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From Value To Value Mo, of

Contacts
Customer 1 Customer m .
Pareto analysis
Pareto A 10001 100000 4 Profiles updated
B 20 10000 12
Contact 1 Contact m C 200 52
1 1 1
/ﬁ ; H 1
Campaigns - NS  GEEs
baig Segment A
Mo, . Description Salesperson  Status Starting Ending “
Code Code Date Date
1
CPOOD1 ESF -Autumn 2018 MD 1-PLAN 24102019 13.05.2021 1
Sales o OSales o Type . Code . Unit of - Minimum , LineDiscount % Starting . Ending Date Line discou nt Setup for Ca mpaign
Type Code Measur... Quantity Date
Custorner  +~ 10000 Itern 1964-W 9,00 10,00
Customer 10000 ltem 1964-W PCS 7,00 5,00
Campaign CPO0OT ltem 1964-W PCs 0,00 20,00 24.10.2019 13.05.2021 |
Sales line (Customer with profile A)
Lines
[ Line - [ Order ~ # Find  Filter T Clear Filter
Type Ma. Description Location Quantity = Cty. to Assemble Reserved = Unit of Unit Price Excl, Line Amount | Line Discount |
Code to Order Cuantity = Measur... VAT Excl. VAT %a
ltem 1964-W INNSBRUCK Storage Unit/G.Door  BLUE 1 PCS 202,00 233,60 20

@ -profile



COMPANIES{
PERSONS{

Business ,,rainbow*

Progress in Sales Cycle Time

5091_Sales Cycle Stage ~
Opportunities - Typetofiter (F3) | [ Type tofitter (F3) | sales Cyele Code ~
A TOC-CRT-EC-FRT
Contact 1 Contact n Contact m Requirements S . S . et .
Cycl...
No. . Clos.. [C);i:tion Description :lzntact E('E‘JI:Z" Status Current Sales Cycle Stage FI;TSMALL 1 Initial 1
OP100028  [] 09102020 Changing officefumiture  CT100143  BD InProgress _ Initial P | FRSTSMALL 2 Qualfication Kepner-Tregoe
- o P | fil OP100D22 [ 31082020  Looking for threc- te CTOOOD27  BD InP Initial FIRSTSMALL 3 Presentation
ersonal profile 08. ooking for three-piece suite nProgress  Initia HRSTSMALL 4 broposa 1
QOP100030 [0 07112020 10te 15 Whiteboards CT100215  DC InProgress  Presentation
v FIRSTSMALL 5 Sign Contract
Balanced Scorecard
Proﬁl 1 - Active  Action Taken Sales Cycle Stage Description Date of Estimated Estimated Value Caled. Current Completed % Chances of
PrOfII 0 PrOfII m Stage Change Close Date (LCY) Value (LCY) Success %
Mext 2 Qualification l 28.01.2021 28.01.2021 6 000,00 2250,00 5 70 Chosen
I 1~ Initial 05.11.2020 28.11.2020 4 500,00 495,00 2 20
Methods
¢ Decision Tools
SRS ™
Stage1: Generate / Assig v General
Customer Name: Progressive Home Furnishings v Due Date:
CUSTOMER n Sa | es O rd External Document No:: Requested Delivery Date:
l Contact: Mr. Scott Mitchell v
L e Gy From Value To Value Mo. of UOTATION
Staged: ' Customer Contacts Q
- Lines
contact n Insert Ext. Teds & Dimensions  [F Line = 7 Functions - @ Find  Filter Clear Filter
Type Mo. Description Location Quantity
PARETO 10,001 100 000 4
el Item 1964-W INNSBRUCK Storage Unit/G.Door 10
NENSIN
M 10 000 12
.o
Marketing 20 2
(Leads Creation)
. Sales o Sales o Type . Code o Unitof " Minimum _ Line Discount %= Starting . Ending Date °
Profil n Type Code Measur. Quantity Date Se m e nt c reat I o n
A Customer ~ 10000 Item 1964-W 9,00 10,00
Customer 10000 Item 1964-W PCS 7,00 5,00
|Campaign CP0OO01 Item 1964-W PCS 0,00 20,00 24.10.2019 13.05.2021 |
~
: . . Segment A
Campaigns ~ Created and activated Campaign
Na. . Description Salesperson  Status Starting Ending
Code Code Date Date
CPODOM ESF-Autumn 2019 MD 1-PLAM 24102019 13.05.2021
v
Lines Final result in selling line
[ Line - Order = % Find Filter Clear Filter
Type Mo, Description Lecation Quantity  COty. to Assemble Reserved | Unit of Unit Price Excl. Line &mount | Line Discount |
Code to Order Quantity Measur... VAT Excl. VAT %
Item 1964-W INNSBRUCK Storage Unit/G.Door  BLUE 1 PCS 292,00 233,60 20




