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Release Overview
Significant improvements are delivered with the Spring ‘21 release.

With shared account questions in Altify Account Manager, users with different roles
working with different account plan types can now instantly share important
information relating to accounts and account divisions. This will drive efficiency and
consistency in your organization’s interactions with customers.

For organizations that do not engage with potential opportunities in Account Manager,
a simple setting now exists to remove unused screen estate from the interface across
the product and bring clear focus to the current and won opportunities that you work
with. In addition, a number of small but valuable changes, such as capturing comments
about competitors in the market landscape view, enhance the user experience of
opportunity maps.

Sorting of prime actions is now possible in Opportunity Manager, allowing you to
quickly analyze the open and completed actions for any opportunity.

In Relationship Maps, we have introduced quicklinks in contact information panels
which can easily be configured to link to customized pages that provide data specific
for the contact. Also, this change paves the way for Kapost users to surface customer
specific content in their relationship maps. The increased number of contacts
displayed when importing contacts improves usability when managing large customer
accounts and opportunities.

For organizations with Altify Max, the Suggested Target content shown for contacts on
the relationship map is now configurable and translatable. By editing and creating new
Max insights you can customize the sales guidance that is presented to your users so
that it aligns exactly with your organization’s relationship management strategies.

A major step is taken toward resolving the difficulty of including non-license holding
users in T&Is. A named T&l admin is notified when users without an Altify license are
added to a T&l, allowing the admin to perform a quick and guided process to set up
and validate the user’s access.

Finally, with reporting we are providing a swathe of new scoring statistical fields to
enhance your organization’s reporting of account and opportunity completeness.

Watch a video describing the key changes delivered with Spring '21.



https://help.uplandsoftware.com/altify/help/v9.8/Common/Enhancements.htm
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Summary of all changes
The following lists outlines all the changes introduced with Altify 9.8:

Account Manager

Sharing account answers — share account information instantly across your
account plans.

Accessing segmentation help — direct access to segmentation guidance from
relevant areas of Altify Account Manager.

Capturing competitor comments - record additional information about
competitors in the opportunity map with a new comment feature.

Turning off potential opportunities — remove potential opportunities from
specific account plan types.

Reading blocked intersection messages — messages in blocked intersections of
an opportunity map are no longer truncated.

Accessing Opportunity Manager — users can now easily navigate from an
opportunity in the opportunity map to the relevant page in Altify Opportunity
Manager.

Opportunity Manager

Max

Sorting actions for an opportunity — sort opportunity actions according to any
column heading.

Quicker completion of prime actions — a minor change has speeded up the
process of marking an action as complete.

Translating or editing Suggested Target insights — use Altify Max to translate,
edit or create new contact insights on a relationship map.

Test & Improve

Inviting users without Altify access — a new streamlined process for inviting
Salesforce users, who do not yet have an Altify license, to T&ls.

Relationship Map

Surfacing links in contact information panels - show links to useful resources in
a contact’s information panel, including links to customized pages with contact-
specific information.

Hiding long salutations - salutations of more than five characters hidden so
that contact information is not obscured.

More contacts displayed when importing — up to 200 contacts now displayed
when importing in a relationship map.
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e Removing Opportunity filter from Import Contacts dialog — simplify the Import
Contacts dialog on relationship maps for accounts by removing the Opportunity
filter.

Core product
e Visual of indication of exceeded text limit — users are made instantly aware
when a text limit is exceeded and cannot save until they have rectified the issue.

Reporting
® New account and opportunity completeness fields — new percentage score and
statistical fields are available to inform reporting.
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Account Manager
New user functionality

Sharing account answers

All members of the revenue team can now access the same important account

information, and that information can be structured and displayed in ways that are
appropriate for different roles.

The same Altify Account Question can now be shared among different Account Plan
Types. In the example below, the account question ‘Customer Business’ is shared by
Enterprise and Portfolio plan types.

For example, an account executive provides an answer in an enterprise account plan...

Pian Details Row Details
? Goal and Growth Strategies v Acme - 14%
Section 1
> Customer Profile
Vv 1. Customer’s Business © Lt Mestifind 4733 2031
> Customer Success
Dataile

Larerm ipsum dolor sit amet, consectetir adipiscing slit, sed do elusmod
tempor incididunt ut laboee ot dolore magna aliqua. Ut enim ad minim
veriam, ques nostrud exerctation ullarmco labons nist ut aliquip ex =5
LOMMOYOD Conseiuat

Miachment

The answer is automatically displayed for the same question and account when a
customer success manager looks at a portfolio account...

,\ } I ©r Acm T Pocticiin Accowenns] | o U 200,00 0 8 Setting & ?

Plan Detalls Row Details
> Goal and Growth Strategies v Acme o 17%
V1. Customer’s Business © Last Mowifind 4 /132021
Dutaih

Lorern ipsum dolor sit amet, consectetur sdipescing elit, sed do eiusmod
tempor inCidhdunt ut labore st dolore magna abiqua. Ut enim ad menim
veniam, qus nostrud exercitation wlamco laboris nis ut aliqusp ex oa
cormmodo conseguat



@ upland

Accessing segmentation guidance

Links are provided in Altify Account Manager that give direct access to a topic in the
help center which explains how and why segmentation is applied to accounts and
account divisions. The links are on the Account Summary launchpads on an Account

record and on the Overview tab of an account plan, and in the opportunity map (as
highlighted below).

Freeze Panes Plan Total

T Import opportunities

Account Mgr

Mg ANCASTER INC
B A Av . usD *
Segmentation gq USD 863,908.94 BN usD40978244 EN uso:
Blg ANCASTEF Asegment v USD 2,700,000 BEl uso 1,000,000 EN uso:
B & AYB8Segment USD 3,704,782 EEN  usD 1,450,000 usD ;

C Segment

Adding comments to market landscape
Users can now add comments to intersections in the market landscape view of the
opportunity map. This helps to capture additional information about competitors.

-
Renows on Share
a0 Upland Aty 7/10/2027 & 3000000
Ticker Competitor Renews on Share Commenty
s
Cam Salesfor 28 ]
v rcos g 8/3/2027 &8 4000000 -
| &0
IBM e Inteenations] Business Mochine 1252712021 3 2,000,000 L
.
Save

Viewing blocked intersection messages in full

The user inputted messages on blocked intersections are no longer truncated — as
shown in the example below.
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Freezo Panes Plan Total = 3 Import cpportunities View Vakue v usD

Account Mgr © & Corversation Mgr

B A A = USD 3,570,000 [ 14 | USD 500,000 LUSD 500,05
USD 863,908 94 Bl usou0978244 Bl usD1041265 1527

B ANCASTER ENGINESHIN USD 2,700,000 Bl uso1oc0000 USD 100,000 BN usoiswp

B A A 3 USD 3,704,762 EGR  usD 1450000 USD 142,000 Bl usDw6o.78

B AncasTER sERvIcEs USD 4,500,000 El uso3.000000 =3 rm iprmurn dofor wit arm USD 1.500,0

USD 680,000 [t USD 680.00¢

B AAY

Access to Opportunity Manager
From the Current or Won tabs in an opportunity map intersection, a user can now click
the link to go directly to the opportunity in Altify Opportunity Manager.

Potentia Currant War Markit Landseans
Name Opportunity Manages unt Amount Stage Clase Date %
51271202

Ancentne Eoploeeing - 200 Erterpise Licene GUXQ.QHUM!WM Ancaster Erginmurnng USDHSO.000  Reguvsmants 3%, /
< £ ’;'J_ILQD:‘::".\‘!UIV:;‘QD:&C! Ancaster Ergineering  USD 00,000 TagetQualfied  11/16/2021 15% /'

ey Commodities - 250 5 vear Submiriptiorn Ga 10 Ounodtunity Mangger  Ancester Commodities  USD 75,000 Terpet Sedectnd  8/11/2021 o 7
Aneastsr Convradithes - 120 Eoucaticnal Literses Soi0 Opoonucity Marsget  Ancaster Commedities  USD 75000 Targat Sclectad 118/2021 30% /
(0 Usory, Frammum Supoort 1 Goio Oooodtunty Maneger  Ancaster Technologies USD 15.000 Tarpet Solected 5122{2021 ’ 4

Showing 5 residts

This column is only displayed to customers with an Opportunity Manager license.

New functionality to be administered

Sharing account questions

Previously the relevant plan type was defined on the Altify Account Question
record. Now a new ‘join’ record, the Altify Account Plan Type Question, allows you
link an Altify Account Question with the Altify Account Plan Type. In this way you
can make a single account question appear in multiple account plan types. On the
Altify Account Plan Type Question, you can also configure how the question is
displayed (in terms of order and the section) in the associated plan type.

To create an Altify Account Plan Type Question, go to the Altify Account Plan Type
Questions tab.
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le Groups Files Leads Accounts Contacts Opportunities A!dfy Account Plan ‘ly-pe Questions 8. {71

- Altity Account Plan Type Guestion Edit

& Portfolio Accounts PPAQ_1

11 Altify Account Plan Type Question Edit ‘Save  Save & New Cancel
(5] Information
au Sort Order [ ]

Plan Type Question Name | Portfolio Accounts PPAQ_1
Account Plan Type  Portfolio Accounts
Account Question I p’pA’Q’J’ S Q_J
Saction Heading Secbon One v

Save | Save & New; | Cancel
For assistance with configuration of your account questions, go to the online help
site for admins.

Switching off potential opportunities

To switch off potential opportunities in all account plans of a particular type, simply
enable the setting Disable Potential Opportunities in the relevant Altify Account Plan
Type record — as shown below.

Altity Accourd Plan Type Cuntomere Fage | Pratatio View | Hop for thes Page U
*& Enterprise Account Plan
Notes & Attactynents (91 | Attify Account Pan Questions i34] | Plan Type Sciwtions (U] | Aty Account Questioos (341 | Cootent Tracsiabicrn (9
Altify Account Plan Type Detail Edit  Delets | Clone Sharing |Clone Plan Type | Export  Losd Feport
Plan Type Name  Enterprise Mccount Plan owner B, Doral Kavanagt [Change!
Inective CompariionJSONFileName

Tab Onw Label Alstyld  D0DIROLO0O0Yo REEAC-2480H00000GmMSFOQAM
Tabs One Sre Disable Potential Opportunites v

Tali Tweo Latinl
Tab Two Sre

Tab Tnree Label

Tab Three Sre
Tabh Name Ust - Oveeview, PlanDatalis, Opporturetybap, Objecthvn,
Testimpraove
Crested By Donal Kavanogh, 4(16/2021, 451 AM Lest Modified 8y Dooal Kavaregh, 4/19/2021. 3:40 AM

Edit Dwiste  Clone Sharing Clome Pln Type  Export  Load  Report


https://help.uplandsoftware.com/altify/help/admin/v9.8/AM%20Admin/Plan%20Unit%20Questions_1.htm#_Toc430183598
https://help.uplandsoftware.com/altify/help/admin/v9.8/AM%20Admin/Plan%20Unit%20Questions_1.htm#_Toc430183598
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Opportunity Manager

New user functionality

Sorting actions for an opportunity

You can now sort the actions that are displayed on the Actions tab in Opportunity
Manager. The actions are sortable by any column - such as Status in the example
below.

A\ Opportunity Manager e User Op ORE
it i B Asse nt & = t 2 Actions (®
Open Actions \ Create Actior
Subject Comments Acti... Co... Due date Ow.. Priority Stn\fa‘ T
v Meet with Don to And check for Don's man Retne Don F 4/30/2021 Larry Normal Not Started 8 /7
v Triage unique bus... UBV is close, but we nee. Prove . Monic 4/30/2021 Larry Normal Not Started o
v  Confirm obstacle Obstacles should to favoe Emph Chrsti 4/21/2021 Larry Normal In Progress 8 /7

Completed Actions

Quicker completion of actions

A small change is made to speed up the process of marking actions as complete. When
the user clicks the tick next to an open action, the Status field is automatically set to
‘Completed’ in the Edit Action dialog that is displayed.

Gt Clara's mput on Insight Map

* PRIME Action

Retrieve missing mfarmation

Owrw
Donel Kavenagh
antuct
Clara ‘Wikson

* Stanny

Completed

Due cate

11/25%/2028

....... 1Tty

10
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Altify Max

New user functionality

Access contact insights customised for your organization

A user can now access customized or translated Suggested Target content on an AM
or OM relationship map.

An example of Suggested Target content translated into French is shown below.

Adaptability & External
Unknown

DETAILS ACTIONS (0) INSIGHT (0) TEAM RELATIONSHIPS DECISION CRITERIA (0)
Notes
a
e Thomas Bangalter
Attributes
® A U =
Inner Circle v DecisionM... ¥ Enemy v No Contact V
e e v | Corey Trevor is a Suggested Target
Padro Winter Danlel Goidsteln

Animion “Ce décideur ou approbateur ne vous assiste pas, ot vous ne i'avez pas identifié toute personne qui les
influence, Action: "Vous devez découvrir qui influence cette personne et vous assurer de prouver Ia valeur de votre
solution & toutes les personnes impliquées dans cette décision d'achat”

Ol E Q| E
Relationships

Reports To Influences (0) influenced By (0) Conflicts (0)

New functionality to be administered

Setting up editable and translatable contact insights

Contact insights, displayed as Suggested Target content on relationship maps, are
now available to Altify Max customers. As with existing insight scopes, contact insights
are accessible through the Knowledge Domain (as shown below).

11
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Knowledge Domain /

0

Opporiunities Contact Details

ope 9 InSIgMs in 1 stopes

On clicking through, the scopes for AM and OM are displayed, where the
corresponding JSON files can be uploaded. After uploading, contact insights can be
created, edited and translated in the same manner as opportunity insights.

5 il
All Contact Details (AM)

All contact detain (AM)

I’

Note: Contact insights are not included in the Max email notification system.
Therefore, the Notify toggle (shown above) does not have any affect when activated.

The final step is for the administrator to enable their new or edited insights in their org.
This is done by activating the following Altify Core Setting: Enable Max for Contact

Insights.

12
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Test & Improve

New user functionality

Inviting users without Altify access

Users can add non-license holding Salesforce users to their Opportunity Manager or
Account Manager T&ls without concerns regarding access. When a user who does not
have an Altify license or permission set is added to a T&l, an admin is notified and
guided through the quick process of setting up the user with the necessary license and
permissions so that they can access the presentation.

Schedule Test & Improve Event

*Subject
This user requires additional access permissions
for this T&L Your Salesforce T&I Admin will be
*Location notified to make these changes.

Test & Improve for test

Enter meeting location

8k

2 Standard User @

*Date * Start Time (GMT+1) * Duration
4/26/2021 & 06 : 00 PM 60 mins v
Call / Web Details

Conference call information for remote attendees

Notes

Anything else that's relevant

Cancel

In Account Manager, a user is automatically added to the account plan team when the
T&I organizer sends the invitation. This is an additional enhancement delivered with
this release.

New functionality to be administered

Setting up T&l access for non-license holders
A designated T&l administrator is responsible for organizing access when a non-
license holder is added to a T&l.

The T&l admin’s username is recorded in the Altify Core Setting TANDI Admin
Username. This admin receives an email when a user without the relevant license,
permission set (AM or OM) or opportunity access (OM only) is added to a T&l.

Below is an email example.

13



@ upland

Allocate licenses for user Tony Webster (twebster@example.com)

I Donal Kavanagh <dkavanagh@uplandsoftware.com> |=_|7'

15:50

To: Donal Kavanagh

Click to go to the admin page to allocate licenses for user Tony Webster

On clicking the link, the admin is brought to a Salesforce page with links to the relevant
set up tasks, validation of those tasks (‘Completed’), and guidance on testing the
user’s access to the T&l. From this page, the admin can also send an email to the
invitee prompting them to test their access. This email is also received by the T&l
organizer.

The following is the task page for an OM T&l.

Aliocate Altily licwnas to User

o1 I CO0er 10 Frant AC0ess 106 INK wsar and 10 PaNerate a 10dl Lk Deow. Please refresh the page to refloct the changes

And the following is the task page for an AM T&l.

14



O upland
&% - -

—
Mcmmun,, 7 Reporms O Chew  File  Froducts

Alucate Anify licesie 10 Usar

SINEE Ut reguires an Actount Manager Loemee 10 te Miccates
Thers drs 8 Accoen] Manuge! Boermes svilatie

Assign miaing Artity Rosrie Buomirete ()
Aaaign Liss Fermissdon el mcompate

) OO0%¢ 10 1661 D00 SCCE%N 10F TN Lt

* Syt copy the teel ik delow |Cish t9 Cogryl

o Thest Spen Uhe s 00nd R0 10 N I us SLandary L

o Fate 1 Copid AN D @ 1ew 120 20 View 111 S Lrer s 3Toees 10 s TR

LD O - P SO MU GATIOA U0 AUA TOrE COM A Moundationd00r e L5 Tanal_anp e s 183 0000020C YA DALAT NG 0=a  E3FO0000LSEOMILAL

CHER Sowrw 1 Latgin e SLancasd Unie

eoet trwite il

For more information, see the following:

¢ Allocating permissions for access in Account Manager

e Allocating permissions for access in Opportunity Manager

Fhoabe S W myasing ANy Lo stndd Durmdis bon sat o onthe b goant scosh 100 U what and b0 e titali o S0 Lk beov Please refresh the page to reflect the changes

15


https://help.uplandsoftware.com/altify/help/admin/v9.8/AM%20Admin/Allocating%20permissions%20for%20access.htm
https://help.uplandsoftware.com/altify/help/admin/v9.8/OM%20Admin/Allocating%20permissions%20for%20access.htm
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Relationship Map

New user functionality

Access links in contacts’ information panels
Users can access links to useful resources in a contact’s information panel. These links
can be configured so that they point to a custom page with information specific to the

relevant contact.

sarch

= ﬁ&,‘_

Charsed Undcierwoog

Pragoont & CED

090

contacts &)

Charles Underwood
President & CEOQ

Extornal

No

Department
Executive

Persona

CEO

Adaptability

Pragmatist

TEAM RELATIONSHIPS

Quicklinks /

B 2500 Marketing material for the C2500x

ACTIONS (0) INSIGHT (1)

DETAILS

Notes

-

Hiding long salutations

An issue was occurring whereby contact information was obscured when a long
salutation was recorded for a contact. Now, salutations of longer than five characters
are not displayed in a relationship map.

A salutation of greater than five characters...

Contact Edit

Contact Information
Contact Owner
Salutation
First Nams
Last Name
Account Nams

Tithe

Save  Save & New Canced

adimin betaspr21 ’ Phone  (212) 555.5555
Mabile

Carlos Emall info@salesforce.
| Tomiin Reports % Howard Jones
l Acme Q)

VP Customer Suppart

The salutation is hidden on the relationship map....

16
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o

Me. Howard Jones
Buyer

O

Mr. Edward Stamos
Prasidant and CEO

2

s, Toya Albright

~

P

Carlos Tomiin
VP Customer :..x;.p:'l\

More contacts displayed when importing

The maximum number of contacts displayed when importing contacts into a

relationship map is increased from 50 to 200.

Import Contacts

Setect the contacts you want to smport to your map

mlodisalesfarce com

ONTACT
@ Carole White
@ Geoff Minor

mnfoi@salesforce.com

New functionality to be administered
Setting up rel map quicklinks

SEARCH  PERSONAS
Search Account Divesson
Search by nama, title, « Global Media x Nomne
Altity wuggesation Kuy Playors Mentors and Supportens High Coverage On Map Hide
A REPORTS TO JEPARTMENT

coodacts abe

Cpparunay

»

iy sdded |
ACCOUNT

Global Media

Global Media -

Carncel

An administrator can set up a quicklink to be displayed on every contact’s information
panel by creating the necessary Altify Quicklink record and setting Relates To to

‘Contact’ (as shown in the example below).

17
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Altify Quickiink
C2500x

« Back to List: Contacts

Altify Quicklink Detail Edit | Delete Clone | Sharing
Quicklink Name  C2500x
Type Link

Link  hitps:/mycompany.com/marketing/c2500x.him
Relates To  Contact

Description  Marketing material for the C2500x
Created By Donal Kavanagh, 4/20/2021, 8:32 AM

Edit Delete Clone Sharing

In addition, the administrator can set up a quicklink that navigates to a custom page
that references the relevant contact.

Note: the creation of custom page is a task for your own organization.

For example, the link below navigates to a custom page that displays the opportunities
associated with the relevant contact on the map.

Altity Quicklink . Eant Layout | Printable View | Hel
Q Contacts Opportunities
Altify Quicklink Detall Edit  Dolote  Clome  Sharing
Quicklink Name  Contacts Opportunities Owner 1%
User

Usdgdagr Usar [Change]
Type Link

Link  (apexiCustomContactPage %id=§(contactid)
Relaten To  Contact

Description  Opportunities contact working In
Created By  Usger Usgr, 3/26/2021, 3:50 AM Last Modified 8y  User User, 4/12/2021, 9:00 AM

Edit Delate Clone Sharing

Note: the relevant contact is identified by the following part of the above Link:
‘${contactid}".

The user clicks on a link on the contact’s information panel...

18
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Executive

inJl
Charles Underwood
President & CEQ

00
© & = /

/l Quicklinks
I
]

DETAILS ACTIONS (0)  INSIGHT (1)  TEAM RELATIONSHI

Notes

Enter notes

7 T a C2500x Marketing material for the C2500x
L ok a Opportunities Opportunities associated with the contact
in) Q

Clara Wilenn

And is brought to the custom page that references the specific contact’s information...

Leads Opportunities Forecasts Reports Dashboards Chatter Flles Products +

Contact Charles Underwood
(. Opportunities New Opportunity
Action Opportunity Name Stage Amount  Closs Date
Eda | Dol Demo Opporunity, Accaster Amacces O Proapectsyg $100.000.00 37232021
Ednt | Del  Deeno Opportunily, Ancasior Amancas 1 Proapecting $200.000,00 32372021

Disable Opportunity Filter on Contact Import Dialog [9.8.12]
Note: This configuration only applies to Relationship Maps for Accounts. It does not
apply to Relationship Maps for Opportunities.

On account maps, an Opportunity filter (highlighted below) is displayed to help users
searching for contacts to import into their map.

Import Contacts

Salect the CONtacts you Wil Lo IOt 10 your map

Acrzunt

Search ty naire, tito, senil address Ancaston Inc X

ANy sugdatiung Koy Papers Mentors and Supparters High Coverage On Map

CONTACT Al

19
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An administrator can remove this filter by enabling the Altify Core Setting Disable
Import Contact Opp Search [Temp6]. The Opportunity filter is no longer displayed in
the Import Contacts dialog (as shown in the example below).

Import Contacts

Select the contacts you want to import to pour mag

AcLount

Areastet Inc

Koy Playery Menton and Supporters High Coversge On Map

EFAALL PO 1C

20
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Core product

New functionality to be administered

Removal of print option from insight & relationship maps [9.8.11]

A new Altify Core Setting, Disable Print Buttons, allows an administrator to remove the
print option from the org’s insight maps and relationship maps.

New user functionality

Visual indication of exceeded text limits
When a user enters text in a text field and they exceed the character limit, the text box

is highlighted in red and the Save button is disabled (as shown in the example below).

Prospecting

35012 / 32768

the Renaissance. The first line of Lorem
comes from a line in section 1.10.32,

The standard chunk of Lorem Ipsum used
since the 1500s is reproduced below for
those interested. Sections 1.10.32 and
1.10.33 from “de Finibus Bonorum et

in their exact original form, accompanied
by English versions from the 1914
transiation by H. Rackham|

Is the customer in the 'sweet spot’ for your
offering?

Your ‘sweet spot' for your offering is meant to be
used as a guideline to 'gualify in' or ‘qualify out’ of
an opportunity. If the customer does not meet
the ‘target profile’ or ‘sweet spot’ for your offering,
you should not pursue the opportunity without
approval. Understanding the ‘sweet spot’ early in
the sales process will help to ensure that you are
working an opportunity that you can win.
Remember, for every unqualified deal that you
work, there is a qualified deal that you are not
working,

21
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Reporting

New completeness fields available

The following new fields are added to the Altify Opportunity and the Account
Completeness records.

Altify_Account_Completeness _c new score fields
These fields hold the percentage scores behind the corresponding RAG status fields.

Answers Score (Answers_Score__ c)

Insights Score (Insights_Score_ ¢)

Most Recent Plan Answers Score (Most_Recent_Plan_Answers_Score__ )
Objectives Score (Objectives_Score__c)

Relationships Score (Relationships_Score_ c¢)

Whitespace Score (Whitespace_Score_ c)

Altify_Account_Completeness ¢ new summary statistic fields

Answers Last Updated (Answers_Last _Updated__ c): the date the account
answers were last updated.

Insights Map Card Count (Insights_Map_Card_Count__c): a count of all insights
for this account

Insights Map Card Owned And Validated
(Insights_Map_Card_Owned_And_Validated__c): a count of all the insights that
are confirmed and have owners.

Insights Map Last Updated (Insights_Map_Last_Updated__c): the date the
insight map was last modified.

Insights Map Section Count (Insights_Map_Section_Count__ c): a count of all the
insight map sections for this account.

Objective Actions Closed Count (Objective_Actions_Closed_Count__c): a count
of all objective actions that are closed against this account.

Objective Actions Last Updated (Objective_Actions_Last Updated__c) : the
most recent update date of an account objective action for this account.
Objective Actions Open Count (Objective_Actions_Open_Count__c) : a count of
all objective actions that are open against this account.

Objective Actions Overdue Count (Objective_Actions_Overdue_Count_ c): a
count of all objective actions that are overdue against this account.

Objectives Closed Count (Objectives_Closed_Count__c): a count of all
objectives that are closed against this account.

Objectives Last Updated (Objectives_Last Updated__c): the most recent
update date for an account objective.
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Objectives Open Count (Objectives_Open_Count__c): a count of all objectives
that are open against the account.

Objectives Overdue Count (Objectives_Overdue_Count__c): a count of all
objectives that are overdue against this account.

Relationship Supportive Key Player' Count
(Relationship_Supportive_Key_Player_Count__c): a count of all relationship map
contacts who are both a key player and a supporter/mentor.

Relationships Contact Count (Relationships_Contact_Count__c): a raw count of
all contacts on this account'’s relationship map.

Relationships Key Player Count (Relationships_Key_Player_Count__c): a count
of all relationship map contacts who are key players.

Relationships Map Last Updated (Relationships_Map_ Last Updated__ c): the
date a relationship map contact was last updated

Opportunity __c new score fields
These fields hold the % scores behind the corresponding RAG status fields.

Assessment Score (Assessment_Score_ c)

Decision Criteria Score (Decision_Criteria_Score_ ¢
Insights Score (Insights_Score_ ¢)

PRIME Score (PRIME_Score_ ¢)

Relationships Score (Relationships_Score_ c)
Strategy Score (Strategy _Score_ c)

Opportunity ¢ new summary statistics fields

Assessment Answer Count (Assessment_Answer_Count__c): a count of all
assessment answers with Yes/No answers.

Assessment Answer Last Updated (Assessment_Answer_Last Updated__c): the
date the assessment was last modified.

Assessment Competitor Answer Count

(Assessment_Competitor_ Anwser_Count__c): a count of all competitor
assessment answers with Yes/No answers.

Assessment Competitor Count (Assessment_Competitor_Count__c): a count of
competitors for this opportunity.

Decision Criteria Last Updated (Decision_Criteria_Last_Updated__c): the date
the decision criteria were last updated.

Formal Decision Criteria Contact Count
(Formal_Decision_Criteria_Contact_Count__c): a count of the

contacts associated with formal decision criteria.

! A Key Player is a contact whose Political Status is Inner Circle or Political Structure.
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e Formal Decision Criteria Count (Formal_Decision_Criteria_Count__c): a count of
all the formal decision criteria identified.

e Informal Decision Criteria Contact Count
(Informal_Decision_Criteria_Contact_Count__c): a count of the
contacts associated with informal decision criteria.

e Informal Decision Criteria Count (Informal_Decision_Criteria_Count__c): a count
of all the informal decision criteria identified.

¢ Insight Map Card Count (Insight_Card_Count__c): a count of all insights for this
opportunity.

e Insight Cards Owned and Validated (Insight_Cards_Owned_And_Validated__c):
a count of all confirmed insights with owners for this opportunity.

¢ Insight Map Last Updated (Insight_Map_Last Updated__c). the date the insight
map was last updated.

e Insight Map Section Count (Insight_Section_Count__c): a count of all insight
map sections for this opportunity.

e PRIME Action Closed Count (PRIME_Action_Closed_Count__c): a count of all
closed prime actions for this opportunity.

e PRIME Action Open Count (PRIME_Action_Open_Count__c): a count of all open
prime actions for this opportunity.

¢ PRIME Action Overdue Count (PRIME_Action_Overdue_Count__c): a count of all
overdue prime actions for this opportunity.

e PRIME Actions Last Updated (PRIME_Actions_Last_Updated__c): the date a
prime action was last updated.

e Rel Map Key Roles Uncovered Count
(Rel_Map_Key Roles _Uncovered_Count__c): a count of all the contacts with key
buying roles identified for this opportunity.

e Rel Map Supportive Key Player Count
(Rel_Map_Supportive_Key Player_Count__c): a count of all relationship map
contacts who are both a key player and a supporter/mentor.

e Relationship Map Contact Count (Relationship_Map_Contact_Count__c): a raw
count of all contacts on this opportunity’s relationship map.

o Relationship Map Key Player Count (Relationship_Map_Key Player Count_ c): a
count of all contacts on this opportunity’s relationship map who are key
players.

e Relationship Map Last Updated (Relationship_Map_Last Updated__c): the day
the relationship was last updated.

Changes to completeness scoring [9.8.18]
The following changes make completeness more achievable for Altify users:
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Account Manager

Account Details questions are regarded as complete if a note or an attachment
is provided. Previously, a note and an attachment were required.

Segmentation and Level of Relationship are no longer included in the overall
account completeness calculation.

New Altify Account Manager Settings allow for custom Objective Types to be
identified as Revenue, Relationships or Business Development types. This will
ensure their inclusion in completeness calculations.

For more information, see the online help for administrators.

Opportunity Manager

For Relationships Status, amber is now achieved if at least one contact is both a
key player and a mentor/supporter. Previously, a contact who is both an
approver and a mentor/supporter was required to achieve amber status.

For actions, all actions (and not just PRIME actions) are now included in the
completeness calculation.

For more information, see the online help for administrators.
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