Annex 1 to
 Procurement Conditions

TECHNICAL SPECIFICATION


Public tender objective – Public Institution “Invest Lithuania” (hereinafter referred to as the Contracting Authority), the country’s Investment Promotion Agency, aims to improve the quality of work with existing and potential clients. Through this procurement, the Contracting Authority intends to acquire a Sales Engagement Application (SEA) to optimize sales and marketing activities, automate client engagement, and enhance communication efficiency. This tool must operate in conjunction with the Client Relationship Management (CRM) system “Salesforce”, assisting the sales team in managing client interactions, tracking their engagement in real-time, and making data-driven decisions. Using this system would result in more consistent and predictable sales processes – employees must be able to automate emails, schedule meetings, and other actions, thus ensuring consistent and personalized communication with existing and potential clients.

1. TERMS AND ABBREVIATIONS

1.1. Contracting Authority – Public Institution “Invest Lithuania” (abbr. IL).
1.2. Supplier – an economic operator – a natural person, private legal entity, public legal entity, or another organization or its units, or a group of such persons with whom the Contracting Authority concludes a Contract.
1.3. Contract – an agreement concluded between the Supplier and the Contracting Authority concerning the Object of Procurement.
1.4. Parties – Contracting Authority and Supplier.
1.5. System – Sales Engagement Application (or abbr. SEA system) – software technology that enables efficient organization, automation, and synchronization of existing and potential client communication and engagement processes.
1.6. Licensing Rental – acquisition of licenses for software usage for a fixed period.
1.7. System Configuration and Implementation Services – analysis of the Contracting Authority's processes, preparation of the SEA system's architecture according to the Contracting Authority's processes, and implementation of installation services.
1.8. Data Transfer Services – exporting information of the Contracting Authority in .csv format from the currently used SEA system “Outreach” and importing into the Supplier's provided SEA system. All exported files must adhere to the same object logic as the data exported.
1.9. System User – employee of the Contracting Authority who logs into the System and uses it.


2. OBJECT OF PROCUREMENT
2.1. Licenses for the Supplier’s Sales Engagement Application (SEA) rented to the Contracting Authority, including system configuration, implementation services, and data transfer services.

3. SCOPE OF THE OBJECT OF PROCUREMENT
3.1. Rental of system licenses – 32 licenses (30 users and 2 administrator licenses).
3.2. System configuration and implementation services – 1 unit.
3.3. Data transfer services – 1 unit.

4. DEADLINES
4.1. The System must meet all the requirements specified in Section 6.1 of the Technical Specification. If the Supplier's proposed System does not meet a part of the stated requirements at the moment of proposal submission, the Supplier has the right to improve its proposed System to meet the requirements specified in Section 6.1 of the Technical Specification. Improvements may be made only to meet the functionalities indicated in Annex No. 1 of the Technical Specification. Such improvements must be completed, and the System must be demonstrated to the Contracting Authority within 30 calendar days from the effective date of the Contract. For example, the manufacturer's offered solution may not have a mobile application, but such an application is essential to the Contracting Authority. In such cases, the Supplier must foresee programming of the required application, evaluate the necessary costs for these works, and include them in the total offered price.
4.2. Rental of System licenses – for a period of 24 months (12+12). The rental period for the System licenses shall start counting from:
4.2.1. the effective date of the Contract if improvements mentioned in clause 4.1 of the Technical Specification are not required, or
4.2.2. from the date of completion of System improvements and the approval of these improvements by the Contracting Authority if the case described in clause 4.1 of the Technical Specification applies.
4.3. System configuration and implementation services – within 2 weeks from the start date of the System licenses rental (the period during which the Contracting Authority reviews and tests the interim results of the System configuration and implementation services, and conducts trial operation, is not included in this term).
4.4. Data transfer services – within 2 weeks from the end date of System configuration and implementation services (the period during which the Contracting Authority reviews and tests the results of the data migration is not included in this term).

5. PLACE OF CONTRACTUAL OBLIGATIONS EXECUTION
5.1. The Supplier shall use its own IT infrastructure for the execution of the Contract. If necessary, the Supplier may be granted access to the Contracting Authority's infrastructure. Prior to gaining access to the Contracting Authority’s IT infrastructure, the Supplier and/or its subcontractor(s) and their employees engaged in Contract execution must submit confidentiality documents to the Contracting Authority in accordance with the Contracting Authority’s internal procedures and requirements.

6. REQUIREMENTS FOR THE OBJECT OF PROCUREMENT
6.1. Technical and functional requirements for the SEA system to be rented;
6.2. Requirements for system configuration and implementation services;
6.3. Requirements for data transfer services;
6.4. Requirements for warranty services.


6.1.  TECHNICAL AND FUNCTIONAL REQUIREMENTS FOR THE SEA SYSTEM

The System must meet all the requirements specified in Section 6.1 of the Technical Specification.

	A. General system requirements
	1. System language: English.

2. The system must be cloud-based.

3. Access to the SEA system:
1.1. The SEA system must be accessible via an internet browser and a mobile application.
1.2. The system must be integrated with Azure Active Directory user identity management solution (single sign-on, abbr. SSO).

4. SEA system integration with other systems used by the Contracting Authority:
4.1. Azure Active Directory solution for single sign-on (SSO);
4.2. Microsoft Exchange Online platform (email and calendar);
4.3. LinkedIn Sales Navigator;
4.4. Clay;
4.5. Salesforce;
4.6. Specific integration requirements are detailed in the object descriptions in this document


5. SEA system mobile application:
5.1. The mobile application must be compatible with iOS and Android operating systems.
5.2. When internet access is available, the application must allow users to perform the same actions as the browser version.
5.3. The mobile application must synchronize with the mobile device's email inbox and calendar (Microsoft Exchange Online).
5.4. The mobile application must provide a clear and organized daily view, including tasks.
5.5. The mobile application must allow users to view, execute, and log tasks, initiate calls directly from the task list, and after the call – add notes and complete the task. Completed tasks must automatically update Salesforce data.
5.6. The mobile application must display detailed information about Contacts and Accounts.


6. Data handling:
6.1. The system must support bulk import / create (.csv files) with specific formats and restrictions.
6.2. The system must have settings for handling duplicates of Contacts using the email address as the primary identifier. Duplicate handling options:
6.2.1. Skip: Ignores the record if it already exists.
6.2.2. Overwrite Existing Fields: Replaces existing information with new data.
6.2.3. Update Missing Fields: Fills empty fields.
6.3. The system must allow associating Contacts with existing Accounts in the SEA platform.
6.4. The system must allow mapping columns of .csv files to relevant SEA system fields. Administrators must be able to view and modify mappings. The system must provide notifications if unmapped fields are detected.
6.5. The system must include settings for assigning imported records to SEA system users (Owner).
6.6. The system must allow loading additional data from Salesforce if the Salesforce object ID is provided and the option "Load additional data from CRM" is selected.
6.7. The system must be able to export data from all fields of system objects (including, but not limited to, Accounts, Contacts, Opportunities) in .csv format.
6.8. The system must have a functionality to mass delete records from specific imports if errors occurred during the import (e.g., specifying the import date).
6.9. The system must allow administrators to set automatic data management rules for automatically deleting stored emails and meeting records.


7. Use of registers:
7.1. All system objects and modules must utilize common registers as in Salesforce (e.g., employee register, country register, industry register, etc.), avoiding duplicate data.
7.2. The system must enable accessing the same register from multiple fields (e.g., selecting from the same user register for "Account owner", "Contact owner", "Opportunity owner" fields).

8. System updates & upgrades:
8.1. Global updates by the system manufacturer must be automatically installed into the Contracting Authority’s software free of charge (included in the license rental fee).
8.2. System updates & upgrades initiated by the software manufacturer must be scheduled in advance with the Contracting Authority.
8.3. Prior to software updates, the Supplier must assess the impact on system integrations and customizations, ensuring compatibility with the new version.
8.4. If the Contracting Authority identifies an error/failure due to incorrect system implementation, configuration, or development, the Supplier must correct these errors free of charge. If the error/failure originates from the manufacturer’s product, the Supplier must notify the manufacturer and propose an alternative solution to the Contracting Authority.

9. SEA system integration management with Salesforce:
9.1. The system must synchronize data using the 18-digit Salesforce record ID.
9.2. The system must allow the Contracting Authority's administrator to create integrations of objects and associated fields with Salesforce according to specific requirements:
9.2.1. Ensure correct object mapping and management between systems, including synchronization direction and frequency.
9.2.2. Ensure correct field mapping and management between systems, including synchronization direction and frequency.
9.2.3. Ensure correct data synchronization validations and conditions at the object and field levels.
9.3. The system must allow reviewing and updating or deleting record mappings with Salesforce.
9.4. The system must enable detecting duplicate Salesforce records, merging or deleting them, and configuring the frequency of duplicate searches. Changes must reflect in the SEA platform.
9.5. The system must allow creating additional synchronization validations for objects and fields, such as picklists.
9.5.1. The system must detect mismatched picklists between SEA and Salesforce, display warnings, and propose automatic updates based on Salesforce data.
9.6. The system must attempt to update locked/unavailable Salesforce records continuously until unlocked/available, ensuring data accuracy and hygiene.
9.7. The system must log synchronization errors, providing details on the date and time the error occurred, the type of error, object and field affected, as well as offer potential solutions. Data must be exportable in .csv format for detailed analysis.
9.8. The system must allow the selection of how many application programming interface (API) requests per day can be made to Salesforce, in order to avoid exceeding the system's daily capacity/limit. If the set limit is reached, the system must have the functionality to stop the synchronization/creation of records and to resume it once API requests become available again.
9.9. The system must display real-time API limits and consumption.
9.10. Each Contact, Account, and Opportunity record must show synchronization status with Salesforce and include a link to the corresponding Salesforce record if synchronized.
9.10.1. Unsynchronized records must offer options to re-synchronize data to/from Salesforce (push/pull data sync).


	B. Requirements for system administering
	System administrators must have the capability to:
1. Create, test, edit, and delete user roles, permissions, and provide access to objects (e.g., allow or restrict viewing, creating, editing, or deleting records).
2. Restrict users or user groups from viewing specific data or data sets within the system.
3. Create new fields within objects and their default field values, test them, or remove them.
4. Create, test, modify, or delete rules for assigning Contacts, Accounts, and Opportunities to employees.
5. Create, test, modify, and delete workflow automation rules.
6. Create, test, modify, and delete sequence templates for contact actions, which should be accessible to all users during client interactions and assigned to specific departments or teams.
7. Create, modify, and test reports and dashboards.
8. Mass edit the responsible employee assigned to SEA system objects (owner), including but not limited to Contacts, Accounts, and Opportunities, to another employee due to changes in team structures, employee turnover, or other circumstances.
9. Adjust individual email sending limits for each user.


	C. General system user requirements 
	1. Users must be able to send emails from the system and track email status (sent, received, opened times and dates).
2. The system must integrate with MS Exchange Outlook mailbox, allowing users to send emails both from SEA system environment and their MS Exchange mailbox, automatically logging all correspondence with clients under the respective Contact, Account, and relevant Opportunity or other SEA object as needed.
3. Users must be able to send mass, automated emails to selected contacts (minimum 100 contacts per email).
4. Users must be able to access the system from any internet browser.
5. Users must be able to perform a global search within the SEA system.
6. Users must be able to sort and filter accessible records (Contacts, Accounts, Opportunities, and other objects) by date entered, last update date, alphabetical order, and other data fields.
7. Users must be able to export accessible object records in .csv format.
8. Users must be able to create, modify, and archive sequences.
9. Users must be able to create, modify, and archive sequence templates.
10. Users must be able to create, modify, and archive paragraph templates.
11. Users must be able to create, modify, and archive email templates.


	D. Management of Contact Records
	Definition of Contacts: Contacts are individuals who are either already clients (warm contacts) or could potentially become clients (cold contacts). Cold contacts are gathered through marketing campaigns, website visits, live events, email inquiries, recommendations, etc. This object must interface with Accounts and Opportunities and indicate if the contact exists in Salesforce.

1. SEA must allow the following Contact import methods:
1.1. Automatically from Salesforce;
1.2. Import via .csv file;
1.3. Create via Outlook add-in;
1.4. Import from Clay tool;
1.5. Manual entry.

2. Contact record fields must include but are not limited to:
2.1. First name, last name, middle name (type-in);
2.2. Nickname (type-in);
2.3. Company (linked to Account object; ability to create a new Account if needed);
2.4. Email address (type-in);
2.5. Phone number (type-in, with country code selectable from Supplier-prepared international phone code drop-down list);
2.6. Job position details:
2.6.1. Title (type-in);
2.6.2. Occupation (type-in);
2.7. LinkedIn URL (active link, type-in);
2.8. Status (automatically synced from Salesforce or selected from a customizable drop-down list);
2.9. Country of workplace (selectable from a Supplier-prepared drop-down list of countries, sortable by frequency or alphabetically);
2.10. Address details (individual fields for street, number, city, postal code, country, generating mailing address);
2.11. Contact owner (assigned SEA system user as main contact person);
2.12. Lead source (automatically synced from Salesforce or manually selected from a customizable drop-down list);
2.13. Additional fields as required by the Contracting Authority.

3. The Contact record must display Activities conducted with the Contact, including dates of last touched and engaged actions. The last contacted date must also be visible in the Contact list.

4. The record must allow visibility of related Activities, Sequences, Opportunities, Emails, Meetings, and other related objects.
4.1. Each Activity must detail action type, timestamp, and geographic location.

5. The SEA system must allow prioritization of Contacts with functionalities:
5.1. Recording and filtering daily tasks based on contact engagement, priority, company, campaign, time-zone differences, or available Opportunities in Salesforce.

	E. Management of Account Records 
	Definition of Accounts: The Accounts section includes information about the company/organization. This object must interface with individual Contacts and Opportunities and indicate whether the company exists in Salesforce.

1. Account record fields must include but are not limited to:
1.1. Name (type-in);
1.2. Natural name (simplified/informal name, type-in);
1.3. Website (type-in, stored as an active link);
1.4. Business country (selectable from a Supplier-prepared drop-down list of countries, sortable by frequency or alphabetically);
1.5. Number of employees (type-in);
1.6. Industry (selectable from a drop-down list, customizable by the Contracting Authority);
1.7. Account type (selectable from a drop-down list, customizable by the Contracting Authority);
1.8. Account source (selectable from a drop-down list, customizable by the Contracting Authority);
1.9. Account Owner (assigned SEA system user as the primary contact person for the organization);
1.10. LinkedIn URL (type-in, stored as an active link);
1.11. Additional fields as required by the Contracting Authority.
2. Account records must show Activities related to the Account, including email and meeting history. The last contacted date must be displayed on the Account record and the Account list.
3. Advanced company information functionality:
3.1. The system must display standard and customizable dashboard tiles aggregating data from various sources (e.g., Salesforce):
3.1.1. About account: Company description and industry information;
3.1.2. Account details table: Configurable table with key metrics (e.g., employee count, revenue, company type);
3.1.3. Competitors: Automatically populated from Crunchbase data or manual entries;
3.1.4. Engagement activity timeline: Chronologically displayed contact events (calls, meetings, emails);
3.1.5. Strategic initiatives & outcomes, Engagement strategy: Rich text fields supporting variables.
3.2. Administrators and users must have the capability to create, clone, or rearrange the informational tiles described is sections 3.1.1-3.1.5.
3.3. The sidebar must display essential company information in real-time, including related Opportunities, scheduled meetings, and tasks.
3.4. Administrators must be able to create and edit text block templates with dynamic variables.
3.5. The system must record the last modified time for Account records and allow filtering by this parameter.
4. Account records must display all related Contacts, their status (Stage), inbound and outbound emails, responsible person (Account Owner), and the last contacted date.
5. Account cards must provide visibility of related Tasks, Sequences, Opportunities, Emails, and other related Activities and objects.

	F. Management of Opportunity records
	Definition of Opportunities: Opportunity refers to a sales opportunity, also termed a planned investment project, involving a client's real intentions to expand or relocate operations to another country, specifically showing interest in Lithuania as a potential investment location. 

1. Opportunity record fields must include but are not limited to:
1.1. Name: Opportunity name;
1.2. Opportunity Owner: Primary project manager (selected from system users);
1.3. Next step: Next planned action for the opportunity;
1.4. Account: Linked Account; option to create new Account if it does not exist;
1.5. Stage: Opportunity stage (automatically synced from Salesforce or manually selected from a predefined picklist);
1.6. IPD team: Team of the Opportunity Owner selected from a predefined list;
1.7. Industry: Industry of the planned investment project, selectable and adjustable from a drop-down list;
1.8. Activity: Investment project activity, selectable from a drop-down list;
1.9. HQ Country: Country of investment origin, automatically transferred from Account with manual edit option;
1.10. Description: Investment project description (type-in);
1.11. Close date: Project end date (date field);
1.12. FTE: Number of planned jobs (integer input, including 0);
1.13. Lead source: Opportunity source selectable from a drop-down list if entered manually and not synchronized from Salesforce;

2. Opportunity records must display related Activities and Tasks assigned to employees, with the last contacted date shown in both the record’s main section and the Opportunity list.

3. Additional fields as required by the Contracting Authority.


	G. Task Management
	The system must track tasks, i.e., activities that must be completed within a set period or deadline to achieve investment attraction-related goals.
1. Users must be able to manually input tasks that can be assigned to themselves or other employees and create automatic tasks based on predefined rules.
2. Task record fields must include but are not limited to:
2.1. Type (selected from a Supplier-prepared drop-down list);
2.2. Assigned To (drop-down list, selected from system users);
2.3. Priority (drop-down list);
2.4. Due date & time;
2.5. Task description (optional type-in text);
2.6. Ability to link tasks to other system objects (e.g., Account, Contact, Opportunity);
2.7. Additional fields as required by the Contracting Authority.
3. Users must be able to filter tasks by each available field, including but not limited to related Account, Opportunity, or Contact, task category, status, due date, and priority.
4. The system must generate specific links for tasks involving LinkedIn actions (e.g., tasks labelled “LinkedIn: Send message” must provide direct links to the relevant Contact’s LinkedIn profile).
5. The system must generate automatic notifications based on the selected task due date & time.
6. Users must be able to execute email-related tasks directly within the SEA system, without leaving for Outlook.
7. The system must be capable of automatically generating tasks following specific Activities (e.g., automatically generating a task for sending a LinkedIn connection request when an active sequence reaches the corresponding step).

	H.  Calendar functionality 
	The system must include a calendar displaying meetings with clients, colleagues, and event participation.
1. Bi-directional synchronization with Microsoft Exchange Outlook calendar;
2. Ability to embed real-time personal calendar availability in emails sent via Outlook or directly from the SEA system, allowing Contacts to schedule meetings automatically;
3. Capability to send calendar invitations and view meeting responses from both internal and external clients;
4. Calendar events must automatically adjust to the user's current time zone;
5. Option to display calendar entries in list format.


	I. Reports & Dashboard Requirements
	All data accumulated in the system must support activity analytics and performance monitoring. The system must allow analysis of data with functionalities:
1. Users must be able to create reports/dashboards from predefined templates including:
1.1. Call metrics and outcomes (e.g., total calls, answered/unanswered calls, best times to call);
1.2. Meeting metrics and outcomes (e.g., total meetings, meetings held);
1.3. Email metrics and outcomes (e.g., emails sent, scheduled emails, open/response rate, bounced emails);
1.4. User activity statistics (e.g., emails sent, meetings scheduled, tasks completed, new contacts created, calls made);
1.5. Team activity statistics (same metrics as user activity, aggregated by teams);
1.6. Sequence statistics (e.g., engagement scores, meetings resulting from sequences, new contacts created, reply rate);
1.7. Positive/negative response rates;
1.8. Analysis of roles that responded or agreed to meetings;
1.9. Analysis of response time from initial contact.
2. Reports/dashboards must be generable for specific timeframes or dates, viewable in the SEA system, and downloadable in .csv format.
3. Users must have filtering capabilities by individual users and teams.


	J. Sequence Management

	The "Sequences" functionality enables automated execution of planned activity sequences, such as sending messages, making calls, or performing other actions to consistently engage with potential and existing clients and increase their involvement.

1. Sequence Creation and Action Types: The system must support various action types, allowing flexible sequence creation aligned with sales strategies. It should enable automated campaign delivery at chosen times and frequencies.

2. Automated Emails: The system must support automated email sending according to sequence step settings. Users can specify precise intervals between each email sent.
2.1. Emails must be automatically sent when a contact reaches this sequence step.
2.2. Emails can be personalized using templates and variables.

3. Manual Emails: The system must allow personalized manual email sending based on sequence steps. When a contact reaches a manual email step, a task is created in the "Tasks" section.
3.1. Users can use predefined templates and edit them before sending.
3.2. A task is marked as completed only after the email is sent.

4. Call Tasks: The system must enable inclusion of call tasks within a sequence to maintain direct communication with contacts. Call tasks are automatically generated when a contact reaches call sequence step.
4.1. Users can add notes or reminders about the purpose of the call.
4.2. A call is marked as completed only after it is logged in the system.

5. General Tasks and LinkedIn Actions: The system must support general tasks and social network actions within sequences.
5.1. General tasks can serve as reminders for actions such as sending LinkedIn connection requests.
5.2. LinkedIn actions should include profile viewing, sending InMail messages, or responding to LinkedIn posts.

6. Sequence Analytics and Optimization: The system must collect and present real-time sequence performance data to optimize effectiveness.
6.1. Analytical data includes open rates, click-through rates, reply rates, and conversions.
6.2. Users can monitor each sequence step's results and make adjustments to improve outcomes.
6.3. Real-time tracking of the recipient’s current communication step.
6.4. Capability to create automated rules from metrics mentioned in 6.1. point (e.g., sending reminders/tasks upon frequent email opens or clicks, or moving to another campaign based on high activity).
6.5. Capability to create validation rules ensuring a recipient participates in only one active campaign.
6.6. Ability to include calendar scheduling in sequences using available times from the Outlook calendar.

7. Multi-channel Sequences: The system must support multi-channel sequences combining multiple communication channels in one sequence, including email, phone calls, and social networks like LinkedIn.

8. Sequence Editing:
8.1. Users must be able to change a contact’s status within a sequence without losing progress. Setting a status to “Stopped” should halt future sequence actions automatically.
8.2. Users must be able to pause and resume sequences for contacts.
8.3. Users must be able to bulk edit or stop sequences for multiple contacts simultaneously.
8.4. Users must be able to edit future sequence steps (e.g., email content, time intervals), even after a sequence has started.

9. A/B Testing:
9.1. Easy creation of A/B tests within email sequences.
9.2. Real-time display of A/B test status, indicating active tests, detected issues, or identification of the "winner."
9.3. Automatic enforcement of minimum test sample requirements (time and email quantity) before concluding tests.
9.4. Warning notifications if users attempt to alter test elements.
9.5. Capability to test specific email components (subject line, email body), providing detailed analytics post-experiment.
9.6. Results should include comparison of open rates, reply rates, and click rates.
9.7. Ensuring correct recipient segmentation and random distribution between variants A and B.
9.8. Allow users to manually deactivate either variant based on real-time results, disabling the less effective version.


	K. Email templates and paragraphs
	Templates in the SEA system are predefined email content used for repeat communication with potential clients. Paragraphs are short text snippets that can be inserted into templates or emails to personalize content more easily.

1. Functional Template Requirements:
1.1. Template creation and management: Ability to create, edit, and delete email templates used as a base for frequently sent emails.
1.2. Template usage: Ability to use templates as standalone emails or integrate them into Sequences. Ability to use Supplier-recommended templates and personalize them.
1.3. Personalization: Ability to include variables in templates to automatically adapt content to specific recipients (e.g., inserting {company name} based on the contact's linked Account).
1.4. Paragraph integration: Ability to insert paragraphs into email templates for quick inclusion of additional info or FAQ responses.

2. Functional Paragraph Requirements:
2.1. Paragraph creation and management: Ability to create, edit, and delete paragraphs that are small text or image blocks for email creation and personalization.
2.2. Paragraph usage: Ability to insert paragraphs anywhere in an email—template, new email, or sequence step—at the cursor location without replacing existing content.
2.3. Paragraph organization: Ability to assign paragraphs to categories or collections for easier search and management.
2.4. Personalization: Ability to use variables in paragraphs to personalize emails for recipients.

3. General Requirements:
3.1. User interface: An intuitive and user-friendly interface for easily creating, editing, and managing both templates and paragraphs.
3.2. Search and filtering: Ability to quickly find needed templates or paragraphs using a search function or filters by category, creator, or other criteria.
3.3. Collaboration: Ability to share templates and paragraphs with team members to ensure a consistent communication standard across the organization.
3.4. Analytics: Ability to track how often and in what context specific templates are used, including success indicators such as usage count, open/click/reply rates to optimize content and improve communication efficiency.

	L. Conversation intelligence
	The SEA tool must include conversation intelligence, enabling users to record meetings/calls and incorporate the following features:
1. Ability to perform real-time call transcription with note-taking.
2. Automatic conversation tagging that allows users to locate specific keywords spoken during the call.
3. Ability to add notes during the conversation and select follow-up actions (e.g., include in a sequence, organize a follow-up call, create a task).
4. Ability to measure meeting duration and analyse the percentage of speaking time for each participant.
5. Ability to view conversation segments showing who was speaking and allow playback of specific conversation parts.
6. Ability to store completed meeting recordings within the system.
7. Ability to generate reports and analyses from the recorded sessions.


	M. Mutual Action Plans
	The SEA tool must allow users to create sales plans (Mutual Action Plans).
1. Ability to create individual/personalized project phase steps, defining step order, dates, involved teams, and required documents.
2. Ability to use Supplier-provided recommended sales plan templates and personalize them.
3. Ability to share the sales plan with the client.
4. Ability to assign different permissions allowing users to either view the plan or view and edit it.
5. Ability to identify at-risk projects where the teams specified in the plan have not been engaged.


	N. „Outlook” Add-in functionalities
	1. Core Features:
1.1. Integration with Outlook: The add-in must seamlessly integrate with both Outlook desktop application and Outlook Web Access (OWA), ensuring users can access its features in both environments.
1.2. Sidebar and Ribbon: The add-in must include a sidebar and integrate into the Outlook ribbon, allowing users quick access to templates, paragraphs, meetings, and sequences.

2. Email Management:
2.1. Templates and Paragraphs: The add-in must enable the creation and use of email templates and paragraphs directly within the Outlook environment for consistent and efficient client communication.
2.2. Sequences: Ability to add recipients directly to pre-defined email sequences from Outlook, supporting consistent communication and follow-up.
2.3. Automatic Email Synchronization: All emails sent via the add-in must be automatically synchronized with the SEA system to centralize communication.
2.4. Opt-Out Alerts: The system must warn users if an email is being sent to a recipient who has opted out of communications.

3. Meeting Scheduling:
3.1. Integrated Calendar: The add-in must allow users to view and manage their calendar, suggest available meeting times, and send invitations directly from Outlook.
3.2. Scheduling Links: Ability to generate and insert personal meeting scheduling links into emails, enabling recipients to select suitable meeting times.
3.3. Room Booking Integration: The add-in must integrate with Outlook's room reservation system to allow booking of meeting rooms directly from the scheduling interface.

4. Opportunity Management:
4.1. Opportunity Linking: The add-in must allow users to link emails to existing Opportunities in the SEA and Salesforce systems. Only relevant Opportunity records should be selectable based on the contact’s email address.
4.2. Automatic Opportunity Updates: The add-in must synchronize new information from emails into the appropriate Opportunity in the system.

5. Contact Management:
5.1. New Contact Creation: The add-in must allow users to create new Contacts directly from Outlook into SEA and Salesforce.
5.2. Automatic Contact Information Population: The add-in must be able to populate contact data automatically based on the content of the email. The user should be able to manually edit the populated information.
5.3. Duplicate Alerts: The system must alert users if they attempt to create a contact that already exists in the system.

6. User Experience and Interface:
6.1. Intuitive Interface: The add-in must have a user-friendly and intuitive interface that enables users to easily access and utilize all functions with minimal training.

7. Technical Requirements:
7.1. Compatibility: The add-in must be compatible with the latest versions of Outlook for Windows and Outlook Web Access.
7.2. Installation and Updates: The add-in must be easy to install and update.
7.3. Security: The add-in must meet the highest security standards, ensuring data protection and GDPR compliance.

	O. Email Outbox Features

	1. Core Features:
1.1. Email Scheduling: The system must allow users to schedule emails for delivery at a specific time based on the recipient’s time zone.
1.2. Mass Emailing: Ability to send large volumes of emails while maintaining personalization through variables (using personal data from Salesforce).
1.3. Follow-up Emails: If a recipient does not respond within a set time, the system must allow creation of rules for automatic follow-up emails.
1.4. Automated A/B Testing: Ability to test different email templates and analyze which version performs better.

2. Delivery and Tracking Features:
2.1. Draft Email Monitoring: The system must display a list of emails currently being drafted.
2.2. Scheduled Email Monitoring: The system must display a list of emails scheduled for sending.
2.3. Delivery Tracking: The system must provide real-time updates on emails being delivered/sent, confirm whether the email was successfully delivered, and display emails that failed to send or were bounced.
2.4. Open Tracking: Users must be able to see whether the recipient opened the email, and if so, when and how many times.
2.5. Link Click Tracking: The system must track whether recipients clicked links included in the emails.
2.6. Reply Tracking: Ability to monitor replies and related statistics. The system must provide recipients the option to unsubscribe and display a list of unsubscribed emails.
3. Other Features:
3.1. Integration with Salesforce: All sent emails and replies must be automatically synchronized with the Salesforce system.
3.2. Detailed Reports: Ability to export statistical data on email performance.


	P. Workflow Automation

	Workflow Automations are functions that allow automating repetitive actions (e.g., assigning contacts, launching sequences, creating tasks) based on pre-defined rules and conditions to improve sales process efficiency.

1. Triggers: These are automated responses and rules. The system must allow defining automatic actions based on specific events (e.g., receiving a reply, unopened email, change in Opportunity status). Examples:
1.1. Automatic email follow-up: If a recipient does not reply to the first email, the system allows creating a rule to automatically send a follow-up email after a specified time.
1.2. Contact enrolment into sequences: New Contacts can be automatically enrolled into sales sequences based on their creation status.

2. Rulesets:
2.1. Ruleset Security Settings:
2.1.1. The system must allow users to define how often a Contact can be enrolled in a sequence (e.g., once every 30 days), with the option to fully restrict re-enrolment. Violations must trigger an error message.
2.1.2. The system must allow users to set exclusivity of a Contact to a single active sequence, with toggles to enable or disable exclusivity.
2.1.3. The system must allow defining a minimum time delay between last Contact interaction and sequence enrolment (in days, weeks, or months).
2.1.4. The system must allow enabling/disabling inclusion of unsubscribe links in sequence emails.
2.1.5. The system must allow email templates to be customized when enrolling into a sequence with a toggle option.

2.2. Sequence Pause and Exit Criteria:
2.2.1. Automatic pause upon reply: A ruleset can automatically pause the sequence if the recipient replies.
2.2.2. Pause due to no response: Ruleset to pause the sequence if no reply is received in a set time.
2.2.3. Exit rules: Ruleset to remove the Contact from the sequence when reaching a specific milestone (e.g., converted to a client).

2.3. Call Management:
2.3.1. Call prioritization rules: Call tasks can be automatically created based on Contact activity (e.g., email opened or link clicked) with the ability to assign task priority.

2.4. Opt-Out Rules:
2.4.1. Opt-out handling: Automatic removal from sequences or limiting steps (e.g., emails paused, but calls/LinkedIn tasks continue).
2.4.2. Duplicate prevention: Ensures opted-out Contacts are not added to other sequences.
2.4.3. Admins must be able to manage unsubscribe link inclusion and monitor their use, with the ability to disable or modify them per campaign.

2.5. Contact Stage Settings:
2.5.1. Auto-update Contact stage upon sequence enrolment.
2.5.2. Auto-update Contact stage upon first email sent or call made.
2.5.3. Auto-update Contact stage upon unsubscribe action.
2.5.4. Auto-update Contact stage upon completing the sequence with no response.
2.5.5. Ability to define a delay period after sequence completion for automatic stage update.

2.6. Out-of-Office Tracking:
2.6.1. System must detect out-of-office replies in multiple languages and update status to “Paused” until return. Ruleset must allow reactivation of sequence steps upon return or define a delay before resumption.

3. Schedules:
3.1. Schedule Creation: System must allow admins to create schedules for task and email execution timing.
3.2. Schedule Editing: Users must be able to modify existing schedules.
3.3. Time Block Configuration: Users must define specific time blocks (start/end time, available days) for task execution and email delivery.
3.4. Time Zones and Holidays:
3.4.1. Option to use Contact's time zone as default.
3.4.2. If Contact’s time zone is unavailable, default to sender’s time zone.
3.4.3. Use a global default time zone if neither is available.
3.4.4. System must respect country-specific holidays and move tasks to the next available block.
3.5. Sequence Step Automation: The system must automatically process sequence tasks based on schedule settings, ensuring delivery at optimal times when recipients are most likely to engage.









6.2. REQUIREMENTS FOR SEA SYSTEM CONFIGURATION AND IMPLEMENTATION SERVICES (applicable in the case the Supplier offers a system other than the “Outreach” system currently used by the Contracting Authority)

6.2.1. Configuration and implementation services include:
6.2.1.1. Analysis of the Contracting Authority's business processes and activity needs. After the analysis, the Supplier must propose the best solution for implementing business process automation and fulfilling operational needs within the System.
6.2.1.2. Analysis of the Contracting Authority’s data flows and data quality. Following the analysis, the Supplier must propose the best solution for managing data flows efficiently and provide recommendations and an action plan to improve data quality.
6.2.1.3. Breakdown of configuration and implementation services into cycles, submission of schedule, and agreement with the Contracting Authority.
6.2.1.4. Initial data upload into the System.
6.2.1.5. System functionality testing and bug fixing.
6.2.1.5.1. The Supplier must conduct testing of the provided configuration and implementation services in a test environment and submit a test results report to the Contracting Authority. The Supplier must conduct testing of the provided configuration and implementation service results, including functional testing, integration testing, regression testing, system testing, acceptance testing, performance testing, and security testing. Configuration and implementation work must be carried out in a test environment to verify the functionality and compatibility of configuration and implementation service results with existing System modules. Supporting documentation for the functionalities tested must be submitted (regarding the format and content, the Parties agree during the testing process, considering the specifics of the configuration and implementation services). Any defects identified during testing must be logged and managed through an information system project management tool (e.g., Jira, RedMine or equivalent, hereafter referred to as the “Project Task Management System”). Identified defects must be corrected at the Supplier’s own expense. 
6.2.1.5.2. After testing is completed and no defects are found, the Supplier must deploy/uninstall the System from the test environment and/or configure System enhancements/changes in the production environment. 
6.2.1.5.3. Newly deployed functionality in the System’s production environment must not interfere with the functionality of other System modules. If newly deployed functionality disrupts the operation of other modules or their functions, such functionality shall be considered low quality.
The stages indicated in clauses 6.4.1.4 and 6.4.1.5 may be repeated as many times as there are work cycles agreed between the Contracting Authority and the Supplier in the configuration and implementation service schedule.

6.2.1.6. Remote training of the Contracting Authority’s staff on using the System.

6.2.2. While providing configuration and implementation services, the Supplier:
6.2.2.1. May suggest more efficient implementation approaches or alternatives to improve system performance and user experience.
6.2.2.2. May propose changes to object structure and relationships for better system functionality and user-experience, provided such changes don’t alter the functional requirements and are approved by the Contracting Authority.

6.2.3. A Project Task Management System must be used to ensure quality project management. The system used will be agreed upon between the Contracting Authority and the Supplier. If the Supplier lacks such a system, they must use the Contracting Authority’s system.

6.2.4. The Contracting Authority shall sign the transfer and acceptance deed of services when: 
6.2.4.1. It is possible to perform business processes in the production System environment to the extent defined in the Technical Specification (i.e. all the requirements specified in the Technical Specification are properly implemented), no unresolved or uncorrected errors identified by the Contracting Authority remain, and the deployed functionality in the production environment works properly. 
6.2.4.1.1. When the requirement defined in clause 6.2.4.1 is fulfilled, the Contracting Authority decides to initiate go-live, the initial data is migrated, users are trained, and the pilot operation of implementation and configuration services begins, which shall last up to 2 weeks  
6.2.4.2. The pilot operation of the implementation and configuration services has been successfully completed (i.e., the Contracting Authority successfully uses the system during the specified period), and the transfer and acceptance deed of implementation and configuration services is signed, and payment is made for those services.

6.2.5. If, at the time of acceptance-transfer of the provided implementation and configuration services, the Contracting Authority cannot fully verify compliance with the requirements specified in the Technical Specification, signing the transfer and acceptance deed of services in no way limits the Contracting Authority’s right to submit claims to the Supplier for non-compliance or deficiencies within 12 (twelve) months from the signing date. Such non-compliance or deficiencies shall be corrected at the Supplier’s expense. 

6.2.6. It is anticipated that no more than two deployments or fixes of System functionality shall be uploaded into the production environment of the Contracting Authority. If the deployed functionality is uploaded more than twice due to unresolved or uncorrected errors on the part of the Supplier, such functionality shall be deemed of poor quality, and the Contracting Authority shall have the right to apply the penalty specified in the Contract.

6.2.7. If, in the course of providing configuration or implementation services, the Supplier determines that the implementation of requirements specified in the Technical Specification requires more resources than were estimated and included in the submitted Proposal, the Supplier shall allocate such additional resources at its own expense.


6.3. REQUIREMENTS FOR DATA TRANSFER SERVICES (applicable in the case the Supplier offers a system other than the “Outreach” system currently used by the Contracting Authority)


6.3.1. The Supplier must export data from the Contracting Authority’s current SEA system “Outreach” and import it into the newly implemented System. The current system allows data export in .csv format. The Supplier must prepare export files, prepare data maps (field maps), correctly assign object fields for the new system, and import the data.

	Current SEA Object Name
	Record count (rows)
	Object Name in the New SEA

	Prospects

	Up to 610,000
	Migrated to “Contacts” object

	Accounts  
	Up to 31,000 
	Migrated to “Accounts” object

	Opportunity  
	Up to 6,000
	Migrated to “Opportunity” object

	Activities (i.e., Emails, Calls, Meetings, Tasks)
	Up to 180,000
	Entire history related to the “Contact”, “Account”, and “Opportunity” objects must be migrated to the “Activities” section, associating them with corresponding “Contact”, “Account”, “Opportunity” or other System objects

	Templates
	Up to 50
	Migrated to “Templates” object

	Sequences
	Up to 300
	Migrated to “Sequences” object

	Snippets
	Up to 50
	Migrated to “Paragraphs” object





6.3.2. It should be noted that while performing data migration, the Supplier may propose changes to the object structure and their interrelations in order to improve system performance, maintain proper architectural logic, and enhance user experience. Such proposed changes must not alter the essential nature of the required functionality. Any changes must be approved by both Parties through mutual agreement.


6.4. WARRANTY (applicable in case the Supplier offers a system other than the “Outreach” system currently used by the Contracting Authority)

6.4.1. The Supplier shall provide a warranty for the configuration and implementation services of the System as specified in this Technical Specification. The warranty shall remain valid for the entire duration of the Contract.



6.5. APPLICATION OF ENVIRONMENTAL PROTECTION PRINCIPLES

6.5.1. This public tender is subject to environmental protection principles.
6.5.2. Services and licensing are to be provided electronically.
6.5.3. Contract signing and transfer and acceptance deed of the services shall be signed electronically and without physical signatures.
6.5.4. The Supplier shall submit all documents related to contract execution exclusively in electronic format.


Annex No. 1 of the Technical Specification

	Section of Technical Specification part 6.1
	Numbers of requirements that must function at the time of proposal submission
	Numbers of requirements that may be additionally programmed

	A. General system requirements
	1-4; 6-9
	5

	B. Requirements for system administering
	1.1-1.4; 1.6-1.8
	1.5 
1.9 

	C. General system user requirements 
	1-11
	-

	D. Management of Contact Records
	1-5
	-

	E. Managament of Account Records 
	1-2; 4-5
	3

	F. Management of Opportunity records
	1-3
	-

	G. Task Management
	-
	1-7

	H.  Calendar functionality 
	1-5
	-

	I. Reports & Dashboard Requirements
	-
	1-3

	J. Sequence Management

	1-3; 5-8
	4
9

	K. Email templates and paragraphs
	1.1-1.3
	1.4
2.1-2.4
3.1-3.4

	L. Conversation intelligence
	-
	1-7

	M. Mutual Action Plans
	-
	1-5

	N. „Outlook” Add-in functionalities
	1-7 (except 3.3)
	3.3

	O. Email Outbox Features

	1-3 (except 1.4.)
	1.4

	P. Workflow Automation

	-
	1-3
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