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Find out
what’s new
in this
release

What is Sage ACT!

Sage ACT! is the #1 selling Contact and Customer Manager in the world with 2.8 million users, including
56,000 corporate customers!.

What is a Contact and Customer Manager?

A Contact and Customer Manager is a business productivity tool that's more powerful than e-mail systems and
spreadsheets, but easier to use, faster to get up and running, and less costly than a Customer Relationships
Management (CRM) solution. Fundamentally, a Contact and Customer Manager keeps all the details of your
customer relationships - phone numbers, e-mails, conversation notes, meeting and activity history, documents,
social media profiles, and more - in one organised place. It gives you a complete view of the people you do
business with, and empowers you to develop long-lasting, profitable relationships so existing customers keep
coming back and new customer referrals keep coming in!
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Manage relationships by keeping everything - contact details, emails, documents, social
media profiles, and more - in one organised place.

The #1 selling claim can be validated using three sources:
e Sage ACT! has more registered users (2.8 million) than any other Contact and Customer Manager worldwide.
e Sage ACT! has more corporate customers (53,000) than any other Contact and Customer Manager worldwide.
e Sage ACT!is ranked #1 in revenue and units sold, according to U.S. retail NPD data, than any other
Contact and Customer Manager on the retail shelf.

y —N ’




Find out
what’s new
in this
release

What New in Sage ACT! 2011

Sage ACT! is the #1 selling Contact and Customer Manager designed to help small and growing businesses
manage and engage with their customers, building long-lasting and profitable relationships.

Sage ACT! 2011 continues to build on its #1 selling contact and customer manager offering through detailed
customer and user feedback, improved business efficencies, automation of business activities, control and
access of your customer data and customer acquistion for small to growing businesses.

Key areas for development in this release are:
Control and access to your data

e ACT! Mobile Live - Access your data via the phone, online or through Sage ACT!

¢ Microsoft® Outlook Integration - Access your customer data from within Sage ACT! or Microsoft® Outlook

Target and acquire more customers

¢ Sage Emarketing for ACT! - Market to prospects or existing customers using the new editor making
customised communications easier to deliver

¢ Sage Business Information Services for ACT! - Purchase and target prospects or additional contacts within
businesses using information provided through Hoovers®

¢ Direct import from Excel - Import prospect and customer information directly into Sage ACT!

Efficiency and Usability

e Smart Tasks - Automate your business processes to ensure efficiencies and accurate customer data
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Naming and Brand Changes
Brand

Make contact. Build relationships. Get results.

Sage ACT! makes it easy for you to have meaningful conversations with customers by giving you an organized
view of the people you do business with.

Naming
ACT! by Sage Sage ACT! Pro
ACT! by Sage Premium Sage ACT! Premium
ACT! Premium with SQL 2008 Sage ACT! Premium with SQL Server 2008 Standard Edition

. . Product Mention
Brand Mention Product Mention . .
with Year and Service Pack
Sage ACT! Pro Sage ACT! Pro 2011 SP1 or SP2
Sage ACT!
Sage ACT! Premium Sage ACT! Premium 2011 SP1 or SP2
Sage Business Information Services for ACT! N/A
Sage Connected Services Sage Emarketing for ACT! N/A

ACT! Mobile Live N/A




Understand
out markets,
customers
and users

Product Positioning

Business
Maturity

Pre-Start Start-up & Trading

3
§ Entrepreneur with idea Owner does everything

Customers Customers

- Defining customers. Market research: product, - Focus on attracting & keeping customers

demand, price, place, promotion . - -
& & . - Marketing, contacts, opportunities, buiding a
reputation & getting paid
Finance Finance
- Projecting cash flow, P&L & balance sheet - Managing money in and out of the business: cash
flow, cash position & margins

- Indentifying sources of funds & &

People People
o
o - Understanding who will be in business. Learning - Potentially recruiting first employees
e about legislation and setting up systems & processes £ ) ¢ Jsal ibilit
2 to manage and comply - Ensuring can meet wage/salery responsibilities
% - Training and retention
T
5 Operations Operations

- Indetifying how to serve the customer efficiantly - Developing, refining & consolidating

and effectively

Supplier Suppliers

- |dentifying and selecting - Building relationships, paying for stuff
Future Future

- Focus on 1st year in business - Time constraints: planning + 1 month/QTR

- Creating business infrastructure: premises, insurance,
advisors, record keeping

Sage ACT! Pro

TAS TotalPayroll

FirstBooks

TASBooks

Mobile/Remote Access

Legislation Services - Health & Safety,
HR, Legislation Manager

Note: Functional Roles and Departments refer to responsibility for areas of management being delegated to people or departments by the business owner.



Product Positioning

SME Market Market

Growing

Functional Roles

Customers

- More marketing: prospects: customers: information:
money to chase

- Maintain service levels

Finance

- Need more flexibility, power and control

People

- HR management, more complex payroll,
liasing with government/compliance

Operations

- More systematic and unidue to the business
tailored solutions

Suppliers

- More suppliers, more payments to manage
more complex relationships

Future
- Financial planning & investment appraisal

- Planning timeline 6 months to a year

Sage ACT! Pro & Sage ACT! Premium

Established Customer
. /
Functional Departments User
\—_
Customers
- Roles based

- Deeper customer information

Finance

People

- Formalised processes for: recruiment and selection,
training and development, reward and incentive,
performance management, disciplinary & dismissal

Operations

Suppliers
- Batch end traceability

Future

Plus & Professional

Sage 50 Accounts,
1

Sage 50 People - Payroll, Professional & HR

Sage 50 Forecasting, WinForcast

TAS TotalPayroll

FirstBooks

TASBooks

Mobile/Remote Access

Sage 50 Online

1
Legislation Services - Health & Safety,
HR, Legislation Manager

Understand
out markets,

Business
Maturity

User

Challenges Faced

customers
and users

Note: Functional Roles and Departments refer to responsibility for areas of management being delegated to people or departments by the business owner.



Identifying Customer Business Issues Questions and Answers
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Functional Roles

Functional Departments

Who are
your typical
customers?

What will you
sell them?
What price?

What's the
key benefit?

What'’s your
sales message?

| am still
researching who
my customers
will be.

| am looking at
what prices |
will offer. The
benefits are...

| haven’t defined
my sales
message yet.

My customers
are...

My pricing has
been established
and | may review it.

The benefits of
my business and
its offerings are.

My sales message
is being refined.

We sell a number
of items, | tend not
to deal with sales.
We have structured
and varied prices
in place.

The sales person
deals with the
sales messaging.

We have a
sales department
and marketing
department
who deal with
products and
pricing. We
know who our
customer base
is. The sales
messages are
developed by
someone else.

Have you
identified who your
main suppliers
are going to be?

Do you know
what your trading
terms will be?

How do you
manage your
supplier
payments?

| am still looking
for suppliers.

No terms are
set up yet.

| will pay the
suppliers.

My suppliers
are set up.

| have standard
trading terms of
30 days.

| pay my suppliers
myself.

My suppliers are
established and
we have dealt
with them for
some time. We
are always looking
for better deals.

We have 30/60
day payment
terms. Another
person pays
the suppliers.

My suppliers are
established and
we have dealt with
them for some
time. We are
always looking
for better deals.

We have 30/60
day payment
terms. Another
department pays
the suppliers.

How many of
you are there in
the business?

Will you need to
employ anyone?

Have you looked
into what you
need to do to
comply with the
law?

[t will be myself
setting up or
maybe one other.
| may employ
someone once |
am established.

| am looking or |
need to look into
the law around
employment.

| am the owner
manager. | will
be employing
someone when
| expand.

| have looked into
the law around
employment.

We have several
people working
here. We are
stable and not
growing at the
moment. We
may be taking
people on soon
or in the future.
Another person
looks at all of
the law around
employment.

We have a large
number of people
working here.
We are stable
and not growing
at the moment.
We may be
taking people

n soon or in the
future. Our HR
dept looks at all
of the law around
employment.

Have you
produced a
business plan
(cash flow, P&L,
Balance sheet)?

How are you
going to fund the
business?

| haven’t produced
aplan, | am
starting a plan,

| want to start
planning, | am
planning currently.
| need to secure
funding.

Business plan has
been made and we
now refer to it and
measure ourselves
against it. We
haven’t made a
plan. We have
funding in place.
We are looking
for more funding.

We have a
P&L sheet.

We have a
business strategy
which we aim
towards. The
P&L is looked
after by an
individual here.
The business is
self funding
through profits.

We have a
business strategy
which we aim
towards. The
P&L is looked
after by a
department here.
The business is
self funding
through profits.

What will your
operational set

up look like?

Operations

| think it will be
just me working
in an office/
premises/home.

We have
premises
secured.

We have one
person looking
at operations
as part of their
bigger role.

We have
operational
heads in each
department.

How will you
future proof your
business?

| am planning a
sales forecast.

| haven’t planned
anything yet.

| need to plan.

We forecast
a month to
a quarter in
advance
that’s all.

We have a
forecasting
process which is
looked at every
month and
quarter.

We have a
forecasting
process which is
looked at every
month and
quarter.

We plan several
years in advance.



Drill down using closed questions
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Functional Roles

Functional Departments

Consider which closed questions you could use to drill down and discover at which
stage of the life cycle your customers sit.

Do you already
have orders in
place?

Are you expecting
any cash buys?

Do you use

the internet to
market your
products/service?

Do you use
that to record
details of your
customers?

Are you able
to attach

personalised
illustrations?

Would you

like to create
customers profiles
so that you can
create specific
promotions for
them?

Will you use
a range of
suppliers?

Have you already
bought any stock?

Do you use
(suppliers name)
all the time?

Would you want
to see exactly
what each
supplier would
charge for each
order at a glance?

| am assuming
you would
want to record
the discounts
you could take
advantage of,
am | right?

Are you wanting
to trace the parts
of that product
back to each
supplier?

Since you are not
going to employ
anyone are you
comfortable with
completing your...

Will you be placing
private adverts
for that role?

Have you
established a
recruitment team?

Do you have an
internal Payroll
function?

Do you currently
store those
processes
electronically?

Have you
established a
version control
system for
those?

Are you going to
record those
details manually?

Will you be using
anything else on
top of your bank
statements to look
at your money in
and out?

Would you

be able to say
exactly how
much cash you
have available
at any one time,
to meet those
unexpected
costs we've
talked about?

Operations

Have you already
got that in place?

Are you planning
to outsource that?

Will you employ
someone to keep
your financial
records up to
date?

Do you plan to
employ any more
people in the
next 12 months?

Have you created
your Business
Plan yet?

Have you seen
the Sage Planning
for Business
product?

Are you aware of
the free product,
Sage Invoicing,
that you could
download today?

Would you say
that you plan for
about the next
12 months?

Have you ever
come across the
product Sage 50
Forecasting?




Get
comparison
tables

Core Proposition

Product / Service Target Market, Key Buyers, and Needs

Target market: 1 - 9 employees with a workgroup size of 1-5 users
Sage ACT! Pro Key buyers: small business owners and independent professionals
Needs: get organised, increase sales, improve marketing/
communication, and share information

Target market: 10 - 49 employees with a workgroup size of 5-19 users
Sage ACT! Premium
(available with or without Microsoft®
SQL Server® 2008 Standard Edition) Needs: get organised, increase sales, improve marketing/
communication, and share information

Key buyers: small businesses owners, salespeople, and sales managers

Target market: 1 - 49 employees

Key buyers: small businesses owners, individual professionals,
Sage Business Infomation Services for ACT! salespeople, and marketing professionals

Needs improved data quality, new prospects/leads, and better
intelligence on prospects

Target market: 1 - 49 employees

Key buyers: small businesses owners, individual professionals,

- i [
SR I G DI and marketing professionals

Needs: e-marketing

Target market: 1 - 49 employees

ACT! Mobile Live Key buyers: small businesses owners, individual professionals,
(until December 2010 then Sage Mobile for ACT!) and sales people
Needs: mobile access for common devices

10




Get
comparison
tables

Product Tier Differentiation

Sage ACT! Pro Sage ACT! Premium

1-10 Users 1-100+
Mobile Access Online and Mobile Access
Standard Security Enhanced Security
Price / User Team Administration
Price / User

Sage ACT! Pro 2011 - Get Started with ACT!

e 1-10 Users only

¢ Onsite and mobile solution

e Target Market - Small Business Owners and Sales Professionals

e Office Based and Remote workers (Local Area Network and Virtual Private Network)

e Standard Security

Sage ACT! Premium 2011 - Increased scalability, users and Functionality

¢ 1-100 + users

e Onsite, Web and mobile solution

e Target Market - Solution for Small Businesses or Divisional Segments of larger organisations

¢ Office Based and Remote workers (Local Area Network, Wide Area Network and Virtual Private Network)
e Team Reporting

e Enhanced Security

e Team Administration




Up the range Features

Number of Users

Contact and Customer Manager Functionality
Windows® and Mobile? Access

Web Access

Standard Security Settings

Enhanced Security Settings

Group Scheduling Functionality

Dashboards and Reporting with Team Views

Advanced Administration and Sync Options

ACT! Premium For Web Differences

ACT! Premium for Web is a method customers can access ACT! via an internet browser (web client), without

1-10

Get

comparison

tables

Recommended for teams!

1-100+

having to install any software on the machine they are using. With it still requiring access to a copy of ACT!
installed on a machine, there are a number of differences in the way functionality works and gaps. These

differences are:

e Accounting Integration - This only works today with ACT! and ACT! Premium installed locally. Note: Due to

technology limitations, it’s not possible to link the new Accounting Integration with ACT! Premium for Web

¢ Handheld Sync - The mobile handheld synchronisation links currently only work with ACT! and ACT!

Premium installed locally
e Add Document Shortcuts
¢ Availability Tab in Calendar
¢ Edit Existing Queries
e Lookup Indicator
¢ List Edit Mode
e Quick Print
e Dynamic lookup menus

e Some iCal functionality

2 Requires additional subscription.

12



Features & Benefits

Get qualifying
information

I N S

ACT! Mobile Live

Is a online based mobile service that delivers your
customer data held in ACT! to your phone. Working
with the latest Blackberry® and Windows Mobile®
devices you’ll have access to contact, calendar,
meeting notes, conversation history and upcoming
activities information at the touch of a button.

Microsoft® Outlook Integration

Sage ACT! manages all the details of your business
relationships and Microsoft® Outlook® manages
emails, basic contact details, and meetings across
your team. Integrate your Sage ACT! and Outlook
contacts and calendars up to date.

Smart Tasks

Is a workflow tool that automates activities
within your business, saving you time, money
and providing greater data control.

Sage Emarketing for ACT!

Is an online email marketing service that enables
you to build and send marketing campaigns, using
and adding to Sage ACT! information. Capture
leads with web forms on your website, nurture
those prospects automatically with Drip Marketing
plans, and quickly identify your hottest leads using
a ranked call list that tells you which prospects
are most interested.

Sage Business Information Services
for ACT! (powered by Hoovers)

Is an online service that provides you and up to
date view of your customers business and pulls
highly targeted prospect lists from Hoover's™
and puts them into Sage ACT!

Access to your customer data wherever
you are, whenever you need it.

Capturing prospect and customer
information through your phone or
online whilst on the move.

Keeping up to date with customer
developments whilst your on the move.

Having the same contact and calendar
data available and accessible from both
ACT! and Microsoft® Outlook.

Control of data sharing between ACT!
and Microsoft® Outlook.

Accurate up to date information available
in ACT! and Microsoft® Outlook.

Automation of key activities saving time
and money.

Data Control within your business by
ensuring the right data is inputted at
the right time.

Customisation, designing and using
processes that match your businesses
customer management strategy.

Nurture prospects automatically.
Quialify your sales leads.
Get more detail on your customers.

Grow your prospect database.

Build highly targeted prospect lists
based on selected criteria.

Find and import key company contacts.

Enhance what you already know about
contacts and companies.

Be in the know on the latest
company News.

| need to be able to access my latest
customer data in real-time whilst I’'m
on the move.

| need to have access all the time to
up to date contacts and calendar
information via Microsoft® Outlook
without having to use ACT!

| need a solution to ensure customer
management processes are followed
and enforced, by making sure the
correct tasks followed and data inputted.

| need a marketing and lead
generation solution thats easy and
simple as | don’t have a marketing
department or the time to spend
doing this.

| need to get more new customers into
my business and | struggle to find the
right data at a cost effective price.



Get qualifying
information

SBD Customer Product Benefits - Up the range
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Get up and Running...
Easy to setup . o o o . . . . o
View Video demos . . . . o . o . o
Easily Correct o o . . o o . . .
LearnIn o B .
Free Telephone Support 45 days 45 days 1Year 45days 45days 45days 45 days 45 days
Free Email Support 45 days 45 days 1Year 45days 45days 45days 45 days 45 days
Free Elearning 1Year 1Year 1VYear 45days 45days 45 days
Manage Your Customer Relationships...
Contacts ° ° . . . ° ° ° .
Secondary Contacts o o . o .
Groups & Companies o . o B . . o o o3
Audit Trial (Notes and Histories) o o o . . 0 o o o
Document Management (Documents tab) . o . . o
Sell More....
Lead Management (Opportunities) o o
Market effectively to Prospects and Customers...
Mail Merge o B . . o o .
Sage Emarketing for ACT!“ . o
Find Information Easily...
Lookups o o o o o o .

Advanced Queries o o

3 Companies only
4 Requires Additional Purchase
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SBD Customer Product Benefits - Up the range
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Measure Resutls...
Reports
Dashboards

Personalised to your business...

Customise Fields and Layouts

Smart Tasks

Keep track of your products and services

Keep track of your employees

ACT! Integrates with Sage Instant Accounts o

ACT! Integrates with Sage 50 Accounts o o o
Integrates with Sage Additions ©

Microsoft Outlook

Windows Live, Lotus Notes, Eudora

Integration with Social Media

Sage Business Information Services for o o

ACT Mobile Live . o

5 3 Analysis Codes can be customised only
6 Additional purchase required

Customer Management products closer to the left of the table are designed to provide a deeper understanding of your customers.

Accounting Products closer to the left of the table are designed to be easy to learn and user, for owner managers with limited accounting experience.

Sage 50 Accounts Plus

Get qualifying
information

Sage 50 Accounts Professional

Accounting Products closer to the right of the table offer customers more depth and flexibility, in a given area, that those on the left. They provide a clear

upgrade path for increased operational and management needs
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Get qualifying
information

Compare Versions

ACT! by Sage 2005
ACT! by Sage 2006
ACT! by Sage 2007
ACT! by Sage 2008
ACT! by Sage 2009
ACT! by Sage 2010

Sage ACT 2011

Multi-select Values and Customisable Drop-downs

Rich Text Formatting . . . . o o .

Attach Documents to Activities, Notes, and History . . . . . . .

Company Records with Contacts Linked to
Companies

Five Calendar Views, including Daily, Weekly, and
Monthly

Sales Opportunity Features, including the Opportunity
List View, Instant Quotes, Sample Sales Processes, o o o o o o o
and a Graphical Sales Pipeline

Preformatted Reports o o o o o o o
Export to Excel® . . . o o o .
Query-based Sync . . . o o o o
Customsable Opportunity Field Names and Types . . o o o .
Citrix® and Terminal Services . . . . . .
Automatic Database Backup and Sync . . o o o o
Last Email Field . . . . .
Specify Linked Contact and Company Fields . o o o o

Security Features, including Field-level Security and
the Ability to Secure Notes, History, and . . . . .
Opportunities en Masse

Graphical Activity, Opportunity, and Admin

Dashboards ¢ ¢ ¢ ¢
Duplicate Checking by First and Last Names . o o o
Group and Company Features, including Duplicate . . . .

Checking and Advanced Queries

16
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Get qualifying
information
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Compare Versions
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Related Contacts .
Microsoft® Outlook Email Integration B . .
Outlook Rules . o o
Social Media Integration . o
Sage E-marketing for ACT!” . .
ACT! Mobile Live 7 . .
Reports View o o
Simplified Navigation . o
Welcome Page . o
Customisable Opportunities . o
Smart Tasks .
Professionally Designed Email Marketing Templates @ .
that Complement Smart Tasks
Sage Business Info Services for ACT! 7 o
Sage ACT! and Outlook Contact Sync .
Sage ACT! and Outlook Calendar Sync .
Sage ACT! and Outlook Contact and Calendar Sync .
in Sage ACT! Premium (access via web)
Direct Import from Excel o
Re-designed Welcome Page with Featured Videos o

Security that Prevents Sensitive Email History from
Attaching to Sage ACT! User Records

7 Requires additional subscription.
8 Requires a subscription to Sage E-marketing for ACT!.
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Integration Enhancements

Sage ACT! 2011 builds on a history of relevant integrations that increase productivity and maximise your
investments. Below is a list of integration features introduced since your version.

megioteaes v a0 208 3507 2088 300 2010 207
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