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1. Reason-> With the help of self-evaluation questionnaire controlled by setting limits to
divide portfolio and contacts into groups A, B, and C in the sense that 20% of customers
do 80% turnover (A), other customers are in the so-called middle zone (B) and are
potential candidates for group (A) and the last group (C) has little turnover, but it can
improve in the future. Please see the diagram that depicts the whole process of this

complex example (last page)

2. Open by use of searching window Questionnaire setup:

Profile Questionnaires - Type tofilter (73]
Code Description
q COMPANY General company infermation
3 CUSTOMER Customer information
@ Leapa Lead Qualification
PERSOM General personal information
PORTF Customer Portfolio Management

POTENTIAL Customer Sales Potential
E SATISF Customer Satisfaction Index

Code

Priority

MNormal
MNormal
MNormal
MNormal
MNormal
MNormal

MNormal

|2
Mo filters applied

Contact Type Business
Relatio..

Companies

Companies CUsT

Companies PROS

People

Companies CUsT

Companies CUsT
CUsT

3. Use icon New and enter Code = Pareto and Contact Type=Companies and Business
Relation Code =CUST (Customers)

Profile Questionnaires -

Code Description

PARETO Pareto Analysis

Priority

MNaormal

Contact Type  Business Relation
Code

Companies CusT




4. Use icon Edit Questionnaire setup

D? e

[Question | Answer
Details [Where-Used

ine

Profile Questionnaire Setup ~

Type Description Multiple
Answers
Question Pareto analysis

Priority

Naormal

w

5. Check Multiple answers and go to Question Details and enter data as is is shown on the lower

window:

PARETO - Pareto analysis
General

Description:

Classification

Pareto analysis

Auto Contact Classification:  |[A]

Customer Class. Field: Sales (LCY)

-

Vendor Class, Field:

Contact Class, Field:

Min. % Questions Answered:

]

Multiple Answers:

Starting Date Formula:

Ending Date Formula:

Classification Method:

Serting Method:

Mo. of Decimals:

Kl
»

>

CM-3Y

M

Defined Value w

Ok

6. Enter the data into the form as shown in the picture below

Type Description Multiple Priarity Auto Contact From Value To Value
Answers Classification
Question Pareto analysis
Answer A O Mormal O 10001 100 000
Answer B 1 Normal ] 201 10000
Answer C | Normal J 200
7. Use icon Update Classification, and you will get :
Filter: PARETO
Type Description Multiple Pricrity Auto Contact From Value To Value Mo. of
Answers Classification Contacts
Question Pareto analysis
Answer A O MNormal O 10 001 100 000 4
Answer B O Normal O 2m 10 000 12
Answer C O Normal O 200 52

8. From Flow field (Calculated field) No. of Contact go directly to the Contact card, and you will
see assigned group (A, B or C) in the contact profile (click on Contact number->Advanced->List
of profiles->icon Edit)




Profile Questionnaire

@ Find  Filter Clear Filter

Chuestion Answer Cuestions  Last Date
Answered (%) Updated
Discount (%) Last Year Low discount usage 31.01.2021
Pareto analysis A 24.10.2019
Custorner Purchase Frequency, Last Year > 5 tirmes a year 31.01.2021
Custorner Purchase Frequency, Current... = 5 tirnes a year 31.01.2021
Turnower (LCY), Last Year low (below 1,000 31.01.2021

9. Open by use of searching window Segments:

Segments -
Mo, o Description Campaign  Salespers.. Date
Na. Code
SM10001 Increase sale CP1001 DC 28.01.2021
SM10002 Event CP1002 BD 28.01.2021
SM10003 Working place arrangement... CP1003 IR 28.01.2021
SM10004 Working place arrangement... CP1003 IR 28.01.2021

10. Use icon New to create a new segment to the organization for contacts marked by A

B e -s ESF campaign . O X
HOME  ACTIONS CRONUS International Ltd.

] ) -
« El 245 [l Attachment E_El L
5 [ Export Contacts = =
Log Contacts fegment . Print Cover  Print
- - GduApply Mailing Group Sheets  Labels

SMOO0001 - ESF campaign

General &
Description: ‘ESF campaign Date: 28.01.2021 ~
Salesperson Code: ‘PS ~ Mo, of Lines: l:|

Me. of Criteria Actions! 0
v Show more fields

Lines &

E Line =/ Functions - @ Find  Filter Clear Filter
Contact No.  Correspond...  Contact Company Name Contact Name Description Salesperson  In

Type Code Tel

In the upper window, you see in BAR icon Contact, which must be used to get next picture (after
choosing Contact Profile Answer area (tab) and entering a value into filed Profile Questionnaire code
=Pareto and Answer =20000, which after use of mouse refers to code A



Options

Allow Existing Contacts: [
Expand Companies: OJ

Contact

Contact Profile Answer

Show results:
X Where Profile Questionnaire Code ™ is PARETO
X And LineMNo. = is 20000 w
== Add Filter

w Show more fields

You will get 4 members from A group:

SMO0001 - ESF campaign
General ~
Description: |ESF campaign Date: 28.01.2021 ~
Salesperson Code: [P v No. of Lines:
Ne. of Criteria Actions: 1
w  Show more fields
Lines e
[ Line ~ Functions = % Find Filter Clear Filter
Contact Mo, Correspond... Centact Company Mame Contact Name Description Salesperson In
Type Code Te
CTOD0059 Designstudie Gmunden ESF campaign Ps
CTO0008S Hotel Pferdesee ESF campaign Ps
CTOD0O7S Klubben ESF campaign Ps
CTO000OT The Cannon Group PLC ESF campaign P5

11. Go to Campaign (Searching window) and create a new campaign like the one below (use icon

NEW)

CPO001 - ESF -Autumn 2019

General
No.: |cpooot
Description: ‘ ESF -Autumn 2019

Status Code:

1-PLAN ~

Starting Date: 24.10.2019 V

Ending Date: 31.12.2019 ~

Salesperson Code: ‘MD ~
Last Date Modified:  |24.10.2019
Activated: No

Mind you that we have changed the ending date more to the future to respect the actual working date

of this database.




Campaigns ~
Mo, . Description Salespers... Status Starting Ending
Code Code Date Date
CPODD1 ESF -Autumn 2019 MD 1-PLAN 24,10.2019  13.05.2021
CP100 Increase sale DC 5-START 01.11.2020  01.04.2021
CP1002 Event BD 9-DONE 20012021 23.01.2021
CP1003 Working place arrangement  JR 5-5TART 10.01.2021  01.04.2021
CP1004 Spring offer BD 1-PLAN 01.03.2021  01.06.2021

12. Add code of created campaign CP0001 to Segment SM00001 and check the Campaign target
field and confirm by OK button.

SMO00001 - ESF campaign

General
Mo |sMoo001 |[-- Date: [28.01.2021 ~]
Description: |ESF campaign MNo. of Lines: | 4|

Salesperson Code: |PS v| Ma. of Criteria Actions: 1

A Show fewer fields

Lines
E Line - Functions - % Find  Filter Clear Filter
Contact Me.  Correspond..  Contact Company Name Contact Name Description Salesperson ™
Type Code
CTOD0059 Designstudie Gmunden ESF campaign P5
CTO0D0SS Hotel Pferdesee ESF campaign Ps
CTO0D078 Klubben ESF campaign Ps
v
< - ) T o ' o >
Interaction v
Campaign ~
Campaign Mo.: CPODOT w Campaign Target:
Campaign Description: "ESF -Aotumn 2019 Campaign Response: O
QK
13. Go to items and find item 1964-W. Add a new line with just created campaign.
General
‘ SalesCodeFiken | | CodeFilter 1964-W v
I Starting Date Filter: I:l Currency Code Filter:
il Sales . Sales . Type . Code & Unit of - Minimum . LineDiscount % Starting  ,  Ending Date
| Type Code Measur... Quantity Date
k|
0 Customer ~ 10000 Item 1964-W 9,00 10,00 {
| Customer 10000 Item 1964-W PCs 7.00 5,00
| Campaign CPOOD [tem 1964-W PCs 1,00 24.10.2019 13.05.2021

(9]



Then You must activate Campaign in question- so go back to campaigns and use Activate Sales

Prices/Line Discounts icon

B o

CP0001 - ESF -Autumn 2019

ACTIONS NAVIGATE REPORT
& - ; Bl ]
% %
R A pew % %
View Activate Sales Prices/ [Qeactivate Sales Prices/  Campaign
7 Delete Line Discounts Line Discounts Details

Statistics Segments

= i
7 G B3> 4
Entries Sales Sales Line Email as Go  Previous Next

Prices Discounts = Attachment to

o Campaign CPOD01 is now activated.

General
No.: CPODD1 Ending Date: 13.05.2021 ~
Description: ESF -Autumn 2019 Salesperson Code: MD w
Status Code: 1-PLAN ~ Last Date Modified:  |24.10.2019
Starting Date: 24.10.2018 ~ Activated: Yes
Invoicing
Department Code: ‘ vl Project Code: ~
Microsoft Dynamics MAY X

14. Create a new Sales Order for Customer 10000 and item 1964-W-See sales line only:

Coe
em M INNSBRUCK Storage Uni/GDoor - BLUE 1

Lines

Blie - Fode -+ $Fnd e 7 Ceaiter

Type No, Description Location Quantty [y, to Assemble
toQrder

UntPrceBel,  Line Amount~ [ine Discount - {Oty.to Ship - Quantty Shpped
Quantty Mezsur., AT el AT %
a0 et ) 1

TV TCwer T

Oyto  Quantty Oyt Oty Assigy

Ivaice~ Invoiced  Assign
1 0

15. It can be seen that all customers who have a Pareto rating A assigned to their contact card will

receive a 20% discount on selected goods in the campaign associated with their segment.



