vSearch 5ules

Searchable Video for the Enterprise

Capture and Share Corporate Content

Altus365 vSearchSales™ enables companies to eas-
ily capture and share expert knowledge throughout
the extended enterprise to reduce costs, increase
productivity, and shorten time to revenue. Atus365
vSearchSales combines digitally recorded video
with synchronized slides and scrolling transcripts,
enabling users to see and hear the content being
presented. Every word spoken and every word in
the slides and notes become searchable data. Using
familiar search functionality, users can find just the
knowledge they need—at the presentation, topic

or sentence level, eliminating time lost looking for
knowledge.

Search for Exactly What you Need

By IDC’s estimates, organizations spend 20%

of their payroll looking for knowledge. And 50%
of the time, they don't find what they are looking
for. Altus365 vSearchSales is the first end-to-end
soltion that offers full text search and playback of

» Maximize your most important field sales event
» Leverage your messaging year around
» Ensure consistent delivery and retention globally
» Find exactly the information you need,
when you need it, where you need it, to move
opportunities forward
» Get instant access to knowledge — All
content On Demand 24/7-365 days a year
» Download sales content to your iPhone,
Blackberry, or any mobile device
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any spoken word, dramatically reducing the time
users spend looking for knowledge. With vSearch-
sales, presentations become a valuable and reusable
corporate asset. Users need only to search for the
snippet of information they want and view on
demand or download the audio, video, or
PowerPoint presentation that meets their need.

Mashup Presentations

PowerPoint slides with embedded transcripts elimi-
nate the guesswork when presenting since the speak-
er's exact words are in the notes section for every
slide. With vSearchSales Presentation Builder, users
can assemble their own presentation from any slide in
vSearchSales, share with all or export as a Power-
Point file. Exported presentations contain the transript

from the orininal transcript in the notes section.
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Sales (71) - [] Overcoming Customer Objections

The reasons or excuses people use to keep from saying yes. They may want to
buy the car, but they think they need to object to some part of the deal. The most
(R ) common are price, interest rate and vehicle selection.
OEM (8)

Service (19)

10/2/2011 | 36 comments | Downloads | View Transcript

Sales (35)
SMG ()
R Selling More Cars Starts in Your Head
Looking beyond the car you are selling to the other cars you want to sell can
cause the customer feels pressure which makes them uncomfortable. You need to
be confident and personable to earn the respect and the confidence of

Product (164)
Management (28)

Workshops (19) 10/2/2011 3 comments  Downloads View Transcript

R The Pros and Cons of Selling Cars.

You can determine how much money you want to make because you get paid
commission which is based on the cars you sell and the profitability of each car
sold but you get paid commission, so if you don't sell any cars you don't make.

10/2/2011 12 comments = Downloads  View Transcript

The Questions to Ask When Selling

When it comes to selling cars for a living one of the most important ways to obtain
the information you need to make a sale is to ask questions. There are many
different types of questions to ask when selling cars so you can proceed
accordingly. The secret of getting information from the prospective car buyer ..
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M What Car Sales Techniques Work
It starts with the Meet and Greet, moves to Closing the Sale and ends with the
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R Overcomming Customer Objections
presented on 2010-11-30 by Mark McCain

» This rich media player displays the streaming audio
and video synchronized with the PowerPoint slides or
other images, provides a detailed table of contents for
easy navigation, and synchronizes scrolling verbatim
transcripts.

[ Influencing Change at the
ealership Level
Working with Service, Sales, and

[ Converting Hospitality Theory
into Practice
Creating champions out of customers

the Service Bay out

1 Creating the Ultimate Dealer
Experience
Making the dealership a place where
mers want to be
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Go Mobile

Whether your device is a computer or mobile device, Altus365 vSearchSales delivers the content you
need. Watch any video on-demand, download courses as mp3 audio or mp4 video to

any mobile device or use RSS to automatically receive updates as they are posted or updated.

Reduce Costs

Training employees at in-person meetings is more expensive than most companies realize. Travel, mate-
rials, and facilities costs are just a few of the outof- pocket expenses associated with training. Altus365
vSearchSales effectively reduces the need for in-person training by capturing subject matter experts
delivering presentations and making their knowledge accessible to everyone through an online media
portal. Replacing even a portion of the total training hours with vSearchSales, a company can save mil-
lions in the first year alone in direct costs related to travel, materials and management costs.

Increase Productivity

Having a full spectrum of content-rich knowledge available as searchable data means that

optimal, highly informed decisions and actions can be accomplished in a much more timely fashion —
right in the moment on the front lines when they are needed most. This improves productivity because
time-critical opportunities are not missed; correct decisions are made the first time; and front-line em-
ployees do not have to wade through information to find the specific answer that they need.

Drive Sales Revenue

Sales force effectiveness and productivity are critical to any company’s success. Large

and complex product lines coupled with a dynamic and competitive market landscape are

putting intense pressure on organizations to continually update their salesperson’s knowledge to re-
spond to the latest market events. Using Altus365, sales can quickly find what they need

to be sell productively.

2105 S. Bascom Ave, Suite 135, Campbell, CA 95008 www.altus365.com
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