Contact Sage Pro™  (reviewed on 09/08/2003)

One of the unavoidable chores of the financial advisory business is
Keeping Track - of clients, of the products we' ve sold to those clients, and
of the advisor’s interaction with both. It's a formidable task, and many
systems have been devised to allow us to do it efficiently. Of course, it's
also a marvelously lucrative opportunity, which is why the good systems
focus, not just on record keeping, but also on alowing us to use that stored
information, easily and quickly, in our marketing. A really good
“client/asset relationship manager” (which is one label for the software
tools which do all this) is a good marketing tool.

Contact Sage Pro™ s one such program. It was designed for financial and
insurance advisors and agents and its layout shows it. The toolbar at the
top (see Fig. 1) provides quick access to the tasks and content areas. The
notepad and remarks tools are aways available, and provide a handy
means to record notes on client conversations (can you say
“compliance’?). The calendar, while a bit odd-looking, is useful, and
permits quick access to (and editing of) the appointments and contacts for
those appointments.

Onetool | really like isthe Investment Profile. With the click of a button,
you're presented with a neat, one-page summary of the client’s investment
positions, with a summary by Fund Family at bottom — without leaving the
client’s record.

The reports available in Contact Sage Pro™ are entirely adequate, but |
had a bit of trouble learning how to produce them. The procedureis not al
that intuitive. That said, it would have been alot easier if | had bothered to
read the manual first! (Most of my consulting clients, like most software
users, don’t, so | generaly, when trying out a new program, try to “jump
right in”, to see how easy (or hard) it is to learn the program that way.
Almost every time, it's much more difficult than it would have been after
even aquick read of the manual. There'sa Moral here!).

There’ s no offline Help in Contact Sage Pro™. But the Manual, and a brief
User’'s Guide (for those who insist upon getting up and running right now
and who intend to ignore the above Mora) are available from the initial
menu, along with a button for the Activities screen (which shows Contact
Birthdays, Family Member Birthdays, Appointments, and a To Do List for
any chosen date), and buttons for the Contacts, Reports, and Utilities
screens.  There's also a 65-minute multi-media tutorial included on the
program CD. That tutorial is also available if you click on HELP while in
Contact Sage Pro™, but you must be connected to the internet to use it.

Finding contacts, individually or in groups, based on specific search
criterig, is easy, using the SEARCH function. Just select the valuesyou
want in the relevant fields, in the Find Contacts screen (see Fig. 4), and
Contact Sage Pro™ will provide you with alist of contacts meeting your
criteria.

Clicking on the Reports button produces a menu from which the user may
select Contact Report, Commission Report, Premium Report, Status
Report, and Labels. The reports, by the way, can be done in Windows®
Notepad, Microsoft Word®, or Excel®. The reports can be selected to
print any combination of fieldsin any order.

Click the Utilities button and you get a menu (see Fig. 5) that lets you do
some serious customization of the program, to suit the way you want to use
it. You can change the names of the insurance and investment fields (and
choices for those fields) and add more of your own, as well as general User
Defined Fields. There'salot of functionality in this program.

But Contact Sage Pro™ isn't a full-blown Client/Asset/Portfolio
Management program, and wasn't designed to be. It won't let you
download from DST Fanmail® or other information provider. You must
enter the values of the securities and insurance holdings yourself. If
automatic download of unit values, transactions, etc. is something you
require, thisisn’t the program for you. Try DBCams®, EZ-Data's “Client
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Figure 1 - Contact |nformation screen

CONTACT INFORMAﬂ:ON Fnd WSty Search Usl Calentsr Aod Deletle Apois Remds noies URls Famiy  Poliey Inusum
o ln| QD B el 6] |5 @a e
~|First Sheila W LestGroup Amon | [stas client | Frorty 2 ~| nore
ContactD 429569569 T Mr. Amon 1| Nickname Uk [[> ] _eor|new Links 1
Comgany | P_Morgan Chase Occupation Home Economics Teache =|| LinkType  Spouse Hesd 1o
Address1 3706 Perry Ave Birth Date 04/25/1952 Sheila Amon j Goto. e
Business -] AddDate  01/10/2003 Mark Goren 2| Goto
cy Kensington MD ]| 20891- Producer  John = |l Goto Sm'il
Homephone (301) 949-0440 Workphone (301) 949-3355 Ext policy ¢ || Eoi | New
Celphone  (301) 949-8014 Faxphone Contact Pref  email =llA  EmplDisab| ST Disability
E-mal SA@comcast net Busn -] Callfres [~ 3months || Company Travelers
Risk Comfort| Speculative | mcome 43339 | LastContact 04/29/2003 || PoiicyNumber \\WR7434297IT .
Invtmt Goal  |ncome jw«rm 606,746 Next Contact 12/22/2003 /|| EP/BP 12/36 ,_
S Policy
Heignt: 63" Weight 143 Ibs. Smoker: No ]| leueate - 0272072003 o Tota!
lother moved to assisted Iving facility in 5101 R 0nn (55703
Blank 50.00 nvest
~i| Policy Valve  5399.21 1 Total
Family Type _ First Name I Last Name Birthdate Comments Deiste | -]
child  ~| Rose 0 Amon 1012411978
chilg =] Roberta I Amon 091111877
Fierge Deartine 7|7 [ ot | el SelewEmail Rolodgx  Status fller e bl (- |
| [pusness [Nore | ] ol ]
8| o e | DI

&3 Appointment Calendar =]
CALENDAR 2003 APPOINTMENTS o crange fie date of an anpointment, cick G, saiact e date and fen recick .
Year 2003 Monih Sep Time Duration  Type Contact Descrition
c| 9:00 |60 = prtfiores | Dougias Potts ~| 401k rallover meetin el
Su Mo BTu “We iTh Fr Sa —‘ J J i —i
S 3w e e 100030 o rer || ey Gruvaia =] mervous about market, e £|g]
16| 12| 1a | 1a| 14| 11 ||| c] 11:00 60 [ priforev | Mahmood Pastor | 407k raliaver meeting £
7 8 8 0 1 12 13| |c|12:00/45 <] prenorev =]/ m Awiaridge | asset allocation raview | E
2fsef s f 2] mf1if s|ic]i2as|30 ofcienton o[ sames Bates =] pitch balance fund el
14| as[ e[ 17| 18 19 20 Q 13:45 30 j prifio rev. j Hugh Vilakazi j nervous about market, re | E
2 e 0] 0] 5] 2] 10 2] 13|30 etere ] Enwomoe =] mervous about market re g
2 = = 2 . 0] 1500 |60 /me Const o[ JBament | mew client mesting, pitcl  £¢]
El 12 | 124 10 f 11 s3| n _‘17 15145 % Consl Jetfiey Work e l
c | nt. Consl ~|| Jeffrey Workman ~| go over competitor perfol E|G
28 28] 30| = ] ] e pe P E|s
" 21 1"
View Appointments for:
414 81 B84) 88 118| 43 :,
mmiWkl|"‘f‘=2|W”|W“|W‘“| Rdd lau: u:-: n- I-l_--s nnll--s
O I O B 3 1 O 1 B B B 6 Y I
Year _| < >
Month < ) S 1 O O O 1 1} Y
7am Bam  Sam i0am 11am 12pm 1pm 2pm 3pm dpm  Spm Bpm 7pm  Hpm
Date Entry Emm Ticks 0n 99 ofhe cppciniment bos 4 2 new sgpoiniment,fcks on e bofom change e Sme fr e cument eppoiment. |
[ CONTACT Sage Pro. —[&lx]

| Syl Number [l save setings < Loiox 21 - Help

| Eie - 0 Page Setwp... [ Print Preyiew GhPrint E save.

A

wry  Giobal Grovth

Report

Swmbol  BuDae  Shares

cEFT ounezonz a3
Account Totsl

Account Type Total

CHTRX 030200
Account Tost
Account Type Total

1289

TWGEX 022072003
4 BRCD 02202003

Account Type Total

FOSFX  0u282003
Aecount Totl
Account Type Total
Client Total

12

strast
st

$11441

s20120
20430

si2086
18048
s31014
$31.014

sso 88
859,658
$50668

$122252

Smbol  BuDsie  Shares

GSNOTIDNES  CHTRX 03062003 1369
Fund Family Total

72802573 TWeeX 02202003 18
Fand Famiy ot
STREKTION  FOSFX 03262003 12
Fund Family Total

Client Funds Total

Bass

si2

55
$953

$50.664

s s20120
12581

Curentprce

520130

3¢ 12988
$12966

ssoese
$59,668
$92.763

Figure 3 - Investment Profile report
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Figure 4 - Find Contacts screen




Data System”’®, or the like. And figure on spending many times what
Contact Sage Pro™ costs.

One thing Contact Sage Pro™ does offer which is normally available only
in higher-end packages is a PDA Interface. It puts most of the information
in the program in your Palm Pilot® or other “Personal Digital Assistant”
device with a simple synchronization. | can't tell you more about that
particular functionality because my PDA is a Sony Clie® NX70V, which
uses Palm® OS5, on which Contact Sage Pro™ hasn't yet been tested. But
when that’s been done, I’ll review the PDA functionality in a posting on the
software forum | moderate on Financial Planning Interactive
(www.financial-planning.com / Discussion / Software).

Contact Sage Pro™ s one of the best software values |’ ve seen in awhile.
It's not just a generic “contact manager” with a few customized fields. It
was built for insurance and financia advisors. The developer, Bill Jacobs,
takes that “custom built” part very seriously. | know, because he retained
me to help with the design, and | will happily attest to the fact that the guy
listens!

Contact Sage Pro™ costs $295 for the system and support for the first
year, and $100 per year after that for the latest version updates and
continuing support. The PDA module is a one-time additional $95
(support for which is included in the annual $100 support charge for the
program). That's an introductory price, and, like most (but not all)
introductory prices, it'sarea bargain. Program information is available at
Wwww.contactsagepr 0.com
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Figure5- The UTILITIES menu
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