PeopleSott.

PeopleSoft Enterprise Sales
8.9 PeopleBook

June 2004



PeopleSoft Enterprise Sales 8.9 PeopleBook
SKU CRMB89SFA-B 0604
Copyright © 2001 - 2004 PeopleSoft, Inc. All rights reserved.

All material contained in this documentation is proprietary and confidential to PeopleSoft, Inc. ("PeopleSoft"), protected by copyright laws and subject to
the nondisclosure provisions of the applicable PeopleSoft agreement. No part of this documentation may be reproduced, stored in a retrieval system,

or transmitted in any form or by any means, including, but not limited to, electronic, graphic, mechanical, photocopying, recording, or otherwise without
the prior written permission of PeopleSoft.

This documentation is subject to change without notice, and PeopleSoft does not warrant that the material contained in this documentation is free of errors.
Any errors found in this document should be reported to PeopleSoft in writing.

The copyrighted software that accompanies this document is licensed for use only in strict accordance with the applicable license agreement which should be
read carefully asit governs the terms of use of the software and this document, including the disclosure thereof.

Peopl eSoft, PeopleTools, PS/nVision, PeopleCode, PeopleBooks, PeopleTalk, and Vantive are registered trademarks, and Pure Internet Architecture,
Intelligent Context M anager, and The Real-Time Enterprise are trademarks of PeopleSoft, Inc. All other company and product names may be trademarks of
their respective owners. The information contained herein is subject to change without notice.

Open Source Disclosure

Peopl eSoft takes no responsibility for its use or distribution of any open source or shareware software or documentation and disclaims any and all liability or
damages resulting from use of said software or documentation. The following open source software may be used in PeopleSoft products and the following
disclaimers are provided.

Apache Software Foundation

This product includes software developed by the Apache Software Foundation (http://www.apache.org/). Copyright (c) 1999-2000 The Apache Software
Foundation. All rights reserved.

THIS SOFTWARE ISPROVIDED "ASIS" AND ANY EXPRESSED OR IMPLIED WARRANTIES, INCLUDING, BUT NOT LIMITED TO, THE
IMPLIED WARRANTIES OF MERCHANTABILITY AND FITNESS FOR A PARTICULAR PURPOSE ARE DISCLAIMED. IN NO EVENT SHALL
THE APACHE SOFTWARE FOUNDATION OR ITSCONTRIBUTORS BE LIABLE FOR ANY DIRECT, INDIRECT, INCIDENTAL, SPECIAL,
EXEMPLARY, OR CONSEQUENTIAL DAMAGES (INCLUDING, BUT NOT LIMITED TO, PROCUREMENT OF SUBSTITUTE GOODS OR
SERVICES; LOSS OF USE, DATA, OR PROFITS; OR BUSINESS INTERRUPTION) HOWEVER CAUSED AND ON ANY THEORY OF LIABILITY,
WHETHER IN CONTRACT, STRICT LIABILITY, OR TORT (INCLUDING NEGLIGENCE OR OTHERWISE) ARISING IN ANY WAY OUT OF THE
USE OF THIS SOFTWARE, EVEN IF ADVISED OF THE POSSIBILITY OF SUCH DAMAGE.

OpenSSL
Copyright (c) 1998-2003 The OpenSSL Project. All rights reserved.

THIS SOFTWARE ISPROVIDED BY THE OpenSSL PROJECT "ASIS' AND ANY EXPRESSED OR IMPLIED WARRANTIES, INCLUDING, BUT
NOT LIMITED TO, THE IMPLIED WARRANTIES OF MERCHANTABILITY AND FITNESS FOR A PARTICULAR PURPOSE ARE DISCLAIMED.
IN NO EVENT SHALL THE OpenSSL PROJECT OR ITSCONTRIBUTORSBE LIABLE FOR ANY DIRECT, INDIRECT, INCIDENTAL, SPECIAL,
EXEMPLARY, OR CONSEQUENTIAL DAMAGES (INCLUDING, BUT NOT LIMITED TO, PROCUREMENT OF SUBSTITUTE GOODS OR
SERVICES; LOSS OF USE, DATA, OR PROFITS; OR BUSINESS INTERRUPTION) HOWEVER CAUSED AND ON ANY THEORY OF LIABILITY,
WHETHER IN CONTRACT, STRICT LIABILITY, OR TORT (INCLUDING NEGLIGENCE OR OTHERWISE) ARISING IN ANY WAY OUT OF THE
USE OF THIS SOFTWARE, EVEN IF ADVISED OF THE POSSIBILITY OF SUCH DAMAGE.

SSL eay
Copyright (c) 1995-1998 Eric Young. All rights reserved.

THIS SOFTWARE ISPROVIDED BY ERIC YOUNG "ASIS" AND ANY EXPRESS OR IMPLIED WARRANTIES, INCLUDING, BUT NOT LIMITED
TO, THE IMPLIED WARRANTIES OF MERCHANTABILITY AND FITNESS FOR A PARTICULAR PURPOSE ARE DISCLAIMED. IN NO

EVENT SHALL THE AUTHOR OR CONTRIBUTORS BE LIABLE FOR ANY DIRECT, INDIRECT, INCIDENTAL, SPECIAL, EXEMPLARY, OR
CONSEQUENTIAL DAMAGES (INCLUDING, BUT NOT LIMITED TO, PROCUREMENT OF SUBSTITUTE GOODS OR SERVICES; LOSS OF
USE, DATA, OR PROFITS; OR BUSINESS INTERRUPTION) HOWEVER CAUSED AND ON ANY THEORY OF LIABILITY, WHETHER IN
CONTRACT, STRICT LIABILITY, OR TORT (INCLUDING NEGLIGENCE OR OTHERWISE) ARISING IN ANY WAY OUT OF THE USE OF THIS
SOFTWARE, EVEN IF ADVISED OF THE POSSIBILITY OF SUCH DAMAGE.

Loki Library
Copyright (c) 2001 by Andrei Alexandrescu. This code accompanies the book:
Alexandrescu, Andrei. "Modern C++ Design: Generic Programming and Design Patterns Applied". Copyright (c) 2001. Addison-Wesley. Permission to use,

copy, modify, distribute and sell this software for any purpose is hereby granted without fee, provided that the above copyright notice appear in all copies
and that both that copyright notice and this permission notice appear in supporting documentation.



Contents

General Preface

ADOUL ThiS PEOPIEBOOK ..ottt e XV
PeopleSoft ApPliCatioN PrereqUISIES. . ...ttt et et e ettt e XV
PeopleSoft Application FUNAamMeENTals. ... ...t e e XV
(= F= N (=To I o ToT 0 1 0= ) - o o XVi
Obtaining DocumMeNtation UPAates. . ... ... ettt ettt ettt ettt eeeeeeeeeanenenns XVi
Ordering Printed DOCUMENTALION. . ... ittt e e e e e e e e e XVi
Typographical Conventions and ViSUAl CUEBS. ........oiiutiiii e et aee e XVii
TypographiCal CONVENTIONS. ... ...ttt ettt e e et e e e et et e et e e e e e e ae e n e XVii
LY 1S = L = Xviii
Country, Region, and Industry Identifiers. ...... ..o e XVili
L@ T ] (=T 3103V @0 o =S XiX
(0%e] gaTeaT=T a1 =Yg o BTN o o =11 (Lo o TP XiX
Common Elements in These PeopleBooKS . ... e XiX
Preface
PeopleSoft Sales PrefaCe. .. ... XX
PeopleSoft Application FUNAamMENTalS. .......u.ii e e e e e aeaens XXi
PeopleSoft CRM Automation and Configuration TOOIS. ........oouuuee e e e XXil
PeOopIETOOIS PEOPIEBOOKS. . ...ttt ettt ettt et e e et ettt e ettt e et e XXii
Part 1
Setting Up PeopleSoft Sales
Chapter 1
Getting Started with PeopleSoft Enterprise Sales. ... 3
PeopleSoft ENterpriSe Sales OVeIVIBW. ... vttt ettt ettt ettt ettt ettt e et e e e e e neans 3
PeopleSoft Enterprise Sales INtegrations. . .......u.iie ittt e i 4
PeopleSoft Enterprise Sales IMplementation. ........oooui it e i 4

PeopleSoft Proprietary and Confidential iii



Contents

Chapter 2
Setting Up Business Units for PeopleSoft Sales. ... e 7
Understanding Business Units in PeopleSoft Sales. ... 7
Setting Up Business Units for PeopleSoft Sales. ... ... e e 7
Page Used to Set Up Business Units for PeopleSoft Sales. ..o e 7
Creating Business Unit Definitions for PeopleSoft Sales. ... 7
Chapter 3
Setting Up Sales Security and Personalization. ... e 11
Understanding Sales USerS. ... e 11
Setting Up Sales ACCESS ProfilES. ... e e 12
Page Used to Set Up Sales ACCESS Profiles. ......oouii i e e 13
Setting Up Sales ACCESS Profiles. ..o e 13
SEliNG U SAlES U Sl ittt ittt ettt ettt ettt ettt ettt ettt et e e et e 15
Pages Used t0 Set UpP SaleS USEIS. . .uiiiiiiiiiiiiiiiitt ettt e e e s 16
CreatiNg @ SalES USer . ...ttt ettt ettt ettt e 16
Defining a Sales User’s ViSiDility. .. ......ooooiiii i e 19
Defining a Sales User’s Pipeling Targets. ... ... ... e e e s 19
Defining a Sales USer's REVENUE QUOLAS. ... ...ttt ettt e et e e re e 20
Defining a Sales User's UNit QUOTAS. . ...t e e e e s 21
SEtlING UP SAlES TOAMIS. ..t tttiiiiiiitttt ettt ettt ettt ettt ettt ettt ettt e e e e e e e e e e e e e e e e e e e e e e e e 22
Understanding Sales Team Concepts in PeopleSoft Sales. ... 22
Page Used t0 Set UP Sales TaIMS. ... ...ttt ettt ettt ettt et e e s 23
SettiNG UP SalES TOAMIS. ..ottt ettt et e e 23
Setting Up FUNCHONAI OPtiONS. .. ...ttt ettt ettt et et r e e et ie e e 24
Chapter 4
Setting Up Sales Leads and OpportUNities. . ... ... e 27
SN UP @ SAlES PrOCESS. ittt ittt ittt ettt ettt et ettt e 27
Understanding the KES PrOCESS. . ... ...ttt e es 27
Pages Used t0 Set Up @ SaleS PrOCESS. ....ii ittt e e 29
DEfINING B PrOCESS. ittt ettt ettt e e 29
(O3 o 1T T = T 0100 =] 31
Setting Up Component Field Default Values. ... ..o e e 32
Page Used to Set Up Component Field Default Values. .........c.ccoooiiiiii i e 32
Setting Up Component Field Default ValUues. ... e 32
SettiNg UpP Lead RatiNgS. ..ot ettt et ettt ettt et ettt e 34
Pages Used t0 Set Up Lead RaAtiNgS. ... ..uuuiiite ettt tetee et e e e ettt e e s 34

iv PeopleSoft Proprietary and Confidential



Contents

Defining Lead Ratings and Setting WOrkflow Triggers. . ......coouuiiiiiinii e e e 34
Mapping Survey Values to Lead RatiNgS. ... ...oviiiiiiiiiii e e 35
Setting Up AsSSIgNMENt WeIgNTS. . ..o oi i e e 36
Page Used to Set Up Assignment Weights. .. ... e e 36
Defining ASSIgNMENT WeIgNTS. . ..o ettt ettt e 36
Setting Up Lead Reject and TUurnback REASONS. ... ..ooiiiiiiiiii e e 37
Page Used to Set Up Lead Reject and Turnback REASONS. .........uuuuiiiiiiiiiiiiiiiiiiiiiiiieae e 38
Setting Up Lead Reject and TurnNback REASONS. ... ..o e 38
SettiNg UpP Sales CONtattS. ... oottt e e 38
Pages Used to Set Up Sales CoNntactS. .. ..ooviiiiiiit ettt e ees 39
Setting Up Contact SUPPOIT LEVEIS. . ... ...t e e e s 39
Setting Up Contact IMpPacCt LeVeIS. .. ..o 40
Setting UpP Contact TitleS. ..o oo e 40
Setting UpP Contact DepartmentS. ... oottt ittt ettt e ettt ettt ettt 41
ST ] e T8 o I @] ] = Tod ] = 41
SetliNG UP SaAlES P Al NS, ..ottt ettt ettt et ettt ettt e 42
Pages Used t0 Set Up Sales Partners. ...oooo i e 43
Setting Up Business Partners and CONTACTES. . ... ....uuuuttt e e e e e e e e e e e e e eeae e e 43
SettiNg UP Partner ROIES. ...t e et et e e e e e e 43
Setting Up Partner STatUs ValUes. . .....oooiii e et e e e 44
Y=y un[aTe IO oI o= Tt =] gl Y 12 44
Setling Up Partner RaliNgS. .. .ov vttt ettt et e 45
Setling UpP Sales ComMPetilOrS. ...ttt ettt ettt e ettt et e e e e e 45
Pages Used to Set Up Sales ComMPetitorS. ... vttt ittt ettt a e s 46
Setting Up the Competitor RelationNShip. ... e 46
Setting Up Business Competitors and CoONtaCTS. ... ...ovveiiiiiiiiiiiie i ae e 46
Setting UpP BUYING CriteIIaL. . . ..ottt ettt ettt ettt e e et ettt e et e e et e aeenes 46
Pages Used to Set Up BUYING Criteria. . ... oo e e e e s 47
Setting U BUYING Criteria Ty PES. . ettt e e 47
Setting Up Buying Criteria IMPact LEVEIS. ........uiiiii e e e i e e 48
Setting Up Buying Criteria Priority LeVEIS. ... ... e 49
Setting Up Buying Criteria Status ValUES. .........uuuu e e ee s 49
SEttiNG UP LA SOUINCES. ...t e e e et e e e e e e e e e e e e e 50
Page Used t0 Set UP LEaAT SOUICES. ... .uuuti ettt ettt ettt e ettt e e e e 50
SEttiNg UP @ LEA SOUICE. ...ttt e e ettt ettt et e e e e e e e e eae e e 50
SetliNg UpP FalloUt REASONS. ..ottt ettt ettt ettt ettt ettt e et e eaes 51
Page Used to Set Up FalloUt REASONS. . ....oiiuui ettt e ettt et aea e 51
Setling UP FalloUt REASONS. ..ottt et ettt ittt e e e 51
Setling UpP PIpeling SegmMeNtS. . ittt ettt e ettt e 51
Page Used to Set Up Pipeling Segments. .. ...ooiiiiiii e e 52

PeopleSoft Proprietary and Confidential Y



Contents

DefiNiNg Pipelinge SegmMEntS. . e 52
Setting Up Sales Lead IMpPort TemMPIateS. ... ..ttt e cae e 52
Understanding Lead IMport TeMPIates. ........oooiiiii e 53
Pages Used to Set Up Sales Lead Import TeEmMplates. .....oo v e 53
Creating a Lead ImMport TemMIPIate. . ... e 53
Rearranging Fields on @ TemMPIate. ... e e 56
Viewing the Import Template Map. ... .o e e 56
Setting Up the Summary Page for Leads and Opportunities. . .........vvviviniiii i ve e 57
Page Used to Set Up the Summary Page for Leads and Opportunities. ..........cooiviiiiiiiiiiiennnnn 57
Setting Up the Summary Page for Leads and Opportunities. .........ovvveiii i e 57
Setting Up Display Templates for Leads and OpportUNIties. ........veiiiiitiii i i e e 61
Page Used to Set Up Display Templates for Leads and OpportunitieS. .......covvvvviiiiiiieeiieiiennans 61
Setting Up Display Templates for Leads and Opportunities. ..........uueeiiiii e 62
Chapter 5
SettiNng UpP SaleS FOTBCaASTS. .ttt ittt et e ettt ettt et e 67
Understanding FOrBCaAST SETUP. ... ittt e ettt et e 67
DefiNiNg FOreCast Elements. .. oot e 67
Pages Used to Define Forecast ElemMeNntS. ... .. ..ot et 68
DefiNING FOrECAST NAMIES. . ..ottt ettt ettt e ettt e e et e e e e 68
Doy T o T 0 (=T o8= ] A 1Y/ 1P 69
DEfiNING REVEINMUE TYPES. . ettt ettt ettt et ettt e ettt et ettt ettt e ettt e e e e et 69
Part 2

Working with Territories

Chapter 6

Configuring ASSIGNMENT CriteITa. ...ttt e e 73

Understanding ASSIGNMENT GrOUPS. . ... ...ttt ettt ettt ettt et ettt ettt teeeeeee ceanenes 73

Configuring ASSIGNMENT ClItEITA. . ..o e ettt ettt ettt e e e 77
Pages Used to Configure ASSIgNMENt Criteria. . ... ...ttt e 77
Creating ASSIGNMENT GrOUPS. .. ...ttt et e e et et e e et et ettt ettt ettt e e e e e e e e 78
[dentifying COMPONENT RECOIUS. ... .ttt ettt e e ettt e e e e e 80
Defining Criteria and Their Weights. .. ..o e e 82

vi PeopleSoft Proprietary and Confidential



Contents

Chapter 7
OfF - A oY I L =T g ] (o] A =T 85
(@] aTo (=T g 1= Ta o [TgTe I E=Tq 1 00] A I €T T 85
(O C=To 1] T =T 100 V0N I =TT TP 86
Pages Used t0 Create TermitOry TrEeS. ..ttt ettt ettt e ettt e e et e et e e e e e ere e eenes 87
(O =T 1] T R I == 87
D= ] T o T I =TT TP 88
Creating or EditiNg TeritOrES. ... ...ttt ettt et et e e e e e e s 89
Running the Sales ACCESS UPUAtE PrOCESS. ...ttt ettt ettt et e e aees 91
Page Used to Run the Sales AcCess Update PrOCESS. .. ......uuu ittt e es 91
RUN the Sales ACCESS UPAAte PrOCESS. ... ...ttt et rea et 91
Chapter 8
Reorganizing or Deleting @ Territory Tree. ... oot e 93
Understanding Tree REOIGANIZATION. . ... ..ttt ettt ettt et ee e e 93
REOIgaNIZING @ T T O Y T . .t e 94
Pages Used to Reorganize a Territory Tree. . ..o e e 95
Cloning and REOIgaNIZING @ TH e, ... ...ttt ettt ettt ettt ettt et e e e e e e e e e e s 96
Reviewing the Reorganization WOrKSheets. ... ..o e e 98
Selecting the Territory Team and Primary Representatives. ... e e 100
Submitting the REOIgaNIZAtioN. ... ..o et e 100
Deleting Trees OF Tree NOUES. ...ttt ettt ettt ettt et e e ee e 101
Pages Used to Delete Trees oOF Tree NOUES. . ...ttt e ae e ees 102
Using PeopleSoft Tree Manager to Delete Tree emS.......ooviiiiiiii e en 102
Deleting Residual Territory Definitions From PeopleSoft Sales. ... 102
Part 3

Managing Sales Leads and Opportunities

Chapter 9

Understanding Sales Leads and OppPOrtUNItIES. .. ..ouoeii e e e 107
Understanding Leads and OPPOrtUNITIES. . ... ... et eeeeee aeanas 107
Understanding the Difference Between Leads and OppOrtUNIties. .........ccovviiiiiiiiiiiiiiiii s s 110
Understanding Workflow for Leads and Opportunities. ... ... e aeans 111
Understanding History Tracking for Leads and Opportunities. ........oovvuuiiiii i e 111

PeopleSoft Proprietary and Confidential vii



Contents

Chapter 10
Creating Sales Leads and OpPOrtUNITIES. ... ..ttt e s 113
Creating @ SaAlES LEAA. ..ottt e 113
Page Used to Create @ SaleS Lead. ..........viiiiiiii et e 113
Creating @ SAlES LEA. .. .. .ottt et e e 113
Creating @ SaleS OPPOITUNILY. . . ... ettt ettt ettt ettt et ettt et 116
Page Used to Create a Sales OpPOIrtUNILY. ......ooiii i eens 117
Creating @ SalesS OPPOITUNITY. . . ...ttt ettt ettt ettt ettt et e et e e e e e 117
Selecting the Customer for a Lead or OPPOrtUNILY. ..ottt e e e e e e e 120
Pages Used to Select the Customer for a Lead or Opportunity...........oveeiiiiniiii e 121
Selecting a Customer for a Lead or OpPOrtUNILY. ..ottt e ee e aeens 121
Searching for Customer INformation. ... . ..o e 122
Using the Quick Create Feature to Create a CUSIOMET . ... ..oiiiiiiet et eeeaeens 123
Selecting the CUSIOMEr AQAIESS. ... .o ettt e e e e e ee s 124
Selecting the CUSIOMETr Site AGAIESS. .. ... ittt et eee s 125
Selecting Customer Contacts for a Lead or OPPOrtUNILY. .. .....oueuuuet e e 126
Pages Used to Select Customer Contacts for a Lead or Opportunity..........covvveviiiiiiiiiiiiiinnnns 126
Searching for CUSIOMEr COMNTACTES. ... ...ttt ettt et ettt ettt e et e e e e ee s 126
Using Quick Create to Create @ CONTACT. ......ooiii ittt et e ae e e ns 127
Updating Customer Contact INfOrMation. ........ ...t e e aeaa e 128
Cloning a Sales Lead Or OPPOrtUNITY. . .. ...ttt et e ettt e e e e et e e e e aae e 130
Page Used to Clone a Sales Lead or OPPOrtUNILY. .........u.ueuir et es 131
Cloning an EXisting Lead O OPPOITUNITY. .. ... ettt ettt e e e e e ns 131
Converting a Lead t0 @an OPPOITUNITY . ...ttt et et e et e e et et e e e e e e e e 132
Page Used to Convert a Lead to an OPPOIUNILY. ......uutee ettt e ae e 132
Converting a Lead to an OPPOItUNILY. . . ... oottt ettt et et e e e e e e e ee s 132
Chapter 11
IMPOITING SAlES LBaAUS. ..t et s 135
IMPOrtiNg Sales LEAAS Datal. . ... ...ttt ettt e e 135
Understanding the Data IMPOrt PrOCESS. ... et aee s 135
Pages Used to IMport Sales Leads Data...........ueueuiiiiieee ettt ae et 136
Importing Leads Data from an External File....... ..o e 136
Viewing a Template Definition. ... ..o e e e 139
Viewing Leads IMpPOrt RESUILS. . ... ...t 139
VIeWINg Lead IMPOrt ErTOrS. . . ettt ettt ettt e e e e e e et een e 142
Searching for IMPOrtEd Data. ... ... ...ttt e e e e e aee s 142

viii PeopleSoft Proprietary and Confidential



Contents

Chapter 12
Assigning aLead or OpPPOrtUNIEY . ..o 145
Common Elements Used in This Chapter. . ... ..ttt eeee aeeees 145
Understanding Sales Representative ASSIGNMENT. ... ...oiuiuii it ee e 145
Assigning Sales Representatives to a Lead or OPPOrtUNitY. .. .....ooveeiitiiiiiiii e e aee e 146
Pages Used to Assign Sales Representatives to a Lead or Opportunity..............oovviiiiiiiiinennnns 146
AsSSIgNINg the Sales RePresSeNtatiVe. ... ... o e 146
Selecting Sales Representatives t0 ASSIgN. ..ot e 149
Maintaining Data for the Sales Representative ASSIQNMENt. ... ... ..ottt 149
Accepting, Rejecting, or Turning Back a Lead ASSIGNMENt. .........ooviiiiiiii i i e 151
Page Used to Accept, Reject, or Turn Back a Lead ASSIGNMENt. ......covviiiiiiiiiiiii e iiiinaenns 152
Accepting, Rejecting, or Turning Back Lead ASSIGNMENTS. ... ...ovuiiii ittt aeaens 152
Assigning Partners to a Lead oF OPPOITUNILY. . ... ...t e aee e 153
Pages Used to Assign Partners to a Lead or OpPOrtUNItY. . .....ovuuuei e e ees 153
Assigning Partners to a Lead or OPPOITUNILY. ........ut it eees 153
Reassigning a Sales Representative’s Leads, Opportunities, and ACCOUNES.........oovviviiiiiiiineee v, 154
Pages Used to Reassign a Sales Representative’s Leads, Opportunities, and Accounts............... 155
Reassigning a Sales Representative’s Leads, Opportunities, and ACCOUNtS...........coovvvviiiiinennn.. 155
Chapter 13
Qualifying a Lead or OPPOItUNITY ...t e eeeae 161
Associating a Lead or Opportunity with a Source Campaign..........covveiiiiiiie et ceeaens 161
Pages Used to Associate a Lead or Opportunity with a Source Campaign................ccovviiinennnns 161
Associating a Lead or Opportunity with a Source Campaign...........eeuiiierieeiiin i 161
Running a Survey for a Lead oF OPPOITUNILY. ... ..ttt e iaaees 163
Pages Used to Survey a Lead or OPPOrtUNITY. .. ...ttt e ees 164
Identifying @ BranCh SCrpt SUIVEY. ... e e e 164
AdMINISTEIING @ SUIVEY SCIIPL. ..ttt ettt e e et e e e e et e e eees 165
Identifying Competition for a Lead or OPPOrtUNILY. ...ttt e e e 166
Page Used to Identify Competition for a Lead or OppOrtunity...........uuuuuiiiiin i 167
Identifying Competition for a Lead or OpPOrtUNItY. ... ...oooiiiiiii i e 167
Chapter 14
Creating a Proposal for aLead or OppPOrtUNItY .. ... ... e eeee e 169
Understanding Proposals for a Lead or OPPOIUNILY. ......ooutut e e eee e eeenns 169
Selecting Products and Prices for the Proposal...........ooieiiiiiiiii e e 169
Pages Used to Select Products and Prices for the Proposal..............oooiii e 169
Selecting Products and Prices for the Proposal..........coooiiiii e 169

PeopleSoft Proprietary and Confidential ix



Contents

Generating QUOTES AN OFUeIS. ..ot e 171
Pages Used to Generate QUOLES AN OFderS. ... uuiiiii ittt ettt eine e 171
Generating QUOTES AN O OIS, ...ttt 171

Chapter 15

Creating Sales Tasks and Adding Notes for a Lead or Opportunity..............c.ccovvvvnveenn.. 175

Understanding Sales TaskKs. . ... ... 175

Creating and AsSSIgNINg Sales TasKS. ....oooi oo e e 175
Pages Used to Create and AsSIgN Sales TasKS. .. ...t e e e 175
Creating and AsSIgNING Sales TasKS. ... e 176

Managing and VIeWing TasKS. . ...ttt e 177
Pages Used to Manage and VieW TasKS. .. ...ooiiiiiiiii e e es 178
Managing and VieWing TasKs. . ...ttt e 178
Associating a Lead or Opportunity With @ TasK. ..........uueiiiiiiii e e 179

Adding Notes and AtlaCHMENTS. .. ... ... et e 180
Pages Used to Add Notes and AHaChMENtS. ... .. ... e es 180
Entering and Viewing Notes and AttaChments. ..........oi i ee e 180

Chapter 16

Managing Leads and OpportUNItiesS. .. oo oo e s 183

Searching for Leads and OpPPOUNITIES. . ... ...ttt ettt et e e e e e e e 183
Pages Used to Search for Leads and OpportUNIties. ........oouuiiiiiiie e eae e 183
Searching for Leads and OpportUNItiES. . ... ..ooieii e e e ee s 183

Managing Leads and Opportunities onthe Search Page.............oooiiiiiiiiiiiiiii e 186
Pages Used to Manage Leads and OPPOITUNITIES. ... ...ttt et et ae e 186
Prioritize Leads and OpPPOrtUNItIES. .. ...ttt et es 187
Changing the Sales Representative ASSIGNMENT. ........ ... ae e 187
ReJeCtiNg OF ACCEPLING LBAAS. .. ...ttt ettt ettt e e e e ae e 188
Updating the Forecast for OpPortUNItIES. .......ouui et e ee e 189
Updating the Sales Stage for OpPOrtUNItIES. . .......uu e e eaeeaeens 190

Managing a Lead or Opportunity by Using the SUMMAaIY. ... e s 191
Pages Used to Manage a Lead or Opportunity by Using the Summary.............ccooiiiiiiiiinnn 192
Managing a Lead or Opportunity by Using the SUmMmary........ ... 192

Viewing History for a Lead 0r OPPOItUNILY. ... ..ottt et e et e e e e e e et e 193
Pages Used to View History for a Lead or OpPOrtUNItY. .......oouuuiiiiii e ee e 193
RV T T 1 oV 193

X PeopleSoft Proprietary and Confidential



Contents

Chapter 17
Sending Sales Emails and CorreSpONdeNCe. ... ..ooiiiiiiii it e eeenn 195
Sending a Proposal or QUOLE 10 @ CUSTOMBT. ... u ..ttt ettt et e e e e e e e e e e e aaeaes 195
Pages Used to Send a Proposal or QUOte t0 @ CUSIOMET. ... ..vvuuiiiie ettt ittt eeeeineanaas 196
Selecting the Contact Who Receives the Proposal or QUOLE. .........uiiiiiiiiiiiiii e 196
Creating the CormreSPONAENCE. . . ... o ittt ae e e 197
Sending a Worklist Natification to a Sales User OF Team .. ......oviiiiiiiiii it e 198
Page Used to Send a Workflow Notification to a Sales Useror Team.................ooviiiiiiiiiiinennnns 198
Sending a Worklist Notification to a Sales USer OF TEaM . .......uuririie e eeeiaeans 198
Generating Ad Hoc Email NOtIfICAtIONS. . . ... e e e 199
Page Used to Generate Ad Hoc Email Notifications. ... e 199
Generating Ad Hoc Email NOtIfICAtIONS. ... .. e e e 199
Chapter 18
Viewing the Opportunity Pipeline. .. ..o e 201
Understanding the Opportunity Pipeline. ... ... oo e e eeans 201
Common Elements Used in ThiS Chapler. ........ooooii e e e 202
Viewing the Opportunity PIPEIINe. ... .o et e e e e e e e 202
Pages Used to View the Opportunity Pipeline. ... ..o e 203
Viewing the Segment PIpeliNe. ... ..o e e 203
Viewing the Opportunity Revenue Pipeline. ... ... o 204
Viewing the Product Detail PIpeliNe. ...... ..o e 206
Chapter 19
Including Opportunities in Forecasts and Closing Opportunities............cooevvvviieie e, 209
Understanding the Inclusion of Opportunities in Forecasts and Closing Opportunities...................... 209
INCluding OPPOItUNILIES IN FOIrECASTES. ...ttt ettt e ettt e e e iaeees 209
Pages Used to Include Opportunities in FOreCastS. ... ....vuuriiie e aes 210
USING the FOr@CAST SUMIMAIY. .. ...ttt ettt ettt e e et e e et ae e ees 210
(0] o)/ 0o TN =4 o To 18 o3 30 (o I 1] =T o> 1= S0 212
USING RECUITING FOMBCASTS. . ...ttt ittt ettt ettt et e et ettt ettt e e et eae e ees 213
Specifying Revenue Percentages for FOreCasting.......uuuiiiiiii et ee e e 216
Including Forecast Items in Compensation Calculations. ......... ... e 217
(O3 o1 0 To @ o] o (8] 1115 217
Page Used t0 CloSE OPPOrtUNITIES. .. ...ttt ettt ettt ettt ettt e aees 217
(@3 1o E] 0o T @ o] oo T £ (1] 71 (= 218

PeopleSoft Proprietary and Confidential Xi



Contents

Part 4
Using Forecasts

Chapter 20
Understanding SaleS FOrECaSTS. ... ...ttt 221
0 1= o7 TS £ 221
Revenue and ShadOowW FOIECASTS. . .. ...ttt et ceeens 221
Chapter 21
(LY o T 0T =T 07 L £ P 225
Understanding Forecast Functionality in PeopleSoft Sales. ... e 225
Y= 1= Tod (o = B 0T = o3 L P 225
Pages Used t0 SeleCt @ FOrECAST. ... ..ttt ettt ae e 226
VIBWING FOMECASE LiSTS. ...ttt ettt ettt ettt ettt ettt e et e e e e e 226
AddiNg and AdJUSTING FOMBCASTS. . . ...ttt ettt ettt e e ettt e e e ee taeeens 228
Pages Used to Add and AdjUSE FOrECASTS. ... .ottt e ae e 228
Adding and AdJUSEING SalES FOrECaASTS. ... ..ttt et e 228
Calculating Forecast SUDTOTAIS. ... e e e 230
Generating FOreCast ChartS. ... ... . e 231
AULOGENEIALING FOMBCASES. ...ttt ettt e et ettt ettt ettt e e et e 232
Page Used to Autogenerate Revenue or Shadow FOreCastS. .........uuuuuuuuiiiiiiiiiiiiin s 232
AULOGENEIALING FOMBCASES. ...ttt ettt et e ettt e ettt ettt e e e e s 232
AV = T =T T o T o £ o= T 233
Pages Used t0 MANage FOMECASTES. . ...ttt ettt et e e et e e e et ae et 234
Selecting the FOrEeCaSt ACHION. ... et e et e e e s 234
Rolling Up and ANalyzZing FOIECASTS. . ... ...ttt ettt et ettt ettt e e et eae et 234
Analyzing FOrecast SUDTOTAIS. ... e e 236
Viewing Details Of All FOIr@CASTS. ... ...ttt et 238
Inactivating and LOCKING FOMECASTS. ... ..ottt ettt et e e e et e e e caeeens 239
Page Used to Inactivate and LOCK FOreCastS. ... .....oiiiiiiii e e 239
Inactivating and LOCKING SaleS FOIECASES. .. ....uuiitit ettt e ae e 239
Archiving and ReStOrNG FOrECASTS. ... ...ttt e ettt e ee teeens 240
Pages Used to Archive and ReStOre FOrECaSES. .. .uu.viii ittt e i e s 241
F N (o] VAV g T T o =T o= 1 241

Xii PeopleSoft Proprietary and Confidential



Contents

Part 5
Working with Customer Accounts

Chapter 22

WOrking With CUSTOMEr ACCOUNTS. ... ittt et e e e eee e 245

Understanding CUSTOMET ACCOUNTS. . ...ttt eeee aeanaes 245

Flattening Customer HIEIarChies. ... ... oo e e aee e 245
Page Used to Flatten Customer HIerarChies. .........oooiii e ee e e 245

Managing CUSIOMET ACCOUNTS. . ... ..ttt ettt ettt e ettt et e ettt et e ettt e e ee e iaeees 246
Pages Used to Manage CUSIOMEr ACCOUNTS. ... . ...ttt ettt ettt ettt e e et e et e e e e e eanaas 246
ACCESSING CUSIOMET ACCOUNTS. . ..ttt ettt ettt et ettt e e et ettt ettt ettt e e e e e e eae e 246
Assigning Account Representatives t0 @ COMPANY. ...ttt e e 248
Creating ACCOUNT PlanS. ... ettt ettt et e e 249

Appendix A

Understanding PeopleSoft Sales Interactive RepOrtS. .. ... e 251
Understanding INteractive REPOITS. ... ...ttt e e 251
Launching and Working with Forecast Interactive RepOIS. .....vvu ittt e 251
Pages Used to Launch and Work with Forecast Interactive REpOrtS............ooiiiiiiiiiiiiiiiiiiinnens 252
Launching Forecast INteractive RePOITS. ... ... ...ttt et ee e ees 252
Working with the Sales Forecast Summary Interactive REpOrt. ... 253
Working with the Sales Forecast Comparison Summary Interactive Report................ooiivnnnn 253

Appendix B
PeOPIESOft SalES REP OIS . it e 255
=T oT0 I TS oo T 255

Appendix C

ISO Country and CUTITENCY COUES. .. ..ttt ettt ettt ettt e e 257
(ST 2 0o 11 g2 O o o = 257
(ST I O U] = o103V O o o [ 266

PeopleSoft Proprietary and Confidential Xiii



Contents

Glossary Of PeopleS ot Term S . .. e 277

Xiv PeopleSoft Proprietary and Confidential



About This PeopleBook

PeopleBooks provide you with the information that you need to implement and use PeopleSoft applications.

This preface discusses:

PeopleSoft application prerequisites.

PeopleSoft application fundamentals.

* Related documentation.

» Typographical conventions and visual cues.
» Comments and suggestions.

* Common elements in PeopleBooks.

Note. PeopleBooks document only page elements that require additional explanation. If a page element
is not documented with the process or task in which it is used, then either it requires no additional
explanation or it is documented with common elements for the section, chapter, PeopleBook, or product
line. Elements that are common to all PeopleSoft applications are defined in this preface.

PeopleSoft Application Prerequisites

To benefit fully from the information that is covered in these books, you should have a basic
understanding of how to use PeopleSoft applications.

You might also want to complete at least one PeopleSoft introductory training course.

You should be familiar with navigating the system and adding, updating, and deleting information by
using PeopleSoft windows, menus, and pages. You should also be comfortable using the World Wide
Web and the Microsoft Windows or Windows NT graphical user interface.

These books do not review navigation and other basics. They present the information that you need
to use the system and implement your PeopleSoft applications most effectively.

PeopleSoft Application Fundamentals

Each application PeopleBook provides implementation and processing information for your PeopleSoft
database. However, additional, essential information describing the setup and design of your system
appears in a companion volume of documentation called the application fundamentals PeopleBook.
Each PeopleSoft product line has its own version of this documentation.

The application fundamentals PeopleBook consists of important topics that apply to many or al
PeopleSoft applications across a product line. Whether you are implementing a single application,
some combination of applications within the product line, or the entire product line, you should
be familiar with the contents of this central PeopleBook. It is the starting point for fundamentals,
such as setting up control tables and administering security.
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Related Documentation

This section discusses how to:

» Obtain documentation updates.
* Order printed documentation.

Obtaining Documentation Updates

You can find updates and additional documentation for this release, as well as previous releases,
on the PeopleSoft Customer Connection website. Through the Documentation section of
PeopleSoft Customer Connection, you can download files to add to your PeopleBook Library.
You'll find a variety of useful and timely materials, including updates to the full PeopleSoft
documentation that is delivered on your PeopleBooks CD-ROM.

Important! Before you upgrade, you must check PeopleSoft Customer Connection for updates to the
upgrade instructions. PeopleSoft continually posts updates as the upgrade process is refined.

See Also

PeopleSoft Customer Connection, https://www.peoplesoft.com/corp/en/login.jsp

Ordering Printed Documentation

You can order printed, bound volumes of the complete PeopleSoft documentation that is delivered
on your PeopleBooks CD-ROM. PeopleSoft makes printed documentation available for each
major release shortly after the software is shipped. Customers and partners can order printed
PeopleSoft documentation by using any of these methods:

* Web

» Telephone
* Email
Web

From the Documentation section of the PeopleSoft Customer Connection website, access the
PeopleBooks Press website under the Ordering PeopleBooks topic. The PeopleBooks Press website
is ajoint venture between PeopleSoft and MMA Partners, the book print vendor. Use a credit card,
money order, cashier’s check, or purchase order to place your order.

Telephone
Contact MMA Partners at 877 588 2525.

Email

Send email to MMA Partners at peopl esoftpress@mmapartner.com.

See Also

PeopleSoft Customer Connection, https://www.peoplesoft.com/corp/en/login.jsp

XVi PeopleSoft Proprietary and Confidential



General Preface

Typographical Conventions and Visual Cues
This section discusses:

» Typographical conventions.

* Visua cues.

» Country, region, and industry identifiers.
» Currency codes.

Typographical Conventions
This table contains the typographical conventions that are used in PeopleBooks:

Typographical Convention or Visual Cue Description

Bold I ndicates PeopleCode function names, method names,
language constructs, and PeopleCode reserved words that
must beincluded literally in the function call.

Italics Indicatesfield values, emphasis, and PeopleSoft or other
book-length publication titles. In PeopleCode syntax,
italic itemsare placehol dersfor arguments that your
program must supply.

We also useitalicswhen werefer to words aswords or
lettersas|etters, asin thefollowing: Enter theletter O.

KEY+KEY Indicates akey combination action. For example, aplus
sign (+) between keys means that you must hold down
thefirst key whileyou press the second key. For ALT+W,
hold down the ALT key whileyou pressthe W key.

Monospace f ont Indicates a PeopleCode program or other code example.

(quotation marks) Indicate chapter titlesin cross-references and wordsthat
are used differently from their intended meanings.

... (ellipses) Indicate that the preceding item or series can be repeated
any number of timesin PeopleCode syntax.

{ } (curly braces) Indicate achoice between two optionsin PeopleCode
syntax. Options are separated by apipe(|).
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Typographical Convention or Visual Cue Description
[ ] (square brackets) Indicate optional itemsin PeopleCode syntax.
& (ampersand) When placed before a parameter in PeopleCode syntax,

an ampersand indi cates that the parameter is an already
instantiated object.

Ampersands also precede al PeopleCodevariables.

Visual Cues

PeopleBooks contain the following visual cues.

Notes

Notes indicate information that you should pay particular attention to as you work with the PeopleSoft system.

Note. Example of a note.

If the note is preceded by Important!, the note is crucial and includes information that concerns
what you must do for the system to function properly.

Important! Example of an important note.

Warnings

Warnings indicate crucial configuration considerations. Pay close attention to warning messages.

Warning! Example of a warning.

Cross-References

PeopleBooks provide cross-references either under the heading “See Also” or on a separate
line preceded by the word See. Cross-references lead to other documentation that is
pertinent to the immediately preceding documentation.

Country, Region, and Industry Identifiers

Information that applies only to a specific country, region, or industry is preceded by a standard
identifier in parentheses. This identifier typically appears at the beginning of a section heading,
but it may also appear at the beginning of a note or other text.

Example of a country-specific heading: “(FRA) Hiring an Employee”

Example of aregion-specific heading: “(Latin America) Setting Up Depreciation”

Country Identifiers

Countries are identified with the International Organization for Standardization (1SO) country code.

See About These PeopleBooks, “1SO Country and Currency Codes,” 1SO Country Codes.
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Region ldentifiers

Regions are identified by the region name. The following region identifiers may appear in PeopleBooks:
» Asia Pacific

 Europe

» Latin America

* North America

Industry Identifiers

Industries are identified by the industry name or by an abbreviation for that industry. The
following industry identifiers may appear in PeopleBooks:

* USF (U.S. Federal)
* E&G (Education and Government)

Currency Codes
Monetary amounts are identified by the 1SO currency code.

See Appendix C, “1SO Country and Currency Codes,” 1SO Currency Codes.

Comments and Suggestions

Your comments are important to us. We encourage you to tell us what you like, or what
you would like to see changed about PeopleBooks and other PeopleSoft reference and
training materials. Please send your suggestions to:

PeopleSoft Product Documentation Manager PeopleSoft, Inc. 4460 Hacienda Drive Pleasanton, CA 94588
Or send email comments to doc@peopl esoft.com.

While we cannot guarantee to answer every email message, we will pay careful attention
to your comments and suggestions.

Common Elements in These PeopleBooks

As of Date The last date for which a report or process includes data.

Business Unit An ID that represents a high-level organization of business information.
You can use a business unit to define regional or departmental
units within a larger organization.

Description Enter up to 30 characters of text.

Effective Date The date on which atable row becomes effective; the date that an action
begins. For example, to close out a ledger on June 30, the effective date
for the ledger closing would be July 1. This date also determines when

PeopleSoft Proprietary and Confidential XiX



General Preface

XX

Once, Always, and Don’t
Run

Report Manager

Process M onitor

Run

Request 1D
User ID
SetID

Short Description

you can view and change the information. Pages or panels and batch
processes that use the information use the current row.

Select Once to run the request the next time the batch process runs. After the
batch process runs, the process frequency is automatically set to Don’t Run.

Select Always to run the request every time the batch process runs.
Select Don’t Run to ignore the request when the batch process runs.

Click to access the Report List page, where you can view report content,
check the status of a report, and see content detail messages (which show
you a description of the report and the distribution list).

Click to access the Process List page, where you can view the
status of submitted process requests.

Click to access the Process Scheduler request page, where you can specify the
location where a process or job runs and the process output format.

An ID that represents a set of selection criteria for a report or process.
An ID that represents the person who generates a transaction.

An D that represents a set of control table information, or TableSets.
TableSets enable you to share control table information and processing options
among business units. The goal is to minimize redundant data and system
maintenance tasks. When you assign a setlD to arecord group in a business
unit, you indicate that all of the tables in the record group are shared between
that business unit and any other business unit that also assigns that setID to
that record group. For example, you can define a group of common job codes
that are shared between several business units. Each business unit that shares
the job codes is assigned the same setID for that record group.

Enter up to 15 characters of text.
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This preface discusses:

PeopleSoft CRM application fundamentals.
PeopleSoft CRM automation and configuration tools.
PeopleTools PeopleBook.

Note. All information found in this PeopleBook is applicable to PeopleSoft CRM for High Technology.

PeopleSoft Application Fundamentals

The PeopleSoft Enterprise Sales 8.9 PeopleBook provides implementation and processing information for
your PeopleSoft Sales application. However, additional essentia information describing the setup and design
of your system appears in a companion volume of documentation called PeopleSoft CRM 8.9 Application
Fundamentals PeopleBook. Each PeopleSoft product line has its own version of this documentation.

PeopleSoft Enterprise CRM 8.9 Application Fundamentals PeopleBook contains essential information
describing the setup and design of the PeopleSoft CRM system. This book contains important topics that
apply to many or all PeopleSoft applications across the PeopleSoft CRM product line.

The PeopleSoft Enterprise CRM 8.9 Application Fundamental s PeopleBook contains these parts:

CRM Multi-Product Foundation.
This part discusses the design and setup of the PeopleSoft CRM system, including security considerations.
Workforce Management.

This part discusses how to administer workers who perform tasks such as support or field servicein
PeopleSoft CRM. It includes information on competency management and assigning workers to tasks.

Interactions and 360-Degree Views.

This part discusses how to manage interactions and set up and use the 360-degree view, a powerful tool that
enables usersto view and work with any transaction or interaction that is associated with acustomer or worker.

Self-Service for Customers.

This part discusses how to set up, administer, and use self-service applications for customers and workers.
Relationship Management.

This part discusses how system users manage their contacts and tasks.

Entitlement Management.

This part discusses setting up agreements and warranties.

SmartViews

This part discusses how to set up and use SmartViews to manage key customer segments
and accounts in a central environment.
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See Also

PeopleSoft Enterprise CRM 8.9 Application Fundamentals PeopleBook

PeopleSoft CRM Automation and Configuration Tools

The PeopleSoft Enterprise CRM 8.9 Automation and Configuration Tools PeopleBook discusses
automation and configuration tools that are common to multiple CRM applications. This is
an essential companion to your application PeopleBook.

There are four parts to the PeopleSoft Enterprise CRM 8.9 Automation and Configuration Tools PeopleBook:

Correspondence management.

This part discusses manual notifications and correspondence requests.

Automation tools.

This part discusses PeopleSoft CRM workflow, component event processing, business projects, and scripts.
Configuration tools.

This part discusses configurable search pages, configurable tool bars, attributes, and
industry-specific field labels and field values.

Knowledge management.
This part discusses the setup of Natural Language Processing (NLP) and Verity search.

PeopleTools PeopleBooks

Cross-references to PeopleTool s documentation refer to the Enterprise PeopleTools 8.45 PeopleBooks.

XXii
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CHAPTER 1

Getting Started with PeopleSoft Enterprise Sales

This chapter provides an overview of PeopleSoft Enterprise Sales and discusses:

» PeopleSoft Enterprise Sales integrations.
» PeopleSoft Enterprise Sales implementation.

PeopleSoft Enterprise Sales Overview

To drive profitable revenue growth, you need to align your sales strategy with customer needs and
corporate objectives. This strategy must be supported by the territory and incentive structure, and
requires real-time visibility across multiple channels to optimize your sales processes in response
to market changes. You aso need to ensure that your sales force has the right capabilities and
tools to execute the strategic plan. PeopleSoft Sales helps you to:

» Leverage the right channels, resources, and offerings to differentiate and win against the competition.
» Motivate and track sales performance using metrics-driven planning and compensation tools.

* Increase operational efficiency by integrating sales processes across the enterprise.

» Extend your sales reach through partners and other channels.

» Maximize sales productivity and build profitable, loyal customer relationships.

PeopleSoft Sales is an application that enables you to enter, assign, and track sales leads and opportunities.
After you have entered sales opportunities into your database, you can view your opportunity
pipeline and generate forecasts to manage your sales efforts successfully.

With this application, you can:

» Define aterritory tree that represents the sales organization.

» Create or import sales leads.

» Convert a lead to an opportunity.

» Create sales opportunities.

» Assign alead or opportunity to a sales representative by using the territory tree.

Include opportunities in sales forecasts.

Roll up forecasts in the territory tree.
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PeopleSoft Enterprise Sales Integrations

PeopleSoft Enterprise Sales integrates with these PeopleSoft applications:

» PeopleSoft Order Capture.

*» PeopleSoft Telemarketing.

* PeopleSoft Marketing.

* PeopleSoft Online Marketing.

» PeopleSoft Strategic Account Planning.

» PeopleSoft Mobile Sales.

» PeopleSoft Partner Sales.

We discuss integration considerations in the implementation chapters in this PeopleBook.

Supplemental information about third-party application integrations is located on the
PeopleSoft Customer Connection website.

PeopleSoft Enterprise Sales Implementation

PeopleSoft Setup Manager enables you to generate a list of setup tasks for your organization
based on the features that you are implementing. The setup tasks include the components that
you must set up, listed in the order in which you must enter data into the component tables,
and links to the corresponding PeopleBook documentation.

PeopleSoft Enterprise Sales also provides component interfaces to help you load data from your
existing system into PeopleSoft Enterprise Sales tables. Use the Excel to Component Interface
utility with the component interfaces to populate the tables.

This table lists all of the components that have component interfaces.

Component Component Interface Reference

Industry RSF_INDUSTRY _SCI See PeopleSoft Enterprise CRM
8.9 Business Object Management

RSF_INDUSTRY PeopleBook, “ Defining Control Values
for Business Objects,” Defining
Industries.

Territory Node RSF_TERRITORY _SCI See Chapter 7, “ Creating Territory
Trees,” Creating or Editing Territories,

RSF_TERRITORY page 89.

SalesUsers RSF_SUSER_SCI See Chapter 3, “ Setting Up Sales
Security and Personalization,” Setting

RSF_SUSER Up Sales Users, page 15.

Sales Team RSF_TEAM_SCI See Chapter 3, “ Setting Up Sales
Security and Personalization,” Setting

RSF_TEAM Up Sales Teams, page 22.
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Other Sources of Information

In the planning phase of your implementation, take advantage of all PeopleSoft sources of information,
including the installation guides, table-loading sequences, data models, and business process maps. A
complete list of these resources appears in the preface in the PeopleSoft Enterprise CRM 8.9 Application
Fundamentals PeopleBook, with information about where to find the most current version of each.

See Also

PeopleSoft Enterprise CRM 8.9 Application Fundamentals PeopleBook, * PeopleSoft Enterprise Customer
Relationship Management Application Fundamentals Preface,” Additional Resources

Enterprise PeopleTools 8.45 PeopleBook: PeopleSoft Component Interfaces

PeopleSoft Enterprise Setup Manager for Customer Relationship Management 8.9
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CHAPTER 2

Setting Up Business Units for PeopleSoft Sales

This chapter provides an overview of business units in PeopleSoft Sales and discusses
how to set up business units for PeopleSoft Sales.

Understanding Business Units in PeopleSoft Sales

Business units are used across the PeopleSoft product lines to define an organization for reporting purposes.
Business units in PeopleSoft Sales might be defined by geographic location, product line, fulfillment
center, or some other organization-specific guideline. The Sales business unit also provides a mechanism
for defining defaults and processing controls used when creating leads and opportunities.

See Also

PeopleSoft Enterprise CRM 8.9 Application Fundamentals PeopleBook, “Working with
Business Units and TableSet Controls”

Setting Up Business Units for PeopleSoft Sales
To set up business units for PeopleSoft Sales, use the Sales Definition component (RSF_BUS UNIT_TBL).

This section discusses how to create business unit definitions for PeopleSoft Sales.

Page Used to Set Up Business Units for PeopleSoft Sales

Page Name Object Name Navigation Usage
Sales Definition RSF_BUS UNIT_TBL Set Up CRM, BusinessUnit | Create business unit
Related, Sales Definition definitions for PeopleSoft
Sales.

Creating Business Unit Definitions for PeopleSoft Sales
Access the Sales Definition page.
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Sales Definition

Business Unit APPOZ

*Gtatus | Dpen ;|
*Description |Appliance 2

*Short Description App 2 *Default SetID |[CRMO1C,

Currency |USD o} us Dollar
Business Unit {Order Capture) |APPO1 QL apphances
Market Global
Task Typelnppnintment =
Tree Mame | Industrial Products - Waorld =] Creste BU
Assignment Gruupl ;l

~ Lead Options

¥ Allow Creating Orders From Lead?
V¥ Allow Converting Lead After an Order is Created?

Modified

Sales Definition page

Status Select the business unit’s status, either Open or Closed.

Default Set 1D Select the default set ID for the business unit. After you click the
Create BU button, this field disappears.

Currency Enter the currency to use as the business unit’s default currency.

Business Unit (Order
Capture)

M ar ket
Task Type

Tree Name

Create BU (create business
unit)

Enter the PeopleSoft Order Capture business unit to use with the PeopleSoft
Sales business unit if you have aso licensed the Order Capture product. The
Order Capture business unit defined here is defaulted onto the quotes and orders
that are generated when alead or opportunity is converted to a quote or order.

Note. In addition to entering the PeopleSoft Order Capture business unit,
you must specify the third-party tax vendor (such as Taxware, Vertex, or
WorldTax) on the Order Capture Business Unit Definition page. If you
don't specify atax vendor for the Order Capture business unit, no tax
calculations can be included in quotes and orders.

By default, the Market field is preset to Global. You cannot change this value.

Select the type of task to use as the default task for the business unit.
When creating a task from the Lead or Opportunity components, the
task type defined hereis defaulted for you.

Select the territory tree name to use as the default territory
tree for the business unit.

See Chapter 7, “Creating Territory Trees,” page 85.

Click this button to create the Sales business unit.
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Assignment Group Select the assignment group to use as the default assignment group
for the business unit. You must click the Create BU button before
you can select the assignment group.

See Chapter 6, “Configuring Assignment Criteria,” Creating
Assignment Groups, page 78.

Lead Options

Allow Creating Orders Select to enable users to create orders from leads that belong to the business
From Lead? unit. When cleared, users cannot create orders from leads associated
with the business unit. Depending on whether your organization has a
short or long sales cycle, use this flag to control whether you can use a
lead to create an order before converting the lead to an opportunity, or
without converting the lead to an opportunity.

Allow Converting L ead Select to enable users to convert leads in the business unit to opportunities,
After Order is Placed? even if an order has been placed. When cleared, users cannot convert the
business unit’s leads to opportunities after an order has been placed.
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CHAPTER 3

Setting Up Sales Security and Personalization

This chapter provides an overview of sales users and discusses how to:
» Set up sales access profiles.

» Set up sales users.

» Set up sales teams.

» Set up functional options.

Understanding Sales Users

PeopleSoft Sales users include sales people, sales managers, sales product managers, administrators,
technica support staff, other members of your organization, and partners.

FeopleSoft

Users Wiarker

Ferzon
Teams

BAocess

Frofiles
Sales Uzer

Territaries

Type

Sales users
To enable someone to use PeopleSoft Sales, create the individual in your system:
* PeopleSoft User
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Anindividual must exist in your system as a PeopleSoft user with a user ID, which you set up in PeopleTools.
* Person

Access the Contact link by clicking Customers CRM and create the individual as a PeopleSoft
Customer Relationship Management (PeopleSoft CRM) contact with a person ID. Set the contact
flag to Internal for employees and to External for partners and consultants.

If you have PeopleSoft Partner Relationship Management, you can set up partners in that application.
See PeopleSoft Enterprise CRM 8.9 Partner Relationship Management PeopleBook

Note. Employees should also be set up under Workforce as PeopleSoft CRM
workers, so they have an employee ID

e Sdes User

Once an individual has both a PeopleSoft user 1D and a PeopleSoft CRM person ID (and an employee D, if
appropriate), select Set Up CRM, Product Related, Sales, Security and Personalization, Sales Users to define
the individual as a sales user in PeopleSoft Sales under the Sales, Security and Personalization menu.

When you define a sales user, you assign a sales access profile. Sales access profiles group actions
that are granted to sales users regarding leads, opportunities, territory management, pipeline,

and forecasts. Generally, these profiles correspond to employee roles in your organization. You
can assign one or more sales access profiles to each sales user.

For example, you may create an access profile of sales manager to enable sales users with that access
profile to adjust forecasts and to view and update calendars for all staff who are visible to them on the
territory tree. Another sales access profile, sales administrator, might enable users with that sales access
profile to view and edit revenue alocations. If you associate both sales manager and sal es administrator
with a sales user, that user has the combined privileges of both access profiles.

A person’'s characteristics are based on the people with whom you associate the person in
your system. A sales user may be associated with:

* Teams

A sales user may be assigned to sales teams, which are groups of sales users who work together to sl
products or services. An entire sales team may be associated with a particular lead or opportunity.

A sales user may also be assigned to an account team, which is a group of sales users who are
responsible for sales and service to specific customer accounts. A sales user is aso assigned to a
territory team, which is the group of sales users who are assigned to a territory.

Note. Adding or removing a sales user from alead or opportunity does not change the territory team to
which that sales user belongs; it adds or removes the user only from the sales team for that opportunity.

e Territories

Each sales user may belong to one or more territories. Territories represent functional divisions
of an organization, often identified by geographical region or product line. Assign sales usersto
territories on the Territory Tree page or Sales User Visibility page.

Setting Up Sales Access Profiles
To set up sales access profiles, use the Sales A ccess Profile component (RSF_ACC_PROFILE).
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Setting Up Sales Security and Personalization

This section discusses how to set up sales access profiles.

Page Used to Set Up Sales Access Profiles

Page Name Object Name

Navigation

Usage

Sales Access Profile RSF_ACC_PROFILE

Set Up CRM, Product
Related, Sales, Security and
Personalization, Sales
Access Profiles

Set up sales access profiles
by creating profilerolesand
assigning functional user
privilegesto them.

Setting Up Sales Access Profiles

Access the Sales Access Profile page.

Sales Access Profile

Profile SALESADMIN

*Description [Zales Application Admin

*Status | Active =l

Leads

I Manually Reassign Leads
¥ Lead Import - Can override Duplicate check

Opportunity

W Manually Reassign Opps
¥ ¥iew & Edit Revenue Allocation
¥ wiew & Edit Shadow Allocation

Territory Management

¥ Submit Reassignment
¥ submit Reorganization

Modified 04/29/2004 9:26A4M PDT rnjh

Forecast

[T Edit Staff Forecast Data

[T Edit Own Forecast Data

r Adjust Forecasts

¥ Auto Forecast All Staff

¥ Auto Forecast Own Staff
¥ Yiew Unsubmitted Forecasts

Sales Access Profile page

Create a sales access profile and select the access controls that you want a user with that profile to have.

PeopleSoft Sales delivers these predefined sales access profiles, which you can modify (or

create additional ones) to meet your business needs:

Financial Controller.

Inside Sales Rep.
Sales Lead Qudlifier.
Product Manager.

Sales Application Admin.

Sales Executive.

Sales Manager w/Auto Forecast.

PeopleSoft Proprietary and Confidential

13




Setting Up Sales Security and Personalization

14

Chapter 3

» Sales Manager - Limit Forecast.

» Sales User - Fidd Rep.
» Telemarketing Partner.

Leads

Manually Reassign Leads

Lead Import - Can
override Duplicate check

Opportunity
Manually Reassign

Opps (manually reassign
opportunities)

View & Edit Revenue
Allocation

View & Edit Shadow
Allocation

Territory Management

Submit Reassignment

Submit Reor ganization

Select to enable the user to reassign leads to different sales representatives.
If cleared, all assignment-related fields (Territory, Region, Sales
Team, and so on) are unavailable to this user.

See Chapter 12, “Assigning a Lead or Opportunity,” Reassigning a Sales
Representative’s L eads, Opportunities, and Accounts, page 155.

Select to enable the user to override data for which they select Dedup
check boxes on the Lead Import Template page. This permits the
user to import data even if it is a duplicate.

See Chapter 11, “Importing Sales Leads,” page 135.

Select to enable the user to reassign opportunities to different
sales representatives.

If cleared, all assignment-related fields (territory, region, sales team,
and so on) are unavailable to this user.

See Chapter 12, “Assigning a Lead or Opportunity,” Reassigning a Sales
Representative’s L eads, Opportunities, and Accounts, page 155.

Select to enable the user to view and edit the revenue allocation percentages
that you allocate to the sales teams for an opportunity. Revenue percentage is
used to allocate opportunity revenue for revenue forecasting.

See Chapter 19, “Including Opportunities in Forecasts and Closing
Opportunities,” Specifying Revenue Percentages for Forecasting, page 216.

Select to enable the user to view and edit the shadow percentages and
shadow amounts that you allocate to individual members of the sales
team for an opportunity. Shadow percentage and alocation are used to
allocate opportunity revenue for shadow forecasting.

See Chapter 19, “Including Opportunities in Forecasts and Closing
Opportunities,” Specifying Revenue Percentages for Forecasting, page 216.

Select to enable the user to modify the system’s automated reassignment of
leads or opportunities during the tree reorganization process.

See Chapter 8, “Reorganizing or Deleting a Territory Tree,”
Reorganizing a Territory Tree, page 94.

Select to enable the user to reorganize territories and people on
any of your organization’s territory trees.
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Forecast

Edit Staff Forecast Data

Edit Own Forecast Data

Adjust Forecasts

Auto Forecast All Staff

Auto Forecast Own Staff

View Unsubmitted
Forecasts

Setting Up Sales Security and Personalization

See Chapter 8, “Reorganizing or Deleting a Territory Tree,”
Reorganizing a Territory Tree, page 94.

Select to enable the user to edit forecast datafor all staff to which the user
has visibility on any of your organization’s territory trees.

See Chapter 21, “Using Forecasts,” Managing Forecasts, page 233.

Select to enable the user to edit his or her own forecast data. Edit
activity overwrites existing data.

See Chapter 21, “Using Forecasts,” Adding and Adjusting Forecasts, page 228.

Select to enable the user to add rows to adjust a forecast.
Adjustment activity remains visible.

See Chapter 21, “Using Forecasts,” Adding and Adjusting Forecasts, page 228.

Select to enable the user to autogenerate forecasts at any time for all
staff to which he or she has visibility.

See Chapter 21, “Using Forecasts,” Autogenerating Forecasts, page 232.

Select to enable the user to autogenerate forecasts at any time for
the staff directly reporting to them.

See Chapter 21, “Using Forecasts,” Autogenerating Forecasts, page 232.

Select to enable the user to view forecasts that have been saved but not
submitted for all staff to which he or she has visibility.

Setting Up Sales Users

To set up sales users, use the Sales Users (RSF_SUSER) component.

This section discusses how to:

» Create a sales user.

» Define a sales user’s visibility.

» Define a sales user’s pipeline targets.

» Define a sales user’s revenue quotas.

» Define a sales user’s product unit quotas.

Note. Before you can set up an individual as a sales user, the individual must exist as a PeopleSoft user
with auser ID in PeopleTools and as a PeopleSoft CRM contact with a person ID.

See Enterprise PeopleTools 8.45 PeopleBook: PeopleTools Security.

See PeopleSoft Enterprise CRM 8.9 Business Object Management PeopleBook, “Defining Person
Business Objects,” Defining Information for Business Contacts.
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Pages Used to Set Up Sales Users
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Page Name

Object Name

Navigation

Usage

SalesUser

RSF_SUSER1

Set Up CRM, Product
Related, Sales, Security and
Personalization, SalesUsers

Create asaesuser by
defining defaultsand

associ ating sales and account
access profileswith the
salesuser.

SalesAccess Details

RSF_SUSER_ACC_SEC

Set Up CRM, Product
Related, Sales, Security and
Personalization, SalesUsers

Click the Sales Access
Detailslink.

View details of the selected
salesaccess profileto
determine whether it isthe
appropriate profileto assign.

Account Access Details

RSF_SUSER_CUST_SEC

Set Up CRM, Product
Related, Sales, Security and
Personalization, SalesUsers

Click the Account Access
Detailslink.

View details of the selected
account accessprofileto
determine whether it isthe
appropriate profileto assign.

Worker RD_PERSON_84 Workforce, Worker Determine an employee’s
worker data, including
address, phone, and email
information.

Visibility RSF_SUSER2 Set Up CRM, Product Defineasaesuser’s

Related, Sales, Security and
Personalization, SalesUsers,
Visibility

visibility by identifying
territoriesto which an
individual should have
aCcCess.

Pipeline Targets

RSF_SUSER QS

Set Up CRM, Product
Related, Sales, Security and
Personalization, Sales Users,
Pipeline Targets

Defineasalesuser’spipeline
targets.

Revenue Quota RSF_SUSER_QR Set Up CRM, Product Defineasalesuser’s quotas
Related, Sales, Security and | including both revenue and
Personalization, SalesUsers, | shadow.
Revenue Quota

Unit Quota RSF_SUSER_QU Set Up CRM, Product Defineasalesuser’s product

Related, Sales, Security and
Personalization, SalesUsers,
Unit Quota

unit quotas.

Creating a Sales User
Access the Sales User page.
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isibility

Fipeline Targets Revenue Quota nit Quata

Person ID 1001

=~ Sales User Details

Sales User Ash,Alex Admin

*Statusl.ﬂ.cti\-'e "I

User Type I Sales Administrator

Comments

EmplID CRM1002
User ID aAasH
DISPATCH

Address, Phone, Email Details

*~ Sales User Defaults
Business Unit|US200 2

Company
Name

KICIRE

Market Global

Tree Name |WORLD QL

Task Tvpel

Assignment Group |[CRMOL - SALES =]

Currency I Us Dallar

I Il 2

Sales User page (1 of 2)

< Sales Access Profiles

Profile

Sales Access Details

=~ Shadow Information
Default Shadow Percent

Default Shadow Amount

|Sa|es application Admin ;I E|

Modified 11/11/2002 3:33PM PST SAMPLE

Sales User page (2 of 2)

Person ID

Sales User Details

Type

EmplID (employee ID)

PeopleSoft Proprietary and Confidential

Displays the Person ID of the individual whom you are creating as a sales user.

See PeopleSoft Enterprise CRM 8.9 Business Object Management
PeopleBook, “Defining Person Business Objects,” Defining
Information for Business Contacts.

Select the type of sales user to create. Values are Executive Sales Manager,
Field Sales Rep, Inside Sales Rep, Pre-Sales Consultant, Sales Administrator,
Sales Manager, Sales Tech Support, and Telesales Rep.

Sales user types are trandate values.

Displays the employee ID from the Worker page, if the
individual is an employee.
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User ID

Address, Phone, Email
Details

Sales User Defaults

Chapter 3

Displays the user 1D with which the individual is associated in PeopleTools.

Click to access the Worker page, where you can view an individual’s
personal and employee contact data.

See PeopleSoft Enterprise CRM 8.9 Business Object Management
PeopleBook, “Defining Workers'.

If a sales user is associated with multiple values for items in this section, the system displays
the value that you specify here by default and provides a drop-down list box or other means of
searching for and selecting from the sales user’s other values.

Business Unit

Company Name

Task Type
Currency

M ar ket

Tree Name

Assignment Group

Sales Access Profiles

Profile

Sales Access Details
Shadow Information
Default Shadow Per cent

and Default Shadow
Amount

Enter the business unit for the leads and opportunities that the sales
user creates. The business unit controls the setlD, customers, and
products to which the sales user has access.

Enter the name of the company for whose accounts the sales user is responsible
or with which the sales user is most often associated.

Select the type of task with which the sales user should most often be associ ated.
Select the currency in which to express revenues for the sales user.

PeopleSoft delivers this preset to Global for all sales users. You
cannot change this field value.

Enter the default tree to use for the sales user. If you do not enter adefault tree
here, when a tree name is needed, the system uses the tree that is associated
with the specified business unit on the Sales Definition page.

Select the assignment group to use for the sales user.

See Chapter 6, “Configuring Assignment Criteria,” Creating
Assignment Groups, page 78.

Select the sales access profile to use to provide functional sales abilities for
the sales user and to control the sales data that the sales user can view and
modify. Set up sales access profiles on the Sales Access Profile page.

See Chapter 3, “ Setting Up Sales Security and Persondlization,”
Setting Up Sales Access Profiles, page 12.

Click to access the Sales Access Details page.

Enter the percent or amount (expressed in the selected currency) to use as
the allocation for the sales user. For example, suppose that your agreement
specifies that the sales user earns a minimum two percent of all revenues
that he brings in, then enter 2 in the Default Shadow Percent field. If your
agreement is that the sales user earns a minimum of 100 USD for each
opportunity, then enter 100 in the Default Shadow Amount field.

Managers can override this default percent or amount at the transaction level.
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Defining a Sales User’s Visibility

Access the Visibility page.

Sales User Fipeline Targets Revenue Quata Unit Quata

Person ID 1001

Sales User Ash,Alex Admin

Date 03/15/2004
N,
Customize | Find | i First 1-2of 2 Last
*Tree Mame *Territory Territory Detail Sales Rep Prirmary
1 ACCOUNT ACCOUNT Territory Detail il r
2 WORLD WORLD Territory Detail rd |
Run Sales Access Update

Visibility page

Tree Nameand Territory

Territory Detail

Sales Rep (sales
representative)

Primary

Run Sales Access Update

Display the trees and territories to which the sales user should have
access and on which the sales user is a territory team member. Click the
plus button to insert a row and add another tree or territory. The minus
button is enabled for you to delete the row until you save the page; once
you save the page, the minus button is not enabled.

Click to remove the territory visibility by accessing the Territory Definitions
page, where you can view information about the territory and click the
minus button to remove the sales user from the territory team.

When you click OK, the system returns you to the Visibility page for the same
sales user. The row for the removed territory no longer appears.

Indicates that the sales user is a sales representative (as opposed to a partner,
worker, or other position) and is available for territory assignment.

Indicates that the sales user is the primary sales representative for the territory.

Click to access the Sales Access Update page, where you can
update sales users and their access.

Note. Each time that you create a sales user or change a user’s visibility
settings, you must run the Sales Access Update process to apply the changes.

Defining a Sales User’s Pipeline Targets
Access the Pipeline Targets page.
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Zales User Wisibility Revenue Quota nit Quata

Person ID 100957

Sales User Gomez,Carol

*Segment Quota Type | Raollup Quata =
EurrencleS Dallar =
Pipeline Segments
Pipeline Segqrent Opportunity Count Arnount Currency
REFER. 3 Us Dollar
CONTACT 24 1,800,000,00 USs Dollar
QUALIFY 16 1,200,000,00 Us Daollar
DEWELDP 14 1,050,000,00 USs Daollar
MEGOTIATE 10 750,000,00 US Dollar
RETAIN =] 450,000,00 US Dollar

Modified 11/07/2002 12:23PM PST SAMPLE

Pipeline Targets page

Pipelines compare real-time activities to the activity that is required to meet a quota. A pipeline includes
segments that correlate to steps in your organization’s sales process. In the example, the pipeline segments
correlate to PeopleSoft KES steps Contact, Qualify, Develop, Negotiate, and Retain.

Use this page to specify the targets that the sales user must reach for each segment to meet the overall quota.

Segment Quota Type Select the type of quotato usefor the salesuser’s pipeline segments. Valuesare:
Manager Quota: The manager’s own, individual quota.

Rollup Quota: The sum of quotas for all sales representatives
who report to the manager.

Currency Displays the currency that you specified on the Sales User page. You can
specify a different currency in which to express pipeline amounts.

Pipeline Segment Displays the pipeline segments that correlate to your sales process.

Opportunity Count and Enter the number of opportunities that the sales user must have within this

Amount segment to meet quota for the pipeline segment. Enter the monetary amount

required to meet quota for the segment. You can have an opportunity count
and monetary amount for a segment, or just one or the other.

For example, if the sales user must have a minimum of five opportunitiesin the
contact step of the process at any given time, then enter 5 in the Opportunity
Count field. Chances are that you will not use a monetary amount for this
segment. On the other hand, for the negotiate step, you might require an
opportunity count of 10 or a monetary amount of 50,000 (to indicate 50,000
USD or whatever currency you are using) to meet quotafor this step.

Defining a Sales User’s Revenue Quotas

Access the Revenue Quota page.
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Sales User Visibility Fipeline Targets a  Unit Quota
Person ID 100957
Sales User Gaomez,Carol
*Revenue Quota Tw_.rpeanIIup Quota ;l
Time Frame Group Find | Miew All First 1of2 (] Last
*Time Frame | 2002 Fiscal vear - Quar =] *Summary | Rollup Summary =1
Type E
*Category [Revenue Farecast = Begin 01/01/2002
Date
*Currency |US Dollar =l End Date 12/31/2002
Detail By
Period End Date Quota Armount| Begin Date
2002 1st Half 06/30/2002 900,000.00 01/01/2002
2002 2nd Half 12/31/2002 900,000.00 07/01/2002
N
Quota Customize | Find | |——| First 1-4of 4 Last
Period Begin Date End Date Quota Amount
2002 Q1 01/01/2002 03/31/2002 450,000.00 =
2002 Q2 04/01/2002 06/30/2002 450,000.00 =]
2002 Q3 07/01/2002 09/30/2002 450,000.00 =]
2002 Q4 10/01/2002 12/31/2002 450,000.00 =l
Modified 09/16/2002 1:59FM PDT TELCODEMO RSF_QRT

Revenue Quota page

Revenue quotas specify how much revenue the sales user must generate for the division or the overall enterprise.

Revenue Quota Type Select the type of quotato use for the sales user’s revenue quota. Values are:
Manager Quota: The manager’s own, individual quota.

Rollup Quota: The sum of quotas for all sales representatives
who report to the manager.

Time Frame Select the time frame in which the sales user must meet the revenue quota.

Category Select the forecast category, either Revenue Forecast or Shadow
Forecast, to use to calculate the quota.

Detail By Displays the criteria by which the quotas can be defined, if the time
frame has been established to define detail quotas.

For example, if you established the time frame to define detail quotas
by revenue type, then Revenue Type appears here, and you may enter
the quotas by time frame period and revenue type.

Defining a Sales User’s Unit Quotas
Access the Unit Quota page.
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Sales User WVisibility Pipeline Targets Revenue Quota \_
Person ID 100957
Sales User Gomez,Caral
*Unit Quota Type | Rollup Quota ;I
Time Frame Group Find | Yiew all Firzst 4] zof2 Lazt
Time FramelEDDB Fiscal vear - Quar‘l;l
) (=]
Begin Date 01/01/2003
End Date 12/31/2003
Period Begin Date End Date  Unit of | SetID | Product Cuota
Measure e
2003 1st Half 01/01/2003 06/30/2003 Each COoMO1
EET 2nd  gos01/2003 12/31/2003 Esch  COMOL
~
Quota Customize | Find | & First 1-4 of 4 Last
Period Begin Date | End Date Unit of Setlh *Description Quota
Measure
2003 Q1 01/01/2003 0343142003 IEach -] [comoL @ Q,
2003 Q2 04/01/2003 06/30/2003 IEach +| [como @ Q,
2003 Q3 07/01/2003 09/30/2003 IEach +| [comor @ Q,
2003 Q4 10/01/2003 12/31/2003 IEach +| [como @ Q,
Modified 11/07/2002 12:23PM PST SAMPLE
Unit Quota page
Unit quotas specify how many products the sales user must sell.
Unit Quota Type Select the type of quota to use for the sales user’s unit quota. Values are:
Manager Quota: The manager’s own, individual quota.
Rollup Quota: The sum of quotas for all sales representatives
who report to the manager.
Time Frame Select the time frame in which the sales user must meet the unit quota.

Setting Up Sales Teams
To set up sales teams, use the Sales Team (RSF_TEAM) component.

This section discusses setting up sales teams.

Understanding Sales Team Concepts in PeopleSoft Sales

In PeopleSoft Sales, there are four team concepts. sales team, territory team, account
team, and lead or opportunity team.

The sales team, which you create here, is the group of sales users who typically work together and can
be assigned to a specific lead or opportunity, as a whole team or individualy.
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The territory team is the group of sales users who are assigned to the same territory on the territory tree.

The account team is the group of sales users who are assigned responsibility for specific customer accounts.

The lead or opportunity team is assigned to a specific lead or opportunity. Thisteam can consist of any
combination of members of the territory teams, sales teams, and account teams.

Page Used to Set Up Sales Teams

Page Name

Object Name

Navigation

Usage

Sales Team

RSF_TEAM

Set Up CRM, Product

Related, Sales, Sales Team

Set up salesteams.

Setting Up Sales Teams
Access the Sales Team page.

Sales Team

*Gales Team ID APPL-WESTERN

*Description [Appliance Sales - West Region

*Gtatus I Active j"

Motifications

Group Worklist Q
Name
Email Address
Team Members
Sales User Marme Team Role Sales User Type

N
Customize | Find | i

First 1-4 of 4 Last
Default Shadow

Murphy,Terry '} |Team Leader ;l Field Sales Rep
Ernman,Henry ) |Sa|es Rep ;l Field Sales Rep
Lee,Burt Q |Manager ;I Sales Manager
Reilly,Zack &} |Technica| ;I Field Sales Rep
Modified 09/25/2002 3:46PM PDT SAMPLE

Status Default Shadow
Percent

Active 100,00

Active 100,00

Active

Active 10.00

Arnount

H B FEH
[0 0] [ [

Sales Team page

On the Sales Team page, you can select from existing sales teams to assign sales users to the
lead or opportunity. The available sales teams and sales team members are from the sales teams
that you set up here. After you set up sales teams, you can remove individuals from the lead
or opportunity without removing them from the sales team.

Sales Team ID

Notifications

Group Worklist Name

Enter an ID for the sales team. This ID should be unique and
easily recognizable; including the team manager’s name and the
business unit can be helpful.

Enter the worklist that is relevant to the sales team that you are creating.
Notifications that are triggered by workflow are sent to the worklists
that are specified on the workflow event.
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Email Address Enter the email address to which emails for the team should be sent.
Team Members

SalesUser Name and Sales  Enter the name of the sales user to assign to the sales team. When you do so,
User Type the system displays the type of sales user from theindividual’s Sales User page.

See Chapter 3, “ Setting Up Sales Security and Personalization,”
Creating a Sales User, page 16.

Team Role Select the individual’s role on the sales team. Values include
Consultant, Legal, Manager, and Field Rep.

See Chapter 3, “ Setting Up Sales Security and Persondlization,”
Creating a Sales User, page 16.

Default Shadow Percent Displays the individual’s default shadow percent and default shadow
and Default Shadow amount from the Sales User page.

Amount
See Chapter 3, “ Setting Up Sales Security and Persondlization,”
Creating a Sales User, page 16.

Setting Up Functional Options

PeopleSoft Sales uses the PeopleSoft CRM application security framework to control functional

access to certain field, sections and actions within the Lead and Opportunity components. Functional
options define the functions that can be carried out by members of a membership list, such as sales
representatives or sales managers. Functional options are grouped into functional option groups that

are similar to sales access profiles. You associate a functional option group with a membership list that
contains a list of PeopleTools roles. This creates a security profile. The difference between the sales
access profile and functional option group is that you assign the sales access profile to individual people,
while you associate a functional option group with one or more PeopleTools roles.

You can set up functional options, functional option groups, membership lists and security
profiles in PeopleSoft CRM Application Security.

See PeopleSoft Enterprise CRM 8.9 Application Fundamentals PeopleBook, “ Setting Up PeopleSoft Customer
Relationship Management Security and User Preferences,” Defining Application Security.

Some of the functional options for PeopleSoft Sales are linked to a field or a section in the Lead and
Opportunity component. Display templates determine how the system displays the fields and sections.

See PeopleSoft Enterprise CRM 8.9 Automation and Configuration Tools PeopleBook, “Configuring
Display Templates,” Configuring Display Templates for Components.

This table lists the functiona options available for PeopleSoft Sales:
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Functional Option

Default and Revoked Settings

CORE_RSF_ADVANCED

Default setting: When the user enters alead or opportunity, the
system shows al the fields, sections, tabsthat are marked as
controlled by display template security.

Revoked setting: When the user enters alead or opportunity,
the system hides the fields, sections, tabs that are marked as
controlled by display template security. If you usethis setting
and the delivered display templatesfor |eads and opportunities,
the system displaysthe basic fields necessary for entering leads
and opportunities.

You can set up display template security in the Display Template
Details component.

See Chapter 4, “ Setting Up Sales L eads and Opportunities,”
Setting Up Display Templates for L eads and Opportunities, page
61.

CORE_RSF_AUTO_ASSIGN_OFF

Default setting: When the user savesalead or opportunity, the
system does not automatically assign asalesrepresentativeto the
lead or opportunity.

Revoked setting: When the user saves alead or opportunity, the
system automatically assigns a salesrepresentativeto thelead or
opportunity by using assignment criteria.

CORE_RSF_DEFAULT_OWNER

Default setting: When auser createsanew |ead or opportunity,
the system addsthe user who createsthe lead or opportunity

to the Sales Team Member section asthe primary sales
representative.

Revoked setting: When auser creates anew lead or opportunity,
the system does not add a sales representative to the Sales Team
Member section.

CORE_RSF_FCAST ROLLUP

Default setting: The default value for the Forecast View field on
the Forecast page in the Search Forecasts component is Manager
Review. Thisisthe view that sales managersuseto roll up and
analyzeforecasts.

Revoked setting: Thedefault valuefor thefield is Subtotals. This
reduces load time and may be preferable for second level and
higher level managers.

See Chapter 21, “Using Forecasts,” M anaging Forecasts, page
233.

CORE_RSF_FCAST_SIMPLE

Default setting: The user has accessto all views on the Forecast
pagein the Search Forecasts component.

Revoked setting: Theuser has accessto only the following
views on the Forecast page in the Search Forecasts component:
Combined Forecasts, Manager Review, and Subtotals.
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Functional Option

Default and Revoked Settings

CORE_RSF_SEARCH_PRODUCT _GROUP

Default setting: The system displays the product group search
optionin the Lead and Opportunity components.

Revoked setting: The system does not display the product group
search option in the Lead and Opportunity components.

CORE_RSF_SHOW_SITE

Default setting: The system displaysthe sitefield and search on
the Discover page of the L ead and Opportunity components.

Revoked setting: The system does not display thesitefield
and search on the Discover page of the Lead and Opportunity
components.

CORE_RSF_SUMMARY

Default setting: The system displays the summary pageinthe
Lead and Opportunity components.

Revoked setting: The system does not display the summary page
in the Lead and Opportunity components.
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Setting Up Sales Leads and Opportunities

This chapter discusses how to:

» Set up a sales process.

» Set up component field default values.

» Set up lead ratings.

» Set up assignment weights.

» Set up lead reject and turnback reasons.

» Set up sales contacts.

» Set up sales partners.

» Set up sales competitors.

» Set up buying criteria.

» Set up lead sources.

» Set up falout reasons.

» Set up pipeline segments.

» Set up sales lead import templates.

» Set up the summary page for leads and opportunities.
» Set up display templates for leads and opportunities.

Setting Up a Sales Process
To set up a sales process, use the Sales Process component (RSF_SALES MODEL).
This section provides an overview of the Knowledge-Enabled Sales (KES) process and discusses how to:

» Define a process.
» Clone a process.

Understanding the KES Process

Sales efforts typically follow a defined series of stages and tasks. PeopleSoft Sales provides the KES
process, an out-of-the-box proprietary sales process that enables you to identify the stages and tasks
that your organization’'s sales process requires. The KES process can also help sales representatives
learn how to perform tasks using your organization’s best practices.
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The KES process includes several stages. Each stage is associated with an opportunity pipeline segment,
and every stage includes one or more tasks. You can use PeopleSoft KES, or you can define your own
sales stages and tasks based on your organization’s preferred sales model. You can enable multiple sales
processes at one time. For example, you might have one process for selling within a particular industry
and another for selling a particular product or service line. You can relate all of the various stages to
common pipeline segments to ensure that you analyze pipeline information correctly.

Thistable lists the KES stages and their tasks. You can modify these to meet your business needs.

Note. The weights included in this table are provided as an example of how the KES process works.

meet the customer’s needs
and preferences, and obtain
aquotefor these products.

o ~ wDdPE

Stage Weight Purpose Tasks
Discover 10 [ dentify and review 1. Review lead information.
knowledge about the . I .
customer, industry, and 2. Review opportunity information.
competitors before making 3. Review customer information.
theinitial salescall inthe Revi
qualify stage. 4. Review customer contacts.

5. Review industry briefing.

6. Review customer briefing.

7. Perform customer research to identify recent news
releases or financial statements that are pertinent to
the customer.

8. Review competitor briefing.

Qualify 20 Align the customer’s 1. Planinitia salescall.
buying process with the o
sales process based on the 2. Conductinitial salescall.
knowledge obtained from 3. Update opportunity information.
theinitial salescall. . .

4. Update customer information.

Also, obtain asolid . .
understanding of the 5. Assemble customer’sbuying team.
customer’s needs, and 6. Assemblesalesteam.
identify the decision N
makers, influences, and 7. Follow up oninitial salescall.
competitivelandscape. 8. Update competitor information.

9. Document customer’s needs.

10. Create opportunity plan (needs analysis, product
research, follow-up calls, and so on) and assign tasks
to movethe opportunity to the solution stage.

Develop 20 Defineaset of products Define solution.
Solution (and services, as needed) to

Configure and quote solution.
Review solution with salesteam.
Review solution with customer.

Finalize solution based on feedback from salesteam
and customer.
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Stage Weight Purpose Tasks

Develop 20 Create acomprehensive 1. Update opportunity information.

Proposal written proposal identifying .
how the proposed solution 2. Generate proposal based on the quoted sol ution.
addresses the customer’s 3. Redefine proposal, if necessary.
needs. In addition to . .
containing the quoteitself, 4. Review proposal with salesteam.
the proposal includes 5. Refineand finalize proposal based on feedback from
product descriptions, salesteam.
support policies, and o
legal information such 6. Submit written proposal to customer and update the
aswarranties. status.

Negotiate | 20 Formally discussthewritten | 1. Review negotiation strategiesin preparation for

and Close proposal with the customer meeting with the customer.
and negotiate termsand - . . .
conditions to win the Conduct negotiation meeting to win the business.
business. Completelegal contracts.

4. Summarize the opportunity outcome, updating the
status and identifying why the opportunity waswon
or lost.

Retain 10 Prepare aplan to effectively 1. Update solution based on opportunity outcome.
manage th_e cusiomer 2. Update customer information, including new
relationship after closing ; : .
theo ; contactsfor implementation and ongoing customer
pportunity. ; :
relationship.
Prepare relationship plan.
Conduct relationship meeting to discussrelationship
plan.

Pages Used to

Set Up a Sales Process

Opportunity, Sales Process

Page Name Object Name Navigation Usage
Sales Process RSF_SALES MODEL Set Up CRM, Product Review the KES stagesand
Related, Sales, Lead and tasksthat make up the sales

process delivered with the
PeopleSoft system. Define
other stagesor tasks as
necessary.

Clone Sales Process

RSF_SLSPRCS CLONE

Set Up CRM, Product
Related, Sales, Lead and
Opportunity, Sales Process

Click Cloneon the Sales
Process page.

Copy an existing set of
stagesand tasks.

Defining a Process

Access the Sales Process page.
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Sales Process

Enter the Sales Stages and Tasks associated with the Sales Process, Choose the method to
calculate the Stage % Close for Opportunities,

Model PSFT (KES)

SetID IPROD

Mame Knowledge Enabled Sales *Statusl-qcti"f'e =]
*Close %o | Stage Weight % ;l Hide Tazks Clone
Method
7 Gales Stages Find | Wiew All First 1ofé |I| Last
Stage # 1 *Sales Stage |[DISCOVER
Name |Discover *Status | Active =]
Pipelinel ;I Weight % 15
Segment
N
=~ Tasks Customize | Find | ] First 1-6 of & Last
Task # *Sales Task Description *Status
1 CUSTOMER INFORMATION Review Customer Information I.ﬂctive "’I
2 CUSTOMER CONTACTS Review Custorner Contacts |.t\ctive -]
3 INDUSTRY BRIEFING Review Industry Briefings |.t\ctive -]
4 CUSTCMER BRIEFING Review Customer Briefing |.t\ctive -]
& CUSTOMER RESEARCH Perform Custorner Research |.t\ctive -]
6 COMPETITOR INFORMATIO Review Competitor Information I.C\ctive 'I

Sales Process page

Displays PSFT (KES) and Knowledge Enabled Sales as the default values,
respectively, if you use the KES process. If you use a different sales process,
that process and name appear here. You can edit the name on this page.

Sales Process and Name

Close % Method (close
percentage method)

Select a method for evaluating the progress of opportunities, where
100% equals closed or completed. Values are:

» Stage Weight %: Expresses progress as a percentage of the weighted
stages that have been completed.

For example, suppose that your sales model consists of three stages and
you assign a weight of 50% to the first stage and 25% each to the second
and third stages. When you complete the first two stages, the system
calculates that you have completed 75% of the sales model.

» Sage Level: Determines progress as a simple percentage
of the stages completed.

For example, suppose that your sales model consists of four stages.
When you complete the first two stages, the system calculates that
you have completed 50% of the sales model.

» Task Type: Determines progress as a simple percentage of tasks completed.

For example, suppose that your sales model consists of eight tasks.
When you complete the first six tasks, the system calculates that
you have completed 75% of the sales model.
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Hide Tasksor Show Tasks

Clone

Stage # (stage number) and
Sales Stage

Pipeline Segment

Weight % (weight
percentage)

Tasks

Task # (task number) and
Sales Task

Setting Up Sales Leads and Opportunities

Click to hide or display tasks. If you use tasks associated with your sales
process, display them. Otherwise, hide any tasks that appear here.

Click to access the Clone Sales Process page, where you can copy
or clone the sales process to a different setID. You can clone the
stages and tasks of the process.

Displays the sequence number and stage of the process, and lists the
associated tasks at the bottom of the page.

Click the Add button to create additional stages of the process and associate
tasks with them. The system enters the stage sequence number. You can
override the sequence numbers to reorder the stages.

Identify the pipeline segment to associate with the stage.

In the KES process, pipeline segments include Contact, Develop, Negotiate,
Qualify, Reference, and Retain. You must specify a pipeline segment to
correlate with the stage if you set up pipeline targets for a sales user’s
pipeline segment quotas on the Sales User page.

See Chapter 3, “ Setting Up Sales Security and Personalization,” Defining
a Sales User’s Pipeline Targets, page 19.

Enter the weight percentage that represents that stage’s portion
of the sales model.

For example, if a stage represents half of the sales model, half of the
effort, half of the time, half of the important landmarks, or half of
some other measure, then enter 50 (percent).

Displays the sequence number and name of the discrete activity
that runs as part of a sales stage.

The system enters the sequence number when you add atask. You can
override sequence numbers to reorder the tasks.

Cloning a Process

Access the Clone Sales Process page.
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Clone Sales Process

*SetlD APPO1 O

*Sales Model Mame PSFT (KES)
Select kems to Copy

' Clone Stages

' Clone Tasks

Clone Sales Process page

You can copy (or clone) an existing process with its stages and tasks and then make
adjustments to create a new process.

Setting Up Component Field Default Values

When a sales user creates alead or opportunity, the lead or opportunity description is a required field.
The user can enter any description to identify the lead or opportunity. However, if a user does not enter
a description and saves the lead or opportunity, the system saves a default value for the description
based on a combination of fields set up on the Component Field Default page.

PeopleSoft Sales delivers two default settings for component fields — one for the lead description
and one for the opportunity description. These settings specify that the system populates the lead and
opportunity description with the name of the customer if the sales user does not enter a description.
You can change these default settings by using the Component Field Default page.

Page Used to Set Up Component Field Default Values

Page Name Object Name Navigation Usage
Component Field Default RB_COMP_FLD _DFLT Set Up CRM, Common Set up default valuesfor
Definitions, Component requiredfields.
Configuration, Component
Field Default

Setting Up Component Field Default Values
Access the Component Field Default page.

32 PeopleSoft Proprietary and Confidential




Chapter 4

Setting Up Sales Leads and Opportunities

Component Field Default

Component Mame RSF_LEAD_ENTRY
Field Name DESCRSO

Market Global

Max Length
' None
' Same as Field Length

[¥ Return Blank When All Fields Are Blank Field Length g0

Description

;I T as Specified

LI Max Length
bl
Customize | Find | |_—| First 1of1 Last
Type Static |Qcocours |Rowset Record Field Marne Test Walue
Text level
|Field value | |0 =l |rSF_LE SRCH ww =| |[RSF_LEAD wRkDl =] |BO_NAME = =

This object was delivered by PeopleSoft but updated by the customer,

Test

Component Field Default page

Select the RSF_LEAD_ENTRY and DESCR50 for the Component Name and Field Name to
modify the settings for the lead description, or RSF_OPPORTUNITY and OPPORTUNITY_NAME
to modify the settings for the opportunity description.

Click the Modify System Data button to edit the fields on the Component Field Default page.

If you enter multiple rows, the system concatenates the values from the rows to form the default value.

Max Length (maximum
length)

Return Blank When All
Fields Are Blank

Type

Occurs leve
Rowset

Record

Field Name
Test Value

Test
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Select avalue for the maximum character length of the default value.
Values are None, Same as Field Length, or As Specified. If you select
As Specified, then enter avalue in the Max Length field.

Select this check box to have the system leave the field blank when all
the fields in the criteria grid are blank for the transaction.

Values areField Value, Blank Space, and Static Text. If you select Field
Value, you must enter the Rowset, Record, and Field Name.

Enter the level at which the field is located.
Enter the name of the Rowset that contains the field.

Select the record that contains the Field Name that you use to
populate the description field.

Select the field name that you use to populate the description field.

If you select Field Value for the Type, enter atypical value in thisfield for
testing purposes. Click the Test button to view a potential name. The system
retrieves the actual value based on the field during live input.

Click this button to display the projected lead or opportunity default value,
which appears to the right of the button. If you have multiple rows,
the system concatenates the values from the rows.
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Setting Up Lead Ratings
To set up lead ratings, use the Lead Ratings component (RSF_LEAD_RATING).

To map rate set values to lead ratings, use the Lead Rating by Rate Set Value
component (RT_RS TO_LEAD_RATE).

This section discusses how to:

 Define lead ratings and set workflow triggers.
* Map survey values to lead ratings.

Pages Used to Set Up Lead Ratings

34

Page Name Object Name Navigation Usage
Lead Rating RSF_LEAD_RATING Set Up CRM, Product Defineratings, keyed
Related, Sales, Lead and by setID, to identify the
Opportunity, Lead Ratings nature (or the so-called
temperature) of alead with
regard to the possibility of
becoming asale, and set
parametersfor triggering
workflow.
Rate Set Valueto Lead RT_RS TO_LEAD_RATE Set Up CRM, Product Map branch script rate set
Rating Related, Sales, Lead and valuesto lead ratings.
Opportunity, Lead Rating by
Rate Sets

Defining Lead Ratings and Setting Workflow Triggers

Access the Lead Rating page.

Lead Rating

SetID [PROD

Descr Appliances

~
Customize | Find | |:|

First 1-3 of 3 Last

N Lead Acceptance Motification

*Lead Rating | *Description *Status Last Modified Last Maintained By

01 Cold IF'.I:tive -] 0s/12/2002 S5:44PM SAMPLE =l
0z Warmn IF'.I:tive -] 08/12/2002 S5:44PM SAMPLE =]
03 Hot IF'.I:tive -] 0s/12/2002 S5:44PM SAMPLE =l

This object was added and is maintained by the customer,

Lead Rating page: Rating tab
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Lead Rating
SetID IPROD Descr Appliances
N
Custamize | Find | e First 1-2 of 2 Last
Rating \L

*¥Lead Rating *Description Send Motification? Max Tirne Unit of Tirme
01 Cold - IDa\,r(s) 'I =]
nz warm r [Daytsy =] (=]
03 Hot r [Dayis) =] [=1
This object was added and is maintained by the customer.

Lead Rating page: Lead Acceptance Notification tab

Create ratings (for example, Cold, Warm, and Hot) that you can use to trigger PeopleSoft
Sales workflow natifications. The system sends notifications when a lead or opportunity is
not accepted or rejected within a specified time period.

Send Notification? Select to send an email notification to the worklist explaining that the
lead or opportunity with the specified rating has not been accepted
or rejected within the allowable time.

Max Time (maximumtime)  Specify the maximum delay period—expressed in days, hours, or

and Unit of Time minutes—by which a lead with that rating must either be accepted
or rejected. If the lead is not accepted or rejected within that time,
then the defined workflow is triggered.

Mapping Survey Values to Lead Ratings
Access the Rate Set Value to Lead Rating page.

Rate Set Value to Lead Rating

Rate ID 300009 Refrigerator - Sales Leads

Ratings Custarnize | Find | Yiew All | G First 1-6 of & Lazt
*Sequence number *SetlD *Lead Rating *Rating Category Last Modified Last Maint By

|Hat = [crRmor @ warm =] |qualified =| 11/04/7002 2:31PM SAMPLE =]
| Hat = [sHare QL |warm =] | qualified =| 11/04/7002 2:31PM SAMPLE =]
| warmm = [crmor QL warm =1 | qualified =| 11/04/7002 2:31PM SAMPLE =]
| wrarmm | [sHare QL |warm =l | qualified =| 11/04/2002 2:31PM SAMPLE =]
| Cold = [crmor @ |cald =] |unqualified =| 11/04/2002 2:31PM SAMPLE [=]
| cold = [sHare @ |cold =] |unqualified =| 11/04/7002 2:31PM SAMPLE =]

Rate Set Value to Lead Rating page

When a marketing (or telemarketing) group creates a branch script survey, it defines rate set values so that
the script can translate the overall score into a meaningful rating. You can map those rate set values to lead
ratings here. That way, if the survey score returns the equivalent of alead rating with the rating category of
Qualified, the marketing group can forward the prospect to the sales group as a qualified lead.
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See Also

Chapter 4

PeopleSoft Enterprise CRM 8.9 Marketing Applications PeopleBook, “Using PeopleSoft Telemarketing”

Setting Up Assignment Weights

36

To define assignment weights, use the Assignment Weights component (RSF_ASSIGN_W_TBL).

This section discusses how to define assignment weights.

Page Used to Set Up Assignment Weights

Page Name

Object Name

Navigation

Usage

Assignment Weights

RSF_ASSIGN_W_TBL

Set Up CRM, Product
Related, Sales, Lead and
Opportunity, Assignment
Weights

Define assignment weights
that identify thelevel of
importance for criteriathat
the system usesto determine
the assignment of alead or
opportunity to aterritory.

Defining Assignment Weights

Access the Assignment Weights page.
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Assignment Weights

Assignment Group
SetID IPROD Market Global
Assignment Owner Sales Assignment Group SALES

Description Assignment for Leads and Opps

-}
Define Weights Cuztomize | Find | |:| First 1-10ef 10 Last
Weight Description
0|0 - Ignore

1|1 - Least Immportant
2|2

3|3

4 4

5|5 - Important

6|6

77

a8

[ I Y Y S R
[0 00 00 O] o O] 0] 0] O] o]

9 |9 - Most Important

= Audit Details

Modified 03/08/2004 3:50PM PST BLEE

Assignment Weights page

Predefined assignment weights are delivered with the following anchor weights. You can use or modify these,
and you can define different sets for different combinations of setlDs and assignment groups:

» O isignore.
* 5 is important.
* 9 is most important.

Assignment weights are part of the criteria used in assigning leads and opportunities.
See Also

Chapter 6, “ Configuring Assignment Criteria,” Defining Criteria and Their Weights, page 82

Setting Up Lead Reject and Turnback Reasons
To set up lead reject and turnback reasons, use the Lead Reject Reasons component (RSF_LEAD_RJCT_RSN).

This section discusses how to set up lead reject and turnback reasons.
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Page Used to Set Up Lead Reject and Turnback Reasons

Opportunity, Lead Reject
Reasons

Page Name Object Name Navigation Usage
Lead Reject/Turnback RSF_LE_RJCT_RSN Set Up CRM, Product Definereasons, keyed
Reason Related, Sales, Lead and by setID, for sales

representativesto use
when rejecting or turning
back alead.

Setting Up Lead Reject and Turnback Reasons
Access the Lead Reject/Turnback Reason page.

Lead Reject/Turnback Reason

SetID [FRCD Appliances

Rejection Code *Description *Status Last Modified

DOMOTCMTCT | Do not contact the Lead [active =] 08/12/2002 5:59PM
NOCONTACT  |Lead is nat cantactahle [active =] 0&/12/2002 5:59PM
NOINTEREST Not interested in buying [active =] 08/12/2002 5:59PM

This object was added and is maintained by the customer.

N
Customize | Find | &

First 1-3 of 3 Last
Last Maintained By
SAMPLE =l
SAMPLE (=]
SAMPLE =

Lead Reject/Turnback Reason page

Enter codes and descriptions for rejecting a lead.

To reject or turn back a lead, a PeopleSoft Sales user must identify a reject or turnback reason
on the Lead - Discover page. On the Lead Reject/Turnback Reason page, you define the possible

reasons from which the PeopleSoft Sales user can select.

See Also

Chapter 12, “Assigning a Lead or Opportunity,” Accepting, Rejecting, or Turning

Back a Lead Assignment, page 151

Setting Up Sales Contacts

To set up sales contacts, use the Sales Contact component (RSF_CONT_SETUP).

To set up contact roles, use the Contact Roles component (RSF_ROLE_CD_TBL).

This section discusses how to:

» Set up contact support levels.
» Set up contact impact levels.
» Set up contact titles.

38
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» Set up contact departments.
» Set up contact roles.

Pages Used to Set Up Sales Contacts

Page Name Object Name Navigation Usage

Contact Support RSF_CONT_SUPPORT Set Up CRM, Product Define support levelsfor
Related, Sales, Lead and describing contacts.
Opportunity, Sales Contacts

Contact |mpact RSF_CONT_IMPACT Set Up CRM, Product Defineimpact levelsfor
Related, Sales, Lead and describing contacts.
Opportunity, Sales Contacts,
Impact

Contact Title RSF_CONT_TITLE Set Up CRM, Product Definetitlesfor describing
Related, Sales, Lead and contacts.
Opportunity, Sales Contacts,
Title

Contact Department RSF_CONT_DEPART Set Up CRM, Product Define departments for
Related, Sales, Lead and describing contacts.
Opportunity, Sales Contacts,
Department

Contact Roles RSF ROLE_CD_TBL Set Up CRM, Product Definerolesfor describing
Related, Sales, Lead and contacts.
Opportunity, Contact Roles

Setting Up Contact Support Levels
Access the Contact Support page.

Irmpact Title Departrnent

Contact Support

SetID [PROD

Customize | Find | Yiew &ll | D First 1-2af2 Last

Support 1D Status Description Last Modified Last Maintained B
1 [NEGATIVE [active =] [Megative 08/14/2002 3:27FM  SAMPLE =]
2 [MEUTRAL [active =] [Meutral 08/14/2002 3:27FM  SAMPLE =]
3 [POSITIVE [active =] [Positive 08/14/2002 3:27FM  SAMPLE =]

Contact Support page

Create support levels (for example, Negative, Neutral, and Positive) that enable PeopleSoft Sales users
to identify the type of support that a contact shows for moving the sale forward.

Support levels appear on the Impact tab and the Contact grid of the Discover page in
the leads and opportunities details components.
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See Also

Chapter 4

Chapter 10, “Creating Saes Leads and Opportunities,” Selecting Customer Contacts

for a Lead or Opportunity, page 126

Setting Up Contact Impact Levels

Access the Contact Impact page.

Support Title Departrent
Contact Impact
setiD IPROD
|
Customize | Find | Wiew all | |——| First 1-2af2 Last
Impact ID *Status Description Datetime Added Last Maintained By
1 [HIGH I.Qctive -1 [High 08/14/2002 3:39PM SAMPLE =
2 Loy I.Qctive -] |Low 08/14/2002 3:39PM SAMPLE =]
3 [MED I.Qctive -] [Medium 08/14/2002 3:39PM SAMPLE [=]

Contact Impact page

Create impact levels (for example, High, Low, and Medium) that enable PeopleSoft Sales users to identify
the impact that a contact might have on the customer’s decision to purchase.

Impact levels appear on the Impact tab in the Contact grid of the Lead - Discover
and Opportunity - Discover pages.

See Also

Chapter 10, “Creating Sales Leads and Opportunities,” Selecting Customer Contacts

for a Lead or Opportunity, page 126

Setting Up Contact Titles
Access the Contact Title page.

Support Irnpact b, Departrment

Contact Title

SetID IPROD

Title 1D
1 |ADMIN

Z |DIRECTOR
3 WP

Status Description

Inctive 'I Adrninistrator
Inctive 'I Director
Inctive 'I Wice President

u
Cuztomize | Find | Wiew All | |_—| First 1-3of 2 Last
Last Modified Last Maintained By

08/14/2002 3:39PM SAMFLE
08/14/2002 3:39PM SAMFLE

[+ # &
[ [ ]

03/14/2002 3:39PM SAMPLE

Contact Title page
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Create titles (for example, Administrator, Director, and Vice President) that enable PeopleSoft Sales
users to identify a contact’s position in the customer’s organization.

Note. The contact titles that you set up here are different from the contact roles, which are set up on the
Contact Roles page and are used on the Contact tab. Contact roles are more detailed than titles. For
example, you might set up vice president as a title and vice president of purchasing as arole.

Titles appear on the Organization tab in the Contacts grid of the Lead - Discover
and Opportunity - Discover pages.

See Also

Chapter 10, “Creating Saes Leads and Opportunities,” Selecting Customer Contacts
for a Lead or Opportunity, page 126

Setting Up Contact Departments

Access the Contact Department page.

Support Impact Title \

Contact Department

SetID IPROD

Cusztamize | Find | Wiew all | El First 1-4 of 4 Last

Departrnent ID Status Description Datetirme Added Ea\[st Maintained
1 [EXEC [active =] [Executive 08/14/2002 3:39PM SAMPLE =
2 1T [active =] [infarmation Technalagies 0&/14/2002 3:39PM SAMPLE =
3 [MKTG [active =] [Marketing 08/14/2002 3:39PM SAMPLE =
4 [saLleEs [active =] [sales 08/14/2002 3:39PM SAMPLE =

Contact Department page

Create departments (for example, Executive, 1T, Marketing, and Sales) that enable PeopleSoft Sales users
to identify the department that a contact belongs to in the customer’s organization.

Departments appear on the Organization tab in the Contact grid of the Lead - Discover
and Opportunity - Discover pages.

See Also

Chapter 10, “Creating Saes Leads and Opportunities,” Selecting Customer Contacts
for a Lead or Opportunity, page 126

Setting Up Contact Roles

Access the Contact Roles page.
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Contact Roles

Role Code BUYR
*Gtatus | Active B

*Description [Purchasing Buyer

Long Description ;I

Modified 05/21/2001 S:59PM PDT SAMPLE

Contact Roles page

Define roles (for example, Purchasing Manager, Purchasing Broker, and Vice President of Purchasing) that
enable PeopleSoft Sales users to identify the role that a contact has within the customer’s organi zation.

Contact roles appear on the Contact tab in the Contacts grid of the Lead - Discover
and Opportunity - Discover pages.

See Also

Chapter 10, “Creating Sales Leads and Opportunities,” Selecting Customer Contacts
for a Lead or Opportunity, page 126

Setting Up Sales Partners

42

To set up sales partners, use the Sales Partner component (RSF_PARTNER).
This section discusses how to:

» Set up business partners and contacts.
» Set up partner roles.

» Set up partner status values.

» Set up partner types.

» Set up partner ratings.

Note. PeopleSoft Enterprise Sales has basic functionality for sales partners. For more robust functionality,
use PeopleSoft Partner Relationship Management (PRM). This section only applies if you do not use
PeopleSoft PRM. If you use PeopleSoft PRM, you should use it to set up your sales partners.

See PeopleSoft Enterprise CRM Partner Relationship Management PeopleBook.
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Pages Used to
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Set Up Sales Partners

Page Name

Object Name

Navigation

Usage

Role Type

BO_ROLE_TYPE

Set Up CRM, Common
Definitions, Customer,
Role Type

Set up theroletype of
Partner to describethe
relationship of sales
partners.

Configure Relationship
Views

BO_REL_VWCFG

Set Up CRM, Common
Definitions, Customer,
Configure Relationship
Views

Configurethe partner
rel ationship.

Company RD_COMPANY_MAIN_2 Customers CRM, Company | Create companiesassaes
partners.

Partner Role RSF_PARTNR_ROLE Set Up CRM, Product Definerolesto useto
Related, Sales, Lead and describetherole of apartner
Opportunity, Sales Partner, onyour salesteam.
Partner Role

Partner Status RSF_PARTNR_STAT Set Up CRM, Product Define statusesto usefor
Related, Sales, Lead and partner activity on your
Opportunity, Sales Partner, salesteam.
Partner Status

Partner Type RSF_PARTNR_TYPE Set Up CRM, Product Definetypesto describe

Related, Sales, Lead and
Opportunity, Sales Partner,
Partner Type

partners on your salesteam.

Partner Rating

RSF_PARTNR_RATE

Set Up CRM, Product
Related, Sales, Lead and
Opportunity, Sales Partner,
Partner Rating

Defineratingsto useto
describe partners on your
salesteam.

Setting Up Business Partners and Contacts
Access the Company page.

Enter the following information for the external companies or consultants that you want to set up as
partners: business names, addresses, phone numbers, and the names of the contacts.

See PeopleSoft Enterprise CRM 8.9 Business Object Management PeopleBook, “Defining Company
Business Objects,” Maintaining General Company Information.

Setting Up Partner Roles
Access the Partner Role page.
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Partner Status Partner Type Partner Rating

Partner Role

SetIlD IFROD

w;
Customize | Find | i First 1-5 of 8 Last
Partner Role ID | *Status Description Last Modified Last Maintained By

1| CoACH Active =| [Coach 09/25/2002 10:09AM SAMPLE
Z |DECISION fctive x| |[Decision Maker 09/25/2002 10:11AM SAMPLE
3 [EVALUATOR Active =| |Ewaluator 09/25/2002 10:11AM SAMPLE
4 |INFLUE Active = | |Influencer 09/25/2002 10:114M SAMPLE
5 |[LEACER Active =~ | |Project Leader 09/25/2002 10:11AM SAMPLE
6 [RECOMMEMNDER Active =~ | |[Recormmender 09/25/2002 10:11AM SAMPLE

7 |TECHMICAL Active x| |Technical Buyer 09/25/2002 10:114AM SAMPLE

SHHAHEER

g |USER fctive x| |User Buyer 09/25/2002 10:114M SAMPLE

Partner Role page
Enter a partner role ID, status, and description (for example, Coach, Decision Maker, and Evaluator) to
identify the role of a partner. Add rows to create as many partner roles as you need.

Setting Up Partner Status Values
Access the Partner Status page.

Partner Role Partner Type Partner Rating

Partner Status

SetID IFROD

]
Customize | Find | Wiew All | |_—| First 1-3 of 2 Last
Partner Status 1D | *Status Description Last Modified Last Maintained By

1 [CURRENT [active =] [current b9/25/2002 SAMPLE =
10:114M

2 [FORMER [active =] [Former 09/25/2002 SAMPLE =
10:114M

3 [ouTBUS [active =] [out of Business Egi’ffﬁqﬂ”z SAMPLE =

Partner Status page

Enter a partner status ID, status, and description (for example, Current, Former, and Out
of Business) to identify the status of a partner’s relationship with your organization. Add
rows to create as many partner statuses as you need.

Setting Up Partner Types
Access the Partner Type page.
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Partner Rale Partner Status Partner Rating

Partner Type

5etID IPROD

Custorize | Find | Wiew all | U First 1-5 of 5 Lazt

Partner Type 1D | *Status Cescription Last Modified Last Maintained By
1 [aLLTANCE [active =] [alliance Partners 09/25/2002 10:134M  SAMPLE =
2 [CHANMEL [active =] [Channel Partners 09/25/2002 10:134M  SAMPLE =
3 [DIsTRIBUTOR | [Active =] |Distributar 09/25/2002 10:134M  SAMPLE =
4 [zvsINT [active =] [System Integrator 09/25/2002 10:134M  SAMPLE =
5 [waR [active =] [var 09/25/2002 10:134M  SAMPLE =

Partner Type page

Enter a partner type ID, status, and description (for example, Alliance Partners, Channel
Partners, and Distributor) to identify the types of partners that your organization has. Add
rows to create as many partner types as you need.

Setting Up Partner Ratings
Access the Partner Rating page.

Partner Role Partner Status Partner Type \

Partner Rating

SetID IPROD

L]
Customize | Find | Wiew all | i First 1-4 of 4 Last
Partner Rating ID | *Status Description Last Modified Last Maintained By
1 [EXCEL [active | [Excellent 08/25/2002 SAMPLE =
10:134M

. . 09/25/2002

z [FaIR I.C\ctwe | [Fair Toianm SAMPLE =]
. 09/25/2002

3 [GooD I.ﬁ.ctwe | [Good T e SAMPLE =]
. 09/25/2002

4 [POOR I.ﬁ.ctwe -I Poar e SAMPLE =

Partner Rating page

Enter a partner rating, status, and description (for example, Excellent, Fair, Good, and Poor) to
identify how you rate a partner’s working relationship or proven success with your organization.
Add rows to create as many partner ratings as you need.

Setting Up Sales Competitors
This section discusses how to:

» Set up the competitor relationship.
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» Set up business competitors and contacts.

Pages Used to Set Up Sales Competitors

Page Name Object Name Navigation Usage
Role Type BO_ROLE_TYPE Set Up CRM, Common Set up the role type of
Definitions, Customer, Competitor to apply to
Role Type external competition.
Configure Relationship BO_REL_VWCFG Set Up CRM, Common Configure the competitor
Views Definitions, Customer, relationship.
Configure Relationship
Views
Company RD_COMPANY_MAIN_2 CustomersCRM, Company | Create companiesassaes
competitors.

Setting Up the Competitor Relationship
Access the Role Type page.

Set up the role type of Competitor to identify the relationship of an external company or
consultant with whom you compete for sales. You must also configure the relationship,
so that you can apply it to the external businesses.

See PeopleSoft Enterprise CRM 8.9 Business Object Management PeopleBook, “Defining Control
Values for Business Objects,” Defining Role Types and Role Categories.

See PeopleSoft Enterprise CRM 8.9 Business Object Management PeopleBook, “Defining Control Values
for Business Objects,” Defining Relationship Types and Relationship Categories.

Setting Up Business Competitors and Contacts
Access the Company page.
Enter information for the external companies or consultants that you want to set up as competitors.

See PeopleSoft Enterprise CRM 8.9 Business Object Management PeopleBook, “ Defining Company
Business Objects,” Maintaining General Company Information.

Setting Up Buying Criteria
To set up buying criteria, use the Sales Buying Criteria component (RSF_NEEDS).
This section discusses how to:
» Set up buying criteria types.
» Set up buying criteria impact levels.
» Set up buying criteria priority levels.
» Set up buying criteria status values.

46 PeopleSoft Proprietary and Confidential



Chapter 4

Setting Up Sales Leads and Opportunities

Note. The system does not display buying criteria fields on the Lead - Propose and Opportunity - Propose
pages unless you use display templates to specify that you want to display the buying criteria fields.

See Chapter 4, “Setting Up Saes Leads and Opportunities,” Setting Up Display Templates

for Leads and Opportunities, page 61.

Pages Used to Set Up Buying Criteria

Page Name

Object Name

Navigation

Usage

Buying CriteriaType

RSF_NEED_TYPE

Set Up CRM, Product
Related, Sales, Lead and
Opyportunity, SalesBuying
Criteria, Buying Criteria
Type

Definetypesto useto
describe customer buying
criteria

Buying Criterial mpact

RSF_NEED_IMPACT

Set Up CRM, Product
Related, Lead and
Opportunity, Sales, Sales
Buying Criteria, Buying
Criterial mpact

Defineimpactsto useto
describe customer buying
criteria

Buying Criteria Priority

RSF_NEED_PRIORITY

Set Up CRM, Product
Related, Lead and
Opportunity, Sales, Sales
Buying Criteria, Buying
CriteriaPriority

Define priority levelsto
use to describe customer
buying criteria.

Buying Criteria Status

RSF_NEED_STATUS

Set Up CRM, Product
Related, Lead and
Opportunity, Sales, Sales
Buying Criteria, Buying
Criteria Status

Define statusesto useto
describe customer buying
criteria.

Setting Up Buying Criteria Types
Access the Buying Criteria Type page.
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48

Impact Priority Status

Buying Criteria Type

SetID IPROD

Buying Criteria Type Zustomize | Find | Wiew &ll | D First 1-1z2 of 12 Lazt
Need ID Status Description Last Madified Last Maintained
B

ARFPFUNCT [Tnactive =] |application Functionality 02/23/2004 3:52FM  SAMPLE =
ARCHITECTURE  [Inactive =| |Architecture 02/23/2004 3:52PM SAMPLE =
CONTRACT [Tnactive =] [Contract 02/23/2004 3:52PM SAMPLE =
COST [active =] [Cost 02/23/2004 3:52FM SAMPLE =
CUSTOMIZATION  [Inactive =] |Custamization 02/23/2004 3:52FM SAMPLE =
DATABASE [thactive =] [Database 02/23/2004 3:52PM SAMPLE =
EFFICIENCT [active =] [Energy Efficiency 02/23/2004 3:52PM SAMPLE =
FUNCTIONALITY  [Active =] [Functionality 02/23/2004 3:52PM SAMPLE =
HARDWARE [Tnactive =] [Hardware 02/23/2004 3:52PM SAMPLE =
MAINTEMANCE [active =] Maintenace 02/23/2004 3:52PM SAMPLE =
STORAGE [active =] [Storage Capacity 02/23/2004 3:52PM SAMPLE =
TEMFERATURE [active =] Temperature Accuracy 02/23/2004 3:52FM SAMPLE =

Buying Criteria Type page

Enter a buying criteria ID, status, and description (for example, Application Functionality,
Contract Terms, andCustomization) to identify the types of needs that influence a customer to
purchase. Add rows to create as many types as you need.

See Also
Chapter 13, “Qualifying a Lead or Opportunity,” page 161

Setting Up Buying Criteria Impact Levels
Access the Buying Criteria Impact page.

Type Priarity Status

Buying Criteria Impact

SetID IPROD

Buying Criteria Impact Cusztamize | Find | Wiew All | D First 1-3 of 3 Last
Impact ID Status Description Last Modified Last Maintained By

NEGATIVE [active =] [Megative 08/14/2002 3:36PM SAMPLE =
MEUTRAL [active =] [Meutral 08/14/2002 3:36PM SAMPLE =
FOSITIVE [active =] [Pasitive 08/14/2002 3:36PM SAMPLE =

Buying Criteria Impact page
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Enter an impact I D, status, and description (for example, Negative, Neutral, and Positive) to identify the impact
of buying criteria on the customer’s decision to purchase. Add rows to create as many impacts as you need.

See Also

Chapter 13, “Qualifying a Lead or Opportunity,” page 161

Setting Up Buying Criteria Priority Levels
Access the Buying Criteria Priority page.

Type Impact i Status

Buying Criteria Priority

SetID IPROD

Buying Criteria Priority Custamize | Find | Wiew All | i First 1-4 of 4 Last
Priority ID Status Description Last Maodified Last Maintained By

HIGH [active =] [High 08/14/2002 3:36PM  SAMPLE =
LOW [active =] [Low 08/14/2002 3:36PM  SAMPLE =
MED [active =] [Medium 08/14/2002 3:36PM  SAMPLE =
MORMAL [active =1 [Marmal 08/14/2002 3:36FM  SAMPLE =

Buying Criteria Priority page

Enter a priority ID, status, and description (for example, High, Low, Medium, and Normal) to identify the
priority of a customer’s need for a product. Add rows to create as many need priorities as necessary.

See Also

Chapter 13, “Qualifying a Lead or Opportunity,” page 161

Setting Up Buying Criteria Status Values
Access the Buying Criteria Status page.

Tvpe Impact Priority \_

Buying Criteria Status

SetID IPROD

Buying Criteria Status Cuztemize | Find | Wiew all | D Firzt 1-2of2 Last
Status ID Status Description Last Madified Last Maintained By

CLOSED [active =] [Closed 08/14/2002 3:36FM SAMPLE =
OPEM [active =] [open 08/14/2002 3:36FM SAMPLE =
FENDING [active =] [Pending 02/23/2004 3:52PM SAMPLE =

Buying Criteria Status page
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Enter a status ID, status (Active or Inactive), and description to identify the status of a customer’s
need for a product. For example, you might create a buying criteria status of Closed or Open.
Add rows to create as many status levels as you need.

See Also
Chapter 13, “Qualifying a Lead or Opportunity,” page 161

Setting Up Lead Sources

50

To set up alead source, use the Lead Sources component (RSF_LEAD_SOURCE).

This section discusses how to set up a lead source.

Page Used to Set Up Lead Sources

Page Name Object Name Navigation Usage

Lead Source RSF_LEAD_SOURCE Set Up CRM, Product | dentify common sources
Related, Sales, Lead and for leads.
Opyportunity, Lead Sources

Setting Up a Lead Source
Access the Lead Source page.

Lead Source

Lead Source ADYERTISEMENT

Description |Advertisernent

*Statuslr':'-ﬂti‘v'ﬂ *I

This object was added and is maintained by the customer,

Modified 05/08/2001 1:14PM PDT SAMPLE

Lead Source page

Enter adescription and statusto identify each source from which leadstypically come. PeopleSoft Salesdelivers
several predefined lead sources, including Agreement, Case, Marketing, Online Marketing, Partner, Sales, and
Telemarketing. You can modify or delete these, and you can create as many additional lead sources as you need.

When a PeopleSoft Sales user enters alead, the system uses Sales as the lead source, on the Lead - Qualify page.
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Setting Up Fallout Reasons

To set up fallout reasons, use the Fallout Reason component (RSF_FALLOUT_RSN).

This section discusses how to set up fallout reasons.

Page Used to Set Up Fallout Reasons

Page Name Object Name Navigation Usage
Fallout Reason RSF_FALLOUT_RSN Set Up CRM, Product Define reasonsto describe
Related, Sales, Lead and why an opportunity falls out
Opportunity, Fallout Reason | of sales.

Setting Up Fallout Reasons

Access the Fallout Reason page.

Fallout Reason

Fallout Reason CcCp "‘StatusI-‘:"Cti‘h“E =]

*Description [Customer Cancels Purchase

Long Description ;l

Modified 05/21/2001 6:09FM PDT SAMPLE
Fallout Reason page

Enter a status, description, and long description (for example, Customer Cancels Purchase, Lost
Deal on Price, and Couldn't Meet Delivery Date) to identify the reasons why an opportunity
might fall out of sales. Create as many fallout reasons as you need.

Setting Up Pipeline Segments

To set up pipeline segments, use the Pipeline Segments component (RSF_SEGMENT).

This section discusses how to define pipeline segments.
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Page Used to Set Up Pipeline Segments

Page Name Object Name Navigation Usage
Pipeline Segments RSF_SEGMENT Set Up CRM, Product Define pipeline segmentsto
Related, Sales, Lead and correlate to stages of your
Opportunity, Pipeline salesprocess.
Segment

Defining Pipeline Segments
Access the Pipeline Segments page.

Pipeline Segments
bl
Custamize | Find | Yiew All | |_—| First 1-5of 5 Last
Seguence Pipeline Cescription Status Last Modified Last Maint By
Seqrnent

1 CONTACT Cantact |p.ctive -]

2 QUALIFY cualify |p.ctive -]

3 DEVELOP Develop I.ﬂ.ctive -] =

4 NEGOTIATE Megotiate I.ﬂ.ctive -]

5 RETAIN Retain I.ﬂ.ctive -]

Pipeline Segments page

Pipeline segments correlate to stages of your sales process. The default segments correlate to the
stages of the KES process. Contact, Qualify, Develop, Negotiate, and Retain.

Enter a description and status to identify each pipeline segment to correlate it to the
stages of your business process.

Add rows to create additional segments. The system provides default sequence numbers. You
can override the sequence numbers to reorder the stages.

Pipeline segments appear on the Segment Pipeline page in the Review Pipeline component.
See Chapter 18, “Viewing the Opportunity Pipeline,” page 201.

Note. Other sales process definitions—for example, the Miller Heiman process—work
equally well for defining pipeline segments.

Setting Up Sales Lead Import Templates
To set up saleslead import templates, use the Sales L ead Import Template component (RSF_IMP_TEMPLATE).
This section discusses how to:

* Create a lead import template.
» Rearrange fields on a template.
* View the import template map.
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Understanding Lead Import Templates

When you import leads into PeopleSoft Sales, the system copies data from a spreadsheet to the Leads
table and the Customer Data Model tables. Before you can import leads, you must set up alead import
template that specifies the mapping between the spreadsheet and the tables. PeopleSoft delivers a
default template that can be used as-is, or additional templates can be created if needed. In setting up
alead import template, you use the Sales Lead Import Templates component to:

» Specify the fields to include in the import.

» Map the spreadsheet columns to fields in the Lead table.
» Set up duplicate checking for leads.

» Set up lookup criteria for Customer Data Model fields.

In addition, you can create a spreadsheet template that contains the column headings
for fields that you import into PeopleSoft Sales.

Pages Used to Set Up Sales Lead Import Templates

Page Name Object Name Navigation Usage
Import Template RB_IMP_TEMPLATE Set Up CRM, Product Create templatesfor
Related, Sales, Lead and importing saleslead data
Opyportunity, SalesL ead from comma-delimited
Import Templates spreadsheets.
Resequence Import RB_IMP_SEQ_SEC Set Up CRM, Product Override sequence numbers
Template Related, Sales, Lead and torearrangefieldsona
Opyportunity, SalesL ead template.
Import Templates
Click the Resequence
Fieldslink on the Import
Template page.

Creating a Lead Import Template
Access the Import Template page.
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Import Template Maps

Sales Lead Import Templates

Import Template Name LEAD_IMPORT
Compoenent Interface Name RSF_LEAD_IMPORT
Description Standard Template for importing Sales Leads from a spreadsheet,

Select Fields

Shown below are all the fields in the Compaonent Interface. Check the fields you want to
include in the Excel Template spreadsheet, Then click Generate Template to create an
Excel Ternplate spreadshest.

~ [ Primary {Level 0) Fields

72 [* RSF_LE_CONTACTS {Scroll Level 1)
72 [* RSF_LE_PRODUCTS {Scroll Level 1)
~ [* RSF_LE_NOTE (Scroll Level 1)
Generate Template Reseguence Fields
Created
Modified

Import Template page (1 of 2)

Select Fields

Shown below are all the fields in the Component Interface. Check the fields yvou want to include in
the Excel Template spreadsheet. Then click Generate Template to create an Excel Template
spreadsheet,

¥ [ Primary {Level D) Fields

F = RSF_LE_CONTACTS (Scroll Level 1)

Include | Dedup | Match Recname Match Field Match Match | Force | Field Mame Description
Leads Company|Person Match
I I~ |eo_name | |FIRST_MAME_SRCH | = v [T FIRST_MAME First Mame
I ™ |eo_name | |LasT _NaME_SRCH | = ¥ [T LAST_NAME Last Mame
I O | = | = r [T COUNTRY_CODE Int'l Prefix
I T |eo_srCH_PHN =| [PHONE = = ¥ ¥  WORK_PHOME wark Phone
I | = =] = r [T EXTEMSION Phone Extension
I r | = | = r [T HOME_PHOME Hame Phone
I T |eo_srCH_PHN =] [PHONE = = ~ [T CELL_PHONE Cell Phone
¥ r I ;I I LI = | [ Fax Fax Mumber
I ™ |eo_srcH_EML -| [EMAIL_ADDR = = ~ ¥ EMAILID Ernail 1D
r r | = =] = - [T BO_ID_CONTACT Contact BO 1D
r (i = = .| ™ [ ROLE_TYPE_ID_CNTCT onfact Role Typs
- r | = | - r [T CB_CONVERT_COMTACT Create Contact

Import Template page (2 of 2)

Each level of the leads component interface is included as a collapsible section of the page.
Each section lists al of the fields from that level. Select the fields to include in a Microsoft
Excel spreadsheet to create a template for importing leads data.
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Note. PeopleSoft delivers a default template called LEAD_IMPORT. In the default template, some fields do
not have the Include check box selected. These are system fields that are part of the template for processing
purposes, but would typically not be included in a spreadsheet containing data to be imported.

Note. Accessthe Address Format page to determine the fields used for address formats specific to a country.

See PeopleSoft Enterprise CRM 8.9 Application Fundamentals PeopleBook, “Setting Up
General Options,” Setting Up Address Formats and Values.

Include

Dedup Leads

Match Recname (match
record name)

Match Field

Match Company

M atch Per son

Force Match

Field Name and Description

Custom L abel

Resequence Fields

Generate Template
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Select to include the field in the import of lead data.

Select to enable the system to use this field when searching for duplicate
sales leads. If the system finds a sales lead with data that matches the
spreadsheet data for all the fields checked for deduping, the lead will

be marked as a duplicate and held for review.

Select the record in the Customer Data Model table in which the field is stored.

Select the field in the Customer Data Model record that is equivalent
to the Field Name for the lead.

Select this check box for all fields that the system uses to compare existing
company datain the Customer Data Model tables against imported data.

If the system finds that the imported data for all fields with the Match
Company check box selected matches existing data, then it will not add
the company to the Customer Data Model tables.

Select this check box for all fields that the system uses to compare existing
person data in the Customer Data Model tables against imported data.

If the system finds that the imported data for all fields with the Match
Person check box selected matches existing data, then it will not add

the person to the Customer Data Model tables.

Select this check box to force a match of the imported data with the datain
the Customer Data Model table. For example, an email address is typically
unique and could be used to force a match of a contact.

Displays the name and description of the field in the Leads table
into which the data is imported.

Enter the label or column heading in the spreadsheet from which the
system should retrieve data for the field.

Click to access the Resequence Import Template page, where you can
override sequence numbers to reorder the fields in the template.

Click to generate the template, after selecting the fields, specifying the
custom labels, and resequencing the fields (if necessary).

The system generates a Microsoft Excel spreadsheet template (only the
column headers are provided) and launches it in a separate window. You can
use this as a starting point to enter actual data into the spreadsheet.
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Generating the template automatically saves the entire page. At any time
after the page is saved, you can select the Maps tab to view alist of the
column headings and see how the fields correlate to them.

Warning! If you manually change a column heading in the Excel
spreadsheet, the mapping for that field is lost and the system cannot
determine how to map that column to a database field.

Rearranging Fields on a Template
Access the Resequence Import Template page.

Import Resequencing page

Resquence Import Template

[ Primary {Level 0} Fields
[ RSF_LE_CONTACTS {Scroll Level 1)
[ RSF_LE_PRODUCTS {Scroll Level 1)

=~ RSF_LE_MOTE (Scroll Level 1)

Scroll Number| 12

Showy Mewy Sequence

Import Template Name LEAD _IMPORT

Seguence | Name Field Long Marme
10 RC_SUMMARY Problern Surnmary
20  DESCRLOMNG Motes

Custom Label

Mate Surmmary

Import Resequencing page

Sequence Override the numbers here to rearrange the component level fields, if
necessary. Resequencing the fields here does so for the template only. It
does not affect how fields appear on pages in the components.

Show New Sequence Click to view the fields in the new sequential order. Then, click OK to
accept the new sequence and return to the template page.

Viewing the Import Template Map
Access the Maps page.

56
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Irmport Termplate \

Sales Lead Import Templates

Import Template Mame

= LEAD_IMPORT Map

Column Mame
Business Unit
Lead Description

Cust Role (Z-Company 9-
Consmr)

Custorner Mame
Caonsumer Last Name
Consurmer First Marne
Customer Address Line 1
Customer Address Line 2
Customer Address Line 3
Customer Address Line 4
Customer Address - City

Parent Mame
PS_ROOT
PS_ROOT

PS_ROOT

PS_ROOT
PS_ROOT
PS_ROOT
PS_ROOT
PS_ROOT
PS_ROOT
PS_ROOT
PS_ROOT

Customer Address - State PS_ROOT

Customer Address - 2ip

Code PS_ROOT
Customer Address -

Country PE_RGOT
Lead Rating PS_ROOT
Lead Type PS_ROOT

LEAD_IMFORT

Field Marme
BUSIMNESS_UMNIT
DESCRED

ROLE_TYPE_ID_CUST

Description
Business Unit

Lead Description

Zust Role (Z-Company 9-Consmr)

NAMEL Customer Mame
LAST_MAME Consurner Last Mame
FIRET_MAME Caonsurner First Mame
ADDRESS1 Customer Address Line 1
ADDRESSZ Customer Address Line 2
ADDRESS3 Customer Address Line 3
ADDRESS4 Zustomer Address Line 4
CITYr Customer Address - City
STATE Customer Address - State
POSTAL Customer Address - Zip Code
COUNTRY Custarmer Address - Country
LEAD_RATIMNG Lead Rating

LEAD_TYPE Lead Type

Maps page

After you generate the template, view alist of the column headings to see how the fields correlate.

Setting Up the Summary Page for Leads and Opportunities

The Lead and Opportunity components contain a summary page that sales representatives and managers can
use to view high level information about alead and opportunity. PeopleSoft delivers a standard summary page
for leads and opportunities. However, you can customize the summary page to meet your specific needs.

See Chapter 16, “Managing L eads and Opportunities,” Managing a Lead or Opportunity

by Using the Summary, page 191.

Page Used to Set Up the Summary Page for Leads

and Opportunities

Page Name

Object Name

Navigation

Usage

Summary Page Setup

RB_SMRY_GRID

Set Up CRM, Common
Definitions, Component
Configuration, Summary
Page Setup

Customize the summary
pagefor leadsand
opportunities

Setting Up the Summary Page for Leads and Opportunities
Access the Summary Page Setup page.
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Summary Page Setup
Component Name RSF_LEAD_ENTRY Market Global
Page RSF_LEAD_SUMMARTY
% Top Summary Box Title
Message Set Number| 173833 Q Message Number| 1153 Q
Tile Text Lead Surmmary
Summary Sections Find | Miew All First 1of 7 II' Last
= Summary Section Title El
Message Set Mumber| 173335 Q, Message Number 197 2,
Title Text Summary
" Base Scroll Record and Page
¥ Include in Top Summary Box Seq Nbr| 1 3
¥ Populate with level 0 data
Occurs 1

*Base RecurdIRSF_LEP.D =]
Page Mame |RSF_LE_DET_SEFP ]
Parent Page | RSF_LEAD_ENTRY =

Summary Page Setup page (1 of 2)
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=~ Hyperlink Record and Field

Record Namel ;I Field Namel ;l

~ Summary Line Text

Message Set Number| 17833 O Message Mumber| 1193

Summary Text |[Estimmated Revenue 91 |%2, |Lead Source %3, |Lead Type %d ;I

Explain Text |The Message Text above is used on the Sales Lead summary page. ;I
For exarnple, it might say; Estimated Revenue $1,000,000 USD,
Lead Source Phone Inquiry, Lead Type Inguiry. The special

character "|" is used to delineated each part of the message, for the
purpose of blanking out a part of the message when the Bind value is
ernpty., x
Summary Text Bind Fields First 1-4 of 4
Seq |Record Mame Field Mame Use Short| Use Long | Use Formatted
mLAT HLAT Display Yalue
1 [REF_LEAD_WRKD1 =] [EsT_REVENUE B = r i lick Cal 0 P SfE
2 |RSF_LEAD | |cURRENCY_CD =l i i =]
3 |RsF_LEAD =) |LteaD_sourRcE_ID - T i W =]
4 |RSF_LEAD | |LEaD_TvPE -l ¥ r r =]

Summary Page Setup page (2 of 2)

Select RSF_LEAD_ENTRY as the Component Name to set up the summary page for leads or
RSF_OPPORTUNITY as the Component Name to set up the summary page for opportunities.

It is recommended that you do not change the information in the Top Summary Box Title section.
Create a summary section for each topic that you want to include in the summary.

The delivered summary page for leads includes the following sections. summary, contacts,
tasks, notes, team, products, and quotes.

The delivered summary page for opportunities includes the following sections: forecast, sales
stage, contacts, tasks, notes, team, products, and quotes.

M essage Set Number Enter the message set number for the PeopleSoft application. In most
cases, you use 17833 (Sales Force Automation).

M essage Number Enter the message number, which determines the section heading.

Title Text The system displays the text that it displays on the summary page. This

text is based on what Message Number that you select.
Base Scroll Record and Page

Includein Top Summary Select this check box to include this section in the summary
Box box at the top of the page.
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Populate With level 0data  Check this box to indicate that the data being displayed in the section
comes from level O, as opposed to a scroll of information. For example,
on the Lead - Summary page, level 0 information is from the highest
level RSF_LEAD record, whereas a scroll of information is the list
of contacts or products pertaining to the lead. Note that only the Top
Summary Box can contain level 0 information.

Seq Nbr (sequence number)  Enter a sequence number for the section.

Occurs Enter the number of rows to include in the section. For example, if the section
contains alist of contacts, enter the number of contacts to show.

Resequence button Click this button to resequence the sections based on changes that
you have made to the Seq Nbr field.

Base Record Select the record that contains the data that you want to display.

Page Name Select the page that you use to maintain and view the data that you

want to display on the summary page.

Parent Page Select the parent page that you use to maintain and view the data that you
want to display on the summary page. Thisis also where the system transfers
the user when the user clicks a link on the summary page.

Hyperlink Record and Field

Record Name If you want to have alink in the section, enter the record that contains
the field for which you want to create a link.

Field Name If you want to have a link in the section, enter the field for
which you want to create a link.

Summary Line Text

M essage Set Number Enter the message set number for the PeopleSoft application. In most
cases, you use 17833 (Sales Force Automation).

M essage Number Enter the message number, which determines the main text that
the system displays in the section.

Summary Text The system displays the variables and text that is displays in the
section. The variables are designated by the percent sign, followed
by a number — %1. The number of the variables correspond to the
numbers in the Summary Text Bind Fields section.

Explain Text The system displays an explanation of the text that it displays in the section.

Summary Text Bind Fields

Seq (sequence) Enter the sequence number. This number is associated with the
variable number in the Summary Text field.

Record Name Select the record that contains the field that the system displays.

Field Name Select the field that the system displays.
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Use Short XLAT If the field has translate values (also called XLAT values), selecting this
check box indicates that you want to display the short translate value.
For example, a LEAD_TYPE field might have a value of QU and a short
tranglate value of Qualified. Check the Use Short XLAT check box to
display Qualified on the summary page instead of QU.

UseLong XLAT If the field has translate values (also called XLAT values), selecting this
check box indicates that you want to display the long translate value. For
example, a LEAD_TY PE field might have a value of QU and along
translate value of Qualified Lead. Select the Use Long XLAT check box to
display Qualified Lead on the summary page instead of QU.

Use Formatted Display Select this check box to display the formatted display value of the
Value field. For example, for a currency field, you may want to display
$1,000.00 instead of the raw data of 1000.

Setting Up Display Templates for Leads and Opportunities

PeopleSoft Sales has display templates that enable you to control the appearance and behavior of
the Lead and Opportunity components for specific business needs. For the Opportunity component
(RSF_OPPORTUNITY), PeopleSoft Sales has one display template named CORE. For the Lead
component (RSF_LEAD_ENTRY'), PeopleSoft Sales has three display templates:

« CORE
Determines the appearance and behavior of the Lead component for enterprise users.
« PRM_SALES
Determines the appearance and behavior of the Lead component for partner users.
* FS_SALES
Determines the appearance and behavior of the Lead component for wealth management referrals.

See PeopleSoft Enterprise CRM 8.9 Automation and Configuration Tools PeopleBook,
“Configuring Display Templates’.

Page Used to Set Up Display Templates for Leads
and Opportunities

Page Name Object Name Navigation Usage
Display Template RDT_TMPL_PAGE Set Up CRM, Common Set up display templatesfor
Definitions, Component leads and opportunities.

Configuration, Display
Template Details

Display Template - Page RDT_TMPL_SECTN From the Display Template | Useafunctiona option with
Definition page, select apage. Click the | the display template.

Show Section Detailslink.

Select the Security tab for a

section.
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Setting Up Display Templates for Leads and Opportunities
Access the Display Template page.

Display Template
Template ID CORE Description Base Functionality
Component RSF_LEAD_ENTRY
Pages
Enable |Sumrmary Add Mode Update Mode Comments
Default Default
I~ Surnmary | -
¥ Discover ¥ W
I~ fssign | -
¥ Qalify - -
Ird Propose | r
- Referral [ =
I Tasks | -
I~ Motes - -
¥ Histary | -
Display Template page (1 of 2)
General Options
Option Value Camrments
360 Version | ;l Choose the 360 type to use for this ternplate.
Application Set Extension |Sa|es Externszions ;l This contains functions to handle additional business
logic to be performed when the user clicks on selected
tabs, hyperlinks, etc, Do not change this value unless
yvou are familiar with this Application Class Extension,
B Search Adapter Name | ;l Choose the Adapter to use for this template on this
cormponent
Ernail Ternplate for Case Motes | ;l Choose the E-mail Form ID that you want to use to E-
mail Case Motes,
Portal Mame |EMPLOYEE ;l Select the Portal to use for Transferring using a
Content Reference,
Portal Cbject Name CR_RSF_LEAD_EMTRY_GBL O Select the Content Reference to use for transfers

Display Template page (2 of 2)

The following table contains the default configuration for the pages defined for the CORE
display template for the Lead and Opportunity components.
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Page Configuration

Summary You configure the Summary page by using the Summary Page Setup page.

See Chapter 4, “ Setting Up Sales L eads and Opportunities,” Setting Up the
Summary Page for L eads and Opportunities, page 57.

Thefunctional option CORE_RS-_SUMMARY determines whether auser can
view the Summary page.

See Chapter 3, “ Setting Up Sal es Security and Personalization,” Setting Up
Functional Options, page 24.

Discover Displaysthe following sections. Customer, Lead/Opportunity Details, Contacts,
Accept/Reect. If you haveinstalled PeopleSoft Partner Rel ationship M anagement,
you should enable the Partner section on the display templ ate.

Assign Displaysthe Sales Team Members and Partner sections. If you haveinstalled
PeopleSoft Partner Relationship Management, you should disable the Partner
section and enable Add Partner Rep section on the display template.

Qualify Displaysthe Campaign, Competition and Survey sections.

Propose Displaysthe Product and Quote/Order sections. For opportunities, it also displays
the Forecast section.

Using a Functional Option With the Display Template
Access the Display Template - Page Definition page.
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Display Template
Page Definition
Template ID CORE Description Base Functionality
Component Name RSF_LEAD _ENTRY Page REF_LEAD_QUALIFY
N,
Sections Customize | Find | ﬁ First 1-12 of 12 Last
EnablelSectinn Label Section ID |Cnmments
¥ Campaign CAMPAIGN
¥ Mo Label COMPETITION
Ird Mo Label SURVET
- Lead LEAD_HEADER
- Custormer CUSTOMER
Il Mo Label CONTACT
Il Accept/Reject Lead ACCEPT_REJECT
- Mo Label SALES_TEAM
- Mo Label BUYING_CRITERLA
- Mo Label PRODUCT
- Mo Label QUOTE_ORDER
- Mo Label PARTHER_GRID
[E Preview Page Return
= Hide Section Details

Display Template - Page Definition page (1 of 2)
Section Information
CAMPAIGN

The CAMPAIGMN section has no fields defined.
k'
COMPETITION Custernize | Find | ] First 1-2 of :
General
Enable | Label |Field Marne |Secure Field | Functional ©Option Code |Functiona| Option
I~ Competition - (o}
2 Comrments = CORE_RSF_ADYANCCL Core RSF Advanced
N
SURYEY Zustornize | Find | i First 1-z
Security

Enable | Label Field Marne Sort Order | Commments

1 Main survey Tah

2 Survey Status tab

Display Template - Page Definition page (2 of 2)

You can enter CORE_RSF_ADVANCED in the Functional Option Code field to either display or hide afield or
grid tab in the Lead or Opportunity component depending on the setting of the functional option for a user.
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See Chapter 3, “Setting Up Sales Security and Personalization,” Setting Up Functional Options, page 24.

This table displays the grid tabs and fields in the delivered CORE display template for leads and
opportunities that have CORE_RSF_ADVANCED in the Functional Option Code field.

Page - Section Grid Tab or Field
Discover - Contacts Phonestab, Impact tab, Organization tab, Correspondence tab
Assign - Sales Team Members Territory tab, Additional Detailstab, Commentstab
Qualify - Competition Commentstab
Qualify - Survey Statustab
Propose - Forecast (opportunity only) Revenue Typefield
Propose - Quote Order tab, Audit tab

If you want to hide or display specific fields or grid tabs in the Lead or Opportunity
component, you can edit the CORE display template.
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CHAPTER 5

Setting Up Sales Forecasts

This chapter provides an overview of forecast setup and discusses how to define forecast elements.

Understanding Forecast Setup

Sales managers can use forecasts in PeopleSoft Sales to predict sales for a specific time period. You
create a forecast in PeopleSoft Sales by uniquely identifying a forecast name and a time frame. The
forecast name is a user-defined text field that you can use to describe characteristics of the forecast.
The time frame specifies a particular week, month, quarter, or year.

For example, suppose the current dateis April 1, 2004 and you are forecasting the sales of freezers for the
third quarter of 2004 (July 1 to September 30). You generate forecasts monthly, so you expect to reforecast on
May 1, 2004 and June 1, 2004. You can create three forecast names to meet your forecasting needs:

* Freezers: Apr
* Freezers. May
* Freezers: Jun

For the time frame, you must set up quarterly time frames in 2004. When you create a
forecast, you then choose one of the forecast names and the third quarter 2004 time frame.
Use the Time Frame component to set up time frames.

See PeopleSoft Enterprise CRM 8.9 Application Fundamentals PeopleBook, “Defining Holiday
Schedules,” Defining Holiday Schedules, Time Frames, and Sales Quota Rollups.

Defining Forecast Elements
To define forecast names, use the Forecast Names component (RSF_FCAST_ID).
To define forecast types, use the Forecast Type component (RSF_FCAST_TY PE).
To define revenue types, use the Revenue Type component (RSF_REV_TY PE).
This section discusses how to:

» Define forecast names.
» Define forecast types.
» Define revenue types.
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Pages Used to Define Forecast Elements

Chapter 5

Page Name Object Name Navigation Usage

Forecast Name RSF_FCAST_ID Set Up CRM, Product Defineforecast names.
Related, Sales, Forecat,
Forecast Names

Forecast Type RSF_FCAST_TYPE Set Up CRM, Product Defineforecast
Related, Sales, Forecast, types (user-defined
Forecast Types classifications).

Revenue Type RSF_REV_TYPE Set Up CRM, Product Definerevenue types.
Related, Sales, Forecast,
Revenue Types

Defining Forecast Names

Access the Forecast Name page.

Forecast Name

Forecast Mame APPLIAMNCE

*Description [4ppliance Forecast

*Status | Active
*Expected Forecast Date (01/01/2004

Forecast Thru Date |12/31/20044

Modified 04/29/2004 2:48PM PDT BLEE

)

—+
B3

Forecast Name page

Expected Forecast Date
name to generate a forecast.

Enter the date on which the sales users can use the forecast

For example, suppose today is May 1, 2004 and you are setting up a
forecast name called Freezers.June for a forecast that will occur in June
2004. You do not want to make this forecast name available until June
2004, so you enter an Expected Forecast Date of June 1, 2004.

Forecast Thru Date
(forecast through date)

Enter the ending date for forecasting.

For example, suppose you are going to stop selling aproduct at the end of 2004.
In this case, establish a forecast name with a Forecast Thru Date of December
31, 2004. Sales users cannot use the forecast name to generate a forecast for
the product for any time frames that begin after December 31, 2004.

The system generates a list of possible forecasts for a forecast name when there are time frame
periods defined. For example, suppose you enter an expected forecast date of July 1, 2004 and
a forecast through date of September 30, 2004. The system builds a list of possible forecasts
using that forecast name and the following time frames:
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July, August and September 2004 (if you use monthly time frames).

Third quarter 2004 (if you use quarterly time frames).

2004 (if you use yearly time frames).
The system displays the list of possible forecasts on the Add Forecast and Search Forecasts components.
Use the Time Frame component to set up time frames.

See PeopleSoft Enterprise CRM 8.9 Application Fundamentals PeopleBook, * Setting
Up Genera Options,” Setting Calendar Options.

Defining Forecast Types
Access the Forecast Type page.

Forecast Type

Forecast Type COMMIT
Description |[Commited

*Short Description |[Commit

*Gtatus | Active =

2 Available on Opportunity

Modified

Forecast Type page

Use forecast types to categorize opportunity forecast revenue activity according to the business needs.
For example, you might define forecast types of Adjusted, Confirmed, Committed, and Open. Forecast
types are not predefined; typically, they are quite different for different kinds of business.

Available on Opportunity Select to make the forecast type available from the opportunity pages,
where you define or update an opportunity.

When this check box is cleared, the forecast type isavailable only from forecast
pages, where, typically, it is used to categorize types of adjustment activity.

Defining Revenue Types

Access the Revenue Type page.
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Revenue Type

Revenue Type ID MNEWSALE

*Description |[New Sale

*Statusl.ﬁ.ctive -]
Revenue Dimension 1 MNEW REVEMNUE

Revenue Dimension 2 |SALES

Modified 10/18/2001 11:424M PDT SAMPLE

Revenue Type page

Revenue Dimension 1 and Revenue dimensions provide a mechanism for consolidating revenue
Revenue Dimension 2 types to forecast revenue analysis. When you have many revenue types,
you can group them by using revenue dimensions.

For example, one dimension might be the type of revenue (new, upsell,
or repeat) and the other dimension might be the type of product or
service (license, warranty, or maintenance).

* If the revenue type ID is New License, you might have dimensions
of New Revenue and License.

* |If the revenue type ID is Warranty Add On, you might have the
dimensions of Upsell and Warranty.

* If the revenue type is Renew License, you might have the dimensions
of Repeat Revenue and License.

When reviewing forecasts, you can generate subtotals for revenue
types and revenue dimensions.
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CHAPTER 6

Configuring Assignment Criteria

This chapter provides an overview of assignment groups and discusses how to configure
lead, opportunity, and account assignment criteria

Understanding Assignment Groups

An assignment group contains the criteria that the system uses to determine how to assign sales representatives
to alead or opportunity. After you create an assignment group, you can associate the assignment group

with aterritory tree. When a sales user adds a lead or opportunity and clicks the Assign Sales Rep

button, the system uses the assignment group associated with the territory tree to determine how to

select the sales representative and team. The system uses the following steps:

1. The system selects one or more appropriate territories by evaluating the lead or opportunity.

This system bases this evaluation on user-defined criteria and weights entered for the assignment
group. The criteria could be the customer, product, region or industry. The system uses
these criteria and weights to generate a score for each territory.

2. If you specify manual selection on the assignment group, the system allows the user to choose a sales
representative or team from alist, which only contains representatives or teams from the selected territories.

3. If you specify automatic selection on the assignment group, the system uses user-defined options for
the assignment group to choose a sales representative or team from the selected territories.

Thistable illustrates the possible assignment configurations that you can enter for an assignment group:
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Azzignment Configurations

Buzine== Unik
Restriction?

‘fes

Mo

Single
Territory

Single FRep

Butomatic

Frimary Fep

Found Fobin -

Time

Found Fobin -

BAuailabilicy

Manual Selection

‘whole Team

Butomatic

Manual Selection

Multiple
Territories

Single Team

Single Rep

Butomatic

Round FRobin -

Time

Found Fobin -

Auailability

Manual Selection

‘w'hole Team

Butomatic

Found Fobin -

Time

Found Fobin -

Auailability

Manual Selection

Bl Teams

Single Rep

Butomatic

Frimary Fep

Found Fobin -

Time

Found FBobin -

Auailability

Manual Selection

‘w'hole Team

Butomatic

Manual Selection

Lead and opportunity assignment configurations

The following examples show how the system assigns the sales representative if you use the following
assignment group settings (see assignment group field definitions for more information):

» Multiple Territories — 2: Search the tree to find the territories to which the sales representative is assigned,
and if the user is assigned to multiple territories, find the two top-weighted territories.

All Teams: Within each territory, the system identifies al teams to which the user is assigned.
Single Rep: From each territory team, the system lists only one representative.
Primary Rep: The representative from each top-weighted territory is the primary representative.

The system identifiesonly thefirst onein thelist asthe primary representative for the lead or opportunity team.

No Business Unit Restriction: The system assigns the item to the primary representative, who, because there
is no restriction, might or might not be in the same business unit as the current sales representative.

Example 1. Let'slook at a single tree, where the system determines which territories in the tree are

best suited to receive the assignment, based on the defined criteria and weights, and finds the most

suitable single representative or whole team using the specified methods.

This table lists the data in the system and the criteria from which the system must select the

most suitable territories for the assignment in this example:

74
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Territory V\Ieoit;rllt Product Weight Region Weight Industry Weight

Western 9 Freezers 5 West 4

Eastern 5 Refrigerators | 5

Northern 3 Computers 3
Territory  Single Territory: The system selects Western, because, with atotal

weight of 9, it is the single highest weighted territory.

» Multiple Territories: By default, the system looks for the two best suited

territories, but you can increase the number of territories for which to search.

In the default case, the system selects the territories of Western, with a
total weight of 9, and Eastern, with a total weight of 5.

Note. With multiple territories, you can search within asingle team in each
suitable territory or within all teams in each suitable territory.

In this single territory scenario, the system then uses the Western territory data, as listed in this table,

to select the most suitable single representative or whole team within that territory:

Sales Last Assigned Availability Primary in
Territory Representative Date Count Team?
Western ABC 6/1/2002 10 Yes
Western LMN 5/1/2002 2 No
Western XYZ 4/1/2002 8 No

Based on the modes and options specified, the system finds:

Automatic Assignment For each option in the automatic assignment mode, the system finds:

* Primary Rep: The system selects ABC, because this representative
is designated as the primary team member.

* Round Robin, Time: The system selects XYZ, because, with a
last assigned date of 4/1/2002, this representative has gone the
longest without a new assignment.

* Round Raobin, Availability: The system selects LMN, because, with only
two leads, this representative has the highest availability.

Manual Assignment The system finds the single territory of Western as well asits sales

representatives — ABC, LMN, and XYZ.
Select the sales representatives to assign.
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Example 2: Let's look at atree where territories overlap. The system determines which territoriesin
the territory tree are most suited based on common factors and the defined criteria and weights. It also
finds the most suitable single representative or whole team using the specified methods.

This table lists the data in the system and the criteria from which the system must select
the matrix territory most suitable for the assignment:

Total
Territory Weight Product Weight Region Weight Industry Weight
Osborne 9 Pianos West 4
Western
Osborne 7 Pianos Trucking 2
Trucking
Trucking 2 Trucking 2
Territory The system selects Osbor ne Western and Osborne Trucking, because these are

the highest weighted territories with common factors. Together they form
the matrix organization of Osborne and the matrix product of Pianos.

The system then uses the matrix territory data, which is listed in this table, to select the most
suitable single representative or whole team within the territory:

Sales Last Assigned Availability Primary in
Territory Representative Date Count Team?
Osborne Western A 6/1/2002 Yes
Osborne Western B 5/1/2002 No
Osborne Trucking AA 5/1/2002 Yes
Osborne Trucking BB 5/16/2002 No

The system must consider all teams in the multiple territories. Based on the specified
modes and options, the system finds:

Return Search Results for For the automatic assignment mode, the system returns results for each option:
» Single Rep: The system selects one candidate for each team.

The system selects A and AA, because these are designated as the
primary team members for each territory.

- Primary Rep: The system selects A as the primary matrix team member,
because this representative is the first in the list.
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- Round Robin, Time: The system selects B and AA, because
these representatives have gone the longest on their teams
without a new assignment.

- Round Robin, Availability: The system selects B and BB, because
these representatives have the least number of assignments on their
teams and, therefore, have the highest availability.

* Whole Team: The system selects the whole team from each territory.

The system selects A, B, AA, and BB. It adds the whole team to the
lead's sales team and selects A, the first representative in the list, as
the primary sales representative for the sales team.

Manual Assignment The system finds the multiple territories of Osborne Western and Osborne
Trucking as well as al members of each team — A, B, AA, and BB. Select
the sales representatives to add to the sales team, and select the primary
sales team representative. You can have only one primary.

Configuring Assignment Criteria
To configure assignment groups, use the Configure Assignment Groups component (RSF_ASSIGN_CONFIG).
This section discusses how to:

* Create assignment groups.
* ldentify component records to use.
» Define criteria and their weights.

Pages Used to Configure Assignment Criteria

Page Name Object Name Navigation Usage

Assign Group RSF_ASSIGN_GROUP Set Up CRM, Product I dentify parameters
Related, Sales, Territory, for assigning leads or
Configure Assignment opportunitieswithin a
Groups specified group.

Component Records RSF_ASSIGN_RECS From the Assign Group page, | Identify componentsfor
select the Component defining atreeand its
Recordstab. territories, and define

records and fieldsfor the
round robin assignment

method.
Criteria RSF_ASSIGN_CRIT From the Assign Group page, | | dentify weighted search
select the Criteriatab. and match criteriato find

candidatesfor assignment.

Component RSF_ASSIGN_COMP From the Criteriapage, click | Determine which
the Component link. components use the
specifiedfield.
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Creating Assignment Groups
Access the Assign Group page.

Chapter 6

Component Records Criteria

= Assignment Group

SetID IPROD

Assignment Owner|5ales

*Description

= Assign To
o Single Territory
o Multiple Territories
Multiple Team Option

. Single Team
# Al Teams

=~ Return search results for
C Single Rep
T whole Team

Market

*Assignment
Group

How Many?

Global
GLOBAL SALES

2

Assign Group page (1 of 2)

* Choose from multiple matches
Assignment Mode
' Automatic Assignment
' Manual Selection
Automatic Options
r Primary Rep
¥ Round Robin

~ Restrict to Business Unit

Restrict assignment to within the Business Unit of transaction?

r Assign within Business Unit

g Time
= Availability

Assign Group page (2 of 2)

Assignment Group

Assignment Owner

Select an owner for the assignment group. Select Salesif you use

the assignment group to assign sales representatives to leads and
opportunities. Select Account Management if you use the assignment
group to assign sales representatives to accounts.

If you select Account Management, the system sets the following defaults
and makes the fields unavailable for editing:

» Assign To: Single Territory

» Return search results for: Entire Team
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Assign To

Single Territory Select to have the system select sales representatives or teams in
the single top-weighted territory.

Multiple Territories Select to have the system select sales representatives or teams in
multiple top-weighted territories.

How Many? If you select Multiple Territories, enter the number of territories to search.

Single Team or All Teams If you select Multiple Territories, you can select Single Team to
assign representatives only from within the single team that best fits
the assign criteria, or select All Teams to assign representatives from
within al teams that match the assign criteria.

If you select Multiple Territories, the system selects All Teams
by default. You can override this.

Return search results for

Single Rep Select to assign to a single territory team member of the chosen territory.

Whole Team Select to assign to all territory team members of the chosen territory.

When you select Multiple Territories, the system selects Whole
Team by default. You can override this.

Note. In PeopleSoft Sales, there are territory teams, salesteams, account teams,
and lead or opportunity teams. The territory team, which is the team that you
use here, isthe group of individual sales users who are assigned to a territory.

Choose from multiple matches

Use the Assignment Mode group box to select the assignment mode.

Automatic Assignment Select to allow the system to assign leads or opportunities
within the assignment group.

When selected, the Automatic Options group box becomes available.

Manual Selection Select to enable sales users to assign leads or opportunities manually
within the assignment group.

When selected, search results are listed as candidates for assignment
when the user clicks the Assign Sales User button on the Lead -
Assign or Opportunity - Assign page.

Note. To enable sales usersto assign sales representatives manually to leads or
opportunities, you must select the Manual Selection check box, and select

the Manually Reassign Leads, Manually Reassign Opportunities, and the
assignment group Manual Selection check boxes on the Sales Access profile.

Use the Automatic Options group box to evaluate multiple matches automatically to narrow the selections
to a single representative. This areais unavailable if you select any of these options:

 Manua Selection.

» Single Territory and Whole Team.
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* Multiple Territories, All Teams, and Whole Team.

Primary Rep

Select to have the system evaluate the territory team and select only the team
member who is designated as the primary on the Territory page.

Round Robin and Time or Select to have the system evaluate the territory teams to select candidates

Availability

based on either time or availability parameters.

» Select Time to identify the sales representatives who have gone the
longest without a recent assignment according to the record and field
set on the Round Robin - Last Assigned tab on the Component Records
page and the time stamp on the Territory Definitions page.

» Select Availahility to identify, according to the record and field set on
the Round Robin - Availability tab on the Component Records page,
the representatives who have the least number of leads or opportunities
assigned to them with the following status:

- For Leads, the status of New, Open, Accepted, Referred, Imported,
Working, Converted to Opportunity, Rejected, Deferred or Turnback.

- For Opportunities, the status of Open.

Restrict to Business Unit

Assign within BusinessUnit  Select to permit assignments only to sales representatives in the same business

unit as the business unit to which the lead or opportunity belongs.

Identifying Component Records

Access the Component Records page.

Assign Group b, Criteria
Assignment Group
SetID IPROD Market Global
Assignment Owner Sales Assignment Group SALES

Description Assignment for Leads and Opps

u
Customize | Find | |_—| First 1-2 of 2 Last
| Round Robin - Last &ssigned Round Robin - &vailability
Description Criteria Group
Lead Entry Q Territary ID E|
Dpportunity Details Q, Territary ID E|
B Save LEL Return to Search Mg in List +[E Previous in List S Acid

Description

Component Records page: Components tab

Components Tab

Select the Components tab.

Enter the components to use for the assignment group. The components that
you enter appear on the Round Robin - Last Assignhed and Round Robin -
Availability tabs, and they populate the Components field on the Criteria page.
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Round Robin - Last Assigned Tab
Select the Round Robin - Last Assigned tab.

Configuring Assignment Criteria

Assignment Group
SetID IPRCD
Assignment Owner Sales

Description Assignment for Leads and Opps

Assign Group b Criteria

Market Global

Assignment Group SALES

|
Customize | Find | ] First 1-z of 2 Lazt
Components Round Robin - Availability
Description Last Assigned Recaord Field
Lead Entry aQ Round Robin By Time Wie Gl Last Assigned Date Q =]
Opportunity Details '} Round Robin By Time Wie L Last Assigned Date Q =]
& Save EL Return to Search e in List +[Z Previous in List [Evadd

Component Records page: Round Robin - Last Assigned tab

L ast Assigned Record

Enter the record and field to read on the specified component to determine

and Field which representative has gone the longest without a recent assignment.

The Last Assigned Date on the Lead Entry and Opportunity Details
components is used in the Round Robin - Time assignment method. The time
stamp on the Territory Definitions page is initialy set to 01/02/1000 and
updated each time that an individual who is a sales user is assigned to the
territory and each time that alead or opportunity is assigned to that individual.

See Chapter 7, “Creating Territory Trees,” Creating or Editing

Territories, page 89.

Round Robin - Availability Tab
Select the Round Robin - Availability tab.

Assignment Group
SetID IPRCOD
Assignment Owner Sales

Description Assignment for Leads and Opps

Assign Group b Criteria

Market Global

Assignment Group SALES

Customize | Find | D First 1-2 of 2 Last
Caornponents Round Robin - Last Assigned \

Description Availability Record Eield

Lead Entry (o} availability For Leads CL availability Count Q. =

Cpportunity Details (&} &vailability For Opport L Availability Count Q. =

B Save EL Return to Search et in List +E] Previous in List S Acd
Component Records page: Round Robin - Availability tab
Availability Record and The system internally counts the available leads and opportunities.
Field Enter the record and field for the system to read (from the specified
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component) to determine which representatives have the least number
of leads or opportunities assigned to them.

Defining Criteria and Their Weights

Access the Criteria page.

Assign Group Component Records \L

Assignment Group

SetID [PROD

Assignment Owner Zales

Market Global

Assignment Group SALES

Description Assignrnent for Leads and Opps

Criteria Custamize | Find | E First 1-2of 8 Last
| Record Component

*Code |Description Required | Weight

1 Custarmner r E =] =]
e Region [ I? =] =]
3 Industry [ |E| ;I =]
4 Froduct Group | |3 =] =]
5 Product ID (i E =] =
& Lead Source r B =] =]
7 Fostal Code | |0 - Ignore =] =]
=] Company Revenue - |I:I - Ignore ;I E|
wieight Definitions

B save Ll Return to Search Mext in List +E Previous in List s 2ol

Criteria page: Details tab

Weight Definitions

Details Tab

Code and Description

Required

82

Click to access the Assignment Weights page to determine or
define weights to choose from for assignment criteria or to add
new weights to the assignment group.

See Chapter 4, “ Setting Up Sales Leads and Opportunities,” Setting
Up Assignment Weights, page 36.

Enter a code and a description for criteriato use for the assignment group.

Select to identify data that must exist to allow an assignment.

For example, if you indicate that a product ID is required, but no product
ID is captured prior to clicking the Assign Sales User button on the Lead
- Assign or Opportunity - Assign page, the system displays an error
message saying that the required criteria product ID is missing and that
you must enter required criteria to make the assignment.

Required data must have an assigned weight. The default assigned
weight is O - Ignore. You can and probably will want to override
this, especially for all required data
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Weight

Record Tab
Select the Record tab.

Configuring Assignment Criteria

Warning! You must identify required data and assign weights
for al required data

The degree to which criteria should be considered in finding a match.

Some weights lists have anchors, or low, middle, and high values, with

other values in between. For example, the weights that PeopleSoft delivers
predefined for the SHARE setID (as shown in the example) are in increments
of one (0, 1, 2, 3, 4,5, 6, 7, 8, 9) but have anchors of 0 = Ignore, 1 =

Least Important, 5 = Important, and 9 = Most Important.

Click the Weight Definitions link to determine weight definitions.

Assign Group Component Records \_
Assignment Group
SetID IPROD Market Global
Assignment Owner Sales Assignment Group SALES
Description Assignment for Leads and Opps
Criteria Custamize | Find | D First 1-2of 2 Last
Details Component
*Code|Description Required |Type Record Key Field Description Field
1 Customer I~ [single =] [RsF_company_vw Q@ [eo_io_cust =] [wamE — =
2 Region I~ [single =] RsF_recion_vw Q. [recion_io -] [DEsCR = | =
3 Industry I~ [single =] [RSF_INDUSTRY Q. [moustRv_D -] [oEscrsn -] =
4 Froduct Group I~ [single =] RsF_ProbGrr_wwz O [PRODUCT GRO=] [DESCR — =
5 Product 10 I~ [single =] [RsF_pL_Proo_wvw @ [ProbucT_io -] [oEscr — =
& Lead Source = [single =] [RSF_LE_SRC_TEL €, [LEaD_source -] [DEsCRED <] =
7 Fostal Code r m Q| = = =]
] Cormpany Revenue - m Q | =] | =] =]
weight Definitions
B Save L\ Return to Sesrch Iext in List +E Previous in List [E 2kl

Criteria page:

Type

PeopleSoft Proprietary

Record tab

and Confidential

Controls whether a single value or arange of values is permitted for a match.

For example, suppose that you want to search for only those representatives
who work with the same customer as the logged in sales user or

specified sales representative, select the customer type of Sngle. If

you want the system to search for representatives within a range of

postal codes, select the postal code type of Range.

Specify the beginning and end of a criteria range on the
Territory Definitions page.
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Record and Key Field

Component Tab

Select the Component tab.

Chapter 6

Note. Currently, the system does not process dates as a criteria range.

See Chapter 7, “Creating Territory Trees,” Creating Territory Trees, page 86.

Enter the specific record and select the field to use to prompt for the
criteria data to make available for an assignment group.

Assign Group

Component Records \

Assignment Group

Criteria

SetID [PROD

Assignment Owner Sales

Market Global

Assignment Group SALES

Description Assignment for Leads and Opps

Details Record

*Code | Description

1

2

3

Customer
Region
Industry
Product Group
Product ID
Lead Source
Postal Code

Carmpany Revenue

wreight Definitions

E save

L. Return to Search

it
Customize | Find | First 1-2of2 Last

=]

Reguired | Component

M Component [=]
T Component [=]
M Component (=]
[ Component (=]
- Cormponent =]
r Component =]
| Component =]
| Component =]

et in List +E] Previous in List [ el

Criteria page: Component tab

Component

Click to access the Component page to determine which components use the
criteriafield and from where, in the component buffer, each criteriafield comes.
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Creating Territory Trees

This chapter provides an overview of territory trees and discusses how to:

* Create territory trees.
* Run the sales access update process.

Understanding Territory Trees

A territory tree isamodel of your sales structure. The structure of your territory tree depends on
how you structure your sales activities. A company may segment its sales activities by product lines,
geographic regions, customer accounts, industries, partners, or other criteria. A territory in aterritory
tree represents a segment of your sales activities. Many companies segment their sales geographically.
For example, a company might divide a state into a northern region and a southern region, and define
aterritory for each region. However, aterritory does not have to represent a geographic region. If
you structure sales activities by industry, you could have three territories in your tree representing

the manufacturing, insurance and transportation industries. If you have licensed PeopleSoft Strategic
Account Planning, you can have territories represent different company accounts.

Territory trees are hierarchical and can contain multiple levels. The diagram below is an
example of a territory tree for an European sales organization:

European
Territory
v ¥ v
Marthern Southern Western
Europe Eurape Eurape
v v v v ¥ v
oweeden Denrmark [taly Greece Great Britain France

Territory tree for an European sales organization

PeopleSoft Sales utilizes territory trees to:
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» Assign leads and opportunities to sales representatives.
» Determine an user’s ability to view leads, opportunities, and forecasts.
* Roll up sales forecasts.

Before the system can use aterritory tree to assign leads and opportunities to sales representatives, you must
assign at least one sales representative to each territory. You can assign multiple sales representatives to
aterritory, and then have the system choose a representative for each lead or opportunity.

In addition, you must define specific values for assignment criteria on each territory. For example, if
you want the system to assign leads and opportunities to the France territory based on the geographic
region, you must specify Region as a Criteria Code and France as the Criteria Value.

See Chapter 6, “Configuring Assignment Criteria,” Understanding Assignment Groups, page 73.

In order to provide a manager with visibility to sales data for a particular territory, you must associate the
manager with the territory. When you associate a manager with aterritory, the manager can view leads,
opportunities, and forecasts for that territory and the subterritories below that territory. In the example
above, if amanager is associated with the Western Europe territory, then the manager can view sales data
for Western Europe and the territories below Western Europe—Great Britain and France.

Note. A sales user (such as a manager) must have the proper sales access profile to view other users' data.

Note. Before you can create criteria to define a tree, you must set up setlDs and business units
and map them to the PeopleSoft Sales RSF06 tableset record.

See Also

PeopleSoft Enterprise CRM 8.9 Application Fundamentals PeopleBook, “Working with
Business Units and TableSet Controls”

Creating Territory Trees
To create territory trees, use the Create Territory Tree component (RSF_TR_NEW_TREE).
To manage territory trees, use the Manage Territories component (RSF_TR_MANAGER).
This section discusses how to:

» Create trees.
» Define trees.
e Create or edit territories.
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Pages Used to Create Territory Trees

Creating Territory Trees

Page Name Object Name Navigation

Usage

Create Territory Tree RSF_TR_NEW_TREE Set Up CRM, Product
Related, Sales, Territory,
Create Territory Tree

Createterritory trees.

Tree Manager (PeopleTools) | PSTREEMGR » Fromthe Create Territory
Tree page, click the Create
Territory Tree button.

» Sales, Manage Territories

Definethe hierarchical
structure of territory trees.

Territory Definitions RSF_TERRITORY Click the Edit Data button on
the Tree Manager page.

Define and update
territories.

Creating Trees
Access the Create Territory Tree page.

Create Territory Tree
=~ STEP 1: Enter Tree Details

- Enter tree name and description.

- Enter root node name of the tree, for example WORLD.

*Tree Mame [EUROPE *Description Europe Tree

*Root Node EUROPE NODE

= STEP Z: Allow Assignment Usage

¥ sales Assignment Group

[T Customer Account Assignment

= STEP 3: Create And Edit Tree

*Tree Date 04/29/2004 [#]

=~ STEP 4: Create Territory Tree
Create Territory Tree

[ Audit Details

Create Territory Tree page

STEP 1: Enter Tree Details

Enter a tree name, description, and root node (the topmost territory level of the tree).

Tree names and effective dates are vita to creating multiple trees. You can create two trees with
the same name and the same root node; but only if they have different effective dates. You can

also have two trees with different names but with the same root node.
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For example, you may create one tree with the name of your organization and another tree with the
name of a subsidiary of your company. The root node for both trees might be World, since that is the
broadest possible territory that each covers. However, if atree with the same name and same root node
already exists with that effective date, the system displays an error message.

STEP 2: Allow Assignment Usage

Sales Assignment Group Select this check box to enable the system to use the territory tree
to assign sales representatives.

Customer Account Select this check box to enable the system to use the territory tree

Assignment to assign account team members.

STEP 3: Create And Edit Tree

Effective Date Enter the date when the tree becomes effective. You can have severa
trees of the same name but with different effective dates.
If you set an effective date in the future, run the Update Sales Access process
on or after that date to change territory visibility settings.

STEP 4: Create Territory Tree

Create Territory Tree Click to access the (PeopleTools) Tree Manager page to create
nodes to add territories to the tree.
In PeopleSoft Sales, when you create a node in Tree Manager and
click the pencil point button to edit the node, the system takes
you to the Territory Definitions page.

Defining Trees

Access the (PeopleTools) Tree Manager page.

Tree Manager

SetiD: Last Audit:  ‘Yalid Tree

Effective Date: 041002001 Status: Active

Tree Hame: WORLD WORLD

Save Az Close Tree Definition  Display Options  Print Format

Collapse Al | Expand Al Find Firzt Page 5of 27 Last Page

% worLD-worLD  fe &
=5 AMERICAALL - South America

= ASIAPACIFIC ALL - Asia Pacific - All
EURGPE - ALL - Europe - All

""" Bl AMERICA ALL - Morth America - All

Tree Manager page

Use the PeopleTools Tree Manager page to add nodes and define territories.
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Note. After you make changes to atree, you should run the Sales Access Update process to apply
the changes. The Sales Access Update process updates the access that sales users have in aterritory
tree and the structure for rolling up forecasts. However, it does not reassign leads or opportunities;
use the reorganization or reassignment features of PeopleSoft Sales for that.

See Also

Chapter 8, “Reorganizing or Deleting a Territory Tree,” page 93

Chapter 12, “Assigning a Lead or Opportunity,” Reassigning a Sales Representative's

Leads, Opportunities, and Accounts, page 154

Creating or Editing Territories
To create or edit territories, use the Territory (RSF_TERRITORY) component.

Access the Territory Definitions page.

Territory Definitions

Territory

Territory EURCOPE Tree Name  WwoORLD
*Description European Territory Business Unit APPO1
Assignment Group SALES Market Global
Partner Company Owner RsF
Territory Definition Find | Wiew All First 1ofil Last
Effective Date |04/29/2004 5 =1
Assignment Criteria Find First U 1 of 1 1P Last
Criteria Code Reqgion [+][=]
~
= Criteria Customize | Find | |_—| First 1ofl Last
Criteria Walue Description
EURCPE Q Europe =]
~u
~ Sales Users Custamize | Find | |_—| First 1ofl Last
i Date of Last Assignment Temporary Assignment
Sales User Narme Sales Rep Prirnar
Terry Murphy . I~ ¥ =]

Territory Definitions page

Specify assignment criteria to define which leads or opportunities can be assigned to the territory.

Business Unit, Assignment
Group and Mar ket

The system displays the business unit, assignment group, and market defined
in the User Preferences component for the sales user who created the territory.

If the system does not find an assignment group and market for the user,
it displays the assignment group and market that are associated with the
business unit on the Sales Business Unit Definition page.

Criteria Code

Select the assignment group’s criteria (set on the Criteria page) to define

which values should be assigned to this territory.
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Criteria Value

From Criteria Value and
To Criteria Value

Sales User Name

Sales Rep (sales
representative)

Primary

Assigned TimeStamp

90

Chapter 7

For example, if the assignment group criteria includes Customer, Product 1D,
and Lead Source, you may specify that only Customer and Lead Source from
the lead or opportunity should be used to match to this territory.

Enter values to use for the specified criteria.

For example, if you select the criteria code of Customer, you may specify
that all leads from the customers Johnson Brothers, Inc., ABC Corporation,
and Acme Imports should be assigned to this territory.

If the criteria value permits a range, the From Criteria Value and
To Criteria Value fields appear.

Specify the beginning and end of the range of values to accept
for the criteria value.

For example, suppose that you select a criteria code of Product ID,
you might specify a criteria value of 0001, but you also want to accept
products with IDs between 0001 and 0099. In this case, enter a from
criteria value of 0001 and a to criteria value of 0099.

Select a sales user to assign to the territory.

Select to have the system consider the sales user for assignment to a

lead or opportunity if you have the system automatically assign sales
representatives. When a sales user is added to the territory team, the system
automatically selects Sales Rep. If you don’t want the system to assign
leads and opportunities to the sales user, clear this check box.

Note. If you add sales managers or sales administrators to a territory tree

to give them visibility to sales representatives’ |eads and opportunitiesin

the tree, you typicaly do not select the Sales Rep check box. To give an

user visibility of other’s leads and opportunities, you must assign the data
distribution rules View Leads as Manager and View Opportunities as Manager
to the user. You can set up data distribution rules on the Dataset Rules and
Dataset Roles pages in the Enterprise Components menu.

See Enterprise Components for CRM PeopleBook

Select to identify a sales user as the primary sales representative for
the territory. You can have only one primary for each territory. The
system relies on this check box when the assignment method is set to
assign items only to the primary representative.

Note. There are two concepts of primary in PeopleSoft Sales. Oneis
the primary representative for the lead or opportunity team. The other,
used here, is the primary representative for the territory team.

When you click Apply to apply the territory to the tree, the
system displays the date and time:

» With the Sales Rep check box selected for a sales user, the system displays
the generic time of 01/01/1900 with the time of 12:00:00 AM.
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This indicates that the sales user has been successfully added to the
territory but has not been assigned a lead or opportunity. When the sales
representative is assigned a lead or opportunity, the system updates

the date and time with the date and time when the assignment takes
place using the round robin, time assignment method.

» With the Sales Rep check box not checked for a sales user, the
system displays no date or time.

This should be the case for sales users who are administrators, managers,
executives, or similar positions that are not eligible for lead or opportunity
assignments but who require visibility to sales data.

Temporary Assignment

If the primary sales user is temporarily unavailable due to vacation or some other reason, you can assign another
sales user for a specific time period. For the sales user who is unavailable, enter the following information:

Date From Enter the beginning date for the temporary assignment.
Date To Enter the ending date for the temporary assignment.
Assigned To Select the sales user who is temporarily assigned to the territory

during the time period.

Running the Sales Access Update Process
To run the Sales Access Update process, use the Sales Access Update component (RSF_ACCESS_RUN).

When you make changes that impact a tree, territory nodes, or a sales user’s visibility of atree, you
must apply the changes and update security by running the Sales Access Update process.

This section discusses how to run the Sales Access Update process.

Page Used to Run the Sales Access Update Process

Page Name Object Name Navigation Usage
Sales Access Update RSF_ACCESS RUN Set Up CRM, Product Run the sales access update
Related, Sales, Security and | processto apply changes
Personalization, Sales toatree.
AccessUpdate

Run the Sales Access Update Process
Access the Sales Access Update page. Select the tree that you want to update.
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Sales Access Update

Run Control ID: UPDATE Report Manager Process Monitor Fun

Tree Mame |IPROD_WORLD ')

Sales Access Update page

92 PeopleSoft Proprietary and Confidential



CHAPTER 8

Reorganizing or Deleting a Territory Tree

This chapter provides an overview of tree reorganization and discusses how to:

» Reorganize a territory tree.
» Delete trees or tree nodes.

Understanding Tree Reorganization

Occasionally, you may need to change the structure of aterritory tree due to a reorganization or expansion
of your sales activities. For example, you might add or delete territories, or restructure a part of the
territory tree. Use the tree reorganization process to make changes to atree. Typically, you use the
reorganization process to clone an existing tree and then make modifications to the new tree. You can give
the new tree the same name as the existing tree, aslong as you assign it a new effective date. Another
option is to give the new tree an entirely different name. You can then view and edit the new tree as
needed. The system uses the tree with the most recent effective date as your default tree.

Territory Tree Reorganization is performed using the process template provided in the Reorganize
Territories component. Each step of the process is keyed to the completion of the previous

step. Typicaly, system administrators run the tree reorganization process. Users with branch
access to a territory can run the tree reorganization process for the territory. You can give
system administrators access to specific branches within a tree.

Note. Branch accessis distinct from territory visibility. A PeopleSoft user does not need branch access
to access territories within a branch; the user needs only territory visibility.

When you reorganize territory trees, the system helps you to reassign the sales users for leads and
opportunities. The reorganization process suggests a new territory and a new primary sales user for each
lead or opportunity in a territory that you have changed or deleted. When you clone atree and make
changes, you can generate a worksheet based on these changes, so that you can see how the system
would reassign the leads and opportunities. You can then choose to override or adjust the changes, select
which changes to accept, and then submit them to update the leads and opportunities.

Besides the mass reassignment that is integral to reorganizing atree, at any time you can individually
reassign a representative’s leads and opportunities to a different sales representative. For example,
suppose that the current representative is promoted or otherwise moved out of the sales representative
position, the representative's leads and opportunities must be reassigned.

See Chapter 12, “Assigning a Lead or Opportunity,” Reassigning a Sales Representative’s
Leads, Opportunities, and Accounts, page 154.

Note. The RSF_TR_REORG component includes the Configurable Search capability, which enables
you to filter the reorganization worksheets into more logical groupings.
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See PeopleSoft Enterprise CRM 8.9 Automation and Configuration Tools PeopleBook, “Configuring
Search Pages,” Understanding the Configurable Search.

The worksheets use predefined configurable assignment criteria to suggest the best fit for lead or
opportunity reassignment. You may have reasons for not accepting the systems suggestions, and at
this stage, you can make those changes. The reorganization worksheets have been tuned for faster
performance and display a specific number of leads or opportunities.

The Configurable Search setup for the reorganization component limits you to a maximum of 300 |leads
or opportunities per search. The system displays a message if more than 300 are found. You may
need to change this depending on the number of leads or opportunities that your sales force is working
at the time of reorganization. The system takes longer to present larger result sets.

You may also need to filter the search criteria to narrow down what appears on each worksheet.
The delivered Configurable Search for Territory Tree Reorganization includes the ability to filter
searches based on Reorganization 1D, Current Rep, Current Territory, New Rep, New Territory,
and Lead or Opportunity fields. Filtering your search based on one or more of these presents
you with a more focused set of leads and opportunities to review.

The Current Rep and Current Territory prompts are based on the Current Tree. The Current Rep prompt
isalist of direct reports in the tree hierarchy reporting to the manager or administrator responsible for
processing reorganization, while New Rep and New Territory prompts are based on the New Tree. The
New Rep prompt enables the administrator or manager to assign leads and opportunities to representatives
who may or may not be direct reports of that manager in the sales organization.

It is important to note that the ability to use Personalize Search is activated by default, and among other
benefits, it enables the user to save searches and reuse them. The Personalize Search feature also controls
whether you use the reorganization ID as one of your search criteriafor the reorganization that you are currently
reviewing. Since you may test many possible structures while planning your reorganization, the system stores
them under unique IDs. If you prevent the inclusion of the reorganization ID in your search or saved search,
your resulting data sets may include information from any or all of the reorganization structures stored in the
system. The reorganization ID should always be one of the selected criteria on the Personalize Search page.

Another feature of Configurable Search is the ability to provide visua prompts about your search
result set. At the top of the page, you see the criteria on which the result set is based. For example,
you might see: Reorganization |ID = 100000000300010 AND Current Rep = Marx, Stu Manager
AND New Rep = Allen, Edward. This example shows that the data result set was filtered first by
reorganization 1D then any lead assigned to the current representative, in this case Stu Marx, and
the new representative who is Edward Allen. If one or more member of the data set needs to be
assigned to a representative besides Edward Allen, you can do so at this time.

Reorganizing a Territory Tree
This section discusses how to:

» Clone and reorganize a tree.

* Review the reorganization worksheets.

» Select the territory team and primary representatives.
» Submit the reorganization.
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Pages Used to

Reorganizing or Deleting a Territory Tree

Reorganize a Territory Tree

Page Name

Object Name

Navigation

Usage

Tree Reorganization

RSF_TR_REORG

Sales, Reorganize Territories

Follow stepsto reorganize
territorieson atree.

Tree Manager

PSTREEMGR

Sales, Reorganize Territories

Click the View and
Restructure Territory Tree
link.

View or make changesto
aterritory tree.

L ead Reorgani zation

RSF_TR_REORG_LEAD

Sales, Reorganize Territories,
Reorg Leads

Review and adjust the
system’s reassignment of
leadsin the new structure.

L ead Reorganization -
Current Team

RSF TR _LE_TEAM

Sales, Reorganize Territories,
Reorg Leads

Click the Current Team link.

Review the current team of a
|ead before reorgani zation.

L ead Reorganization -
New Team

RSF_TR_REORG_LETM

Sales, Reorganize Territories,
Reorg Leads

Click the New Team link.

Review and adjust the new
territory team of alead after
reorganization, and select the
primary representatives.

Opportunity Reorganization

RSF_TR_REORG_OPP

Sales, Reorganize Territories,
Reorg Opportunities

Review and adjust the
system’s reassignment of
opportunitiesin the new
structure.

Opportunity Reorganization
- Current Team

RSF TR OP_TEAM

Sales, Reorganize Territories,
Reorg Opportunities

Click the Current Team link.

Review the current team
of an opportunity before
reorganization.

Opportunity Reorganization
- New Team

RSF_TR_REORG_OPTM

Sales, Reorganize Territories,
Reorg Opportunities

Click the New Team link.

Review and adjust the

new territory team of

an opportunity after
reorganization, and select the
primary representatives.

Account Reorganization

RSF_TR_REORG_ACCT

Sales, Reorganize Territories,
Reorg Accounts

Review and adjust the
system’s reassignment
of accountsinthe new
structure.

Account Reorganization -
Current Team

RSF_TR_ACC_TEAM

Sales, Reorganize Territories,
Reorg Accounts

Click the Current Team link.

Review the current team
of an account before
reorganization.

Account Reorganization -
New Team

RSF_TR_REORG_ACTM

Sales, Reorganize Territories,
Reorg Accounts

Click the New Team link.

Review and adjust the

new territory team of

an opportunity after
reorganization, and select the
primary representatives.

Submit Reorg

RSF_TR_SUBMIT

Sales, Reorganize Territories,
Submit Reorg

Follow stepsto submit a
reorganization of aterritory
tree.
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Page Name Object Name Navigation Usage

SalesUser RSF_SUSER1 Sales, Reorganize Territories, | View or adjust each sales

. user’sterritory accessibility
Click the ook Up Sdles after reorganizing atree.

User link.

Sales Access Update RSF_ACCESS RUN Sales, Territories, Reorganize | Run the Update Sales Access
Territory Trees processto update security.
Click the Update Security
Accesslink.

Cloning and Reorganizing a Tree

Access the Reorg Territories page.

Reaorg Leads Reaorg Opportunities Rearg Accounts Submit Rearg

=~ STEP 1: Select Current Tree

Description Status In Progress

Current Tree Name | ACCOUNT ;l Current Effective 01/01/1900
Date

7 STEP Z: Select New TreejfDate

Select a tree and the date it will become active
Mew Tree Mame ACCOUNT 2 C'\ Mew Effective Date 04/05/2004

Creste Mewy Tree a5 Copy of Current Tree

= STEP 3: Create And Edit Tree

Wiew and Restructure Territory Tree

=~ STEP 4: Generate Worksheets

Generate Reorganization YWorksheets Preview impact of the Tree Rearganization.

Refresh Status Status New

Monitor Process

<~ STEP 5: Review Worksheets

Rewview Reorgamzation Worksheets
vou can Feview Worksheets after the Generate Worksheets Process above has cormpleted,

I Audit Details

B save [E 2t

Reorg Territories page

Follow steps to reorganize territories on a tree.

Note. The links and buttons on this page become available dynamically as you complete the steps.

STEP 1: Select Current Tree

Current Tree Name Select the tree that you want to clone.

If the sales user is assigned to a single tree, the system displays the
name of that tree and makes the field unavailable.
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If the sales user is assigned to multiple trees, the tree name is
available and the trees to which he or she is assigned are available,
so that the sales user can select a tree.

Note. Sales users can clone or reorganize only trees to which they are
assigned. Sales users can aso reorganize only the leads and opportunities of
the sales representatives to which they have visibility on the territory tree.

For example, a sales administrator for the European tree could
reorganize only the Europe tree and only sees the European leads and
opportunities on the reorganization worksheets.

See Chapter 3, “Setting Up Sales Security and Personalization,”
Defining a Sales User’s Visibility, page 19.

STEP 2: Select New Tree/Date

New Tree Name

New Effective Date

Create New Tree as Copy
of Current Tree

Enter or select the name that you want to give the tree that you are creating.

If you have access to multiple trees, you can select from those
tree names or enter a new tree name.

Enter the date on which the new tree should become effective. The system
enters the current date as the effective date, which you can override.

You might enter a future effective date to give you time to reorganize the tree,
review the worksheets, and adjust the leads and opportunity assignments for
sales representatives to which you have visibility on the new tree.

Click to clone the tree specified in the Current Tree Name field in
the STEP 1: Select Current Tree group box and give it the name
specified in the New Tree Name field.

The system copies the tree and makes the View and Restructure Territory Tree
link available in the STEP 3: Create and Edit Tree group box.

STEP 3: Create and Edit Tree

View and Restructure
Territory Tree

Click to access the (PeopleTools) Tree Manager page, where you can create
new nodes, delete nodes, and otherwise make changes to the cloned tree.

Note. If you delete nodes, be sure to clean up the residual territory data.

See Chapter 8, “Reorganizing or Deleting a Territory Tree,” Deleting Residual
Territory Definitions From PeopleSoft Sales, page 102.

STEP 4: Generate Worksheets
The next step is to run the Tree Reorganization process (RSF_TR_REORG).

Note. Before generating the worksheets, you must specify assignment groups for all
accounts that are affected by the reorganization.
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Generate Reor ganization This button is available only after you complete the previous step.

Worksheets Click to reassign all of your leads and opportunities for the specified new tree
and territory definitions, based on the assignment criteria configuration.

Worksheets enable you to view how the system reassigned the leads
and opportunities based on the criteria. Worksheets also enable you
to adjust the assignments, if necessary.

Refresh Status Click to refresh the status display.

Monitor Process Click to access the Process List page, where you can identify the status of the
reorgani zation worksheet generation processto determine when it is completed.

When it is completed, the next step is available.
STEP 5: Review Worksheets

Review Reor ganization Click to access the leads, opportunities, or accounts reorganization worksheets
Wor ksheets that were generated using the STEP 4: Generate Worksheets group box.

Reviewing the Reorganization Worksheets

Access the L eads Reorganization page, Opportunities Reorganization page, or Accounts Reorganization page.

Reorg Territories Reorg Qpportunities Reorg Accounts Submit Rearg
Lead Reorganization
Enter Mew Territory and Mew Rep on Leads to be reorganized.
Cnly the first 30 results can be displayed. Enter more information and search again to reduce the number of search results,
N
<~ Edit Reorganization Custamize | Find | Wiew all | i First 1-5 of 20 |I| Last
| More Details [F=2F
Select|Lead Cescription Current Rep Current Mew Rep *Description New
Team Team
Cady Dishwasher Pacific 15200 - Rabbitt,Zam Current : - Mew
I Lead appliances PesliE ! - Redford,Sabrina atlar Q) |atlantic USz00 - app @, Team
Usa CRMO1 - Marx,Stu Current Mew
W Test123 Appliance Manajger Team Q Q Teamn
. UsAa CRMOD - Marx,Stu Current Mew
W Siva OC Test CM Appliance Manajger Team Q Q Team
f usa CRMOL - Marx,=tu Current Mew
I testing Appliance Mananer Team Q Q Team
Usa CRMOL - Marx,Stu Current Mew
W test Appliance Manager Team L Q Team
¥ Select All Clear all
Mext

Lead Reorganization page

98 PeopleSoft Proprietary and Confidential



Chapter 8 Reorganizing or Deleting a Territory Tree

Reorg Territories Reorg Leads TGN LoE Reorg Accounts Submit Reorg
DOpportunity Reorganization
Enter Mew Territory and Mew Rep on opportunities to be reorganized. Select the Criteria field as
follaws:
- Select Move Opp if the opportunity is being cornpletely moved from one sales rep to another
- Select Hold Rev if a new rep is being added, but the original rep is remaining on the team and has credit for the revenue
- Select Move Rev if a new rep is being added, and the revenue is transferring to the new rep.
Znly the first 30 results can be displayed, Enter more information and search again to reduce the number of search results,
i [
<~ Edit Reorganization Customize | Find | Yiew All | ﬁ First 1-5 of 30 Last
Opportunity Info Maore Details
Select| Opportunity Description Current Rep Current | Criteria HNew Rep *Description Mew
Teamn Teamn
Sales Opp 3 Atlantic USZ200 - Redford,Sabrina Current - MNew
M Food Equip appliance Atlantic’ Team [Move opr =] | Q | Q Tearn
Sales Opp 4 - Atlantic US200 - Redford,Sabrina Current = MNew
¥ Food Appliance Atlantic Tearn IMDVB OD[_I | Q | sl Tearn
Atlantic US200 - Redford,Sabrina Current Hew
~ Appliance Atlantic Tearn IMDVB OD[;I | L | Q Tearn
Atlantic USz00 - Redford,Sabrina Current Mew
o Appliance Atlantic Team [Move opi =] | Q| Q Team
Central US200 - Ray,Stephen Current = MNew
~ Appliance Central Team IMDVB OD[_I | L | Q Team
¥ Select All Clear all
et
Opportunity Reorganization page
Reorg Territories Reorg Leads Reorg Cpportunities h Reorg Accounts Submit Reorg
Account Reorganization
Enter Mew Territory and Mew Rep on Acocounts to be reorganized.
: izati i O
= Edit Reorganization Customize | Find | wiew all | First 1-5 of 25 Last
Mare Details =2k
Select | Account MName Description Current Rep Current Mew Rep *Description New
Team Team
MMA Property Current Hew
2 ganagement ACCOUNT — Q | Q, Tesmn
roup =0
Health Current MNew
W Conscious.cam M-S OUNT Team Q | Q Teamn
Sparkle Clean Current MNew
W Laundromats ECOLET Team Q | Q Team
Lakeview
. Current Mew
¥  Community ACCOUNT =—es Q | & ===
College Lo Tec
Cady Current Mew
W Montgomery RS Team Q | Q Team
¥ Select All Clear all
Mext

Account Reorganization page

Review the results of the system'’s reassignment of leads, opportunities or accounts in the new tree
structure. Select new representatives to assign the items, if necessary.

Select Select each reassignment that you want to accept.
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Current Team Click to access the Lead Reorganization - Current Team, Opportunity
Reorganization - Current Team, or Account Reorganization - Current
Team page, where you can view the current team for the lead,
opportunity or account prior to reorganization. This can be helpful
for determining the required changes.

New Team Click to access the Lead Reorganization - New Team, Opportunity
Reorganization - New Team, or Account Reorganization - New Team
page, where you can view the new team for the lead, opportunity or
account after reorganization. This can be helpful for identifying the
sales representatives to add to the sales team. You can also use these
pages to select the primary representative.

Click OK; the system updates the new primary representative from this
page to the leads, opportunities, or accounts.

Next Click to access the Submit Reorg page, where you can click Submit
Reorganization to complete the reassignments.
Selecting the Territory Team and Primary Representatives

Access the Lead Reorganization - New Team page, Opportunity Reorganization - New Team
page, or Account Reorganization - New Team page.

Reorganize Territory Tree

Lead Reorganization - New Team

Select rep from lead assignment list for reocrganization.

Lead Cady Dishwasher Lead

Mame
k|
Customize | Find | |——| First 1afi Last
Select | Assigned To Sales User Mame Territory Tree Mame Primmary
"2 76T Redford, Sabrina atlantic  ATLANTIC US200 WORLDZ "2
Lead Reorganization - New Team page
Select Select a check box for each member that you want to keep on the

new team after the reorganization.

Primary Select to specify the primary sales representative for each territory.

Submitting the Reorganization
Access the Submit Reorg page.
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Rearg Territaries Rearg Leads Reaorg Qpportunities Reaorg Accounts \

7 STEP 6: Submit Worksheets

Submit Reorganization Tou can Submit Reorganizations after reviewing the worksheets,

Refresh Status Status New

) Date Submitted
Monitor Process

= STEP 7: Review Visibility
Rewview the visibility given to every Sales User affected by the reorganization.
Look Up Sales User
=7 STEP 8: Update Security Access
Update the security access for the reorganized tree,
Update Security Access
I Audit Details

E save EL Returnto Search [E 2kt

Submit Reorg page

STEP 6: Submit Worksheets

Submit Reor ganization Click to apply the reorganizationsfrom the worksheet to theleads, opportunities

and accounts by updating the new territory and sales representatives.
STEP 7: Review Visibility

L ook Up Sales User Click to access the Sales User page for each sales user affected by the
reorganization to view or adjust the user’s territory visibility settings.

STEP 8: Update Security Access

Update Security Access Click to access the Sales Access Update page, where you can run the
process to apply the changes and update the security settings.

Deleting Trees or Tree Nodes
This section discusses how to:

» Use PeopleSoft Tree Manager to delete tree items.
» Delete residual territory definitions from PeopleSoft Sales.

Note. Deleting a whole tree should be done with great caution. The only time you might want to delete
awhole tree is when you have been practicing setting up a tree and want to delete the drafts.
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Pages Used to Delete Trees or Tree Nodes
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Page Name Object Name Navigation Usage
Tree Maintenance PSTREEMAINT Tree Manager, Tree Utilities, | Deleteatree.
Copy/Delete Tree, Tree
Maintenance
Tree Structure Maintenance | PSTREESTRCMAINT Tree Manager, Tree Utilities, | Delete tree nodes.

Copy/Delete Tree, Tree
Structure Maintenance

Delete Territory

RSF TR _DEL_TREE

Set Up CRM, Product
Related, Sales, Territory,
Delete Territory

Deleteresidual treeand
territory datafrom the
application after deleting
trees or nodesin PeopleSoft
Tree Manager.

Using PeopleSoft Tree Manager to Delete Tree ltems

Access the Tree Maintenance and Tree Structure Maintenance pages in PeopleSoft Tree Manager.
See PeopleSoft Tree Manager PeopleBook

Using PeopleSoft Tree Manager, you can delete nodes from atree or delete awhole tree. PeopleSoft Tree
Manager, however, does not delete the territory data associated with trees or nodes across applications. This
residual territory data still existsin PeopleSoft Sales and can be included in prompt lists as if actively assigned
to atree. For example, you might delete the node for the Western territory, but the Western territory and its data
still exists. You must delete thisresidual territory data from PeopleSoft Sales using the Delete Territory page.

Deleting Residual Territory Definitions From PeopleSoft Sales
Access the Delete Territory page.

Delete Territory

Tree Name

Tree Mame IPROD_ACCOUNTS

w
Territory Node Cuztomize | Find | |_—| First 1-2of 2 Last

Select |Territory ID
- LARGE_CAP_ACCT

Territory Description

Large Cap Accounts

- MID_CAP_COMPANIES Mid Cap Companies

# Select All Clear all

Delete Selected Territories

Delete Territory page

All territories that were deleted on atreein PeopleTools are listed on this page. Deleted territories are no longer
used for visibility or assignment. Use this page to delete residual territory data from PeopleSoft Sales.

Select Select the territory tree or node for which you want to delete residual data.

Delete Selected Territories  When you click this button, the system asks you to confirm your decision
to delete the residual data for the selected items. When you proceed, the
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system deletes the selected items and returns you to this page, listing
only the data, if any, that still exists for the tree.
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CHAPTER 9

Understanding Sales Leads and Opportunities

This chapter provides an overview of sales leads and opportunities, and discusses:
» Differences between leads and opportunities.

» Workflow for leads and opportunities.

* History tracking for leads and opportunities.

Understanding Leads and Opportunities

The key to a successful sales cycle is efficiently managing leads and opportunities toward the closing of
asae You may start by bringing leads into the system, qualifying them, and then converting them to
opportunities. Then, assign potential revenue figures and expected close dates to the opportunities, and review
the opportunities within pipelines and forecasts to estimate individual and company revenue.

Some companies have fast transaction cycles with no distinction between alead and an opportunity. Other
companies have longer sales cycles, where tracking opportunity information becomes critical. Whether the
company uses leads only, opportunities only, or leads and opportunities, you want the sales representatives
to enter and track all of the information. PeopleSoft Sales is a management tool that enables you to do
that. It provides a flexible, configurable way for sales users to enter and track lead and opportunity data
and for sales managers to view that data to manage sales progress and predict close sales ratios:

PeopleSoft Proprietary and Confidential 107



Understanding Sales Leads and Opportunities

Chapter 9

Sales user creates lead,
either manually or by import

Initial lead status is New.

Telemarketing, online marketing,
or marketing user qualifies lead
using scripted surveys or
informal communication.

Lead rating is applied.

Telemarketing, online marketing,
or marketing user pushes
qualified lead to sales manager to
assign to sales representative.

Initial lead status is Open.

108

Sales user qualifies lead using
scripted surveys or informal
communication.

Lead rating is applied.
Yes

Is lead

X Yes
a duplicate?

No

Sales user associates additional
contacts, products, and
requirements with lead, and
assigns tasks related to lead.

What is

I
lead rating? Cold

Hot

User converts lead
to opportunity.

System changes
lead status to
Converted.

Sales Rep
accepts lead?

Sales user changes
lead status to
Rejected or Turnback
and provides reason.

No

Sales user changes
lead status to
Closed Duplicate

Sales user changes
lead status to
Deferred or Closed.

Note. You cannot
manually change a lead's
status to Converted.

Managing leads to opportunities

With PeopleSoft Sales:
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» Sales users can search for and organize leads and opportunities by nearly any criteria:
sales representative, status, lead rating, and so on.

They can look up company and contact information, identify competitors, associate partners,
and include notes and attachments for each deal.

» Managers can identify sales teams and assign sales team members.

» Sales users can capture the supporting efforts that are involved in working any lead or opportunity
by adding tasks and assigning them to the appropriate team members.

» Tasks that are added to a lead or opportunity appear automatically in the task list and
calendar of the person to whom the task is assigned.

» Sales users can view al of their tasks from the My Tasks page or from the automated calendar.
* You can view task history for any lead or opportunity to quickly identify which tasks
are in process, canceled, or completed.

Understanding Leads

A lead represents a potential customer for the sale of the company’s products and services. In some sales
organizations, especially those that sell products and services over the telephone as part of a call center
operation, the lead may be used to track all elements of the sales transaction, from qualification to closure.
In other sales organizations, atelemarketing organization may use the lead to track and qualify potential
customers that may then be turned over to an inside sales or field sales organization as opportunities.

PeopleSoft Sales enables you to manage leads and track them from beginning through closures.
When alead is qualified, it may be converted into an opportunity for pursuit by one or more
selling organizations. One individual can be a lead sales representative in multiple opportunities.
An opportunity can also be associated with one or more |leads.

The minimum requirements for creating a lead in PeopleSoft Sales include:
* A description of the lead

* A lead status

* The business unit

It is advisable to provide the customer name and at least one contact name and phone number for
follow-up. Of course, you can enter as much additional information as you want.

You can enter leads into PeopleSoft Sales by:

» Creating a new lead and entering the data directly.
» Copying or cloning an existing lead, changing the necessary data, and saving it as a new lead.

» Importing data from an external comma-delimited spreadsheet, perhaps one that you receive from
the telemarketing department or that you create from the latest trade show.

You can also receive leads into PeopleSoft Sales from the integration with PeopleSoft
Marketing and Telemarketing. With a custom action, you can receive leads in real time
from web forms with PeopleSoft Online Marketing.

See PeopleSoft Enterprise CRM Marketing Applications PeopleBook
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When you have alead, qualify it to determine how likely the customer is to make a purchase.

With PeopleSoft Sales, you can use a branch script, or survey, to help do this. A survey is a set of
prewritten questions with score levels to identify the customer’s response. When you finish entering
the customer’s responses, the system tallies a total of the scores and rates the lead, for example, as
hot, warm, or cold. The marketing or telemarketing department might administer the survey as part of
a marketing campaign, or a sales representative can select a survey script to run.

In many organizations, the telemarketing organization is responsible for qualifying leads to a certain point.
At that point, they can push the lead through the territory management and configurable assignment criteria
system to assign it to the sales representative who can turn back, reject, or accept it.

Understanding Opportunities
You can add an opportunity directly to PeopleSoft Sales, or you can convert an existing lead to an opportunity.

If the organization does not use leads, you can add opportunities and manage and track them as you do leads,
including qualifying and assigning them and devel oping the sales proposals. You cannot, of course, accept,
reject, or turn back an opportunity; these actions are relevant to assignment of leads by telemarketing to sales.

If you do use leads, upon meeting the organization’s requirements, you can convert the lead to
an opportunity so that it can be included in pipelines and forecasts.

Note. Opportunities, not leads, are included in pipelines and forecasts.

As with opportunities, the minimum requirements for creating an opportunity include:

* A description of the opportunity

» An opportunity status

» The business unit

See Also

Chapter 4, “ Setting Up Sales L eads and Opportunities,” Understanding the KES Process, page 27

Understanding the Difference Between Leads
and Opportunities

110

The most significant difference between leads and opportunities is their relation to pipelines and forecasts.
The system can roll up opportunities into pipelines and forecasts, but it does not roll up leads. If you
integrate PeopleSoft Enterprise Incentive Management with the system, you can include opportunities
(but not leads) in the compensation calculations of Enterprise Incentive Management.

For the most part, the Lead component has the same pages (Summary, Discover, Assign, Qualify, Propose,
Tasks, Notes and History) and the same sections as the Opportunity component. The following exceptions
relate specifically to forecasting, which uses products, prices, and revenue allocations:

» On the Opportunity - Propose page, PeopleSoft Sales users can click the Create Forecast button to copy
products to the Forecast section and make them available for inclusion in forecasts.

» On the Revenue Percentage tab on the Opportunity - Assign page, PeopleSoft Sales users with
the appropriate sales access profile can specify revenue allocations and shadow allocations to
identify the amounts of revenue that are assigned to individuals.
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» Because the system does not roll up leads into forecasts, there is no Revenue Percentage tab on the
Lead - Assign page, and no Forecast section on the Lead - Propose page.

The following list explains additional differences between leads and opportunities:

* You can create opportunities only in PeopleSoft Sales.

However, you can create leads in other PeopleSoft products (for example, PeopleSoft
Telemarketing, Marketing, or Support).

* You can accept, reject, or turn back a lead, but not an opportunity.

* You can track the stage of the sales process on the Opportunity - Discover page,
but not on the Lead - Discover page.

Understanding Workflow for Leads and Opportunities

You can set up workflow to send notifications when certain events occur in the Lead and Opportunity
components. For example, the system can send a workflow to a sales manager if a sales representative
rejects alead. PeopleSoft delivers several different policies that specify the details for a workflow:

Policy Name Description
Lead isRejected or Turnback The system sends notification if asalesuser rejectsor turns back alead.
Lead ESA Pricing Info Received The system sends notification when it receives pricing information from

the PeopleSoft Enterprise Service Automation application for aquote
created from within alead.

Lead not accepted in duetime The system sends notification when alead is not accepted in duetime,
which isdefined for thelead rating.

Opyportunity ESA Pricing Info Received The system sends notification when it receives pricing information from
the PeopleSoft Enterprise Service Automation application for aquote
created from within an opportunity.

Like other PeopleSoft Customer Relationship Management applications, PeopleSoft Sales
uses the active analytics framework to configure workflow.

See PeopleSoft Enterprise CRM 8.9 Automation and Configuration Tools PeopleBook,
“Setting Up PeopleSoft CRM Workflow”.

Understanding History Tracking for Leads and Opportunities

You can set up history tracking to maintain records of events that occur in the Lead and Opportunity
components. For example, the system can log arecord if a sales manager changes the sales representative
assignment for alead. PeopleSoft delivers several different policies that specify the details for history tracking:
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Policy Name

Description

Lead Assigned To Changed

The system logs ahistory record if asales user changes the sales
representative assignment for alead.

L ead Rating Changed

The system logs a history record if asales user changestherating for a
lead.

L ead Status Changed

The system logs ahistory record if asales user changes the statusfor a
lead.

Opyportunity Assigned To Changed

The system logs ahistory record if asales user changes the sales
representative assignment for an opportunity.

Opyportunity Sales Stage Changed The system logs a history record if asales user changes the sales stagefor
an opportunity.
Opyportunity Status Changed The system logs a history record if asales user changes the statusfor an

opportunity.

The configuration process for history tracking is similar to that for workflow.

See PeopleSoft Enterprise CRM 8.9 Automation and Configuration Tools PeopleBook,

“Setting Up PeopleSoft CRM Workflow” .
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Creating Sales Leads and Opportunities

This chapter discusses how to:

» Create a sdles lead.
» Create a sales opportunity.

Select the customer for a lead or opportunity.

Select customer contacts for a lead or opportunity.
» Clone a sales lead or opportunity.

Convert a lead to an opportunity.

Creating a Sales Lead

This section discusses how to create a sales lead.

Warning! If you use a Sybase database and your user’s role has data distribution rules with 16 or more
subqueries, you may get an error when you access alead or opportunity. If you get an error, reduce the number
of datadistribution rules for your user’s role, or reduce the complexity of the data distribution rules.

You can set up data distribution rules in Enterprise Components.

See Enterprise Components for CRM PeopleBook

Page Used to Create a Sales Lead

Page Name Object Name Navigation Usage

Lead - Discover RSF_LEAD_ENTRY Sales, Add Lead Enter details about asaes
lead, including the name,
status, and rating, and the
customer’s name, address,
and contact people.

Creating a Sales Lead
Access the Lead - Discover page.
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Lead
Save || [ &dd | [=] Motify | < Email | 213 Clane | \ﬁ Convert | 360 360-Cegree View | 1E] Previous | O Search| ®» Personalize
Description Explore Design - Kitchen Upgrade Status Open
Customer Explore Design Center Customer Yalue
Contact Lucent,Jean Rating
Summary Assign Qualify Fropose Tasks Motes Histary
Customer

; Search Again
Customer Explore Design Center O\ Search Again

Address | 6999 Dublin Blvd,Dublin,CA,94568,USA -] &3

Site Dublin A, Search Again

Address | 6999 Dublin Blvd,Dublin,CA,94568,USA = G2

Partner

Partner Contact

Search Advanced Search

Lead - Discover page (1 of 2)

Lead Details
*pescription [Explore Design - Kitchen Upgrade *Business Unit APPOL Q
Sales Rep Reilly,Zack Revenue 50000.00 Currency USD O
*Gtatus | Open =l Rating | -] Priority [5 ~]
]
Contacts Customize | Find | i First 1-3of3 Last
i Phones Impact Organization Correspondence
Primary | First Mame Last Mame *Pref Comm | Work Phone Ext Ernail Address
| Joyce Prescott = ICaII -I 555/213-00010), |224 iprescott@expdesign_p ]j[
™ Jean Lucent = ICaII "I 555/213-0001C, [1001  [jlucent@expdesion_psitC, T
| Mika Richer E ICaII -I 555/213-0001 2, (1002  |nricher@empdesign_ps ]j[
First Name Last Name Al
Acceptf/Reject Lead
Accept Reject Turnback

Related Transactions
57 Assign Team | Eﬂ'.ﬁ.dd Productl E” Create Quote| Add Note| Ei" add Task

Lead - Discover page (2 of 2)

See Chapter 10, “Creating Sales Leads and Opportunities,” Selecting the Customer

for a L ead or Opportunity, page 120.

See Chapter 10, “Creating Sales L eads and Opportunities,” Selecting Customer Contacts

for a Lead or Opportunity, page 126.

Partner and Contact Before clicking the Search button, you have the option to enter characters

in the Partner or Contact fields. Click the Search button to access the
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Description

Business Unit

Sales Rep (sales
representative)

Revenue and Currency

Status
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Search for Partner page, where you can view the results of the search
and select a partner and contact for the lead.

If you already have selected a customer when you search for a partner, the
system limits your search to the partners associated with the customer.

Enter a description of the lead. This can be the customer name, the
product, or other descriptive information.

Enter the business unit with which the lead is associated. The default is the
business unit that is associated with the PeopleSoft Sales user on the Sales User
page. Or, if the person who islogged in is not a sales user, then the system
uses the business unit that is specified on the person’s User Preference page.

Enter the sales representative’s name (in the format last name, first
name) for thislead. The default is the name of the PeopleSoft Sales user
who is currently logged in. If your Sales access profile permits you

to reassign leads, you can override the default value.

You can enter the desired sales person’s name by entering a few letters of
the sales user’s last name and clicking the Lookup button to search for that
person, or you can click Lookup without entering any letters to select from
the list of all sales users that are within the specified business unit.

Enter the estimated amount of revenue that you anticipate from this lead
and the currency code for the revenue. The default currency code is the
code that is associated with the sales user on the Sales User page.

If no products are associated with the lead, you can override the default
currency code. Doing so changes the currency here and on the Product page.

Select the current status of the lead.

Note. Status values are delivered as translate values, do not modify or
delete them. However, if you have the required security permissions,
you can create additional status values.

Delivered values are:

» Accepted: The lead is accepted by the assignee.

» Closed - Duplicate: The lead is a duplicate of an existing, active
lead. (Fields remain display-only.)

» Closed - Lost: The lead should not be worked or updated because the
sale was lost. (Fields remain display-only.)

* Closed - Won: The lead should not be worked or updated because
the sale was won. (Fields remain display-only.)

» Converted to Opportunity: The lead is converted to an opportunity
and is now available for pipelines and forecasts.

Use the Convert button in the toolbar to convert a lead to an opportunity.
When alead is converted, the fields on the Lead pages remain display-only.
You must access the opportunity to enter or update data.

» Deferred: The assignee cannot accept the lead at thistime. For example,
a sales representative might select this value when attempts to contact
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the customer are unsuccessful and the representative wants to move
on to other leads and return to this one later.

* Imported: Thelead is imported from an external spreadsheet.
* New: The lead is recently created.

Note. The system assigns this value when you add a new lead. Then, when
you enter data and save the page, the system changes the status to Open.

* Open: Thelead isavailable but is not yet accepted, rejected, or turned back.

» Referred: The assignee refers the lead to another specified
sales representative.

» Rejected: The assignee does not accept the lead and enters arejection
reason. When you select this value, the Reason and Comments
fields appear; you must enter a reason.

» Turnback: The assignee resubmitted the lead for assignment to
another sales representative. When you select this value, the Reason
and Comments fields appear, and the Sales Rep (sal es representative)
field is cleared; you must enter a reason.

Working: The assignee accepted the lead and is currently working it.

Note. If the lead came from PeopleSoft Telemarketing, the status
of New or Open must be changed to Accepted or Rejected before
you can change it to any other status.

Rating Indicates the degree, Hot, Warm, or Cold, of the customer’s interest
or potential for making the sale.

Define rating values on the Lead Ratings page. Also, you can map scripted
survey ratings to lead ratings to qualify alead and move it from PeopleSoft
Marketing or Telemarketing to Sales. If alead is not accepted or rejected
within the specified time for its rating, PeopleSoft Sales workflow can be
triggered to send an email notification to the assigned sales representative and
to the representative’s manager. Workflow can also send an email notification
to the telemarketing agent who transferred the lead and to that agent’s manager.

See Chapter 4, “Setting Up Sales Leads and Opportunities,”
Setting Up Lead Ratings, page 34.

Priority Select a priority to indicate the urgency of working this lead.
Priority values are translate values.

Creating a Sales Opportunity

116

This section discusses how to create a sales opportunity.

Warning! If you use a Sybase database and your user’s role has data distribution rules with 16 or more
subqueries, you may get an error when you access alead or opportunity. If you get an error, reduce the number
of data distribution rules for your user’srole, or reduce the complexity of the data distribution rules.
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You can set up data distribution rules in Enterprise Components.

See Enterprise Components for CRM PeopleBook

Page Used to Create a Sales Opportunity

Page Name Object Name Navigation Usage

Opportunity - Discover RSF_OPP_DETAIL Sales, Add Opportunity I dentify detailsabout asales
opportunity, including the
name, status, and rating,

and the customer’sname,
address, and contact people.

Creating a Sales Opportunity
Access the Opportunity - Discover page.

Opportunity
Save | & add | Send | £, Email | A cClone | 360 Z60-Degree Yiew | #[Z] Previous | ) Search | o] Next| E Persanalize

Description Replacement Salution Status Open
Customer B1's Appliance Center Customer Yalue Gold¥rirvrs
Contact Conrad,Barry Revenue 20000
Surmmary Assign Zualify Propose Tasks Notes History
Customer

. . .
Customer BEl's Appliance Center O‘ Search Again

nddressl = Go
Site search Advanced Search
Partner
Partner Contact
Search Advanced Search

Opportunity - Discover page (page 1 of 2)
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Opportunity Details
*Unit |APPO1 Q,

*StatusIOpen j’ Priurity|4 "I

Sales Process

Description Replacernent Solution

Sales Rep Murphy,Terry
Forecast Summary

Forecast [ Type Cpen MndellKanledge Enabled Zales =]
Est. Revenue Z0,000.00 Currency (USD Q 5tage|D4-DeveInp Propaosal for Custorner ;I
Confidence % 45 Close Date El Task|D2-Generate Proposal ;l
Forecast Amt 393,790.25 B Create Forecast %Close 50
Contacts Customize | Find | D First 1ofi Last
Phones Impact Qrganization Caorrespondence
_Prirnar\r First Marne Last Narme Pref Comm | Worlk Phone Ext Ernail Address

¥ Barry Conrad = ICaII 'I g55/223-1002 O barrie@bjsappliance_psft.co L ]j[
First Mame Last Mame #dd
Related Transactions
sfe pssion Team | EF Add Product | [Elcreate Forecast | B Create Quote | BF ndd Task | &7 Add wote
Save || [ Add | [=] Send | & Email | CI3 Clone | 360 360-Cearee view | 4E] Previous | G Search | %E] Mext| »  Top of Pane

Opportunity - Discover page (page 2 of 2)

See Chapter 10, “Creating Sales Leads and Opportunities,” Selecting the Customer
for a Lead or Opportunity, page 120.

See Chapter 10, “Creating Sales | eads and Opportunities,” Selecting Customer Contacts
for a Lead or Opportunity, page 126.

See Chapter 19, “Including Opportunities in Forecasts and Closing Opportunities,”
Using the Forecast Summary, page 210.

Partner and Contact Before clicking the Search button, you have the option to enter characters
in the Partner or Contact fields. Click the Search button to access the
Search for Partner page, where you can view the results of the search

and select a partner and contact for the lead.

If you already have selected a customer when you search for a partner, the
system limits your search to the partners associated with the customer.

Chapter 10

Description Enter a description of the opportunity.

Unit Enter the business unit with which the opportunity is associated. The default is
the business unit that is associated with the PeopleSoft Sales user on the Sales
User page. Or, if the person who islogged in isnot a Sales user, then the system
uses the business unit that is specified on the person’s User Preference page.

Sales Rep (sales Enter the sales representative’s name (in the format last name, first name)

representative)

Status
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for this opportunity. The default is the name of the PeopleSoft Sales user
who is currently logged in. If your Sales access profile permits you to
reassign opportunities, you can override the default value.

Select the current status of the opportunity.
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Priority

M odel

Stage

Task
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Status values are delivered as transl ate values; do not delete them. However, if
you have the necessary permissions, you can create additional status val ues.

Delivered values are:

* Open: The sales representative or sales team is currently
working this opportunity.

» Closed - Won: The sale is won, and the opportunity is closed. You may
include opportunities with this status in pipelines and forecasts.

When you save the page, the Opportunity Close Events page appears.
You must provide the actual revenue, actual close date, and other
information on this page to close the opportunity successfully and
change the status to Closed - Won.

See Chapter 19, “Including Opportunities in Forecasts and Closing
Opportunities,” Closing Opportunities, page 217.

» Closed - Lost: The saleislost, and the opportunity is closed. Opportunities
with this status that remain in a forecast show up as leaks.

When you save the page, the Opportunity Close Events page
appears. You must provide afallout reason, actual close date, and
other information on this page to close the opportunity successfully
and change the status to Closed - Lost.

See Chapter 19, “Including Opportunities in Forecasts and Closing
Opportunities,” Closing Opportunities, page 217.

* Inactive: The opportunity is on hold. Fields that are for the opportunity are
unavailable for entry until the statusis changed to Open again. Opportunities
with this status are not included in pipelines or forecasts.

Select a priority to indicate the urgency of working this opportunity.
Priority values are trandate values.

Select the overall sales process to use for this opportunity; for example,
the proprietary Knowledge-Enabled Sales (KES) process.

Set up sales processes on the Sales Process page.

See Chapter 4, “Setting Up Sales Leads and Opportunities,” Setting
Up a Sales Process, page 27.

Select the current stage of the sales process for this opportunity.
The system populates this drop-down list box with values that are
based on the specified sales process.

Set up sales stages on the Sales Process page.

See Chapter 4, “Setting Up Sales Leads and Opportunities,” Setting
Up a Sales Process, page 27.

Select the current task to perform for this opportunity. The system
populates the drop-down list box with values that are based on the
specified sales process and sales stage.

Set up sales tasks on the Sales Process page.
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See Chapter 4, “ Setting Up Sales Leads and Opportunities,” Setting
Up a Sales Process, page 27.

% Close (percentage close) The system calculates this value after you enter the sales task and save
the opportunity. The calculation is based on the %Close method that
is associated with the specified sales process.

Selecting the Customer for a Lead or Opportunity

120

This section discusses how to:

» Select a customer for a lead or opportunity.

» Search for customer information.

» Use the Quick Create feature to create a customer.
Select the customer address.

Select the customer site address.
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Pages Used to Select the Customer for a Lead or Opportunity

Page Name Object Name Navigation Usage

Lead - Discover RSF_LEAD_ENTRY o Sales,Add Lead Select the customer for a
» Sales, Search Leads saleslead.

Opyportunity - Discover RSF_OPP_DETAIL » Sales, Add Opportunity Select the customer for a
. Sales, Search sales opportunity.

Opportunities

Search for Customer RBQ BOSRCH Fromthe Lead - Discover or | Searchfor acustomer.
Opportunity - Discover page,
click the Search button.

Create Company RBQ_QCREATE From the Search for Create anew company and
Customer page, select the saveit inthe database.
Company tab and click the
Add aNew Company link.

Create Consumer RBQ _QCREATE From the Search for Create anew consumer and
Customer page, select the saveit inthe database.
Consumer tab and click the
Add aNew Consumer link.

Customer Address RSF_LE _ADDR_SEC From the Lead - Discover Enter the customer’ssold
page, select—> add address | to, billing, and shipping
inthe Addressfield (thefirst | addressesfor alead.
Addressfield). Click Go.

Customer Address RSF_OPP_ADDR_SEC Sales, Add Opportunity Enter or review the
From the Opportunity - customer’s sold to, hbilling,

: PP y and shipping addressesfor
Discover page, select — an opportunity
add addressin the Address PP '
field. Click Go.

Site Address RSF _LE SITE_SEC From the Lead - Discover Enter or review the customer
page, select Add inthe siteaddressfor alead.
Addressfield (the second
Addressfield). Click Go.

Selecting a Customer for a Lead or Opportunity

Access the Leads - Discover page or Opportunity - Discover page.

Note. The Customer section appears on the Discover page in the Lead component and in the
Opportunity component. Although the following example shows the Leads component, the
information here applies to both leads and opportunities.
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Lead
Save || [ &dd | [=] Motify | < Email | 213 Clane | \ﬁ Convert | 360 360-Cegree View | 1E] Previous | O Search| ®» Personalize
Description Explore Design - Kitchen Upgrade Status Open
Customer Explore Design Center Customer Yalue
Contact Lucent,Jean Rating
Summary Assign Qualify Fropose Tasks Motes Histary
Customer
; Search Again
Customer Explore Design Center O\ Search Again
Address | 6999 Dublin Blvd,Dublin,CA,94568,USA -] &3
Site Dublin Q Search Again
nddress|6999 Dublin Blvd,Dublin, CA,94565, US4 = G2
Partner
Partner Contact
Search Advanced Search

Lead - Discover page

Search

Advanced Search

Address

Before clicking one of the Search buttons, you must enter a business
unit. Also, you have the option to enter characters in the Customer

or Sitefields. Click the Search button to search for customer or site
data, and to determine if a customer or site already exists. If it does not
exist, you can quickly create a customer or site.

If you select a site before a customer, then the system automatically
populates the Customer field. If you select a customer before a site,

then you can only search for sites of that customer. If you already have
selected a partner when you search for a customer, the system limits your
search to the customers associated with the partner.

See Chapter 10, “Creating Sales Leads and Opportunities,” Searching
for Customer Information, page 122.

Click the Advanced Search link to search for customer or site data. You
can enter specific criteria to use in the search.

After you select a customer, the system populates the Address field
with the primary address for the customer. Use the drop-down box

to choose whether to select an existing address, search for an existing
address not in the list, or add a new address. Then, click the Go button
to search for an address or add a new address.

Note. If you already selected a customer or a site, the system displays a Search Again link
instead of the Search box and Advanced Search link.

Searching for Customer Information

Access the Search For Customer page. To select or add a company, click the Company tab.
To select or add a consumer, click the Consumer tab.
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Search For Customer
=~ Search
Namelbegins with "I
First Namelbe';lil'ls with -I
Last Namelbegins with "I

Phone|= vI
Address I begins with = I

Search Clear Cancel

. Consurmer

E' Create Company

Search Results

Company Address City
Arnold Ice 1051 El Camino Real, Colma, ol
Company A, 94015, USA

Bl's Appliance 173 N Mcdowell Blvd,

Center Petalumna, CA, 94954, Uss ~ Fotaluma
Boris May & 675 East Campbell Avenue, campbell
Cormpany Carnpbell, Ca, 95008, USA P
Zoen Food 4465 Sunnyside Ave,,Suite Malibu
Service 120,Malibu,Ca,90265,Us4

Cool Solutions 1240 N. Fair Oaks Sunnyvale

Ave,Sunnyvale,CA,94089,U54

Explore Design @399 Dublin Blvd, Dubling CA

) .
Center 94568, USA Dublin

Ca

CAa

Ch

CA

N
Wiew All | i First 1-16 of 16
Postal Country Phone
001-555/664-
24015 Usa 2337
001-555/408-
94954 Usa 2200
5008 Usa 408 3644222
001-310/445-
90265 US4 9934
34089 Usa 408/745-7827
94563 USa 001-555/213-

o001

Search for Customer page

To select a customer, click on a company or consumer in the Search Results section. To add a new company
or consumer, click the Create a New Company link or Create a New Consumer link.

Using the Quick Create Feature to Create a Customer

Access the Create Company page or the Create Consumer page.

When you use the Quick Create feature, you enter the customer information directly into the database,
and the customer entry immediately becomes available for searching.
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Create Company

SetID CRMO1 Appliance

Company

*Name

*Eurrencylug Daollar ;I
Purchasing Options

¥ Sold To Customer This Company can make purchases.
¥ Bill To Customer This Cormpany can receive bills,

¥ Ship To Customer This Company can receive shipments,

Contact Info

*Description |Business Address
2 Look up Address
Phone *Typelﬂusiness ;l
ITvpe Country | Nurmber Ext/PIM Physical Location
Code :
I ; I *Country | United States =]
Main -
Iﬁ Address 1
Solluler & Address ?
Lox - Address 3
IF‘ager vI City
Email County
*Type Email Address State L
IE-usiness vI Postal
IOther vI Time Znnel =]
Regiunl ;l

Create Company page

See Also

PeopleSoft Enterprise CRM 8.9 Business Object Management PeopleBook, “Using Business Object Search
and Quick Create Functionality,” Creating Business Objects by Using the Quick Create Component

Selecting the Customer Address
Access the Lead - Discover page or Opportunity - Discover page.

After you select or add a customer, the system displays the Address drop-down box and populates it with the
address of the customer. In the Address drop-down box, you can choose to search for a different address or
add a new address. After you click the Go button, the system displays the Customer Address page.

Note. Although the following example shows a customer address, the information applies to
both the Customer Address page and the Site Address page.
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Customer Address

Customer Arnold Ice Company

Address Detail

*[:uuntrn_.rILlnited States |

Address 1
Address 2

Address 3

City
County
State Q

Postal

Time Zone O\

Cancel Search

Customer Address page

Note. In PeopleSoft Sales, you can save only one customer address and one customer site address
for each customer for the lead or opportunity. However, you can create multiple addresses for the
same customer in the database. To add or update addresses in the database, use the Quick Create

pages or customer information pages under the CRM Customer menu.

OK

Search

Click to save data on this page and make it available for viewing or
updating later. The system displays the beginning of the addressin
the Address drop-down box for the Customer or Site field on the Lead
- Discover page or Opportunity - Discover page.

Click to search for an address to determine if it already exists.

Note. If an address already exists and you enter it again, the system creates
a duplicate entry in the database. To avoid duplicates, always search
first to determine if the address exists before adding it.

If the address already exists, select it from the list. The system displays the
Customer Address page and with the address and its associated purchasing
options designations (Sold To Address, Billing Address, and Shipping Address).

The Enter New Address button becomes available.

Selecting the Customer Site Address
Access the Site Address page.

Note. Fields on the Site Address page function in the same way as the fields on the Customer Address page.

See Chapter 10, “Creating Sales L eads and Opportunities,” Selecting the Customer Address, page 124.
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Selecting Customer Contacts for a Lead or Opportunity

This section discusses how to:

126

e Search for customer contacts.

» Use the Quick Create feature to create a contact.

» Update customer contact information.

Pages Used to Select Customer

Lead or Opportunity

Contacts for a

Page Name

Object Name

Navigation

Usage

Lead - Discover

RSF_LEAD_ENTRY

» Sdes, Add Lead
» Sales, Search Leads

Enter or view datafor alead.

Opyportunity - Discover

RSF_OPP DETAIL

» Sales, Add Opportunity

» Sales, Search
Opportunities

Enter or view datafor an
opportunity.

Search for Contact RBQ BOSRCH Fromthe Lead - Discover or | Search for acontact.
Opportunity - Discover page,
click the Add button.

Create Contact RBQ _QCREATE From the Search for Contact | Create anew contact and

page, click the Add aNew
Contact link.

saveitinthe database.

Searching for Customer Contacts
Access the Search For Contact page.
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Search For Contact

= Search

Postal =

Search Clear

E‘I' Create Contact

Search Results

Select |Last Mame

First Marme

Namelm Explore Design Center
First Namelm
Last Namelm
Phnne|= -I
Emaillﬁ
Addresslm
city[= =l

State I = j'
Country I = j'

Cancel

Marme Phone Email Address

r Lucent Jean

r Prescott Joyce

001-555/213- 6999 Cublin

0001(10013

Explore Design

Centar jlucent@expdesign_psft.com

001-555/213- 6399 Dublin

0001(224)

Explore Design
Center

Blvd, Dublin,
Cha, 94565, USA

jprescott@expdesign_psft.com Blvd, Dublin,
Ch, 94565, USA

Search for Contact page

If you select a customer before searching for a contact, the system adds the name of the customer to
the Name field. Thislimits the search to contacts of the specific customer. The system carries over the
text that you enter on the Lead - Discover page or Opportunity - Discover page for the contact name to
search. You can override the text here. You can also enter search criteria for a phone number, email

address or person ID. If you select a contact that is not associated with the customer specified on the lead

or opportunity, the system adds the relationship of the contact to the customer when you save.

Search

Select (check box)

Select (button)

Create a New Contact

Click Search to launch the search and display resultsin the grid
at the bottom of the page.

Select the contacts to associate with the customer. If the system finds
an exact match for the search criteria, it hides the Select check box and
changes the Last Name and First Name field value into alink. Select
the link to select the user and return to the Discover page.

Click this button to associate the selected contacts with the customer,
and to return to the Discover page, where the system displays
data for the contacts that you select.

Click to access the Create Contact page to create a new contact if, after
searching, you determine that a contact does not exist.

Using Quick Create to Create a Contact

When you use the Quick Create feature, you enter the customer contact directly into the database,
and that contact becomes available immediately for searching.
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Create Contact

Contact
Format for | United States ;l
Prefix
*First Name Middle Mame
*Last Mame S uffis

Address Book Entry

*Description [Horme Address
2 Look up Address
Phone *TypelMai“I‘lg ;I
—Lxpe Prefix |Humber Ext/PIM Physical Location

IMain 'I *I:uuntr-rlLInited States ;I
ICeIIuIar 'I Address 1

o = Address 2
m Address 3
City
Email County
*Type Email &ddress State Q

IHDmE j’ Postal
IOther j" Time Zunel

Regiunl

L f L

Save Cancel

Create Contact page

See Also

PeopleSoft Enterprise CRM 8.9 Business Object Management PeopleBook, “Using Business Object Search
and Quick Create Functionality,” Creating Business Objects by Using the Quick Create Component

Updating Customer Contact Information
Access the Lead - Discover page or the Opportunity - Discover page.

Note. If you make edits to contact information in PeopleSoft Sales, the system updates the
contact information in the Customer Data Model tables.

Note. The Contacts section appears on the Discover page in the Lead and Opportunity component. Although
the example shows lead details, the information here applies to both leads and opportunities.
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Contacts Customize | Find | ﬁ First 1-2af 2 Last
.mﬁ‘ Phones Impact Organization Correspondence

Primary | First Mare |Last Mare | |*Pref Camm |Work Phone |m |Ernai| Address | |
I~ Kaley Parker o] |Ca|| ;I |555,"223—1I3I:IIO\ | |ka|ev@bjsauto_psf‘t.corq E
i Barty Conrad 5] ICaII =] |s55/223-1002C |

|barrie@bjsappliance_pso\ E

| First Mame |

Last Namel

Search

Lead - Discover page: Contact tab

Contact

Primary

Pref Comm (preferred
communication)

Work Phone and Ext
(extension)

Email Address

Phones
Select the Phones tab.

Select to indicate the primary contact for this lead. You can

create only one primary contact.

Select the contact person’s preferred method of communication.

Communication methods are delivered as translate values that you can
modify if you have the necessary permissions.

Enter the contact’s work phone number here. (Enter additional

phone numbers on the Phones tab.)

Enter the contact’s email address. This address is required if

you plan to email the proposal.

N
Contacts Custamize | Find | g First 1-2 of 2 Last
Contact Impact Organization Correspondence
Prirnary | First Marne Last Marne Country | Cell Phone Fax Mumber Horme Phone
Code

v Kaley Parker = [oo1 | Q | Q | Q0
r Barry Caonrad = |oo1 | Q| Q | (S|
‘ First Name | Last Name | Search

Lead - Discover page: Phones tab

Enter all but the contact’s work phone number. Enter the contact’s work phone number on the Contact tab.

Impact
Select the Impact tab.
k]
Contacts Customize | Find | ﬁ First 1-2 of 2 Last
Contact Phones QOrganization Carrespondence
Primar}.r_l First Mame |Last Marme Role |Suggor‘t |Im|gact | Approval Required
2 Kaley Parker = |Manager ;I | ;I | ;I -
- Barry Conrad = |C0ntact ;l | ;l | ;l -
‘ First Name | Last Name | Search

Lead - Discover page: Impact tab
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Enter information to identify the contact’s impact on the customer’s decision to make this purchase.

Note. You identify the contact’s decision-making role on the Contact tab, and the
contact’s business title on the Organization tab.

Role

Support

I mpact

Approval Required

Organization
Select the Organization tab.

Select arole that best identifies the role of the contact.

Note. Do not confuse roles with business titles, which you
enter on the Organization tab.

Select the type of support that the contact shows for this purchase.
Define support values on the Supports page.

See Chapter 4, “ Setting Up Sales Leads and Opportunities,” Setting
Up Contact Support Levels, page 39.

Select the impact that this contact has on the customer’s decision
to make this purchase.

Define impact values on the Impacts page.

See Chapter 4, “ Setting Up Sales Leads and Opportunities,” Setting
Up Contact | mpact Levels, page 40.

Select to indicate that the contact must grant approval on behalf of the
customer for the sale to go through. For example, if the individual isinfluential
in the company but does not have final approval, clear this check box.

¥
Cusztomize | Find | &

Contacts First 1-2af 2 Last
Contact Phones Impact Correspondence

Erimary | First Marme Last Mame Title Department |Responsibilites

I~ kaley Parker = | ;I I ;I @

- Barry Conrad = | = | = i

First Name

Last Mame Search

Lead - Discover page: Organization tab

Enter the contact’s business title, department, and responsibilities. Set up contact titles and
departments on the Titles page and the Departments page.

See Chapter 4, “ Setting Up Sales L eads and Opportunities,” Setting Up Contact Titles, page 40.

Cloning a Sales Lead or Opportunity

This section discusses how to clone an existing sales lead or opportunity.
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Page Used to Clone a Sales Lead or Opportunity

Page Name Object Name Navigation Usage
ClonelLead RB_CLONE_TXN_SEC Sales, Search Leads Clonealead.

Select alead and click the
Clonelink in thetoolbar.

Clone Opportunity RB_CLONE_TXN_SEC Sales, Search Opportunities | Clone an opportunity.

Select an opportunity and
click theClonelink inthe
toolbar.

Cloning an Existing Lead or Opportunity
Access the Clone Lead or Clone Opportunity page.

Note. Although the following example shows the Clone Lead page, the information
also applies to the Clone Opportunity page.

Clone Lead

Mumber of Clones |1 Max Clones 50

Specify New ¥Yalues

Lead Name

Select Data to Copy Cuztomize | Find | D First 1-Fof 7 Last
Select

N Contacts

N MNotes & Attachments

N Partners

N Products

N Sales Team

N Corpetition

-

Buying Criteria
[T Select all f Clear Al

Clone Lead page

Number of Clones Enter the number of copies that you want to make from the original
lead or opportunity. The system creates the clones and appends the
number of copies to the lead description.

Lead Name Enter a name or description for the new lead or opportunity
that you want to create.
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Select the data that you want to copy from the original to the clone.

Converting a Lead to an Opportunity

132

Page Used to Convert a Lead to an Opportunity

Page Name Object Name Navigation Usage
Convert Lead to Opportunity| RSF_LE_OPP_SEC Click the Convert link onany | Convert alead to an
pagein the Lead component. | opportunity.

Converting a Lead to an Opportunity
Access the Convert Lead to Opportunity page.

Convert Lead to Opportunity

Lead Name Bl's - Walk in Freezer

Customer Name BJ's Appliance Center Business Unit aPP01

STEP 1 : Link to Existing or Create a new Opportunity

3 Create New Opportunity

r Link an Existing Opportunity
{Mote: The "Select" check box is disabled for opportunities to which you do not have access, )

N
Select Existing Opportunity Customize | Find | Wiew all | i First 1of1
Select Opportunity ID Opportunity Mame Sales User
1[0 200300014 Replacerment Solution m Murphy,Terry

STEP 2: Select Data to Copy

3 Contacts W Buying Criteria

i Products W Partners

13 Quotes & Orders 73 Competition

M Tasks 43 Surveys

¥ Notes and attachments M sales Team

i Attributes
o  Select all Clear all

STEP 3: Complete Conversion

i T3 Transfer to New Opportunity

Press Ok to proceed with conversion of lead to opportunity, Click Cancel to cancel the conversion and go back to the Lead.

Last

Convert Lead to Opportunity page

STEP 1: Link to Existing or Create a new Opportunity

Select Select to convert and merge the lead into an existing opportunity.

Create New Opportunity Select to convert the lead into a new opportunity.
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Note. This region appears only if there are opportunities.

STEP 2: Select Data to Copy

(Check boxes) Select the data to carry over from the lead to the opportunity.

If you associate the lead with an existing opportunity, the system adds the
selected information from the lead to the selected opportunity.

STEP 3: Complete Conversion

Transfer to New Select to transfer to the opportunity when you click OK.

Opportunity When clear, the system returns you to the Leads page that you were

on when you clicked the OK button.

OK Click to have the system save the opportunity to the opportunities list
and the Opportunities details component. The opportunity is available
for you to continue updating and managing it.

To immediately access the new opportunity upon successful conversion,
select the Transfer to Opportunity check box before clicking OK.
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Importing Sales Leads

This chapter discusses how to import sales lead data.

Importing Sales Leads Data

You can import leads data into your system from an external comma-separated values (CSV) file.
However, before you can import the data, you must create a database template to receive the data.
You must also create an import map to identify the items from the spreadsheet that populate the
various fields in the database template. A default template and map exist in the delivered database.
You can use these as a model for creating other templates or maps.

This section provides an overview of the data import process and discusses how to:
* Import leads data from an external file.

* View a template definition.

* View lead import results.

* View lead import errors.

» Search for imported data.

See Also
Chapter 4, “ Setting Up Sales L eads and Opportunities,” Setting Up Sales Lead | mport Templates, page 52

Understanding the Data Import Process

You can upload a CSV spreadsheet (such as a Microsoft Excel spreadsheet), map the columns on the
spreadsheet to fields in your database, and run an automated process to import the data from the spreadsheet
into PeopleSoft Sales. You can import data from any comma-delimited spreadsheet, including telemarketing
spreadsheets, spreadsheets from trade shows, or your own personal spreadsheets. When you import leads,
the system stores the data in the Leads table and the Customer Data Model tables.

See CRM Business Object Management PeopleBook

PeopleSoft Sales is shipped with a predefined lead import template and map for importing leads data.
When you upload a spreadsheet and select the import template and import map, the system displays a
list of the column headings and the closest matching database field name. The system also provides
other field names from which to choose for each column. If the system’s automatic mapping produces
the correct results, then select the columns to use and run the import process.

If the results of the automatic mapping are not correct, use the fields to select a different field name and column
mapping. Then, name and save the map to make it available from the specified template in the future.
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You can create and save as many maps as you want. You can also create new templates. When you
create a template, the system automatically creates a default import map for you.

Note. To create import templates, you must have the proper security permissions in
your PeopleSoft Sales access profile.

See Also

Chapter 4, “ Setting Up Sales L eads and Opportunities,” Setting Up Sales Lead Import Templates, page 52

Pages Used to Import Sales Leads Data

Page Name Object Name Navigation Usage
Import Sales Leads RB_IMP_RUN Sales, Import Leads Select the template, map,
and spreadsheet for

importing leads dataand run
the import process.

Lead Import Template

RB_IMP_TEMPL_DISPL

Click the View Template
Definition link on the Import
SalesL eads page.

View adisplay-only version
of the specified template's
definition.

SalesL eads I mport Results

RSF_LE_IMP_RESULTS

Sales, Import Leads

Click the View Results
button.

View results of the |leads data
import process.

Lead Import Errors

RSF_LE VIV_ERR

Sales, Leads, Import Sales
Leads

Click the View Errorsbutton
onthe Sales L ead Import
Results page.

View results of the |leads data
import process.

Search Lead Imports

RB_IMP_SEARCH

Sales, Leads, Search Lead
Imports

Search for imported leads
data

Importing Leads Data from an External File
Access the Import Sales Leads page.
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Import Sales Leads
=~ Step 1: Choose a Template and Map

Templates define which database fields are used for import. Maps contain the
rmatchings between yvour spreadsheet columns and the database fields,

Template NameILEF\D_IMPORT =] View Ternplate Definition

Import MaplLEF\D_IMPORT Map ;I Edit Termplate Spreadsheet

=7 Step 2: Attach vour Spreadsheet

File MName Benchi.csy

Delete Wiy

=~ Step 3: Match spreadsheet columns with database fields

For each spreadsheet column, choose a matching database field.

~ Step 4: Run the Import

The amount of time it takes to run the Impaort varies according to the size of the import file. For
very large files, the process could take several minutes, You may choose to wait here for the
process to finish in real time, or subrmit the Import as a batch process,

 Run Import and Wait Here for the Import to Finish
% Run Import using the Process Scheduler (batch process)

Fun Import Process Monitor Wiew Results
Created By g EE Created on 05/05/04 11:41:17.0000004M
Last Imported By Last Imported

Dedup | Column Mame Sample data Parent Name Database field name
[T Business Unit Us200 |Ps_ROOT =l |Business Unit =l
[T Lead Mame IMP1 |Ps_ROOT | |Lead mame B
T Cust. Mame Health @ o [Ps_rooT =] [cust. Hame |
[T <Consumer First Hame IPS_ROOT =] |C|:|nsumer First Mame =
[T Consumer Last Name |PS_ROOT ;I |C|:|nsurner Last Mame ;I
[T address Line 1 g?j; =an Tomas |F‘S_RO0T =] |.¢\ddress Line 1 =]
[T Address Line 2 |Ps_ROOT =] |address Line 2 =]
[T Address Line 3 |Ps_RoOOT | |address Line 3 |
[T Address Line 4 |Ps_ROOT =] |address Line 4 =]
I city San Jose |Ps_RoOOT = | city =l
Import Sales Leads page (1 of 2)
Save Map As Save Map

Import Sales Leads page (2 of 2)

Step 1: Choose a Template and Map

Template Name Select the import template to use. Import templates identify the
components from which to pull database fields.
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View Template Definition Select to access a display-only version of the Import Template
page for a specified template.

Import Map Select the import map to use. The import map identifies which
spreadsheet columns populate the various fields in your database,
and it identifies which columns to import.

Edit Template Spreadsheet  Select to launch a new window with the Microsoft Excel spreadsheet template
with column headings only. You can enter data (including placeholder data
for required fields) or paste data from another spreadsheet.

Note. If you make changes, be sure to save the spreadsheet
before closing the window.

Step 2: Attach your Spreadsheet

Add Click to access the search page, where you can enter or browse for the
path to the comma-delimited file of |eads data to import.

Upload Click to upload the file, after identifying the path to the file. The system
|oads the spreadsheet and attempts to map the spreadsheet columns to
the database fields identified on the selected template and map. The
system accesses the Import Sales L eads page and displays the name
of the uploaded file and mapping results.

Delete Click to delete the uploaded file. The Add button appears. Click
Add to browse for a different file to upload.

View Click to open a new window, where you can view the uploaded spreadsheet
to confirm that it is the spreadsheet to use.

Step 3: Match spreadsheet columns with database fields

If the columns and fields are acceptable as mapped, run the import process by selecting
options in the Step 4: Run the Import group box.

If the automatic mapping is not acceptable, select the correct field for each column from the Parent
Name and Database field name fields. Then, enter a map name in the Save Map As field, and click
Save Map. The map appears in the map drop-down list for that template.

Note. The Dedup check boxes indicate data that the system uses to check for duplicates. You specify
the data for determining duplicates when you create the template definition. If you have the necessary
permissions, you can edit theDedup check boxes used for determining duplicates.

See Chapter 4, “ Setting Up Sales L eads and Opportunities,” Setting Up Sales L ead Import Templ ates, page 52.

Step 4: Run the Import

Specify how the import runs—in real time or in a batch process at a later time.

Run Import Click to submit the run request to the system.
View Results Click to view your import results after the process has run.
Process M onitor Click to access the Process List page, where you can confirm that your request

was received and determine its status, after submitting the run request.
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Viewing a Template Definition
Access the Lead Import Template page.

Sales Lead Import Templates
Import Template Name LEAD_IMPORT

Component Interface Name

Description |Standard Lead Import Template

K1 Ol

Select Fields
[ [ Primary (Level 0) Fields
3 [ RSF_LE_CONTACTS (Scroll Level 1)

@ ¥ RSF_LE_PRODUCTS (Scroll Level 1)

Include | Dedup |Field Mame Description Custom Label
< [T  PRODUCT_GROUP  Product Group
F [T  PRODUCT_ID Praduct ID
< [T REVEMUE_TYPE Revenue Type ID
F il QT Quantity
< [T UMIT_OF_MEASURE Unit of Measure

il PRICE_BASE Met Unit Price (base)

=

3 [* RSF_LE_NOTE (Scroll Level 1)

Sales Lead Import Templates page

This page is a display-only version of the Import Template page, so that you can view the
template definition. To create or edit an import template, you must access the editable version
of this page, if your PeopleSoft Sales access profile permits.

See Chapter 4, “ Setting Up Sales L eads and Opportunities,” Setting Up Sales Lead Import Templates, page 52.

Viewing Leads Import Results
Access the Sales Leads Import Results page.
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Sales Leads Import Results

Each import record is available for viewing in the scroll area. If the Lead was not imported successfully,
you may view the errors, correct the errors, and press the Create Lead button to try the import again.

Total Leads from Import File 1 Leads Imported 0 Leads in Error 1
Leads Find | Wiew &ll First 1ofl Last
Row Number 1 Status Mot Imported -- Errors Found Last Imported [05/05/2004 11:484M
Lead IMP1 Import Zone
Business Unit USEDDQ SetID CRMOL “Wiewy Errors
Customer|Health Conscious.com Search Create Lead

Cons First Last
Name
=~ Contact Information

First Name James
Last Name Tavlor
Work Phone [225/694-7001
Home Phone 9254170509
Cell Phone
Fax Number

Email ID Jimrmy@healthy.com

Country Code

Sales Leads Import Results page (1 of 3)
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= Customer Address
Country USA O United States
Address 1
Address 2

Address 3

City
County

State Q

Postal

Lead RatingICDId
Lead Source Q
Lead Type Iﬁ
Referred Date E
Currency Code [USD Q)
Revenue 2000000.00

Sales Leads Import Results page (2 of 3)

Territory ID |PACIFIC USZ200 ')
Region ID [PACIFIC Q,

Industry ID

Marketing BU Q
Campaign ID Q
Activity ID Q

Note Summary

Note

Product Group Q

Product ID Q
Unit Price
Quantity

UoM Q

Revenue Type Q

Assigned To Q

Auto Assign v

Submit Al

Sales Leads Import Results page (3 of 3)
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View the details of each lead that was imported. Edit imported data as necessary.
When the data is correct, click Submit All to submit all leads data without further adjustment.

Note. If an imported lead has a sales representative’s person ID in an ID column, the system assigns the
lead to that representative. If the imported lead has no person ID and the Auto Assign check box is not
selected, the system enters a status of Unassigned on the Lead - Discover page. If you select the Auto
Assign check box, the system assigns a sales representative by using aterritory tree.

Import Zone

If errors occurred during the import process, the Import Zone group box appears.

View Errors Click to access the Lead Import Errors page, where you can
determine the errors that occurred.

Create Lead Click to import leads one by one. Each time that you click this button, the
system submits only the lead that appears in the Sales L eads group box.

See Also
Chapter 4, “ Setting Up Sales L eads and Opportunities,” Setting Up Sales Lead Import Templates, page 52

Viewing Lead Import Errors

Access the Import Error Information page.

Import Error Information
Row Number 1 Status Mot Imported -- Errors Found
Errors for this Lead
Error Number 1 Error Message |[Component Interface SAVE Method failed, row number 1 ;I
=
Error Number z Error Message |Mote subject is required. ;I
=
Error Number 3 Error Message |Error saving Component Interface, {RSF_LEAD_IMPORTY} ;I
91,57
=

Import Error Information page

Determine the nature of each import error, so that you can decide how to fix it.

Searching for Imported Data

Use the Search Lead Imports page as a list page to search for and view import results.
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Batch Info all Imported Leads

Creator = Ash, alex Admin

bl
=~ Imports Customize | Find | Yiew All | i First 1-2 of 2
4/12/2004 Created by | Last Imported on Last Import | Lead Import Status Spreadsheet File | Total Leads Leads in
04:50PM By Errar
4/12/2004 AA5H 4/12/2004 0d:54PM  AASH Imparted Benchil.csy 1
04:50PM
451 2/2004 ) Mot Imported --
05 12PM AASH 441272004 05:16PM AASH Brrars Foums Benchl.csw 1 1
Mewy mport
=~ Search
Use Saved Searchl ;l
Search | | Clear | B zave search Criterialll Delete Saved Search ‘%L Personalize Search
Created un|= LI | [ Time
Last Impnrted|= ;I | Eﬂ Time
Creatur|= LI | Q
Last Imported By|= ;I | Q
Lead Import Status | = LI I ;I
Total Row Count | > LI |
Rows in Errnrl = ;I |
Duplicatesl} LI |
Spreadsheet File |begins with  ~ ||
| Search | | Clear | B zave search Criteriaﬁl Delete Saved Search @ FPersonalize Search
Batch Info (batch information) page
143
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all Imported Leads

Last Imported = 04,/01/2004 12:00:004M

b
~ Imports Customize | Find | Wiew all | i First 1 of
Created on Created by | Last Irnported on Last Irnport Lead Irmport Status Spreadsheet File Total Leads Leads
By Error

452004 05:10PM EALLEN 4/1/2004 08:15PM  EALLEN Imported 39 _COMO1_Import.csy 1

Mewwy Import
=~ Search

Use Saved Search ;I
Search Clear B save search Criteria@ Delete Saved Search “\q Fersonalize Search

Created un|= j‘ H Time

Last Impnrted|= 'I 04/01/2004 5 Time
Ereatur|= j‘
Last Imported By|= I

Lead Import Status | = ;I I
Total Row Count | > 2

Rows in Errnrl - 'I
Duplicatesl * 'I
Spreadsheet FiIerEginS with 'I

Search Clear B save search Criteria@ Delete Saved Search \Ot Personalize Search

Q
Q
=l

All Imported Leads page
Use the Batch Info page to search for and view alist of imported leads data by run parameters.

Use the All Imported L eads page to search for and view alist of imported |eads data by lead parameters.

See Also

PeopleSoft Enterprise CRM 8.9 Automation and Configuration Tools PeopleBook, “ Configuring Search Pages’
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Assigning a Lead or Opportunity

This chapter provides an overview of sales representative assignment and discusses how to:
» Assign sales representatives to a lead or opportunity.

» Accept, reject, or turn back a lead assignment.

» Assign partners to a lead or opportunity.

» Reassign a sales representative's leads and opportunities.

Common Elements Used in This Chapter

New Rep (new Select the new sales representative to assign to alead, opportunity,
representative) or account on a reassignment worksheet.
New Territory Select the territory for the new sales representative on a

reassignment worksheet.

Understanding Sales Representative Assignment

PeopleSoft Sales offers three methods of assigning sales representatives to the sales
team for a lead or opportunity:

* You can manually choose sales representatives or a sales team to assign to the lead
sales team or the opportunity sales team.

* You can use the assignment engine to generate a list of sales representatives from the highest
ranked territories and then manually select representatives from the list.

The assignment engine uses options and criteria specified on the assignment group to
determine the highest ranked territories.

* You can use the assignment engine to select a sales representative automatically based on
options and criteria that you specify on the assignment group.

See Chapter 6, “Configuring Assignment Criteria,” Understanding Assignment Groups, page 73.

PeopleSoft Proprietary and Confidential 145



Assigning a Lead or Opportunity

Chapter 12

Assigning Sales Representatives to a Lead or Opportunity

This section discusses how to:

146

» Assign the sales representative.

» Select sales representatives to assign.

» Maintain data for the sales representative assignment.

Pages Used to Assign Sales Representatives to
a Lead or Opportunity

Page Name

Object Name

Navigation

Usage

Lead - Assign

RSF_LEAD_ASSIGN

Sales, Search Leads

Select alead. Select the
Assign tab.

Assignthe sales
representative to the lead.

Opportunity - Assign

RSF_OPP_ASSIGN

Sales, Search Opportunities

Select an opportunity. Select
the Assign tab.

Assignthesales
representativeto the
opportunity.

Assign Sales Representative

RSF ASSIGN_TEAM_L

AccessthelLead - Assign
page. Click the Assign
SalesRep button. The

page appearsonly if the
assignment configurationis
set to manual selection.

Manually select sales
representativesfor thelead
and specify the primary lead
team representative.

Assign Sales Representative

RSF_ASSIGN_TEAM_O

Accessthe Opportunity -
Assign page. Click the
Assign Sales Rep button.
The page appearsonly if the
assignment configurationis
set to manual selection.

Manually select sales
representativesfor the
opportunity and specify the
primary opportunity team
representative.

Organization

RSF_TR HTREE_SEC

AccessthelL ead - Assign or
Opportunity - Assign page,
and click the View Sales
Organization button.

View the organization
or territory to which the
representative belongs.

Assigning the Sales Representative
Access the Lead - Assign page or the Opportunity - Assign page.

Note. The Assign page appears in the Lead component and in the Opportunity component. While the example
is from the Opportunity component, the information provided applies to both leads and opportunities.
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Opportunity

Save || [F Add | [=] Send | £ Email | L3 Clone | 30 360-Cearee Yiew | #E] Previous | O Search | #E] Next| Personalize
Description Replacerment Solution Status Open
Customer BJ's Appliance Center Customer ¥alue Goldir
Contact Conrad,Barry Revenue 20000
Sumrnary Discover \m Qualify Propose Tasks Notes History
Sales Team Members Customize | Find | i First 1-2 of 3 Last
Sales Rep Info Territary additional Details Comrents
Prirary | Sales Rep |Team Role |Llser Type Partner Name | Wwork Phone Extensiunl | |
¥ Terry Murphy Iﬁ T |
I Henry Emman Iﬁ 1773 ﬁ[
[T BurtLee Iﬁ T |
Use one of the options below to add sales members to your team.
Find by Name
First Namel Last Mame
Search Advanced Search
Find Partner Rep
First Mame Last Mame
Search Advanced Search
Add by Team
Sales Teaml ;I Add

Opportunity - Assign page (1 of 2)

Use Assignment Engine

Findd Sales Rep

Wiew Assignrment Criteria

Assignment Criteria

*Industry |.|3.|:|:Iianu::esJ Household Electric Q SIC Code 5064
Region |Western Q Product Group
*Territory |SF Bay Area Q Product
Tree Name |IF‘ROD_WORLD Q Assignment Group SALES
Partner Cuztamize | Find | E
m Status Cormnrments
*Partner |Cnntact |Product |ROIe | | |
| Q | Q| Q| =l =]
Related Transactions
= = o +
Eﬂ'ndd Product [l Create Forecast™  Update Sales Stage EﬂCreate Quote i Add Contact E' Add Task Add Maote
Opportunity - Assign page (2 of 2)
Note. If the lead was converted to an opportunity, fields are unavailable on the Lead - Assign
page. Access the Opportunity - Assign page to update the data.
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If you do not want to use the assignment engine, you can search for and assign a sales representative
to the sales team of the lead or opportunity by using the Find by Name section of the page. Similarly,
you can search for and assign a partner representative to the sales team of the lead or opportunity by
using the Find Partner Rep (find partner representative) section of the page. Also, you can assign a
sales team to the lead or opportunity by using the Add by Team section of the page.

Define sales teams on the Sales Team page.

See Chapter 3, “Setting Up Sales Security and Persondlization,” Setting Up Sales Teams, page 22.

Find Sales Rep (find sales
representative)

View Assignment Criteria

Industry

SIC Code (Standard Industry
Code)

Region

Territory

Product Group and Product

Tree Name

Assignment Group

Click to initiate the assignment engine.

If you have set the assignment mode on the assignment group to Automatic
Assignment, the system finds the best suited sales representative based

on the assignment criteria, and enters that sales representative’s data

in the Sales Team Members section of the page.

If you have set the assignment mode on the assignment group to

Manual Selection, the list of sales representatives on the Assign Sales
Representative page appears, so that you can select the sales representative
to whom to assign the lead or opportunity.

Note. If the lead or opportunity has one existing primary sales representative
and the assignment engine returns a new primary sales representative,

the system replaces the old primary representative with the new primary
representative, and moves the revenue allocation from the old primary
representative to the new primary representative.

If the lead or opportunity has multiple existing primary sales representative
and the assignment engine returns a new primary sales representative,

the system adds the new representative, makes the new representative

as primary, and keeps the existing representatives.

Click to display the assignment criteria on the page. Typically, you do not
change the fields in the Assignment Criteria section. However, the system
does allow you to edit the Industry, Region, Territory, and Tree Name fields.

The system populates this field with the industry, if any, associated
with the customer on the Discover page.

Displays the SIC, if any, associated with the industry.

The system populates this field with the region, if any, associated
with the customer on the Discover page.

If you have used the assignment engine to assign a primary sales
representative, the system populates this field with the territory
associated with the primary sales representative.

Displays the primary product information from the Product
grid on the Propose page.

The system populates this field with the default territory tree for
the primary sales representative.

Displays the default assignment group for the business unit.
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Selecting Sales Representatives to Assign
Access the Assign Sales Representative page.

= Sales Rep

Sales Rep Q Wiew Sales QOrganization
Industry Cargo and Freight Q, SIC Code 2903
Region [Western Q Product Group
Territory &'} Product
Tree Mame IPROD_WORLD Q Assignment Group SALES
Aszign Sales Rep
Customize | Find | D First 1-2af2 Last

Select Assigned To |Sales Rep Mame Territory Tree Mame Prirmary
I 300019 Murphy, Terry BAY_AREA IPROD_WORLD I
I 400117 Reilly,Zack BAY_AREA IPROD_WORLD r
Ok Cancel

Assign Sales Representative page

This page, with the list of candidates for assignment, is available only in manual selection assignment mode.
Select the sales representatives and the primary representative for the lead or opportunity.

If you want to choose a sales representative that is not displayed, select a representative in
the Sales Rep field and click the Assign Sales Rep button.

Select Select to indicate the sales representatives to whom you want to
assign this lead or opportunity.

Primary Select to indicate the primary sales representative for this lead or
opportunity. You can have only one primary.

Click OK to access the Assign page, which displays the primary representative’s name,

territory, and associated industry and region, if any.

Maintaining Data for the Sales Representative Assignment
Access the Lead - Assign page or the Opportunity - Assign page.

Sales Rep Info Tab

Select the Sales Rep Info (sales representative information) tab in the Sales Team Members section.

Primary Select to indicate the primary member of the sales team. You can have
only one primary, who should be the sales representative to whom the
lead or opportunity is assigned. Only the primary sales representative
will be listed on many pages for the lead or opportunity.

Team Role Select the role of the sales representative on this team (for example,
Legal, Partner, Manager, Team Leader, and so on).
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See Chapter 3, “ Setting Up Sales Security and Persondlization,”
Setting Up Sales Teams, page 23.

Sales User Type Displays the sales user type associated with the sales representative
on the Sales User page.

See Chapter 3, “ Setting Up Sales Security and Persondlization,”
Setting Up Sales Users, page 15.

Click to access the Organization page, where you can view the organization
birk or territory to which the representative belongs.

Territory Tab

Select the Territory tab in the Sales Team Members section.

Opportunity
Save || [F Add | [=] Send | £ Email | £13 Clone | 360 360-Degree View | #E] Previous | CL Search | 4E] Mext| » Fersanalize

Description Lakeview Freszer Status Qpen
Customer Lakeview Community Caollege Customer ¥Yalue Goldiririrsir
Contact Brown,Maggie Revenue 5700
surnrmary Discaver Qualify Propose Tasks Motes History
First Name Last Name Al
}
Sales Team Members Customize | Find | i First 1of1 Lazt
Sales Rep Info Revenue Percentage additional Details Cormrments
Primary |Sales Rep Tree MName *Territary
[  Sam Rabbitt | woRLD = Pacific US200 - Appliances aQ, i
Opportunity - Assign page: Territory tab
Tree Name After a sales representative is added to the lead or opportunity,
the system displays the primary tree for the sales representative
as defined on the Sales User page.
Territory After a sales representative is added to the lead or opportunity, the

system displays the primary territory for the sales representative
as defined on the Sales User page.

Revenue Percentage Tab (Opportunities Only)

Select the Revenue Percentage tab in the Sales Team Members section of the Opportunity - Assign
page. On this tab, you specify how revenues for the opportunity are to be allocated among the sales
team. Revenue allocations are required for forecasting and for compensation cal culations when
you integrate with PeopleSoft Enterprise Incentive Managements (EIM).

See Chapter 20, “Understanding Sales Forecasts,” page 221.

Note. Revenue alocations are required for an opportunity to roll up into pipelines and forecasts.
Only opportunities roll up into pipelines and forecasts. You cannot include leads in pipelines and
forecasts. Therefore, the Revenue Percentage tab is part of the Opportunity component only. Thereis
no equivalent Revenue Percentage tab for the sales team in the Lead component.

Typicaly, only sales managers and administrators have access to the Revenue Percentage tab. Access
to this page depends on the setting in the user’s sales access profile.
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Opportunity
Save | [& Add | [=] send | £ Ermail | T clone | 360 360-Degree View | 1] Previous | 1 Search | oF Next| = Personalize
Description Lakeview Freezer Status Open
Customer Lakeview Cormmunity College Customer Yalue Goldiririrsr
Contact Brown,Magqgie Revenue 5700
Surnrmary Discover Qualify Propose Tasks MNotes History
Sales Team Members Customize | Find | i First 1-2of 2 Last
Sales Rep Info Territary additional Details Comments
Primary |Sales Rep Allocation % Shadow % Shadow Amount
[V Sam Rabbitt 100 100 =1
- Bill wellington 50 =l
Opportunity - Assign page: Revenue Percentage tab
Allocation % (allocation Enter the percentage of the opportunity’s revenue that is credited to the sales
percentage) representative. The sum of the allocation percentages must equal 100 percent.

Shadow % Enter the percentage of the opportunity’s revenue that is credited to
the sales representative when calculating performance against quotas.
The sum of the allocation percentages does not need to equal 100
percent. You can use thisfield to give a secondary sales representative
partial credit for an opportunity’s revenue.

Shadow Amount Enter adollar amount that is credited to the sales representative when
calculating performance against quotas. The system calcul ates the total
shadow forecast for a sales representative by multiplying the estimated
revenue by the shadow percentage, and then adding the shadow amount.

Additional Details Tab
Select the Additiona Details tab in the Sales Team Members section.

The system displays additional information about each team member, including company name, country
code, and cell phone number. The information comes from the person record or Sales User page. If
the team member is a partner, the information comes from the company record. If the team member

is a partner contact, the information comes from the contact component.

Comments Tab
Select the Comments tab in the Sales Team Members section.

Enter comments here to further describe a sales team member.

Accepting, Rejecting, or Turning Back a Lead Assignment

You can accept, reject, or turn back a lead that has the status of New or Open. Lead workflow
rules trigger the appropriate email or worklist notifications when alead is not accepted or rejected
within the maximum delay time associated with the lead rating.

This section discusses how to accept, reject, or turn back lead assignments.
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Note. Only the assignment of alead can be accepted, rejected, or turned back. You cannot accept, reject, or
turn back the assignment of an opportunity. Therefore, the Accept/Reject L ead section appears on the Assign
page in the Lead component only. There is no equivalent Accept/Reject page in the Opportunity component.

Page Used to Accept, Reject, or Turn Back a Lead Assignment

Page Name Object Name Navigation Usage

Lead - Discover RSF_LEAD_ENTRY Sales, Search Leads Accept, reject, or turn back a
lead assignment.
Select alead.

Accepting, Rejecting, or Turning Back Lead Assignments
Access the Accept/Reject Lead section of the Lead - Discover page.

Lead Details
*Description |Zady Dishwasher Lead Business Unit |US200 QL
Sales Rep Rabhitt,Sam Pacific Revenue 5000.00 Currency USD Q
*Status |Rejected | Rating |Hnt -] Prinrity|5 -]
*Reason | =l Enmmentsl ﬂ
|
Contacts Customize | Find | |——| First 1ofi Last
i Fhones Impact Qrganization Correspondence
Erirnary | First Marie Last Marne *Pref Commm | Work Phone Ext Ernail Address
I~ Tristan Garrett E ICaII -I 719/554-8632 0, 3423 |tgarrett@cadymont.com O ﬁ
First Name Last Name Al
AcceptfReject Lead
Accept Reject Turnback
*Reasunl ;l Comments ﬂ

Lead - Discover page

Accept Click to accept the lead.

The system changes the lead status to Accepted and makes the lead available
for you to work it, convert it to an opportunity, and close the sale.

You cannot leave an accepted lead unassigned. If thelead isin an unassigned
status when it is accepted, the system assigns the lead to the sales user who
accepted it. That user may assign the lead to another representative, only if the
Manually Reassign Leads option is selected on the user’s sales access profile.

Reject Click to reject the lead.

The rejection/turnback fields appear. Enter areject reason and, optionally,
comments to further describe the situation.

If you are allowed to reassign leads manually (set on the Sales Access
Profile page), you may assign the lead to another representative.
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Turnback Click to clear your name from the lead and turn the lead back to the list of
active unassigned leads, so that it can be assigned to someone else.

The rejection/turnback fields appear. Enter a turnback reason, and
optionally, comments to further describe the situation.

If you are allowed to reassign leads manually (set on the Sales Access
Profile page), you may assign the lead to another representative.

Reason and Comments These fields appear when you reject or turn back alead. Select reasons
for not accepting the lead. You may also enter comments to further
support your action or describe the situation.

Assigning Partners to a Lead or Opportunity

This section discusses how to assign partners to a lead or opportunity.

Pages Used to Assign Partners to a Lead or Opportunity

Page Name Object Name Navigation Usage
Lead- Assign RSF_LEAD_ASSIGN Sales, Search Leads Assign apartner to the lead.
Select alead. Select the
Assign tab.
Opportunity - Assign RSF_OPP_ASSIGN Sales, Search Opportunities | Assign apartner to the
Select an opportunity. Select Opportunity.
the Assign tab.
Assigning Partners to a Lead or Opportunity
Access the Partner section of the Lead - Assign or Opportunity - Assign page.
Partner Cuztamize | Find | D
| Status Comments
*Partner Contact Product Rale
Madison Reese Q, = Reese,Madison aQ = [Freezer Maintznance Pa ') | ;I E|

Opportunity - Assign page: Partner tab

Partner Tab
Select the Partner tab.

For each partner associated with the lead or opportunity, enter or select the partner’s name,
contact person’s name, product, and contact’s role.

To use this page, the role type of Partner must be set up, the partner relationship configured,
and sales partners and their contacts entered.

See Chapter 4, “Setting Up Saes L eads and Opportunities,” Setting Up Sales Partners, page 42.
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Status Tab
Select the Status tab.

Enter the partner’s status (Current, Former, or Out of Business), type (Alliance Partners, Channel Partners,
Distributor, or System Integrator), and rating (Excellent, Fair, Good, or Poor).

See Chapter 4, “ Setting Up Sales L eads and Opportunities,” Setting Up Sales Partners, page 42.

Comments Tab
Select the Comments tab.

Enter notes about the partner.

Reassigning a Sales Representative’s Leads,
Opportunities, and Accounts

You can reassign a sales representative’s leads, opportunities, and accounts to another
or to severa other sales representatives.

This section discusses how to reassign a sales representative’s leads, opportunities, and accounts.

When you reorganize a tree, the system automatically reassigns leads, opportunities, and accounts
within the new structure. You can generate worksheets to view the automated reassignments and adjust
them. This reassignment is discussed in the documentation on tree reorganization.

See Chapter 8, “Reorganizing or Deleting a Territory Tree,” page 93.
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Pages Used to Reassign a Sales Representative’s Leads,

Opportunities, and Accounts

Page Name Object Name Navigation Usage
Territory Reassignment RSF_TR_REASSIGN Sales, Reassign Sales Reassign al of asadesuser’s
Activities leads and opportunitiesto

another sal es representative.

L ead Reassignment
Worksheet

RSF TR_REASS LEAD

Click the Review Worksheets
button.

View how the system
would reassign asales
representative’s leads
and make changes before
submitting. You can
manually assign the
leadsto different sales
representatives.

Opportunity Reassignment
Worksheet

RSF_TR_REASS OPP

Click Next fromthe Lead
Reassignment Workshest.

View how the system

would reassign a
salesrepresentative’s
opportunitiesand make
changes before submitting.
You can manually assign the
opportunitiesto different
salesrepresentatives.

Account Reassignment
Worksheet

RSF_TR REA_ACCT

Click Next fromthe
Opportunity Reassignment
Worksheet.

View how the system
would reassign asales
representative’s accounts
and make changes before
submitting. You can
manually assign the
accountsto different sales
representatives.

Reassigning a Sales Representative’'s Leads,

Opportunities, and Accounts

Access the Territory Reassignment page.
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Territory Reassignment
=7 Step 1: Enter Description
Description Terty Murphy to Zack Reilly
Status MNew Date Initiated 05/06/2004

Step 2: Select Options

ReassignlLeads, Opportunities, Accounts = |

FrumISingle Rep ;l
=~ Step 3: Select Current Rep

This step is required only if you are reassigning sales activities from one rep to another.

Current Tree | IPROD_WORLD =

Current Rep Terry Murphy Q
=~ Step 4: Select Mew Rep

Maote: Tou can override this Mew Rep default for each transaction on the reassignment waorksheets,

New Tree | IPROD_WORLD =]
New Rep |Zack Reilly o}

=~ Step 5: Review Worksheets

Review Workzheets

=~ Step 6: Submit Reassignments

Yaou may Subrmit Reassignments after reviewing the worksheets above,

[ audit Details

Territory Reassignment page

Follow steps, which are represented by group boxes on the page, to reassign leads and
opportunities from one sales representative to another, or to several others. Buttons and
links change dynamically as you complete the steps.

STEP 1: Enter Description

Description Enter a description for the reassignment.

Status Displays the current status of the reassignment. Values are: New,
In Progress, Reviewed, or Submitted.

STEP 2: Select Options

Reassign Select one, two, or al of the values. Leads, Opportunities, and Accounts.

From Select Sngle Rep to reassign leads, opportunities, and accounts for one
sales representative. Select Unassigned to assign leads, opportunities, and
accounts that have not been assigned to a sales representative.
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STEP 3: Select Current Rep

Current Tree Displays the default tree associated with the sales user. If you have
access to only one tree, you cannot change thistree. If you have access
to multiple trees, you can select a tree using this field.

A sales user cannot make reassignments from one tree to another—only
from one territory to another on the same tree.

Current Rep(current Select the name of the sales representative whose leads, opportunities,
representative) and accounts you want to reassign.

STEP 4: Select New Rep

New Tree Displays the default tree associated with the sales user. If you have
access to only one tree, you cannot change thistree. If you have access
to multiple trees, you can select a tree using this field.

A sales user cannot make reassignments from one tree to another—only
from one territory to another on the same tree.

New Rep (new If you want to reassign all of the current representative’s leads and
representative) opportunities to one sales representative, select that representative here.

If not, then proceed to the next step and view reassignment
worksheets, where you can manually assign each lead or opportunity
to a different sales representative.

STEP 5: Review Worksheets
Review Wor ksheets Click to access the Lead Reassignment Worksheet page, where

you can view information about each lead and assign it to a new
representative in the same or a new territory.

Reassignment
Lead Reassignment Worksheet

Lead Reassignment

Enter Mew Territory and Mew Rep on Leads to be reassigned.

k]
*~ Edit Reassignments Customize | Find | Wiew All | & First 1ofl Last
Mare Details
Select [Lead Current Current Rep New Rep *MNew Territory
Territory
. Pacific US200 - Rabbitt,Sam
Cady Dishwasher Lead Appliances Peslis . Stephen Ray QL Central US200 - Ap QL
¥ Select all Clear All
[il=ra

Lead Reassignment Worksheet page

After you have completed editing the lead reassignment worksheet, click the Next button to
access the Opportunity Reassignment Worksheet page.
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Reassignment
Opportunity Reassignment Worksheet

Opportunity Reassignment

Enter Mew Territory and Mew Rep on opportunities to be reassigned.
Select the Criteria field as follows:

- Select Mave Qpp if the opportunity is being completely moved from one sales rep to another

- Select Hold Rew if a new rep is being added, but the ariginal rep is remaining on the team and has credit for the revenue

- Select Move Rev if a new rep is being added, and the revenue is transferring to the new rep.

N
~ Edit Reassignments Cuztomize | Find | Wiew All | |:| First 1-2of 2 Last
] More Details [F=2H
Select | Cpportunity Current Territory | Current Rep Criteria New Rep *MNew Territory
Pacific USz00 - Rabbitt,Zam Iﬁ N

¥ Sales Opp 3 Appliances Pacific ! Mowe Opj Stephen Ray aQ, Central U200 - ap O

¥ Sales opp 4 Egglfil.:nucgszm . E:Ei?ilgt,Sam IMCI"\-'E Opp 'I Stephen Ray aQ, Central US200 - ap O

¥  Lakeview Freszer Egglfil.:nucgszm . E:Ei?ilgt,Sam IMCI"\-'E Opp 'I Stephen Ray aQ, Central U200 - ap O
¥ Select All Clear all

Mext

Opportunity Reassignment Worksheet page

Criteria Select the way that you want to assign revenue for each opportunity. Valuesare:

* Move Opportunity: Removes the current representative from the
opportunity, which moves the entire opportunity, with revenue alocations,
from the current representative to the new representative.

» Hold Revenue: Adds the new sales representative to the opportunity but
holds the revenue credit for the original sales representative.

* Move Revenue: Preserves the current representative as a member of the
opportunity sales team, but adds the new sales representative as the primary
representative for the opportunity. This moves the revenue credit from the
original sales representative to the new primary representative.

Next Click to access the Account Reassignment Worksheet page, when you
have completed the opportunity reassignment worksheet.
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Reassignment
Account Reassignment Worksheet
Account Reassignment
Enter Mew Territory and Mew Rep on Accounts to be reassigned,

i [
= Edit Reassignments Customize | Find | Miew &ll | i First 1-5of11 Last
N More Details [F=2¥

Select |Account Mame Role Mame Current Rep Mew Rep *Mew Territory
Ird L&R Associates Partner Terry Murphy Burt Lee Q Company .ﬁ.ccuuntsq
[¥  Johnson Medical Instruments Company Terry Murphy Burt Lee &} Company Accounts O
I~ Haas Engineering Cormpany Terry Murphy Burt Lee Q Coarnpany F\ccnuntso\
I~ Baris May & Company Coarnpany Terry Murphy Burt Lee Q Coarnpany F\ccnuntsq
I Baris May & Company Partner Terry Murphy Burt Lee Q coarnpany F\ccnuntsq
¥ Select all Clear all
et

Account Reassignment Worksheet page

After you have completed the account reassignment worksheet, click the Next button
to return to Territory Reassignment page.

STEP 6: Submit Reassignments
Submit Reassignments Click to submit all selected assignments. The system updates the leads

and opportunities with the new sales representatives and their territories,
and returns you to the Territory Reassignment page.
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CHAPTER 13

Qualifying a Lead or Opportunity

This chapter discusses how to:

» Associate a lead or opportunity with a source campaign.

* Run a survey for a lead or opportunity.

* ldentify competition for a lead or opportunity.

Associating a Lead or Opportunity with a Source Campaign

This section discusses how to associate a lead or opportunity with a source campaign.

Pages Used to Associate a Lead or Opportunity
with a Source Campaign

Page Name Object Name Navigation Usage
Lead - Qualify RSF_LEAD_QUALIFY Sales, Search Leads Associatealead witha
Select asaleslead and select | UCecampagn.
the Qualify tab.
Opportunity - Qualify RSF_OPP_QUALIFY Sales, Search Opportunities | Associate an opportunity
Select asales opportunity with asource campaign.
and sel ect the Qualify tab.

Associating a Lead or Opportunity with a Source Campaign
Access the Lead - Qualify page or Opportunity - Qualify page.

Note. The Campaign section appears on the Qualify page in both the Lead component and
the Opportunity component. Although the following example shows the Lead component,
the information here applies to both leads and opportunities.
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Lead
Save | [F add | [=7] Motify | £ Ernail | T clone | \ﬁ Convert | 360 360-Degree Yiew | 1Z] Previous | il Search | ¥ Personalize
Description Burt Lee Status Mew
Customer lohnson Medical Instruments Customer ¥alue
Contact Brent,Gavin Rating Hot
Summary Discover Assign Propose Tasks Motes History

=~ Campaign

Marketing Information Lead TypelQuaIified ;I
Business Unit|AFFO1 Q Lead Source | Telemarketing =]
Campaign Mame Freezer Sales Drive - NA (&} E Accepted Date Ex|
Activity Name |Sectional Walk-In Follow Up QL referred Date 5]
~
= Survey Customize | Find | i
] Status
Script Contact Run Survey |Score Rate WYalue Date Last Bun
| Trnkta Prospecting - Ge x| [Brent,Gavin Q. % | RunSurvey | 762 }"n‘?c;"rested 10/10/2002 =]
|
=~ Competition Cuztomize | Find | |——|
i Cormrments
Cormpetitor Contact Product Involvement
H&S Appliance Supplier Q = QL 17.6 cu, Ft, Chest Freezer L I 'I E|

Related Transactions

i fssign Team ||'j‘" fidd Product P"C'd'-'C'tl E'f Create Ouote| ﬁ?ﬁ add Cu:untan:’J E} Add Task §F add Mote

Lead - Qualify page

If the lead or opportunity originates from a PeopleSoft Marketing or Telemarketing campaign, the
system populates the Lead Source field and displays information that is relevant to that campaign
here, including the marketing business unit, campaign name, and wave name. If the lead or
opportunity does not originate from a campaign, these fields are blank. If a PeopleSoft Sales
user creates the lead, the system enters the lead source of Sales.

You can override these values. If you enter a marketing business unit, campaign name, or
wave name, you must also enter the other two items.

Note. If PeopleSoft FieldService and CRM for High Technology are integrated with the
system, the system generates sales leads for agreements that are expired (or about to expire)
according to the user-defined time period. The system creates a sales lead with the source of
Agreement for every agreement that is eligible for the process.

See PeopleSoft Enterprise CRM 8.9 Application Fundamental s PeopleBook, “ Setting Up and Managing
Agreements and Warranties,” Generating Sales Leads for Agreement Renewal.

Business Unit Enter the business unit that incurs the cost of the campaign.

Campaign Name Enter the campaign from which the lead or opportunity originates.
When you specify a business unit, the system populates this field
with the campaigns from that business unit.

Activity Name Enter the activity from which the lead or opportunity originated.
When you specify a campaign, the system populates this field with
the activities from that campaign only.
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Lead Type Select atype to indicate the nature of the lead. Possible values are Inquiry,
Lead, Qualified, Turnback Qualified, and Turnback. These lead types are
translate values that are delivered with the system. Except for Qualified,
which is required to transfer leads from PeopleSoft Telemarketing or other
PeopleSoft products, you can modify these or define additional val ues.

L ead Source Select the source from which the lead originated. Possible values are
Sales, Marketing, Telemarketing, Online Marketing, and High Technol ogy
Agreement. If a PeopleSoft Sales user creates the lead, the source is Sales.

Lead sources are predefined in the system. You can modify the descriptions
on the Lead Source setup page. You can define additional values also,

but do not delete the predefined ones. These are required for transferring
leads between integrated system applications.

See Chapter 4, “Setting Up Sales L eads and Opportunities,”
Setting Up Lead Sources, page 50.

Note. When you clone alead, the system sets the lead source to Sales for
the newly created lead. However, the new lead continues to be tracked
with the campaign and wave of the original lead.

Accepted Date Enter the date when the sales representative accepts the lead.

When you change the lead status to Accepted on any page, the system changes
the status here and sets the accepted date to the system’s current date.

Referred Date Enter the date when you receive the prospect information (for
example, from a trade show).

When you change the lead status to Referred on any page, the system changes
the status here and sets the referred date to the system’s current date.

Running a Survey for a Lead or Opportunity
This section discusses how to:

» Select a survey script.
* Administer a survey script.
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Page Name

Object Name

Navigation

Usage

Lead - Qualify

RSF_LEAD QUALIFY

Sales, Search Leads

Select asales|ead and select
the Qualify tab.

Select the survey script for
thelead.

Opportunity - Qualify

RSF_OPP_QUALIFY

Sales, Search Leads

Select asales opportunity
and sel ect the Qualify tab.

Select the survey script for
the opportunity.

Execute Script

RC_BS EXECUTE_MAIN

Accessthe Survey section
of the Lead - Qualify page
or Opportunity - Qualify
page. Select the survey to
administer and click the Run
Survey button.

Use scripted questionsto
identify the customer’s
interests and to qualify the
lead or opportunity.

Add Script Comment

RC_BS COMMENT

Click the View Script
Commentslink onthe
Execute Script page.

View comments, add script
comments, or del ete
guestion comments.

Identifying a Branch Script Survey
Access the Lead - Qualify page or Opportunity - Qualify page.

Note. The Qualify page appears in the both the Leads component and the Opportunities component. Although
thefollowing example shows the L eads component, theinformation here appliesto both leads and opportunities.

If the lead is transferred from PeopleSoft Marketing or Telemarketing where a survey is run, information
that is relevant to that survey appears here. You can run additional surveys.

Script

Contact

Run Survey

Score

Displays the list of scripted questions.

Displays the name of the contact to whom the questions are asked.

You can click Refresh to update the search list with the contacts for this
lead and select the appropriate contact from that list.

Click to access the Execute Script page, where the system leads you
through scripted questions and assigns a score and rating to the prospect
based on the contact’s answers that you enter.

Note. After you run a survey, you cannot delete it from this page.

See Chapter 13, “Qualifying a Lead or Opportunity,” Administering

a Survey Script, page 165.

Displays the score from the Execute Script page. Asyou enter a customer’s
answer to each scripted question, the system determines a score that is based
on values set within that script. When you are finished administering the
script, the system adds those scores and displays the total here.
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See Chapter 13, “Qualifying a Lead or Opportunity,” Administering
a Survey Script, page 165.

Rate Value Displays the rate value from the Execute Script page. Rate values are
based on the total script scores. Examples include Cold, Warm, Hot,
Satisfied, Somewhat Satisfied, and Very Satisfied.

If arate value from the survey is not mapped to alead rating, the user can
interpret it and manually set the lead rating to the appropriate value. For
example, you might map survey rate values to leading ratings such that only
leads with a survey rate of either Warm or Hot are given a status of Qualified.
When the survey rate value of alead is Very Satisfied, the user can manually
change the lead rating to Hot to give it the status of Qualified.

DateLast Run Displays the date when the script was last run.

Script Status Displays the current status of the script with this contact. Values
are Completed, Processing, and Started.

Delete You can delete a script row before running the script. However, you
cannot delete the script or its results after it has been run.

Administering a Survey Script
Access the Execute Script page.

Note. The Execute Script pageis part of both the L eads component and the Opportunities component. Although
the following example shows the L eads component, the information applies to both leads and opportunities.
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Lead
Execute Script

History ISeIeu:t one... vl

Personalize
Script Name Trnktg Prospecting - General Freezer Status Completed
Score 7.62 Rating Very Interested
Modified By MSIMON 03/05/2004 4:40PM Language |English ;I
A EEES View all First 1-8ofg Tmktg Prospecting - General Freezer

Qur award winning cold storage products take into consider all the
Inc. Our recards indicate that you are aspects of a complete solution. One that will save you money and make

autharized to purchase far Johnson vour daily use more productive.

Medical Instrurmnents, Do you have a For efficiency in all aspects - energy use, accurate temperature
few moments to discuss how our and storage capacity - turn to GBI cold storage to reduce costs,
flexible cold storage solutions can translating to better savings -_a" around fnr_yuu! Let me have a
maximize efficiency and use? representative contact you with more details.

“'Hello. I am calling on behalf of GBI

Sves ¥ & Sales Rep will contact you regarding your needs.,
T am going to ask you a couple of ETen
gquestions to help understand your cold
storage requirernents, Does your ﬂ

existing coolant solution meet your
current needs? .I

A

2T am going to ask you a few questions
to understand your coolant needs.
Please select from the following
criteria, the most critical requirernent
for your cold storage solution,

Previous

S all are of Equal Irmportance

Execute Script page

Ask the scripted question, select the contact’s response to the question, enter any relevant comment, and
then ask the next question. If the contact provides an answer that no longer promotes the sale of the
product, the system displays the message Thank you for your time and ends the survey.

You can aso enter and view script comments.

See Chapter 13, “Qualifying a Lead or Opportunity,” Administering a Survey Script, page 165.

Identifying Competition for a Lead or Opportunity

This section discusses how to identify competition for a lead or opportunity.
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Page Used to Identify Competition for a Lead or Opportunity

Page Name

Object Name

Navigation

Usage

Lead - Qualify

RSF_LEAD_QUALIFY

Sales, Search Leads

Select asales|ead and select
the Qualify tab.

I dentify the potential
competitorsfor thislead.

Opportunity - Qualify

RSF_OPP_QUALIFY

Sales, Search Opportunities

Select asales opportunity
and sel ect the Qualify tab.

I dentify the potential
competitorsfor this
opportunity.

Identifying Competition for a Lead or Opportunity
Access the Lead - Qualify page or Opportunity - Qualify page.

Note. The Competition section appears on the Qualify page in both the Leads component and the
Opportunities component. The following information applies to both leads and opportunities.

Competition

Enter the competitor’s name, contact name, and product, and select the involvement: Equal,
Strong, or Weak. Set up competitors in the Customers CRM menu.

To select a company as a competitor, you must set up the role type of Competitor, and set up
companies and their contacts with a role type of Competitor.

See Chapter 4, “ Setting Up Sales L eads and Opportunities,” Setting Up Sales Competitors, page 45.

Comments
Select the Comments tab.

Enter notes to describe a competitor’s pricing, product or offering.
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Creating a Proposal for a Lead or Opportunity

This chapter provides an overview of proposals for alead or opportunity, and discusses how to:

* Select products and prices for the proposal.

» Generate quotes and orders.

Understanding Proposals for a Lead or Opportunity

After you have generated and qualified alead or opportunity, you may want to create a proposal and send
it to the potential customer. On the Propose page of the Lead or Opportunity component, you can add the
specific products, quantities and prices that you want to include on the proposal. 1f you have licensed
PeopleSoft Order Capture, you can create a quote which includes the information you have entered on the
Propose page. Then, you can put together a package of information to email to the potential customer.

If the lead or opportunity becomes an actual sale and you have licensed PeopleSoft Order Capture, you
can create an order from the information you have entered on the Propose page.

See Chapter 17, “Sending Sales Emails and Correspondence,” Sending a Proposa

or Quote to a Customer, page 195.

Selecting Products and Prices for the Proposal

This section discusses how to select products and prices for the proposal.

Pages Used to Select Products and Prices for the Proposal

Page Name

Object Name

Navigation

Usage

Lead - Propose

RSF_LEAD_PROPOSE

Sales, Search Leads

Select alead and click the
Propose tab.

Select productsand prices
for the proposal for thelead.

Opyportunity - Propose

RSF_OPP_PROPOSE

Sales, Search Opportunities.

Select an opportunity and
click the Propose tab.

Select productsand prices
for the proposal for the
opportunity.

Selecting Products and Prices for the Proposal

Access the Lead - Propose page or Opportunity - Propose page.

PeopleSoft Proprietary and Confidential

169




Creating a Proposal for a Lead or Opportunity

170

Chapter 14

Note. The Products section appears on the Propose page in both the Lead component and the
Opportunity component. Although this screen shot is from the Opportunity component, the
information applies to leads and opportunities unless otherwise indicated.

Opportunity
Save | |§. add | [=] send | £, Email | ﬁ Clone | 360 360-Deqgree View | #Z] Previous | } Search | o] Next| b Personalize

Description Appliance Upgrade Status Open
Customer L&R Associates Customer Yalue Goldirirdrir
Contact Smart,Gary Revenue 156000
Surmmary Discover Assign GQualify Tasks Notes History
N
Products Customize | Find | Wiew &ll | |——| First 1-& of & Last
Prirnary |Product Group Product Quantity Unit of Price Net Price
Measure
Custom Build =
v Walk-In Coolers == Package = &.0000 EA 7197.05 43igz.30 [
Sectional walk-in =
r Chest Freszer P = 1.0000 EA - |
Cold-Storage Freezer, —
r Parts & Access Compressor m D 234.05 234.05 E
Split Unit air 6000 BTU Room Air p=
- it et (Grey) = 27,0000 E& £52.00 1g414.00 i
Split Unit air 12000 BTU Room =
r Conditioner air (Light Beig m A0 Bekzopia WAL AT @
24 in, Dishwasher 5 p=
r Cydles S15 = 10.0000 E& 1000.00 10000.00 i
Total MNet Price 82241.75 UsD
Add Product(s) Add | Q zearch or Browse Catalog
Add Product Group(s) Add
Forecasts
Mo forecasts have been added. To add product forecasts, add products to this Opportunity
Create Forecast [Delete Al Forecast Rows Compensate Selected
Opportunity - Propose page
Primary Select to identify a product as the customer’s primary interest.
Product Group Displays the product group. If you add a product and there is a product group
associated with the product, the system populates the Product Groupfield.
Product If you add a product using the Add Product(s) field and the Add button, this

field displays the product that you added. If you add a product group using the
Add Product Group(s) field and the Add button, this field become editable and
you can search for a product that is associated with the product group entered.

Price Displays the price of each unit. Overriding the price here applies a
price override to the opportunity or lead only.

When you enter a product, the system displays the product’s unit of measure or
default unit of measure. The system also displays the product’s list price based
on the combination of the product ID, currency code, and unit of measure.

If you override the unit of measure and there is a price for the new unit that
you enter, the system displays that price when you refresh the page.
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Net Price Displays the price multiplied by the quantity. When you tab out of this
field, the system calculates and displays the new subtotal.

Add Product(s) and Add Enter a product and click Add to add the product to the list. You can also
leave the text field blank and click Add to select a product from a list.

Add Product Group(s) Enter a product group and click Add to add the product group to
and Add the list. You can also leave the text field blank and click Add to
select a product group from a list.

Search or Browse Catalogs Click to access the online catalog to determine details about a
product and browse the catalog.

Note. If you have licensed PeopleSoft Order Capture, you
can browse the catalog.

Generating Quotes and Orders

This section discusses how to generate quotes and orders.

Pages Used to Generate Quotes and Orders

Page Name Object Name Navigation Usage
Lead - Propose RSF_LEAD_PROPOSE Sales, Search Leads. Generate quotes and orders
Select alead and then click for alead.
the Propose tab.
Opportunity - Propose RSF_OPP_PROPOSE Sales, Search Opportunities. | Generate quotes and orders
Select an opportunity and for an opportunity.
then click the Proposetab.

Generating Quotes and Orders
Access the Lead - Propose page or Opportunity - Propose page.

Note. The Quotesand Orders section appears on the Propose pagein both the L ead and Opportunity components.
Although this screen shot is from the Lead component, the information applies to leads and opportunities.
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Quotes and Orders

Related Transactions

-}
Customize | Find | i

Crder Infarmation Audit Informatian

d2 Assign Tearmn | Eﬂ'.ﬂdd Product | ﬁ?n Add Contact

Type Description Status Total Price Expire Date
B  order Created from Lead 1000300017 Submitted 45115 .20 &
E quote Created from Lead 1000300017 submitted 4811520 11/06/z00z B &
Creste Quote Create Order

| B add Task | [ add Hote

Save | & Add | Matify | £, Email | A Clone | \}j Cnnver‘t| 360 360-Degree View | 21 Search | b

Top of Page

Lead - Propose page

Create Quote and Create
Order

Click to create a quote or order with the products displayed in the
products grid. The system transfers the user to the PeopleSoft Order
Capture quote or order component.

If the lead or opportunity is associated with a marketing campaign and the
product selected is in that campaign’s marketing offer, the system copies the
promotion code to the PeopleSoft Order Capture pages for that product.

These buttons are available only if you are licensed and integrated
with PeopleSoft Order Capture.

Note. You must designate a third-party tax vendor (such as Taxware,
Vertex, or WorldTax) on the Order Capture Business Unit Definition
page for taxes to be calculated as part of the quote or order. If you don't
specify atax vendor, no tax calculations are included.

See PeopleSoft Enterprise CRM 8.9 Order Capture Applications PeopleBook,
“Defining PeopleSoft Order Capture Business Units’.

Quote and Order History

This tab shows the status, total price, and expire date of the requests for quotes and orders that
are submitted from the Products section of the Propose page.

Order Information

Click the View Quote Details button to access the Quote component
to review or edit this quote’s details.

Click the Create Sales Order button to create a sales order from
a quote. You can only use this button if the Expire Date for the
guote is later than the current date.

Click the Print button to access the Correspondence Request page, where you
can compose and send an email containing a quote to a custome.

See Chapter 17, “ Sending Sales Emails and Correspondence,” Sending
a Proposa or Quote to a Customer, page 195.

Select the Order information tab.
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View the order ID and quote ID.

Audit
Select the Audit tab.

Review this information to determine when and by whom quotes and orders were created or modified.
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Creating Sales Tasks and Adding Notes

for a Lead or Opportunity

This chapter provides an overview of sales tasks and discusses how to:

» Create and assign sales tasks.

* View and manage tasks.

« Add notes and attachments.

Understanding Sales Tasks

A task is an day-to-day activity such as a meeting or a conference call that you put on your
calendar. You can use tasks in many PeopleSoft CRM applications.

See PeopleSoft Enterprise CRM 8.9 Application Fundamentals PeopleBook, “Working with Tasks’.

A salestask is an day-to-day activity associated with managing alead or an opportunity. Sales tasks
might include making a sales call, attending meetings, or following up on prospects. You can use
functionality in the Lead and Opportunity components to manage sales tasks.

Creating and Assigning Sales Tasks

This section discusses how to create and assign sales tasks.

Pages Used to Create and Assign Sales Tasks

Page Name

Object Name

Navigation

Usage

Lead - Tasks

RB_TSK_EDIT_GRID

Sales, Search Leads.

Select alead. Select the
Taskstab.

Create and track the sales
tasksto follow up on alead,
closethe sale, or convert the
lead to an opportunity.

Opportunity - Tasks

RB_TSK_EDIT_GRID

Sales, Search Opportunities.

Select an opportunity. Select
the Taskstab.

Create and track the sales
tasksthat arerequired to
follow up on an opportunity
and closethesae.
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Creating and Assigning Sales Tasks
Access the Lead - Tasks page or the Opportunity - Tasks page.

Note. The Tasks page appears in both the Lead and Opportunity components. While this screen shot is from
the Lead component, the information applies to leads and opportunities unless otherwise indicated.

Lead
Save | E. Add | = Matify | £ Ermail | Jﬁ Clone | \ﬂ Convert | 360 360-Degree WView | 1 Search | = FPersonalize
Description B1's - Oakland walk in Freezer Status Open
Customer B1's Appliance Center Customer Yalue
Contact Parker,kKaley Rating
Summary Discover Assign Qualify Propose MNotes History
N
Task Summary Customize | Find | EH First 1oft Last
] Assign Task Set End Date Commments
Task Subject Task Type Task Status Task Priority Start Date Start Timne
By Appoinfment for Product 0 intment Open Medium 06/29/2004 11:00AM
view |My Open Tasks  ~|

Lead - Tasks page: Task tab

Identify each task that is required to work the lead or opportunity and close the sale. When you identify
tasks and save the page, the system saves the task to the calendar and to the tasks list.

=N Click the Task Details button to access the Task Details page to enter
‘=l or view detailed information for the task.
Task Subject Displays a description of the task.
Task Type Displays a task type. Set up task types on the Tasks Type page under
the Common Definitions, Task Management menu.
Task Status Displays the status of this task. Values are Cancelled, Completed,
In Process, and Open.
Task Priority Displays a priority for the task. Values are High, Medium, and Low.
Start Date Displays a start date for the task.
Start Time Displays a start time for the task.
View Select the tasks (All My Tasks, My Closed Tasks, or My Open Tasks) that you

want to view in the Task Summary section. The default is My Open Tasks.

Assign Task
Select the Assign Task grid tab.
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Lead
Save | E. Add | =] Motify | £ Email | J'_'I Clone | \ﬁ Convert | 360 360-Degree Wiew | l Search | » Personalize
Description B1's - Oakland Wall in Freezer Status Open
Customer B1's Appliance Center Customer ¥alue
Contact Parker,Kaley Rating
Summary Discover Assign Qualify Propose Hotes History
-}
Task Summary Customize | Find | i First 1afi Last
Task Set End Date Comrments
Task Subject Qwner Marne Contact Mame
% Appointment for Product demo Terry Murphy Kaley Parker
view |My Open Tasks |

Lead - Tasks page: Assign Task tab

Task Subject Displays a description of the task.
Owner Name Displays the user to whom the task is assigned.
Contact Name Displays the name of the contact person for the task.

Set End Date
Select the Set End Date tab.

End Dateand End Time Displays the date and time when you compl ete the task.

Comments

Displays comments to further describe the task.

Managing and Viewing Tasks
This section discusses how to:

* Manage and view tasks.
» Associate a task with a lead or opportunity.
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Page Name

Object Name

Navigation

Usage

Task Details

RB_TSK

» Sales, Search Leads
or Saes, Search
Opportunities.

Select alead or
opportunity. Select the
Taskstab, and then click

=h
LTIE' beside the task that
you want to view or edit.

* Click the Add Calendar
Entry button from the My
Calendar component.

* Click the Add Task button
from the My Tasks page.

View task details.

Transactions for the Task

RB_TSK_TXNS

From the Task Detail s page,
click theView or Link
Transactionslink.

Associate atask with alead
or opportunity.

My Tasks

RB_TSK_MY_TASKS

My Tasks

Manage and view tasks.

Monthly Calendar

RB_TSK_CALENDAR

My Caendar

View tasksin calendar
format.

Managing and Viewing Tasks

You can view tasks several ways. You can:

* View tasks for the specific lead or opportunity on the Lead - Tasks page or Opportunity - Tasks page.
* Click the Task Detail icon that is next to atask on the Lead - Tasks page or Opportunity - Tasks page

to access the Task Detail page, where you can view or edit details for that task.

* View the calendar to determine which tasks are due to begin on which dates, and

click any task to access its relevant Tasks page.

See PeopleSoft Enterprise CRM 8.9 Application Fundamental s PeopleBook, “Using Calendars”.

» Use the My Tasks page to view lists of tasks.

Note. When you enter and save atask on the Lead - Tasks page or Opportunities - Tasks page, the system
associates the task with alead or opportunity, and writes that task to the calendar if applicable for the
task type selected for the task. However, when you enter atask directly in the My Calendar or My Tasks
components, the system does not associate it with alead or opportunity. You must use the View or Link
Transactions link from the Task Details page to associate the task with a lead or opportunity.
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Creating Sales Tasks and Adding Notes for a Lead or Opportunity

Task Details

Status COpen
Start Date 04,/09/2004
Owner Murphy, Terry

| b Motes

Task Details

*Subject Meeting - Bl's

*5tatus|0pen =]
*Start Date |04/09/2004 [5]
*End Date |04/09/2004 [5]

Q,
=l

*Owner |Murphy Terry

*Repeatleoes Mot Repeat Options

I j’

Reminder

Save | Ei" Add Mew Task | ng"Ti‘ My Accounts | tﬁll:' My Contacts | 'gﬁ My Tasks

*Start Time |10:004M
*End Time [11:004M

éﬂ My Calendar| » Personalize
Task Subject Meeting - B1's
End Date 04/09/2004
*Task Type | Appaintrnent =]
[T private *Priority [High =l
Time ZunelF‘ST ;l

Location [Test Location

Lead BX's - Wall in Freezer

Wiew or Link Transactions

Description

= Audit History
Created 04/01/2004 9:574M PST

Modified 04/01/2004 9:574M PST

By TMURPHY
By TMURPHY

Murphy, Terry

Murphy, Terry

Save || B Add New Task | g’E‘ My Accounts | ﬁl‘j My Contacts | 9’3 My Tasks

Top of Page

é‘ﬂ My Calendar| b

Task Details page

L ead and Opportunity

The systems displays a link to the lead or opportunity to which the task is

associated. Click the link to view the lead or opportunity.

View or Link Transactions  Click this link to access the Transactions for the Task page, where you
can associate the task with alead or opportunity.

Associating a Lead or Opportunity With a Task

Access the Transactions for the Task page.

Transactions for the Task

Primnary Transaction
I~ Lead
Transal:tiun|(IZ'|3|:|C|r'I:unit§.r ;l

Return to Task Details

B save

N
Customize | Find | |——| First 1ofi Last
Description
Bl's - Wall: in Freezer ﬁ[
Opportunity &'} Add Transaction

Transactions for the Task page

Primary

Select this check box to indicate the primary transaction to which the

task belongs. A task can be associated with multiple transactions.
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When this situation exists, one of the transaction must be marked as
the primary transaction to which the task belongs.

Transaction Select Lead or Opportunity to link the task with alead or opportunity.

L ead or Opportunity The system displays one of these fields after you make a selection in the
Transaction field. Select alead or opportunity with which the task is associated.

Add Transaction Click this button to associate the task with the lead or
opportunity that you select.

Adding Notes and Attachments

This section discusses how to enter and view notes and attachments.

Pages Used to Add Notes and Attachments

Page Name Object Name Navigation Usage
Lead - Notes RSF_LEAD_NOTES Sdles, Search Leads Enter notes and attachments
Select alead. Select the about the lead.
Notestab.
Opportunity - Notes RSF_OPP_NOTES Sales, Search Opportunities | Enter notes and attachments
Select an opportunity, Select regarding the opportunity.
the Notestab.

Entering and Viewing Notes and Attachments
Access the Lead - Notes or Opportunity - Notes page.

Note. The History page appears in both the Lead and Opportunity components. Although this screen shot
is from the Opportunity component, the information applies to leads and opportunities.
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Opportunity
Save | [& Add | Motify | £ Email | 13 Clone | 360 360-Degree View | 1Z] Previous | (21 Search | LE| Next| = FPersonalize
Description Custom Freezer Increase Sale Status Cpen
Customer Boris May & Company Customer ¥Yalue Goldiriririr
Contact Tsutsui,Michelle Revenue 275000
Summary Discover Assign Qualify Propose Tasks b History
N
= Motes Summary Customize | Find | Yiew &ll | |——| First 1afi Last
Select |Subject and Details Attachrment{s) |Added By Last Modified

Setup initial meeting with prospects

r setup initial meeting with prospects asap Bure LeE 10/07/2002 3:28FM ﬁ
[T Select All £ Clear All
L Email | A Mote
Mote Details
Added 10/07/2002 3:28FM Burt Lee Start Date 1 End Date El
*Subject|Setup initial meeting with prospects @
Details |setup initial meeting with prospects asap ﬂ@
[ |

Spply hote 4 Add an Attachment

Opportunity - Notes page

Select Select this check box to designate that you will send the note
to the customer by email.

Subject When you click a subject link, the system displays the Note Details
section at the bottom of the page.

Email Click this button to access the Outbound Email page, where you can send
an email with notes and attachments to the customer.

Add Note When you click this button, the system displays the Add a Note
section at the bottom of the page.

Apply Note When you click this button, the system adds the note to the Notes

Summary section of the page.

Add an Attachment Click thislink to add an attachment to the lead or opportunity.

See PeopleSoft Enterprise CRM 8.9 Application Fundamentals PeopleBook, “Working
with Notes and Attachments”.
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CHAPTER 16

Managing Leads and Opportunities

This chapter discusses how to:

» Search for leads and opportunities.

» Manage leads and opportunities on the search page.

» Manage alead or opportunity by using the summary.

* View history.

Searching for Leads and Opportunities

This section discusses how to search for existing leads and opportunities.

Pages Used to Search for Leads and Opportunities

Page Name

Object Name

Navigation

Usage

Search Leads

RSF_LEADS HOME_GRD

Sales, Search Leads

Search for leads.

Search Opportunities

RSF_OPP_HOMEPAGE

Sales, Search Opportunities

Search for opportunities.

Searching for Leads and Opportunities
Access the Search Leads or Search Opportunities page.

Note. The Search pages for leads and opportunities are similar. While this screen shot is from
the Lead component, the information applies to leads and opportunities.
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Search Leads
ﬂc% My Tasks | éﬂ My Calendar| %"_ﬂ My Accounts | fﬁF My Contacts FPersonalize
Business Unit = APPO1
i [
Leads List Customize | Find | Miew All | i First 1-7 of 42 Last
Customer Lead Primary Contact| Telephone Lead Lead Revenue Priority
Status Rating
Converted
arnold Ice Cormpany arnald - Custom Freezer Wright,Kelly 555/664-2232 to Warmm $100,000.00 5
Qpportunity
arnold Ice Company ﬁ:;‘;z'glraur"”game - Coyote,Philip  555/664-2232 Open $100,000.00 5
Arnold Ice Company ~ Prnold Ice - Freezer Collins,Steve  SES/664-2232 Accepted $100,000.00 §
equipments
Arnold Tce Company Arnold Ice - Freezers Wright,Kelly 555/664-2232 Qpen $100,000.00 5
arnold Ioe Cormpany ~ Arneld Iee - Custom Wright,Kelly  S55/664-2232 Open $100,000,00 5
Freezers
Arnold Ice Cornpany ~ Prnold Ice - Freezer Wright,Kelly  555/664-2232 Open $100,000.00 5
Replacernent
B1's Appliance Center Bl's - Freezer upgrade Parker,kaley S555/223-1001 OQpen $50,000,00 5
Add Lead Clear List List Actions | Review Lead List =]

184

Search Leads (1 of 3)

= Search

Use Saved Search I

=

B save search Criteriaﬁ Delete Saved Search “\O‘* Fersonalize Search

search Clear Advanced Search
*Business Unit|= ;I IF\F‘F'Dl ;l
Customer Name | = hd Q,
Contact Mame |= - o'}

Lead Name I begins with 'I
Lead Status | = ;I ;I
Lead Rating |= =l -

Search Leads (2 of 3)
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Managing Leads and Opportunities

< Show in Results

[T Leads as added by user

X

Leads as Manager

<]

Leads as Owner

CU I B

Leads as Task Owner

MNew Leads as Owner

Leads as Team Member

Unassigned Leads

0 L T s I I O

Search Clear

Advanced Search

Leads as Cust Account Qwner

Leads as Cust Account Member

Leads as Partner Account Owner
Leads as Partner Acct Member
Leads as Site Account Qwner

Leads as Site Account Member

My Mew Leads Since Last Viewed

Leads as Parent Account Team

Leads as Team Member Manager

Unassigned Leads by Bus Unit

B zave search Criteriaﬁl Delete Saved Search \Q Personalize Search

Search Leads (3 of 3)

Select the following check boxes to choose which leads or opportunities appear when you perform a search.

Note. The search fields available in the Search section and the check boxes available in the Show in
Results section depends on how you configure the search pages for leads and opportunities.

See PeopleSoft Enterprise CRM 8.9 Automation and Configuration Tools
PeopleBook, “Configuring Search Pages’.

L eads as added by user

L eads as Cust Account
Owner (leads as customer
account owner)

L eads as Cust Account
Member (leads as customer
account member)

L eads as Manager

L eads as Owner

L eads as Partner Account
Owner

PeopleSoft Proprietary and Confidential

Select to display leads that you added.

Select to display leads for specific customers for which you
are the account owner.

Select to display leads for specific customers for which you
are an account member.

Select to display leads that are assigned to a sales representative
that you manage. The territory tree determines that sales
representatives that you manage.

Select to display leads for which you are the primary sales representative.

Select to display leads that have a specific partner for which
you are the account owne.
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L eads as Partner Acct
Member (leads as partner
account member)

L eads as Site Account
Owner

L eads as Site Account
Member

L eads as Task Owner
New Leads as Owner

My New Leads Since
Last Viewed

L eads as Parent Account
Team

L eads as Team Member

L eads as Team M ember
M anager

Unassigned L eads

Unassigned L eads by Bus
Unit (unassigned leads by
business unit)

Chapter 16

Select to display leads that have a specific partner for which
you are an account membe.

Select to display leads that are for a specific site for which
you are the account owner.

Select to display leads that are for a specific site for which
you are an account member.

Select to display leads that have atask that is assigned to you.
Select to display new leads for which you are the primary sales representative.

Select to display new leads that have been added since the last
time you viewed the search page.

Select to display leads for specific customers for which you are
a member of the parent account team.

Select to display leads for which you are ateam member.

Select to display leads for which you are the team member manager.

Select to display unassigned leads.
Select to display unassigned leads sorted by business unit.

Managing Leads and Opportunities on the Search Page

The Search Leads and Search Opportunities pages enable you to manage multiple leads and opportunities. You
can change priorities, change the sales representative assignment, and reject or accept leads on the search page.
For example, you can display all your leads and then reprioritize them. This section discusses how to:

186

* Prioritize leads and opportunities.

» Change the sales representative assignment.

* Reject or accept leads.

Update the forecast for opportunities.
Update the sales stage for opportunities.

Pages Used to Manage Leads and Opportunities

Page Name

Object Name Navigation Usage

Search Leads

RSF_LEADS HOME_GRD

Sales, Search Leads Manage leads.

Search Opportunities

RSF_OPP_HOMEPAGE

Sales, Search Opportunities | Manage opportunities.
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Prioritize Leads and Opportunities
Access the Search Leads or Search Opportunities page.

Note. The search pages for leads and opportunities are similar. While this screen shot is from
the Lead component, the information applies to leads and opportunities.

Search Leads
ﬂQ'g My Tasks | é‘ﬂ My Calendar| rg"Ti‘ My Accounts | f«ﬁ!ﬂ My Contacts Personalize

Business Unit = APPO1

i [+
Leads List Custamize | Find | Wiew all | |_—| First 1-7 of 42 Last
Customer Lead Lead Lead Revenue Priority | Date/Time Created
Status Rating
Conwverted
arnold Ice Cormmpany Arnold - Custom Freezer to Warm $100,000.00 5 10/03/2002 11:484M
Qpportunity
Arnold, Burlingarme - - - :
arnold Iee Company Freczer QOpen I I $100,000.00 |5 I 10/03/2002 5:52PM
Arnold Ice - Freezer )
arnold Ice Cormmpany P Accepted I I $100,000.00 |5 I 10/04/2002 2:19PM
Arnold Ice Company Arnold Ice - Freezers Qpen I 'I $100,000.00 |5 'l 1070442002 3:44PM
Arnold Ice - Custom )
Arnold Iee Company Freszers QOpen I "’I $100,000.00 |5 'I 10/04/2002 4:47PM
Arnold Ice - Freezer )
arnold Ice Cormpany s Qpen I I $100,000.00 |5 I 10/07/72002 9:394M
Bl's Appliance Center BJl's - Freezer upgrade Qpen I 'I $50,000.00 |5 'l 1070772002 9:494M

A Lead Clear List Save List Actions I Prioritize Leads ;I
Search Leads page
Select Prioritize Leads as the List Actions.
L ead Rating Indicates the degree, Hot, Warm, or Cold, of the customer’s interest

or potential for making the sale.
Define rating values on the Lead Ratings page.

See Chapter 4, “Setting Up Sales L eads and Opportunities,”
Setting Up Lead Ratings, page 34.

Revenue Enter the revenue for the lead.

Priority Select a priority to indicate the urgency of working this opportunity.
Priority values are trandate values.

Note. If the lead has been converted to an opportunity, you cannot change the rating,
revenue or priority for the lead.

Changing the Sales Representative Assignment
Access the Search Leads or Search Opportunities page.
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Note. The search pages for leads and opportunities are similar. While this screen shot is from
the Lead component, the information applies to leads and opportunities.
Search Leads
gg My Tasks | é‘ﬂ My Calendar| .?TE‘ My Accounts | ﬁlﬂ My Contacts FPersonalize

188

Business Unit = APPO1

Leads List
Customer

Arnold Tce Company

Arnold Ice Company

Arnold Ice Company

Arnold Ice Company

Arnold Ice Company

Arnold Tce Company

Bl's Appliance Center

Al Lead

Lead

Arnold - Custom Freezer

Arnold, Burlingarme -

Freezer

Arnold Ice - Freezer

equipments

Arnold Ice - Freezers

Arnold Ice - Custom

Freezers

Arnold Ice - Freezer

Replacement

Bl's - Freezer upgrade

Clear List

Sawve

u
Customize | Find | Miew &ll | i

Sales User

Murphy, Terry
Ernrman,Henry
Majors,Jim
Baoswarth,Dom
Garber,Gary
Reilly,Zack

Reilly,Zack

L L L L L L

Tree Mame

First
Territory

IPROD_WORLD
IPROD_WORLD
IPROD_WORLD
IPROD_WORLD
IPROD_WORLD
IPROD_WORLD

IPROD_WORLD

SF Bay Area

Southern California

Greater Central Region

Southwest States

Pacific Morthwest

Pacific Morthwest

1-7of 42 II| Last

List Actions |Review Assignment

Search Leads page

Select Review Assignment as the List Actions.

Select a different sales representative in the Sales User field if you want to make a change.

Rejecting or Accepting Leads
Access the Search Leads page.
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Search Leads
g’% My Tasks | éﬂ Ty Calendar| '@ My Accounts | fﬁF My Contacts Personalize

Business Unit = APPO1

i [
Leads List Customize | Find | Wiew all | |_—| First 1-7 of 42 Last
Custormer Lead Revenue Sales User Accept/Reject| Rejection/Turnback Reason
Arnold Ice Company Arnold - Custorn Freezer £100,000.00 Murphy Terry

Arnald, Burlingame -

arnold Ice Lormpany 0 - -

arnold Ice Compan Froszer $100,000.00 Ermrman,Henry | _I | _I
Arnold Ice - Freezer ] g

arnold Ice Lormpany a 0 - -

Arnold Ice Compan SUIErEs £100,000,00 Majors,Jim |.°.cc:epted_| | _I

Arnold Ice Company Arnold Ice - Freezers $100,000.00 Bosworth,Dom IRejected ;I INot interested in bu\,ring;l
Arnold Ice - Custom

Arnold Ice Cormpany Froszars $100,000.00 Garber,Gary I ;I I ;I
Arnold Ice - Freezer .

Arnold Ice Company Replacement $100,000.00 Reilly,Zack I =] I =]

Bls Appliance Center Bl's - Freezer upgrade $50,000.00 Reilly,Zack | ;I | ;I

Add Lead Clear List s List Actions I Accept/Reject Leads =

Search Leads page

Select Accept/Reject Leads as the List Actions.

Accept/Rej ect Select whether you accept the lead. Values are Accepted, Rejected or Turnback.
Rejection/Turnback Select a reason for rejecting or turning back the lead.
Reason

Updating the Forecast for Opportunities
Access the Search Opportunities page.
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190

Search Opportunities
ﬂca My Tasks %“ Py Calendarl '@ My Accounts | ﬁ!‘j My Contacts Personalize

Business Unit = APPO1

fties LI ‘CI o

Opportunities List Customize | Find | Wiew &ll | First 1-2of 14 Last

Custormer Opportunity Revenue Currency Est. Close Date Forecast| Forecast
Arnount| Status

Arnold - Custom Mot
I3
Arnold Ice Company Freszer $100,000.00 USD nz/zz/2003 Forecasted
BJ's Appliance Center Replacerment Solution $20,000.00 USD <l \nasza/zo0a [3 393,790.25 Forecasted
Boris May & Company EUBE AREEEEF = $255,000,00 USD I [10/29/2004 3] 337,127.65 Forscasted
Increase Sale
Coen Food Service Refrigeration Upgrade & $135,000.00 USD 10/18/2004 [= 67,357 .50 Forecasted
Coen Food Service Freezer Upgrade $125,000.00 USD 10/18/2004 [3 112,499.70 Forecasted
Explore Design Center Stock for Spring Sale $350,000.00 USD I pi/21/2003 77,852.50 Forecasted
Explore Design Center B;'g'r':d;”eezer $50,000.00 USD I 03/07/2003 6,473 40 Forecasted
Haas Engineering 'l;'foajzc'tcafew”a $50,000.00 USD 04/30/2003 [H 8,399.40 Forecasted
Al Cpportunity Clear List Save List Actions | Update Forecast ;I
Search Opportunities page
Select Update Forecast as the List Actions.
Revenue Enter the amount of revenue that is anticipated from the sale.

The system displays arrows in the column before the column for this
field. The green arrow signifies that the Revenue has increased, and the
red arrow signifies that the Revenue has decreased.

Est. Close Date (estimated Enter a date that the system uses to determine whether to include
close date) the opportunity in the pipeline or forecast based on the time period
that is specified for that pipeline or forecast.

The system displays arrows in the column before the column for this
field. The green arrow signifies that the Est. Close Date has been
moved in to a sooner date, and the red arrow signifies that the Est.
Close Date has moved out to a later date.

Forecast Amount If you have created a forecast for the opportunity, the system
displays the forecast amount.

Updating the Sales Stage for Opportunities
Access the Search Opportunities page.
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Search Opportunities
ﬂQ'g My Tasks | é‘ﬂ My Calendar | g’Tﬂ My Accounts | fﬁll:' My Contacts Personalize

Business Unit = APPOL

N
Dpportunities List Cuztomize | Find | Wiew All | |——| First 1-2ofld |I| Last
Custorner Cpportunity Contact Sales Stage ¥Close Next Task Date
arnold Ice Cormpany Arnold - Custam wiright, Kelly 06-Retain Custormer 100
Freezer
Bl's Appliance Center Replacement Solution  Parker, kKaley |D4-Deve|0p Proposal fl;l 50

Custorm Freezer

Boris May & Compan
i RELs Increase Sale

Tsutsui,Michelle IDﬁ—Retain Customer ;l g0

Coen Food Service Refrigeration Upgrade Lundegaard,lerry IDS-Develop Solution ;I 35
Coen Food Service Freezer Upgrade Lundegaard,lerry IDS-Develop Solution ;I 35
Explore Design Center Stock for Spring Sale Richer,Mika 06-Retain Customer 100

Dublin - Freezer

Explore Design Center Prescott,Joyce 06-Retain Custormer 100
Upgrade
Haas Engineering E?Dajzc—tl:afeterla Ericson,Paul |Dl—Discwer = W 10/28/z2002
Acddl Opporturity Clear List Save List Actions | Update Sales Stage £

Search Opportunities page

Select Update Sales Stage as the List Actions.

Sales Stage Select the current stage of the sales process for this opportunity.
The system populates this drop-down list box with values that are
based on the specified sales process.

Set up sales stages on the Sales Process page.

See Chapter 4, “Setting Up Sales Leads and Opportunities,” Setting
Up a Sales Process, page 27.

Managing a Lead or Opportunity by Using the Summary

The Summary page in the Lead and Opportunity component provides a useful place for a sales representative
or manager to view high-level information for alead or opportunity. The Summary page displays the

sales stage, forecast (for opportunities), contacts, tasks, notes, sales team, products and quotes. In

addition, the page displays links, so that you can click on alink to go to the component page which
contains the detailed information for the particular type of data you want to access.

You can configure the Summary page to meet your specific needs.

See Chapter 4, “Setting Up Sales Leads and Opportunities,” Setting Up the Summary
Page for Leads and Opportunities, page 57.
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Pages Used to Manage a Lead or Opportunity
by Using the Summary

Page Name Object Name Navigation Usage

Lead - Summary RSF_LEAD_SUMMARY Sdles, Search Leads Manage alead.

Select alead. Select the
Summary tab.

Opportunity - Summary RSF_OPP_SUMMARY Sales, Search Opportunities | Manage an opportunity.

Select an opportunity. Select
the Summary tab.

Managing a Lead or Opportunity by Using the Summary
Access the Lead - Summary page or the Opportunity - Summary page.

Note. The Summary page appears in both the Lead and Opportunity components. While this screen shot
is from the Opportunity component, the information applies to leads and opportunities.

Opportunity
Save | [F Add | [=7] Motify | £ Email | A clone | 360 360-Degree View | #E] Previous | 1 Search | LE| Next| b Personalize

Description Customn Freezer Increase Sale Status Open
Customer Boris May & Company Customer Yalue Goldiriririr
Contact Tsutsui,Michelle Revenue 275000
Ciscover Assign Cualify Propose Tasks Motes History

Opportunity Summary

Forecast $337,127.65 USD on 10/29/2004 with §9% confidence
krnowledge Enabled Sales, Sales Stage 06-Retain Custorner, Sales Task 02-Update Customer
Sales Stage = .
Information, Stage is 0% Complete
Contacts Add Contacts
Tsutsui Michelle General Manager, wark phone is 408 3644222, e-mail is mTsutsui@borismay_psft.com
Liu, Sophia Furchasing Manager, work phone is 408 3644222, e-mail is sliu@borismay_psft.com
Tasks Add Tasks

Mo Tasks have been created. To add Tasks click Add Tasks on the navigation bar.

Notes Add Motes
10/7/2002 3:28 PM Setup initial meeting with prospects

Team Add Team
Terry Murphy ernpty

Henry Ermman 801,/555-1212

Burt Lee ernpty

Products Add Products
10/7/2002 3:28 PM Custom Build Freezer Package, Quantity 5.0000 Each for price $35,895.25 USD

10/7/2002 3:28 PM Sectional Walk-in Freezer, Quantity 17.0000 Each for price $299,200.00 UsD

10/7/2002 3:28 PM Freezer, Compressor, Quantity 3.0000 Each for price $2,032.40 USD

Quotes add Quotes
10/7/2002 3:25 PM Hold Quote, total price of $337,127.65 USD

Opportunity - Summary page
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Opportunity Summary

Contacts

Tasks

Notes

Team

Products

Quotes

Managing Leads and Opportunities

Click the Forecast link to access the Forecast Summary section of
the Discover page. Click the Sales Stage link to access the Sales
Stage section of the Discover page.

Click the link for an existing contact or the Add Contacts link to access
the Contact section of the Discover page.

Click the date/time link for an existing task or the Add Tasks
link to access the Tasks page.

Click the date/time link for an existing note or the Add Notes
link to access the Notes page.

Click the link for an existing team member or the Add Team
link to access the Assign page.

Click the date/time link for an existing product or the Add Products
link to access the Propose page.

Click the date/time link for an existing quote or the Add Quotes
link to access the Propose page.

Viewing History for a Lead or Opportunity

This section discusses how to view the history for a lead or opportunity.

Pages Used to View History for a Lead or Opportunity

Page Name

Object Name

Navigation

Usage

Lead - History

RSF_LE_HISTORY

Sales, Search Leads

Select alead. Select the
History tab.

View ahistory of system
actionsregarding alead.

Opportunity - History

RSF_OPP_HISTORY

Sales, Search Opportunities

Select an opportunity. Select
theHistory tab.

View ahistory of system
actionsregarding an
opportunity.

Viewing History
Access the Lead - History page or the Opportunity - History page.

Note. The History page appears in both the Lead and Opportunity components. Although this screen
shot is from the Lead component, the information applies to leads and opportunities.
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Lead
¢ Email | & Search | 3E] Hext| =1 Add Contacts | sz Organization | @E Correspondence | éﬂ My Tasks | = Personalize
Description Shoreview - Custorn Freezer Status Converted to Opportunity
Customer Shoreview Medical Customer Yalue
Contact Golden,Mike Rating
Summary Discover Assign Qualify Propose Tasks Motes \_
= Lead History
k|
¥Yiew Lead History Customize | Find | Wiew &ll | |_—| First 1-4 of 4 Last
CDate Modified Action Taken Malue Before VYalue after Changed By
Change Change
[ 10/04/2002 11:084M PDT  LeadStatusChanged Mew
E 10/04/2002 11:08AM PDT  AssignedToChanged Hew
[ 10/04/2002 11:11AM PDT  LeadStatuschanged New open
=h ) . Converted to
[ 05/10/2004 2:45PM POT  Lead Status is changed Open Opportunity Lee,Burt
=~ Related Objects
N
Customize | Find | £ First 1of1 Last
Type Long Description
% Lead Converted to Oppy Qpportunity 200300162 has been associated to this lead
= Interaction History
N
Customize | Find | ] 1-2 of 2
Cate/Time Created Type Channel Contact Mame | Subject/Description Created By
5 05A0/2004 Z:48PM Cuthound Ermail Mike Golden Sale Proposal Burt Lee
E| 05/10/2004 2:48PM Outbound Ernail Susan Arb Sale Proposal Burt Lee

Lead - History page

In the Lead History section, you can view information here about internal actions, such as status changes,
that you or any member of the sales team take for this lead or opportunity.

See Chapter 9, “Understanding Sales Leads and Opportunities,” Understanding History
Tracking for L eads and Opportunities, page 111.

In the Related Objects section, you can view the associated opportunity, if the lead
has been converted to an opportunity.

In the Interaction History section, you can view information, such as email or other correspondence,
about interactions regarding the lead or opportunity.
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CHAPTER 17

Sending Sales Emails and Correspondence

This chapter discusses how to:

» Send a proposal or quote to a customer.
» Send a worklist notification to a sales user or team.
» Generate ad hoc email notifications.

See Also

PeopleSoft Enterprise CRM 8.9 Automation and Configuration Tools PeopleBook,
“Correspondence Management”

Sending a Proposal or Quote to a Customer

PeopleSoft Sales enables you send a quote or a proposal package to a customer by email, or
by printing a hard copy and sending it. A proposal package may include cover letter, quote,
and relevant attachments. This section discusses how to:

* Select the contact who receives the proposal or quote.
» Create the correspondence.
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Pages Used to Send a Proposal or Quote to a Customer
Page Name Object Name Navigation Usage

196

Lead - Discover

RSF_LEAD DETAIL

Sales, Search Leads.

Navigate to the Contacts
section and then click the
Correspondence tab.

Send email to acustomer
contact.

Opyportunity - Discover

RSF_OPP DETAIL

Sales, Search Opportunities.

Navigate to the Contacts
section and then click the

Send email to acustomer
contact.

Correspondence tab.
Correspondence Request RBC_REQST_FORM * Click the Email Create correspondence to
Proposal button on the send to acustomer.
Correspondence tab of the
Contacts section of the
Discover page.
* Click the Correspondence
link in the toolbar.
Templates RBC_REQST_TEMPLATE Click the Personalize Edit the template packageto
Templates button on the send to the contact.
Correspondence page.
Correspondence Request RBC_REQST_PREVIEW Click the View Proposal View aproposal packageto
Details Request icon onthe send to the contact.

Correspondence tab of the
Contacts section of the
Discover page.

Selecting the Contact Who Receives the Proposal or Quote
Access the Discover page. Select the Correspondence tab.

Contacts

u
Customize | Find | et

N

Contact Phones Impact Qrganization
Brimary First Mare Last Mame
v Kaley Parker
r Barry Conrad

Ernail Proposal

E Email Proposal

E Email Propasal

First 1-2 of 2 Last

]
o

{1 = |
mE DA

First Name

Last Name

Zearch

Opportunities - Discover page: Correspondence tab

Email Proposal

Click this button to access the Create Correspondence page, which is
preconfigured to log a request for the system to email the sales proposal
package to this contact. The proposal package consists of a personalized cover
letter and quote with related proposal documents. The cover letter serves asthe
body of the email; the quote and related proposal documents are attachments.

View and personalize the merged data from the Create Correspondence page.
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Ble Click the View Proposal Request icon to access the Correspondence

=) Request Detail page to confirm that the request is logged, determine
its status, and view the error log, if any. Thisicon becomes active
after you click the Email Proposal button.

After emailing the proposal, access the History page to confirm that the proposal is sent and
to see alist of all correspondence that is sent to any contact for the lead or opportunity. You
can aso access the correspondence to view its contents.

Note. You can aso access the Correspondence Request page by selecting the Correspondence
link on the toolbar. If you do this, the system adds all the contacts on the lead or opportunity
to the recipient list for the correspondence.

Creating the Correspondence
Access the Correspondence Request page.

Correspondence Request History | Select One... =]
Search | * Refresh Save As Draft| [ Preview | B2 Submit | ¥ Cancel Personalize
« E3=]
Object ID

Request from Lead Cady Dishwasher Lead

Correspondence Detail

Recipients Tristan Garrett Edit Recipients
channel & Email Sender’'s Email Address |[Custorner_Support@dermno.com
" Print Printer Q
Language | English =
Description ;I
Correspondence Content
Templates
Termplate Paclkage Templates
Zales Proposal Ea E Sales Proposal Letter, Sales Quote Detail ﬁ
Add Template Perzonalize Templates
Attachments
Mo Attachrments
Addd an Attachment
> Schedule
Correspondence Request page
Template Package Select a template package that defines a set of documents that
you send to the contact.
Personalize Templates Click this button to access the Templates page, where you can edit the

template package that will be sent to the contact.

In the Schedule section, you can choose when you merge the proposal and when you send the proposal.
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Sending a Worklist Notification to a Sales User or Team

198

Use PeopleSoft Sales to send a worklist notification with a text message and link to the current lead or
opportunity. This section discusses how to send a worklist notification to a sales user or team.

Page Used to Send a Workflow Notification to a
Sales User or Team

Page Name Object Name Navigation Usage
Send Notification RSF_LEAD_WORKLIST Click the Notify link from Send aworklist notification
thetoolbar intheLead to asales user or team.
component.
Send Notification RSF_OPP_WORKLIST Click the Notify link Send aworklist notification
from thetoolbar in the to asales user or team.
Opportunity component.

Sending a Worklist Notification to a Sales User or Team
Access the Send Notification page.

Send MNotification

Recipients

To | CC | BCC |Mame Ernail Address jin}
| [T Arnold Ice Company T
Enter Recipient Select Select Sales Team

Delivery Information

From |Custorner_Support@demo.com ¥ Attach URL to Email Recipients
“Worklist Priuritrlf“'lediul‘ﬂ ;I Delivery Options
Worklist nctiunl =l

Message Contents

Email T lat || Apply Template Mote: Templates will be populated with data
mail Templa EI _I from the first external recipient,
Subject
Message ;I@
[ |
Attachments

Mo Attachment.

Upload an attachment

Send Notification page
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Select
Select Sales Team
Worklist Priority

Worklist Action
Email Template

Apply Template

Sending Sales Emails and Correspondence

Click this button to select a sales user.
Click this button to select a sales team.

Select a priority for the worklist notification. Values are Low,
Medium, and High.

Select the action that you want the recipient to take.
Select atemplate to use for the notification.

Click this button to apply the template to the page.

Generating Ad Hoc Email Notifications

Use PeopleSoft Sales to send an email to a customer contact or to the sales team. This section
discusses how to generate ad hoc email notifications.

Page Used to Generate Ad Hoc Email Notifications

Page Name

Object Name Navigation

Usage

Notification

RB_EM_OB_ADD

Click the Email link inthe
toolbar of any Lead or
Opportunity page.

Generate and send an ad
hoc email notificationto a
customer contact or a
member of the salesteam.

Generating Ad Hoc Email Notifications

Access the Notification page.

Notification

History ISeIect one...

Refresh | 360 360-Degree View | Efj Worklist|

Recipient Kelly Wwright

Transaction Summary

Lead prnold - Customn Freezer
Customer Arnold Ice Company
Contact Kelly wright
Rating warm
Revenue 100000.000

Representing Arnold Ice Company

Compose
From [Customer_Support@dermo.com
To |kwright@aice_psft.com

[ Template Search

Customer Yalue Goldiririrdr

Celivery Options
&dd/Modify Recipient List

Templatel

Preview Apply Template

Add Closing Send

2002-10-03
prospects

Setup initial meeting with

il Message Area
Subject

;I Selected Templates

Restart Response

Dear Kelly wright:

Notification page

Template

Preview
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Select a template to use for the email.

Click this button to view a preview of the email if you apply the template.

199



Sending Sales Emails and Correspondence Chapter 17

Apply Template Click this button to apply the template to the page.
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CHAPTER 18
Viewing the Opportunity Pipeline

This chapter provides an overview of the opportunity pipeline and discusses how
to view the opportunity pipeline.

Understanding the Opportunity Pipeline

The pipeline is a real-time view of an organization's current sales efforts. It is based on
opportunities only. Leads are not included in the pipeline.

The pipeline does not include opportunities with inactive status. Pipeline charts include activity
from closed-lost opportunities as negative activity or leaks.

With PeopleSoft Sales, you can view:

» Segment Pipeline: Reflects current activity, based on opportunities with open status.

This perspective is not constrained by time frame or period. Opportunities with the status of
inactive, closed-won, or closed-lost are not included in this perspective.

Segment Pipeline types include:
- Opportunity count
- Revenue

» Opportunity Revenue Pipeline: Represents estimated revenue, based on opportunities
with open, closed-won, or closed-lost status.

Opportunity Revenue Pipeline types include:
- Revenue
- Shadow

» Product Detail Pipeline: Represents product activity, based on opportunities with
open, closed-won, or closed-lost status.

Product Detail Pipeline types include:
- Unit count

- Revenue

- Shadow

Use pipeline types to configure different perspectives of the specified pipeline. Pipeline types include:

» Opportunity count: Reflects the total number of opportunities.
» Revenue: Represents estimated revenue based on allocation percentages of the opportunity sales teams.
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» Shadow: Represents estimated revenue based on shadow percentages of the opportunity sales team members.
» Unit count: Reflects product quantities for current opportunities.

Note. You cannot save real-time views of dynamic data. Therefore, if you need to preserve a particular
pipeline view, use the same screen capture or print function that you use to capture or print it from the
computer screen. Alternatively, you can produce alist of the opportunities that make up the pipeline by
clicking the Pipeline Opportunity List button and downloading the contents to a spreadsheet.

Common Elements Used in This Chapter

(] Click the Chart Information button to display a message with
= information about the chart on the page.

View Pipeline As To view the pipeline as another person, select that person’s name.
You must have visibility of the person on the territory tree to use this
feature. Viewing a pipeline as someone else is for managers who need
to discusses a PeopleSoft Sales user’s pipeline with the user and who
want to view the pipeline as that individual.

Quota Type Select the type of quota for revenue allocation comparison:

* Rollup Quota: The sum of quotas for al sales representatives who
report to the manager. This is the default.

» Manager Quota: The manager’s own, individual quota.

Chart Type Select the type of graphic to use to view the pipeline. The PeopleSoft
system provides these charts:

» Bar Chart (default)

» Horizontal Bar Chart

» Horizontal Stacked Bar Chart
» Sacked Bar Chart

Pipeline Opportunity List Click to access the opportunities list, where you can view lists
of the opportunities that make up the pipeline chart, and select
opportunities to view them in more detail.

Viewing the Opportunity Pipeline
This section discusses how to:
* View the segment pipeline.
* View the opportunity revenue pipeline.
* View the product detail pipeline.
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Pages Used to View the Opportunity Pipeline

Page Name Object Name Navigation Usage
Segment Pipeline RSF_PL_SEG Sales, Review Pipeline Configureand view the
pipeline of opportunitiesin
different stages of the sales
process.
Opportunity Revenue RSF_PL_OPP Sales, Review Pipeline Configureand view the
Pipeline Select the Opportunity pipeline of revenue from

Revenue Pipelinetab. Opportunities.

Product Detail Pipeline RSF_PL_PROD Sales, Review Pipeline Configureand view the
pipeline of products that

| hePr Detall ; X )
g‘f;citnte? b oduct Deta are associated with active
P ’ opportunities.
Viewing the Segment Pipeline
Access the Segment Pipeline page.
| Cpportunity Revenue Pipeline Product Detail Pipeline
*Show Pipeline By | Pipeline Segment =l *¥iew Pipeline As |Murphy, Terry QL
- [}
*pipeline Type | Opportunity Count -
*Quota Type | Rollup Quota ;l
*Chart Type |Horizontal Bar =]
Showy Opportunity List
Segment Pipeline - Qpen Opportunities
|:|Target
Unspecified [l Actual
Retain
s
c
E MNegotiate
o
a
A Cevelop
1
=
E_ Qualify —
T
Cantact —
Unspecified —
TT T T [ T T T T[T T T T [T T T T[T T T T [ T TT T[T T T T TTTT]
0.0 2.5 5.0 Tl 100 125 15.0 175 2000
Opportunity Count™
* Mave mouse over individual bar on graph for more detail

Segment Pipeline page

I'n addition to the elements that are common to all of the pipeline pages, you must specify the following:

PeopleSoft Proprietary and Confidential 203



Viewing the Opportunity Pipeline Chapter 18

Show Pipeline By Select how to organize data for the pipeline. Values are:
* Business Unit.
* Industry.

* Pipeline Segment: Pipeline segments correlate with stagesin the
sales process. This is the default.

See Chapter 4, “Setting Up Sales Leads and Opportunities,”
Setting Up Pipeline Segments, page 51.

* Region.

» Sales User.
 Territory.
Pipeline Type Select the type of pipeline to render. Vaues are:

» Opportunity Count: Based on the number of opportunities
with the status of Open.

* Revenue: Estimated opportunity revenue from the opportunity
sales teams' revenue allocation percentages. (You cannot render
a pipeline from shadow allocations.)

Viewing the Opportunity Revenue Pipeline
Access the Opportunity Revenue Pipeline page.
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Viewing the Opportunity Pipeline

Segment Pipeline

Product Detail Pipeline

2002 03 —

Perind

2002 2 —

2002 1l —

*Show Pipeline By | Period =l *Yiew Pipeline As Murphy,Terry Q
- @
*Time Frame I 2002 Fiscal Year - Quar‘l;l *pPipeline Type I Revenue ;I -
PeriudlZUUZ Fiscal vear =1 *Quota TypelRDIIup Quota =
Begin Date 01/01/2002 *Chart TypelHDrizontaI Bar ;I
End Date 12/31/2002 Currency |US Dollar |
Change Periods Showe Opportunity List
Opportunity Pipeline - Qpen, Closed-Won and Leaks
[0 quota
r—  Actual
2002 04

I B B
] 250,000

T T [ T T T T [ T T T T [ T T T T [ T T T 1]
500,000 750,000 1,000,000 1,250,000 1,500,000

Revenue™

* Move mouse over individual bar on araph for more detail

Opportunity Revenue Pipeline page

The revenue pipeline includes opportunities with estimated close dates that are within the specified
time frame and with a status of open, closed - won, or closed - lost. Inactive opportunities are not
included. Closed - lost opportunities appear as leaks in the pipeline.

In addition to the elements that are common to all of the pipeline pages, to render an opportunity
revenue pipeline, you must specify the following:

Show Pipeline By
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Select how to organize data for the pipeline. Values are:

Business Unit.
Industry.
Opportunity Status.
Period.

Pipeline Segment: Pipeline segments correlate with stages in your
sales process. This is the default.

See Chapter 4, “ Setting Up Sales Leads and Opportunities,”
Setting Up Pipeline Segments, page 51.

Region.
Sales User.
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 Territory.
Pipeline Type Select the type of pipeline to render. Values are:

» Revenue: Estimated revenue based on opportunity sales
team revenue allocations.

» Shadow: Estimated revenue based on opportunity sales team
member shadow allocations.

Time Frame and Period Select the time frame and reporting period to use for determining
revenue in the pipeline.

Currency Select the currency in which to express the pipeline revenue amounts.

Viewing the Product Detail Pipeline
Access the Product Detail Pipeline page.

Segrment Pipeline Qpportunity Revenue Pipeling & Product Detail Pipeline
*Show Pipeline ByIF‘r-:udu-:t Group ;l *¥iew Pipeline As |I‘v1urph3.rJTerr5r Q,
- /]
*Time FrameIZDDZ Fiscal wear - Quar‘l;l *Pipeline Type I Revenue ;I -
PeriudlZDDZ Fiscal Year =]
Begin Date 01/01/z002 *Chart TypelHorizontaI Bar =
End Date 12/31/z2002 CurrencleS Dollar ;I
Show Opportunity List
Froduct Detail Fipeline - Open, Closed-Won and Leaks
IAttuaI
walk-In Coalers
o Chest Freezer
=
=)
("
u .
= Dish Washer
=
=1
s
B Cold-Storage Parts & Access
Unspecified
[TT T T [T T T T [ T T T T [T T T T [T T T T[T T T 1]
0 10,000 20,000 30,000 40,000 50,000 50,000
Revenue*®

Product Detail Pipeline page
In addition to the elements common to al of the pipeline pages, you must specify the following:

Show Pipeline By Select how to organize data for the pipeline. Values are:

* Business Unit.
* Industry.
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* Opportunity Status.
* Period.

* Pipeline Segment: Pipeline segments correlate with stages in the
sales process. This is the default.

See Chapter 4, “ Setting Up Sales L eads and Opportunities,”
Setting Up Pipeline Segments, page 51.

» Product: When you select the pipeline type of Unit Count, the system
sets the Show Pipeline By field to Product.

» Product Group.

* Region.

* Revenue Type.
» Sales User.

* Territory.

Pipeline Type Select the type of pipeline to render. Values are:

* Revenue: Estimated product cost based on opportunity sales team
revenue alocations. This is the default.

» Shadow: Estimated product cost based on opportunity sales
team member shadow allocations.

» Unit Count: Estimated product quantities.

Time Frame and Period Select the time frame and reporting period to use for determining
opportunities in the pipeline.
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CHAPTER 19

Including Opportunities in Forecasts and
Closing Opportunities

This section provides an overview of including opportunities in forecasts and closing
opportunities, and discusses how to:

* Include opportunities in forecasts.
» Close opportunities.

Understanding the Inclusion of Opportunities in
Forecasts and Closing Opportunities

To include an opportunity’s potential revenue on a sales forecast, the sales representative must
update forecasting data on the opportunity. The sales representative can copy the products from
the opportunity’s proposal to the forecast for the opportunity.

Some companies offer products that generate recurring revenue. For example, an internet service provider
may offer a one-year service contract that generates $20 per month in revenue. Other companies, such as
wireless companies, offer products with both one-time and recurring revenue. For example, awireless
company may offer a package with a cellular phone (non-recurring revenue) and a monthly calling plan
(recurring revenue). PeopleSoft Enterprise Sales enables you to forecast for both of these scenarios.

If an opportunity has multiple salesrepresentatives assigned to it, the sal es manager usesthe Revenue Percentage
tab on the Opportunity - Assign page to specify how to allocate the forecast among the sales representatives.

After the customer has made a decision, you can close the opportunity. If you have open
forecasts for an opportunity that was Closed-Won, you can specify whether you want to
continue to forecast revenue for the opportunity.

Including Opportunities in Forecasts
This section discusses how to:

* Use the forecast summary.

» Copy products to the forecast.

» Use recurring forecasts.

» Specify revenue percentages for forecasting.
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* Include forecast items in compensation calculations.
Pages Used to Include Opportunities in Forecasts
Page Name Object Name Navigation Usage
Opyportunity - Discover RSF_OPP_DETAIL Sales, Search Opportunities | Enter information for the

210

Select an opportunity, select
the Discover tab

forecast summary.

Opportunity - Propose

RSF_OPP_PROPOSE

Sales, Search Opportunities

Select an opportunity, select
the Propose tab

Include an opportunity inthe
forecast.

Copy Productsto Forecast

RSF_OPP_COPYFCAST

Accessthe Opportunity -
Propose page. Click the
Create Forecast button.

View and verify productsto
copy toforecasts.

Distribute Recurring
Revenue

RSF_OPP_DISTRIB

Click the Distributelink from
the Recurring tab of the Copy
Products to Forecast page.

Enter recurring revenue.

Sendto EIM

RSF_SENDTO_EIM_SEC

Accessthe Opportunity -
Propose page. Click the
Compensate Selected button.

Send forecast information
to PeopleSoft Enterprise
Incentive Management.

Using the Forecast Summary

If you want to include an opportunity’s revenue on a forecast, but don’t want to specify the
actual products, you can use the Forecast Summary section on the Opportunity - Discover
page. Access the Opportunity - Discover page.
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Opportunity

Save | E‘p Add | Send | J'.'I Clone | 360 360-Degree Wiew | 1y Search | ,.,’%] Add Contact| '9’3 My Task | A Personalize
Description Status COpen
Customer Customer Yalue
Contact Rewvenue 0
Assign Zualify Propose Tasks Notes History
Customer
Search Again

Customer Arnold Ice Company @ Search Again

Address |1051 El Camino Real,Colma,CA,94015,US4 =1 Go

Site

Opportunity Details

Description |Arnold Ice - Freezer

Sales Rep |Lee,Burt
Forecast Summary

Forecast [V
Est. Revenue 100000
Confidence % (20
Forecast Amt | 100000

Search Advanced Search

*Unit [APPO1 Q

Q *StatusIOpen vI Priurit!_.r|5 'I

Sales Process

TypeIOpen vI Model' ;l

Currency USD Q Stage | —

Close Date [04/30/2004 [31 Task | El
%Close 0

#l Create Forecast

Opportunity - Discover page

Forecast

Type

Est. Revenue (estimated
revenue)

Currency

Confidence % (confidence
percentage)
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Select to include this opportunity in generated forecasts. When you
save the page, the system copies the estimated revenue into the Forecast
Amount field on this page, and it adds the opportunity in the Forecast
section of the Opportunity - Propose page.

If you select Forecast, you must select the type of forecast use.
Define forecast types on the Sales Forecasts page.

See Chapter 5, “ Setting Up Sales Forecasts,” Defining Forecast Types, page 69.

Enter the amount of revenue that is anticipated from the sale.

Enter the currency code for the revenue. The default currency code is the
code that is associated with the sales user on the Sales User page.

If no products are associated with the lead, you can override the default
currency code. Doing so changes the currency here and on the Product page.

Displays the average degree of confidence (expressed as a percentage)
that the assigned sales representatives feels that the opportunity
will result in a closed sale.

The system cal cul ates the average of all confidence percentages that are entered
for the opportunity in the Forecast section of the Opportunity - Propose page.

For example, if there are three products identified for forecasting from this
opportunity—the first with a confidence of 70 percent, the second with 80
percent, and the last with 90 percent—the system calculates the average, as
follows: (70 + 80 + 90) + 3 = 80. The system displays the result here.
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If you do not enter forecast rows on the Opportunity - Propose page,
you can manually enter the confidence percent here.

Close Date Enter a date that the system uses to determine whether to include
the opportunity in the pipeline or forecast based on the time period
that is specified for that pipeline or forecast.

Forecast Amt (forecast If you select the Forecast check box, a forecast amount must be specified.
amount) There are two ways that this can happen:

* If the opportunity is not yet forecast and you select the Forecast
check box, then the system copies the estimated revenue amount
into this field when you save the page.

You can override this value.
* You can enter the forecast amount.

Create Forecast Click thislink to create aforecast on the Opportunity - Propose page.

Copying Products to Forecast

If you want to include an opportunity’s products on a forecast, you can copy the products to the Forecast
section of the Opportunity - Propose page. Access the Opportunity - Propose page.

Opportunity
Save | |§. add | [=] send | £, Email | ﬁ Clone | 360 360-Deqgree View | #Z] Previous | } Search | o] Next| b Personalize

Description Appliance Upgrade Status Open
Customer L&R Associates Customer Yalue Goldiriririr
Contact Smart,Gary Revenue 156000
Surmmary Discover Assign GQualify Tasks Notes History
N
Products Customize | Find | Wiew &ll | |——| First 1-& of & Last
Prirnary |Product Group Product Quantity Unit of Price Net Price
Measure
Custom Build =
v Walk-In Coolers == Package = &.0000 EA 7197.05 43igz.30 [
Sectional walk-in = =
r Chest Freszer P = 1.0000 EA |
Cold-Storage Freezer, —
r Parts & Access Compressor m LD 15 e e E
Split Unit air 6000 BTU Room Air p=
- it et (Grey) = 27,0000 E& £52.00 1g414.00 i
Split Unit air 12000 BTU Room =
r Conditioner air (Light Beig m A0 Bekzopia WAL AT @
24 in, Dishwasher 5 p=
r Cydles S15 = 10.0000 E& 1000.00 10000.00 i
Total MNet Price 82241.75 UsD
Add Product(s) Add | Q zearch or Browse Catalog
Add Product Group(s) Add
Forecasts

Mo forecasts have been added. To add product forecasts, add products to this Opportunity
Create Forecast [Delete Al Forecast Rows Compensate Selected

Opportunity - Propose page

Click the Create Forecast button to access the Copy Products to Forecast page.
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Note. If there is existing forecast information when you click the Create Forecast button, the
system displays the existing forecast on the Copy Products to Forecast page. You cannot copy
products to the forecast if the forecast already exists for the products.

Copy Products to Forecast
The products listed below will be added to the forecast section. Please review the data, make changes as appropriate, and click
Ok to add to forecast section.
L]
Products to be Added to Forecast Customize | Find | Yiew &ll | i Firzt 1-6 of & Lazt
i N
Forecast| *Forecast Product Group Product *Forecast *Forecast Conf |Revenue Type
Type Crate Arnount S
r~  [open =] walk-In Coolers g:i”a"g”ea"'"d Freezer [nasz1/z00 3 4318230 a0 [Hew sale ]
- I 'I Chest Freezer Ef;:;;al treleln 03/21/20C [ | =]
| | |Cule-stismgn = c 03/21/20C [+ 254.05 [ —
Il parte & Aocess reezer, Compressor . -
Iﬁ Split Unit Air 6000 BTU Room Air
r z CEnditianer (Grey) 03/21/20C[ 18414.00 I =l
Iﬁ_ Split Unit Air 12000 BTU Raoam Air =
r Conditioner (Light Beig 03/21/20C(4 10391 .40 I =l
- o (e} é‘;l':'l“és':’s'slhswas"'er 5 |oaszr/zocE 10000.00 | =]

Copy Products to Forecast page

After you enter forecast information on the Copy Products to Forecast page and click OK, the system
adds the information to the Forecast section of the Opportunity - Propose page.

Forecast Select this check box to include the revenue in the forecast.
Forecast Type Select a user-defined forecast type.
See Chapter 5, “ Setting Up Sales Forecasts,” Defining Forecast Types, page 69.

Forecast Amount Enter a forecast amount.

Confidence % (confidence  Enter a whole number which specifies the probability that the
percentage) forecast will became an actual sae.

Revenue Type Select a user-defined revenue type. Thisis an optional field.

See Chapter 5, “ Setting Up Sales Forecasts,” Defining Revenue Types, page 69.

Using Recurring Forecasts
Access the Opportunity - Propose page.
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Opportunity

Description Softgear Inc.
Customer Softgear Inc,

Save | E. Add | [=] send | £, Ernail | ﬁ Clone | 360 360-Degree View | 2] Previous | } Search | oF] Next| B

Personalize

Status Cpen

Add Product(s)

Contact Revenue 0
Summary Discover Assign GQualify Tasks HMotes History
N
Products Customize | Find | Yiew All | i First 1ofl Last
Primary | Product Sroup | Product Quantity Unit of Price Met Price Recurring | Recurring
Measure Freq. Price
500 Mobile to =
I~ S R R = [ 1.0000 [EA ~ 50,00 50,00 IMont -] zo.0000 [=]
Total Met Price 30.00 USD

Acdd

QU search or Browse Catalog

Add Product Group(s) ddd

Opportunity - Propose page

If the product has recurring revenue, the system displays the following fields:

Recurring Freq. (recurring
frequency)

Recurring Price

Select the period of time for the recurring revenue. Values are Daily,
Weekly, Monthly, Quarterly, and Yearly.

Enter the recurring revenue for each period of time.

To create a forecast for recurring revenue, click the Create Forecast button to access the
Copy Products to Forecast page. Click the Recurring tab.

Copy Products to Forecast

The products listed below will be added to the forecast section. Please review the data, make changes as appropriate, and click
Ok to add to forecast section,

N
Products to be Added to Forecast Customize | Find | WYiew All | i

Forecast

First 1ofl Last

Maon-Recurring [F=T M

Product Group Product

Forecast| *Forecast Quantity | Recurring |Periods|Recurring |Recurring

Type Price Frequency | Total
¥ [open =] Q fq?ﬁumb"e to Mobile 4 50 20.00 6 [Mantt =] 120.00 Distribution

Copy Products to Forecast page: Recurring tab

Enter the forecast information, including the number of periods for the recurring revenue. You can
click the Distribution link to access the Distribute Recurring Revenue page, where you can view or
modify the distribution of recurring revenue over a period of time. If you do not access this page, but
do select the Forecast check box, the system populates the Forecast grid on the Opportunity - Propose
page with recurring revenue based on the values specified on the Recurring tab.
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Distribute Recurring Revenue
Distribution Details
Product 500 Mobile to Mobile Minutes Product Group
Start Date |04/30/2004 ] Revenue Type -]
Conf %o 20 Quantity 1.0000
Recurring Frequencylf‘-"ll:lnthhf - Periods ]
Recurring Price 20.00
Rebuild Revenue Periods
k]
Revenue Periods Cuztomize | Find | B First 1-& of & Last
Forecast Dt *Armount Revenue Conf % Comment
Type
1 [04/30/2004 5] z0.00 | -] an =]
2 |0s/30/2004 5] z0.00 | 3| ag =]
3 |06/30/2004 5] z0.00 | -] an =]
4 [n7/30/2004 ) z0.00 | 3| ag =]
5 n8/30/2004 [3] 20,00 | « ] a0 =
& |09/30/2004 5] z0.00 | 3| ag =]
Recurring Total 240,00 Calculate

Distribute Recurring Revenue page

Make any changes in the Distribution Details section and then click the Rebuild Revenue Periods
button to refresh the data in the Revenue Periods section. The system populates the first forecast
date with the Start Date and then creates additional forecast dates based on the Recurring Frequency.
Click the Calculate button to generate a value for the Recurring Total.

If you change the forecast amount, then on your return to the Recurring tab of the Copy
Products to Forecast page, the system displays a Review link, instead of the original Distribute
link, as a reminder that manual changes have occurred.

To enter non-recurring revenue, select the Non-Recurring tab of the Copy Products to Forecast page.

Copy Products to Forecast
The products listed below will be added to the forecast section. Please review the data, make changes as appropriate, and click
Ok to add to forecast section.

N

Products to be Added to Forecast Customize | Find | Wiew all | i First 10f1 Last

Forecast Recurring \_ [F=2¥
Forecast | *Forecast Product Group Product Quantity | Unit of Measure Unit Price Mon-

Type Recurring
Arnount
500 Mobile to Mobile
v IOpen 'I Q Minutes 1.0000 Each 30,00 30,00

Copy Products to Forecast page: Non-Recurring tab

PeopleSoft Proprietary and Confidential 215



Including Opportunities in Forecasts and Closing Opportunities Chapter 19

216

The system populates the Forecast section of the Opportunity - Propose page with both the recurring and
nonrecurring revenue. The nonrecurring revenue does not have a value in the Recur Period field. This section
contains the data that system populates on the Forecast page when a sales representative uses the Add Forecast
component, or when a sales manager uses the Search Forecasts component to autoforecast.

™
Forecast Customize | Find | Wiew &l | i First 1-5of 7 IE Last
Revenue Type
Forecast | Type Product Group Product Forecast Date |Recur |Forecast Confidence
Period | Arnount o
Ir2 IOpEI -I 2, |500 Mobile to Mol @, |05/05/200¢ =] 30.00 an =]
Ir2 IOpEI -I T, [500 Mabile ta Mal@,  |05/05/200: =) 1 20,00 an =]
Ir2 IODEI -I 2, |500 Mobile to Mol |os/05/200¢[+] 2 20,00 an =]
Ir2 IODEI -I Q. [500 Mabile to Mol [07/05/200: =] 3 20,00 a0 =]
Ir2 IOpEI -I Q. |500 Mobile to Mol |o8/05/200¢ 5] 4 20,00 an =]
Forecast Total $150.00 UsD
| Create Forecast | Delete &l Forecast Rovws Compenzate Selected

Opportunity - Propose page: Forecast section

Specifying Revenue Percentages for Forecasting
Access the Opportunity - Assign page. Select the Revenue Percentage tab.

Note. The Revenue Percentage tab may be hidden in the Opportunities component, depending on the
user’s access profile. Typically, only sales managers have access to this tab.

Opportunity
Save || [F &dd | [=] Send | < Email | CI3 Clone | 360 360-Degree View | 8] Previous | O Search | #E] next| » Personalize

Description Lakeview Freezer Status Open
Customer Lakeview Cormmunity College Customer Yalue Goldiririrsr
Contact Brown,Magqgie Revenue 5700
Surnrmary Discover Qualify Propose Tasks MNotes History
i
Sales Team Members Customize | Find | First 1-2of 2 Last
Sales Rep Info Territary additional Details Comments
Primary |Sales Rep Allocation % Shadow % Shadow Amount
[V Sam Rabbitt 100 100 =1
[ Bill Wellingtan 50 =l

Opportunity - Assign page: Revenue Percentage tab

Note. Revenue allocations are required for the system to roll up an opportunity into pipelines and
forecasts. Only opportunities can be rolled up into pipelines and forecasts. You cannot include leads in
pipelines and forecasts. Therefore, the Revenue Percentage tab appears in the Opportunity component
only. There is no equivalent Revenue Percentage tab in the Lead component.

Allocation % (allocation Enter the percentage of the total revenue to allocate to this member
percentage) of the sales team for forecasting.
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Often, 100 percent of the revenue is alocated to the primary member of the
sales team, but it can aso be distributed across two or more members of the
team. The sum of the allocation percentages must total 100 percent.

Shadow % (shadow Enter the percentage of revenue that the individual is expected to earn.
percentage)

Note. The sum of the shadow percentages does not have to equal 100 percent.

Shadow Amount Enter a lump sum amount that the individual is expected to earn.

Including Forecast Items in Compensation Calculations

I ntegrate PeopleSoft Enterprise Incentive Management with PeopleSoft Sales to include opportunity revenues
in compensation calculations. You can set up a single signon between the two databases and exchange
opportunity forecasting data between PeopleSoft Sales and PeopleSoft Enterprise I ncentive Management.

Access the Send to EIM page.

Send to EIM

The forecasts below will be sent to the Compensation System, and the sales amounts will be included in
compensation calculations. Press the button to proceed, or press Cancel if you do not want to send the amounts,

Forecast

Forecast Description Product Forecast Date Forecast| Confidence|Revenue Type
Type Armount| Percentage

Qpen Dish washer 24 in. Dishwasher 8 Cycles 515 10/23/2002 10,000.00 45 Mew Sale
Qpen Chest Freezer Sectional walk-in Freezer 11/21/2002 361,000.00 45 Mew Sale
Qpen Walk-In Coalers Customn Build Freezer Package 11/21/2002 22,790.25 45 Mew Sale

| Compenszate Selected | Cancel

Send to EIM page
Click the Compensate Selected button to send the forecasts to PeopleSoft Enterprise Incentive Management.

See PeopleSoft Enterprise Incentive Management PeopleBook.

Closing Opportunities

This section discusses how to close an opportunity after the customer has made a decision.

Page Used to Close Opportunities

Page Name Object Name Navigation Usage

Opportunity Close Events | RSF_OPP_CLOSE_SEC Accessthe Opportunity - Close an opportunity.
Discover page. Selecta
status of Closed - Won or
Closed - Lost. Click Save.
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Closing Opportunities

To close an opportunity, access the Opportunity - Discover page, and enter the appropriate
value in the Status field. Values are Closed - Won and Closed - Lost. When you save the
page, the Opportunity Close Events page appears.

Opportunity Close Events

The following business events must be completed prior to closing the Opportunity. Please review the information on this page and make n
changes. To convert any guotes to orders, you have to cancel the close process and convert them to orders first

Opportunity: Replacernent Solution *Status:lCleed - "I
*Comment: ;I
=
*Actual 393790.250 UsD actual Revenue is required for Closed-Won
Revenue:
deals
*Actual 03/29/20C[H Actual Close Date is required for Closed deals
Close Date:
Review all Open Forecast items and select or unselect for Customize | Find | View All | First 1-3of 3
forecasting before closing Last
Forecast Type Description Description Forecast|Forecast Dt Conf %
Arnount
3 [crEn - | Dish Washer 21an. Dishwasher 5 Cycles 5 non ool [10/23/2002 5 45 =
I IOPEN | Chest Freezer sectional Walk-in Freezer 361,000.00 |11/21/2002 [3 45 [=
~ [orEn -] walk-In Coolers E:gﬁg;“ea"'"d BiEE=E 22,790.25 [11/21/2002 ¢ 45 =
Forecast Amount: 393790.25 UsSD
Following Quotesf0Orders are pending. Please .
review Zustomize | Find | Wiew all | e First 1-zof2 Lazt
Type Capture ID | Description Status Expire Dt Revision Created from Quote ID
Created from
Order OCO0&36  5onortunity 200300014 MEW

Opportunity Close Events page

You must enter comments and other data here to close an opportunity successfully. Also, you must review the
forecast items and either select or clear the Forecast check box to include them in the forecast or exclude them.

After you close the opportunity, the system displays the actual close date and actual revenue on
the Close tab of the Opportunities List page for the opportunity.

Comment Enter a reason for the win or loss.

Actual Revenue Displays the actual revenue from the closed, won opportunities.
An actual revenue amount is required to close the opportunity successfully.

Actual Close Date Enter the close date; the system’s current date is the default.

Forecast Select for each item that you want to include in forecasting from the
closed opportunity. Be sure that the check box is cleared for all items
that you do not want to include in forecasting.

Items from a closed, lost opportunity that have the Forecast check
box selected appear in the pipeline as leaks. You can not forecast
revenue for a Closed-Lost opportunity.

See Chapter 19, “Including Opportunities in Forecasts and Closing
Opportunities,” Including Opportunities in Forecasts, page 209.
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CHAPTER 20

Understanding Sales Forecasts

This chapter discusses:

 Forecasts.
* Revenue and shadow forecasts.

Forecasts

PeopleSoft Sales forecasts are estimates of future sales revenues based on current opportunities, their
projected revenue estimates, closing dates, as well as other regional factors. If your access profile permits,
you can edit forecast data and add rows to make adjustments to forecasts. For example, you might
combine the forecasts of 10 team members to produce one roll-up forecast for the team. You can also
view forecasts at a single summary level, and filter and sort summaries for better anaysis.

You can generate forecast subtotals as well as charts to view forecasts graphically. You can
also use the Combined Forecasts page and the standard download feature to export forecast
data to financial modeling programs outside of your database.

PeopleSoft Sales enables you to configure forecasting to your organization’s business processes and reporting
period needs. Sales representatives can generate and view their own forecasts and submit them to management
at the appropriate reporting times. Managers can generate forecasts for sales representatives that are visible to
them on the territory tree. Senior managers can view an overall forecast of all their groups by generating one
high-level roll-up forecast that provides a big picture view of where the organization stands.

In PeopleSoft Sales, sales representatives, managers, and financial analysts work with specific sets of
data determined by their user access profiles and territory tree visibility. In this way, managers in one
division have access to their staff’s data but not to the data of another division.

PeopleSoft Sales forecasts are based on:
* The structure of sales territory trees.
» Opportunity details managed by sales representatives.

» Revenue and shadow forecast allocations, which reflect the percentages of opportunity activity
attributed to each opportunity team member’s forecast.

Revenue and Shadow Forecasts

PeopleSoft Sales provides two forecast variants, each with a different focus:
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» Revenue forecasts are projections of an organization’s opportunity activity from afinancial perspective
and provide guidance regarding the amount of revenue coming into the enterprise.

A revenue forecast is based on the opportunity team’s allocation percentage. Typically, 100 percent
is allocated to one sales representative on an opportunity for the purpose of revenue forecasts.
However, you can distribute the allocation percentage across two or more opportunity team members.
The alocation percentage for an opportunity team must total 100 percent.

Revenue forecasts are also known as split revenues. Revenue forecast amounts are calculated by
multiplying the estimated revenue amount by the team member’s allocation percentage.

» Shadow forecasts are projections of an organization’s opportunity activity from an operational perspective
and enable you to eval uate the performance of sales staff by comparing quotas to shadow revenue alocations.

A shadow forecast is based on the opportunity team’s shadow percentages. The shadow forecast is
operational in nature. The shadow percentage for an opportunity team does not have to total 100 percent. In
the event that the total is greater than 100 percent, the amount over 100 percent is double-counted.

Shadow forecasts are also known as double counts; athough, not every shadow forecast includes a
double count. Shadow forecast amounts are calculated by multiplying the estimated revenue amount
by the sales user’s shadow percentage, then adding the shadow amount.

This table provides three examples that demonstrate some of the ways that you might assign revenue
and shadow allocations between two representatives, SREP1 and SREP2, who are working on the
opportunity, and how those allocations affect corresponding forecasts.

Opportunity 1 Opportunity 2 Opportunity 3

Customer Lakeview Community Grandma's Foods MMA Property

College M anagement
Product Group Air Conditioners Freezers Refrigerators
Forecast Amount 100,000 USD 600,000 USD 1,000,000 USD
Close Date March 31, 2001 March 31, 2001 March 31, 2001
Revenue Allocation SREP1 = 100 percent » SREP1 =50 percent » SREP1 = 100 percent

* SREP2 =50 percent * SREP2 =0 percent
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Opportunity 1

Opportunity 2

Opportunity 3

Shadow Allocation

SREP1 = 100 percent

» SREP1 =50 percent
» SREP2 =50 percent

» SREP1 = 100 percent
» SREP2 = 25 percent

Scenario and Forecast
Results

Onerepresentative works
the deal and getsall of the
credit:

» 100,000 USD appears
on SREP1’'sRevenue
forecast.

* 100,000 USD appears
on SREP1’s Shadow
forecast.

Two representativeswork
the deal and split everything
equally:

» 300,000 USD appears

on SREP1's Revenue
forecast.

» 300,000 USD appears
on SREP2's Revenue
forecast.

» 300,000 USD appearson

SREP1’s Shadow forecast.

» 300,000 USD appearson

SREP2's Shadow forecast.

SREP1 ownsthe deal.
SREP2 helps out and gets
partial shadow credit:

» 1,000,000 USD appears
on SREP1's Revenue
forecast.

* 0USD appearson
SREP2’'s Revenue
forecast.

» 1,000,000 USD appears
on SREP1’s Shadow
forecast.

SREP1 getsfull credit
towards hisor her quota.

» 250,000 USD appearson
SREP2's Shadow forecast.

SREP2 gets partial credit
towards hisor her quota
for assisting with the deal.
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Using Forecasts

This chapter provides an overview of using forecasts and discusses how to:
» Select a forecast.

Add and adjust forecasts.

Autogenerate forecasts.

» Manage forecasts.

Inactivate and lock forecasts.

Archive and restore forecasts.

Understanding Forecast Functionality in PeopleSoft Sales
PeopleSoft Sales offers forecast functionality for two different groups of users:
» Salesrepresentatives can add anew forecast or adjust their own forecasts using the Add Forecasts component.
» Sales managers can roll up, adjust, and analyze forecasts using the Search Forecasts component.
These two components use a similar interface to select a forecast.

Often, a sales manager asks all the sales representatives to create and adjust forecasts by a certain date.
When the sales representatives are comfortable with their forecast numbers, they submit their forecasts.
Another option is to have sales representatives update their opportunities, for example, by the last day of
each month, and then use autoforecasting to build forecasts directly from the opportunities. In either case,
the sales managers can roll up forecasts for all their sales representatives and analyze the forecast for a
territory. The forecasts that roll up under a manager depends on the structure of the territory tree.

Selecting a Forecast

This section discusses how to select a forecast.
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Select a Forecast
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Page Name

Object Name

Navigation

Usage

Search for an Existing
Forecast

RSF_FCAST_SEARCH

Sales, Search Forecasts

View alist of revenue or
shadow forecasts. You can
select aforecast to view

in moredetail.

Search for an Existing
Forecast

RSF_FCAST_R_SEARCH

Sales, Add Forecasts

View alist of revenue
forecasts, shadow forecasts,
and empty forecasts. You
can select aforecast to view
in moredetail or select an
empty forecasttousein
generating anew revenue
forecast.

Viewing Forecast Lists

Access the Search for an Existing Forecast page.

Search for an Existing Forecast

~ Forecast Result List
Forecast Mame
APPLIAMNCE

APPLIAMCE

APPLIANCE

APPLIANCE

APPLIANCE

APPLIAMNCE

APPLIAMNCE

7 Coawmrh

Tirne Frame

2004 BY MONTH-z2004
z004 BY MONTH-APRO4
2004 BY MONTH-aUG04
2004 BY MONTH-DECO4
2004 BY MONTH-JULO4
2004 BY MONTH-IUMO4

Z004 BY MONTH-MAYD4

N
Customize | Find | Wiew all | |——|

Begin Date

End Date

01/01/2004
04/01/2004
08/01/2004
12/01/2004
07/01/2004
06/01/2004
05/01/2004

12/31/2004
04,/30/2004
08/31/2004
12/31/2004
07/31/2004
06/30/2004
05/31/2004

Firzt

Expected
Date

04/01/2004

1-7 of 23 |I| Last

Date
Created

Subrnit

9

04/01/2004
04/01/2004
04/01/2004
04/01/2004

04/01/2004

HEHEE N E

04/01/2004

Search for an Existing Forecast page (1 of 2)
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= Search

Use Saved Search ;I

Search Clear B save search Criteriaﬁ Delete Saved Search \O‘* Personalize Search

*Category | = ;I |Revenue Forecast ;l
Forecast Name |begins with "I APPLIAMCE (o}
Time Framelbegins with vI Q

< Show in Results

v Mw Forecasts - Last 90 Days
r Mw Forecasts - Last 180 Davys
r My Forecasts - Last 365 Davys
My Forecasts - All

Mew Forecasts - Last 30 Days

[

Mew Forecasts - Last 90 Days

=]

Mew Forecasts - All

Search Clear B save sesrch Criteria [l Delete Saved Search -\O\ Personalize Search

Search for an Existing Forecast page (2 of 2)

Entering Search Parameters

Select filter options in the Show in Results group box. When you click Search, the
system lists the search results at the top of the page.

Category Select Revenue Forecast or Shadow Forecast.

My Forecasts Select any My Forecasts option to search for generated forecasts
that contain forecast data for your sales user. These forecasts have
an entry in the Date Created column.

New Forecasts Select any New Forecasts option to search for forecasts that are
empty or do not have data for your sales user. Use these empty
forecasts to generate a new forecast.

Note. The search results list does not separate the generated forecasts and the new forecasts.
If you select options to display both types of forecasts, you can click the Date Created link
to sort the empty forecasts from those that have data.

Viewing Generated Forecasts

= Click the View Details button to access the Generate Revenue Forecast
‘=l or Generate Shadow Forecast page to either view data for a generated
forecast or enter data to generate a new forecast. If your access
profile permits you to adjust forecasts and you have not submitted
the forecast, you can also edit forecast data.

Description, Expected Displays values from the corresponding generated forecast or
Forecast Date, Begin Date, new forecast template.
and End Date
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Identifies the date when the forecast was generated. New, not-yet-generated
forecasts do not have forecast dates.

When selected, indicates that the forecast was submitted to manager
visibility and its detail is not editable.

Selecting a New Forecast

Select the type of forecast to create from the items that begin with the words New
Forecast in the Show in Results group box.

Note. When you search for new forecasts, the system displays combinations of forecast names
and time frames. If you have defined a forecast name, but the system does not display it,
check the expected start date and status of the forecast name.

See Chapter 5, “Setting Up Sales Forecasts,” Defining Forecast Names, page 68.

Adding and Adjusting Forecasts

This section discusses how to add and adjust forecasts.

Pages Used to Add and Adjust Forecasts

Page Name Object Name Navigation Usage
Forecast - Forecast RSF_FCAST_ENTER Sdales, Add Forecasts Adjust asalesforecast thatis
based on an individual sales
Select aforecast.

representative’s revenue
allocationsfor working
opportunities.

Forecast - Subtotals

RSF_FCAST_SUMMARY

Sales, Add Forecasts

Select aforecast. Select the
Subtotal stab.

Calculateand view the
subtotalsof arevenue
forecast.

Forecast - Chart

RSF_FCAST_CHART

Sales, Add Forecasts

Select aforecast. Select the
Chart tab.

Generateachart of the
revenue forecast.

Adding and Adjusting Sales Forecasts
Access the Forecast - Forecast page.

228

PeopleSoft Proprietary and Confidential




Chapter 21 Using Forecasts

Forecast
Save | 7} Search | 2] Previous | oF] Next| 5 Drganization FPersonalize
MName Murphy, Terry Forecast 2004 Q3
Created Timeframe 2004 BY MONTH-MAYD
Total 8,399.40 Begin Date 2004-05-01
Date Locked End Date 2004-05-31

Subtotals Chart

~* Forecast Action

Display Only Refarecast Forecast Type FRevenue
Summary Find First 1afi Last
Created Name Currency Total Quota Submit
Murphy,Terry Us Collar 8,399.40 Il
N
~ Forecast Detail Customize | Find | Wiew all | i First 1-2 af2 Last
] Revenue Product Process Customer Location Comrments
Opportunity ¥Local Revenue *From ¥Forecast Type |Estimated Close Date |Confidence %
Currency
Code
B E'f:jseétcaf‘ate”a 2,385.00 |USD Q. [commit =] [0s/z8/2004 5 30 =
B 'I;'foajzc':tcaﬁate”a 6,014.40 |USD Q@ [open | [os/28/2004 5 a0 =
Aclust

* Reguired Field

Forecast - Forecast page

This page displays the selected sales users' opportunities that have estimated close dates within
the specified time frame and a status of either Open or Closed - Won. Forecasts do not include
opportunities with the status Closed - Lost or Inactive.

You can view forecast data on each of the tabs on this page.

Edit Data and Display Only Click the Edit Data button to change into edit mode and enter and modify data.
After you change to edit mode, the system renames the button to Display Only.
You can return to display-only mode by clicking this button. The Edit Data
button is enabled only if your access profile permits you to edit forecasts.

Reforecast Click to regenerate the forecast, which eliminates all modifications and
adjustments and reruns the forecast based on current opportunity data. You
cannot reforecast or make changes to aforecast once it is submitted.

Submit and Submit All Select to submit the forecast when you save the page. Submitting a forecast
makes it available to managers. Managers can view all forecasts, submitted or
not, if the sales access profileis set to permit viewing unsubmitted forecasts.

You cannot make changes to a forecast once it is submitted.

Note. Submit All appears only if your user profile permits you
to submit multiple forecasts.

L ocal Revenue Enter the amount of revenue that is anticipated from the sale.
From Currency Code Enter the sales user’s currency code.
Forecast Type Select a user-defined forecast type.
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Estimated Close Date

Confidence % (confidence
percentage)

Adjust

Chapter 21

See Chapter 5, “ Setting Up Sales Forecasts,” Defining Forecast Types, page 69.

Enter the estimated date that the sales will occur.

Enter a whole number which specifies the probability that the
forecast will became an actual sale.

Click this button to add a row and make adjustments to the sales user’s
forecast data. Adjustments affect the totals and are directly associated
with the sales representative who makes the adjustment.

Calculating Forecast Subtotals
Access the Forecast - Subtotals page.

Forecast
Sawe || CL Search | gy Organization | Personalize
MName Ray,Stephen Central Forecast 2004 APR

Created 2004-04-08
Total 76,370.33
Date Locked

Timeframe 2004 BY MONTH-APRD4
Begin Date 2004-04-01
End Date Z004-04-30

Forecast b, Chart
Forecast Action
Forecast Type Revenue Yiew EurrencleS Collar ;l
Forecast Type+Product
Group By |Forecast Type ;I Then BylProduc‘t ;l (2] Flip Sart Order
Calculate Totals
Select| Forecast Type Product Subtotal
© open e R
W  open %EE'EZ%”' Ft. Chest 15,624.90
¥ oOpen mPa?tzaw Duty Food 3,749.93
Selected Total 76,370.33
Unselected Total 0.00
Forecast Total 76,370.33

Forecast page: Subtotals tab

View Currency

Group By and Then By

Select the currency in which to express the forecast amounts. The
default is the sales user’s default currency.

You can use subtotals to generate and view aforecast’'s subsets. For
example, suppose that the overall forecast is for November 2004 and
you want to know the confidence levels that make up the forecast
and you want to know those levels by region, then you would select
Confidence % for Group By and Region for Then By.

Note. You must enter avalue in the Group By field to use subtotals.
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Select Select the check box next to each item that you want to group into a separate
subtotal. The sum for the selected items appears as the selected total, and
the sum of items that are not selected is the unselected total.

For example, if there are ten rows and you select this check box for the first,
third, and fifth rows, the selected total is the sum of the first, third, and fifth
rows. The unselected total is the sum of the seven rows that you did not select.

Generating Forecast Charts
Access the Forecast - Chart page.

Forecast
Save | ) Search | 77 Organizati0n| FPersonalize
Mame Ray,Stephen Central Forecast 2004 APR
Created 2004-04-08 Timeframe 2004 BY MONTH-APRO4
Total 76,370.33 Begin Date 2004-04-01
Date Locked End Date Z004-04-30
Forecast Subtotals \_
Forecast Action
Forecast Type Revenue Yiew EurrencleS Callar ;I
=~ Forecast Filters
Group Bw_.rch'rec:ast Type ;I Then BylProduc‘t ;I (2 Flip Sort Order
Calculate Totalzs
Forecast Chart
Chart Type | Horizontal Bar - Chart Size | 360 Wide by 180 Tall =]
Subtotals for Forecast Type+Product
Open+HP Heawy Duty Food Waste
Cpend+17.8 cu. Ft. Chest Freeze
Open+26.7 cu. Ft. Refrigeratar
[TTTTTTTTTTT]
SHE A
Yalued in USD
Forecast - Chart page
View Currency If you specified the currency on the Subtotals page, the system carries
it over to here. If not, specify it here.
Group By and Then By If you specified subtotals on the Subtotals page, the system carries
them over to here. If not, specify them here.
Note. You must have a Group By value to generate a chart.
Chart Type Specify the type of chart to generate. Values include Bar Chart, Horizontal

Bar Chart, Horizontal Stacked Bar Chart, and Stacked Bar Chart.

Chart Size Specify the size of the chart.
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Autogenerating Forecasts

This section discusses how to automatically generate forecasts.

232

Page Used to Autogenerate Revenue or Shadow Forecasts

Page Name Object Name

Navigation

Usage

Auto Generate Forecasts RSF_FCAST_RUN

» Set Up CRM, Product
Related, Sales, Forecast,
Auto Generate Revenue
Forecast

» Set Up CRM, Product
Related, Sales, Forecast,
Auto Generate Shadow
Forecast

Run the Auto Generate
Forecast Application Engine
process (RSF_FCST) to
generate revenue or shadow
forecastsfor your direct
reportsor for al who are
visibleto you on theterritory
tree.

Autogenerating Forecasts
Access the Auto Generate Forecasts page.

Auto Generate Forecasts

Marx,5tu Manager

Run Control ID: ADHOC

Report Manager Process Monitor

Run

*Forecast Name 2004 APR o)
*Time Frame 2004 BY MONTH-AFRO4 Q
Auto Forecast 5|:|:||:||3|f\'1\,r Sales Reps ;I
¥ Submit all
Auto Generate Forecasts page
Forecast Name Enter the forecast to generate. You define forecasts on the

Forecast Names setup page.
See Chapter 5, “ Setting Up Sales Forecasts,” Defining Forecast Names, page 68.

Time Frame Enter the time frame from which to pull data for forecasting. Define
forecast time frames on the Time Frames page.

See PeopleSoft Enterprise CRM 8.9 Application Fundamentals
PeopleBook, “Defining Holiday Schedules,” Defining Holiday Schedules,
Time Frames, and Sales Quota Rollups.
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Auto Forecast Scope Select the data to forecast. Values are My Sales Reps (my sal es representatives)
and All Sales Reps (all sales representatives). Typically, sales managers can
choose My Sales Reps to autogenerate forecasts for sales representatives to
whom they have visibility. However, only sales or forecast administrators can
choose All Sales Reps to autogenerate forecasts for the entire sales organization.

Submit All Select to submit all of the autogenerated forecasts to manager visibility, in
which case the sal es representative cannot modify the forecasts.

When cleared, the forecasts remain unsubmitted and available for
editing, adjusting, and reforecasting.

After running the autogenerate process, select the autogenerated forecasts from the Forecast page in
the Search Forecasts component to review and adjust them. Autogenerated forecasts are useful for
determining sales representatives’ revenue activities at a given time. However, autogenerated forecasts
might not represent a true picture of a reporting period unless you are sure that sales representatives
updated their opportunities and revenue projections before you ran the process.

Note. You can also autogenerate forecasts from the Forecast page in the Search Forecasts component by
clicking the Auto Forecast button there. When using the button on the Forecast page, the system lists
the autogenerated forecasts on that page, where you can immediately view and adjust them.

Managing Forecasts
This section discusses how to:

*» Select the forecast action.

* Roll up and analyze forecasts.
» Analyze forecast subtotals.

* View details of all forecasts.
» View forecast data on a chart.

Note. Usually, access to the Search Forecast component is limited to managers. Therefore, these menu
options and page fields may not appear, depending on your access profile limitations.

See Chapter 3, “ Setting Up Sales Security and Personalization,” Setting Up Sales Access Profiles, page 12.

Note. The views available to the manager depends on the setting of the CORE_RSF _
FCAST_SIMPLE functional option.

See Chapter 3, “Setting Up Sales Security and Personalization,” Setting Up Functional Options, page 24.
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Pages Used to

Manage Forecasts

Chapter 21

Page Name Object Name Navigation Usage
Forecast RSF_FCAST_REVIEW Sales, Search Forecasts Manage and review
Select Manager Review as forecasts.
theforecast view.
Forecast RSF_FCAST_ALLS Sales, Search Forecasts Edit and review forecast
Select Combined Forecasts detalls.
astheforecast view.
Forecast RSF_FCAST_SUMMARY Sales, Search Forecasts Analyzeforecast subtotals.

Select Subtotalsasthe
forecast view.

Select Columnsto Display

RSF_FCAST_FILTER

Sales, Search Forecasts

Select Subtotalsasthe
forecast view.

Select Set Filters.

Select filtersfor datato
display for the subtotals
view.

Forecast

RSF_FCAST_CHART

Sales, Search Forecasts

Select Chart asthe forecast
view.

Display summary dataon
achart.

Selecting the Forecast Action
Access the Forecast page.

Forecast View

View As
Forecast Type

View Currency

Select aview for the page. Possible values are Charts, Combined Forecasts,
Interactive Reports, Manager Review, and Subtotals.

See Appendix A, “Understanding PeopleSoft Sales Interactive

Reports,” page 251.

Enter a sales user for the forecast view.

Select either Forecast or Shadow.

Select the currency in which to express the forecast amounts. The
default is the sales user’s default currency.

Rolling Up and Analyzing Forecasts

Access the Forecast page.
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Forecast
| l Search | 1Z] Previous | o] Next| 5 Drganization Personalize
NMame Sty Marx Forecast Q4-PREVIEW
Created 2004-05-06 Timeframe 2002-2002FY
Total 15,501.80 Begin Date 2002-01-01
Date Locked End Date 2002-12-31

Forecast Action

Forecast ¥iew | Manager Review =] View As|Stu Marx aQ,

Forecast TypelShadDW ;l Yiew EurrencleS Dallar ;l

Expand All / Collapse All

Forecast By Sales User ind First 1-5of 5 Last

Total

w7 Sabrina Redford 5,116.97 05/06/2004
Opportunity Revenue Product Process Custorner Location Cormrents [Z=7W

Opportunity Product *Revenue *Currency | *Type Forecast Date | Conf
ol"'O

Zales Opp 4 - Food MISC CHARGES 32,50 (UsCcQ  |open = [o3/30/2002 M | 33 =]
Sales Opp 3 Food Equip HF, Heavy Duty Food 467,98 [UsCQ,  [open -+ [03/z9/z00z [ | 23 =

aste Dispo
Sales Opp 4 - Food ﬂfa:'teeagi‘;;”t" ows 623.99 [UsCQ  [open - [03/30/2002 ) [ 33 =
Sales Opp 3 E::itCU”dJ Ciouniital 1,555.32 [UsCQ, [open =] [03/30/2002 [ | a0 =
Sales Opp 3 &ir Cond, Fan 2,437.18 [UsSCQ  |open _=| [o3/30/2002 [ | B0 =]

| Adjust Sabrina Redford

Forecast page (1 of 2)

Tatal % Quota

Sam Rabbitt 4,027.38 05/06/2004 Submit
Sandy Ralphs 3,685,386 05/06/2004 Subomit

Stephen Ray 4,799.61 05/06/2004 Submit

v v ¥ %

Stu Marx 1,372.46 05/06/2004 Submit

| Auto Forecast | | Subrmit Al | | Manager Adjustments

Forecast page (2 of 2)

Select Manager Review as the forecast view.

Note. The system displays forecast amounts in the default currency of the sales user who accesses the
forecast, not in the default currencies of the sales users whose forecasts appear listed.

Expand All / Collapse All Click this link to display forecast details and view or adjust data for all
sales users who are listed on the page. If the details are being displayed,
click this link to hide forecast details for all sales users.
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Submit

Revenue
Currency

Forecast Type

Forecast Date

Conf % (confidence
percentage)
Adjust <salesuser>

Auto Forecast

Submit All

Manager Adjustments

Chapter 21

Note. You can display or hide the details for an individual sales user
by clicking the triangle next to the user.

Click this button for each forecast that you want to submit. After you have
submitted the forecast for a sales user, the Submit button becomes unavailable
and changes to Submitted. A submitted forecast cannot be edited.

Enter the amount of revenue that is anticipated from the sale.

Enter the currency code.

Select a user-defined forecast type.

See Chapter 5, “ Setting Up Sales Forecasts,” Defining Forecast Types, page 69.

Enter the estimated date that the sales will occur.

Enter a whole number which specifies the probability that the
forecast will became an actual sale.

Click this button to add a row and make adjustments to a particular sales
user’s forecast dataif it has not previously been submitted.

Click to generate a forecast for each direct report who has opportunity
activity but does not already have aforecast listed. You cannot autogenerate
the same forecast for an individual more than once.

Click to submit all forecasts. You cannot edit forecasts after
they have been submitted.

Click this button to add a row and make adjustments to the overall forecast
total. The system inserts manager adjustments under the manager’s name.

Analyzing Forecast Subtotals

Access the Forecast page.
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Forecast
Save || L Search | #E] Previous | 3E] Mext| 55 Organization Personalize
Name Lee,Burt Forecast 4PFPLIANCE
Created 2004-04-22 Timeframe 2004 BY MONTH-MAYDS
Total 2,700,000.00 Begin Date 2004-05-01
Date Locked End Date 2004-05-31
Forecast Action
Forecast Yiew | Subtotals = Yiew As |Les,Burt aQ
Forecast TypelRevenue =l Yiew Currency | us Dollar =
Forecast Type
Group BylFDI’ECBSt Type ;l Then Byl ;l
Calculate Totals Set Filters
Territory = San Francisco Territory; and no more active filters,
Select Forecast Type Subtotal
I Open z,700,000.00
Selected Total 2,700,000.00
Unselected Total 0.00
Forecast Total 2,700,000,00

Forecast page

Select Qubtotals as the forecast view.

Group By and Then By

Calculate Totals
Set Filters

Select

Filtering Data

You can use subtotals to generate and view a forecast’s subsets. For
example, suppose that the overall forecast is for November 2004 and
you want to know the confidence levels that make up the forecast
and you want to know those levels by region, then you would select
Confidence % for Group By and Region for Then By.

Note. You must enter avalue in the Group By field to use subtotals.

After you have selected the subtotal groupings, click this button to
calculate the subtotals for the groupings.

Click this link to access the Select Columns to Display page, where
you can filter the data to be displayed.

Select the check box next to each item that you want to group into a separate
subtotal. The sum for the selected items appears as the selected total, and
the sum of items that are not selected is the unselected total.

For example, suppose that there are ten rows and you select this check
box for the first, third, and fifth rows, the selected tota is the sum

of the first, third, and fifth rows. The unselected tota is the sum

of the seven rows that you did not select.

Access the Select Columns to Display page.
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Select Columns to Display

Personalize Filters

Business Unitl

Treel

Territory |San Francisco Territory

Product Group

Customer Role
Customer

Sales User

Forecast Type |

Revenue Typel

Recurring Flag I

Opportunity Status I

Confidence %I > "I

Filter Clear Fiters

il 1l 2 2 el o o kel

Select Columns to Display page

After you select values to use as filters for the data displayed for the subtotals view, click the Filter button
to filter the data. You can personalize the filters used by clicking the Personalize Filters link.

Viewing Details of All Forecasts
Access the Forecast page.
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Forecast
Save | 1 Search | 1F] Previuus| 5ty Organization Personalize
Name Stu Marx Forecast aDHCC
Created 2004-05-06 Timeframe 2002-HALF1
Total 1,372.46 Begin Date 2002-01-01
Date Locked End Date 2002-06-30
Forecast Action
Forecast lI|I'i.3-.-.-|Cumbined Forecasts |- | Yiew As [Stu Marx Q
Forecast Type | Shadow =] Yiew Currency |US Dollar =l
All Details in Forecast
L]
Customize | Find | & First 1-2of 2 Last
i Revenue Product Frocess Custorner Location Coarmments
Cpportunity Local Revenue Local Forecast Type Close Date Confidence %
Sales Opp 3 Food Equip 144,00 USD Qpen 03/29/2002 23
Sales Opp 3 478,56 USD Open 03/30/2002 &0
Sales Opp 3 749,90 USD Open 03/30/2002 &0

Forecast page: Opportunity tab
Select Combined Forecasts as the forecast view.

This view enables the manager to see information for al the sales users’ opportunities. The manager
can sort the data to view, for example, the opportunities with the highest revenue. Also, the manager
can click the Download button to download the opportunities to a spreadsheet.

Inactivating and Locking Forecasts

This section discusses how to inactivate and lock sales forecasts.

Page Used to Inactivate and Lock Forecasts

Page Name Object Name Navigation Usage
Maintain Forecast RSF_FCAST_MAINT Set Up CRM, Product Inactivate and lock sales
Related, Sales, Forecast, forecasts.
L ock Forecast

Inactivating and Locking Sales Forecasts

Access the Maintain Forecast page.
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Maintain Forecast

Forecast Mame 2004 MAY 2004 May
Time Frame 2004 BY MOMNTH-Z004 01/01/2004 12/31/2004
Category FRevenue
Date Created 04/17/7004
Status m
Forecast Locked |, -

Forecast Locked Date

Maintain Forecast page

Warning! You cannot unlock a forecast once it is locked.

Status Select Inactive to inactivate the forecast. You cannot access an inactive
forecast except from the Maintain Forecast page. You cannot view an inactive
forecast; includeit in aforecast summary, roll-up, or report; or modify it.

You can reactivate a forecast at any time.
Forecast L ocked Select Yes to lock the forecast. On alocked forecast, you cannot:
* Edit
» Adjust rows
» Autoforecast
» Reforecast

A locked forecast remains visible unless you inactivate it. You cannot derive
forecast summaries, roll-ups, reports, or other objects from locked forecasts.

Locked forecasts are permanently unavailable for editing. When you lock a
forecast, you freeze the currency conversion rates for that forecast.

Archiving and Restoring Forecasts

This section discusses how to archive and restore forecasts.
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Pages Used to Archive and Restore Forecasts

Using Forecasts

Page Name Object Name

Navigation

Usage

Archive Forecast RSF_FCAST_ARCH

Set Up CRM, Product
Related, Sales, Forecast,
Archive Forecast

Archiveaforecast.

Unarchive Forecast RSF_FCAST_UNARCH

Set Up CRM, Product
Related, Sales, Forecast,
Unarchive Forecast

Restore an archived forecast.

Archiving a Forecast

Access the Archive Forecast page.

Archive Forecast

Forecast Mame
Time Frame
Category
Date Created
Status
Forecast Locked
Forecast Locked Date
Archive Forecast
Archived Date
Archived By
Archived Sales User Count
Detail Count
Unarchived Date

Unarchived By

2004 MaY

2004 BY MOMNTH-Z004

Revenue
04/12/2004
Active

Ma

2004 May

01/01/2004 12/31/2004

Archive Forecast page

To increase system performance, you can periodically archive your forecasts. Archiving maintains forecasts
in duplicate sets of forecast data tables, allowing the system to access current forecasts faster than if al
forecasts remained in the original table. You can also restore a forecast after it is archived.

Archive Click to archive the forecast. You cannot access an archived forecast except
on the Unarchive Forecast page. You cannot view an archived forecast;
include it in a forecast summary, roll-up, or report; or modify it.

When you archive aforecast, you move it from its original tables, the
tables in which you create and edit forecasts, into archiving tables.
This enables the system to process unarchived forecasts faster. All
archived forecasts have a status of Inactive.
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Archived Date
Archived By

Archived Sales User Count
Archived Detail Count

Chapter 21

Displays the date when you click Archive to archive the forecast.

Displays the name of the logged-in user when you click Archive
to archive the forecast.

Displays the total number of sales users that compose the sales forecast.

Displays the total number of opportunity details in the sales forecast.
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CHAPTER 22

Working with Customer Accounts

This chapter provides an overview of customer accounts and discusses how to:

» Flatten customer hierarchies.
» Manage customer accounts.

Understanding Customer Accounts

PeopleSoft Enterprise Sales has limited functionality that enables you to plan and manage accounts for your
customers. Before you can use the account functionality, you must define a company business object.

See PeopleSoft Enterprise CRM 8.9 Business Object Management PeopleBook,
“Defining Company Business Objects’.

You should use PeopleSoft Strategic Account Planning if you need more robust functionality for
account management. PeopleSoft Strategic Account Planning is a system that enables you to plan and
manage complex accounts for your most important customers, sites, and partners.

Flattening Customer Hierarchies

When you sell products and services to different subsidiaries and different locations of the same company,
you might establish a different sales account with different account team members and sales goal s for each.
In PeopleSoft Customer Relationship Management (PeopleSoft CRM), the each object that represents a
different entity of a customer company can have its own account information related to it. The objects are
related in a customer hierarchy that is often complex and time-consuming to navigate.

The Flatten Customer Hierarchy process (RB_CUST_FLAT) captures al of the parent and child customer
relationships and consolidates the data in a table that is optimized for quick searching from the My Accounts
page. The flattener process along with account access profiles and data distribution rules for roles control the
data that you can see on the My Accounts page and on the Account page in the Company component.

Page Used to Flatten Customer Hierarchies

Page Name Object Name Navigation Usage
Customer Access Update RB_CUST_FLAT_RUN Customers CRM, Flatten Run the Flatten Customer
Customer Hierarchy Hierarchy processto
structure account datafor
ease of access.
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Managing Customer Accounts
This section discusses how to:

* Access customer accounts.
» Assign company representatives to accounts.
» Create account plans.

Pages Used to Manage Customer Accounts

Page Name Object Name Navigation Usage
My Accounts RD_ACCOUNTS My Accounts View alist of customer
accounts and select an
account to view in more
detail.
Company - Account Team | RD_ACCOUNT_TEAM My Accounts, select a Assign the account team
company for acompany.

Accessing Customer Accounts
Access the My Accounts page.

My Accounts

-\'_—l Perzanalize | '5% My Tasks | éﬂ My Calendar| +IE Add Call Repor‘t| Ei" Add Task | Persanalize
N k. Client List
View Accounts | =1 Basic Filter

SetIll = IPRCD

* Account List Customize | Find | Wiew All | D First 1-8 of 59 E Last
Account Mame Account Owner Primnary Contact Account Plans

360 Alice Anderson Create Flan

360 Alice Pepper Create Plan

360 Arnerican Freezer Products Todd Couson Create Plan

360 Angel Co, Angela Augustine Create Plan

360 Arnold Ice Company Burt Lee Steve Collins Miew Account Plans

360 BJ's Appliance Center Kaley Parker Miew Adccount Plans

360 Bo Chavez Create Plan

380 Boris May & Cormpany Michelle Tsutsui Miew Account Plans

My Accounts page (1 of 3)

246 PeopleSoft Proprietary and Confidential



Chapter 22 Working with Customer Accounts

= Filter
Yiew Accounts ;I
Fitter Clear Basic Filter E Save Filter Criteria ]j Delete Saved Filter ‘-\Q Personalize Filter
Role | = ;I ;I
SetID | = =] |1rrOD H
Account Name |begins with =]

First Namelm

Last Namelm

Parent Account Mame Im
Account Team Memberlm
Plan Namelm

Plan Tvpelm

Plan Team Memberlm
Industrylbegins with "I

SIC Code |begins with =]

DUNS Numberlm

My Accounts page (2 of 3)

“ Show in Results

¥ Accounts as Plan Qwner

=]

Accounts as Manager

=l

Accounts as an Owner

<]

Accounts as Plan Team Member

=]

Accounts as Teamn Member
Customers as Lead Tearmn Member
Customers as Qppy Team Member
Partners as Lead Team Member
Partners as Oppy Team Mermber
Sites as Lead Tearmn Member

Sites as Oppy Team Member

T i o o B

Accounts as Termparary Assignee

=]

View all Accounts

Fitter Clear Basic Filter B =ave Filter criteria 1 Delete Saved Filter \O' Personalize Filter

My Accounts page (3 of 3)

Create Plan Click this link to create a new plan.

View Account Plans Click thislink to view the existing plans.

Show in Results

Select the following check boxes to choose which accounts the system displays when you perform a search.
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Note. The check boxes available in the Show in Results section depends on how
you set the configurable search options.

See PeopleSoft Enterprise CRM 8.9 Automation and Configuration Tools
PeopleBook, “Configuring Search Pages’.

Accounts as Plan Owner
Accounts as M anager
Accounts asan Owner

Accounts as Plan Team
Member

Accounts as Team M ember

Customersas L ead Team
Member

Customers as Oppy Team
Member (customers as
opportunity team member)

Partnersas L ead Team
Member

Partnersas Oppy Team
Member (partners as
opportunity team member)

Sitesas Lead Team
Member

Sites as Oppy Team
Member (sites as
opportunity team member)

Accounts as Temporary
Assignee

View All Accounts

Select to display accounts for which you are the plan owner.
Select to display accounts for which you are the manager.
Select to display accounts for which you are the owner.

Select to display accounts for which you are a member of the plan team.

Select to display accounts for which you are a team member.

Select to display customer accounts that are associated with a lead
on which you are a team member.

Select to display customer accounts that are associated with an
opportunity on which you are a team member.

Select to display partner accounts that are associated with a lead
on which you are a team member.

Select to display partner accounts that are associated with an opportunity
on which you are a team member.

Select to display site accounts that are associated with a lead on
which you are a team member.

Select to display site accounts that are associated with an opportunity
on which you are a team member.

Select to display accounts on which you are atemporary assignee.

Select to display all accounts.

Assigning Account Representatives to a Company

Access the Company - Account Team page.
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Company

History ISeIect one...

=

Customer Arnold Ice Company
Contact Steve Collins
Phone Business: 001-555/664-2232(983

Save | 360 360-Degree \.-'iew| ! Search | E. Add Company | ,.,'T—Tj Add to My Contacts |

Personalize

Location Colma, Ca, US4
Job Title

Email scollins@aice_psft.com

Sumrmary \ Tasks Call Reports Flans Notes Address Book [»
Team Members Customize | Find | Wiew All | ﬁ First 1-2 of 2 Last
Cwner |Name |C0ntact Flag |E
™ Burt Lee Internal Sales Manager ﬁ[
r Terry Murphy Internal Field Sales Rep ﬁ
Add Team Members
Company - Account Team page
Click Add Team Members to add company representatives to the account team.
Creating Account Plans
Access the Account Plan page.
Account Plan History | Select Ons.., =

Save || Refresh | 1 Return | E Motify | @E Correspondence |

Account Name Boris May & Company
Status Draft
Start Date 10/01/2004

Header Details Tasks

<~ Plan Details

Hotes

*Plan Name |Sales Plan Q4 2004

Plan Mame Sales Plan Q4 2004

Personalize

SetID IPROD
End Date 12/31/2004

Description |This is the targeted sales plan for the 4th quarter of 2004 ;I@
[
Status | Active =l *Currency |US Dollar =l
Start Date [10/01/2004 [ End Date |12/31/2004 El
b}
Identify Goals Customize | Find | Wiew all | e Firzt 1-2 of 2 Last
m Variance Indicator =K
*Goal/Metric Mame |Target Value |P.ttainment | | | |
Target revenue total 1,000,000,00 0.o00 Q,
Account Ranking 5.00 0.00 a

Account Plan page

Plan Name Enter a name for the plan.
Description Enter a description for the plan.
Status

Currency Select a currency for the plan.
Start Date Enter the start date for the plan.
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End Date
Goal Name
Target Value

Attainment

Enter the end date for the plan.
Displays a goal name for the plan.
Enter the expected value for the goal.
Enter the actual value for the goal.

Chapter 22
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Understanding PeopleSoft Sales Interactive
Reports

This chapter provides an overview of interactive reports and discusses how to launch
and work with forecast interactive reports.

Understanding Interactive Reports

PeopleSoft interactive reports are a high-level implementation of PeopleTools Business Analysis
Modeler (BAM). Interactive reports do not require an analytic logic server or a separate database to
store data. Interactive reports are dynamic, interactive analytic reports. You can move data elements
around on a report and use different dimensions to get visibility of your data.

Interactive reports for PeopleSoft Sales are launched from the Forecast component and are

“in context” views driven directly from the forecast ID being examined. These reports are
multidimensional, displaying operational data such as revenue by region and sales representative.
There is aso a comparison of forecasts for the same time period.

When you launch an interactive report, predefined queries capture forecast data and display
it for your analysis with flexible groupings and subtotals. The queries are predefined and
activate when you click the interactive report launch buttons.

You can save interactive reports, export them to Microsoft Excel, or print them. While interactive
reports are interactive, the communication between interactive reports and your sales database is
one-way. The changes that you make to a interactive report do not affect data in your database.
Interactive reports launch in separate windows. User roles and access profiles control access to
forecasts and thereby to interactive reports in PeopleSoft Sales.

Note. You must have Internet Explorer 5.1 or higher to access interactive reports and BAM reports.

See Also
PeopleSoft Enterprise CRM 8.9 Application Fundamentals PeopleBook, “ Using I nteractive Reports”

Launching and Working with Forecast Interactive Reports
This section discusses launching and working with interactive reports for PeopleSoft Sales.

PeopleSoft Sales delivers two interactive reports:
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» Forecast Summary reports, which enable you to display any previously created forecast,
organized by Sales Rep, Territory, Region, and Business Unit.

» Forecast Comparison reports, which enable you to select and compare any two forecasts for the same time
period, showing the variance and revenue line items that have fallen out or been added to the forecasts.

Pages Used to Launch and Work with Forecast
Interactive Reports

Page Name Object Name Navigation Usage
Forecast RSF_FCAST_SAl Sales, Search Forecasts Generatean interactive
report summary of arevenue
Ineracive Reportscathe | [orecask or comparete
Forecast Viewp current forecast to aprevious
’ forecast for the sametime
frame.
Launching Forecast Interactive Reports
Access the Forecast page.
Forecast
Save | ! Search | 1Z] Previous | 2] Next| sin Qrganization FPersonalize
Mame Mar:,5tu Manager Forecast SEFZ001
Created 2004-04-14 Timeframe 2002-HALF1
Total 445,977.50 Begin Date 2002-01-01
Date Locked End Date Z002-06-30
Forecast Action
Forecast HiewlInteractive Reports x|
Forecast Type |Revenue =
Forecast Analytics
Forecast Sumrmary
- Provides an Interactive Report surmmarizing the current forecast,
Launch Interactive Report
Forecast Comparisan Compare To|2002-11AN O\
- Pravides an Interactive Report comparing the current forecast to
another forecast for the same timeframe,
| Launch Interactive Report |

Forecast page: Interactive Reports view

Select Interactive Reports as the Forecast View.

Note. You can only use interactive reports if your user’s functional options has CORE_
RSF_FCAST_SIMPLE set for full functionality.

See Chapter 3, “ Setting Up Sales Security and Personaization,” Setting Up Functional Options, page 24.
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Working with the Sales Forecast Summary Interactive Report

Click the Launch Interactive Report button from the Forecast Summary portion of the
Forecast Analytics section of the Forecast page.

Forecast Summary

Report:lSummary Revenue hy Sales Rep j

i i

Preview Excel

¥ Rows To Scroll: mIZI E Rows per Page: m E EI 111 of 11 EI IEI

O industry : |T0tal Industries x| ™ Product Group : |T0tal Product Groups x| |® Model Stage : |T0tal Sales Models

Territory : | Total Territaries

i

@ Summary Revenue by Sales Rep
® Central US200 - Appliance
® Ray Stephen Central 61,423 0| 61,423

H Tatal Sales Reps 61,423 0 61,423
® Atlantic US200 - Appliance
H Redford, Sabrina Atlantic 24,500 0| 24,500

H Tatal Sales Reps 24,500 0| 24,500
® Mountain US300 - Computers

H Peterson Frank TJ 210,000( 150,000|360,000
H Total Sales Reps 210,000( 140,000(360,000
® Total Territories 295823 150,000|445823

Forecast Summary page

Use these dimensions to rearrange the forecast data and analyze it from different perspectives:

Report Select the source of revenue to report. Values are:

» Summary Revenue by Business Unit.
» Summary Revenue by Region.

* Summary Revenue by Territory.

* Summary Revenue by Sales Rep.

Industry, Product Group The choices available for each of these are based on the industries,
and Territory product groups, and territories associated with opportunities in
the forecast being examined.

Model Stage Select the stage in the sales process for which you want to view data.

Working with the Sales Forecast Comparison
Summary Interactive Report

Click the Launch Interactive Report button from the Forecast Comparison portion of the
Forecast Analytics section of the Forecast page.
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Forecast Comparison Summary

i i

Preview Excel

¥ Rows To Scroll: ME El Rows per Page M E El 1-2 of 2 El IEI

© Product Group : |T0talPr0dudGroups x| |Territory : |CentraIUSZDD Appliance x| |Show : |AIIDeaIS

il Customer i Territory w Comparlson i Current | ¥ Variance | i Variance
Forecast Forecast Percent

® Ray,Stephen Central - Sales Opp 3 Chad Rawlings |Central US200 - Appliance 105,323 61,423 (43,900)

® Tatal Opportunities 105,323 61,423 (43,900) -473%

Forecast Comparison Summary page

This summary provides a comparison between the current forecast for this time frame and
another, earlier, forecast for the same time frame.

Use these dimensions to rearrange the forecast comparison and analyze it from different perspectives:

Product Group Select from product groups associated with the opportunities in

the forecast being examined.
Territory Select from the territories associated with the forecast being examined.
Show Select the data to show in the comparison. Values are:

* All Deals.

* Only revenue declines.
* Only revenue increases.

Only fallout.
* Only new revenue.
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PeopleSoft Sales Reports

This chapter provides an overview of PeopleSoft Sales reports and enables you to
view a summary table of all reports.

Note. For samples of these reports, see the Portable Document Format (PDF) files
published on CD-ROM with your documentation.

Report Description
This table lists the PeopleSoft Sales reports, sorted a phanumerically by report I1D.

Report ID and Report Description Navigation Run Control Page
Name

RSFC1000 Listsinformation about a Sales, Reports, Task RUN_RSFC1000
Task Summary Report salesrepresentative’ stasks Summary

on leads and opportunities:

start date, end date, customer,

and status.
RSFC1001 Listsinformation about the Sales, Reports, Company RUN_RSFC1001
Company companies with which you

do business, including the

customer 1D, name, web site,

and phone number.
RSFC1002 Lists customers by revenue Sales, Reports, Customer RUN_RSFC1002
Customer Revenue Ranking | generated and product group. | Rev Rank
By Product Group Includes customer name,

revenue, percentage, total

by product group, and

grand total.
RSFC1003 Listsforecast informationby | Sales, Reports, Forecast by RUN_RSFC1003
Forecast By Product Group | product group. Product Group
RSFC1004 Listsinformation about the Sales, Reports, Forecast by RUN_RSFC1004
Forecast By Sales Users activities of salesusers. SalesRep
RSFC1005 Listsinformation about Sales, Reports, Opportunity | RUN_RSFC1005
Opportunity opportunities.
RSFC1007 Listsinformation about Sales, Reports, Product RUN_RSFC1007
Product Group Review revenue, sorted by product Group Revenue
Revenue Analysis group, including forecast

name and type, sales model
and stage, and total by
product group.
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Report ID and Report
Name

Description

Navigation

Run Control Page

RSFC1009
Revenue Fallout Analysis

Listsinformation about
revenuefallout, including
customer name, opportunity,
close date, revenue, fallout
reason, and totalsby sales
stage, territory, and business
unit.

Sales, Reports, Revenue
Fallout Analysis

RUN_RSFC1009

RSFC1010
Customer Revenue Ranking
By Industry

Listsinformation about
generated revenue, sorted by
industry.

Sales, Reports, Rank By
Industry

RUN_RSFC1010

RSFC1011
Customer Revenue Ranking
By Region

Listscustomer information,
sorted by revenue.

Sales, Reports, Rank By
Region

RUN_RSFC1011

RSFC1013
Product for Open
Opportunities

Listsinformation about
product lines and products,
including associated
opportunity name, quantity ,
unit of measure, and price.

Sales, Reports, Products
Open Opportunity

RUN_RSFC1013
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APPENDIX C

ISO Country and Currency Codes

PeopleBooks use International Organization for Standardization (1SO) country and currency codes
to identify country-specific information and monetary amounts.

This appendix discusses:

* |SO country codes.
* |SO currency codes.

See Also

“About This PeopleBook,” Typographical Conventions and Visual Cues

ISO Country Codes

This table lists the 1SO country codes that may appear as country identifiers in PeopleBooks:

ISO Country Code Country Name
ABW Aruba
AFG Afghanistan
AGO Angola
AlA Anguilla
ALB Albania
AND Andorra
ANT Netherlands Antilles
ARE United Arab Emirates
ARG Argentina
ARM Armenia
ASM American Samoa
ATA Antarctica
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ISO Country Code

Country Name

ATF French Southern Territories
ATG Antiguaand Barbuda
AUS Australia

AUT Austria

AZE Azerbaijan

BDI Burundi

BEL Belgium

BEN Benin

BFA BurkinaFaso

BGD Bangladesh

BGR Bulgaria

BHR Bahrain

BHS Bahamas

BIH Bosniaand Herzegovina
BLR Belarus

BLZ Belize

BMU Bermuda

BOL Bolivia

BRA Brazil

BRB Barbados

BRN Brunei Darussalam

BTN Bhutan

BVT Bouvet Island

BWA Botswana

CAF Central African Republic
CAN Canada

CCK Cocos(Keeling) Islands
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ISO Country Code Country Name
CHE Switzerland
CHL Chile
CHN China
Clv CoteD’Ivoire
CMR Cameroon
COD Congo, The Democratic Republic
COG Congo
COK Cook Islands
COL Colombia
COM Comoros
CPV Cape Verde
CRI CostaRica
CcuB Cuba
CXR ChristmasIsland
CYM Cayman Islands
CYP Cyprus
CZE Czech Republic
DEU Germany
DJI Djibouti
DMA Dominica
DNK Denmark
DOM Dominican Republic
DZA Algeria
ECU Ecuador
EGY Egypt
ERI Eritrea
ESH Western Sahara
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ISO Country Code

Country Name

ESP Spain

EST Estonia

ETH Ethiopia

FIN Finland

] Fiji

FLK Falkland Islands (Malvinas)
FRA France

FRO Faroelslands

FSM Micronesia, Federated States
GAB Gabon

GBR United Kingdom

GEO Georgia

GHA Ghana

GIB Gibraltar

GIN Guinea

GLP Guadeloupe

GMB Gambia

GNB Guinea-Bissau

GNQ Equatorial Guinea
GRC Greece

GRD Grenada

GRL Greenland

GTM Guatemala

GUF French Guiana

GUM Guam

GUY Guyana

GXA GXA - GP Core Country
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ISO Country Code Country Name
GXB GXB - GP Core Country
GXC GXC - GP Core Country
GXD GXD - GP Core Country
HKG Hong Kong
HMD Heard and McDonald Islands
HND Honduras
HRV Croatia
HTI Haiti
HUN Hungary
IDN Indonesia
IND India
10T British Indian Ocean Territory
IRL Ireland
IRN Iran (Islamic Republic Of)
IRQ Iragq
ISL Iceland
ISR Israel
ITA Italy
JAM Jamaica
JOR Jordan
JPN Japan
KAZ Kazakstan
KEN Kenya
KGZ Kyrgyzstan
KHM Cambodia
KIR Kiribati
KNA Saint Kittsand Nevis
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ISO Country Code Country Name
KOR Korea, Republic of
KWT Kuwait
LAO Lao People’'s Democratic Rep
LBN Lebanon
LBR Liberia
LBY Libyan Arab Jamahiriya
LCA Saint Lucia
LIE Liechtenstein
LKA Sri Lanka
LSO Lesotho
LTU Lithuania
LUX Luxembourg
LVA Latvia
MAC Macao
MAR Morocco
MCO Monaco
MDA Moldova, Republic of
MDG Madagascar
MDV Maldives
MEX Mexico
MHL Marshall Islands
MKD Fmr Yugoslav Rep of Macedonia
MLI Mali
MLT Malta
MMR Myanmar
MNG Mongolia
MNP Northern Marianalslands
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ISO Country Code Country Name
MOz Mozambique
MRT Mauritania
MSR Montserrat
MTQ Martinique
MUS Mauritius
MWI Malawi
MYS Malaysia
MYT Mayotte
NAM Namibia
NCL New Caledonia
NER Niger
NFK Norfolk Island
NGA Nigeria
NIC Nicaragua
NIU Niue
NLD Netherlands
NOR Norway
NPL Nepal
NRU Nauru
NZL New Zealand
OMN Oman
PAK Pakistan
PAN Panama
PCN Pitcairn
PER Peru
PHL Philippines
PLW Palau
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ISO Country Code Country Name
PNG Papua New Guinea
POL Poland
PRI Puerto Rico
PRK Korea, Democratic People’'s Rep
PRT Portugal
PRY Paraguay
PSE Palestinian Territory, Occupie
PYF French Polynesia
QAT Qatar
REU Reunion
ROU Romania
RUS Russian Federation
RWA Rwanda
SAU Saudi Arabia
SDN Sudan
SEN Senegal
SGP Singapore
SGS Sth Georgia& Sth Sandwich s
SHN Saint Helena
SIM Svabard and Jan Mayen
SLB Solomon Islands
SLE SierralLeone
SLV El Salvador
SMR San Marino
SOM Somalia
SPM Saint Pierreand Miquelon
STP Sao Tomeand Principe
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ISO Country and Currency Codes

ISO Country Code Country Name
SUR Suriname
SVK Slovakia
SVN Slovenia
SWE Sweden
SWz Swarziland
syc Seychelles
SYR Syrian Arab Republic
TCA Turksand Caicos|slands
TCD Chad
TGO Togo
THA Thailand
TIK Tajikistan
TKL Tokelau
TKM Turkmenistan
TLS East Timor
TON Tonga
TTO Trinidad and Tobago
TUN Tunisia
TUR Turkey
TUV Tuvalu
TWN Taiwan, Province of China
TZA Tanzania, United Republic of
UGA Uganda
UKR Ukraine
UMI US Minor Outlying Islands
URY Uruguay
USA United States
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ISO Country Code Country Name
uzB Uzbekistan
VAT Holy See (Vatican City State)
VCT St Vincent and the Grenadines
VEN Venezuela
VGB Virgin Islands (British)
VIR Virginlslands (U.S))
VNM Viet Nam
VUT Vanuatu
WLF Wallis and Futunalslands
WSM Samoa
YEM Yemen
YUG Yugoslavia
ZAF South Africa
ZMB Zambia
ZWE Zimbabwe

ISO Currency Codes

Thistable lists the I SO country codes that may appear as currency identifiers in PeopleBooks:

ISO Currency Code Description
ADP Andorran Peseta
AED United Arab Emirates Dirham
AFA Afghani
AFN Afghani
ALK Old Lek
ALL Lek
AMD Armenian Dram
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ISO Currency Code Description
ANG Netherlands Antilles Guilder
AOA Kwanza
AOK Kwanza
AON New Kwanza
AOR Kwanza Regjustado
ARA Austra
ARP Peso Argentino
ARS Argentine Peso
ARY Peso
ATS Schilling
AUD Australian Dollar
AWG Aruban Guilder
AZM Azerbaijanian Manat
BAD Dinar
BAM ConvertibleMarks
BBD Barbados Dollar
BDT Taka
BEC Convertible Franc
BEF Belgian Franc
BEL Financial Belgian Franc
BGJ LevA/52
BGK Lev A/62
BGL Lev
BGN Bulgarian LEV
BHD Bahraini Dinar
BIF Burundi Franc
BMD Bermudian Dollar
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ISO Currency Code Description
BND Brunei Dollar
BOB Boliviano
BOP Peso
BOV Mvdol
BRB Cruzeiro
BRC Cruzado
BRE Cruzeiro
BRL Brazilian Real
BRN New Cruzado
BRR Brazilian Real Dollar
BSD Bahamian Dollar
BTN Ngultrum
BUK N/A
BWP Pula
BYB Belarussian Ruble
BYR Belarussian Ruble
BzZD Belize Dollar
CAD Canadian Dollar
CDF Franc Congolais
CHF SwissFranc
CLF Unidades defomento
CLP Chilean Peso
CNX Peoples Bank Dollar
CNY Yuan Renminbi
COP Colombian Peso
CRC CostaRican Colon
CsD SerbiaDinar
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ISO Country and Currency Codes

ISO Currency Code Description
CSJ KronaA/53
CsK Koruna
CUP Cuban Peso
CVE Cape Verde Escudo
CYP Cyprus Pound
CzZK Czech Koruna
DEM Deutsche Mark
DJF Djibouti Franc
DKK Danish Krone
DOP Dominican Peso
DzD Algerian Dinar
ECS Sucre
ECV Unidad de Valor
EEK Kroon
EGP Egyptian Pound
EQE Ekwele
ERN Nakfa
ESA Spanish Peseta
ESB Convertible Peseta
ESP Spanish Peseta
ETB Ethiopian Birr
EUR euro
FIM Markka
FJD Fiji Dollar
FKP FalklandsIsl. Pound
FRF French Franc
GBP Pound Sterling
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ISO Currency Code Description
GEK Georgian Coupon
GEL Lari
GHC Cedi
GIP Gibraltar Pound
GMD Dalasi
GNE Syli
GNF GuineaFranc
GNS Syli
GQE Ekwele
GRD Drachma
GTQ Quetzal
GWE Guinea Escudo
GWP Guinea-Bissau Peso
GYD GuyanaDollar
HKD Hong Kong Dollar
HNL Lempira
HRD Dinar
HRK Kuna
HTG Gourde
HUF Forint
IDR Rupiah
IEP Irish Pound
ILP Pound
ILR Old Shekel
ILS New Israeli Shegel
INR Indian Rupee
IQD Iragi Dinar
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ISO Currency Code Description
IRR Iranian Rial
ISJ OldKrona
ISK Iceland Krona
ITL Italian Lira
JMD Jamaican Dollar
JOD Jordanian Dinar
JPY Yen
KES Kenyan Shilling
KGS Som
KHR Riel
KMF Comoro Franc
KPW North Korean Won
KRW Won
KWD Kuwaiti Dinar
KYD Cayman Islands dollar
KZT Tenge
LAJ Kip Pot Pol
LAK Kip
LBP L ebanese Pound
LKR Sri Lanka Rupee
LRD Liberian Dollar
LSL Loti
LSM Maloti
LTL Lithuanian Litas
LTT Talonas
LuC Convertib Francl
LUF L uxembourg Franc

PeopleSoft Proprietary and Confidential

271



ISO Country and Currency Codes

272

Appendix C

ISO Currency Code

Description

LUL Financial Franc
LVL Latvian Lats

LVR Latvian Ruble
LYD Libyan Dinar
MAD Moroccan Dirham
MAF Mali Franc

MDL Moldovan Leu
MGF Malagasy Franc
MKD Denar

MLF Mali Franc

MMK Kyat

MNT Tugrik

MOP Pataca

MRO Ouguiya

MTL MalteseLira
MTP Maltese Pound
MUR Mauritius Rupee
MVQ Maldive Rupee
MVR Rufiyaa

MWK Malawian Kwacha
MXN Mexican Peso
MXP Mexican Peso
MXV Mexican UDI
MYR Malaysian Ringgit
MZE M ozambique Escudo
MZM Metical

NAD NamibiaDollar
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ISO Country and Currency Codes

ISO Currency Code Description
NGN Naira
NIC Cordoba
NIO Cordoba Oro
NLG Netherlands Guilder
NOK Norwegian Krone
NPR Nepal ese Rupee
NZD New Zealand Dollar
OMR Rial Omani
PAB Balboa
PEI Inti
PEN Nuevo Sol
PES Sol
PGK Kina
PHP Philippine Peso
PKR Pakistan Rupee
PLN Zloty
PLZ Zloty
PTE Portuguese Escudo
PYG Guarani
QAR Qatari Rial
ROK LeuA/52
ROL Leu
RUB Russian Ruble
RUR Russian Federation Rouble
RWF Rwanda Franc
SAR Saudi Riyal
SBD Solomon Islands
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ISO Currency Code Description
SCR Seychelles Rupee
SDD Sudanese Dinar
SDP Sudanese Pound
SEK Swedish Krona
SGD Singapore Dollar
SHP St HelenaPound
SIT Tolar
SKK Slovak Koruna
SLL Leone
SOS Somali Shilling
SRG Surinam Guilder
STD Dobra
SUR Rouble
SvC El Salvador Colon
SYP Syrian Pound
SZL Lilangeni
THB Baht
TR Tajik Ruble
TJS Somoni
T™MM Manat
TND Tunisian Dinar
TOP Pa’anga
TPE Timor Escudo
TRL Turkish Lira
TTD Trinidad Dollar
TWD New Taiwan Dollar
TZS Tanzanian Shilling
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ISO Currency Code Description
UAH Hryvnia
UAK Karbovanet
UGS Uganda Shilling
UGw Old Shilling
UGX Uganda Shilling
uSD USDollar
USN US Dollar (Next day)
USS US Dollar (Sameday)
UYN Old Uruguay Peso
UYP Uruguayan Peso
uyu Peso Uruguayo
uzs Uzbekistan Sum
VEB Bolivar
VNC Old Dong
VND Dong
VUV Vatu
WST Tda
XAF CFA FrancBEAC
XAG Silver
XAU GOLD
XBA European Composite Unit
XBB European Monetary Unit
XBC European Unit of Account 9
XBD European Unit of Account 17
XCD East Caribbean Dollar
XDR SDR
XEU EU Currency (E.C.U)
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ISO Currency Code Description
XFO Gold-Franc
XFU UIC-Franc
XOF CFA FrancBCEAO
XPD Palladium
XPF CFP Franc
XPT Platinum
XTS For Testing Purposes
XXX Non Currency Transaction
YDD Yemeni Din
YER Yemeni Rial
YUD New Yugoslavian Dinar
YUM New Dinar
YUN Yugoslavian Dinar
ZAL Financial Rand
ZAR Rand
ZMK Zambian Kwacha
ZRN New Zaire
ZRzZ Zaire
ZWC Rhodesian Dollar
ZWD Zimbabwe Dollar
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Glossary of PeopleSoft Terms

absenceentitlement

absencetake

accounting class

accounting date

accounting split

accumulator

action reason

action template

activity
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Thiselement defines rulesfor granting paid time off for valid absences, such assick
time, vacation, and maternity leave. An absence entitlement element definesthe
entitlement amount, frequency, and entitlement period.

This element defines the conditionsthat must be met before apayeeisentitied
to take paid time off.

In PeopleSoft Enterprise Performance M anagement, the accounting class defines how
aresourceistreated for generally accepted accounting practices. The Inventory
classindicates whether aresource becomes part of abalance sheet account, such as
inventory or fixed assets, whilethe Non-inventory classindicatesthat the resourceis
treated as an expense of the period during which it occurs.

The accounting date indicates when atransaction is recognized, as opposed to the date
the transaction actually occurred. The accounting date and transaction date can bethe
same. The accounting date determines the period in the general ledger to which the
transaction isto be posted. You can only select an accounting date that fallswithin an
open period in the ledger to which you are posting. The accounting date for anitem
isnormally theinvoice date.

The accounting split method indicates how expenses are allocated or divided among
one or more sets of accounting ChartFields.

You use an accumulator to store cumulative values of defined items asthey are
processed. You can accumulate asingle value over timeor multiple values over
time. For example, an accumulator could consist of al voluntary deductions, or all
company deductions, enabling you to accumulate amounts. It allowstotal flexibility
for time periods and values accumul ated.

The reason an employee’sjob or employment information isupdated. The action
reason isentered in two parts: apersonnel action, such asapromotion, termination, or
change from one pay group to another—and areason for that action. Action reasons
are used by PeopleSoft Human Resources, PeopleSoft Benefits Administration,
PeopleSoft Stock Administration, and the COBRA Administration feature of the
Base Benefits business process.

In PeopleSoft Receivables, outlinesaset of escalating actionsthat the system or user
performs based on the period of time that acustomer or item hasbeen in an action
plan for aspecific condition.

In PeopleSoft Enterprise L earning Management, an instance of acatalog item
(sometimes called a class) that is avail able for enrollment. The activity defines
such things asthe coststhat are associated with the offering, enrolIment limitsand
deadlines, and waitlisting capacities.

In PeopleSoft Enterprise Performance M anagement, the work of an organization and
the aggregation of actionsthat are used for activity-based costing.

In PeopleSoft Project Costing, the unit of work that provides afurther breakdown of
projects—usually into specific tasks.

In PeopleSoft Workflow, a specific transaction that you might need to performin a
business process. Becauseit consists of the stepsthat are used to perform atransaction,
itisalso known asastep map.
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agreement

allocation rule

alternate account

AR specialist

arbitration plan

assessment rule

asset class

attribute/value pair

authentication server
basetimeperiod

benchmark job

book

branch

budgetary account only

budget check

budget control

budget period

businessevent

In PeopleSoft eSettlements, provides away to group and specify processing options,
such as payment terms, pay from abank, and notifications by abuyer and supplier
|ocation combination.

In PeopleSoft Enterprise I ncentive Management, an expression within compensation
plans that enables the system to assign transactions to nodes and participants. During
transaction allocation, the allocation engine traverses the compensation structure
from the current node to theroot node, checking each nodefor plans that contain
alocationrules.

A feature in PeopleSoft General Ledger that enablesyou to create astatutory chart
of accountsand enter statutory account transactions at the detail transaction level, as
required for recording and reporting by some national governments.

Abbreviation for receivables specialist. In PeopleSoft Receivables, an individual in
who tracks and resolves deductions and disputed items.

In PeopleSoft Enterprise Pricer, defineshow pricerulesare to be applied to the base
price when the transaction is priced.

In PeopleSoft Receivables, auser-defined rule that the system usesto eval uate the
condition of acustomer’saccount or of individual itemsto determinewhether to
generate afollow-up action.

An asset group used for reporting purposes. It can be used in conjunction with the asset
category to refine asset classification.

In PeopleSoft Directory Interface, relatesthe datathat makes up an entry inthe
directory information tree.

A server that is set up to verify users of the system.
In PeopleSoft Business Planning, the lowest level time period in acalendar.

In PeopleSoft Workforce Analytics, abenchmark job isajob code for which thereis
corresponding salary survey datafrom published, third-party sources.

In PeopleSoft Asset Management, used for storing financial and tax information, such
as costs, depreciation attributes, and retirement information on assets.

A treenodethat rolls up to nodes aboveit in the hierarchy, asdefined in Peopl eSoft
TreeManager.

An account used by the system only and not by users; thistype of account does
not accept transactions. You can only budget with thisaccount. Formerly called
“ system-maintained account.”

In commitment control, the processing of source transactions against control budget
ledgers, to seeif they pass, fail, or passwith awarning.

In commitment control, budget control ensuresthat commitments and expenditures
don’t exceed budgets. It enablesyou to track transactions against corresponding
budgets and terminate adocument’s cycleif the defined budget conditions are not met.
For example, you can prevent apurchase order from being dispatched to avendor if
there areinsufficient fundsin the related budget to support it.

Theinterval of time (such as 12 monthsor 4 quarters) into which aperiod isdivided
for budgetary and reporting purposes. The ChartField allows maximum flexibility to
define operational accounting time periodswithout restriction to only one calendar.

In PeopleSoft Receivables, definesthe processing characteristics for the Receivable
Update processfor adraft activity.
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businessunit

buyer

catalogitem

catalog map

catalog partner

categorization

channel

ChartField

ChartField balancing

ChartField combination edit

ChartKey

checkbook

ClassChartField

clone

collection

PeopleSoft Proprietary and Confidential

Glossary

In PeopleSoft Sales I ncentive Management, an original business transaction or activity
that may justify the creation of a PeopleSoft Enterprise | ncentive Management event
(asale, for example).

A corporation or asubset of acorporation that isindependent with regard to one or
more operational or accounting functions.

In PeopleSoft eSettlements, an organization (or business unit, as opposed to an
individual) that transacts with suppliers (vendors) within the system. A buyer creates
payments for purchasesthat are made in the system.

In PeopleSoft Enterprise L earning Management, a specific topic that alearner can
study and have tracked. For example, “Introduction to Microsoft Word.” A catalog
item contains general information about the topic and includes a course code,
description, categorization, keywords, and delivery methods. A catalog item can
have one or morelearning activities.

In PeopleSoft Catalog M anagement, transl ates val ues from the catal og source data to
the format of the company’s catal og.

In PeopleSoft Catal og M anagement, shares responsibility with the enterprise catalog
manager for maintaining catalog content.

Associates partner offeringswith catal og offerings and groups them into enterprise
catalog categories.

In PeopleSoft MultiChannel Framework, email, chat, voice (computer telephone
integration [CTI]), or ageneric event.

A field that stores achart of accounts, resources, and so on, depending on the
PeopleSoft application. ChartField values represent individual account numbers,
department codes, and so forth.

You can require specific ChartFields to match up (balance) on the debit and the credit
side of atransaction.

The process of editing journal linesfor valid ChartField combinations based on
user-defined rules.

One or morefieldsthat uniquely identify each row in atable. Some tables contain only
onefield asthe key, while othersrequire acombination.

In PeopleSoft Promotions Management, enablesyou to view financial data (such as
planned, incurred, and actual amounts) that isrelated to funds and trade promotions.

A ChartField value that identifies aunique appropriation budget key when you
combineit with afund, department ID, and program code, aswell asabudget period.
Formerly called sub-classification.

In PeopleCode, to make aunique copy. In contrast, to copy may mean making a
new referenceto an object, so if the underlying object is changed, both the copy and
the original change.

To make aset of documentsavailable for searching in Verity, you must first create

at least one collection. A collectionisset of directoriesand filesthat allow search
application usersto use the Verity search engineto quickly find and display source
documentsthat match search criteria. A collection isaset of statistics and pointers
to the source documents, stored in a proprietary format on afile server. Because a
collection can only storeinformation for asingle location, PeopleSoft maintains a set
of collections (one per language code) for each search index object.
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collectionrule

compensation obj ect

compensation structure

condition

configuration parameter

catalog

configuration plan

content reference

context

control table

cost profile

cost row

current learning

dataacquisition

dataelements

dataset

In PeopleSoft Receivables, auser-defined rule that defines actionsto takefor a
customer based on both the amount and the number of days past due for outstanding
balances.

In PeopleSoft Enterprise | ncentive Management, a node within acompensation
structure. Compensation objects are the building blocks that make up a compensation
structure’s hierarchical representation.

In PeopleSoft Enterprise Incentive Management, a hierarchical relationship of
compensation objectsthat represents the compensati on-rel ated rel ationship between
the objects.

In PeopleSoft Receivables, occurs when there is achange of statusfor acustomer’s
account, such asreaching acredit limit or exceeding auser-defined balance due.

Used to configure an external system with PeopleSoft. For example, aconfiguration
parameter catal og might set up configuration and communi cation parametersfor an
external server.

In PeopleSoft Enterprise I ncentive Management, configuration plans hold allocation
information for common variables (not incentive rules) and are attached to anode
without a participant. Configuration plans are not processed by transactions.

Content references are pointers to content registered in the portal registry. Theseare
typicaly either URL sor iScripts. Content referencesfall into three categories: target
content, templ ates, and templ ate pagel ets.

In PeopleCode, determines which buffer fields can be contextually referenced and
whichisthe current row of dataon each scroll level when aPeopleCode program
isrunning.

In PeopleSoft Enterprise | ncentive Management, a mechanism that is used to
determine the scope of aprocessing run. PeopleSoft Enterprise Incentive M anagement
usesthreetypesof context: plan, period, and run-level.

Stores information that control s the processing of an application. Thistype of
processing might be consistent throughout an organization, or it might be used only by
portions of the organization for more limited sharing of data.

A combination of areceipt cost method, a cost flow, and adeplete cost method. A
profileisassociated with a cost book and determines how itemsin that book are
valued, aswell ashow the material movement of theitemisvalued for the book.

A cost transaction and amount for aset of ChartFields.

In PeopleSoft Enterprise L earning M anagement, a self-service repository for all of a
learner’sin-progress|earning activitiesand programs.

In PeopleSoft Enterprise I ncentive Management, the process during which raw
business transactions are acquired from external source systemsand fed into the
operational datastore (ODS).

Data elements, at their simplest level, define asubset of data and the rules by which
to group them.

For Workforce Analytics, data elements are rulesthat tell the system what measuresto
retrieve about your workforce groups.

A datagrouping that enablesrole-based filtering and distribution of data. You can
limit the range and quantity of datathat is displayed for auser by associating dataset
ruleswith user roles. Theresult of dataset rulesisaset of datathat isappropriate
for theuser’sroles.
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delivery method

delivery method type

directory information tree

document sequencing

dynamicdetail tree

edit table

effectivedate

EIM ledger

elimination set

entry event

equitization

event propagation process
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In PeopleSoft Enterprise L earning Management, identifies the primary type of
delivery method in which aparticular learning activity is offered. Also provides
default valuesfor the learning activity, such as cost and language. Thisisprimarily
used to help learners search the catal og for the type of delivery fromwhich they learn
best. Because Peopl eSoft Enterprise Learning Management is ablended learning
system, it does not enforce the delivery method.

In PeopleSoft Supply Chain Management, identifies the method by which goodsare
shipped to their destinations (such astruck, air, rail, and so on). Thedelivery methodis
specified when creating shipment schedules.

In PeopleSoft Enterprise L earning M anagement, identifies how learning activities can
be delivered—for example, through online learning, classroom instruction, seminars,
books, and so forth—in an organization. Thetype determines whether the delivery
method includes scheduled components.

In PeopleSoft Directory I nterface, the representation of adirectory’s hierarchical
structure,

A flexible method that sequentially numbersthe financial transactions (for example,
bills, purchase orders, invoices, and payments) in the system for statutory reporting
and for tracking commercial transaction activity.

A treethat takesits detail values—dynamic details—directly from atablein the
database, rather than from arange of valuesthat are entered by the user.

A tablein the database that hasits own record definition, such asthe Department table.
Asfieldsare entered into a PeopleSoft application, they can be validated against an
edit table to ensure dataintegrity throughout the system.

A method of dating information in PeopleSoft applications. You can predate
information to add historical datato your system, or postdate information in order to
enter it beforeit actually goesinto effect. By using effective dates, you don’t delete
values; you enter anew value with a current effective date.

Abbreviation for Enterprise I ncentive Management ledger. I1n PeopleSoft Enterprise
Incentive Management, an object to handleincremental result gathering within the
scope of aparticipant. The ledger captures aresult set with all of the appropriate traces
to the data origin and to the processing steps of whichitisaresult.

In PeopleSoft General Ledger, arelated group of intercompany accountsthat is
processed during consolidations.

In PeopleSoft General Ledger, Receivables, Payables, Purchasing, and Billing, a
business processthat generates multiple debits and credits resulting from single
transactions to produce standard, supplemental accounting entries.

In PeopleSoft General Ledger, abusiness process that enabl es parent companiesto
calcul ate the net income of subsidiaries on amonthly basisand adjust that amount
to increase theinvestment amount and equity income amount before performing
consolidations.

A predefined point either in the Component Processor flow or in the program flow.
Aseach paint is encountered, the event activates each component, triggering any
PeopleCode program that is associ ated with that component and that event. Examples
of eventsare FieldChange, SavePreChange, and RowDelete.

In PeopleSoft Human Resources, also refersto an incident that affects benefits
eligibility.

In PeopleSoft Sales I ncentive Management, a process that determines, through logic,
the propagation of an original PeopleSoft Enterprise Incentive Management event and
creates aderivative (duplicate) of theoriginal event to be processed by other objects.
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Sales Incentive Management uses this mechani sm to implement splits, roll-ups, and so
on. Event propagati on determineswho receivesthe credit.

In PeopleSoft Receivables, an item that either isadeduction or isin dispute.

In PeopleSoft Order Management, atype of arbitration plan that isassociated with a
pricerule. Exclusive pricing isused to price salesorder transactions.

In PeopleSoft applications, facts are numeric datavaluesfrom fieldsfrom asource
database aswell asan analytic application. A fact can be anything you want to measure
your business by, for example, revenue, actual, budget data, or salesnumbers. A
factisstored on afact table.

A logical entity with aunique set of descriptive demand and forecast datathat isused
asthe basisto forecast demand. You create forecast itemsfor awide range of uses, but
they ultimately represent things that you buy, sell, or usein your organization and for
which you require apredictabl e usage.

In PeopleSoft Promotions Management, a budget that can be used to fund promotional
activity. Therearefour funding methods: top down, fixed accrual, rolling accrual, and
zero-based accrual .

In PeopleSoft Process Scheduler, processtypesareidentified by ageneric process
type. For example, the generic processtype SQR includes all SQR processtypes,
such as SQR process and SQR report.

In PeopleSoft Billing and Receivabl es, a posting entity that comprisesone or more
transactions (items, deposits, payments, transfers, matches, or write-offs).

In PeopleSoft Human Resources M anagement and Supply Chain Management, any
set of records that are associated under asingle name or variable to run calculations
in Peopl eSoft business processes. 1n PeopleSoft Time and L abor, for example,
employees are placed in groups for time reporting purposes.

In PeopleSoft Enterprise Incentive Management, theincentive-related objects that
define and support the PeopleSoft Enterprise Incentive Management calculation
process and results, such as plan templates, plans, results data, user interaction objects,
and soon.

In PeopleSoft Sales | ncentive M anagement, the commands that act on transactions and
turn them into compensation. A ruleisone part in the process of turning atransaction
into compensation.

In PeopleSoft Promotions Management, to become liable for apromotional payment.
In other words, you owe that amount to acustomer for promotional activities.

In PeopleSoft Inventory, atangible commodity that isstored in abusiness unit
(shipped from awarehouse).

In PeopleSoft Demand Planning, Inventory Policy Planning, and Supply Planning, a
noninventory item that i s designated as being used for planning purposes only. It can
represent afamily or group of inventory items. It can have aplanning bill of material
(BOM) or planning routing, and it can exist as acomponent on aplanning BOM. A
planning item cannot be specified on aproduction or engineering BOM or routing,
and it cannot be used asacomponent in aproduction. The quantity on hand will
never be maintained.

In PeopleSoft Receivables, anindividual receivable. Anitem can beaninvoice, a
credit memo, adebit memo, awrite-off, or an adjustment.

An abbreviation for key performanceindicator. A high-level measurement of how well
an organization isdoing in achieving critical successfactors. This definesthe data
value or calculation upon which an assessment is determined.
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Abbreviation for Lightweight Directory Access Protocol (LDAP) Data Interchange
Format file. Contains discrepanci es between PeopleSoft data and directory data.

In PeopleSoft Enterprise L earning M anagement, agroup of learnerswho are linked

to the samelearning environment. Members of the learner group can share the same
attributes, such asthe same department or job code. Learner groupsare used to control
accessto and enrollment in learning activities and programs. They are also used to
perform group enrollments and mass enrollmentsin the back office.

In PeopleSoft Enterprise L earning M anagement, the foundational building blocks
of learning activities. PeopleSoft Enterprise L earning M anagement supportssix
basi c types of learning components. web-based, session, webcast, test, survey, and
assignment. One or more of these |earning component types compose asingle
learning activity.

In PeopleSoft Enterprise L earning M anagement, identifies aset of categoriesand
catalog itemsthat can be made available to learner groups. Also defines the default
valuesthat are assigned to thelearning activities and programsthat are created within a
particular learning environment. L earning environments provide away to partition the
catalog so that learners see only those itemsthat are relevant to them.

In PeopleSoft Enterprise L earning M anagement, a self-service repository for al of a
learner’s completed learning activitiesand programs.

You use ledger mapping to rel ate expense datafrom general ledger accountsto
resource objects. Multiple ledger lineitems can be mapped to one or moreresource
IDs. You can aso useledger mapping to map dollar amounts (referred to as rates)

to business units. You can map the amountsin two different ways. an actual amount
that represents actual costs of the accounting period, or abudgeted amount that can be
used to cal culate the capacity rates aswell as budgeted model results. In PeopleSoft
Enterprise Warehouse, you can map general ledger accounts to the EW Ledger table.

In PeopleSoft Enterprise Incentive Management, asection that isdefined in aplan (or
template) and that is availablefor other plansto share. Changesto alibrary section are
reflected in all plansthat useit.

In PeopleSoft Enterprise Incentive Management, a section that isdefined in aplan
template but appearsin aplan. Changesto linked sections propagateto plansusing
that section.

In PeopleSoft Enterprise I ncentive Management, avariablethat isdefined and
maintained in aplan template and that al so appearsin aplan. Changesto linked
variables propagate to plans using that variable.

In PeopleSoft Inventory, identifiesagroup of goodsthat are shipped together. Load
management is afeature of PeopleSoft Inventory that isused to track the weight, the
volume, and the destination of a shipment.

In PeopleSoft HRMSS, the set of information that is available for aspecific country.
You can accessthisinformation when you click the appropriate country flag in the
global window, or when you accessit by alocal country menu.

L ocations enable you to indicate the different types of addresses—for acompany, for
example, one addressto receive bills, another for shipping, athird for postal deliveries,
and aseparate street address. Each address hasadifferent location number. The
primary location—indicated by a 1—isthe address you use most often and may be
different from the main address.

In PeopleSoft Services Procurement, an administrative task that isrelated to hiring
aservice provider. Logistical tasks arelinked to the service type on the work order
so that different types of services can have different logistical tasks. Logistical tasks
include both preapproval tasks (such as assigning a new badge or ordering anew
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laptop) and postapproval tasks (such as scheduling orientation or setting up the service
provider email). Thelogistical tasks can be mandatory or optional. Mandatory
preapproval tasks must be completed before the work order is approved. Mandatory
postapproval tasks, on the other hand, must be completed before awork order is
released to aservice provider.

In PeopleSoft Enterprise I ncentive Management, additional functionality that is
specific to agiven market or industry and isbuilt on top of aproduct category.

In PeopleSoft Receivables, agroup of receivablesitems and matching offset items.
The system creates match groups by using user-defined matching criteriafor selected
field values.

Abbreviation for PeopleSoft MultiChannel Framework server. Comprisesthe
universal queue server and the MCF log server. Both processes are started when MCF
Serversisselected in an application server domain configuration.

In PeopleSoft Promotions Management, a specific discount type that is associated with
atrade promotion (such as off-invoice, billback or rebate, or lump-sum payment) that
definesthe performance that is required to receive the discount. In theindustry, you
may know this as an offer, adiscount, amerchandising event, an event, or atactic.

Meta-SQL constructs expand into platform-specific Structured Query Language
(SQL) substrings. They are used in functionsthat pass SQL strings, such asin SQL
objects, the SQL Exec function, and PeopleSoft Application Engine programs.

Metastrings are special expressionsincluded in SQL string literals. The metastrings,
prefixed with apercent (%) symbol, areincluded directly inthestring literals. They
expand at run time into an appropriate substring for the current database platform.

In PeopleSoft General Ledger, multiple ledgers having multiple-base currenciesthat
aredefined for abusiness unit, with the option to post asingletransaction to all base
currencies (all ledgers) or to only one of those base currencies (ledgers).

Theability to processtransactionsin acurrency other than the business unit’s base
currency.

In PeopleSoft Promotions Management, a promotion at the corporate level that is
funded by nondiscretionary dollars. In theindustry, you may know this asanational
promotion, acorporate promotion, or acorporate discount.

A treethat isbased on adetail structure, but the detail values are not used.

Each block of content on the home pageiscalled apagelet. These pageletsdisplay
summary information within asmall rectangular areaon the page. The pagelet provide
userswith asnapshot of their most relevant PeopleSoft and non-PeopleSoft content.

In PeopleSoft Enterprise Incentive Management, participants are recipients of the
incentive compensation cal cul ation process.

Each participant object may be related to one or more compensati on objects.
See al so compensation object.

A company that supplies products or servicesthat are resold or purchased by the
enterprise.

In PeopleSoft Payables, a set of rulesthat definethe criteriaby which it should select
scheduled paymentsfor payment creation.

In PeopleSoft Receivables, an individual receivable (such asaninvoice, acredit
memo, or awrite-off) that hasbeen entered in or created by the system, but hasn’t
been posted.
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PeopleCodeisaproprietary language, executed by the PeopleSoft application
processor. PeopleCode generates results based upon existing dataor user actions. By
using businessinterlink objects, external servicesare availableto all PeopleSoft
applicationswherever PeopleCode can be executed.

An action that a user takes upon an object, usually arecord field, that is referenced
within a PeopleSoft page.

Thefundamental architecture on which PeopleSoft 8 applications are constructed,
consisting of arelational database management system (RDBMS), an application
server, aweb server, and abrowser.

In PeopleSoft Enterprise Incentive Management, a variable used to store data (similar
to an aggregator, but without a predefined formula) within the scope of anincentive
plan. Performance measures are associated with a plan calendar, territory, and
participant. Performance measurements are used for quota calculation and reporting.

In PeopleSoft Enterprise Incentive Management, because a participant typically
uses the same compensation plan for multiple periods, the period context associates
aplan context with aspecific calendar period and fiscal year. The period context
references the associated plan context, thusforming a chain. Each plan context hasa
corresponding set of period contexts.

In PeopleSoft Sales I ncentive Management, a collection of allocation rules, variables,
steps, sections, and incentive rules that instruct the PeopleSoft Enterprise Incentive
Management enginein how to process transactions.

In PeopleSoft Enterprise Incentive Management, correlates a participant with

the compensation plan and node to which the participant is assigned, enabling

the PeopleSoft Enterprise Incentive Management system to find anything that is
associated with the node and that is required to perform compensation processing.
Each participant, node, and plan combination represents a unique plan context—if
three parti ci pants are on acompensation structure, each has adifferent plan context.
Configuration plans areidentified by plan contexts and are associated with the
participantsthat refer to them.

In PeopleSoft Enterprise I ncentive Management, the base from which aplaniscreated.
A plan template contains common sections and variablesthat are inherited by al plans
that are created from the template. A template may contain steps and sections that
arenot visiblein the plan definition.

In PeopleSoft Enterprise L earning M anagement, aself-service repository for al of
alearner’s planned learning activities and programs.

In PeopleSoft Supply Planning, aset of data (business units, items, supplies, and
demands) constituting the inputs and outputs of a supply plan.

In PeopleSoft applications, the portal registry isatree-like structure in which content
references are organized, classified, and registered. It isacentral repository that
defines both the structure and content of aportal through ahierarchical, tree-like
structure of folders useful for organizing and securing content references.

In PeopleSoft Enterprise Pricer, enablesyou to select products and conditionsfor
which the pricelist appliesto atransaction. During atransaction, the system either
determines the product price based on the predefined search hierarchy for the
transaction or uses the product’slowest price on any associated, active pricelists. This
priceisused asthe basis for any further discounts and surcharges.

In PeopleSoft Enterprise Pricer, defines the conditions that must be met for
adjustments to be applied to the base price. Multiple rules can apply when conditions
of each ruleare met.
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In PeopleSoft Enterprise Pricer, selectsthe price-by fields, the valuesfor the price-by
fields, and the operator that determines how the price-by fields are related to the
transaction.

In PeopleSoft Enterprise Pricer, definesthefields that are available to define pricerule
conditions (which are used to match atransaction) on the pricerule.

In PeopleSoft Process Scheduler, processes that are grouped for server load balancing
and prioritization.

In PeopleSoft Financials, agroup of application processes (performed in adefined
order) that userscan initiatein real time, directly from atransaction entry page.

Process definitions define each run request.

A unique number that identifies each processrequest. Thisvalueisautomatically
incremented and assigned to each requested process when the processis submitted to
run.

You can link process definitionsinto ajob request and process each request serialy
orinparallel. You can also initiate subsequent processes based on the return code
from each prior request.

A singlerun request, such asa Structured Query Report (SQR), aCOBOL or
Application Engine program, or aCrystal report that you run through PeopleSoft
Process Scheduler.

A PeopleToolsvariable used to retain PeopleSoft Process Scheduler values needed

at runtimefor all requeststhat reference arun control ID. Do not confuse these with
application run controls, which may be defined with the samerun control 1D, but only
contain information specific to agiven application process request.

In PeopleSoft Enterprise | ncentive Management, indicates an applicationin the
Enterprise Incentive Management suite of products. Each transaction in the Peopl eSoft
Enterprise Incentive Management system isassociated with a product category.

In PeopleSoft Enterprise L earning Management, ahigh-level grouping that guidesthe
learner along a specific learning path through sections of catalog items. PeopleSoft
Enterprise Learning Systems provides two types of programs—curriculaand
certifications.

In PeopleSoft Services Procurement, tracks deliverable-based projects. Thisissimilar
to thetime sheet in function and process. The service provider contact usesthe
progress|og to record and submit progress on deliverables. The progress can belogged
by the activity that is performed, by the percentage of work that iscompleted, or by the
completion of milestone activitiesthat are defined for the project.

In PeopleSoft Project Costing, an individual transaction line that representsa cost,
time, budget, or other transaction row.

In PeopleSoft Promotions Management, atrade promotion, whichistypically funded
from trade dollars and used by consumer products manufacturersto increase sales
volume.

In PeopleSoft Enterprise Incentive Management, astage in processing that makes
incentive-related results avail ableto participants.

A set of logically and functionally related control tablesand views. Record groups
help enable TableSet sharing, which eliminates redundant dataentry. Record groups
ensure that TableSet sharing is applied consistently across al related tables and views.

Abbreviation for record input val ue-added tax flag. Within PeopleSoft Purchasing,
Payables, and General Ledger, thisflag indicatesthat you are recording input VAT
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on thetransaction. Thisflag, in conjunction with the record output VAT flag, is used

to determine the accounting entries created for atransaction and to determine how a
transaction isreported on the VAT return. For all caseswithin Purchasing and Payables
where VAT information istracked on atransaction, thisflag isset to Yes. Thisflag

is not used in PeopleSoft Order Management, Billing, or Receivables, whereitis
assumed that you are always recording only output VAT, or in PeopleSoft Expenses,
whereit isassumed that you are always recording only input VAT.

Abbreviation for record output value-added tax flag.
Seerecord input VAT flag.

In PeopleSoft Sales I ncentive Management, system objectsthat represent the sales
organization, such asterritories, participants, products, customers, channels, and so on.

In PeopleSoft Enterprise Incentive Management, this dimension-type object further
definesthe business. Reference objects can have their own hierarchy (for example,
product tree, customer tree, industry tree, and geography tree).

In commitment control, areferencetransaction isasource transaction that is
referenced by ahigher-level (and usually later) source transaction, in order to
automatically reverse all or part of the referenced transaction’s budget-checked
amount. Thisavoidsduplicate postings during the sequential entry of the transaction at
different commitment levels. For example, the amount of an encumbrance transaction
(such asapurchase order) will, when checked and recorded against a budget, cause
the system to concurrently reference and relieve al or part of theamount of a
corresponding pre-encumbrance transaction, such asa purchase requisition.

In PeopleSoft Purchasing, provides the infrastructure to maintain, display, and select
an appropriate vendor and vendor pricing structurethat isbased on aregional sourcing
model where the multiple ship to locations are grouped. Sourcing may occur at a

level higher than the ship to location.

In PeopleSoft Enterprise I ncentive Management, these objectsfurther definea
compensation structureto resolve transactions by establi shing associations between
compensation objects and business objects.

Datathat isextracted from aseparate database and migrated into the local database.

Abbreviation for real-time event notification server in PeopleSoft M ultiChannel
Framework.

In PeopleSoft eSettlements, an individual who requests goods or services and whose
ID appears on the various procurement pages that reference purchase orders.

Describes how peoplefit into PeopleSoft Workflow. A roleisaclass of userswho
perform the same type of work, such as clerks or managers. Your businessrules
typically specify what user role needsto do an activity.

A PeopleSoft Workflow user. A person’srole user ID serves much the same purpose as
auser ID doesin other parts of the system. PeopleSoft Workflow usesrole user IDs

to determine how to route worklist items to users (through an email address, for
example) and to track the rolesthat users play intheworkflow. Role users do not need
PeopleSoft user IDs.

Inatree, toroll up isto total sums based on the information hierarchy.

A run control isatype of online page that is used to begin aprocess, such asthe
batch processing of apayroll run. Run control pagesgenerally start a program that
manipulates data.

A unique D to associate each user with hisor her own run control table entries.
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In PeopleSoft Enterprise I ncentive Management, associates aparticular run (and batch
ID) with aperiod context and plan context. Every plan context that participatesin arun
has a separate run-level context. Because arun cannot span periods, only one run-level
context isassociated with each plan context.

You use this set of objectsto passaquery string and operators to the search engine.
The search index returnsaset of matching resultswith keysto the source documents.

In PeopleSoft Enterprise Incentive M anagement, a collection of incentiverulesthat
operate on transactions of aspecific type. Sections enable plansto be segmented to
processlogical eventsin different sections.

In commitment control, security eventstrigger security authorization checking, such
ashbudget entries, transfers, and adjustments; exception overrides and notifications;
andinquiries.

In PeopleSoft Manufacturing, the ability to track the composition of aspecific,
serial-controlled item.

In PeopleSoft M anufacturing, enablesthetracing of serial information for
manufactured items. Thisis maintained in the Item Master record.

In PeopleSoft Enterprise L earning Management, a single meeting day of an activity
(that is, the period of time between start and finish times within aday). The session

stores the specific date, location, meeting time, and instructor. Sessions are used for
scheduled training.

In PeopleSoft Enterprise L earning Management, enablesyou to set up common
activity characteristicsthat may be reused while scheduling a PeopleSoft Enterprise
L earning Management activity—characteristics such as days of the week, start and
end times, facility and room assignments, instructors, and equipment. A session
pattern template can be attached to an activity that is being scheduled. Attaching a
template to an activity causes al of the default template information to popul ate

the activity session pattern.

In PeopleSoft Enterprise Incentive Management, arelationship object type that
associates aconfiguration plan with any structure node.

In PeopleSoft Business Planning, anamed planning method similar to adriver
expression, but which you can set up globally for shared usewithin asingle planning
application or to be shared between multiple planning applications through PeopleSoft
Enterprise Warehouse.

With single signon, users can, after being authenticated by a PeopleSoft application
server, access a second Peopl eSoft application server without entering auser ID or
password.

In commitment control, any transaction generated in a PeopleSoft or third-party
application that isintegrated with commitment control and which can be checked
against commitment control budgets. For example, apre-encumbrance, encumbrance,
expenditure, recognized revenue, or collected revenue transaction.

A user-defined shorthand key that designates several ChartK eysto be used for voucher
entry. Percentages can optionally berelated to each ChartK ey in a SpeedChart
definition.

A code representing a combination of ChartField values. SpeedTypessimplify the
entry of ChartFields commonly used together.

A method of consolidating selected partner offerings with the offerings from the
enterprise’s other partners.
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Account required by aregulatory authority for recording and reporting financial
results. In PeopleSoft, thisis equivalent to the Alternate Account (ALTACCT)
ChartField.

In PeopleSoft Sales I ncentive Management, a collection of sectionsin aplan. Each
step correspondsto astep in thejob run.

In PeopleSoft Inventory, identifiesthe level of amaterial storage location. Material
storage locations are made up of abusiness unit, astorage area, and astoragelevel.
You can set up to four storagelevels.

A valuethat groups customersinto adivision for which you can generate detailed
history, aging, events, and profiles.

You use summary ChartFieldsto create summary ledgersthat roll up detail amounts
based on specific detail valuesor on selected tree nodes. When detail values are
summarized using tree nodes, summary ChartFields must be used in the summary
ledger datarecord to accommodate the maximum length of anode name (20
characters).

An accounting feature used primarily in alocations, inquiries, and PS/nVision
reporting to store combined account balancesfrom detail ledgers. Summary ledgers
increase speed and efficiency of reporting by eliminating the need to summarize

detail ledger bal ances each time areport isrequested. Instead, detail balancesare
summarized in abackground process according to user-specified criteriaand stored on
summary ledgers. The summary ledgers are then accessed directly for reporting.

In PeopleSoft Business Planning, any time period (other than abase time period) that is
an aggregate of other time periods, including other summary time periods and base
time periods, such as quarter and year total .

A tree used to roll up accountsfor each type of report in summary ledgers. Summary
trees enable you to definetrees on trees. In asummary tree, the detail valuesarerealy
nodeson adetail tree or another summary tree (known asthe basistree). A summary
tree structure specifies the details on which the summary trees are to be built.

To distribute a production version of the enterprise catalog to partners.

In PeopleSoft Receivables, an activity that defines how the system generates
accounting entriesfor the general ledger.

A means of sharing similar sets of valuesin control tables, where the actual datavalues
are different but the structure of the tablesis the same.

Shared datathat is stored in many tables that are based on the same TableSets. Tables
that use TableSet sharing contain the SETID field asan additional key or unique
identifier.

Thevalue of the entry currency or currencies converted to asingle currency for budget
viewing and inquiry purposes.

A templateisHTML code associated with aweb page. It definesthelayout of

the page and also whereto get HTML for each part of the page. In PeopleSoft, you
usetemplatesto build a page by combining HTML from anumber of sources. For
aPeopleSoft portal, al templates must be registered in the portal registry, and each
content reference must be assigned atemplate.

In PeopleSoft Sales I ncentive Management, hierarchical relationships of business
objects, including regions, products, customers, industries, and participants.

A relative period, such asyear-to-date or current period, that can be used in various
PeopleSoft General Ledger functions and reportswhen arolling time frame, rather

289



Glossary

than a specific date, isrequired. TimeSpans can also be used with flexible formulasin
PeopleSoft Projects.

traceusage In PeopleSoft M anufacturing, enablesthe control of which componentswill be traced
during the manufacturing process. Serial- and lot-controlled components can be
traced. Thisismaintained in the Item Master record.

transaction allocation In PeopleSoft Enterprise Incentive Management, the process of identifying the owner
of atransaction. When araw transaction from abatch is allocated to aplan context,
thetransaction is duplicated in the PeopleSoft Enterprise Incentive M anagement
transaction tables.

transaction state In PeopleSoft Enterprise Incentive Management, avalue assigned by an incentive
ruleto atransaction. Transaction states enabl e sectionsto processonly transactions
that are at a specific stagein system processing. After being successfully processed,
transactions may be promoted to the next transaction state and “ picked up” by a
different section for further processing.

Translatetable A system edit table that stores codes and transl ate valuesfor the miscellaneousfieldsin
the database that do not warrant individual edit tables of their own.

tree Thegraphical hierarchy in PeopleSoft systems that displaysthe rel ationship between
all accounting units (for example, corporate divisions, projects, reporting groups,
account numbers) and determines roll-up hierarchies.

unclaimed transaction In PeopleSoft Enterprise Incentive Management, atransaction that is not claimed
by anode or participant after the allocation process has completed, usually dueto
missing or incomplete data. Unclaimed transactions may be manually assigned to the
appropriate node or participant by acompensation administrator.

univer sal navigation header Every PeopleSoft portal includes the universal navigation header, intended to appear at
thetop of every page aslong asthe user is signed on to the portal. In addition to
providing accessto the standard navigation buttons (like Home, Favorites, and signoff)
the universal navigation header can also display awel come message for each user.

user interaction obj ect In PeopleSoft Sales I ncentive M anagement, used to define the reporting components
and reports that aparticipant can accessin hisor her context. All SalesIncentive
Management user interface objects and reports are registered as user interaction
objects. User interaction objects can be linked to acompensation structure node
through a compensation rel ationship object (individually or as groups).

variable In PeopleSoft Sales I ncentive M anagement, the intermediate results of calculations.
Variables hold the cal culation results and are then inputs to other cal cul ations.
Variables can beplan variablesthat persist beyond the run of an engine or local
variablesthat exist only during the processing of asection.

VAT exception Abbreviation for value-added tax exception. A temporary or permanent exemption
from paying VAT that isgranted to an organization. Thistermsrefersto both VAT
exoneration and VAT suspension.

VAT exempt Abbreviation for value-added tax exempt. Describes goods and servicesthat are not
subject to VAT. Organizationsthat supply exempt goods or services are unableto
recover therelated input VAT. Thisisalso referred to as exempt without recovery.

VAT exoneration Abbreviation for value-added tax exoneration. An organization that has been granted a
permanent exemption from paying VAT due to the nature of that organization.

VAT suspension Abbreviation for value-added tax suspension. An organization that has been granted a
temporary exemption from paying VAT.

warehouse A PeopleSoft datawarehouse that consists of predefined ETL maps, datawarehouse
tools, and DataMart definitions.
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wor ksheet

wor klist

XML schema

yield by operation

zero-rated VAT
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Glossary

In PeopleSoft Services Procurement, enables an enterprise to create resource-based
and deliverable-based transactions that specify the basic termsand conditionsfor
hiring aspecific service provider. When aservice provider ishired, the service
provider logstime or progress against thework order.

A way of presenting datathrough a PeopleSoft Business AnalysisModeler interface
that enables usersto do in-depth analysis using pivoting tables, charts, notes, and
history information.

The automated to-do list that PeopleSoft Workflow creates. From the worklist, you
can directly accessthe pages you need to perform the next action, and then return to
theworklist for another item.

An XML definition that standardizesthe representation of application messages,
component interfaces, or businessinterlinks.

In PeopleSoft Manufacturing, the ability to plan the loss of amanufactured item on an
operation-by-operation basis.

Abbreviation for zero-rated value-added tax. A VAT transaction with aVAT codethat
hasatax percent of zero. Used to track taxable VAT activity where no actual VAT
amount is charged. Organizations that supply zero-rated goods and services can still
recover therelated input VAT. Thisisalso referred to asexempt with recovery.
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access profiles 12
Account Access Details page 16
account plans
creating 249
Account Reassignment Worksheet
page 155
Account Reorganization - Current Team

page 95
Account Reorganization - New Team

page 95
Account Reorganization page 95
Add Script Comment page 164
additional documentation  xvi
allocations, See revenue allocations, sales
team, shadow allocations
application fundamentals  xv
Archive Forecast page 241
Assign Group page 77
Assign Sales Representative page 146
assignment
accepting, rejecting, or turning back a
leed 151
reassigning 154
salesrepresentative 146
assignment criteria
configuring 77
weights 82
assignment group
automatic assignment 79
configuring 77
creating 78
salesusers 18
setting default 9
assignment groups
understanding 73
assignment methods
automatic 75, 76, 80
availability 81
last assigned 81
components 80
manual 75, 149
round robin
availability 80
time 80
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defining 36
defining criteriafor 82
settingup 36
Assignment Weights page 36
attachments 180
Auto Generate Revenue Forecasts
page 232

branch script survey, See sales survey

business units
settingup 7
understanding 7

buying criteria
impact levels 48
priority levels 49
settingup 46
status levels 49
types 47

Buying Criteria
Impact page 47
Priority page 47
Status page 47
Types page 47

calendar 178

Chart page 231

charts

forecasts 221
generating forecasts 231
pipeline 201

pipeline, types 202
Clone Sales Process page 29
cloning

leads 130
opportunities 130
sales processes 31
territory trees 94, 96
close % method 29
comments, submitting  Xix
common elements  Xix
companies

as competitors 46
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as partners 43
company
Quick Create 121
Company - Account Team page 246
Company page
competitors 46
partners 43
compensation
include forecast itemsin 217
competitors, See sales competitors
component default field values 32
Component Field Default page 32
Component page 77
component records 80
Component Records page 77
Configure Relationship Views page
competitors 46
partners 43
consumer
Quick Create 121
contact
Quick Create 126
Contact Department page 39
Contact Impact page 39
contact information  Xix
Contact Rolespage 39
Contact Support page 39
Contact Title page 39
contacts, See sales contacts, sales
representatives
competitor 46

externa 11
internal 11
partner 43

salesuseras 11
Convert Lead to Opportunity page 132
Copy Productsto Forecast page 210
correspondence 195
Correspondence Request Details

page 196

Correspondence Request page 196
Create Company page 121
Create Consumer page 121
Create Contact page 126
Create Territory Tree page 87
Criteria page

assign group 77
cross-references  xviii
customer

address 124

creating 123

lead or opportunity 120

Quick Create 123

searching 122

selecting contacts 126
Customer Access Update page 245
customer accounts 243

accessing 246
customer address 124
Customer Address page 121
Customer Connection website  xvi
customer contacts

creating 127
emailing proposal to 196
searching 126
selecting 126
customer site
address 125
selecting 124

site address, lead 121

Delete Territory page 102
Distribute Recurring Revenue page 210
documentation

printed  xvi

related xvi

updates  xvi
emailing

ad hoc notifications 199
other correspondence 195
proposal package 195, 196
EmployeeID 17
Execute Script page 164

Fallout Reasons page 51
fallout reasons, settingup 51
flattening

customer hierarchies 245
forecast

recurring 213

summary 210
Forecast - Chart page 228
Forecast - Forecast page 228
Forecast - Subtotals page 228
Forecast Name page 68
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Forecast page

chart 234

forecast details 234
interactive reports 252
manager review 234
subtotals 234
Forecast Typepage 68

forecasts

adjusting 15, 228
analyzing subtotals 236
archiving 240

auto generating 15, 232
charts 231
compensation 217

Index

Import Sales Leads page 136

Import Template page 53

importing leads, See leads data import

integrations with PeopleSoft Enterprise
Sdles 4

interactive reports 251

KES (PeopleSoft Knowledge Enabled
Sales) process 27

Lead - Assign page 146, 153
Lead - Discover page 113

editing 15 accepting alead 152
inactivating 239 emailing a proposal to acontact 196
interactive report comparison 253 rejecting alead 152
interactive report summary 253 selecting customer 121
interactive reports 251 selecting customer contacts 126
locking 239 turning back alead 152
managing 233 Lead - History page 193
names 68 Lead - Notes page 180
restoring 240 Lead - Propose page
revenue allocation 14 generating quotes and orders 171
revenue types 69 select products and prices 169
selecting 225 Lead - Qualify page 161
settingup 67 identifying competition 167
shadow allocation 14 salessurvey 164
subtotals 230 Lead - Summary page 192
types 69 settingup 57
understanding 221 Lead - Taskspage 175
unsubmitted 15 Lead Rating page 34
using 225 lead ratings
viewing details 238 mapping to rate set values 35
functional options 24 mapping to survey values 35
settingup 34
G with workflow triggers 34
glossary 277 L ead Reassignment Worksheet page 155
lead reject and turnback reasons
H settingup 37
history Lead Reject/Turnback Reason page 38
lead 193 Lead Reorganization - Current Team
leads and opportunities 111 page 95
opportunity 193 L ead Reorganization - New Team page 95
viewing 193 Lead Reorganization page 95

Lead Sources page 50
| lead sources, settingup 50
implementing leads
PeopleSoft Enterprise Sales 4 accepting 188
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accepting, rejecting, or turning back
assignment 151
adding notes and attachments 180
assigning 145
assigning partners 153
assigning sales representatives 146
associating with source campaign 161
changing the salesrep 187
cloning 130
converting to opportunities 132
converting to opportunity 9
creating 113, 135
tasks 175
generating quotes and orders 171
history 111
identifying
competitors 166
importing 135
managing
on Search Page 186
on Summary page 191
managing aproposal 169
prioritizing 187
qualifying 161
reassigning 154
reject and turnback reasons 37
rejecting 188
salessurvey 163
searching for 183
selecting
customer contacts 126
selecting customer 120
sending correspondence 195
settingup 27
understanding 107
viewing history 193
workflow 111
leads data import
duplicate check 14
errors 142
importing salesdata 135
map 56
rearranging fields 56
results 139
search 142
settingup 52
template 52, 53
understanding 135

Maintain Forecast page 239
MMA Partners  xvi
Monthly Calendar page 178
My Accounts page 246

My Tasks page 178

notes xviii, 180
Notification page 199

opportunities

accepting 188

assigning 145

assigning partners 153
assigning sales representatives 146
changing the salesrep 187
cloning 130

closing 209, 218

creating 113, 116

tasks 175

generating quotes and orders 171
history 111

identifying

competitors 166
including in forecasts 209
managing

on Search Page 186

on Summary page 191
managing a proposal 169
notes and attachments 180
prioritizing 187

products for forecasting 212
qualifying 161
reassigning 154

rejecting 188

revenue percentages for
forecasting 216
salessurvey 163
searching for 183
selecting

customer contacts 126
selecting customer 120
sending correspondence 195
settingup 27
understanding 107
updating the forecast 189
updating the sales stage 190
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viewing history 193
viewing the pipeline 201
workflow 111
opportunity
associating with source campaign 161
Opportunity - Assign page 146, 153
Opportunity - Discover page 117
emailing a proposal to acontact 196
forecasting 210
selecting customer 121
selecting customer contacts 126
Opportunity - History page 193
Opportunity - Notes page 180
Opportunity - Propose page 210
generating quotes and orders 171
selecting products and prices 169
Opportunity - Qualify page 161
identifying competition 167
salessurvey 164
Opportunity - Summary page 192
settingup 57
Opportunity - Taskspage 175
Opportunity Close Event page
working an opportunity 217
opportunity pipeline
segments 29
settingup 51
targets for salesuser 19
understanding 201
viewing 201, 202
viewing product detail pipeline 206
viewing revenue pipeline 204
opportunity pipeline segments
settingup 51
viewing 203
Opportunity Reassignment Worksheet
page 155
Opportunity Reorganization - Current Team

page 95
Opportunity Reorganization - New Team

page 95

Opportunity Reorganization page 95
Opportunity Revenue Pipeline page 203
Organization page

assigning salesrep 146
overviews

Knowledge Enabled Sales (KES)

process 27
leads and opportunities 107
leads and opportunities, differences 110
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leads dataimport process 135
opportunity pipeline 201
PeopleSoft Enterprise Sales 3
salesusers 11

Partner Rating page 43
Partner Role page 43
Partner Status page 43
Partner Types page 43
PeopleBooks
ordering  Xxvi
PeopleCode, typographical
conventions  xvii
PeopleSoft application fundamentals  xv
PeopleSoft Enterprise Sales
getting started 3
integrations 4
understanding 3
PeopleSoft Knowledge Enabled Sales
(KES) 27
PeopleSoft Order Capture
generating quotes and orders 171
person, See contact
Person ID 17
pipeline, See opportunity pipeline
Pipeline Segments page 52
Pipeline Targets page 16
plans
creating 249
prerequisites  xv
printed documentation  xvi
Product Detail Pipeline page 203
profiles, See sales access profile
proposa
emailing to customer 196
managing 169
selecting products and prices 169

Quick Create
creating contacts 127
creating customers 123
quotas
category 20
defining sales process 31
in shadow forecasts 222
pipeline segments
manager quota 20
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roll-up quota 20
pipeline targets 20
revenue

manager quota 20

roll-up quota 20
unit

manager quota 21

roll-up quota 21

guotes and orders 171

Rate Set Value to Lead Rating page 34
rate set values, See survey rate set values
reasons

falout, settingup 51

reject and turnback, settingup 37
reassigning leads 14
reassigning opportunities 14
reassignment

accounts 155

lead 14

leads and opportunities 154, 155

opportunity 14

territories 14
related documentation  xvi
reorganization

territory 14

territory tree 95

understanding 93
report descriptions 255
reporting and analysistools 255
Resequence Import Template page 53
revenue

alocation 14

forecasts 221

types 69
revenue allocations 14
revenue forecasts

understanding 222
Revenue Quota page 16
Revenue Quota Type 20
Revenue Type page 68
Role Type page

sales competitors 46

sales partners 43
round robin assignment

automatic 75

availability 81

components 80

configuring criteria 77

search results 76
running sales reports 255

Sales Access Detailspage 16
Sales Access Profile page
settingup 13
sales access profiles
creating salesusers 18
salesusers 12
settingup 12
Sales Access Update page 91
reorganize territory tree 96
sales access update process 19, 91
sales accounts
customer accounts 245
sales competitors
companiesas 46
identifying 166

relationship 46
settingup 45
sales contacts

departments 41

impact levels 40

roles 41

settingup 38

support levels 39

tittes 40
Sales Definition page 7
sales forecasts

basis 221

overview 221

revenue and shadow 221
Sales Lead Import Errors page 136
Sales Lead Import Results page 136
Sales Lead Import Templates page 136
sales partners

assigning to lead or opportunity 153

rating 45

roles 43

settingup 42, 43

status levels 44

types 44
sales process

cloning 31

defining 29

PeopleSoft Knowledge Enabled Sales

(KES) 27
settingup 27
stages 29
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tasks 29
Sales Process page 29
sales representatives
assigning 146
automatic 75, 80
manual assignment 149
round robin 75, 80
salessurvey 163
administering 165
sales team
settingup 22
Sales Team page 23
Sales User page 16, 96
sales users
creating 16
default values 18
pipeline targets 19
revenue quota 20
settingup 11, 15
understanding 11
unit quota 21
visibility 19
Search for an Existing Forecast page
Add Forecasts 226
Search Forecasts 226
Search for Contact page 126
Search for Customer page 121
Search Lead Imports page 136
Search Leads page 183
managing leads 186
Search Opportunities page 183
managing opportunities 186
security and personaization 11
Segment Pipeline page 203
Segment Quota Type, pipeline 20
selecting 124
Send Notification page 198
Send to EIM page 210
shadow allocations 14, 18
shadow forecasts
forecasts 221
understanding 222
Site Address page 121
source campaign
lead or opportunity 161
sources, See lead sources
stages 29
Submit Reorg page 95
subtotals
forecasts 230
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Subtotals page 230
suggestions, submitting  xix
summary

leads and opportunities 191
summary page

settingup 57
survey rate set values 35

Task Detailspage 178

tasks

creating 175
defining in sales process 29
managing 177

viewing 177,178

teams

account 12

sades 12

territory 12

template

creating lead import 53
dataimport process 135
generating 53

import sales lead data 136
importing an external file 136
importing sales lead data 135
lead import 53, 136
rearranging fields 56
resequencing 53

selecting for forecasts 228
viewing definition 139
viewing import map 56
Templates page 196

terms 277

territories

creating 89

reassigning 14
reorganization 14

Territory Definitions page 87
Territory Reassignment page 155
territory trees

cloning 94, 96

creating 86, 87

defining 88

deleting 101, 102

deleting residual 102
PeopleTools 102
reorganizing 93, 94
understanding 85

visibility 19
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Transactions for the Task page 178
Tree Maintenance page 102

Tree Manager (PeopleTools) page 87
Tree Manager page 95

Tree Reorganization page 95

Tree Structure Maintenance page 102
typographical conventions  xvii

Unarchive Forecast page 241

Unit Quotapage 16

user, See sales users
PeopleSoft 11

User ID 18

visibility

defining 19
Visibility page 16
visual cues xviii

warnings  Xxviii
worker 11
Worker page 16
workflow 111
lead rating triggers 34
notifications 34
worklist notification
sending 198
worksheets
reassignment 155
reorganization 98
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