SWIISE tsionagerey

Assessio Sales &
marketing key document

Assessio



SWIISE tsionagerey

LEAD MARKETING SALES QUALIFIED
FrOm the WOrkShOp we QUALIFIED LEAD LEAD
successfully identified the optimal ' ' '
sales process for managing
Assessio's leads

Sunrise X Assessio workshop

Identify &
rrrrrrrr

+ Development of lead score *
- Implementation of lifecycle stages and when lead must - O - =
be passed on to next “step” == B }
- Building explanations of lead score and sales &
marketing
- Clear Definitions of MQL, SQL, and the Sales Process i e
] (" (0 o JR—

Assessio




SWIISE tsionagerey

LEAD MARKETING SALES QUALIFIED
FrOm the WOrkShOp we QUALIFIED LEAD LEAD
successfully identified the optimal ' ' '
sales process for managing
Assessio's leads

Sunrise X Assessio workshop

Identify &
rrrrrrrr

+ Development of lead score *
- Implementation of lifecycle stages and when lead must - O - =
be passed on to next “step” == B }
- Building explanations of lead score and sales &
marketing
- Clear Definitions of MQL, SQL, and the Sales Process i e
] (" (0 o JR—

Assessio




Clear Definitions of MQL, SQL, and the Sales Process

We are introducing a change from last time by including a phase prior to MQL.: Leads with a score
between 15-30 and no clear intent will now be categorized as Lead

=~ 4 MQL (Marketing Qualified Lead)
Score: + 31-50

SQL (Sales Qualified Lead)

Score: +51

Lead
Score: + 15-30

Assessio 4



Clear Definitions of MQL, SQL, and the Sales Process

Let’s start by looking at the definition “lead” in the sales process

Lead
Score: + 15-30

All marketing leads not yet sent
to sales, defined with a score
under 50 and also not shown
clear intend. Intend is defined
as having done several actions
In a row, for an example.

1. Downloads material
2. Views certain website pages

3. Looking at pricing pages or
product pages
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Clear Definitions of MQL, SQL, and the Sales Process

Leads demonstrating clear intent, whether through form submissions, activity patterns, or scoring
between 31-50 are forwarded to the sales team for qualification.

' 4 MQL (Marketing Qualified Lead)
Score: + 31-50

Leads with a high score who
have demonstrated clear intent
are passed to sales for
qualification.

Intent can be shown directly
(e.g., through form submissions)
or indirectly (e.g., engaging in
several related actions, such as
downloading materials and
exploring pricing pages).
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Clear Definitions of MQL, SQL, and the Sales Process

Leads qualify as SQLs after a discovery call, meeting criteria like fitting the ICP, having a clear need,
and being ready to buy within a set timeframe

SQL (Sales Qualified Lead)

Score: +51

Leads that have been qualified
by the sales team through a
discovery call or meeting. To be
considered an SQL, the lead
must:

1. Fit the Ideal Customer Profile
(ICP)

2. Have a genuine pain point or
need

3. Be able to make a purchase
within a defined timeframe
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Clear Definitions of MQL, SQL, and the Sales Process

Lead * MQL (Marketing Qualified Lead) SQL (Sales Qualified Lead)
Score: + 15-30 Score: + 31-50 Score: +51

All marketing leads not yet sent Leads with a high score who Leads that have been qualified
to sales, defined with a score have demonstrated clear intent by the sales team through a
under 50 and also not shown are passed to sales for discovery call or meeting. To be
clear intend. Intend is defined qualification. considered an SQL, the lead
as having done several actions must:
In a row, for an example. Intent can be shown directly
(e.g., through form submissions)
1. Downloads material or indirectly (e.g., engaging in 1. Fit the Ideal Customer Profile
2. Views certain website pages several re_lated actipns, such as (ICP) if the custqmer does
downloading materials and not fit, assess with nearest
3. Looking at pricing pages or exploring pricing pages). head of

product pages 2. Have a genuine pain point or

need

3. Be able to make a purchase
within a defined timeframe
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surise

Visited certain web pages

If a prospect visits certain pages on the website

Defi n e i nte nd aCtiO n S like certification booking page, product page,

pricing page, reads cases etc. that should

th e C u StO m e r ta keS trigger a notice to someone from sales.

Participated on events, online or in person

Events is a great way of connecting with
prospects and also something we can see
Assessio us utilizing. We recommend having
events as a intend action, especially combined
with downloading material or looking at certain
pages.

Downloaded material, cases or white papers

This is not the most high intend action, but it
does give us a permission so we can see the
prospects digital journey on our site. In
combination with something else like website
page visits this can show us intend for the
customer.

See high intend actions here: https://docs.google.com/spreadsheets/d/
Assessio 10 1MhJCrSWArODKMNpNcJGWHqJCg9QVNQrzfIMg8DDvdPQ/edit?

usp=sharin



https://docs.google.com/spreadsheets/d/1MhJCr5WArODKMNpNcJGWHqJCq9QVNQrzfIMq8DDvdPQ/edit?usp=sharing
https://docs.google.com/spreadsheets/d/1MhJCr5WArODKMNpNcJGWHqJCq9QVNQrzfIMq8DDvdPQ/edit?usp=sharing
https://docs.google.com/spreadsheets/d/1MhJCr5WArODKMNpNcJGWHqJCq9QVNQrzfIMq8DDvdPQ/edit?usp=sharing
https://docs.google.com/spreadsheets/d/1MhJCr5WArODKMNpNcJGWHqJCq9QVNQrzfIMq8DDvdPQ/edit?usp=sharing

surise

1. Prospect downloads white paper etc

After they download material from us, we will

I nte nd exam ple sent them into a lead nurture flow in HubSpot,

trying to push them to read more about our
product or sign up for events

2. Website page views

Shortly after downloading material from website
or via forms. If the prospect looks at certain
pages, that will be seen as showing intend

3. Prospect signs up for a webinar either pre-
recorded or in person

If all these 3 actions are done in a within 30-60
days, the customer is clearly researching
possible solutions and we should tag them as
SQL to make sure Sales can reach out.
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surise

F13 v | &
A B c D
1 Country | Page description URL
2 International Om platformen https://assessio.com/
3 International Personlighedstest (MAP) https://assessio.com/personality/
4 International Evnetest (Matrigma) https://assessio.com/aptitude/
5 International Screening (MAP Essence) https://assessio.com/screening/
6 International Risikoadfzerd (MAP-X) https://assessio.com/risk-behaviors/
7 International Vaerdier og kultur (MATCH-V) https://assessio.com/values-culture/
[ | [ | & International Pris https://assessio.com/price/
9 International Book en demo https://assessio.com/book-a-demo/
e e I n e n aC I O n S 10 Danmark Om platformen https://assessio.com/dk/
11 Danmark Personlighedstest (MAP) https://assessio.com/dk/personlighed/
12 Danmark Evnetest (Matrigma) https://assessio.com/dk/logik/
13 Danmark Screening (MAP Essence) https://assessio.com/dk/screening/
14 Danmark Risikoadfzerd (MAP-X) https://assessio.com/dk/risikoadfaerd/
15 Danmark Veerdier og kultur (MATCH-V) https://assessio.com/dk/vaerdier-og-kultur/
16 Danmark Pris https://assessio.com/dk/pris/
17 Danmark Book en demo https://assessio.com/dk/book-en-demo/
18 Sverige Om plattformen https://assessio.com/se/
19 Sverige Personlighetstest (MAP) https://assessio.com/se/personlighet/
20 Sverige Problemldsning (Matrigma) https://assessio.com/se/problemlosning/
21 Sverige Screening (MAP Essence) https://assessio.com/se/screening/
22 Sverige Riskbeteenden (MAP-X) https://assessio.com/se/riskbeteenden/
23 Sverige Kultur & varderingar (MATCH-V) https://assessio.com/se/kultur-varderingar/
24 Sverige Pris https://assessio.com/se/pris/
25  Sverige Boka demo https://assessio.com/se/boka-demo/
26 Norge Om plattformen https://assessio.com/no/
27 Norge Personlighetstest (MAP) https://assessio.com/no/personlighet/
28  Norge Evnetest (Matrigma) https://assessio.com/no/evne/
23 Norge Screening (MAP Essence) https://assessio.com/no/screening/
30  Norge Risikoadferd (MAP-X) https://assessio.com/no/risikoadferd/
31 Norge Kultur og motivasjon (MATCH-V) https://assessio.com/no/kultur-motivasjon/
32 Norge Pris https://assessio.com/no/pris/
33 Norge Book en demo https://assessio.com/no/book-en-demo/
34 Nederland Over het platform https://assessio.com/nl/
35  Nederland Persoonlijkheidstest (MAP) https://assessio.com/nl/persoonlijkheid/
36  Nederland Capaciteitentest (Matrigma) https://assessio.com/nl/capaciteiten/
37 Nederland Screening (MAP Essence) https://assessio.com/nl/screening/
38 Nederland Risicogedrag (MAP-X) https://assessio.com/nl/risicogedrag/
39 Nederland Drijfveren (MATCH-V) https://assessio.com/nl/driifveren/
40 Nederland Prijs https://assessio.com/nl/prijs/
41 Nederland Boek een demo https://assessio.com/nl/boek-een-demo/
42 Danmark Certificeringskalender https://peopletestsystems.com/certificeringskalender/
43
44
45
46
47
+ = Intend: web pages ~ Intend: downloads & events ~

Assessio
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https://docs.google.com/spreadsheets/d/1MhJCr5WArODKMNpNcJGWHqJCq9QVNQrzfIMq8DDvdPQ/edit?usp=sharing
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Static Attributions

Role

C-level role

Company

Company type

Other

Assessio

Value

Talent acquisition, head of HR, HR
director, HR consultant, HR officer (more
titles covered in next slide)

CHRO or other C-level

Alumni/former certified that changed job

Student, intern

Small

Value

Star

Enterprise

Scaleup company with many jobs

Public company

Recruitment agency

Customers and partners is withdrawn

Priyate emails

Score

30

51

10

15

15

10

-100

Dynamic Attributions

Seen any page expect candidate and platform page
Seen the certificate calendar

Download whitepaper, webinar
Participated in event
Downloaded test example

Read case
Filled ROI calculator

Email/linkedin newsletter click
Email/linkedin newsletter open

2-3 intend actions within short timeframe - download, web page visit, events

Score

10
15

10
20
15

10
50

51



surise

See all titles that we
will score

Talent Acquisition Consultant, Senior Recruitment Specialist, Human Resources Director, Talent Specialist, Senior Technical Recruiter, Employee
Relations Specialist, Human Resources Responsible, Corporate Recruiter, Head of Human Resources Operations, Lead Technical Recruiter, Human
Resources Administrative Officer, Assistant to the Chief of Staff, Chief People Officer, Technical Recruiting Manager, Talent Acquisition Recruiter, Head
of Talent Management, Human Resources Supervisor, Human Resources Staffing Manager, Vice President Talent Acquisition, Talent Acquisition
Executive, Regional Human Resources Manager, Senior Manager Talent Acquisition, Talent Acquisition Lead, Recruiting Team Lead, Senior Human
Resources Generalist, Senior Lead Recruiter, Senior Human Resources Partner, Senior Talent Acquisition Specialist, Senior Human Resources
Specialist, Employee Relations Manager, Senior Talent Acquisition Consultant, Human Resources Lead, Regional Human Resources Business Partner,
Talent Acquisition Specialist, Talent Manager, Talent Acquisition Partner, Talent Acquisition Associate, Employee Relations Advisor, Employee Relations
Director, Head of Employee Relations, General Manager Human Resources, Recruitment Executive, Recruitment Officer, Director of Staffing, Vice
President Human Resources, Human Resources Operations Manager, Human Resources Operations Specialist, People Manager, Talent Acquisition
Manager, Talent Management Specialist, Senior Human Resources Business Partner, Recruitment Specialist, Human Resources Manager, Head of
Recruitment, Human Resources Partner, Lead Recruiter, Human Resources Office Manager, Senior Human Resources Officer, Staffing Recruiter, Chief
Human Resources Officer, Recruitment Manager, Human Resources Business Partner, Senior Corporate Recruiter, Human Resources Officer, Senior
Executive Recruiter, Talent Director, Recruiting Manager, Head of Human Resources, Executive Recruiter, Director Talent Acquisition, Senior Human
Resources Manager, Staffing Manager, Staffing Specialist, Labor Relations Manager, Business Partner, Senior Staffing Manager, Recruitment
Associate, Assistant Manager Human Resources, Director of Recruiting
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Overall Pipeline definitions

Pipeline definitions in a sales process typically describe the various stages that leads or potential customers go
through, from initial contact to a finalized sale

First sales
meetina

Solutioning




Overall Pipeline definitions

To progress to the next phase of the pipeline, all criteria must be met

First sales meeting Solutioning

Purpose Purpose Purpose Purpose Purpose

Activity

Activity Activity Activity

Activity

Criteria Criteria Criteria Criteria Criteria

Activity Q

Purpose
Activity

Criteria



Overall Pipeline definitions

Each stage will have a purpose, set of activities and exit criteria updates in the CRM

Purpose

* Provide a framework for how to think
about what you need to gather from a
prospect

Activity

 Which activities can be done in the
specific stages

Criteria

* The outcomes needed to complete one
stage and move to the next in the sales
process



Pipeline definitions

Lets start by looking at the first pipeline definition “ldentity”

Identify
Stages in CRM

a Purpose

« Identify if the customer fits ICP,  Discovery call » Assess if there is real need
has a real need/pain & a and timeframe for the
timeframe for buying. customer

» Book meeting in calendar with
customer stakeholders

Verification questions
Which potential pain has been identified?
Which person with power and influence has agreed to meet you?




Pipeline definitions

To qualify leads, we refer to the pipeline phase definition: "Qualify & First Sales Meeting" within the same
framework

Qualify First sales
meeting

Active Prospect (0 %) Qualified prospects(10 %)

a Purpose
 Build relationship, go in dept » Book and have discovery call » Establish a clear timeline with
into pain, lay the groundwork for 15-30 min prospect
business case. « Book first sales meeting if  Understand decision making
* The lead should understand the customer has clear pain & value landscape & involved people
problems they fase. Dig deep drivers using any competitors
into recruitment, development, * Preparing and having the
performance meeting
* Fill out ROl model » Start to build business case/
solution

Verification questions
Which pains and underlying reasons have been confirmed?
Which numbers have you collected that quantify the current state of the pains and reasons?
Which person with authority have you identified?




Pipeline definitions

From this point, we begin developing solutions tailored to the customers' needs

Solutioning

Opportunity (25 %)

 Confirm pains from first meeting and share

» Coordinate meetings with tailored

solution for how Assessio solve customer pain presentations, ensuring appropriate

or deliver value.

specialists involved to address customer
needs and provide expert guidance

» Show solution & ROI model
 High level pricing & how it is build

Understand customers process - Confirm
internal timeline from the customer. Where
can we get information?

Is there legal documents needed?
Is all stakeholders informed?

Customer agrees the solution is what they
need

Any competitors involved?

Confirm roi model with data from
customer

Book meeting to go through final proposal

Verification questions
What economic value and decision criteria has the buyer confirmed?
What budget is the economic buyer ready to spend?
Which decision process has the economic buyer confirmed?
Who or what else is competing for the same budget?




Pipeline definitions

The proposal will be crafted based on the scope and depth of the solution

a Purpose

 Deliver a proposal, highlighting
how Assessio adresses the
customers pains and
differentiates from the
competition. Address the
conversation to help the
customer feel confident

Proposal

Proposal Prospect (50

» Meeting with champion or all stakeholders if .
possible .
* If you have not meet the one signing, set a .

call up to answer questions & go through

A

Agree on solutioning

Build & sent quote in CPQ

Insight in the decision making
process(what will they object to, what is
important)

Send legal documents for review (Dpa,
SLA)

Verification questions
Who has the economic buyer confirmed a preference to?

What plan do you have in place with the economic buyer to complete their purchase

Which documentation does the customer need to complete complete the purchase




Pipeline definitions

The next phase involves negotiating the contract before it is either signed or declined

Negotiate

Negotiation (75-90 %)

G Purpose

» Enter negotiations with the * Who would be CS & delivery contact? » Contract is signed
customer, addressing any « Prep the internal team to answer questions « Contract is lost
concerns and risks to ensure about

they are confident in their
purchasing decisions.

Documents, system, tests etc.

Always have next step booked -> control
the timeline

Verification questions
Is the contract signed?




Pipeline definitions

Each stage will have a set of activities and exit criteria updates in the CRM

Handover

Signed (100%)

» Hand over the customer to the » Who would be CS & delivery contact? » Contract is signed
CSM and begin the onboarding « Prep the internal team to answer questions « Contract is lost
process about

« Documents, system, tests etc.

» Always have next step booked -> control
the timeline



Overall Pipeline definitions

In summary, the pipeline process can be outlined as follows

Identify

Lead created

* |dentify if the customer fits
ICP, has a real need/pain &
a timeframe for buying.

* To identify and get in
contact with potential leads

e Assess if there is real need
and timeframe for the
customer

* Book meeting in calendar
with customer stakeholders

Qualify

Active Prospect (0 %)

* Build relationship, go in dept into pain, lay the groundwork for
business case.

* The lead should understand the problems they fase. Dig deep into
recruitment, development, performance & fill out ROl model

* Book discovery call & qualify prospect

Book first sales meeting, if prospect has clear pain & value drivers
can be identified

Preparing and having the meeting

Start to build business case/solution
Reponsible: BDR

» Establish a clear timeline with prospect

* Understand decision making landscape & involved people
* Using any competitors

Qualified prospects (10%)

First sales meeting

Solutioning

Opportunity (25 %)

Confirm pains from first meeting
and share solution for how
Assessio solve customer pain or
deliver value.

Coordinate meetings with tailored
presentations, ensuring
appropriate specialists involved to
address customer needs and
provide expert guidance

Show solution & ROI model
High level pricing & how it is build
Responsible: AE

Understand customers process &
Confirm internal timeline from the
customer. Where can we get
information?

Is there legal documents needed?
Is all stakeholders informed?

Customer agrees the solution is
what they need

Any competitors involved?

Confirm roi model with data from
customer

Book meeting to go through final
proposal

* Deliver a proposal, highlighting
how Assessio addresses the
customer’s pains and
differentiates from competition.
Address concerns to help the
customer feel confident.

* Meeting with champion or all
stakeholders if possible

* If you have not meet the one
signing, set a call up to answer
questions & go through

* Agree on solutioning
* Build & sent quote in CPQ

* Insight in the decision making
process(what will they object to,
what is important)

* Send legal documents for review
(Dpa, SLA)

Enter negotiations with the
customer, addressing any

concerns and risks to ensure they

are confident in their purchasing
decision.

Who would be CS & delivery
contact?

Prep the internal team to answer
questions about

documents, system, tests etc.

Always have next step booked ->
control the timeline

Booking for certificates/training

Contract is signed

Contract is lost

* Hand over the customer to the

CSM and begin the onboarding
process

* Who would be CS & delivery

contact?

* Prep the internal team to answer

questions about

* Documents, system, tests etc.
* Always have next step booked ->

control the timeline

* Contract is signed

e Contract is lost



Process
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SYSTEM

Sales & marketing channels

Collection and enriching lead

OQutbound
Outreach

Linkedin outreach |

Content Lead acquisition

Datalist
Linkedin Scrapers

Website Webinars
Landing pages | Contact form |

List upload Email sequencing

pook demo | Emails signup | Chat

Calling

. . . : Expand marketing list Drive new leads trough
Drive consideration and preference and convert users into leads leads i ) i
with relevant leads direct outreach

\\Y WORDPRESS m Micrgzoft Cutleok Zoom

Customer handling
!

Nurturing and handling potential, new and old customers driving sales and satisfaction

Sales Service Reporting

Manage and maintain

Enriching. engagement Manage Leads, deals Mange portfolio ticket pipeline, inbox and
and scoring of leads pipeline, create new i ' respond direct with Reporting on marketing
+ subscriptions and make Ripaing, Upsell, renewal | livechat & chatbot ~ efforts, leads & revenue
Lifecycle stages - lead, changes to existing Haaithscors, churm Maintain and vollect from marketing

preventon

MQL, SQL Knowledgebase

surveys, NPS, csat

HubSp ot
L

Signature CPQ Subscriptions
I

Handling billing and
subscriptions

Digital Signature handling Configure new price quotes

Signature tool Subscription handling

All subscriptions are

E-signature of contracts, created and managed
otes ¢ here from VLOX
quotes :il'\d data from Quotation directly Ml
. "T?Po’wd ”'nd B Tt Billing da-l a will be sent
- Ty - < . 25
managed in Assessio deals : 8 ‘
group Oneflow back to HubSpot from
Zuora

oneflous’ V|oxq\ Zuora

Product

User experience

Product Sales

Assessio product PLG

Sales generated via the
platform, is created in
Zuora and from Zuora it
will be created ol
updated inside HubSpot.

Integrated into HubSpot
with usage data,
customer specific data
about subscription

»\ ASsessio




Deal to cash process

How does the flow look from HubSpot->Vloxg->Zuora etc.

HubSpot Vioxq HubSpot Oneflow Visma

Quote for customer

Deal is created created Data updated on deal E-sign sent Deal moved to won Create account & subs Invoicing

Activity ) Activity ) Activity 9 Activity ) Activity V) Activity V)
« Deal is created in HubSpot * When a customer is ready for a quote for Assessio services->click « When customer is ready to see + When customer signs, deal is . If customer islnev.v, account, order « Invoices sent from Visma, based
on customer Vloxq card pricing including E-sign, click moved to “contract signed” ;nd subscription is created in on Zuora input
. i neflow button on deal uora
Configure quote from the Vloxq card Oneflow but + From here you can check that o ] o
* Click create in HubSpot and all data is transferred into HubSpot * Choose workspace and template data looks correct on customer Frices, _ate§ and other
. . : information is added on customer
* Send quotation to customer via email * See template get populated from and move deal stage to won

Vioxq PDF and line items and billing will start

* Information inputted from Vloxq,
HubSpot added here - text on
invoice, PO number etc.




CSM structure
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Existing customers pipeline

Steps in the Existing customer pipeline

Identified opp.

* Through dialogue with the
customer you have identified an
opportunity to upgrade the
account or sell them more training.
This stage contains both upgrade
on subscriptions but also non-
recurring as trainings,
certifications etc

* |dentity the customers needs

* Which products are right for the
customer?

* Book meeting to go through
proposal and platform

* Meeting to go through proposal is
booked

* If necessary a platform demo is
booked

* To deliver a proposal that shows
the customer how much they
would get out of buying the new
module/platform

* Create proposal through CPQ in
HubSpot

* Go through the proposal in a
meeting with customer

* Agree on next steps with customer
and what the process is from here

* Align on next steps and a clear
path for how the customer can
sign the new subscription/ non-
recurring

* Get verbal confirmation from
customer on the offer. Pending
approval in writing

» Customer signs quotation

* Enter negotiations with the
customer, addressing any
concerns and risks to ensure they
are confident in their purchasing
decision.

* Who will deliver the training/
onboarding?

* Prep the internal team to answer
questions about

* documents, system, tests etc.

* Always have next step booked ->
control the timeline

* Booking for certificates/training

* Contract is signed

e Contract is lost

* If needed handover the customer
to internal colleagues

Who would be CS & delivery
contact?

Prep the internal team to answer
questions about

Documents, system, tests etc.

Always have next step booked ->
control the timeline




Onboarding & renewal

Steps in the Onboarding

Ways into the onboarding

process

New logo pipeline

Customer is won

Existing customer pipeline
Upgrade won

Migration pipeline
Migration signed

|

* New card created for the head of
CSM to assign to the right CS in
their team

* Assign cs responsible for the
customer on the new card

* Assign cs responsible for the
customer

Onboard

* Get the customer setup on their
product and get the onboarding
started

* Invite users
* Setup onboarding call

* Align on actions from the customer
and

» Customer has been onboarded on
platform and is ready to start using
it

* Customer knows what their tasks
is and how they can do it in the
system.

Adopt

* Ensure the customer has taken
the system into use and align on
how the customer my adjust their
usage of the system so that they
reach their goals for buying the
software

* Adoption call

* Align on tasks for
customers

* Plan for the customer next
quarter

» Customer agrees with plan
for next quarter

Purpose

* Follow up on the plan agreed upon
with the customer.

Activity

!

* Meeting with customer to walk
through plan and where they might
have blockers

» Agreed on next steps with
customer and when next follow up
is

e Customer is onboarded and has
activated their setup.

* No activity

e Customer is removed automatic
from here after 1 month




Onboarding & renewal

Steps in the Renewal process

Ways into the renewal
process

Upcomming
- e

Purpose Q

O

 Start dialogue about renewal with

* Identify and understand customers * Understand the .
fg?;?]fgzr; that are 120 days close that are a churn risk. customers needs and S:ts;,zrtn:é:: z::rnt%eelliﬂub:]t » Enter negotiations with the
« Start actions towards the churn pains date yet customer, addressing any
: risk customer - Uncover why the concern_s and_rlsks _to ensure _they
Automatic 120 before renewal customer should are confident in their purchasing

decision.

—

* Winback plan activated
* Book meeting with customer to * Book meeting * Who would be CS & delivery

talk about renewal * Prepare for meeting by identified contact?
* Prepare for meeting with customer churm risk reasons * Prep the internal team to answer
. i
Healthscore decline q by looking at product usage data questions about
and billing data from Zuora * documents, system, tests etc.

1 (o]
Decline by 20% « Always have next step booked ->
control the timeline

* Booking for certificates/training

) e

* Meeting booked with customer * Meeting booked

Migration pipeline —}

Migration signed

* Contract is signed

e Customer is won back )
e Contract is lost

e Customer is churned



2.0 Interim process
until Zuora Is ready

(updated 6 July 2025)
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New customer

HubSpot Vioxq HubSpot Oneflow Zuora Visma

Customer is

Quote for customer Data updated on deal E-sign sent Deal moved to won automatically added Invoicing

Deal is created
created

Activity Activity Activity Activity Activity Activity
* When a customer is ready for a quote for Assessio services-> _ _ )
« Deal is created in HubSpot click Vloxq card on the right side of the deal * When customer is ready to see « When customer signs, deal is * If customer is new, account, order * Invoices sent from Visma, based
on customer « Configure quote from the Vloxq card pricing including E-sign, click moved to “Verbal agreement” and subscription is created in on Zuora input
Oneflow butt deal Zuora
Click in HubS Il i f into HubS netiow bution on dea * From here you can check that
L] .
. |cdcreate .|n ubSpot and é data .||s transferred into HubSpot + Choose workspace and template data ook Zorrect e o « Prices, dates and other
* Send quotation to customer via emai information is added on customer
Onlv th h VI | b dated he deal * See template get populated from and move deal stage to won and billing will start
e Only throu oxq can line items be updated on the dea ina i
Y | | P Vioxq PDF and fine ftems * Note that as soon as customer * Information inputted from Vlox
s moved to won and all HubSpot added here - toxt on
required info put on the deal, it invoicz PO number etc
will use that info to create ’ '
- — T e O e — - subscription in Zuora
o [ ||| o | s s k| B 2 [ + g B s . @ P
T :C::;;ZEK:T‘?/QZ/ZOH Activity  Notes  Emails  Cals  Tasks  Meefings malinryhol@assessiose ® T 4 o M
° ; - B soge Expand - Filter by: Filter activity (16/24) ~  Allusers = Al teams ~ >‘467zo7.7 0053 ® s . . Overview Activities WF
wect ZONNEHUISGROEP. Ziblin Zumtobel Group. 0 i5ka Polska p z 0.. Wenaas Workwear AS e i mm— ';' [~ TEST Non-recurring Revenue searchactivies @ Colepecllz ° e ; :
i comrig s aer] [osceine = = e ~ TEST Non-recurring Revenue completed Data - set data on deal if known on company &2 m‘ . — :‘,cg:":,:,:,‘:u:“ Filter by: Filter activity (16/24) ~  All users = All teams ~ . : &
... I e [ e e e % Workfiow actity P ﬁi::j::::;fecfjw q " ) - .. CEED & - Dependent properties
e e DT Tl e e &gwm"L e e T s it - Inveicing emal -
o — ][] i § . o e ot Dt <o, ey & oy ety et "”I e Worktowaciviy test@invoicing.se
e e Platform: curring o Deal Description > Playbooks Mana Moiin Ryholt TEST Non-recurring Revenue enrolled in Data - set data on deal if known on company There are no contracts
- Assaman an daend — o bl l - Workflow activity Apr 22,2025 ot 9:40 AM GMT+2 Next activity date N ) . " yet Reference number
= o s Upgrade + TEST Non-recurring Revenue enrolled in Data_deal_set country, currency & country activity on &2 ~ Documents by vioxq (0) ;‘;’::::Z:’; v completed el 55t county,curency &n(:::‘;il::;::uv::; " Start creating something awesome!
'd'dr; ::;"u:i::,: o v Apr 22,2025 ot 939 AM GMT=2 Create new configuration invioxq o :gk:::::::: v o o e &;::Y::;': :: GL:W p— Invoice note - displays on invoice
Contract lenght This deal was created by Malin Ryholt Apr 22,2025 61 939 AM GMT+2 *ﬁpwmdmmmcm s Deal activity Apr 22,2025 1 939 AM GMT42 Powered by G Oneflow © | & Settings
o « oneflow e nmm— “ Line items @ uu Payment term *
o Bill to contact first name *

Tes

o
3
8

Oneflow - Create contract

I'd i B
L Taoaeaseass )| TEST Non-recurring Revenue - Configure TEST Non-recurring Revenue in vioxq Bill fo contact last name
als 4 alex @ Noema @ Nonumber Fl Assessio Sverige AB v Signatory P 2
de x | Mydem | verview— | stoscs | Keyomso. | ovikrce. | ox_vat | st-csn | samsmea | oed : o T Test
B iccconcntommppaines - Deotowner Createdate - Lastoctivitydote = Closedate - +More = UM’ T Create Quote v n @ Updates from Hubspot | <1 Approvalgiven [eRUSL R IRV o | Glextest © Nooma g mb A Assessio Sverige AB v signatory Y2
7 YR « Invoice: Street address *
@ = igni (Decide in which order participants will receive the invitation)
2 pipsine -« Hubspot Data aproved [N signing order (Deci particip N
. 7 < acnve mmosrecr m < . < Pipeline & o _ w
- 1. Basic Information 2. Configuration m w [ @ Only PDF files can be transferred size
rar ZonnEnvISGROEP zibiin Zumtobel Group Dea stage e > @
AMSTELLAND Close date: 04/25/2025 Close date: 07/30/202¢ ice: *
s actiiyfor 3 month oo — ki 25,000) Active Prospect . Actvate rampap - Invoice: Postal code
o aciviy sheduied e MARGmanuol inputk DKK 2500 | | Mit(manualinpur 8 Add PDFs/attachments to the contract
MRR(manual nputy: €525 Deattypa®
nx Consultng Services - R rgent | [ macur Scesquitid ieod >
ove date: 0772072025 s tad s o - = Pricing Recruitment © Donaf
[ — Patormspeoplerets  New Business. . a— -
tecuring | | Platform: wisnio Piattorm: Assessio ) ~ ((5) file(s) selected & Upload files
Non-recurring mail @ day ag0 activity for 2 months. Service e uote Display Name Unit Price uanti TCV Avg.MRR Avg.ARR B .
. ; Py Moty or 2 . Type @ play Quantity g 9. ) ] Invoice: City *
e o7 N Select to add as an attachment Enable to expand in PDF section
" Note 16 doys ogo. T —— Revenue fype Base-package % Recruitment - Small - Starter Limited 150 - 3.000 SEK + 36.000 SEK 3.000 SEK 36.000 SEK
o oty scheies 1 . - § § §
pen - New Deal Close date: 04/01/2025 Clove dabe: 11/30/2024 [J Assessio- [object Object] - [object Object]Price Appendix Deal 4438 2025-Apr-23
ose date: 06/16/2025 XELLIA PHARMACEUTICALS g LI .
== ps MRR(manual inputy: €535 MRR@manuoli0put: S | pitorm Pricing Development
= e Close date: 12/31/2024 ool oo Scts ualifod oo . SV Annex Standard Contractual Clauses EU-EEA Template 2148 KB 2025-Feb-27 Save Cancel
i 23 doys ogo. MRR(manual input): DK 4,167 Recuring Plttorn: Assessio Service Type Quote Display Name UnitPrice  Quantity TGV Avg.MRR Avg.ARR Avg.Discount
o octivity scheduled. pedl Bilaga Instruktioner Recruitment Module 240810 Template 1239 KB 2025-Feb-27
ovrsue v over
5t - Assessment on demand e s e e e 1 Base-package % Development - Small - People Analytics - 4.500 SEK + 54.000 SEK  4.500 SEK  54.000 SEK 0 SEK -
ose date: 0710/2025 s ) Bilaga Instruktioner Development Module 241220 Template 2077KB 2025-Feb-
The Assessio Platform SLA 2022 Template 194.4 KB 2025-Feb-27
Show prices on quote as:
Total MRR 7.500 SEK (7951 KB of 50MB - Max attachment limit : 50MB per contract and 30 files)
Show price in MRR
v Total ARR 90.000 SEK
oo Create contract Cancel 2025 © Powered by oneflous’ d
Show price in ARR otal One-time o sEK




Non-recurring - new and existing customers

HubSpot

Deal is created

Vioxq HubSpot

Quote for customer
created

Data updated on deal

Oneflow

E-sign sent

Deal moved to won

Zuora

Customer is
automatically added

Visma

Invoicing

* Deal is created in HubSpot
on customer

* Pick revenue type= non-
recurring this affects the
products you can see in
Vioxq

Deals ~

a

y fview..  SE deo @yocco. | Dubetde. DI

Zumtabel Group

MRR(manual input): DKK 2,083 1750

72
Ade. x | Mydeos | Tes o eyooo. | Duerde. | DK Mar | se- e s wiioon. | wi. + Addview g9 Alvews
&
S scioneriomorieed - Declowner- Crectedate  Lastactivitydate -  Closedate~ +More = Ak T b -~ s @
/&
L]
w < 0. 2 ; wo (<] we .
—

Recurring

nnnnnn
Close date: 06/30/2025

NOK 11,500

® 10/04/2025

Jul1, 2025 12:36 PM GMT+2

3ul1,205 11:32 AM GMT42

3ul1,2025 855 PM GMT+2

301,205 319 PM GMT+2

Jun 23,2025 233 PM GMT+2

Jun 26,2025 332 PM GMT+2

Moy 20, 2025 1038 AM GMT+2
Feb 21,2025 815 AM GMTs1
Jun 10,2025 416 PM GMTs2 - Currency *
Feb 20,2025 431 PM GMT+1

Feb 24, 2025 1001 AM GMT+1

* When a customer is ready for a quote for Assessio services->
click Vloxq card on the right side of the deal

» Configure quote from the Vloxq card

* Note that you can set a bill target date, which is the date you
want customer to receive invoice

* Note you can set a start and end date of the service, training,
certification

 Click create in HubSpot and all data is transferred into HubSpot
* Send quotation to customer via email
* Only through Vioxq can line items be updated on the deal

8
B

Overview Activities

Deals Actions ~ ~  Contacts (1)

g
8

Search activities Q Collapse all - Malin Ryholt

‘Customer Success Manager at Assessio Con

TEST Non-recurring Revenue
Amount: SEK 15,000

Activity  Notes  Emalls  Calls  Tasks  Meetings malinryholt@assessiose ®

+46 720770053 ®

“lose Date: | 8 04/22/2025
tage: Expand - Filter by: Filter activity (16/24) ~ Al users ~ Allteams ~

Yipeline: CS journey View associated Contact
April 2025

e NHEN
Toiledrn

Z = & 8 ®

Workflow activity APr 22,2025 01 240 AM GMT+2 ~ Companies (1)

Note Email Cal Task Meefi. More L J
TEST Non-recurring Revenue completed Data - set data on deal if known on company (2 [Primary |
©  About this deal Actions - # Assessio Sverige AB q

Lifecycle stage: Customer

TEST Non-recurring Revenue enrolled in Data - set data on deal if known on company &2 Country activity: Norway &, Sweden 1=
Malin Rynoit ~ Company owner: fechfouch@assessio.se

Workflow activity Apr 22,2025 a1 9:40 AM GMT+2

Deal owner

Next activity date

View associated Company

Workflow activity

Apr 22,2025 a1 9:40 AM GMT+2
nue completed Data_deal_set country, currency & country activity on
Deal Description > Playbooks Mana

Apr 22,2025 at 940 AM GMT+2

Dol type
Upgrade ~ TEST Non-recurring Revenue enrolled in Data_deal_set country, currency & country activity on &2 Documents by vioxq (0)
Stort date

Deal activity Apr 22,2025 a1 939 AM GMT42 Create new configuration in vioxq
oo Malin Ryholt moved deal fo Expand. View details

X, Powered by vioxa cpa

Contract enght This decl was created by Malin Ryholt Apr 22,2025 a1 939 AM GMT+2
country v Oneflow
Sweden ~

vloxq CPQ - Create new configuration in vioxq

Specialdesignad utbildning - Halvdag

Product Info Price
Service Type Training Unit Price 15.000 SEK
Quote Display Name

% Specialdesignad utbildning - Ha Quantity

Service Start Date

. / 1e
01.08.2025 [=}

Service End Date 02.08.2025 =}

Description on Quote

Add discount

* When customer is ready to see
pricing including E-sign, click
Oneflow button on deal

* Choose workspace and template

* See template get populated from
Vloxg PDF and line items

* When customer signs, deal is
moved to “Verbal agreement”

* From here you can check that
data looks correct on customer
and move deal stage to won

* Note that as soon as customer
is moved to won and all
required info put on the deal, it
will use that info to create
subscription in Zuora

Overview Activities
Deals Actions -
. h activities Q
TEST Non-recurring Revenue
Amount: SEK 15,000 Activity Notes Emails Calls Tasks Meetings
Close Date: 8 04/22/2025 B —
Stage: Expand = Filter by: Filter activity (16/24) ~  Allusers = All feams -
Pipeline: CS journey
April 2025

2 = ¢ O ®
Workflow activity

Workflow activity

Deal activity

Malin Ryholt moved deal fo Expand. View details (2

Contract lenght This deal was created by Malin Ryholt

Oneflow - Create contract

Collapse all -

Note Emai Col Tosk Meeti. More o

TEST Non-recurring Revenue completed Data - set data on deal if known on company 2

~ About this deal Actions - &
Workflow activity 025 at 940

Deol ouner TEST Non-recurring Revenue enrolied in Data - set data on deal if known on company 2

Maliin Ryholt ~
Workflow activity
TEST Non-recurring Revenue completed Data_deal_set country, currency & country activity on &2

Descr

Apr 22,2025 of 9:40 AM GMT-

TEST Non-recurring Revenue enrolied in Data_deal_set country, currency & country activity on &2

Apr 22,2025 o1 939 AM GMIT+;

~ Line items (0) + A
Apr 22,2005 o1 939 AM GMT42
" Track the goods or services associated with this

alex @ Noema @ Nonumber B Assessio Sverige AB

alex test © Nooma 0 mb [ Assessio Sverige AB

signing order (Decide in which order participants will receive the invitation)

@) Only PDF files can be transferred
Add PDFs/attachments to the contract

~ ((5) file(s) selected
Select to add as an attachment
[ Assessio- [object Object] - [object Object]Price Appendix Deal
SV Annex Standard Contractual Clauses EU-EEA Template
Bilaga Instruktioner Recruitment Module 240810 Template
Bilaga Instruktioner Development Module 241220 Template
The Assessio Platform SLA 2022 Template

(7951 KB of 50MB - Max attachment limit : 50MB per contract and 30 files)

Create contract Cancel

443KB

2148 KB

1239 KB

217.7KB

194.4 KB

(] E———

e
&
Ly - T4
/&
© onetow .
o [~

There are no contracts
yet

Start creating something awesome!

record.

ﬁ
3
8

v signatory

v signatory

Feb 2 NHARN

& Uploadfiles

Enable to expand in PDF section
2025-Apr-23
2025-Feb-27
2025-Feb-27
2025-Feb-

2025-Feb-27

2025 © Powered by oneflous” d

* |f customer is new, account, order
and non-recurring charge is
created in Zuora

* Prices, dates and other
information is added on customer
and billing will start

* Information inputted from Vloxq,
HubSpot added here - text on
invoice, PO number etc.

* |nvoices sent from Visma, based
on Zuora input

Dependent properties
Invoicing email *
test@invoicing.se

Reference number
Invoice note - displays on invoice

Payment term *
8

Bill to contact first name *
Tes

Bill to contact last name *
Test

Invoice: Street address *

Invoice: Postal code *

Invoice: City *

Save Cancel




Upgrade & Downgrade/contraction

HubSpot Vioxq HubSpot Oneflow HubSpot Manual: Zuora Visma

Create deal Create quote Data updated on deal E-sign sent Deal moved to won Finance ads to Zuora Invoicing

« When a customer is ready for a quote for Assessio services->click * When customer is ready to sign, - When customer signs, deal is * Invoices sent from Visma, based
o Vloxq card click Oneflow button on deal moved to “contract signed” * Finance ads subscription or non- on Zuora input
* Create deal in Existing - Add current product and add “Previous MRR” and also the new « Choose workspace and template « From here you can check that recurring manually
customer pipeline and price. You can also add new products, but that will be counted as + See template get populated from data looks correct on customer « Prices, dates and other
add upgrade/ an upgrade. Vloxq PDF and line items and move deal stage to won information is added on customer
downgrade as deal + Vloxq will calculate the delta based on your input on current and billing will start
type price and new price * Information inputted from Vloxq,

» Click create in HubSpot and all data is transferred into HubSpot HubSpot added here - text on
invoice, PO number etc.

« Send quotation to customer via email
« For Ramp ups only: if you are using ramps make sure to set price s eE—

Overview Activities
Deals Actions -
. - (>] crmrenertorionnd T g
. Search activities Collapse all ~
for each interval TEST Non-recurring Revenue %
Amount: SEK 15,000 i s Cals  Tosks  Meetings . powered by vioen cPa T 4+
Close Date: © 04/22/2025
Stage: Expand - Filter by: Filter activity (16/24) ~  All users ~ Al teams ~ 7 &
Pipeline: CS journey Y eflow -«
April 2025 &
@ [~
Z m . o ® -
Workflow activity Apr 22,2025 ot 940 AM GMT]
a o o Note Emol Col Tosk Meefi More -
bxq CPQ - Create new configuration in vioxq TEST Non-recurring Revenue completed Data - set data on deal if known on company &7
~  About this deal Actions ~ &

Workflow activity

Apr 22,2025 a1 %:40 AM GMT
pealouner lon-recurring Revenue enrolled in Data - set data on deal if known on company &2

Create Quote  ~ D Updatedata [ Copy oo TEST N g Reve lled in Data - set data on deal if k pany &
Next activity date

There are no contracts
yet

B Workflow activity Apr 22,2025 at 9:40 AM GMT+2
i il TEST Nonecurting Revenue completed Data_deal_set country, currency & courfry actvity on ¢ Stat crating something cwesome! Dependent pro|
Deal Description
1. Basic Information 2. Configuration 3. Pricin, L .
Upgrade ~ TEST Non-recurring Revenue enrolled in Data_deal_set country, currenc 2] L
Add Rampup Periods test@invoicing.«
; Deal activity Reference number
Anendnent Instructions o Malin Ryholt movec deal fo Expond. View defails &
When making an Upgrade or Contraction, the column 'Previous Price' is visible in the tables below. Make sure to input the current price from the subscription to make sure fraeere
that the system registers the price adjustment.
oroct This deal was created by Malin Ryholt
ricing Recruitment ouriny Invoice note - disp
Service Type Quote Display Name PreviousMRR  UnitPrice EditPricing  Price
Base-package * Recruitment - Value - Starter Limited 150 x 2.000 SEK + (5] 3 000 SEK/month Payment term *
8
Bill o contact first
Show prices on quote as: Total MRR 3.000 SEK
Tes
o Oneflow - Create contract
Show price in MRR Total ARR 36.000 SEK V4
& Bill to contact last
T Test
““““ - P s alex tes 0 Noema g mb £l Assessio Sverige AB v signatory 7 A
S e Invoice: Street adc
“ o [~
- X " size .
““““ - " cruitment - Value - Starter Limited 150 e peeniores - invoice: Postl coc
-
= Add PDFs/attachments to the contract
. A~ (5) file(s) selected & Upload files Invoice: City *
roduct Info Price
Select to add as an attachment Enable to expand in PDF section
srvice Type Base-package Previous MRR De () Assessio- [object Object] - [object Object]Price Appendix Deal 243K8 2025-Apr-23 Save Cant
- X 2.000 SEK + 1.000 ¢ SV Annex Standard Contractual Clauses EU-EEA Template 2148KB 2025-Feb-27 No
uote Display Name X Recruitment - Value - Starter L
Bilaga Instruktioner Recruitment Module 240810 Template 1239 KB 2025-Feb-27 no
u Refers to up to five (5) Bilaga Instruktioner Development Module 241220 Template 2077KB 2025-Feb-
recruiters, ten (10) i i The Assessio Platform SLA 2022 Template 1944 K8 2025-Feb-27
P
ascripti Recruitment Managers with a
scr|pt|on on Quote 9 (7951 KB of 50MB - Max attachment limit : 50MB per contract and 30 files)

yearly assessment volume of

150. 7 MRR Discount Set MRR Cancel 2025 © Powered by onefiow d’

- x -50,00 % + - 3.000 SEK +




Migration

HubSpot Vioxq HubSpot Oneflow HubSpot Manual: Zuora Visma

Create deal Create quote Data updated on deal E-sign sent Deal moved to won Finance ads to Zuora Invoicing

Activity Activity Activity Activity Activity Activity

« When customer is ready to sign, « When customer signs, deal is * Invoices gent from Visma, based
click Oneflow button on deal moved to deal stage “Signed” * Finance ads subscription or non- on Zuora input

« Choose workspace and template « From here you can check that recurring manually

Migration pipeline subscription customer is migrating to. * See template get populated from data looks correct on customer * Prices, dates and other

Click te in HubSpot and all data is transferred into HubSpot Vloxq PDF and line items and move deal stage to won information is added on customer
: : « Click create in HubSpot and all data is transferred into HubSpo illing wi
« Add migration P P * There is some specific fields for and billing will start

information * Send quotation to customer via email the migration, to make sure * Information inputted from Vioxa,

finance understands what do to HubSpot added here - text on
with the subscriptions. invoice, PO number etc.

* When a customer is ready for a quote for Assessio services->click
Vloxq card

» Create deal in « Configure quote from the Vloxq card by picking the new

Overview Activities

Deals Actions ~ o v Contacts () TooLs . |
Overview Activities | ]
N Search activities Q Collapse all ~ Malin Ryholt a4
FEST Non-recurring Revenue i Deals Actions - TooLs
mount. SEK 15,000 Customer Success Manager ot Assessiocon <@ K R o - Croenevcnlguuionn 2 9
- " X ivi i i . . Search activities ollapse all ~
; slose Date: 8 04/22/2025 +4672077 0053 ® Amount: SEK 15,000 ivi e
Deals 70 == Sfage: Expand + Filter by: Filter activity (16/24) ~  Allusers - All teams ~ VAR ! Activity  Notes  Emails  Colls  Tasks  Meetings Ny powerea by viexq cpa T +
./ Close Date: ® 04/22/2025
o o el e s e e Can | e G M Avessio- | Whnioov. Wi+ Add view 19/50) PRI sipeline: €S journey - View associated Contact « g txpand~ Fiterby: Fitter activity (16/24)  _ Allusers - ANl reams - a
N pri
SE connc owiome coctodes  Lowecitydue - Comedoer  Mow T Abencs 4 *u @ Pipeline: CS journey ~ Oneflow «
= 2 . o ® . April 2025 &L
. -« i ~ Companies (1) size [
Q e e Emal ol Tosk e vore Workflow activity Apr 22,2025 af 9:40 AM GMT+2 ° 2006 G ) -
oo = p— o B soorr v orrrouond * = = TEST Non-recurring Revenue completed Data - set data on deal if known on company & [reimary | e tmot ot o ver e Workflow activity Apr 22,2025 ot 9:40 AM GMT] -
- ) ) @ Donaid TEST Non-recurring Revenue completed Data - set data on deal if known on company
Vetio -onboard Wikt und Cybercops - onboard | LHT - ENT - Customer The Big Search - 5 - ustomer  Warburg - ustomer “ About this deal Actions ~ Assessio Sverige AB
Closa dote: 09/22/2025 Sowans T Cloe date 11/06/2024 Close dote: 11/26/2024 oo Workflow activity Aot 22,2005 o 140 AM M1+ Lifecycle stage: Customer ~ About this deal Actions - &
verdue | | iatorm: winio overtun | | atorm: wirio overda | o i i Workflow activi Apr 22,2025 a1 9:40 AM GMT
— e Deal owner TEST Non-recurring Revenue enrolled in Data - set data on deal if known on company & Country activity: Norway 2, Sweden = S v
. orrr Malin Ryholt ~ Company owner: fechtouch@assessiose Desl o TEST Non-recurring Revenue enrolled in Data - set data on deal if known on company &
Mlin Ryhott ~ There are no contracts
Tt Next activity date X .
- Next octiviy date yet
Termeer groep €5 Summa Equity - PE - Customer N Workflow activity Apr 22,2025 of 9:40 AM GMT+2 View associated Company iy [
Amount: €100 Close dote:07/16/2024 WIEC - o - Customer Workflow activity Apr 22,2025 ot 9:40 AM GMTe2 Dependent propd
Closedote:04/01/2025 e v oo TEST Non-recurring Revenue completed Data_deal_set country, currency & country activity on &7 TEST Non-recurring Revenue completed Data_deal_set country, currency & country activity on & Start creating something awesome!
te:09/22/2025 ] e o) e Deal Description > Playbooks Mana Dea
necuring ot t2ys g0 i doy oo
o R diognostics et 1y Workflow activity Apr 22,2025 af 9:40 AM GMT+2 Decity Workflow activity Apr 22,2025 a1 9:40 AM GMT+2 Deal Stage
o bty for 2 morme eal type . pealivee
St oV ) O Upgrade v TEST Non-recurring Revenue enrolled in Data_deal_set country, currency & country activity on &2 Documents by vioxq (0) Upgrade ~ TEST Non-recurring Revenue enrolled in Data_deal_set country, currency & country activity on (2 #Settings .
o - . Closedote: 10/03/2024 Signed
ot amonth ag0
Catinzodon Amount: €100 overde | | itorns i . Stortdote owered by 5 Oneflow ettings
o clos date:06/30/2025 = start date - Deal activity Apr 22,2025 01 939 AM GMTs2 " YO oneflon @ 8 sertng
ey Close dote:09/22/2025 Deal activity Apr 22,2025 01 939 AM GMT+2 e
Svenska rhon Luk - Tk ot ag0 X . X . Malin Ryholt moved deal to Expand. View details &
R . Malin Ryholt moved deal to Expand. View details &7 end dore Close Date *
Torat 29010 oot €548 otk €546 oot €575 Torat €300 £nd date © Lineitems © A
N rovered by vexa cpa p—— This decl was created by Malin Ryhalt RRIBACIAMGHINE s ossociated with his 09/22/2025
Contreet lenght This deal was created by Malin Ryholt Apr 22,2025 01 939 AM GMTs2 . o
recor
Country
- Swaran v Segments *
Sounfry ~ Oneflow 9
Sweden ~

Value - 201 - 1000

Create Deal

Varner AS -5 nye testbrukere - Rep

1. Basic Information 2. Configuration 3. Pricing

cpito
4500
dorer06/01/202 Swedish Krona (SEK) kr

Anything else we shot

Close date: 09/22/2025

Add PDFs/attachments to the contract ™~

Entity *
Deals ~
Age. My deol Keyocco. | ODuberde. OK Mol | SE-CSp. SoksTea. DED eaint : : Sweden
- Pap—
Platform *
-
TooLs
Q - -
Ppetion e Oneflow - Create contract ’ Assessio Platform x
u < ouomo 2 ¢ oo s < aoorrouowur CSjoumey -
L T - Customer Witon & Bain-£x- ¢ Dea stoge - A Riio To0Ls e O Noema (I e IoLE| v | | Signatory @ Module *
cloe dae: 1/06/2024 ooy =D vloxq CPQ - Create new configuration in vioxq 2’ T
e e | e . R . o B [oe
F—— - m/ o alex test 0 o g B Assessio Sverige AB signatory Y2
B W " Upgrade - « Are all existil dl
= =5 . © Update data ‘ Copy T signing order (Decide in which order participants will receive the invitation) re all existing produ
Amun €100 072D ) ——— I L
ung  Closecote:04/01/2025 S V4 e
Crices o] st e — Hubspot nau\ Approved « @ OnlyPDFfiles can be transferred -
w
Note @ month ago Tlout e . - size
catinzndom b s e l Add Rampup Periods - ~ (5) file(s) selected & Uploadfiles
Close dote: 092272025
e -
Tora €55 e — oo €578 Select to add as an attachment Enable to expand in PDF section

Pricing Recruitment Save Cancel

[ Assessio- [object Object] - [object Object]Price Appendix Deal 443KB 2025-Apr-23

Service Type Quote Display Name
SV Annex Standard Contractual Clauses EU-EEA Template 2148KB 2025-Feb-27

Addon % Recruitment - Value- 5 Extra recruiters
Bilaga Instruktioner Recruitment Module 240610 Template 1239 KB 2025-Feb-27

Base-package * Recruitment - Value - Professional Linited 300 Bilaga Instruktioner Development Module 241220 Template 277KB 2025-Feb-
The Assessio Platform SLA 2022 Template 1844 KB 2025-Feb-27

(7951 KB of 50MB - Max attachment limit : 50MB per contract and 30 files)
Show prices on quote as: Total MRR 13.000 SEK

Show price in MRR Total ARR 156.000 SEK Create contract Cancel 2025 © Powered by oneflous d
v




onversion

HubSpot Vioxq HubSpot Oneflow HubSpot Manual: Zuora Visma

Create deal Create quote Data updated on deal E-sign sent Deal moved to won Finance ads to Zuora Invoicing

Activity Activity Activity Activity Activity Activity

c deal in Existi « When a customer is ready for a quote for Assessio services->click « When customer is ready to sign, - When customer signs, deal is * Invoices sent from Visma, based
° . ’ i
reate deal in EXxisting Vloxq card click Oneflow button on deal moved to “contract signed” « Finance ads subscription or non- on Zuora input

customer pipeline and « Configure quote from the Vloxq card by picking the add-on « Choose workspace and template recurring manually

3ddl€:own9rade as product or non-recurring product + See template get populated from data looks correct on customer » Prices, dates and other
eal lype + Click create in HubSpot and all data is transferred into HubSpot Vloxq PDF and line items and move deal stage to won information is added on customer
* Add the current « Send quotation to customer via email and billing will start

_downgrade amount * Vloxq will calculate the delta based on your input ) :_r;fc:)rénat;on dgp(:'ﬁed frotm :/onq,
into the MRR(manual ubSpot added here - text on

input) fiel invoice, PO number etc.

* From here you can check that

Overview Activities | ]
Deals Actions ~ v Contacts (1) TooLS . |
o Overview Activities | ]
N Search activities Q Collapse all ~ Malin Ryholt a4
FEST Non-recurring Revenue i Deals Actions - TooLs
mount. SEK 15,000 Customer Success Manager ot Assessiocon <@ K R o - Croenevcnlguuionn 2 9
- " X ivi i i . . Search activities ollapse all ~
e O e e A T —— T + TEST Non-recurring Revenue
b “lose Date: 8 04/22/2025 — +4672077 0053 ® Amount: SEK 15,000 e
- iter by: Fil vi £ Activi Notes  Emalls  Calls  Tasks  Meetings
Deals 70 == Sfage: Expand + Filter by: Filter activity (16/24) ~  Allusers - All teams ~ VAR o oo [T ty 9 Ny powerea by viexq cpa T +
fol e S I s s s s ) I S e i ey ipeline: S journey - View associated Contact « — T el e — s
S e Declowners  Credtedate  Lastactivitydate - Closedate < +More = Advanca ,& au o [~ Pipeline: CS journey ~ Oneflow -«
= 2 . o ® . April 2025 &L
-« i ~ Companies (1) size [
a Workflow activit Apr 22,2025 af 9:40 AM GMT+2
" Note Emal Call Task Meeti. More Y ” @ 2 m . o ® ) e
©asion T o B | sooer <1 svorrrouowst * - — I TEST Non-recurring Revenue completed Data - set data on deal if known on company & primary | Note Email Col Tosk Meefi More Workflow activity Apr 22,2025 0t 9:40 AM GMT,
- ) ) @ Donaid TEST Non-recurring Revenue completed Data - set data on deal if known on company
Vetio -onboard Wikt und Cybercops - onboard | LHT - ENT - Customer The Big Search - 5 - ustomer  Warburg - ustomer “ About this deal Actions ~ Assessio Sverige AB
Closa dote: 09/22/2025 Sowans T Cloe date 11/06/2024 Close dote: 11/26/2024 oo Workflow activity Aot 22,2005 o 140 AM M1+ Lifecycle stage: Customer ~ About this deal Actions - &
verdue | | iatorm: winio overtun | | atorm: wirio overda | o i i Workflow activi Apr 22,2025 a1 9:40 AM GMT
_— Overden ] [Protorm ik Deal owner TEST Non-recurring Revenue enrolled in Data - set data on deal if known on company 2 Country activity: Norway &, Sweden &= N v
. orrr Malin Ryholt ~ Company owner: fechtouch@assessiose Desl o TEST Non-recurring Revenue enrolled in Data - set data on deal if known on company & —
Mlin Ryhott ~ There are no contracts
Tt Next activity date X .
Termeer groep €5 Summa Equity - PE - Customer " N ' Workflow activity Apr 22,2025 of 9:40 AM GMT+2 View associated Company Next actity date work iy o 22 2 o 0 s s yet Dependent properties COLOR
Amount: €100 Close dote:07/16/2024 WIEC - o - Customer orkflow activity pr 22, 2025 o e P properti
Closedote:04/01/2025 e v oo TEST Non-recurring Revenue completed Data_deal_set country, currency & country activity on &7 TEST Non-recurring Revenue completed Data_deal_set country, currency & country activity on & Start creating something awesome!
vinge- s vardun | o o ek T Deal Deseription > Playbooks Mana Dea o
Necrig con ey o0 i doy oo Amount *
v WA dlgnostcs ety Workflow activity Apr 22,2025 ot 9:40 AM GMT+2 N Workflow activity Apr 22,2025 1 9:40 AM GMT+2 , R4
o bty for 2 morme eal type . pealivee -
St oV ) O Upgrade v TEST Non-recurring Revenue enrolled in Data_deal_set country, currency & country activity on &2 Documents by vioxq (0) Upgrade ~ TEST Non-recurring Revenue enrolled in Data_deal_set country, currency & country activity on (2 #Settings SEK 72,000.00 o
o - . Closedote: 10/03/2024
ot amonth ag0
Catinzodon Amount: €100 overde | | itorns i . Stortdote owered by 5 Oneflow ettings i
= Closedote:06/30/2025 L Start date - Deal activity fr 20 2005 01 950 A T2 L Q¥ Oneflow © 1 Setting MRR(manual input) T 4
ey Close dote:09/22/2025 Deal activity Apr 22,2025 01 939 AM GMT+2 e
Svenska rhon Luk - Tk ot ag0 X . X . Malin Ryholt moved deal to Expand. View details & R
- - B B _ Malin Ryholt moved deal to Expand. View details (7 End date. SEK 6,000.00 [
Torat 29010 oot €548 otk €546 o €575 orl €500 £nd date © Lineitems © A «
*5 Powered by vioxq CPQ Contractlenght This deal was created by Malin Ryholt Apr 22,2025 1 939 AM GMTe2 ek the Goods or services associared with fhis Non-recurring amount(manual input)
Contract lenght This deal was created by Malin Ryholt Apr 22,2025 ot 939 AM GMT+2 ° N B ﬁ [_’
i recor
Couy SEK 15,000.00 -
Sounfry ~ Oneflow e
Sweden ~ -

Invoice note - displays on invoice

Create Deal

Varner AS -5 nye testbrukere - Rep

Deals - Invoicing email *
Al de. My deat ey acco. Dublet de.  DK_Mari. SE-CSp. SolesTea..  DED Edity , 2
= . — 2 - 5560474255@autoinvoice.se
I VAT
ToOLS *
° ipaiine* - | Oneflow - Create contract ,
o £ - = =
et u B | ovwoo s Ol GIEny TEST Non-recurring Revenue - Configure TEST Non-recurring Revenue in vioxq 556047425501
LHT - ENT - Customer Wilton & Bain - Ex- ¢ Deol stage” - s s alex @ Noema @ No number £ Assessio Sverige AB M Signatory &
cloe dae: 1/06/2024 dosedere [ corse &N T Bill to contact first name *
ssign
ovadun | [ it ik overn | | oy
0900 P m/ n UITTETETEN © updatedata | Dcopy T o alextest © Nooma g b Hl Assessio Sverige AB v signatory Y2
" B ’ Upgrade = ! «
. . Hubspot Data signing order (Decide in which order participants will receive the invitation) Bill to contact last name *
Amount: €100 REiRss « o
g Gl doe 04012025 R
s =) - [ 1 cosic nformation ) 2 configuraton ) .rrising | @ [ © Only PDFflos can b transforod
= size hd
L J

Ready fo invoice - Send to Zuora *

g Activate rampups.
Close dae: 0972272025

Add PDFs/attachments to the contract

le(Pilo Currency * Yes v
o e ooz Swedish Krona (SEK) k- 5 = Pricing Recruitment £ Donaf
Catin20dors v e s - ~ ((5) file(s) selected & Upload files Invoice: Street address *
closedote: 0972272075 - f— Service Type Quote Display Name Unit Price Quantity Tev Avg.MRR AVg.ARR
Tora €55 e — oo €578 Select to add as an attachment Enable to expand in PDF section
e i1z 0 s 55 0 weghes €183 cancel Base-package X Recruitment - Small - Starter Linited 150 - 3.000 SEK + 36.000 SEC  3.000 SEK 36.000 SEK -
. Cancel
() Assessio- [object Object] - [object Object]Price Appendix Deal 443KB 2025-Apr-23
Pricing Development
SV Annex Standard Contractual Clauses EU-EEA Template 2148KB 2025-Feb-27
Service Type Quote Display Name UnitPrice  Quantity Tev Avg.MRR Avg.ARR Avg.Discount
Bilaga Instruktioner Recruitment Module 240810 Template 1239 KB 2025-Feb-27
Base-package % Development - Small - People Analytics - 4.500 SEK + 54.000 SEK 4.500 SEK 54.000 SEK @ SEK
Bilaga Instruktioner Development Module 241220 Template 2077KB 2025-Feb-
The Assessio Platform SLA 2022 Template 194.4 KB 2025-Feb-27
Show prices on quote as:
Total MRR 7.500 SEK (7951 KB of 50MB - Max attachment limit : 50MB per contract and 30 files)

Show price in MRR
- Total ARR 90.000 SEK

ol o Cnm contract Cancel 2025 © Powered by oneflow’ ‘,
Show price in ARR otal One-time o SEK




Renewal/Churn

HubSpot

Create card under
service in the
“Renewal process’

* Create card by going to
CRM -> deal -> renewal
process

)

* Change stage based on if it is an upcoming renewal or that the

customer is a churn risk

Upcoming renewal 0 < Churn risk

STOIX - ES - Customer

Q@@

HubSpot

Change stage

4 < In dialogue 0 < ‘Won renewal

b4

Redstor - ENT - Customer 3

Bregal Milestone - PE -
Customer

Sheffield Haworth - Ex -
Customer

€0 | Total amount €0 | Total amount

€0 (60%) | Weighted amount &

€0 (80%) | Weighted amount &

2

€0 | Total amount €0 | Total amount

€0 (80%) | Weighted amount & Won (100%) @

Churned / Lost renewal 50

Waterland - PE - Customer

Close date: 01/15/2025
Deal owner: Mirell Pollumée
Create date: 04/14/2022

Platform: Wisnio

w2 Waterland Private Equity

Volkswagen - POC -
Customer

Close date: 05/17/2022
Deal owner: Mirell P5llumée
Create date: 04/14/2022

__Pluﬁ‘orm: Wisnio
@ Volkswagen @ Nicolas Derbin

University of Tartu - Ent -
Customer

Close date: 01/26/2023
Deal owner: Mirell Pollumée
Create date: 04/14/2022

Platform: Wisnio

me University of Tartu

TIGNUM ENT POC -
Customer

Close date: 12/31/2020
Deal owner: Mirell P5llumée
Create date: 04/14/2022

Platform: Wisnio
6 Tignum

€8,232 | Total amount
Lost (0%) &

<

Vioxqg/Oneflow

Optional: Quote

* If the customer needs a new quote
for the renewal, you can create
one through Vloxqg and sent
through Oneflow, same scenario
as for new customers or upgrades

HubSpot

Deal moved to won/
churned

* If customer is churn move to stage
“churned/lost renewal”

e |f the renewal is won move to “won
renewal”

* From here you can check the
invoice data before sending

Manual: Zuora

Finance ads to Zuora

* Finance will set the customer to
renew or churn based on where
you moved the deal

Visma

Invoicing

* |Invoices sent from Visma, based
on Zuora input







