FRM Solutions, Inc
Franchise Sales

Updated 06/23/2017




Contents

Introduction to Leads & OPPOrtUNILies........uuueiieeeiiiiiiieee e e e ciciiiee e e eeccarree e e e e e e ssabtrr e e e e e e eennsraeeeeseeesnnsranees 3
Updating OpportUnity SalEs Stage....cciii ettt e e e e e e e e e st a e e e e e e e e s snttaeeeeeeeeennsraneeas 5
Updating Leads/Opportunities as Won, Lost oF ONn HOId ........cccciiuieieiiniicieeseceeeetese et 7
SENAING AN FDD ...ttt ettt ettt et ettt e s bt e st e e et te e bee e ateesabeeeabeeebeeeabeeaabeesabaeensteebbeesnbeeebeeenses 12
PUBIiShing @ NEW/UPAAtEA FDD .....cccueieveieeeeieiee ettt et eteeeetee et eeaaeeeaeeeeteseeaeseeseeesnveeensesensesensesesseeesnreeans 15
D DN S o Yol =TT Rl O [a[o [ o F= =Y 4 6o ] a1 =Yt Abu TR 15
Reviewing Status’ of Sent FDD’s / Download Signed FDD ........cccceeeevieiienieeiesiesie ettt sre e 16
Update Lead AULO-REPIY EMAil ......iiiiiiiiieiiie ettt sttt st e s be e ssbe e sbeessbeeesnbeesabaeens 17
Configure/Update Candidate Portal Invitation EMail..........cccccieiiiiiiiiiiiiicece e 22
(@oT oY i1 = (U I L To @4 o] o ¥- 1] TSR 24
Configure Lead REASSIGNMENT ...ciiiiiiiii ittt eee ettt st e st e s bt e s ate e s abeessbeestaessateesteesabaesnbaesseeenaseas 28
Lock & Unlock Candidate POrtal CONTENt.......coouiiiiiiiieeiiie ettt ettt et te e ste e steessaeeesaeeesareeens 30
Automatically Unlock Candidate Portal Content by Sales Stage ......cccvevevieieeiiee e 31
o T ol ] I oo 11 I =T o] o] F= S SSR 33
Candidate POrtal ANGIYTICS ....eeeiieiiieeie et ettt e e s e e st e e e ba e e sate e nate e s abeesbeeetaeenaee s 36
Assign Lead/Opportunity t0 @aNOtNEr USEI.........eoccviiioiieiiieecree ettt ettt eete e estee e tveesaveeereeentaeesareesareeens 40
Using Advanced Find to query Leads / Opportunities and reassign based on criteria........c..ccccceeveennenne. 42
Invite Contact to Candidate POrtal .......o.eo ittt ettt s 45
Reset Contact’s Candidate Portal PasswWord ..........coeoiiierienienienienienee ettt st st s 47
Change Contact’s Candidate Portal USEIName.......c.ueiiccieeeieiieeeeciiee e ectee e estre e e eerae e e eenreeeestaeeeesaraeeeenraeens 48

FRM Solutions, Inc. Return to Top 2|Page



Introduction to Leads & Opportunities

Leads - Represent any inquiry submitted from somebody interested in opening a franchise location.
Microsoft Dynamics CRM is used to facilitate the capture and storage of data for that lead. For instance,
if your company receives an inquiry on your website contact form about opening a franchise location,
you would use a Dynamics CRM lead record to collect and store information about that person or

business.

Opportunities - Opportunities in Microsoft Dynamics CRM are the core record in the sales process. Used
by the sales team, opportunities represent a potential sale to a specific prospect or lead. The creation of
an opportunity adds this potential sale to the sales pipeline and therefore puts it on the radar of the
sales manager who may be holding the team responsible for the progress of opportunities. If purchased,
the FRM Candidate portal will serve the purpose of providing a digital landscape for the prospect to

move through as the progress through each Sales Stage.

Step by Step Process on how to identify Leads and Opportunities in FRM

1. From the main page select Microsoft Dynamic CRM and Franchise Sales from the ribbon;

FRM Demo

Air Microsoft Dynamics CRM » [ CBNEEG (T EUREER et I @ create Enter Search ltem 0 B pemo

’ AN [ 3 .
@ € 3 )
SIGN/CONSTRUCTIO.. FRANCHISE SALES OPERATIONS ROYALTY MANAGEME... MARKETING
1 a

Edit

2[B

2. Leads and Opportunities can be accessed from the Lead and Opportunity Tiles indicated below:

FRANCHISE SALES « Dashboards
ranchise Sales

ma

REPORTS OPPORTUNITIES

DASHBOARDS
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http://crmbook.powerobjects.com/basics/microsoft-dynamics-crm-sales-process/

3. The Personal Sales Dashboard will also serve as an invaluable resource for accessing your
sales data. It can be accessed by selecting Dashboards from the ribbon and selecting Personal

Sales Dashboard from the drop-down menu.

A Microsoft Dynamics CRM «  #h

E#SAavEAS  ER NEW & REFRESH ALL

Sales Overview ~

System Dashboards

Activity Overview

Checklist Dashboard
ClickDimensions Analytics Records
ClickDimensions Email Events Analysis
Microsoft Dynamics CRM Owerview
Operations: Location Management
Operations: Site Visits

Operations: Store Opening/Checklists

Personal Sales Dashboard

4. From here you can access and manage your Open Leads and Open Opportunities with ease.

Personal Sales Dashboard ~

FRM Sales Funnel

My Open Opportunities

52500000

$25.000.00

B (blank)
Bl 10 - Agreements Sent

My Open Opportunities ¥
Search for records o
Created On 4

Topic Type

8/3/2016 1:30 PM Tim Cook New Location
7/25/2016 5:32 ... Richard Zimmer New Location
6/9/2016 9:57 A... Johnny Test New Location

4/27/2016 12:1... AAA Company Mew Location

FRM Solutions, Inc.
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FRANCHISE SALES

Dashboards

My Open Leads ¥

Search for records

Topic Lead Source
Ron Bender Web Lead
Christina Chambers Web Lead

Eric Stoll
LeadCapture Testing 1 web lead - franchiseoppo...
Jane Doe Social Media

Sergey Perepechin web lead - franchiseoppo...

Brett Butler Web Lead
Brian Poff Secial Media
]

1-8of 16

Primary Contact Est. Close Date
Tim Cook
Richard Zimmer

Johnny Test 6

John Jenkins




()
Y |
Updating Opportunity Sales Stage

Sales representatives can update the progress of their opportunities by changing the Opportunity Sales Stage

once a new action is taken on the opportunity (e.g. sending emails, setting up a new contact point, sending
an FDD). Updating the Sales Stage on an opportunity accordingly to these actions will ensure a more
organized and efficient process.

An example of Opportunity Sales Stages in FRM are below:
2 - Application Sent

3 - Application Received

4 - Marketing Material

5 - FDD Sent

6 - FDD Review

7 - Validation

8 - Discovery Day

9 — Franchising Package Sent

10 - Agreements Sent

Step by Step Process on how to update Opportunity Sales Stage

1. You may update an Opportunity’s Sales Stage by first selecting it from your Personal Sales
Dashboard or by accessing Opportunities in the FRM Ribbon.

From Personal Sales Dashboard:

My Open Opportunities ¥
1 ecords L

Created On Topic Type Primary Contact Est. Close Date Stage Status Reason
3/29/2016 5:23 ... John Doe New Location John Doe 4 - Marketing M... In Progress

3/29/2016 5:18 .., Brian Craig New Location Brian Craig 5 - FDD Sent In Progress
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2. The Opportunity Sales Stage can be updated from 2 locations as indicated below:

OPPORTUMITY : OFPORTUNITY 2015 ™

Stage Potential Custome: " | Est. Revenue Est. Close Date

3 - Application Receiv = Jane Doe -- 473072016
Summary \
Opportunity Information ACTIVITI

Al -

Topic * Jane Doe !
Potential Customer ™ R Jane Doe
Brand ™ Anderson Roth E_’
Type * New Location /
Stage 3 - Application Received
Status Reason & InProgress

Territory of Interest 1

Territory of Interest 2

Territory of Interest 3 -- @

Description

3. To change the current Sales Stage, select the new one from the drop-down.

Stage PRtential Custome " | Est. Revenue Est. Close Date

- John Doe -- --
2 - Application 5¢

3 - Application Re
L [
—————— 5 - FDD Sent

re Summary 6 - FDD Review

7 - Validation

& - Discovery Day
0 - Package Crde -

4. Once you have selected the new Sales Stage, click on the Save option in the upper left corner of
the page to ensure your change is saved.
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Updating Leads/Opportunities as Won, Lost or On Hold

Qualifying a lead

1. With the Lead record open you will notice three distinct buttons in the upper portion of
the window (Qualify, Place On Hold, Disqualify). To qualify select the option Qualify
from the upper left side of the lead page:

i Microsoft Dynamics CRM v #t | FRANCHISESALES v  leads | v  Bob Wright | v

EHsave B SAVE&CLOSE < NEW T DELETE PoiaceonHoD (P pisquaLry

D:LEAD 2013 ~

Bob Wright

2. Once you click on the Qualify option, a new window opens up. Here you have the
option to create a contact, which is already selected by default.

Please Note: If this lead is already a contact within FRM you must uncheck this box
and select the contact record that already exists for this individual preventing
duplication of contacts within your system.

.
& U 4y FRM - Qualify Lead - Google Chrome = | O | _

& htt ps://demo.frmsolutions.com/%7B635945223970000053%

FRM - Qualify Lead FRM - Qualify Lead
<
lease press finish’ to proceed. o £
Create Contact ¥ Tip Please press ‘Finisl roceed. o
ACT Create Contact | Tin
All Choose Existing Contact: None 3

We \

Finish | | Cancel

Finish | | Cance
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3. Click on Finish to qualify the lead.
4. Once the lead is qualified, the system will automatically create a contact record (if
selected) and create an Opportunity based on that lead.

Disqualifying a lead

1. If you would like to disqualify a lead, select the Disqualify option from the upper portion
of the lead record:

Hsave pilsaveaclose == new W0 DeLee & quaury P praceon Howo | XS pisquaLry

LEAD : LEAD 2012 ~

Bob Wright

2. Once you selected on the Disqualify option, a dialog window will appear. Here you are
required to choose a Disposition Reason for the disqualification, the below options are
fully customizable to your needs:

r Y
P il 4 FRM - Disqualify Lead - Google Chrome ==
https://demo.frmsolutions.com/%7B635945223970000053%

FRM - Disqualify Lead

Please select the Disposition:

k|

ACT|}

No Response

All Disqualified
Bad Contact Info
Duplicate

We

| Finish | | Cancel |

——————————————————————————

3. Click on Finish to complete the disqualification of the lead.
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F
Placing a lead on Hold ‘

1. If you would like to place a lead On Hold, select the On Hold option from the upper
portion of the lead record:

A4 Microsoft Dynamics CRM v #t | FRANCHISE SALES v  leads | v  Bob Wright | v

Hsave lsavEaclose =+ NEw T DELETE R QuALFY I\"PLACESN HOLD |K'SDISQU.C'-.LIFY

1. Once you selected on the Place on Hold option, a dialog window will appear. Here you
are required to choose a Disposition Reason for placing the lead On Hold, the below
options are fully customizable to your needs:

’
i U Aig FRM - Place Lead On Hold - Google Chrome [ R 5
& https://demo.frmsolutions.com/%7B635945223970000053%

FRM - Place Lead On Hold

Please select the Disposition:
v

ACTH
Mo Longer Interested

All Canceled

Disqualified (financially)
Disqgualified (operations)
Chose Another Brand

| Indefinite Timeframe

2. Click on Finish to place the lead on hold.
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How to close an opportunity as Won

1. With the opportunity record open ensure that the Sales Stage is updated accordingly.
This will be vital to ensure reliable data reporting on your Opportunities
2. From the upper left side of the opportunity page, select the option Close as Won:

Aig Microsoft Dynamics CRM « | FRANCHISESALES v  Opporiunities | v John Doe | v

H save Q] SAVE & CLOSE =4+ NEw JR CLOSE ASWON | @ CLOSE AS LOST |*__S SEND FDD @ SEND PORTALINVITATION =~ ===

OPPORTUNITY : OPPORTUNITY 2015

John Doe

3. Adialog window will appear; update the necessary fields accordingly.

Close Opportunity x
. Lo ’ ) ) plicati
Prc‘,-ldle the following information about why this opportunity is being plicati
closse rketin
D Sent
" Won - D Rewvi
VIT] Status Reason w Bidatio
- Actual Revenue * 50.00 covery
Close Date ® 3/31/2016 & ckage
. - jgreem
Competitor .ﬂ
idn
o Co
Description
4
CK Cance

4. Click OK to save the changes and place the opportunity in “Won” status.
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How to close an opportunity as Lost '

1. From the upper left side of the opportunity page, select the option Close as Lost:

Al Microsoft Dynamics CRM v Y | FRANCHISE SALES v  Opportunities | v John Doe | v

K save [_3] SAVE & CLOSE == MEW R CLOSE A5 WOM Q@ CLOSE AS LOST |*_-§. SEND FDD @ SEND PORTALINVITATION ~ we==

OPPORTUNITY : OPPORTUNITY 2015

John Doe

2. Adialog window will appear, update the necessary fields accordingly.

Close Opportunity x B
. P . X plcat
Provide the following information about why this opportunity is being plicat
closed. rketir|
D Sen
} P ) [ Re:
Status Reason ™ Disgualified (financially) r idatia
N Out-Sold
Actual Revenue Lost cover|
- k
Close Date™* Disqualified (financially) Frage
_— . Disgualified [operations) =S
Competito
Chose Another Brand
Bad Contact Info o Cq
Description Indefinite Timeframe
| Did Mot Inquire
4
Ok Cance

3. Click OK to save the changes and place the opportunity on Lost.
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Sending an FDD

FDD (Franchise Disclosure Document): a legal document which is presented to prospective
buyers of franchises in the pre-sale disclosure process. In FRM, this document is sent to both
Contacts and Opportunities.

Sending an FDD via the Opportunity

1. Select the Opportunity via the Dashboard or FRM ribbon
2. The FDD is sent to the contact linked to the opportunity in question, you can identify the
contact in the left side of the opportunity page:

OPPORTUNITY : OPPORTUMNITY 2015

John Doe

Summary

ort ity Tofo oo ot

Topic™ John Doe

Potential Customer ™ = John Doe

Brand * Anderson Roth

lype MIew rocation

Stage 4 - Marketing Material
Status Reason In Progress

Territory of Interest 1

Territory of Interest 2

3. Click on the Send FDD option located in the upper left side of the page:

At Microsoft Dynamics CRM v #Y | FRANCHISE SALES v  Opportunities | v John Doe | v

I save Q] SAVE & CLOSE == NEW R CLOSEASWON & CLOSE AS LOST END FDD é;_) SEND PORTALINVITATION ~ ee=

[z

OPPORTUNITY : OPPORTUNITY 2015

John Doe

Summary
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4. A dialog window will appear, here you will be able to see the name of the contact
to whom the FDD will be sent and below that the version of template that will be sent. If
you have multiple FDD’s you will need to update this field accordingly.

- —
ig FRM - Send FOD Dialog - Google Chrome e o E=FFal™ >
https://demo.frmsolutions.com/%7B635945223970000053%7D/WebResources/frm_/Sen
Send FDD Dialog
Note: FOD Emails will be queued up and may take a few minutes to be created and/or delivered.
Select the person(s) to receive the FDD *
John Doe; Eﬂ
Edect the FDD to send
NY a
Finish | | Cancel

5. To change the FDD template you would like to send select the magnifying glass and
choose the correct FDD from the dialog window that will appear:

Select the FDD to send *
MY

6. Click Finish to finalize the operation and send the FDD to the contact.
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Sending an FDD to Multiple parties

1. There may be cases in which you will want to send the FDD to an additional contact (e.g.

business partners), besides the primary contact on the Opportunity.
2. If there are other parties requiring disclosure, select the look-up icon indicated below.

This will open a dialog showing all Contacts within the system. Select all that need to be

disclosed and click Add.

3. Click Finish to finalize the process and send the FDD to both contacts on the opportunity.

https://demo.frmsolutions.com/%7B636066521280000053%7D,/WebResources/frm_/Sen

Send FDD Dialeg

Note: FOD Emails will be queued up and may take a few minutes to be created and/or delivered.

Select the person(s) to receive the FDD *
Doug Gilmour ﬁ

Select the FDD to send *
NY

Look Up Records

Enter your search criteria.

Look for Contact
Look in Contacts Lookup View
Search Search for records

v Full Name

Abbaott Preston
— N
1- 183 of 163 (0 selected)
Selected records:

Remove

FRM Solutions, Inc. Return to Top
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Publishing a New/Updated FDD

1. In order to publish a new FDD you will need to access the FRM support portal
(http://support.frmsolutions.com/) and submit a case.

2. FRM Handles the creation and update of FDD’s as a Basic (non-billable) support
request.

FDD Process - Candidate/Contact

1. Once an FDD is sent to the candidate, they will receive an email requesting review &
digital signature

2. After clicking the Review and Sign hyperlink in the email they will be redirected to a
SharePoint site for electronic signature.

3. There are 3 steps to follow to complete the process:

3.1. Download FDD - it is critical that there is proof that the candidate received the
document;

3.2. Verify FDD download (this is to make sure that the document is indeed
downloaded before getting signed) — here you will have to upload the
downloaded document back into the site;

3.3. Sign FDD receipt — here you need to electronically sign the FDD; you also have
the option to insert the date of the signing.

Franchise Disclosure Document

ASDEREON ROTH
AR

S

R-nic2 Disclosure Documant

Stopl] Activity

Download FDD

Bafers you can sign the FDD recalpt, you must downioad and raview the Franchlea Disclosure Documant

Dowricad FOD

2 Verity FDD Download

To vesrify tht the FDD dozument was downloadssd, plase browse Lo ssect the FDD documenl on your compuater. Then arese
the *Verty® button.

Browza

Sign FDD Receipt

and read the Franchise Disclosure Document, plaase sgn e receipt acknawledqing that you
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Reviewing Status’ of Sent FDD’s / Download Signed FDD
1. One can access FDD information from the contact the FDD was sent to or from the

opportunity
2. With the contact open, select the drop-down next to the contact name to expose
the ribbon. Select the Franchise Disclosure Agreements tile.

Ay . f FRANCHISE SALES « Contacts | v Jane Doe ™

Common

il e
B K =
DOCUMENTS ACTIVITIES CLOSED ACTIVITIES FRANCHISE DISCLOSURE ...

3. You can also verify the status of an FDD directly from an opportunity record; in the
opportunity bar, select the drop-down next to the opportunity name and select
Franchise Disclosure Documents.

FRAMCHISE SALES +  Opportunities | » Brett Sheley

22

CANDIDATE STEPS CONTACTS

4. Under Franchise Disclosure Documents you can verify the status of the FDD’s sent
for the opportunity in question.

5. If you click and select the FDD, you will be able to access an audit trail of the
activities on the FDD and a PDF file of the signed FDD.
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Update Lead Auto-Reply Email

1. Using the ribbon navigate to the Marketing tile as indicated below:

VYGOSRV # | FRANCHISESALES v  Opportunities | v Brian Craig | v @mm Enter Search Item

a O
@ ¢

DESIGN/CONSTRUCTIO.. FRANCHISE SALES OPERATIONS

1. Select Templates:

. ) = FRMD
Ait Microsoft Dynamics CRM v it [VILUGIEME Dashboards | v @creare & - e I

Marketing
1 ¥
MARKETING LISTS CAMPAIGNS

]

DASHBOARDS

Marketing KPIs

2. Forthe Templates option, select Email Templates:

Enter Search Item jo

it Microsoft Dynamics CRM v | MARKETING v  Templates @ Create

Templates

Which feature would you like to work with?

-~ Article Templates * L Contract Templates
Create and manage templates for articles in the knowledge base. u Create and manage templates for contracts.
Email Templates ._"]_ Mail Merge Templates
7] Create and manage templates for email messages. L'* Upload and manage Word templates for use with mail merge,

3. Here you can either choose to modify and customize the FRM — Lead Auto Reply existing
template (located in the Email templates drop-down) or you can create a new template.

FRM Solutions, Inc. Return to Top 17 |Page



4. To create a new template, click on New icon under Email Templates:

/[ My Job Feed 5% dig Email Templates All Emai X Y Howto setup newlead & % W
| haa Wy 20b hend S —
« > C AN https://demo.frmsolutions.com/main.aspx#397954587 Dl 4] a & =
3 Apps [ Sales Academy Learn  [@ MyDesktop EZ2 Zimbra [M) Fusion CRm Trainings @] Desk Manual: Global * [@] Sales Academy Learnt  [S] https:i//serviceportal.c [=] Fusion CRM L Aria People » (7] Other bookmarks
. . —  FRM Demo
Aiy Microsoft Dynamics CRM « Y | MARKETING v  Templates @ Create Enter Search ltem B pemo |
Email Temp\ates Search for recards o

| % | Gp Runworkfiow.. [B] Start Dialog More Actions -

v Title 4 Template Type Wiewable By Language Y <
Account Recannect Company Organization English(1033) -
Account Reconnect : (Version 7.0.0.0) Company Crganization English(1033)

AR - Application Invite Opportunity Organization English(1033]

AR - Lead Auto Reply Lead Crganization English(1033)

AR - My Messages Regarding Anderson Roth Lead Organization English(1033)

AR - New Lead Intemal Notification Lead Organization English(1033)

Brian Test Global Crganization English(1033)

Bulk Deletion Task Completed With Failure Template System Job Organization English(1033)

Bulk Deletion Task Completion Template System Job Organization English(1033)

Bulk Deletion Task Failed Template System Job Crganization English(1033)

Case Auto Response Case Organization English(1033]

Case Escalation Case Crganization English(1033)

Closed Case Acknowledgement Case Organization English(1033)

Contact Reconnect Contact Organization English(1033)

Frntrart Buniratinn Natifiratinn Frntract Frmaniation Ennlichi1na T

1-42 0f 42 (0 selected M 4 Pagelp

Al = A B C D E F G ] K L M N o P Q R s T u w x ¥
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5. Inthe pop-up window, you need to select the Template Type from the drop-down.

Note: Within FRM you will have the option to conveniently auto-populate data from a record
onto the email template when it is sent. For example, if you wanted to create an email template
that would be sent to a large group of contacts and want to auto-populate their first names be
sure to select the “Contact” template type from the drop-down.

Email Template Type

Select a template type to use for this new email template.

Template Type Global ¥
Global

Opportunity

Company
Contact

Quote

Order

Invaice

Case

Contract
Service Activity
System lob
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6. After entering all the necessary information (Title, Description, Subject and email body) '

select the option Save and Close to save your template. If you desire to work with the HTML
directly, please hit the SOURCE button on the toolbar toggling your view from rich-text to HTML.

[E Email Template: New Email Template Working on solut

Details
Type * Q Lead Template Language English
Title *
Description
Subject * |
E @ @ - | e Mg B = Q@ | [ source
B I & | I | = := " E=ENE = = Styles ~ | | Mormal -

7. Save and Close your new email template. This template will be ready to use within the
entity you selected when you chose your template type in step 5. You can access your
template by selecting a record you wish to send an email to and hitting Send Direct
Email.

Aig Microsoft Dynamics CRM « | FRANCHISE SALES + L

NEW # EDIT T DELETE | ~ Y=MERGE &% SEND DIRECT EMAIL

+~ All Leads ~

v Mame Topic

~'  Brian Testing Brian Testing
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8. Select the template you created and hit Send

Send Direct Email X

Select an email template to use and which records to send to from the following options.

Language English v
Lead Templates « | Type: Lead Templates
E AR - Lead Auto Reply Created By: Admin Account
E AR - My Messages Regarding Created On: 2/18/2014

Anderson Roth Description:

E AR - New Lead Intemnal
Motification &

5] FRM - Lead Auto Reply

P coes s ims oar

Send direct email to:

(@ Selected records on current page

Send direct email only to the records you selected on this page.

(" All records on current page

Send direct email to all the recerds on this page.

(y All records on all pages

Send direct email to all the records on all the pages in the current view.

Send direct email from:

-

- Admin Account =

User or Queue ™
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Configure/Update Candidate Portal Invitation Email

FRM Solutions, Inc.

1. From the FRM ribbon select the Marketing tile:

VNIEGANTENIR @ ' | FRANCHISE SALES v Opportunities | v Brian Craig | v

[
L]

DESIGN/CONSTRUCTIO.. FRANCHISE SALES OPERATIONS

@ Create Enter Search ftem ol

1)

=
ROYALTY MANAGEME...

2. Select Templates:

Ait Microsoft Dynamics CRM v #  [MYIX(2) (el Dashboards | «

Marketing

mE

HE

fh '.4

DASHBOARDS

MARKETING LISTS CAMPAIGNS

Marketing KPIs

3. Select Email Templates:

it Microsoft Dynamics CRM v | MARKETING v  Templates

Templates

Which feature would you like to work with?

QUICK CAMPAIGNS

Q

TEMPLATES DRIP CAMPAIGNS

Enter Search Item jo

-~ Article Templates
Create and manage templates for articles in the knowledge base.

Email Templates
7] Create and manage templates for email messages.

Return to Top

* L Contract Templates
u Create and manage templates for contracts.

|."]_ Mail Merge Templates
L'* Upload and manage Word templates for use with mail merge,
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4. From the available options of templates, you need to choose the template FRM — -
Welcome to Portal.

Email Templates

g New >( Gp Run Workflow..  [#] Start Dialog More Actions -
W Title Template Type Viewable By Language
FRM - Send Application Contact Crganization English{1033)
I FRM - Welcome to Poria Contact Organization English(1033)
Import Data Task Completion Template System Job Organization English(1033)

5. In the email template, you have the option to customize the information to adapt to
your business needs (Title, Description, Subject and email body).

6. Inthe email body you will see that the username and password are highlighted in
yellow; you don’t have to make any changes to these fields, as they will be automatically
populated with your details.

[L:] | Email Template: FRM - Welcome to Portal R
Details
Subject ¥ |FRM: Welcome to FRM Partal
BB 8 1y EEE EE 4 A A-| Lg U

our #1 destination to find information about making your business successful.

hittp: rtalurl

Username: [{!Contact:Username; }|

Password: |{!Contact: Password; I

For assistance, please contact your franchise consultant or call 1-800-FRM-BRAMNDS.

7. After inserting all the necessary information select the option Save and Close to save your
template.
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Configure Drip Campaign

1. From the FRM ribbon select the Marketing tile:

VIRNIEE @O oIV | FRANCHISE SALES v Opportunities | v Brian Craig | v Enter Search Item

= — A o
¢ H
A g 8
FIM DESIGN/CONSTRUCTIO.. FRANCHISE SALES OPERATIONS ROYALTY MANAGEME...

2. From the Marketing drop-down, select the icon Drip Campaigns:

- n FRM D,
it Microsoft Dynamics CRM « v  [UIRTG3 (N[O Templates @ Create i Y Demo e

Marketing

u[F] q A /S
1 v Ds b -0 IJ i v
DASHBOARDS MARKETING LISTS CAMPAIGNS QUICK CAMPAIGNS TEMPLATES DRIP CAMPAIGNS

3. Inorder to create a campaign, you need to go to the upper left side of the page and click on
New icon:

At Microsoft Dynamics CRM « ¥ | MARKETING v  Drip Campaigns | v

ﬁ CANCEL CAMPAIGN & EMAIL ALINK | = [¥] RUN REPORT = ﬂi EXPORT TO EXCEL

+ Active Drip Campaign Templates ~

v | Name Automatic Enrollment Trigger

Initial Lead Drip Yes Lead Stage
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4. Enter a name for your new drip campaign

DRIP CAMPAIGNM : INFORMATION

New Drip Campaign

General

MName *

Is Template No
Automatic Enrollment No

Brand (Optional)

e If the drip campaign will be reused, please select the “yes” within the Is Template field

e If you would like this drip-campaign to be sent and stopped via certain triggers (i.e.
when a new lead arrives in the system) select “yes” within the Automatic Enrollment
field.

e If you possess multiple brands you may create brand-specific drip-campaigns that will
only apply to leads tagged with that brand. If this does not apply to your business, leave
this field blank.

5. Next you will be required to select the triggers for this drip-campaign; In this example we will
use Lead Stage as our trigger.

Select the Trigger for this Campaign

Trigger | Lead Stage |
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6. After selecting your trigger, you will see Stop and Start clauses appear. This will include )
all of your lead stages and you must assign them. In this example, we will select the 1 — New

status to start the drip-campaign and once the rep has successfully made contact with the lead
changing the status to Contacted will stop the campaign.

Triggers

Lead Stage Trigger

Start 1 - Mew r
Stop 2-Contacted ¥

7. Save your changes
8. The next step is to add the messages you want for this drip campaign; in order to do so, go to
the right side of the page and click on the + icon right below the status of the campaign:

Status Reason

Active
Days From Start Status Reason Email Template Name Desired Lead Disposition
Mo Drip Campaign Step records found.
< >

9. Inthe pop-up window, you will need to customize the details for your drip campaign
accordingly;
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10. The Days from Start section is to be populated with the number of days from the time
the drip-campaign began until the message should be sent

DRIP CAMPAIGN STEP : INFORMATION
New Drip Campaign Step

Sent Date Activity Status™

-- Open

General

Days From Start

Action - Choose one or both of the following:

Email Template

Desired Lead Disposition --

11. Next you will have to select the Email Template from the drop-down

12. There is an option to add a Desired Lead Disposition, if you wish to update the lead disposition
after a specific email is sent.

13. Click the Save & Close option to save your changes;

14. You will be able to identify your drip campaign messages on the right side of the page, for
monitoring purposes: Days from Start, Status Reason and Email Template Name.

Days From Start Status Reason Email Template Name

0 Canceled FRM - Lead Autoc Reply

2 Cpen AR - My Messages Regarding
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15. If you are ever curious where a lead is in their drip-campaign you can view this via their
Activities Feed or by selecting the drop-down next to their name in the ribbon and selecting the Drip
Campaign field. It is from here one can cancel an in progress drip-campaign if they wished.

At Microsoft Dynamics CRM +  #% | FRANCHISESALES v  Leads | v v

Sales

IMPORT LOGS TERRITORIES OF INTEREST

Drip Campaign Associated View ~
E'S BULK DELETE ol CHARTPANE ~ [ RUN REPORT * ({3 EXPORT DRIP CAMPA

MName Status Reason Created On Madified On

Mo Drip Campaign records found.

Configure Lead Reassignment

Lead Reassignment is the process of assigning new leads entering the system to your sales

representatives. Please follow the below steps in order to update or create lead reassignment
rules.

1. Within the FRM ribbon, select Microsoft Dynamics CRM and from the drop-down select the Settings
icon:

Ais Microsoft Dynamics CRM v [ (SIS 1Y BV ST R e
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From the Settings drop-down, select Lead Assignment Rules icon:

. F - . = FRMDx
Microsoft Dynamics CRM v #t [San0(EROM Business Manageme.. @ Create  [UCESEEHCUNNNY  Ev e

Demo

.

LEAD ASSIGNMENT R... LEAD SOURCES BUILDING TYPES

3. There are 3 options for lead reassignment:

3.1. Assign to Sales Territory or State- select the Territory or State from the drop-down and
assign the sales rep. When a new lead arrives tagged with that city or state they will be
automatically assigned to the sales rep. you provided.

3.2. Round Robin option - based on a list of provided users that participate in the Round
Robin, each of the individuals involved will take turns in receiving leads. To manage the
list for the Round Robin routing, click on Round Robin Lead Assignment and in the pop-

up window you can change the order of the sales reps involved; Save & Close the
changes made.

LEAD ASSIGNMENT RULE : INFORMATION

New Lead Assignment Rule

Assignment
Choose State/Province and/or Country or Neither

State/Province

Choose Sales Territory or User or Round Robin /

Country
Country

Sales Territory Assign to User -- Round Robin =
Round Robin Lead Assignment
+
User Enabkled Order Next LeaclRecipient
Arke Test Yes T Yes
Deme Account Yes 2 No
Demao Franchisor Yes 3 No
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Lock & Unlock Candidate Portal Content

1. Select & open the opportunity

# All Opportunities ~

Created On 4 Tepic Type Primary Contact Est. Close Date Stage Status Reason
3/4/2016 3:14 PM  Disqualification Cig}y New Disqualification City 3 - Qualifying In Progress
3/4/2016 249 PM  Stay Active New Stay Active 3 - Qualifying In Progress
3/4/2016 2:22 PM  Disqualify Me New Disqualify Me 3 - Qualifying In Progress.
1/22/2016 1017 ... Sal Conda New Sal Conda 7 - FDD Sent In Progress

2. With the opportunity select Candidate Steps from the ribbon underneath the open
Opportunity

@ Create

= = = | [
i i i
E E E E Q
DOCUMENTS ACTIVITIES CLOSED ACTIVITIES EMAILS APPLICATIONS CANDIDATE STEPS

it Microsoft Dynamics CRM v #% | FRANCHISESALES v  Opportunities | v John Doe [E# Enter Search ltem 0

Common

3. Select the step or steps you would like to update and hit the lock or unlock buttons
indicated below:

Candidate Step Associated View v

= ADD NEW CANDIDATESTE. ' EDIT &/ ACTIVATE  [§ DEACTIVATE Tl DELETE CANDIDATE STEP |6 LOCK §1 UNLOCK

' Mame Status Reason Sequence Number {Candidate Step Content)

.~/ Application Locked 1
Application Review Locked 2
Discovery Day Locked 5
FDD Delivery Locked 3
New Step Locked 3
Validation Locked 4

Regardless of what Sales Stage the opportunity is in, you can manually unlock multiple or all
sequence numbers.
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Automatically Unlock Candidate Portal Content by Sales Stage

Unlocking a certain Candidate Portal step can also be done automatically, by synchronizing the
corresponding step with your Sales Stages.

1. From the Settings menu, select the icon Candidate Step Library. Here you will see all
steps with their corresponding Sequence Numbers:

Microsoft Dynamics CRM = Franchise Sales | v  Opportunities | ~  Disqualification City | «

AT 2 [ 53
FIM nm Design/Construl Franchise Sales Operations - Royalty Manag| m’ Help Center

Business System Customizations FRM Administration
.'.II Business Management @ Administration FQI Email Configuration m Customizations ". Account Numbers % Client Settings Ia E-Sign.
ﬂ Templates Activity Feeds Configu... E Solutions m

E Product Catalog Activity Feads Rules Dynamics Marketplace

Document Manageme... Plug-In Trace Log

Data Management Document Library Enti...

System Jobs Building Types

—
28
At
&y
e Step Library ik Email Capture Mappin... . Hours

ﬁ Email Capture Sources

il B
.m*

Auditing

Security I |I Checklist Roles

B
A

~ Active Candidate Step Library v

' Mame Sequence Numb...
Application
FoD D}
Walidation

Brand Specific - Dev Brands

Brand Specific - FRM Test Brand Only
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2. Each of these above steps has a value that will help you synchronize the Sales
Stage with the opportunity. That value is a number that is auto-assigned within the
Sales Stage field. You must know what the values are of this option set before you
set up or change your sales stages. If that stage is met, the candidate step and all
steps before that will be unlocked automatically.

CANDIDATE STEP CONTENT : INFORMATION

Application -=

4 General
Name * Application
Content Application Content
Hyperlink http://fwww.google.com
Sequence Number 1
Unlock at Sales Stage I 1|
Brand -

3. You can verify the opportunity Sales Stage information at what value the candidate
step will be unlocked and compare the values.

Application = Bl e e
p p - " Stage of Opportunity
General
el | 4 Common
enera ] Information ,& Enabling field security? What vou need to know
'5_\3‘ Business Rules Auditing * @ Enable Disable
" -
Applicati .
Neme pplication Description Select the sales process stage for the epportun'ty to indicate the probability of closing the opportunity.
Content Application Content
Appears in global filter in Sertable in interactive
interactive experience experience dashboard
Hyperlink http://www.google.com
P For information about how to interact with entities and fields programmatically, see the Microsoft Dynamics CRM SDK
Sequence Number 1 Type
Unlock at Sales Stage 1 Data Type * Option set =
Brand
Field Type * Simple v
Use Existing Option Set Yes No
Default Value 3 - Qualifying v
Options
Al Z
&+ 0o 8 4%l * Quairing
3 - Qualifying r

FRM Solutions, Inc. Return to Top 32|Page



Edit FDD Email Template

In order to modify the message that is released to a prospect when you send them an FDD you
must modify the workflow responsible for sending the FDD.

1. From the Settings menu, select the icon Processes

Microsoft Dynamics CRM « SETTINGS ~ [ECITIHEREe

Process Center

(0] "

SURVEY QUESTIONS SUBSCRIPTION LISTS 'WEB CONTENT NURTURE PROGRAMS FORM CAPTURES CLICKDIMENSIONS IM.. PROCESSV"

AGUtilities AG Utilities 1321 12/1/2015  Managed Alperto Gemin

2. Select the FRM - Send FDD Email Child Workflow

+ My Processes ~
£, New @ |38 X | © acivate @ Deactivate More Actions =

~  Process Name Category Primary Entity 4 Status Created On Madified On
T e T oo L e T e Acovato I ETY e T T T T
FRM - Nightly Process Workflow Drip Campaign Step Activated 1/9/2016 10:04 P, 4/1/2016 10:44 P...
FRM - Lead 'Contacted’ Emai Workflow Email Draft 3/2/2013 8:18 AM  3/17/2014 3:18 A.
FRM - Capture Lead From Email Workflow Email Activated 4/9/20159:02 PM  4/1/2016 10:44 P...
FRM - Email Rollup Analytics Warkflow Email Activated 171972016 8:27 P...  2/20/2016 8:52 A..
ClickDimensions Execute Send Workflow Email Send Draft 4/18/2013 1:24 P 2/9/2016 8:38 AM
FRM - Reassign Email Template Dialeg Email Template Activated TA42014 758 P 47172016 1044 P
I +*  [FRM - Send Fod Email Child Wq*gﬂov.; I Workfiow Franchise Disclosure Document Activated 11/22/20157:46 .. 4/1/2016 10:44 P..,
FRM - Set FDD Signed Date r FRM - Send Fdd Email Child Workflow Franchise Disclosure Document Activated 2/18/2014 %36 P... 4/1/2016 10:44 P...
FRM - Set FDD Sent Date Workflow Franchise Disclosure Document Activated 21182014 936 P 47172016 10:44 P,
AR - FDD Signed Warkflow Franchise Disclosure Document Draft 2182014 11:37 .. 371772014 9118 AL
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3. Before you can make changes to any workflow, you must deactivate it. Please
note that this change will affect all users of the system so when deactivating a critical to
business workflow it is best to inform all users of the system or to execute in off-hours.

& https://demo.frmsolutions.com,/sfa/workflo

B gose U]

o Deactivate

Process: FRM - Send Fdd Email Child Workflow

Lg‘l Z. Information

4 Process Sessions

Q Process Se

ssions

Awvailable to Run

As an on-demand process

Genera Administration MNotes
4 Common
i Information » Hide Process Properties
# Audit History
Process Mame * FRM - Send Fdd Email Chil

d Workflow

Run this workflow in the background (recommended)

4. With the workflow deactivate select the Set Properties button from the field Send email

step

Available to Run
Run this workflow in the background (recommended)

As an on-demand process

Workflow Job Retention

#| Automatically delete completed workfiow jobs (to save disk space)

B3 Add Step -

- - B =t = = -
_,*'-|""JE‘_.' LIEleTe 5 50EP

@ |Get sign FDD url

FRM:5ign FDD URL Set Properties

@ |5end Emai

Lategony
Options for
Scope

Start when:

Send email: | Create Mew Message ¥ Set Propalies
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5. A window will appear containing the content for the FDD email that is released to

the prospect.

6. For more information on updating email templates please see the Global CRM Topics

user guide here.

7. When you complete editing the email body and details as per your needs, click the Save

and close option in the upper left side of the page to save your changes.

) Al Save and Closs
File

L_SI Process: FREM - Send Fdd Email Child Workflow
~ Send Email

From {Owner{Contact (Contact))}

4] {Contact(Contact (Contact))}

8. Next, you must save the workflow and reactivate it by hitting the option Activate; this

will reinstate the process of FDDs being sent.

IH ﬂ Save and Close [0} Iﬁl Activate Convert to a real-time workflow
i =

Process: FRM - Send Fdd Email Child Waorkflow
EE,] . Information

General Administration Maotes
4 Common

E(E Show Dependencies '.@&d'ons -

%, Information
[# Audit History

» Hide Process Properties

. Process Mame * FRM - Send Fdd Email Child Workﬂcm-
4 Process Sessions

Process Sessions Activate As Process v
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http://www.frmsolutions.com/support/documentation/

Candidate Portal Analytics

As a prospect is moving through your sales pipeline and navigating the candidate portal their
page views and logins will be tracked and stored within FRM providing the franchisor better
visibility into what actions they are taking and how they are responding to the process.

There are multiple ways one can access this information. They may do so from the Personal
Sales Dashboard, from the Opportunity or from the Activities entity within FRM. We will outline
each of those below.

Accessing Candidate Portal analytics data via the Personal Sales Dashboard

1. From within FRM select Dashboards > Personal Sales Dashboard

4ig Microsoft Dynamics CRM « v STV EZINIIRW

Franchise Sales

* =
M=

DASHBOARDS REPORTS

At Microsoft Dynamics CRM v #% | FRANCHISE SALES

B> SAVEAS E%NEW & REFRESH ALL

Personal Sales Dashboard ~

System Dashboards

Activity Cverview

Checklist Dashboard

ClickDimensions Analytics Records
ClickDimensions Email Events Analysis
Microsoft Dynamics CRM Overview
Operations: Location Management
Operations: Site Visits

Operations: Store Opening/Checklists

Personal Sales Dashboard
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2. With this Dashboard open on your screen you will notice at the bottom there is a
section dedicated to portal activities. This section is defaulted to a view of “Recent
Portal Activities” but you may change that by selecting the drop-down.

Recent Portal Activities v (i@

System Views )

All Portal Activities = Created o Subject

All Portal Activities Regarding Leads |
l /2016 12:47 PM Logged In

Candidate Portal Logins (Last 12 Months)
! Closed Portal Activities /2016 1212 PM  Logged In

I Franchisee Portal Logins (Last 12 Months) 1/2016 11:04 AM Logged In

Portal Activity Associated View
l 1/2016 10:02 AM Logged In
Recent Portal Activities

Create Personal View /2016 12:54 PM Logged In

I Save Filters as New View /2016 10:58 AM Logged In

Sawve Filters to Current View
' /2016 11:52 AM Logged In

=3

Eric Stell Lagin 8/30/2016 8:54 AM Logged In

1-8of437
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Accessing Candidate Portal analytics data via the Opportunity

1. Open the prospect’s opportunity that you would like to review.
2. Candidate portal activities will be present within that Opportunity’s activity pane

Summary
Opportunity Information ACTIVITIES NOTES

# . Al | Add Phone Call  Add Task  ses
Topic Doug Gilmour
Potential Customer ™ R Doug Gilmour Admin Account

*
Brand NewCo Ice Cream Lvdﬁ' Admin Account has sent you an FDD to sign!!
Type ™ New Location 4/27/2016 11:22 AM
Stage 2 - Application Sent .

Admin Account
Status Reason @ InProgress m Message received from Ty Corcoran
Territory of Interest 1 - 4/10/2016 5:25 PM
Territory of Interest 2 -
) I have a message for you

Territory of Interest 3 - \_% | have a message for you
Description - Madified by Admin Account 4/10/2016 5:24 PM

Accessing Candidate Portal analytics via Activities Entity

1. Select the Activities entity from the ribbon

Ais Microsoft Dynamics CRM «  ft  [ZINNGINIIWIIMN Dashboards | «

9y 5 .

CONTACTS APPLICATIONS

FRANCHISE DISCLOS... ACTIVITIES

FRM Solutions, Inc. Return to Top 38| Page



2. Change the view from All Activities to Portal Activities

* All Activities v

o All Activities >
Task 3
Fan ¥

Phone Call »
Email »
Letter »
Appointment 3
Service Activity 2
Campaign Response 3
Campaign Activity 2
Recurring Appointment 3
Social Activity 3
Drip Campaign Step »
Message 3
Portal Activity / 4

SMS Message 3

P EEREBRGEEALANDONN -~ H R~

Text Message
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Assign Lead/Opportunity to another User

1. Select either the Lead or Opportunity from the ribbon

Al Microsoft Dynamics CRM « v [JEFINGSH ZTN 00

Franchise Sales

az E B

DASHEOARDS REPORTS OPPORTUNITIES

2. If you need to verify who is the current rep assigned to the lead, enter the lead and
check under Representative for the name:

LEAD : LEAD 2015

Robert Cope =

4Summary
Contact
Topic * Robert Cope
MName ™ Robert Cope
Brand * FRM's Test Brand
Status ™ Open
Stage 1- New
Disposition B Suspect

Last Activity Date & 47472016 5:30 PM

s Jarritons -
Representative * & Eric Stoll

Currency US Dollar
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3. From the Open Leads view, select the lead/s or opportunities you would like to
re-assign and click “assign” in the ribbon. Please note, one can only assign leads or
opportunities they are currently the owner of. Being an administrator in the system is an
exception to this rule.

Microsoft Dynamics CRM = Franchise Sales | v Lleads |«

4+ nNew  #EDIT [ DELETE  + Y= MERGE @DETECT DUPLICATES ~ % SEND DIRECT EMAIL  [3 ADD TO MARKETING LIST éﬁ SSIGN 4 SHARE

+ Open Leads ~

v Created On A4 Topic Name Business Phone Lead Source Source Campaign Disposition Last
3/9/2016 2:09 PM  Context Monsense Context Nonsense New
3/9/2016 12:46 P... Be Nice Be Nice New
3/9/2016 9:04 AM  Better Emails Better Emails New 3/9/2016 9:04 AM
3/8/201€ 8:35 AM Mo Disqualify Mo Disq New 3/9/2016 8:35 AM
3/9/2016 8:39 AM  Bogus Workflows Bogus Workfiows New
3/9/2016 8:34 AM  Stop Spamming Stop Spamming New
3/8/2016 %13 AM  Mystery Updates Mystery Updates New 3/8/2016 %:14 AM
3/5/2016 5:33 PM FRM Master Dev Test New 3/5/2016 5:33 PM

4. Inthe pop-up window, select Assign to: User or team and search for the name of the
rep that is to be assigned on this lead.

Assign Lead

o You have selected 1 Lead. To whom would you like to assign it?
Wiag

Assign to User or team
A Mas

Lser or team

Cance

Suspect 3/28/2015 4:19 PM
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5. Click on Assign option to save the change.

®
Y|

Using Advanced Find to query Leads / Opportunities and reassign

based on criteria

1. Inthe upper right side of the page, click on the Advanced Find icon:

Search CRM data

lyler Corcoran
‘RM Master Dev

oo

Search for records

Advanced Find

Create advanced search queries.

\

;[’-f'll

2. Advanced Finds will begin with the view of the page you are on, but you have the
option to modify this from the drop-down list with system views.

FILE ADVANCED FIND

Al MICEOSOT Lynamics LHM

Tyler Corcoran
FRM Master Dey

. . = A
ﬁ E (] Ij H save as o = Group AND <‘;>
s &= Edit Columns = Group OR
Query Saved Results MNew Save Clear Download Fetch
Vigws (5% Edit Properties (= Details XML
Show Wiew Query Cebug
Look for: | Leads Use Saved View: | Cpen Leads

Status Equals Open

Status Reason Does Not Equal On Holg

System Views

All Leads

Campaign Leads

Closed Leads
Leads Opened Last Week
Leads Opened This Week
Leads Waon
Leads: Older Than & Manths
My Open Leads
On Hold Leads
Open Leads
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3. You will notice there are some predefined search criteria already in place:

Look for: | Leads ¥

Status Equals Open

Status Reason Dogs Not Equal ©On Hold

4. In order to add other search criteria, click on Details and select the new criteria at your
choice.

At ynamics CRM Tyler Corcoran @
FILE ADVANCED FIND FRM Master Dev g

3 B saveas = Group AND
@ m ! m &= Edit Columns 2 =

Query Saved Results New Save
Views Edit Properties

Show View

Look for: | Leads

Hide the query lines from view.
Status Equals Open

Status Reason Does Not Equal On Hold

Look for: | Leads v
w  Status Equals
w Status Reason Does Mot Egual

FITTETTTU IO T UTTLEC L
Purchase Process

Purchase Timeframe
Qualification Comments
Qualifying Opportunity
Rating

Record Created On

Related Campaign Response
Representative

Sales Stage (intemal)

Sales Territory

Salutation

Schedule Follow Up (Prospect)
Schedule Follow Up [Qualify)
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5. Once you have added the new criteria, click on Results to retrieve the leads
corresponding to the criteria you set:

[ crm2016/FRMMasterDev/main.aspx?extraqs=%3fDataProvider¥%3dMicrosoft.Crm.Appl
A4 Microsoft Dynamics CRM
ADVAMCED FIND

v 1 H saveas o E GmupANDD} @
% DE @ E & Edit Columns t= Group OR
Query

Saved | Results Mew Save Clear Download Fetch
Wiews Edit Properties =k Details XML
Show View Query Debug
Look for: | Leads ¥ Use Saved View: Open Leads
v  Status Equals Open
w  Status Beason Dioes Mot Equal Cn Hold

v State Equals k;A I_l

6. Form this view you may select multiple leads and assign them to other users of the
system

LIST TOOLS Ady Microsoft Dynamics CRM Tytor Cof

ADNVAMCED FIMD LEADS FRM Mast

:g mw Qe iE .] ﬁ & Mail Merdk & [ share @ i
— Hv Follow E’ Copy a Link

v

E‘IEE;; Edr SEI-'Edrr‘I:gHECt Addta N;rke‘t'r‘g & Unfollow ﬁsagg f=s Ernail a Link WGRrEHow Di;ah;tg Qeg-lc‘tlxrllt- TemEélcaEtes- Terrglzat
Records Actions Collaborate Process Data

' Created On Topic MName Business Phone Lead Source Source Campaign

~  3/28/2015 418 P... Robyn Schiey Robyn Schiey Franchise Gator

~"  3/28/20154:18 P... Robin Winner Robin Winner brusters.com

~'  3/28/20154:18 P... Robert Cope Robert Cope Franchise Opportunities Ne...

~"  3/28/2015 4117 P... Renita Muckle Renita Muckle Franchise Gator

A 3/28/2015 4:16 P... Philanda Westbrook Philanda Westbrook brusters.com
3/28/2015 415 P...  Mitesh Patel Mitesh Patel Franchise Opportunities MNe...

3/28/2015 414 P...  Latrice Davis Latrice Davis Franchise Gator
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Invite Contact to Candidate Portal

1. Open the opportunity the prospect you would like to grant access is associated with
2. Click “Send Portal Invitation”

Aig Microsoft Dynamics CRM v % | FRANCHISE SALES v  Opportunities

+»  Johnny Test |

H save Q] SAVE & CLOSE R CLOSEASWON & CLOSE AS LOST |*__§ SEND FDD @ SEND PORTAL INVITATION _E,] SEND APPLICATION ==

3. In the pop-up window there is an automatically generated password for the contact and

you are required to enter a user name for the profile to be created. Please feel free to
update the password as you see fit.

FRM - Setup Portal Access
Username x
>
- Tip
Enter the username (required)
First initial and last name is the
recommended naming
Password convention
@({rz].n
Click to add comments
Help | | Summary Mext | | Cancel

4. Click Next and then Finish options to save your actions.

When granting candidate portal access via the opportunity you are actually granting access to
the contact (Potential Customer) associated with that opportunity.
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If you would like to review or update the results open the contact record and switch

from the “Contact Form” to the “FRM Portal” form.

EHsave  [3'SAVE & CLOSE  [Fa ADD TO MARK

CONTACT : CONTACT 2015 ™
Contact 2015

ClickDimensions @ a n

Contact

Summ

CONTACT INFORMATION

Salutation
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Reset Contact’s Candidate Portal Password

1. Open the contact that you would like to update
2. Select Reset Password from the ribbon

B save EFSAVE & CLOSE  [FMADD TO MARKETING LIST &8 AssiGN X DELETE @ inviTe |5 RESEr[%ASSWORD

CONTACT : COMTACT 2015

Ty Corcoran

Summary

CONTACT INFORMATION

3. Inthe pop-up window, enter the new password as desired and click on Next and then

Finish to save the changes.

FRM - Reset Portal Password

Mew Password Entry X
>
Ti
Password F
|}M:QWRUK Here is the user's current

passwaord. You can chamge it or
D} leave it be. When you press the
"Mext” button, the passwaord wil
be sent to the user via email.

Click to add comments
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4. In order to verify if the password was changed successfully, you can access FRM
Portal form on the contact.

ESAVE  [E'SAVE & CLOSE  [FMADD TO MARKETING LIST S8 ASSIGN X DELETE @) INVITE %5 RESET PASSWORD

CONTACT - FRM PORTAL ~

Ty Corcoran

General

First Name * Ty Email * tcorcoran@arke.com
Last Name ™* Corcoran Owner™® & Admin Account
Portal

Username B | corky I Password B simple I
Portal Access Active

Portal Administrator No

Change Contact’s Candidate Portal Username

1. Click on the Invite option:

.

BHsavE Ey'SAVE & CLOSE  [FMADD TO MARKETING LIST S8 assigN X DELETE | @ nviTE || &5 RESET PASSWORD  =es

COMNTACT : CONTACT 2015 -

Ty Corcoran

Summary

CONTACT INFORMATION

Salutation Job Title
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2. In the pop-up window, you will receive a message stating that the contact already
has a username for accessing FRM Portal and that you can update the username and
password on the next screen; Click on the Next button.

FRM - Setup Portal Access
Display error message

Ti
This contact already has a username for accessing FRM Portal. If the user -

is having trouble accessing FRM Portal, you might need to reset their
password or enable their login.

If you do not want to reset the username/password click the "Cancel’
button now. Otherwise you can update the username and password on the
next screen(s).

Click to add comments

Help | | Summary
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nd
3. You are required to change the username but a password update is optional.
Please note, by clicking this a new password will be auto-generated. If you do not want

to update the password, you must ensure their current password is entered otherwise it
will be updated automatically to the new proposed password.

FRM - Setup Portal Access
Username X

T
Enter the username (required) =
Corky2 Do not use a standard password

Password
%07 DpaH

ick to add comments D}

[}

Help | | Summary Previous | | HMext | | Cancel

4. Click on Next and then Finish to save your changes.
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5. You can track these changes under the Activities tab (located in the right side of
the contact’s page); here you will see notification emails from FRM about the changes
you performed (e.g. password reset).

I SAVE  EJYSAVE & CLOSE [ ADD TO MARKETING LIST 23 ASSIGN X DELETE @) INVITE %5 RESET PASSWORD

CONTACT : CONTACT 2015~

Ty Corcoran

Summary

CONTACT INFORMATION ACTIVITIES OTES

Admin Account

Salutation - Job Title
B . 4 FRM: Welcome to FRM Portal
Full Name Ty Corcoran Relationship Type Prospect
Today
Business Phone - Home Phone
Mobile Phone - Fax -- = Admin Account
FRM: P; d Reset
Email™ tcorcoran@arke.com Preferred Method of Conte Any = assword Resef
e Ty Corcoran ;
Address
Description T
Your password for logging into the FRM Po
New password: simple
RECENT OPPORTUNITIES +

You can login at http://portalurl using your
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