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Introduction

okEmphasize for All Audiences:
ce,

Dual use. Emphasize that this solution extends the
capability of a laptop — that it can be used as a laptop
and can also be used interactively in front of the cus-
tomer, where a laptop cannot be used.

gha

~

Customer focus. The light weight of the tablet and the
simple gesture interface 8alesPoint means you can
focus on your customers and their needs and not on the
machine. You tap, flick, and swoop to do your work
without shifting your attention away from your cus-
tomer; the simplicity of a paper notepad with the
power of a Windows 95 PC.

Standard system. Show that the tablet supports a
standard Windows 95 desktop environment.

Start the Demo

1. Start by showing the tablet with a keyboard attached.

Briefly show the Windows desktop.
Double-tapSalesPoint.

While SalesPoint is booting, disconnect the tablet from
the keyboard to show its dual use and how easily it can be
held in one hand.

After SalesPoint boots, the Gold Demo notebook
should be open to the Notebook: Contents page.

Talk about the interface: PAGE, document metaphor, table
of contents, tabs.

Note that the tabs are like the tabs of a paper notebook:
They mark a page so you can turn directly to that page.

In the following demo scripts, the steps are listed on the left side
of the page, and points you might want to make are shown to the
right of the step.

Unless otherwise stated, all demos begin at the Notebook: Con-
tents page.
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MEDICAL SUPPLIES

Customer List (General Medical)

Tap theCustomerstab on the Notebook: Contents page.

Flick up and down on the Customer List. Use the alph# Point out hat the Customer Lishas scrdled. Comparetis to
betic tabs. flicking through pages of a paper notepad.

Demonstratewooping

3. Write a largesL in the middle of the page to display » Point out hat the Customer Lishas scrdled to the exact cus-
038104, Glendale Eye Med Grp Inc at the top of the list. tomer you are looking for.

Order Form

4. Display the Customer Order Guide: P This is a customizale list o the praducts bat this particdar
«  Tap on theCOG button to the right of Glendale Eye customer has ordered in the past or has expressed interest in.
Med Grp Inc.

5. Flick up and down on the Order Guide. Use the alphab#iPoint out hat the Oder Guide has scrdi ed.
tabs.

Demonstratswooping

6. Write a largeR in the middle of the page to display the p-Point out hat the Order Guide has scrdl ed to the exact section
DRUGS product section at the top of the list. you want.

Commission Calculator

7. Double-tap th€ommission Calculatorbutton to float the P Initially, the commissionf®wn is$0.0.
Commission Calculator.

8. Move the Commission Calculator to the right so that you
can see the item number column of the Order Guide.

Place an order:

9. Writel to the left of Diamox Seq 500MG (DRUG D0405p Talk about the handwriting recognition caphilities.
in the middle of the screen).

10. Change the order to 2; change the order to 3. Watch tieNote he danges onie Commission Gaulator; you want e
commission number go up. commission to move “up and out” on the table.

11. Change the order to 4. P Talk about the smart Oder Guide.
12. Tap theCancelbutton on the confirmation dialog.
13. Tap the close corner on the Commission Calculator.

What’s New
14. Double-tap th&/hat's Newtab to float the New documen® Compare his with the praductlist. This is an intdligent, inter-
over the Customer Order Guide. active product encyclopedia — a sales intelligence tool.

15. Tap on the texuidel’s new H. pylori test The H. pylori
document opens floating and the New document is closed.
H. pylori

* The H. pylori document opens to teiickVue page. P Note hat the tabs have hanged to H. pyori tabs.
16. Tap theProceduretab. > Note he diange in he tebs to $iow what page you are on.
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17. Tap theContentstab.

< NOTE: Do not make the circle gesture to go to the
Contents page; you will get @icase error message.

18. Tap on pagé6, CLIA Fees.

< NOTE: Do not make any other gestures on a Pub-
lisher Contents page.

19. Tap thd~eatures and Benefitdab.

MobileScript

20. Checkmark-) on theCoachbutton in the cork margin.

21. Insert gesture~) in the open space below the Stop button.
22. Tap orPrompt.

23. Edit gesture() on the newPrompt button.

24. Change the name of the button to “Prompt Demo”.

25. Checkmark on the neRrompt Demo button.

26. Edit gesture on thé>fompt text” and change it to “Tap to
select:”.

27. Tap on the ne®rompt Demo button.
28. Tap theCancelbutton.

29. Back on the script sheet, tap dap to select! to high-
light the prompt.

30. Tap theNew menu option.

31. Edit gesture ontéxt” and change the text of the new
prompt to “Choice 1”.

32. Tap orChoice 1, tapNew, and create “Choice 2".

33. Tap on theOK” prompt, and tap thBeletemenu option
to delete that prompt.

34. Change th@rompt Style to Menu.

35. Tap on the newrompt Demo button (not on the script B Note he dange in he prompt sthe (commad bar vs. menu).
sheet).

36. Tap theCancelbutton.
37. Close gesture) on thePrompt Demo script sheet

38. Draw a line from th®ate Stampbutton to your new
Prompt Demo button.

39. Draw a line fronChoice 1of your new prompt button to
the Quidel User button.

40. Tap theBegin button of the Coach script. » Notice he Date Stamp ahPrompt Demdouttonshighlight as
41. TapChoice 1 their scripts are executed.

e The first Quidel User prompt displays.
42. Tap on the asterisk)(on the Quidel User prompt.

43. Delete (scratch out) gestuf8) on thePrompt Demo but-
ton.

44. Tap theOK button on the confirmation dialog box.

45. Draw a line from th®ate Stampbutton to théHow do
you evaluatebutton.

46. Close gesture on ti@oach script palette
* Be sure to begin the close gesture in the title bar.
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Back to H. pylori

47.
48.
49.
50.
51.
52.
53.

54.

55.
56.

57.

58.

59.
60.

61.

62.

63.
64.

65.

66.
67.

68.

69.

70

Tap theCoach button in the cork margin. » Note hat the promptstiey are seeing now adésplayed by the
TapRefer to specialist script they were just looking at.
TapWe send out to the laboratory

TapWhat is HP?

TapTreatment.

TapAntibiotics .

TapProof Source P This is the Wall Street Jourriaarticle.
e The WSJART document opens.

TapOK.

Flick to navigate the article (there are two pages).

Tap theReturn button on the bottom of the WSJART doc-

ument.

« The QuickVue page is re-displayed.

Tap the/OC button in the cork margin. P This page, tited “Survey Summary”, lsows a summary ohé
«  The H. pylori Results document is displayed. data that is transmitted to the headquarters server.
Tap on one of the tw@raph buttons.

¢ The data described on that line of the Survey Summary
is displayed in graph form.

« Write P, L, andB on the graph to display the data in pie
chart, line, and bar graph forms.

Close gestured) on the graph page.

Close gesture on the Survey Summary (H. pylori Results).

e The QuickVue page is re-displayed.

Tap theReport button in the cork margin. P An emdli canbe sent totie sdes manager whtthis summary b

«  The Call Report document is displayed. the important information gathered during sales calls that day.

Close gesture on the Call Report document.

«  The QuickVue page is re-displayed.

Tap theé=AQ button in the cork margin. P Handle customer lgiections.

Tap on #15Proficiency Testing? P This is usd to darify for the customehow the cost dregua-

«  The Proficiency Testing document opens. tory compliance affects the cost per test.

Enter60 tests per month. P Point out hat the Per Test Cost of Proficiency Testing, Net Per

«  Change the number of tests per month by writing overlest Reimbursement, and Total Annual Net all recalculate based

it to show dynamic calculations and the effect on the N the number of tests per month.
Per Test Cost.

Close gesture on the Proficiency Testing document.

Close gesture on the H. pylori document to return to the
order guide.

« Be sure to begin the close gesture in the title bar.
Add the H. pylori test to the order:

Make an insert gesture) on your Customer Order Guidgy Assuminghiis is he first time his customehas seentis prod-
to display the Product Lookup page. uct, you need to add it to his custom product list.
WritePYL in the Word comb field. » Note hat 6 matdes arefourd.

. Tap theFind button.

* The Product Lookup Results page lists five H.PYLORI
QUICK-VUE tests.
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71.
72.
73.
74.
75.
76.

Double-tap on the Commission Calculator.

Write2 to the left of the last H. pylori test. » Note he changes onhe Commission Qaulator.
Close corner on the Commission Calculator.

Close corner on the Product Lookup Results page.

Close corner on the Product Lookup page.

Write a larg&) in the middle of the Customer Order Guidp The Order Guide has scrdi ed to the Quilel section, vkich has
just been created in this particular customer’s order guide.

HQ Communication

77.
78.

79.
80.
81.

Tap theCurrent Order button.

Tap thesend Order button.

* You are back at the Notebook: Contents page.
Tap theDutbox and show the order.

Mention Held Orders.

Mention HQ Library.

Back to What’s New

82.

83.

Double-tap th&hat's New tab to float the What's New
document over the Contents page.

Tap on the textoulter's MD Series Il. The Coulter doc-
ument opens floating and the New document is closed.

Coulter

84.
85.
86.

87.
88.
89.
90.
91.
92.

93.
94.

95.
96.

97.

*  The Coulter document opens to the COULTER pagm-Note hat the tabs have hangel to Couter tabs.
Tap theProceduretab.

Tap theSurvey button. » Note he nunber of CBCs #ready displayed and say, “The last
Enter the number of CBCs performed daily into the edit time we talked, you said you were performing this many CBCs.
pad, and tap th@K button. Are you still doing this many? No? How many are you doing?”
e The value should be between 3 and 100 for demo pur-

poses.
Tapln house

Tap the name of any instrument listed.
Tap on the age of the instrument.
TapLease

Taplt's OK..

Place a checkmark nextRaster and next td_ower cost
per test

TapContinue.

Tap theROI button in the left corner of the cork margin.

e The Cost Analysis document is displayed. » The nunber o tests perday has dready been entere.
TapLease

Enter the percent Medicare, Medicaid, and private pay.»The percent ManagkCare is assuntkto be the remairaer.

Point out the total reimbursement per month and the final reim-
bursement the first year, plus the five-year total.

TapPurchase P Note he dhanges in operating cost, first-year rdiorsement,
«  Toggle betweeheaseandPurchaseto compare. and five-year reimbursement, plus the addition of a line labeled
Return on investment.
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98. Close gestured) on the Cost Analysis document.

99. Tap the/OC button in the cork margin. P This displays a summaryfalata cdlectal from dl customers.
* The Voice of the Customer page is displayed.

100.Tap theMarket Share button in the cork margin.
e A 3-D graph of market share is displayed.

101.Close gesture on the Market Share document.

102.Close gesture on the Voice of the Customer document.

103.Close gesture in the title bar of the Coulter document.
* You are back at the Notebook: Contents page.

Surgical Instruments

1. Tap onSurgical Instrumentsin the Medical Supplies sec-
tion of the Notebook: Contents page.

2. Tap on pagé: Webster Needle Holder.
« NOTE: Do not go to any other page in this demo.

3. Tap theBetter Value button. » Show abetter vdue praluct.

4. TapOK.

5. TapYes

6. Change “43" to “23” simply by writing & over the 4. > Note hat the graphs changedynamicaly.

*« The TC needle holder is still a better value.

7. Close gesturey) in the title bar of the Relative Cost Per
Use document.

« NOTE: Be sure to begin the close gesture in the title
bar. If you accidentally make one of the graphs an icon
of a graph, just tap on the icon to restore the graph.

8. Close gesture on the Surgical Instruments document.
« Be sure to begin the close gesture in the title bar.

Pharmaceutical Sample Report

NOTE: Do not go directly to this document; you must go
through the Day Planner (the document is hard coded to open
with Dr. Payne’s nhame and address already filled in).

1. Tap theDay Plannertab.
2. Tap the Wednesday tab at the bottom of the Day PlannmAn appointment mayave aready been set upy the head office
3. Double-tap ofes Paynein the Day Planner. call center and downloaded to this agent’s Day Planner.
» The Physician profile sheet for this client is displaygs.Review ifiormation hat is dready known dout tis dient.
4. Review the Payne profile. P These first steps wddibe donebefore he sdes rep meets wit
the customer.
5. Tap on thé&Sample Reportnotebook tab.

» The Pharmaceutical Sample Report page is displayediotice hat Dr. Payne’s name a@haddress aml today’s date are
already automatically filled in.
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10.

11.

12.
13.

14.

15.
16.
17.
18.
19.
20.
21.
22.

23.

24.
25.

26.

Write the names of the drug samples you are leaving onphgou can write anyhere on he page. Tie systenmelps you fi
page: out the drug names.

« NOTE: Do not write too large when you write the
names of the drug samples. Writing too large will litter
the page with ink.

Write VA on the page. The name Valium is automaticallp If you write enoulyletters to uniquig identify an item inhelist,
filled in. the full name is filled out immediately.

Write TO on the page. A choice list is displayed. Tap o If youdo not write enoulgletters, a boicelist pops up.
Toradol 60.

Circle gesture() on Toradol 60. pIf the name is not correct, you cgnon he name to spelyi a
different one.

Write in quantities to the right of each drug name.

Write in a signature for Dr. Payne. » Do not write outdde the signature pa.

« NOTE: Do not write outside the signature pad; if you
do, the signature will not be cleared the next time you
open the document.

Tap orQuidel’s new H. pylori test > As thedoctoris sgning, he saes rephashis attenion. The rep
says, “Can | show you this new product?”

pylori

*  The H. pylori document opens to tReiickVue page. pNote hat the tabs have hiangel to H. pyori tabs.

Tap theProceduretab. P> Note he diange in he tebs to $iow what page you are on.

Tap theContentstab.

< NOTE: Do not make the circle gesture to go to the
Contents page; you will get @icase error message.

Tap on pag#&6, CLIA Fees.

« NOTE: Do not make any other gestures on a Pub-
lisher Contents page.

Tap thd-eatures and Benefitdab.

Tap theCoachbutton in the cork margin.

TapRefer to specialist

TapWe send out to the laboratory

TapWhat is HP?

TapTreatment.

TapAntibiotics .

TapProof Source P This is the Wall Street Jourriaarticle.
e The WSJART document opens.

TapOK.

Flick to navigate the article (there are two pages).

Tap theReturn button on the bottom of the WSJART doc-
ument.

e The QuickVue page is re-displayed.

Tap the/OC button in the cork margin. P This page, tited “Survey Summary”, lsows a summary ohé
«  The H. pylori Results document is displayed. data that is transmitted to the headquarters server.
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27. Tap on one of the tw@raph buttons.

e The data described on that line of the Survey Summary
is displayed in graph form.

* Write P, L, andB on the graph to display the data in pie
chart, line, and bar graph forms.

28. Close gestureA) on the graph page.
29. Close gesture on the Survey Summary (H. pylori Results).
e The QuickVue page is re-displayed.
30. Tap theReport button in the cork margin. » An emdli canbe sent totte sdes manager whtthis summary of
«  The Call Report document is displayed. the important information gathered during sales calls that day.
31. Close gesture on the Call Report document.
e The QuickVue page is re-displayed.

32. Tap theé=AQ button in the cork margin. » Handle customer giections.
33. Tap on #15Proficiency Testing? P This is use to darify for the customehow the cost of regia-
«  The Proficiency Testing document opens. tory compliance affects the cost per test.
34. Enter60 tests per month. P Point out hat the Per Test Costfd’roficiency Testing, Net Per

«  Change the number of tests per month by writing overlest Reimbursement, and Total Annual Net all recalculate based

it to show dynamic calculations and the effect on the N the number of tests per month.
Per Test Cost.

35. Close gesture on the Proficiency Testing document.

36. Close gesture on the H. pylori document to return to the
Pharmaceutical Sample Report.

« Be sure to begin the close gesture in the title bar.
37. Close gesture on the Pharmaceutical Sample Report.
¢ You are back at the Notebook: Contents page.

CONSUMER PACKAGED GOODS

Salon Turnover Order Form

NOTE: Do not go directly to this document; you must go
through the Day Planner (the document is hard coded to open
with Just in Style’s name and address already filled in).

1. Tap theDay Plannertab.

2. Tap the Tuesday tab at the bottom of the Day Planner. p An appointment mayave dready been set upy the head office

3. Double-tap odust in Stylein the Day Planner. call center and downloaded to this agent’s Day Planner.
» The Customer profile sheet for this client is display@s Review informationhiat is dready known aout this dient.

4. Review the Just in Style profile. P Thesefirst steps woldl be donebefore the sdes rep meets wiit
the customer.

5. Tap on thé@rder Form notebook tab.

e The Salon Turnover Order Form is displayed. » Notice hat Just in Stie’'s name ad address anl today’s date
Tap theStylist button. are already automatically filled in.
TapTina White.
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10.
11.
12.

13.

14.
15.

16.
17.
18.
19.
20.

21.
22.

23.
24.

25.

26.

27.

28.
29.

30.
31.
32.
33.

Tap anywhere under tiRFoduct Description column in  pNote hat youdo nothave tobe carefui about where you tap.
the table.

e A choice list of brands is displayed.

Tap on any brand.

e The Product List is displayed.

Enter some quantities.

Close gesture?) on the Product List. » Note tie praducts you Sectel are added to the order form.
Enter a signature. P Point out he Eraserbutton in he signature pe. Tap on it, ad

« NOTE: Do not write outside the signature pad. Use f@p anywhere on the ink you want to delete.
the eraser to delete any stray ink.

Tap theNew Order button. P Note tat the Oder Form can kare information wit the
Address List.

Tap a name. P The oder form is deared exceptor the new customer name.

Tap thdPROMO button.

* The Miss Clairol Campaign document is opened. P Note hat the tabs have danged to Miss Qairol campaign tas.

TapWhat do you currently use? » Gather Market Intdligence.

Tap any brand.

Tap anything.

Tap anything.

When you are finished saying what you currently use, tap
No other lines are used

Tap theExit button.

Make a circle gesture anywhere on the page to turn to the
table of contents page.

Tap #9Predictability. P Handle customer lgiections.

TapSurvey Results > \oice d the customer.

e The Customer Response document is displayed.

e This shows the survey data for this one customer.

Tap theClairol Survey Data button. P This is the information he home dfice gets.

e The Clairol Survey Data document is displayed.

e This shows the survey data for all customers.

e  Flick to navigate.

Tap theGraph Data button. P This showsbrand surveydata in gragh formfor all customers.
e The graph document is displayed.

Write aP on the page to display the same data as a piep-It is easy to sow different views bthe samedata.
graph. Write an to display a line graph. WriteBato
redisplay the bar graph.

Close gestured) on the graph document.

Close gesture on Miss Clairol Campaign.

* Be sure to begin the close gesture in the title bar.

Tap theDCR button. P You can automatidby fill out a cdl report.
Flick to navigate the DCR.

Close gesture on the DCR.

Close gesture on the STOF.

« Do not make the close gesture in the Product Descrip-
tion area.
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FINANCIAL SERVICES

Equipment Lease » When spe&ing with the CFO d a company,He question

1.

12.

13.

14.

15.

16.

17.

18.

19.

20

whether to lease equipment is an important one. This applica-
Tap theEquipment Leasedocument title in the Financial tion shows the series of calculations and concerns that enter
Services section of the Notebook: Contents page. into such a decision.

Tap theTransportation Equipment button.

TapWith your Lease or Buy decision?

e The Basic Lease Data document is displayed.
Tap the choice arrowhead undscription.

Tap anything.

Enter a purchase price; for example, $1,200,000.
Enter 5 in théexpected useful lifebox.

Enter 5 in th@ax Life box

Enter 32 in th&ax Rate box.

. Enter 1.00 in th8pread over Treasurieshox. P Show that the Present Male d rent isbeing cdculated as you
. Tap theCONTINUE button. go.

¢ You may need to pull the windowshade down further
to see the CONTINUE button on the bottom of the

page.

TapNo, | already know: p Assumettat the CFO isknowledgeable about the factors going
into the decision.

TapYes » The Bottom Linelocument Bows he Present aie alvantage

«  The Bottom Line document is displayed. of leasing (see the red amount).

Replace “1.00” (third line) with “2.00". P The cdculations aredynamic: Boh the PV avantage nuroer

(in red) and the graph update immediately.

Tap the value to the right of the t&kte PV advantage of P This showshow the cdculations are mee.
leasing is...(this value should be in green).

* The Residual Value Analysis document is displayed.

Tap theReturn to Key Factors button. P This shows hat threefactors enter intote decision.

e The KeyFactors document is displayed.

Tap theequipment valuebutton. » The minimum sli& price at he erd of the usefulife (5 years)

«  The same Residual Value Analysis document is dis- that the company would require in order to be indifferent about
played again. leasing is shown at the bottom, both as dollars, and as a per-

centage of the purchase price. A typical 5-year selling value is
under 10% of the purchase price, showing that, in this case,
leasing is preferable.

Tap theSee Bottom Linebutton.

e The same Bottom Line document is displayed again.

Tap therinished button. P This shows hat al the data was capturein the backgrourd,
«  The ClientData document is displayed. ready for transmission to the home office.

«  Flick left and right to view the entire document.

Close gesture on the ClientData document.

* You are back to the Notebook: Contents page.

10
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TravelMedicalQuote » This is a very Bort exampe d how a comfex transaction can
easily be presented to a client, and the sale closed on the spot.

1. Tap theTravelMedicalQuote document title in the Finan-
cial Services section of the Notebook: Contents page.

« Alist of names (Address List) is displayed floating on
top of the TravelMedicalQuote document.

Tap any name shown.
Tap any box shown (for number of travelers and children).
Tap any box related to ages.

o wDn

Enter any date in the future in the form:

« Day, Month, Year [Notenot Month, Day, Year]

6. Enter any date less than 30 days after the previous datp:Pdlicies are ofy issueé for up to30days d vacation.
»If a Premium is not daulated, double-ched your dates.

7. Tap thdssue Policy?button. » The urderlying rate ieet is automatidéy updated when oders
TapYes are transmitted.
* The Exclusions (from coverage) document is dis- P The nee to show what is extuded from coverage is a mattef o
played. statutory regulation in many states. This application enforces
that this is shown to the cliebéforeclosing the transaction.
9. Tap theSee Invoicebutton. P The invoice is generatsfrom the data, ard canbe transmitte

«  The Invoice document is displayed. as is to the head office for acceptance of coverage.

10. Close gesture?) on the Invoice document.
11. Close gesture on the TravelMedicalQuote document.

FleetServices

NOTE: Do not go directly to this document; you must go
through the Day Planner (the document is hard coded to open
with Richard Kavanagh’s name and address already filled in).

1. Tap theDay Plannertab.

2. Tap the Tuesday tab at the bottom of the Day Planner. p- An appointment mayave dready been set upy the head office

3. Double-tap oRichard Kavanagh in the Day Planner. call center and downloaded to this agent’s Day Planner.
e The personal profile sheet for this client is displayed.

4. Review the Kavanagh personal profile. » Review ifiormation hat is dready known dout this dient.

«  Flick up (), beginning in the profile title bar, to maxi-
mize the profile sheet and make it easier to review.

5. Double-tap the nam&ndy’s Trucking Company I... on
the Kavanagh personal profile.

e The Andy’s Trucking company profile is displayed.

Review the Andy’s Trucking profile. P Review informationhat is dready known dout tis company.
Close gestureq) on the company profile sheet.

« Be sure to begin the close gesture in the title bar.

8. Tap on the document icon in the middle of the Kavanagh
personal profile sheet, under the Andy’s Trucking address
and to the right of Notes.
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10.
11.

12.

13.

14.
15.

16.

17.
18.
19.
20.
21.
22.

23.
24.
25.
26.
27.

28.

29.
30.
31.

32.
33.
34.
35.
36.
37.
38.
39.

Tap onSept 22nd Discovery Letter > Note he expressineal to centrdly administer registrations,
«  The letter is displayed. and to avoid fees and penalties.

Close gesture on the letter.

Close gesture on the Kavanagh personal profile sheet. p These first steps wadibe donebefore he agent meets withe
«  Be sure to begin the close gesture in the title bar. ~ client.

Tap on thé&leetServicemotebook tab.

e The FleetServices page is displayed.

TapMaintenance Management Progranbutton. P This shows heleve of detail of information hat is avalable to
«  The Maintenance Management document is displayed@n @gent when in front of a client.

Close gesture on the Maintenance Management document.

Tap thd-leet Administration button. P Recdl that this was be main point raise during the discovery
«  The FleetAdmin document is displayed. process.

Tap thd-leet Toolsbutton.

e The Fleet Tools app document is displayed. » The Heet Tots appdocument initi#ly has alargeblank area in
Tap theCustomer Needsbutton. the middle. This area will be populated according to the

answers to the questions asked about the customer’s needs.
TapPaper-based system

TapSometimes
TapSome difficulty.
TapA lot of time.

TapNo. P This shows he various tots that woud fit the ne@s d the cus-
tomer as described by the answers to the questions.

Tap theAdministrator Tool button. P Again, his shows te detaied information avaiable.
Tap theOK button.

Tap theNorkBench button. P Recdl the dient’s neels from he discoveryletter.
Tap theOK button.

Tap theOK button. p Get a samie report @ registration expiratiordates.

e The Late Reg report document is displayed.
Tap theNhat if...? button.

¢ A small ROI document is floated on the Late Reg
report.

Tap the choice arrowhead.
TapNJ.

Tap theCalculate button. P This shows hat (hypoteticdly) missing registratiomleadlines
«  The table under Cost of missing registration deadline!n New Jersey for those periods would cost an amount that could

and the Total are automatically calculated and filled inPPaY for the entire administrative toolset.
Close gesture on the ROl document.
Close gesture on the Late Reg report document.
Tap theQuestionsbutton.
Tap any answer.
Tap theODK button. P These are typidaguestionshat might be aked by a dient.
Tap any answer.
Tap theOK button.
Tap any answer.
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40. Tap theOK button.

« Make sure that you have tapped at least 3 question/
answer sets.

41. Tap the asteriskY.

42. Tap theSummary button. P This letter is a formetter hat hasbeen madified acconing to
«  The Summary document is displayed, which is a Ietteﬁhe choices made during th_e meeting yvith the client. All ite_ms
from Fleet Services to the customer you are meeting N b!ue are th(_)se that were discussed with or shown to the client.
with (recall Day Planner and client profile). Notice that Richard Kavanagh’'s name and address and today’s
date are already automatically filled in.

43. Close gesture on the letter. P This shows hat all the datadiscussd was capturd in the back-
+  The CustomerData page is displayed. ground, so that the “voice of the customer” is now ready to be
transmitted directly to the home office the next time the agent
dials in.

44. Use flick gestures to navigate the CustomerData page.
45. Close gesture on the CustomerData page.
46. Close gesture on the Fleet Tools app page.

Relationships

These demos do not have tabs and are not listed in the Note-
book: Contents page at all: The only way to get into these
demos is through the Day Planner.

1. Tap theDay Plannertab.
2. Tap the Tuesday tab at the bottom of the Day Planner.
3. Double-tap owendy McDonald in the Day Planner.
* The personal profile sheet for this client is displayed.
4. Review the McDonald personal profile. P Review iformation hat is dready known dout this dient.

e Flick up (), beginning in the profile title bar, to maxi-
mize the profile sheet and make it easier to review.

5. Double-tap the nanfdY Bearings Inc on the McDonald
personal profile.

« The NY Bearings company profile is displayed.
. Review the NY Bearings profile. » Review informationhat is dready known dout tis company.
7. Close gesture®) on the company profile sheet. The area at the bottom amounts to an opportunity manager.
e Be sure to begin the close gesture in the title bar.

8. Double-tap the nanf¢Y Press Clubon the McDonald
personal profile.

e The NY Press Club group profile is displayed.
9. Review the NY Press Club profile. P Review posbie netwoking opportunitiesif pernmisdgonis

10. Double-tap the namiiéll Mullin on the NY Press Club given by other clients
group profile.

* The personal profile sheet for Jill Mullin is displayed.

11. Close gesture on the Mullin personal profile sheet.
* Be sure to begin the close gesture in the title bar.

12. Close gesture on the NY Press Club group profile sheg Thesefirst steps wold be donebefore the agent meets vhithe
«  Be sure to begin the close gesture in the title bar. ~ client.
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13. Tap on the document icon in the middle of the McDonald
personal profile sheet, under Notes.

14. Tap orBusiness Events

* A Business Events document with a Circle of Even The entrepreneur’sife is surrourded by both business ad per-
graphic is displayed that shows business and personaonal events.
events in an entrepreneur’s life.

15. Tap theCoachbutton.

* The same Circle of Events graphic is displayed, bupThe Coat buttonhighlights those areas Wich dients wih sim-
this time the graphic contains more buttons (and the ilar profiles have pursued. The coach has built-in business rules
document is called Coached Events). The Employeethat tell the rep what the client's needs probably are.
Package and Personal buttons are highlighted.

Life Ins Need
16. Tap theéPersonalbutton.

17. TapFamily Protection. P This is protection prowvded to the famly in the event of some
+  The Life Ins Need document is displayed. mishap for the entrepreneur — usually in the form of life insur-
ance.
18. Enter “14” for Linda’s age. P The dildren’s ages are important to asselss hunier of years
19. Enter “12” for Geoffrey’s age. of coverage required.
20. Enter “4” forYrs to go in Collegefor both children. » Both children wil have 4 years of dleege requiring fuding.
« NOTE: If you make any errors entering data, use theNote thatAdditional Insurance Requirecthanges to accom-
scratch-out B) delete gesture and start over. modate the years in college.
21. Enter “6000” foMonthly Income Needed » Monthly speming is estimate at arourd $6,000,
22. Enter “10” forYears. P Given Geoff’s age of 12, armatr 10 years of support are
«  NOTE: The only values you can enter are 5, 10, 15, needed.
and 20.
23. Enter “70,000” folJninsured Debt Amount P An unsecureline d credit taken outoefore the business starté

24. Enter “100,000” fowhole Life.
25. Enter “100,000" fofferm Life.

26. Enter “200,000” foRet.Svgs(retirement savings). » The resut is that, in the event bthe entrepreneur’sleat, the

+  Note: You may get a different number here if you did Money available to fund her children’s growing up and college,
not exit this demo properly the last time you ran it, after paying back the unsecured loan, is $344,000 short. That

even if this particular form appears to be filled out cor-'S how much additional life insurance is needed.
rectly. Be sure to follow this script.

27. Close gesture on the Life Ins Need document to go back to
the Circle of Events graphic (Coached Events document).

Investor Info

28. Tap thePersonalbutton.
29. TapRetirement Savings P At the same timehe dient maybe concernd that she is not
saving enough for her eventual retirement.
e The Investor Info document is displayed. P Note hat the existing information on Wew is carried forward.
30. Tap theHow much should you contribute?button.

31. Enter “120,000” foCurrent Annual Income. » Note hat the target income at retirement, anthw@amnount

«  Change Current Annual Income by overwriting it to required from your retirement savings, and the annual contribu-
show dynamic calculations. tion to your retirement savings are dynamically calculated.

32. Close gesture on the How much Contribution? documeptinvestment athIncome fitds havebeen automatidéy filled in.
33. Tap theRetirement Plan?choice arrowhead.
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34.

35.

36.

37.

38.
39.

40.
41.
42.

43.

44.
45.

46.
47.

48.
49.

50.

51.

52.

TapIndividual Retirement Account. » Knowinghow mud to invest may ndielp Wemly. e dso is
concerned aboutow to invest her annual contribution.

i _ Assume that she does not know what kind of risk profile she has.
Tap theProfile Questionsbutton.

e The Questions document is displayed.

Tap theNext button. P There arel0short questions wich will help determine Wedy'’s
Tap theNext button. profile for investing. Assume that Wendy is a very conservative
h b investor of her own money, as she is risking a great deal in her
Tap theNext button. business.
Tap theMore Info button on question 8: “Which best P This shows hat there is more iformation avaliable for the
matches your expected annual return?” agent to use to explain the choices — in this case the kind of
«  The Annual Returns document is displayed. Note thednnual returns from various scenarios, where, in some years,
graph. money is lost (negative return) from more risky investments.
Tap theReturn button.
Tap theNext button.
Tap theNext button. P The appication now t&es al the answers, scorekdém, aml
«  The Asset Mix document is displayed. returns 2 different portfolio mixes.
Tap theOriginal Mix button (center column heading). B The Origind Mix is that portolio that Wemly's answers idi-
«  The Income & Moderate Growth document is dis- ~ ¢ated as her preference for risk.
played.
Tap theReturn button.
Tap th(Recommendbutton (first column heading). » The Recommated mix is hat porttolio that we recommaefor
«  The Balanced Growth document is displayed. Wendy. In this case, given her youth and her high salary, a

slightly more risky portfolio than she herself indicated.

Tap theReturn button.

Enter numbers in tHeersonal Mix column. » Assuminghiat Werdly is not corfortable with the recommeated

+  For example, from top to bottom: 0, 15, 0, 20, 45, 20 r_nix, even though she recognizes the need to take a little more
Tap theContinue button on the Asset Mix document. risk.

TapYour own choice of mix? P This shows he thosen percentage mix, dthe amounts oher

«  The Final Choice document is displayed. annual contribution to be put into each.

» From this point, you can expin that, with a family of funds
behind each fund type, and the associated performance data,
Wendy could even move to making an order. For the sake of this
demo, those steps have not been shown.

Close gestured) on the Final Choice document.

« The Coached Events document displays.

TapYes P Show that al of Wenly's data ard preferencedavebeen cap-
«  The Investor Data document is displayed. tured in the background.

Flick left and right to see all of the table.

53. Close gesture on the Investor Data document.
Emp.Bene.Pkg P Werdy may ésohave expresska desire to improvehe life cov-
erage of her managers in the group plan.
54. Tap theEmployee Packagdutton. > What follows is a very bbreviated demo @ the design @ an
«  The Emp.Bene.Pkg document is displayed. employee benefits package. This demo skips several of the

information-gathering steps that are usual, and only shows Life
and Disability coverage.
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55.

56.

57.

58.

59.

60.

61.

62.

63.

64.

65.

66.

67.

68.
69.

70

Tap theCONTINUE button. » Assumettat this informationhasbeen prowviled by the company,

«  The Company Details document is displayed. !oerhaps ona prefo_rmat'ged spr_eadsh_eet. T_he (_’:\gent can then
import the information directly into this application and verify
it. Some details of the company are shoiNaote that the effec-
tive date of coverage has been captured.

Tap theCONTINUE button. » Now he details d the empoyees arelown. There arel0

« The Employees document is displayed. employees: 3 managers and 7 staff.

Tap theCONTINUE button. P This is he summary ot existing pan for Life aml Disability

«  The Plan Summary document is displayed. coverage.

Tap theShort Term Disability button (column heading). B This shows he detail that liesbehind, so hat the agent can pro-

+  The Short-term Disability document is displayed. ~ Vide explanations.
Close gesture on the Short-term Disability document.

e The Plan Summary document is displayed again.

Tap thdLIFE button in the upper right corner.

TapSet coverage for each class?

TapOK. » Show the Manager tass, aul the totd coverage curremy pro-
TapSalary multiple. vided.

Tap2 times p» Show the dhange in coverage.

TapCancel

e The Plan Summary document is displayed again.

Tap theaCONTINUE button on the Plan Summary docu-p Show the quotation réecting he change in coverage. His quo-
ment. tation uses a rate sheet in the background which can be auto-

«  The Quotation document is displayed. matically updated.

Close gesture on the Quotation document.

e The ClientData document is displayed.

Flick left and right to show the range of data captured. B Show that al the data hasbeen capturd in the background.
Close gesture on the ClientData document.

Close gesture on the Coached Events document.

SALES PROCESS

Sales Process ROI

Tap on thé\ddress Listdocument in the Business Planner
section of the Notebook: Contents page.

Enter this customer’s name, company name, and addrgsJhesetirst steps woldl be donebetore e sdes rep meets wiit
Tap theContentstab in the Notebook: Contents page.  the customer.

Tap onSales Process ROIh the Sales Process section of
the Notebook: Contents page.

Tap theNew button.
Tap on the name of the customer you just entered. P> Note hat the Sdes Process RQlocument islgaring informa-

Survey the customer about what problems they are cur- tion with the Address List document.
rently having, and tap to the left of each problem identified
by the customer to mark it.
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10.

11.
12.

13.

14.
15.

16.
17.
18.

19.
20.
21.

22.
23.
24.
25.
26.

27

28

Tap on the textoo Much Discounting.

« A worksheet for this problem is turned to: Impact of
high discount rates.

Fill out the worksheet.
Make changes to the information you just filled out. P Note hat commensuratehanges are automatitiy made to

Tap theReturn button. other information on the page — notably to the bottom line.
Tap on the textligh No Decision Loss P Note hat vdues hat were entergin the previous wdtsheet are
Fill out the worksheet. carried over to this worksheet.

« NOTE: Do not enter a Target NDR that is higher than
the Current NDR.

Tap on the value to the right®éttom Line Impact. P This showshow the computations wermone.
e The Show Calculation No Decision document is dis-
played.
« Each worksheet has this feature.
Change some of the values. P Any hanges hat you m#ée here are rélected back on the No
Close gesture) on the Show Calculation No Decision ~ Decision Loss page.
page.

Tap theReturn button on the High no decision loss page.
Tap onToo Many SalesCalls.

Tap on the graph icon (looks a little bit like a tiny comb p At this point tie sdes rep migt ask the customer, “Are you sure
field) to the right ofPer Sales Call Cost you are considering all the costs of sales?”

¢ Apage is turned to that shows a graph of various costs.

Close gesture on the graph page.

Tap theReturn button on the Too many sales calls page.

TapSummary Page

* The Needs Analysis Report document is displayed.

TapQuotation. P This quotation Bows he cost to imement his face-toface
Close gesture on the Quotation document. sales application for your sales force.
Tap theReturn button on the Needs Analysis Report page.

Tap theVleeting Notesbutton.

Take some notes about your meeting.

« Be sure to clear your meeting notes between clients.

Close gesture on the Meeting Notes page.

« Be sure to begin the close gesture in the title bar.

Close gesture on the Sales Process ROI page.

SAMPLES

These are the “elevator” demos: One-page demos that can be
shown in a minute or two.

Read Me

This is the well known text file on gestures. You could open this
to demonstrate TextPaper gestures and inserting text in TextPa-
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per. The document is read-only, so any changes you make in it
will not be saved.

1.

2.

Tap onRead Mein the Samples section of the Notebook:
Contents page.

Use the close page gestur (o return to the Contents
page.

Loan Calculation

This is a demonstration of FinancePaper: values calculating and
displaying dynamically.

1.

4,

Tap onLoan Calculation in the Samples section of the

Notebook: Contents page.

Enter aPrincipal Amount. » Note he immeliate change in he monhly payment ashthe two
Change th@rincipal Amount, Interest Rate, andTerm.  contingent monthly payment increase amounts.

Close gesture) on the Loan Calculation document.

What’s Your Mortgage?

This is similar to the Loan Calculation demo.

1.

Tap orWhat'’s Your Mortgage? in the Samples section of
the Notebook: Contents page.

Change the loaAmount and interesRate. » Note he entire tdle is recdcuated to show how mud princi-
pal and interest you are paying every month for the life of the

loan.
Tap onExplanation in the cork margin.

Tap thePrompt me button.

Change the principal amount and @ig.

e Enter a number less than $1 million.
Change the loan rate and faj.

* Enter a reasonable rate number.
Tap theOK button.

Select some rows in the middle of the table, and selectpThis shows he increase you wddi neel to mae in your
Delete Rows from the Design menu. monthly payment to pay off your loan earlier than 30 years.

* Do not delete the first or last rows in the table.

Close gestured) on the What's Your Mortgage? docu-
ment.

Wheels & Hubs

This is a good place to quickly demonstrate zooming gestusNOTE: Do notlick on his page. Do not go to arf@r page in
and the ability to get a close up view of a technical diagram. this document. Stay on this first page.

1.

Tap orWheels & Hubsin the Samples section of the Note-
book: Contents page.

« NOTE: Be careful how you make your zoom ges-
tures. If the system thinks you made just the circle ges-
ture, you will get are-case error message saying
there is no table of contents.

d Zoom in (sensitive to the size of the circle).
Zoom out (sensitive to the size of the circle).
1 Increase the size of the page contents 10%.

18
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2 Decrease the size of the page contents 10%.
W  Adjust the page to the width of the screen.
H Adjust the page to the height of the screen.

2. Use the close page gestum (o return to the Contents
page.
« Be sure to start the close page gesture in the title bar.

NotePaper

This is a piece of NotePaper that you can use to demonstrate
taking notes and changing the colors, paper, ink, and writing
style, and drawing and manipulating shapes.

1. Tap onNotePaperin the Samples section of the Notebook:
Contents page.

Write some words on the document.

Draw a triangle.

Tap on the triangle to select it.

Edit gesture () on one of the graphic anchor boxes.
TapTriangle.

Circle on one of the anchor boxes again.
TapCircle.

With the graphic still selected, checkmatk)(nside the
anchor boxes.

© ©® N o s~ DN

« NOTE: Donotuse the menus.
10. Change the options and tap Apply button.
11. Tap on a word to select it.
12. Change the options and tap Apply button.

13. Tap the choice arrowhead at the top of the Options sheet,
and tap orPaper.

14. Change the options, and tap &pmply & Close button.

15. Use the close page gestur) {o return to the Contents
page.
« Be sure to start the close page gesture in the title bar.

BUSINESS PLANNER

In general, these should not be shown as separate demos, but as
part of another demo. Many of the demos described in the
remainder of this document begin by going to the Day Planner.

This section discusses some things you may want to show in
these tools that may not be mentioned in the other demos.

Address List

Enter a customer name and company name.

Day Planner
1. Tap on théay Plannertab.
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Demonstrate how to navigate the Day Planner.
Schedule an appointment. P The customer iformation comesrom the Address List.
ShowNotes take notes in appointments.

o DN

Double-tap on a bold name to show a customer profile.»The sdes rep can revievhis before a cd.

Month Planner

Demonstrate how to navigate the Month Planner.

SUPPORT DOCUMENTS

Do not open this section, and do not have it open.

20
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