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1 Q.       -- based on their interactions with the
2 customer?
310:53 A.       Yes.
4 Q.       To make sure I understand how the 20 percent
5 worked, if the sales rep's estimate of the likelihood
6 of renewal was that there was a 20 percent chance
7 that it would not be renewed or less, then it would
810:54 go into -- they would fill in that field; is that
9 correct?  Do I have it the right way around?

10 A.       Well, they're going to field -- they're going
11 to fill in the field with a number.
12 Q.       So, I see.  Okay.
1310:54 A.       That's just part of the process.  They put in
14 whatever they believe the likelihood of that renewal
15 is going to book.
16 Q.       And prior to the transition to the automated
17 system, sometimes they would do that and sometimes
1810:54 they would not; is that correct?
19 A.       I don't know.
20 Q.       Okay.  But as of the transition to the
21 automated system, that field is always filled in; is
22 that correct?
2310:54 A.       Yes.
24 Q.       Or it's supposed to always be filled in.
25 A.       Yes.
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1 Q.       Okay.  And if the number is 20 percent or
2 less, then it's flagged as an at risk.
310:54 A.       Correct.
4 Q.       And then what happens after it's flagged as
5 at risk?
6 A.       So then, going back to Exhibit 79, and it's
7 page 3, on the premier reporting portal, there is an
810:54 at risk analysis report, and all that is, there's two
9 tabs on that report.  There's an entered, which is

10 the active contracts, and on that tab would list all
11 of the contracts that have an expected bookings of
12 20 percent or below.
1310:55 Q.       You said there are two tabs?
14 A.       Yes, the other tab is cancelled.  So that
15 would also be typically at the quarterly level.  I'm
16 sorry.  I take that back.  It's a monthly level.  So
17 every month the report gets generated.  So any
1810:55 renewals that were on the 20 percent or below either
19 are entered, meaning that they're still being worked,
20 those are the ones that we are still negotiating and
21 working through, and then there's the cancelled, the
22 ones we did lose.
2310:55 Q.       Okay.  And so is that the sum total of the
24 report, the at risk analysis report that comes from
25 OKS?  It just shows number entered, number cancelled?
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1 A.       That's it.
2 Q.       Okay.  So when this was a manual process, was
310:56 20 percent the same number that was being used for a
4 sales rep to decide to inform you that this is an at
5 risk account?
6 A.       I don't know.
7 Q.       Okay.
810:56 A.       We didn't use the forecast percentage prior
9 to the automated -- in my work with at risk, no one

10 ever gave me a forecast percentage.  That was not
11 part of my analysis.
12 Q.       So a sales rep would just make his or her own
1310:56 determination, maybe in conjunction with management,
14 that an account was at risk then tell you the
15 account's at risk.
16 A.       Absolutely.
17 Q.       Now, I've seen the manual at risk report, and
1810:56 it contains a fair amount of information.  How is
19 that information recorded now, if at all?
20 A.       So what we've done is we've kept -- first of
21 all, the report is cumulative.  So it was a moving
22 target.  So every week at the onset of the report
2310:56 when we did it on a weekly basis, it would be
24 cumulative.  We eventually went to monthly.
25          So as of February '08, that was the last time
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1 that that manual was created.  That is cumulative and
2 that's the end of it.  It has been posted, so it's
310:57 available for reference, but that was it.
4 Q.       And the information that went into that
5 report, for example, there is, I think it's called
6 the notes field, it would have the comments by the
7 sales rep, is that information -- since February of
810:57 '08, is that information collected anywhere?
9          And I'm talking about communications have

10 happened between the sales rep and the customer, for
11 example, since February '08, is that recorded
12 anywhere as part of the at risk reporting process in
1310:57 OKS?
14 A.       So let me make sure I understand your
15 question.  So in February of '08, even though the
16 report, the manual report was going to be ended,
17 there may have been some customers that were still in
1810:57 negotiation, right, that we were still working.
19          So the renewal rep would include notes as
20 attachments into OKS.  So that even though the notes
21 no longer are being tracked in this manual form, reps
22 are still able to add notes and attach and them in
2310:58 the OKS contract.  So if you and were going to look
24 up a deal and see where it's at, we should be able to
25 check the notes through the attachments in OKS.
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