organization for solving these problem:
COMPETTION (ETD (RN | unceRTAN
ULH 4.|s this project part of or linked to another other project currently underway in the Prospect's If yOU are unsure as to What the queStlon IS aSkIngl CIICk
company?® S the * ? ‘ next to the question for a detailed explanation.
UNCERTAIN AL
5.1s the project funded?® i The questions are divided into 7 categories, each dealing
ves (RNGR (OGERTAND . with an important dimension of the sale.
6. Has the Prospect determined a vendor selection date (your opportunity Close Date) for the
project? . . .
N0 CORGERTAINY Occulus does not provide partial analysis and you must
answer all the questions in all categories. (The typical
Occulus user takes about 10 to 15 minutes to answer all

the questions.)

Select the answer that is most appropriate.

7. How important (what priority) is this project to the prospect?‘

8. Has a Statement of Requirements (SOR) been created for this project?'
YES
, e When a category is complete a checkmark will appear
9. To what degree has the Prospect defined the requirements of this project?

meoiom . (EWID (ORCERTARD LT next to the category.

10. To what dearee has the Prospect defined the broiect nhiectives’#.

. . . When you have answered all the questions, click NEXT at
Figure 13: Answering the Questions the bottom of the of the page to move to the next question
category.

There are 2 types of Occulus questions: ] ) ]
1. Absolute Questions (Yes / No / Uncertain) The analysis can not be run until all questions are answered.

Answer these questions based on the factual
information you have. DO NOT GUESS
If you haven’t asked the question, answer ‘Uncertain’

Relative Questions (High / Medium / Low / Uncertain
Answer these questions based on your judgement, make
an ‘educated guess’ if necessary

If you haven’t asked the question, answer ‘Uncertain’
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Please note thatall questions
MUST be answered before the
analysis can be run. A checkmark
appears nextto those categories
where all questions have been
answered. Thank you

. OPPORTUNITY DESGRIPTION
. PROPOSED SOLUTION

. DEGISION PROGESS

. RELATIONSHIP
 COMPETITION

 TIMING

Figure 14:

Answering the Questions occulLs

TIMING

1. Do you know why the Prospect is implementing this project now?.

YES

2. Have the project timeframes been deﬁned?.
o

? = the project on schedule
-

4. Do the decision makers agree with u.. ~'~<e Date for this project?.
(TESTD (T  vwceran . @A
5. What is the P! ‘sense of urgency’ (i n to act) with this projeur:

6. How would you rate the negative impact on the Prospect's business if this project was delayed or
cancelled?

ot (MEDIONT (VEGH FURGERTAI

7. Are there any internal issues that could stop or delay this project?.

NO

9. Are there any other projects underway within the Prospect's organization ¥ .at could delay this
project?.

Completing the questions

Upon completing all the questions (notice the checkmarks
Next to each category) you may view the results by
clicking VIEW RESULTS.

You will be asked to confirm that you wish to SAVE the
information you have entered, click YES.

A number of questions are ‘linked’ to other questions in Occulus.

Depending on how you answered a question, Occulus may automatically

insert a ‘N/A’ (Not Applicable) answer in a different question. You can not
override an Occulus inserted N/A answer.

If you change an answer that caused an automatic ‘N/A’ Occulus will remove
the N/A. You are now required to answer that question.

The checkmark will be removed from the category where the N/A was removed.

Support@OcculusSales.com
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Reviewing the Analysis ocCuUlLs

SUMMARY | SWOTANALYSIS | MISSING INFORMATION | ACTIONITEMS | VELOCITY CHART

OPPORTUNITY: New Opp Degree of Qualification (DoQ) = 70%

Amount: US$35,000 Closing Date: 5/31/2011
Date Opened: Last Updated:
4/28/2011 4/28/2011

Type of sale: Consuting y The analysis is divided into 5 parts;
cempany St b R, SW Cinon, 1. Summary:

Address
Contactname  Stphan Viasi A high level view of the Opportunity
Contact phone 764 555-3544 .
ﬁ:;::l:t e-mail sviasic@ABCInc com 2. SWOT-Ana|yS|S. -
Original Amount  USS35000 _Dgtalls of the SWOT analysis by category
Oceulus Forecast 5231 700 e 3. Missing Information:
This opportunity is qualified (). I | Information about the opportunity that is missing
However, additional information is required in order for you 0% 00% )
Retow e qyesions oo snewersd L1t or 2nd o or incomplete
the missing information. I I I | 4 ACthn |tems
Low Score High . . .
T, e W | A list of Actions Items to move the opportunity forward
Winning| 54% | 70% | 84% | . .
5. Velocity Chart:
WINNING /| CLOSING SWOTCHART . -
Tracks your progress with the opportunity as you

move it through the sales cycle. Note: the Velocity Chart

I I I I I is updated when you exit the Opportunity File
=

3
]

3
3

For details on how to interpret the charts and data, refer to the
Occulus User Guide.

Probability of Winning
]
2

»
3
2

You can print or export the complete analysis from your dashboard

g
E

20% 80%  100%

40% 8
Probability of Closing

Figure 15: Reviewing the Analysis
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Updating an Opportunity with new Information

DASHBOARD ' OPPORTUNITIES

OPPORTUNITY INFO

Opportunity Name *
20
pe of Sale *
Outsourcing -
clusm date - actual or estimated

Date Opened
41672011

Amount *

s Toooon R

ny Address

Contact Name

Please note that all questions
MUST be answered before the.
analysis can be run. A checkmark
appears nextto those categaries
where all questions have been
answered. Thank you

/ OPPORTUNITY DESCRIPTION
.~ PROPOSED SOLUTION

. DECISION PROCESS.

~ RELATIONSHIP

MESSAGES
wortonstons || warss | [ ewernome | cossovarron |

ACCOUNT DETAILS LoGout

Updating a Current Opportunity

OPPORTUNITY DESCRIPTION

1. Do you know the Compelling Event that is driving this projed’?.
s

2. Do you know what problem(s) the Prospect is trying to solve?‘
Vs AN

3. Do you know who is responsi
o

4.1s this project part of or linked to another other project currently underway in the Prospect's
company?

Yes
5.Is the project funded? { ]

Yes
6. Has the Prospect determined a vendor selection date (your opportunity Close Date) for the
project?

7. How important (what priority) is this project to the prospect?.
UNCERTAIN

hIGr N

8. Has a Statement of Requirements (SOR) been created for this project?’
YES

Updating the Questions

Support@OcculusSales.com

Sales Rep

From the OPPORTUNITIES page, click on the
Opportunity name, and the opportunity file is opened.

You can update the Opportunity Information or
update the question answers or view the analysis

From this screen you can:

- update the questions with new information
- view the current detailed analysis,

- print the detailed analysis

- export the detailed analysis

- go back to the dashboard

- log out

When all the questions for a category have been
answered a ‘check-mark’ appears next to the
category name.

OCCUILS

Scroll to the bottom of the page and click VIEW RESULTS.

NOTE: All questions MUST be answered for for the

analysis to be performed.
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Messaging ocaulLs

DASHBOARD ' OPPORTUNITIES ' MESSAGES ACCOUNT DETAILS

MESSAGES

SEND A NEW MESSAGE
Send a message to oo wESSkGE

Creating a MESSAGES

LOGOUT - .
Occulus has a built-in messaging system that allows

you to exchange messages to your manager

Click MESSAGES:
The Message page will appear.

In Figure 17, as this person is a Sales Rep (with no
Direct Report), the only person he/she can send
a message to is his/her manager.

Click, SEND MESSAGE

DASHBOARD ' OPPORTUNITIES ' MESSAGES ACCOUNT DETAILS

SEND A MESSAGE

Sending message to: Kavanaugh, Melissa

Subject

Hensall Opp

Message
Melissa,

Are you available next Tuesday at 3:00pm to meet with Roger Smith, VP of Operations at Hensall Inc?

Roger has a couple Of questions, that if we can answer we can close this deal.

Check this box if you also wish to send a copy to Melissa@EDLS.com via e-mail

Send Message

Creating a MESSAGES — Con’t

Support@OcculusSales.com

LOGOUT
Create the Message

Note that you can also send a copy of the message
to the person’s email, by checking this box.
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OCCulLs

4/14(729/ the sale;
Close the deal!




