Changes to “Opportunity” Information
in the 11/5/11 BriefingEdge Release

Since most BriefingEdge clients want to track opportunity information from their CRM (e.g. SalesForce, Siebel, Microsoft
CRM, home-grown systems...) in BriefingEdge, we have more closely aligned the BriefingEdge screens with that
opportunity information. Contact us at CustomerService@BriefingEdge.com if you have questions.

What’s new in this release?

* |n addition to recording an opportunity id, potential revenue, and expected close date for an opportunity, you
can now record the opportunity name and stage/milestone; just let us know if you want those fields added.

* The option to track multiple opportunities per visit can be turned on for your program; just contact us.
e The opportunity id field has moved! (See attached screenshots from our DEMO site, below.)
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