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PeopleSoft Enterprise CRM Sales Preface

This preface discusses:

»  PeopleSoft application fundamentals.

» PeopleSoft automation and configuration tools.

» PeopleSoft enterprise CRM business object management.
« PeopleTools PeopleBook.

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

PeopleSoft Application Fundamentals

The PeopleSoft Enterprise Sales 9.1 PeopleBook provides implementation and processing information for
your PeopleSoft Enterprise Sales application. However, additional essential information describing the setup
and design of your system appears in a companion volume of documentation called PeopleSoft Enterprise
CRM 9.1 Application Fundamental s PeopleBook. Each PeopleSoft product line has its own version of this
documentation.

The PeopleSoft Enterprise CRM 9.1 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 a customer
or worker.

« Sef-Servicefor 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.
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«  SmartViews

This part discusses how to set up and use SmartViews to manage key customer segments and accountsin
acentral environment.

See Also

PeopleSoft Enterprise CRM 9.1 Application Fundamental s PeopleBook, " PeopleSoft Enterprise Customer
Relationship Management Application Fundamentals Preface”

PeopleSoft Automation and Configuration Tools

Xvi

The PeopleSoft Enterprise CRM 9.1 Automation and Configuration Tools PeopleBook discusses automation
and configuration tools that are common to multiple CRM applications. Thisis an essential companion to
your application PeopleBook.

The PeopleSoft Enterprise CRM 9.1 Automation and Configuration Tools PeopleBook contains these parts:

+  Correspondence management.

This part discusses the setup and application of manual notifications, automatic notifications and manual
correspondence requests among CRM objects.

» Automation tools.
This part discusses PeopleSoft CRM workflow, the Active Analytics Framework (AAF), and scripts.
» Configuration tools.

This part discusses configurable search pages, configurable toolbars, attributes, display templates and
industry-specific field labels and field values.

»  Knowledge management.
This part discusses the setup of Verity search.
+ Business process management.

This part provides information on the two different approaches to manage business processesin
PeopleSoft CRM and discusses:

» The setup of the Business Process Execution Language (BPEL) infrastructure to initiate and manage
BPEL process instances.

» The setup of Business Process Monitor to view the status information of initiated BPEL process
instances.

» The setup of BPEL worklist integration to send CRM worklist entries (both notifications and action
items) from BPEL processes.

» The setup and execution of business projects.
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See Also

PeopleSoft Enterprise CRM 9.1 Automation and Configuration Tools PeopleBook, " PeopleSoft CRM
Automation and Configuration Tools Preface”

PeopleSoft Enterprise CRM Business Object Management

The PeopleSoft Enterprise CRM 9.1 Business Object Management PeopleBook discusses how to create and
manage customer and worker business objects in PeopleSoft CRM.

The PeopleSoft Enterprise CRM 9.1 Business Object Management PeopleBook has these parts:

» Business Object Management Basics.

This part provides an overview of the business object relationship model and discusses setting up role
types, relationship types, and control values.

« Data Management for Organization Business Objects.

This part discusses how to set up and manage companies, sites, and partner companies.
» Datamanagement for Individual Business Objects.

This part discusses how to set up and manage persons, including contacts and consumers, and workers.
» Business Object Management.

This part discusses how to define and use business object searches, quick create, and the customer
identification framework to manage business objects.

+ Customer and Worker Data | ntegrations.
This part discusses how to integrate customer and worker data with other systems.
See Also

PeopleSoft Enterprise CRM 9.1 Business Object Management PeopleBook, " PeopleSoft Enterprise Customer
Relationship Management Business Object Management Preface”

PeopleTools PeopleBooks

Cross-references to PeopleT ools documentation refer to the Enterprise PeopleTools 8.50 PeopleBooks.

PeopleBooks and the Online PeopleSoft Library
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A companion PeopleBook called PeopleBooks and the Online PeopleSoft Library contains general
information, including:

» Understanding the PeopleSoft online library and related documentation.
» How to send PeopleSoft documentation comments and suggestions to Oracle.

» How to access hosted PeopleBooks, downloadable HTML PeopleBooks, and downloadable PDF
PeopleBooks as well as documentation updates.

« Understanding PeopleBook structure.

» Typographical conventions and visual cues used in PeopleBooks.

» SO country codes and currency codes.

» PeopleBooks that are common across multiple applications.

«  Common elements used in PeopleBooks.

« Navigating the PeopleBooks interface and searching the PeopleSoft online library.
« Displaying and printing screen shots and graphics in PeopleBooks.

» How to manage the PeopleSoft online library including full-text searching and configuring areverse
proxy server.

« Understanding documentation integration and how to integrate customized documentation into the library.
» Glossary of useful PeopleSoft termsthat are used in PeopleBooks.

Y ou can find this companion PeopleBook in your PeopleSoft online library.
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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. Y ou also
need to ensure that your sales force has the right capabilities and tools to execute the strategic plan.
PeopleSoft Enterprise Sales enables you to:

» Leveragetheright channels, resources, and offerings to differentiate your business from others and
prevail over the competition.

« Motivate and track sales performance using metrics-driven planning and compensation tools.
» Increase operationa 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 Enterprise Sales enables you to enter, assign, and track sales |eads and opportunities. After you
have entered sales opportunities into your database, you can view the opportunity pipeline and generate
forecasts to manage your sales efforts successfully.

With this application, you can:

» Define aterritory tree that represents the sal es organization.
» Create or import sales leads.

» Convert alead to an opportunity.

» Create sales opportunities.

« Assign alead or opportunity to a sales representative by using the territory tree.
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» Include opportunitiesin sales forecasts.

« Roll up forecastsin the territory tree.

PeopleSoft Enterprise Sales Integrations

PeopleSoft Enterprise Sales integrates with these PeopleSoft applications:

» PeopleSoft Enterprise Order Capture.

» PeopleSoft Enterprise TeleSales.

« PeopleSoft Enterprise Marketing.

« PeopleSoft Enterprise Online Marketing.

» PeopleSoft Enterprise Strategic Account Planning.

» PeopleSoft Enterprise Partner Sales.

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

Supplemental information about third-party application integrations is located on the Oracle website.

PeopleSoft Enterprise Sales Incentive Management

The Incentive Management solution addresses the definitive goals of mature incentive management software,
which are to capture and calculate incentive pay data, to administer compensation information that can be
communicated to incentive plan participants in atimely and accurate manner, and to adjust compensation
information as needed before final payout. This solution supports global incentive management needs
regardless of your organization's size.

Sales Incentive Management is the first product category offering within the Incentive Management solution
and is designed to meet the needs of incentive management for sales organizations. This product category is
built upon the Enterprise Incentive Management (EIM) foundation and consists of the High Tech and
Industrial market template and the Banking and Capital Markets market template.

See PeopleSoft Enterprise Sales Incentive Management 8.9 PeopleBook
See PeopleSoft Enterprise Sales Incentive Management for Banking and Capital Markets 8.9 PeopleBook
See PeopleSoft Enterprise Sales Incentive Management for High Tech and Industrial 8.9 PeopleBook

PeopleSoft Enterprise Sales Implementation

PeopleSoft Setup Manager enables you to generate alist 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.
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PeopleSoft Enterprise Sales also provides component interfaces for |oading data from an existing system into
PeopleSoft Enterprise Sales tables. Use the Excel to Component Interface utility with the component
interfaces to populate the tables.

Thistablelists all of the components that have component interfaces:

Component Component Interface Reference

Industry RSF_INDUSTRY _SCI See PeopleSoft Enterprise CRM 9.1 Business
Object Management PeopleBook, "Defining

RSF_INDUSTRY Control Values for Business Objects," Defining
Industries.
Territory Node RSF_TERRITORY_SCI See Chapter 7, "Creating Territory Trees,"

Creating or Editing Territories, page 104.

RSF_TERRITORY

Sales Users RSF SUSER SCI See Chapter 4, "Setting Up Sales Security and
RSF_SUSER Egrsonahzanon, Setting Up Sales Users, page
Sales Team RSF TEAM_SCI See Chapter 4, "Setting Up Sales Security and
RSE TEAM ;Srsonal ization," Setting Up Sales Teams, page
Account Auto-assignment RSF_ASGN_OPTIONS ClI See Chapter 5, "Setting Up Sales L eads and
Options for Lead and Opportunities," Setting Up Account-Based
Opportunity Assignment Options, page 47.

RSF_ASGN_OPTIONS

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 9.1 Application
Fundamentals PeopleBook with information about where to find the most current version of each.

See Also

Enterprise PeopleTaols 8.50 PeopleBook: PeopleSoft Component Interfaces
Enter prise PeopleTools 8.50 PeopleBook: PeopleSoft Setup Manager
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Chapter 2

Navigating in PeopleSoft Enterprise Sales

This chapter discusses how to navigate in PeopleSoft Enterprise Sales.

Navigating in PeopleSoft Enterprise Sales

PeopleSoft Enterprise Sales provides custom functional area navigation pages that contain groupings of
folders that support a specific business process, task, or user role.

Note. In addition to PeopleSoft Enterprise Sales custom navigation pages, PeopleSoft provides menu
navigation, standard navigation pages, and PeopleSoft Navigator.

See Also

PeopleSoft Enterprise CRM 9.1 Application Fundamental s PeopleBook

Pages Used to Navigate in PeopleSoft Enterprise Sales

This table lists the custom navigation pages that are used to navigate in PeopleSoft Enterprise Sales.

Sales Center

The Sales Center custom navigation pages are geared to the person in your organization who is focused on
performing various sales related activities.

Page Name

Navigation

Usage

Sales Center

Main Menu, Sales Center

Access primary Sales Center menus.

Cdendars, Tasks, Call

Click the Calendars, Tasks, Call

Review and update tasks, events that are recorded on

Sales Center page.

Reports Reports link on the Sales Center | the monthly calendar and call reports. Add or update
page. call reports.
Access the My Calendar, My Tasks, Add Call Report,
and Search Call Reports pages.
Contacts Click the Contacts link on the

View and manage your hot contacts.

Access the My Contacts, Add Person, Search Person,
and My Accounts pages.
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Page Name Navigation Usage
Leads Click the Leadslink on the Sales | Create new leads, find and manage existing leads that
Center page. return based on search criteria.

Accessthe Add Lead and Search Leads pages.

Opportunities Click the Opportunities link on Create new opportunities, find and manage existing
the Sales Center page. opportunities that return based on search criteria. View
forecast pipeline for opportunities.

Access the Add Opportunity, Search Opportunities, and
Review Pipeline pages.

Forecasts Click the Forecasts link on the Adjust and analyze revenue projections from
Sales Center page. alternative perspectives.

Access the Search My Forecasts, Search Rollup
Forecasts, and Lock Forecast pages.

Salesforce Click the Salesforcelink onthe | Adjust and redistribute leads, opportunities, tasks, and
Sales Center page. territories to accommodate changes in your team and
organization.

Access the Reassign Sales Activities, Search
Reassignments, Reorganize Territories, and Search
Reorganizations pages.
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Setting Up Business Units for PeopleSoft

Enterprise Sales

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

up business units for PeopleSoft Enterprise Sales.

Understanding Business Units in PeopleSoft Enterprise Sales

Business units are used across PeopleSoft Enterprise product lines to define an organization for reporting
purposes. Business units in PeopleSoft Enterprise 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 9.1 Application Fundamental s PeopleBook, "Working with Business Units and

TableSet Controls*

Setting Up Business Units for PeopleSoft Enterprise Sales

To set up business units for PeopleSoft Enterprise Sales, use the Sales Definition (RSF_BUS UNIT_TBL)

component.

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

Page Used to Set Up Business Units for PeopleSoft Enterprise Sales

Page Name Definition Name

Navigation

Usage

Sales Definition RSF_BUS UNIT_TBL

Set Up CRM, Business Unit
Related, Sales Definition,
Sales Definition

Create business unit
definitions for PeopleSoft
Enterprise Sales.
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Creating Business Unit Definitions for PeopleSoft Enterprise Sales

10

Access the Sales Definition page (Set Up CRM, Business Unit Related, Sales Definition, Sales Definition).

Sales Definition

Business Unit PSUNV

—

*Status | Open w
*Description [PeopleSoft University
*Short Description |FS Univ
Currency USD &, Us Dollar

Business Unit (Order Capture) OJ

Market Glchal

Task Type v
Tree Name | PeopleSoft University w
Assignment Group | HE SALES w

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

[1Enable business process

Maodified 04/16/2008 1:54PM PDT SAMPLE

Sales Definition page

Status

Default Set ID

Currency

Business Unit (Order
Capture)

Market

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

Select the setID to be associated with the business unit.
After you click the Create BU button, thisfield is no longer available.

Enter the currency to use as the business unit's default currency.

Enter the PeopleSoft Order Capture business unit to use with the PeopleSoft
Enterprise Sales business unit if you have also licensed PeopleSoft Order
Capture. The Order Capture business unit defined here appears by default in the
quotes and orders that are generated when alead or opportunity is converted to a
quote or order.

Note. In addition to entering the 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 set to Global. Y ou cannot change this value.
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Task Type

Tree Name

Create BU (create
business unit)

Assignment Group

Lead Options

Allow Creating Orders
From Lead

Allow Converting L ead
After Order isPlaced

Enable business process

Setting Up Business Units for PeopleSoft Enterprise Sales

Select the type of task to use as the default task for the business unit. When you
create atask in the Lead or Opportunity component, the system uses the default
task type defined here.

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

See Chapter 7, "Creating Territory Trees," page 99.

Click this button to create the PeopleSoft Enterprise Sales business unit.

Select the assignment group to use as the default assignment group for the
business unit. Y ou must click the Create BU button before you can select the
assignment group.

See Chapter 9, "Configuring Assignment Criteria," Creating Assignment Groups,
page 128.

Select to enable usersto create orders from leads that belong to the business unit.
When this check box is deselected, 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 check box to control whether you can use alead
to create an order without converting the lead to an opportunity.

Select to enable usersto convert leads in the business unit to opportunities, even
if an order has been placed. When this check box is deselected, users cannot
convert the business unit's leads to opportunities after an order is placed.

Select to enable use of the Convert Leads or Opportunities automated business
process.

Note. To enable this functionality, an integration of the CRM system with the
Oracle BPEL Process Manager is needed.

See Appendix B, "Sales Delivered Business Processes and Web Services," page
327.

See PeopleSoft Enterprise Customer Relationship Management 9.1 Supplemental
Installation Guide
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Chapter 4

Setting Up Sales Security and
Personalization

This chapter provides an overview of sales users and discusses how to:

»  Set up sales access profiles.
» Setupsaesusers.
» Set up salesteams.

«  Set up functional options.

Understanding Sales Users

In PeopleSoft Enterprise Sales, users include sal es representatives, sales managers, sales product managers,
administrators, technical support staff, other members of the organization, and partners. A salesuser isa
person that existsin the Customer Data Model (CDM) and is associated with a sales user setting, which
includes a sales access profile. Typically asaes user isamember of at least one salesteam and territory. This
diagram illustrates the rel ationship between sales users, access profiles, teams, and territories:
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PeopleSoft
s - . — | Worker
Person
Sales Accass
Profiles Sales User e Teams
Territories

Chapter 4

Definition of sales users and relationship with other sales components (sales access profiles, sales teams

and territories)

To enable an individua to use PeopleSoft Enterprise Sales, create the following objects in the system:

+  Person (business contact or worker).

To create a person in the customer data mode!:

» Navigate to Customers CRM, Add Person and create the individual (such as a partner contact and
consultant who needs access to the sales application) as a person in the business contact role with a

person ID.

The contact flag is set to External for business contacts.

If you use PeopleSoft Enterprise Partner Relationship Management, you can set up partnersin that

application.

See PeopleSoft Enterprise Partner Relationship Management 9.1 PeopleBook, " PeopleSoft Partner

Relationship Management 9.1 Preface.”

» Navigate to Workforce, Add Worker and create the individual (such as employee who needs access to

the sales application) as a person in the worker role with a person ID and an employee ID.

The contact flag is set to Internal for workers.

»  PeopleSoft user profiles.

After defining the person, associate the person with a user profile (user ID), which you set up in

PeopleTools, or from the Person or Worker component.

A person can be associated with multiple user profiles.

See Enterprise PeopleTools 8.50 PeopleBook: Security Administration
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Setting Up Sales Security and Personalization

Sales access profiles.

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 rolesin the organization. Y ou can assign one or more
sales access profilesto each sales user.

For example, you might create an access profile of Sales Manager and enable sales users with that access
profile to adjust forecasts and to view and update calendars for al 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 allocations. If you associate both Sales Manager and Sales Administrator
with a sales user, that user has the combined privileges of both access profiles.

Sales user.

Create a sales user definition for the person by person ID using the Sales Users (RSF_SUSER)
component. The sales user definition specifies the default values used by the sales user and the data that
the sales user can see.

See Chapter 4, "Setting Up Sales Security and Personalization," Setting Up Sales Users, page 19.

Teams.

A sales user can be associated with different types of teams:

» Salesteams are groups of sales users who work together to sell products or services.
Y ou can associate an entire sales team with a particular lead or opportunity.

» Account teams are groups of sales users who are responsible for sales and service to specific customer
accounts.

A sales user is also assigned to aterritory team, which is the group of sales users who are assigned to a
territory.

« Territory teams are groups of sales users who are assigned to the same territory on the territory tree.

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.

Territories.

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

Use dataset rules to restrict visibility into territory trees. To create a dataset rule against aterritory tree, use
views that show aflattened tree: RSF_ ACC_MGR_VW to see all the people on the territory tree below a
specific manager and RSF_ ACC_SUSER to see the territories below a specific territory.

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved. 15



Setting Up Sales Security and Personalization Chapter 4

Most of the data security in the Sales application is driven by the person ID and where the sales user is
located in the territory tree. Person ID is associated with user ID. This enables View as Owner rules where
every sales representative can see the leads and opportunities they own. %PersoniD is set dynamically, based
on the user who is signed in, as follows: SELECT PERSON_ID FROM PSOPRALIAS WHERE OPRID =
%UserID AND OPRALIASTY PE ="'PER'. You can enable View as Manager on one of the flattened tree
views mentioned above to permit a manager to see all leads and opportunities that are owned by the
employees who report to the manager.

Y ou can initiate a search for sales users from a business process.
See Also

PeopleSoft Enterprise CRM 9.1 Application Fundamentals PeopleBook, " Setting Up Security and User
Preferences," Understanding PeopleSoft Enterprise CRM Security

Chapter 23, "Working with Customer Accounts," Creating Account Plans, page 321

Chapter 4, "Setting Up Sales Security and Personalization," Page Used to Set Up Sales Teams, page 29

Chapter 7, "Creating Territory Trees," page 99

Appendix B, "Sales Delivered Business Processes and Web Services," page 327

PeopleSoft Enterprise CRM 9.1 PeopleBook: Enterprise Components

Setting Up Sales Access Profiles

To set up sales access profiles, use the Sales Access Profile (RSF_ACC_PROFILE) component.

This section discusses how to set up sales access profiles.

Page Used to Set Up Sales Access Profiles

Page Name Definition Name Navigation Usage

Sales Access Profile RSF_ACC_PROFILE Set Up CRM, Product Set up sales access profiles
Related, Sales, Security and | by creating profile roles and
Personalization, Sales assigning functional user
Access Profiles, Sales privilegesto them.
Access Profile

Setting Up Sales Access Profiles

Access the Sales Access Profile page (Set Up CRM, Product Related, Sales, Security and Personalization,
Sales Access Profiles, Sales Access Profile).
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Sales Access Profile

Profile SALESADMIN

*Description |SE|IE5 Application Admin

*Status | Active L |

Manually Reassign Leads
Lead Import - Can override Duplicate check

Opportunity
Manually Reassign Opps

[¥] view & Edit Revenue Allocation
[¥] view & Edit Shadow Allocation

Territory Management

Submit Reassignment
[¥] Submit Reorganization

Modified 04/29/2004 9:26AM PDT mjh

[] edit Staff Forecast Data
[]Edit Own Forecast Data

Ol Adjust Forecasts

[v] Auto Forecast All Staff

[¥] Auto Forecast Own Staff

[¥] view Unsubmitted Forecasts

e ———— 4 ——

Sales Access Profile page

Create a sales access profile and select the access controls for users associated with that profile.

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

supplement to meet your business needs:
» Channel Reseller Rep.

« Financia Controller.

» Inside Sales Rep.

« SalesLead Quadlifier.

» Product Manager.

» SaesApplication Admin.

« Sales Executive.

« Sales Manager w/Auto Forecast.
« SadesManager - Limit Forecast.
» SalesUser - Fidd Rep.

» Telemarketing Partner.
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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

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

See Chapter 13, "Assigning a Lead or Opportunity,” Reassigning a Sales
Representative's L eads, Opportunities, and Accounts, page 208.

Select to enable the user to override data when Dedup check boxes are selected
on the Lead Import Template page. This permits the user to import data even if it
isaduplicate.

See Chapter 12, "Importing Sales | eads," page 183.

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

If this check box is deselected, all assignment-related fields on an opportunity
(Territory,Region, Sales Team, and so forth) are unavailable to this user.

See Chapter 13, "Assigning a Lead or Opportunity," Reassigning a Sales
Representative's L eads, Opportunities, and Accounts, page 208.

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
alocate opportunity revenue for revenue forecasting.

See Chapter 20, "Including Opportunities in Forecasts and Closing
Opportunities," Specifying Revenue Percentages for Forecasting, page 281.

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 allocation are used to allocate opportunity
revenue for shadow forecasting.

See Chapter 20, "Including Opportunities in Forecasts and Closing
Opportunities,” Specifying Revenue Percentages for Forecasting, page 281.

Select to enable the user to modify the system's automated reassignment of |eads
or opportunities during the tree reorganization process.

See Chapter 8, "Reorganizing or Deleting a Territory Tree," Reorganizing a
Territory Tree, page 111.
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Submit Reorganization

Forecast

Edit Staff Forecast Data

Edit Own Forecast Data

Adjust Forecasts

Auto Forecast All Staff

Auto Forecast Own Staff Select to enable the user to autogenerate forecasts at any time for the user and all

View Unsubmitted
Forecasts

Setting Up Sales Security and Personalization

Select to enabl e the user to reorganize territories and people on any of the
organization's territory trees.

See Chapter 8, "Reorganizing or Deleting a Territory Tree," Reorganizing a
Territory Tree, page 111.

Select to enable the user to edit forecast datafor all staff that are visible to the
user on any of the organization's territory trees.

See Chapter 22, "Using Forecasts,” Managing Forecasts, page 302.

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

See Chapter 22, "Using Forecasts," Adding and Adjusting Forecasts, page 296.

Select to enable the user to add rows to adjust aforecast. Adjustment activity
remainsvisible.

See Chapter 22, "Using Forecasts,” Adding and Adjusting Forecasts, page 296.

Select to enable the user to autogenerate forecasts at any time for all staff.

See Chapter 22, "Using Forecasts," Generating Forecasts Automatically, page
301.

persons who fall below the viewer on atree.

See Chapter 22, "Using Forecasts," Generating Forecasts Automatically, page
301.

Select to enable the user to view forecasts that have been saved but not submitted

for all staff that are visible to the user.

Setting Up Sales Users

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

This section discusses how to:

o Create asdes user.

» Defineasaesuser'svisihility.

» Define asales user's pipeline targets.

» Define asales user's revenue quotas.
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» Define asales user's product unit quotas.

Chapter 4

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

See Enterprise PeopleTools 8.50 PeopleBook: Security Administration

See PeopleSoft Enterprise CRM 9.1 Business Object Management PeopleBook, "Defining Person Business

Objects," Defining Information for Business Contacts.

Pages Used to Set Up Sales Users

Page Name

Definition Name

Navigation

Usage

Sales User

RSF_SUSER1

Set Up CRM, Product
Related, Sales, Security and
Personalization, Sales
Users, Sales User

Create a sales user by
defining defaults and
associating sales and
account access profiles with
the user.

Sales Access Details

RSF_SUSER ACC_SEC

Click the Sales Access
Detailslink on the Sales
User page.

View details of the selected
sales access profile to
determine whether it isthe
appropriate profile to
assign.

Person (Business Contact)
Worker

RD_PRSN_PRIMARY

¢ Click the Address,
Phone, Email Details
link on the Sales User

page.

¢ Customers CRM,
Search Person, Person
(Business Contact)

*  Workforce, Search
Worker, Worker

Enter an employee's worker
data, including address,
phone, and email
information.

Visibility RSF_SUSER2 Set Up CRM, Product Define asales user's
Related, Sales, Security and | visibility by identifying
Personalization, Sales territoriesto which an
Users, Visibility individual has access.

Pipeline Targets RSF_SUSER_QS Set Up CRM, Product Define asales user's

Related, Sales, Security and
Personalization, Sales
Users, Pipeline Targets

pipeline targets.

Revenue Quota

RSF_SUSER QR

Set Up CRM, Product
Related, Sales, Security and
Personalization, Sales
Users, Revenue Quota

Define a sales user's quotas
including both revenue and
shadow.
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Page Name Definition Name Navigation Usage

Unit Quota RSF_SUSER_QU Set Up CRM, Product Define a sales user's product

Related, Sales, Security and | unit quotas.
Personalization, Sales
Users, Unit Quota

Creating a Sales User

Access the Sales User page (Set Up CRM, Product Related, Sales, Security and Personalization, Sales Users,
Sales User).

" Visibility | Pipeline Targets || Revenue Quota | Unit Quata |

Person ID 100957

Sales User Gomez,Carol

w Sales User Details

User Typel Field Sales Rep Vl

Comments @

Empl ID KU0D144

User ID CGOMEZ

Address, Phone, Email Details

w Sales User Defaults

Business Unitlmoq, Market Global
Company NamelGBI Inc. @, Tree Name Im@
Task Typel Appointment vl Assignment Grnupl SALES vl
Currencyl Us Dollar v|

Sales User page (1 of 2)
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Business unit’m% Market Global
Company Name GBI Inc. @, Tree Name |COMO1_WORLD @
Task Type| Appointment w | Assignment Gruupl SALES W |
Currency| USs Dollar vl
| Sales User - Field Rep Vl I£| I:—I

Sales Access Details

Default Shadow Percent |100.0C

Default Shadow Amuuntl

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

Sales User page (2 of 2)

Person ID Displays the person ID of the sales user.

See PeopleSoft Enterprise CRM 9.1 Business Object Management PeopleBook,
"Defining Person Business Objects," Defining Information for Business
Contacts.

Sales User Detalils

User Type 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 SQupport, and Telesales Rep.

Sales user types are tranglate values.

EmplID (employee ID)  Displaysthe employee ID from the Worker page, if the individual is an
employee.

User ID Displays the user ID with which the individual is associated in PeopleTools.

Address, Phone, Email  Click to access the Worker page, where you can view an individual's persona
Details and employee contact data.

See PeopleSoft Enterprise CRM 9.1 Business Object Management PeopleBook,
"Defining Workers."

Sales User Defaults

If asales user is associated with multiple values for items in this section, the system displays the default value
that you specify here and provides a drop-down list box (or asimilar page control) with the sales user's other
values.
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Business Unit

Company Name

Task Type
Currency

Market

Tree Name

Assignment Group

Sales Access Profiles

Profile

Sales Access Details

Shadow Information

Default Shadow Per cent
and Default Shadow
Amount

Setting Up Sales Security and Personalization

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, and it isarequired field for sales users who are in the active
status.

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

Select the type of task with which the sales user is most often associated.
Select the currency in which to express revenues for the sales user.

By default, thisfield is set to Global for all sales users. Y ou cannot change this
value.

Displays the tree that is associated with the selected business unit in the business
unit definition. If the business unit does not have a specified tree, no default
valueis populated in thisfield.

Select the assignment group to use for the sales user.

The values that are available in thisfield are assignment groups that were defined
for the setl D with which the selected business unit associates.

See Chapter 9, "Configuring Assignment Criteria," Creating Assignment Groups,
page 128.

Select a sales access profile 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 4, "Setting Up Sales Security and Personalization,” Setting Up Sales
Access Profiles, page 16.

Click to access the Sales Access Details page.

Enter the percentage or amount to use as the allocation for the sales user. For
example, suppose that an agreement specifies that the sales user earns a
minimum 2 percent on all revenues that the user generates. In that case, you
would enter 2 in the Default Shadow Percent field. If the agreement specifies that
the sales user earns a minimum of 100.00 USD for each opportunity, then enter
100 in the Default Shadow Amount field.

Managers can override the default percentage or amount at the transaction level.
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See Also

Chapter 21, "Understanding Sales Forecasts," page 289

Defining a Sales User's Visibility
Access the Visibility page (Set Up CRM, Product Related, Sales, Security and Personalization, Sales Users,

Visibility).
Sales User Pipeline Targets Revenue Quota Unit Quota
Person ID 100957
Sales User Gomez,Carol
Date 08/31/2009
= 3
*Tree Name *Territory Territory Detail Sales Rep Primary
1/ COMO1_WORLD Central States - Narth Territory Detail ﬂ
2 WORLD TELO1 - Pacific Region Territory Dretail [+]
Run Sales Access Update

Visibility page

Tree Name and Displays the trees and territories to which the sales user has access and on which

Territory the sales user is aterritory team member. Click the button with the plus sign to
insert arow and add another tree or territory. Y ou can click the button with the
minus sign to delete the row before you save the page. After you save the page,
the button with the minus sign is no longer available.

Territory Detail Click to access the Territory Definitions page, where you can view information
about the territory and click the button with the minus sign 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.

Sales Rep (sales Indicates that the sales user is a sales representative (as opposed to a partner,

representative) worker, or other position) and is available for territory assignment.

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

Run Sales Access Click to access the Sales Access Update page, where you can update sales users

Update 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.
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Defining a Sales User's Pipeline Targets

Access the Pipeline Targets page (Set Up CRM, Product Related, Sales, Security and Personalization, Sales
Users, Pipeline Targets).

Sales User Visibility | Revenue Quota Unit Quota
Person ID 100957
Sales User Gomez,Carol
*Segment Quota Type | Rollup Quota W
Currency | US Dollar W
(Bl
Pipeline Segment Opportunity Count Amount Currency
REFER 3 US Dollar =]
CONTACT 24 1,800,000.00, |US Dollar j
QUALIFY 16 1,200,000.00, |US Dollar j
DEVELCP 14 1,050,000.00/ |US Dollar E
NEGOTIATE 10 750,000.00/ |US Dollar =l
RETAIN 6 450,000.00/ |US Dollar E
Modified 11/07/2002 12:23FM FST SAMFLE

Pipeline Targets page

Pipelines compare real-time activities to the activity that is required to meet aquota. A pipeline includes
segments that correlate to stepsin your organization's sales process. |n the example, the pipeline segments
correlate to the steps in the PeopleSoft Knowledge-Enabled Sales (KES) process: 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 quota to use for the sales user's pipeline segments. Values are:

Manager Quota: The manager's own quota.

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

Quotainformation is used in pipeline aswell asin forecasting.

Currency Displays the currency that you specified on the Sales User page. Y ou can specify
adifferent currency in which to express pipeline amounts.

Pipeline Segment Displays the pipeline segments that correlate to your sales process.
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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. A segment can have an opportunity
count, a monetary amount, or both.

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. Typically, you do not use a monetary amount for this segment.
However, for the Negotiate step, you might require an opportunity count of 10 or
amonetary amount of 50,000 (to indicate $50,000) to meet quota for this step.

Defining a Sales User's Revenue Quotas

26

Access the Revenue Quota page (Set Up CRM, Product Related, Sales, Security and Personalization, Sales
Users, Revenue Quota).

Sales User || Visibility || Pipeline Targets Unit Quota

Person ID 100957

Sales User Gomez,Carcl

*Revenue Quota Typel Rollup Quota vl
Time Frame 2002 Fiscal Year - Quar “Summary | Rollup Summary [+][=]
Type
Category | FEVENuE Forecast Begin Date 01/01/2002
*Currency US Dollar 5 End Date 12/31/2002

Detail By
Period End Date Quota Amount  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

First 4 1-4 of 4 |} Last

Period Begin Date End Date Quota Amount

2002 Q1 01,/01/2002 03/31/2002 | 450,000.000 |£| |:-|
2002 Q2 04/01/2002 06/30/2002 | 450,000.000 |£| |:-|
2002 Q3 07/01/2002 09/30/2002 | 450,000.000 |£| |:-|
2002 Q4 10/01/2002 12/31/2002 | 450,000.000 |£| |:-|
Modified 11/07/2002 12:23FM PST SAMFLE

Revenue Quota page

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

TimeFrame

Category

Detail By

Setting Up Sales Security and Personalization

Select the type of quotato use for the sales user's revenue quota. Vaues are:
Manager Quota: The manager's own quota.

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

Quotainformation is used in pipeline aswell asin forecasting.
Select the time frame in which the sales user must meet the revenue quota.

Select the forecast category, either Revenue Forecast or Shadow Forecast, for
calculating the quota.

Displays the criteria used to define the quotas, 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 can enter the quotas by time
frame period and revenue type.

Defining a Sales User's Unit Quotas

Access the Unit Quota page (Set Up CRM, Product Related, Sales, Security and Personalization, Sales Users,

Unit Quota).

Time Frame

Sales User Wisibility Pipeline Targets Revenue Cluota

Person ID 100957
Sales User Gomez,Carol

*Unit Quota Type | Rollup Quota v

Begin Date 01/01/2002

End Date 12/31/2002

Period Begin Date End Date e SetID Product ID Quota

Measure
2002 15 01/01/2002 06/30/2002 Each | COMoL |1 150.0000
2002 15t 01/01/2002 06/30/2002 Each | COMO1 |TEL200001 200.0000
200220d | 47/01/2002 12/31/2002 Each | COMO1 |1 150.0000
20022 07/01/2002 12/31/2002 Each | COMO1 | TEL200001 200.0000

Unit Quota page (1 of 2)
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] 4 ]

Period Begin Date End Date ::I,II::;L SetID *Description Quota
2002 Q1 01/01/2002 |03/31/2002 || Each |» CCMD]OJ ABC DSL Service Plan OJ 75.0000 ﬂ j
2002 Q1 01/01/2002 |03/31/2002 ||Each || [coMoi@, |[Digital Wireless Package Q@ 100.0000/ [#]|[=]
2002 Q2 04/01/2002 |06/30/2002 ||Each |v| [comoi@, |[aBC DSL Service Plan @, 7s.0000|| [*] | [=]
2002 Q2 04/01/2002 |06/30/2002 ||Each || |[comMoi@, |[Digital wireless Package i 100.0000|| [+] | [=]
2002 Q3 07/01/2002 09/30/2002 || Each |+ CCMD]OJ ABC DSL Service Plan OJ 75.0000 ﬂ j
2002 Q3 07/01/2002 |09/30/2002 ||Each || [coMoi@, |[Digital Wireless Package Q@ 100.0000/ [#]|[=]
2002 Q4 10/01/2002 |12/31/2002 || Each |« CCMD]OJ ABC DSL Service Plan OJ 75.0000 ﬂ j
2002 Q4 10/01/2002 |12/31/2002 ||Each || [comoi@, |[Digital wireless Package i 100.0000|| [+] | [=]
Modified 11/07/2002 12:23PM P5T SAMPLE

Unit Quota page (2 of 2)

Unit quotas specify how many products the sales user must sell.

Unit Quota Type Select the type of quotato use for the sales user's unit quota. Values are:

Manager Quota: The manager's own quota.

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

Quotainformation is used in pipeline aswell asin forecasting.

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

Setting Up Sales Teams

To set up salesteams, use the Sales Team (RSF_TEAM) and Account Team Options components.

This section provides an overview of team types and discusses how to set up sales teams.

Understanding Team Types

28

In PeopleSoft Enterprise Sales, there are four types of teams. sales teams, territory teams, account teams, and
lead or opportunity teams:

» The salesteam, 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 awhole team or individually.

» Theterritory team isthe 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.
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» Thelead or opportunity team is assigned to a specific lead or opportunity.

This team 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 Definition Name Navigation Usage

Sales Team RSF_TEAM Set Up CRM, Product Set up sales teams.
Related, Sales, Security and
Personalization, Sales Team

Setting Up Sales Teams

Access the Sales Team page (Set Up CRM, Product Related, Sales, Security and Personalization, Sales
Team).

Sales Team

*Sales Team ID |[AFFL-WESTERM *Status | Active b
*Description |&ppliance Sales - West Region
Motifications
Group Worklist OJ

Name
Email Address [crm_user_42@ap6023fems.us.oracle.cor

By 4 2]

Sales User Name Team Role Sales User Type Status B e taR i

Percent Amount
Murphy, Terry @ Team Leader “ | Field Sales Rep Active 100.00 [+] | [=]
Emman,Henry @, || sales Rep “ | Field Sales Rep Active 100.00 (+] | [=]
Lee,Burt e Manager | Sales Manager Active ﬂ ﬂ
Reilly, Zack @ Technical “ | Field Sales Rep Active 10.00 (+] | [=]
Modified 06/25/2008 9:19FM PDT SAMELE

Sales Team page

On the Sales Team page, you can select existing sales teams and sales team members to assign sales usersto
the lead or opportunity. After you add a sales team here, you can remove individuals from the lead or
opportunity without removing them from the sales team.

Sales Team ID Enter an ID for the sales team. This ID should be unique and easily recognizable.
Often, it is useful to include the name of the team manager and the business unit.
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Notifications

Group Worklist Name  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.

Email Address Enter the email address to which email messages for the team are sent.

Team Members

Sales User Name and Enter the name of the sales user to assign to the sales team. When you do so, the

Sales User Type system displays the type of sales user from the individual's Sales User page.
See Chapter 4, "Setting Up Sales Security and Personalization,” Creating a Sales
User, page 21.

Team Role Select the individual's role on the sales team. Values include Consultant, Legal,

Manager, and Field Rep.

See Chapter 4, "Setting Up Sales Security and Personalization,” Creating a Sales
User, page 21.

Default Shadow Percent Displaysthe individual's default shadow percentage and default shadow amount

and Default Shadow from the Sales User page.

Amount See Chapter 4, "Setting Up Sales Security and Personalization," Creating a Sales
User, page 21.

Setting Up Functional Options

30

PeopleSoft Enterprise Sales uses the PeopleSoft CRM application security framework to control functional
access to particular fields, 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. Y ou associate a functional option group with amembership list that contains a
list of PeopleToolsroles. This creates a security profile. Unlike sales access profiles, functional option groups
are associated with one or more PeopleTools roles. Sales access profiles are assigned to individual people.

Y ou can set up functional options, functional option groups, membership lists, and security profilesin
PeopleSoft CRM application security.

See PeopleSoft Enterprise CRM 9.1 Application Fundamental s PeopleBook, " Setting Up Security and User
Preferences,” Defining Application Security.

Some of the functional options for PeopleSoft Enterprise Sales are linked to fields or sectionsin the Lead and
Opportunity components. Display templates determine how the system displays the fields and sections.

See PeopleSoft Enterprise CRM 9.1 Automation and Configuration Tools PeopleBook, "Configuring Display
Templates," Configuring Display Templates for Components.
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Thistable lists the functional options available for PeopleSoft Enterprise Sales:

Functional Option Default and Revoked Settings

CORE_RSF_ADVANCED Default setting: When the user enters alead or opportunity, the system shows all the
fields, sections, and tabs that are marked as controlled by display template security.

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

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

See Chapter 5, "Setting Up Sales L eads and Opportunities,” Setting Up Display
Templates for | eads and Opportunities, page 83.

CORE_RSF AUTO_ASSIG | Default setting: When the user saves alead or opportunity, the system does not
N_OFF automatically assign a sales representative to the lead or opportunity.

Revoked setting: When the user saves alead or opportunity, the system automatically
assigns a sales representative to the lead or opportunity by using assignment criteria.

CORE_RSF DEFAULT_OW | Default setting: When a user creates anew lead or opportunity, the system adds the
NER user who creates the lead or opportunity to the Sales Team Member section as the
primary sales representative.

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

CORE_RSF FCAST ROLL | Default setting: The default value for the Forecast View field on the Forecast pagein
upP the Search Forecasts component is Manager Review. Thisisthe view that sales
managers use to roll up and analyze forecasts.

Revoked setting: The default value for the field is Subtotals. This reduces load time
and may be preferable for second-level and higher-level managers.

See Chapter 22, "Using Forecasts," Managing Forecasts, page 302.

CORE_RSF _FCAST_SIMPL | Default setting: The user has access to all views on the Forecast page in the Search
E Forecasts component.

Revoked setting: The user has access to only the following views on the Forecast page
in the Search Forecasts component: Combined Forecasts, Manager Review, and
Subtotals.

CORE_RSF_SEARCH_PRO | Default setting: The system displays the product group search option in the Lead and
DUCT_GROUP 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 displays the site field and search on the Discover page of
the Lead and Opportunity components.

Revoked setting: The system does not display the site field and search on the Discover
page of the Lead and Opportunity components.
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Functional Option Default and Revoked Settings

CORE_RSF_ SUMMARY Default setting: The system displays the summary page in the 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 account-based assignment options.

Set up lead regject 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 fallout reasons.

Set up pipeline segments.

Set up templates for importing leads.

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

Set up task group templates for leads and opportunities.

Setting Up a Sales Process

To set up asales process, use the Sales Process (RSF_SALES MODEL) component.

This section provides an overview of the sales process and discusses how to:

Define aprocess.

Clone aprocess.
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Understanding the Sales Process

34

Sales efforts typically follow a defined series of stages and tasks. PeopleSoft Enterprise Sales provides the
Knowledge Enabled Sales (KES) process, a ready-to-use proprietary sales process that enables you to identify
the stages and tasks that an organization's sales process requires. The KES process can also help sales
representatives learn how to perform tasks using the organization's best practices.

The KES process includes several stages. Each stage is associated with an opportunity pipeline segment, and
every stage includes one or more tasks. Y ou can use the KES process that is provided or you can define sales
stages and tasks based on your organization's preferred sales model.

Note that 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. Y ou can relate
all the various stages to common pipeline segments to ensure that you analyze pipeline information correctly.

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

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

Stage Weight Purpose Task
Discov 10 Identify and review Compl ete these tasks during the Discover stage:
er knowledge about the

customer, industry, and Review lead information.

competitors before making
theinitial salescall in the

Qualify stage.

Review opportunity information.
Review customer information.
Review customer contacts.
Review industry briefing.

Review customer briefing.

N o g wDd P

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

8. Review competitor briefing.

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved.



Chapter 5 Setting Up Sales Leads and Opportunities
Stage Weight Purpose Task
Qualify | 20 «  Align the customer's Complete these tasks during the Qualify stage:
buying processwiththe | 1 pianiniti |
sales process based on . Planinitial salescall.
information obtained 2. Conduct initial sales call.
during the initial sales
cal. 3. Update opportunity information.
* Identify thecustomer's [ 4. Update customer information.
needs.
5. Assemble customer's buying team.
¢ ldentify the decision
makers, influences, and 6. Assemble salesteam.
competitive landscape.

7. Follow up oninitial salescall.

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
move the opportunity to the Develop Solution stage.

Develo 20 Defi_ne aset of products or Complete these tasks during the Develop Solution stage:
- services to meet the 1. Define solution
Solutio customer's needs and ' .
n preferences, and obtain a . .
quote for these products or 2. Configure and quote solution.
SEIVICES. 3. Review solution with sales team.

4. Review solution with customer.

5. Finalize solution based on feedback from sales team and
customer.

Develo 20 Cr_eate acomprehensive Compl ete these tasks during the Develop Proposal stage:
P written proposd that 1. Update opportunity information
Propos identifies how the proposed - UP PP y :
a solution addresses the .
customer's needs. The 2. Generate proposal based on the quoted solution.
proposal includes the quote : .
itself, product descriptions, 3. Redefine proposal, if necessary.
support policies, and legal 4. Review proposa with sales team.
mformqtlon such as
warranties. 5. Refine and finalize proposal based on feedback from
sales team.

6. Submit written proposal to customer and update the

status.
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the customer relationship

Stage Weight Purpose Task
Negotia | 20 Discuss the written Complete these tasks during the Negotiate and Close stage:
teand proposal with the customer . - o . :
Close and negotiate terms and 1. Review negotiation strategies in preparation for meeting
conditions to win the with the customer.
business. 2. Conduct negotiation meeting to win the business.
3. Complete legal contracts.
4. Summarize the opportunity outcome, update the status,
and identify why the opportunity was won or lost.
Retain 10 Prepare a plan to manage Complete these tasks during the Retain stage:

after closing the 1. Update solution based on opportunity outcome.
opportunity. 2. Update customer information, including new contacts
for implementation and ongoing customer relationship.
3. Preparerelationship plan.
4. Conduct relationship meeting to discuss relationship
plan.
Pages Used to Set Up a Sales Process
Page Name Definition Name Navigation Usage
Sales Process RSF_SALES MODEL Set Up CRM, Product Review the KES stages and

Related, Sales, Lead and
Opportunity, Sales Process,
Sales Process

tasks that make up the sales
process delivered with the
PeopleSoft system. Define
other stages or tasks as
necessary.

Clone Sales Process

RSF_SLSPRCS_CLONE

Click the Clone button on
the Sales Process page.

Copy an existing sales
process to use as the basis
for anew process.

Defining a Process

Access the Sales Process page (Set Up CRM, Product Related, Sales, Lead and Opportunity, Sales Process,
Sales Process).

36
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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 PSUNV
Name |HE Recruitment Process *Statusl Active v|
*Close % | Stage Weight % b |m.| |W|
Method e —
w Sales Stages
Stage # 1 *Sales Stage| DISCOVER |
Namelji'-:::"-"e' | "."-."n»tatus.|’D"::ti"lrE vl
Pipelinel vl Weight % 12
Segment
rv Tasks Customize | Find | = | wE  Firse K
Tazk Detailz
Task #  Sales Task Description #Status
[ 1 |CUSTOMER INFORMATION Review Customer Information
[ 2 |CUSTOMER CONTACTS Review Customer Contacts
[ 3 INDUSTRY BRIEFING Review Industry Briefings
[ 4| CUSTOMER BRIEFING Review Customer Briefing
[ 5| |cusTOMER RESEARCH Perform Customer Research
[ 6 |COMPETITOR INFORMATION Review Competitor Information
Modified 06/05/2008 3:14PM PDT SAMPLE
Sales Process page
Mode and Name Displays PSFT (KES) and Knowledge Enabled Sales as the default valuesif you

use the KES process. If you use a different sales process, the process and name
appear. Y ou can edit the name on this page.

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved. 37



Setting Up Sales Leads and Opportunities

Close % Method (close
percentage method)

Hide Tasks and Show
Tasks

Clone

Sales Stages

Stage # (stage number)
and Sales Stage

Pipeline Segment

38

Chapter 5

Select amethod for evaluating the progress of opportunities; 100 percent equals
closed or completed. Vaues are:

« Stage Weight %: Expresses progress as a percentage of the weighted stages
that are completed.

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

« Sagelevel: Expresses 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 percent of the sales model.

« Task Type: Expresses progress as a simple percentage of tasks compl eted.

For example, suppose that your sales model consists of eight tasks. When you
complete the first six tasks, the system cal culates that you have completed 75
percent of the sales model.

» Not Used: No methods are used to evaluate the progress of opportunities.

Click to hide or display tasks. If you use tasks associated with your sales process,
display them. Otherwise, hide the 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. Y ou 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. Y ou can override the
sequence numbersto reorder the stages.

Identify the pipeline segment to associate with the stage.

In the KES process, pipeline segments include Contact, Develop, Negotiate,
Qualify, and Retain. Y ou 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 4, "Setting Up Sales Security and Personalization," Defining a Sales
User's Pipeline Targets, page 25.
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Weight % (weight Enter the weight percentage that represents that stage's portion of the sales
percentage) model.

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

Tasks

Task # (task number) and Displays the sequence number and name of the discrete activity that runs as part
Sales Task of asales stage.

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

Cloning a Process

Access the Clone Sales Process page (click the Clone button on the Sales Process page).

Clone Sales Process

“5etID QJ

*Sales Model Name PSFT (KES)

| Clone Stages

[¥| Clone Tasks

Ok Cancel

Clone Sales Process page

Y ou can copy (or clone) an existing process with its stages and tasks and then make agdjustments to creste a
New Process.

Setting Up Component Field Default Values

This section provides an overview of field default values for leads and opportunities and discusses how to set
up default values for component fields.
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Understanding Field Default Values for Leads and Opportunities

When asales user creates alead or opportunity, the lead or opportunity description isarequired field. The
user can enter a description to identify the lead or opportunity. However, if the 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 Enterprise 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 popul ates the lead and
opportunity descriptions 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

Definition Name

Navigation

Usage

Component Field Default

RB_COMP_FLD_DFLT

Set Up CRM, Common
Definitions, Component
Configuration, Component

Set up default valuesto
populate required fields if
users do not enter valuesin

Field Default, Component | them.

Field Default

Setting Up Default Values for Component Fields

40

Access the Component Field Default page (Set Up CRM, Common Definitions, Component Configuration,
Component Field Default, Component Field Default).

Component Field Default

Component Name RSF_OPPORTUNITY

i Mone
Field Name OPPORTUNITY_NAME

Same as Field Length

Market Global Field Length 50

Return Blank When All Fields Are Blank

Description EL As Specified
Max Length
By 3
Type .?Eitic FEE::IFS Rowset Record Field Name Test Value
Field wvalue 0 RSF_OPPORTUNITY RSF_OPP_WRKDZ BO_MNAME

Modify System Data

This object is maintained by PeopleSoft.

Component Field Default page
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Select RS-_LEAD ENTRY and DESCRS0 for the component name and field name, respectively, to modify
the settings for the lead description. Select RS- 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.

Return Blank When All
Fields Are Blank

Max Length (maximum
length)

Type

Occurslevel
Rowset

Record

Field Name

Test Value

Test

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

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

Values are Field Value,Blank Space, and Satic Text. If you select Field Value,
you must enter the rowset, record, and field name.

Enter the level at which thefield islocated.
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 valuein 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
appearsto the right of the button. If you have multiple rows, the system
concatenates the values from the rows.

Setting Up Lead Ratings

To set up lead ratings, use the Lead Ratings (RSF_LEAD_RATING) and Lead Rating by Rate Set Value
(RT_RS TO LEAD_RATE) components.

This section provides an overview of ratings and rating rules and discusses how to:

» Define lead ratings and set workflow triggers.

e Set up lead rating rules.

» Build conditions for rating rules.

« Choose conditions to evaluate.

e Map survey valuesto lead ratings.
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Understanding Ratings and Rating Rules

L ead ratings assess the probability that a customer will buy and are usually represented by aterm that
describes temperature, such as Hot,Warm, or Cold. For leads generated through the TeleSales application,
scripted questions and answers provide the information that is used to provide lead ratings. Lead ratings apply
to asetID.

For leads that are automatically generated from marketing campaigns, you can automatically generate an
initial lead rating from the information gathered by marketing: customer name, potential revenue, geographic
region, and so forth. Y ou select relevant information and set up rules that automatically evaluate leads that are
generated from marketing campaigns. Rating rules, like ratings, are unique for a setlD and are built using the

Active Analytics Framework (AAF) in the context of |lead management.

See Also

PeopleSoft Enterprise CRM 9.1 Automation and Configuration Tools PeopleBook, "Working with Active
Analytics Framework," Understanding AAF

Pages Used to Set Up Lead Ratings

Page Name

Definition Name

Navigation

Usage

Lead Ratings

RSF_LEAD_RATING

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

Defineratings, also called
temperatures, that identify
the potential of alead for
becoming a sale, and set
parameters for triggering
workflow. The system
sends notifications when a
lead or opportunity is not
accepted or rejected within
a specified time period.
Lead ratings are keyed by
setID.

Rating Rules

RSF_RATING_RULES

Set Up CRM, Product
Related, Sales, Lead and
Opportunity, Lead Ratings,
Rating Rules

Set up the conditions for
assigning arating to alead.
Lead rating rules are
associated to a setlD.

Lead Rating Rules - Edit

RSF_CND_BLD_PG

Click the Add Rule button

Build rating rules.

on the Lead Rating Rules -
Edit Rules page.

Rules or the button on the
Rating Rules page.
Edit Condition RSF_SALE_TERM_PG Click the Select Term link | Choose a condition to

evaluatein therating rule.

42
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Page Name Definition Name Navigation Usage
Rate Set Vaueto Lead RT_RS TO_LEAD_RATE Set Up CRM, Product Map branch script rate-set
Rating Related, Sales, Lead and values to lead ratings.

Opportunity, Lead Rating
by Rate Set Vaue, Rate Set
Valueto Lead Rating

Defining Lead Ratings and Setting Workflow Triggers

Access the Lead Ratings page (Set Up CRM, Product Related, Sales, Lead and Opportunity, Lead Ratings,

Lead Ratings).
Rating Rules
Lead Rating
SetID PsSUNV Descr PeopleSoft University
B 2
;I::iandg *Description  *Status Last Madified Iﬂ_:rstMaintained Nuti?i?::?:iun? Max Time  Unit of Time
01 Cold active || J5I412008  saup e O Day(s) [+]|[=]
02 Warm Active v Efé;;ﬁme SAMPLE m Day(s) [#] | [=]
a3 Hot Active  |w ?'_Dé;M?DDB SAMPLE Fi Day(s) » ﬂ j

This object was added and is maintained by the customer.

Lead Ratings page

Send Notification

Max Time (maximum
time) and Unit of Time

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

alowable time.

Specify the maximum delay period—expressed in days, hours, or minutes—by
which alead 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.

Setting Up Lead Rating Rules

Access the Rating Rules page (Set Up CRM, Product Related, Sales, Lead and Opportunity, Lead Ratings,

Rating Rules).
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Lead Ratings RaEr'rg Rules

Lead Rating

SetID pPSUNV Description PeopleSoft University
Rating Rules First Kl 10f1 I3 Lot
Sequence  *Rule Mame Display Condition Rating
1| Cold v & [
Add Rules

~ Modify System Data

Rating Rules page

A lead rating ruleis a condition and arating that the lead received if the condition is met. Lead rating rules
are associated with a setID.

Rule Name Enter afree-form text name for the rule.
Display Condition Displays the rule for assigning the rating to the lead.
Rating Displays the ratings that you set up on the Lead Ratings page.

Building Conditions for Rating Rules

44

Access the Lead Rating Rules - Edit Rules page (click the Add Rule button on the Rating Rules page).

Lead Rating Rules

Edit Rules

Rule Name

Switch to Advanced Mode

Conditions First KN 1of 1 I3 Loct
Term Operator Value
Lead Source | is W “ @, [+ [=]
Done Cancel |

Lead Rating Rules - Edit Rules page

This page enables you to build the condition for arule. On initia entry to the page, or when you add aterm to

the condition, the Select Term link appears. After you add aterm to the condition, you select an operator from
the available values and enter a value to build the condition.
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Choosing Conditions to Evaluate

Access the Edit Condition page (click the Select Term link on the Edit Rules page).

Edit Condition

Switch to Search Mode

Select Subject Area First 4] 1-60f 6 b | Last
[= aﬁﬂ Degrees View Select Term

Higher Education =

Lead Description

[= Accounts
Adreement Referred by Name
Call Center Lead Source

Casze History Lead Tvpe

Change Management e ected Do

: mEJECTEd LIate
Client Manager = E_ .
Correspondence Template Terms Sales Lead Initial Pavload

Customer History
Customer Scorecard KPIs
Eligibility Criteria
EieldService

Einancial Accounts

Group Offers

Individuals

Installed Product

Leads

mw EI ElmH EI EI EI EIHHW

Edit Condition page

This page enables you to select aterm that is evaluated as part of arule. Only conditions that are applicablein
the context of lead management appear on this page.

Mapping Survey Values to Lead Ratings

Accessthe Rate Set Value to Lead Rating page (Set Up CRM, Product Related, Sales, Lead and Opportunity,
Lead Rating by Rate Set Value, Rate Set Value to Lead Rating).

Rate Set Value to Lead Rating

Rate ID 300005 Refrigerator - Sales Leads

Ratings viewall | B | B Firse K 160F6 D Last
*Rate Valus #5atID *Dascription *Rating Category Last Madified Last Maint By

[Hot v| [crmot @, [warm v| [qualified v 11/04/2002 2:31PM SAMPLE =
[Hot v| [sHarE 1@, [warm v| [qualified v| 11/04/2002 2:31PM SAMPLE (=]
[warm v| [crRmor 1@, [warm v [qualified v| 11/04/2002 2:31PM SAMPLE =l
[warm v| [sHARE @, [warm v| |qualified v| 11/04/2002 2:31PM SAMPLE (=]
[celd »| [crRmor 1@, |[cold »| |ungualified  [s| 11/04/2002 2:31PM SAMPLE =
[cold v| [sHARE 1@, [cold v| |unqualified || 11/04/2002 2:31PM SAMBLE (=]

Rate Set Value to Lead Rating page
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When a marketing (or telemarketing) group creates a branch script survey, it defines rate-set values so that the
script can trandate the overall score into a meaningful rating. Y ou can map those rate-set valuesto 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.

See Also

PeopleSoft Enterprise CRM 9.1 Marketing Applications PeopleBook, "Using PeopleSoft TeleSales'

Setting Up Assignment Weights

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

This section discusses how to define assignment weights.

Page Used to Set Up Assignment Weights

Page Name Definition Name Navigation Usage

Assignment Weights RSF_ASSIGN_W_TBL Set Up CRM, Product Define assignment weights
Related, Sales, Lead and to identify the importance
Opportunity, Assignment of the criteriathat the
Weights, Assignment system uses to determine
Weights the assignment of alead or
opportunity to aterritory.

Defining Assignment Weights

Access the Assignment Weights page (Set Up CRM, Product Related, Sales, Lead and Opportunity,
Assignment Weights, Assignment Weights).
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Assignment Weights

SetlD PSUNV Market Glcbal
Assignment Owner Sales Assignment Group HE SALES

Description Higher Education Assignment

Define Weights omize | Fi L # mee T qp0f10 O Laar

Weight Description

0 |D - Ignore |£| |E|
1 |1 - Least Important |£| |E|
22 & |[=]
33 | [=
4[4 [+]|[=]
5 |5 - Important |£| |E|
66 (4] |[=]
7[7 | [=
88 [#|[=]
g/[3 - Most Important [#|[=]
Modified 04/16/2008 1:39PM POT SAMPLE

Assignment Weights page

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

« Oisignore.

« 5isimportant.

* 9ismost important.

Assignment weights are used, along with other criteria, when the system assigns leads and opportunities.
See Also

Chapter 9, "Configuring Assignment Criteria," Defining Criteriaand Their Weights, page 133

Setti

Copyright

ng Up Account-Based Assignment Options

To define account auto-assignment options for leads and opportunities, use the Account Auto-assignment
Options for Lead and Opportunity component.
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Usethe RSF_ ASGN_OPTIONS component interface to load data into the tables for this component.

This section provides an overview of lead and opportunity assignment by customer account and discusses
how to set up account-based assignment options.

Understanding Lead and Opportunity Assignment by Customer Account

48

In addition to using the assignment engine for automatic territory-based assignment, PeopleSoft Enterprise
Sales can also be set up to support the automatic assignment of sales representatives to leads and
opportunities based on associated customer accounts. This feature enables customer account team members,
who are established as sales users, to be assigned to leads and opportunities as sales representatives. These
team members do not have to be associated with territories to be considered in the assignment of sales
representatives to work on leads and opportunities.

Separate configuration options are provided for enabling customer account-based assignment on leads and on
opportunities. Y ou can also set up the system to assign either all account team members or just the owners of
the account team (who are also sales users) as sales representatives. |f the customer account-based assignment
option is enabled, it takes precedence over the territory-based mechanism when automatic lead and
opportunity assignment occurs.

See Chapter 13, "Assigning a Lead or Opportunity,”" Understanding Sales Representative Assignment, page
193.

Customer Account-Based Assignment: Process Flow

Thisdiagram illustrates the process for assigning sales representatives to leads based on the account teams
that are associated with leads' customers:
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Yes

Yes

Territory-based
assignment is
used

Yes

!

Assignment option: Assignment option:
owners only entire team

Mo

!

Choose a member (also a
sales user) randomly and
makea this member the team Yes
owner and primary sales
representative

Process flow for assigning sales representatives to leads and opportunities based on the account team that is

associated with customers of leads and opportunities

This process applies to both leads and opportunities; leads are used in this example to explain the process.
Hereis how the process works:
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1. Anautomatic sales representative assignment request is made.

An exampleiswhen auser clicks the Find Sales Rep button on the Assign page of alead, which invokes
the assignment engine.

2. After confirming that the account-based assignment is set to be enabled for leads, the system checksif a
customer is present in the lead.

« If yes, the system checks to seeif the customer is associated with an account team.
+ If no, territory-based assignment is used.

3. If the customer has an account team, the system further checksif the account team has at least one sales
user.

If the customer does not have an account team, or none of the account team members are sales users,
territory-based assignment is used.

4. Based on the selected assignment criterion (the entire account team or owners only), the assignment
engine popul ates the qualified account team members to the Assign page of the lead. Specifically:

« |If the assignment criterion is the entire account team, the system populates all team members who are
also sales users to the lead as sales representatives, and make the account team owner the primary
sales representative. If there are multiple team owners, one of them is made primary through random
selection.

If there are no account team owners, or owners are not sales users, the system makes one of the team
members the team owner and this owner becomes the primary sales representative.

Note. It is recommended that you mark one account team member as the owner so that this owner
automatically becomes the primary sales representative in customer based-assignment.

 If the assignment criterion is owners only, account team members who are both sales users and
marked as owners will be assigned to the lead as sales representatives.

Similar to the other assignment criterion, the system makes one of the owners the primary sales
representative through random selection. And if no qualified account team owners are available, a
random account team member, who is also a sales user, is then selected to become the owner and
primary sales representative.

The creator of the lead has a higher priority to be chosen as the primary sales representative if this user is also
the owner of the customer's account team.

Page Used to Set Up Account-Based Assignment Options

Page Name Definition Name Navigation Usage

Assignment Options ASSIGNMENT_OPTIONS Set Up CRM, Product Enable the automatic
Related, Sales, Lead and assignment of sales
Opportunity, Assignment representatives to leads and
Options, Assignment opportunities by customer
Options account.
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Setting Up Account-Based Assignment Options

Access the Assignment Options page (Set Up CRM, Product Related, Sales, Lead and Opportunity,
Assignment Options, Assignment Options).

Assignment Options

|:| Use Account Team for Lead Assignment

[JuUse Account Team for Opportunity Assignment

Owners Only Entire Account Team
Created By
Modified By

Assignment Options page
Thisfunctionality is disabled as delivered.

Account-Based Assignment

Use Account Team for  Select to enable account-based automatic assignment of sales representatives for
L ead Assignment leads.

Use Account Team for  Select to enable account-based automatic assignment of sales representatives for
Opportunity Assignment opportunities.

Assignment Criteria

This section is not available for edit if this assignment is not enabled for the Lead or Opportunity component.
The selected criteria appliesto all enabled components.

OwnersOnly Select for the system to assign only owners of the account team (who are sales
users) to the enabled component.

Entire Account Team Select for the system to assign all members of the account team (who are sales
users) to the enabled component.
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Setting Up Lead Reject and Turnback Reasons

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

This section discusses how to set up lead reject and turnback reasons.

Page Used to Set Up Lead Reject and Turnback Reasons

Page Name Definition Name Navigation Usage

Lead Reject/Turnback RSF_LE RICT_RSN Set Up CRM, Product Define reasons, keyed by

Reason Related, Sales, Lead and setID, for sales
Opportunity, Lead Reject representatives to use when
Reasons, Lead rejecting or turning back a
Reject/Turnback Reason lead.

Setting Up Lead Reject and Turnback Reasons

Access the Lead Reject/Turnback Reason page (Set Up CRM, Product Related, Sales, Lead and Opportunity,
Lead Reject Reasons, Lead Reject/Turnback Reason).

Lead Reject/Turnback Reason

SetlD FPSUNV FeopleSoft University
+
Rejection Code *Description *Status Last Modified Last Maintained By
DONOTCNTCT Do not contact the Lead Active | |04/14/2008 1:15PM | SAMPLE ﬂ j
NOCONTACT Lead is not contactable Active v | |04/14/2008 1:15PM | SAMPLE ﬂ j
NOINTEREST Mot interested in enrolling Active “ | |04/14/2008 1:15PM | SAMPLE ﬂ j

This ohject was added and is maintained by the customer.

Lead Reject/Turnback Reason page

Enter codes and descriptions for rejecting alead.
To reject or turn back alead, a sales user must identify areject or turnback reason on the Lead - Summary

page. On the Lead Reject/Turnback Reason page, you define the possible reasons that the sales user can
select.
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See Also

Chapter 13, "Assigning a Lead or Opportunity," Accepting, Rejecting, or Turning Back a Lead Assignment,

Setting Up Sales Leads and Opportunities

page 204

Setting Up Sales Contacts

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

the Contact Roles (RSF_ROLE_CD_TBL) component.

This section discusses how to:

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

»  Set up contact departments.

»  Set up contact roles.

Pages Used to Set Up Sales Contacts
Page Name Definition Name Navigation Usage
Contact Support RSF_CONT_SUPPORT Set Up CRM, Product Set up support levelsfor

Related, Sales, Lead and
Opportunity, Sales
Contacts, Contact Support

describing contacts.

Contact Impact RSF_CONT_IMPACT

Set Up CRM, Product
Related, Sales, Lead and
Opportunity, Sales
Contacts, Contact Impact

Set up impact levelsfor
describing contacts.

Contact Title RSF_CONT_TITLE

Set Up CRM, Product
Related, Sales, Lead and
Opportunity, Sales
Contacts, Contact Title

Set up titles for describing
contacts.

Contact Department RSF_CONT_DEPART

Set Up CRM, Product
Related, Sales, Lead and
Opportunity, Sales
Contacts, Contact
Department

Set up departments for
describing contacts.
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Page Name

Definition Name

Navigation

Usage

Contact Roles

RSF_ROLE_CD_TBL

Set Up CRM, Product
Related, Sales, Lead and

Contact Roles

Opportunity, Contact Roles,

Set up roles for describing
contacts.

Setting Up Contact Support Levels

Access the Contact Support page (Set Up CRM, Product Related, Sales, Lead and Opportunity, Sales

Contacts, Contact Support).

Rejection Code *Description

Lead Reject/Turnback Reason

SetID FPSUNV PeopleSoft University

DONOTCNTCT Do not contact the Lead
NOCONTACT Lead is not contactable

NOINTEREST Mot interested in enrolling

This object was added and is maintained by the customer.

*Status Last Modified
Active » | 04/14/2008 1:15PM
Active W | |04/14/2008 1:15PM

Active W |04/14/2008 1:15PM

E D o ol
Last Maintained By

SAMPLE [+]|[=]
SAMPLE (]| [=]
SAMPLE [+ [=]

Contact Support page

Create support levels that enable sales users to identify the type of support that a contact shows for moving

the sale forward.

Support levels appear on the Impact tab on the Contact grid of the Discover page in the lead and opportunity

details components.

See Also

Chapter 11, "Creating Sales L eads and Opportunities,”" Selecting Customer Contacts for a L ead or

Opportunity, page 170

Setting Up Contact Impact Levels

54

Access the Contact Impact page (Set Up CRM, Product Related, Sales, Lead and Opportunity, Sales Contacts,

Contact Impact).
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Support 'm. Title Department

Contact Impact

SetID PsSUNY

Impact ID *Status Description Datetime Added Last Maintained By
1 [HIGH Active v | [High 05/06/2008 5:00PM SAMPLE # =]
2 [Low Active v | [Low 05/06/2008 5:00PM SAMPLE # =
3 [MEDIUM Active |v| [Medium 05/06/2008 5:00PM SAMPLE (# | [=]

Contact Impact page
Create impact levelsthat enable 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 11, "Creating Sales L eads and Opportunities,”" Selecting Customer Contacts for a Lead or
Opportunity, page 170

Setting Up Contact Titles

Copyright

Access the Contact Title page (Set Up CRM, Product Related, Sales, Lead and Opportunity, Sales Contacts,
Contact Title).

Support Impact Title Department

Contact Title

SetID PSUNY

Contact Title omize | Find | view 2l | B ] B Fiee B 1gofs O Loct
Title ID Status Description Last Modified Last Maintained By

1 [ADMIN Active v |Administrator 05/06/2008 5:07PM  SAMPLE (]| [=]

2/[HR MGR Active % [HR Manager 05/06/2008 5:00PM  SAMPLE [#]|[=]

3 |HR REFP Active v |HR Representative 05/06/2008 5:00PM |SAMPLE |£| |E|

4/[MGR Active v [Manager 05/06/2008 5:00PM  SAMPLE | [=

Contact Title page

Createtitles that enable sales usersto identify a contact's position in the customer's organization.
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Titles appear on the Organization tab in the Contacts grid of the Lead - Discover and Opportunity - Discover
pages.

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 Impact tab in theContacts grid of the Lead - Discover and
Opportunity - Discover pages. Contact roles are more detailed than titles. For example, you might set up Vice
President as atitle and Vice President of Purchasing asarole.

See Also

Chapter 11, "Creating Sales L eads and Opportunities,”" Selecting Customer Contacts for a Lead or
Opportunity, page 170

Setting Up Contact Departments

Access the Contact Department page (Set Up CRM, Product Related, Sales, Lead and Opportunity, Sales
Contacts, Contact Department).

Suppart Impact Title
Contact Department
SetID PSUNV
=1 E Lo L
Department ID Status Description Datetime Added Last Maintained By
1 [aDMIN aActive v | [&dministration 2.5525;;?””8 SAMPLE [+]|[=]
05/06/2008 . H11r=
2|[corp Active »|| |[Corporate = bsem SAMPLE ] [=]
3 [FIN active v | [Accounts Payable IS G N SAMPLE +]|[=]
5:04PM
4/|HR Active | [|Human Resources 955??‘.2008 SAMFPLE +| =1

Contact Department page
Create departments (for example, Executive, I T, Marketing, and Sales) that enable sales users to identify the
department that a contact belongs to in the organization.

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

See Also

Chapter 11, "Creating Sales L eads and Opportunities,” Selecting Customer Contacts for a Lead or
Opportunity, page 170
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Setting Up Contact Roles

Access the Contact Roles page (Set Up CRM, Product Related, Sales, Lead and Opportunity, Contact Roles,
Contact Roles).

Contact Roles

Role Code GM
*Status | Active £
*Description |General Manager

Long Description @

Modified 05/22/2001 5:27FM PDT SAMFLE

Contact Roles page
Define roles (for example, Purchasing Manager, Purchasing Broker, and Vice President of Purchasing) that
enable sales usersto identify the role that a contact has within the customer's organization.

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

See Also

Chapter 11, "Creating Sales L eads and Opportunities,” Selecting Customer Contacts for a Lead or
Opportunity, page 170

Setting Up Sales Partners

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

»  Set up partner role type and relationship.

»  Set up business partners and contacts.

«  Set up partner roles.

»  Set up partner status values.

«  Set up partner types.

»  Set up partner ratings.

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved. 57



Setting Up Sales Leads and Opportunities

Chapter 5

Note. PeopleSoft Enterprise Sales provides basic functionality for sales partners. For more robust
functionality, use PeopleSoft Partner Relationship Management. This section applies only to systemsthat do
not use PeopleSoft Partner Relationship Management. If you use PeopleSoft Partner Relationship

Management, set up sales partnersin that application.

See PeopleSoft Enterprise Partner Relationship Management 9.1 PeopleBook, " PeopleSoft Partner
Relationship Management 9.1 Preface.”

Pages Used to Set Up Sales Partners

Page Name Definition Name Navigation Usage
Role Type BO_ROLE TYPE Set Up CRM, Common Set up the role type of
Definitions, Customer, Role | Partner to describe the
Type, Role Type relationship of sales
partners.
Configure Relationship BO_REL_VWCFG Set Up CRM, Common Configure the partner
Views Definitions, Customer, relationship.
Configure Relationship
Views, Configure
Relationship Views
Company RD_COMPANY_DETAILS «  Customers CRM, Add Create companies as sales
Company, Company | Partners.
¢ Customers CRM,
Search Company,
Company
Partner Role RSF_PARTNR_ROLE Set Up CRM, Product Define roles to describe
Related, Sales, Lead and partners on the sales team.
Opportunity, Sales Partner,
Partner Role
Partner Status RSF_PARTNR_STAT Set Up CRM, Product Define statuses for partner
Related, Sales, Lead and activity on the sales team.
Opportunity, Sales Partner,
Partner Status
Partner Type RSF_PARTNR_TYPE Set Up CRM, Product Define types to describe
Related, Sales, Lead and partners on the sales team.
Opportunity, Sales Partner,
Partner Type
Partner Rating RSF_PARTNR_RATE Set Up CRM, Product Define ratings to describe
Related, Sales, Lead and partners on the sales team.
Opportunity, Sales Partner,
Partner Rating

58
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Setting Up Partner Role Type and Relationship
Access the Role Type page (Set Up CRM, Common Definitions, Customer, Role Type, Role Type).

The CRM system delivers the Partner role type that can be used to identify the relationship of an external
company or consultant that you want to set up as partners.

See PeopleSoft Enterprise CRM 9.1 Business Object Management PeopleBook, "Defining Control Values for
Business Objects," Defining Role Types and Role Categories.

Access the Configure Relationship Views page (Set Up CRM, Common Definitions, Customer, Configure
Relationship Views, Configure Relationship Views).

Y ou heed to configure the partner relationship before you apply it to partner businesses.

See PeopleSoft Enterprise CRM 9.1 Business Object Management PeopleBook, "Working with the
Relationship Viewer," Configuring the Relationship Viewer.

Setting Up Business Partners and Contacts
Access the Company page (Customers CRM, Add Company, Company).

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

See PeopleSoft Enterprise CRM 9.1 Business Object Management PeopleBook, "Defining Company Business
Objects," Maintaining General Company Information.

Setting Up Partner Roles

Access the Partner Role page (Set Up CRM, Product Related, Sales, Lead and Opportunity, Sales Partner,
Partner Role).
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GENOCA=0IC | Partner Status | Pariner Type || Partner Rating

Partner Role

SetID IPROD

Role Details = : 2 FIr=E 4| 1-3of 8 b | Last
Partner Role ID #Status Description Last Modified Last Maintained By
1 [coacH Active %| [Coach Eg’ SS’EMDDZ SAMPLE =
2 [DECISION Active v | |Decision Maker ?gfﬁﬁ?nz SAMPLE =
3 [EVALUATOR Active v | [Evaluator Eg’: ﬁﬂf”z SAMPLE =
4 [INFLUE Active »| [Influencer ?gfﬁﬂfuz SAMPLE =
s[LEADER Active v | [Project Leader Eg{ﬁﬂf”z SAMPLE =
6 [RECOMMENDER| [ Active % [Recommender ?gfﬁﬂfuz SAMPLE =
7 [TECHNICAL Active »| [Technical Buyer Eg{fffmmz SAMPLE =

Partner Role page

Enter apartner role ID, status, and description to identify the roles of partners. Add rows to create as many
partner roles as you need.

Setting Up Partner Status Values

Access the Partner Status page (Set Up CRM, Product Related, Sales, L ead and Opportunity, Sales Partner,
Partner Status).

" Partner Role [ EElulese i | Partner Type | Partner Rating |

Partner Status

SetID IFROD

Partner Status iz i B Eirst 4] 1-3of2 n Last
Partner Status ID #*Status Description Last Madified Last Maintained By
1/[CURRENT Active w| [Current Lelbtpl SAMPLE =]
10:11AM
2 [FORMER Active v | [Former ?S'f ﬁfﬁ”z SAMPLE =
3/[ouTBUS [active |+| [Out of Business LellELliL SAMPLE =]

Partner Status page

Enter a partner status ID, status, and description to identify the status of partners relationship with the
organization. Add rows to create as many partner statuses as you need.
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Setting Up Partner Types

Access the Partner Type page (Set Up CRM, Product Related, Sales, Lead and Opportunity, Sales Partner,
Partner Type).

Partner Role Fartner Status Partner Type Parner Rating

Partner Type

SetID IFROD

Partner Type iz i viewall | B | 8 Firse K g-50k5 O Lact
Partner Type ID #*Status Description Last Modified Last Maintained By

1 [ALLIANCE Active || [Alliance Partners 09/25/2002 10:13AM | SAMPLE (#[=]

2 [CHANNEL active  |v| ([Channel Partners 09/25/2002 10:13AM | SAMPLE (#]| [=]

3 |[DISTRIBUTOR | || Active || [Distributar 09/25/2002 10:13AM | SAMPLE (#][=]

- |SYSINT Active W |Sy5tern Integrator 09/25/2002 10:13AM | SAMPLE [+ [=]

5 [VAR Active v [var 08/25/2002 10:13AM | SAMPLE (#|[=]

Partner Type page

Enter a partner type ID, status, and description to identify the types of partners with which the organization
interacts. Add rowsto create as many partner types as you need.

Setting Up Partner Ratings

Access the Partner Rating page (Set Up CRM, Product Related, Sales, Lead and Opportunity, Sales Partner,
Partner Rating).

Partner Role Fartner Status Partner Type Partner Rating

Partner Rating

SetID IPROD

Partner Rating ize | Find | viewall | B | E  First Kl 1-4ofa O (asr
Partner Rating 1D #Status Description Last Modified Last Maintained By

: 09/25/2002 =

1 [ExCEL Active | |[Excellent Theiaam SAMPLE [+ [=]
: . 09/25/2002 =

z2|[FaIr active | [Fair o iaan SAMPLE ] [=]
. 09/25/2002 =

3|sooD Active | [Goad Tneiaam SAMPLE ] [=]
4 [FOOR [active % |[Poor 09/25/2002 SAMPLE [+]![=]

Partner Rating page

Enter a partner rating, status, and description to rate partners' working relationships or history of success with
the organization. Add rows to create as many partner ratings as you need.
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Setting Up Sales Competitors

Pages Used to Set Up Sales Competitors

This section discusses how to:

»  Set up the competitor role type and relationship.

»  Set up business competitors and contacts.

Page Name

Definition Name

Navigation

Usage

Role Type

BO_ROLE_TYPE

Set Up CRM, Common
Definitions, Customer, Role
Type, Role Type

Set up therole type
Competitor, which you can
apply to various sales
competitors.

Configure Relationship
Views

BO_REL_VWCFG

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

Configure the competitor
relationship.

Company

RD_COMPANY_MAIN_2

Customers CRM, Company

Create companies as sales
competitors.

Setting Up Competitor Role Type and Relationship

Access the Role Type page (Set Up CRM, Common Definitions, Customer, Role Type, Role Type).

Set up the role type Competitor to identify the relationship of an external company or consultant with whom

you compete for sales.

See PeopleSoft Enterprise CRM 9.1 Business Object Management PeopleBook, "Defining Control Values for
Business Objects," Defining Role Types and Role Categories.

Access the Configure Relationship Views page (Set Up CRM, Common Definitions, Customer, Configure

Relationship Views, Configure Relationship Views).

Y ou must also configure the competitor relationship before you apply it to competing businesses.

See PeopleSoft Enterprise CRM 9.1 Business Object Management PeopleBook, "Working with the
Relationship Viewer," Configuring the Relationship Viewer.

Setting Up Business Competitors and Contacts

62

Access the Company page (Customers CRM, Company).
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Enter information about the external companies or consultants that you set up as competitors.

See PeopleSoft Enterprise CRM 9.1 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 (RSF_NEEDS) component.

This section discusses how to:

«  Set up buying criteriatypes.

«  Set up buying criteriaimpact levels.
»  Set up buying criteria priority levels.

»  Set up buying criteria status values.

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

See Chapter 5, "Setting Up Sales L eads and Opportunities,” Setting Up Display Templates for Leads and

Opportunities, page 83.

Pages Used to Set Up Buying Criteria

Page Name Definition Name

Navigation

Usage

Buying Criteria Type RSF_NEED_TYPE

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

Define types to describe
customer buying criteria.

Buying Criteria Impact RSF_NEED_IMPACT

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

Define impact levelsto
describe customer buying
criteria.

Buying Criteria Priority RSF_NEED_PRIORITY

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

Define priority levelsto
describe customer buying
criteria.
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Page Name

Definition Name

Navigation

Usage

Buying Criteria Status

RSF_NEED_STATUS

Related, Lead and

Criteria Status

Set Up CRM, Product

Opportunity, Sales, Sales
Buying Criteria, Buying

Define statuses to describe
customer buying criteria

Setting Up Buying Criteria Types

64

Access the Buying Criteria Type page (Set Up CRM, Product Related, Sales, Lead and Opportunity, Sales
Buying Criteria, Buying Criteria Type).

3:

3z

Impact Priority Status

Buying Criteria Type

SetID IPROD

Buying Criteria Type Find | View Al
Need ID Status Description Last Modified
[aPPFUNCT Inactivi % | |Application Functionality 02/23/2004 3:
[ARCHITECTURE Inactivi % | |Architecture 02/23/2004
[conTRACT Inactivi % | |Contract 02/23/2004
|cosT Active s | [Cost 02/23/2004 3
|cusTomIZATION Inactivi % | |Customization 02/23/2004 3
|[DaTABASE Inactivi % | |Database 02/23/2004 3
|EFFICIENCY Active v | [Energy Efficiency 02/23/2004 3
[FunCTIONALITY Active s | [Functionality 02/23/2004 3
[HARDWARE Inactivi % | [Hardware 02/23/2004 3
[MAINTENANCE Active s | [Maintenace 02/23/2004 3
[sTORAGE Active s | [Storage Capacity 02/23/2004 3
[TEMPERATURE Active % | [Temperature Accuracy 02/23/2004 3

52FM

S2ZFM

S2ZFM

152FM

:52PM

152FM

152PM

152FM

:52PM

152PM

152PM

152PM

Last Maintained By

SAMFLE

SAMFLE

SAMFLE

SAMFLE

SAMFLE

SAMFLE

SAMFLE

SAMFLE

SAMFLE

SAMFLE

SAMFLE

SAMFLE

Buying Criteria Type page

Enter abuying criterial D, status, and description to identify the types of criteria that influence customer
decisions to purchase. Add rows to create as many types as you need.

See Also

Chapter 14, "Qualifying a Lead or Opportunity,” page 217
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Setting Up Buying Criteria Impact Levels

Access the Buying Criteria Impact page (Set Up CRM, Product Related, Lead and Opportunity, Sales, Sales
Buying Criteria, Buying Criteria Impact).

Type Priority | Status

Buying Criteria Impact

SetID IFROD

Buying Criteria Impact

Impact ID Status Description Last Modified Last Maintained By

|NEGATIVE Active hd |NEgetiVE 08/14/2002 3:36PM|SAMPLE |£| |:—|
|NEUTRAL Active b |NELItrEI| 08/14/2002 3:36PM SAMPLE |£| |:—|
|F"USITIVE Active b |PD sitive 03/14/2002 3:36PM SAMPLE |£| |:—|

Buying Criteria Impact page
Enter an impact ID, status, and description to identify the impact of buying criteria on customer decisionsto
purchase. Add rows to create as many impact levels as you need.

See Also

Chapter 14, "Qualifying a Lead or Opportunity,” page 217

Setting Up Buying Criteria Priority Levels

Access the Buying Criteria Priority page (Set Up CRM, Product Related, Lead and Opportunity, Sales, Sales
Buying Criteria, Buying Criteria Priority).

Type Impact Status

Buying Criteria Priority

SetlD IFROD

Buying Criteria Priority

Priority ID Status Description Last Madified 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 (#]|[=]
[NORMAL Active % [Normal 08/14/2002 3:36PM | SAMPLE (#]|[=]

Buying Criteria Priority page
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Enter apriority ID, status, and description to identify the priority of customers' need for a product. Add rows
to create as many need priorities as necessary.

See Also

Chapter 14, "Qualifying a Lead or Opportunity," page 217

Setting Up Buying Criteria Status Values

Access the Buying Criteria Status page (Set Up CRM, Product Related, L ead and Opportunity, Sales, Sales
Buying Criteria, Buying Criteria Status).

Type Impact | Priority
Buying Criteria Status

SetlD [FPROD

= ]
Status ID Status Description Last Madified Last Maintained By
- 08/14/2002 oa =
CLOSED Active | [Closed S SAMPLE +] [=]
\ 08/14/2002 o -
OPEN Active  |v| [Open S SAMPLE +] [=]
PENDING Active %) [Pending 02/23/2004 SAMPLE +] | [=]

Buying Criteria Status page

Enter astatus ID, status and description to identify the status of customers 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 14, "Qualifying a Lead or Opportunity,” page 217

Setting Up Lead Sources

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

This section discusses how to set up lead sources.
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Page Used to Set Up Lead Sources

Setting Up Sales Leads and Opportunities

Page Name

Definition Name

Navigation

Usage

Lead Source

RSF_LEAD_SOURCE

Set Up CRM, Product

|dentify common sources

Related, Sales, Lead and for leads.
Opportunity, Lead Sources,
Lead Source

Setting Up Lead Sources

Access the Lead Source page (Set Up CRM, Product Related, Sales, Lead and Opportunity, Lead Sources,
Lead Source).

Lead Source

Lead Source MARKETING
Description Marketing Campaign
Status Active
Modify System Data
Thiz object i= maintained by PeopleSoft.

Modified 05/08/2001 1:15PM PDT CVP1

Lead Source page

Enter a description and status to identify each source that typically produces leads. PeopleSoft Enterprise
Sales delivers predefined lead sources, which includes, but not limited to, Agreement, Case, Marketing,
Online Marketing, Partner, Sales, and Tech Support. Y ou can modify or delete these, and you can create as
many additional lead sources as you heed.

When a sales user enters alead, the system uses Sales as the lead source on the Lead - Qualify page.

Setting Up Fallout Reasons

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

This section discusses how to set up fallout reasons.

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved. 67



Setting Up Sales Leads and Opportunities Chapter 5

Page Used to Set Up Fallout Reasons

Page Name Definition Name Navigation Usage

Fallout Reason RSF_FALLOUT_RSN Set Up CRM, Product Define reasons to describe
Related, Sales, Lead and why an opportunity is lost.
Opportunity, Fallout

Reason, Fallout Reason

Setting Up Fallout Reasons

Access the Fallout Reason page (Set Up CRM, Product Related, Sales, Lead and Opportunity, Fallout
Reason, Fallout Reason).

Fallout Reason

Fallout Reason CCP *Status | Active “
*Description |Customer Cancels Purchase

Long Description @

Modified 05/21/2001 6&:09PM 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 be lost. Create as
many fallout reasons as you need.

Setting Up Pipeline Segments

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

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

Page Name Definition Name Navigation Usage

Pipeline Segments RSF_SEGMENT Set Up CRM, Product Define pipeline segments
Related, Sales, Lead and that correlate to stages of
Opportunity, Pipeline the sales process.
Segment, Pipeline Segments

Defining Pipeline Segments

Access the Pipeline Segments page (Set Up CRM, Product Related, Sales, Lead and Opportunity, Pipeline
Segment, Pipeline Segments).

Pipeline Segments
i
Sequence :LF;'E; Description Status Last Modified Last Maint By
1 | CONTACT Contact Active v [+]|[=]
2 | QUALIFY Qualify Active v (+]|[=]
3 |DEVELOP Develop Active v [+]|[=]
4 |NESOTIATE Negotiate Active [ [+]|[=]
5 RETAIN Retain Active w [+]|[=]

Pipeline Segments page
Pipeline segments correl ate to stages of your sales process. The default segments correl ate 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. Y ou can override
the sequence numbers to reorder the stages.

Pipeline segments appear on the Segment Pipeline page in the Review Pipeline component.

See Chapter 19, "Viewing the Opportunity Pipeline," page 265.

Note. Y ou can use other sales process definitions—for example, the Miller Heiman process—to define
pipeline segments.
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Setting Up Templates for Importing Leads

To set up templates for importing sales leads, use the Sales Lead Import Template (RB_IMP_TEMPLATE)
component.

This section provides an overview of |ead-import templates and discusses how to:
» Create alead-import template.
« Rearrange fields on atemplate.

« View the import template map.

Understanding Lead-Import Templates

When you import leads into PeopleSoft Enterprise Sales, the system copies data from a spreadsheet to the

L eads 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 Enterprise Sales
delivers a default template that can be used as delivered. Y ou can create additional templates, if needed.
When setting up alead-import template, you use the Sales Lead Import Templates component to:

» Specify the fields to include during the import.

» Map the spreadsheet columnsto fieldsin the Lead table.
»  Set up duplicate checking for leads.

»  Set up lookup criteriafor Customer Data Model fields.

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

Pages Used to Set Up Templates for Importing Leads

Page Name Definition Name Navigation Usage

Import Template RB_IMP_TEMPLATE Set Up CRM, Product Create templates for
Related, Sales, Lead and importing sales lead data
Opportunity, Sales Lead from comma-delimited
Import Templates, Import | spreadshests.

Template

Maps RB_IMP_TMPL_MAP Set Up CRM, Product View the import template
Related, Sales, Lead and map.

Opportunity, Sales Lead
Import Templates, Maps

Import Resequencing page - | RB_IMP_SEQ_SEC Click the Resequence Fields| Override sequence numbers
Resequence Import link on the Import Template | to rearrange fieldson a
Template page. template.
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Creating a Lead Import Template

Access the Import Template page (Set Up CRM, Product Related, Sales, Lead and Opportunity, Sales Lead
Import Templates, Import Template).

Import Template  JMAETE

Sales Lead Import Templates

Import Template Name LEAD_IMPORT
Component Interface Name RSF_LEAD_IMFORT
Description Standard Lead Import Template ﬁl@

g

Shown below are zll the fields in the Compeonent Interface. Check the fields you want te include in the Excel Template spreadsheet. Then click Generate Template to create
an Excel Template spreadsheet.

Primary (Level 0) Fields
RSF_LE_CONTACTS (Scroll Level 1)
RSF_LE_PRODUCTS (Scroll Level 1)

+ RSF_LE_NOTE (Scroll Level 1)

kd B4 B2

Include 'E:::: Match Recname Match Field SHEY O DERY FTE e

Company  Person  Match Description Custom Label
o v | v| il [ |rRC_summary Summary ]
| vl | v| O [0 |pESCRLONG Notes ]
:Generate shemniske Resequence Fields
Created 04/05/2004 4:11PM PDT jbrice
Modified 04/06/2004 4:28PM PDT ibrice

Import Template page

Each level of the Leads component interface isincluded as a collapsible section of the page. Each section lists
al of thefields from that level. Select the fields to include in a Microsoft Excel spreadsheet to create a
template for importing lead data.

Note. PeopleSoft Enterprise Sales 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 are typically not included in a spreadsheet containing data to be imported.

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

See PeopleSoft Enterprise CRM 9.1 Application Fundamentals PeopleBook, " Setting Up General Options,”
Setting Up Address Formats and Values.

Select Duplicate Match Method

This section appears only if the CDH integration is activated in your CRM system. The Duplicate Match
Method chosen for the template is used as the default method whenever the template is used for Lead Import.
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Template and Customer  Select the method used for detecting duplicate customers and contacts in leads

Data Hub

Allow Override

that are going to be imported to the CRM system. Options are;

« Template (default option): If selected, the duplicate checking setup that is
defined in the Select Fields section is used for check for potential duplicates
of companies, contacts, and leads.

« Customer Data Hub: If selected, specialized match rulesin CDH are utilized
to prevent duplicates of companies and contacts from being introduced to the
CRM system.

Select to allow the default method set at the Template level to be overridden
during the Lead Import process.

See PeopleSoft Enterprise CRM 9.1 Business Object Management PeopleBook, "Understanding Customer

DataHub Integration.”

Select Fields

Expand a component interface level.

Include

Dedup Leads
(deduplicate leads)

Match Recname (match
record name)

Match Field

Match Company

Match Person

Force Match

Select to include the field during 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 al the fields that are duplicate-checked, the lead is marked as a duplicate and
held for review.

Select the record in the Customer Data Model table in which thefield 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. For all
fields with the Match Company check box selected, if the imported data matches
existing data, then the system does not add the company to the Customer Data
Model tables.

Select this check box for al fields that the system uses to compare existing
person data in the Customer Data Model tables against imported data. For all
fields with the Match Person check box selected, if the imported data matches
existing data, then the system does 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 addressistypically unique
and could be used to force a match of a contact.
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Description

Custom L abel

Page Actions

Generate Template

Resequence Fields

Setting Up Sales Leads and Opportunities

Displays the name and description of the field in the Leads table into which the
dataisimported.

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

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 opensit in a separate window. Y ou can usethisasa
starting point to enter actual datainto the spreadsheet.

Generating the template automatically saves the entire page. At any time after the
pageis 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 Microsoft Excel
spreadsheet, the mapping for that field islost and the system cannot determine
how to map that column to a database field.

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

Rearranging Fields on a Template

Access the Import Resequencing page - Resequence Import Template page (Click the Resequence Fields link
on the Import Template page).
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Import Resequencing page

Resequence Import Template

Import Template Name LEAD_IMPORT

F Primary (Level 0) Fields
P RSF_LE_CONTACTS (Scroll Level 1)
F RSF_LE_PRODUCTS (Scroll Level 1)

+ RSF_LE_NOTE (Scroll Level 1)
Scroll Number 400

Sequence Details

Sequence Mame Field Long Name Custom Label
401 RC_SUMMARY Summary
402 DESCRLONG Motes

| Show New Sequence |

Import Resequencing page - Resequence Import Template page

Sequence Override the numbers to rearrange the component level fields, if necessary. This
option resequences only the fields on the template. It does not affect how fields
appear on pages in the components.

Show New Sequence Click to view thefieldsin the new order.
OK Click to accept the new sequence and return to the template page.
Cancd Click to return to the template page without resequencing.

Viewing the Import Template Map

Access the Maps page (Set Up CRM, Product Related, Sales, Lead and Opportunity, Sales Lead Import
Templates, Maps).
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Import Template m

Import Template Name |LEAD IMPORT

Sales Lead Import Templates

¥ COMOD1 Consumer Import

F COMO1_Consumer_Import

~ LEAD_IMPORT Map

Column Name

Business Unit

Lead Name

Cust. Name

Consumer First Name

Consumer Last Name

Addrese Line 1

Addrese Line 2

Address Line 3

Parent Name
P5_ROOT
P5_ROOT
F5_ROOT
P5_ROOT
P5_ROOT
P5_ROOT
P5_ROOT

PS_ROOT

Field Name
BUSINESS_UNIT
DESCRS50

NAMEL
FIRST_MNAME
LAST_NAME
ADDRESS1
ADDRESS2

ADDRESS3

Description

Business Unit

Lead Name

Cust. Name

Consumer First Name

Consumer Last Name

Address Line 1

Address Line 2

Address Line 3

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

This section provides an overview of summary pages for leads and opportunities and discusses how to:

See Chapter 17, "Managing Leads and Opportunities," Managing a L ead or Opportunity by Using Summary

View alist of term updates.

Update business object names.

Configure the summary page for leads and opportunities.

Precal culate terms that appear on the summary page.

Information, page 249.

Understanding Summary Pages for Leads and Opportunities

The component summary page is the first page that a user sees on displaying an existing lead or opportunity.

Each summary page is composed of a header, which identifies the component as alead or opportunity, and

one or more sections.
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Sales delivers a standard setup for leads and opportunities and provides a component for you to modify the
delivered setup. The delivered summary page for leads includes the following sections. summary, contacts,

tasks, notes, team, products, and quotes. Y ou can add sections or modify sections.

RSF_LEAD_ENTRY isthe component name for the lead summary page for leads, and RSF_ OPPORTUNITY
is the component name for the opportunity summary page.

Pages Used to Set Up the Summary Page for Leads and Opportunities

Configuring the Summary Page for Leads and Opportunities

76

Page Name Definition Name Navigation Usage

Summary Page Setup RB_SMRY_GRID Set Up CRM, Common Configure the summary
Definitions, Component page for leads or
Configuration, Summary opportunities.
Page Setup, Summary Page
Setup

Term Selection RB_SMRY_SEL_TERM Add anew row to the Search for aterm to appear
Summary Text Bind Fields | on the summary page.
grid on the Summary Page
Setup page.
Select Terminthe Type
field.
Click the Search button.

Schedule Updates RSF_TL_RUN Set Up CRM, Product Precalcul ate terms that

Related, Sales, Lead and
Opportunity, Schedule
Term Update, Schedule
Updates

appear on the Summary
page.

View Update Result

RSF_UPDATE_SRCH

Set Up CRM, Product
Related, Sales, Lead and
Opportunity, View Update
Result, View Update Result

View alist of term updates.

Update Business Object
Names

RSF_UPD_BO_ATTR

Set Up CRM, Product
Related, Sales, Lead and
Opportunity, Update
Business Object Names,
Update Business Object
Names

This program corrects the
customer, site, and contact
namesin Lead and
Opportunity tablesto match
with the customer master
data.

Access the Summary Page Setup page (Set Up CRM, Common Definitions, Component Configuration,
Summary Page Setup, Summary Page Setup).
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Summary Page Setup

Component Name RSF_LEAD _EMNTRY

Page RSF_LEAD_SUMMARY

+ Top Summary Box Title
Message Set Number| 17833 @,

Tile Text Lead Summary

Market Global

Context [Lead @,

Message Number| 1133 @,

Summary Section

* Summary Section Title

Message Set Number| 17833 '%
Title Text Lead Details

Find | View All 1of 14 b | Last

Message Number 19?'%

+ Base Scroll Record and Page

Include in Top Summary Box
Populate with level 0 data

Seq Nbr| 1 3]
Occurs 1

*Base Record | RSF_LEAD

~

Page Name | RSF_LE_DET_SBP

~

Parent Page| RSF_LEAD_ENTRY

~

+ Hyperlink Record and Field

Record Name |

l.va| '-v0|

Field Name|

Summary Page Setup page (1 of 2)

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved.

7




Setting Up Sales Leads and Opportunities

w Display Template Section

Section 1D | v/

+* Summary Line Text
Message Set Number| 17333 @, Message Number| 1193 @,

Chapter 5

Seq

Summary Text|Estimated Revenue %1, | Lead Source %2, | Lead Type %3, | Lead

Rating Rule is %4

3

W

Explain Text|The Meszage Text above i= used on the Sales Lead summary page.

For example, it might say: Estimated Revenue $1,000,000 USD,
Lead Source Phone Inquiry, Lead Type Inquiry. The special
character "|" iz uzed to delineated sach part of the mes=age, for the
purpose of blanking out a part of the message when the Bind value is
empty.

Summary Text Bind Fields

*Type Record Name Field Name Label Formatted
[ 1] |recFiel»| |RSF_LEAD_WRKO01 |v| |EST_REVENUE v | |Short w|
[ 2| |recFiel »| |RSF_LEAD v | |LEAD_SOURCE v ||short: | O
[ 3| |RecFiel »| |RSF_LEAD v | |LEAD_TYPE s |Short s | O
[ 4 |RecFiel v |RSF_wrK v | |RSF_PAF_RULE v ||Short s | O

Modified

11/24/2004 9:49AM PST skumar

Summary Page Setup page (2 of 2)

Top Summary Box Title

These fields also appear in the Summary Section Title region. The values that you enter in these fields
determine the information that displays in the title areas of the report. It is recommended that you do not
change the information in the Top Summary Box Title collapsible section.

M essage Set Number

M essage Number

Title Text

Summary Section

Enter the message set number for the PeopleSoft application. In most cases, you

use 17833 (Sales Force Automation).

Enter the message number, which determines the section heading.

Displays the text that appears on the summary page. Thistext is based on the

message number that you select.

Thisregion contains alist of sections that you want to be available on the Summary page of leads and

opportunities.

78
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Summary Section Title

Enter a message set number and a message number to identify the title for each section that appears on the
Summary page.

Base Scroll Record and Page

The fields on this page region determine the source and placement of the information that appearsin the
section.

Includein Top Select to include this section in the summary box at the top of the summary page.
Summary Box

Populate With level 0 Select to indicate that the data that is displayed in the section comes from level 0,

data as opposed to a scroll of information. For example, on the Lead - Summary page,
level O information isfrom the highest level RSF_LEAD record. Only the top
summary box can contain level 0 information.

If this check box is not selected, lower level information from the record appears.
For the RSF_LEAD record, this might be the list of contacts or products for the

lead.

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

number)

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.

e (ReSequence) ]Sllgl(c:jk to reorder the sections based on changes that you made to the Seq Nbr

Base Record Select the record that is the source of the data.

Page Name Select the subpage, or page region, that is used to view and maintain the records
that appear in the summary scroll area.

Par ent Page Select the parent of the subpage that you use to maintain and view the data. The
system transfers to the parent page when the user clicks alink on the summary
page.

Hyperlink Record and Field

Record Name Toinclude alink in the section, enter the record containing the target field for the
link.
Field Name Toinclude alink in the section, enter the target field for the link.
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Display Template Section

Section ID Select adisplay template section ID for the corresponding summary section (for
example, choose COMPETITION section ID for the Competition summary
section), which is used by the system to hide the section on the Summary page if
its matching detail section is no longer displayed on any other pages of the
component (as configured using adisplay template).

When a section ID is specified here, the system checksto seeif the
corresponding section is visible on any page of the said component. If the section
is configured to be displayed on a page of the component, its summary section is
also visible. But if an administrator disables the section from being displayed on
any pages of the component, then its summary section will be removed from the
Summary page accordingly.

If asection ID is not specified, no checking is performed and the summary
section always appears. An exampleisthe display of the Tasks, Notes, and Call
Reports sections on the Summary page for both leads and opportunities. Because
the Tasks, Notes, and Call Reports pages do not contain any sections in the core
display templates, they cannot be referenced on the summary page setup using
section IDs. Therefore, these sections are always displayed on the Summary page
even if their corresponding pages are actually hidden from the component
through display templates.

Asdelivered, this functionality is only supported on the CORE display templates
for leads and opportunities in which the Summary page is configured to be
shown. The summary page setup for the Lead component has these sections
mapped to corresponding section IDs. Contacts,Competition, and Products. As
for the Opportunity component, each of these sections is mapped to a section ID:
Contacts, Team,Products,Competition and Quotes.

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 text that the system displaysin
the section.
Summary Text The system displays the variables and text that appear in the section. The

variables are designated by the percent sign followed by a number; for example,
%]1. The variables correspond to the numbersin the Summary Text Bind Fields
section.

Explain Text The system displays an explanation of the text that appears 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.
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Type

Record/Term Name

Field Name

Label

Format Display

Term Name

Q@

(select term)

See Also

Setting Up Sales Leads and Opportunities

Select Record (default) to enter record information and Termto enter term
information.

If you select Record, then the Record Name,Field Name,Label, and Formatted
fields are enterable. If you select Term, then you must click the Lookup Term

button to select a Term Name and enter a value in the Message Nbr (Message
Number) field.

Select the record or term that contains the field that the system displays.

If you select the Record type, then you select the system name of the record from
the available choices.

If you select the Termtype, then you click the Select Term button to select aterm
from the lookup page for use in the summary text.

Select the field that the system displays. Thisfield appears only if you select the
Record type.

Select the source of the field that appears on the summary page. Thisfield
appears only if you select the Record type. Values are;

. (blank)

Thisisthe default. Select it to display the field value as stored in the database
on the component summary page.

»  Short XLAT
e Long XLAT

For example, alead type that is represented as QU (Qualified) in the database
might have a Short XLAT (short tranglate) value of Qualified and aLong XLAT
(long trangdlate) value of Qualified Lead.

Select to display the formatted display-value of the field. For example, for a
currency field, you might have the system display $1,000.00 instead of the value
1000. Thisfield appears only if you select the Record type.

Displays the name of the term that you select.

Click to access an untitled page where you can select an AAF (Active Analytics
Framework) term that the system displays.

PeopleSoft Enterprise CRM 9.1 PeopleBook: Active Analytics Framework

Chapter 5, "Setting Up Sales | eads and Opportunities,” Setting Up L ead Ratings, page 41
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Precalculating Terms That Appear on the Summary Page

Access the Schedule Updates page (Set Up CRM, Product Related, Sales, Lead and Opportunity, Schedule
Term Update, Schedule Updates).

Schedule Updates

Run Control ID: 1 Report Manager Process Monitor o

Process Instance: 13754

Update Description Leads and Meetings

G 3
Enable *SatID Term
IPRC[DJ Mumber of &ll Meeting For Customer W ]j[
IPRC[DJ Contact Lead Conversion Ratio w ﬁ
Add Term

Schedule Updates page

Enter the following information and click the Run button. Y ou can save an update and run it multiple times.

Update Description Enter a description for the set of metrics you select to run.

Enable Select to calculate the term when you run the update.

SetID Select the setl D whose data to use to calculate the term.

Term Select the term to calculate. Only terms that were added to the Summary Text
:?I;d Fields for either the Lead or Opportunity component are availablein this

Viewing a List of Term Updates

Accessthe View Update Result page (Set Up CRM, Product Related, Sales, Lead and Opportunity, View
Update Result, View Update Result).
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View Update
Result

SetlD = Appliances

Run

SetID Term Name Cntl

Number of All Meeting

Al For Customer

1

Contact Lead Conversion 1
Ratio

IFROD
Use Saved Search

SetID | =

Term |~
Status | =

Search Clear

Process Begin
Instance Date/Time
e 09/01/2009
L 10:41:47AM
p— 09/01/2009
£ 10:42:13AM
| [IFROD
-
“

E Save Search Criteria

B R

- Status

Date/Time

?3?139?‘?’1 Term update successful

Eg?éfg?‘; Term update successful

W

@, Appliances
w
w

@ Delete Saved Search h\q Personalize Search

View Update Result page

This page displays alist of the term updates that were run for a given setlD and information about the run.

Updating Business Object Names

Access the Update Business Object Names page (Set Up CRM, Product Related, Sales, Lead and
Opportunity, Update Business Object Names, Update Business Object Names).

This Application Engine program synchronizes the customer, site, and contact namesin Lead and
Opportunity tables to match with the customer master data.

Setting Up Display Templates for Leads and Opportunities

PeopleSoft Enterprise Sales provides 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), two delivered display templates are available: CORE. and HE_SALES.
For the Lead component (RSF_LEAD_ENTRY), PeopleSoft Enterprise Sales delivers 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.
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e HE_SALES
Determines the appearance and behavior of the Lead component for higher education users.

See PeopleSoft Enterprise CRM 9.1 Automation and Configuration Tools PeopleBook, " Configuring Display
Templates."

Pages Used to Set Up Display Templates for Leads and Opportunities

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

Configuration, Display
Templates, Display
Template Details, Display

Template
Display Template - Page RDT_TMPL_SECTN Click apagelink on the Use afunctional option with
Definition Display Template page. the display template.

Click the Show Section
Details link and select the
Security tab of a section.

Setting Up Display Templates for Leads and Opportunities

Access the Display Template page (Set Up CRM, Common Definitions, Component Configuration, Display
Templates, Display Template Details, Display Template).
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Display Template

Template ID CORE

Summary

Dizcover
Assign
Qualify
Propose
[0 |referral
Tasks
Notes
More Info
History
Fl Attributes
Call Reports

Description Base Functionality

OO OO

O

Family Sales Lead Base Family

Component RSF_LEAD_ENTRY

Default s
O
Ld
L
Ld
Ld
1
] More Info
Ld
Lead Attributes
O

Display Template page of the Lead component (1 of 2)

Option

360 Version

Application Set Extension

BO Search Adapter Name

Email Template for Case Notes

Portal Name

Portal Object Name

Toolbar

Value
|Cu5torner vl
| Sales Extensions R |
| v
| v
| EMPLOYEE v
[crR_RsF LEAD_ENTRY_GEL @,
|Lead Sales Toolbar v|

General Options

Comments

Choose the 360 type to use for this template.

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
you are familiar with this Application Class Extension.

Choose the Adapter to use for this template on this
component

Choose the E-mail Template that you want to use to
E-mail Case Notes.

Select the Portal to use for Transferring using a
Content Reference.

Select the Content Reference to use for transfers

Select the Toolbar definition to use for this template.

Display Template page of the Lead component (2 of 2)

Thistable lists the default configurations for the pages defined for the CORE display template for the Lead
and Opportunity components:
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Page Configuration

Summary Configure the Summary page by using the Summary Page Setup page.

See Chapter 5, "Setting Up Sales L eads and Opportunities,” Setting Up the Summary Page
for | eads and Opportunities, page 75.

The functional option CORE_RSF_ SUMMARY determines whether a user can view the

Summary page.
See Chapter 4, "Setting Up Sales Security and Personalization,” Setting Up Functional
Option e 30.

Discover Displays the Customer, L ead/Opportunity Details, Contacts, and Accept/Reject sections. If
you have installed PeopleSoft Partner Relationship Management, enable the Partner section
on the display template.

Assign Displays the Sales Team Members and Partner sections. If you have installed Partner

Relationship Management, disable the Partner section and enable the Add Partner Rep
section on the display template.

Qualify Displays the Campaign, Competition, and Survey sections.
Propose Displays the Product and Quote/Order sections. For opportunities, it also displaysthe
Forecast section.

Functional Option Used with the Display Template

Access the Display Template - Page Definition page (click a page link on the Display Template page. Click
the Show Section Details link and select the Security tab of a section).
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Display Template

Page Definition

Template ID CORE
Description Base Functionality

Page RSF_LEAD_QUALIFY

Enable Section Label

Campaign

[=]

Competition

[&]

Surve

Lead

Customer

Contacts
Accept/Reject Lead
Sales Team Members
Buying Criteria
Products

Quotes and Orders

OooOocoOoooD

Partner

Preview Page Return

Section ID
CAMPAIGN
COMPETITION
SURVEY
LEAD_HEADER
CUSTOMER
CONTACT
ACCEPT_REIECT
SALES_TEAM
BUYING_CRITERIA
PRODUCT
QUOTE_ORDER

PARTMER_GRID

Family Sales Lead Base Family

Component RSF_LEAD_ENTRY

First 4] 1-12 of 12 |} ] Last

Display Template - Page Definition page (1 of 2)
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~ Hide Section Details

Section Information

The CAMPAIGN =section has no fields defined.

J First n 1-20f 2 u Last

ey

Enabla Labal Field Namea Comments
Competition competition main tab
Comments competition comments tab

N
= First 4] 1-2 of 2 |+ Last

ey

Enabla Labal Field Namea Comments
Survey Main survey Tab
Status Survey Status tab

Display Template - Page Definition page (2 of 2)

Y ou can enter CORE_RS-_ADVANCED in the Functional Option Code field on the Security tab 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.

See Chapter 4, "Setting Up Sales Security and Personalization," Setting Up Functional Options, page 30.

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

Page - Section Grid Tab or Field

Discover - Contacts Phones tab, Impact tab, Organization tab, Correspondence tab
Assign - Sales Team Members Territory tab, Additional Details tab, Comments tab

Qualify - Competition Comments tab

Qualify - Survey Status tab

Propose - Forecast (opportunity only) Revenue Typefield

Propose - Quote Order tab, Audit tab

To hide or display specific fields or grid tabsin the Lead or Opportunity component, you can edit the CORE
display template.
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Setting Up Task Group Templates for Leads and Opportunities

This section provides an overview of task group templates and discusses how to:

Define task group templates.
Associate task group templates with lead statuses.

Associate task group templates with opportunity sales stages.

Understanding Task Group Templates

A task group template is a grouping of related tasks performed to accomplish certain goals. When you select a
task group template to apply to a component, the system automatically populates the set of predefined tasks
on the Tasks page of that component, saving time that you otherwise must spend entering those tasks one by
one. Both the Lead and Opportunity components support the use of task group templates, which can be
applied in two ways:

Manually, by selecting an existing task group template on the Tasks page.

Automatically, through the use of the AAF policiesthat populate sales tasks when the corresponding
policy condition is met.

Delivered AAF policies are available for populating tasks when the status of leadsis set to Open or
Rejected, or when the sales stage of opportunitiesis set to Discover,Qualify Customer, or Develop
Solution. Y ou can modify or create new policies for other situations where sales tasks need to be
populated by the system.

Note. The system populates sales tasks on |eads and opportunities whenever atriggering event occurs
(before saving alead or opportunity) and the conditions of sales tasks-related policies are met, which can
take place multiple times. In an example of leads, if you update the status of alead from New to Open, to
Working, then back to Open, and you save the lead every time a status is changed, the system populates
the same set of sales tasks twice for the two times when the lead status was changed to Open. Duplicate
tasks are allowed on the Tasks page.

Page Used to Set Up Task Group Templates for Leads and Opportunities

Page Name Definition Name Navigation Usage

Task Group Template RB_TSK_GRP_TPL Set Up CRM, Common Define task group
Definitions, Task templates, which consist of
Management, Task Group | lists of related tasks that can
Template, Task Group be populated to leads and
Template opportunities.
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Defining Task Group Templates

Delivered task group templates are available for the Lead (Lead Open and Lead Rejected) and Opportunity
components (Opportunity Discover,Opportunity Qualify and Opportunity Solution).

See PeopleSoft Enterprise CRM 9.1 Application Fundamentals PeopleBook, "Working with Tasks," Defining
Task Group Templates.

Associating Task Group Templates with Lead Statuses

90

To associate task group templates with lead status using AAF policies:

Note. The CRM system delivers policies (for IPROD and SHARE setl Ds) that populate preset tasks to leads
when the lead statusis set to Open or Rejected.

1. Navigate to Enterprise Components, Active Analytics Framework, Policies, Manage Policies.
2. Click the Build a Policy button.
3. Enter apolicy name and the setID in which the policy is used.
Use Before a Lead is Saved as the trigger point.
4. Click the Add Condition button.
The Build a Policy - Add Condition page appears.
5. Click the Select Term link.

In the Select Subject Area section, expand the Sales node, then click the Lead link. Select the Lead Status
term on the right column.

6. A termisselected onthe Build aPolicy - Add Condition page.
Now, enter an operator and value to finish building the condition.

For example, if this policy needs to be evaluated when the status of leads is set to Rejected, select is
changed to as the operator and Rejected as the value.

7. Click the Done button.
8. Click the Add Actions button to specify an action for the policy.
Select Sales Task as the action type and enter an action name.
9. Click the Configure button on the same row. The Configure Sales Task Action page appears.

10. Inthe Task Details section, select Lead as the application usage, and an applicable task group template
(for example, Lead Rejected).

11. Click the OK button.
12. Click the Done button to confirm the action configuration.

13. Click the Activate button and then the Save button to save the new policy in active mode.
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Refer to the "Building and Managing Policies" chapter for more information on how to build and manage
AAF policies.
See Also

PeopleSoft Enterprise CRM 9.1 PeopleBook: Active Analytics Framework

Associating Task Group Templates with Opportunity Sales Stages

To associate task group templates with opportunity sale stages using AAF policies:

Note. The CRM system delivers policies (for IPROD and SHARE setl Ds) that populate preset tasks to
opportunities when the opportunity sales stage is set to Discover,Qualify Customer, or Develop Solution.

1. Navigate to Enterprise Components, Active Analytics Framework, Policies, Manage Palicies.
2. Click the Build a Policy button.
3. Enter apolicy name and the setID in which the policy is used.
Use Before an Opportunity is Saved as the trigger point.
4. Click the Add Condition button.
The Build a Policy - Add Condition page appears.
5. Click the Select Term link.
In the Select Subject Area section, expand the Sales node, then click the Opportunity link.
Select the Opportunity Sales Stage term on the right column.
6. A termisselected on the Build aPolicy - Add Condition page.
Now, enter an operator and value to finish building the condition.

For example, if this policy needs to be evaluated when the sales stage of opportunitiesis set to Develop
Solution, select is changed to as the operator and SOLUTION as the value.

7. Click the Done button.

8. Click the Add Actions button to specify an action for the policy.
Select Sales Task as the action type and enter an action name.

9. Click the Configure button on the same row.
The Configure Sales Task Action page appears.

10. In the Task Details section, select Opportunity as the application usage, and an applicable task group
template (for example, Opportunity Solution).

11. Click the OK button.

12. Click the Done button to confirm the action configuration.
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13. Click the Activate button and then the Save button to save the new policy in active mode.

Refer to the "Building and Managing Policies’ chapter for more information on how to build and manage
AAF policies.

See Also

PeopleSoft Enterprise CRM 9.1 PeopleBook: Active Analytics Framework
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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 Enterprise Salesto predict sales for a specific time period.
Y ou create aforecast in PeopleSoft Enterprise Sales by uniquely identifying a forecast name and atime
frame. The forecast name is a user-defined text field that describes characteristics of the forecast. The time
frame specifies a particular week, month, quarter, or year.

For example, suppose that the current date is April 1, 2004, and you are forecasting the sales of freezersfor
the third quarter of 2004 (July 1 to September 30). Y ou generate forecasts monthly, so you expect to forecast
again on May 1, 2004, and June 1, 2004. Y ou 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 select one
of the forecast names and the third quarter 2004 time frame.

Y ou use the Time Frame component to set up time frames.

See PeopleSoft Enterprise CRM 9.1 Application Fundamental s PeopleBook, "Defining Holiday Schedules,”
Defining Holiday Schedules, Time Frames, and Sales Quota Rollups.

Defining Forecast Elements

To define forecast names, use the Forecast Names (RSF_FCAST _ID) component. To define forecast types,
use the Forecast Type (RSF_FCAST_TY PE) component. To define revenue types, use the Revenue Type
(RSF_REV_TYPE) component.

This section discusses how to:
» Define forecast names.
» Defineforecast types.

« Define revenue types.
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Pages Used to Define Forecast Elements

Page Name Definition Name Navigation Usage

Forecast Name RSF_FCAST_ID Set Up CRM, Product Define forecast names.
Related, Sales, Forecast,
Forecast Names, Forecast
Name

Forecast Type RSF_FCAST_TYPE Set Up CRM, Product Define forecast types,
Related, Sales, Forecast, which are user-defined
Forecast Types, Forecast classifications.

Type

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

Type

Defining Forecast Names

Access the Forecast Name page (Set Up CRM, Product Related, Sales, Forecast, Forecast Names, Forecast
Name).

Forecast Name

Forecast Name 2009 QUARTERZ

*Description (2005 Quarter 3

“Status | Active I
*Expected Forecast Date |07/01/2009 [5]
Forecast Thru Date |03/30/200% [E4

Modified 05/20/2008 9:57AM PDT SAMPLE

Forecast Name page

Expected Forecast Date Enter the date on which sales users can use the forecast name to generate a
forecast.

For example, suppose that the current dateis May 1, 2009, and you are setting up
aforecast name called Freezers: June for a forecast that will occur in June 2009.
Y ou do not want to make this forecast name available until June 2009, so you
would enter an expected forecast date of June 1, 20009.
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Forecast Thru Date Enter the ending date for forecasting.

(forecast-through date) For example, suppose you are going to stop selling a product at the end of 2009.

Y ou would establish aforecast name with a forecast-through date of December
31, 2009. Sales users cannot use the forecast name to generate a forecast for the
product for any time frames that begin after December 31, 2009.

The system generates alist of possible forecasts for aforecast name when there are time frame periods
defined. For example, suppose you enter an expected forecast date of July 1, 2009, and a forecast-through
date of September 30, 2009. The system builds alist of possible forecasts using that forecast name and the
following time frames:

« July, August, and September 2009 (if you use monthly time frames).
» Third quarter 2009 (if you use quarterly time frames).
« 2009 (if you use yearly time frames).

The system displays the list of possible forecasts on the Search My Forecasts and Search Rollup Forecasts
components.

See PeopleSoft Enterprise CRM 9.1 Application Fundamentals PeopleBook, " Setting Up General Options,”
Setting Calendar Options.

ing Forecast Types

Access the Forecast Type page (Set Up CRM, Product Related, Sales, Forecast, Forecast Types, Forecast
Type).

Forecast Type

Forecast Type COMMIT
Description |[Commited
*Short Description |[Commit
*Status | Active v

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 vary considerably for different kinds of businesses.
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Available on Select to make the forecast type available on the opportunity pages where you
Opportunity define and update opportunities.

When this check box is deselected, the forecast type is available only on forecast
pages, whereit is typically used to categorize types of adjustment activities.

Defining Revenue Types

Access the Revenue Type page (Set Up CRM, Product Related, Sales, Forecast, Revenue Types, Revenue
Type).

Revenue Type

Revenue Type ID NEWSALE
*Description [New Sale
*Status | Active w
Revenue Dimension 1 |NEW REVENUE

Revenue Dimension 2 |SALES

Modified 10/18/2001 11:42AM PDT SAMPLE

Revenue Type page

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

For example, one dimension might be the type of revenue (for example, New,
Upsell, or Repeat) and the other dimension might be the type of product or
service (for example, License Warranty, or Maintenance).

« If therevenuetype ID is New License, you might have dimensions of New
Revenue and License.

» |If therevenuetype ID is Warranty Add On, you might have the dimensions
of Upsell and Warranty.

 If therevenue 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 7

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 treeisamodel of the sales structure. The structure of the territory tree depends on how you
structure sales activities. A company can 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
the 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, a
territory does not have to represent a geographic region. If you structure sales activities by industry, three
territories might exist in the tree representing, for example, the manufacturing, insurance, and transportation
industries. If you have licensed PeopleSoft Strategic Account Planning, you can have territories represent
different company accounts. If you have licensed PeopleSoft Partner Relationship Management (Peopl eSoft
PRM) for Sales, you can have territories represent different partner companies.

Territory trees are hierarchical and can contain multiple levels. This diagram shows an example of aterritory
tree for a European sales organization:
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100

European
Territory
k4 Y Y
Morthern Southern Western
Europe Europe Europe
Y Y Y Y h 4 h 4
Sweden Denmark Italy Greece Great Britain France

Sample territory tree for a European sales organization

PeopleSoft Enterprise Sales uses territory treesto:

» Assign leads and opportunities to sales representatives.
» Determine users ahility to view leads, opportunities, and forecasts.
* Roall up salesforecasts.

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. Note that you can assign multiple sales
representatives to aterritory and then have the system select a representative for each lead or opportunity.

In addition, you must define specific values for the assignment criteria of each territory. For example, to have
the system 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 9, "Configuring Assignment Criteria," page 123.

To provide a manager with visibility to sales datafor 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 territories that are subordinate to the territory. In the preceding
example, if amanager is associated with the Western Europe territory, then the manager can view sales data

for Western Europe and the territories that Western Europe encompasses—Great Britain and France.

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

Before you can create criteria to define atree, you must set up setl Ds and business units, and map them to the
PeopleSoft Enterprise Sales RSFO6 tableset record.

Setting up the sales territory tree for the assignment of leads using the criteria of Region works only when you
define the same Region Caode in both the Geography and Territory categories. Geography can be selected as
the region code (Category Geographic code) for a customer and Territory is used in Territory tree Criteria
definition (Category Territory code).
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See Also

Creating Territory Trees

PeopleSoft Enterprise CRM 9.1 Application Fundamentals PeopleBook, "Working with Business Units and

TableSet Controls"

Creating Territory Trees

To create territory trees, use the Create Territory Tree (RSF_TR_NEW_TREE) component. To manage
territory trees, use the Manage Territories (RSF_ TR_MANAGER) component. To create or edit territories,

use the Territory (RSF_TERRITORY') component.

This section discusses how to:

« Createtrees.

« Déefinetrees.

o Create or edit territories.

Pages Used to Create Territory Trees

Territory Tree button on
the Add Territory Tree

page.

e Sdes, Manage
Territories, Tree
Manager

* Tree Manager, Tree
Manager, Tree Manager

Page Name Definition Name Navigation Usage

Add Territory Tree RSF_TR_NEW_TREE Set Up CRM, Product Create territory trees.
Related, Sales, Territory,
Add Territory Tree, Add
Territory Tree

Tree Manager PSTREEMGR o Click the Create Define the 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

Accessthe Add Territory Tree page (Set Up CRM, Product Related, Sales, Territory, Add Territory Tree,

Add Territory Tree).
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Add Territory Tree

+ STEP 1: Enter Tree Details

- Enter tree name and description.

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

*Tree Name|EURDF’E *Description [Europe Tree

*Root Node |[EUROPE NODE

w STEP 2: Allow Assignment Usage

Sales Assignment Group

|:| Customer Account Assignment

w STEP 3: Create And Edit Tree

*Tree Date |09/01/2009 B

+ STEP 4: Create Territory Tree

| Create Territory Tree |

¥ Audit Details

Add Territory Tree page

STEP 1: Enter Tree Details
Enter atree name, description, and root node (the topmost territory level of the tree).

Tree names and effective dates are especially important when you create multiple trees. Y ou can create two
trees with the same name and the same root node; but only if they have different effective dates. You can aso
create two trees with different names but with the same root node.

For example, you might create one tree with the name of the organization and another tree with the name of a
subsidiary. The root node for both trees might be World, because 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 to enable the system to use the territory tree to assign sales representatives.

Customer Account Select to enable the system to use the territory tree to assign account team
Assignment members.
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STEP 3: Create And Edit Tree

TreeDate Enter the date when the tree becomes effective. Several trees can have the same
name as long as they have 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 Tree Manager page to create nodes to add territories to the
tree.

In PeopleSoft Enterprise Sales, when you create a node in Tree Manager and
click the button with the pencil icon to edit the node, the system displays the
Territory Definitions page.

Defining Trees

Access the Tree Manager page (Sales, Manage Territories).

Tree Manager

SetlD: Last Audit:  Valid Tree
Effective Date: 04/10/2001  Status: Active
Tree Hame: WORLD WORLD
Save As Close Tree Definition Display Qptions Print Format

= WortDowors H. &
[ 5. AMERICA ALL - South America
" [ ASIAPACIFIC ALL - Asia Pacific - Al

EURCPE - ALL - Eurcpe - All

""" M. AMERICA ALL - Morth America - All

Tree Manager page

Use the Tree Manager page to add nodes and define territories.

Note. After you make changesto atree, 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 Enterprise Sales for that purpose.
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See Also

Chapter 8, "Reorganizing or Deleting a Territory Tree," page 109

Chapter 13, "Assigning a L ead or Opportunity,” Reassigning a Sales Representative's L eads, Opportunities,
and Accounts, page 207

Creating or Editing Territories

Access the Territory Definitions page (click the Edit Data button on the Tree Manager page).

Territory Definitions

Territory WORLD Tree Name  WORLD

*Description |WDRLD Business Unit US001

Assignment Group SALES Market  Global

Partner Company Owner RSF

Territory Definition

Effective Date |U"4‘;1"41;20U 1 E‘j El

Assignment Criteria

Criteria Code Regicn El
w Criteria Customize | Find | View A
Criteria Value Description
[worLD @, world (=]

+ Sales Users

@ Date of Last Assignment | Temporary Assignment

Sales User Name Sales Rep Primary

[alex Ash @, O E
|Shanna Ethbridge Qq, El
[zally Ross @, L L (=l

+ Audit Details

Modified 09/26/2002 12:26FM PDT SAMPLE

Territory Definitions page

Specify assignment criteriato define which leads or opportunities can be assigned to the territory.

Business Unit, The system displays the business unit, assignment group, and market defined in
Assignment Group, and the User Preferences component for the sales user who created the territory. If the
M ar ket 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.

104 Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved.



Chapter 7

Criteria Code

CriteriaValue

From Criteria Value and
To CriteriaValue

Sales User Name

Sales Rep (sales
representative)

Creating Territory Trees

Select the assignment group's criteria (set on the Criteria page) to define which
values are assigned to the territory.

For example, if the assignment group criteriaincludes Customer, Product 1D, and
Lead Source, you might specify that only Customer and Lead Source from the
lead or opportunity are 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 might specify that
al leads from the customers Johnson Braothers, Inc., ABC Corporation, and
Acme Imports are assigned to this territory.

If the criteria value permits arange, the From CriteriaVValue and To Criteria
Vaue fields appear.

Note. Setting up the salesterritory tree for the assignment of leads using the
criteria of Region only works when you define the same Region Code in both the
Geography and Territory categories.

Specify the beginning and end of the range of values to accept for the criteria
value.

For example, you can select a criteria code of Product 1D.and specify a criteria
value of 0001. If you also want to accept products with I Ds between 0001 and
0099, you would 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 alead or
opportunity if the system automatically assigns 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, deselect this check box. If you have PeopleSoft PRM installed, you must
select this check box for lead assignment purposes athough the partner sales
representative is not required to be an actual sales user.

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
typically do not select the Sales Rep (sal es representative) check box. To givea
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. Y ou can set up data distribution rules on the Dataset Rules and Dataset
Roles pages in the Enterprise Components menu.

See PeopleSoft Enterprise CRM 9.1 PeopleBook: Enterprise Components
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Select to identify a sales user as the primary sales representative for the territory.
Each territory can have only one primary sales representative. The system uses
this option when the assignment method indicates that items are assigned only to
the primary representative.

Note. PeopleSoft Enterprise Sales has two types of primary representatives. One
isthe primary representative for the lead or opportunity team. The other,
specified 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:

Temporary Assignment

If the Sales Rep check box is selected for a sales user, the system displays the
generic date of 01/01/1900 with the time of 12:00:00 AM.

Thisindicates that the sales user was successfully added to the territory but
has not been assigned a lead or opportunity. When alead or opportunity is
assigned to the sales representative, the system updates the date and time to
reflect when the assignment takes place using the round robin, time
assignment method.

If the Sales Rep check box is deselected for a sales user, the system displays
no date or time.

This setting applies to sales users who are administrators, managers,
executives, or in similar positions that are not eligible for lead or opportunity
assignments but who require visibility to sales data.

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

DateTo

Assigned To

Enter the beginning date for the temporary assignment.

Enter the ending date for the temporary assignment.

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 (RSF_ACCESS_RUN) component.

This section discusses how to run the Sales Access Update process.
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When you make changes that affect atree, territory nodes, or a sales user's visibility of atree, you must apply

the changes and update security by running this process.

Page Used to Run the Sales Access Update Process

Page Name Definition Name

Navigation

Usage

Sales Access Update RSF_ACCESS_RUN

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

Run the sales access update
process to apply changesto
atree.

Run the Sales Access Update Process

Access the Sales Access Update page (Set Up CRM, Product Related, Sales, Security and Personalization,

Sales Access Update).

Run Control ID: 1

Tree Name |WORLD @,

Report Manager

Process Maonitor

Run

Process Instance: 13755

Sales Access Update page

Select the tree that you want to update in the Tree Name field, and click the Run button.
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Reorganizing or Deleting a Territory Tree

This chapter provides an overview of tree reorganization and discusses how to:
» Review reorganizations.
» Reorganize aterritory tree.

+ Deletetrees or tree nodes.

Understanding Tree Reorganization

Occasionally, you may need to change the structure of aterritory tree due to a reorganization or expansion of
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 changesto atree. Typically, you use the reorganization process to
clone an existing tree and then make modifications to the new tree. Y ou can give the new tree the same name
asthe existing tree, aslong as you assign it anew effective date. Alternatively, you can give the new tree an
entirely different name. Y ou can then view and edit the new tree as needed. The system uses the tree with the
most recent effective date as the default tree.

Y ou reorganize territory trees by using the process template provided in the Reorganize Territories
component (RSF_TR_REORG). Each step of the process is keyed to the compl etion of the previous step.
Typicaly, system administrators run the tree reorganization process. Users with branch access to aterritory
can run the tree reorganization process for the territory. Y ou can give system administrators access to specific
branches within atree.

Note. Branch accessis distinct from territory visibility. A PeopleSoft Enterprise Sales 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 enables you to reassign the sales users for leads and
opportunities. The reorganization process suggests a hew territory and anew primary sales user for each lead
or opportunity in aterritory that you change or delete. 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. Y ou can then override or adjust the changes, select which changes to accept, and then submit
them to update the leads and opportunities.

Important! For territory tree reorganization, the assignment of sales representatives to leads and
opportunities by the assignment engine is always territory-based.

In addition to the mass reassignment that is integral to reorganizing atree, at any time you can individually
reassign arepresentative's leads and opportunities to a different sales representative. For example, if the
current representative is promoted or otherwise moved out of the sales representative position, that
representative's leads and opportunities must be reassigned.
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See Chapter 13, "Assigning a Lead or Opportunity,” Reassigning a Sales Representative's L eads
Opportunities, and Accounts, page 207.

The worksheets use predefined configurable assignment criteria to suggest the best fit for lead or opportunity
reassignment. Y ou might decide not to accept the system's suggestions; at this stage, you can make those
changes. The reorganization worksheets are designed for fast performance, and they display a specified
number of leads or opportunities.

The setup of the Configurable Search feature for the reorganization component returns a maximum of 300
leads or opportunities per search. The system displays a notification message if more than 300 are found. Y ou
may need to change this setting depending on the number of leads or opportunities that your salesforceis
handling at the time of reorganization. The system takes longer to present large result sets.

The Personalize Search feature is activated by default. It enables users to save searches and reuse them.

The Configurable Search feature can provide visual prompts about a search result set. At the top of the page,
the system displays the criteria on which the result set is based. For example, if the data result set isfiltered
first by the lead assigned to the current representative (Stu Marx) and then by the new representative (Edward
Allen), then this criteriawould appear:

» Current Rep = Marx, Stu Manager AND
* New Rep = Allen, Edward

If you need to assign members of the results set to more than just Edward Allen, you can do so on this page.

Reviewing Reorganizations

This section provides an overview of reorganization review and lists the page used to review reorganizations.

Understanding Reorganization Review

The reorganization ID is one of the search criteriafor the reorganization that you are reviewing. Because you
might test a variety of structures while planning a reorganization, the system stores the structures under
unique IDs. If you exclude the reorganization 1D from a search or saved search, the resulting data sets might
include information from any of the reorganization structures stored in the system. Always include the
reorganization ID in the selected criteria on the Personalize Search page.

Page Used to View Reorganizations

Page Name Definition Name Navigation Usage
Reorganize Sales Activities | RSF_TR_REO_SRCH Sales, Search View alist of submitted
Reorganizations territory reorganizations and

enter search parameters.
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Reorganizing a Territory Tree

This section discusses how to:

Pages

Clone and reorganize atree.

Review reorganization worksheets.

Select the territory team and primary representatives.

Submit the reorganization.

View submitted reorganizations.

Used to Reorganize a Territory Tree

Page Name

Definition Name

Navigation

Usage

Reorg Territories
(reorganize territories)

RSF_ TR _REORG

Sales, Reorganize
Territories, Reorg

Follow the steps to
reorganize territorieson a

Territories tree.
Tree Manager PSTREEMGR « Click the View and View or make changesto a
Restructure Territory | territory tree.
Treelink on the Reorg
Territories page.This
link appears after the
taskinstep 2is
completed.
e Tree Manager, Tree
Manager, Tree Manager
Reorg L eads (reorganize RSF_TR_REORG_LEAD Sales, Reorganize Review and adjust the
leads) Territories, Reorg Leads system's reassignment of
leads in the new structure.
Lead Reorganization - RSF_TR_LE TEAM Click the Current Team link | Review alead's current
Current Team on the Reorg L eads page. team before reorganization.

Lead Reorganization - New
Team

RSF_TR_REORG_LETM

Click the New Team link on
the Reorg Leads page.

Review and adjust alead's
new territory team after
reorganization, and select
the primary representatives.

Reorg Opportunities
(reorgani ze opportunities)

RSF_TR_REORG_OPP

Sales, Reorganize
Territories, Reorg
Opportunities

Review and adjust the
system's reassignment of
opportunities in the new
structure.
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Page Name

Definition Name

Navigation

Usage

Opportunity Reorganization
- Current Team

RSF_TR_OP_TEAM

Click the Current Team link
on the Reorg Opportunities

page.

Review an opportunity's
current team before
reorganization.

Opportunity Reorganization
- New Team

RSF_TR_REORG_OPTM

Click the New Team link on
the Reorg Opportunities

page.

Review and adjust an
opportunity's new territory
team after reorganization,
and select the primary
representatives.

Reorg Accounts (reorganize
accounts)

RSF_TR_REORG_ACCT

Sales, Reorganize
Territories, Reorg Accounts

Review and adjust the
system's reassignment of
accounts in the new
structure.

Account Reorganization -
Current Team

RSF_TR_ACC_TEAM

Click the Current Team link
on the Reorg Accounts

page.

Review an account's current
team before reorganization.

Account Reorganization -
New Team

RSF_ TR _REORG_ACTM

Click the New Team link on
the Reorg Accounts page.

Review and adjust an
opportunity's new territory
team after reorgani zation,
and select the primary
representatives.

Submit Reorg (submit RSF_TR_SUBMIT Sales, Reorganize Follow the steps for
reorgani zation) Territories, Submit Reorg | submitting aterritory tree
reorganization.
Sales User RSF_SUSER1 Click the Look Up Sales View or adjust each sales
User link on the Submit user's territory accessibility
Reorg page. after reorganizing atree.
Sales Access Update RSF_ACCESS_RUN Click the Update Security | Run the Update Sales

Access link on the Submit
Reorg page.

Access process to update
security.

Reorganize Sales Activities

RSF_ TR _REO_SRCH

Sales, Search
Reorganizations,
Reorganize Sales Activities

View alist of submitted
territory reorganizations and
enter search parameters.

Cloning and Reorganizing a Tree

Access the Reorg Territories page (Sales, Reorganize Territories, Reorg Territories).
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" Reorg Leads || Reorg Opportunities || Reorg Accounts || Submit Reorg

+ STEP 1: Select Current Tree

Descriptiun| Status In Progress

Current Tree Name WORLD Current Effective Date 04/10/2001

w STEP 2: Select New Tree/Date

Select a tree and the date it will become active
Mew Tree NamelWDRLD @, Mew Effective Date |09/01/2009 [5]
| Create New Tree as Copy of Current Tree |

+ STEP 3: Create And Edit Tree

Wiew and Restructure Territory Tree

+ STEP 4: Generate Worksheets

| FenenatesfeanganizationVerkshests | Preview impact of the Tree Reorganization.

| RefreshStatus | Status New

Monitor Process

+ STEP 5: Review Worksheets

You can Review Worksheets after the Generate Worksheets Process above has completed.

¥ Audit Details

Reorg Territories page

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 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.

If the sales user is assigned to multiple trees, the tree name is available and the
trees to which that user is assigned are available so that the user can select atree.

Note. Sales users can clone or reorganize only trees to which they are assigned.
Sales users can also reorganize only the leads and opportunities of the sales
representatives that they can view on the territory tree.

For example, a sales administrator for the Europe tree can reorganize only the
Europe tree, and that administrator can view only the European leads and
opportunities on the reorganization worksheets.

See Chapter 4, "Setting Up Sales Security and Personalization," Defining a Sales
User's Visihility, page 24.
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STEP 2: Select New Tree/Date

New Tree Name

New Effective Date

Create New Treeas
Copy of Current Tree

Enter or select the name for the tree that you are creating.

If you have access to multiple trees, you can select from those tree names or enter
anew tree name.

Enter the date on which the new tree becomes effective. The system entersthe
current date as the effective date, which you can override.

Y ou can enter afuture effective date to allow yourself 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 name it according to the name specified in the
New Tree Namefield.

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 Tree Manager page, where you can create new nodes, delete
nodes, and make other 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 Enterprise Sales, page 120.

STEP 4: Generate Worksheets

Run the Tree Reorganization process (RSF_ TR_REORG).

Note. Before generating the worksheets, you must specify assignment groups for al accounts that are affected

by the reorganization.

Generate
Reor ganization
Worksheets

Refresh Status

This button is available only after you complete the previous step.

Click to reassign al 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.

Click to refresn the status display.
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Monitor Process Click to access the Process List page, where you can identify the status of the
reorgani zation worksheet generation process to determine when it is completed.

When it is completed, the next step is available.

STEP 5: Review Worksheets

Review Reorganization Click to review the worksheets that are generated by using the STEP 4: Generate

Worksheets Worksheets group box. Y ou must review the lead, opportunity, and account
reorgani zation worksheets in order. The Next button on each worksheet is
programmed to move you to the next worksheet.

Reviewing Reorganization Worksheets

Access the Reorg L eads page (Sales, Reorganize Territories, Reorg Leads), the Reorg Opportunities page

(Sales, Reorganize Territories, Reorg Opportunities), or the Reorg Account page (Sales, Reorganize
Territories, Reorg Accounts).

Note. This example shows the Reorg Leads page. The Reorg Opportunities and Reorg Account pages are
similar in appearance and usage.
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Reorg Territories Reorg Leads Reorg Opportunities Reorg Accounts Submit Rearg

Lead Reorganization

Enter New Territory and New Rep on Leads to be reorganized.

Use Search Criteria to Narrow the Search Results

+ Edit Reorganization iz Uy piree Kl oFg O aar

Lead Info More Details

Current

Enable Lead Cwrrent Territory  Current Rep Team New Rep *New Territory Mew Team
Current QI% | CD% New Team
Team I

select all L clear all

=

Use Saved Searchl
Current Rep | = o |
Current Territory | = o |
New Rep| = e |

New Territory | begins with |+ ||
Lead Mame | begins with  |» |

 Search || Clear | Basic Search (5 Save Search Criteria 'EI‘ Delete Sawved Search @Personalize Search

£HPE g

Reorg Leads page

Review the results of the system's reassignment of |eads, opportunities or accounts in the new tree structure.
Select new representatives to assign the items, if necessary.

Enable Select each reassignment that you want to accept.
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 before
reorganization. Viewing this page enables you to determine the changes that are
required.

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. Viewing this page enables you to identify the sales
representatives to add to the sales team. Y ou can also use these pages to select
the primary representative.

Click OK for the system to update 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 compl ete the reassignments.
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Search

Y ou can filter the search criteriato limit the information that appears on each worksheet. The delivered
Configurable Search feature for territory tree reorganization enables you to filter searches based on the
Current Rep,Current Territory,New Rep,New Territory, and Lead or Opportunity fields. Filtering a search
based on these fields provides a focused set of |eads and opportunitiesto review.

The Current Rep and Current Territory prompt values are based on the current tree. The Current Rep prompt
values list the representatives who report directly to the manager or administrator responsible for processing
reorganization. The New Rep and New Territory prompt values are based on the new tree. The New Rep
prompt values enable a manager to assign leads and opportunities to representatives who might not be direct
reports of that particular manager.

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 (click the New Team link on the Reorg Leads, Reorg
Opportunities, or Reorg Accounts page).

Lead Reorganization - New Team
Select rep from lead assignment list for reorganization.
Lead
Hame
=
Enable Assigned To Sales User Hame Territory Tree Hame Primary
IPROD_WORLD A
Ok

Lead Reorganization - New Team page

The Lead, Opportunity, and Account Reorganization - Current Team pages have asimilar format to the New
Team pages, but they are read-only.

Enable Select a check box for each member that you want to retain on the new team after
the reorgani zation.

Primary Select to specify the primary sales representative for each territory. This column
appears on the Lead Reorganization - Current Team, Lead Reorganization - New
Team, Opportunity Reorganization - Current Team, and Opportunity
Reorganization - New Team pages.

Owner Select to specify the account owner or owners. This column appears on the
Account Reorganization - Current Team and Account Reorganization - New
Team page.
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Submitting the Reorganization

Access the Submit Reorg page (Sales, Reorganize Territories, Submit Reorg).

" Reorg Territories || Reorg Leads || Reorg Opportunities || Reorg Accounts | el piias o)

w STEP 6: Submit Worksheets

|wEubmitResrasnization | You can Submit Reorganizations after reviewing the worksheets.

| Refresh-Status | Status New

) Date Submitted
Manitor Process

w STEP 7: Review Visibility
Review the visibility given to every Sales User affected by the reorganization.

Look Up Sales User

+ STEP 8: Update Security Access
Update the security access for the reorganized tree.
Update Security Access

F Audit Details

Submit Reorg page

STEP 6: Submit Worksheets

Submit Reorganization Click to apply the reorganizations from the worksheet to the leads, 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. 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.

Viewing Submitted Reorganizations

Access the Reorganize Sales Activities page (Sales, Search Reorganizations, Reorganize Sales Activities).
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Reorganize Sales Activities

Reorganization Requests iew 2 | By B 4 Y » [
Description Current Tree New Tree Status Date Added Date Submitted
09/01/2009
. IPROD_WORLD IPROD_WORLD In Progress LaEan
WORLD WORLD InP 05/01/2003
- n Frogress 11:274M
Geoqgraphic 10/28/2002
e T TECH_WORLD TECH_WW_THEATRES In Progress R 10/28/2002
Merge Channel
g:{;: Channel IPROD_WORLD IPROD_WORLD2020 In Progress i?{féﬁmz 10/21/2002

Use Saved Searchl V|

Description | begins with  [» |
Current Tree | begins with v |
MNew Tree | begins with |+ |

= L

Reorganization Status | b
Date Submitted | = v | E
Reorganization ID| begins with % |
Search | | Clear |  Basic Search Bl Save Search Criteria  [fj Delete Saved Search .@Perscnalize Search

Reorganize Sales Activities page

The reorganization ID is one of the search criteriafor the reorganizations that are listed on this page. Because
you might test avariety of structures while planning a reorganization, the system stores the structures under
unique IDs. If you exclude the reorganization 1D from a search or saved search, the resulting data sets might
include information from any of the reorganization structures stored in the system. Always include the
reorganization ID in the selected criteria on the Personalize Search page for this search.

Deleting Trees or Tree Nodes

This section discusses how to:

» Use Tree Manager to delete treeitems.

« Deleteresidual territory definitions from PeopleSoft Enterprise Sales.

Note. Be extremely cautious about deleting an entire tree. Generally, you delete an entiretree only if itisa
draft that you created while practicing tree setup.
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Pages Used to Delete Trees or Tree Nodes

Page Name Definition Name Navigation Usage

Tree Maintenance PSTREEMAINT Tree Manager, Tree Delete atree.
Utilities, Copy/Delete Tree,
Tree Maintenance

Tree Structure Maintenance | PSTREESTRCMAINT Tree Manager, Tree Delete tree nodes.
Utilities, Copy/Delete Tree,
Tree Structure Maintenance

Delete Territory RSF_TR_DEL_TREE Set Up CRM, Product Delete residual tree and
Related, Sales, Territory, territory data from the
Delete Territory, Delete application after deleting
Territory trees or nodesin Tree

Manager.

Using Tree Manager to Delete Tree Items

Access the Tree Maintenance (Tree Manager, Tree Utilities, Copy/Delete Tree, Tree Maintenance) and Tree
Structure Maintenance (Tree Manager, Tree Utilities, Copy/Delete Tree, Tree Structure Maintenance) pages
in Tree Manager.

See Enterprise PeopleTools 8.50 PeopleBook: PeopleSoft Tree Manager

Using Tree Manager, you can delete nodes from atree or delete an entire tree. Tree Manager does not,
however, delete the territory data associated with trees or nodes across applications. Thisresidual territory
data still exists in PeopleSoft Enterprise Sales and can be included in prompt lists asif actively assigned to a
tree. For example, you might del ete the node for the Western territory, but the Western territory and its data
still exist. You must delete this residual territory data from PeopleSoft Enterprise Sales by using the Delete
Territory page.

Deleting Residual Territory Definitions From PeopleSoft Enterprise Sales

Accessthe Delete Territory page (Set Up CRM, Product Related, Sales, Territory, Delete Territory, Delete
Territory).
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Delete Territory

Tree Name HIGHER EDUCATION

Territory Node iz i | First 4] 1ofl | » ] Last
Select Territory 1D Territory
O UNDERGRD Undergraduate
Select All D Clear all

. Delete Selected Territaries.

Delete Territory page

All territories that are deleted from atree in PeopleSoft 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

Enterprise Sales.

Select Select the territory tree or node for which you want to delete residual data.
Delete Selected When you click this button, the system prompts you to confirm the del etion of
Territories residual datafor the selected items. If you proceed, the system deletes the

selected items and returns you to the Delete Territory page, which lists any
territories that still exist for the tree.
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Configuring Assignment Criteria

This chapter provides an overview of assignment groups and discusses how to configure 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 set up the system to
automatically associate the assignment group with territory trees that you define by specifying assignment
group in the Sales Users component or at the business unit level. When a sales user adds a lead or opportunity
and clicks the Assign Sales Rep button, the system uses the assignment group that is associated with the
territory tree to select the sales representative and team. The system uses the following steps:

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

The system bases this evaluation on user-defined criteria and weights entered for the assignment group.
The criteriamight include the customer, product, region, and industry. The system uses these criteriaand
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 that contains representatives or teams from the selected territories only.

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

Thistableillustrates the possible assignment configurations that you can enter for an assignment group:
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Assignment Configurations

[Primary Rep
Automatic  [Round Robin - Time
[Round Robin - Availability
Manual Selection

Single Rep

Automati Round Robin - Time

Single utomatic

Rep [Round Robin - Availability

Single |Manual Selection

feam [Round Robin - Time

HWhole Automatie Round Robin - Availabilit

Team I ound Robin - Ava y
Manual Selection

Sample Assignment configuration combinations

The following examples show how the system assigns the sales representative if you use the following
gnment group settings:

« Multiple Territory: Search the treeto find the territories to which the sales representative is assigned.
The two territories that most closely match the matching criteria are searched.

« All Teams: Within each territory in the two top-weighted territories, the system identifies all sales
representatives assigned.

« Single Rep: From each territory team, the system lists only one representative.
« Primary Rep: The primary representative from each top-weighted territory is selected.

The system then identifies only the first representative in the list of possible primary representatives as the
primary representative for the lead or opportunity team.

» No Business Unit Restriction: The system assigns the item to the primary representative who, because no
restriction exists, might or might not be in the same business unit as the current sales representative.
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See Chapter 9, "Configuring Assignment Criteria," page 123.

Consider asingle tree for which the system determines the territories that are best suited to receive the
assignment, based on the defined criteria and weights. The system finds the most suitable single
representative or whole team by using the specified methods.

Thistable lists the data in the system and the criteria that the system uses to select the most suitable territories

for the assignment:

Territory Total Product Weight Region Weight Industry Weight
Weight
Western 9 Freezers 5 West 4
Eastern 5 Refrigerator 5
s
Northern 3 Computers 3
Territory « For asingleterritory, the system selects Western because, with atotal weight

of 9, it isthe highest weighted territory.

For multiple territories, by default the system uses the two best suited
territories, but you can increase the number of territories. Assume that the
system uses the default number of territories. In this case, the system selects
the territories of Western, with atotal weight of 9, and Eastern, with atotal
weight of 5.

Note. For multiple territories, you can have the system search within asingle
team (group of sales representatives in a given territory) in each territory that
matches the assignment criteriawith the highest total weight, or you can have
the system search within all teams or groups of sales representatives
associated to multiple territories that matched the assignment criteriawith the
highest total weight.

In the single-territory scenario, the system uses the Western territory data, as described in the following table,
to select the most suitable single representative or whole team within that territory:

Territory Sales Last Assigned Availability Primary in Team?
Representative Date Count

Western ABC 6/1/2002 10 Yes

Western LMN 5/1/2002 2 No

Western XYZ 4/1/2002 8 No
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Based on the modes and options specified, the system returns the following values:

Automatic Assignment  For each option in the automatic assignment mode, the system returns the
following values:

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

» Round Raobin, Time: The system selects XYZ because, with a last-assigned
date of April 1, 2002, this representative has waited the longest without a new
assignment.

» Round Rabin, Availahility: 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 aswell asits sales
representatives—ABC, LMN, and XYZ.

Select the sales representatives to assign.

Here is another example. Consider atree on which 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.

Thistable lists the datain the system and the criteria from which the system must select the matrix territory
most suitable for the assignment:

Territory Total Product Weight Region Weight Industry Weight
Weight
Osborne 9 Pianos 5 West 4
Western
Osborne 7 Pianos 5 Trucking 2
Trucking
Trucking 2 Trucking 2
Territory The system selects Osbor ne Western and Osbor ne 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 islisted in thistable, to select the most suitable single
representative or whole team within the territory:
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Territory Sales Last Assigned Availability Count Primary in Team?
Representativ Date
e
Osborne A 6/1/2002 2 Yes
Western
Osborne B 5/1/2002 1 No
Western
Osborne AA 5/1/2002 8 Yes
Trucking
Osborne BB 5/16/2002 6 No
Trucking

The system must review all teams in the multiple territories. Based on the specified modes and options, the
system returns values.

Return Search Results

for

Manual Assignment

each option:

For the automatic assignment mode, the system returns the following values for

« 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 thefirst in the list.

Round Robin, Time: The system selects B and AA because these
representatives have waited 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.

The system finds the multiple territories of Osborne Western and Osborne

Trucking, aswell as all 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.
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To configure assignment groups, use the Configure Assignment Groups (RSF_ASSIGN_CONFIG)

component.

This section discusses how to:

+ Create assignment groups.

 ldentify component records.

» Define criteriaand their weights.

Pages Used to Configure Assignment Criteria

Page Name

Definition Name

Navigation

Usage

Assign Group

RSF_ASSIGN_GROUP

Set Up CRM, Product
Related, Sales, Territory,
Configure Assignment
Groups, Assign Group

Identify parameters for
assigning leads or
opportunities within a
specified group.

Component Records

RSF_ASSIGN_RECS

Set Up CRM, Product
Related, Sales, Territory,
Configure Assignment
Groups, Component
Records

| dentify components for
defining atree and its
territories, and define
records and fields for the
round robin assignment
method.

on the Component tab of the
Criteria page.

Criteria RSF_ASSIGN_CRIT Set Up CRM, Product Identify weighted search
Related, Sales, Territory, and match criteriato find
Configure Assignment candidates for assignment.
Groups, Criteria

Component RSF_ASSIGN_COMP Click the Component link | Determine which

components use the
specified field.

Creating Assignment Groups

Access the Assign Group page (Set Up CRM, Product Related, Sales, Territory, Configure Assignment

Groups, Assign Group).
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n Group | Component Records \|| Criteria \|

+ Assignment Group

SetID FSUNV Market Global
Assignment Owner Sales Assignment HE SALES
Group

Description Higher Education Assignment

(0 single Territory
(¥ Multiple Territories How Many?| 2

Multiple Team Option

OSingIe Team
® All Teams

+ Return search results for

@Single Rep
) whole Team

Assign Group page (1 of 2)

+ Choose from multiple matches
Assignment Mode

@Automatic Assignment
) Manual Selection

Automatic Options

|:| Primary Rep
Round Robin & Time

() Availability

+ Restrict to Business Unit

Restrict aszignment to within the Businesz Unit of transzaction?

Dﬂssign within Business Unit

Assign Group page (2 of 2)
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Assignment Group

Assignment Owner

Assign To

Single Territory

Multiple Territories

How Many?

Single Team or All
Teams

Chapter 9

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:

e Assign To:Sngle Territory.

e Return search results for:\Whole Team.

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

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

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

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 you can select All Teams to assign representatives from within all teams that
match the assignment criteria.

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

Return search results for

Single Rep (single
representative)

Whole Team

Select to make the assignment to a single territory team member of the specified
territory.

Select to make the assignment to al territory team members of the specified
territory.

Note. PeopleSoft Enterprise Sales uses territory teams, sales teams, account
teams, and lead or opportunity teams. The territory team, which is the team that
you use here, is the group of individual sales users who are assigned to a
territory.
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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 you select this option, 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 you select this option, search results are listed as candidates for assignment
when the user clicksthe Find Sales Rep (find sales representative) button on the
Lead - Assign or Opportunity - Assign page.

Note. To enable sales users to assign sal es 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 eval uate multiple matches automatically to narrow the selections to
asingle representative. This areais unavailable if you select any of these options:

+ Manual Selection.
» Single Territory and Whole Team.

« Multiple Territories, All Teams, and Whole Team.

Primary Rep (primary ~ Select to have the system evaluate the territory team and select only the team
representative) member who is designated as the primary member on the Territory page.

Round Robin and Time Select to have the system evaluate the territory teams to select candidates based
or Availability on either time or availability parameters. Select:

« Timeto identify the sales representatives who have waited 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.

« Availability 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.
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Restrict to Business Unit

Assign within Business  Select to permit assignments only to sales representatives in the same business
Unit unit as the business unit to which the lead or opportunity belongs.

Identifying Component Records

132

Access the Component Records page (Set Up CRM, Product Related, Sales, Territory, Configure Assignment
Groups, Component Records).

Chapter 9

’Assign Group b Component Records 'Qriteria b

Assignment Group

SetID FSUNY Market Global

Assignment Owner Sales Assignment Group HE SALES

Description Higher Education Assignment

Component Records Customize | Find | B | T

ST S  Round Robin - Last Assigned || Round Robin - Availabilty | [F=2¥

Description Criteria Group
|Lea|:| Entry Q@ Territory 1D El
|Dppur‘tunity Details @ Territory ID =]

Component Records page: Components tab

’masign Group N Component Records ’Qriteria N

Assignment Group

SetID PSUNV Market Global

Assignment Owner Sales Assignment Group HE SALES

Description Higher Education Assignment

8 r
Component Records Customize | Find | E | ¥ Firse 1-7 of 2 Last

Round Robin - Last Assigned G Tt e e [
Description Last Assigned Record Field
|Lea|:| Entry Q@, |Ruum:| Robin By Time View Q |LE|5t Aszzigned Date Q E|
|Dppurtur|ity Details Q@, |Ruum:| Robin By Time View Q |LE|5t Aszzigned Date Q E|

Component Records page: Round Robin - Last Assigned tab
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Assign Group Criteria

SetID psSUNY Market Global
Assignment Owner Sales Assignment Group HE SALES

Description Higher Education Assignment

%
Components Round Robin - Last As=igned
Description Awvailability Record Fiald
Lead Entry OJ Availability For Leads OJ Availability Count OJ ﬂ ﬂ
Opportunity Details OJ Availability For Opportunity OJ Availability Count OJ (+]|[=]
Component Records page: Round Robin - Availability tab
Components Tab
Description Enter the components to use for the assignment group. The components that you

enter appear on the Round Raobin - Last Assigned and Round Robin - Availability
tabs, and they populate the Components field on the Criteria page.

Round Robin - Last Assigned Tab

Last Assigned Record  Enter the record and field to use in the specified component to determine which
andField representative has waited the longest without a recent assignment.

The last-assigned date in the Lead Entry and Opportunity Details componentsis
used in the Round Robin - Time assignment method. The time stamp on the
Territory Definitions pageisinitialy set to 01/02/1000, and it is updated each
time that 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
104.

Round Robin - Availability Tab

Availability Record and The system counts the available leads and opportunities. Enter the record and
Field field for the system to use (from the specified 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 (Set Up CRM, Product Related, Sales, Territory, Configure Assignment Groups,
Criteria).
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[ Assign Group e Component Records \

Assignment Group

SetID PSUNV

Assignment Owner Sales

Description Higher Education Assignment

Market Global

Assignment Group HE SALES

" Detail

10
11

1z

Criteria

" Record || Component N

Customize | Find | L2 | 1-12 of 12

Description

|Cu5tu:rm er

|Prugram

[Plan

|Last School Postal Code

|Regicm

[Tndustry

|Prud|.|u:.'t Group

[Product 1D

|Lea|:l Source

|Pusta| Code

[1nstitution

|Career

Required

OO oooooooooO

BO Merge Field Weight
[2 ] =]
O [5 - Important ] =]
O [5 - Important v =]
O [5 - Important v =]
O e ~] =
O [0 - 1gnore v =]
O [0 - 1gnore || =]
O [0 - 1gnare v =]
O [0 - 1gnore v (=]
O [0 - 1gnore [~ =]
m [5 - Most Important ~| (=]
O E ] =]

Criteria page: Details tab
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[ Assign Group e Component Records \

Assignment Group

SetID PSUNY Market Global
Assignment Owner Sales Assignment Group HE SALES
Description Higher Education Assignment

Criteria Customize | Find | E | B Firet B 1-120F12 D Lact
*Code Description Type Record Key Field Description Field

1 [customer O single | |[RSF_company)@, [Bo_1D_cusT |v| [mamE1 v| (=l
10 |[program | O Single | [RSF_PROGRAM@, [AcaD_PrOG %| [DEscCR v| (=l
11 [Plan O Single | [RsF_pLan_vw @, [acap_pan | [DEscr ~| =]
12 Last School Postal « | Range | | @ | .V| | Vl =]
2 [Region O Single | [RSF_REGION_V@®, [REGION_ID v| [DESCR v| =]
3 [industry O Single | [RSF_INDUSTRY@, |INDUSTRY_ID |»| |DEScRSO v| =
4 [Product Group | Single »| [RSF_PRODGRP/@, [PRODUCT GRC/%| [DEsCR v| =]
5 [Productio O single »| |[RSF_PL_ProD_@, [PropucT_ID |v| [DEscR v| =l
6 [lead Source | | Single | [RSF_LE_SRC_T@, [LEAD_SOURCE |v| [DEsCRsD v| (=l
7 [Postal Code | O Range | | Q@ | | v| (=l
a8 [Institution | il Single | |[RsF_insT_vw @, [INsTITUTION |v| [DESCR ~| =]
g [caresr O Single | [RSF_CAREER_\@, [ACAD_CAREERw| [DEsCR v| =]

Criteria page: Record tab
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" Assign Group || Component Records "
SetID PSUNY Market Global
Assignment Owner Sales Assignment Group HE SALES
Description Higher Education Assignment
Criteria iz i H | First B 117 0f 12 I oct
" Detais || Record " =
*Code Description Required Component
1 |Custamer L Component =]
10 |Program F Companent =
11 [Flan i Component (=]
12 |Last School Postal Code L] Component =
2 [Region F Component =]
3 [Tndustry | Compenent =]
4 |Pr0duct Group |:| Component E|
s |Pr0|:|uc:t ji{n] | Component El
6 |Lea|:| Source L Component =
7 |Posta| Code ¥ Component =
8 |Ir|5tit|.|ti|:|n L Component =
El |Career ¥ Component El
Criteria page: Component tab
Weight Definitions Click to access the Assignment Weights page to specify the weights that you can

give to assignment criteria or to add new weights to the assignment group.

See Chapter 5, "Setting Up Sales L eads and Opportunities,” Setting Up
Assignment Weights, page 46.

Details Tab

Code andDescription Enter a code and description for the criteria used for the assignment group.
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Required

Weight

Record Tab

Type

Record and Key Field

Component Tab

Component

Configuring Assignment Criteria

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

For example, if you indicate that a product ID is required and you do not specify
aproduct ID, when you click the Find Sales Rep button on the Lead - Assign or
Opportunity - Assign page an error message appears indicating that a required
criterion (product 1D) is missing and that you must enter the required criteria
before the system can make the assignment.

Required data must have an assigned weight. The default assigned weight is O -
Ignore. Typically, you change the default weight for required data.

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

Specify the importance of criteria when the system makes a match.

Some weight lists have anchors—that is, low, middle, and high values—with
other values in between. For example, the predefined weights for the SHARE
setID (as shown in the example) arein increments of one (0, 1, 2, 3, 4,5, 6, 7, 8,
9). These weights have anchors of 0 = Ignore, 1 = Least Important, 5=
Important, and 9 = Most Important.

Click the Weight Definitions link to determine weight definitions.

Select to specify whether asingle value or arange of valuesis permitted for a
match.

For example, suppose that you want to search for representatives who work with
aparticular customer (asthe logged in sales user or specified sales representative
information). In that case, you would select the customer type Sngle. To have the
system search for representatives within arange of postal codes, select the postal
code type Range.

Specify the beginning and end of arange on the Territory Definitions page.

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

See Chapter 7, "Creating Territory Trees," Creating Territory Trees, page 101.

Enter the specific record and field that the system uses when prompting for the
criteria data that is available for an assignment group.

Click to access the Component page to view the components that use the criteria
field and to determine the location in the component buffer from which the
criteriafield comes.
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Understanding Sales L eads and Opportunities

Chapter 11
Creating Sales L eads and Oppor tunities

Chapter 12
Importing Sales L eads

Chapter 13
Assigning a Lead or Opportunity

Chapter 14
Qualifying a Lead or Opportunity

Chapter 15
Creating a Proposal for a Lead or Opportunity

Chapter 16
Creating Sales Tasks and Adding Notesfor a Lead or Opportunity

Chapter 17
Managing L eads and Opportunities

Chapter 18
Sending Sales Email M essages and Correspondence

Chapter 19
Viewing the Opportunity Pipeline

Chapter 20
Including Opportunitiesin Forecasts and Closing Opportunities
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Chapter 10

Understanding Sales Leads and

Opportunities

This chapter discusses:

L eads and opportunities.

Differences between leads and opportunities.

Workflow for leads and opportunities.

History tracking for leads and opportunities.

Leads and Opportunities

This section discusses:

Lead and opportunity management.
Leads.

Opportunities.

Prospects.

Profile enablement.

Higher Education for Sales.

Lead and Opportunity Management

The key to a successful sales cycle is efficiently managing leads and opportunities toward the closing of a

sale. You start by bringing leads into the system, qualifying them, and then converting them to opportunities.
Then, you assign potential revenue figures and expected close dates to the opportunities, and you review the

opportunities within pipelines and forecasts to estimate individual and company revenue.
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Some companies have fast transaction cycles with no distinction between alead and an opportunity. Other
companies have longer sales cycles, and tracking opportunity information becomes critical. Whether a
company uses leads only, opportunities only, or both leads and opportunities, sales representatives typically
enter and track all of the information. PeopleSoft Enterprise Sales is aflexible, configurable management tool
that enables you to enter and track lead and opportunity data and enables sales managers to view that datato
manage sales progress and predict close sales ratios. This diagram illustrates the business flow for managing
leads, starting from their creation to their conversion to opportunities:
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Sales user creates lead,
either manually or by import
Initial lead status is New.

Understanding Sales Leads and Opportunities

Telemarketing, online marketing, or
marketing user gualifies lead using
scripted surveys or informal
communication. Lead rating is applied.

.

E

Sales 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

Sales user associates additional
contacts, products, and
requirements with lead, and
assigns tasks related to lead.

Cold

User converts lead to opportunity.

Note: You cannot manually change
a lead's status to Converted.

Processing of leads from their creation to their conversion to opportunities

Sales users can:

Search for and organize leads and opportunities by virtually any criteria: sales representative, status, lead

rating, and so on.
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» Look up company and contact information, identify competitors, associate partners, and include notes and
attachments for each deal.

»  Capture the supporting efforts required for handling any lead or opportunity by adding tasks and assigning
them to the appropriate team members.

» View their tasks on the My Tasks page or by using the automated calendar.

Tasks that are added to alead or opportunity appear automatically in the task list and calendar of the
person to whom the task is assigned.

« View task history for any lead or opportunity to quickly identify which tasks are in process, canceled, or
completed.

« View asummary of the marketing campaign that generated the lead or opportunity.

Thisinformation is conveyed in sales and not marketing terminology and includes suggestions for
appropriate follow-up actions.

« Generate acall report.

Additionally, managers can identify sales teams and assign sales team members.

Delivered Lead and Referral Business Process

PeopleSoft Enterprise CRM delivers a business process that takes in lead and referral (leads that come from
internal employees) information for lead generation and processing. Eligible leads are then converted to
opportunities, which go through the usual opportunity management process until closure. This business
process is invoked when customers import leads from external sources into the CRM system, and is only
available with the integration between the CRM system and Oracle BPEL Process Manager.

See Appendix B, "Sales Delivered Business Processes and Web Services," page 327.

See Also

Chapter 5, "Setting Up Sales L eads and Opportunities," Understanding the Sales Process, page 34

Leads

144

A lead represents a potential customer for the sale of the company's products and services. In some sales
organi zations—especially those that sell products and services over the telephone as part of acall center
operation—the lead can be used to track all elements of the sales transaction, from qualification to closure. In

other sales organizations, atelemarketing organization might use the lead to track and qualify potential
customers that are then handed over to an inside sales or field sales organization as opportunities.

PeopleSoft Enterprise Sales enables you to manage leads and track them from beginning through closures.
When alead is qualified, it can be converted into an opportunity for pursuit by selling organizations. A single
person can be alead sales representative for multiple opportunities. An opportunity can also be associated
with multiple leads.

The minimum requirements for creating alead in PeopleSoft Enterprise Sales include:

» A description of the lead.

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved.



Chapter 10 Understanding Sales Leads and Opportunities

* A lead status.
e Thebusiness unit.

It isrecommended that you also include the customer name and at least one contact name and phone number
for follow-up. Y ou can enter as much additional information as needed.

Y ou can enter leads into PeopleSoft Enterprise Sales by:

» Creating anew lead and entering the data directly.
« Copying or cloning an existing lead, changing the necessary data, and saving it as anew lead.

» Importing data from an external comma-delimited spreadsheet, such as one that you receive from the
telemarketing department or that you create from trade show data.

» Integration with PeopleSoft Marketing and TeleSales.

See PeopleSoft Enterprise CRM 9.1 Marketing Applications PeopleBook, " PeopleSoft Enterprise Marketing
Applications Preface.”

You qualify leads to determine how likely it isthat the potential customer will make a purchase. With
PeopleSoft Enterprise Sales, you can use a branch script, or survey, to do this. A survey isaset of questions
with specified score levels to rate the customer's response. When you finish entering the customer's responses,
the system tallies atotal of the scores and rates the lead; for example, it might rate alead as hot, warm, or
cold. The marketing or telemarketing department often administers the survey as part of a marketing
campaign, or a sales representative might select a survey script to run.

In many organizations, the telemarketing organization is responsible for qualifying leads to a certain point.
They can then transfer the lead to the territory management and configurable assignment criteria system to
assign it to the sales representative who can accept it, reject it, or turn it back. Sales managers can establish
rating rules that automatically assign arating—for example, hot, warm, or cold—to each lead that is
generated from the TeleSales application.

Opportunities

Y ou can add an opportunity directly to PeopleSoft Enterprise 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. Y ou cannot, however, accept,
reject, or turn back an opportunity; these actions are relevant to assignment of leads by PeopleSoft Enterprise
TeleSalesto Sales.

If you use leads and a lead meets the organization's requirements, you can convert the lead to an opportunity.

Note. Opportunities are included in pipelines and forecasts, but leads are not.

As with leads, the minimum requirements for creating an opportunity include:

» A description of the opportunity.
« Anopportunity status.

e Thebusiness unit.
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Prospects

146

Sometimes you might want to enter a potential customer or contact into the system so that you can capture
their information, but because adding unnecessary information to the database can affect performance, you do
not want to commit their information to your database until they become actual customers or contacts. These
potential customers or contacts are called prospects, and only the minimal information necessary to identify
them isincluded. Prospects are associated with leads and opportunities (and referrals, in Client Management),
but cannot be assigned to partner representatives.

These sales pages display prospect information for leads and opportunities. Y ou can edit prospect information
directly on these pages.

« Lead import results.
» Online entry of leads and opportunities.
« Search list for leads and opportunities.

Prospects are not stored in the Customer Data Model (CDM); rather, they are stored along with their leads
and opportunities. Customers and contacts from the CDM, however, appear as links that enable you to access
the CDM component for editing.

When alead is converted to an opportunity or an opportunity is set to Closed/Won, the prospect information
istransferred (pushed) to the CDM, converting the prospect to a contact or customer. A prospect is also
pushed to the CDM when you use quick create to manually convert prospects from leads and opportunities to
customers or contacts.

If Customer Data Hub (CDH) integration is activated in the CRM system, prospect information that existsin
leads is subject to duplication check during the lead to opportunity conversion process.

See Chapter 11, "Creating Sales L eads and Opportunities,” CDH |mpact on L ead-to-Opportunity Conversion,
page 179.

Prospect information appears on Sales components only (Lead, Opportunity, Referral) and does not appear on
these elements:

* My Contacts.

o Tasks.

» Strategic Account Planning/SmartViews.
« Cdl Reports.

« Audiences.

»  Segments.

» 360-Degree View.

» Partner Relationship Management.
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Profile Enablement

The Lead and Opportunity components support the display of profile fields on the More Info page. You can
set up separate sets of profile fields to show in leads and opportunities based on the business object that is
referenced (person or company).

To add profilefields to the More Info page:
1. Define profile fields on the Profiles page.

The CRM system delivers profile fields, some are for general use and some are geared towards specific
industries. For profile fields that you want to use, make sure that they are activated.

2. Add profile fieldsto profile groups on the Define Profile Group page.

3. Assign the profile groups to the Sales Person component (for leads and opportunities referencing
consumers) or the Sales Company component (for leads and opportunities referencing companies) on
Assign Profile Group Display page.

Here, you can configure if a profile field appears as read-only or can be updated at runtime.

Refer to the see reference for more information on how to set up profilesto display in profile-enabled
components.

See PeopleSoft Enterprise CRM 9.1 Business Object Management PeopleBook, "Working with Business
Object Profiles," Understanding Profiles.

At runtime, the profile fields appear on the More Info page of the component that is set up to display them.

Y ou can update the values of these profile fieldsif they are not set as read-only, which are stored in the
corresponding lead or opportunity. However, the current status of the lead or opportunity also playsarolein
determining the availability of profile fields for edits. In other words, if alead or opportunity isin a status (for
example, Converted to Opportunity for leads) that does not alow any update to be made, profile fields are not
available for edit even if they are not set to be read-only on the Assign Profile Group Display page.

See Also

Chapter 17, "Managing L eads and Opportunities," Maintaining Profile Data for a L ead or Opportunity, page
254

Higher Education for Sales

In the higher education world, when prospects are qualified from the marketing application, telemarketers can
create leads for these prospects and leads are then assigned to recruiters either manually or automatically.
Recruiters work the leads and convert the qualified ones to opportunities. PeopleSoft Enterprise Sales helps to
build an effective recruiting system in CRM by providing enhancements in these areas:

» Leadsand opportunities.

» Assignment group for Higher Education.
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» Publishing academic information changes between leads or opportunities and constituents.

Leads and Opportunities

148

Enhancements for the Lead and Opportunity components include:

» Adding new section for selecting and storing academic information for constituents.

» Using anew display template to render leads and opportunities for Higher Education usage.

Academic Information Support

A new section is added to the Discover page of |eads and opportunities to support the selection and storing of
education information for constituents, which include institution, career, programs and plans.

When you convert alead to an opportunity, you can select to include the academic information in the
conversion process. The system displays a warning message if it detects a mismatch of institution and career
in the conversion process (especially when converting alead to an existing opportunity).

Unlike lead conversion, academic information cannot be copied to the new object or objectsin the case of
cloning.

Refer to the see reference for more information on the Academic Information section.

See Chapter 11, "Creating Sales L eads and Opportunities," Creating a Sales | ead, page 156.

Changes in Pages, Sections and Fields

The CRM system delivers the Higher Education Sales Display Template Family (HE_SALES) for displaying
Higher Education |eads and opportunities. The system renders |eads and opportunities using the HE_SALES
display template if the Higher Education option is selected in the Installation Options page.

The HE_SALES display template makes these visual changesto the Lead and Opportunity components:
+ The Summary page of the Lead and Opportunity components.
This pageis not visible in either component.
» The Discover page of the Lead and Opportunity components.
« The Academic Information section is added to both components.
« Both the Partner and Contacts sections are not visible in either component.
» SalesRepisrenamed Recruiter.
« The Assign page of the Lead and Opportunity components.
» SalesRepisrenamed Recruiter.
» Sales Team Members is renamed Recruiting Team Members.

« SalesTeamisrenamed Recruiting Team.
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See Chapter 11, "Creating Sales L eads and Opportunities," Creating a Sales L ead, page 155; Chapter 11,
"Creating Sales L eads and Opportunities," Creating a Sales Opportunity, page 161; Chapter 13, "Assigning a
Lead or Opportunity,” Assigning Sales Representatives to a Lead or Opportunity, page 195 and Chapter 17,
"Managing L eads and Opportunities," Managing a L ead or Opportunity on the Summary Page, page 250.

Assignment Group for Higher Education

PeopleSoft Enterprise Sales uses the application engine to assign sales representatives to leads and
opportunities automatically. The engine refers to assignment groups for assignment configurations and
criteria, together with territory definitions, to determine the appropriate sales representatives or sales teams
for leads and opportunities. The system delivers a new assignment group to support the automatic assignment
of recruiters and recruiting teams for Higher Education leads and opportunities. The assignment configuration
and criteria of the new HE_SALES assignment group are similar to the setup of the existing Sales assignment
group, with these differences:

+  TheHE_SALESassignment group does not have Company Revenue as an assignment criterion.

« TheHE_SALESassignment group includes Institution,Career,Program,Plan and Last School Postal Code
as assignment criteria.

Note that the Last School Postal Code valueis stored in CLM in a one-to-one relationship with institution
and career. Each lead can store one Last School Postal Code value for the current selected institution and
career combination. The recruiter or recruiting team assignment can be based on the last school postal
code only if acareer (not arequired value) is currently selected in the lead. A change of the Last School
Postal Code value in CLM does not trigger the same update in the corresponding lead. In this case, if you
want the assignment engine to perform automatic assignment based on the updated last school postal
code, you need to create a new lead for the constituent.

The same s true for opportunities.
» All of the criteria mentioned above, and Postal Code, have a non-zero weight value.
See Also

Chapter 7, "Creating Territory Trees," Creating or Editing Territories, page 104

Chapter 9, "Configuring Assignment Criteria," page 123

Publishing Academic Information Changes

The CRM system stores the academic information (which includes institution, career, programs and plans) of
a constituent in both its consumer and its lead and opportunity records. To keep the information synchronized
between these records, the system publishes academic information to Constituent Lifecycle Management
(CLM), which is a one-way operation, when a change occursin alead or opportunity so that the update is
reflected in the consumer record as well.

The system publishes academic information to CLM when a change occursin one of theseitemsin alead or
opportunity at save time:

» Institution, career, and program and plan set.

« Statusischanged to Close - Lost for the lead or opportunity.
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Consumer (the BO ID).

The published update includes thislist of information, which is passed to CLM:

Institution, career, and program and plan set.

Because ingtitution and career are read-only after it is saved for the first time, no publishing occurs for the
deletion on ingtitution and career. Programs and plans, however, can be added, changed and deleted in
leads and opportunities; the update includes any program and plan changes along with the Delete Action
flag to indicate addition, update or deletion of the information.

BO ID of the consumer.

In the case where academic information is published because of a change in consumer selection, the
update of the newly saved Consumer object is published to CLM .

This published update does not apply to the business carding scenario where there is no association with
an actual BO ID.

Transaction type (LEAD or OPPY).
Lifecycle status (Suspect,Prospect, | nactive, Applicant, and so on).

Thelifecycle statusis set to Inactive in the published update if the status of the lead or opportunity, the
event that causes the published update to occur, is changed to Close - Lost.

The Delete Action flag (True or False).

The system sets the value of thisflag to Falseif a program and plan set is added to the Academic
Information section of lead or opportunity. The valueis set to True if aprogram and plan set is deleted
from the section. A change of program and plan set triggers two calls (one for deleting the old program
and plan and the other one for adding the new program and plan).

Note. This publication pertains only to changes that occur between lead or opportunity and consumer
(individual) records and it does not apply to leads and opportunities that are created for companies
(organization).

This graphic illustrates the logic flow for publishing academic-related information changes taking place leads
and opportunities:

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved.



Chapter 10

Understanding Sales Leads and Opportunities

e
=

Set Life Cycle
Status to Inactive

No
¥

Call CLM Update API
with priorioriginal Row,
Delete action =Y

-

Call CLM Update AP|

Yes—m

Call CLM Update API
with new/current Row

with new/current Row

Call CLM Update API

s with priorforiginal Ruw,
Delete action =

Call CLM Update API

with new/current Row

&>
&
r——

Logic flow for sending one-way publish to update consumer records with changes in academic-related

information that occurred in leads or opportunities
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Differences Between Leads and Opportunities

A significant difference between leads and opportunitiesistheir relation to pipelines and forecasts.
Opportunities, but not leads, are rolled up into pipelines and forecasts. 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, History, Call Reports, and More Info) 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, sales users can click the Create Forecast button to copy productsto
the Forecast section and make them available for inclusion in forecasts.

« On the Revenue Percentage tab on the Opportunity - Assign page, 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.

» Because the system does not roll up leads into forecasts, no Revenue Percentage tab appears on the Lead -
Assign page, and no Forecast section exists on the Lead - Propose page.

Here are some additional differences between leads and opportunities;

» You can create opportunities only in PeopleSoft Enterprise Sales.

However, you can create leads in other PeopleSoft products (for example, TeleSales, Marketing, and
Support).

« You can accept, reject, or turn back alead, 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.

Workflow for Leads and Opportunities

152

Y ou 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 notification to a sales manager if asales
representative rejects alead. PeopleSoft delivers several policies that specify the details for workflow:

Policy Name Description

Lead is Rejected or Turnback The system sends notification if a sales user rejects or
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 a quote created from within
alead.
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Policy Name Description

Lead not accepted in duetime The system sends notification when alead is not
accepted in due time, which is defined for the lead
rating.

Opportunity ESA Pricing Info Received The system sends notification when it receives pricing

information from the PeopleSoft Enterprise Service
Automation application for a quote created from within
an opportunity.

Like other PeopleSoft Customer Relationship Management applications, PeopleSoft Enterprise Sales uses the
Active Analytics Framework (AAF) to configure workflow.

See PeopleSoft Enterprise CRM 9.1 Automation and Configuration Tools PeopleBook, " Setting Up
PeopleSoft CRM Workflow."

History Tracking for Leads and Opportunities

The CRM system supports history tracking to maintain records of events that occur in the Lead and
Opportunity components through the AAF. For example, the system can log arecord if a sales manager
changes the sales representative assignment for alead. PeopleSoft Enterprise Sales delivers these AAF
policies that specify the details for history tracking:

Policy Name Description

Lead Assigned To Changed The system logs a history record if a sales user changes the sales
representative assignment for alead.

Lead Rating Changed The system logs a history record if a sales user changes the rating for a
lead.

L ead Status Changed The system logs a history record if a sales user changes the status for a
lead.

Opportunity Assigned To Changed The system logs a history record if a sales user changes the sales

representative assignment for an opportunity.

Opportunity Sales Stage Changed The system logs a history record if a sales user changes the sales stage for
an opportunity.

Opportunity Status Changed The system logs a history record if a sales user changes the status for an
opportunity.

When enabled, these policies are triggered when alead or opportunity of the specified setID is saved. The
framework evaluates the conditions of the policies and carries out actions for the policies that have a positive
evaluation result.
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See Also

PeopleSoft Enterprise CRM 9.1 Automation and Configuration Tools PeopleBook, "Working with Active
Analytics Framework," Understanding CRM Action Types

PeopleSoft Enterprise CRM 9.1 Automation and Configuration Tools PeopleBook, "Working with Active
Analytics Framework," Configuring Sales History Actions
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Creating Sales Leads and Opportunities

This chapter discusses how to:

» Createasaleslead.

» Create a sales opportunity.

» Select the customer for alead or opportunity.

« Select customer contacts for alead or opportunity.
+ Cloneasaeslead or opportunity.

» Convert alead 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 role has data distribution rules with 16 or more
subqueries, you may receive an error message when you access alead or opportunity. If an error occurs,
reduce the number of data distribution rules for the user role, or reduce the complexity of the data distribution

rules.

Y ou can set up data distribution rules in Enterprise Components.

See PeopleSoft Enterprise CRM 9.1 PeopleBook: Enter prise Components

Page Used to Create a Sales Lead

Page Name Definition Name

Navigation

Usage

Lead - Discover RSF_LEAD_ENTRY

e Sales Add Lead, Lead -
Discover

e Sdes, Search Leads,
Lead - Discover

Enter details about a sales
lead, including the name,
status, and rating, and the
customer's name, address,
and contact people.
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Creating a Sales Lead
Access the Lead - Discover page (Sales, Add Lead, Lead - Discover).

| E Add Lead | B Notification | %% Clone | Eﬁ Convert | =>> Personalize
Description Sales Lead 3 Status Working
Customer Lakeview Community College Contact Walsh,Jacob
Contact Phone 701/665-3244 Rating Hot

[ Summary b [ Assign e Qualify I Fropose e Call Reports e Tasks I Motes e More Info N E)

Customer Lakeview Community College % Search Again
Address| 7500 College Dr,Grand Forks,ND,55332,USA [~ r
Site Riverdale @, Search Again
Addressl |

Partner| Contactl
E| Advanced Search
*Description |Sa|es Lead 3 *Business UnitlUSEUU a,
Sales Rep |Stephen Ray @, Revenue Im Currency W%

“‘Statu5| Waorking |» Rating | Hot v Prin:»rit'yr

Lead - Discover page (1 of 2)

Contacts Customize | Find |
i Contact I Impact it Organization it Correspondence b

Primary  First Name Last Mame *Pref Comm Work Phone Ext Email Address
Jacch Walsh 5| call |»| |[7oi/665-824:Q | [jwalsh@lce.com @, ] ]
[0 maggie Brown & | call |«| |[Foi/e65-149¢@, || [robin_dubin@pecplesd @, o m
First Name | Last Name | Add |
[ Aocept | [ Rejest | [ Turnback |

Related Transactions

Add Mote | EBF Add Task

s Assign Team | ﬁ'ﬁ«dd Product | Eﬂf Create Quote |

Lead - Discover page (2 of 2)
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Customer

The Type field indicates whether alead is a company or a consumer. Depending on which you choose,
different fields appear. For company customers, you can enter Customer and Site; for consumers, the fields
are First Name,Last Name, and Site.

Note. For Higher Education leads, the Consumer type is selected as the default value if the business carding
functionality is enabled.

See Chapter 11, "Creating Sales L eads and Opportunities,”" Selecting the Customer for a Lead or Opportunity,
page 164.

When a customer is present on the lead, the Address field is populated with the primary address for the
customer. Use the drop-down box to select whether to use 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 that if the customer for alead is a prospect, the name of the customer is editable on the Lead - Discover
page. Otherwise, the customer nameis displayed as alink that you can click to view more information about
the customer.

When you manually create alead, atext entry field and a search button appear next to the Customer and Site
or First Name/Last Name and Site fields. Y ou can enter or search for a customer and site. Before clicking the
Search button, you can optionally enter charactersin the Customer or First Name and Last Name fieldsto
limit the search.

See Chapter 11, "Creating Sales L eads and Opportunities," Selecting the Customer for a Lead or Opportunity,
page 164.

If you display an existing lead, the relevant fields (Customer or First Name and Last Name are displayed
when lead isfor a prospect customer.) If the lead is for an existing customer, alink is displayed that can be
clicked to launch an existing customer's information on either the Company or Person (Consumer)
components. The Search button becomes a Search Again link.

When a customer is present on the lead, the Address field is popul ated with the primary address for the
customer. Use the drop-down box to select whether to use an existing address, search for an existing address
not in thelist, or add a new address. Then, click the Go button to search for an address or add a new address.

Partner

The Partner section is enabled through the Display Template functionality if Partner Relationship
Management isimplemented. It appears following the Customer section.

Fieldsin this page region act similarly to those in the Customer region. If you have already selected a
customer when you search for a partner, the system limits your search to the partners associated with the
customer.

Note. This section is not visible for Higher Education leads.
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Lead

Description

Business Unit

Sales Rep (sales
representative)

Revenue and Currency

Chapter 11

Enter adescription of the lead. This can be the customer name, the product, or
other descriptive information.

Y ou can define the default value for this field on the Component Field Default
component.

See Chapter 5, "Setting Up Sales L eads and Opportunities,” Setting Up
Component Field Default Vaues, page 39.

Enter the business unit with which the lead is associated. The default isthe
business unit that is associated with the sales user on the Sales User page. If the
person who is signed 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 primary sales representative (formatted name: first name, last name)
who is assigned for thislead. The default is the name of the sales user who is
currently signed in. If your sales access profile permits you to reassign leads, you
can override the default value.

Y ou 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 lettersto select from the list of al
sales users that are within the specified business unit.

Note. Thisfield is renamed Recruiter for Higher Education leads.

Enter the estimated amount of revenue that you anticipate from this lead and the
currency code for the revenue. When you add products to the lead on the Propose
page, this currency is used for pricing information and to calculate atotal price.

Y ou cannot change the currency code if products are already associated with the
lead.

The default currency code is the code that is associated with the sales user on the
Sales User page.
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Creating Sales Leads and Opportunities

Select the current status of the lead.

Note. Status values are delivered as trandlate values; do not modify or delete
them. However, if you have the required security permissions, you can create

additional status values.

Delivered values are:

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved.

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
available for pipelines and forecasts.

Use the Convert button in the toolbar to convert alead to an opportunity.
When alead is converted, the fields on the L ead pages remain display-only.
Y ou 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 the
customer are unsuccessful and the representative wants to handle other leads
and then return to this one later.

Imported: The lead isimported 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 a rejection 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 Commentsfields
appear, and the Sales Rep (sales representative) field is desel ected; you must
enter areason.

Working: The assignee accepted the lead and is currently working on it.
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Note. If the lead came from PeopleSoft Enterprise TeleSales, 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 of the customer's interest or the potential for making a sale;
for example, Hot, Warm, or Cold.

Define rating values on the Lead Ratings page. Also, you can map scripted
survey ratingsto lead ratings to qualify alead and move it from PeopleSoft
Enterprise Marketing or TeleSalesto Sales. If alead is not accepted or rejected
within the specified time for its rating, PeopleSoft Enterprise 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.

Note. If the lead source is PeopleSoft TeleSales or PeopleSoft Marketing, the
valuein thisfield is automatically generated. Y ou can override this value.

See Chapter 5, "Setting Up Sales L eads and Opportunities,” Setting Up Lead
Ratings, page 41.

Priority Select a priority to indicate the urgency of working thislead. Priority values are
trandate values.

Academic Information

Use this section to select and store information about the institution, career, and one or more program and
plan sets student in the lead.

This section appears only for Higher Education leads. Changing the customer of the lead does not change the
current selection in this section.

Institution PeopleSoft University Career Continuing Education
=
*Program #*Plan
Continuing Education Graduate &, |General Cont Ed Graduate @ ]j

Add Program and Flan

Academic Information section of the Lead - Discover page

Institution and Career  Select the institution and career for the lead. These fields are editable when you
first add the new lead; they become read-only after the lead is saved.

The system filters the values for career based on the selected institution.
Each lead supports only one institution and career.
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Program and Plan Enter a school program and a plan for the program.

Y ou can enter multiple programs and plans for the lead. The system filters the
values for program based on the selected career, and plans based on the selected
program.

The system removes any existing program and plan setsin the lead if you change
the current institution or career.

Add Program and Plan Click to add a new row and enter a program and a plan.

See Chapter 10, "Understanding Sales L eads and Opportunities," Higher Education for Sales, page 147.

Contacts
This page region enables you to view and enter information about the contacts for the lead.

If the Allow Prospects option is enabled on the Installation Options page, you can use the + button to enter
new prospects, or run a search to find already entered contacts.

See Chapter 11, "Creating Sales L eads and Opportunities,” Selecting Customer Contacts for a Lead or
Opportunity, page 170 and PeopleSoft Enterprise CRM 9.1 Application Fundamentals PeopleBook, " Setting
Up General Options,” Understanding PeopleSoft Enterprise CRM General Options.

Accept/Reject Lead

Click abutton to accept, reject, or turn back the lead. If you click the Regject or Turnback button, the Reason
(required) and Comments (optional) fields appear on the page.

See Also

Chapter 15, "Creating a Proposal for a Lead or Opportunity,” page 225

Creating a Sales Opportunity

This section discusses how to create a sales opportunity.

Warning! If you use a Sybase database and the user role has data distribution rules with 16 or more
subqueries, you may receive an error message when you access alead or opportunity. If an error occurs,
reduce the number of data distribution rules for the user role, or reduce the complexity of the data distribution
rules.

Y ou can set up data distribution rules in Enterprise Components.

See PeopleSoft Enterprise CRM 9.1 PeopleBook: Enter prise Components
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Page Used to Create a Sales Opportunity

Page Name Definition Name Navigation Usage

Opportunity - Discover RSF_OPP_DETAIL «  Sales, Add Opportunity, | |dentify details about asales
Opportunity - Discover | opportunity, including the
name, status, and rating, and
e Sdles, Search the customer's name,
Opportunities, address, and contact people.

Opportunity - Discover

Creating a Sales Opportunity

162

Access the Opportunity - Discover page (Sales, Add Opportunity, Opportunity - Discover).

Opportunity
Save | E Add Opportunity | B Notification | B¥ Clone | Zﬁ:ZSED-Deree View | >> Personalize
Description Lakeview Freezer Status Cpen
Customer Lakeview Community College Customer Value Gold sririrdr
Contact Brown,Maggie Rewvenue 5700

" summary 'w Assign | Qualify || Propose || CallReports || Iasks | Motes | Morelnfo | [B)

Customer Lakeview Community College @, Search Again
Addressl 7500 College Dr,Grand Forks,ND,55332,U54 vl e
Sitel | Search | Advanced Search
Addressl 7500 College Dr,Grand Forks,ND,55332,USA v|
Partner| Cuntactl

| Search | Advanced Search

Opportunity - Discover page (1 of 2)
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Opportunity

Description |Lakeview Freezer *Unit|[US200 @,
Sales Rep|Sam Rabbitt @, *Status priority7 V]
Forecast Summary Sales Process
Model | Knowledge Enabled Sales w
Stage | 03-Develop Solution w
Est. Revenue |5,700.00 Currency |USD @ Task| 02-Configure and Quote Solution w
Confidence % 95 Close [12/10/2002 |[H] %Close 35

Date

Forecast Amt|>,700.00 EH| Create Forecast

L Eag M
Contacts Customize | Find | | = Firse 4] lofl Last

B Phones | Impact || Organization || Correspondence |
Primary  First Name Last Mame Pref Comm Wark Phone Ext Email Address
Maggie Brown @[}:Call w |?Ell.v'EES-14QE Qg, | |mbr0wn@|cc.c0rn'% m
First Name | Last Name| | Add |

Related Transactions

#¥ Add MNote

#5 Assign Team | ﬁ)’-\dd Product | BB Create Forecast | E¥ create Quote |E|+ Add Task |

Opportunity - Discover page (2 of 2)

This page is similar in appearance and usage to the Lead - Discover page with the following exceptions:

« The Opportunity Details page region includes a forecast summary.

» You cannot accept, reject, or turn back an opportunity.

Note that, aswith alead, if the customer for an opportunity is a prospect, the name of the customer is editable
on the Opportunity - Discover page. Otherwise, the customer name is displayed as alink that you can click to
view more information about the customer.

Higher Education Enhancements

Updates for Higher Education leads apply to Higher Education opportunities as well. They are:

» Hiding of the Partner and Contacts sections.

 Introduction of the Academic Information section.

« Renaming of salesrep to recruiter.
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Sales Process

M odel Select the overall sales process to use for this opportunity; for example, the
proprietary Knowledge-Enabled Sales process.

Set up sales processes on the Sales Process page.

See Chapter 5, "Setting Up Sales L eads and Opportunities,” Setting Up a Sales
Process, page 33.

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 5, "Setting Up Sales L eads and Opportunities," Setting Up a Sales
Process, page 33.

Task 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.

See Chapter 5, "Setting Up Sales L eads and Opportunities," Setting Up a Sales
Process, page 33.

% Close (percentage The system calculates this value after you enter the sales task and save the
close) opportunity. The calculation is based on the %Close method that is associated
with the specified sales process.

See Chapter 20, "Including Opportunities in Forecasts and Closing Opportunities,” Using the Forecast
Summary, page 274.

Selecting the Customer for a Lead or Opportunity

This section discusses how to:

» Select acustomer for alead or opportunity.

e Search for customer information.

» Usethe 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

Definition Name

Navigation

Usage

Lead - Discover

RSF_LEAD_ENTRY

e Sdes, Add Lead, Lead -
Discover

e Sdes, Search Leads,
Lead - Discover

Select the customer for a
sales|ead.

Opportunity - Discover

RSF_OPP_DETAIL

e Sales, Add Opportunity,
Opportunity - Discover

e Sdles, Search
Opportunities,
Opportunity - Discover

Select the customer for a
sales opportunity.

Search For Customer RBQ_BOSRCH Click the Search button on | Search for a customer or a
the Lead - Discover or partner.

Search for Partner Opportunity - Discover
page.

Create Company RBQ_QCREATE Click the Create Company | Create a new company and
link on the Company tab of | saveit in the database.
the Search For Customer
page.

Create Consumer RBQ_QCREATE Click the Create Consumer | Create a new consumer and
link on the Consumer tab of | saveit in the database.
the Search For Customer
page.

Customer Address RSF_LE ADDR_SEC Select —> add addressin | Enter the customer's address

the first Address field of the
Customer section of the on
the Lead - Discover page.
Click the Go button.

for alead.

Customer Address

RSF_OPP_ADDR_SEC

Select —> add addressin
the first Address field of the
Customer section of the on
the Opportunity - Discover
page. Click the Go button.

Enter or review the
customer's address for an
opportunity.

Site Address

RSF_LE SITE_SEC

Select —> add addressin
the second Address field of
the Customer section of the
on the Lead - Discover
page. Click the Go button.

Enter or review the
customer site address for a
lead.
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Selecting a Customer for a Lead or Opportunity

166

Accessthe Lead - Discover page (Sales, Add Lead, Lead - Discover) or the Opportunity - Discover (Sales,
Add Opportunity, Opportunity - Discover) page.

Note. The Customer section appears on the Lead - Discover page and the Opportunity - Discover page.
Although the following example shows the Lead component, the information here applies to both leads and

opportunities.

Lead
Save E E| ﬁ \ﬁ
Description Sales Lead 3 Status Working
Customer Lakeview Community Colleqe Contact Walsh,Jacob
Contact Phone 701/665-3244 Rating Hot
Summary Assian Qualify Propose Call Reports Tasks MNotes More Info II)

Site Riverdals

Address

Customer Lakeview Community Colleqe OJ Search Again
Address| 7500 College Dr,Grand Forks,ND,55332,US4 - E
@, Search Again
¥ &=

Lead - Discover page

Search

Advanced Search

Address

Before clicking a Search button, you must enter a business unit. Also, you have
the option to enter charactersin the Customer or Sitefield. Click the Search
button to search for customer or site data and to determine if a customer or site
aready 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 have already selected a partner when you search
for a customer, the system limits your search to the customers associated with the
partner.

Click the Advanced Search link to search for customer or site data. Y ou can enter
specific criteriato 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 select whether to
use 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.
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Searching for Customer Information

Access the Search For Customer page (click the Search button on the Lead - Discover or Opportunity -
Discover page).

Search For Customer

Mame | begins with  |» |A
First Mame | begins with | v |
Last Name | begins with | » |

Phone | begins with | |

Address | begins with % ||

Search Clear || Caneel

E‘p Create Company

Search Results

Company Address City State
. ’ . 3453 Oakland Street, San Leandro, CA&,

alan s Appliance RECyYeling

Alan's Appliance Recyclin 94502, USA San Leandro CA

Angel Co. 100 Main St,San Jose,CA,95111,USA San Jose CA

Search For Customer page

To select a customer, click acompany or consumer in the Search Results section. To add a new company or
consumer, click the Create Company link or Create Consumer link.

Using the Quick Create Feature to Create a Customer

Access the Create Company page (click the Create Company link on the Company tab of the Search For

Customer page) or the Create Consumer page (click the Create Consumer link on the Consumer tab of the
Search For Customer page).
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Create Company

SetlID CRMO1 Appliance

% Search Existing Company

*Namelﬁ-

*Currenc\rl us Dollar vl

Purchasing Options

SDld To Customer This company can make purchases,
Bill To Customer This company can receive bills,
Ship To Customer This company can receive shipments.,

Contact Info Entries
Contact Info

*Description |Elu5iness

 Phone ______________________________ JAddress ___ ___________________|

Co
*Type o "I"t“r Number Ext/PIN % Look up Address More...

| Business Vl

Business % | | | *Type

*Countryl United States vl
IM | | | Address 1 |55T?8
Fax v | | | Address 2 |

Pager | | | | Address 3 |

City |River|:|ale

Count\rl
*Type Email Address State |[c0 @, Colorado
Business [+ || Postal |
Other bt |
| Apply Changes |

Create Company page

The Create Company page and the Create Consumer page are similar in appearance and usage.

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.

Note. When you use the Quick Create feature to create anew company or consumer all applicable
information from the lead or opportunity is passed to it.

See Also

PeopleSoft Enterprise CRM 9.1 Business Object Management PeopleBook, "Using Business Object Search
and Quick Create Functionality," Creating Business Objects by Using the Quick Create Component
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Selecting the Customer Address

Access the Customer Address page (select —> add address in the first Address field of the Customer section
of the on the Lead - Discover or Opportunity - Discover page, and click the Go button).

Note. Although the following example shows a customer address, the information applies to both the
Customer Address page and the Site Address page.

Customer Address

Customer Lakeview Community College

*Country | United States w + | Create Address
Address 1 56778 Postal Search
AC Address 1
Address 2
AC Address 2

AC w
Address
3
AC Address 4
City Riverdale
AC City
County
State co @, colorade
Postal

Time Zone 04

Ok Cancel Search

Customer Address page

Note. In PeopleSoft Enterprise 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 Click to save data on this page and make it available for viewing or updating
later. The system displays the beginning of the address in the Address drop-down
box for the Customer or Site field on the Lead - Discover page or Opportunity -
Discover page.

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved. 169



Creating Sales Leads and Opportunities Chapter 11

Search Click to search for an address to determineiif 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 with the address and its associated purchasing options
designations (Sold To Address, Billing Address, and Shipping Address).

The Enter New Address button becomes avail able.

Selecting the Customer Site Address

Access the Site Address page (Select —> add addressin the second Address field of the Customer section of
the on the Lead - Discover or Opportunity - Discover page, and click the Go button).

Note. Fields on the Site Address page function in the same way as the fields on the Customer Address page.

See Chapter 11, "Creating Sales L eads and Opportunities,” Selecting the Customer Address, page 169.

Selecting Customer Contacts for a Lead or Opportunity

This section discusses how to:

»  Search for customer contacts.
» Use Quick Create to create a contact.

» Update customer contact information.

Pages Used to Select Customer Contacts for a Lead or Opportunity

Page Name Definition Name Navigation Usage
Lead - Discover RSF_LEAD_ENTRY « Sdes, Add Lead, Lead - | Enter or view datafor a
Discover |ead.
* Sdles, Search Leads,
Lead - Discover
Opportunity - Discover RSF_OPP_DETAIL «  Sales, Add Opportunity, [ Enter or view datafor an

Opportunity - Discover | Opportunity.

e Sales, Search
Opportunities,
Opportunity - Discover
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Page Name Definition Name Navigation Usage

Search For Contact RBQ_BOSRCH Enter the first name and last | Search for a contact. You
name of a contact (optional) | can optionally enter afirst
on the Lead - Discover page | and last name on the
or the Opportunity - component's Discover page
Discover page, and click the| to narrow the search.
Add button.

Create Contact RBQ_QCREATE Click the Create Contact Create a new contact and
link on the Search For saveit in the database.
Contact page.

Searching for Customer Contacts

Access the Search For Contact page (enter the first name and last name of a contact on the Lead - Discover
page or the Opportunity - Discover page, and click the Add button).
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Search For Contact
vSearch

Hame| begins with |+ | |La|-ceview Community Coll

First Name| begins with  |» | |J

Last Name| beging with | w ||

Phune| begins with  |» ||

Email | = L% | |
Address| begins with v||
City | begins with |+ ||

Postal = |
State | = v||
Cuuntr'!.r|= V||
Search Clear Cancel

|§- Create Contact

Select Last Name First Name
[F] Chase John
Fi odell Jeszie
F] Walsh Jacob
[ check all / Clear All
T ;

Select

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. Y ou can
override the text here. Y ou can also enter search criteriafor 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 Click Search to launch the search and display resultsin the grid at the bottom of
the page.
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Select (check box) 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. Click the link to select the user and
return to the Discover page.

Select (button) 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.

Createa New Contact  Click to access the Create Contact page to create anew contact if, after
searching, you determine that a contact does not exist.

Using Quick Create to Create a Contact

Access the Create Contact page (click the Create Contact link on the Search For Contact page).
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Create Contact

OQ Search Existing Person

Format fur| United States vl
Prefix|
*First Name|J Middle Namel
*Last Name | Suffix|

Contact Info Entries
Contact Info

*Description |HDI'I'IE
[ Phone . [Address
*Type cc:;:t" Humber Ext/PIN @ Look up Address More...
Home v | | | *T?PE| Home e
*Cuuntry| United States v|
Cellular |» | | |
Address 1 |
FAX Y | | | Address 2 |
Pager 3 | | | Address 3 |
City |
ErT— County |
*Type Email Address State ’—()Q
Home v | | Postal |
Other b |

: Apply Changes

Save Cancel

Create Contact page

When you use the Quick Create feature, you enter the customer contact directly into the database, and that
contact becomes available immediately for searching.

Note. When you use the Quick Create feature to create a new contact, only the first name and last name are
passed to Quick Create. When the user returns from Quick Create, the information in the contact row is
refreshed from the information that was entered on the Quick Create page. For example, if auser entersa
work phone and email addressin the contact grid, and then transfers to Quick Create and provides adifferent
work phone, the work phone in the contact grid will be refreshed from the one that was provided in Quick
Create. The email address till existsin the contact row and is saved to the Customer Data Model (CDM)
when the user saves the lead.

See Also

PeopleSoft Enterprise CRM 9.1 Business Object Management PeopleBook, "Using Business Object Search
and Quick Create Functionality," Creating Business Objects by Using the Quick Create Component
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Updating Customer Contact Information

Accessthe Lead - Discover (Sales, Add Lead’, Lead - Discover) page or the Opportunity - Discover page
(Sales, Add Opportunity, Opportunity - Discover).

By
Phones Impact Organization Caorrezpondence
Primary  First Mame Last Mame *Pref Comm Work Phone Ext Email Address
Jacab Walsh = | call | ||701/665-8244 OJ jwalsh@lcc.com QJ ﬂ ﬁf
] Magagie Brown = | call | |701/665-1496 OJ mbrown@lcc.com od | +] E
First Name Last Name Add

Lead - Discover page: Contact tab

Note. If you edit contact information in PeopleSoft Enterprise Sales, the system updates the contact
information in the Customer Data Model tables.

The Contacts section appears on the Discover page in the Lead and Opportunity components. Although the
example shows lead details, the information here applies to both leads and opportunities.

Contact

Primary Select to indicate the primary contact for this lead. Y ou can create only one
primary contact.

Pref Comm (preferred  Select the contact person's preferred method of communication.

communication) Communication methods are delivered as trandate values that you can modify if

you have the necessary permissions.

Work Phone andExt Enter the contact's work phone number here. Enter additional phone numbers on

(extension) the Phones tab.

Email Address Enter the contact's email address. This addressisrequired if you plan to email the
proposal.

Phones

Access the Phones tab.
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Contacts
Contact 'F"hrnnes Impact Organization Correspondence
Primary  First Name Last Mame g:::l:r\r Cell Phone Fax Number Home Phone
Jacoh Walsh =i | [701/663-8767 |@, || @ | € [+]
[0 'mMaggie Brown ﬂ| | @, | @, | @, [+ @
First Name | Last Name | Add

Lead - Discover page: Phones tab

Enter al phone numbers except the contact's work phone number. Enter the contact's work phone number on
the Contact tab.

Impact

Access the Impact tab.

First 4 1-2of 2 ] Last

Contact Phones Organization Correzpondence

Primary  First Name Last Mame Impact Support Approval Required
Jacaob Walsh = | High v| | Positive vl F [+
] Magagie Brown ﬂ | Medium V| | Positive Vl ] |£| ﬁ
First Name| Last Namel Add

Lead - Discover page: Impact tab

Enter information to identify the contact's impact on the customer's decision to make the purchase.

Note. You identify the contact's decision-making role on the Contact tab, and the contact's business title on

the Organization tab.

Support Select the type of support that the contact shows for this purchase.
Define support values on the Supports page.
See Chapter 5, "Setting Up Sales L eads and Opportunities,” Setting Up Contact
Support L evels, page 54.

Impact Select the impact that this contact has on the customer's decision to make the

purchase.
Define impact values on the Impacts page.

See Chapter 5, "Setting Up Sales L eads and Opportunities," Setting Up Contact
Impact L evels, page 54.
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Approval Required Select to indicate that the contact must grant approval on behalf of the customer
for the sale to go through. For example, if the individua isinfluential in the
company but does not have final approval, deselect this check box.

Organization

Select the Organization tab.
Contacts B Firse Kl 120F2 I ace
Contact Pheones Impact Correspendence
Primary  First Name Last Mame Role Title Department Responsibilitas
Jacob Walsh ﬂl General Manager v| |‘-.FP vl | v| [ [+] @
[0 m™aaggie Brown ﬂl Manager v| | Director vl | v| [ [+] T
First Namel Last Namel Add

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.

Role 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.

See Chapter 5, "Setting Up Sales L eads and Opportunities,” Setting Up Contact Titles, page 55.

Correspondence

Select the Correspondence tab.

Contact Phones Impact Organization

Primary First Mame Last Mame Email Proposal
Jacob Walsh = iEmaiI Prapasai E,E [+] [
Fl Magagie Brown = iEmaiI Prapasai E,E [+] E
First Namel Last Name| - Add

Lead - Discover page: Correspondence tab

See Chapter 18, "Sending Sales Email Messages and Correspondence,” Sending Sales Proposals or Quotes to
Customers, page 259.
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Cloning a Sales Lead or Opportunity
This section discusses how to clone an existing sales lead or opportunity.
Page Used to Clone a Sales Lead or Opportunity
Page Name Definition Name Navigation Usage
Clone Lead RB_CLONE_TXN_SEC Click the Clone buttonon | Clone alead.
the toolbar of alead.
Clone Opportunity RB_CLONE_TXN_SEC Click the Clone button on | Clone an opportunity.
the toolbar of an
opportunity.

Cloning an Existing Lead or Opportunity

Access the Clone Lead page or the Clone Opportunity page (click the Clone button on the toolbar of alead or
opportunity).

Note. Although the following example shows the Clone Lead page, the information also applies to the Clone
Opportunity page.

Clone Lead

Number of Clones |1 Max Clones 50

Specify New Values

Lead Name |

Select Data to Copy

El ¥
Customize ] = First 4 1-20f 2 i1 Last

Salect
|:| Contacts
[l |Products

Select Collection
[] select All f Clear All

0K Cancel

Clone Lead page
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Note. A setup component for cloning is available and it, if enabled, allows implementers to specify the
behavior and options available for cloning leads and opportunities, which is then displayed on this page. This
component is delivered as hidden from the portal navigation (under Set Up CRM, Product Related, Sales,
Lead and Opportunity) and PeopleSoft Enterprise CRM recommends that the cloning capability be used as
delivered. Any modification to this setup component (for example, making it visible on the portal navigation,
changing field values or options, and so on) is considered customization and is not supported by Oracle's
Global Customer Support.

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.

Select Select the data to copy from the original to the clone.

Converting a Lead to an Opportunity

This section provides an overview of the Customer Data Hub (CDH) impact on |ead-to-opportunity
conversion and discusses how to convert alead to an opportunity.

CDH Impact on Lead-to-Opportunity Conversion

If CDH integration is activated in the CRM system, online duplicate prevention is enabled for the Convert
Lead to Opportunity business flow. When alead, created with one or more business cards or prospects, is
converted to an opportunity, the business cards that are stored locally on the lead are converted into the CDM
business objects. The online duplicate prevention logic ensures that the business objects do not aready exist
in the system as duplicates.

Example: Duplicate Prevention in Lead to Opportunity Conversion

This exampleillustrates an instance of the lead to opportunity conversion process, where the duplicate
prevention logic istriggered to check for the existence of the customer prior to creating it in the CDM.

In this example, the customer of the lead is Lennar Buildersand it is stored as a business card entry in the
L eads table, which meansthat it does not exist in the customer data model as a business object. Similarly, lan
Waltersisacustomer contact that is stored locally in the Leads table, and it is not yet available in the CDM.

When the Convert button on the toolbar is selected, the Lead to Opportunity conversion process begins and
the CDH duplicate prevention logic istriggered. If the logic findsin CDH a company record that is
potentially a duplicate of the customer business card on the lead, the Evaluate Duplicate Company page
appears, listing potential duplicated companies that are found with respective match scores.

In this scenario, you can choose to create Lennar Builders as a new company by clicking the link under the
Use New Company section, or pick the existing Lennar Builders entry. If you select the existing company,
the conversion process creates a new opportunity with that company and there will be no new company added
to the CDM. The same evaluation process applies to contacts as well.
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Once the opportunity has been created from the lead, the business card entries that previously existed on the
lead are now CDM business objects. In this example, Lennar Builders is a Company business object and lan

Walters a Contact business object.

See Also

PeopleSoft Enterprise CRM 9.1 Business Object Management PeopleBook, "Understanding Customer Data

Hub Integration”

Page Used to Convert a Lead to an Opportunity

Converting a Lead to an Opportunity

180

Page Name Definition Name Navigation Usage
Convert Lead to RSF_LE OPP_SEC Click the Convert button on | Convert alead to an
Opportunity the toolbar of alead. opportunity.

Access the Convert Lead to Opportunity page (click the Convert button on the toolbar of alead).
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Convert Lead to Opportunity

Lead Name Sales Lead 1

Customer Name MMA Property Management Group Business Unit Us5200

STEP 1: Link to Existing or Create a New Opportunity

Create a New Opportunity

[JLink an Existing Opportunity
(Mote: The "Select” check box is disabled for opportunities to which you do not have access.)

Select an Existing Opportunity

Select Opportunity ID Opportunity Name Sales User
1 F] 20067 Sales Opp 1 5 sabrina Redford

STEP 2: Select Data to Copy

Contacts

Products Partners

Quotes & Orders Competition

Tasks Surveys

Motes and Attachments Sales Team

Call Reports

Select All D Clear All

STEP 3: Complete Conversion

Click OK to proceed with conversion to opportunity. Click Cancel to cancel the conversion and return.

Transfer to Opportunity
oK | . Cancel |

Convert Lead to Opportunity page

Converting Prospects to Customers

When converting alead to an opportunity, if the lead is a prospect, anew CDM customer is created using the
prospect's information (the prospect is pushed to CDM). The lead and the opportunity are linked to the
customer, and alink that provides navigation to the newly-created CDM customer appears. When converting
aprospect lead to an opportunity, the customer name (for a company) or the first and last name (for a contact)
must be present to push the prospect's information to the CDM. If these are not present, the lead is converted
to an opportunity, but the information is not transferred to the CDM.

STEP 1: Link to Existing or Create a new Opportunity

Create New Opportunity Select to convert the lead into a new opportunity.

Link an Existing Select to convert the lead by merging it into an existing opportunity.
Opportunity
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Select Existing
Opportunity
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If you select the Link to an Existing Opportunity check box, select one of the
opportunitiesin this grid. The grid displays alist of opportunities that have the
same customer and business unit as the lead that is converted. Y ou can select
only opportunities to which you have security access; the Select check box is not
available for other opportunities.

Note. Thisregion appears only if there are opportunities.

STEP 2: Select Data to Copy

Select the data to copy 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.

An option is available for Higher Education leads to copy academic information to target opportunities (new

or existing).

STEP 3: Complete Conversion

Transfer to Opportunity Select to transfer to the opportunity when you click OK.

OK

If this check box is deselected, the system returns to the L eads page on which
you clicked the OK button.

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 provides an overview of dataimport for leads and discusses how to import sales lead data.

Understanding Data Import for Leads

Y ou can import lead 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. Y ou 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. Y ou can use these as amodel for
creating other templates or maps.

Y ou 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 spreadshest
into PeopleSoft Enterprise Sales. Y ou 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 L eads table and the Customer Data Model tables.

See PeopleSoft Enterprise CRM 9.1 Business Object Management PeopleBook, "Importing Data into
PeopleSoft Enterprise CRM," Understanding the Data Import Application Engine Process (RBIMPORT).

PeopleSoft Enterprise Sales is shipped with a predefined |ead-import template and map for importing lead
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.

Y ou can create and save as many maps as you want. Y ou 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 sales access profile.

See Also

Chapter 5, "Setting Up Sales L eads and Opportunities," Setting Up Templates for Importing L eads, page 70
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CDH Impact on Lead Import

The Lead Import process imports leads from aflat file into the Sales application. Each row in the flat file that
corresponds to alead can include data for a customer or a contact which already existsin the system. The
Lead Import process uses batch duplicate prevention logic provided by the Customer Data Hub (CDH) to
ensure that a new customer or contact record is not created for an imported lead unless it is determined that
the customer or contact does not already exist in the customer data model (CDM).

With CDH integration, the Lead Import functionality is enhanced so that one of the two duplicate matching
methods for customers and contacts can be used.

If the CDH integration is activated, then specialized match rulesin CDH are utilized to prevent duplicates
from being introduced to the CDM. The existing matching method for lead import, which uses template-
based matching setups, is also available as an option.

If the CDH matching option is used, match rules are executed for each lead import row to determineif a
customer or contact on alead already exists.

For example, if arecord with amatch score greater than the match threshold of arule isreturned, thenitis
assumed that the record is aduplicate. In this case no new business object for the customer or contact is
created, and the new lead created is associated with the existing duplicate business object. However, if the
match score is smaller than the match threshold, indicating that no duplicate records are found, then the
system checks to see if the Allow Prospects option (in the Sales options section) is selected on the General
Options page. If this option is selected, a business card entry is created for the new customer or contact; if
not, a new customer or contact business object is created.

While you can specify the default duplicate matching method on the Sales Lead Import Template page, you
can aso override the selected method (if so configured) on the Import Sales L ead page during the actual
launch of the import process.

See PeopleSoft Enterprise CRM 9.1 Business Object Management PeopleBook, "Understanding Customer
Data Hub Integration.”

Importing Sales Lead Data

184

This section discusses how to:

» Import lead data from an external file.
« View atemplate definition.

» View lead import results.

« View lead import errors.

» Search for imported data.
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Pages Used to Import Sales Lead Data

Importing Sales Leads

Page Name

Definition Name

Navigation

Usage

Import Sales Leads

RB_IMP_RUN

Sales, Import Leads, Import
Sales Leads

Select the template, map,
and spreadsheet for
importing lead data and run
the import process.

Lead Import Template

RB_IMP_TEMPL_DISPL

Click the View Template
Definition link on the
Import Sales L eads page.

View adisplay-only version
of the specified template's
definition.

Sales Leads Import Results

RSF_LE_IMP_RESULTS

Click the View Results
button on the Import Sales
Leads page.

View results of the lead data
import process.

Import Error Information

RSF_LE VIV_ERR

Click the View Errors
button on the Sales Lead
Import Results page.

View results of the lead data
import process.

Batch Info (batch
information),

All Imported Leads

RB_IMP_SEARCH

e Sales, Search Imported
Leads, Batch Info

e Sales, Search Imported
Leads, All Imported
Leads

Search for imported lead
data.

Importing Lead Data from an External File

Access the Import Sales Leads page (Sales, Import Leads, Import Sales L eads).
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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 matchings
between your spreadshest columns and the database fislds,

Template Name| LEAD_IMPORT .Vl View Template Definition
Import HBP| LEAD_IMPORT Map .Vl Edit Template Spreadsheet

 Step 2: Attach your Spreadsheet

File Name import_lead_090105.csv
| Delete || Wiew | Characterset |UTFS @

+ Step 3: Match spreadsheet columns with database fields

For each spreadshest celumn, cheose a matching database field,

Error when trying to Convert Lead to Oppy : %1

Dedup Column Mame Sample data Parent Hame Field Name
Lead Name =zales lead 10 | FS_ROOT ,vl | Lead Name ,v| [
Business Unit US200 [ps_rooT |»| |[Business Unit [~
Cust. Name Cady Montgomery | PS_ROOT ,vl | Cust. Name ,v| =
Consumer First Name | FS_ROOT ,vl | Consumer First Name ,v|
Consumer Last Name | P5_ROQT ,V| | Consumer Last Name ,v| —
Address Line 1 [ps_roOT [»| |[Address Line 1 v

Import Sales Leads page (1 of 2)

Save Map As| | save Map |

w Step 4: Run the Import

The amount of time it takes to run the Import varies according to the size of the import file. For very large
files, the precess could take several minutes. You may cheose to wait here for the precess to finish in real
time, or submit the Import as 2 batch process,

{2 Run Import and Wait Here for the Import to Finish
{*) Run Import using the Process Scheduler (batch process)

Execute AAF during Lead Import

| Run Import | Process Monitor | Wiew R_esults]

Created By pq Created on 09/01/2009 3:28:20.000000PM
Last Imported By

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 that
provide the database fields.
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View Template
Definition

Import Map

Edit Template
Spreadsheet

Duplicate Match
Method

Importing Sales Leads

Select to access a display-only version of the Import Template page for a
specified template.

Select the import map to use. The import map identifies which spreadsheet
columns popul ate the various fields in your database, and it identifies which
columns to import.

Select to launch anew window with the Microsoft Excel spreadsheet template
with column headings only. Y ou 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.

Select which method, Template or Customer Data Hub, to use to check for
duplicates of companies and contacts in importing leads prior to the execution of
the Lead Import process.

Note. This section isavailable if both the CDH integration is activated and the
Allow Override option is selected on the Sales L ead Import Templates page.

Step 2: Attach the Spreadsheet

Add

Upload

Delete

View

Click to access the search page, where you can enter or browse for the path to the
comma-delimited file of lead datato import.

Click to upload the file after identifying the path to the file. The system loads 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.

Click to delete the uploaded file. The Add button appears. Click Add to browse
for adifferent file to upload.

Click to open a new window where you can view the uploaded spreadsheet to
confirm that it is the correct 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, use the fields |abeled Parent Name and Database field name to
select the correct field for each column. Then enter a map name in the Save Map Asfield, 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. Y ou specify the data
for determining duplicates when you create the template definition. If you have the necessary permissions,
you can edit the Dedup check boxes used for determining duplicates.
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See Chapter 5, "Setting Up Sales L eads and Opportunities,” Setting Up Templates for Importing Leads, page
70.

See PeopleSoft Enterprise CRM 9.1 Business Object Management PeopleBook, "Understanding Customer
DataHub Integration.”

Step 4: Run the Import

Specify how the import runs—in real time or in a batch process at alater time.

Run Import Click to submit the run request to the system.
View Results Click to view import results after the process has run.
Process M onitor Click to access the Process List page, where you can confirm that the request was

received and determine its status.

Execute AAF during Select to launch the Active Analytics Framework policies when an imported lead
Lead Import contains the necessary conditions to trigger execution.

Viewing a Template Definition

Access the Lead Import Template page (click the View Template Definition link on the Import Sales L eads
page).
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Import Template [N

Sales Lead Import Templates

Import Template Name LEAD_IMPORT

Component Interface Name RSF_LEAD_IMPORT

Description |Standard Lead Import Template Ed]

Select Fields

Shown below are zll the figlds in the Compenent Interface, Check the fislds you want to include in the Excel
Template spreadsheet. Then click Generate Template to create an Excel Template spreadshest.

} Primary (Level 0) Fields
} RSF_LE_CONTACTS (Scroll Level 1)
} RSF_LE_PRODUCTS (Scroll Level 1)

¥ RSF_LE_NOTE (Screll Level 1)

Include MI“I" Match Recname Match Field CD“";‘:‘;:W p""’"‘:"" "F‘:;i Field Name Description Custom Label
RC_SUMMARY Summary
DESCRLONG Notes
|Gr:nr:|'atr: Tr:mp\atr:l .

Resequence Fields

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
Enterprise Sales access profile permits.

See Chapter 5, "Setting Up Sales L eads and Opportunities,” Setting Up Templates for Importing L eads, page
70.

Viewing Lead Import Results

Access the Sales Leads Import Results page (click the View Results button on the Import Leads 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.

Leads Import Results

Total Leads from Import File 1 Leads Imported 1 Leads in Error 0

Find | view &1l  First Kl 1ofl L Last

Row Number 1 Status Imported Last Imported 09/01/2009 3:34FM
Lead |
Business Unit - SetID CRMO1
Company | ontgomery |

Cust Role Company

+ Contact Information

First Name | |

Last Name | |

Sales Leads Import Results page

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 lead data without further adjustment.

If alead is aprospect, you can leave it as a prospect or push it to the CDM.

Note. For customers, the Customer field is displayed asalink; for prospects, it is displayed as an editable
field.

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 selected, the system
assigns a sales representative by using aterritory tree. If the imported lead has no person ID and the Auto
Assign check box is not selected, the lead is not assigned. Y ou can search for unassigned leads on the Search
L eads page.

If the imported lead does not have arating, it is subject to auto rating.

See Chapter 5, "Setting Up Sales L eads and Opportunities,” Setting Up Assignment Weights, page 46 and
Chapter 5, "Setting Up Sales | eads and Opportunities,”" Setting Up L ead Ratings, page 41.

Import Zone

If errors occurred during the import process, the Import Zone group box appears.

View Errors Click to access the 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 appearsin the Leads group box.
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See Also

Chapter 5, "Setting Up Sales L eads and Opportunities," Setting Up Templates for Importing Leads, page 70

Viewing Lead Import Errors

Access the Import Error Information page (click the View Errors button on the Sales Lead Import Results
page).

Import Error Information

Row Number 1 Status Mot Imported -- Errors Found

Error Number 1 Error Message Component Interface SAVE Method failed, row number 1 El

Error Number 2 Error Message Invalid value -- press the prompt button or hyperlink for a list ]
of valid values (15,11)

Error Number 3 Error Message Error chanaging value. {R5F_LEAD IMPORT.COUNTRY} (91,34)

Cancel

Import Error Information page

Determine the nature of each import error so that you can decide how to fix it.

Searching for Imported Data
Access the Batch Info page (Sales, Search Imported Leads, Batch Info).
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ZEUa o1 | All Imported Leads |

Spreadsheet File begins with import_lead_09010%.csv

Created On Created by Last Last Import

. Total Leads in .
el By ;rtl;p;:st Spreadsheet File Lead E Duplicates
3/1/2009 9f1/2009 Failed Edit .
RETRRE VP1 03:336M VP11 Checks impart_lead_090109.csv 1 1
| New Import |

Use Saved Search| v|
| Search | | Clear | B Save Search Criteria ﬁ[ Delete Saved Search .Q.Persunalize Search
Created on| = b | E‘j Timel
Last Imported | = b | Eﬂ Time-l
Creator| = | Qh
Last Imported By | = | Q@
Lead Import Status Vl

Total Row Count

Rows in Error| = |
Duplicates | = v |
Spreadsheet File| begins with v/ |

Search | | Clear | [B) Save Search Criteria  [jj Delete Saved Search .@.Persnnalize Search

Batch Info page

Use the Batch Info page to search for and view alist of imported lead data by run parameters.

Use the All Imported L eads page (Sales, Search Imported Leads, All Imported Leads) to search for and view
alist of imported leads data by lead parameters.

See Also

PeopleSoft Enterprise CRM 9.1 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, lists common elements, and discusses
how to:

» Assign sales representatives to alead or opportunity.
« Accept, rgject, or turn back alead assignment.
» Assign partnersto alead or opportunity.

» Reassign asales representative's leads, opportunities, and accounts.

Understanding Sales Representative Assignment

Sales representatives can be assigned to leads or opportunities using one of these methods:

» You can manually select sales representatives or a sales team to assign to leads or opportunities.

» You can enable configuration options to invoke the assignment engine to automatically select sales
representatives based on the account teams that are associated with the customers of leads or
opportunities.

Note. If thisoption is enabled, it takes precedence over the other assignment methods in which the
assignment engine is used.

» You can enable a configuration option to invoke the assignment engine to automatically generate alist of
sales representatives from the highest ranked territories and then manually select representatives from the
list.

The assignment engine uses options and criteria specified for the assignment group to determine the
highest ranked territories.

» You can enable a configuration option to invoke assignment engine to automatically select asales
representative based on options and criteria that you specify for the assignment group.

See Chapter 5, "Setting Up Sales L eads and Opportunities,” Setting Up Account-Based Assignment Options,
page 47.

See Chapter 9, "Configuring Assignment Criteria," page 123.
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Automatic Sales Representative Assignment

The assignment engineis triggered to perform sales representative assignment on leads and opportunities
when one of these events occurs:

»  When asales representative clicks the Find Sales Rep button on the Assign page.
«  When alead or opportunity is saved in add mode, or when leads are being imported.

See Chapter 4, "Setting Up Sales Security and Personalization," Setting Up Functional Options, page 30.

*  When the Lead or Opportunity component interface is invoked.
The assignment engine uses one of these mechanismsto assign sales representatives, in this order:

1. Customer account-based: If thisfeature is enabled (it is disabled by default), the engine assigns all
account team members or team owners (who are also sales users) of the customer that is associated with
the lead or opportunity.

If thisfeature is disabled, or the engine cannot retrieve a matching account team or team owners
successfully due to insufficient information, the territory-based mechanism is used.

2. Territory-based: The engine assigns sales representatives based on the configuration of assignment group
and assignment criteriathat is specified for aterritory tree.

Any potential sales representative has to be a sales user (established in the Sales Users component) who
belongs to at least one territory in order to be considered for territory-based assignment.

See Also

Chapter 5, "Setting Up Sales L eads and Opportunities," Setting Up Account-Based Assignment Options, page
a7

Chapter 9, "Configuring Assignment Criteria," page 123

Higher Education Enhancements

194

Higher Education enhancements on the Assign page apply to both Higher Education leads and Higher
Education opportunities. They are:

» Renaming of Sales Rep to Recruiter.
» Renaming of Sales Team Members to Recruiting Team Members.
» Renaming of Sales Teamto Recruiting Team.

The system delivers a assignment group called HE_SALESto support the automatic assignment of recruiters
and recruiting teams for Higher Education leads and opportunities. Refer to this see reference for more
information on the assignment group.

See Chapter 10, "Understanding Sales L eads and Opportunities," Higher Education for Sales, page 147.
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Common Elements Used in This Chapter

New Rep (new
representative)

New Territory

Assigning a Lead or Opportunity

Select the sales representative to assign to alead, opportunity, or account on a
reassignment worksheet.

Select the territory for a sales representative on a reassignment worksheet.

Assigning Sales Representatives to a Lead or Opportunity

This section discusses how to:

» Assign sales representatives.

» Select sales representatives to assign.

« Maintain data for the sales representative assignment.

Pages Used to Assign Sales Representatives to a Lead or Opportunity

e Sales, Search
Opportunities,
Opportunity - Summary

Click the Add Team
link on the Opportunity
- Summary page.

Page Name Definition Name Navigation Usage
Search Leads RSF_LEADS HOME_GRD Sales, Search Leads, Search | Search for leads.
Leads
Lead - Assign RSF_LEAD_ASSIGN Sales, Search Leads, Lead - | Assign asales
Assign representative to the lead.
Search Opportunities RSF_OPP_HOMEPAGE Sales, Search Opportunities, | Search for opportunities.
Search Opportunities
Opportunity - Assign RSF_OPP_ASSIGN « Sales, Search Assign asales
Opportunities, representative to the
Opportunity - Assign | Opportunity.
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Page Name

Definition Name

Navigation

Usage

Sales Rep (sales
representative)

RSF_ASSIGN_TEAM_L

Click the Find Sales Rep
button on the Lead - Assign

page.

Manually select sales
representatives for the lead,
and specify the primary lead
team representative.

Note. The page appears
only if the assignment
configuration is set to
manual selection.

Sales Rep (sales
representative)

RSF_ASSIGN_TEAM_O

Click the Find Sales Rep
button on the Opportunity -
Assign page.

Manually select sales
representatives for the
opportunity, and specify the
primary opportunity team
representative.

Note. The page appears
only if the assignment
configuration is set to
manual selection.

Organization

RSF_TR_HTREE_SEC

Click the View Sales
Organization button on the
Lead - Assign page or the
Opportunity - Assign page.

View the organization or
territory to which the
representative belongs.

Assigning Sales Representatives

Accessthe Lead - Assign page (Sales, Search Leads, Lead - Assign) or the Opportunity - Assign page (Sales,
Search Opportunities, Opportunity - Assign).

Note. The Assign page appears in both the Lead component and the Opportunity component. Although the
following example shows the Opportunity component, the information provided applies to both leads and

opportunities.

196
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Opportunity
| E Add Opportunity | B Motification | %M Clone | & 60-Degree View | > Personalize
Description Lakeview Freezer Status Open
Customer Lakeview Community College Customer Value Gold frirsrir
Contact Brown,Maggie Revenue 5700

/gummary Vgiscwer N Assign /gualify VEru::v[:-cznse- wQall Reports \/Ia.slcs wﬂa‘tes \/Morelnfo b E}I

Sales Team Members Customize | Find | E | " First K 1ofi . Last

i Sales Rep Info i Territory ‘[ Revenue Percentage '|[ Additional Details || Comments |

Primary Sales Rep Team Role User Type ‘Work Phone Extension

Sam Rabbitt | 1w | |Field Rep i?i m

Use one of the options below to add =ales members to your team.

Find by Name

First Name| Last Name
| Search | Advanced Search

Add by Team
Sales Teaml .Vl | Add |

Use Assignment Engine
| Find Sales Rep

Wiew Assignment Criteria

Opportunity - Assign page (1 of 2)

Assignment Criteria

*Industry | @, SIC Code
Region| @, Product Group Chest Freezer
*Territory [Pacific US200 - Appliances @, Product 22.3 cu. Ft. Chest Freezer Man
Tree Name WORLD Assignment CRMO1 - SALES
Group

Partner

¥ F |
Customize | Find | E | = First 1of1 ast
L I L =
Partner Status Comments [ M

Partner Company Contact Product Role

| Q| Q | Q | SIREE

Related Transactions

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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Sales Team Members

Chapter 13

This section captures the information about sales representatives that are assigned (manually or
automatically) to the lead or opportunity.

See Chapter 13, "Assigning a Lead or Opportunity," Maintaining Datafor the Sales Representative

Assignment, page 201.

Find by Name

The same mechanism is used for manually assigning partner sales representatives to leads and opportunities.

First Name and L ast
Name

Add by Team

Sales Team

Enter the first name, last name, or both (full or partial) of the sales user to add to
the Sales Team Members section of the lead or opportunity as sales team
members.

Only sales users, whether or not associated with atree or territory, who belong to
the same business unit as the lead or opportunity are available for selection.

Select a sales team from the list to assign to the lead or opportunity. All of the
active sales teams defined in the system are available for selection. When you
select a sales team to add to the lead or opportunity, the system populates al its
members to the Sales Team Members section, regardless of business unit or
whether or not they are associated with trees or territories.

Sales teams are defined on the Sales Team page.

See Chapter 4, "Setting Up Sales Security and Personalization," Setting Up Sales Teams, page 28.
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Use Assignment Engine

Find Sales Rep (find
sales representative)

View Assignment
Criteria

Click to initiate the assignment engine to assign sal es representatives to the lead
or opportunity. Assignment is performed using one of these methods:

» |f you have enabled the customer account-based assignment options for |eads
and opportunities, the system finds the best suited sales representatives based
on the account teams (owners or the whole team) that are associated with
customers of the leads and opportunities.

If customers are not associated with any accounts, the selected assignment
mode for the assignment group is used.

« If you have set the assignment mode on the assignment group to Automatic
Assignment, the system finds the best suited sales representatives based on
the assignment criteria and enters that sales representative's datain 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 Sales Rep page appears so
that you can select the sales representative for assignment to the lead or
opportunity.

See Chapter 13, "Assigning a Lead or Opportunity,” Selecting Sales
Representatives to Assign, page 200.

The second and third methods are generally known as territory-based assignment,
in which the assignment of sales representativesis controlled by the setting of the
assignment group that is associated with the transaction's business unit. For
example, you can set up the system to restrict the assignment of leads and
opportunities only to sales users of the same business unit.

Note. If the lead or opportunity has one existing primary sales representative and
the assignment engine returns anew 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 as the primary representative and keeps the existing
representatives.

See Chapter 9, "Configuring Assignment Criteria," Creating Assignment Groups,
page 128.

Click to display the assignment criteria on the page. Typicaly, 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.

Thislink acts asatoggle. If the Assignment Criteria section is currently
displayed, clicking the link causesit to not display.
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Assignment Criteria

Industry

Region

Territory

Tree Name

SIC Code (standard
industrial classification
code)

Product Group and
Product

Assignment Group

Partner

Chapter 13

The system populates this field with the industry, if any, associated with the
customer on the Discover page.

The system populates this field with the region, if any, associated with the
customer on the Discover page.

If you used the assignment engine to assign a primary sales representative, the
system populates this field with the territory associated with the primary sales
representative.

The system populates this field with the default territory tree for the primary
sales representative.

Displaysthe SIC code, if any, associated with the industry.

Displays the primary product information from the Product grid on the Propose
page.

Displays the default assignment group for the business unit.

This section appears if PeopleSoft Partner Relationship Management (PeopleSoft PRM) is not licensed.

See Chapter 13, "Assigning a Lead or Opportunity,” Assigning Partners to a Lead or Opportunity, page 206.

Selecting Sales Representatives to Assign

200

Access the Sales Rep page (click the Find Sales Rep button on the Lead - Assign page).
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*Industry |Food Manufacturing Industrial Equip. - '.-‘.'hclfod SIC Code 5034
Region od Product Group Food Waste Disposal Unit
*Territory |USA CRMO1 - Appliance @, Product HP Heavy Duty Food Waste Dispo
Tree Name WORLD Assignment CREMO1 - SALES
Group

The following =ales reps match the assignment criteria entered in this Lead/Opportunity. Pleaze zelect the =ales rep(s) you want
to assign to the Lead/Opportunity from the list.

B
Enable Assigned To Sales Rep Name Territory Tree Name Primary

0 ([

OK Cancel

Sales Rep page

This page, with thelist of candidates for assignment, is available only if the assignment mode of the
associated assignment group is manual selection. Select the sales representatives to assign to the lead or
opportunity.

If the sales representative that you want to assign to the lead or opportunity does not appear in this search
result, add the representative manually in the Find by Name section of the Assign page.

Enable Select to assign the sales representatives to the lead or opportunity.

Primary Select to indicate the sales representative as primary for the lead or opportunity.
Y ou can have only one primary representative for each lead or opportunity unless

apartner isinvolved. In that case, you can have two primary representatives—
one external and oneinternal.

Click the OK button to complete the assignment and return to the Assign page, which displays the name,
territory, and associated industry and region, if any, of selected sales representatives.

Maintaining Data for the Sales Representative Assignment
Accessthe Lead - Assign page (Sales, Search Leads, Lead - Assign) or the Opportunity - Assign page (Sales,
Search Opportunities, Opportunity - Assign).
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. Only one primary
member can be selected, and that person should be the sales representative to
whom the lead or opportunity is assigned. Only the primary sales representative
islisted on many pages for the lead or opportunity.
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Team Role Select the role of the sales representative on the team (for example, Legal,
Partner, Manager, Team Leader, and so on).

See Chapter 4, "Setting Up Sales Security and Personalization," Setting Up Sales
Teams, page 29.

User Type Displays the sales user type associated with the sales representative on the Sales
User page.
See Chapter 4, "Setting Up Sales Security and Personalization,” Setting Up Sales
Users, page 19.

Click to access the Organization page, where you can view the organization or
territory to which the representative belongs.

Territory Tab

Select the Territory tab in the Sales Team Members section.

Opportunity
| E Add Opportunity | B Notification | W% Clone | Zﬁ:&sﬂ—ree View | >> Personalize
Description Sales Opp 3 Food Equip Status Cpen
Customer Grandma Kitchens Foods Inc. Customer Value Gold ¥rirdrsr
Contact Applegate, Andrew Revenue 3000

Summary Discover Qualify Fropose Call Reports Tasks Motes More Info E)

Sales Team Members

Salez Rep Info 'Em Revenue Percentage Additional Details Comments

Primary Sales Rep Tree Name *Territory

Fl Sabrina Redford | WORLD Vl |At|antic US200 - Appliance Q; EI

Opportunity - Assign page: Territory tab

Tree Name After asalesrepresentative is added to the lead or opportunity, the system
displays the tree name for the sales representative as defined on the Sales User

page.
Territory After asalesrepresentative 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.
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Opportunity
Save B =] ik 30
Description Sales Opp 3 Food Equip Status Open
Customer Grandma Kitchens Foods Inc. Customer Value Gold Trirdrir
Contact Applegate, Andrew Revenue 2000
Summary Discover Qualify Propose Call Reports Tasks Motes
=
Salez Rep Info Territory Additional Detailz Comments
Primary  Sales Rep Allocation % Shadow % Shadow Amount
FI Sabrina Redford
Use one of the options below to add sales members to your team.

D]

Opportunity - Assign page: Revenue Percentage tab

On thistab, you specify how revenues for the opportunity are allocated among the sales team. Revenue

allocations are required for forecasting and for compensation cal culations when you integrate with Peopl eSoft

Enterprise Sales Incentive Management.

See Chapter 21, "Understanding Sales Forecasts," page 289.

Note. Revenue allocations are required for an opportunity to roll up into pipelines and forecasts. Only
opportunities roll up into pipelines and forecasts. Y ou cannot include leads in pipelines and forecasts.

Therefore, the Revenue Percentage tab appears in the Opportunity component only. The Revenue Percentage

tab has no equivalent for the sales team in the Lead component.

Typically, only sales managers and administrators have access to the Revenue Percentage tab. Access

depends on the setting in the user's sales access profile.

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 % (shadow Enter the percentage of the opportunity's revenue that is credited to the sales
percentage) representative when calculating performance against quotas. The sum of the

allocation percentages does not need to equal 100 percent. Y ou can use thisfield

to give a secondary sales representative partial credit for an opportunity's

revenue.

Shadow Amount Enter a dollar amount that is credited to the sales representative when calculating
performance against quotas. The system cal cul 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 Additional Details tab in the Sales Team Members section.
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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 the 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 to describe a sales team member.

Accepting, Rejecting, or Turning Back a Lead Assignment

This section discusses how to accept, reject, or turn back alead assignment.

Note. Y ou can accept, reject, or turn back the assignment of only leads. Y ou cannot accept, reject, or turn
back the assignment of an opportunity. Therefore, the Accept/Reject Lead section appears on the Assign page
only in the Lead component. The Accept/Reject page has no equivaent in the Opportunity component.

Pages Used to Accept, Reject, or Turn Back a Lead Assignment

Page Name Definition Name Navigation Usage

Search Leads RSF_LEAD_ENTRY Sales, Search Leads, Search | Search for an existing lead.
Leads

Lead - Summary RSF_LEAD_SUMMARY Sales, Search Leads, Lead - | Accept, reject, or turn back
Summary alead assignment.

Accepting, Rejecting, or Turning Back Lead Assignments
Accessthe Lead - Summary page (Sales, Search Leads, Lead - Summary).
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Lead
| E Add lead | B Notification | WM Clone | E# Convert | »>
Description Sales Lead 3 Status Working
Customer Lakeview Community College Contact Walzh,Jacob
Contact Phone 701/665-5244 Rating Hot

m Discover Assian Qualify Propose Call Reports Tasks Motes More Info II)

Lead Summary

Lead Details Estimated Revenue $5,000,000.00, Lead Source Technical Support, Lead Type Qualified,
Lakeview Community
College Total no. of Employees 0

Open Customer Activities 0 Upcoming Meetings, 0 Open Tasks, 0 Pending Qrders, 0 Open Cases

Lead Conwversion Ratio is 0%, Total Furchases is 50 , Value not available for Mestings, Value
not available for Tasks

Value not available for Installed Products, Walue not available for Support Cases, 0 Closed
Orders

Transaction History

Details

Contacts Add Contacts
Worl: Phone iz 701/665-8244, Cell Phone is 701/663-8787, Email Address iz jwalsh@lcc.com,
Lead Conwversion Ratio is 0

. Worl: Phone iz 701/665-1496, Email Address is robin dubin@peoplesoft.com, Lead Conwversion
Brown,Maggie Batio iz 0

Walsh, Jacob

Lead - Summary page (1 of 2)

Call Reports Add Call Reports
Mo Call Reports have been created.

Products Add Products

Dish Washer, Gasket Dish Washer, Gasket, Quantity 500,000.0000 EA , $4,000,000.00

Competition Add Competition

Mo Competition have been created.

Tasks Add Tasks
Mo Tasks have been created.

Notes Add Notes
Mo Motes have been created.

Lead - Summary page (2 of 2)

Y ou can accept, reject, or turn back alead that has the status of New or Open. Lead workflow rulestrigger the
appropriate email or worklist notifications when alead is not accepted or is rejected within the maximum
delay time associated with the lead rating.

Accept Click to accept the lead.

The system changes the lead status to Accepted and makes the lead available for
you to work on, convert to an opportunity, and close the sale.

Y ou cannot leave an accepted lead unassigned. If the lead is unassigned when it
is accepted, the system assignsiit to the sales user who acceptsit. That user can
assign the lead to another representative only if the Manually Reassign Leads
option is selected on the user's sales access profile.
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Reject

Turnback

Reason and Comments

Click to reject the lead.

Chapter 13

If your sales access profile enables you to reassign leads manually, you can
assign the lead to another representative.

Click to clear your name from the lead and turn back the lead to the list of active
unassigned leads so that it can be assigned to someone else.

If your sales access profile alows you to reassign leads manually, you can assign
the lead to another representative.

These fields appear when you reject or turn back alead. Select reasons for not
accepting the lead. Y ou can also enter comments to describe the reason.

Assigning Partners to a Lead or Opportunity

This section discusses how to assign partnersto alead or opportunity.

Pages Used to Assign Partners to a Lead or Opportunity

Opportunities,
Opportunity - Assign

e Select an opportunity
on the Search
Opportunities page.

Select the Add Team
link on the Opportunity
- Summary page.

Page Name Definition Name Navigation Usage

Search Leads RSF_LEADS HOME_GRD Sales, Search Leads, Search | Search for leads.
Leads

Lead - Assign RSF_LEAD_ASSIGN Sales, Search Leads, Lead - | Assign partners to the lead.
Assign

Search Opportunities RSF_OPP_HOMEPAGE Sales, Search Opportunities, | Search for opportunities.
Search Opportunities

Opportunity - Assign RSF_OPP_ASSIGN « Sdes, Search Assign partners to the

opportunity.

Assigning Partners to a Lead or Opportunity

Accessthe Lead - Assign page (Sales, Search Leads, Lead - Assign) or the Opportunity - Assigh page (Sales,
Search Opportunities, Opportunity - Assign).
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Note. This page appears only if PeopleSoft Partner Relationship Management (PeopleSoft PRM) is not

installed.
B
Status Comments
Partner Contact Product Raole
Madizon Reese Q@ Reeze,Madison ] =l Q@ w ﬂ j

Opportunity - Assign page: Partner tab

Partner Tab

For each partner associated with the lead or opportunity, enter or select the partner's name, the contact
person's name, the product, and the contact's role.

To use this page, you must first set up the role type Partner, configure the partner relationship, and enter
information about sales partners and their contacts.

See Chapter 5, "Setting Up Sales L eads and Opportunities,” Setting Up Sales Partners, page 57.

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 5, "Setting Up Sales L eads and Opportunities,” Setting Up Sales Partners, page 57.

Comments Tab

Enter notes about the partner.

Reassigning a Sales Representative's Leads, Opportunities, and
Accounts
This section discusses how to:

» Reassign a sales representative's leads, opportunities, and accounts.

» Review reassignment worksheets.

Note. When you reorganize atree, the system automatically reassigns leads, opportunities, and accounts
within the new structure. Y ou 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 109.
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Pages Used to Reassign a Sales Representative's Leads, Opportunities, and
Accounts

Page Name Definition Name Navigation Usage

Reassign Sales Activities RSF_TR_REASSIGN Sales, Reassign Sales Reassign all of asales user's
Activities, Reassign Sales | leads and opportunitiesto
Activities another sales representative.

Lead Reassignment RSF_TR_REASS LEAD Click the Review Preview the system's

Worksheet Worksheets button onthe | reassignment selections for
Reassign Sales Activities asaesrepresentative's leads
page. and make changes before

submitting. You can
manually assign the leads to
different sales
representatives.

Opportunity Reassignment | RSF_TR_REASS OPP Click the Next button on the| Preview the system's
Worksheet Lead Reassignment reassignment selections for
Worksheet page. a sales representative's

opportunities and make
changes before submitting.
Y ou can manually assign
the opportunitiesto
different sales
representatives.

Account Reassignment RSF_TR_REA_ACCT Click the Next button on the| Preview the system's
Worksheet Opportunity Reassignment | reassignment selections for
Worksheet page. asaesrepresentative's

accounts and make changes
before submitting. Y ou can
manually assign the
accounts to different sales
representatives.

Reassigning a Sales Representative's Leads, Opportunities, and Accounts

Access the Reassign Sales Activities page (Sales, Reassign Sales Activities, Reassign Sales Activities).
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Reassign Sales Activities

*Description |Reassig n sales activities

Status New

Accounts
Leads

w Define Search Criteria

w Lead Options
Lead Status

New Accepted Referred Turnback
Open Imported Deferred
Working Converted Rejected

Lead Date Criteria

Date Initiated 09/01/2009

Date Type Start Date End Date
Created | 1] | El
Last Modified | [l [#1)

Oppeortunities

Opportunity Status

Dpen Inactive

w Opportunity Options

Opportunity Date Criteria

Date Type Start Date End Date

Created | [3] | ]
Last Medified | [#) | [#]
Estimated Close | [ | E

Reassign Sales Activities page (1 of 2)
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+ Select Current Reps

Tree Name WORLD

Territuﬂ,rl % Include All Reps in Territory

Select Current Reps

| @ [H=

Cinclude Unassigned

+ Select New Reps

Territun,rl '%.
Select New Reps

| @ |[H|[=

Preserve Existing Territory

+ Review Worksheets

| Review Worksheets |

+ Submit Reassignments

You may Submit Reassignments after reviewing the worksheets above.

¥ Audit Details

Reassign Sales Activities page (2 of 2)

Sections on this page represent ordered steps that you perform in the sales activity reassignment process. This
page enables you to:

Specify filtering options for including |eads and opportunities in the reassignment process.

Reassign sales activities from aterritory or multiple sales representatives to another territory or other sales
representatives.

Perform aterritory-only update of leads and opportunities without changing the sales representative
assignment.

Reassign unassigned leads and opportunities only, or in addition to the reassignment options that are
already set up.

The appearance and behavior of fields and links change dynamically as you select an option or enter afield

value.

Description Enter a description for the reassignment exercise. The description is required
before you can generate worksheets.

Status Displays the current status of the reassignment. Values are New, In Progress,

Reviewed, and Submitted.
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Use this section to select the types of sales activities (accounts, leads, and opportunities) to include in the
reassignment process. By default, all are enabled. For |eads and opportunities, additional filter criteriacan be
specified to refine the final set of objects for reassignment.

Accounts

Leadsand L ead Options

Opportunities and
Opportunity Options

Select Current Reps

Tree Name

Select the check box to include accounts in the reassignment process. Search
criteriaare not supported in accounts.

Select the check box to include leads in the reassignment process.

(Optional) The process provides the ability to filter leads for reassignment by one
or both of these filter options:

» Lead status: All lead statuses (except for closed statuses) are supported and
are selected by default, which meansthat all leads in those statuses are
subject to reassignment.

« Datetype: You can specify date ranges in which leads that were created or
last modified are subject for reassignment.

If the Leads check box is deselected, the Lead Options section is collapsed and
its options become read-only.

Select the check box to include opportunities in the reassignment process.

(Optional) The process provides the ability to filter opportunities for
reassignment by one or both of these filter options:

«  Opportunity Status: Y ou can select to reassign open and inactive
opportunities.

- Date Type: You can specify date ranges in which opportunities that were
created, last modified, or estimated to be closed are subject for reassignment.

If the Opportunities check box is deselected, the Opportunity Options sectionis
collapsed and its options become read-only.

Displays the default tree associated with the sales user. If you have accessto only
one tree, you cannot change thistree. If you have access to multiple trees, you
can select atree using this field.

A sales user cannot make reassignments from one tree to another—only from one
territory to another on the same tree.

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved. 211



Assigning a Lead or Opportunity

212

Territory

Include All Repsin
Territory (include all
representativesin
territory)

Current Rep (current
representative)

View Org (view
organization)

Include Unassigned

Chapter 13

Enter aterritory from where to reassign leads, opportunities, and accounts—sales
objects that are enabled in the Defined Search Criteria section.

Territory isoptional aslong asthereis at least one selected sales representative.

If aterritory is not specified, all sales representativesin the tree that the user has
access to can potentially be the reassign-from sales representatives. If aterritory
is specified, the system allows you to:

» Includein the reassignment process all leads, opportunities, and accounts
(which are assigned to sales representatives who belong to the specified
territory) that are resulted from the search criteria.

Note. Accounts are indirectly associated with territories through sales
representatives. In situations where the territory is the only information
specified in the Select Current Reps section, the system uses the territory to
determine the reassign-from sales representatives, and then displays the
accounts of these people in the worksheet for account reassignment.

» Select the reassign-from sales representatives that belong to the selected
territory.

Y ou must have security access to the territory in order for sales representative in
that territory to appear in the prompt.

Select to include all leads, opportunities, and accounts that are assigned to sales
representatives in the selected territory for reassignment.

When the Include All Repsin Territory option is selected, the system first
searches for and selects all representatives in the specified territory. Then, it
fetches all leads, opportunities, and accounts that are assigned to the
representatives. In an example where S- Bay Area is the selected territory and
Terry Murphy isthe sales user, the system displays al accounts currently
assigned to Terry Murphy, which can include the ones that are not linked to the
S Bay Area territory.

Thisfield becomes editable if aterritory is entered.

Enter the names of sales representatives from whom to reassign leads,
opportunities and accounts. Y ou can enter sales representatives directly without
specifying aterritory. If a salesrepresentative is entered, the Include All Repsin
Territory field becomes unavailable for edit.

Click to view the structure of the selected territory that shows where the
corresponding representative is positioned in the hierarchy. This structureis
informational only.

If the representative has no direct report, the link is not displayed.

Select to include in the reassignment process the leads, opportunities, and
accounts that have not been assigned to any sales representative. This option can
be selected in addition to the lead and opportunity reassignment options that are
aready set up.

A system message appearsif not enough information is entered. Y ou must at least specify aterritory or a
sales representative, or select the Include Unassigned field for the worksheet to be generated successfully.
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Select New Reps

Territory

New Rep (new
representative)

View Org (view
organization)

Preserve Existing
Territory

Assigning a Lead or Opportunity

Enter aterritory to where to reassign leads, opportunities and accounts—sales
objects that are enabled in the Defined Search Criteria section.

Territory isoptional, aslong asthere is at |east one selected sales representative.
If aterritory is not specified, all sales representativesin the tree that the user has
access to can potentially be the reassign-to sales representatives. If aterritory is
specified, you can:

» Select salesrepresentatives that belong to the selected territory to be the new
sales representatives.

» Leavethe New Rep section blank.

In this case, territory-only assignment takes place and the current sales
representative assignment on leads and opportunities does not change.

In both cases, the selected territory is the default new territory. Or, you can
enable the option to maintain the existing territory value of leads and
opportunities after the reassignment process.

Y ou need to have security accessto the territory in order for sales representative
in that territory to appear in the prompt.

Enter the names of sales representatives to whom to reassign leads, opportunities
and accounts. Y ou can enter sales representatives directly without specifying a
territory.

If you select more than one sales representative, the system divides al sales
activities evenly amongst the selected sales representatives. For example, if there
are 10 leads to be reassigned and you specify two sales representativesin this
section, the first five leads will be assigned to the first representative, and the
remaining five leads to the second representative.

Note. A territory-only assignment occursif this section is blank. What it meansis
that the selected territory becomes the new territory as displayed on the
worksheets for leads and opportunities, but the representative assignment remains
unchanged. Territory-only assignment is not applicable to accounts; if the
Account sales activity is subject to reassignment, the account reassignment
worksheet will be empty.

Click to view the structure of the selected territory that shows where the
corresponding representative is positioned in the hierarchy. This structureis
informational only.

If the representative has no direct report, the link is not displayed.

Select if you want the system to keep the existing territory of leads and
opportunities in the reassignment process and not to use the selected territory or
the territory to which the sales representative belongs.

Thisfield becomes editable if a sales representative is sel ected.
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Review Worksheets

Review Worksheets Click to access the reassignment worksheets for the reassign options that you
selected. The worksheets list the details of current assignments for each lead,
opportunity, or account and populate new assignment values based on your
selection. Click the Next button on each worksheet to review the next available
one and finally return to the Reassign Sales Activities page.

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.

Reviewing Reassignment Worksheets

Access the Lead Reassignment Worksheet page (click the Review Worksheets button on the Reassign Sales
Activities page).

Lead Reassignment Worksheet
Enter Mew Territory and New Rep on Leads to be reassigned.

- B
) More Details Dates

Enable Lead Current Territory Current Rep New Rep *New Territory
USA CRMO1 - Marx, Stu = e P e
sales lead 10 Appliance Manager Stu Marx . |[|[Mountain US200 - £,
¥ select Al Clear Al
Back Mext Refresh

Lead Reassignment Worksheet page

The system popul ates the new representatives (marked as primary) and new territory values based on the
information gathered from the Select New Reps section on the Reassign Sales Activities page and you can
override these values.

Important! For performance considerations, limit the number of each sales activity selected in its worksheet
to 300 or less.

Access the Opportunity Reassignment Worksheet page (click the Next button on the Lead Reassignment
Worksheet page).
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Opportunity Reassignment Worksheet

Enter New Territory and New Rep on opportunities to be reassigned.
Select the Criteria field as follows:

- Select Move Opp if the opportunity is being completely moved from one sales rep to anaother

- 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.

~ Edit Reassignments  cymie|fus| v | B
." Opportunity 1." More Details Dates =T

Enable  Opportunity Current Territory Current Rep Criteria New Rep *New Territory
Sales Opp 3 iggiaclf-cgnl ) m:nma'gsg::l Mowve Of [+ |Stu Marx QJ |Mountain usz2o0 - JQJ
Sales Opp 4 Eggiacﬁch;m ) :::;E'QS;? Mowve Of |+ |Stu Marx QJ |Maur|tain Uszoo - JQJ
ESLEI; EIREE ig;iacﬁc“;m . m:;’;ﬁ:ﬁ Move Of | [StuMarx @, [Mountain US200 - 3,
E:.fjs Cpp 4 - iggiaclsch;m - m:;’;'gs;:j' Move Of v | |[Stu Marx 2, [Mountain US200 - /9

Select All D Clear All

Back Next Refresh

Opportunity Reassignment Worksheet page

Criteria Select the way that you want to assign revenue for each opportunity. Values are:

Move Opportunity: Removes the current representative from the opportunity,

which moves the entire opportunity—with revenue all ocations—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 action moves the revenue credit from the
original sales representative to the new primary representative.

Access the Account Reassignment Worksheet page (click the Next button on the Opportunity Reassignment
Worksheet page).

Account Reassignment Worksheet

No Accounts found.

Back . Mext . Refresh

Account Reassignment Worksheet page

This page does not show any data when territory-only assignment occurs.
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Qualifying a Lead or Opportunity

This chapter discusses how to:

« Associate alead or opportunity with a source campaign.

» Runasurvey for alead or opportunity.

Associating a Lead or Opportunity with a Source Campaign

This section discusses how to:

» Associate alead or opportunity with a source campaign.

« View amarketing activity summary.

Pages Used to Associate a Lead or Opportunity with a Source Campaign

Page Name Definition Name

Navigation

Usage

Lead - Qualify RSF_LEAD_QUALIFY

Sales, Search Leads, Lead -
Qualify

Associate alead with a
source campaign.

Opportunity - Qualify RSF_OPP_QUALIFY

Sales, Search Opportunities,
Opportunity - Qualify

Associate an opportunity
with a source campaign.

Marketing Activity RA_ACT_SUMM

Summary

Click the Marketing
Activity Summary link that
appears in the Campaign
section of the Lead -
Qualify page or the
Opportunity - Qualify page.

View asummary of the
marketing campaign with
which the lead or
opportunity is associated.

Note. Thislink isavailable
only if the lead contains
marketing information.

Associating a Lead or Opportunity with a Source Campaign

Accessthe Lead - Qualify page (Sales, Search Leads, Lead - Qualify) or the Opportunity - Qualify page

(Sales, Search Opportunities, Opportunity - Qualify).
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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.

Lead
m | E Add lead | B Notification | ¥% Clone | E@ Convert | >> Personalize
Description Sales Lead 3 Status Working
Customer Lakeview Community College Contact Walsh,Jacoch
Contact Phone 701/665-3244 Rating Hot

" Summary || Discover || Assign Propose | CallReports | Tasks | Motes || Morelnfo | [®)

Marketing Information

Business Unit|2PP01 @, Lead Typel GQualified v|

Campaign |Freezer Sales Drive - NA @, Lead SDurcelTechnicaI Support V|
Jm,.:tiq,‘rit-wr|IIJirEI:’c Field Leads @, Accepted Date |05/01/2001 [#1)
Event] @, Referred Date|05/01/2001 El

Marketing Activity Summary

Lead - Qualify page (1 of 2)

b=
Customize | Find | Ed | ===

Soript Contact Run Survey Score Rate Value Date Last Run

vl | @ | % | [Run Surve\r: 05/01/2001 =

+ Competition

Customize | Find | E
" Wl [ Comments | [FEH

Competitor Contact Product Involvement

| @ | @ | @ v [+ =]

Related Transactions

) Add Note | B Add Task

&2 Assign Team | 5’ Add Product | Eﬂf Create Quote | ﬂ?ﬂ Add Contact |

Lead - Qualify page (2 of 2)

If the lead or opportunity originates from a PeopleSoft Marketing or TeleSales campaign, the system
populates the Lead Source field and displays information that is relevant—including the marketing business

unit, campaign name, and wave name—to the campaign here. If the lead or opportunity does not originate

from a campaign, these fields are blank. If asales user creates the lead, the system enters the lead source of
Sales.

Y ou can override these values. If you enter a marketing business unit, campaign name, or wave name, you
must also enter the other two items.
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Note. If PeopleSoft FieldService and PeopleSoft Customer Relationship Management for High Technology
are integrated with the system, the system generates sales |eads 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 9.1 Application Fundamental s PeopleBook, " Setting Up and Managing
Agreements and Warranties," Generating Sales L eads for Agreement Renewal.

Business Unit

Campaign Name

Activity Name

Marketing Activity
Summary

Lead Type

L ead Source

Accepted Date

Referred Date

Enter the business unit that incurs the cost of the campaign.

Enter the campaign from which the lead or opportunity originated. When you
specify a business unit, the system popul ates this field with the campaigns from
that business unit.

Enter the activity from which the lead or opportunity originated. When you
specify a campaign, the system popul ates this field with the activities from that
campaign only.

Click to access the Marketing Activity Summary page, where you can view a
summary of the marketing campaign that generated the lead.

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 TeleSales or other PeopleSoft Enterprise products, you can
modify these or define additional values.

Select the source from which the lead originated. Possible values include Sales,
Marketing Campaign, Telesales,Online Marketing and Partner. If a sales user
creates the lead, the sourceis Sales.

Lead sources are predefined in the system. Y ou can modify the descriptions on
the Lead Source setup page. Y ou can define additional values also, but do not
delete the predefined ones. They are required for transferring leads between
integrated system applications.

See Chapter 5, "Setting Up Sales L eads and Opportunities,” Setting Up Lead
Sources, page 66.

Note. When you clone alead, the system sets the lead source to Sales for the new
lead. However, the new lead continues to be tracked with the campaign and wave
of the original lead.

Enter the date when the sal es representative accepted the |ead.

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.

Enter the date when you received 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.
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Competition — Competition

Enter the competitor's name, the contact name, and the product, and select the involvement, which can be
Equal, Strong, or Weak. Set up competitorsin the Customers CRM menu.

To select acompany as a competitor, you must set up the role type of Competitor, and set up companies and
their contacts with arole type of Competitor.

See Chapter 5, "Setting Up Sales L eads and Opportunities,” Setting Up Sales Competitors, page 62.

Competition — Comments
Select the Comments tab.

Enter notes to describe a competitor's pricing, product, or offering.

Viewing a Marketing Activity Summary

Access the Marketing Activity Summary page (click the Marketing Activity Summary link that appearsin the
Campaign section of the Lead - Qualify page or the Opportunity - Qualify page).
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Marketing Activity Summary
Campaign
Campaign Name Freezer Sales Drive - NA
Owner Jack Diamond Telephone

Start Date 01/01/2002 End Date 02/15/2010

Activity

Internal Name Direct Field Leads

Summary |Freezer Sales Drive - NA I

Call to Action |Direct Field Leads Edl
Activity Start Date 09/15/2002 Activity End Date 01/320/2010
Audience Audience End Response Date 01/30/2010

Offer Name SECTIONAL FLAT 10% DISCOUNT Discount Type Std Disc

Description

Offer Expired on 07/19,/2009

Return to Lead

Marketing Activity Summary page

This page is read-only and displays information that you can use when deciding whether to accept the lead or
not. You can click alink to view details of any promotional offers associated with the marketing campaign.

Running a Survey for a Lead or Opportunity

This section discusses how to:

» Select asurvey script.

« Administer ascripted survey.

Pages Used to Run a Survey for a Lead or Opportunity

Page Name Definition Name Navigation Usage
Lead - Qualify RSF_LEAD_QUALIFY Sales, Search Leads, Lead - | Select the survey script for
Qualify the lead.
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Page Name

Definition Name

Navigation

Usage

Opportunity - Qualify

RSF_OPP_QUALIFY

Sales, Search Opportunities,
Opportunity - Qualify

Select the survey script for
the opportunity.

Execute Script

RC_BS EXECUTE_MAIN

Click the Run Survey
button in the Survey section
of the Lead - Qualify page
or the Opportunity - Qualify
page to run the selected
script.

Administer a scripted
survey to identify the
customer's interests and to
qualify thelead or
opportunity.

Add Script Comment

RC_BS COMMENT

Click the View Script
Comments link on the
Execute Script page.

View comments, add script
comments, or delete
guestion comments.

Selecting a Survey Script

Access the Lead - Qualify page (Sales, Search Leads, Lead - Qualify) or the Opportunity - Qualify page

(Sales, Search Opportunities, Opportunity - Qualify).

Soript

Status

CC_SERVICE_SURVEY | »

Contact

Brown,Maggie o]

Run Survey Score

Run Survey| 4.50

Rate Value

S

Date Last Run

[#]|[=]

09/01/2009

Survey section of the Lead - Qualify page

Note. The Qualify page appears in the both the Lead component and the Opportunity component. Although
the following example shows the L ead component, the information here applies to both leads and

opportunities.

If the lead is transferred from PeopleSoft Enterprise Marketing or TeleSales, where a survey isrun,
information that is relevant to that survey appears here. Y ou can run additional surveys.

Script

Contact

222

Displaysthe list of scripted questions.

Displays the name of the contact who answers the questions.

Y ou can click Refresh to update the search list with the contacts for thislead and
then select the appropriate contact from that list.
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Run Survey 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.

Note. After you run a survey, you cannot delete it from this page.

See Chapter 14, "Qualifying a L ead or Opportunity,” Administering a Scripted
Survey, page 223.

Score Displays the score from the Execute Script page. As you 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.

See Chapter 14, "Qualifying a Lead or Opportunity,”" Administering a Scripted
Survey, page 223.

Rate Value Displays the rate value from the Execute Script page. Rate values are based on
the total script scores. Examplesinclude 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 lead ratings such that only leads with a
survey rating 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 change the status to Qualified.

Date Last Run Displays the date when the script was last run.

Script Status Displays the current status of the script with this contact. Values are Compl eted,
Processing, and Sarted.

Y ou can delete a script row before running the script. However, you cannot delete the script or its results after
it has been submitted.

Administering a Scripted Survey

Access the Execute Script page (click the Run Survey button in the Survey section of the Lead - Qualify page
or the Opportunity - Qualify page to run the selected script).

Note. The Execute Script page is part of both the Lead component and the Opportunity component. Although
the following example shows the Lead component, the information applies to both leads and opportunities.
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Execute Script History | Select One... v
Be' View Variables | € view Comment | Eernsles
Script Name CC_SERVICE_SURVEY Status Completed
Score 4.5 Rating
Modified By wpi Date/Time 09/01/2009 4:23FM Language | English

Answers —viewan | Bl rioc K 1sors D QI CC SERVICE SURVEY

7 Jacob Walsh, how was your service today?

S Fair

Will you call again?

Yes
=+ Will you call again?

S No

If the need arizes

Mo

I'l try to figure the problem out myself

S
Bl

Previous

Execute Script page

Ask the scripted question, select the contact's response to the question, enter relevant comments, and then ask
the next question. If the contact provides an answer that no longer promotes the sale of the product, the
system displays a thank you message and ends the survey.

Y ou can also enter and view script comments.

See PeopleSoft Enterprise CRM 9.1 Automation and Configuration Tools PeopleBook, "Running Scripts,”
Understanding Script Types and Script Actions.
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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 a proposal.

» Generate quotes and orders.

Understanding Proposals for a Lead or Opportunity

After you have generated and qualified alead or opportunity, you can create a proposal and send it to the
potential customer. On the Propose page of the Lead component (RSF_LEAD_ENTRY) or the Opportunity
component (RSF_OPPORTUNITY), you can add the specific products, quantities, and pricesto includein
the proposal. If you have licensed PeopleSoft Order Capture, you can create a quote that includes the
information you entered on the Propose page. Then, you can put together a package of information to send to
the potential customer. If the lead or opportunity becomes an actual sale and you have licensed Order

Capture, you can create an order from the information entered on the Propose page.

See Chapter 18, "Sending Sales Email Messages and Correspondence,” Sending Sales Proposals or Quotes to

Customers, page 259.

Selecting Products and Prices for a Proposal

This section discusses how to select products and prices for a proposal.

Pages Used to Select Products and Prices for a Proposal

Page Name

Definition Name

Navigation

Usage

Lead - Propose

RSF_LEAD_PROPOSE

Sales, Search Leads, Lead -
Propose

Select products and prices
for aproposal for the lead.

Opportunity - Propose

RSF_OPP_PROPOSE

Sales, Search Opportunities,
Opportunity - Propose

Select products and prices
for aproposal for the
opportunity.
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Accessthe Lead - Propose page (Sales, Search Leads, Lead - Propose) or the Opportunity - Propose page

(Sales, Search Opportunities, Opportunity - Propose).

Chapter 15

Note. The Products section appears on the Propose page in both the Lead component and the Opportunity

component. Although the following example shows the Opportunity component, the information appliesto
both leads and opportunities unless otherwise indicated.

Opportunity

Save = = ik 360
Description Sales Opp 1 Status Cpen
Customer Lakeview Community College Customer Value Gold f¥ririrsdr
Contact Erown,Maggie Revenue 0
Summary Discover Assign Qualify Call Repors Tasks Motes More Info [»
= a
. - Unit of : .
Primary Product Group Product Quantity Measure Price Met Price
Air Conditioner EEE?QDEETU Room Air (Light |05 ™55 0000 [EA @ 449,38 13,496.40 i
Total Met Price £13,496.40 UsSD
Add Product(s) Add | % search or Browse Catalog
Add Product Group(s) Add

Opportunity - Propose page

Primary

Product Group

Product

Price

Select to identify a product as the customer's primary interest.

Displays the product group. If you add a product and a product group is
associated with the product, the system populates this field.

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, thisfield is editable, and you can
search for a product that is associated with the product group.

Displays the price of each unit. Overriding the price here applies a price override
only to the opportunity or lead.

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 1D, currency code, and unit of measure. If you
override the unit of measure and a priceis calculated for the new unit that you
enter, the system displays that price when you refresh the page. Price calculations
or adjustments are performed by the PeopleSoft Enterprise Pricer.
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Net Price Displays the price multiplied by the quantity. When you press the Tab key to exit
thisfield, the system calculates and displays the new subtotal.

Add Product(s) and Add Enter aproduct and click the Add button to add the product to the list. Y ou can
aso leave the text field blank and click the Add button to select a product from a
list.

Add Product Group(s) Enter aproduct group and click the Add button to add the product group to the
and Add list. You can also leave the text field blank and click the Add button to select a
product group from alist.

Search or Browse Click to access the online catalog to locate the product and view product details
Catalog in the product catal og.

Note. All sales users can browse the catalog and add products to opportunities;
however, you cannot add a product to an order unless you have licensed
PeopleSoft Order Capture.

See Also

PeopleSoft Enterprise Pricer 9.1 for CRM PeopleBook, "PeopleSoft Enterprise Pricer for CRM Preface”

PeopleSoft Enterprise CRM 9.1 Product and Item Management PeopleBook, " PeopleSoft Enterprise CRM
Product and Item Management Preface”

Generating Quotes and Orders

This section discusses how to generate quotes and orders.

Pages Used to Generate Quotes and Orders

Page Name Definition Name Navigation Usage

Lead - Propose RSF_LEAD_PROPOSE Sales, Search Leads, Lead - | Generate quotes and orders
Propose for alead.

Opportunity - Propose RSF_OPP_PROPOSE Sales, Search Opportunities, | Generate quotes and orders
Opportunity - Propose for an opportunity.

Generating Quotes and Orders

Accessthe Lead - Propose page (Sales, Search Leads, Lead - Propose) or the Opportunity - Propose page
(Sales, Search Opportunities, Opportunity - Propose).
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Note. The Quotes and Orders section appears on the Propose page in both the Lead component and the
Opportunity component. Although the following example shows the Lead component, the information applies
to both leads and opportunities.

First |4 1ofl |} ] Last

Forecast Info Revenue Type

Forecast .
Forecast Type Product Group Product Forecast Date Amonnt Confidence %
Closed |v| | 2, 6600 BTU Room Air@Y, [08/31/2001/[H |  13,496.40 || 599 [+ |[=]
Forecast Total £13,496.40 USD
Create Forecast | | Delete All Forecast Rows |

Quotes and Orders

Quote and Order History Order Information Audit Infermation

Type Description Status Total Price Expire Date
E quote Created from Opportunity 20072 New 13496.40 =
: Create Quote Create Order

Related Transactions

Fi

3] Acssign Team | x| Update Sales Stage | ﬁ% Add Contact | Er Add Task | Add Mote

Lead - Propose page

Create Quote and Create Click to create a quote or order with the products displayed in the products grid.
Order The system transfers the user to the Order Capture quote or order component.

If the lead or opportunity is associated with a marketing campaign and the
product selected isin that campaign's marketing offer, the system copies the
promotion code to the Order Capture pages for that product.

These buttons are available only if you are licensed and integrated with
PeopleSoft Order Capture.

Note. Y ou must designate a third-party tax vendor on the Order Capture Business
Unit Definition page for taxesto 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 9.1 Order Capture Applications PeopleBook,
"Defining Order Capture Business Units."

Quote and Order History

This tab shows the status, total price, and expiration date of the requests for quotes and orders that are
submitted from the Products section of the Propose page.
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= Click the View Quote Details button to access the Quote component to review or
edit this quote's details.

4 Click the Create Sales Order button to create a sales order from a quote. You can
use this button only if the expiration date for the quote is later than the current
date.

Click the Print button to access the Correspondence Request page, where you can

compose and send an email message containing a quote for a customer.

See Chapter 18, "Sending Sales Email Messages and Correspondence,”" Sending
Sales Proposals or Quotes to Customers, page 259.

Order Information
Select the Order Information tab.

View the order ID and quote ID.

Audit Information
Select the Audit Information tab.

Review thisinformation to determine who created or modified quotes and orders and to see when the changes
occurred.

Related Transactions

Use this toolbar to quickly access other pages that update information for the lead.
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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.
» Manage and view tasks.

« Add notes and attachments.

Understanding Sales Tasks

A task is any day-to-day activity, such as a meeting or a conference call, that you add to your calendar. Y ou
use tasks in many PeopleSoft Enterprise Customer Relationship Management (PeopleSoft CRM) applications.

See PeopleSoft Enterprise CRM 9.1 Application Fundamentals PeopleBook, "Working with Tasks."

A salestask is any day-to-day activity associated with managing alead or an opportunity. Sales tasks might
include making sales calls, attending meetings, or following up on prospects. Y ou can use functionality in the
Lead component (RSF_LEAD_ENTRY) and the Opportunity component (RSF_OPPORTUNITY) 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 Definition Name Navigation Usage
Lead - Tasks RB_TSK_EDIT_GRID Sales, Search Leads, Lead - | Create and track sales tasks
Tasks to follow up on alead, close

asale, or convert alead to
an opportunity.
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Page Name Definition Name Navigation Usage
Opportunity - Tasks RB_TSK_EDIT_GRID Sales, Search Opportunities, | Create and track sales tasks
Opportunity - Tasks that are needed to follow up
on an opportunity and close
thesde.

Creating and Assigning Sales Tasks

Accessthe Lead - Tasks page (Sales, Search Leads, Lead - Tasks) or the Opportunity - Tasks page (Sales,
Search Opportunities, Opportunity - Tasks).

Note. The Tasks page appearsin both the Lead component and the Opportunity component. While the
following example shows the Lead component, the information applies to both leads and opportunities unless
otherwise indicated.

Lead
| E Add Lead | B Notification | %N Clone | E%cConvert | >> Perzonalize
Description Sales Lead 3 Status Working
Customer Lakeview Community College Contact Walsh,Jacob
Contact Phone 701/665-8244 Rating Hot

Summary Discover Assign Qualify Fropose Call Reporis Motes More Info E)

\I'iew| My Open Tasks vl

Task Summary i i | L 1-20F2 ¢ Last

Azszign Tazk Set End Date Comments

*Task Subject *Task Type *Task Status *Task Priority Start Date Start Time ;:)ﬁ

|Qua|i1"'w,-r lead |T|:| Do V| | Open V| | High V| | Eﬂ | PST E

|call lead contact | Phone Call Vl | Open V| | Medium Vl | H PST i
: Add Task | Task Gruupl Vl Add Task Group

Lead - Tasks page: Task tab

Use this page to identify each task that is required to manage the lead or opportunity and close the sale. When
anew task is added and saved, the system automatically saves the task to the calendar of the task owner and
to the task list.

Sales tasks can be added using one of these methods:

+ Click the Add Task button to add tasks one by one manually.

« Select atemplate from the Task Group field and click the Add Task Group button to add a set of
predefined tasks manually.

» Usethe Active Analytics Framework (AAF) to populate a set of predefined tasks automatically. AAF
policies are delivered to add preset sales tasks to leads and opportunities when the lead status is changed
to open or rejected, or when the opportunity sales stage is changed to discover,qualify, or solution.
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Tasks are not available for edit if you are not the task owner.

Note. When an opportunity is closed, the entire component becomes read-only except for the Task Summary
section, where tasks can still be added or updated.

View

Add Task

Task Group and Add
Task Group

Task Subject

Task Type

Task Status
Task Priority
Start Date

Start Time

Assign Task

Filter the tasks that appear in the Task Summary list. Values are All My Tasks,My
Closed Tasks, and My Open Tasks (default value).

Click to add a new sales task.

Select atask group. For leads, only the task groups that are associated with the
Lead application usage are available for selection. The same istrue for
opportunities, where you can select only from Opportunity-specific task groups.

Click the Add Task Group button to populate the Task Summary section with a
set of predefined tasks that are associated with the selected task group.

The system allows duplicate tasks to appear in the Task Summary section.

Click the Task Details button to access the Task Details page and enter or view
detailed information about the task. This button appears after the page is saved.

Enter a description of the task.

Select atask type. Set up task types on the Tasks Type page under Common
Definitions, Task Management.

Select thetask status. Values are Cancelled,Completed,In Process, and Open.
Select the task priority. Values are High,Medium, and Low.
Enter astart date for the task.

Enter astart time for the task.

Accessthe Lead - Tasks page: Assign Task tab.
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Task Summary First |4 1-2 of 2 |} Last
" Task | " SetEndDate | Comments | [F==
Task Subject Owner Name Contact Name
% Qualify lead Burt Lee a
% Call lead contact Burt Lee Jacob Walsh ﬂ
| Add Task | | Task Grnupl Vl | Add Task Group |

Lead - Tasks page: Assign Task tab

Task Subject Enter a description of the task.
Owner Name Enter the user to whom the task is assigned.
Contact Name Enter the name of the contact person for the task.

Set End Date

Access the Lead - Tasks page: Set End Date tab.

Task Summary

" Task || Assign Task |EEARUDE G| Commentz | [FEH

First 4] 1-2 of 2 n Last

Task Subject End Date End Time
B oualify lead

% Call lead cantact

| Add Task | | Task Grnupl Vl | Add Task Group

=b

Lead - Tasks page: Set End Date tab

End Dateand End Time Enter the date and time when you expect to complete the task.

Comments

Access the Lead - Tasks page: Comments tab.

234
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=
Task Assign Task Set End Date
Task Subject Comments
B qualify lead
% Call lead contact
Add Task | Task Group hd Add Task Group

Lead - Tasks page: Comments tab

Enter comments describing the task.

See Also

Chapter 5, "Setting Up Sales L eads and Opportunities," Setting Up Task Group Templates for L eads and

Opportunities, page 89

Managing and Viewing Tasks

This section provides an overview of different ways to access tasks and discusses how to:

Manage and view tasks.

Associate atask with alead or opportunity.

Understanding Different Ways to Access Tasks

Y ou can view tasks in several ways.

Accessthe Lead - Tasks page or the Opportunity - Tasks page for a specific lead or opportunity.

Click the Task Detail button next to atask on the Lead - Tasks page or the Opportunity - Tasks page to
access the Task Details page, where you can view or edit details for the task.

View the calendar to determine the tasks that are due to begin on various dates, and click atask to access
the corresponding Tasks page.

See PeopleSoft Enterprise CRM 9.1 Application Fundamentals PeopleBook, "Using Calendars."
Accessthe My Tasks page for alist of tasks.

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved. 235




Creating Sales Tasks and Adding Notes for a Lead or Opportunity Chapter 16

Pages Used to Manage and View Tasks

Page Name Definition Name Navigation Usage

Task Details RB_TSK «  Saes, Search Leads, View task details.
Lead - Tasks

Click the Task Detail
button next to the task
that you want to view or
edit.

e Sdles, Search
Opportunities,
Opportunity - Tasks

Click the Task Detail
button next to the task
that you want to view or
edit.

e My Calendar

Click the Add Calendar
Entry toolbar button in
the My Calendar
component.

e My Tasks, My Tasks

Click the Add Task
toolbar button on the

My Tasks page.
Task Details - Related RB_TSK_TXNS Click the View or Link Associate atask with alead
Objects for the Task page Related Objects link onthe | or opportunity.
Task Details page.
My Tasks RB_TSK_MY_TASKS My Tasks, My Tasks Manage and view tasks.
Monthly Calendar RB_TSK_CALENDAR My Caendar View tasksin calendar
format.

Managing and Viewing Tasks

236

Access the Task Details page (click the Task Detail button next to the task that you want to view or edit on
the Lead - Tasks or Opportunity - Tasks page).

Note. When you enter and save atask on the Lead - Tasks page or the Opportunities - Tasks page, the system
associates the task with alead or opportunity and writes that task to the calendar (if applicable for the selected
task type). However, when you enter atask directly into the My Calendar component or the My Tasks
component, the system does not associate it with alead or opportunity. Y ou must click the View or Link
Transactions link on the Task Details page to associate the task with alead or opportunity.
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Task Details Historyl Select One... w
m | ﬁiDtiDns | & Add New Task | .@ My Accounts | 1!1- My Contacts | =>> Personalize
Subject Qualify lead Status Open
Owner Burt Lee Company Lakeview Community College

Task Details /ﬂotes N

Subject Qualify lead Task Type To Do
Status Open Private Priority High
Start Date Start Time Time Zone P5T
End Date End Time Location
Owner Burt Lee Referral Sales Lead 3
Repeats Does Not Repeat View or Link Related Objects

Description

Assigned To
Mo Azsignees have been added.

+ Audit History
Created 09/01/2009 4:40PM PDT By WP1 Stu Marx

Modified 09/01/2009 4:40PM PDT By wpP1 Stu Marx

Task Details page

Referral The systems displays alink to the lead or opportunity with which the task is
associated. Click the link to view the lead or opportunity.

View or Link Related Click thislink to access the Task Details - Related Objects for the Task page,
Objects where you can associate the task with alead or opportunity.

Associating a Task with a Lead or Opportunity

Access the Task Details - Related Objects for the Task page (click the View or Link Transactions link on the
Task Details page).
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Task Details

Related Objects for the Task

Drescription

Lakeview Community College

Primary Transaction
|:| Company
referral
Transaction b

Return to Task Details

EJ_I Save

Sales Lead 3

£ - *]

Add Transaction

Task Details - Related Obijects 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. In that case, one
transaction must be designated as the primary transaction for the task.

Transaction

Company, Lead,

Select Company,Lead,Opportunity or Partner to link to the associated task.

The system displays one of these fields after you make a selection in the

Opportunity, or Partner Transaction field. Select a company, |ead, opportunity or partner with which the

task is associated.

Add Transaction

Click this button to associate the task with the related object that you selected.

Adding Notes and Attachments

This section discusses how to enter and view notes and attachments.

Pages Used to Add Notes and Attachments

Page Name Definition Name

Navigation

Usage

Lead - Notes RSF_LEAD_NOTES

Sales, Search Leads, Lead -
Notes

Enter notes and attachments
related to the lead.

Opportunity - Notes RSF_OPP_NOTES

Sales, Search Opportunities,
Opportunity - Notes

Enter notes and attachments
related to the opportunity.

Entering and Viewing Notes and Attachments

Accessthe Lead - Notes page (Sales, Search Leads, Lead - Notes) or the Opportunity - Notes page (Sales,

Search Opportunities, Opportunity - Notes).

238

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved.




Chapter 16 Creating Sales Tasks and Adding Notes for a Lead or Opportunity

Note. The Notes page appearsin both the Lead component and the Opportunity component. Although the
following example shows the Opportunity component, the information applies to both leads and
opportunities.

Opportunity
| E Add Opportunity | B Notification | %% Clone | I@:ZEGD—Deree View | =>> Personalize
Description Sales Opp 1 Status Cpen
Customer Lakeview Community College Customer Value Gold Tririrsy
Contact Brown,Maggie Revenue 0

Summary Discover Assign Qualify Fropose Call Reports Tasks Mare Info E)

¥ Notes Summary omiz i ) First 4] 1ofl n Last
Select  Subject and Details Attachment(s) Added By Last Modified
m Scheduled Meeting Sty Marx E

Scheduled meeting with CFO for week of 15th

[ check All / Clear Al

L Email | Wiew | Add Note:
MNote Details
Added 09/01/2009 4:55PM Stu Marx Start Date E‘J End Date E
*5uhject|5chedu|ed Meeting @
Details |Scheduled meeting with CFO for week of 15th @@

| Apply Note J (é Add an Attachment

Opportunity - Notes page

Select Select this check box to indicate that you want to send the note to the customer
by email or to view the entire note.

Subject and Details Click to display 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 message with notes and attachments to the customer.

View Click to view the entire note.
Add Note Click to display the Add a Note section at the bottom of the page.
Apply Note Click to add 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 9.1 Application Fundamentals PeopleBook, "Working with Notes and
Attachments.”
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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 summary information.

« View call reportsfor alead or opportunity.

« Maintain profile datafor alead or opportunity.

» View history for alead or opportunity.

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 Definition Name Navigation Usage

Search Leads RSF_LEADS HOME_GRD Sales, Search Leads, Search | Search for leads.
Leads

Search Opportunities RSF_OPP_HOMEPAGE Sales, Search Opportunities, | Search for opportunities.
Search Opportunities

Searching for Existing Leads and Opportunities

Access the Search Leads (Sales, Search Leads, Search Leads) page or the Search Opportunities (Sales, Search
Opportunities, Search Opportunities) page.

Note. The search pages for leads and opportunities are similar. Although the following example shows the
Lead component, the information applies to both |eads and opportunities.
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Search Leads

Leads List

Customer
Cady Montgomery
Cady Montgomery

Cady Montgomery

Business Unit = US200

Grandma Kitchens Foods Inc.

Health Conscious.com

Lead

Cady Dishwasher Lead
sales lead 10

Cady Dishwasher Lead
Industrial Food Prep Equip

Sales Lead 2

Lakeview Community College
Lakeview Community College

MMA Property Management Group

Sales Lead 3

Sales Lead 4

Sales Lead 1

& My Tasks | # My Calendar | #8 My Accounts | 77 My Contacts |

Primary Contact Telephone

Garrett, Tristan 719/554-8632
Garrett, Tristan 719/554-8632
Applegate Andrew & | 517/334-6905
Sanchez,Gabrielle 408/998-7146
Walsh,Jacob 701/665-8244
Bailey,Alan D 925/694-2001

Personalize

Lead Status
New
Imported
Cpen
Cpen
Cpen
Working
Cpen

Cpen

Customize | Find | E

4] b |
First 1-8 of 8 Last

Lead Rating  Revenue Priority
Hot $5,000.00|5

5
Hot $5,700.00|5
Warm $15,000.00|2
Warm $50,000.00 4
Hot $5,000,000.00|5
Warm $80,500.00 1
Hot $488,800.00 3

| Addiead ||

Clear List |

List Actions | Review Lead List

Search Leads page (1 of 2)

| search |

vanced Search

| Clear | Ad

vl

E Save Search Criteria

[l Delete Saved Search

Use Saved Search |

.@Persnnalize Search

OO0O00O000O®™

*Business Unit| =
Customer Name | =

Contact Name | = |

Lead Name

Lead Status
Lead Rating

Leads as Owner
Leads as Task Owner

Mew Leads as Owner

= v || usz00 v |
v Q
v Q

begins with  |[+|||

= b W

= w w

My Mew Leads Since Last Viewed
Leads as Temporary Assignee

Unassigned Leads by Bus Unit

Leads a= Manager

| search |

| Clear |

Adwvanced Search ESBVE Search Criteria

fil Delete Saved Search .@.Persanalize Search

Search Leads page (2 of 2)

Prospects as well as Customer Data Model (CDM) customers are listed in the search results.

Important! The fields that appear in the results grid are determined by the list action that you select and not
by the configurable search pages.
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S Appears when the Convert Lead to Opportunity business processis running for
the listed lead.
See Appendix B, "Sales Delivered Business Processes and Web Services," page
327.

List Actions Select an action that you will perform using the list. The fields that appear in the

list change to reflect the action you select. For example, you can change
priorities, change the sales representative assignment, and reject or accept leads
on the search page.

Show in Results

Select the following check boxes to specify the leads or opportunities that appear when you perform a search.

Note. The search fields that are available in the Search section and the check boxes that are available in the
Show in Results section depend on how you configure the search pages for leads and opportunities.

See PeopleSoft Enterprise CRM 9.1 Automation and Configuration Tools PeopleBook, " Configuring Search
Pages."

Leadsas Added by User Select to display |eads that you added.

Leadsas Cust Account  Select to display leads for customers whose accounts you own.
Owner (leads as customer
account owner)

Leadsas Cust Account  Select to display leads for customers on whaose accounts you are ateam member.
Member (leads as
customer account

member)

L eads as M anager Select to display leads that are assigned to a sales representative that you manage.
The territory tree determines the sales representatives that you manage.

Leads by Partner Select to display |eads associated with a specific partner manager.

M anager

L eads as Owner Select to display leads for which you are the primary sales representative.

L eads as Partner Select to display |eads that have a partner whose account you own.

Account Owner

Leadsas Partner Acct  Select to display leads that have a partner on whose account you are ateam
Member (leads as partner member.
account member)

Leadsas Site Account  Select to display leads that are for a site for which you are the account owner.
Owner

Leadsas Site Account  Select to display leads that are for a site for which you are an account member.
Member
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Leads as Task Owner Select to display leads that have atask that is assigned to you.
New L eads as Owner Select to display new leads for which you are the primary sales representative.

My New Leads Since Select to display new leads that have been added since the last time you viewed
Last Viewed the search page.

L eads as Parent Account Select to display leads for specific customers for which you are a member of the
Team parent account team.

Leadsas Team Member Select to display leads for which you are ateam member.

Leadsas Team Member Select to display leads for which you are the team member manager.
M anager

Unassigned L eads Select to display unassigned leads.
Unassigned L eads by Select to display unassigned leads sorted by business unit.

Bus Unit (unassigned
leads by business unit)

Managing Leads and Opportunities on the Search Page

This section discusses how to:

» Prioritize leads and opportunities.

« Change the sales representative assignment.
» Reject or accept leads.

» Update the forecast for opportunities.

» Update the sales stage for opportunities.

Note. The search pages for leads and opportunities are similar. Although the following example shows the
Lead component, the information applies to both |eads and opportunities.

Pages Used to Manage Leads and Opportunities

Page Name Definition Name Navigation Usage

Search Leads RSF_LEADS HOME_GRD Sales, Search Leads, Search | Manage leads.
Leads

Search Opportunities RSF_OPP_HOMEPAGE Sales, Search Opportunities, | Manage opportunities.
Search Opportunities
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Prioritizing Leads and Opportunities

Access the Search Leads (Sales, Search Leads, Search Leads) page or the Search Opportunities (Sales, Search
Opportunities, Search Opportunities) page.

Search Leads

& My Tasks | My Calendar | My Accounts | 1" My Contacts | Personalize

Business Unit = US200
Customer Lead Lead Status Lead Rating Revenue Priority Date/Time Created
Cady Montgomery Cady Dishwasher Lead New Hot v | $5,000.00 |5 |»| |10/03/2002 5:21FM
Cady Montgomery sales lead 10 Imported v | 5 |%| |09/01/2009 3:35PM
Cady Mentgomery Cady Dishwasher Lead Open Hot A | $5,700.00 |5 |»| |10/09/2002 5:20PM
Grandma Kitchens Foods Inc. Industrial Food Prep Equip Cpen Warm | | $15,000.00 |2 |»| 11/08/2001 1:57FM
Health Conscious.com Sales Lead 2 Cpen Warm W | $50,000.00 4 |»| |05/01/2001 3:12PM
Lakeview Community College Sales Lead 3 Wworking Hot A | $5,000,000.00 5 |w| |05/01/2001 3:29FPM
Lakeview Community College Sales Lead 4 Open Warm | % | $80,500.00 1 |s| 05/01/2001 3:37FPM
MMA Property Management Group Sales Lead 1 Open Hot b | $488,800.00 3 |w| 05/01/2001 3:05PM

Add Lead Clear List Eioney List Actions| Prioritize Leads v|

Search Leads page (prioritize leads action)

To prioritize leads and opportunities on the search page, select Prioritize Leadsin the List Actionsfield.

L ead Rating Indicates the degree—Hot, Warm, or Cold—of the customer'sinterest or the
potential for making asale.

Define rating values on the Lead Ratings page.

See Chapter 5, "Setting Up Sales L eads and Opportunities,” Setting Up Lead
Ratings, page 41.

Revenue Enter the revenue for the lead.
Priority Select a priority to indicate the urgency of handling this opportunity. Priority
values are trand ate val ues.

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 (Sales, Search Leads, Search Leads) page or the Search Opportunities (Sales, Search
Opportunities, Search Opportunities) page.
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Search Leads
48 My Tasks | # My Calendar | B My Accounts | 77 My Contacts | Personalize
Business Unit = US200
Customer Lead Sales User Name Tree Hame Territory
Cady Montgomery Cady Dishwasher Lead Rabbitt,Sam Paci1o§ IPROD_WORLD
Cady Montgomery zales lead 10 Marx, Stu Manageoﬁ WORLD
Cady Montgomery Cady Dishwasher Lead Rabbitt,Sam Paci1o§ WORLD Pacific US200 - Appliances
Grandma Kitchens Foods Inc. Industrial Food Prep Equip Redford,Sabrina ;OQ WORLD Atlantic US200 - Appliance
Health Conscious.com Sales Lead 2 Redford,Sabrina JOQ WORLD TELO1 - Pacific Region
Lakeview Community College Sales Lead 3 Ray,Stephen Ceno§ WORLD Asia Pacific
Lakeview Community College Sales Lead 4 Ray,Stephen CEH% WORLD WORLD
MMA Property Management Group  Sales Lead 1 Redford,Sabrina Joﬁ WORLD Morth America
Add Lead || ClearList | Save List Actions-| Review Assignment b

Search Leads page (review assignment action)

To change the assignment of sales representatives on the search page, select Review Assignment in the List
Actionsfield. Select a different person in the Sales User field as the new sales representative of the
corresponding lead or opportunity.

Rejecting or Accepting Leads
Access the Search Leads page (Sales, Search Leads, Search Leads).
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Search Leads

48 My Tasks | # My Calendar | S My Accounts | 7" My Contacts | Personalize

Business Unit = US200

Leads List

Customer Lead Revenue Sales User Name Accept/Reject Rejection/Turnback Reason

Cadv Montgomery Cady Dishwasher Lead $5,000.00 Rabbitt,Sam Pacific | v| | v|

Cadv Montgomery zales lead 10 Marx,5tu Manager

Cadv Montgomery Cady Dishwasher Lead $5,700.00 Rabbitt,Sam Pacific | v| | v|

Grandma Kitchens Foods Inc. Industrial Food Prep Equip $15,000.00 iﬁgpotir:jabrina | v| | v|

Health Conscious.com Sales Lead 2 $50,000.00 iﬁgmircd,Sabrina | v| | v|

Lakeview Community College Sales Lead 3 $5,000,000.00 Ray,Stephen Central

Lakeview Community College Sales Lead 4 $80,500.00 Ray,Stephen Central | V| | V|

MMA Property Management Group | Sales Lead 1 $488,800.00 i;:ltlotircd,Sabrina | v| | v|
Add Lead Clear List o= List Actions| Accept/Reject Leads V|

Search Leads page (accept/reject leads action)

To accept or reject |eads as a sales representative, select Accept/Reject Leadsin the List Actionsfield.

Accept/Reject Select whether to accept the lead. Vaues are Accepted,Rejected, and Turnback.

Rejection/Turnback Select areason for rejecting or turning back the lead.
Reason

Updating the Forecast for Opportunities
Access the Search Opportunities page (Sales, Search Opportunities, Search Opportunities).
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Search Opportunities

8 My Tasks | M My Calendar | %8 My Accounts | 77 My Contacts | Personalize
Business Unit = US200

Opportunities List ize | Ei L d 190f9 13 Lot
Customer Opportunity Revenus Currency Est. Close Date F:::j:: ;:::Ea:t
Chad Rawlings Salez Opp 3 $65,000.00 |USD 03/30/2002 Eﬂ 61,423.00 Forecasted
?nrg”dma Kitchens Foods Eglfi; Opp 3 Food $3,000.00) USD I [03/29/2002][H 7,199.35 Forecasted
ggi‘;fm: 2= Breakfast Sales Opp 4 - Food $10,500.00 USD 03/30/2002 B | 10,099.80 Forecasted
Health Conscious.com Sales Opp 2 UsD Eﬂ 8,178.32 Forecasted
Stone Kennedy Sales Opp 4 = £37,000.00| USD - |lo4a/30/2002 Eﬂ 38,075.50 Forecasted
Lakeview Community .
Colleqs Lakeview Freezer $5,700.00( USD 12/10/2002 Eﬂ 5,700.00 Faorecasted
"Caolﬁee"'g':"" Commuaily  ga1es Opp 1 USD B  13,496.40 Forecasted
MMA Propert
Management Grou Salez Opp 1 usoD Eﬂ 11,678.08 Forecasted
Sparkle Clean li li
Laundromats Sale= Opp 2 usD Eﬂ 3,000.00 Forecasted

Add Opportunity | | Clear List || Save - List Al:tiunsl Update Forecast W

Search Opportunities page (update forecast action)

To update forecast information for opportunities, select Update Forecast in the List Actions field.

Revenue Enter the amount of revenue that is anticipated from the sale.

The system displays arrows in the column to the |eft of the Revenue column. An
upward-pointing green arrow signifies that the revenue has increased, and a
downward-pointing red arrow signifies that the revenue has decreased.

Est. Close Date Enter a date that the system uses to determine whether to include the opportunity
(estimated close date) 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 to the left of the Est. Close Date
column. A right-pointing green arrow signifies that the estimated close date has
changed to an earlier date, and aleft-pointing red arrow signifies that the
estimated close date has changed to alater 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 (Sales, Search Opportunities, Search Opportunities).
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Business Unit = US200
Opportunities List

Customer

Chad Rawlings

Grandma Kitchens Foods
Inc.

Grandma's Breakfast
Bakery

Health Conscious.com

Stone Kennedy

Lakeview Community
College

Lakeview Community
College

MMA Property Management
Group

Sparkle Clean
Laundromats

Add Opportunity

Search Opportunities

Opportunity
Sales Opp 3

Sales Opp 3 Food
Equip

Sales Opp 4 - Food

Sales Opp 2

Sales Opp 4

Lakeview Freezer

Sales Opp 1

Sales Opp 1

Sales Opp 2

Clear List

B My Tasks | My Calendar | #8 My Accounts | 7" My Contacts |

Perzonalize

=
%o

Contact Sales Stage Next Task Date
Close

Rawlings,Chad | 04-Develop Proposzal 1 vl 50

Applegate, Andrew |I31-Discuver Vl

Higgins,James |I32- lify Cust vl o

Henry Quah ustomer

Lewy, Rick | 03-Develop Solution vl 35

Rigalato,Frankie |DS-NEgotiatE and Clos Vl 60

Brown,Maggie | 03-Develop Solution Vl 35

Brown,Maggie |DS-NEgatiatE and Clos Vl 60

Thomas,Teri |Dl-Di5cnver Vl

Washington,Sarah | 02-Qualify Customer vl 15

Save List Actiunsl Update Sales Stage ~

Search Opportunities page (update sales stage action)

To update sales stages for opportunities, select Update Sales Slagein the List Actionsfield.

Sales Stage

Select the current stage of the sales process for the 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 5, "Setting Up Sales L eads and Opportunities,” Setting Up a Sales

Process, page 33.

Managing a Lead or Opportunity by Using Summary Information

This section provides an overview of the Summary page in the Lead and Opportunity components and
discusses how to manage alead or opportunity on the Summary page.

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved.

249




Managing Leads and Opportunities Chapter 17

Understanding the Summary Page in the Lead and Opportunity Components

The Summary page in the Lead component and the Opportunity component enables sales representatives and
managers to view high-level information for alead or opportunity. The Summary page displays the sales
stage, forecast (for opportunities), contacts, call reports, products, competition, tasks, notes, sales team, and
guotes. In addition, the page displays links that you can click to access a page with detailed information for
the particular type of data that you want to access.

Y ou can configure the Summary page to meet your particular needs.

See Chapter 5, "Setting Up Sales L eads and Opportunities,”" Setting Up the Summary Page for L eads and
Opportunities, page 75.

Pages Used to Manage a Lead or Opportunity by Using Summary Information

Page Name Definition Name Navigation Usage

Lead - Summary RSF_LEAD_SUMMARY Sales, Search Leads, Lead - | Manage alead.
Summary

Opportunity - Summary RSF_OPP_SUMMARY Sales, Search Opportunities, | Manage an opportunity.
Opportunity - Summary

Managing a Lead or Opportunity on the Summary Page

Accessthe Lead - Summary page (Sales, Search Leads, Lead - Summary) or the Opportunity - Summary page
(Sales, Search Opportunities, Opportunity - Summary).
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Opportunity
| E Add Opportunity | = Notification | ¥ Clone | EE:I::ZBGD-ree View | »>> Personalize
Description Lakeview Freszer Status Open
Customer Lakeview Community College Customer Value Gold frirdrsr
Contact Erown,Maggie Revenue 5700

m Discover Assian Qualify Fropose Call Reports Tasks MNotes More Info II]I

Opportunity Summary

Forecast $5,700.00 USD on 12/10/2002 with 99% confidence
Zales Stage Knowledge Enabled Sales, Sales Stage 03-Develop Solution, Sales Task 02-Configure and
= Stag - !
Quote Solution, Stage is 35% Complete
Contacts Add Contacts
: (General Manager), Work Phone is 701/665-1496, Email Address is mbrown®@lcc.com, Lead
Brown,Maggie ! 2=t
Conwversion Ratio 15 0
Call Reports Add Call Reports
Mo Call Reports have been created.
Notes Add Motes
Mo Notes have been created.
Team Add Team
Sam Rabbitt Mot available
Opportunity - Summary page (1 of 2)
Products Add Products
ﬁfa'l_? cu. Ft. Chest Freezer 55 g 0. Ft. Chest Freezer Man, Quantity 4.0000 EA , §5,555.52
Competition Add Competition
Mo Competition have been created.
Tasks Add Tasks
No Tasks have been created.
Quotes Add Quotes
Mo Quotes have been created.

Opportunity - Summary page (2 of 2)

The Summary page appears in both the Lead and the Opportunity components. As delivered, the page
contents differ dightly between the two components. Y ou can modify the page contents in the Summary Page
Setup component. Both prospects and CDM customers and contacts are displayed on the Summary page.

Note. The Summary page is not visible for Higher Education leads and opportunities.

Opportunity Summary
Forecast Click to access the Forecast Summary section of the Discover page.

Sales Stage Click to access the Sales Stage section of the Discover page.
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Lead Summary

This information appears on the Lead - Summary page.

| Discover Assian Qualify Propose Call Reports Tasks Motes Maore Info ID

Accept Reject Turnback
Lead Summary

Lead Details Estimated Revenue $15,000.00, Lead Source Technical Support, Lead Type Inquiry,
Grandma Kitchens Foods Inc. Leading Provider of Food Manufacturing Industrial, Total no. of Employees 550

Open Customer Activities 0 Upcoming Meetings, 0 Open Tasks, 0 Pending Orders, 0 Open Cases

Lead Conversion Ratio is 0%, Total Purchases is $0 , Value not available for Mestings, Value
not available for Tasks

'-.-’alljue not available for Installed Products, Value not available for Support Cases, 0 Closed
Crders

Transaction History

Details

Lead - Summary page

Lead Details Click to access the Details section of the Discover page.

Click the customer name to access the Customer section of the Discover page.

If the lead source is Marketing Campaign or Telesales and the lead statusis New or Open, this information
appearsin the Lead Summary section:

« Marketing Activity.

Click thislink to access the Campaign section of the Qualify page. From the Qualify page, you can view
details of the Marketing activity that is associated with the lead. Y ou can view marketing activity even if
the activity end date is past, as long as the end response date is greater than today's date.

« Cadll to Action.

» Offer Description.
Common Summary Information
This information appears on both the lead summary and the opportunity summary.

Contacts Click thelink for an existing contact or click the Add Contacts link to access the
Contact section of the Discover page.

Call Reports Click thelink to an existing call report or click the Add Call Report link to access
the Call Reports page.

Notes Click the date-time link for an existing note or click the Add Notes link to access
the Notes page.
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Team Click thelink for an existing team member or click the Add Team link to access
the Assign page.

Note. As delivered, this section appears on the opportunity summary only.

Products Click the date-time link for an existing product or click the Add Products link to
access the Propose page.

Competition Click thelink for an existing competitor or click the Add Competition link to
access the Qualify page, where you can add competitors.

Tasks Click the date-time link for an existing task or click the Add Tasks link to access
the Qualify page, where you can add tasks.

Quotes Click the date-time link for an existing quote or click the Add Taskslink to
access the Tasks page.

Note. As delivered, this section appears on the opportunity summary only.

See Also

Chapter 5, "Setting Up Sales L eads and Opportunities,” Setting Up the Summary Page for Leads and
Opportunities, page 75

Chapter 10, "Understanding Sales | eads and Opportunities," Higher Education for Sales, page 147

Viewing Call Reports for a Lead or Opportunity

This section discusses how to view call reports for alead or opportunity.
See Also

PeopleSoft Enterprise CRM 9.1 Application Fundamentals PeopleBook, "Working with Call Reports,”
Understanding Call Reports

Pages Used to View Call Reports for a Lead or Opportunity

Page Name Definition Name Navigation Usage

Lead - Call Reports RSF_CALL_RPTS Sales, Search Leads, Lead - | View and add call reports
Cadl Reports for alead.

Opportunity - Call Reports | RSF_CALL_RPTS Sales, Search Opportunities, | View and add call reports
Opportunity - Call Reports | for an opportunity.
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Accessthe Lead - Call Reports page (Sales, Search Leads, Lead - Call Reports) or the Opportunity - Call
Reports page (Sales, Search Opportunities, Opportunity - Call Reports).

Note. The Call Report pages for leads and opportunities are the same. The following example shows the
Opportunity - Call Reports page.

Opportunity
Save E

summary Discover

Add Call Report

-]

Description Lakeview Freezer
Customer Lakeview Community College
Contact Brown,Maggie

Assian Qualify

Fropose

360

Status Open

Customer Value Gold $538vr+r

Revenue 5700

Tasks Motes

Mo search results were found or no =earch has been performed.

More Info | [#)

Opportunity - Call Reports page

Click thelink for an existing call report to view and modify the call report detail, or click the Add Call Report
button to create new call reports.

See Also

PeopleSoft Enterprise CRM 9.1 Application Fundamental s PeopleBook, "Working with Call Reports”

Maintaining Profile Data for a Lead or Opportunity

This section discusses how to maintain profile datafor alead or opportunity.

Pages Used Maintain Profile Data for a Lead or Opportunity

Page Name Definition Name Navigation Usage

Lead - More Info RSF_PROFILE Sales, Search Leads, Lead - | Maintain profile datafor a
More Info lead.

Opportunity - More Info RSF_PROFILE

Sales, Search Opportunities,
Opportunity - More Info

Maintain profile datafor an
opportunity.
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Maintaining Profile Data for a Lead or Opportunity

Accessthe Lead - More Info page (Sales, Search Leads, Lead - More Info) or the Opportunity - More Info
page (Sales, Search Opportunities, Opportunity - More Info).

Lead
Save E- J‘-’I \ﬂ
Description Sales Lead 3 Status Working
Customer Lakeview Community Colleqe Contact Walsh,Jacob
Contact Phone 701/665-5244 Rating Hot
Summary Discover Assign Qualify Propose Call Reports Tasks Motes E)

Lead - More Info page

This page displays profile fields and information that are specific to the lead or opportunity.
See Also

Chapter 10, "Understanding Sales L eads and Opportunities,” Profile Enablement, page 147

PeopleSoft Enterprise CRM 9.1 Business Object Management PeopleBook, "Working with Business Object
Profiles," Understanding Profiles

Viewing History for a Lead or Opportunity

This section discusses how to view the history for alead or opportunity.

Pages Used to View History for a Lead or Opportunity

Page Name Definition Name Navigation Usage
Lead - History RSF_LE HISTORY Sales, Search Leads, Lead - | View ahistory of system
History actions regarding alead.
Opportunity - History RSF_OPP_HISTORY Sales, Search Opportunities, | View ahistory of system
Opportunity - History actions regarding an
opportunity.
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Viewing History for a Lead or Opportunity

Accessthe Lead - History page (Sales, Search Leads, Lead - History) or the Opportunity - History page
(Sales, Search Opportunities, Opportunity - History).

Lead
m | E Add Lead | B Notification | %M Clone | Eﬁ Convert | »>> Personalize
Description Sales Lead 3 Status Working
Customer Lakeview Community College Contact Walsh,Jacob
Contact Phone 701/665-8244 Rating Hot

(4] | Discover | Assign || Qualify | Propose | CallReports || Iasks | Notes || MoreInfo | 'ﬁﬁm

w+ Lead History

View Lead History Customize | Find | | B Firer K 1of1 I3 Last
Value
Date Modified Action Taken Before :ﬁ;“e After |y nged By
Change nge
=h . Lead/Referral Assigned To is Stephen Sam Oprid for CRMSKT,
I‘—é‘ e changed Ray Rabbitt CRMQABAK

+ Interaction History

+ Related Objects
Mo related objects have been associated to this item.

There are no interactions related to this record.

Audit History

Created 05/01/2001 3:29FM FDT By SRAY Stephen Ray

Modified 03%/01/2009 5:31FM FDT By wP1 Stu Marx

Lead - History page

Note. The History page appears in both the Lead component and the Opportunity component. Although the
following example shows the Lead component, the information applies to both leads and opportunities.

<Lead/Opportunity> History

This section lists the history of changes, such as status update, rating update, change in opportunity sales
stage, change in customer due to data merge (if CDH integration is enabled), or reassignment of territory or
sales representative that have happened to the current lead or opportunity.

Related Objects

This section lists objects that are related to the lead or opportunity, such as the associated opportunity if the
current lead was converted to an opportunity, or the original lead if the current lead was a cloned object.
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Interaction History

This section listsinteractions (such as email messages or other correspondence) that are related to the lead or
opportunity.

See Also

Chapter 10, "Understanding Sales L eads and Opportunities,” History Tracking for L eads and Opportunities,

page 153
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Sending Sales Email Messages and
Correspondence

This chapter discusses how to:

» Send sales proposals or quotesto customers.

»  Send manual notifications from leads or opportunities.

See Also

PeopleSoft Enterprise CRM 9.1 Automation and Configuration Tools PeopleBook, " Correspondence

Management"

Sending Sales Proposals or Quotes to Customers

PeopleSoft Enterprise Sales enables you to send a quote or a proposal package to a customer by emailing it or
by sending ahard copy. A proposal package might include a cover letter, a quote, and attachments.

This section discusses how to:

» Select the recipient of aproposal or quote.

» Create the correspondence.

Pages Used to Send Sales Proposals or Quotes to Customers

Page Name

Definition Name

Navigation

Usage

Lead - Discover

RSF_LEAD_DETAIL

Sales, Search Leads

Select alead, and select the
Correspondence tab in the
Contacts region.

Send email to a customer
contact.

Opportunity - Discover

RSF_OPP_DETAIL

Sales, Search Opportunities

Select an opportunity, and
select the Correspondence
tab in the Contacts region.

Send email to a customer
contact.
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Page Name Definition Name Navigation Usage
Correspondence Request RBC_REQST_FORM e Click the Email Create correspondence to
Proposal button on the | Send to acustomer.
Lead - Discover or
Opportunity - Discover
page.
e Click the Correspond
button on the toolbar.
e Onthe Discover page,
click the View Proposal
Request button on the
Correspondence tab of
the Contacts section.
Correspondence Request: RBC_REQST_TEMPLATE Click the Personalize Edit the group of templates
Templates Templates button on the for the correspondence that
Correspondence Request you send to the contact.
page.
Correspondence Request: | RBC_REQST_PREVIEW « Click the Preview link | Review the correspondence
Correspondence Summary on the toolbar. request.
e Click the Submit link
on the toolbar.
Search Correspondence RBC_REQST_SEARCH Click the Search button on | Search for correspondence
Request the toolbar of any requests.
Correspondence Request
page.

Selecting the Recipient of a Proposal or Quote

Access the Opportunities - Discover: Correspondence page (Sales, Search Opportunities, select an
opportunity, and select the Correspondence tab in the Contacts region).

First Name

Contact Phones Impact
Primary First Name
Jacob
F] Maggie

Organization
Last Hame
Walsh

Brown

=]

Email Propaosal
7  Email Proposal

4 | Email Eroposal

Last Name

E

£ | 0]

@

Add

Opportunities - Discover: Correspondence page
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Email Proposal Click to access the Create Correspondence page, where you can instruct the
system to send an email message with the sales proposal package to the contact.
The proposal package consists of a personalized cover letter and quote with
related proposal documents. The cover |etter is the body of the email message;
and the quote and related proposal documents are attachments.

View and personalize the merged data on the Create Correspondence page.

Eg Click the View Proposal Request button to access the Correspondence Request

Detail, where you can confirm that the request is logged, determine its status, and
view the error log, if any. This button becomes active after you click the Email
Proposal button.

After sending the proposal by email, access the History page to confirm that the proposal was sent and to
view alist of al correspondence that was sent to any contact for the lead or opportunity. Y ou can aso access
the correspondence to view its contents.

Note. Y ou can access the Correspondence Request page by clicking the Correspond button on the toolbar.
When you access the Correspondence Request page in this way, the system adds all the contacts for the lead
or opportunity to the recipient list of the correspondence.

Creating the Correspondence

Access the Correspondence Request page (click the Correspond button on the toolbar).
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History | Select One... w

Correspondence Request

Cancel | FPersonalize

® search | (S Sawe As Draft | B Preview | B2 submit |

Object ID
Request from Lead Sales Lead 3

Correspondence Detail

Recipients lacoh Walsh;Maggie Brown Edit Recipients
Channel & Email Sender's Email Address |5uppurt@rt.pecrplesuf‘t.cum
O print Printer| '%
Languagel English A | Processing ® Foreground O Background
B

Description

Correspondence Content

Templates
Template Package Templates

|Sa|es Froposal E Sales Proposal Letter, Sales Quote Detail

| Add Template | | Personalize Templates |

File Name

Mo Attachments

. Add Attachment

Correspondence Request page (1 of 2)

w Background Schedule

® Merge & Send Immediately

(O Merge Now, Send Later Send Datel:l Send Timel:|
L] Merge Later, Send Later Merge Datel:l Merge Timel:l

Send Datel:l Send Time

Correspondence Request page (2 of 2)

Select agroup of templates that defines the set of documents that you send to the

Template Package
contact.

Personalize Templates  Click to edit the template package that is sent to the contact.

In the Background Schedule section, you can specify when to merge and send the proposal.

See Also

PeopleSoft Enterprise CRM 9.1 Automation and Configuration Tools PeopleBook, " Sending
Correspondence,” Creating Correspondence
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Sending Manual Notifications from Leads or Opportunities

Use PeopleSoft Enterprise Sales to send aworklist notification with a text message and link to the current
lead or opportunity. This section discusses how to send manual notifications from leads or opportunities.

Pages Used to Send Manual Notifications from Leads or Opportunities

Page Name Definition Name Navigation Usage

Outbound Notification RSF_LEAD_WORKLIST Click the Notification Send aworklist or email
button on the toolbar in the | notification to a sales user
Lead component. or team.

Outbound Notification RSF_OPP_WORKLIST Click the Notification Send aworklist notification
button on the toolbar in the | to a sales user or team.
Opportunity component.

Sending Manual Notifications from Leads or Opportunities

Access the Outbound Notification page (click the Notification button on the toolbar in the Lead or
Opportunity component).

The Transaction Summary section of this page displays information of the lead or opportunity from which the
notification originates.

See PeopleSoft Enterprise CRM 9.1 Automation and Configuration Tools PeopleBook, " Sending Manual
Notifications," Sending an Email or Worklist Notification.
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Chapter 19
Viewing the Opportunity Pipeline

This chapter provides an overview of the opportunity pipeline, lists common elements, and discusses how to
view the opportunity pipeline.

Understanding the Opportunity Pipeline

The opportunity pipeline is areal-time view of an organization's current sales activities. It is based on
opportunities only. Leads are not included in the pipeline.

The pipeline does not include opportunities with an inactive status. Pipeline charts include activity from
closed-lost opportunities as negative activity or leaks.

PeopleSoft Enterprise Sales enables you to view the following types of information:
*  Segment pipeline.

This pipeline reflects current activity based on opportunities with an 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 typesinclude:
»  Opportunity count
» Revenue

»  Opportunity Revenue pipeline.

This pipeline represents estimated revenue, based on opportunities with open, closed-won, or closed-lost
status.

Opportunity Revenue pipeline types include:
* Revenue

e Shadow

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved. 265



Viewing the Opportunity Pipeline Chapter 19

Product Detail pipeline.

This pipeline represents product activity based on opportunities with open, closed-won, or closed-lost
status.

Product Detail pipeline types include:
+ Unit count
* Revenue

e Shadow

Use pipeline types to configure different perspectives of the specified pipeline. Pipeline types include:

Opportunity count.
This pipeline type reflects the total number of opportunities.
Revenue.

This pipeline type represents estimated revenue based on allocation percentages of the opportunity sales
teams.

Shadow.

This pipeline type represents estimated revenue based on shadow percentages of the opportunity sales
team members.

Unit count.

This pipeline type reflects product quantities for current opportunities.

Note. Y ou cannot save real-time views of dynamic data. Therefore, if you need to preserve a particular
pipeline view, use the screen capture or print function that you use to capture or print an image of 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 data to a spreadsheet.

Common Elements Used in This Chapter

266

Click the Chart Information button to have the page display a message with

information about the chart.

View Pipeine As To view the pipeline as another person would view it, select that person's name.

Y ou must have visibility of the person on the territory tree to use this feature.
Viewing a pipeline as someone el se enables managers to review sales users
pipelines before meeting to discuss the pipelines.

Quota Type Select the type of quota for revenue allocation comparison. Values are:

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

Manager Quota: The manager's own, individual quota.
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Chart Type Select the type of chart to use when viewing the pipeline. Values are Bar Chart
(default), Horizontal Bar Chart, Horizontal Stacked Bar Chart, and Stacked Bar
Chart.
Pipeline Opportunity Click to access the opportunities list, where you can view lists of the
List opportunities that make up the pipeline chart and select opportunitiesto view in
detail.

Viewing the Opportunity Pipeline

This section discusses how to:
»  View the segment pipeline.
» View the opportunity revenue pipeline.

« View the product detail pipeline.

Pages Used to View the Opportunity Pipeline

Page Name Definition Name Navigation Usage
Segment Pipeline RSF_PL_SEG Sales, Review Pipeline, Configure and view the
Segment Pipeline pipeline of opportunities at
different stages of the sales
process.
Opportunity Revenue RSF_PL_OPP Select the Opportunity Configure and view the
Pipeline Revenue Pipeline tab on the | pipeline of revenue from
Segment Pipeline page. opportunities.
Product Detail Pipeline RSF_PL_PROD Select the Product Detail Configure and view the
Pipeline tab on the Segment | pipeline of products that are
Pipeline page. associated with active
opportunities.

Viewing the Segment Pipeline

Access the Segment Pipeline page (Sales, Review Pipeline, Segment Pipeline).
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Opportunity Revenue Pipeline || Product Detail Pipeline

*Show Pipeline By| Fipeline Segment v =\iew aslBUr‘t Lea @,
*Pipeline Typel Opportunity Count “ | “p

*Quota Typel Rollup Quota vl

*Chart Typel Bar Chart vl

Show Opportunity List

Segm ent Pipeline - Open Opportunities

I]Talget
Eu S S S — [ —
1 I ] o ] I P
|
Su —_ e ] e S —— e — . S —
:E 40 —_ e ] e S —— e — . S —
R . I I . - I . -
:2130 —_ L S S —— e — . S —
‘éi o —— _ — . ___ _ I R _ o
.;T 20 4+——-—+—-———- . — . — | SR
lu e L P — — I ...... P — o ——— —
C T T |' I |- |- ._

Unspecified Contact Qualify Develop Negotiate Retain Unspecified
FipediaBe droa m’

* Move mouse over individual bar on graph for more detail

Segment Pipeline page

Show Pipeline By Select how to organize data for the pipeline. Vaues are:
Business Unit.
Industry.

Pipeline Segment. Pipeline segments correlate with stagesin the sales process.
Thisisthe default.

See Chapter 5, "Setting Up Sales L eads and Opportunities,” Setting Up Pipeline
Segments, page 68.

Region.
SalesUser.
Territory.
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Pipeline Type

Viewing the Opportunity Pipeline

Select the type of pipeline to render. Values are:

Opportunity Count: This count is based on the number of opportunities with the
status of Open.

Revenue: This pipeline shows the estimated opportunity revenue from the
opportunity salesteams revenue allocation percentages. (Y ou cannot render a
pipeline from shadow allocations.)

Viewing the Opportunity Revenue Pipeline

Access the Opportunity Revenue Pipeline page (select the Opportunity Revenue Pipeline tab on the Segment

Pipeline page).
Segment Fipeline Froduct Detail Fipeline
*Show Pipeline By | Pericd A *View as Burt Lee @,
- @
*Time Frame | 2003 Fiscal Year - Quar (¢ *Pipeline Type | Revenue w |l
Period | 2003 Fiscal Year “ *Quota Type | Rollup Quota b
Begin Date 01.01.2003 *Chart Type | Bar Chart w
End Date 12.31.2003 Currency | US Dollar w
Change Feriods Show Opportunity List
Opportunity Pipeline - Open, Closed-Won and Leaks
|:|=:_=L|ota
E R T s
'.i.cmal
3JSDD,DDD P S S S — S —
3,000,000 ———  H———————— - s EE T e e
2,500,000 ——— o ————— = e o e pr————m
o
52,000,000 ———  ———————— = e i S
a
o
1,500,000 ———  H———i—m——— - T e .
1,000,000 ———  H———i—m——— - T - .
500,000 ——— — -—-. ——————————— = e P e m———e
o T T | |
2003 Ql 2003 Q2 2003 Q3 2003 Q4
FEueink !
* Mowve mouse over individual bar on graph for more detail

Opportunity Revenue Pipeline page

The Opportunity 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 leaksin the pipeline.
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Show Pipeline By 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. Thisisthe
default.

See Chapter 5, "Setting Up Sales L eads and Opportunities,” Setting Up
Pipeline Segments, page 68.

Region.
Sales User.

Territory.

Pipeline Type Select the type of pipeline to render. Values are:

Revenue: This shows the estimated revenue based on opportunity sales team
revenue alocations.

Shadow: This shows the estimated revenue based on opportunity sales team
member shadow allocations.

TimeFrame andPeriod  Select the time frame and reporting period to use for determining revenuein the
pipeline.

Currency Select the currency used for the pipeline revenue amounts.

Viewing the Product Detail Pipeline

Access the Product Detail Pipeline page (select the Product Detail Pipeline tab on the Segment Pipeline

page).
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Segment Pipeline

Opportunity Revenue Pipeline Product Detail Pipeline

*Show Pipeline Byl Period Vl *\iew 35|Bur‘t Les @,
- (a2}
*Time Frame| 2003 Fiscal Year - Quar Vl *Pipeline T',!pe| Revenue v | L
Period | 2003 Fiscal Year Vl *Quota T‘,I'pe| Rollup Quota vl
Begin Date 01.01.2003 *Chart Type| Bar Chart v|
End Date 12.31.2003 Currency | US Dollar v|
Change Feriods - Show Opportunity List |
Product Detail Fipeline - Open, Closed-Won and Leaks
I:ll;_'uota
4,000,000 ———————[— e B e E—
Achial
3,500,000 —f————-—— [ e s H i
3,000,000 ———— . — ——————— - s HE e -
Zanannn —_—— e ——— — - —— ——— ——— ———— e e ——— ———— R —
2
52,000,000 ———1 DR —— ————— - e b - —
@
o
1,500_,000 —_—— e e ——— — e ¢ — ——— —— —— e e ——— —— e e ——— ——
1,000,000 ———- N ——————— - e s -
Snannn —_——r—e—mr e e ——— — e ¢ — —— —— —— e ¢ e ¢ —— —— e e ¢ ———
o o | T T
2003 Q1 2003 Q2 2003 Q3 2003 Q4
F Ereainet !

* Move mouse over individual bar on graph for more detail

Product Detail Pipeline page
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Show Pipeline By Select how to organize data for the pipeline. Values are:

Business Unit.
Industry.
Opportunity Status.
Period.

Pipeline Segment.

Pipeline segments correlate with stagesin the sales process. Thisisthe
default.

See Chapter 5, "Setting Up Sales L eads and Opportunities,” Setting Up
Pipeline Segments, page 68.

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: This shows the estimated product cost based on opportunity sales
team revenue allocations. Thisis the default.

Shadow: This shows the estimated product cost based on opportunity sales
team member shadow allocations.

Unit Count: This shows the estimated product quantities.

TimeFrame and Period Select the time frame and reporting period to use for determining opportunitiesin
the pipeline.
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Including Opportunities in Forecasts and
Closing Opportunities

This chapter provides an overview of opportunities included in forecasts and discusses how to:

» Include opportunitiesin forecasts.

» Close opportunities.

Understanding Opportunities Included in Forecasts

To include an opportunity's potential revenue in a sales forecast, the sales representative must update
forecasting data for 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 aone-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 might offer a package with a cellular phone (nonrecurring 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 sales representatives assigned to it, the sales manager uses the 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:

» Usetheforecast summary.
» Copy products to the forecast.
» Userecurring 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 Definition Name Navigation Usage

Opportunity - Discover RSF_OPP_DETAIL Sales, Search Opportunities, | Enter information for the
Discover forecast summary.

Opportunity - Propose RSF_OPP_PROPOSE Sales, Search Opportunities, | Include an opportunity in
Propose the forecast.

Copy Productsto Forecast | RSF_OPP_COPYFCAST On the Opportunity - View and verify products to
Propose page, click the copy to forecasts.
Create Forecast button.

Distribute Recurring RSF_OPP_DISTRIB Click the Distribute link Enter recurring revenue.

Revenue from the Recurring tab of
the Copy Productsto
Forecast page.

Send to EIM from Sales RSF_SENDTO_EIM_SEC On the Opportunity - Send forecast information to
Propose page, click the PeopleSoft Enterprise
Compensate Selected Incentive Management.
button.

Using the Forecast Summary

Access the Opportunity - Discover page (Sales, Search Opportunities, Discover).
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Opportunity

Description Lakeview Freezer
Customer Lakeview Community College
Contact Brown,Maaggie

| B Add Opportunity | B Notification | WM Clone | $3360-Dearee View |

Personalize

Status Cpen

Customer Value Gold f¢3rir+r

Revenue 5700

! summary N ! Assian §TE Qualify (e Fropose

|

(" Call Reports ||

Tasks || Notes | Morelnfo | [¥

Lakeview Community College

Customer

% Search Again

Addressl 7500 College Dr,Grand Forks,ND,55332,USA

~E

Site Fargo

Qq Search Again

Addressl 7500 College Dr,Grand Forks,ND,55332,USA

~| &2

Partner|

| Search | Advanced Search

Contactl

Opportunity - Discover page (1 of 2)

Description |Lakeview Freezer

Sales Rep |Sam Rabbitt @,

Forecast Summary

Forecast

Est. Revenue |3,700.00

Confidence % 99

Type[Open  v]
Currency |USD %
Close [12/10/2002 [#]

Date
Forecast Amt|5,700.00

Create Forecast

Opportunity

*Unit|[Us200

Sales Process

Model | Knowledge Enabled Sales ,V'

Stage | 03-Develop Solution Iv'

Task | 02-Configure and Quote Solution ,V'
%oClose 35

Contacts

¥
Customize | Find | El | # First 1of1

Related Transactions

% Assign Team | ﬁ'ﬂdd Product | (B

Create Forecast | Ef Create Quote |E|+ Add Task |

il Contact EY Impact T Organization i Correzpondence N
Primary  First Name Last Name Pref Comm Woaork Phone Ext Email Address
Maggie Brown = |[ call ,v' |?01f655—1496 % | |mbruwn@|cc.cum% ﬂ
First Name | Last Name | | Add |

¥ Add Note

Opportunity - Discover page (2 of 2)

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 group box on the Opportunity - Discover page.
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Forecast Summary

Forecast

Type

Est. Revenue (estimated
revenue)

Currency

Confidence %
(confidence percentage)

Close Date

Forecast Amt (forecast
amount)

Create Forecast

276

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 grid of the Opportunity -
Propose page.

If you select Forecast, you must select the type of forecast to use.
Y ou define forecast types on the Forecast Type page.
See Chapter 6, "Setting Up Sales Forecasts," Defining Forecast Types, page 95.

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 opportunity, 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 sal es representative feels that the opportunity will result in a closed sale.
If you have not entered product forecast rows on the Opportunity - Propose page,
you can manually enter the confidence percentage here.

After products are forecast, thisfield is display-only and shows the average of all
confidence percentages for the opportunity from the Forecast grid 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 calcul ates the average, as
follows: (70 + 80 + 90) + 3 = 80. The system displays that result here.

Enter adate for the amount that is forecast.

If you select the Forecast check box, aforecast amount must be specified. 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.

Y ou can override this value.

» You can enter the forecast amount.

Click thislink to create aforecast on the Opportunity - Propose page.
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Copying Products to Forecast

Access the Opportunity - Propose page (Sales, Search Opportunities, Propose).

Opportunity
| B Add Opportunity | B Notification | WM Clone | &8I 360-Dearee View | >> Personalize
Description Lakeview Freezer Status Cpen
Customer Lakeview Community College Customer Value Gold drirdrir
Contact Brown,Maggie Revenue 5700

" Surmmary || Discover || Assign | Qualify Call Reports || Tasks | Motes || Morelnfo | [F

First |4 lofl n Last

Primary Product Group Product Quantity U"nih::E Price Met Price
Chest Freezer rﬁzaf cu. Ft. Chest Freezer |\ ™ o000) ([eA ™) || 1,388.88 | 5,555.52 i
Total Net Price £5,555.52 USD

Add Prnduct(s]| | Add ]O%Search or Browse Catalog
| .

Add Product Gruup(5]|

Forecast
Al Revenue Type |
Forecast Type Product Group Product Forecast Date FrIEE A Confidence %
Amount
Open v| | @, | @, [12/10/2002[5 || s,700.00) || 59 (=l
Forecast Total $5,700.00 UsSD
| Create Forecast | | Delete All Forecast Rows

Opportunity - Propose page

If you want to include an opportunity's products on a forecast, you can copy the products to the Forecast grid
of the Opportunity - Propose page.

Click the Create Forecast button to access the Copy Products to Forecast page.

Note. If thereis existing forecast information when you click the Create Forecast button, the system displays
the existing forecast on the Copy Products to Forecast page. Y ou cannot copy products to the forecast if the
forecast already exists for the products.
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Copy Products to Forecast

The products listed below will be added to the forecast section. Flease review the data, make changes as appropriate, and click Ok to add
to forecast section.

Products to be Added to Forecast = i s 4 [P » T
*Foracast ~ *Foracast Confidence
Forecast Trs Product Group Product Forecast Date Amount by Revenue Type
Chest Freezer |22:8 Cu. Ft. Chest o nmnoe |6 || 5555.52 99 v
Freezer Man -

The following Forecast information is available for this opportunity. Products selected for copying to Forecast may not be copied if
forecast information for these products already exists. The information shown below can only be updated manually from the
Opportunity Forecast section.

Existing Foerecast Information = r Iy L 1af1 a Last
Forecast Forecast Confidence
Forecast s Product Group Product Forecast Date Amonnt % Revenue Type
Cpen 12/10/2002 5700.00 99
Ok Cancel

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 grid of the Opportunity - Propose page.

For ecast Select this check box to include the revenue in the forecast.

Forecast Type Select a user-defined forecast type.
See Chapter 6, "Setting Up Sales Forecasts," Defining Forecast Types, page 95.

Forecast Amount Enter aforecast amount.

Confidence % Enter awhole number the specifies the probability that the forecast will become
(confidence percentage)  an actual sale.

Revenue Type (Optional) Select a user-defined revenue type.
See Chapter 6, "Setting Up Sales Forecasts," Defining Revenue Types, page 96.

Using Recurring Forecasts

Access the Opportunity - Propose page (Sales, Search Opportunities, Propose).
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Opportunity

Description Softgear Inc.
Customer Softgear Inc.

Contact
Qualify Call Reports

Discover Assign

| E Add Opportunity | P Notification | BN Clone | 81

1360-Degree Wiew |

Tasks

> FPersonalize

Status Open

Customer Value Platinum 3r+ririrr

Revenue 0

hMotes Maore Info History

Primary g:::‘t Product Quantity :;:;::E Price Met Price g:q‘f"“g Recurring Price
ge'ﬁll'zz‘s &= [ 10000 [Ea | | | |
O mﬁﬁlli tn E&?:iﬂnb”e - = | 1.0000 |Ea v | 20,00, || 20.00/ |Montl»| [ 20.00 ]

Minutes Minutes
Total Net Price £20.00 USD

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 aforecast for recurring revenue, click the Create Forecast button to access the Copy Products to

Forecast page, and select the Recurring tab.

Copy Products to Forecast

forecast section.

Products to be Added to Forecast

The products listed below will be added to the forecast section. Flease review the data, make changes as appropriate, and click Ok to add to

First 4] 1-2 of 2 o Last

*Forecast _ Recurring _ Recurring Recurring
Forecast Type Product Group Product Quantity Price Periods Frequency |Total
Open | |Mobi|e Service @, | Wireless Service 1.0000
Mobile to Mobile 500 Mobile to Mobile R
e i 1.0000(  20.00 4 [Montl v 80.00 Distribution
oKk | Cancel

Copy Products to Forecast page: Recurring tab

Enter the forecast information, including the number of periods for the recurring revenue. Y ou 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 you 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 Mobile to Mobile Minutes
Start Date [05/01/2009 El Revenue Tyrpe| MNEWSALE v|
Conf % | 30 Quantity 1.0000
Recurring Frequem:y| Monthly v| Periud5| 4
Recurring Pricel 20.00

: Rebuild Revenue Periods

Revenue Periods iz i L # 5 U 1aofe U aar

Forecast Dt * Amount Revenue Type Conf %% Comment

[og/01/20EH || 20.00 ||NEwWSALE |»| || a0/ ||
[10/01/20 [ || 20.00) |[NEWSALE s | || a0 ||
[11/01/20[H || 20.00 ||NEWSALE |»| || a0/ ||
[12/01/20[H || 20.00 ||NEwWSALE |» || a0/ ||
Recurring Total Calculate

oK | Cancel |

[

ra

w

F

[ | [ [+ |
[} O f O] | [

Distribute Recurring Revenue page

Make any changesin the Distribution Details group box, and then click the Rebuild Revenue Periods button
to refresh the data in the Revenue Periods grid. The system populates the first forecast date with the valuein
the Start Date field and then creates additional forecast dates based on the value in the Recurring Frequency
field. Click the Calculate button to generate avalue for the Recurring Total field.

If you change the forecast amount, then when you access the Recurring tab of the Copy Products to Forecast
page, the system displays a Review link instead of the Distribute link to indicate that manual changes have
occurred.

To enter nonrecurring revenue, select the Non-Recurring tab of the Copy Products to Forecast page.
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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.
Products to be Added to Forecast i i | First 4] 1-2a0f2 a Last
Forecast Recurring
* N .
Forecast T:Dp;m“ Product Group Product Quantity Unit of Measure Unit Price ::.r:nﬁxumng
Open v |Mnbi|e Service Q, Wirelezs Service 1.0000 Each
Mobile to Mohile 500 Mobile to Mobile ’7
OK Cancel

Copy Products to Forecast page: Non-Recurring tab

The system popul ates the Forecast grid of the Opportunity - Propose page with both the recurring and
nonrecurring revenue. The nonrecurring revenue does not have avalue in the Recur Period field. Thisgrid
contains the data that system uses to populate the Forecast page when a sales representative uses the Add
Forecast component or when a sales manager uses the Search Forecasts component to auto-forecast.

iz i ? 't First n 1-2 of 2 n Last
Revenue Type
Forecast Type Product Group Product Forecast Date :Dr::;anit Confidence %
open v | @, |[wireless Service |@, [08/01/2009/E) || 150.00/ || so, | [+H|[=]
Open  |v| [Mobile to Mobile @, [S00 Mobile to Mobilé@, |[09/01/2009/3 || z0.00/ || oo |[#H|[=]
Forecast Total £170.00 UsD
Create Forecast Delete &ll Forecast Rows Compensate Selected Wiew Compensation

Opportunity - Propose page: Forecast grid

Compensate Selected Click to send the selected forecasts to PeopleSoft Enterprise Incentive

Management. This button appears only if you have selected Incentive
Management as an installation option.

Specifying Revenue Percentages for Forecasting
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Access the Opportunity - Assign page (Sales, Search Opportunities, Assign).

Note. The Revenue Percentage tab may be hidden in the Opportunities component, depending on the access
profile of the user. Typically, only sales managers have access to this tab.
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Opportunity
| E Add Opportunity | B Notification | % Clone | Eﬁ 360-Deqgree View | >> Personalize
Description Scoftgear Inc. Status Cpen
Customer Scoftgear Inc. Customer Value Platinum riririrdr
Contact Revenue 0

Discover m Qualify Propose Call Reporis Tasks Motes More Info History
Sales Team Members iz i = First £l 1ofl L Last
Salez Rep Info Territory Revenue Percentage Additional Detailz Comments
Primary  Sales Rep Allocation %% Shadow %% Shadow Amount

Carol Gomez | 100/ | 100.00 |}

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. Y ou cannot include leads in pipelines and
forecasts. Therefore, the Revenue Percentage tab appears in the Opportunity component only. Thereisno
equivalent tab in the Lead component.

Allocation % (allocation Enter the percentage of the total revenue to allocate to this member of the sales
percentage) team for forecasting.

Often, 100 percent of the revenueis allocated to the primary member of the sales
team, but it can also 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 alump sum amount that the individual is expected to earn.

Including Forecast Items in Compensation Calculations

282

Access the Send to EIM from Sales page (on the Opportunity - Propose page, click the Compensate Selected
button).
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Send to EIM from Sales

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 yvou do not want to send the amounts.

Forecast Forecast  Confidence

Type Description Product Forecast Date Awcunt  |Percentage Rewvenue Type

Open Wireless Service 09/01/2009 150.00 S0 New Sale

Open Mobile to Mobile Minutes 500 Mobile to Mobile Minutes | 09/01/2009 20.00 90 New Sale
Compensate Selected Cancel

Send to EIM from Sales page

Y ou can integrate PeopleSoft Enterprise | ncentive Management with PeopleSoft Enterprise Sales to include
opportunity revenues in compensation calculations. Y ou can set up a single sign-on between the two
databases and exchange opportunity forecasting data between PeopleSoft Enterprise Sales and PeopleSoft
Enterprise Incentive Management. To enable I ncentive Management, access the General Options page by
navigating to Set Up CRM, Install, Installation Options. Select the Incentive Management check box.

On the Send to EIM from Sales page, click the Compensate Selected button to send the forecasts to
PeopleSoft Enterprise Incentive Management.

See PeopleSoft Enterprise Components for PeopleSoft Enterprise Incentive Management 8.9 PeopleBook.

Closing Opportunities

This section discusses how to close opportunities.

Page Used to Close Opportunities

Page Name Definition Name Navigation Usage

Opportunity Close Events | RSF_OPP_CLOSE_SEC Sales, Search Opportunities | Close an opportunity.

Select an opportunity, and
select the Discover tab.

On the Opportunity -
Discover page, select a
status of Closed - Won or
Closed - Lost, then click
Save.

Closing Opportunities
To close an opportunity, access the Opportunity - Discover page (Sales, Search Opportunities), 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.
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Opportunity Close Events
The following business events must be completed prior to closing the Opportunity. Please review the information on this page and make neceszary changes.
To convert any guotes to orders, you have to cancel the cloze process and convert them to orders first
Opportunity: “Status:
“Comment: 2
*Actual Revenue: 170.000 Currency Code: UsD
*Actual Close Date: 05/01/2003 Eﬂ
@ D b L4
Forecast Type Description Description F:::::: Forecast Dt Canf %
OPEN v Wireless Service 150.00) [09/01/200 [ 50 [+ |[=]
OFEN | Mobile to Mobile Minutes 500 Mobile to Mobile Minutes 20.00/ [08/01/200 [+ 90 =+ [=]
Forecast Amount: 170.00 USD
oK Cancel

Opportunity Close Events page

Note. When an opportunity includes a prospect customer and you change its status to Closed - Won, you must
either create a new Customer Data Model (CDM) customer using quick create or select an existing customer.
Y ou also have the option to push any prospect contacts to the CDM when saving the opportunity.

If the Customer Data Hub integration is activated in your system, duplicate prevention logic will be triggered
when an opportunity containing one or more business cards is closed with a Closed - Won status.

Y ou must enter comments and other data here to close an opportunity successfully. Also, you must review the
forecast items and either select or deselect 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 areason 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. Ensure that the check box is deselected 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. Y ou cannot forecast revenue for a closed-lost
opportunity.

See Chapter 20, "Including Opportunities in Forecasts and Closing
Opportunities,” Including Opportunities in Forecasts, page 273.
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See Also

PeopleSoft Enterprise CRM 9.1 Business Object Management PeopleBook, "Understanding Customer Data
Hub Integration," Understanding Customer Data Management and the Customer Data Hub
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Chapter 21

Understanding Sales Forecasts

This chapter discusses:

« [orecasts.

« Revenue and shadow forecasts.

Forecasts

In PeopleSoft Enterprise Sales, forecasts are estimates of future sales revenues based on current opportunities,
their projected revenue estimates, closing dates, and other factors. If your access profile permits, you can edit
forecast data and add rows to make adjustments to forecasts. Y ou might combine the forecasts of 10 team
members to produce one roll-up forecast for the team. Y ou can view forecasts at a summary level and then
filter and sort summaries for analysis.

Y ou can generate forecast subtotals, and you can create charts to view forecasts graphically. Y ou can aso use
the Combined Forecasts page and the standard download feature to export forecast data to financial modeling
programs outside the database.

PeopleSoft Enterprise Sales enables you to configure forecasting to meet your organi zation'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
al their groups by generating one high-level roll-up forecast that provides an overview of the organization's
outlook.

In PeopleSoft Enterprise Sales, sales representatives, managers, and financia analysts work with sets of data
determined by their user access profiles and territory tree visibility. In this way, managersin one division
have access to their staff's data but not to the data of another division.

PeopleSoft Enterprise Sales forecasts are based on:
« The structure of salesterritory 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.
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Revenue and Shadow Forecasts

PeopleSoft Enterprise Sales provides two forecast variants, each with a different focus:

» Revenue forecasts are projections of an organization's opportunity activity from afinancia perspective;
they provide information about 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 alocation 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 cal culated 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; they enable you to evaluate the performance of sales staff by comparing quotas to shadow
revenue allocations.

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; however, not every shadow forecast includes a double
count. Shadow forecast amounts are cal culated by multiplying the estimated revenue amount by the sales
user's shadow percentage and then adding the shadow amount.

The following table shows three ways that you might assign revenue and shadow allocations to two
representatives, SREP1 and SREP2, who are working on an opportunity. The table shows how those
allocations affect corresponding forecasts:

Opportunity 1 Opportunity 2 Opportunity 3
Customer Lakeview Community Grandma's Foods MMA Property Management
College
Product Air Conditioners Freezers Refrigerators
Group
Forecast 100,000 USD 600,000 USD 1,000,000 USD
Amount
Close Date March 31, 2001 March 31, 2001 March 31, 2001
Revenue SREP1 = 100 percent e SREP1 = 50 percent +  SREP1 = 100 percent
Allocation
e SREP2 =50 percent e SREP2 = 0 percent
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Opportunity 1 Opportunity 2 Opportunity 3
Shadow SREP1 = 100 percent +  SREP1 = 50 percent SREP1 = 100 percent
Allocation
e SREP2 =50 percent *  SREP2 = 25 percent
Scenario and One representative Two representatives handlethe | SREP1 ownsthe deal. SREP2
Forecast handles the deal and deal and split the amount assists and receives partial shadow
Results receives al of the equally: credit:
credit:
e 300,000 USD appearson e 1,000,000 USD appearson
e 100,000 USD SREP1's Revenue forecast. SREP1's Revenue forecast.
appears on SREP1's
Revenue forecast. e 300,000 USD appears on e 0USD appearson SREP2's
SREP2's Revenue forecast. Revenue forecast.
» 100,000 USD
appearson SREP1's | ¢ 300,000 USD appears on « 1,000,000 USD appearson
Shadow forecast. SREP1's Shadow forecast. SREP1's Shadow forecast.

e 300,000 USD appearson
SREP2's Shadow forecast.

SREP1 receives full credit
toward the representative's
quota.

250,000 USD appears on
SREP2's Shadow forecast.

SREP2 receives partial credit
toward the representative's
guota for assisting with the
deal.

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved.

291






Chapter 22

Using Forecasts

This chapter provides an overview of forecast functionality in PeopleSoft Enterprise Sales and discusses how
to:

+ Select aforecast.

» Add and adjust forecasts.

» Generate forecasts automatically.
» Manage forecasts.

+ Inactivate and lock forecasts.

« Archive and restore forecasts.

Understanding Forecast Functionality in PeopleSoft Enterprise
Sales

PeopleSoft Enterprise Sales offers forecast functionality for two groups of users:

» Salesrepresentatives can add a new forecast or adjust their own forecasts using the Search My Forecasts
component.

» Sales managers can roll up, adjust, and analyze forecasts using the Search Rollup Forecasts component.
These two components use a similar interface to select aforecast.

Typically, sales managers ask 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. Alternatively,
sales managers might ask sales representatives to 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 aterritory.
The forecasts that roll up under a manager depend on the structure of the territory tree.

Selecting a Forecast

This section discusses how to view forecast lists.
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Pages Used to Select a Forecast

Chapter 22

Page Name Definition Name Navigation Usage

Search for an Existing RSF_FCAST_SEARCH Sales, Search Rollup View alist of revenue or

Forecast Forecasts shadow forecasts. You can
select aforecast to view it
in more detail.

Search for an Existing RSF_FCAST_R_SEARCH Sales, Search Rollup View alist of revenue

Forecast Forecasts, Search for an forecasts, shadow forecasts,

Existing Forecast

and empty forecasts. You
can select aforecast to view
it in more detail, or you can
select an empty forecast for
use in generating a new
revenue forecast.

Viewing Forecast Lists

Access the Search for an Existing Forecast page (Sales, Search Rollup Forecasts, Search for an Existing

Forecast).

Search for an Existing Forecast

~ 3

Forecast Name Time Frame Begin Date End Date E:ﬁ:ttenl
2009 SEFTEMBER 2009 BY MONTH-SEP 09/01/2009 | 09/30/2009 09/01/2009
2009 SEFTEMBER 2009 BY QUARTER-Q3 07/01/2009 | 09/30/200% |09/01/2009
2009 SEFTEMBER 2009 ANNUAL-2009 01/01/2009 12/31/2009 09/01/2009

B D i ol
Date Created S Submit
Count

Search for an Existing Forecast page (1 of 2)

294
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=
Use Saved Search il
Search Clear B Save Search Criteria  [jj Delete Saved Search WO‘ Personalize Search
*Category (= % || Revenue Forecast b
Forecast Name | = b OJ
Time Frame | = b OJ
=
[0 My Staff Forecast Last 90 Day
] My Staff Forecast Last 180 Day
[0 My Staff Forecast Last 365 Day
L My Staff Forecast - All
MNew Forecasts Last 30 Day
D Mew Forecasts Last 50 Day
[] New Forecasts - All
Search Clear [H Save Search Criteria ﬁ[ Delete Saved Search ,.\Q 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 datafor a 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 a 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

Forecast Name Click to access the Forecast page to either view datafor 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 al so edit forecast data.
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Time Frame, Begin
Date, End Date, and
Expected Date

Date Created

Submit

Chapter 22

Displays values from the corresponding generated forecast or new forecast

template.

Identifies the date when the forecast was generated. New forecasts that have not
yet been generated and have no data do not have forecast dates.

When selected, indicates that the forecast was submitted to a manager 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 6, "Setting Up Sales Forecasts," Defining Forecast Names, page 94.

Adding and Adjusting Forecasts

Pages Used to Add and Adjust Forecasts

296

This section discusses how to:

» Add and adjust sales forecasts.

o Calculate forecast subtotals.

« Generate forecast charts.

Page Name

Definition Name

Navigation

Usage

Forecast - Forecast

RSF_FCAST ENTER

Sales, Search My Forecasts,
Forecast - Forecast

Adjust a sales forecast that
is based on an individual
sales representative's
revenue allocations for
working opportunities.

Forecast - Subtotals

RSF_FCAST_SUMMARY

Sales, Search My Forecasts,
Forecast - Subtotals

Cadlculate and view the
subtotals of arevenue
forecast.

Forecast - Chart

RSF_FCAST_CHART

Sales, Search My Forecasts,
Forecast - Chart

Generate a chart of the
revenue forecast.
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Adding and Adjusting Sales Forecasts

Access the Forecast - Forecast page (Sales, Search My Forecasts, Forecast - Forecast).

Forecast
| ® Search | BiPrevious | . Organization | Personalize
Name EBurt Lee Forecast 200% SEFTEMBER
Created Timeframe 2009 BY QUARTER-Q3
Total §3,100.00 Begin Date 2009-07-01
Date Locked End Date 2009-09-30

" Subtotals || Chart |

 Forecast Action

| Edit Data | | Refarecast | Forecast Type Revenue
Lead Details Find First 4] 1ofl ] Last
Created Name Currency Total Quota Submit
Burt Lee US Dallar 83,100.00 0.00 O
+ Forecast Detail omiz i Ul Eiree K 1goFa O oot
it 0 [ Revenue || Recurring | Product |[ Process || Customer | Location || Comments |
From
Opportunity Local Revenuwe Currency Forecast Type Estimated Close Date Confidence %
Code
B E;Slﬁfnﬂes 600.00 USD Open 09/14/2009 50
=k CneCool +
B Appliances 4,500.00 USD Open 09/14/2009 50| [+]
=h COneCool
B Applianees 3,000.00|USD Open 09/14/2009 ag
B Ep”;ff:n'ﬂes 75,000.00 USD Open 09/14/2009 50
| Adjust |

Forecast - Forecast page

This page displays the selected sales users' opportunities that have forecasted 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.

Y ou can view forecast data on each of the tabs on this page.

Edit Dataand Display Click the Edit Data button to access edit mode and then enter and modify data.

Only After you access edit mode, the system renames the button 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.

Refor ecast Click to regenerate the forecast. This action eliminates all modifications and
adjustments, and reruns the forecast based on current opportunity data. Y ou
cannot reforecast or make changes to a forecast once it is submitted.
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Submit and Submit All

L ocal Revenue
From Currency Code

Forecast Type

Estimated Close Date

Confidence %
(confidence percentage)

Adjust

Chapter 22

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.

Y ou cannot make changes to aforecast once it is submitted.

Note. The Submit All check box appears only if your user profile permits you to
submit multiple forecasts.

Enter the amount of revenue that is anticipated from the sale.
Enter the sales user's currency code.

Select a user-defined forecast type.
See Chapter 6, "Setting Up Sales Forecasts,” Defining Forecast Types, page 95.

Enter the forecast estimated date that the sale will occur.

Enter awhole number that specifies the probability that the forecast will become
an actual sale.

Click to add arow 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

298

Access the Forecast - Subtotals page (Sales, Search My Forecasts, Forecast - Subtotals).
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Forecast
| ® search | HPrevious | = Organization | Personalize
Name Burt Lee Forecast 2009 SEFTEMBER
Created Timeframe 2009 BY QUARTER-Q3
Total 53,100.00 Begin Date 2003%-07-01
Date Locked End Date 2009-09-30

[orecast | (CTETER | Char

Forecast of Revenue View Currem:yrl Us Duollar vl
Forecast Type+Product
Group By | Forecast Type v| Then By | Product v| ¥ Flip Sort Order

Calculate Totals

Select Forecast Type Product Subtotal
Open Compressor Type A 75,000.00
Open Freezer Maintenance Service 7,500.00
Open Complete Installation Service 600.00

Selected Total 83,100.00
Unselected Total 0.00
Forecast Total 83,100.00

Forecast - Subtotals page

View Currency Select the currency in which to express the forecast amounts. The default isthe
sales user's default currency.

Group By and Then By Y ou 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. In that case, you would select Confidence % in the Group By field and
Region in the Then By field.

Note. Y ou must enter avalue in the Group By field to use subtotals.

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 10 rows appear and you select this check box for the first, third,
and fifth rows, then the selected total is the sum of the first, third, and fifth rows.
The unselected total isthe sum of the seven rows that you did not select.
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Generating Forecast Charts
Access the Forecast - Chart page (Sales, Search My Forecasts, Forecast - Chart).

Forecast
m | ® search | EipPrevious | . Organization | Personalize
Name Burt Lee Forecast 2009 SEFTEMEBER
Created Timeframe 20039 BY QUARTER-Q3
Total 53,100.00 Begin Date 2009-07-01
Date Locked End Date 2009-09-30

" Forecast || Subtotals "

Forecast Action

Forecast of Revenue View Currenqu Us Dollar v|

+ Forecast Filters

Group Byl Forecast Type Vl Then Byl Product Vl (2 Flip Sort Crder

| Calculate Totals |

Forecast Chart

| Chart Typel Horizontal Bar V| Chart Sizel 360 Wide by 180 Tall V| |

Subtotals for Forecast Type+Froduct
|

Open+Camplete Installatio

Open+Freezer Maintenance

Open+Campressar Type A e s s s s el
L ‘|:. I |g I |g I §
2‘ Vduedgi; ush g‘ s
Forecast - Chart page
View Currency If you specified the currency on the Subtotals page, the system carriesit over to

here. If you did 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 you did not, specify them here.

Note. You must have avauein the Group By field to generate a chart.

Chart Type Specify the type of chart to generate. Valuesinclude Bar Chart, Horizontal Bar
Chart, Horizontal Sacked Bar Chart, and Stacked Bar Chart.

Chart Size Specify the size of the chart.
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Generating Forecasts Automatically

This section discusses how to generate forecasts automatically.

Page Used to Generate Revenue or Shadow Forecasts Automatically

Page Name

Definition Name

Navigation

Usage

Auto Generate Forecasts

RSF_FCAST_RUN

e Set Up CRM, Product
Related, Sales,
Forecast, Auto Generate
Revenue Forecast

e 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 forecasts
for direct reports or for all
people who are visible to
you on the territory tree.

Generating Forecasts Automatically

Access the Auto Generate Forecasts page (Set Up CRM, Product Related, Sales, Forecast, Auto Generate

Revenue Forecast).

Marx,Stu Manager

Run Control ID: 1

Auto Generate Forecasts

Forecast Name 200% ANNUAL
*Time Frame [2009 ANNUAL-2009
Auto Forecast Scope | All Sales Reps

Submit All

Report Manager Process Monitor

Run

Auto Generate Forecasts page

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved.

301




Using Forecasts Chapter 22

Forecast Name Enter the forecast to generate. Y ou define forecasts on the Forecast Names setup
page.

See Chapter 6, "Setting Up Sales Forecasts," Defining Forecast Names, page 94.

TimeFrame Enter the time frame from which to pull data for forecasting. Define forecast time
frames on the Time Frames page.

See PeopleSoft Enterprise CRM 9.1 Application Fundamental s PeopleBook,
"Defining Holiday Schedules," Defining Holiday Schedules, Time Frames, and
Sales Quota Rollups.

Auto Forecast Scope Select the data to forecast. Values are My Sales Reps (my sales representatives)
and All Sales Reps (all sales representatives). Typically, sales managers can
select My Sales Reps to automatically generate forecasts for sales representatives
for whom they have visibility. However, only sales or forecast administrators can
select All Sales Reps to automatically generate forecasts for the entire sales
organization.

Submit All Select to submit all of the automatically generated forecasts to manager visibility,
in which case the sales representative cannot modify the forecasts.

When the check box is deselected, the forecasts remain unsubmitted and
available for editing, adjusting, and reforecasting.

After running the autogenerate process, select the autogenerated forecasts on the Forecast page in the Search
Rollup 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
atrue picture of areporting period unless you are sure that sales representatives updated their opportunities
and revenue projections before you ran the process.

Note. Y ou can also autogenerate forecasts from the Forecast page in the Search Rollup 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 view and adjust them.

Managing Forecasts

302

This section discusses how to:

+ Select the forecast action.

» Roll up and analyze forecasts.
» Analyzeforecast subtotals.

« View details of all forecasts.

Note. Usually, access to the Search Rollup Forecasts component is limited to managers. Depending on access
profile limitations, you may not be able to view these menu options and page fields. The views available to a
manager depend on the setting of the CORE_RSF _FCAST_SIMPLE functiona option.
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See Also

Chapter 4, "Setting Up Sales Security and Personalization," Setting Up Sales Access Profiles, page 16

Chapter 4, "Setting Up Sales Security and Personalization," Setting Up Functional Options, page 30

Pages Used to Manage Forecasts

Page Name Definition Name Navigation Usage
Forecast RSF_FCAST_REVIEW Sales, Search Rollup Manage and review
Forecasts, Forecast forecasts.

Select Manager Review as
the forecast view.

Forecast RSF_FCAST_ALLS Sales, Search Rollup Edit and review forecast
Forecasts, Forecast details.
Select Combined Forecasts

as the forecast view.

Forecast RSF_FCAST_SUMMARY Sales, Search Rollup Analyze forecast subtotals.
Forecasts, Forecast
Select Subtotals asthe
forecast view.

Select Columnsto Display | RSF_FCAST_FILTER Select the Set Filterslink on | Select filters for datato
the Forecast page display for the subtotals

view.

Forecast RSF_FCAST_CHART Sales, Search Rollup Display summary dataon a
Forecasts, Forecast chart.
Select Chart as the forecast
view.

Selecting the Forecast Action

Access the Forecast page (Sales, Search Rollup Forecasts, Forecast).

Forecast View Select aview for the page. Values are Charts,Combined Forecasts,Interactive
Reports,Manager Review, and Subtotals.

See Appendix A, "Understanding Sales Interactive Reports,” page 323.

View as Enter a sales user for the forecast view.

Forecast of Select either Forecast or Shadow.
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View Currency Select the currency in which to express the forecast amounts. The default isthe
sales user's default currency.

Rolling Up and Analyzing Forecasts

Access the Forecast page (Sales, Search Rollup Forecasts. Select Manager Review as the forecast view).

Forecast
| ® Search | Bnext | = Organization | Perzonalize
Name Burt Lee Forecast 2009 SEFTEMEBER
Created 2009-03-02 Timeframe 2003 BY MONTH-SEP
Total 138,500.00 Begin Date 2005-09-01
Date Locked End Date 2003-03-30

Forecast Action

Forecast View| Manager Review vl View as|Bur't Lee Q

Forecast nf| Revenue Vl View Currency| US Dollar V|

Expand All / Collapse All

Forecast page displaying data in manager review (1 of 2)

Forecast By Sales User

™
Find First |4 1-2 of 2 Last

Sales User Total Quota %% Quota Date
~  Burt Lee 83,100.00 0.00 09/02/2009 |- Submit |
Forecast Details Byt rise Kl g gofa O (oo
il Wl (e Revenue | Recurring | Product || Process | Customer | Location | Comments | [F=F
Opportunity Product *Revenus *Currency *Type Forecast Date Conf %
) Complete Installation
OneCool Appliance S5 k= | 600.00/ |[USD %, [open | [08/14/200¢F [ o0 (=]
. Freezer Maintenance
OneCool Appliance o - ~> =" | 4,500.00 |[usD @, [open || (031472005 [ =0 [=]
. Freezer Maintenance
OneCool Appliance o &2 | 3,000.00) [usD |%, |open |w| [09/147200c[H [ so [=]
OneCool Appliance Compressor Type A [ 75,000.00 [usD @, |open |w| [09/147200c[H [ so [=]
| Adjust Burt Lee
Sales User Total Quota % Quota Date
b Terry Murphy 55,400.00 0.00 09/02/2009 | Submit _|
| Auto Forecast | | Submit All | |Mar\ager Adjustments]

Forecast page displaying data in manager review view (2 of 2)

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 are listed.
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Expand All / Collapse
All

Submit

Revenue
Currency

Forecast of

Forecast Date

Conf % (confidence
percentage)

Adjust <sales user>

Auto Forecast

Submit All

Manager Adjustments

Using Forecasts

Click thislink to display forecast details and view or adjust datafor all sales
userswho are listed on the page. If the details are displayed, click thislink to
hide forecast details for all sales users.

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 6, "Setting Up Sales Forecasts," Defining Forecast Types, page 95.

Enter the estimated date that the sale 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 aforecast for each direct report who has opportunity activity
but does not already have aforecast listed. Y ou cannot automatically generate the
same forecast for an individual more than once.

Click to submit al forecasts. Y ou 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 (Sales, Search Rollup Forecasts, Forecast. Select Subtotals as the forecast view).
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Forecast
| ® Search | Hinext | o Oroanization | Personalize
Name Burt Lee Forecast 2009 SEFTEMEER
Created 2009-09-02 Timeframe 2002 BY MONTH-SEP
Total 138,500.00 Begin Date 2009-09-01
Date Locked End Date 2009-09-30
Forecast Action
Forecast View| Subtotals v| View as |Burt Lee @,
Forecast nf| Rewvenue V| View Currenqr| US Dollar v|
Forecast Type+Customer
Group Byl Forecast Type Vl Then By| Customer V| (2 Flip Sort Order
Calculate Totals Set Filters

Mo active filters.

Select Forecast Type Customer Subtotal
Cpen Shoreview Medical 138,500.00
Selected Total 138,500.00
Unselected Total 0.00
Forecast Total 138,500.00

Forecast page displaying data in subtotals view

Group By and Then By Y ou 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. In that case, you would select Confidence % in the Group By field and
Region inthe Then By field.

Note. Y ou must enter avalue in the Group By field to use subtotals.

Calculate Totals After you have selected the subtotal groupings, click this button to calculate the
subtotals for the groupings.

Set Filters Click thislink to access the Select Columns to Display page, where you can filter
the data to be displayed.

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, suppose that 10 rows appear 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, and the unselected total is the sum of the seven rows that you did not
Select.
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Filtering Data
Access the Select Columns to Display page (Select the Set Filters link on the Forecast page.

Select Columns to Display

FPerzonalize Filters

Business Unit | v
Tree' v|
Territun,r| @,
Product Group | @,
Customer Fr.ule' v|
l:ustumerl Qa
Sales Userl @,
Forecast T',rpe| V|
Revenue T',rpe| V|
Recurring Flag| V|
| vl

Opportunity Status

= Confiden EE |

]
Filter Clear Filters

Ok Cancel

Select Columns to Display page

After you select values to use asfilters for the data displayed for the subtotals view, click the Filter button to
filter the data. Y ou can choose to use other available filters by clicking the Personalize Filters link.

Viewing Details of All Forecasts

Access the Forecast page (Sales, Search Rollup Forecasts, Forecast. Select Combined Forecasts as the
forecast view).
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Forecast
| ® Search | BNext | . Organization | Personalize
Name Burt Lee Forecast 2009 SEFTEMBER
Created 2009-09-02 Timeframe 2009 BY MONTH-SEF
Total 138,500.00 Begin Date 2009-0%-01
Date Locked End Date 2009-05-30
Forecast Action
Forecast \.‘iewl Combined Forecasts v| View as |Burt Lee @,
Forecast nfl Revenue V| View Currem:yl US Dollar vl

All Details in Forecast

Opportunity Revenue Recurring

Product Comments E

Process Customer Location

Opportunity Current Revenue Lecal Forecast Type Close Date Confidence %

OneCool Appliances 50,000.00|USD Cpen 09/14/2009 a0
OneCool Appliances 600.00|USD Cpen 09/14/2009 =li]
OneCool Appliances 3,000.00|UsSD Cpen 09/14/2009 a0
OneCool Appliances 4,500.00|USD Open 09/14/2009 30
OneCool Appliances 400.00 USD Open 09/14/2009 30
OneCool Appliances 3,000.00|USD Open 09/14/2009 30
OneCool Appliances 2,000.00|USD Open 09/14/2009 30
OneCool Appliances 75,000.00 USD Open 09/14/2009 a0

Forecast page displaying data in combined forecasts view

Select Combined Forecasts as the forecast view.

This view enables the manager to see information for all 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 Definition Name Navigation Usage

Maintain Forecast RSF_FCAST_MAINT Set Up CRM, Product Inactivate and lock sales
Related, Sales, Forecast, forecasts.

Lock Forecast, Maintain
Forecast
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Inactivating and Locking Sales Forecasts

Access the Maintain Forecast page (Set Up CRM, Product Related, Sales, Forecast, Lock Forecast, Maintain
Forecast).

Maintain Forecast

Forecast Name 2009 ANMUAL 209 Annual
Time Frame 2009 ANMUAL-2009 01/01/2009 12/31/2009
Category Revenue
Date Created 02/23/2009
Status | active b
Forecast Locked | g w

Forecast Locked Date

Maintain Forecast page

Warning! You cannot unlock aforecast onceit is locked.

Status Select Inactive to inactivate the forecast. Y ou can only access an inactive forecast
on the Maintain Forecast page. Y ou cannot view or modify an inactive forecast
or include it in aforecast summary, rollup, or report.

Y ou can reactivate aforecast at any time.
Forecast L ocked Select Yesto lock the forecast. On alocked forecast, you cannot:
« Edit
« Adjust rows
« Autoforecast
» Reforecast

A locked forecast remains visible unless you inactivate it. Y ou cannot derive
forecast summaries, rollups, reports, or other objects from locked forecasts.

L ocked 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.

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved. 309



Using Forecasts

Pages Used to Archive and Restore Forecasts

Chapter 22

Page Name

Definition Name

Navigation

Usage

Archive Forecast

RSF_FCAST_ARCH

Set Up CRM, Product
Related, Sales, Forecast,
Archive Forecast, Archive
Forecast

Archive aforecast.

Unarchive Forecast

RSF_FCAST_UNARCH

Set Up CRM, Product
Related, Sales, Forecast,
Unarchive Forecast,
Unarchive Forecast

Restore an archived
forecast.

Archiving and Restoring a Forecast

310

Access the Archive Forecast page (Set Up CRM, Product Related, Sales, Forecast, Archive Forecast).

Archive Forecast

Archive

Forecast Name

Time Frame

Category Revenue

Date Created 02/23/2009

Status Active

Forecast Locked Mo

Forecast Locked Date

Archived Date
Archived By
Archived Sales User Count
Detail Count
Unarchived Date

Unarchived By

2009 ANNUAL

2009 ANNUAL-2009

209 Annual

01/01/2009 12/31/2009

Archive Forecast page

To increase system performance, you can periodically archive forecasts. Archiving maintains forecastsin
duplicate sets of forecast data tables, enabling the system to access current forecasts faster than it can if all
forecasts remain in the original table. Y ou can restore aforecast after it is archived.
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Archive

Archived Date

Archived By

Archived Sales User
Count

Archived Detail Count

Using Forecasts

Click to archive the forecast. Y ou can only access an archived forecast on the
Unarchive Forecast page. Y ou cannot view or modify an archived forecast or
includeit in aforecast summary, rollup, or report.

When you archive aforecast, you move it from the origina tables (the tables
where you create and edit forecasts) to the archiving tables. The systemis able to
process unarchived forecasts faster from these tables. All archived forecasts have
astatus of Inactive.

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 included in the sales forecast.

Displays the total number of opportunity detailsin the sales forecast.
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Working with Customer Accounts
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Working with Customer Accounts

This chapter provides an overview of customer accounts and discusses how to:

« FHatten customer hierarchies.

« Manage customer accounts.

Understanding Customer Accounts

PeopleSoft Enterprise Sales enables you to plan and manage customer accounts. Before you can use the
account functionality, you must define a company or consumer business object.

Use PeopleSoft Strategic Account Planning if you need more robust functionality for account management.
Strategic Account Planning enables you to plan and manage complex accounts for customers, sites, and
partners.

See Also

Chapter 4, "Setting Up Sales Security and Personalization," page 13

Flattening Customer Hierarchies

When you sell products and services to several subsidiaries or locations of a company, you might establish a
different sales account and sales team for each. In PeopleSoft Enterprise Customer Relationship Management
(PeopleSoft Enterprise CRM), each object that represents an entity of a customer company can have its own
account information. 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 all of the parent and child customer
relationships and consolidates the datain atable that is optimized for quick searches on the My Accounts
page. The data that you can view on the My Accounts page and on the Account page in the Company
component is determined by the flattener process as well as account access profiles and data-distribution rules
for roles.
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Page Used to Flatten Customer Hierarchies

Page Name Definition Name Navigation Usage
Customer Access Update RB_CUST_FLAT_RUN Customers CRM, Flatten Run the Flatten Customer
Customer Hierarchy Hierarchy process to

structure account data and
provide easy access.

Managing Customer Accounts

This section discusses how to:

» Accessthe My Accounts page.
« Assign representatives to accounts.

« Create account plans.

Pages Used to Manage Accounts

Page Name Definition Name Navigation Usage

My Accounts RD_ACCOUNTS My Accounts View alist of customer
accounts, and select
accounts to view in detail.

Company - Account Team | RD_ACCOUNT_TEAM Select a customer on the My | Assign the account team for
Person (Individual Accounts page. acustomer.

Consumer) - Account Team

Account Plan RSP_PLANNING « My Accounts Create an account plan.

Select one or more
accounts and click the
Create Plans link.

e Accessthe Plans page
in the Company, Site,
Person (Individual
Consumer), or Partner
Company components.

Click the Create Plan
button.
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See Also

PeopleSoft Enterprise CRM 9.1 Business Object Management PeopleBook, "Defining Company Business
Objects"

Accessing the My Accounts Page

Access the My Accounts page (My Accounts).

My Accounts
8 My Tasks | @My Calendar | M7 Add Call Report | & Add Task | Personalize
View ﬁccnuntjl vl Basic Filter
SetlD = IPROD
* Account List Wiew All 2 riee B 1g0f10 Last
Select Account Name Account Owner Role Primary Contact Account Plans
F @ Arnold Ice Company Burt Lee Company Steve Collins View Account Plans
F @ Boris May & Company Partner Michelle Tsutsui Create Flan
F @ Boris Mav & Company Company Michelle Tsutsui Wiew Account Flans
F @ Coen Food Service Terry Murphy Company lerry Lundegaard Create Plan
F @ Cool Solutions Eddie Chen Partner Gina Hernandez View Account Flans
F @ Cool Solutions, Inc. Dom Bosworth Partner Gina Hernandez Create Plan
F @ HS Appliance Supplier Burt Lee Company Philip George View Account Flans
F @ Haas Engineerin Terry Murphy Company Paul Ericson View Account Plans
[ select All/ Clear Al
L |Create Blans For Selected Aooounbs]

My Accounts page (1 of 3)
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View ﬁccnuntsl b |
| Search || cClear | BasicFilter B Save Search Criteria  {fj] Delete Saved Search oA Personalize Search
Role | = b V|
SetID | = w ||IPROD @, IPROD

Account Name | begins with  |w

First Name | begins with s |

Last Name | begins with [+ ||

Parent Account Name | begins with w |

Account Team Member | begins with  + |

Plan Name | begins with | |

Plan Type| = b |

Plan Team Member | begins with % ||

Industry| = w |

SIC Code | beginz with | % |

DUNS Number | begins with % |

My Accounts page (2 of 3)

OO0O0O0O0OO0O0Oo0O0oOnO&d

Accounts as Plan Owner

Accounts as Manager

Accounts as an Owner

Accounts as Plan Team Member
Accounts as Team Member
Customers as Lead Team Member
Customers as Oppy Team Member
Partners as Lead Team Member
Partners az Oppy Team Member
Sites as Lead Team Member

Site= as Oppy Team Member
Accounts as Temporary Aszsignee

View All Accounts

| Search | | Clear | Basic Filter B save Search Criteria [ Delete Saved Search .@Personalize Search

My Accounts page (3 of 3)

An account is not always a customer. An account could be company, consumer, site, or partner.
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Basic Filter and
Advanced Filter

Create Plansfor
Selected Accounts

View Accounts

Show in Results

Working with Customer Accounts

Click the Basic Filter link to access the account list al phabetically. When you
click thislink, an index appears on the page, and you can click aletter to jump to
the accounts that begin at that index. The default basic index is alphabetic. You
can change this at system setup time.

Click the Advanced Filter link to search for accounts using search criteria. When
you click thislink, the Filter and Show in Results page sections appear for you to
specify search criteria. Y ou have the option of naming and saving an advanced
search.

The Basic Filter and Advanced Filter links act as toggles; that is, either the basic
or advanced filter criteria are accessible, but not both at the same time.

Click this button to create plans for the accounts you selected from the account
list. When creating plans for multiple account, the selected accounts must have
samerole and setID.

Select a saved search by which to filter the account list.

Select the following check boxes to specify the accounts that the system displays when you perform a search.

Note. The check boxes available in the Show in Results section depend on how you set the configurable

search options.

See PeopleSoft Enterprise CRM 9.1 Automation and Configuration Tools PeopleBook, "Configuring Search

Pages."

Accounts as Plan Owner
Accounts as M anager
Accounts as an Owner

Accounts as Plan Team
M ember

Accountsas Team
M ember

Customersas L ead
Team Member

Customers as Oppy
Team Member
(customers as opportunity
team member)

PartnersasLead Team
M ember

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 ateam member.

Select to display customer accounts that are associated with alead on which you
are ateam member.

Select to display customer accounts that are associated with an opportunity on
which you are ateam member.

Select to display partner accounts that are associated with alead on which you
are ateam member.
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Partnersas Oppy Team Select to display partner accounts that are associated with an opportunity on

Member (partners as which you are ateam member.

opportunity team

member)

SitesasLead Team Select to display site accounts that are associated with alead on which you are a
M ember team member.

Sitesas Oppy Team Select to display site accounts that are associated with an opportunity on which
Member (sitesas you are ateam member.

opportunity team

member)

Accountsas Temporary Select to display accounts on which you are atemporary assignee.
Assignee

View All Accounts Select to display all accounts.

Assigning Representatives to Accounts

320

Access the Account Team page for a company or consumer (select a customer on the My Accounts page).

Company History | Select One... v |
| & 360-Dearee View | ® Search | E Add Company | & Add Task | >> el
Customer M.M.A, Location Circlepines, MN, USA
Contact Jim Jacobs Job Title
Phone 938-5600(650) Email jimjacobscdh@yahoo.com
Tasks Call Reports Plans Motes Contact Info Relationships ¥
i
Owner Name Contact Flag Title
Ken Brazil Internal Central Sales Regional Director E
F] Burt Lee Internal Sales Manager E
L lim Majors Internal Sales Reprezentative E

Add Team Members

:ﬁtutﬂ Assign Team Members: Tree Name |I[PROD_ACCOUNTS Q§ Assignment Group ACCT_ASSGN Q§

Account Team page of a company

Click Add Team Members to manually add sales representatives to the account team or Auto Assign Team
Members to have the system automatically assign the team members using predefined assignment criteria

Y ou must have one of these roles to maintain account teams;

« Account Administrator

« Account Manager
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+ UPG_ALLPAGES

See Also

Chapter 9, "Configuring Assignment Criteria," page 123

Creating Account Plans

Access the Account Plan page (My Accounts, select one or more accounts, and click the Create Plans link).

Account Plan History | Select One... v
Save I (TS | @ Search | B Notification | #3 My Tasks | 88 My Calendar | Per=onalize
Account Name Coen Food Service Plan Name 2009 Annual Sales Account Plan
Status Draft SetID IFROD
Start Date 10/01/2009 End Date 10/31/2009

+ Plan Details

*Plan Type | Sales Vl Select Template [ 2009 Annual Sales Accour |+
*plan Name |2002 Annual Sales Account Plan *Plan Status | Draft w
Description ﬁl%
*Time Frame | {Invalid Value) Vl *Currency | US Dollar vl

Start Date 10/01/200%9 End Date 10/31/2009

} Objectives (1-4 of 6 Objectives)
Identify Goals

ST
Customize | Find | wiew 2l | B | B¥  Firse

@50 [ variance Indicator | [F=K

Goal {Metric Name Target Value Type Prorate CH::hud Measured By Assessment

IRn;:::ﬁ: R Im Amount Mo Automatic Eg&g:u'-:it\' High Growth ﬁ

Increase Sales Leads - . . .

Account Elan 25.00/ Quantity Mo Automatic |[Number of Leads  High Growth ﬁ
| Add Goal |

Account Plan page

Plan Name Enter a name for the plan.

Description Enter a description for the plan.

Plan Status Select a status for the plan. Values are Active and Inactive.
Currency Select a currency for the plan.

Start Date Displays the start date for the plan after selecting the time frame.
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End Date Displays the end date for the plan after selecting the time frame.
Goal/Metric Name Displays agoal name for the plan.

Target Value Enter the expected value for the goal.

See Also

PeopleSoft Enterprise Srategic Account Planning 9.1 PeopleBook, "PeopleSoft Enterprise CRM Strategic
Account Planning Preface”
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Understanding Sales Interactive Reports

This appendix provides an overview of interactive reports and discusses how to launch and work with
forecast interactive reports.

Understanding Interactive Reports

Interactive reports are a high-level implementation of the Analytic Calculation Environment (ACE).
Interactive reports do not require an analytic logic server or a separate database to store data. These reports
are dynamic, interactive analytic reports that enable you to view and organize datain awide variety of ways
for analysis of forecast activity.

Looking at reports from different perspectives affords an opportunity to gather valuabl e information about
your business. Y ou can save interactive reports, export them to Microsoft Excel for further analysis, and print
them.

Y ou run interactive reports for PeopleSoft Enterprise Sales by using the Forecast component. They are in-
context views that are driven directly from the particular forecast ID. These reports are multidimensional,
displaying operational data such as revenue by region and sales representative. Y ou can rearrange data
elements on areport, filter the datain various ways, and use different dimensionsto view data. Y ou can also
compare forecasts for the same time period. The changes that you make to the online report do not affect the
PeopleSoft Customer Relationship Management database where the datais stored.

Interactive reports run in separate windows. User roles and access profiles control access to forecasts and,
consequently, to interactive PeopleSoft Enterprise Sales reports.

PeopleSoft Enterprise Sales provides two types of interactive reports:

» Forecast summary reports, which enable you to view previously created forecasts organized by sales
representative, 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 were added or omitted in the forecasts.

See Also

PeopleSoft Enterprise CRM 9.1 Application Fundamentals PeopleBook, "Using Interactive Reports'
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Appendix A

Launching and Working with Forecast Interactive Reports

This section discusses how to:

« Generate interactive reports.

»  Work with the Forecast Summary report.

»  Work with the Forecast Comparison interactive report.

Pages Used to Launch and Work with Forecast Interactive Reports

Page Name Definition Name Navigation Usage
Forecast (Interactive RSF_FCAST_SAl Sales, Search Rollup Generate an interactive
Reports view) Forecasts report summary of a
. revenue forecast or compare
Sstﬁg ;g:i:g'\‘/’iﬁepons the current forecast to a
' previous forecast for the
Select a Forecast of value. | sametime frame.
By Business Unit RS FCAST_BU Click the Launch Interactive| Work with aforecast
Report button in the summary report by business
Forecast Summary group unit.
box on the Forecast
(Interactive Reports view)
page.
By Region RS FCAST_RG Click the Launch Interactive| Work with aforecast
Report button in the summary report by region
Forecast Summary group
box on the Forecast
(Interactive Reports view)
page.
By Sales Rep RS_FCAST_SR Click the Launch Interactive| Work with aforecast
Report button in the summary report by sales
Forecast Summary group representative.
box on the Forecast
(Interactive Reports view)
page.
By Territory RS FCAST_TR Click the Launch Interactive| Work with aforecast

Report button in the
Forecast Summary group
box on the Forecast
(Interactive Reports view)

page.

summary report by territory.

324
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Page Name Definition Name Navigation Usage

Forecast Comparison RSF_FCAST_COMP Click the Launch Interactive| Work with the forecast
Report button in the comparison report.
Forecast Comparison group

box on the Forecast
(Interactive Reports view)

page.

Generating Interactive Reports

Access the Forecast page (Interactive Reports view) Sales, Search Rollup Forecasts, select Interactive
Reports as the forecast view, select a Forecast of value).

Forecast
| ® Search | EiPrevious | BiNext | Oroanization | Personalize
Mame Burt Lee Forecast 2009 QUARTERZ
Created Timeframe 2009 BY MOMNTH-MAY
Total 0.00 Begin Date 2009-05-01
Date Locked End Date 2009-05-31
Forecast Action
Forecast Viewl Interactive Reports V| View as Burt Lee
Forecast Dfl Revenue V| View Currem:!,r| Us Dollar V|

Forecast Analytics

Forecast Summary

- Provides an Interactive Report summarizing the current forecast.

: Launch Interactive Report:

Forecast Comparison Compare To Q“

- Provides an Interactive Report comparing the current forecast to
another forecast for the same timeframe.

: Launch Interactive Repart:

Forecast page (Interactive Reports view)

Forecast of Select Revenue or Shadow.

Note. Y ou can useinteractive reports only if the functional option CORE_RSF FCAST_SIMPLE is set to
full functionality.

See Chapter 4, "Setting Up Sales Security and Personalization," Setting Up Functional Options, page 30.
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Working with the Forecast Summary Report

Access the Forecast Summary page (click the Launch Interactive Report button in the Forecast Summary
group box on the Forecast (Interactive Reports view) page).

By Business Unit By Reqgion By Sales Rep. By Territory

T -
Revenue Summary by Sales Rep I Preferences | View All | # First Bl 10f1 I Last

O Industry: All Industriss O Product Growp:  All Product Groups O Mode] Stage: All Models

® Al Territories

Forecast Summary - By Sales Rep. page

Select adimension to view and analyze the forecast data from different perspectives. Within each dimension,
you can organize the data by industry, model stage, or product group and drill down on various dimensions.

Industry and Product The options for each of these fields are based on the industries and product
Group groups.

Modd Stage Select the stage in the sales process for which you want to view data.

Working with the Forecast Comparison Interactive Report

Access the Forecast Comparison Summary page (click the Launch Interactive Report button in the Forecast
Comparison group box on the Forecast (Interactive Reports view) page).

This summary compares the current forecast for atime frame with an earlier forecast for the same time frame.

Use these dimensions to rearrange the forecast comparison and analyze it from different perspectives:

Show Deals Select the data to show in the comparison. Vaues are All Deals,Only revenue
declines,Only revenue increases,Only fallout and Only new revenue.

Product Group Select from product groups associated with the opportunitiesin the particular
forecast.
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Sales Delivered Business Processes and
Web Services

This appendix discusses the delivered BPEL processes and web services for PeopleSoft CRM Sales.

Referral or Lead-Related Business Process Flow

This process is launched when customers import leads from external sources into the CRM system.

A lead or referral is generated in the system from any one of the various sources available, such aslead
import or employee referral.

This diagram illustrates the referral or lead-related business process flow, from theinitial validation and
evaluation through conversion of the lead to an opportunity and compensation:
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Appendix B

Referral or lead-related business process, from the initial validation and evaluation through conversion of the

lead to an opportunity and compensation

When the business process isinitiated, it:
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Sales Delivered Business Processes and Web Services

Sends the lead data to the lead service for validation.
If the datais validated, alead is created and the lead record is returned back to the process.

This returned datais used to launch the main BPEL process. If the validation fails, an error is returned to
the BPEL process and the process ends with an exception routine.

Examines the lead source.

If the source of the lead is an employee, the process statusis set to Employee Credit and metric
information is sent to the BPEL end user monitor for display on the history page.

Employee information is sent to the HR web service for crediting the employee with the referral.
Evaluates the customer segment.

If the customer segment is Platinum, then the lead is not sent to the risk rating system.

Any other segment is sent for risk rating.

Sends the lead information to arisk rating system.

Statusis set to Risk Rating. The risk rating service sends the rating in the response and the BPEL process
receives therisk rating. If the lead is considered to be risky, the processis stopped.

Converts the lead to an opportunity.

Statusis set to Converting Lead. The datais sent to the PeopleSoft Lead web service to convert the lead to
an opportunity.

The response message returns the opportunity number.

If the process returns an error, then the process stops.

Assigns the opportunity.

The process evaluates if the opportunity has a sales team member.

If there is no salesteam member , the statusis set to Waiting Assignment. A task entry is created for the
administrator to assign a sales team member to the opportunity.

If the administrator assigns a sales team member, a confirmation that the assignment is doneis returned
to the process.

If the administrator cancels the task, that information is returned to the process.
Performs afinancial need analysis.

A financial needs analysisistriggered if the lead isidentified as afinancial serviceslead. Thistask is
identified with the opportunity number and is assigned to the primary sales team member of the
opportunity. The analysisitself isamanual task. When the task is finished, the representative marks the
task as complete. A message is sent to the BPEL process to indicate that the step is completed. This task
will not delay or stop the process.
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8. Creates atask for working on the opportunity.

Status is set to Working on Opportunity. A task entry is created for the primary sales team member for the
opportunity. The sales team member works on the opportunity and updates the status. This task will not
delay or stop the process.

Note. Warn the users to close the Opportunity first before marking the Working on Opportunity Task as
Completed. If all the tasks associated with an opportunity are marked as completed, but the opportunity
status is Open, the business process will end. Therisk is, if the Opportunity is Closed-Won and Lead
Source is Employee, then the employee won't get compensated.

9. Getsthe opportunity status.
The process eval uates whether the opportunity iswon or |ost.

If the processiswon, then the lead sources is evaluated. If the lead source is an employeg, the status is set
to Compensation.

If the opportunity islost, the process status is set to End.
10. Compensates the employee.

If the process is won, and the lead sourcesis an employee, then a message is sent to the compensation
web service to credit the employee.

Note. For this step, an employee compensation application must be part of your implementation.

Delivered Web Services

This section discusses the following web services:

e Lead

«  Opportunity

» Search Sales User

It also provides information on how to view message elements associated with the web service operations:

See PeopleSoft Enterprise CRM 9.1 Automation and Configuration Tools PeopleBook, "Working with
Business Processes and Web Services,” Understanding Web Services.

Lead
The Lead web service consists of these operations:
e CreatelLead
« Search Leads
+ Get Single Lead

330 Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved.



Appendix B Sales Delivered Business Processes and Web Services

» Convert Lead to Opportunity
» UpdateLead

Create Lead

Creates alead in the CRM system. The input message contains the elements required to create the lead
record. The output message contains either the lead ID, if the operation succeeds, or validation errors, if the
operation fails. Depending on the information passed, thisinformation is created:

» Header (always created)

» Contacts
« Products
* Notes

e Partners

o Saesteam

Note. To create tasks on alead: first create the lead, then call the task web service, passing the lead ID.

Search Leads

Returns a set of leads based on the criteria passed. The input message contains the search criteria elements;
the output message contains zero or more leads and their associated attributes. If no lead is found based on the
search criteria, an empty result set isreturned. The passed user ID determines the leads that the user is
authorized to view.

Get Single Lead
Returns a single lead based on the criteria passed.

e Header

» Contacts
« Products
* Notes

e Partners

+ Salesteam
Convert Lead to Opportunity

Converts alead to an opportunity. The input message contains the lead identifier and an indicator for each
type of lead information to copy. The output message contains the converted opportunity ID.
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Update Lead Header

Appendix B

Updates high-level (header) information in alead (identified by Business Unit and Lead |D) based on the

other data provided in the input.

Service Operation Details

This table provides the technical names, operation type, and messages names of the service operations that are
related to the Lead (RSF_LEAD ) web service:

Service Operation Operation Request Message Response Message

Type
Create Lead Synchronous RSF LEAD_CREATE_REQ RSF LEAD_CREATE_RES
(RSF_LEAD_CREATE)
Search Lead Synchronous RSF_LEAD_SRCH_REQ RSF_LEAD_SRCH_RES
(RSF_LEAD_SEARCH)
Get Lead (RSF_LEAD_GET) Synchronous RSF_LEAD_GET_REQ RSF_LEAD_GET_RES
Convert Lead to Opportunity Synchronous RSF LEAD_CONV_REQ RSF LEAD_CONV_RES
(RSF_LEAD_CONVERT)
Update Lead Header Synchronous RSF_LEAD_HD _UPD_REQ RSF_LEADHDRUPD_RES

(RSF_LEAD_HD_UPDATE)

Opportunity

332

The Opportunity web service functions similarly to the Lead web service; except that it does not contain an
equivalent for the Convert Lead to Opportunity operation.

This table provides the technical names, operation type, and messages names of the service operations that are
related to the Opportunity (RSF_OPPORTUNITY) web service:

Service Operation

Operation Type

Request Message

Response Message

Create Opportunity
(RSF_OPPORTUNITY_CREAT
E)

Synchronous

RSF_OPP_CREATE_REQ

RSF_OPP_CREATE_RES

Search Opportunity
(RSF_OPPORTUNITY_SEARC
H)

Synchronous

RSF_OPP_SRCH_REQ

RSF_OPP_SRCH_RES

Get Opportunity
(RSF_OPPORTUNITY_GET)

Synchronous

RSF_OPP_GET_REQ

RSF_OPP_GET_RES

Update Opportunity Header
(RSF_OPPY_HDR_UPDATE)

Synchronous

RSF_OPPYHDR_UPD_RE
Q

RSF_OPPYHDR_UPD_RES
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Search Sales User

The Search Sales User web service returns a set of sales users based on the criteria passed in the input

message. If no sales user isfound based on the supplied parameters, an empty result set is returned. The sales
user'sfirst name or last nameis required for this search operation.

This table provides the technical names, operation type, and messages names of the service operations that are
related to the Search Sales User (RSF_SAL ESUSER) web service:

Service Operation Operation Type Request Message Response Message
Search Sales User Synchronous RSF_SUSER_SRCH_R | RSF_SUSER_SRCH_RES
(RSF_SALESUSER_SEARCH) EQ

Viewing Message Elements

Y ou can view the elements and fields that are included in each service operation message through
PeopleTooals.

Toview alist of field names and aliases for a particular message:
« Select PeopleTools, Integration Broker, Integration Setup, Messages.
« Enter the name of the message you want to view in the Message Name field and click Search.

« The Message Definition page appears. Click the message name link under the Parts grid.

» Click the plus sign next to the table name at the bottom of the page to view the fields and aliases
associated with the message.
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PeopleSoft Enterprise Sales Reports

This appendix provides an overview of PeopleSoft Enterprise Sales reportsin a summary table of al reports.

Note. For samples of these reports, see the PDF files provided on the documentation CD-ROM.

Report Description

This table lists the PeopleSoft Enterprise Sales reports, sorted a phanumerically by report I1D:

Report ID and Report
Name

Description

Navigation

Run Control Page

RSFC1000 Listsinformation about a Sales, Reports, Task RUN_RSFC1000
sales representative'stasks | Summary
Task Summary Report on leads and opportunities,
including task start date,
end date, customer, and
status.
RSFC1001 Listsinformation about the | Sales, Reports, Company RUN_RSFC1001
Compan companies with which you
pany do business, including the
customer 1D, name,
website, and phone number.
RSFC1002 Lists customers by revenue | Sales, Reports, Customer RUN_RSFC1002
Customer Revenue Rankin generated and product Rev Rank
Bv Product Grou 9 group. Includes customer
y P name, revenue, percentage,
total by product group, and
grand total.
RSFC1003 Listsforecast information | Sales, Reports, Forecast by | RUN_RSFC1003
For By Product Group by product group. Product Group
RSFC1004 Listsinformation about the | Sales, Reports, Forecast by | RUN_RSFC1004
For By Sales Users activities of sales users. Sales Rep
RSFC1005 Lists information about Sales, Reports, Opportunity | RUN_RSFC1005
. opportunities.
Opportunity
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Report ID and Report
Name

Description

Navigation

Run Control Page

RSFC1007 Lists information about Sales, Reports, Product RUN_RSFC1007
. revenue, sorted by product | Group Revenue
gg\gﬁeﬂ?&p gg\/lew group, including forecast
y name and type, sales model
and stage, and total by
product group.
RSFC1009 Lists information about Sales, Reports, Revenue RUN_RSFC1009

Revenue Fallout Analysis

revenue fallout, including
customer name,
opportunity, close date,
revenue, fallout reason, and
totals by sales stage,
territory, and business unit.

Falout Analysis

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

Lists customer 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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access profiles 15
account-based assignment 48
Account Plan page 316
account plans
creating 321
Account Reassignment Worksheet page 208
Account Reorganization - Current Team page 112
Account Reorganization - New Team page 112
Account Team page 316
Add Script Comment page 222
Add Territory Tree page 101
All Imported Leads page 185
alocations
See revenue alocations, shadow allocations,
sales team
Archive Forecast page 310
Assign Group page 128
assigning leads and opportunities, account-based
48
assignment
accepting, rejecting, or turning back alead
204
reassigning 207
sales representative 196
assignment criteria
configuring 128
weights 133
assignment group
automatic assignment 131
configuring 128
creating 128
sales users 23
setting default 11
assignment groups
understanding 123
assignment methods
automatic 126, 127, 131
last assigned 133
availability 133
components 133
manua 126
round robin
availability 131
time 131
Assignment Options page 50, 51
assignments
manua 200
assignment weights
defining 46
defining criteriafor 133
setting up 46
Assignment Weights page 46
Assign Sales Representative page 196
attachments 238
Auto Generate Revenue Forecasts page 301
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Batch Info page 185
branch script survey See sales survey
business object management xvii
business units

setting up 9

understanding 9
buying criteria

impact levels 65

priority levels 65

setting up 63

status levels 66

types 64
Buying Criteria

Impact page 63

Priority page 63

Status page 64

Types page 63

C

calendar 236
call reports
viewing 253
Chart page 300
charts
forecasts 289
generating forecasts 300
pipeline 265
pipeline, types 267
Clone Sales Process page 36
cloning
leads 178
opportunities 178
sales processes 39
territory trees 111, 112
close % method 38
companies
as competitors 62
as partners 59
company
Quick Create 165
Company page
competitors 62
partners 58
compensation
include forecast itemsin 282
competitors See sales competitors
component default field values 39
Component Field Default page 40
Component page 128
component records 132
Component Records page 128
Configure Relationship Views page
competitors 62
partners 58
consumer
Quick Create 165
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contact

Quick Create 171
Contact Department page 53
Contact Impact page 53
Contact Roles page 54

contacts See sales representatives, sales contacts

competitor 62

external 14

internal 14

partner 59

salesuser as 14
Contacts

setting up 20
Contact Title page 53
Convert Lead to Opportunity page 180
Copy Products to Forecast page 274
correspondence 259
Correspondence Request: Correspondence

Summary page 260

Correspondence Request page 260
Create Company page 165
Create Consumer page 165
Create Contact page 171
Criteria page

assign group 128
customer

address 169

creating 167

lead or opportunity 164

Quick Create 167

searching 167

selecting contacts 170
Customer Access Update page 316
customer accounts 313

accessing 316
customer address 169
Customer Address page 165
customer contacts

creating 173

emailing proposal to 260

searching 171

selecting 170
customer site

address 169

selecting 169

site address, lead 165

D

Delete Territory page 120
Distribute Recurring Revenue page 274

E

Edit Condition page 42
Edit Rules page - Lead Rating Rules 42, 44
emailing
other correspondence 259
proposal package 259, 260
Employee ID 22
Execute Script page 222

F

fallout reasons, setting up 67
Fallout Reasons page 68
flattening
customer hierarchies 315
forecast
recurring 278
summary 274
Forecast - Chart page 296
Forecast - Forecast page 296
Forecast - Subtotals page 296
Forecast Name page 94
Forecast page
chart 303
forecast details 303
interactive reports 324, 325
manager review 303
subtotals 303
forecasts
adjusting 19, 296
analyzing subtotals 305
archiving 309
auto generating 19, 301
charts 300
compensation 282
editing 19
inactivating 308
interactive report comparison 326
interactive reports 323
interactive report summary 326
locking 308
managing 302
names 94
restoring 309
revenue allocation 18
revenue types 96
selecting 293
setting up 93
shadow allocation 18
subtotals 298
types 95
understanding 289
unsubmitted 19
using 293
viewing details 307
Forecast Type page 94
functional options 30

H

history
lead 255
leads and opportunities 153
opportunity 255
viewing 255

implementing
PeopleSoft Enterprise Sales 4
Import Error Information page 185
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importing |eads See leads dataimport

Import Resegquencing page 70

Import Sales Leads page 185

Import Template page 70

integrations with PeopleSoft Enterprise Sales 4
interactive reports 323

K

KES process
overview 34
Knowledge Enabled Sales process
See KES process

L

Lead - Assign page 195, 206
partner information 206
Lead - Call Reports page 254
Lead - Discover page 155, 259
selecting customer 165
selecting customer contacts 170
Lead - History page 255
Lead - More Info page 255
Lead - Notes page 238
Lead - Propose page
generating quotes and orders 227
select products and prices 225
Lead - Qualify page 217
sales survey 221
Lead - Summary page 250
accepting alead 204
rejecting alead 204
setting up 75
turning back alead 204
Lead - Tasks page 231
lead ratings
mapping to rate set values 45
mapping to survey values 45
rulesfor assigning 43
setting up 41
with workflow triggers 43
Lead Ratings page 42
Lead Reassignment Worksheet page 208
Lead Reject/Turnback Reason page 52
lead reject and turnback reasons
setting up 52
Lead Reorganization - Current Team page 111
Lead Reorganization - New Team page 111
leads
accepting 246
accepting, rejecting, or turning back
assignment 204
adding notes and attachments 238
assigning 193
assigning partners 206
assigning sales representatives 195
associating with source campaign 217
call reports 253
changing the sales rep 245
cloning 178
converting to opportunities 179
converting to opportunity 11
creating 155, 183
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tasks 231
generating quotes and orders 227
history 153, 255
importing 183
managing
on Search Page 244
on Summary page 249
managing a proposal 225
prioritizing 245
qualifying 217
reassigning 207
reject and turnback reasons 52
rejecting 246
sales survey 221
searching for 241
selecting
customer contacts 170
selecting customer 164
sending correspondence 259
setting up 33
understanding 141
workflow 152
leads data import
duplicate check 18
errors 191
importing sales data 184
map 74
rearranging fields 73
results 189
search 191
setting up 70
template 70, 71
understanding 183
lead sources, setting up 66
Lead Sources page 67

M

Maintain Forecast page 308
Monthly Calendar page 236

More Info page - Lead 255

More Info page - Opportunity 255
My Accounts page 316

My Tasks page 236

N

notes 238

O

opportunities
accepting 246
assigning 193
assigning partners 206
gning sales representatives 195
call reports 253
changing the sales rep 245
cloning 178
closing 273, 283
creating 155, 161
tasks 231
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generating quotes and orders 227
history 153, 255
including in forecasts 273
managing

on Search Page 244

on Summary page 249
managing a proposal 225
notes and attachments 238
prioritizing 245
products for forecasting 277
qualifying 217
reassigning 207
rejecting 246

revenue percentages for forecasting 281

sales survey 221
searching for 241
selecting
customer contacts 170

selecting customer 164
sending correspondence 259
setting up 33
understanding 141
updating the forecast 247
updating the sales stage 248
viewing the pipeline 265
workflow 152

opportunity

associating with source campaign 217

Opportunity - Assign page 195, 206
partner information 206
Opportunity - Call Reports page 254
Opportunity - Discover page 162, 259
forecasting 274
selecting customer 165
selecting customer contacts 170
Opportunity - History page 255
Opportunity - More Info page 255
Opportunity - Notes page 238
Opportunity - Propose page 274
generating quotes and orders 227
selecting products and prices 225
Opportunity - Qualify page 217
sales survey 222
Opportunity - Summary page 250
setting up 75
Opportunity - Tasks page 232
Opportunity Close Event page
working an opportunity 283
opportunity pipeline
setting up 68
targets for sales user 25
understanding 265
viewing 265, 267
viewing product detail pipeline 270
viewing revenue pipeline 269
opportunity pipeline segments
setting up 68
viewing 267

Opportunity Reassignment Worksheet page 208
Opportunity Reorganization - Current Team page

112

Opportunity Reorganization - New Team page 112

Opportunity Revenue Pipeline page 267
Organization page 196
Outbound Notification page 263
overviews

leads and opportunities 141

leads and opportunities, differences 152

leads data import process 183
opportunity pipeline 265
PeopleSoft Enterprise Sales 3
sales users 13

P

Partner Rating page 58
Partner Role page 58
Partner Status page 58
Partner Type page 58
PeopleSoft Enterprise Sales
getting started 3
integrations 4
understanding 3
PeopleSoft Order Capture
generating quotes and orders 227
person See contact
Person ID 22
pipeline See opportunity pipeline
associating segments with stages 38
Pipeline Segments page 69
Pipeline Targets page 20
plans
creating 321
Product Detail Pipeline page 267
profiles See sales access profile
proposal
emailing to customer 260
managing 225
selecting products and prices 225

Q

Quick Create
creating contacts 173
creating customers 167
quotas
category 26
in shadow forecasts 290
pipeline segments
manager quota 25
roll-up quota 25
pipeline targets 25
revenue
manager quota 26
roll-up quota 26
unit
manager quota 27
roll-up quota 27
quotes and orders 227

R

rate set values See survey rate set values
Rate Set Value to Lead Rating page 43
rating rules

setting up 43

understanding 42
Rating Rules page 42
ratings

understanding 42
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reasons
fallout, setting up 67
reject and turnback, setting up 52
reassigning leads 18
reassigning opportunities 18
reassignment
accounts 208
lead 18
leads and opportunities 207, 208
opportunity 18
territories 18
Reassign Sales Activities page 208
Reorg Accounts page 112
reorganization
territory 18
territory tree 111
understanding 109
Reorganize Sales Activities page 110, 112, 118
Reorg Leads page 111
Reorg Opportunities page 111
Reorg Territories page 111
report descriptions 335
reporting and analysis tools 335
revenue
alocation 18
forecasts 290
types 96
revenue allocations 18
revenue forecasts
understanding 290
Revenue Quota page 20
Revenue Quota Type 26
Revenue Type page 94
Role Type page
sales competitors 62
sales partners 58
round robin assignment
automatic 126
availability 133
components 133
configuring criteria 128
search results 127
running sales reports 335

S

Sales Access Details page 20
Sales Access Profile page
setting up 16
sales access profiles
creating sales users 23
sales users 15
setting up 16
Sales Access Update page 107
reorganize territory tree 112
sales access update process 24, 106
sales accounts
customer accounts 315
Sales Center page 7
sales competitors
companies as 62
relationship 62
setting up 62
sales contacts
departments 56
impact levels 54
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setting up 53
support levels 54
titles 55
Sales Definition page 9
sales forecasts
basis 289
overview 289
revenue and shadow 290
Sales Lead Import Results page 185

Sales Lead Import Templates page 185

sales partners

assigning to lead or opportunity 206

rating 61
roles59
setting up 57, 59
status 207
status levels 60
types 61
sales process See Also KES process
cloning 39
defining 36
stages 34
Sales Process page 36
sales representatives
assigning 195
automatic 126, 131
manual assignment 200
round robin 126, 131
sales survey 221
administering 223
salesteam
setting up 28
Sales Team page 29
Sales User page 20, 112
sales users
creating 21
default values 22
pipeline targets 25
revenue quota 26
setting up 13, 19
understanding 13
unit quota 27
visibility 24
Search for an Existing Forecast page
Search My Forecasts 294
Search Rollup Forecasts 294
Search for Contact page 171
Search for Customer page 165
Search Leads page 195, 206, 241
managing leads 244
Search Opportunities page 206, 241
managing opportunities 244
security and personalization 13
Segment Pipeline page 267
Segment Quota Type, pipeline 25
selecting 169
Send to EIM from Sales page 274
shadow allocations 18, 23
shadow forecasts
forecasts 290
understanding 290
Site Address page 165
source campaign
lead or opportunity 217
sources See lead sources
stages
defining 36
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Submit Reorg page 112
subtotals
forecasts 298
Subtotal s page 298
summary
leads and opportunities 249
summary page
setting up 75
Support page 53
survey rate set values 45

T

Task Details page 236
tasks
creating 231
defining 36
managing 235
viewing 235, 236
teams
account 15
sales 15
territory 15
template
creating lead import 71
dataimport process 183
generating 71
importing an external file 185
importing sales |lead data 184
import sales lead data 185
lead import 70, 185
rearranging fields 73
resequencing 70
selecting for forecasts 296
viewing definition 188
viewing import map 74
Templates page 260
territories
creating 104
reassigning 18
reorganization 18
Territory Definitions page 101
territory teams
removing sales users from 24
territory trees
cloning 111, 112
creating 101
defining 103
deleting 119, 120
deleting residual 120
PeopleTools 120
reorganizing 109, 111
understanding 99
visibility 24
Transactions for the Task page 236
Tree Maintenance page 120
Tree Manager (Peopl€eTools) page 101
Tree Manager page 111
Tree Structure Maintenance page 120

U

Unarchive Forecast page 310
Unit Quota page 21

user See sales users
PeopleSoft 14
User ID 22

V

visibility
defining 24
Visibility page 20

W

worker 14
Worker page 20
workflow 152
lead rating triggers 43
notifications 43
worklist notification
sending 263
worksheets
reassignment 208
reorganization 115
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