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About This PeopleBook

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

This preface discusses:

» PeopleSoft Enterprise application prerequisites.

* Application fundamentals.

* Documentation updates and printed documentation.
* Additional resources.

» Typographical conventions and visual cues.

* Comments and suggestions.

* Common elements in PeopleBooks.

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

PeopleSoft Enterprise Application Prerequisites

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

You might also want to complete at least one introductory training course, if applicable.

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

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

Application Fundamentals

Each application PeopleBook provides implementation and processing information for your PeopleSoft
Enterprise applications.

For some applications, additional, essential information describing the setup and design of your system appears
in a companion volume of documentation called the application fundamentals PeopleBook. Most product lines
have a version of the application fundamentals PeopleBook. The preface of each PeopleBook identifies the
application fundamentals PeopleBooks that are associated with that PeopleBook.
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The application fundamentals PeopleBook consists of important topics that apply to many or all PeopleSoft
Enterprise applications. Whether you are implementing a single application, some combination of applications
within the product line, or the entire product line, you should be familiar with the contents of the appropriate
application fundamentals PeopleBooks. They provide the starting points for fundamental implementation tasks.

Documentation Updates and Printed Documentation

Xviii

This section discusses how to:

* Obtain documentation updates.

* Download and order printed documentation.

Obtaining Documentation Updates

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

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

See Also

Oracle’s PeopleSoft Customer Connection, http://www.oracle.com/support/support_peoplesoft.html

Downloading and Ordering Printed Documentation

In addition to the complete line of documentation that is delivered on your PeopleBook CD-ROM, Oracle
makes PeopleSoft Enterprise documentation available to you via Oracle’s website. You can:

e Download PDF files.
* Order printed, bound volumes.
Downloading PDF Files

You can download PDF versions of PeopleSoft Enterprise documentation online via the Oracle Technology
Network. Oracle makes these PDF files available online for each major release shortly after the software
is shipped.

See Oracle Technology Network, http://www.oracle.com/technology/documentation/psftent.html.
Ordering Printed, Bound Volumes
You can order printed, bound volumes of selected documentation via the Oracle Store.

See Oracle Store, http://oraclestore.oracle.com/OA HTML/ibeCCtpSctDspRte.jsp?section=14021
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Additional Resources

The following resources are located on Oracle’s PeopleSoft Customer Connection website:

Resource Navigation
Application maintenance information Updates + Fixes
Business process diagrams Support, Documentation, Business Process Maps
Interactive Services Repository Support, Documentation, Interactive Services Repository
Hardware and software requirements Implement, Optimize + Upgrade; Implementation Guide;

Implementation Documentation and Software; Hardware
and Software Requirements

Installation guides Implement, Optimize + Upgrade; Implementation Guide;
Implementation Documentation and Software; Installation
Guides and Notes

Integration information Implement, Optimize + Upgrade; Implementation Guide;

Implementation Documentation and Software; Pre-Built
Integrations for PeopleSoft Enterprise and JD Edwards
EnterpriseOne Applications

Minimum technical requirements (MTRs) Implement, Optimize + Upgrade; Implementation Guide;
Supported Platforms

Documentation updates Support, Documentation, Documentation Updates

PeopleBooks support policy Support, Support Policy

Prerelease notes Support, Documentation, Documentation Updates,

Category, Release Notes

Product release roadmap Support, Roadmaps + Schedules

Release notes Support, Documentation, Documentation Updates,
Category, Release Notes

Release value proposition Support, Documentation, Documentation Updates,
Category, Release Value Proposition

Statement of direction Support, Documentation, Documentation Updates,
Category, Statement of Direction

Troubleshooting information Support, Troubleshooting
Upgrade documentation Support, Documentation, Upgrade Documentation and
Scripts
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Typographical Conventions and Visual Cues
This section discusses:

* Typographical conventions.
* Visual cues.
» Country, region, and industry identifiers.

* Currency codes.

Typographical Conventions

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

Typographical Convention or Visual Cue Description

Bold Indicates PeopleCode function names, business function
names, event names, system function names, method
names, language constructs, and PeopleCode reserved
words that must be included literally in the function call.

Italics Indicates field values, emphasis, and PeopleSoft
Enterprise or other book-length publication titles. In
PeopleCode syntax, italic items are placeholders for
arguments that your program must supply.

We also use italics when we refer to words as words or
letters as letters, as in the following: Enter the letter O.

KEY+KEY Indicates a key combination action. For example, a plus
sign (+) between keys means that you must hold down
the first key while you press the second key. For ALT+W,
hold down the ALT key while you press the W key.

Monospace font Indicates a PeopleCode program or other code example.

732

(quotation marks) Indicate chapter titles in cross-references and words that
are used differently from their intended meanings.

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

{} (curly braces) Indicate a choice between two options in PeopleCode
syntax. Options are separated by a pipe (| ).
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Typographical Convention or Visual Cue Description

[ 1 (square brackets) Indicate optional items in PeopleCode syntax.

& (ampersand) When placed before a parameter in PeopleCode syntax,
an ampersand indicates that the parameter is an already
instantiated object.

Ampersands also precede all PeopleCode variables.

Visual Cues

PeopleBooks contain the following visual cues.

Notes

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

Note. Example of a note.

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

Important! Example of an important note.

Warnings

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

Warning! Example of a warning.

Cross-References

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

Country, Region, and Industry Identifiers

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

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

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

Country ldentifiers

Countries are identified with the International Organization for Standardization (ISO) country code.
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Region Identifiers

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

* Europe

* Latin America

¢ North America

Industry Identifiers

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

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

Currency Codes

Monetary amounts are identified by the ISO currency code.

Comments and Suggestions

Your comments are important to us. We encourage you to tell us what you like, or what you would like to see
changed about PeopleBooks and other Oracle reference and training materials. Please send your suggestions to
your product line documentation manager at Oracle Corporation, 500 Oracle Parkway, Redwood Shores, CA
94065, U.S.A. Or email us at appsdoc@us.oracle.com.

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

Common Elements Used in PeopleBooks

XXii

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

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

Description Enter up to 30 characters of text.

Effective Date The date on which a table row becomes effective; the date that an action
begins. For example, to close out a ledger on June 30, the effective date for the
ledger closing would be July 1. This date also determines when you can view
and change the information. Pages or panels and batch processes that use the
information use the current row.
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Once, Always, and Don’t
Run

Process Monitor

Report Manager

Request ID

Run

SetID

Short Description

User ID

General Preface

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

Select Always to run the request every time the batch process runs.

Select Don’t Run to ignore the request when the batch process runs.

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

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

An ID that represents a set of selection criteria for a report or process.

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

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

Enter up to 15 characters of text.

An ID that represents the person who generates a transaction.
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Oracle’s PeopleSoft Enterprise CRM Sales Preface

This preface discusses:
* PeopleSoft application fundamentals.
* PeopleSoft CRM automation and configuration tools.

* PeopleTools PeopleBook.

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

PeopleSoft Application Fundamentals

The PeopleSoft Enterprise Sales 9 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 Application Fundamentals PeopleBook. Each PeopleSoft product line has its own version of this
documentation.

The PeopleSoft Enterprise CRM 9 Application Fundamentals 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 service in
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 users to view and work with any transaction or interaction that is associated with a customer
or worker.

* Self-Service for Customers.
This part discusses how to set up, administer, and use self-service applications for customers and workers.
* Relationship Management.
This part discusses how system users manage their contacts and tasks.
* Entitlement Management.
This part discusses setting up agreements and warranties.
* SmartViews
This part discusses how to set up and use SmartViews to manage key customer segments and accounts in

a central environment.

See Also

PeopleSoft Enterprise CRM 9 Application Fundamentals PeopleBook, “PeopleSoft Enterprise Customer
Relationship Management Application Fundamentals Preface”
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PeopleSoft Automation and Configuration Tools

The PeopleSoft Enterprise CRM 9 Automation and Configuration Tools PeopleBook discusses automation
and configuration tools that are common to multiple CRM applications. This is an essential companion to
your application PeopleBook.

The PeopleSoft Enterprise CRM 9 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 Natural Language Processing (NLP) and Verity search.
Business process management.

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

The setup of the 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.

See Also

PeopleSoft Enterprise CRM 9 Automation and Configuration Tools PeopleBook, “PeopleSoft CRM
Automation and Configuration Tools Preface”

PeopleSoft Enterprise CRM Business Object Management

The PeopleSoft Enterprise CRM 9 Business Object Management PeopleBook discusses how to create and
manage customer and worker business objects in PeopleSoft CRM.

XXVi

The PeopleSoft Enterprise CRM 9 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.
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This part discusses how to set up and manage companies, sites, and partner companies.
» Data management 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 Integrations.

This part discusses how to integrate customer and worker data with other systems. PeopleSoft Enterprise
CRM 9 Business Object Management PeopleBook.

See Also

PeopleSoft Enterprise CRM 9 Business Object Management PeopleBook

PeopleTools PeopleBooks

Cross-references to PeopleTools documentation refer to the Enterprise PeopleTools 8.48 PeopleBooks.
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CHAPTER 1

Getting Started with PeopleSoft Enterprise Sales

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

» PeopleSoft Enterprise Sales integrations.

* PeopleSoft Enterprise Sales implementation.

PeopleSoft Enterprise Sales Overview

To drive profitable revenue growth, you need to align your sales strategy with customer needs and corporate
objectives. This strategy must be supported by the territory and incentive structure, and requires real-time
visibility across multiple channels to optimize your sales processes in response to market changes. You 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:

» Leverage the right 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 operational efficiency by integrating sales processes across the enterprise.
» Extend your sales reach through partners and other channels.

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

PeopleSoft Enterprise Sales enables you to enter, assign, and track sales leads 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 a territory tree that represents the sales organization.

* Create or import sales leads.

* Convert a lead to an opportunity.

* Create sales opportunities.

» Assign a lead or opportunity to a sales representative by using the territory tree.
* Include opportunities in sales forecasts.

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

PeopleSoft Enterprise Sales integrates with these PeopleSoft applications:

* PeopleSoft Enterprise Order Capture.

* PeopleSoft Enterprise Telemarketing.

* PeopleSoft Enterprise Marketing.

* PeopleSoft Enterprise Online Marketing.

* PeopleSoft Enterprise Strategic Account Planning.
* PeopleSoft Enterprise Mobile Sales.

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

PeopleSoft Enterprise Sales also provides component interfaces for loading 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.

This table lists all of the components that have component interfaces:
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Component Component Interface Reference

Industry RSF_INDUSTRY_SCI See PeopleSoft Enterprise CRM
9 Business Object Management

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

Territory Node RSF TERRITORY SCI See Chapter 8, “Creating Territory
Trees,” Creating or Editing Territories,

RSF_TERRITORY page 99.

Sales Users RSF_SUSER_SCI See Chapter 4, “Setting Up Sales
Security and Personalization,” Setting

RSF_SUSER Up Sales Users, page 18.

Sales Team RSF_TEAM_SCI See Chapter 4, “Setting Up Sales
Security and Personalization,” Settin

RSF_TEAM Up Sales Teams, page 25.

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

See Also

PeopleSoft Enterprise CRM 9 Application Fundamentals PeopleBook, “PeopleSoft Enterprise Customer
Relationship Management Application Fundamentals Preface,” Additional Resources

Enterprise PeopleTools PeopleBook: PeopleSoft Component Interfaces
PeopleSoft Enterprise Setup Manager for CRM 9 PeopleBook
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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 Application Fundamentals 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.
Calendars, Tasks, and Call Click Calendars, Tasks, and Call Review and update tasks, events that are
Reports Reports on the Sales Center page. recorded on the monthly calendar and call

reports. Add or update call reports.

Access the My Calendar, My Tasks, Search
Call Reports, and Add Call Report pages.

Contacts Click Contacts on the Sales Center View and manage your hot contacts.

page.
Access the My Contacts, Add Person, Search

Person, and My Accounts pages.
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Page Name Navigation Usage

Leads Click Leads on the Sales Center page. | View leads and sort/filter leads based on
selected criteria.

Access the Add Lead and Search Leads pages.

Opportunities Click Opportunities on the Sales Create new opportunities and review and
Center page. manage existing opportunities. Sort/filter
based on selected criteria.

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

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

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

Salesforce Click Salesforce on the Sales Center | Adjust and redistribute leads, opportunities,
page. tasks, and 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 Application Fundamentals 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 Object Name Navigation Usage
Sales Definition RSF_BUS_UNIT_TBL Set Up CRM, Business Unit | Create business unit
Related, Sales Definition definitions for PeopleSoft
Enterprise Sales.

Creating Business Unit Definitions for PeopleSoft
Enterprise Sales

Access the Sales Definition page.
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Sales Definition

Business Unit APPO1

*Statulepen =]
*Description [Appliances

*Short Description APPOL

Currency |USD QL us Dallar
Business Unit {Order Capture) [4FFO1 a Appliances
Market Global
Task Type | &ppointment ;l
Tree Name | Industrial Products - World =
Assignment Group | SALES =
* Lead Options
¥ allow Creating Orders From Lead?
¥ Allow Converting Lead After an Order is Created?
¥ Enable business process
Modified 06/22/2006 2:33PM POT BLEE
Sales Definition page
Status Select the business unit’s status, either Open or Closed.
Default Set ID Select the default setID for the business unit. After you click the Create BU
button, this field is no longer available.
Currency Enter the currency to use as the business unit’s default currency.
Business Unit (Order Enter the PeopleSoft Order Capture business unit to use with the PeopleSoft
Capture) 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 a lead 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
a tax vendor for the Order Capture business unit, no tax calculations can
be included in quotes and orders.

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

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

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

See Chapter 8. “Creating Territory Trees,” page 95.
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Create BU (create business
unit)

Assignment Group

Lead Options

Allow Creating Orders
From Lead

Allow Converting Lead
After Order is Placed

Enable business process

Setting Up Business Units for PeopleSoft Enterprise Sales

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. You must click the Create BU button before you can select the
assignment group.

See Chapter 7. “Configuring Assignment Criteria,” Creating Assignment
Groups, page 86.

Select to enable users to create orders from leads that belong to the business
unit. When this check box is cleared, users cannot create orders from leads
associated with the business unit. Depending on whether your organization has
a short or long sales cycle, use this check box to control whether you can use a
lead to create an order without converting the lead to an opportunity.

Select to enable users to convert leads in the business unit to opportunities,
even if an order has been placed. When this check box is cleared, 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.

See Appendix B, “Sales Delivered Business Processes and Web Services.,”
page 271.
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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.
» Set up sales users.
* Set up sales teams.

» Set up functional options.

Understanding Sales Users

This diagram shows that PeopleSoft Enterprise Sales users include sales people, sales managers, sales product
managers, administrators, technical support staff, other members of the organization, and partners:

PeopleSoft
Ui — l —Pp Worker
Person
| i [ :
AccessProfiles |4— SalesUser —P Teams

Type Territories

Sales users
To enable someone to use PeopleSoft Enterprise Sales, create the following IDs in the system:

* PeopleSoft user

An individual must exist in the system as a PeopleSoft user with a user ID, which you set up in PeopleTools.
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¢ Person

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

If you use PeopleSoft Enterprise Partner Relationship Management, you can set up partners in that
application.

See PeopleSoft Enterprise CRM 9 Partner Relationship Management PeopleBook.

Note. You must also set up employees under Workforce as PeopleSoft CRM workers so that they have
employee IDs.

e Sales user

After you create an individual’s PeopleSoft user ID and PeopleSoft CRM person ID (and employee 1D,
if appropriate), select Set Up CRM, Product Related, Sales, Security and Personalization, Sales Users to
define the individual as a sales user in PeopleSoft Enterprise Sales.

When you define a sales user, you assign a sales access profile. Sales access profiles group actions that are
granted to sales users regarding leads, opportunities, territory management, pipeline, and forecasts. Generally,
these profiles correspond to employee roles in the organization. You can assign one or more sales access
profiles to 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 all staff who are visible to them on the territory
tree. Another sales access profile, Sales Administrator, might enable users with that sales access profile to
view and edit revenue allocations. If you associate both Sales Manager and Sales Administrator with a sales
user, that user has the combined privileges of both access profiles.

A person’s characteristics are based on the teams and territories with which you associate the person in
your system. You can associate a sales user with:

¢ Teams

Sales teams are groups of sales users who work together to sell products or services. You 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 a territory team, which is the group of sales users who are
assigned to a territory.

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

e Territories

Each sales user can belong to multiple territories. Territories represent functional divisions of an
organization, often identified by geographical region or product line. Assign sales users to 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 a territory tree, use
views that show a flattened 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.
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Most of the data security in Sales 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. %PersonlD is set dynamically, based on the user who is
signed in, as follows: SELECT PERSON_ID FROM PSOPRALIAS WHERE OPRID = %UserID AND
OPRALIASTYPE = "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.

You can initiate a search for sales users from a business process.

See Also

PeopleSoft Enterprise CRM 9 Application Fundamentals PeopleBook, “Setting Up Security and User
Preferences,” Understanding PeopleSoft Enterprise CRM Security

Appendix B, “Sales Delivered Business Processes and Web Services.” page 271

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

Object Name

Navigation

Usage

Sales Access Profile

RSF_ACC_PROFILE

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

Set up sales access profiles
by creating profile roles and
assigning functional user
privileges to them.

Setting Up Sales Access Profiles

Access the Sales Access Profile page.
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Sales Access Profile

Profile SALESADMIN

*Description |Sales Application Admin

*Status | Active =]

Leads

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

Opportunity

i Manually Reassign Opps
¥ ¥iew & Edit Revenue Allocation
¥ view & Edit Shadow Allocation

Territory Management

¥ Submit Reassignment
¥ Submit Reorganization

Modified 04/29/2004 9:264M PDT rnjh

Forecast

[ Edit Staff Forecast Data

[T Edit Own Forecast Data

r Adjust Forecasts

¥ Auto Forecast All Staff

¥ Auto Forecast Own Staff

¥ ¥iew Unsubmitted Forecasts

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:

Financial Controller.

Inside Sales Rep.

Sales Lead Qualifier.

Product Manager.

Sales Application Admin.

Sales Executive.

Sales Manager w/Auto Forecast.
Sales Manager - Limit Forecast.
Sales User - Field Rep.

Telemarketing Partner.

Leads

Manually Reassign Leads

Select to enable the user to reassign leads to different sales representatives. If

this check box is cleared, all assignment-related fields on a lead (Territory,

Region, Sales Team, and so on) are unavailable to this user.

See Chapter 13, “Assigning a Lead or Opportunit
Representative’s Leads, Opportunities, and Accounts, page 166.

” Reassigning a Sales
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Lead Import - Can
override Duplicate check

Opportunity

Manually Reassign
Opps (manually reassign
opportunities)

View & Edit Revenue
Allocation

View & Edit Shadow
Allocation

Territory Management

Submit Reassignment

Submit Reorganization

Forecast

Edit Staff Forecast Data

Edit Own Forecast Data

Setting Up Sales Security and Personalization

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 is a duplicate.

See Chapter 12, “Importing Sales Leads,” page 147.

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

If this check box is cleared, 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 Leads, Opportunities, and Accounts, page 166.

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

See Chapter 20, “Including Opportunities in Forecasts and Closing
Opportunities.,” Specifying Revenue Percentages for Forecasting, page 230.

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 230.

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

See Chapter 9. “Reorganizing or Deleting a Territory Tree,” Reorganizing a
Territory Tree, page 104.

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

See Chapter 9, “Reorganizing or Deleting a Territory Tree,” Reorganizing a
Territory Tree, page 104.

Select to enable the user to edit forecast data for all staff that are visible to the

user on any of the organization’s territory trees.
See Chapter 22, “Using Forecasts,” Managing Forecasts, page 249.

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 244.
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Adjust Forecasts

Auto Forecast All Staff

Auto Forecast Own Staff

View Unsubmitted
Forecasts

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

See Chapter 22, “Using Forecasts,” Adding and Adjusting Forecasts, page 244.

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

See Chapter 22, “Using Forecasts,” Generating Forecasts Automatically,
page 248.

Select to enable the user to autogenerate forecasts at any time for the user and
all persons who fall below the viewer on a tree.

See Chapter 22, “Using Forecasts,” Generating Forecasts Automatically,
page 248.

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.

18

This section discusses how to:

¢ Create a sales user.

* Define a sales user’s visibility.

* Define a sales user’s pipeline targets.

* Define a sales user’s revenue quotas.

* Define a sales user’s product unit quotas.

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

See Enterprise PeopleTools PeopleBook: PeopleTools Security.

See PeopleSoft Enterprise CRM 9 Business Object Management PeopleBook, “Defining Person Business
Objects,” Defining Information for Business Contacts.
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Pages Used to Set Up Sales Users

Page Name

Object Name

Navigation

Usage

Sales User

RSF SUSERI

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
Details link on the Sales
User page.

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

Account Access Details

RSF _SUSER_CUST SEC

Click the Account Access
Details link on the Sales
User page.

View details of the selected
account access profile to
determine whether it is the
appropriate profile to assign.

Person (Business Contact),

RD PRSN PRIMARY

¢ Click the Address, Phone,

Enter an employee’s

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

Worker, Email details link on the worker data, including
Sales User page. address, phone, and email
¢ Customers CRM, Search information.
Person, Person (Business
Contact)
* Workforce, Search
‘Worker, Worker
Visibility RSF_SUSER2 Set Up CRM, Product Define a sales user’s
Related, Sales, Security and | visibility by identifying
Personalization, Sales Users, | territories to which an
Visibility individual has access.
Pipeline Targets RSF_SUSER QS Set Up CRM, Product Define a sales user’s 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.

Unit Quota

RSF_SUSER_QU

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

Define a sales user’s product
unit quotas.

Creating a Sales User

Access the Sales User page.
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Wisibility Pipeline Targets Revenue CQuota Unit Quota

Person ID 1001

Sales User Ash,Alex Admin

*Statuslﬁ'uctive *I

7 Sales User Details

User Type | Sales Administrator

Comments

EmplID CRrM1002
User ID AASH
DISFATCH

Address, Phone, Email Details

= Sales User Defaults

Business Unit | Usz200 Q

Company Q

Name
Task Typel ;l
=l

EurrencleS Dollar

Lol Lo

Market Global

Tree Name WORLD (&}

Assignment Group | CRMO1 - SALES ;l

Sales User page (1 of 2)

=~ Sales Access Profiles

Profile

ISaIes Application Admin ;I El

Zales Access Details

<~ Shadow Information
Default Shadow Percent

Default Shadow Amount

Modified 11/11/2002 3:33PM PST SAMPLE
Sales User page (2 of 2)
Person ID Displays the person ID of the sales user.

See PeopleSoft Enterprise CRM 9 Business Object Management PeopleBook,
“Defining Person Business Objects,” Defining Information for Business

Contacts.

Sales User Details

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 Support, and Telesales Rep.

Sales user types are translate values.

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

employee.
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User 1D

Address, Phone, Email
Details

Sales User Defaults

Setting Up Sales Security and Personalization

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

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

See PeopleSoft Enterprise CRM 9 Business Object Management PeopleBook,
“Defining Workers”.

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

user’s other values.

Business Unit

Company Name

Task Type
Currency

Market

Tree Name

Assignment Group

Sales Access Profiles

Profile

Sales Access Details
Shadow Information
Default Shadow Percent

and Default Shadow
Amount

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

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, this field is set to Global for all sales users. You cannot change
this value.

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

Select the assignment group to use for the sales user.

See Chapter 7, “Configuring Assignment Criteria,” Creating Assignment
Groups, page 86.

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 15.

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 /00 in the Default Shadow Amount field.
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See Also

Chapter 4

Managers can override the default percentage or amount at the transaction

level.

Chapter 21, “Understanding Sales Forecasts,” page 237

Defining a Sales User’s Visibility
Access the Visibility page.

Sales User

Pipeline Targets Revenue Quota Unit Quota

*Tree Mame

1 ACCOUNT

2 WORLD

Person ID 1001
Sales User Ash,alex Admin

Date 03/15/2004

bl
Custamize | Find | |_—| First 1-2 of 2 Last
*Territory Territory Detail Sales Rep Primmary
ACCOUNT Territory Detail r r
WORLD Territory Detail I |

Run Sales Access Update

Visibility page

Tree Name and Territory

Territory Detail

Sales Rep (sales

representative)

Primary

Run Sales Access Update

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

which the sales user is a territory team member. Click the button with the plus
sign to insert a row and add another tree or territory. You 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.

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.

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

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

users and their access.

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

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

Defining a Sales User’s Pipeline Targets

Access the Pipeline Targets page.
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Sales User WVisibility Revenue Quota Unit Quota
Person ID 100957
Sales User Gomez,Carol
*Segment Quota TypelRDlIup Cuota ;l
Currency | US Dollar =
Pipeline Segments
Pipeline Seqment Opportunity Count Arnount Currency
REFER. 3 us Daollar
CONTACT 24 1,800,000.00 US Dallar
QUALIFY 16 1,200,000.00 USs Dollar
DEWYELOP 14 1,050,000.00 USs Dollar
MEGOTIATE 10 750,000.00 US Dollar
RETAIM =] 450,000.00 US Daollar
Modified 110772002 12:23PM PST SAMPLE

Pipeline Targets page

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

Currency

Pipeline Segment

Opportunity Count and
Amount

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.

Quota information is used in pipeline as well as in forecasting

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

Displays the pipeline segments that correlate to your sales process.

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

in 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 /0 or a monetary amount of 50,000 (to indicate $50,000) to meet
quota for this step.
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Defining a Sales User’s Revenue Quotas

Access the Revenue Quota page.

Sales User Wisibility

Fipeline Targets . Unit Quota

Person ID 100957

Sales User Gomez,Carol

*Revenue Quota Type |Raollup Quats =]
Time Frame Group Find | Wiew All First 1ofz El Last
*Time FramelZDDZ Fiscal Tear - Quarz] *5ummary|ROIIup Surnrmary =1
Type =
*Categnrleevenue Forecast ;I Begin 01/01/2002
Date
*Currency | US Dollar =l 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
N
Quota Cuztamize | Find | & Firzt 1-4 of 4 Lazt
Period Beqin Date End Drate Quota Amount
z00z Q1 01/01/z002 03/31/2002 450,000.00 =l
2002 Q2 04/01/2002 06/30/2002 450,000.00 =l
2002 Q3 07/01/2002 09/30/2002 450,000.00 =
2002 Q4 10/01/2002 1273172002 450,000.00 =
Modified 09/18/2002 1:59PM PDT TELCODEMO RSF_QRT

Revenue Quota page

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

enterprise.

Revenue Quota Type

Time Frame

Category

Detail By

Select the type of quota to use for the sales user’s revenue 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.

Quota information is used in pipeline as well as in 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.
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Defining a Sales User’s Unit Quotas
Access the Unit Quota page.

Setting Up Sales Security and Personalization

Zales User Wisibility Pipeline Targets Revenue Quota \_
Person ID 100957
Sales User Gomez,Caral
*Unit Quota Type |Rollup Quata =]
Time Frame Group Find | Wiew All First E zof 2 Last
Time FrameIZUUS Fiscal vear - Quar‘l;l
) (=l
Begin Date 01/01/2003
End Date 12/31/2003
Period Begin Date |End Date  |[Unit of |SetlD | Product Quota
Measure D
2003 1st Half 01/01/2003 06,/30/2003 Each ComMol
e 2nd  47s01/2003 12/31/2003 Each  COMOL
N
Quota Cuztomize | Find | |——| First 1-4 of 4 Last
Period Begin Date End Date Unit of SetlD *Description Guots
Measure

2003 01 01/01/2003 03/31/2003 IEac:h -] [comol @ Q,
2003 G2 04/01/2003 06/30/2003 IEac:h -] [comor & Q,
2003 (3 07/01/2003 09/30/2003 IEac:h - | [comor @ Q,
2003 G4 10/01/2003 12/31/2003 IEac:h - | [comor @ Q,
Modified 11/07/2002 12:23PM PST SAMPLE

Unit Quota page

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

Unit Quota Type

Select the type of quota to use for the sales user’s unit quota. Values are:

Manager Quota: The manager’s own quota.

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

the manager.

Quota information is used in pipeline as well as in forecasting

Time Frame

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

Setting Up Sales Teams

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

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

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

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

The territory team is the group of sales users who are assigned to the same territory on the territory tree.
The account team is the group of sales users who are assigned responsibility for specific customer accounts.

The lead or opportunity team is assigned to a specific lead or opportunity. 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 Object 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.

Sales Team

*Sales Team ID |APFL-WESTERN *Statuslnﬂcti'v'e 'I

*Description |Appliance Sales - Wast Region

Motifications

Group Worklist Q
Name
Email Address

N
Team Members Customize | Find | e First 1-4 of 4 Last
Sales User Mame Tearmn Raole Sales User Type Status Default Shadow |Default Shadow
Percent armount

Murphy, Terry &} |Team Leader ;I Field Sales Rep Active 100.00 El
Ermman,Henry o} |Sa|es Rep ;I Field Sales Rep Active 100.00 El
Lee,Burt &} |Manager ;I Sales Manager Active El
Reilly,Zack a1 |Teu:hniu:a| ;I Field Sales Rep Active 10.00 E|
Modified 09/25/2002 3:46PM PDT SAMPLE

Sales Team page

On the Sales Team page, you can select existing sales teams and sales team members to assign sales users
to 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 Sales  Enter the name of the sales user to assign to the sales team. When you do so,
User Type the system displays the type of sales user from the individual’s Sales User page.

See Chapter 4, “Setting Up Sales Security and Personalization,” Creating a
Sales User, page 19.

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 19.

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

See Chapter 4, “Setting Up Sales Security and Personalization,” Creating a
Sales User, page 19.

Setting Up Functional Options

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. You associate a functional option group with a membership list that contains a list of
PeopleTools roles. 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.

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

See PeopleSoft Enterprise CRM 9 Application Fundamentals PeopleBook, “Setting Up Security and User
Preferences,” Defining Application Security.

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

See PeopleSoft Enterprise CRM 9 Automation and Configuration Tools PeopleBook, “Configuring Display
Templates,” Configuring Display Templates for Components.

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

Default and Revoked Settings

CORE_RSF _ADVANCED

Default setting: When the user enters a lead 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 a lead 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.

You 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 Leads and Opportunities, page
69.

CORE_RSF_AUTO_ASSIGN_OFF

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

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

CORE_RSF_DEFAULT OWNER

Default setting: When a user creates a new lead or opportunity,
the system adds the 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 ROLLUP

Default setting: The default value for the Forecast View field on
the Forecast page in the Search Forecasts component is Manager
Review. This is the 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
249.

CORE_RSF_FCAST SIMPLE

Default setting: The user has access to all views on the Forecast
page in the Search 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.
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Functional Option Default and Revoked Settings

CORE _RSF SEARCH PRODUCT GROUP Default setting: The system displays the product group search
option in the Lead and Opportunity components.

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

CORE_RSF SHOW _SITE Default setting: The system 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.

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 lead reject and turnback reasons.
» Set up sales contacts.

» Set up sales partners.

» Set up sales competitors.

» Set up buying criteria.

* Set up lead sources.

 Set up 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.

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

* Define a process.

* Clone a process.

Understanding the Sales Process

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.
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The KES process includes several stages. Each stage is associated with an opportunity pipeline segment, and
every stage includes one or more tasks. You can use 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. You can relate
all the various stages to common pipeline segments to ensure that you analyze pipeline information correctly.

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

needs.

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

Stage Weight Purpose Task
Discover | 10 Identify and review Complete these tasks during the Discover stage:
knowledge about the ) ) )
customer, industry, and 1. Review lead information.
competitors before making 2. Review opportunity information.
the initial sales call in the ) ) )
Qualify stage. 3. Review customer information.

4. Review customer contacts.

5. Review industry briefing.

6. Review customer briefing.

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

8. Review competitor briefing.

Qualify 20 + Align the customer’s Complete these tasks during the Qualify stage:

buying process with the
sales process based on
information obtained

during the initial sales call.

* Identify the customer’s
needs.

* Identify the decision
makers, influences, and
competitive landscape.

1. Plan initial sales call.

Conduct initial sales call.

Update opportunity information.
Update customer information.
Assemble customer’s buying team.
Assemble sales team.

Follow up on initial sales call.

Update competitor information.

e o

Document customer’s needs.

—_
=]

. 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.
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Stage Weight Purpose Task
Develop 20 Define a set of products Complete these tasks during the Develop Solution stage:
Solution or services to meet the .
customer’s needs and 1. Define solution.
preferences, and obtain a 2. Configure and quote solution.
quote for these products or
services. 3. Review solution with sales team.
4. Review solution with customer.
5. Finalize solution based on feedback from sales team
and customer.
Develop 20 Create a comprehensive Complete these tasks during the Develop Proposal stage:
Proposal written proposal that o )
identifies how the proposed 1. Update opportunity information.
solution addresses the

Generate proposal based on the quoted solution.
customer’s needs. The

proposal includes the quote

2

3. Redefine proposal, if necessary.
itself, product descriptions, 4.

5

. Review proposal with sales team.
support policies, and
legal information such as Refine and finalize proposal based on feedback from

warranties. sales team.

6. Submit written proposal to customer and update the

status.
Negotiate | 20 Discuss the written proposal Complete these tasks during the Negotiate and Close stage:
and with the customer and ) o o )
Close negotiate terms and 1. Review negotiation strategies in preparation for
conditions to win the meeting 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 the Complete these tasks during the Retain stage:
customer relationship after . .
closing the opportunity. 1. Update solution based on opportunity outcome.

2. Update customer information, including new
contacts for implementation and ongoing customer
relationship.

3. Prepare relationship plan.

4. Conduct relationship meeting to discuss relationship
plan.
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Page Name Object Name

Navigation

Usage

Sales Process RSF SALES MODEL

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

Review the KES stages and
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

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

Click Clone 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.

Sales Process

Enter the Sales Stages and Tasks associated with the Sales Process, Choose the method to

calculate the Stage % Close for Opportunities.

Model PSFT (KES)

SetID IPROD

Mame Knowledge Enabled Sales *Statusl-ﬂc‘ti\’e =]
“Close % | Stage Weight % ;l Hide Tazks Clone
Method
7 Sales Stages Find | Wiew All First 1ofe El Last
Stage # 1 *Sales Stage |[DISCOVER
Mame |Discover *Status | Active =]
Pipelinel ;l Weight % 15
Segment
k-
~ Tasks Cuztomize | Find | |——| First 1-6 of & Last

N

Cescription

m *Sales Task
1 CUSTOMER INFORMATION
2 CUSTOMER COMNTACTS
3 INDUSTRY BRIEFING
4 CUSTOMER BRIEFING
5 CUSTOMER RESEARCH
& COMPETITOR INFORMATIO

Rewview Customer Information
Rewview Customer Contacts
Review Industry Briefings
Review Custormer Briefing
Perform Customer Research

Review Competitor Information

]
5
=
[1]
4
HEHEHKEEGEE

Sales Process page

Model and Name Displays PSFT (KES) and Knowledge Enabled Sales as the default values if

you use the KES process. If you use a different sales process, the process and
name appear. You can edit the name on this page.
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Close % Method (close
percentage method)

Hide Tasks and Show Tasks

Clone

Stage # (stage number) and
Sales Stage

Pipeline Segment

Weight % (weight
percentage)

Tasks

Task # (task number) and
Sales Task
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Select a method for evaluating the progress of opportunities; 100% equals
closed or completed. Values 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 a weight of 50% to the first stage and 25% each to the second and
third stages. When you complete the first two stages, the system calculates
that you have completed 75% of the sales model.

* Stage Level: 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% of the sales model.

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

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

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. You can clone the stages and tasks
of the process.

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

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

Identify the pipeline segment to associate with the stage.

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

See Chapter 4, “Setting Up Sales Security and Personalization,” Defining a
Sales User’s Pipeline Targets, page 22.

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

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

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

35



Setting Up Sales Leads and Opportunities Chapter 5

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

Cloning a Process

Access the Clone Sales Process page.

Clone Sales Process

*SetlD APPO1T O

*Sales Model Name [PSFT (KES)
Select kems to Copy

V' Clone Stages

V' Clone Tasks

Clone Sales Process page

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

Setting Up Component Field Default Values

36

When a sales user creates a lead or opportunity, the lead or opportunity description is a required 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 populates 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 Object Name Navigation Usage
Component Field Default RB COMP_FLD DFLT Set Up CRM, Common Set up default values for
Definitions, Component required fields.
Configuration, Component
Field Default

Setting Up Default Values for Component Fields

Access the Component Field Default page.
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Component Field Default

Component Name RSF_LEAD_ENTRY Max Length
Field Mame DESCRSO c Nene
¥ Same as Field Length
Market Global ¥ Return Blank When All Fields Are Blank Field Length 50
Description :I " As Specified
;I Max Length
N
Custormize | Find | i First 1afl Last
Type Static Occurs  |Rowset Record Field Marme Test Walue
Text level

Field Walue 0 RSF_LE_SRCH_WW RSF_LEAD WRKOL BO_MAME

Modify System Data

This ohject is maintained by PeopleSoft.

Test

Component Field Default page

Select RSF_ LEAD ENTRY and DESCRS50 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 Select this check box to have the system leave the field blank when all the
Fields Are Blank fields in the criteria grid are blank for the transaction.

Max Length (maximum

Select a value for the maximum character length of the default value. Values

length) are None, Same as Field Length, and As Specified. If you select As Specified,
enter a value in the Max Length field.

Type Values are Field Value, Blank Space, and Static Text. 1f you select Field Value,
you must enter the rowset, record, and field name.

Occurs level Enter the level at which the field is located.

Rowset Enter the name of the rowset that contains the field.

Record Select the record that contains the field name that you use to populate the
Description field.

Field Name Select the field name that you use to populate the Description field.

Test Value If you select Field Value for the type, enter a typical value in this field 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.

Test Click this button to display the projected lead or opportunity default value,

which appears to the right of the button. If you have multiple rows, the system

concatenates the values from the rows.
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Setting Up Lead Ratings

38

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

* Define lead ratings and set workflow triggers.
* Set up lead rating rules.

* Build conditions for rating rules.

* Choose conditions to evaluate.

* Map survey values to 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.

Understanding Ratings and Rating Rules

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

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. You 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 setID and are built using the
Active Analytics Framework (AAF) in the context of lead management.

See Also

PeopleSoft Enterprise CRM 9 Automation and Configuration Tools PeopleBook, “Working with Active
Analytics Framework,” Understanding AAF
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Ratings

Page Name Object Name Navigation Usage
Lead Rating RSF LEAD RATING Set Up CRM, Product Define ratings, also called
Related, Sales, Lead and temperatures, that identify
Opportunity, Lead Ratings, | the potential of a lead for
Lead Rating 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 Set up the conditions for
Related, Sales, Lead and assigning a rating to a
Opportunity, Lead Ratings, lead. Lead rating rules are
Rating Rules associated to a setID.
Edit Rules RSF_CND_BLD PG Click the Add Rule button or | Build rating rules.
the ¥— button on the Rating
Rules page.
Edit Condition RSF_SALE_TERM_PG Click the Select Term link on | Choose a condition to
the Edit Rules page. evaluate in the rating rule.
Rate Set Value to 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 Value

Defining Lead Ratings and Setting Workflow Triggers

Access the Lead Rating page.

N h  Rating Rules

Lead Rating

SetID [PROD Descr Appliances

Zlead *Description | *Status Last Modified
Bating

b1 Cold [active =] E?iiﬁ'ﬁ””"’
oz W arrn m g?ﬁgﬁnnz
03 Hot [active =] gﬁigiﬂznnz

L]
Customize | Find | i
Max Tirme |Unit of Tirme

Last Maintained |Zend

First 1-3 of 3 Last

By Motification?
SAMPLE r
SAMPLE Il
SAMPLE Il

This object was added and is maintained by the custorner,

[Daytsy =] (=]
IDay(s}l vI E|
IDay(s) "’I E|

Lead Rating page

Send Notification?

Select to send an email notification to the worklist explaining that the lead

or opportunity with the specified rating has not been accepted or rejected
within the allowable time.
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Max Time (maximum time)  Specify the maximum delay period—expressed in days, hours, or minutes—by
and Unit of Time which a lead with that rating must either be accepted or rejected. If the lead
is not accepted or rejected within that time, then the defined workflow is

triggered.

Setting Up Lead Rating Rules

Access the Rating Rules page.

Lead Ratings \_
Lead Rating
SetID IFROD Description Appliances
N
Customize | Find | g First 1ofl Last

Seguence |*Rule Mame Display Condition Rating

1 [cald =& h[E
Add Rules

Modify System Data

Rating Rules page

A lead rating rule is a condition and a rating that the lead received if the condition is met. Lead rating rules are
associated to a setlD.

Rule Name Enter a free-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

Access the Edit Rules page.

Lead Rating Rules

Edit Rules

Rule Mame

Switch to Advanced Mode

Conditions First 1ofi Last
Term Operator Yalue
Lead Source ;I E|
Done Cancel

Edit Rules page
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This page enables you to build the condition for a rule. On initial entry to the page, or when you add a term to
the condition, the Select Term link appears. After you add a term to the condition, you select an operator from
the available values and enter a value to build the condition.

Choosing Conditions to Evaluate
Access the Edit Condition page.

Edit Condition

[ conditions

Switch to Search Mode

Select Subject Ar.ea Find | Wiew Al
360 Degree View Select Term
Aagreement .
call Center Lead Description
Change Management Referred by Mame
Client Manager Lead Source
Correspondence Termplate Terms Lead T
Custormer History R —
Customer Scorecard KPIs Rejected Date
FieldService
[= Financial Accounts
Individuals
Installed Product
=
P—= .

Edit Condition page

This page enables you to select a term that is evaluated as part of a rule. Only conditions that are applicable in
the context of lead management appear on this page.

Mapping Survey Values to Lead Ratings

Access the Rate Set Value to Lead Rating page.

Rate Set Yalue to Lead Rating

Rate ID 300009 Refrigerator - Sales Leads

Ratings Cuztomize | Find | Wiew All | it First 1-6 of & Last
*Sequence number |*SetID |*Lead Rating |*Ratinq Category |Last Modified Last Maint Byl | |
| Hot =l [crmor QL [warm =l |qualified =| 11/04/2002 2:31PM SAMPLE [=]
| Hot =l [sHarRE 2 warm =l |qualified =| 11/04/2002 2:31PM SAMPLE [=]
Jwrarm = [crmor Q) Jwarm = |qualified =| 11/04/2002 2:31PM SAMPLE =]
| warm = [sHarE @ |warm = |qualified =| 11/04/2002 2:31PM SAMPLE =]
| Cold =l [crRmor @ |cold =l |unqualified =| 11/04/2002 2:31PM SAMPLE =]
| cold =l |sHarRE 2 |cCold =l [ungualified =| 11/04/2002 2:31PM SAMPLE [=]

Rate Set Value to Lead Rating page

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

PeopleSoft Enterprise CRM 9 Marketing Applications PeopleBook, “Using PeopleSoft Telemarketing”

Setting Up Assignment Weights

This section discusses how to define assignment weights.

To set up assignment weights, use the Assignment Weights (RSF_ASSIGN W _TBL) component.

Page Used to Set Up Assignment Weights

Page Name Object 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 criteria that the
Weights system uses to determine
the assignment of a lead or
opportunity to a territory.

Defining Assignment Weights

Access the Assignment Weights page.
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Assignment Weights

Assignment Group
SetID [PROD Market Global
Assignment Owner Zales Assignment Group SalLES

Description Assignrnent for Leads and Opps

k)
Define Weights Cuztomize | Find | |_—| First 1-10ef 10 Last
Weight Description
0|0 - Ignaore

1|1 - Least Important
2|2
303
4 |4

5|5 - Important

[+ B B 3B
[0 [0 00 0] (o [0 0] 0] @] [

L= = ]
o

9 - Most Important

= Audit Details

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

Assignment Weights page

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

* () is ignore.
* 5 is important.
* 9 is most important.

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

See Also

Chapter 7, “Configuring Assignment Criteria,” Defining Criteria and Their Weights, page 90

Setting Up Lead Reject and Turnback Reasons

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

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

Copyright © 2001 - 2006, Oracle. All rights reserved. 43



Setting Up Sales Leads and Opportunities

Chapter 5

Page Used to Set Up Lead Reject and Turnback Reasons

Page Name Object Name Navigation Usage
Lead Reject/Turnback RSF LE RJCT RSN Set Up CRM, Product Define reasons, keyed
Reason Related, Sales, Lead and by setID, for sales

Opportunity, Lead Reject
Reasons

representatives to use
when rejecting or turning
back a lead.

Setting Up Lead Reject and Turnback Reasons

Access the Lead Reject/Turnback Reason page.

Lead Reject/Turnback Reason

SetID IPROD

Appliances

Rejection Code

*Description

DONOTCNTCT
MNOCONTACT
MNOINTEREST

Do not contact the Lead
Lead is not contactable

Mot interested in buying

"
Cuztomize | Find | |_—| First

*Status Last Modified

I.D.c:ti\-'e vI 08/12/2002 5:59PM
I.D.c:ti\-'e vI 08/12/2002 S5:59PM
I.D.c:ti\-'e vI 08/12/2002 5:59PM

This object was added and is maintained by the customer.

1-2of 2 Last
Last Maintained By

SAMPLE =
SAMPLE =
SAMPLE =

Lead Reject/Turnback Reason page

Enter codes and descriptions for rejecting a lead.

To reject or turn back a lead, a sales user must identify a reject 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.

See Also

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

page 162

Setting Up Sales Contacts

This section discusses how to:

44

» Set up contact support levels.

* Set up contact impact levels.

» Set up contact titles.

» Set up contact departments.

» Set up contact roles.

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

Pages Used to Set Up Sales Contacts

Page Name Object Name Navigation Usage

Contact Support RSF_CONT_SUPPORT Set Up CRM, Product Set up support levels for
Related, Sales, Lead and describing contacts.
Opportunity, Sales Contacts,
Contact Support

Contact Impact RSF_CONT_IMPACT Set Up CRM, Product Set up impact levels for
Related, Sales, Lead and describing contacts.
Opportunity, Sales Contacts,
Impact

Contact Title RSF_CONT _TITLE Set Up CRM, Product Set up titles for describing
Related, Sales, Lead and contacts.
Opportunity, Sales Contacts,
Title

Contact Department RSF_CONT_ DEPART Set Up CRM, Product Set up departments for
Related, Sales, Lead and describing contacts.
Opportunity, Sales Contacts,
Department

Contact Roles RSF ROLE CD TBL Set Up CRM, Product Set up roles for describing
Related, Sales, Lead and contacts.
Opportunity, Contact Roles,
Contact Roles

Setting Up Contact Support Levels

Access the Contact Support page.

Impact Title Departrnent

Contact Support

SetID IFROD

Customize | Find | Wiew &ll | ‘Ij First 1-3 of 3 Last

Support ID Status Description Last Modified Last Maintained By
1 [NEGATIVE [active =] |Megative 08/14/2002 3:27FM  SAMPLE =]
2 [NEUTRAL [active =] [Meutral 08/14/2002 3:27PM  SAMPLE =
3 [POSITIVE [active =] [Positive 08/14/2002 3:27PM  SAMPLE =

Contact Support page

Create support levels (for example, Negative, Neutral, and Positive) 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.
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See Also

Chapter 11, “Creating Sales Leads and Opportunities,” Selecting Customer Contacts for a Lead or Opportunity,
page 138

Setting Up Contact Impact Levels

Access the Contact Impact page.

Support Title Departrnent

Contact Impact

SetID [PROD

Customize | Find | Yiew All | D First 1-2of 3 Last

Impact ID *Status Description Datetime Added Last Maintained By
1 [HIGH [active =] |High 08/14/2002 3:39PM SAMPLE =
2 [Low [active =] |Low 08/14/2002 3:39PM SAMPLE =
3 [MED [active =] [Medium 08/14/2002 3:39PM SAMPLE =

Contact Impact page

Create impact levels (for example, High, Low, and Medium) that 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 Leads and Opportunities,” Selecting Customer Contacts for a Lead or Opportunity,
page 138

Setting Up Contact Titles

Access the Contact Title page.

Support Impact . Departrment

Contact Title

SetID IFROD

Customize | Find | Yiew &ll | D First 1-2af3 Last

Title I Status Descriphion Last Modified Last Maintained By
1 [aDMIN [active =] |administratar 08/14/2002 3:39PM  SAMPLE =
2 [DIRECTOR [active =] [Directar 08/14/2002 3:39PM  SAMPLE =
3 [wp [active =] |vice President 08/14/2002 3:39PM  SAMPLE =

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

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
a title and Vice President of Purchasing as a role.

See Also

Chapter 11, “Creating Sales Leads and Opportunities,” Selecting Customer Contacts for a Lead or Opportunity,
page 138

Setting Up Contact Departments

Access the Contact Department page.

Support Impact Title \

Contact Department

SetID [PROD

N
Customize | Find | Wiew All | i First 1-4 of 4 Last
Departrnent 1D Status Description Datetirne Added Last Maintained
By
1 |[ExEC I.f\.ctive | [Executive 08/1442002 3:39PM SAMPLE =]
z 1T I.ﬂ.ctive - | [Information Technologies 08/1442002 3:39PM SAMFLE =]
3 [MKTG I.ﬂ.ctive +| [Marketing 08/1442002 3:39PM SAMFLE =]
4 [saLES I.ﬂ.ctive | [sales 08/14/2002 3:39PM SAMPLE =]

Contact Department page

Create departments (for example, Executive, IT, 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 Leads and Opportunities,” Selecting Customer Contacts for a Lead or Opportunity,
page 138

Setting Up Contact Roles

Access the Contact Roles page.
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Contact Roles

Role Code BUYTR
*Gtatus | Active =1

*Description [Purchasing Buyer

Long Description ;I

Modified 05/21/2001 5:59FM PDT SaMPLE

Contact Roles page

Define roles (for example, Purchasing Manager, Purchasing Broker, and Vice President of Purchasing) that
enable sales users to 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 Leads and Opportunities,” Selecting Customer Contacts for a Lead or Opportunity,
page 138

Setting Up Sales Partners

48

This section discusses how to:

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

» Set up partner status values.

» Set up partner types.

» Set up partner ratings.

To set up sales partners, use the Sales Partner (RSF_PARTNER) component.

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

set up sales partners in that application.

See PeopleSoft Enterprise Partner Relationship Management 9 PeopleBook
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Pages Used to Set Up Sales Partners

Page Name

Object Name

Navigation

Usage

Role Type

BO ROLE_TYPE

Set Up CRM, Common
Definitions, Customer,
Role Type

Set up the role type of
Partner to describe the
relationship of sales
partners.

Configure Relationship
Views

BO REL VWCFG

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

Configure the partner
relationship.

Company RD COMPANY DETAILS Customers CRM, Add Create companies as sales
Company partners.
Customers CRM, Search
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
Opportunity, Sales Partner,
Partner Rating

partners on the sales team.

Setting Up Business Partners and Contacts

Access the Company page.

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

See PeopleSoft Enterprise CRM 9 Business Object Management PeopleBook, “Defining Company Business
Objects,” Maintaining General Company Information.

Setting Up Part

ner Roles

Access the Partner Role page.
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] Bartner Status Bartner Type Partner Rating
Partner Role
SetID IPROD
]
Customize | Find | i First 1-2 of 2 Lazt
Partner Role I | *Status Description Last Modified Last Maintained By
1 [coacH I.C\n:tive -] [coach 09/25/2002 10:0%4M SAMPLE =]
2 |[DECISION I.C\ctive -| [Decision Maker 09/25/2002 10:114M SAMPLE [=]
3 [EVALUATOR I.C\ctive -| [Evalustor 09/25/2002 10:114M SAMPLE [=]
4 |INFLUE I.ﬁ.ctive -] [Influencer 09/25/2002 10:114M SAMPLE [=]
5 [LEADER I.ﬁ.ctive -I Project Leader 09/25/2002 10:114M SAMPLE [=]
& |RECOMMENDER I.ﬁ.ctive +] [Recommender 09/25/2002 10:11AM SAMPLE =]
7 [TECHNICAL I.ﬁ.ctive - | [Technical Buyer 09/25/2002 10:11AM SAMPLE =]
5 |USER |.¢\u:tive | [User Buyer 09/25/2002 10:114M SAMPLE =]

Partner Role page

Enter a partner role ID, status, and description (for example, Coach, Decision Maker, or Evaluator) 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.

Partner Role

Partner Status

SetID IPROD

Partner Status ID | *Status

1 |CURRENT

Z |FORMER

3 |[ouTBUS

Partner Type

Partner Rating

Description

I.D.ctive -I Current
I.D.cti'-fe "I Farmer
I.D.ctive -I Qut of Business

u
Customize | Find | Wiew all | i

Last Modified

09/25/2002
10:11AM

09/25/2002
10:114M

09/25/2002
10:11AM

1-2 of
Last Maintained By
SAMPLE

First

SAMPLE

SAMPLE

2 Last

[+ [=]
[+] [=]
[+ [=]

Partner Status page

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

you need.

Setting Up Partner Types

Access the Partner Type page.
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Partner Role Partner Status Partner Rating

Partner Type

SetID IFROD

Custamize | Find | Wiew All | D First 1-5 of 5 Last

Partner Type ID | *Status Description Last Modified Last Maintained By
1 [ALLIANCE [active =] [alliance Partners 09/25/2002 10:134M  SAMPLE =
2 [CHANMEL [active =] [channel Partners 09/25/2002 10:138M  SAMPLE =
3 [DIsTRIBUTOR | [Active =] |Distributar 09/25/2002 10:1348M  SAMPLE =
4 [svsINT [active =] [System Integratar 09/25/2002 10:134M  SAMPLE =
=]

5 (VAR I.ﬂ.cti\-'e vI War 09/25/2002 10:13AM SAMPLE

Partner Type page

Enter a partner type 1D, status, and description (for example, Alliance Partners, Channel Partners, or
Distributor) to identify the types of partners with which the organization interacts. Add rows to create as
many partner types as you need.

Setting Up Partner Ratings

Access the Partner Rating page.

Partner Rale Partner Status Partner Type \

Partner Rating

SetID IPROD

N
Custamize | Find | Yiew &ll | ] First 1-4 of 4 Lazt
Partner Rating ID | *Status Description Last Modified Last Maintained By
1 [ExCEL [active -] [Excellent 08/25/2002 SAMPLE =
10:134M

- - 0e/25/2002

2 [Falr I.D.ctwe | [Fair 10 1anM SAMPLE =]
- 09/25/2002

3 [GooD IP.c:twe | [Good 1o 1ae SAMPLE =]
- 09/25/2002

4 [PooR IP.c:twe 'I Poor i SAMPLE [=]

Partner Rating page

Enter a partner rating, status, and description (for example, Excellent, Fair, Good, or Poor) to rate partners’
working relationships or history of success with the organization. Add rows to create as many partner ratings
as you need.

Setting Up Sales Competitors

This section discusses how to:

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

Pages Used to Set Up Sales Competitors

Page Name Object Name Navigation Usage
Role Type BO ROLE TYPE Set Up CRM, Common Set up the role type
Definitions, Customer, Competitor, which you can
Role Type apply to various sales
competitors.
Configure Relationship BO_REL VWCFG Set Up CRM, Common Configure the competitor
Views Definitions, Customer, relationship.
Configure Relationship
Views
Company RD COMPANY MAIN 2 Customers CRM, Company | Create companies as sales
competitors.

Setting Up the Competitor Relationship
Access the Role Type page.

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

See PeopleSoft Enterprise CRM 9 Business Object Management PeopleBook, “Defining Control Values for
Business Objects,” Defining Role Types and Role Categories.

See PeopleSoft Enterprise CRM 9 Business Object Management PeopleBook, “Defining Control Values for
Business Objects,” Defining Relationship Types and Relationship Categories.

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

See PeopleSoft Enterprise CRM 9 Business Object Management PeopleBook, “Defining Company Business
Objects,” Maintaining General Company Information.

Setting Up Buying Criteria

52

This section discusses how to:

» Set up buying criteria types.

» Set up buying criteria impact levels.
 Set up buying criteria priority levels.
» Set up buying criteria status values.

To set up buying criteria, use the Sales Buying Criteria (RSF_NEEDS) component.
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Note. The system does not display buying criteria fields on the Lead - Propose and Opportunity - Propose
pages unless you use display templates to specify that you want to display the buying criteria fields.

See Chapter 5. “Setting Up Sales Leads and Opportunities,” Setting Up Display Templates for Leads and

Opportunities, page 69.

Pages Used to Set Up Buying Criteria

Related, Lead and
Opportunity, Sales, Sales
Buying Criteria, Buying
Criteria Impact

Page Name Object Name Navigation Usage
Buying Criteria Type RSF_NEED TYPE Set Up CRM, Product Define types to describe
Related, Sales, Lead and customer buying criteria.
Opportunity, Sales Buying
Criteria, Buying Criteria
Type
Buying Criteria Impact RSF_NEED_IMPACT Set Up CRM, Product Define impact levels to

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 levels to
describe customer buying
criteria.

Buying Criteria Status

RSF_NEED STATUS

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

Define statuses to describe
customer buying criteria.

Setting Up Buying Criteria Types

Access the Buying Criteria Type page.
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Impact Priority Status

Buying Criteria Type

SetID IFROD

Buying Criteria Type Customize | Find | Wiew All | i First 1-1z2of12 Last
MNeed ID Status Cescription Last Modified Last Maintained
By

AFFFUNCT [Tnactive =] [application Functionality 02/23/2004 3:52FM SAMPLE =
ARCHITECTURE  |[Inactive =] |Architecture 02/23/2004 3:52FM SAMPLE =]
CONTRACT [tractive =] [Contract 02/23/2004 3:52PM  SAMPLE =
CosT [active =] [cost 02/23/2004 3:52PM SAMPLE =
CUSTOMIZATION  [Inactive =| |Custarization 02/23/2004 3:52PM SAMPLE =
DATABASE [tnactive =] [Database 02/23/2004 3:52PM SAMPLE =
EFFICIENCT [active =] [Eneray Efficiency 02/23/2004 3:52PM SAMPLE =
FUNCTIONALITY  [Active =] |[Functionality 02/23/2004 3:52PM SAMPLE =
HARDWARE [Tnactive =] Hardware 02/23/2004 3:52FM SAMPLE =
MAINTEMANCE [active =] Maintenace 02/23/2004 3:52PM SAMPLE =
STORAGE [active =] |Storage Capacity 02/23/2004 3:52PM SAMPLE =
TEMPERATURE [active =] Temperature Accuracy 02/23/2004 3:52PM SAMPLE =

Buying Criteria Type page

Enter a buying criteria ID, status, and description (for example, Application Functionality, Contract Terms, and
Customization) 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 171

Setting Up Buying Criteria Impact Levels

Access the Buying Criteria Impact page.

Tvpe Priority Status

Buying Criteria Impact

SetID IPROD

N
Buying Criteria Impact Customize | Find | Wiew all | EH First 1-3of3 Last
Impact ID Status Description Last Modified Last Maintained By
MEGATIVE I.f\c:ti\-'e 'l Megative 08/14/2002 3:36PM SAMPLE

MEUTRAL I.ﬁ.cti\-'e vI Meutral 08/14,/2002 3:36PM SAMPLE
POSITIVE I.ﬂcti\-'e vI Positive 08/14/2002 3:36FPM SAMPLE

[+ [
[ [ [

Buying Criteria Impact page

54 Copyright © 2001 - 2006, Oracle. All rights reserved.



Chapter 5 Setting Up Sales Leads and Opportunities

Enter an impact ID, status, and description (for example, Negative, Neutral, and Positive) to identify the impact
of buying criteria on customer decisions to purchase. Add rows to create as many impact levels as you need.

See Also

Chapter 14, “Qualifying a Lead or Opportunity.,” page 171

Setting Up Buying Criteria Priority Levels

Access the Buying Criteria Priority page.

Type Impact . Status

Buying Criteria Priority

SetID IPROD

-
Buying Criteria Priority Custamize | Find | Wiew &l | e First 1-4 of 4 Last
Priority ID Status Description Last Maodified Last Maintained By

HIGH I.ﬁ.ctive vl High 08/14/2002 3:36PM SAMPLE
Loy I.ﬁ.ctive 'I Low 08/14/2002 3:36PM SAMPLE
MED I.ﬁ.ctive 'I Mediurm 08/14/2002 3:36PM SAMPLE

MORMAL I.C\C‘ti\-'e 'I MNormal 08/14/2002 3:36PM SAMPLE

[+ B &
[0 00 @ M

Buying Criteria Priority page

Enter a priority ID, status, and description (for example, High, Low, Medium, and Normal) 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 171

Setting Up Buying Criteria Status Values

Access the Buying Criteria Status page.

Type Impact Priarity \

Buying Criteria Status

SetID IPROD

Buying Criteria Status Cuztorize | Find | Yiew all | D Firzt 1-2of2 Last
Status ID Status Description Last Modified Last Maintained By

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

Buying Criteria Status page
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Enter a status ID, status (Active or Inactive), and description to identify the status of 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 171

Setting Up Lead Sources

56

This section discusses how to set up a lead source.

To set up a lead source, use the Lead Sources (RSF_ LEAD SOURCE) component.

Page Used to Set Up Lead Sources

Page Name Object Name Navigation Usage
Lead Source RSF_LEAD SOURCE Set Up CRM, Product Identify common sources
Related, Sales, Lead and for leads.

Opportunity, Lead Sources,
Lead Source

Setting Up a Lead Source

Access the Lead Source page.

Lead Source

Lead Source ADVYERTISEMEMT

Description |Advertisernent

*Statuslnﬁ-ﬂtiVE *I

This object was added and is raintained by the customer.

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

Lead Source page

Enter a description and status to identify each source that typically produces leads. PeopleSoft Enterprise
Sales delivers several predefined lead sources, including Agreement, Case, Marketing, Online Marketing,
Partner, Sales, and Telemarketing. You can modify or delete these, and you can create as many additional
lead sources as you need.

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

This section discusses how to set up fallout reasons.

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

Page Used to Set Up Fallout Reasons

Page Name Object Name

Navigation

Usage

Fallout Reason RSF_FALLOUT RSN

Set Up CRM, Product
Related, Sales, Lead and

Fallout Reason

Opportunity, Fallout Reason,

Define reasons to describe
why an opportunity is lost.

Setting Up Fallout Reasons

Access the Fallout Reason page.

Fallout Reason

Fallout Reason CCP

*Description |Customer Cancels Purchase

*Status

Active =]

Long Description

Modified 05/21/2001 6:09FM PDT

SaMPLE

Fallout Reason page

Enter a status, description, and long description (for example, Customer Cancels Purchase, Lost Deal on
Price, and Couldn t Meet Delivery Date) to identify the reasons why an opportunity might be lost. Create as

many fallout reasons as you need.

Setting Up Pipeline Segments

This section discusses how to define pipeline segments.

To set up pipeline segments, use the Pipeline Segments (RSF_ SEGMENT) component.
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Chapter 5

Page Name

Object Name

Navigation

Usage

Pipeline Segments

RSF SEGMENT

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

Define pipeline segments
that correlate to stages of
the sales process.

Segment, Pipeline Segments

Defining Pipeline Segments

Access the Pipeline Segments page.

Pipeline Segments

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

1 CONTACT Contact |p.ctive -]
2 QUALIFY Gualify |p.ctive -]
3 DEVELOP Develop |p.ctive -] [=]
4 MEGOTIATE Megotiate |p.ctive -]
S RETAIN Retain |p.ctive -]

Pipeline Segments page

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

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

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

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

See Chapter 19. “Viewing the Opportunity Pipeline.” page 215.

Note. You can use other sales process definitions—for example, the Miller Heiman process—to define
pipeline segments.

Setting Up Templates for Importing Leads

58

This section provides an overview of lead-import templates and discusses how to:
* Create a lead-import template.
» Rearrange fields on a template.
* View the import template map.

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

When you import leads into PeopleSoft Enterprise Sales, the system copies data from a spreadsheet to the
Leads table and the Customer Data Model tables. Before you can import leads, you must set up a lead-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. You can create additional templates, if needed. When
setting up a lead-import template, you use the Sales Lead Import Templates component to:

* Specify the fields to include during the import.

» Map the spreadsheet columns to fields in the Lead table.

* Set up duplicate checking for leads.

* Set up lookup criteria for Customer Data Model fields.

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

Pages Used to Set Up Templates for Importing Leads

Page Name

Object Name

Navigation

Usage

Import Template

RB_IMP_TEMPLATE

Set Up CRM, Product
Related, Sales, Lead and
Opportunity, Sales Lead
Import Templates, Import
Template

Create templates for
importing sales lead data
from comma-delimited
spreadsheets.

Maps

RB_IMP_TMPL_MAP

Set Up CRM, Product

Related, Sales, Lead and
Opportunity, Sales Lead
Import Templates, Maps

View the import template
map.

Import Resequencing Page

RB_IMP SEQ SEC

Click the Resequence
Fields link on the Import
Template page.

Override sequence numbers
to rearrange fields on a
template.

Creating a Lead Import Template
Access the Import Template page.
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60

i i Maps
Sales Lead Import Templates

Import Template Name [EAD_IMPORT

Component Interface Name RSF_LEAD_IMPORT

Description [Standard Lead Import Template ;I@

Select Duplicate Match Method

[ Template [ Allow Override
' Customer Data Hub

Select Fields
Shown below are all the fields in the Component Interface, Check the fields you want to 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}

Include| Dedup | Match Recname Match Field Match | Match | Force |Field Name Drescription Custom Label
Leads Company | Person| Match
¥ oo =l = © [ RC_SUMMARY  Summary
ZB JE3 i H o [T [ DESCRLONG  Notes
Resequence Fields
Generate Template Resequence Fields

Import Template page

Each level of the Leads component interface is included as a collapsible section of the page. Each section
lists all of the fields 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.

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

See PeopleSoft Enterprise CRM 9 Application Fundamentals PeopleBook, “Setting Up General Options,”
Setting Up Address Formats and Values.

Page Actions

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

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

The system generates a Microsoft Excel spreadsheet template (only the column
headers are provided) and opens it in a separate window. You can use this as a
starting point to enter actual data into the spreadsheet.

Generating the template automatically saves the entire page. At any time after
the page is saved, you can select the Maps tab to view a list of the column
headings and see how the fields correlate to them.
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Warning! 1f you manually change a column heading in the Microsoft Excel
spreadsheet, the mapping for that field is lost and the system cannot determine
how to map that column to a database field.

Expand a component interface level.

Include

Dedup Leads (deduplicate
leads)

Match Recname (match
record name)

Match Field

Match Company

Match Person

Force Match

Field Name and Description

Custom Label

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 all 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 the field is stored.

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

Select this check box for all fields that the system uses to compare existing
company data in 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 all 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 data in the
Customer Data Model table. For example, an email address is typically unique
and could be used to force a match of a contact.

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

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

Rearranging Fields on a Template

Access the Import Resequencing page - Resequence Import Template page.
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Import Resequencing page
Resquence Import Template

Import Template Name LEAD_IMPORT

[* Primary (Level 0) Fields
[* RSF_LE_CONTACTS (Scroll Level 1)
[* RSF_LE_PRODUCTS {Scroll Level 1)

~ RSF_LE_WNOTE (Scroll Level 1)

Scroll Numhber 400

Seguence |Mame Field Long Marme Customn Label
401 RC_SUMMARY summary
402 DESCRLONG Motes

Showe Mevw Sequence

Ok Cancel

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 the fields in the new order.
OK Click to accept the new sequence and return to the template page.
Cancel Click to return to the template page without resequencing.

Viewing the Import Template Map

Access the Maps page.
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Import Template \_
Sales Lead Import Templates

Import Template Name |EAD_IMPORT

[ cOMD1 Consumer Import

[ CcOMD1_Consumer Import

~ LEAD_IMPORT Map
Column Mame Farent Mame Field Mame Description
Business Unit PS_ROOT BUSINESS_UMIT Business Unit
Lead Mame PE_ROOT DESCRS0 Lead Mame
Cust, Name PE_ROOT MNAMEL Cust, Mame
Caonsurner First Marme PS_ROOT FIRST_MAME Consurner First Mame
Consurmer Last Name PE_ROOT LAST MAME Consurmer Last Mame
Address Line 1 PS_ROOT ADDRESS1 fddress Line 1
Address Line 2 PE_ROOT ADDRESSZ Address Line 2
Address Line 3 PS_ROOT ADDRESS3 fddress Line 3
Address Line <4 PE_ROOT ADDRESS4 Address Line 4
City PE_ROOT CITY City
Murnber 1 PS_ROOT rUM1 Murber 1
Murnber 2 PS_ROOT mUMZ Murmber 2
House Type PS_ROOT HOUSE_TvPE House Type

Maps page

After you generate the template, view a list 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:

» Configure the summary page for leads and opportunities.

* Precalculate terms that appear on the summary page.

* View a list of term updates.

» Update business object names.

See Chapter 17, “Managing Leads and Opportunities,” Managing a Lead or Opportunity by Using Summary

Information, page 201.

Understanding Summary Pages for Leads and Opportunities

The component summary page is the first page a user sees on displaying an existing lead or opportunity.
Each summary page is composed of a header, which identifies the component as a lead or opportunity, and

one or more sections.

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. You can add sections or modify sections.

RSF LEAD ENTRY is the component name for the lead summary page for leads, and RSF OPPORTUNITY is
the component name for the opportunity summary page.
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Pages Used to Set Up the Summary Page for Leads
and Opportunities

Page Name

Object Name

Navigation

Usage

Summary Page Setup

RB_SMRY_ GRID

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

Configure the summary page
for leads or opportunities.

Term Selection

RB_SMRY SEL TERM

Add a new row to the

Search for a term to appear

Summary Text Bind Fields on the summary page.
grid on the Summary Page
Setup page.
Select Term in the Type field.
Click the Search button.
Schedule Updates RSF_TL RUN Set Up CRM, Product Precalculate terms that
Related, Sales, Lead and appear on the Summary
Opportunity, Schedule Term | page.
Update, Schedule Updates
View Update Result RSF_UPDATE SRCH Set Up CRM, Product View a list of term updates.
Related, Sales, Lead and
Opportunity, View Update
Result, View Update Result
Update Business Object RSF_UPD BO ATTR Set Up CRM, Product This program corrects
Names Related, Sales, Lead and the Customer, Site and

Opportunity, View Update
Result, Update Business
Object Names

Contact names in Lead
and Opportunity tables to
match with the customer
master data.

Configuring the Summary Page for Leads and Opportunities

Access the Summary Page Setup page.
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Summary Page Setup
Component Name RSF_LEAD_ENTRY Market Global
Page R=F_LEAD_SUMMARY Context|Lead Q
= Top Summary Box Title
Message Set Number| 17333 Q Message Mumber| 1153 Q

Tile Texrt Lead Summary

Summary Section Find | Wiew &ll First 1of 14 El Last
= Summary Section Title [=]
Message Set Mumber| 17833 Q, Message Mumber 197|C
Title Text Lead Details
~ Base Scroll Record and Page
¥ Include in Top Summary Box Seq Nbr| 1 #fF]
v Populate with level 0 data
Occurs 1
*Base RecurleSF_LE.ﬁ.D =]
Page Name |RSF_LE_DET_SBP -
Parent Page | RSF_LEAD_ENTRY -
Summary Page Setup page (1 of 2)
<~ Hyperlink Record and Field
Record Namel = Field Namel =
~ Summary Line Text
Message Set Number| 17533 O Message Number| 1193
Summary Text [Estimated Revenue %1, | Lead Source %2, | Lead Type %:3, | Lead ﬂ
Rating Rule is %4
=
Explain Texrt|The Message Text above is used on the Sales Lead surmrmary page. ﬂ
For example, it might say: Estimated Revenue $1,000,000 USD,
Lead Source Phone Inguiry, Lead Type Inquiry. The special
character "|" is used to delineated each part of the message, for the
purpose of blanking out a part of the message when the Bind value is
ermpty. X
Summary Text Bind Fields First 1-5of 5
Seq *Twpe Term Mame Record Marme Field Marne Label Message |Formatted
Mbr
1| [RecFiel =] |RSF_LEAD_wRK01 ~| |EST_REVENUE =] |Short | ¥ =
2 [recFiel <] |RSF_LEAD = |LteaD_sourc =] |short =] - =
3 [RecFiel <] |RSF_LEAD =l |teap_TvrE -] |short =] r =
4 [RecFiel =] |RSF_WREK =l |rsF_PaF_rUL =] |short ] r =
I__‘ Contact Lead
5| | Term Conversion Ratio Q 172 (=]

Summary Page Setup page (2 of 2)
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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.

Message Set Number Enter the message set number for the PeopleSoft application. In most cases,
you use /7833 (Sales Force Automation).

Message Number Enter the message number, which determines the section heading.

Title Text Displays the text that appears on the summary page. This text is based on the

message number that you select.

Summary Sections

Create a summary section for each topic that you want to include in the summary.

Base Scroll Record and Page

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

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

Populate With level 0 data  Select to indicate that the data that is displayed in the section comes from level
0, as opposed to a scroll of information. For example, on the Lead - Summary
page, level 0 information is from the highest level RSF_LEAD record. 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 number)  Enter a sequence number for the section.

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

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

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

Page Name Select the sub-page, or page region, that is used to view and maintain the

records that appear in the summary scroll area.

Parent Page Select the parent of the sub-page that you use to maintain and view the
data. The system transfers to the parent page when the user clicks a link on
the summary page.

Hyperlink Record and Field

Record Name To include a link in the section, enter the record containing the target field for
the link.
Field Name To include a link in the section, enter the target field for the link.
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Summary Line Text
Message Set Number

Message Number

Summary Text

Explain Text

Setting Up Sales Leads and Opportunities

Enter the message set number for the PeopleSoft application. In most cases,
you use /7833 (Sales Force Automation).

Enter the message number, which determines the text that the system displays
in the section.

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 numbers in the Summary
Text Bind Fields section.

The system displays an explanation of the text that appears in the section.

Summary Text Bind Fields

Seq (sequence)

Type

Record/Term Name

Field Name

Label

Format Display

Term Name

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

Select Record (default) to enter record information and 7erm to 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 Term type, then you click the Lookup button to

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

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

« (blank)

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

» Short XLAT
* Long XLAT

For example, a lead type that is represented as QU (Qualified) in the database
might have a Short XLAT (short translate) value of Qualified and a Long
XLAT (long translate) 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 $7,000.00 instead of the
value /000. This field appears only if you select the Record type.

Displays the name of the term that you select.
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Q Click the Lookup Term button to access an untitled page where you can select
the term that the system displays.

See Also
PeopleSoft Enterprise Components for CRM 9 PeopleBook

Chapter 5. “Setting Up Sales Leads and Opportunities,” Setting Up Lead Ratings, page 38

Precalculating Terms that Appear on the Summary Page
Access the Schedule Updates page.

Schedule Updates

Run Control ID 1 Report Manager Process Monitor Run

Update Description |Leads and Mestings

]
Customer Metrics Customize | Find | Wiew &l | |——| First 1-2 of 2 Last
Enable *etlD Term
v IPRODCL ICustDmer Lead Conversion Ratio | i
[+ IPROD L INumI:uer of Upcoming meeting for the customer ;I ]j[
Al Term

Schedule Updates page

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

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

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

SetID Select the setID whose data to use to calculate the term.

Term Select the term to calculate. Only terms that were added to the Summary Text
gliirslﬁil;ields for either the Lead or Opportunity component are available in

Viewing a List of Term Updates
Access the View Update Result page.
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View Update Result
SetlD = Appliances
N
¥iew Updates Result Cuztamize | Find | Wiew all | i First 1-2of2 Last
SetlD Term Mame Run Cntl | Process Begin End Status
Instance Date/Time Date/Time
Custormner Lead 03/28/2005 03/28/2005
FER | Srmverson R 1 aIEE 4:41:25PM apdyasey | DOV UpEE Sueecesl
Mumber of Upcorming 03/258/2005 03/28/2005
IFROD meeting for the custormer t 24963 4:41:26PM 4:41:26FM Tt Wyl szl
= Search
Use Saved Searl:hl ;I
Setip| = | fPROD Q. Appliances
Term |~ LI ;I
Status | = ;I ;I
Search Clear o ﬂ a
= Save Search Criteria W Delete Saved Search % Personalize Search

View Update Result page

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

Updating Business Object Names

Access the Update Business Object Names page.

This App Engine program syncs the Customer, Site and Contact names in 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), PeopleSoft Enterprise Sales has one display template named CORE. For the Lead
component (RSF_ LEAD ENTRY), PeopleSoft Enterprise Sales has three display templates:

* CORE
Determines the appearance and behavior of the Lead component for enterprise users.

* PRM SALES
Determines the appearance and behavior of the Lead component for partner users.
» FSI SALES

Determines the appearance and behavior of the Lead component for wealth management referrals.

See PeopleSoft Enterprise CRM 9 Automation and Configuration Tools PeopleBook, “Configuring Display
Templates”.
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Pages Used to Set Up Display Templates for Leads

and Opportunities
Page Name Object Name Navigation Usage
Display Template RDT TMPL PAGE Set Up CRM, Common Set up display templates for

Definitions, Component
Configuration, Display
Templates, Display Template
Details

leads and opportunities.

Display Template - Page

Definiti

on

RDT_TMPL_SECTN

On the Display Template
page, select a page. Click the
Show Section Details link.
Select the Security tab for a
section.

Use a functional option with
the display template.

Setting Up Display Templates for Leads and Opportunities

Access the Display Template page.

Displ

ay Template

Template ID CORE

Component RSF_LEAD_EMTRY

Description Base Functionality

Pages
Enable |[Summary Add Mode Update Mode Comments
Default Default

Iy Summary r r

I~ Discover I~ v

3 Assian r r

3 Qualify r r

3 Propose r r

- Referral [ [

3 Tasks r r

13 lotes r r

3 Histary r r

Display Template page (1 of 2)
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General Options

Option Value Camments

360 Version | ;l Choose the 360 type to use for this ternplate.

Application Set Extension |55|35 Extensions ;l This contains functions to handle additional business
logic to be performed when the user clicks on selected
tabs, hyperlinks, etc, Do not change this value unless
yvou are familiar with this Application Class Extension,

B Search Adapter Mame | ;l Choose the Adapter to use for this template on this
component

Ermail Template for Case Notes | ;l Choose the E-mail Form ID that vou want to use to E-
mail Case Motes,

Partal Name |EMF‘LOYEE ;l Select the Portal to use for Transferring using a
Content Reference,

Portal Object Mame CR_RSF_LEAD_EMTRY_GBL O Select the Content Reference to use for transfers

Display Template page (2 of 2)

This table lists the default configurations for the pages defined for the CORE display template for the Lead

and Opportunity components:

Page

Configuration

Summary

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

See Chapter 5, “Setting Up Sales Leads and Opportunities,” Setting Up the

Summary Page for Leads and Opportunities, page 63.

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 Options, page 27.

Discover

Displays the Customer, Lead/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 displays
the Forecast section.

Functional Option Used with the Display Template

Access the Display Template - Page Definition page.
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Display Template

Page Definition

Template ID CORE

Component Name RSF_LEAD_ENTRY

Description Base Functionality

Page RSF_LEAD_QUALIFY

Sections Customize | Find | i First i-1zeflz Lazt
Enable |Section Label Section ID |Cnmments
v Carmpaign CAMPAIGHN
™ Mo Label COMPETITION
2 Mo Label SURVEY
r Lead LEAD_HEADER
- Custamer CUSTOMER
r Mo Label CONTACT
- Accept/Reject Lead BCCEPT_REIECT
r Mo Label SALES_TEAM
r Mo Label BUYING_CRITERIA
r Mo Label PRODUCT
r Mo Label QUGTE_ORDER
r Mo Label PARTMNER_GRID
@ Preview Page Return
= Hide Section Details
Display Template - Page Definition page (1 of 2)
Section Information
CAMPAIGM
The CAMPAIGN section has no fields defined.
COMPETITION Customize | Find | i First 1-2 of 2
General
E'La_Tm |Fie|d Marme |Secure Field| Functional Sption Code |Funn:tiona| Cptian
I Competition r Q,
v Comments Ird CORE_RSF_aADWANC Tl Core RSF Advanced
SURYEY Customize | Find | iH First 1-2
Security
Enable| Label Field Name Sort Order |Comments
I~ Survey 1 Main survey Tab
v Status 2 Survey Status tab

Display Template - Page Definition page (2 of 2)

You can enter CORE_RSF _ADVANCED in the Functional Option Code field to either display or hide a field or
grid tab in the Lead or Opportunity component, depending on the setting of the functional option for a user.
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See Chapter 4, “Setting Up Sales Security and Personalization,” Setting Up Functional Options, page 27.

This table displays the grid tabs and fields in the delivered CORFE 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 Type field
Propose - Quote Order tab, Audit tab

To hide or display specific fields or grid tabs in the Lead or Opportunity component, you can edit the CORE
display template.
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Setting Up Sales Forecasts

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

Understanding Forecast Setup

Sales managers can use forecasts in PeopleSoft Enterprise Sales to predict sales for a specific time period. You
create a forecast in PeopleSoft Enterprise Sales by uniquely identifying a forecast name and a time 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 the current date is April 1, 2004, and you are forecasting the sales of freezers for the
third quarter of 2004 (July 1 to September 30). You generate forecasts monthly, so you expect to forecast again
on May 1, 2004, and June 1, 2004. You can create three forecast names to meet your forecasting needs:

* Freezers: Apr
* Freezers: May

e 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. Use the Time Frame component to set
up time frames.

See PeopleSoft Enterprise CRM 9 Application Fundamentals PeopleBook, “Defining Holiday Schedules,”
Defining Holiday Schedules, Time Frames, and Sales Quota Rollups.

Defining Forecast Elements

This section discusses how to:

* Define forecast names.
* Define forecast types.

* Define revenue types.

To define forecast names, use the Forecast Names (RSF_FCAST ID) component.
To define forecast types, use the Forecast Type (RSF_FCAST TYPE) component.
To define revenue types, use the Revenue Type (RSF_REV_TYPE) component.
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Pages Used to Define Forecast Elements

Page Name Object 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.

Forecast Thru Date |12/31/2004

Forecast Name

Forecast Mame APPLIAMNCE

*pescription |&ppliance Forecast

*Gtatus | Active =

*Expected Forecast Date (01/01/2004 El

(et

04/29/2004 2:48PM PDT BLEE

Forecast Name page

Expected Forecast Date

Forecast Thru Date
(forecast-through date)

76

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

For example, suppose that the current date is May 1, 2004, and you are setting
up a forecast name called Freezers:June for a forecast that will occur in June
2004. You do not want to make this forecast name available until June 2004,
so you would enter an expected forecast date of June 1, 2004.

Enter the ending date for forecasting.

For example, suppose you are going to stop selling a product at the end of 2004.
You would establish a forecast name with a forecast-through date of December
31, 2004. Sales users cannot use the forecast name to generate a forecast for
the product for any time frames that begin after December 31, 2004.
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The system generates a list of possible forecasts for a forecast name when there are time frame periods
defined. For example, suppose you enter an expected forecast date of July 1, 2004, and a forecast-through
date of September 30, 2004. The system builds a list of possible forecasts using that forecast name and the
following time frames:

* July, August, and September 2004 (if you use monthly time frames).
* Third quarter 2004 (if you use quarterly time frames).
» 2004 (if you use yearly time frames).

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

Use the Time Frame component to set up time frames.

See PeopleSoft Enterprise CRM 9 Application Fundamentals PeopleBook, “Setting Up General Options,”
Setting Calendar Options.

Defining Forecast Types

Access the Forecast Type page.

Forecast Type

Forecast Type COMMIT
Description |[Commmited

*Short Description [Cormmit

*Gtatus | Active B

M 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.

Available on Opportunity Select to make the forecast type available on the opportunity pages where you
define and update opportunities.

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

Defining Revenue Types
Access the Revenue Type page.
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Revenue Type

Revenue Type ID NEWSALE

*Description New Sale

*Gtatus | Active ;l

Revenue Dimension 1 |[MEW REVENLUE

Revenue Dimension 2 [SALES

Modified

10/18/2001 11:424M PDT SAMPLE

Revenue Type page

Revenue Dimension 1 and
Revenue Dimension 2

Revenue dimensions provide a mechanism for consolidating revenue types to
forecast revenue analysis. When many revenue types exist, you can group
them 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 the revenue type ID is New License, you might have dimensions of
New Revenue and License.

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

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

When reviewing forecasts, you can generate subtotals for revenue types
and revenue dimensions.
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CHAPTER 7

Configuring Assignment Criteria

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

Understanding Assignment Groups

An assignment group contains the criteria that the system uses to determine how to assign sales representatives
to a lead or opportunity. After you create an assignment group, you can associate the assignment group with a
territory tree. 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 criteria might include the customer, product, region, and industry. The system uses these criteria
and weights to generate a score for each territory.

2. If you specify manual selection on the assignment group, the system allows the user to choose a sales
representative or team from a list 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.

This table illustrates the possible assignment configurations that you can enter for an assignment group:
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Business
Unit
AssignmentConfigurations Restriction?
Yes No
PrimaryRep
) Automatic |RoundRobin-Time
SingleRep _ —
Single RoundRobin-Availability
Territory ManualSelection
Automatic
WholeTeam
ManualSelection
P RoundRobin-Time
i omatic
SIEfIE RoundRobin-Availability
Rep
Single ManualSelection
Team Automatic |ROUNdRobin-Time
utomatic
LI RoundRobin-Availability
Team
Multiple ManualSelection
Territory PrimaryRep
Single Automatic |RoundRobin-Time
Al Rep RoundRobin-Availability
Teams ManualSelection
Whole |Automatic
Team  f\anualSelection

Lead and opportunity assignment configurations

The following examples show how the system assigns the sales representative if you use the following
assignment group settings:

* Multiple Territories - 2 : Search the tree to 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 top two 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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Consider a single 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.

This table lists the data in the system and the criteria that the system uses to select the most suitable territories
for the assignment:

Territory V;Ir;.)it;lllt Product Weight Region Weight Industry Weight
Western 9 Freezers 5 West 4
Eastern 5 Refrigerators 5
Northern 3 Computers
Territory * For a single territory, the system selects Western because, with a total weight

of 9, it is the 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 a total weight of 9, and Eastern,
with a total weight of 5.

Note. For multiple territories, you can have the system search within

a single team (group of sales representatives in a given territory) in each
territory that matches the assignment criteria with 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
criteria with 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:

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

Based on the modes and options specified, the system returns the following values:

Automatic Assignment

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

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

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

The system finds the single territory of Western as well as its sales

representatives—ABC, LMN, and XYZ.

Select the sales representatives to assign.

Here is another example. Consider a tree on which territories overlap. The system determines which territories
in the territory tree are most suited based on common factors and the defined criteria and weights. It also finds
the most suitable single representative or whole team using the specified methods.

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

Total

Territory Weight Product Weight Region Weight Industry Weight

Osborne Pianos West 4

Western

Osborne Pianos Trucking 2

Trucking

Trucking Trucking 2
Territory The system selects Osborne Western and Osborne Trucking because these are

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

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

Sales Last Assigned Availability Primary in
Territory Representative Date Count Team?
Osborne Western A 6/1/2002 Yes
Osborne Western B 5/1/2002 No
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Sales Last Assigned Availability Primary in
Territory Representative Date Count Team?
Osborne Trucking AA 5/1/2002 8 Yes
Osborne Trucking BB 5/16/2002 6 No

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  For the automatic assignment mode, the system returns the following values
for each option:

+ Single Rep: The system selects one candidate for each team.

The system selects 4 and A4 because these are designated as the primary
team members for each territory.

- Primary Rep: The system selects 4 as the primary matrix team member
because this representative is the first in the list.

- Round Robin, Time: The system selects B and 44 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, A4, and BB. It adds the whole team to the lead’s
sales team and selects 4, the first representative in the list, as the primary
sales representative for the sales team.

Manual Assignment The system finds the multiple territories of Osborne Western and Osborne
Trucking, as well as all members of each team—4, B, A4, and BB. Select the
sales representatives to add to the sales team, and select the primary sales team
representative. You can have only one primary.

Configuring Assignment Criteria

This section discusses how to:

* Create assignment groups.
* Identify component records to use.

* Define criteria and their weights.

To configure assignment groups, use the Configure Assignment Groups (RSF_ASSIGN CONFIG) component.

Copyright © 2001 - 2006, Oracle. All rights reserved. 85



Configuring Assignment Criteria

86

Pages Used to Configure Assignment Criteria
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Page Name Object Name Navigation Usage
Assign Group RSF_ASSIGN_GROUP Set Up CRM, Product Identify parameters
Related, Sales, Territory, for assigning leads or
Configure Assignment opportunities within a
Groups specified group.
Component Records RSF_ASSIGN_RECS On the Assign Group page, Identify components for
select the Component defining a tree and its
Records tab. territories, and define
records and fields for the
round-robin assignment
method.
Criteria RSF_ASSIGN_CRIT On the Assign Group page, Identify weighted search
select the Criteria tab. and match criteria to find
candidates for assignment.
Component RSF_ASSIGN_COMP On the Criteria page, click Determine which
the Component link. components use the
specified field.
Creating Assignment Groups
Access the Assign Group page.
N Component Records Criteria
= Assignment Group
SetID IPROD Market Global
Assignment Owner | Sales = *Assignment GLOBAL SALES
Group

*Description

=~ Assign To
. Single Territory
o Multiple Territories
Multiple Team Option
o Single Team
& all Teams

7 Return search results for
o Single Rep
" whole Team

How Many?

2

Assign Group page (1 of 2)
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Assignment Mode

" Manual Selection
Automatic Options

- Primary Rep

¥ Round Robin

% Automatic Assignment

=~ Restrict to Business Unit

*~ Choose from multiple matches

* Time
" Availability

Restrict assignment to within the Business Unit of transaction?

r Assign within Business Unit

Assign Group page (2 of 2)

Assignment Group

Assignment Owner

Assign To

Single Territory
Multiple Territories

How Many?

Single Team or All Teams

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

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

 Assign To: Single Territory

» Return search results for: Entire Team

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 all territory team members of the specified
territory.
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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.

Choose from multiple matches

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

Automatic Assignment

Manual Selection

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.

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 clicks the Find Sales Rep (find sales representative)
button on the Lead - Assign or Opportunity - Assign page.

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

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

Use the Automatic Options group box to evaluate multiple matches automatically to narrow the selections to a
single representative. This area is 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
representative)

Round Robin and Time
or Availability

88

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

Select to have the system evaluate the territory teams to select candidates
based on either time or availability parameters.

* Select Time to 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.

*» Select 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 Unit Select to permit assignments only to sales representatives in the same business
unit as the business unit to which the lead or opportunity belongs.

Identifying Component Records

Access the Component Records page.

fssign Group L Criteria

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

Description Assignment for Leads and Opps

-
Zustornize | Find | e Firzt 1-2ofZ2 Lazt
Rournd Raokin - Last Assigned Raound Rabin - Awvailability [F=H
Description Criteria Group | | |
|Lead Entry @, Territary ID [=]
|Oppnr‘tunit\,r Details G, Territary ID [=]

|Eﬂ Save | |,Q\ Return to Search | |4-E| et in List | |1E| Previous in List |

Component Records page: Components tab

Assign Group h Component Records Criteria

Assignment Group
SetID IPROD Market Global

Assignment Owner Sales Assignment Group SALES

Description Aszignment for Leads and Opps

b
Zustornize | Find | & First 1-2of 2 Lazt
Components & Round Robin - Last Assigned Round Robin - Availability [F=¥
Description Last Assigned Record |Fie|c| | | |
|Lead Entry Q. |Ru:|und Robin By Time vie Cl |Last Assigned Date (e} =
|Opp0r‘tunit\,r Details Q. |R0und Robin By Time wie Cl |Last Assigned Date (o} =
|E save | | L& Retunto Search | |4E mestinList | | 4 PreviousinList | Bk Aad

Component Records page: Round Robin - Last Assigned tab
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Assign Sroup . Criteria
Assignment Group
SetID IPROD Market Global
Assignment Owner Sales Assignment Group SALES

Description Assignment for Leads and Opps

Customize | Find | i First 1-2of 2 Lazt
Components Round Robin - Last Assigned \_
Description Availability Record Field
Lead Entry @, Availability For Leads Ol Availability Count Q =
COpportunity Details G, Availability For opport QL availability Count Q. =
B save EL Return to Search Mt in List +E Previous in List Sk Add
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 Robin - 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
and Field which representative has waited the longest without a recent assignment.

The last-assigned date in the Lead Entry and Opportunity Details components
is used in the Round Robin - Time assignment method. The time stamp on
the Territory Definitions page is initially set to 01/02/1000, and it is updated
each time that a sales user is assigned to the territory and each time that a
lead or opportunity is assigned to that individual.

See Chapter 8, “Creating Territory Trees.” Creating or Editing Territories,
page 99.

Round Robin - Availability Tab

Availability Record and The system counts the available leads and opportunities. Enter the record

Field and 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.
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Assign Group

Component Records \m

Assignment Group
SetID IPROD
Assignment Owner Sales

Description Assignment for Leads and Opps

Market Global

Assignment Group SALES

N
Customize | Find | i

Weight Definitions

|ﬁ Save | |§_1 Return to Search | |+E| Mext in Lizt | |TE| Previous in List |

Criteria Firzt 1-2of 8 Lazt
Record Cornponent =M
% ption | Reguired |W_ei|:|m | | |
1 |Zustomer [ E =] =]
2 |Reqgion Il |? =] =]
3 [Tndustry r |& =] =]
4 |Product Group [ E =] =]
5 |Product 1D N E =] =
6 |Lead Source r |& =] =]
7 |Postal Code [ |0 - Ignare =] =]
i |Corn|:|an§.r Revenue Il |D - Ignore ;I E|

Er 2dd

Criteria page: Details tab

Assign Group

y - Criteria Q

Component Records

Assignment Group

SetID IFROD
Assignment Owner Zales

Description Assignment for Leads and Opps

Market Global

Assignment Group SALES

wreight Definitions

|ﬁ Save | |,Q\ Return ta Search | |+E| et in List | |f|§| Previous in List

Criteria Customize | Find | ﬁ First 1-8 of 8 Last
Details Record Camponent [EEHL

*Code | Description Reguired |T_\.r_m |RLard |Ke:,[ Field |Descri|gti|:|n Field | | |
1 |Zustomer 7 |single =| RsF_company_ww @ |po_ID_CUST =] |MAMEL =] =
z |Reqgion ™ |single =] [RSF_REGION_uwi Q. [rEcIOM_ID -] |DESCR =] =
3 [Tndustry [T |single | RSF_INDUSTRY @, |INDUSTRY_ID -| |DESCRSD -] =
4 |Product Group ™ |single =l [RSF_PRODGRP_wwz G [PRODUCT_GRO-| |DESCR =] =
5 |Praduct 1D I~ |single | [rSF_PL_PROD_ww Q. [PRODUCTID -| |DESCR =] =
& |Lead Source [T |single =| RSF_LE_SRC_TBL Q. |LEAD_SOURCE_ r| |DESCRSD -] =
7 |Postal Code - |Range =] | Q | =] | =] =]
g |Corn|:uan5r Revenue r |Range ;I | Q | ;I | ;I E|

Criteria page: Record tab
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Assign Group Component Records \L
Assignment Group
SetID IPROD Market Global
Assignment Owner Sales Assignment Group SALES
Description Assignment for Leads and Opps
Criteria Customize | Find | D First 1-2of 2 Last
Details Record \_

*Code |Description Required | Component
1 Customer Il Component =]
2 Regian r Component =]
3 Industry | Component =]
4 Product Group Il Component E|
5 Product ID r Component =]
6 Lead Source r Component E|
7 Postal Code [ Component =]
g Company Revenue - Component E|
Wieight Definitions
B save S\ Return to Search Mext in Lizt +E] Previous in List [E A

Criteria page: Component tab

Weight Definitions

Details Tab

Code and Description

Required

Weight

92

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 Leads and Opportunities,” Setting Up
Assignment Weights, page 42.

Enter a code and description for the criteria used for the assignment group.

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

For example, if you indicate that a product ID is required and you do not
specify a product 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 ID) is missing and that you must enter required
criteria before the system can make the assignment.

Required data must have an assigned weight. The default assigned weight is 0
- 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) are in increments of one (0, 1, 2, 3,4, 5, 6, 7,
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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.
Record Tab

Type Select to specify whether a single value or a range of values is permitted for
a match.

For example, suppose that you want to search for representatives who work
with a particular customer (as the logged in sales user or specified sales
representative information). In that case, you would select the customer type
Single. To have the system to search for representatives within a range of
postal codes, select the postal code type Range.

Specify the beginning and end of a range on the Territory Definitions page.

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

See Chapter 8, “Creating Territory Trees,” Creating Territory Trees, page 97.

Record and Key Field Enter the specific record and field that the system uses when prompting for the
criteria data that is available for an assignment group.

Component Tab
Component 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 criteria field comes.
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Creating Territory Trees

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

* Create territory trees.

* Run the Sales Access Update process.

Understanding Territory Trees

A territory tree is a model 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 a territory 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 a territory 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 (PeopleSoft
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 a territory
tree for a European sales organization:
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European
Territory
A 4 A 4 A
Northern Southern Western
Europe Europe Europe
y A 4 A4 A 4 \ 4 \ 4
Sweden Denmark Italy Greece GreatBritain France

Territory tree for a European sales organization

PeopleSoft Enterprise Sales uses territory trees to:

» Assign leads and opportunities to sales representatives.

» Determine a user’s ability to view leads, opportunities, and forecasts.

* Roll up sales forecasts.

Before the system can use a territory 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 a territory 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 7. “Configuring Assignment Criteria,” page 81.

To provide a manager with visibility to sales data for a particular territory, you must associate the manager
with the territory. When you associate a manager with a territory, 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 a manager 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.

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

Setting up the sales territory 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. 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 Application Fundamentals PeopleBook, “Working with Business Units and

TableSet Controls”

Creating Territory Trees

This section discusses how to:

e Create trees.

* Define trees.

» Create or edit territories.

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.

Pages Used to Create Territory Trees

Page Name Object Name Navigation Usage
Create Territory Tree RSF TR NEW_ TREE Set Up CRM, Product Create territory trees.
Related, Sales, Territory,
Add Territory Tree, Create
Territory Tree
Tree Manager PSTREEMGR * On the Create Territory Define the hierarchical
Tree page, click the Create | structure of territory trees.
Territory Tree button.
 Sales, Manage Territories
Territory Definitions RSF_TERRITORY Click the Edit Data button on | Define and update
the Tree Manager page. territories.

Creating Trees

Access the Create Territory Tree page.
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Create Territory Tree
= STEP 1: Enter Tree Details

- Enter tree name and description.

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

*Tree Mame [EURCPE *Description Europe Tree

*Root Node [EUROPE MODE

= STEP 2: Allow Assignment Usage

¥ sales Assignment Group

[T customer Account Assignment

=~ STEP 3: Create And Edit Tree

*Tree Date |04/29/2004 Ex

=~ STEP 4: Create Territory Tree

Create Territory Tree

[ Audit Details

Create Territory Tree page

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

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

STEP 3: Create And Edit Tree

Effective Date 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.
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STEP 4: Create Territory Tree

Creating Territory Trees

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.

Tree Manager

SetiD: Last Audit:  “alid Tree

Effective Date: 041002001  Status: Arctive

Tree Hame: WORLD WORLD

Save Az Close Tree Definition Display Options  Print Format
Collapse Al | Expand Al Find

= woRLD-woRLD  fie &

[ 5 AMERICAALL - South Ameica
> ASIAPACIFIC ALL - Asia Pacific - Al
~[¥] EUROPE - ALL - Europe - Al

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

5of 27 Last Page

Tree Manager page

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

Note. After you make changes to a tree, run the Sales Access Update process to apply the changes. The Sales
Access Update process updates the access that sales users have in a territory 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.

See Also

Chapter 9. “Reorganizing or Deleting a Territory Tree,” page 103

Chapter 13, “Assigning a Lead or Opportunity,” Reassigning a Sales Representative’s [.eads, Opportunities,

and Accounts, page 165

Creating or Editing Territories

Access the Territory Definitions page.
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Territory Definitions

Territory

Territory EUROPE Tree Name WORLD
*Description European Territory Business Unit APPO1
Assignment Group SALES Market Global
Partner Company Owner F[SF
Territory Definition Find | Wiew All First 1of1 Last
Effective Date |04/29/2004 El =]
Assignment Criteria Find First |01 1 of 1 Last
Criteria Code Region El
L]
= Criteria Custamize | Find | & First 1of1 Last
Criteria Value Description
EURCPE Q, Europe =]
i
~ Sales Users Custamize | Find | First 1ofil Last
Date of Last Assignment Tempaorary Assignrent
Sales User Mame Sales Rep Prirnar
Terry Murphy o} v v =]

Territory Definitions page

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

Business Unit, Assignment
Group, and Market

Criteria Code

Criteria Value

From Criteria Value and To
Criteria Value

The system displays the business unit, assignment group, and market defined
in the User Preferences component for the sales user who created the territory.
If the system does not find an assignment group and market for the user, it
displays the assignment group and market that are associated with the business
unit on the Sales Business Unit Definition page.

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 criteria includes Customer, Product ID,
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 all leads from the customers Johnson Brothers, Inc., ABC Corporation,
and Acme Imports are assigned to this territory.

If the criteria value permits a range, the From Criteria Value and To Criteria
Value fields appear.

Note. Setting up the sales territory 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.
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For example, you can select a criteria code of Product ID.and specify a criteria
value of 0001. If you also want to accept products with IDs between 0001

and 0099, you would enter a From Criteria Value of 0001 and a To Criteria
Value of 0099.

Sales User Name Select a sales user to assign to the territory.
Sales Rep (sales Select to have the system consider the sales user for assignment to a lead or
representative) 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, clear this check box. If you have PeopleSoft PRM installed, you must
select this check box for lead assignment purposes although 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’ leads and opportunities in the tree,
you typically do not select the Sales Rep (sales representative) check box. To
give a user visibility of other’s leads and opportunities, you must assign the
data distribution rules View Leads as Manager and View Opportunities as
Manager to the user. You can set up data distribution rules on the Dataset
Rules and Dataset Roles pages in the Enterprise Components menu.

See PeopleSoft Enterprise Components for CRM 9 PeopleBook.

Primary 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 is the primary representative for the lead or opportunity team. The other,
specified here, is the primary representative for the territory team.

Assigned TimeStamp When you click Apply to apply the territory to the tree, the system displays
the date and time:

* 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.

This indicates that the sales user was successfully added to the territory but
has not been assigned a lead or opportunity. When a lead 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 cleared 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.
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Temporary Assignment

If the primary sales user is temporarily unavailable due to vacation or some other reason, you can assign another
sales user for a specific time period. For the sales user who is unavailable, enter the following information:

Date From Enter the beginning date for the temporary assignment.
Date To Enter the ending date for the temporary assignment.
Assigned To Select the sales user who is temporarily assigned to the territory during

the time period.

Running the Sales Access Update Process

102

This section discusses how to run the Sales Access Update process.
To run the Sales Access Update process, use the Sales Access Update (RSF_ACCESS RUN) component.
When you make changes that affect a tree, territory nodes, or a sales user’s visibility of a tree, you must apply

the changes and update security by running this process.

Page Used to Run the Sales Access Update Process

Page Name Object Name Navigation Usage
Sales Access Update RSF_ACCESS_RUN Set Up CRM, Product Run the sales access update
Related, Sales, Security and | process to apply changes
Personalization, Sales to a tree.
Access Update

Run the Sales Access Update Process
Access the Sales Access Update page.

§ N

Run Control ID: UPDATE Report Manager Process Monitor Run

Tree Name |[PROD_WORLD &)

Sales Access Update page

Select the tree that you want to update, and click Run.
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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 a territory tree.

¢ Delete trees or tree nodes.

Understanding Tree Reorganization

Occasionally, you may need to change the structure of a territory 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 changes to a tree. Typically, you use the reorganization process to
clone an existing tree and then make modifications to the new tree. You can give the new tree the same name
as the existing tree, as long as you assign it a new effective date. Alternatively, you can give the new tree an
entirely different name. You can then view and edit the new tree as needed. The system uses the tree with
the most recent effective date as the default tree.

You 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 completion of the previous step. Typically,
system administrators run the tree reorganization process. Users with branch access to a territory can run the
tree reorganization process for the territory. You can give system administrators access to specific branches
within a tree.

Note. Branch access is 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 new territory and a new primary sales user for each lead
or opportunity in a territory that you change or delete. When you clone a tree and make changes, you can
generate a worksheet based on these changes so that you can see how the system would reassign the leads
and opportunities. You can then override or adjust the changes, select which changes to accept, and then
submit them to update the leads and opportunities.

In addition to the mass reassignment that is integral to reorganizing a tree, at any time you can individually
reassign a representative’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.

See Chapter 13, “Assigning a Lead or Opportunity,” Reassigning a Sales Representative’s Leads,
Opportunities, and Accounts, page 165.
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The worksheets use predefined configurable assignment criteria to suggest the best fit for lead or opportunity
reassignment. You 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. You
may need to change this setting depending on the number of leads or opportunities that your sales force is
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 is
filtered first by the lead assigned to the current representative (Stu Marx) and then by the new representative
(Edward Allen), then this criteria would 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 criteria for 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 ID 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 Object Name Navigation Usage
Reorganize Sales Activities | RSF_ TR REO SRCH Sales, Search View a list of submitted
Reorganizations territory reorganizations and
enter search parameters.

Reorganizing a Territory Tree
This section discusses how to:

* Clone and reorganize a tree.

» Review reorganization worksheets.
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* Select the territory team and primary representatives.

* Submit the reorganization.

* View submitted reorganizations.

Pages Used to Reorganize a Territory Tree

Page Name

Object Name

Navigation

Usage

Reorg Territories

RSF_TR_REORG

Sales, Reorganize Territories,
Reorg Territories

Follow the steps to
reorganize territories on a
tree.

Tree Manager

RSF_TR_MANAGER

Click the View and
Restructure Territory Tree
link on the Reorg Territories

page.

View or make changes to
aterritory tree.

Tree Manager

PSTREEMANAGER

Tree Manager, Tree Manager

View or make changes to
aterritory tree.

Lead Reorganization

RSF_TR_REORG LEAD

Sales, Reorganize Territories,
Reorg Leads

Review and adjust the
system’s reassignment of
leads in the new structure.

Lead Reorganization -
Current Team

RSF_TR_LE TEAM

Click the Current Team link
on the Reorg Leads page.

Review a lead’s current team
before reorganization.

Lead Reorganization -
New Team

RSF_TR_REORG LETM

Click the New Team link on
the Reorg Leads page.

Review and adjust a lead’s
new territory team after
reorganization, and select the
primary representatives.

Opportunity Reorganization

RSF_TR_REORG_OPP

Sales, Reorganize Territories,
Reorg Opportunities

Review and adjust the
system’s reassignment of
opportunities in the new
structure.

Opportunity Reorganization
- Current Team

RSF_TR_OP_TEAM

Click theCurrent 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.

Account Reorganization

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.
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Page Name Object Name Navigation Usage
Account Reorganization - RSF TR_REORG _ACTM Click the New Team link on | Review and adjust an
New Team the Reorg Accounts page. opportunity’s new territory

team after reorganization,
and select the primary

representatives.
Submit Reorg RSF_TR_SUBMIT Sales, Reorganize Territories, | Follow the steps for
Submit Reorg submitting a territory tree
reorganization.
Sales User RSF_SUSERI1 Click the Look Up Sales View or adjust each sales
User link on the Submit user’s territory accessibility
Reorg page. after reorganizing a tree.
Sales Access Update RSF_ACCESS_RUN Sales, Territories, Reorganize | Run the Update Sales Access

Territory Trees

Click the Update Security
Access link.

process to update security.

Reorganize Sales Activities

RSF_TR_REO SRCH

Sales, Search
Reorganizations

View a list of submitted
territory reorganizations and
enter search parameters.

Cloning and Reorganizing a Tree

Access the Reorg Territories page.
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Rearg Leads Reorg Opportunities Rearg Accounts Submit Rearg

= STEP 1: Select Current Tree

Description Status In Progress
Current Tree Name | ACCOUNT =] Current Effective 01,/01,/1900
Date

~ STEP 2: Select New TreefDate

Select a tree and the date it will become active

New Tree Mame ACCOUNT 2 Q Mew Effective Date 04/05/2004

Creste Mewy Tree as Copy of Current Tree

< STEP 3: Create And Edit Tree

Miew and Restructure Territory Tree

~ STEP 4: Generate Worksheets
Generate Reorganization Wworksheets Preview impact of the Tree Reorganization.
Refresh Status Status MNew
Monitor Process
~ STEP 5: Review Worksheets

Rewiew Reorganization Wworksheets
rou can Review Worksheets after the Generate Worksheets Process above has completed.

[ Audit Details

B save [E 2kt

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 a tree.

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,” Definin
a Sales User’s Visibility, page 22.

Copyright © 2001 - 2006, Oracle. All rights reserved. 107



Reorganizing or Deleting a Territory Tree

108

Chapter 9

STEP 2: Select New Tree/Date

New Tree Name

New Effective Date

Create New Tree as Copy
of Current Tree

Enter or select the name for the tree that you are creating.

If you have access to multiple trees, you can select from those tree names
or enter a new tree name.

Enter the date on which the new tree becomes effective. The system enters the
current date as the effective date, which you can override.

You can enter a future 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 Name field.

The system copies the tree and makes the View and Restructure Territory Tree
link available in the STEP 3: Create and Edit Tree group box.

STEP 3: Create and Edit Tree

View and Restructure
Territory Tree

Click to access the 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 9, “Reorganizing or Deleting a Territory Tree.” Deleting Residual
Territory Definitions From PeopleSoft Enterprise Sales, page 113.

STEP 4: Generate Worksheets
Run the Tree Reorganization process (RSF_TR_REORG).

Note. Before generating the worksheets, you must specify assignment groups for all accounts that are affected

by the reorganization.

Generate Reorganization
Worksheets

Refresh Status

Monitor Process

This button is available only after you complete the previous step.

Click to reassign all of your leads and opportunities for the specified new tree
and territory definitions, based on the assignment criteria configuration.

Worksheets enable you to view how the system reassigned the leads and
opportunities based on the criteria. Worksheets also enable you to adjust the
assignments, if necessary.

Click to refresh the status display.

Click to access the Process List page, where you can identify the status
of the reorganization worksheet generation process to determine when it
is completed.

When it is completed, the next step is available.
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STEP 5: Review Worksheets

Review Reorganization Click to review the worksheets that are generated by using the STEP 4:

Worksheets Generate Worksheets group box. You must review the lead, opportunity,
and account reorganization worksheets in order. The Next button on each
worksheet is programmed to move you to the next worksheet.

Reviewing Reorganization Worksheets

Access the Lead Reorganization page, the Opportunity Reorganization page, or the Account Reorganization
page.

Note. This example shows the Lead Reorganization page. The Opportunity Reorganization and Account
Reorganization pages are similar in appearance and usage.
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Reorg Territories Reorg Dpportunities Reorg Accounts Submit Reorg

Lead Reorganization

Enter Mew Territory and Mew Rep on Leads to be reorganized.

only the first 30 results can be displaved. Enter more infarmation and search again to reduce the number of search results,

i [
~ Edit Reorganization Custarnize | Find | Wiew all | e First 1-5 of 30 Last
N More Details [F=H
Select| Lead Description Current Rep Current | Mew Rep *Description New
Team Team
Cady Dishwasher Pacific US200 - Rabbitt,5am Current . . R Mew
I Lead appliances Pacific Taam Redford,Sabrina atlarCl, |atlantic USZz00 - appCL Team
Usa CRMODL - Marx,Stu Current New
WV Test123 Appliance Manajger Team Q Q Tearm
. usa CRMOL - Marx,Stu Current Mew
¥V Siva OC Test M Appliance Manajger Team Q Q Tearm
. usa CRMOL - Marx,Stu Current Mew
[V testing Appliance Manager Team vl Q Team
Usa CRMO1 - Marx,Stu Current Mew
¥ test Appliance Mananer Team Q Ll Team
¥ Select All Clear All
Mext
Lead Reorganization page (1 of 2)
= Search
Use Saved Searchl ;I
Current Rep I = j’ | Q.
Current Territory I = j" Q.
Mew Rep|= j" Q.
New Territurylbegins with j" Q
Lead Namelbegins with "I
Search Clear )
Basic Search E Save Search Criteriaﬁ Delete Saved Search “\O‘ Fersonalize Search

Lead Reorganization page (2 of 2)

Review the results of the system’s reassignment of leads, opportunities or accounts in the new tree structure.
Select new representatives to assign the items, if necessary.
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Select 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. You 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 complete the reassignments.

Using the Configurable Search

You can filter the search criteria to 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 leads and opportunities to 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.

Reorganize Territory Tree

Lead Reorganization - New Team

Select rep from lead assignment list for reorganization.

Lead Cady Dishwasher Lead
Name

k|
Custamize | Find | B First 1of1 Last
Select | Assigned To Sales User Mame Territory Tree Mame Prirnary
g 767 Redford,Sabrina Atlantic  ATLANTIC USz00O WORLDZ i

Lead Reorganization - New Team page
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The Lead, Opportunity, and Account Reorganization - Current Team pages have a similar format to the
New Team pages, but they are read-only.

Select Select a check box for each member that you want to retain on the new
team after the reorganization.

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.

Submitting the Reorganization
Access the Submit Reorg page.

Reorg Territories Reorg Leads Reorg Opportunities Reorg Accounts \_

= STEP 6: Submit Worksheets

Subimit Reorganization You can Submit Reorganizations after reviewing the worksheets,

Refresh Status Status New

) Date Submitted
Monitor Process

= STEP 7: Review Yisibility
Review the wisibility given to every Sales User affected by the reorganization,
Look Up Sales User
7 STEP 8: Update Security Access
Update the security access for the reorganized tree.
Update Security Access
[ audit Details

Bl Save L\ Returnto Search Eradd

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

Look 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.
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Viewing Submitted Reorganizations

Access the Reorganize Sales Activities page.

Reorganize Sales Activities

]

Reorganization Requests Customize | Find | Wiew All | i First 1-3of 3 Last
Description Current Tree |Mew Tree Status CLate Added Date

Submitted
_ IPROD_WORLD IPROD_WORLD In Progress  06/22/2006 10:33AM
Geographic Restructure TECH_WORLD TECH_Ww_THEATRES In Progress 10/28/2002 4:25PM 10/28/2002
Merge Channel Sales IPROD_WORLD IPROD_WORLDZ020  In Progress 1042172002 1:11FPM 10/21/2002
=~ Search

Use Saved Searchl ;I

Descriptinnlbeqins with 'I
Current TreerEgins with 'I
New TreerEgins with 'I

Reorganization Status |~ LI I LI

Date Submitted | = EJ
Reorganization IDInginS with j'
Search Clear .
Bssic Search B zave search Criteria]j Delete Saved Search \q Fersonalize Search

Reorganize Sales Activities page

The reorganization ID is one of the search criteria for the reorganizations that are listed on this page. 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 ID 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 tree items.

* Delete residual territory definitions from PeopleSoft Enterprise Sales.

Note. Be extremely cautious about deleting an entire tree. Generally, you delete an entire tree only if it is a
draft that you created while practicing tree setup.
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Pages Used to Delete Trees or Tree Nodes

Page Name Object Name Navigation Usage
Tree Maintenance PSTREEMAINT Tree Manager, Tree Utilities, | Delete a tree.
Copy/Delete Tree, Tree
Maintenance
Tree Structure Maintenance | PSTREESTRCMAINT Tree Manager, Tree Utilities, | Delete tree nodes.

Copy/Delete Tree, Tree
Structure Maintenance

Delete Territory

RSF_TR_DEL_TREE

Set Up CRM, Product
Related, Sales, Territory,
Delete Territory

Delete residual tree and
territory data from the
application after deleting
trees or nodes in Tree
Manager.

Using Tree Manager to Delete Tree Items

Access the Tree Maintenance and Tree Structure Maintenance pages in Tree Manager.

See Enterprise PeopleTools PeopleBook: PeopleSoft Tree Manager

Using Tree Manager, you can delete nodes from a tree or delete an entire tree. Tree Manager does not, however,
delete the territory data associated with trees or nodes across applications. This residual territory data still
exists in PeopleSoft Enterprise Sales and can be included in prompt lists as if actively assigned to a tree. For
example, you might delete 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

Access the Delete Territory page.

Delete Territory

Tree HName

Tree Name [PROD_ACCOUNTS

Territory Node
Select |Territory ID

[ LARGE_CAP_ACCT

[ MID_cCaP_COMPAMIES

¥ Select All

Delete Selected Territories

Clear all

u
Custamize | Find | i

Territory Description

Large Cap Accounts

Mid Cap Cormnpanies

First 1-2afz Last

Delete Territory page

All territories that are deleted from a tree 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.
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Delete Selected Territories = When you click this button, the system prompts you to confirm the deletion of
residual data for 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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CHAPTER 10

Understanding Sales Leads and Opportunities

This chapter provides an overview of leads and opportunities, and discusses:
* Differences between leads and opportunities.

» Workflow for leads and opportunities.

* History tracking for leads and opportunities.

Understanding Leads and Opportunities
This section discusses:

* Lead and opportunity management.
* Leads.
* Opportunities.

* Prospects.

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.

Some companies have fast transaction cycles with no distinction between a lead 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 a management tool that enables you to
do that. It provides a flexible, configurable way for sales users to enter and track lead and opportunity data
and for sales managers to view that data to manage sales progress and predict close sales ratios, as shown
in this diagram:
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Salesusercreateslead,
eithermanuallyorbyimport
Initiallead statusis New.

Telemarketing,onlinemarketing,or
marketinguserqualifiesleadusing
scriptedsurveysorinformal
communication.Leadratingisapplied.

y

y

Salesuserqualifiesleadusing
scriptedsurveysorinformal
communication.Leadratingisapplied.

Telemarketing,onlinemarketing,
ormarketinguserpushesqualifiedlead
tosalesmanagertoassigntosales

representative.
Initiallead status is Open

Salesuserchanges
lead status toRejected

Sales Rep

Is lead

accepts lead? orTurnbackandprovides

reason.

alesuserchangeslea

rating?

Hot
\ 4

Userconverts leadtoopportunity.

a duplicate? Yes statustoplosed
Duplicate
No
v
Salesuserassociatesadditional
contacts,products,and
requirementswithlead,and
assignstasks relatedtolead.
: Salesuser
What is lead Cold changesleadstatus to

DeferredorClosed

A 4
Systemchangeslead Note:You cannotmanuallychangea
status toConverted. lead'sstatus toConverted.

Managing leads 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 a lead 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 a summary of the marketing campaign that generated the lead or opportunity.

This information is conveyed in sales and not marketing terminology and includes suggestions for
appropriate follow-up actions.

* Generate a call report.
Additionally, managers can identify sales teams and assign sales team members.
Several sales leads and opportunity functions can be initiated from within a BPEL business process.

See Appendix B, “Sales Delivered Business Processes and Web Services,” page 271.

See Also

Chapter 5. “Setting Up Sales Leads and Opportunities,” Understanding the Sales Process, page 31

Leads

A lead represents a potential customer for the sale of the company’s products and services. In some sales
organizations—especially those that sell products and services over the telephone as part of a call center
operation—the lead can be used to track all elements of the sales transaction, from qualification to closure.
In other sales organizations, a telemarketing 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 a lead is qualified, it can be converted into an opportunity for pursuit by selling organizations. A single
person can be a lead sales representative for multiple opportunities. An opportunity can also be associated
with multiple leads.

The minimum requirements for creating a lead in PeopleSoft Enterprise Sales include:

* A description of the lead
* A lead status

* The business unit

It is recommended that you also include the customer name and at least one contact name and phone number
for follow-up. You can enter as much additional information as needed.

You can enter leads into PeopleSoft Enterprise Sales by:

* Creating a new lead and entering the data directly.

» Copying or cloning an existing lead, changing the necessary data, and saving it as a new lead.
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* 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 Telemarketing

See PeopleSoft Enterprise CRM 9 Marketing Applications PeopleBook, “PeopleSoft Marketing Applications
Preface”.

You qualify leads to determine how likely it is that the potential customer will make a purchase. With
PeopleSoft Enterprise Sales, you can use a branch script, or survey, to do this. A survey is a set of questions
with specified score levels to rate the customer’s response. When you finish entering the customer’s responses,
the system tallies a total of the scores and rates the lead; for example, it might rate a lead 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 a rating—for example, hot, warm, or cold—to each lead that is generated
from telemarketing.

Opportunities

You 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 developing the sales proposals. You cannot, however, accept,
reject, or turn back an opportunity; these actions are relevant to assignment of leads by telemarketing to 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
* An opportunity status

* The business unit

Prospects

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 is included. 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:

* Lead import results.
* Online entry of leads and opportunities.

* Search list for leads and opportunities.
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You can edit prospect information directly on these pages. Customers and contacts from CDM, however,
appear as hyperlinks that enable you to access the CDM component for editing.

When a lead is converted to an opportunity or an opportunity is set to Closed/Won, the prospect information is
transferred (pushed) to the Customer Data Model (CDM), converting the prospect to a contact or customer. A
prospect is also pushed to CDM when you use quick create to manually convert prospects from leads and
opportunities to customers or contacts.

Prospect information appears on Sales components only (Lead, Opportunity, Referral) and does not appear
on these elements:

* My Contacts.

* Tasks.

* Strategic Account Planning/SmartViews.
* Call Reports.

* Audiences.

* Segments.

* 360—Degree View.

* Partner Relationship Management.

Differences Between Leads and Opportunities

A significant difference between leads and opportunities is their 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, and Call Reports) 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 products to 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, Telemarketing, Marketing, and
Support).

* You can accept, reject, or turn back a lead but not an opportunity.

* You can track the stage of the sales process on the Opportunity - Discover page but not on the Lead -
Discover page.
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Workflow for Leads and Opportunities

You can set up workflow to send notifications when certain events occur in the Lead and Opportunity
components. For example, the system can send a workflow notification to a sales manager if a sales
representative rejects a lead. 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 a lead.

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 a lead.

Lead not accepted in due time

The system sends notification when a lead 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 to configure workflow.

See PeopleSoft Enterprise CRM 9 Automation and Configuration Tools PeopleBook, “Setting Up PeopleSoft

CRM Workflow”.

History Tracking for Leads and Opportunities

You can set up history tracking to maintain records of events that occur in the Lead and Opportunity
components. For example, the system can log a record if a sales manager changes the sales representative
assignment for a lead. PeopleSoft Enterprise Sales delivers several 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 a lead.

Lead Rating Changed The system logs a history record if a sales user changes the rating for a
lead.
Lead 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.
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Policy Name

Description

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.

The configuration process for history tracking is similar to that for workflow.

See Also

PeopleSoft Enterprise CRM 9 Automation and Configuration Tools PeopleBook, “Setting Up PeopleSoft

CRM Workflow”

Copyright © 2001 - 2006, Oracle. All rights reserved.

123



Understanding Sales Leads and Opportunities Chapter 10

124 Copyright © 2001 - 2006, Oracle. All rights reserved.



CHAPTER 11

Creating Sales Leads and Opportunities

This chapter discusses how to:

e Create a sales lead.

 Create a sales opportunity.

* Select the customer for a lead or opportunity.

* Select customer contacts for a lead or opportunity.

* Clone a sales lead or opportunity.

» Convert a lead to an opportunity.

Creating a Sales Lead

This section discusses how to create a sales lead.

Warning! 1f 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 a lead 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.

You can set up data distribution rules in Enterprise Components.

See PeopleSoft Enterprise Components for CRM 9 PeopleBook

Page Used to Create a Sales Lead

Page Name

Object Name

Navigation

Usage

Lead - Discover

RSF_LEAD ENTRY

Sales, Add Lead

Enter details about a sales
lead, including the name,
status, and rating, and the
customer’s name, address,
and contact people.

Creating a Sales Lead

Access the Lead - Discover page.
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Lead
Save | E Add Lead| Nntificati0n| O Send| ﬁ Clnne| \i‘j Convert | 360 360-Degree Yiew | » Personalize
Description Cady Dishwasher Lead Status MNew
Customer Cady Montgornery Contact Garrett,Tristan
Contact Phone 719/554-8632 Rating Hot
Summary \m Assign Qualify Propose Call Reports Tasks Motes Histary
Customer
Customer Cady Montgomery Q Search Again
Addressl ;I E3]
Site Pittshurg @ search Again
Addressl ;l B3
Partner
Partner Contact
Search Advanced Search
Lead Details
*pescription [Cady Dishwasher Lead *Business Unit [US200 o)
sales Rep |5am Fabhitt Q Revenue 5000.00 Currency UsD Q

*StatusINEW ;l RatingIHDt *I PriuritrIS *I

Lead - Discover page (1 of 2)

Contacts Customize | Find | EE First 1afl Last

.qﬁ‘ FPhones Irmpact Qrganization Correspondence

Primary | First Marne |Last Mare | |*Pref Comm |Wnrk Phone |m |Emai| Address | | |
¥  Tristan Garrett ] ICaII vI 719/554-8632 0, (3423 [tgarrett@cadymont.com L ]j

First Mame Last Name Al

Accept/Reject Lead

Accept Reject Turnback

Related Transactions

5 Assign Team | ﬁTAdd Product | EF create Quote| Add Maote | Ef add Task

Lead - Discover page (2 of 2)

Customer

The Type field indicates whether a lead 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.

See Chapter 11, “Creating Sales Leads and Opportunities,” Selecting the Customer for a Lead or Opportunity,
page 132.
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.
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Note that if the customer for a lead is a prospect, the name of the customer is editable on the Lead - Discover
page. Otherwise, the customer name is displayed as a hyperlink that you can click to view more information
about the customer.

When you manually create a lead, a text entry field and a search button appear next to for the Customer
and Site or First Name/Last Name and Site fields. You can enter or search for a customer and site. Before
clicking the Search button, you can optionally enter characters in the Customer or First Name and Last
Name fields to limit the search.

See Chapter 11, “Creating Sales Leads and Opportunities,” Selecting the Customer for a Lead or Opportunity,
page 132.

If you display an existing lead, the relevant fields (Customer or First Name and Last Name are displayed
when lead is for a prospect customer.) If the lead is for an existing customer, a hyperlink 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 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.

Partner

The Partner section is enabled through the Display Template when Partner Relationship Management is
installed. It appears following the Customer section.

Fields in 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.

Lead Details

Description Enter a description of the lead. This can be the customer name, the product,
or other descriptive information.

You can define the default value for this field on the Component Field
Default component.

See Chapter 5, “Setting Up Sales Leads and Opportunities,” Setting Up
Component Field Default Values, page 36.

Business Unit Enter the business unit with which the lead is associated. The default is the
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.

Sales Rep (sales Enter the primary sales representative (in the format last name, first name)

representative) who is assigned for this lead. 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.

You can enter the desired sales person’s name by entering a few letters of the
sales user’s last name and clicking the Lookup button to search for that person,
or you can click Lookup without entering any letters to select from the list of
all sales users that are within the specified business unit.

Revenue and Currency 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
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a total price. You 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.

Select the current status of the lead.

Note. Status values are delivered as translate values; do not modify or delete
them. However, if you have the required security permissions, you can
create additional status values.

Delivered values are:

» Accepted: The lead is accepted by the assignee.

* Closed - Duplicate: The lead is a duplicate of an existing, active lead.
(Fields remain display-only.)

* Closed - Lost: The lead should not be worked or updated because the sale
was lost. (Fields remain display-only.)

* Closed - Won: The lead should not be worked or updated because the sale
was won. (Fields remain display-only.)

» Converted to Opportunity: The lead is converted to an opportunity and is
available for pipelines and forecasts.

Use the Convert button in the toolbar to convert a lead to an opportunity.
When a lead is converted, the fields on the Lead pages remain display-only.
You must access the opportunity to enter or update data.

* Deferred: The assignee cannot accept the lead at this time. 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 is imported from an external spreadsheet.

* New: The lead is recently created.

Note. The system assigns this value when you add a new lead. Then, when
you enter data and save the page, the system changes the status to Open.

* Open: The lead is available 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 Comments
fields appear, and the Sales Rep (sales representative) field is cleared;
you must enter a reason.

» Working: The assignee accepted the lead and is currently working on it.
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Note. If the lead came from PeopleSoft Telemarketing, the status of New or
Open must be changed to Accepted or Rejected before you can change it
to any other status.

Rating Indicates the degree 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 ratings to lead ratings to qualify a lead and move it from PeopleSoft
Marketing or Telemarketing to Sales. If a lead 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 Telemarketing or PeopleSoft Marketing,
this value in this field is automatically generated. You can override this value.

See Chapter 5, “Setting Up Sales Leads and Opportunities,” Setting Up Lead
Ratings, page 38.

Priority Select a priority to indicate the urgency of working this lead. Priority values
are translate values.

Contacts
This page region enables you to view and enter information about the contacts for the lead.

If the Allow Prospects option is enabled, you can use the + button to enter new prospects, or run a search to
find already-entered contacts.

See Chapter 11, “Creating Sales [eads and Opportunities,” Selecting Customer Contacts for a L.ead or
Opportunity, page 138 and PeopleSoft Enterprise CRM 9 Application Fundamentals PeopleBook, “Setting Up
General Options,” Understanding PeopleSoft Enterprise CRM General Options.

Accept/Reject Lead

Click a button to accept, reject, or turn back the lead. If you click the Reject or Turnback buttons, the Reason
(required) and Comments (optional) fields appear on the page.

See Also

Chapter 15, “Creating a Proposal for a Lead or Opportunity,” page 179

Creating a Sales Opportunity

This section discusses how to create a sales opportunity.

Warning! 1f 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 a lead 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.
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You can set up data distribution rules in Enterprise Components.

See PeopleSoft Enterprise Components for CRM 9 PeopleBook

Page Used to Create a Sales Opportunity

Page Name Object Name Navigation Usage

Opportunity - Discover RSF_OPP_DETAIL Sales, Add Opportunity Identify details about a sales
opportunity, including the
name, status, and rating,
and the customer’s name,
address, and contact people.

Creating a Sales Opportunity

Access the Opportunity - Discover page.

Opportunity
Save | - Add | [=] send | o Email | I Clone | 360 Z60-Degree Yiew | #[Z] Previous | } Search | o] Next| E Persanalize

Description Replacement Solution Status Open
Customer B1's Appliance Center Customer Yalue Goldiririris
Contact Conrad,Barry Revenue 20000
Summary Assign Zualify Propose Tasks Notes History
Customer

Customer BJ's Appliance Center Q Search Again

Addressl =] Go
Site search Advanced Search
Partner
Partner Contact
Search Advanced Search

Opportunity - Discover page (page 1 of 2)
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Opportunity Details

Description [Replacement Solution *Unit |APPO1 Q
Sales Rep Murphy,Terry *Status I Open 'I Priority |4 'I
Forecast Summary Sales Process
Forecast ¥ Type Cpen Mude||l<now|edge Enabled Sales ;I
Est. Revenue [20,000.00 Currency USD Q stage|D4—Develop Froposal for Custorner =1
Confidence % 45 Close Date Eﬂ Task|E|2—Generate Proposal ;I
Forecast Amt 393,790.25 Il Create Forecast %Close 50
k|
Contacts Customize | Find | |——| First 1ofl Last
i Phones Impact Qrganization Correspondence
Primary |First Mame Last Mame Pref Comm | Work Phone Ext Ernail Address
I Barry Conrad E ICaII 'I g55/225-1002 O barrie@bjsappliance_psft.co O ﬁ
First Name Last Name dd

Related Transactions

¢ Add Mote

#% Assign Teamn | |j"-' add Product | EBlCreste Forecast | EF Create Quote | Ef addTask |

Save || B add| Send | £ Email | G Clone | 360 360-Dearee View | 8] Previous | O Search | ] Next| = Top of Page

Opportunity - Discover page (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, as with a lead, 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 a hyperlink that you can
click to view more information about the customer.

Forecast Summary
Model Select the overall sales process to use for this opportunity; for example, the
proprietary Knowledge-Enabled Sales (KES) process.

Set up sales processes on the Sales Process page.

See Chapter 5, “Setting Up Sales Leads and Opportunities,” Setting Up
a Sales Process, page 31.

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 Leads and Opportunities,” Setting Up
a Sales Process, page 31.

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.
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See Chapter 5, “Setting Up Sales Leads and Opportunities,” Setting Up
a Sales Process, page 31.

% Close (percentage close) The system calculates this value after you enter the sales task and save the
opportunity. The calculation is based on the %Close method that is associated
with the specified sales process.

See Chapter 20, “Including Opportunities in Forecasts and Closing Opportunities,” Using the Forecast
Summary, page 224.

Selecting the Customer for a Lead or Opportunity
This section discusses how to:
* Select a customer for a lead or opportunity.
 Search for customer information.
* Use the Quick Create feature to create a customer.
* Select the customer address.

» Select the customer site address.
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Pages Used to Select the Customer for a Lead or Opportunity

Page Name

Object Name

Navigation

Usage

Lead - Discover

RSF_LEAD ENTRY

» Sales, Add Lead

e Sales, Search Leads

Select the customer for a
sales lead.

Opportunity - Discover

RSF_OPP_DETAIL

Sales, Add Opportunity

« Sales, Search
Opportunities

Select the customer for a
sales opportunity.

Search for Customer, Search
for Partner

RBQ_BOSRCH

On the Lead - Discover or
Opportunity - Discover page,
click the Search button.

Search for a customer or a
partner.

Create Company

RBQ QCREATE

On the Search for Customer
page, select the Company tab
and click the Add a New
Company link.

Create a new company and
save it in the database.

Create Consumer

RBQ QCREATE

On the Search for Customer
page, select the Consumer
tab and click the Add a New

Create a new consumer and
save it in the database.

Consumer link.
Customer Address RSF LE ADDR_SEC On the Lead - Discover page, | Enter the customer’s address
select —> add address in for alead.
the first Address field and
click Go.
Customer Address RSF_OPP_ADDR_SEC Sales, Add Opportunity Enter or review the
. t ’ f
On the Opportunity - (c)us (():tg:::;i ts address for an
Discover page, select —> pp Y
add address in the Address
field and click Go.
Site Address RSF_LE SITE SEC From the Lead - Discover Enter or review the customer

page, select Add in the
second Address field. Click
Go.

site address for a lead.

Selecting a Customer for a Lead or Opportunity

Access the Leads - Discover page or the Opportunity - Discover page.

Note. The Customer section appears on the Discover page in the Lead component and in the Opportunity
component. Although the following example shows the Lead component, the information here applies to
both leads and opportunities.
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Lead

Description Explore Design - Kitchen Upgrade
Customer Explore Design Center

Save | [F add | [=7] Motify | < Email | A clone | \'}j Convert | 360 360-Degree View | 2] Previous | 1 Search | ¥ Personalize

Status Open
Customer ¥alue

Search

Advanced Search

Contact Lucent,Jean Rating
Surnrmary Assign Qualify Propose Tasks Motes History
Customer
Customer E:xplore Design Center & Eearch Again
Address | 6999 Dublin Blvd,Dublin,CA,94565,USA =] 2
site Dublin Q, Zearch daain
Address | 6999 Dublin Blvd,Dublin,CA,94565,USA = &3
Partner
Partner Contact

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 characters in the Customer or Site field. Click the Search
button to search for customer or site data and to determine if a customer or site
already exists. If it does not exist, you can quickly create a customer or site.

If you select a site before a customer, then the system automatically populates
the Customer field. If you select a customer before a site, then you can only
search for sites of that customer. If you 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. You can
enter specific criteria to use in the search.

After you select a customer, the system populates the Address field with the
primary address for the customer. Use the drop-down box to 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.

Searching for Customer Information

Access the Search For Customer page.

134
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=~ Search

Search

Search Results
Company

Search For Customer

Mame Im

First Name Im
Last Name Im
Phone Iﬁ
Addresslm

Clear Cancel

b Consurner

E- Create Company

Address

Arnold Ice
Company

Bl's Appliance
Center

Boris May &
Cormpany

Coen Food
Service

Cool Solutions

Explore Design
Center

1051 El Camino Real, Calma,

Ch, 94015, USA

173 M Mcdaowell Blvd,
Petalurma, A, 94954, USA

675 East Campbell Avenue,
Campbell, CA, 95008, USA

4465 Sunnyside Ave,,Suite
120,Malibu,Cf,90265,US4

1240 M, Fair Qaks
Ave,Sunnyvale, CA,24059, U548

6999 Dublin Blvd, Dublin, CA,

94568, USA

City

Colma
Petaluma
Campbell
Malibu
Sunnyvale

Cublin

State
CA

Ch

Ca

CA

Cé

CA

Postal

94015
94954
95003
nZes
94089

94568

]
View All | i First 1-16 of 16

Country Phone
001-555/664-

UsA 2eae
001-555/408a-

el 2200

UsA 408 3644222
001-310/445-

UsA 9934

Usa 408/745-7827

USA 001-555/213-

o001

Search for Customer page

To select a customer, click on a company or consumer in the Search Results section. To add a new company or
consumer, click the Create a New Company link or Create a New Consumer link.

Using the Quick Create Feature to Create a Customer

Access the Create Company page or the Create Consumer page.

Copyright © 2001 - 2006, Oracle. All rights reserved.

135




Creating Sales Leads and Opportunities Chapter 11
Create Company
SetID CRMO1 Appliance
Company
*MName
*Eurrenc-’rlus Dallar ;I
Purchasing Options
¥ Sold To customer This Company can make purchases.
¥ Bill To Customer This Company can receive hills,
¥ Ship To Customer This Company can receive shiprents.
Contact Info
*Description |Business Address
2, Look up Address
Phone *TypelBusiness ;I
*Type Country |Number Ext/PIM Physical Location
Code -
- *cDuntrylLlnlted States ;I
IMaln "I
Address 1
IC [lul --I
=T Address 2
FAX s Address 3
IF'ager vl City
Email County
*Type Ernail Address State Q
IE-usiness "I Postal
IOther "I Time Zunel ;I
Regionl ;I

136

Create Company page

When you use the Quick Create feature, you enter the customer information directly into the database, and the
customer entry immediately becomes available for searching.

Note. When you use Quick Create to create a new company or consumer all applicable information from the
lead or opportunity will be passed to it.

See Also

PeopleSoft Enterprise CRM 9 Business Object Management PeopleBook, “Using Business Object Search and
Quick Create Functionality,” Creating Business Objects by Using the Quick Create Component

Selecting the Customer Address

Access the Lead - Discover page or the Opportunity - Discover page.

Note. Although the following example shows a customer address, the information applies to both the
Customer Address page and the Site Address page.
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Customer Address

Customer Arnold Ice Company

Address Detail

*Country | United States ;I

Address 1
Address 2

Address 3

City

County

State Q

Postal

Time £one O\

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

Search

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.

Click to search for an address to determine if it already exists.

Note. If an address already exists and you enter it again, the system creates a
duplicate entry in the database. To avoid duplicates, always search first to
determine if the address exists before adding it.

If the address already exists, select it from the list. The system displays the
Customer Address page and with the address and its associated purchasing
options designations (Sold To Address, Billing Address, and Shipping Address).

The Enter New Address button becomes available.

Selecting the Customer Site Address

Access the Site Address page.

Note. Fields on the Site Address page function in the same way as the fields on the Customer Address page.

See Chapter 11, “Creating Sales Leads and Opportunities,” Selecting the Customer Address, page 136.
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Selecting Customer Contacts for a Lead or Opportunity

This section discusses how to:

138

¢ Search for customer contacts.

» Use the Quick Create feature to create a contact.

» Update customer contact information.

Pages Used to Select Customer

Lead or Opportunity

Contacts for a

Page Name

Object Name

Navigation

Usage

Lead - Discover

RSF_LEAD ENTRY

e Sales, Add Lead

* Sales, Search Leads

Enter or view data for a lead.

Opportunity - Discover

RSF_OPP_DETAIL

+ Sales, Add Opportunity

« Sales, Search
Opportunities

Enter or view data for an
opportunity.

Search for Contact

RBQ BOSRCH

On the Lead - Discover page
or the Opportunity - Discover
page, click the Add button.

Search for a contact. You
can optionally enter a

first and last name on the
component’s Discover page
to narrow the search.

Create Contact

RBQ QCREATE

On the Search for Contact
page, click the Create
Contact link.

Create a new contact and
save it in the database.

Searching for Customer Contacts

Access the Search For Contact page.
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Search For Contact

= Search

Postal =

Search Clear

E‘I- Create Contact

Search Results
Select |Last Mame

First Mame

Name I begins with -I Explore Design Center
First Name I begins with 'I
Last Name Im
Phune|= -I
Email I = vI
Address m
City | = -]

State I = j‘
Country I = j‘

Cancel

Mame Phone Ernail Address

r Lucent Jean

Il Prescott Joyece

6999 Dublin
Blvd, Dublin,
Ch, 94568, USA

6999 Dublin
jprescot@expdesign_pstt.com Blvd, Dubling
Ch, 94568, USA

001-555/213-
0001(1001}

Explore Design

Centar jlucent@expdesign_psft.com

001-555/213-
0001(z24]

Explore Design
Center

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. This limits the search to contacts of the specific customer. The system carries over the text that you enter
on the Lead - Discover page or Opportunity - Discover page for the contact name to search. You can override
the text here. You can also enter search criteria for a phone number, email address, or person ID. If you select
a contact that is not associated with the customer specified on the lead or opportunity, the system adds the
relationship of the contact to the customer when you save.

Search

Select (check box)

Select (button)

Create a New Contact

Click Search to launch the search and display results in the grid at the
bottom of the page.

Select the contacts to associate with the customer. If the system finds an exact
match for the search criteria, it hides the Select check box and changes the
Last Name and First Name field value into a link. Select the link to select the
user and return to the Discover page.

Click this button to associate the selected contacts with the customer and to
return to the Discover page, where the system displays data for the contacts
that you select.

Click to access the Create Contact page to create a new contact if, after
searching, you determine that a contact does not exist.

Using Quick Create to Create a Contact

Access the Create Contact page.
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Create Contact

Contact
Format for | United States |
Prefin
*First Name Middle Mame
*Last Mame suffix

Address Book Entry

*pescription |Home Address
2, Look up Address
Phone *T',rpelMEli“l‘lg ;I
ZTune Prefix |Number Ext/PIM Physical Location

IMain 'I *cDuntryIUnited States ;I
ICEIIuIar "I Address 1

=Y = Address 2
m Address 3
City
Email County
*Type Ernail Address State Q

IHDmE jv Postal

IOther j' Time Zunel ;I
Regiunl ;I

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 Quick Create 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 a user enters a work phone and email
address in the contact grid, and then transfers to quick create and provides a different work phone, the work
phone in the contact grid will be refreshed from the one that was provided in quick create. The email address
still exists in the contact row and is saved to CDM when the user saves the lead.

See Also

PeopleSoft Enterprise CRM 9 Business Object Management PeopleBook, “Using Business Object Search and
Quick Create Functionality,” Creating Business Objects by Using the Quick Create Component

Updating Customer Contact Information

Access the Lead - Discover page or the Opportunity - Discover page.
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Contacts Cuztamize | Find | D First 1afi Lazt
i Phones Impact Qrganization Correspondence
Primary | First Marme Last Marne *Pref Comm | Wark Phone Ext Ermail Address

[T Fred albright =] m 651/785-6657 O falbright@rmma.com Ol i}
First Name Last Name Al

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.

Note. 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. You can create only
one primary contact.
Pref Comm (preferred Select the contact person’s preferred method of communication.
communication) Communication methods are delivered as translate values that you can modify
if you have the necessary permissions.
Work Phone and Ext Enter the contact’s work phone number here. (Enter additional phone numbers
(extension) on the Phones tab.)
Email Address Enter the contact’s email address. This address is required if you plan to
email the proposal.
Phones
Access the Phones tab.
N
Contacts Customize | Find | £ First 1-2 of 2 Last
Contact Impact Organization Correspondence
Primaty | First Mame Last Mame Country | Cell Phone Fax Murnber Home Phone
Code
v Kaley Parker = ool Q Q Q0
- Barry Conrad = ool Q) &} Qo
First Name Last Name search

Lead - Discover page: Phones tab

Enter all 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.
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N
Contacts Customize | Find | ﬁ First 1-2 of 2 Last
Contact Phones QOrganization Carrespondence
Primar}.r_l First Mame |Last Marme Role |Suggnr‘t |Im|gact | Approval Reguired
v Kaley Parker = [Manager = = =] r
r Barry Canrad = | contact = = = |
‘ First Name Last Name search

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.

Role Select a role that best identifies the role of the contact.

Note. Do not confuse roles with business titles, which you enter 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 Leads and Opportunities,” Setting Up
Contact Support Levels, page 45.

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 Leads and Opportunities,” Setting Up
Contact Impact Levels, page 46.

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 individual is influential
in the company but does not have final approval, clear this check box.

Organization

Select the Organization tab.

Contacts Customize | Find | Iﬁ First 1-3of 3
Contact Phones Impact h Organization Correspondence
Primar\rlFirst Marme Last Mame | |RD|E Title |De|3ar‘tment |Resn0nsibi|ites
W  Barry Conrad =] ICDntact = I = I |
| Kaley Farker = |Manager ;I | ;I | ;I
[T Jason Taylar = |contact = = |

Lead - Discover page: Organization tab

Enter the contact’s business title, department, and responsibilities. Set up contact titles and departments on the
Titles page and the Departments page.

See Chapter 5, “Setting Up Sales Leads and Opportunities,” Setting Up Contact Titles, page 46.
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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 Object Name Navigation Usage
Clone Lead RB _CLONE TXN SEC Sales, Search Leads Clone a lead.
Select a lead and click the
Clone link on the toolbar.
Clone Opportunity RB_CLONE TXN_ SEC Sales, Search Opportunities | Clone an opportunity.

Select an opportunity and
click the Clone link on the
toolbar.

Cloning an Existing Lead or Opportunity

Access the Clone Lead page or the Clone Opportunity page.

Note. Although the following example shows the Clone Lead page, the information also applies to the
Clone Opportunity page.

Clone Lead

Mumber of Clones |1 Max Clones 50

Specify New Yalues

Lead Name

Select Data to Copy Customize | Eind | E First 1-7of 7 Last
Select

N Contacts

- Motes & Attachrnents

r Partners

r Products

r Sales Teamn

r Competition

| Buying Criteria
[T Select all f Clear All

Clone Lead page
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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 discusses how to convert a lead to an opportunity.

Page Used to Convert a Lead to an Opportunity

Page Name Object Name Navigation Usage
Convert Lead to Opportunity| RSF_LE_OPP_SEC Click the Convert link on any | Convert a lead to an
page in the Lead component. | opportunity.

Converting a Lead to an Opportunity

Access the Convert Lead to Opportunity page.

Convert Lead to Opportunity
Lead Mame Lead Import - Existing Company & Contack

Customer Mame Bl's Appliance Center Business Unit APPO1

STEP 1: Link to Existing or Create a new Opportunity

¥ create New Opportunity

™ Link an Existing Opportunity
(Mote: The "Select" check box is disabled for opportunities to which you do not have access.)

N
Select an Existing Opportunity Customize | Find | Wiew &ll | i First 1ofi Last
Select Cpportunity 10 Opportunity Mame Sales User
1 200300014 Replacement Solution E Murphy, Terry

STEP 2: Select Data to Copy

¥ contacts ¥ Buying Criteria
¥ Products ¥ partners

¥ Quotes & Orders ¥ Competition

¥ Tasks ¥ Surveys

¥ Notes and Attachments ¥ Sales Team

W Zelect all Clear all

STEP 3: Complete Conversion

Click QK to proceed with conversion to opportunity, Click Cancel to cancel the conversion and return.

¥ Transfer to Opportunity

Convert Lead to Opportunity page

144 Copyright © 2001 - 2006, Oracle. All rights reserved.




Chapter 11 Creating Sales Leads and Opportunities

Converting Prospects to Customers

When converting a lead to an opportunity, if the lead is a prospect, a new 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 a hyperlink that allows navigation to the newly-created CDM customer appears. When
converting a prospect 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 CDM. If these are not present, the lead is
converted to an opportunity but the information is not transferred to CDM.

Note. When converting a lead to an opportunity, if the lead is a prospect, a new CDM customer is created using
the prospect’s information (in other words, the prospect is “pushed” to CDM). The lead and the opportunity are
linked to the customer, and a hyperlink is displayed to allow navigation to the newly-created CDM customer.
Note also that when converting a prospect lead to an opportunity, the customer name (for a company) or the
first and last name (for a contact) must be present in order to push the prospect’s information to CDM. If these
are not present, the lead is converted to an opportunity but the information is not transferred to 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

Select Existing Opportunity If you select the Link to an Existing Opportunity check box, select one of
the opportunities in this grid. The grid displays a list of opportunities that
have the same customer and business unit as the lead that is converted. You
can only select opportunities to which you have security access; the Select
check box is not available for other opportunities.

Note. This region appears only if there are opportunities.

STEP 2: Select Data to Copy

(Check boxes) 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.

STEP 3: Complete Conversion

Transfer to New Select to transfer to the opportunity when you click OK.

Opportunity If this check box is cleared, the system returns to the Leads page on which

you clicked the OK button.

OK Click to have the system save the opportunity to the opportunities list and
the Opportunities details component. The opportunity is available for you to
continue updating and managing it.

To immediately access the new opportunity upon successful conversion, select
the Transfer to Opportunity check box before clicking OK.
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CHAPTER 12

Importing Sales Leads

This chapter discusses how to import sales lead data.

Importing Sales Lead Data

You 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. You must also create
an import map to identify the items from the spreadsheet that populate the various fields in the database
template. A default template and map exist in the delivered database. You can use these as a model for
creating other templates or maps.

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

» Import lead data from an external file.
* View a template definition.

* View lead-import results.

* View lead-import errors.

* Search for imported data.

See Also

Chapter 5. “Setting Up Sales Leads and Opportunities,” Setting Up Templates for Importing Leads, page 58

Understanding the Data Import Process

You can upload a CSV spreadsheet (such as a Microsoft Excel spreadsheet), map the columns on the
spreadsheet to fields in your database, and run an automated process to import the data from the spreadsheet
into PeopleSoft Enterprise Sales. You can import data from any comma-delimited spreadsheet, including
telemarketing spreadsheets, spreadsheets from trade shows, or your own personal spreadsheets. When you
import leads, the system stores the data in the Leads table and the Customer Data Model tables.

See PeopleSoft Enterprise CRM 9 Business Object Management PeopleBook

PeopleSoft Enterprise Sales is shipped with a predefined lead-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.
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You can create and save as many maps as you want. You can also create new templates. When you create a
template, the system automatically creates a default import map for you.

Note. To create import templates, you must have the proper security permissions in your sales access profile.

See Also

Chapter 5, “Setting Up Sales Leads and Opportunities,” Setting Up Templates for Importing Leads, page 58

Pages Used to Import Sales Lead Data

Page Name Object Name Navigation Usage
Import Sales Leads RB_IMP RUN Sales, Import 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 View a display-only version
Definition link on the Import | of the specified template’s
Sales Leads page. definition.
Sales Leads Import Results | RSF_LE IMP_RESULTS Sales, Import Leads View results of the lead data
Click the View Results ImpOrt process.
button.

Import Error Information

RSF_LE_VIV_ERR

Sales, Leads, Import Sales
Leads

Click the View Errors button
on the Sales Lead Import
Results page.

View results of the lead data
import process.

Batch Info, , All Imported
Leads

RB_IMP SEARCH

Sales, Search Imported
Leads

Search for imported lead
data.

Importing Lead Data from an External File

Access the Import Sales Leads page.
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Import Sales Leads
=~ Step 1: Choose a Template and Map

Templates define which database fields are used for import, Maps contain the
rmatchings between vour spreadsheet colurnns and the database fields,

Template Name |LEAD_IMFORT = Wiew Ternplate Definitian

Import Map I LEAD_IMPORT Map ;I Edit Template Spreadshest

=~ tep Z: Attach your Spreadsheet

File Name

Ak Character Set UTF&

=~ Step 3: Match spreadsheet columns with database fields

For each spreadsheet column, choose a matching database field.

Save Map As Save Map

Import Sales Leads page (1 of 2)

=~ Step 4: Run the Import

The amount of time it takes to run the Import varies according to the size of the import: file,

the process to finish in real time, or submit the Import a5 a batch process,

¥ Run Import using the Process Scheduler (batch process)

Run lmpart Frocess Monitor Viewy Resultz

Last Imported By Last Imported

For wery large files, the process could take several minutes, vou may choose to wait here for

{" Run Import and Wait Here for the Import to Finish ¥ Execute AAF during Lead Import

Created By ypq Created on 06/25/2006 2:16:06.000000PM

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.

View Template Definition Select to access a display-only version of the Import Template page for a

specified template.

Import Map Select the import map to use. The import map identifies which spreadsheet
columns populate the various fields in your database, and it identifies which
columns to import.

Edit Template Spreadsheet  Select to launch a new window with the Microsoft Excel spreadsheet template
with column headings only. You can enter data (including placeholder data for
required fields) or paste data from another spreadsheet.

Note. If you make changes, be sure to save the spreadsheet before closing
the window.
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Step 2: Attach the Spreadsheet

Add Click to access the search page, where you can enter or browse for the path to
the comma-delimited file of lead data to import.

Upload 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 Leads page and displays the name of the uploaded
file and mapping results.

Delete Click to delete the uploaded file. The Add button appears. Click Add to
browse for a different file to upload.

View Click to open a new window where you can view the uploaded spreadsheet to
confirm that it is the 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 labeled Parent Name and Database field name to
select the correct field for each column. Then, enter a map name in the Save Map As field, and click Save
Map. The map appears in the map drop-down list for that template.

Note. The Dedup check boxes indicate data that the system uses to check for duplicates. You specify the data
for determining duplicates when you create the template definition. If you have the necessary permissions,
you can edit the Dedup check boxes used for determining duplicates.

See Chapter 5, “Setting Up Sales Leads and Opportunities,” Setting Up Templates for Importing Leads,
page 58.

Step 4: Run the Import

Specify how the import runs—in real time or in a batch process at a later time.

Run Import Click to submit the run request to the system.
View Results Click to view import results after the process has run.
Process Monitor Click to access the Process List page, where you can confirm that the request

was received and determine its status.

Execute AAF during Lead  Select to launch AAF policies when an imported lead contains the necessary
Import conditions to trigger execution.

Viewing a Template Definition
Access the Lead Import Template page.
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Sales Lead Import Templates
Import Template Name |LEAD _IMPORT

Component Interface Name

Select Fields
= > Primary (Level 0) Fields
= [* RSF_LE_CONTACTS (Scroll Level 1)
@ < RSF_LE_PRODUCTS (Scroll Level 1)

Include | Dedup |Field Mame

F [T  PRODUCT_GROUP
F [T  PRODUCT_ID

F [T  REVENUE_TYPE

~ - qrr

F [T UNIT_OF_MEASURE
F [T  PRICE_BASE

= [* RSF_LE_NOTE {Scroll Level 1)

Description |Standard Lead Import Template

Description
Product Group

Product ID
Revenue Type ID
Quantity

Unit of Measure

Met Unit Price (base)

Custom Label

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 Leads and Opportunities,” Setting Up Templates for Importing Leads,

page 58.

Viewing Lead Import Results

Access the Sales Leads Import Results page.
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Sales Leads Import Results

Each import record is available for wiewing in the scroll area, If the Lead was not imported successfully, vou may view the
errors, correct the errors, and press the Create Lead button to try the import again.

Total Leads from Import File 2 Leads Imported > Leads in Error 0
Leads Find | Wiew &ll First 1af2 El Lazt
Row Number 1 Status Imported Last Imported 02/07/2006 12:<40PM

Lead |Lead Import - Existing Company & Contact
Business Unit |[4FFPO01 SetlD IPROD
Company |B1's dppliance Center
Cust Role Company

= Contact Information
First Name [Kaley

Last Mame [Parker

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 a lead is a prospect, you can leave it as a prospect or push it to the CDM.

Note. For customers, the Customer field is displayed as a hyperlink; for prospects, it is displayed as an
editable field.

Note. If an imported lead has a sales representative’s person ID in an ID column, the system assigns the lead
to that representative. If the imported lead has no person ID and the Auto Assign check box is selected, the
system assigns a sales representative by using a territory tree. If the imported lead has no person ID and the
Auto Assign check box is not selected, the lead is not assigned. You can search for unassigned leads on

the Search Leads page.

If the imported lead does not have a rating, it is subject to auto rating.

See Chapter 5, “Setting Up Sales Leads and Opportunities,” Setting Up Assignment Weights, page 42 and
Chapter 5. “Setting Up Sales Leads and Opportunities,” Setting Up Lead Ratings, page 38.

Import Zone

If errors occurred during the import process, the Import Zone group box appears.

View Errors Click to access the Lead Import Errors page, where you can determine the
errors that occurred.

Create Lead Click to import leads one by one. Each time that you click this button, the
system submits only the lead that appears in the Sales Leads group box.

See Also

Chapter 5, “Setting Up Sales Leads and Opportunities,” Setting Up Templates for Importing Leads, page 58
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Viewing Lead Import Errors

Access the Import Error Information page.

Import Error Information

Row Number 1 Status Mot Imported -- Errors Found

Errors for this Lead

Error Number 1 Error Message |[Cormmponent Interface SAVE Method failed, row number 1 ;I

=

Error Number z Error Message |Mote subject is required. ;I

=

Error Number 3 Error Message |Error saving Component Interface, {RSF_LEAD_IMPORT - ;I
(91,37)

=

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.
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Batch Info All Imported Leads

Creator = Ash, Alex Admin

;
= Imports Customize | Find | Wiew &ll | i First 1-2 of 2
4/12/2004 Created by | Last Imported on Last Import Lead Import Status Spreadsheet File | Total Leads Leads in
04:50PM By Error
4:12/2004 AASH 4/12/2004 04:54PM  AASH Irmported Benchi.csv 1
04 ;50P M
41 2/2004 ) Mot Irported --
0S:12PM AASH 4/12/2004 05:16PM  AASH Errors Found Benchl.csy 1 1
Mewy [mport
= Search
Use Saved Searchl ;l
Search Clear B zave Search Criteria [l Delete Saved Search  “<s Personalize Search
Created un|= :,' [ Time
Last Impnrted|= 'I Eﬂ Time
Creatur|= :,' Q
Last Imported By|= :l' Q
Lead Import Status | = LI I ;I
Total Row Count | > =2
Rows in Errnrl = 'I
Duplicatesl} :,'
Spreadsheet Filelbegins with 'I
Search Clear B save search Criteria@ Delete Saved Search \q Fersonalize Search

Batch Info (batch information) page
Use the Batch Info page to search for and view a list of imported lead data by run parameters.

Use the All Imported Leads page to search for and view a list of imported leads data by lead parameters.

See Also

PeopleSoft Enterprise CRM 9 Automation and Configuration Tools PeopleBook, “Configuring Search Pages”
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Assigning a Lead or Opportunity

This chapter provides an overview of sales representative assignment, lists common elements, and discusses how to:
* Assign sales representatives to a lead or opportunity.

* Accept, reject, or turn back a lead assignment.

* Assign partners to a lead or opportunity.

» Reassign a sales representative’s leads, opportunities, and accounts.

Common Elements Used in This Chapter

New Rep (new Select the sales representative to assign to a lead, opportunity, or account on a
representative) reassignment worksheet.
New Territory Select the territory for a sales representative on a reassignment worksheet.

Understanding Sales Representative Assignment

PeopleSoft Enterprise Sales offers three methods of assigning sales representatives to the sales team for
a lead or opportunity:

* You can manually choose sales representatives or a sales team to assign to the lead sales team or the
opportunity sales team.

* You can use the assignment engine to generate a list of sales representatives from the highest ranked
territories and then manually select representatives from the list.

The assignment engine uses options and criteria specified for the assignment group to determine the highest
ranked territories.

* You can use the assignment engine to select a sales representative automatically based on options and
criteria that you specify for the assignment group.

See Chapter 7, “Configuring Assignment Criteria,” page 81.

Assigning Sales Representatives to a Lead or Opportunity

This section discusses how to:
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 Assign the sales representative.

* Select sales representatives to assign.

* Maintain data for the sales representative assignment.

Chapter 13

Pages Used to Assign Sales Representatives to
a Lead or Opportunity

Page Name

Object Name

Navigation

Usage

Search Leads

RSF_LEADS_HOME_GRD

Sales, Search Leads

Search for leads.

Lead - Assign

RSF_LEAD_ASSIGN

Select a lead on the Search
Leads page.

Select the Assign tab.

Assign a sales representative
to the lead.

Search Opportunities

RSF_OPP_HOMEPAGE

Sales, Search Opportunities

Search for opportunities.

Opportunity - Assign

RSF_OPP_ASSIGN

* Select an opportunity on
the Search Opportunities

page.
Select the Assign tab.

* Select an opportunity on
the Search Opportunities
page.

Click the Add Team link

on the Opportunity -
Summary page.

Assign a sales representative
to the opportunity.

Assign Sales Representative

RSF_ASSIGN TEAM L

On the Lead - Assign page,
click the Assign Sales Rep
button. The page appears
only if the assignment
configuration is set to manual
selection.

Manually select sales
representatives for the lead,
and specify the primary lead
team representative.

Assign Sales Representative

RSF_ASSIGN_TEAM O

On the Opportunity - Assign
page, click the Assign

Sales Rep button. The

page appears only if the
assignment configuration is
set to manual selection.

Manually select sales
representatives for the
opportunity, and specify the
primary opportunity team
representative.

Organization

RSF_TR_HTREE_SEC

On the Lead - Assign page or
the Opportunity - Assign
page, click the View Sales
Organization button.

View the organization
or territory to which the
representative belongs.

Assigning the Sales Representative
Access the Lead - Assign page or the Opportunity - Assign page.
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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.
Opportunity
Save | E. Add | [=] send | £ Emnail | ﬁ Clone | 360 360-Deqgree Wiew | #Z] Previous | } Search | L E| Next| = Personalize
Description Replacement Solution Status Open
Customer BY's Appliance Center Customer Yalue Goldir
Contact Conrad,Barry Revenue 20000
Surmmary Discover \‘m Qualify Propose Tasks Motes History
)
Sales Team Members Customize | Find | i First 1-3 of 2 Last
Sales Rep Info Territary Additional Details Camments
Primary | Sales Rep |Team Role |Llser Type Partner Nameanrk Phone Extensiu:un| | |

W  Terry Murphy I -I
[T Henry Emman I -I
- Burt Lee I -I

Use one of the options below to add sales members to your team.

$o S 8
== =]

Find by Name
First Name Last Name

Search Advanced Search

Find Partner Rep
First Name Last Name

Search Advanced Search

Add by Team
Sales Teaml ;l A

Opportunity - Assign page (1 of 2)
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Use Assignment Engine

Find Sales Rep

Assignment Criteria

Miew Assignrnent Criteria

*Industry Appliances, Househald Electric Q SIC Code 5064
Region Western Q Product Group
*Territory |SF Bay Area Q Product
Tree Name IFRCD_wWCORLD Q Assignment Group SALES
L]
Partner Custamize | Find | ]
| Status Cormrnents
*Partner Contact Product Role
Q Q a | =1 =]

Related Transactions

— @ e
ﬂrndd Product [@] Create Forecast ™  Update Sales Stage EJCreate Quote iM Add Contact E‘ Add Task

Add Mote

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.

If you do not want to use the assignment engine, you can search for and assign a sales representative to the
sales team of the lead or opportunity by using the Find by Name section of the page. Similarly, you can
search for and assign a partner representative to the sales team of the lead or opportunity by using the Find
Partner Rep (find partner representative) section of the page. Also, you can assign a sales team to the lead or
opportunity by using the Add by Team section of the page.

Define sales teams on the Sales Team page.

See Chapter 4, “Setting Up Sales Security and Personalization,” Setting Up Sales Teams, page 25.

Find Sales Rep (find sales
representative)

Click to initiate the assignment engine.

If you have set the assignment mode on the assignment group to Automatic
Assignment, the system finds the best suited sales representative based on
the assignment criteria and enters that sales representative’s data in the Sales
Team Members section of the page.

If you have set the assignment mode on the assignment group to Manual
Selection, the list of sales representatives on the Assign Sales Representative
page appears so that you can select the sales representative for assignment
to the lead or opportunity.
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Note. If the lead or opportunity has one existing primary sales representative
and the assignment engine returns a new primary sales representative,

the system replaces the old primary representative with the new primary
representative and moves the revenue allocation from the old primary
representative to the new primary representative.

If the lead or opportunity has multiple existing primary sales representative
and the assignment engine returns a new primary sales representative, the
system adds the new representative as the primary representative and keeps the
existing representatives.

View Assignment Criteria  Click to display the assignment criteria on the page. Typically, you do not
change the fields in the Assignment Criteria section. However, the system
does allow you to edit the Industry, Region, Territory, and Tree Name fields.

This link acts as a toggle. If the Assignment Criteria section is currently
displayed, clicking the link causes it to not display.

Industry The system populates this field with the industry, if any, associated with
the customer on the Discover page.

SIC Code (standard Displays the SIC code, if any, associated with the industry.
industrial classification code)

Region The system populates this field with the region, if any, associated with the
customer on the Discover page.

Territory 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.

Product Group and Product Displays the primary product information from the Product grid on the
Propose page.

Tree Name The system populates this field with the default territory tree for the primary
sales representative.

Assignment Group Displays the default assignment group for the business unit.

Selecting Sales Representatives to Assign

Access the Assign Sales Representative page.
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Sales Rep
Industry |Medical Supplies SIC Code 2373
Region Western

Territory

pLLS

Tree Mame IFROD_WORLD Assignment Group SALES

The following sales reps match the assignment criteria entered in this Lead/Cpportunity. Please select the sales repis) you want
to assign to the Lead/Cpportunity from the list,

~u
Cuztarize | Find | i First 1-2 of 2 Last
Enable Assigned To |Sales Rep Mame Territary Tree Marme Primary
Il 300019 Murphy, Terry BAY_AREL IPROD_WORLD r
I 400117 Reilly,Zack BAY_ARES IPROD_WORLD I

Ok Cancel

Assign Sales Representative page

This page, with the list of candidates for assignment, is available only in manual selection assignment mode.
Select the sales representatives and the primary representative for the lead or opportunity.

If you want to select a sales representative who does not appear on this page, enter the representative’s name in
the Sales Rep field and click the Assign Sales Rep button.

Select Select to indicate the sales representatives for assignment to the lead or
opportunity.
Primary Select to indicate the primary sales representative for the lead or opportunity.

You can have only one primary representative for each lead or opportunity
unless a partner is involved. In that case, you can have two primary
representatives—one external and one internal.

Click OK to access the Assign page, which displays the primary representative’s name, territory, and
associated industry and region, if any.

Maintaining Data for the Sales Representative Assignment
Access the Lead - Assign page or the Opportunity - Assign page.

Sales Rep Info Tab

Select the Sales Rep Info (sales representative information) tab in the Sales Team Members section.

Primary Select to indicate the primary member of the sales team. 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 is listed on many pages for the lead or opportunity.

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 26.

160 Copyright © 2001 - 2006, Oracle. All rights reserved.



Chapter 13 Assigning a Lead or Opportunity

Sales 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 18.

Click to access the Organization page, where you can view the organization
btk or territory to which the representative belongs.

Territory Tab

Select the Territory tab in the Sales Team Members section.

Opportunity
Save || [ &dd | [=] Send | < Email | Cf3 Clone | 360 360-Degree View | 8] Previous | O Search | #E] Mext| » Personalize
Description Lakeview Freezer Status Cpen
Customer Lakeview Commuoanity College Customer ¥Yalue Goldirsr iy
Contact Brown,Maggie Revenue 5700
Sumrary Discover Qualify Propose Tasks Notes Histary
First Mame Last Name Aucded
™
Sales Team Members Customize | Find | i First 1ofl Last
Zales Rep Info Revenue Percentage Additional Details Comrments
Primary |Sales Rep Tree Narne *Territary
v Sam Rabbitt | woORLD | Pacific US200 - Appliances Q, I}

Opportunity - Assign page: Territory tab

Tree Name After a sales representative 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 a sales representative is added to the lead or opportunity, the system
displays the primary territory for the sales representative as defined on the
Sales User page.

Revenue Percentage Tab (Opportunities Only)

Select the Revenue Percentage tab in the Sales Team Members section of the Opportunity - Assign page. On
this tab, you specify how revenues for the opportunity are allocated among the sales team. Revenue allocations
are required for forecasting and for compensation calculations when you integrate with PeopleSoft Enterprise
Incentive Management (PeopleSoft EIM).

See Chapter 21, “Understanding Sales Forecasts,” page 237.

Note. Revenue allocations are required for an opportunity to roll up into pipelines and forecasts. Only
opportunities roll up into pipelines and forecasts. You cannot include leads in pipelines and forecasts.
Therefore, the Revenue Percentage tab 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.
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Opportunity
Save | [F add | [=] send | . Email | T clone | 360 360-Degree View | 1] Pravious | 1 Search | ] Next| b Personalize
Description Lakeview Freezer Status Qpen
Customer Lakeview Cormmunity College Customer Yalue Goldsririrsr
Contact Brown,Maggie Revenue 5700
Surnrmary Discover Qualify Propose Tasks Motes History
N
Sales Team Members Customize | Find | i First 1-2 of 2 Last
Zales Rep Info Territory additional Details Comments
Primary |Sales Rep Allocation % Shadow % Shadow Amount
¥ Sam Rabhbitt 100 100 =
| Bill wellingtan 50 =
Opportunity - Assign page: Revenue Percentage tab
Allocation % (allocation Enter the percentage of the opportunity’s revenue that is credited to the sales
percentage) representative. The sum of the allocation percentages must equal 100 percent.
Shadow % (shadow Enter the percentage of the opportunity’s revenue that is credited to the
percentage) sales representative when calculating performance against quotas. The sum

of the allocation percentages does not need to equal 100 percent. You can
use this field 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 calculates 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.

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 a lead assignment.

Note. Only the assignment of a lead can be accepted, rejected, or turned back. You cannot accept, reject, or
turn back the assignment of an opportunity. Therefore, the Accept/Reject Lead section appears on the Assign
page in the Lead component only. The Accept/Reject page has no equivalent in the Opportunity component.
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Pages Used to Accept, Reject, or Turn Back a Lead Assignment

Page Name Object Name Navigation Usage
Search Leads RSF_LEAD ENTRY Sales, Search Leads Search for an existing lead.
Lead - Summary RSF_LEAD SUMMARY Select a lead on the Search Accept, reject, or turn back a
Leads page. lead assignment.

Accepting, Rejecting, or Turning Back Lead Assignments
Access the Lead - Summary page.

Lead
Save || G Add | [=] Wotify | ¢ Email | C[3 Clone | \ﬁ Convert | 360 360-Degree Wiew | 1] Previous | » Personalize
Description Gourmet Coffee Makers Status COpen
Customer Shoreview Medical Contact Flintstone, Wilmna
Contact Phone Rating

m Discover Assign Qualify Propose Zall Reports Tasks Motes History

Reject Turnback
Lead Summary

Lead Details Estimated Revenue $700,000.00,
Shoreview Medical Leading Provider of Medical Supplies, &nnual Revenue is $3339000.000 , Total no. of Employvess 10000

Open Custarmer
Activities

0 Upcoming Meetings, 0 Open Tasks, 0 Pending Orders, 0 Open Cases

Lead Conversion Ratio is 0%, Total Purchases is $0 , walue not available for Meetings, Value not

Tieisasien kbl available for Tasks

Details Walue not available for Installed Products, Yalue not available for Support Cases, 0 Closed Orders
Contacts Add Contacts
Flintstone Wilma E-rnail psfterms@botrmail.corn; Lead Conversion Success Ratio is 0%,

Call Report

Add Call Report
Mo Call Report have been created.

Products Add Products

Mo Products have been created.
Competition Add Cormpetition
Mo Competition have been created.

Tasks Add Tasks
Mo Tasks have been created,

Motes Add Motes
Mo Motes have been created,

Lead - Summary page

You can accept, reject, or turn back a lead that has the status of New or Open. Lead workflow rules trigger the
appropriate email or worklist notifications when a lead 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.

You cannot leave an accepted lead unassigned. If the lead is unassigned when
it is accepted, the system assigns it to the sales user who accepts it. That user
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Reject

Turnback

Reason and Comments

Chapter 13

can assign the lead to another representative only if the Manually Reassign
Leads option is selected on the user’s sales access profile.

Click to reject the lead.

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 allows you to reassign leads manually, you can
assign the lead to another representative.

These fields appear when you reject or turn back a lead. Select reasons for not
accepting the lead. You can also enter comments to describe the reason.

Assigning Partners to a Lead or Opportunity

This section discusses how to assign partners to a lead or opportunity.

164

Pages Used to Assign Partners to a Lead or Opportunity

Page Name

Object Name

Navigation

Usage

Search Leads

RSF_LEADS_HOME_GRD

Sales, Search Leads

Search for leads.

Lead - Assign

RSF_LEAD ASSIGN

Select a lead on the Search
Leads page.

Select the Assign tab.

Assign partners to the lead.

Search Opportunities

RSF_OPP_HOMEPAGE

Sales, Search Opportunities

Search for opportunities.

Opportunity - Assign

RSF_OPP_ASSIGN

* Select an opportunity on
the Search Opportunities

page.
Select the Assign tab.

* Select an opportunity on
the Search Opportunities
page.

Select the Add Team link
on the Opportunity -
Summary page.

Assign partners to the
opportunity.

Assigning Partners to a Lead or Opportunity

Access the Lead - Assign page or the Opportunity - Assign page.

Note. This page appears only if PeopleSoft Partner Relationship Management (PeopleSoft PRM) is not

installed.
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Partner Custamize | Find | E

| Status Comments

*Partner Contact Product Role

Madison Reese Q = Reese,Madison Q T [Freezer Maintenance Pa o'} | ;I E|

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, the role type Partner must be set up, the partner relationship must be configured, and
information about sales partners and their contacts must already be entered.

See Chapter 5, “Setting Up Sales Leads and Opportunities,” Setting Up Sales Partners, page 48.

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 Leads and Opportunities,” Setting Up Sales Partners, page 48.

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.

Note. When you reorganize a tree, the system automatically reassigns leads, opportunities, and accounts within
the new structure. You can generate worksheets to view the automated reassignments and adjust them. This
reassignment is discussed in the documentation on tree reorganization.

See Chapter 9, “Reorganizing or Deleting a Territory Tree,” page 103.
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Pages Used to Reassign a Sales Representative’s Leads,

Opportunities, and Accounts

Page Name

Object Name

Navigation

Usage

Reassign Sales Activities

RSF_TR_REASSIGN

Sales, Reassign Sales
Activities

Reassign all of a sales user’s
leads and opportunities to
another sales representative.

Lead Reassignment
Worksheet

RSF_TR_REASS_LEAD

Click the Review Worksheets
button on the Reassign Sales
Activities page.

Preview the system’s
reassignment selections
for a sales representative’s
leads and make changes
before submitting. You
can manually assign the
leads to different sales
representatives.

Opportunity Reassignment
Worksheet

RSF_TR_REASS OPP

Click Next on the Lead
Reassignment Worksheet

page.

Preview the system’s
reassignment selections

for a sales representative’s
opportunities and make
changes before submitting.
You can manually assign the
opportunities to different
sales representatives.

Account Reassignment
Worksheet

RSF_TR_REA_ACCT

Click Next on the
Opportunity Reassignment
Worksheet.

Preview the system’s
reassignment selections

for a sales representative’s
accounts and make changes
before submitting. You

can manually assign the
accounts to different sales
representatives.

Reassigning a Sales Representative’s Leads,

Opportunities, and Accounts

Access the Reassign Sales Activities page.
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Reassign Sales Activities

=" Step 1: Enter Description

Description

Status MNew Date Initiated 04/07/2005

Step 2: Select Options

Re.=_|ssign|Le‘E|c|sJ Opportunities, dccounts = |

Fruml Single Rep ;l
=~ Gtep 3: Select Current Rep

This step is required anly if you are reassigning sales activities from one rep to another,

Current Tree | IPROD_WORLD ]

Current Rep O\
~ Step 4: Select New Rep

Mote: vou can override this New Rep default for each transaction on the reassignment worksheets,

New Tree [IPROD_WORLD |
MNew Rep O\
= Step 5: Review Worksheets

Review Wiorksheets

= GStep 6: Submit Reassignments

You may Submit Reassignments after reviewing the worksheets above.

Reassign Sales Activities page

Lead Reassignment Worksheet

Enter Mew Territory and Mew Fep on Leads to be reassigned.

i [
~ Edit Reassignments Cuztamize | Find | Wisw all | e First 1-5 of 26 Last
N More Details

Enable |Lead Current Current Rep New Rep *Mew Territory
Territory
Arnold - Custom
Ird Freszer =F Bay Area Murphy, Terry Q Q
¥ Parker-Lowell Freezer  SF Bay Area Murphy,Terry o} Q,
lohnson - Custom
Ird Freezer SF Bay Area Murphy, Terry Q Q
Bl's - Cakland walk in
I FrerrrT SF Bay Area Murphy,Terry Q Q
¥ lohnson - Freezer SF Bay Area Murphy, Terry QL Q,
¥ Select all Clear all
Mext

Lead Reassignment Worksheet page
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Opportunity Reassignment Worksheet

Enter Mew Territory and Mew Rep on opportunities to be reassigned.

Select the Criteria field as follows:

- Select Move Qpp if the oppaortunity is being completely moved from one sales rep to another

- Select Hold Rev if a new rep is being added, but the original rep is remaining on the tearm 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,

i i i [
~ Edit Reassignments Customize | Find | Wiew All | First 1-5 of 26 Last
N More Details [F==F
Enable | Opportunity Current Territory | Current Rep Criteria New Rep *MNew Territory
™ Haas - Cafeteria 5F Bay Area Murphy, Terry IMDVE Qpy "I Q, Q,
Project
Shoreview - Iﬁ
v B Frasssr SF Bay Area Murphy, Terry Mowve Cpg Q Q
Custorn Freezer Iﬁ
¥ TEEmEe Sl SF Bay Area Murphy, Terry Mowve Cpj Q Q
Hudsucker - Iﬁ
™ e SFBay Area Murphy Terry Mowve Cpy Q Q
Refrigeration Iﬁ
v Upereds SF Bay Area Murphy Terry Mowve Cpp Q Q
¥ Select all Clear all
Mext
Opportunity Reassignment Worksheet page
Account Reassignment Worksheet
Enter Mew Territory and Mew Rep on Accounts to be reassigned.
i [l
=~ Edit Reassignments Custarnize | Find | Wiew all | i First 1-Sofid Last
N More Details =¥
Enable | Account Marme Role Marne Current Rep Mew Rep *Mew Territory
¥ L&k Associates Fartner Terry Murphy o} Q,
¥ Johnson Medical Instruments Company Terry Murphy o'} Q,
¥  Haas Engineering Cormpany Terry Murphy a Q
¥ Boris May & Company Cormpany Terry Murphy L Q,
Ird Boris May & Company Partner Terry Murphy &) Q
¥ Select all Clear all
et

Account Reassignment Worksheet page

The steps, which are represented by group boxes on the page, enable you to reassign leads and opportunities to
one or more sales representatives. Buttons and links change dynamically as you complete the steps.

STEP 1: Enter Description

Description Enter a description for the reassignment.

Status Displays the current status of the reassignment. Values are New, In Progress,
Reviewed, and Submitted.
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STEP 2: Select Options

Reassign

From

Assigning a Lead or Opportunity

Select one or more of the following values: Leads, Opportunities, and
Accounts.

Select Single Rep to reassign leads, opportunities, and accounts for one sales
representative. Select Unassigned to assign leads, opportunities, and accounts
that have not been assigned to a sales representative.

STEP 3: Select Current Rep

Current Tree

Current Rep(current
representative)

Displays the default tree associated with the sales user. If you have access to
only one tree, you cannot change this tree. If you have access to multiple trees,
you can select a tree using this field.

A sales user cannot make reassignments from one tree to another—only from
one territory to another on the same tree.

Select the name of the sales representative whose leads, opportunities, and
accounts you want to reassign.

STEP 4: Select New Rep

New Tree

New Rep (new
representative)

Displays the default tree associated with the sales user. If you have access to
only one tree, you cannot change this tree. If you have access to multiple trees,
you can select a tree using this field.

A sales user cannot make reassignments from one tree to another—only from
one territory to another on the same tree.

If you want to reassign all of the current representative’s leads and
opportunities to one sales representative, select that representative here.

If not, then proceed to the next step and view the reassignment worksheets,
where you can manually assign each lead or opportunity to a different sales
representative.

STEP 5: Review Worksheets

Review Worksheets

Click this button to access the reassignment worksheets for the reassign
options that you selected in Step 2. The worksheets enable you to view the
details of current assignments for each lead, opportunity, or account and assign
it to a new representative. When you finish editing the selected worksheets,
the Next button returns you to the Reassign Sales Activities page.

For lead reassignment worksheet, reassignment replaces Current Rep (current representative) and current
territory with New Rep and New Territory, and marks the new representative as primary.

For opportunity reassignment worksheet:

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 allocations—from the
current representative to the new representative.
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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.

STEP 6: Submit Reassignments

Submit Reassignments Click to submit all selected assignments. The system updates the leads and

opportunities with the new sales representatives and their territories, and
returns you to the Territory Reassignment page.
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Qualifying a Lead or Opportunity

This chapter discusses how to:

* Associate a lead or opportunity with a source campaign.

* Run a survey for a lead or opportunity.

Associating a Lead or Opportunity with a Source Campaign

This section discusses how to:

* Associate a lead or opportunity with a source campaign.

* View a summary of the marketing activity for the lead.

Pages Used to Associate a Lead or Opportunity
with a Source Campaign

Page Name

Object Name

Navigation

Usage

Lead - Qualify

RSF_LEAD QUALIFY

Sales, Search Leads

Select a sales lead and select
the Qualify tab.

Associate a lead with a
source campaign.

Opportunity - Qualify

RSF_OPP_QUALIFY

Sales, Search Opportunities

Select a sales opportunity
and select the Qualify tab.

Associate an opportunity
with a source campaign.

Marketing Activity
Summary

RA_ACT SUMM

Click the Marketing Activity
Summary link that appears in
the Campaign section of the
Lead - Qualify page or the
Opportunity - Qualify page.

View a summary of the
marketing campaign
with which the lead or
opportunity is associated.

Note. This link is available
only if the lead contains
marketing information.

Associating a Lead or Opportunity with a Source Campaign
Access the Lead - Qualify page or the Opportunity - Qualify page.
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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
Save | & Add | Nntifyl i Emaill T Clonel \'}j Convert | 30 360-Degree 'u'iew| ] Previous | » Personalize
Description Burt Lee Status COpen
Customer Johnson Medical Instrurments Contact Brent,Gavin
Contact Phone 555/503-0300 Rating Hot
Summary Discover Assign Propose Zall Reports Tasks Motes Histaory

= Campaign

Marketing Information Lead TypelQuaIiﬁed ;I
Business Unit APPO1 Q Lead 50urce|Te|emarketing =]
Campaign Freezer Sales Drive - A Q Accepted Date E{J
Activity Sectional Walk-In Follow Up Q Referred Date Eﬂ
Marketing Activity Summary
;
= Survey Customize | Find | |_—|
i Status [F=2H
Script Contact Run Survey | Scaore Rate Walue Date Last Run
|katg Prospecting - Gex| |Brent,Gavin Q. % | RunSurvey | 7.62 }Jlnig'ested 10/10/2002 =]
Lead - Qualify page (1 of 2)
W,
~ Competition Cuztomize | Find | i
] Comrents
Competitor Contact Product Involvement
H&S appliance Supplier Q E '} 17.5 cu, Ft, Chest Freeze I "I E| E|

Related Transactions

2 Assign Team | EL'-' fdd Productl Eﬁ Create Ouote| ITCF)H Add Contactl Add Notel =) Add Task

Lead - Qualify page (2 of 2)

If the lead or opportunity originates from a PeopleSoft Marketing or Telemarketing campaign, the system
populates the Lead Source field and displays information that is relevant—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 a sales user creates the lead, the system enters the lead source of Sales.

You can override these values. If you enter a marketing business unit, campaign name, or wave name, you
must also enter the other two items.

Note. If PeopleSoft FieldService and PeopleSoft Customer Relationship Management (PeopleSoft CRM)

for High Technology are integrated with the system, the system generates sales leads for agreements that are
expired (or about to expire) according to the user-defined time period. The system creates a sales lead with the
source of Agreement for every agreement that is eligible for the process.

See PeopleSoft Enterprise CRM 9 Application Fundamentals PeopleBook, “Setting Up and Managing
Agreements and Warranties,” Generating Sales Leads for Agreement Renewal.

Business Unit Enter the business unit that incurs the cost of the campaign.
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Campaign Name Enter the campaign from which the lead or opportunity originated. When you
specify a business unit, the system populates this field with the campaigns
from that business unit.

Activity Name Enter the activity from which the lead or opportunity originated. When
you specify a campaign, the system populates this field with the activities
from that campaign only.

Marketing Activity Click to access the Marketing Activity Summary page, where you can view a
Summary summary of the marketing campaign that generated the lead.
Lead Type Select a type 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 Telemarketing or other PeopleSoft Enterprise
products, you can modify these or define additional values.

Lead Source Select the source from which the lead originated. Possible values are
Sales, Marketing, Telemarketing, Online Marketing, and High Technology
Agreement. If a sales user creates the lead, the source is Sales.

Lead sources are predefined in the system. You can modify the descriptions
on the Lead Source setup page. You can define additional values also, but
do not delete the predefined ones. They are required for transferring leads
between integrated system applications.

See Chapter 5. “Setting Up Sales Leads and Opportunities,” Setting Up Lead
Sources, page 56.

Note. When you clone a lead, 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.

Accepted Date Enter the date when the sales representative accepted the lead.

When you change the lead status to Accepted on any page, the system changes
the status here and sets the accepted date to the system’s current date.

Referred Date Enter the date when you 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.

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 competitors in the Customers CRM menu.

To select a company as a competitor, you must set up the role type of Competitor, and set up companies
and their contacts with a role type of Competitor.

See Chapter 5, “Setting Up Sales Leads and Opportunities.” Setting Up Sales Competitors, page 51.

Comments

Select the Comments tab.
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Enter notes to describe a competitor’s pricing, product, or offering.
Viewing a Marketing Activity Summary
Access the Marketing Activity Summary page.
Marketing Activity Summary
Campaign
Campaign Mame Freezer Sales Drive - NA
Owner Jack Diamond Telephone
Start Date 0170172002 End Date 0z/15/2010
Activity
Internal Name Sectional walk-In Follow Up
Summary |Freezer Sales Drive - NA ﬂ
| |
Call to Action |Sectional Walk-In Follow Up ﬂ
| |
Activity Start Date 09/25/2002 Activity End Date 11/15/2008
Audience Phone Preferred Contacts -west End Response Date 11/15/2005
oOffer
offer Mame SECTIOMAL FLAT 10% DISCOUNT Discount Type Std Disc
Description ﬂ

offer Start Date 07/19/2001

Return to Lead

offer End Date 07/19/2009

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 a link to view details of any promotional offers associated with the marketing campaign.

Running a Survey for a Lead or Opportunity

174

This section discusses how to:

* Select a survey script.

* Administer a scripted survey.
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Pages Used to Run a Survey for a Lead or Opportunity

Page Name

Object Name

Navigation

Usage

Lead - Qualify

RSF_LEAD QUALIFY

Sales, Search Leads

Select a sales lead, and select
the Qualify tab.

Select the survey script for
the lead.

Opportunity - Qualify

RSF_OPP_QUALIFY

Sales, Search Opportunities

Select a sales opportunity,
and select the Qualify tab.

Select the survey script for
the opportunity.

Execute Script

RC_BS_EXECUTE_MAIN

In the Survey section of the
Lead - Qualify page or the
Opportunity - Qualify
page, select the survey to
administer, select a contact,

Administer a scripted survey
to identify the customer’s
interests and to qualify the
lead or opportunity.

and click the Run Survey
button.

Add Script Comment RC_BS COMMENT Click the View Script View comments, add script
Comments link on the comments, or delete
Execute Script page. question comments.

Selecting a Survey Script

Access the Lead - Qualify page or the Opportunity - Qualify page.

Note. The Qualify page appears in the 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.

If the lead is transferred from marketing or telemarketing, where a survey is run, information that is relevant to
that survey appears here. You can run additional surveys.

Script
Contact

Run Survey

Score

Displays the list of scripted questions.

Displays the name of the contact who answers the questions.

You can click Refresh to update the search list with the contacts for this lead
and then select the appropriate contact from that list.

Click to access the Execute Script page, where the system leads you through
scripted questions and assigns a score and rating to the prospect based on the

contact’s answers.

Note. After you run a survey, you cannot delete it from this page.

See Chapter 14, “Qualifying a Lead or Opportunity,” Administering a Scripted

Survey, page 176.

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.
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Rate Value

Date Last Run

Script Status

Delete

Chapter 14

See Chapter 14, “Qualifying a Lead or Opportunity.” Administering a Scripted
Survey, page 176.

Displays the rate value from the Execute Script page. Rate values are based
on the total script scores. Examples include Cold, Warm, Hot, Satisfied,
Somewhat Satisfied, and Very Satisfied.

If a rate value from the survey is not mapped to a lead 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 a lead is Very Satisfied, the user can manually
change the lead rating to Hot to change the status to Qualified.

Displays the date when the script was last run.

Displays the current status of the script with this contact. Values are
Completed, Processing, and Started.

You can delete a script row before running the script. However, you cannot
delete the script or its results after it has been run.

Administering a Scripted Survey

Access the Execute Script page.

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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Lead
Execute Script

History ISeIect one... -.-I

Personalize
Script Name Tmktg Prospecting - General Freezer Status Completed
Score 7.62 Rating Wery Interested
Modified By MSIMON 03/05/2004 4:40PM Language | English ;l

SRR view all First 1-5of s Tmktg Prospecting - General Freezer

Our award winning cold storage products take into consider all the
aspects of a complete solution, One that will save you money and make
yvour daily use more productive.

For efficiency in all aspects - energy use, accurate temperature
and storage capacity - turn to GBI cold storage to reduce costs,
translating to better savings all around for you! Let me have a
representative contact you with more details.

Z'Hello. T am calling on behalf of GBI
Inc. Dur records indicate that vou are
authorized to purchase for Johnson
Medical Instrurnents. Do you have a
few mornents to discuss how our
flexible cold storage solutions can
maximize efficiency and use?

=vas [ & =Sales Rep will contact you regarding your needs.
2T am _gu:uing to ask you a couple of EOINTnET:
questions to help understand your cold J
Y

storage requirements, Does your
existing coolant solution meet your
current needs? vI

=

'Z'T am going to ask you a few questions
to understand your coolant needs.
Please select from the following
criteria, the most critical requirermnent
for your cold storage solution.

Previous

' all are of Equal Importance

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.

You can also enter and view script comments.

See PeopleSoft Enterprise CRM 9 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 a lead 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 a lead 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 prices to include in 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 a Proposal or Quote to

a Customer, page 209.

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

Object Name

Navigation

Usage

Lead - Propose

RSF_LEAD PROPOSE

Sales, Search Leads

Select a lead, and select the
Propose tab.

Select products and prices
for a proposal for the lead.

Opportunity - Propose

RSF_OPP_PROPOSE

Sales, Search Opportunities.

Select an opportunity, and
select the Propose tab.

Select products and prices
for a proposal for the
opportunity.

Selecting Products and Prices for a Proposal
Access the Lead - Propose page or the Opportunity - Propose page.
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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 applies to
both leads and opportunities unless otherwise indicated.

Opportunity

Save | E. Add | =] Moatify | £, Email | ﬁ Clone | 360 360-Deqgree Wiew | ] Previous | } Search | 1F] Next| b2 Personalize

Description Appliance Upgrade Status Open
Customer L&R Associates
Contact Srart,Gary

Customer ¥alue Goldiriririr
Revenue 156000

Summary Discover Assign Qualify Call Reports Tasks Notes History
Products Customize | Find | View All | D First 1-6 of & Last
Primary  Product Group Product Quantity Unit of Price Met Price

Measure

F  Walk-In Coolers Ergztgg: E:é'ﬁage = &.0000 E4 7197.05 4318230 i

[ Chestfreszer  cectionalWallein g3 05 popp [Ea = i

r E:rl';:js_gc?ﬂr:cgeis Ergr?ﬂ;igssnr E 4O (B 23Rl 230/0e @

r g';'lijtd'i-'t:“uitn;‘rir ?g?eny?m Room Air = 27.0000 EA 632.00 18414.00 [

r g';'lijtd'ij'c:'g';;‘rir ;izrul?ﬁgﬁ“a;;”m = 15.0000 EA £92.76 1039140 [

r é‘:réTésDSisthW“hE” = 10,0000 EA 1000.00 10000.00 [

Total Met Price §2241.75 UsD
Add Product{s) Add | Qgearch or Browse Catalog
Add Product Group(s) ddd

Opportunity - Propose page

Primary

Product Group

Product

Price

Net 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, this field 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 ID, currency code, and unit of measure. If
you override the unit of measure and a price is 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.

Displays the price multiplied by the quantity. When you press the TAB key to
exit this field, the system calculates and displays the new subtotal.
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Add Product(s) and Add Enter a product and click Add to add the product to the list. You can also leave
the text field blank and click Add to select a product from a list.

Add Product Group(s) Enter a product group and click Add to add the product group to the list.
and Add You can also leave the text field blank and click Add to select a product
group from a list.

Search or Browse Catalogs Click to access the online catalog to locate the product and view product
details in the product catalog.

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 CRM Enterprise Pricer 9 PeopleBook, “PeopleSoft Enterprise Pricer for CRM Preface”

PeopleSoft Enterprise CRM 9 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 Object Name Navigation Usage
Lead - Propose RSF_LEAD_PROPOSE Sales, Search Leads. Generate quotes and orders
Select a lead, and then select fora lead.
the Propose tab.
Opportunity - Propose RSF_OPP_PROPOSE Sales, Search Opportunities. | Generate quotes and orders

Select an opportunity, and for an opportunity.

then select the Propose tab.

Generating Quotes and Orders
Access the Lead - Propose page or the Opportunity - Propose page.

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.
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Forecasts

Create Forecast

Quotes and Orders

Mo forecasts have been added. To add product forecasts, add products to this Opportunity
Delete All Forecast Rows

|
Cuztomize | Find | g

Order Information Audit Information

Type Description Status Total Price Expire Date
B order Created from Lead 1000300031 Submitted 62241.75 =]
E quote Created from Lead 1000300031 Hold §2241.75 11/06/2002 &

Creste Guote Creste Order

Related Transactions
. © =
55100 1 eam padate sales t=1u]=] anta = a5 .|. arte

#% assion T % lUpdate Sales Staqe] 4 Add Contact] B Add Task add Mot

Lead - Propose page

Create Quote and Create
Order

Click to create a quote or order with the products displayed in the products grid.
The system transfers the user to the Order Capture quote or order component.

If the lead or opportunity is associated with a marketing campaign and the
product selected is in that campaign’s marketing offer, the system copies the
promotion code to the Order Capture pages for that product.

These buttons are available only if you are licensed and integrated with
PeopleSoft Order Capture.

Note. You must designate a third-party tax vendor (such as Taxware, Vertex,
or WorldTax) on the Order Capture Business Unit Definition page for taxes to
be calculated as part of the quote or order. If you don’t specify a tax vendor,
no tax calculations are included.

See PeopleSoft Enterprise CRM 9 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.

182

Click the View Quote Details button to access the Quote component to review
or edit this quote’s details.

Click the Create Sales Order button to create a sales order from a quote. You
can 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 a Proposal or Quote to a Customer, page 209.
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Order Information

Select the Order information tab.
View the order ID and quote ID.
Audit

Select the Audit tab.

Review this information 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.

* View and manage 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. You use
tasks in many PeopleSoft Enterprise Customer Relationship Management (PeopleSoft CRM) applications.

See PeopleSoft Enterprise CRM 9 Application Fundamentals PeopleBook, “Working with Tasks”.

A sales task is any day-to-day activity associated with managing a lead or an opportunity. Sales tasks might
include making sales calls, attending meetings, or following up on prospects. You 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

Object Name

Navigation

Usage

Lead - Tasks

RB_TSK_EDIT GRID

Sales, Search Leads.

Select a lead, and select the
Tasks tab.

Create and track sales tasks
to follow up on a lead, close
asale, or convert a lead to
an opportunity.

Opportunity - Tasks

RB_TSK_EDIT_GRID

Sales, Search Opportunities.

Select an opportunity, and
select the Tasks tab.

Create and track sales tasks
that are needed to follow
up on an opportunity and
close the sale.

Copyright © 2001 - 2006, Oracle. All rights reserved.

185




Creating Sales Tasks and Adding Notes for a Lead or Opportunity Chapter 16

186

Creating and Assigning Sales Tasks
Access the Lead - Tasks page or the Opportunity - Tasks page.

Note. The Tasks page appears in 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
Save | = Add | [Z7] Maotify | £ Email | Jaclane | \ﬁ Conwert | 360 360-Degree Yiew | ) Search | b Personalize
Description Bl's - Qakland wallk in Freezer Status Cpen
Customer B1's Appliance Center Customer ¥Yalue
Contact Parker,Kaley Rating
Surnmary Discover Assign Qualify Propose Motes History
)
Task Summary Cuztomize | Find | |——| First 1ofl Last
] Assign Task Zet End Date Comments [F=2 ¥
Task Subject Task Type Task Status Task Priority Start Date Start Timne
B d“"‘gm"'tment for Product o0 cintment Open Medium 06,/29,/2004 11:004M

||I'i|3l.-.|||l‘~’l\,r Open Tasks ;l

Lead - Tasks page: Task tab

Lead
Save | |§. add | [=7] Motify | £, Email | ﬁ Clone | \ﬁ Convert | 360 360-Degree Yiew | [Z] Previous | b2 Personalize
Description B1's - Sakland Wallk in Freezer Status Open
Customer B1's Appliance Center Contact Parker,kaley
Contact Phone 555/223-1001 Rating
Summary Discover Assign Qualify Propose Zall Reports Hotes History
N
Task Summary Customize | Find | |——| First 1-2of 2 Last
Task Set End Date Comments =2k
Task Subject QOwner Mame Contact Mame
% Appointrent for Product dema Terry Murphy kaley Parker

[+ [+

Burt Lee QL Kaley Parker &'}

]

Lead - Tasks page: Assign Task tab

Identify each task that is required to manage the lead or opportunity and close the sale. When you identify
tasks and save the page, the system saves the task to the calendar and to the task list.

=N Click the Task Details button to access the Task Details page and enter or view
‘= detailed information about the task.
Task Subject Enter a description of the task.
Task Type Select a task type. Set up task types on the Tasks Type page under Common
Definitions, Task Management.
Task Status Select the task status. Values are Cancelled, Completed, In Process, and Open.
Task Priority Select the task priority. Values are High, Medium, and Low.
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Start Date Enter a start date for the task.

Start Time Enter a start time for the task.

View Filter the tasks that appear in the Task Summary list. Values are A/l My Tasks,
My Closed Tasks, and My Open Tasks. The default is My Open Tasks.

Assign Task

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

End Date and End Time Enter the date and time when you expect to complete the task.

Comments

Enter comments describing the task.

Managing and Viewing Tasks

This section discusses how to:

* Manage and view tasks.

» Associate a task with a lead or opportunity.
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Page Name

Object Name

Navigation

Usage

Task Details

RB_TSK

« Sales, Search Leads
or Sales, Search
Opportunities

Select a lead or
opportunity, select the
Tasks tab, and then click
the Task Details icon next
to the task that you want to
view or edit.

* Click the Add Calendar
Entry button in the My
Calendar component.

* Click the Add Task button
on the My Tasks page.

View task details.

Transactions for the Task

RB_TSK_TXNS

On the Task Details page,
click the View or Link
Transactions link.

Associate a task with a lead
or opportunity.

My Tasks

RB_TSK_MY_TASKS

My Tasks

Manage and view tasks.

Monthly Calendar

RB TSK_CALENDAR

My Calendar

View tasks in calendar
format.

Managing and Viewing Tasks

You can view tasks in several ways:

* Access the Lead - Tasks page or the Opportunity - Tasks page for a specific lead or opportunity.

¢ Click the Task Details icon next to a task 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 a task to access
the corresponding Tasks page.

See PeopleSoft Enterprise CRM 9 Application Fundamentals PeopleBook, “Using Calendars”.

* Access the My Tasks page for a list of tasks.

Access the Task Details page.

Note. When you enter and save a task on the Lead - Tasks page or the Opportunities - Tasks page, the
system associates the task with a lead or opportunity and writes that task to the calendar (if applicable for

the selected task type). However, when you enter a task directly into the My Calendar component or the My
Tasks component, the system does not associate it with a lead or opportunity. You must click the View or Link
Transactions link on the Task Details page to associate the task with a lead or opportunity.
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Task Details

Save | Ei" Add Mew Task | g'_ﬂ My Accounts | ﬁlﬂ My Contacts | 3’% My Tasks | é‘ﬂ Ty Calendar| b

Status Cpen
Start Date 04,/09/2004
Owner Murphy,Terry

b Motes

Task Details

*gubject Meeting - B1's

*StatuleDEI'l [T private
*Start Time |10:00AM

=l
]
[  *End Time|11:004M
a
=l

*Start Date |04/09/2004
*End Date |04/09/2004

*Owner | Murphy Terry

*RepeatleDes Mot Repeat Option:

Personalize
Task Subject Meeting - B1's
End Date 04/09/2004
*Task T'rpel.f\ppuintment ;l
*PrinrityIHigh ;I
Time ZnneIF‘ST =l

Location [Test Location

Lead Bl's - Wall in Freezer

Wiew ar Link Transactions

Reminder I 'l
Description ;I
=
= Audit History
Created 04/01/2004 9:574M PST By TMURPHY Murphy, Terry
Modified 04/01/2004 9:574M PST By TMURPHY Murphy, Terry
Save | Ei" Add Mew Task | ng"Ti‘ My Accounts | tﬁll:' My Contacts | 'gﬁ My Tasks | é‘ﬂ My Calendar| » Top of Page

Task Details page

Lead and Opportunity

The systems displays a link to the lead or opportunity with which the task is

associated. Click the link to view the lead or opportunity.

View or Link Transactions  Click this link to access the Transactions for the Task page, where you can
associate the task with a lead or opportunity.

Associating a Task with a Lead or Opportunity

Access the Transactions for the Task page.

Transactions for the Task

Primary Transaction Description
I Lead Bl's - Walk in Freezer
Transan:tiu:tnIC'l:llnl:lr‘tul'li1:3r ;l Opportunity

Return to Task Details

E Save

i
Customize | Find | First 1of1 Last

o

Q Add Transaction

Transactions for the Task page

Primary

Select this check box to indicate the primary transaction to which the task

belongs. A task can be associated with multiple transactions. In that case, one
transaction must be designated as the primary transaction for the task.
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Transaction Select Lead or Opportunity to link the task with a lead or opportunity.

Lead or Opportunity The system displays one of these fields after you make a selection in the
Transaction field. Select a lead or opportunity with which the task is associated.

Add Transaction Click this button to associate the task with the lead or opportunity 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

Select an opportunity, and
then select the Notes tab.

Page Name Object Name Navigation Usage
Lead - Notes RSF_LEAD NOTES Sales, Search Leads Enter notes and attachments
1 he lead.
Select a lead, and then select related to the lead
the Notes tab.
Opportunity - Notes RSF_OPP_NOTES Sales, Search Opportunities | Enter notes and attachments

related to the opportunity.

Entering and Viewing Notes and Attachments
Access the Lead - Notes page or the Opportunity - Notes page.

Note. The History page appears in both the Lead component and the Opportunity component. Although the
following example shows the Opportunity component, the information applies to both leads and opportunities.
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Opportunity

Save | |§. Add Oppnr‘tunitﬂ [=] Notificatinn| O Send| J'_'I Clnne| 360 360-Deqgree Uiew| b Personalize
Description Sales Opp 1 Status Open
Customer Lakeview Community College Customer Yalue Goldiriririr
Contact Brown,Magaqie Revenue 0
Sumrnary Discover Assign GQualify Fropose Call Reports Tasks b, Histary
]
7 Motes Summary Customize | Find | Wiew &ll | i First 1-30f3 Last
Select | Subject and Details Attachment{s} |Added By Last Modified
r Stu Marx i}
Zchedule Meeting
r Schedule meeting with CFO for week of 15th sty Marx ﬁl
[[ Sent out brochures as reguested. Stu Marx ]
[T Check all # Clear all
L Email View || acd mote
Add a Note
Added 07/12/2006 10:214M Stu Marx Start Date E‘j End Date E‘j
*Subject @
Details ﬂ@
| |
Spply Mote (é? Add an Attachrment

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

Email

Click to display the Note Details section at the bottom of the page.

Click this button to access the Outbound Email page, where you can send an

email message with notes and attachments to the customer.

View

Add Note

Apply Note

Add an Attachment

Click to view the entire note.
Click to display the Add a Note section at the bottom of the page.
Click to add the note to the Notes Summary section of the page.

Click this link to add an attachment to the lead or opportunity.

See PeopleSoft Enterprise CRM 9 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 a lead or opportunity by using the summary.

* View history.

Searching for Leads and Opportunities

This section discusses how to search for existing leads and opportunities.

Pages Used to Search for Leads and Opportunities

Page Name Object Name Navigation Usage
Search Leads RSF_LEADS HOME_GRD Sales, Search Leads Search for leads.
Search Opportunities RSF_OPP_HOMEPAGE Sales, Search Opportunities | Search for opportunities.

Searching for Leads and Opportunities
Access the Search Leads page or the 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 leads and opportunities.
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Search Leads
'{s% My Tasks | éﬂ Iy Calendar| ,%'_J Iy Accounts| «ﬁF My Contacts Personalize
Business Unit = USZz00
.
Leads List Customize | Find | Wiew all | & First 1-5of 5 Last
Custormer Lead Primary Contact |Telephone Lead Lead Revenue Priority | Address
Status Rating
Cady Montgomery Cady Dishwasher Lead Garrett, Tristan 719/554-8632 MNew Hot $5,000.00 5
Health Conscious.com Sales Lead 2 Sanchez,Gabrielle 408/995-7146 Open Warmm $50,000.00 4 6544 San Tomas Blvd
Lakeview Community ¢ jocgad 3 Walsh,Jacob 701/665-8244 Working  Hat 45,000,000.00 5 56778
College
Lakeview Community ¢ joc | ead 4 Open Warm $80,500.00 1 5678
College
. . Converted
Lakeview L ommmunity 2
I(':aDITEVI:w Sammint LAl- test conversion ta |3 7500 College Dr
=0leqe Opportunity
A Lead Clear List List Actions |Review Lead List =]
Search Leads page (1 of 3)
= Search
Use Saved Searchl ;I
search Clear Advanced Search B Save Search Criteria]j Delete Saved Search '@‘ Fersonalize Search
*Business Unitl~ LI IUSEDD LI
Customer Mame | = ;I | Q
Contact Name I = ;I | Q
Lead Namelhegi”S with ;I |
Lead Status |~ LI LI
Lead Rating | = ;I LI

Search Leads page (2 of 3)
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=~ Show in

v Leads

<]

Leads

<]

Leads

=l

Leads

<

Leads

<]

Leads

<]

Leads

<]

Leads

<]

Leads

=l

Leads

<

Leads

<]

Leads

%I AA A

Results

as

as

as

as

as

as

as

as

as

as

as

Added by User

Cust Account Owner
Cust Account Member
Manager

Cwner

Partner Cwner

Partner Account Cwner
Fartner Acct Member
Fartner Tearn Mermber
Site Account Owner

Site fdccount Mermber

as Task Cwner

Mew Leads as Owner

My Mew Leads Since Last Viewed
Leads as Parent Account Team
Leads as Team Member

Leads as Team Member Manager
Leads as Temparary Assignes
Unassigned Leads

Unassigned Leads by Bus Unit

Search Leads page (3 of 3)

Prospects as well as 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.

e

List Actions

Appears when the Convert Lead to Opportunity business process is running
for the listed lead.

See Appendix B, “Sales Delivered Business Processes and Web Services.”
page 271.

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.
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Show in Results

Chapter 17

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 Automation and Configuration Tools PeopleBook, “Configuring Search

Pages”.

Leads as Added by User

Leads as Cust Account
Owner (leads as customer
account owner)

Leads as Cust Account
Member (leads as customer
account member)

Leads as Manager

Leads by Partner Manager
Leads as Owner

Leads as Partner Account
Owner

Leads as Partner Acct
Member (leads as partner
account member)

Leads as Site Account
Owner

Leads as Site Account
Member

Leads as Task Owner
New Leads as Owner

My New Leads Since Last
Viewed

Leads as Parent Account
Team

Leads as Team Member

Leads as Team Member
Manager

Unassigned Leads

Select to display leads that you added.

Select to display leads for customers whose accounts you own.

Select to display leads for customers on whose accounts you are a team
member.

Select to display leads that are assigned to a sales representative that you
manage. The territory tree determines the sales representatives that you
manage.

Select to display leads associated with a specific partner manager.
Select to display leads for which you are the primary sales representative.

Select to display leads that have a partner whose account you own.

Select to display leads that have a partner on whose account you are a team
member.

Select to display leads that are for a site for which you are the account owner.

Select to display leads that are for a site for which you are an account member.

Select to display leads that have a task that is assigned to you.
Select to display new leads for which you are the primary sales representative.

Select to display new leads that have been added since the last time you
viewed the search page.

Select to display leads for specific customers for which you are a member of
the parent account team.

Select to display leads for which you are a team member.

Select to display leads for which you are the team member manager.

Select to display unassigned leads.
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Unassigned Leads by Bus
Unit (unassigned leads by

business unit)

Managing Leads and Opportunities

Select to display unassigned leads sorted 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 leads and opportunities.

Pages Used to Manage Leads and Opportunities

Page Name Object Name Navigation Usage
Search Leads RSF_LEADS HOME_GRD Sales, Search Leads Manage leads.
Search Opportunities RSF_OPP_HOMEPAGE Sales, Search Opportunities | Manage opportunities.

Prioritizing Leads and Opportunities
Access the Search Leads page or the Search Opportunities page.
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Search Leads
;% My Tasks | éﬂ My Calendar| nﬁ'ﬁ My Accounts | @D My Contacts FPersonalize

198

Business Unit = APP01 AND Lead Status = Open

Leads List
Custorner

Arnold Ice Company

Arnold Ice Company

Arnold Ice Company

Arnold Ice Company

B1's appliance Center

Bl's Appliance Center

Boris May & Company

Acdd Lead

Clear List

Lead

arnold, Burlingare -
Freezer

arnold Ice - Freezers

Arnold Ice - Custom
Freezers

arnold Ice - Freezer
Replacement

Bl's - Freezer upgrade

Bl's - Qakland walk in
Freezer

u
Customize | Find | Wiew All | |_—|

First

Lead Lead
Status Rating

[open = [ =]
[open =] [ =]
[open = [ =]
[open = [ =]

Boris May - Resch Proj v IOpen 'I I 'I

Save

Revenue

$100,000,00 |5 -] 10/03/2002

$100,000,00 [5 =] 10/04/2002
$100,000.00 [5 =] 10/04/2002
$100,000,00 [5 +| 10/07/2002
$50,000.00 [5 =] 10/07/2002
$50,000,00 [5 =] 10/03/2002
$50,000.00 [5 «| 10/07/z002

1-7 of 22 |I| Last

Eriority | Date/Time Created

5:52PM

3:44PM

44 7PM

9:394AM

9:494M

2:30PM

9:51aM

List Actions I Prioritize Leads

Search Leads page

Select Prioritize Leads in the List Actions field.

Lead Rating

Revenue

Priority

Indicates the degree—Hot, Warm, or Cold—of the customer’s interest or the
potential for making a sale.

Define rating values on the Lead Ratings page.

See Chapter 5, “Setting Up Sales Leads and Opportunities,” Setting Up Lead

Ratings, page 38.

Enter the revenue for the lead.

Select a priority to indicate the urgency of handling this opportunity. Priority
values are translate values.

Note. If the lead has been converted to an opportunity, you cannot change the rating, revenue, or priority

for the lead.

Changing the Sales Representative Assignment
Access the Search Leads page or the Search Opportunities page.
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Search Leads

Business Unit = APPOL

Leads List

Customer Lead Sales User

Arnold Tee Company Arnold - Customn Freezer

Arnald, Burlingarne -

Arnold Ice Company
Freezer

Arnold Ice - Freezer

Arnold Tece Company e i

Majors,Jim

Arnold Ice Company Arnold Ice - Freezers

Arnold Ice - Custom

Arnold Ice Company Freczers

arnold Ice - Freezer

Arnold Tece Company B

Reilly,Zack

Bl's Appliance Center BJ's - Freezer upgrade Reilly,Zack

Al Lead Clear List Save

'gra My Tasks | éﬂ My Calendar | .%'_i‘ My Accounts | fﬁF My Contacts

Murphy, Terry

Ernrnan,Henry

Bosworth,Dorm

Garber,Gary

FPersonalize

u
Customize | Find | Wiew &ll | i 1-7 of 42 |I| Last

First
Tree Name Territory
IPROD_WORLD ZF Bay Area

IPROD_WORLD Saouthern Califarnia

IPROD_WORLD Greater Central Region
IPROD_WORLD

IPROD_WORLD Southwest States

IPROD_WORLD Pacific Morthwest

R L L L L L

IPR.OD_WORLD Pacific Morthwest

List Actions |Revisw Assignmant

Search Leads page

Select Review Assignment in the List Actions field.

To change the sales representative, select a different person in the Sales User field.

Rejecting or Accepting Leads
Access the Search Leads page.

Search Leads

ﬂég My Tasks | ﬂfi;l My Calendar | ng'_|_| My Accounts | fﬁF My Contacts

Business Unit = APPO1

Personalize

Aol Lead Clear List Save

i [
Leads List Customize | Find | Wiew all | Firzt 1-Tof4z Lazt
Customer Lead Revenue Sales User Accept/Reject| Rejection/Turnback Reasan
Arnold Tee Company arnold - Custorm Freezer $100,000.00 Murphy Terry
Arnold Ice Company ?:Q;ZI;I;Burllngame ) $100,000.00 Emman,Henry | =] | =]
arnold Ice - Freezer ; .
arnold lce ampany a 0 - -
Arnold Tee Compan e $100,000.00 Majors,Jim IAccepted_I I _I
Arnold Tee Company arnold Ice - Freezers $100,000.00 Bosworth,Dom |Rejectec| ;l |N0t interested in huying;l
arnold Ice - Custom
arnold lce ampany 0 - -
Arnold Ice Compan Freezers £100,000.00 Garber,Gary I _I I _I
arnald Ice - Freezer !
: - -
Arpold Ice Company moplbmaent $100,000.00 Reilly,Zack | _I | _I
Bl's Appliance Center Bl's - Freezer upgrade $50,000.00 Reilly,Zack I ;I I ;I

List Actions | Accept/Reject Leads

Search Leads page

Select Accept/Reject Leads in the List Actions field.

Accept/Reject
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Rejection/Turnback Select a reason for rejecting or turning back the lead.
Reason

Updating the Forecast for Opportunities

Access the Search Opportunities page.

Search Opportunities
ﬂQH My Tasks | é‘ﬂ My Calendar | %"_ﬂ My Accounts | @D My Contacts Personalize
Business Unit = APPOL
i [
Opportunities List Customize | Find | Yiew &ll | |——| First 1-2afld Last
Custorner Cpportunity Revenue Currency Est. Close Date Forecast| Forecast
armcunt| Status
Arnold - Custom Mot
arnold Ice Cormpany Froszer $100,000.,00 USD I nzfzz/2003 Forecasted
Bl's Appliance Center Replacement Solution $20,000.00 USD A |oz/za/2004 EJ 393,790.25 Forecasted
: Custor Freezer
Boris May & Company Increase Sale L $255,000.00 USD I+ |[1n0/z9/2004 EJ 337,127.65 Forecasted
Coen Food Service Refrigeration Upgrade & $135,000.00 USD 10/18/2004 Eﬂ 67,357.50 Forecasted
Coen Food Service Freezer Upgrade $125,000.00 USD 10/15/2004 []  112,499.70 Farecasted
Explore Design Center Stock for Spring Sale $350,000.00 USD - D1/21/2003 77,852.50 Forecasted
Explore Design Center B;'g'r'gd:reezer $50,000.00 USD I 03/07/2003 £,473.40 Forecasted
Haas Enaineering Ef;}seétcaf‘ate”a $50,000.00 USD 0473072003 [5) §,399.40 Forecasted
Add Opportunity Clear List Save List Actions I Update Forecast ;I

Search Opportunities page

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 left 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 (estimated  Enter a date that the system uses to determine whether to include the
close date) opportunity in the pipeline or forecast based on the time period that is specified
for that pipeline or forecast.

The system displays arrows in the column 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 a left-pointing red arrow signifies that the
estimated close date has changed to a later date.

Forecast Amount If you have created a forecast for the opportunity, the system displays
the forecast amount.

Updating the Sales Stage for Opportunities

Access the Search Opportunities page.
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Search Opportunities
‘9% My Tasks | éﬂ Iy Calendar| n;'ﬁ My Accounts | fﬁ!ﬂ My Contacts Fersonalize

Business Unit = USZ200

]
Opportunities List Customize | Find | Wiew all | i First 1-8af3 El Last
Customer Dpportunity Contact Sales Stage o Mext Task
Close Date
Chad Rawlings Sales Cpp 3 Rawlings,Chad |D4-Deve|0p Proposal fl;l 50
wmw Eqaluel; Cpp 3 Food Applegate, Andrew A IEIl—Disc:Dver ;I W n&/26/2006
Grandma's Breakfast _ -
Baker Sales Cpp 4 - Food Higgins,James Henry |02 Qualify Customer _I 15
Health Conscious.cam Sales Cpp 2 Lewy,Rick |03—Develn|:u Solution ;I 35
Stone Kennedy Sales Cpp 4 Rigalato,Frankie |DS—Negntiate and Clos-;l ]
Lakeview Cormrmunity . N -
College Sales Opp 1 Brown,Magagie | 05-Negatiate and Closi x| &0
Lakeview Community . 5 - - =
Collegs Lakeview Freezer Brown,Maggie |E|3 Develop Solution _I 35
MMA Property . =y =
Managernent Group sales Opp 1 e, e | 01-Discover =l
2dd Opportunity Clear List Save List Actions | Update Sales Stage =

Search Opportunities page

Select Update Sales Stage in the List Actions field.

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 Leads and Opportunities,” Setting Up
a Sales Process, page 31.

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 a lead or opportunity on the Summary page.

Understanding the Summary Page in the Lead and
Opportunity Components

The Summary page in the Lead component and the Opportunity component enables sales representative and
managers to view high-level information for a lead or opportunity. The Summary page displays the sales stage,
forecast (for opportunities), contacts, tasks, notes, sales team, products, call reports, and quotes. 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.

You can configure the Summary page to meet your particular needs.
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See Chapter 5, “Setting Up Sales Leads and Opportunities,” Setting Up the Summary Page for Leads and

Opportunities, page 63.

Pages Used to Manage a Lead or Opportunity by

Using Summary Information

Page Name

Object Name

Navigation

Usage

Lead - Summary

RSF_LEAD SUMMARY

Sales, Search Leads
Select a lead.

On the Lead component,
select the Summary tab.

Manage a lead.

Opportunity - Summary

RSF OPP_SUMMARY

Sales, Search Opportunities
Select an opportunity.

On the Opportunity
component, select the
Summary tab.

Manage an opportunity.

Managing a Lead or Opportunity on the Summary Page

Access the Lead - Summary page or the Opportunity - Summary page.

Opportunity

Save | E. add Oppor‘tunitﬂ [=] Nntificatinnl Fe Send| ﬁ Clonel 360 360-Degree 'n.-'iew| p>3

Description Custom Freezer Increase Sale
Customer Boris May & Company
Contact Tsutsui,Michelle

Status Open

Customer Yalue Gold¥ririrsr

Revenue 275000

Personalize

i Summary NS Qualif
Opportunity Summary

Farecast $337,127.65 USD on 10/29/2004 with 89% confidence

Knowledge Enabled Sales, Sales Stage 06-Retain Customer, Sales Task 02-Update Custormer Information, Stage
is 30% Complete

Assign Propose Zall Reports Tasks Notes History

Sales Stage

Contacts Add Contacts

(General Manager), Wark Phone is 408 3644222, Email Address is

Toniloral. mTsutsui@borisrnay psft.com, Lead Conversion Ratio is 0

{Purchasing Manager), Warl: Phone is 408 3644222, Email Address is sliu@borismay  psft.com,

Lucselis Lead Conversion Ratio is 0

Call Report add cCall Repart
Mo Call Repart have been created.

Notes Add Motes

10/7/2002 326 PM Setup initial rmeeting with prospects

Team

Add Tearn
Terry Murphy Mot available
Henry Ermman Mot available
Burt Lee Mot available

Opportunity - Summary page (1 of 2)
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Products

Customn Build Freezer

Competition

Tasks

Add Products

Custorn Build Freezer Package, Quantity 5.0000 EA , $35,895.25

Package
Sectional wallk-in Freezer Sectional wall-in Freezer, Quantity 17.0000 E& , $299,200.00
Freezer, Compressaor Freezer, Cormpressor, Quantity 8.0000 EA , $2,032 40

Add Competition

Mo Competition have been created.

Add Tasks
Mo Tasks have been created.
Quotes add Quotes
10/7/2002 3:23 PM Quote, total price of $337,127 .65 USD
104772002 3:23 PM Quote, total price of $311,822 .90 USD

Opportunity - Summary page (2 of 2)

The Summary page appears in both the Lead and the Opportunity components. As delivered, the page contents
differ slightly between the two components. You can modify the page contents in the Summary Page Setup
component. Both prospects and CDM customers and contacts are displayed on the Summary page.

Summary Information

This information appears on both the Lead Summary and the Opportunity Summary.

Contacts
Call Report
Notes

Team

Products
Competition
Tasks

Quotes

Opportunity Summary

Forecast

Click the link for an existing contact or click the Add Contacts link to access
the Contact section of the Discover page.

Click the link to an existing call report or click the Add Call Report link to
access the Call Reports page.

Click the date-time link for an existing note or click the Add Notes link
to access the Notes page.

Click the link 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.

Click the date-time link for an existing product or click the Add Products link
to access the Propose page.

Click the link for an existing competitor or click the Add Competition link to
access the Qualify page, where you can add competitors.

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.

Click the date-time link for an existing quote or click the Add Tasks link
to access the Tasks page.

Note. As delivered, this section appears on the Opportunity Summary only.

Click to access the Forecast Summary section of the Discover page.
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Sales Stage Click to access the Sales Stage section of the Discover page.

Lead Summary

This information appears on the Lead Summary,

m Discover Assign Dualify Fropose Call Reports Tasks Motes History

Accept Reject Turnback
Lead Summary
IE)EE?::HS Estimated Revenue $50,000.00, Lead Source Sales, Lead Type Inquiry,
BES Gy & Leading Provider of Appliances, Household Electric, Total no, of Employees 0
Cormpany
Qpen
Custormer 0 Upcarning Meetings, 0 Open Tasks, 0 Pending Orders, 0 Open Cases
Activities

Transaction Lead Conversion Ratio is 0%, Total Purchases is $0 , Yalue not available for Meetings, Walue not available for
History Tasks

Details Yalue not available for Installed Products, Value not available for Support Cases, 0 Closed Orders

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 or Telemarketing and the lead status is Now or Open, this information appears:

* Marketing Activity

Click this link 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. You 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.

* Call to Action
* Offer Description

See Also

Chapter 5, “Setting Up Sales Leads and Opportunities,” Setting Up the Summary Page for Leads and
Opportunities, page 63

Viewing Call Reports for a Lead or Opportunity

204

This section discusses how to view call reports.

See Also

PeopleSoft Enterprise CRM 9 Application Fundamentals PeopleBook, “Working with Call Reports,”
Understanding Call Reports
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Pages Used to View Call Reports for a Lead or Opportunity

Page Name Object Name Navigation Usage

Call Reports RSF_CALL RPTS » Sales, Search Leads View and add call reports for
a lead or opportunity.

Select a lead and select the
Call Reports tab.

e Sales, Search
Opportunities

Select an opportunity and
select the Call Reports tab.

Viewing Call Reports

Access the Lead - Call Reports page or the Opportunity - Call Reports page.

Lead
Save | |§. Add | [=7] Motify | £ Email | \_;'-'I Clone | \j Convert | 360 360-Degree Yiew | 2] Previous | b Personalize
Description Cold Storage Solution Status Accepted
Customer Shorewiew Medical Contact Golden,Mike
Contact Phone 555/367-4000 Rating
Surnmary Discover Assign Qualify Propose Tasks Motes History
N

Call Report Custamize | Find | Wiew all | |_—| First 1ofl Last
Subject Location Event Type Marmne Date
Product Presentation Shoreview Medical HQ  Face to Face Meeting Susan Arb 04/30/2003

Add call Report For |GD|den,Mike =] &dd Call Report

Lead - Call Reports page

Click the link for an existing call report or select a person from the Add Call Report list and click the Add Call
Report button. Only persons who are assigned to the lead or opportunity are available for selection.

See Also
PeopleSoft Enterprise CRM 9 Application Fundamentals PeopleBook, “Working with Call Reports”

Viewing History for a Lead or Opportunity

This section discusses how to view the history for a lead or opportunity.
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Pages Used to View History for a Lead or Opportunity

Page Name Object Name

Navigation

Usage

Lead - History RSF_LE HISTORY

Sales, Search Leads

Select a lead, and select the
History tab.

View a history of system
actions regarding a lead.

Opportunity - History RSF_OPP_HISTORY

Sales, Search Opportunities

Select an opportunity, and
select the History tab.

View a history of system
actions regarding an
opportunity.

Viewing History

Access the Lead - History page or the Opportunity - 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

Save | & Add | =] Motify | £ Ernail | 13 Clone | \ﬁ Convert | 360 360-Degree View | 1[Z] Previous | » Personalize
Description Cold Storage Solution Status Accepted
Customer Shoreview Medical Contact Golden,Mike
Contact Phone S55/367-4000 Rating
Summary Discover Assign Dualify Propose Zall Reports Tasks MNotes \L
=~ Lead History
b |
Yiew Lead History Cuztomize | Find | Wiew all | |——| First 1-4 of 4 Last
Date Modified Action Taken Malue Before Malue After Changed By
Change Change
Fé, 04/12/2004 6:07PM PDT Lead Assigned To is changed 400113 Lee,Burt
% 0471272004 6:10PM PDT Lead Assigned To is changed 400113 300019 Lee,Burt
[ 04/12/2004 6:10PM PDT  Lead Status is changed Mew Open Lee,Burt
Fé, 04/12/2004 6:12PM PDT Lead Status is changed Qpen Accepted Lee,Burt

=~ Related Objects
Mo related objects have been associated to this item.

=~ Interaction History

There are no interactions related to this record.

Lead - History page

In the Related Objects section, you can view the associated opportunity if the lead was converted to an

opportunity or the cloned object if the lead was cloned.

In the Interaction History section, you can view information about interactions (such as email messages or
other correspondence) related to the lead or opportunity.

<Lead / Opportunity> History

The history of changes, such as status changes, that were made by members of the sales team appears here.
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See Also

Chapter 10, “Understanding Sales Leads and Opportunities,” History Tracking for Leads and Opportunities,
page 122

Copyright © 2001 - 2006, Oracle. All rights reserved. 207



Managing Leads and Opportunities Chapter 17

208 Copyright © 2001 - 2006, Oracle. All rights reserved.



CHAPTER 18

Sending Sales Email Messages and
Correspondence

This chapter discusses how to:

* Send a proposal or quote to a customer.
» Send a worklist notification to a sales user or team.

» Generate ad hoc email notifications.

See Also

PeopleSoft Enterprise CRM 9 Automation and Configuration Tools PeopleBook, “Correspondence Management”

Sending a Proposal or Quote to a Customer

PeopleSoft Enterprise Sales enables you to send a quote or a proposal package to a customer by emailing it or
by sending a hard copy. A proposal package might include a cover letter, a quote, and attachments.

This section discusses how to:

* Select the recipient of a proposal or quote.

* Create the correspondence.
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Pages Used to Send a Proposal or Quote to a Customer
Page Name Object Name Navigation Usage

Lead - Discover

RSF_LEAD DETAIL

Sales, Search Leads

Select a lead, 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.

Correspondence Request

RBC_REQST FORM

* Click the Email Proposal
button on the Lead -
Discover or Opportunity -
Discover page.

¢ Click the Correspond
button on the toolbar.

* Onthe Discover page,
Click the View Proposal
Request icon on the
Correspondence tab of the
Contacts section.

Create correspondence to
send to a customer.

Correspondence Request:
Templates

RBC_REQST_TEMPLATE

Click the Personalize
Templates button on the
Correspondence Request

page.

Edit the group of templates
for the correspondence that
you send to the contact.

Correspondence Request:
Correspondence Summary

RBC_REQST PREVIEW

¢ Click the Preview link
on the toolbar.

¢ Click the Submit link on
the toolbar.

Review the correspondence
request.

Search Correspondence
Request

RBC_REQST SEARCH

Click the Search button
on the toolbar of any
Correspondence Request

page.

Search for correspondence
requests.

Selecting the Recipient of a Proposal or Quote

Access the Opportunities - Discover: Correspondence page.

N
Contacts Cuztomize | Find | |——| First 1-2of 2 Last
Contact Phones Irmpact Qrganization \L
Primary First Mare Last Marne Ernail Proposal
I~ Kaley Parker = Email Propozal @E @
r Barry Conrad = | Emai Proposal EJE ]

Search

First Name Last Name

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 letter 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.

Em Click the View Proposal Request icon 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 icon 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 a list of all correspondence that was sent to any contact for the lead or opportunity. You can also access
the correspondence to view its contents.

Note. You can access the Correspondence Request page by clicking the Correspond button on the toolbar.
When you access the Correspondence Request 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.

Correspondence Request History | Select One.., =
Search | s Refresh Save As Draft|[E Preview | E2 submit| ¥ Cancel Personalize
+ =]
Object ID

Request from Lead Cady Dishwasher Lead

Correspondence Detail
Recipients Tristan Garrett Edit Recipients
channel & Email Sender's Email Address |Customer_Support@demo.com

" Print Printer Q

Language |Eng|ish =
Description ;I

Correspondence Content

Templates

Template Package Termplates

Sales Proposal E}, T sales Proposal Letter, Sales Quote Detail @

Add Template Perzonalize Templates

Attachments

Mo Attachrents

Add an Attachment

[ Schedule

Correspondence Request page (1 of 2)
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= Schedule

I Merge & Send Immediately

" Merge Now, Send Later Send Date 5 Send Time
o Merge Later, Send Later Merge Date 3 Merge Time
Send Date 5 Send Time

Correspondence Request page (2 of 2)

Template Package Select a group of templates that defines the set of documents that you send
to the contact.

Personalize Templates Click to edit the template package that is sent to the contact.

In the Schedule section, you can specify when to merge and send the proposal.

Sending a Worklist Notification to a Sales User or Team

212

Use PeopleSoft Enterprise Sales to send a worklist notification with a text message and link to the current lead
or opportunity. This section discusses how to send a worklist notification to a sales user or team.

Pages Used to Send a Workflow Notification to a
Sales User or Team

Page Name Object Name Navigation Usage
Send Notification RSF_LEAD WORKLIST Click the Notify link on Send a worklist notification
the toolbar in the Lead to a sales user or team.
component.
Send Notification RSF_OPP_WORKLIST Click the Notify button Send a worklist notification
on the toolbar in the to a sales user or team.
Opportunity component.

Sending a Worklist Notification to a Sales User or Team

Access the Send Notification page.
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Send Notification

Recipients

To | CC | BCC |Mame Email Address jin]
| [T Arnold Ice Company ]
Enter Recipient Select Select Sales Team

Delivery Information

From |Customer_Support@derno.com ¥ attach URL to Email Recipients
*worklist Priority | Medium Bl pelivery options

Worklist Actiunl =

Message Contents

- 1| annke Templat Mote: Templates will be populated with data
Email Templatel _I PRl TEREE from the first external recipient,
Subject
Message :I@
=
Attachments
Mo Attachrnent.

Upload an attachment
Send Notification page
Select Click this button to select a sales user.
Select Sales Team Click this button to select a sales team.
Worklist Priority Select a priority for the worklist notification. Values are Low, Medium,

and High.

Worklist Action Select the action that you want the recipient to take.
Email Template Select a template to use for the notification.
Apply Template Click this button to apply the template to the page.

Generating Ad Hoc Email Notifications

This section discusses how to generate ad hoc email notifications.
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Page Used to Generate Ad Hoc Email Notifications

Page Name Object Name Navigation Usage
Outbound Email RB_EM_OB_ADD Click the Email link on the Generate and send an ad
toolbar of any page in the hoc email notification to a
Lead component or the customer contact or a
Opportunity component. member of the sales team.

Generating Ad Hoc Email Notifications

Access the Outbound Email page.

Qutbound Email History | Select One... =
Refresh || 380 360-Dedree View | 5] User Preferences | 12E Text Tray Personalize
Recipient Steve Caollins -
Representing Arnold Ice Company Customer Yalue Goldiririrsy
| b, Mote
Transaction Summary Compose
From |Customer_Support@dermo.com Celivery Options
Lead Arnaold Ice - Freezer equipments - - . . .
Hue To |scollins@aice_psft.com Add/Modify Recipient List

Customer Arnold Ice Company b | h
Template Searc

Contact Steve Collins

;I Selected Templates

Rating Template
Revenue 100000.000 Preview Apply Template Mo Templates Selected
2002-10-04 Setup initial meeting with ﬂ Add Closing Send Restart Response
prospects
Message Area
Subject @
&
Outbound Email page
Template Select a template to use for the email message.
Preview Click this button to preview the email message with the template applied.
Apply Template Click this button to apply the template to the page.
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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 a real-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 types include:
- 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
- Shadow
* 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
- Shadow

Use pipeline types to configure different perspectives of the specified pipeline. Pipeline types include:
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* 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. You 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 a list 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

Click the Chart Information button to have the page display a message with
u?
information about the chart.

View Pipeline As To view the pipeline as another person would view it, select that person’s
name. You must have visibility of the person on the territory tree to use this
feature. Viewing a pipeline as someone else 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. This is the default.

Manager Quota: The manager’s own, individual quota.

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 List Click to access the opportunities list, where you can view lists of the
opportunities that make up the pipeline chart and select opportunities to
view in detail.

Viewing the Opportunity Pipeline
This section discusses how to:

* View the segment pipeline.

* View the opportunity revenue pipeline.
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* View the product detail pipeline.

Pages Used to View the Opportunity Pipeline

Viewing the Opportunity Pipeline

Page Name Object 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
Pipeline page. are associated with active
opportunities.
Viewing the Segment Pipeline
Access the Segment Pipeline page.
] Opportunity Revenue Pipeling Product Detail Pipeline
*Show Pipeline By | Pipeline Segment ;l *¥iew Pipeline As [Murphy, Terry QL
i . O
*Pipeline Type I Opportunity Count ;l
*Quota Type | Rollup Quota ;l
*ChartTypelHnriznntaI Bar ;I

Segment Pipeline - Open Qpportunities

Unspecified
Retain
Megotiate
Develop

Gualify —

Pipeline Segment

Contact —

Unspecified —

Showe Opportunity List

[| Target
[l Actual

0.0 25 5.0 7.5 10.0 125 15.0
Qpportunity Count™

* Maove mouse over individual bar on graph for more detail

17.5 20.0

Segment Pipeline page
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Show Pipeline By

Pipeline Type

Chapter 19

Select how to organize data for the pipeline. Values are:
Business Unit.
Industry.

Pipeline Segment. Pipeline segments correlate with stages in the sales process.
This is the default.

See Chapter 5, “Setting Up Sales Leads and Opportunities,” Setting Up
Pipeline Segments, page 57.

Region.
Sales User.

Territory.

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 sales teams’ revenue allocation percentages. (You cannot render a
pipeline from shadow allocations.)

Viewing the Opportunity Revenue Pipeline

Access the Opportunity Revenue Pipeline page.
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Viewing the Opportunity Pipeline

Segment Pipeline

Product Detail Pipeline

*Show Pipeline BylPEriDd = *Y¥iew Pipeline &s Murphy, Terry &'}
- =]
*Time FramelZDD2 Fiscal Year - Quar‘l;l *Pipeline TypelRevenue ;I -
Period | 2002 Fiscal Year =1 *Quota Type | Rollup Quata =
Begin Date 01/01/2002 *Chart TypelHurizuntaI Bar ;I
End Date 12/31/2002 Currency | US Dollar =]
Change Periods Shosy Opportunity List
Qpportunity Pipeline - Open, Closed-Wan and Leaks
[0 qusta
==  Actual
2002 04
2002 a3 —
=]
=
=
al
-
2002 92 —
2002 al —
T T T T [ T T T T [ T T T T [ T T T 1T [ T T T T [T T T 1]
0 250,000 500,000 750,000 1,000,000 1,250,000 1,500,000
Revenue™

* Mowe 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 leaks in the pipeline.

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. This is the
default.

See Chapter 5, “Setting Up Sales Leads and Opportunities,” Setting Up
Pipeline Segments, page 57.

* Region.
* Sales User.

* Territory.
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Pipeline Type Select the type of pipeline to render. Values are:

* Revenue: This shows the estimated revenue based on opportunity sales
team revenue allocations.

» Shadow: This shows the estimated revenue based on opportunity sales
team member shadow allocations.

Time Frame and Period Select the time frame and reporting period to use for determining revenue in
the pipeline.

Currency Select the currency used for the pipeline revenue amounts.

Viewing the Product Detail Pipeline

Access the Product Detail Pipeline page.

Seqgment Pipeline Qpportunity Revenue Pipeling & Product Detail Pipeline
*Show Pipeline BrIF‘FDdUCt Group ;I *¥iew Pipeline .l1|.s|l\’lur|:|h3r,Terr3r &'}
- o]
*Time FramelZDD2 Fiscal Tear - Quar‘l;l *Pipeline TypelRevenue ;I L
Perind|2EII32 Fiscal vear ;l
Begin Date 01/01/2002 *Chart TypelHurizontaI Bar ;l
End Date 12/31/2002 Currency | US Dollar =
| Showe Opportunity List |
Product Detail Pipeline - Open, Closed-Won and Leaks
lActuaI
Walk-In Coolers
o Chest Freezer
=]
=
[
[
= Dizh Washer
-
=1
=
8 Cold-5torage Parts & Access
Unspecified
AT d g0 T EEEEFEEEEFEREEE FEEE E |
0 10,000 20,000 30,000 40,000 50,000 60,000
REevenue™
Product Detail Pipeline page
Show Pipeline By Select how to organize data for the pipeline. Values are:

* Business Unit.

* Industry.

* Opportunity Status.
* Period.
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* Pipeline Segment.

Pipeline segments correlate with stages in the sales process. This is the
default.

See Chapter 5. “Setting Up Sales Leads and Opportunities,” Setting Up
Pipeline Segments, page 57.

» 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. This is 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.

Time Frame and Period Select the time frame and reporting period to use for determining opportunities
in the pipeline.
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CHAPTER 20

Including Opportunities in Forecasts and
Closing Opportunities

This section provides an overview of opportunities included in forecasts, and discusses how to:

* Include opportunities in 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 a one-year service contract that generates $20 per month in revenue. Other companies, such as wireless
companies, offer products with both one-time and recurring revenue. For example, a wireless 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:

* Use the forecast summary.

» Copy products to the forecast.

* Use recurring forecasts.

» Specify revenue percentages for forecasting.

* Include forecast items in compensation calculations.
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Pages Used to Include Opportunities in Forecasts

Page Name

Object Name

Navigation

Usage

Opportunity - Discover

RSF_OPP_DETAIL

Sales, Search Opportunities

Select an opportunity, and
select the Discover tab.

Enter information for the
forecast summary.

Opportunity - Propose

RSF_OPP_PROPOSE

Sales, Search Opportunities

Select an opportunity, and
select the Propose tab.

Include an opportunity in the
forecast.

Copy Products to Forecast

RSF_OPP_COPYFCAST

On the Opportunity - Propose
page, click the Create
Forecast button.

View and verify products to
copy to forecasts.

Distribute Recurring

RSF_OPP_DISTRIB

Click the Distribute link from

Enter recurring revenue.

Revenue the Recurring tab of the Copy
Products to Forecast page.
Send to EIM RSF_SENDTO_EIM_SEC On the Opportunity - Propose | Send forecast information

page, click the Compensate
Selected button.

to PeopleSoft Enterprise
Incentive Management.

Using the Forecast Summary

Access the Opportunity - Discover page.

Opportunity

Save || B Add | [=] Motify | C3 Clone | 360 360-Degree Wiew | C) Search | =l add Contact | ﬂQH My Task | > Personalize
Description Status COpen
Customer Customer Yalue
Contact Revenue 0
o Assign Qualify Propose Zall Reports Tasks Motes History
Customer
Press search to find existing custorners or to create a new customer or company.
Customer Arnold Ice Company Q, search Anain
Address|1051 El Camino Real,Colma,Ca,54015,USA =] G2

Site

Opportunity Details

Description Arnold Ice - Freezer

Sales Rep [Burt Lee
Forecast Summary

¥ Forecast
Est. Revenue 100,000.00
Confidence % 20
Forecast Amt | 100,000.00

T?DEIOPEH :l-

Currency LUSD

Close Date 04/30/2005 [

Search

*Unit [APPO1

Advanced Search

Q

Q *Status [ Open | Ppriority[5 -]

Sales Process

mModel | Knowledge Enabled Sales

Stage | 01-Discover

Q Task
%Close 0

B Create Forecast

[ EN[EN

Opportunity - Discover page (1 of 2)
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)
Contacts Customize | Find | i First 1-2 of 2 Last
| Phones Irmpact Jrganization Correspondence
Brimary | First Narme Last Mame Pref Comm | Worl Phone Ext Ernail Address
r Philip Coyote E ICaII 'I 555/664-2232/ 3, |3124 pooyote@aice_psft.com &'} ﬁ
- Jacinta Crowe = ICaII 'I gES/eed-2232 0L |§969 jcrowe@aice_psft.com &} ]j[
First Name Last Name Add

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.

Forecast 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.

Type If you select Forecast, you must select the type of forecast to use.

You define forecast types on the Forecast Type page.

See Chapter 6, “Setting Up Sales Forecasts,” Defining Forecast Types, page 77.

Est. Revenue (estimated Enter the amount of revenue that is anticipated from the sale.
revenue)
Currency 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.

Confidence % (confidence = Displays the average degree of confidence (expressed as a percentage) that the

percentage) assigned sales 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, this field 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 calculates the average, as
follows: (70 + 80 + 90) + 3 = 80. The system displays that result here.

Close Date Enter a date for the amount that is forecast.
Forecast Amt (forecast If you select the Forecast check box, a forecast amount must be specified.
amount) There are two ways that this can happen:

« If the opportunity is not yet forecast and you select the Forecast check
box, then the system copies the estimated revenue amount into this field
when you save the page.

You can override this value.

* You can enter the forecast amount.
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Create Forecast Click this link to create a forecast on the Opportunity - Propose page.

Copying Products to Forecast
Access the Opportunity - Propose page.

Opportunity

Save | & Add | [=T] rotify | i Ernail | T3 clone | 360 360-Degree Wiew | #Z] Previous | ) Search | LB Nextl > Fersonalize

Description Appliance Upgrade Status Open
Customer L&R Associates Customer Yalue Golds
Contact Smart,Gary Revenue 156000
Summary Discover Assign Lalify Zall Reports Tasks Motes Histary
N
Products Cuztamize | Find | Wiew all | i First 1-6 of & Last
Primary | Product Group Product Quantity Unit of Price Net Price
Measure
Custam Build =
W Walk-In Coolers 2200 Package | £.0000 EA 7197.05 43182.30 I
Sectional Walk-in =
[T ChestFreezer e | 1.0000 EA i
Cold-Starage Freezer, =
r Parts & Access Compressor D 2, JTL) 26 e il ﬁ
Split Unit Air 6000 BTU Roam Air  p=
m (Grey) | 27.0000 EA £52.00 18414.00 [0
Split Unit Air 12000 BTU Roorm =
r Conditioner Air (Light Beig D A2, 00I0 2 B2 7E HEHEL ﬁ
24 in, Dishwasher 5 p=
r Cydlos 215 | 10,0000 EA 1000,00 1000000 i
Total Met Price 8§2241.75 USD
Add Product(s) Add | QU gearch ar Browse Catalog
Add Product Group(s) #d
Forecasts

Mo forecasts have been added, To add product forecasts, add products to this Opportunity
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 there is existing forecast information when you click the Create Forecast button, the system displays
the existing forecast on the Copy Products to Forecast page. You cannot copy products to the forecast if the
forecast already exists for the products.
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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

QK to add to forecast section,

Products to be Added to Forecast

=D

Forecast| *Forecast

Product Group

u
Customize | Find | Yiew all | i

-

Open -

Cold-Storage

Split Unit Air
Conditioner
Split Unit Air
Conditioner

o o Ooa

INNARK)

-

Chest Freezer

Walk-In Coolers

Parts & Access

aQ

Product *Forecast *Forecast

Date Armount
Customn Build Freezer
Seeiems 034’21;’20[@ 43182.30
Sectional wallk-in
Freezer DS’IZHZDEE{J
Freezer, Compressor |03/21/200 5] 254,05
000 BTU Room Air
(Grey) 034’21;’20[@ 18414 .00
12000 BTU Room Air
(Light Beig na/z1/z00 5 10391.40
24 in. Dishwasher 5
Cyclas 515 DSf21p’2DEEJ 10000.00

First 1-6of & Last
Conf | Revenue Type
%
30 [MHew Sale =l
| B
| =
| B
| B
| =

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.

Forecast

Forecast Type

Forecast Amount

Confidence % (confidence
percentage)

Revenue Type

Select a user-defined forecast type.

Select this check box to include the revenue in the forecast.

See Chapter 6. “Setting Up Sales Forecasts,” Defining Forecast Types, page 77.

Enter a forecast amount.

Select a user-defined revenue type. This is an optional field.

Enter a whole number the specifies the probability that the forecast will
become an actual sale.

See Chapter 6, “Setting Up Sales Forecasts,” Defining Revenue Types,
page 77.

Using Recurring Forecasts
Access the Opportunity - Propose page.
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Opportunity
save || B Add | [=] Motify | ¢ Email | £ Clone | 360 360-Degree Wiew | #E] Frevious | Cy Search | 3E] next| » Personalize

Description Softgear Inc. Status Cpen _
Customer Softgear Inc, Customer ¥Yalue Platinum
Contact Revenue 0
Sumrnary Discover Assign Qualify Call Reports Tasks MNotes History
k']
Products Customize | Find | Wiew All | i First 1ofi Last
Primaty | Product Group | Product Quantity | Unit of Price Net Price Recurring | Recurring
Measure Freg. Price
500 Mobile to =
I obile Mirutes &= | 1.0000 |EA 20,00 20,00 IMu:unt ] 20,00 [
Total Met Price 20,00 UsD

Opportunity - Propose page

If the product has recurring revenue, the system displays the following fields:

Recurring Freq. (recurring  Select the period of time for the recurring revenue. Values are Daily, Weekly,
frequency) Monthly, Quarterly, and Yearly.

Recurring Price Enter the recurring revenue for each period of time.

To create a forecast for recurring revenue, click the Create Forecast button to access the Copy Products to
Forecast page, and select the Recurring tab.

Copy Products to Forecast
The products listed below will be added to the forecast section. Please review the data, make changes as appropriate, and click
Ok to add to forecast section.

]
Products to be Added to Forecast Customize | Find | Wiew &ll | ] First 1of1 Last
Forecast Mon-Recurring =M
Forecast| *Forecast |Product Group Product Quantity|Recurring |Periods | Recurring | Recurring
Type Price Frequency | Total
500 Mobile to Mobile Ron AL np
™ IOpen 'I QL b 1.0000 20,00 f |Mnntr vI 120,00 Distribution

Copy Products to Forecast page: Recurring tab

Enter the forecast information, including the number of periods for the recurring revenue. You can click

the Distribution link to access the Distribute Recurring Revenue page, where you can view or modify the
distribution of recurring revenue over a period of time. If you do not access this page but 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
Start Date |04/30/2004 ] Revenue Type =]
Conf %o 20 Quantity 1.0000
Recurring FrequencylMDnthly ;l Periods A
Recurring Price 20.00
Rebuild Revenue Periods
k]
Revenue Periods Cuztomize | Find | B First 1-& of & Last
Forecast Dt *Armount Revenue Conf % Comment
Tvpe
1 [04/30/2004 5] z0.00 | -] ag =]
2 |0s/30/2004 5] z0.00 | -] ag =]
3 |06/30/2004 5] z0.00 | -] ag =]
4 [n7/30/2004 3 z0.00 | -] ag =]
5 |08/30/2004 5] z0.00 | -] ag =]
& |09/30/2004 5] z0.00 | -] ag =]
Recurring Total 240,00 Calculate

Distribute Recurring Revenue page

Make any changes in 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 value in 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 a value 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.

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 Customize | Find | Wiew all | 8 First 1ofi Last
Forecast Recurring \ EEHL
Forecast | *Forecast Product Group Product Quantity | Unit of Measure Unit Price Mon-
Type Recurring
Arnount
¥  [open =l Q300 Mobile to Mabile 1.0000 Each 30,00 30.00

Copy Products to Forecast page: Non-Recurring tab
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The system populates the Forecast grid of the Opportunity - Propose page with both the recurring and
nonrecurring revenue. The nonrecurring revenue does not have a value in the Recur Period field. This grid
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.

¥
Forecast Customize | Find | Wiew all | |——| First 1-5af? |I| Last
Revenue Type

_Fnreu:ast Type Product Group Product Forecast Date |Recur |Forecast Confidence
Period | Amount Y
F  [opei=] €, [500 Mobile to Mol @, [05/05/200:[5) 30.00 | 90 =
F [ope=] . [500 Mobile to Mol @, [05/05/200:[5) 1 20,00 | 90 =
P [ope=] @, [500 Mobile to MalQ,  [06/05/200: 5 2 20,00 | 90 =
F  [ope=] €. [500 Mobile to Mol @, [07/05/200:[5) 3 20.00 | 90 =
P [ope=] . [500 Mobile to Mol @, [08/05/200:[5) 4 20,00 | 90 =
Forecast Total $150.00 UsSD
| Create Forecast | Delete &l Forecast Rovws Compenzsate Selected

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

Access the Opportunity - Assign page. Select the Revenue Percentage tab.

Note. The Revenue Percentage tab may be hidden in the Opportunities component, depending on the access
profile of the user. Typically, only sales managers have access to this tab.

Opportunity
save || B add | [=] Send | ¢ Email | 13 Clone | 380 360-Degree Wiew | 8] Previous | O Search | 4E] Mext| Fersonalize

Description Lakeview Freezer Status Cpen

Customer Lakeview Community College Customer Yalue Goldsrirdry
Contact Brown,Maggie Revenue 5700
Surmmary Discover Qualify Propose Tasks Motes History
i

Sales Team Members Customize | Find | First 1-2 of 2 Last

Zales Rep Info Territary Aadditional Details Comments
Primary |Sales Rep Allocation % Shadow % Shadow Amount

W sam Rabbitt 100 100 =

[ Bill wellington 50 [=]

Opportunity - Assign page: Revenue Percentage tab

Note. Revenue allocations are required for the system to roll up an opportunity into pipelines and forecasts.
Only opportunities can be rolled up into pipelines and forecasts. You cannot include leads in pipelines and
forecasts. Therefore, the Revenue Percentage tab appears in the Opportunity component only. There is no
equivalent tab in the Lead component.
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Allocation % (allocation Enter the percentage of the total revenue to allocate to this member of the
percentage) sales team for forecasting.

Often, 100 percent of the revenue is 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 a lump sum amount that the individual is expected to earn.

Including Forecast Items in Compensation Calculations
Access the Send to EIM page.

Send to EIM

The forecasts below will be sent to the Compensation Systerm, and the sales amounts will be included in
compensation calculations, Press the button to proceed, or press Cancel if you do not want to send the amounts,

Forecast

Forecast Description Product Forecast Date Forecast| Confidence | Revenue Type
Type Amount| Percentage

Qpen Dish Washer 24 in. Dishwasher & Cycles 515 10/23/2002 10,000.00 45 New Sale
Qpen Chest Freezer Sectional Walk-in Freezer 1172172002 361,000.00 45 Mew Sale
Qpen W allk-In Coolers Custom Build Freezer Package 11/21/2002 22,790.25 45 Mew Sale

| Compenszate Selected Cancel

Send to EIM page

You can integrate PeopleSoft Enterprise Incentive Management with PeopleSoft Enterprise Sales to include
opportunity revenues in compensation calculations. You 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 Incentive 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 page, click the Compensate Selected button to send the forecasts to PeopleSoft Enterprise
Incentive Management.

See PeopleSoft Enterprise Components for PeopleSoft Enterprise Incentive Management 9 PeopleBook

Closing Opportunities

This section discusses how to close opportunities.
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Page Used to Close Opportunities

Page Name Object 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, Click Save.

Closing Opportunities

To close an opportunity, access the Opportunity - Discover page, and enter the appropriate value in the Status
field. Values are Closed - Won and Closed - Lost. When you save the page, the Opportunity Close Events

page appears.

Opportunity Close Events

The following business events rust be completed prior to closing the Opportunity. Please review the infarmation on this page and make n
changes. To convert any quotes to orders, you have to cancel the close process and convert therm to arders first

Opportunity: |Replacerment Solution *status:lclnsed - W -I

*Comment: ;I
=

*Actual 393790.250) usD Actual Revenue is required for Closed-Waon
Revenue: deals

*fctual 03/29/200 31 Actual Close Date is required for Closed deals

Close Date:
N
Custamize | Find | Yiew all | |_—| First 1-3of 2

Review all Open Forecast items and select or unselect for

forecasting before closing Last

Forecast Tupe Description Description Forecast|Forecast D Conf %
Arnount
3 [orEN | Dish washer 21 Dishwasher S Cyeles ™15 og oo [1o/z3/2002 5 45 =
v IOPEN | Chest Freszer Sectional Walk-in Freszer 361,000.00 [11/21/2002 3 45 [=]
~ [orEN | walk-In Coalers E:gﬁ”a;”eau"d BiEEzE 22,790.25 [11/21/2002 3 45 =
Forecast Amount: 393790.25 UsSD
Following Quotes/f0rders are pending. Please -
review Customize | Find | Wiew All | |_—| First 1-2 of 2 Last
Tupe Capture 1D |Description Status Expire Dt Revision Created from Quote ID
Created from
Order OCO0636 o artunity 200300014 MEW

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 CDM customer using quick create or select an existing customer. You also have the option
to push any prospect contacts to CDM when saving the opportunity.

You must enter comments and other data here to close an opportunity successfully. Also, you must review the
forecast items and either select or clear the Forecast check box to include them in the forecast or exclude them.

After you close the opportunity, the system displays the actual close date and actual revenue on the Close tab
of the Opportunities List page for the opportunity.
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Comment Enter a reason for the win or loss.

Actual Revenue Displays the actual revenue from the closed-won opportunities.

An actual revenue amount is required to close the opportunity successfully.
Actual Close Date Enter the close date; the system’s current date is the default.

Forecast Select for each item that you want to include in forecasting from the closed
opportunity. Ensure that the check box is cleared for all items that you do
not want to include in forecasting.

Items from a closed-lost opportunity that have the Forecast check box
selected appear in the pipeline as leaks. You can not forecast revenue for
a closed-lost opportunity.

See Chapter 20, “Including Opportunities in Forecasts and Closing
Opportunities,” Including Opportunities in Forecasts, page 223.
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CHAPTER 21

Understanding Sales Forecasts

This chapter discusses:

¢ Forecasts.

¢ 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. You might combine the forecasts of 10 team
members to produce one roll-up forecast for the team. You can view forecasts at a summary level and then
filter and sort summaries for analysis.

You can generate forecast subtotals, and you can create charts to view forecasts graphically. You can also
use the Combined Forecasts page and the standard download feature to export forecast data to financial
modeling programs outside the database.

PeopleSoft Enterprise Sales enables you to configure forecasting to your organization’s business processes and
reporting period needs. Sales representatives can generate and view their own forecasts and submit them to
management at the appropriate reporting times. Managers can generate forecasts for sales representatives that
are visible to them on the territory tree. Senior managers can view an overall forecast of all their groups by
generating one high-level roll-up forecast that provides an overview of the organization’s outlook.

In PeopleSoft Enterprise Sales, sales representatives, managers, and financial analysts work with sets of data
determined by their user access profiles and territory tree visibility. In this way, managers in one division
have access to their staff’s data but not to the data of another division.

PeopleSoft Enterprise Sales forecasts are based on:
* The structure of sales territory trees.
* Opportunity details managed by sales representatives.

» Revenue and shadow forecast allocations, which reflect the percentages of opportunity activity attributed to
each opportunity team member’s forecast.

Revenue and Shadow Forecasts

PeopleSoft Enterprise Sales provides two forecast variants, each with a different focus:
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* Revenue forecasts are projections of an organization’s opportunity activity from a financial 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 allocation percentage across two or more opportunity team members. The allocation
percentage for an opportunity team must total 100 percent.

Revenue forecasts are also known as split revenues. Revenue forecast amounts are calculated by multiplying
the estimated revenue amount by the team member’s allocation percentage.

Shadow forecasts are projections of an organization’s opportunity activity from an operational perspective;
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 calculated 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

College Management
Product Group Air Conditioners Freezers Refrigerators
Forecast Amount 100,000 USD 600,000 USD 1,000,000 USD
Close Date March 31,2001 March 31,2001 March 31, 2001
Revenue Allocation SREP1 =100 percent * SREP1 =50 percent * SREP1 =100 percent

* SREP2 =50 percent * SREP2 =0 percent
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Opportunity 1

Opportunity 2

Opportunity 3

Shadow Allocation

SREP1 =100 percent

» SREP1 =50 percent
» SREP2 =50 percent

« SREP1 =100 percent
* SREP2 =25 percent

Scenario and Forecast
Results

One representative
handles the deal and
receives all of the credit:

* 100,000 USD appears
on SREP1’s Revenue
forecast.

* 100,000 USD appears
on SREP1’s Shadow
forecast.

Two representatives handle
the deal and split the amount
equally:

* 300,000 USD appears
on SREP1’s Revenue
forecast.

* 300,000 USD appears
on SREP2’s Revenue
forecast.

* 300,000 USD appears on

SREP1’s Shadow forecast.

* 300,000 USD appears on

SREP2’s Shadow forecast.

SREP1 owns the deal.
SREP2 assists and receives
partial shadow credit:

* 1,000,000 USD appears
on SREP1’s Revenue
forecast.

* 0 USD appears on
SREP2’s Revenue
forecast.

* 1,000,000 USD appears
on SREP1’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 quota

for assisting with the deal.
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CHAPTER 22

Using Forecasts

This chapter provides an overview of forecast functionality in PeopleSoft Enterprise Sales and discusses how to:

e Select a forecast.

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:

» Sales representatives 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 a forecast.

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 a territory.
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

Object Name

Navigation

Usage

Search for an Existing
Forecast

RSF_FCAST SEARCH

Sales, Search Rollup
Forecasts

View a list of revenue or
shadow forecasts. You can
select a forecast to view it
in more detail.

Search for an Existing
Forecast

RSF_FCAST R SEARCH

Sales, Search My Forecasts

View a list of revenue
forecasts, shadow forecasts,
and empty forecasts. You
can select a forecast 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.

Search for an Existing Forecast

~ Forecasts
Forecast Mame
2004 APR
2004 APR
2004 APR
2004 APR
2004 AUG
2004 AUG
2004 AUG

Time Frame

2004 BY MONTH-2004
z004 BY MONTH-AFPRO4
z004 BY MONTH-Q2-2004
2004 BY QUARTER-1Hz004
2004 BY MONTH-z2004
2004 BY MONTH-AUG04

Z004 BY MONTH-GQ3-2004

N
Customize | Find | Wiew 100 | i

Expected Date
Date

01/01/2004 12/31/2004 04012004

Beqgin Date |End Date

04/01/2004 04/30/2004 04,/01/2004
04,/01/2004 06/30/2004 04/01/2004
01/01/2004 063072004 04/01/2004
01/01/2004 12/31/2004 08/01/2004
08/01/2004 08/31/2004 08/01/2004
07/01/2004 09/30/2004 08/01/2004

First 1-Tof 162 II' Last

Created fezmi

q

HEEE N

Search for an Existing Forecast page (1 of 2)
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= Search

Use Saved Search ;I

Search Clear = Save Search Criteriaﬁ Delete Saved Search “\O‘ Personalize Search

*Category | = ;I IRevenue Forecast ;l

Forecast Mame | DEgins with j’ Q
Time Framelbegins with j’ Q

7 Show in Results

r My Forecasts - Last 90 Days
My Forecasts - Last 180 Days

My Forecasts - Last 365 Days

U

My Forecasts - all

Mew Forecasts - Last 30 Days

0™

Mew Forecasts - Last 90 Days

=]

Mew Forecasts - All

Search for an Existing Forecast page (2 of 2)

Entering Search Parameters

Select filter options in the Show in Results group box. When you click Search, the system lists the search
results at the top of the page.

Category Select Revenue Forecast or Shadow Forecast.

My Forecasts Select any My Forecasts option to search for generated forecasts that contain
forecast data for 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 data for a generated forecast
or enter data to generate a new forecast. If your access profile permits you
to adjust forecasts and you have not submitted the forecast, you can also
edit forecast data.

Time Frame, Begin Date, Displays values from the corresponding generated forecast or new forecast
End Date, and Expected template.

Date

Date Created 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.

Copyright © 2001 - 2006, Oracle. All rights reserved. 243



Using Forecasts Chapter 22

Submit 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 76.

Adding and Adjusting Forecasts
This section discusses how to:

* Add and adjust sales forecasts.
¢ Calculate forecast subtotals.

¢ Generate forecast charts.

Pages Used to Add and Adjust Forecasts

Page Name Object Name Navigation Usage
Forecast RSF FCAST ENTER Sales, Search Rollup Adjust a sales forecast that is
Forecasts based on an individual sales

representative’s revenue

Select a forecast. allocations for working

opportunities.
Forecast - Subtotals RSF_FCAST SUMMARY Sales, Search Rollup Calculate and view the
Forecasts subtotals of a revenue
f t.
Select a forecast, and then orecas
select the Subtotals tab.
Forecast - Chart RSF_FCAST CHART Sales, Search Rollup Generate a chart of the
Forecasts revenue forecast.

Select a forecast, and then
select the Chart tab.

Adding and Adjusting Sales Forecasts

Access the Forecast - Forecast page.
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Forecast

Save | L Search | =] Previous | L] Next| 5hi Organization

Name Murphy, Terry
Created
Total §,399.40
Date Locked

Personalize

Forecast 2004 Q3
Timeframe 2004 BY MONTH-MAY 04
Begin Date 2004-05-01

End Date 2004-05-31

Adjust

* Required Field

N Subtotals Chart
~ Forecast Action
Display Cnly Reforecast Forecast Type Revenue
Summary Find First 1ofi Last
Created Name Currency Total Quota Submit
Murphy, Terry Us Dollar §,399.40 r
L]
=~ Forecast Detail Cuztomize | Find | Wiew all | & First 1-2 of 2 Last
i Revenue Product Process Custormer Location Comments [F=7H
Opportunity *Local Revenue *From *Forecast Type |Estimated Close Date | Confidence 9%
Currency
Code
B Efnizétcafem”a 2,385.00 |UsD Q@ [commit =] [05/28/2004 Bl a0 =
B Ef‘;}i&cafﬂe“a &,014.40 |USD @ [open -] [05/28/2004 5 a0 =

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.

You can view forecast data on each of the tabs on this page.

Edit Data and Display Only Click the Edit Data button to access edit mode and then enter and modify data.

Reforecast

Submit and Submit All

Local Revenue
From Currency Code

Forecast Type

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.

Click to regenerate the forecast. This action eliminates all modifications and
adjustments, and reruns the forecast based on current opportunity data. You
cannot reforecast or make changes to a forecast once it is submitted.

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 profile is set to permit viewing unsubmitted forecasts.

You cannot make changes to a forecast 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.
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Estimated Close Date

Confidence % (confidence
percentage)

Adjust

Chapter 22

See Chapter 6, “Setting Up Sales Forecasts,” Defining Forecast Types, page 77.

Enter the forecast estimated date that the sale will occur.

Enter a whole number that specifies the probability that the forecast will
become an actual sale.

Click to add a row and make adjustments to the sales user’s forecast data.
Adjustments affect the totals and are directly associated with the sales
representative who makes the adjustment.

Calculating Forecast Subtotals

Access the Forecast - Subtotals page.

Created 2004-04-05
Total 76,370.33
Date Locked

Forecast Action

Forecast
Save || (1 Search| gy Organization | Personalize
Mame Ray,sStephen Central Forecast 2004 APR

Timeframe 2004 BY MONTH-APRO4
Begin Date Z004-04-01
End Date 2004-04-30

Forecast k. Chart

Forecast Type Revenue Yiew CurrencyIUS Callar ;l
Forecast Type+Product
Group By |Forecast Type =l Then By I Product =l ¥ Flip Sort order
Calculate Totals
Select| Forecast Type Product Subtotal
26.7 cu, Ft,

¥ open Refrigerator S8, PSS
¥ open 1.8 ou. L Chest 15,624.90
F open ?upa;;avy Duty Food 3,749.93
Selected Total 76,370.33
Unselected Total 0.o0
Forecast Total 76,370.33

Forecast - Subtotals page

View Currency

Group By and Then By

Select the currency in which to express the forecast amounts. The default is
the sales user’s default currency.

You can use subtotals to generate and view a forecast’s subsets. For example,
suppose that the overall forecast is for November 2004 and you want to know
the confidence levels that make up the forecast and you want to know those
levels by region. In that case, you would select Confidence % in the Group By
field and Region in the Then By field.

Note. You must enter a value in the Group By field to use subtotals.
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Select Select the check box next to each item that you want to group into a separate
subtotal. The sum for the selected items appears as the selected total, and the
sum of items that are not selected is the unselected total.

For example, if 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 is the sum of the seven rows that you did not select.

Generating Forecast Charts

Access the Forecast - Chart page.

Forecast
Save || CL Search | giy Organization | Personalize
Mame Ray,Stephen Central Forecast Z004 AFPR
Created Z004-04-08 Timeframe 2004 BY MONTH-APR 04
Total 76,370.33 Begin Date 2004-04-01
Date Locked End Date 2004-04-30
Forecast Subtotals \

Forecast Action

Forecast Type Revenue Yiew CurrencylLlS Dollar =1

=~ Forecast Filters

Group BylFDchast Type ;l Then BylPdeuC’t ;l (2 Flip Sort Order

Calculste Taotals

Forecast Chart
Chart Type | Horizontal Bar = Chart Size | 360 Wide by 130 Tall -]

Subtotals for Forecast Type+Product

Open+HP Heawy Duty Food Waste
Qpen+17.8 cu, Ft. Chest Freeze

Open+26.7 cu. Ft. Refrigerator

BRI
11121
Valued in USD
Forecast - Chart page
View Currency If you specified the currency on the Subtotals page, the system carries it 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 a value in the Group By field to generate a chart.

Chart Type Specify the type of chart to generate. Values include Bar Chart, Horizontal
Bar Chart, Horizontal Stacked Bar Chart, and Stacked Bar Chart.

Chart Size Specify the size of the chart.
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This section discusses how to automatically generate forecasts.

Page Used to Automatically Generate Revenue
or Shadow Forecasts

Page Name Object Name Navigation Usage
Auto Generate Forecasts RSF_FCAST_RUN + Set Up CRM, Product Run the Auto Generate
Related, Sales, Forecast, Forecast Application Engine
Auto Generate Revenue process (RSF_FCST) to
Forecast generate revenue or shadow

forecasts for direct reports or
for all people who are visible
to you on the territory tree.

* Set Up CRM, Product
Related, Sales, Forecast,
Auto Generate Shadow
Forecast

Automatically Generating Forecasts

Access the Auto Generate Forecasts page.

Auto Generate Forecasts

Marx,5tu Manager

Run Control ID: aDHOC Report Manager Process Monitor Run
*Forecast Name 2004 APR QL
*Time Frame 2004 BY MONTH-AFRO4 Q,
Auto Forecast ScopelM\,r Sales Reps ;I
' Submit all
Auto Generate Forecasts page
Forecast Name Enter the forecast to generate. You define forecasts on the Forecast Names
setup page.
See Chapter 6, “Setting Up Sales Forecasts,” Defining Forecast Names,
page 76.
Time Frame Enter the time frame from which to pull data for forecasting. Define forecast

time frames on the Time Frames page.
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See PeopleSoft Enterprise CRM 9 Application Fundamentals 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 A!l 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 A// 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 cleared, 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
a true picture of a reporting period unless you are sure that sales representatives updated their opportunities
and revenue projections before you ran the process.

Note. You can also autogenerate forecasts from the Forecast page in the Search 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

This section discusses how to:

* Select the forecast action.
* Roll up and analyze forecasts.
* Analyze forecast 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 functional option.

See Also

Chapter 4. “Setting Up Sales Security and Personalization,” Setting Up Sales Access Profiles, page 15

Chapter 4, “Setting Up Sales Security and Personalization,” Setting Up Functional Options, page 27
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Pages Used to Manage Forecasts
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Page Name Object Name Navigation Usage

Forecast RSF_FCAST _REVIEW Sales, Search Rollup Manage and review
Forecasts forecasts.
Select Manager Review as
the forecast view.

Forecast RSF_FCAST_ALLS Sales, Search Rollup Edit and review forecast
Forecasts details.
Select Combined Forecasts
as the forecast view.

Forecast RSF_FCAST SUMMARY Sales, Search Rollup Analyze forecast subtotals.

Forecasts

Select Subtotals as the
forecast view.

Select Columns to Display

RSF_FCAST_FILTER

Sales, Search Rollup
Forecasts

Select Subtotals as the
forecast view.

Select Set Filters.

Select filters for data to
display for the subtotals
view.

Forecast

RSF_FCAST CHART

Sales, Search Rollup
Forecasts

Select Chart as the forecast
view.

Display summary data on
a chart.

Selecting the Forecast Action

Access the Forecast page.

Forecast View

View as
Forecast of

View Currency

Select a view for the page. Values are Charts, Combined Forecasts, Interactive
Reports, Manager Review, and Subtotals.

See Appendix A, “Understanding Sales Interactive Reports,” page 267.

Enter a sales user for the forecast view.

Select either Forecast or Shadow.

Select the currency in which to express the forecast amounts. The default is
the sales user’s default currency.

Rolling Up and Analyzing Forecasts

Access the Forecast page.
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Forecast
| o, Search| 5ty Organization Fersonalize
Name Stu Marx Forecast 2005 ANNUAL
Created Z005-05-24 Timeframe 2005 BY QUARTER-Z005 1H
Total 300.00 Begin Date 2005-01-01
Date Locked End Date 2005-06-30

Forecast Action

Forecast Yiew |Managsr Review = Yiew as [Stu Marx a,

Forecast of | Revenue =] view Currency |US Dollar =l

Expand &ll £ Collapse all

Forecast By Sales User Find First 1-2 of 2 Last
Zales User Total Quata % Quota
L Terry Murphy 240.00 0,00 05/24/2005 Submittedt
D zack Reilly £0.00 0.00 05/24/2005 Submitted

Forecast: Manager Review page (1 of 2)

Tatal % Quota

Sam Rabbitt 4,027.38 05/06/2004 Submit
Sandy Ralphs 3,685,386 05/06/2004 Subomit

Stephen Ray 4,799.61 05/06/2004 Submit

v ¥ ¥ %

Stu Marx 1,372 46 05/06/2004 Submit

| Auto Forecast | | Submit Al | | Manacer Adjustnents

Forecast: Manager Review page (2 of 2)

Select Manager Review as the forecast view.

Note. The system displays forecast amounts in the default currency of the sales user who accesses the forecast,
not in the default currencies of the sales users whose forecasts are listed.

Expand All/ Collapse All Click this link to display forecast details and view or adjust data for all sales
users who are listed on the page. If the details are displayed, click this link 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.

Submit 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.

Revenue Enter the amount of revenue that is anticipated from the sale.
Currency Enter the currency code.
Forecast of Select a user-defined forecast type.
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See Chapter 6, “Setting Up Sales Forecasts,” Defining Forecast Types, page 77.

Forecast Date Enter the estimated date that the sale will occur.

Conf % (confidence Enter a whole number which specifies the probability that the forecast will
percentage) became an actual sale.

Adjust <sales user> Click this button to add a row and make adjustments to a particular sales user’s

forecast data if it has not previously been submitted.

Auto Forecast Click to generate a forecast for each direct report who has opportunity activity
but does not already have a forecast listed. You cannot automatically generate
the same forecast for an individual more than once.

Submit All Click to submit all forecasts. You cannot edit forecasts after they have been
submitted.
Manager Adjustments 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.

Forecast
Save | &N Search| 5k, Organization Personalize
Mame Ztu Marx Forecast 2005 ANMNUAL
Created 2005-05-24 Timeframe 2005 BY QUARTER-2005 1H
Total 300.00 Begin Date 2005-01-01
Date Locked End Date Z005-06-30
Forecast Action
Forecast Yiew | Subtotals =l Yiew as |Stu Marx Q
Forecast ufl Revenue =l Yiew Currenc'_.rlLlS Dollar =
Forecast Type
Group B!_.rIFurecast Type ;I Then Byl ;I
Calculate Totals Set Filters
Mo active filters,
Select |Forecast Type Subtotal
Il Open 300,00
Selected Total 300.00
Unselected Total 0.00
Forecast Total 300.00
Forecast page
Select Subtotals as the forecast view.
Group By and Then By You can use subtotals to generate and view a forecast’s subsets. For example,

suppose that the overall forecast is for November 2004 and you want to know
the confidence levels that make up the forecast and you want to know those
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Calculate Totals
Set Filters

Select

Filtering Data

Using Forecasts

levels by region. In that case, you would select Confidence % in the Group By
field and Region in the Then By field.

Note. You must enter a value in the Group By field to use subtotals.

After you have selected the subtotal groupings, click this button to calculate
the subtotals for the groupings.

Click this link to access the Select Columns to Display page, where you
can filter the data to be displayed.

Select the check box next to each item that you want to group into a separate
subtotal. The sum for the selected items appears as the selected total, and the
sum of items that are not selected is the unselected total.

For example, suppose that 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.

Access the Select Columns to Display page.

Select Columns to Display

Fersonalize Filters

Business Unitl

Treel

Territory |San Francisco Territory

Product Group

Customer Role
Customer

Sales User

Forecast Typel

Revenue Typel

Recurring Flagl

il 1l 1l il 2 2 1l 5 o kel

Opportunity Statusl

Confidence %I} *I

Fitter Clear Fiters

Select Columns to Display page

After you select values to use as filters for the data displayed for the subtotals view, click the Filter button to
filter the data. You can choose to use other available filters by clicking the Personalize Filters link.
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Viewing Details of All Forecasts
Access the Forecast page.
Forecast
Sawe || CL Search | gq Organization Personalize

Mame Stu Marx
Created 2005-05-24
Total 300.00
Date Locked

Forecast Action

Forecast 2005 AMMNUAL
Timeframe 2005 BY QUARTER-2005 1H
Begin Date 2005-01-01

End Date 2005-06-30

Forecast viewll:ombined Forecasts ;I ¥iew as |Stu Marx Q,
Forecast uflRevenue ;l Yiew Currency |US Dollar ;l
All Details in Forecast

Customize | Find | D First 1-12of 12 Last
a Revenue Recurring Product Process Customer Location E)
Cpportunity Current Revenue Local Forecast Type Close Date Confidence %
Freezer Upgrade 40,00 (USD Qpen 01/18/z2005 25
Freezer Upgrade 40.00 |USD Cpen 0z2/18/2005 25
Freezer Upgrade 40,00 |USD Cpen 03/18/2005 25
Freezer Upgrade 40.00 (USD Qpen 04/18/2005 Z5

Forecast page

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 Object Name

Navigation Usage

Maintain Forecast RSF_FCAST MAINT

Set Up CRM, Product
Related, Sales, Forecast,
Lock Forecast

Inactivate and lock sales
forecasts.

Inactivating and Locking Sales Forecasts

Access the Maintain Forecast page.

254
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Maintain Forecast

Forecast Mame 2004 MAY 2004 May
Time Frame 2004 BY MOMNTH-2004 01/01/2004 12/31/2004
Category FRevenue
Date Created 04/12/2004
Status m
Forecast Locked |, -

Forecast Locked Date

Maintain Forecast page

Warning! You cannot unlock a forecast once it is locked.

Status Select Inactive to inactivate the forecast. You can only access an inactive
forecast on the Maintain Forecast page. You cannot view or modify an inactive
forecast or include it in a forecast summary, rollup, or report.

You can reactivate a forecast at any time.
Forecast Locked Select Yes to lock the forecast. On a locked forecast, you cannot:

 Edit

* Adjust rows
» Autoforecast
» Reforecast

A locked forecast remains visible unless you inactivate it. You cannot derive
forecast summaries, rollups, reports, or other objects from locked forecasts.

Locked forecasts are permanently unavailable for editing. When you lock a
forecast, you freeze the currency conversion rates for that forecast.

Archiving and Restoring Forecasts

This section discusses how to archive and restore forecasts.
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Pages Used to Archive and Restore Forecasts

Page Name Object Name Navigation Usage
Archive Forecast RSF_FCAST_ARCH Set Up CRM, Product Archive a forecast.
Related, Sales, Forecast,
Archive Forecast
Unarchive Forecast RSF_FCAST UNARCH Set Up CRM, Product Restore an archived forecast.

Related, Sales, Forecast,
Unarchive Forecast

Archiving and Restoring a Forecast

Access the Archive Forecast page.

Archive Forecast

Forecast Name
Time Frame
Category
Date Created
Status
Forecast Locked
Forecast Locked Date
Archive Forecast
Archived Date
Archived By
Archived Sales User Count
Detail Count
Unarchived Date

Unarchived By

2004 MAY 2004 May

2004 BY MONTH-2004 0170172004 1273172004
Revenue

0471272004

Active

Ma

Archive Forecast page

To increase system performance, you can periodically archive forecasts. Archiving maintains forecasts in
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. You can restore a forecast after it is archived.

Archive Click to archive the forecast. You can only access an archived forecast on the
Unarchive Forecast page. You cannot view or modify an archived forecast or
include it in a forecast summary, rollup, or report.

When you archive a forecast, you move it from the original tables (the tables
where you create and edit forecasts) to the archiving tables. The system is
able to process unarchived forecasts faster from these tables. All archived
forecasts have a status of Inactive.
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Archived Date Displays the date when you click Archive to archive the forecast.

Archived By Displays the name of the logged-in user when you click Archive to archive
the forecast.

Archived Sales User Count  Displays the total number of sales users that included in the sales forecast.

Archived Detail Count Displays the total number of opportunity details in the sales forecast.
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CHAPTER 23

Working with Customer Accounts

This chapter provides an overview of customer accounts and discusses how to:

 Flatten customer hierarchies.

* Manage customer accounts.

Understanding Customer Accounts

PeopleSoft Enterprise Sales 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 data in a table 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 Object 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 Accounts

This section discusses how to:

» Access accounts. (An Account is not always a customer. An account could be company, consumer, site

or Partner.

» Assign representatives to accounts.

* Create account plans.

Pages Used to Manage Accounts

Page Name

Object Name

Navigation

Usage

My Accounts

RD_ACCOUNTS

My Accounts

View a list of customer
accounts, and select
accounts to view in detail.

Company - Account
Team, Person (Individual
Consumer) - Account Team

RD_ACCOUNT TEAM

Select a customer on the My
Accounts page.

Assign the account team
for a customer.

Account Plan

RSP PLANNING

* My Accounts

Select one or more
accounts and click the
Create Plans for Selected
Accounts button.

+ Access the Plans page in
the Company, Site, Person
(Individual Consumer),
or Partner Company
components.

Click the Create Plan
button.

Create an account plan.

See Also

PeopleSoft Enterprise CRM 9 Business Object Management PeopleBook, “Defining Company Business

Objects”

Accessing My Accounts Page

Access the My Accounts page.
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My Accounts

2| My Tasks | & My Calendar | ¥ Add call Report | EfF add Task
2| | & I ta

Personalize

¥Yiew Accounts | =l Basic Filter
SetlD = [IPROD
~ Account List Customize | Find | Wisw all | ﬁ First 1-2of 12 E' Lazt
Select| |Acc:0unt Marme Account Dwner Raole |Primar5{ Contact |F'.cc:0unt Flans |
| 60  Arnold Ice Company Burt Lee Company Steve Collins MWiew Account Plans
| 360 Boris Maw & Cormpanty Company Michelle Tsutsui Miew Account Plans
| G50 PBoris Mawy & Cormpany Partner Michelle Tsutsui Create Plan
| 360 Coen Food Service Terry Murphy Cormpany Jerry Lundegaard Create Plan
| @60 Cool Solutions Company John Robinson Miew Account Plans
| 360 Cool Solutions Eddie Chen Fartner John Robinson VMiew Account Plans
| @60 HE Appliance Supplier Burt Lee Company Philip George Wiew Account Plans
| 360 Haas Engineering Terry Murphy Cormpany Paul Ericsan Miew Account Plans
r Select &l £ Clear All
L | Creste Plans For Selected Accounts

My Accounts page (1 of 3)

Account Name

&1

E Save Filter Criteria ﬁ' Delete Saved Filter ‘@ Personalize Filter

= Filter
¥iew Accuuntsl
Filter | | Clear |
Role
SetlD

First Name | begins

Last Name | begins

Parent Account Name I begins

Account Team Memberl begins

Plan Name | begins

Plan Tvpelegins

Plan Team Memberl beqins

Industry I beqins

SIC Code | beains

DUNS Number | begins

Basic Filter
= = =]
= | |1rroOD =]
begins with =] |

with =] |

with =] |

with =] |

with =] |

with =] |

with =] |

with =] |

with =] |

with =] |

with =] |

My Accounts page (2 of 3)
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= Show in Results

73 Accounts as Plan Qwner

=

Accounts as Manager

=

Accounts as an Owner

<

Accounts as Plan Team Member

=

Accounts as Team Member
Customers as Lead Tearmn Member
Customers as Oppy Team Member
Partners as Lead Tearmn Member
Partners as Oppy Tearm Member
Sites as Lead Team Member

Sites as Oppy Team Member

Oaan0nnn

Accounts as Temporary Assignee

<

View all Accounts

Fitter Clear Basic Filter B save Filter Criteria @ Delete Saved Filter *-P\ Fersonalize Filter

My Accounts page (3 of 3)

Basic Filter and Advanced  Click the Basic Filter link to access the account list alphabetically. When you

Filter click this link, an index appears on the page, and you can click a letter 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 this link, the Filter and Show in Results page sections appear
for you to specify search criteria. You 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.

Create Plans for Selected Click this button to create plans for the accounts you selected from the account
Accounts list. When creating plans for multiple account, The selected accounts must
have same Role and SetID.

View Accounts Select a saved search by which to filter the account list.

Show in Results

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 Automation and Configuration Tools PeopleBook, “Configuring Search
Pages”.

Accounts as Plan Owner Select to display accounts for which you are the plan owner.

Accounts as Manager Select to display accounts for which you are the manager.

Copyright © 2001 - 2006, Oracle. All rights reserved.




Chapter 23

Accounts as an Owner

Accounts as Plan Team
Member

Accounts as Team Member

Customers as Lead Team
Member

Customers as Oppy Team
Member (customers as
opportunity team member)

Partners as Lead Team
Member

Partners as Oppy Team
Member (partners as
opportunity team member)

Sites as Lead Team
Member

Sites as Oppy Team
Member (sites as
opportunity team member)

Accounts as Temporary
Assignee

View All Accounts

Working with Customer Accounts

Select to display accounts for which you are the owner.

Select to display accounts for which you are a member of the plan team.

Select to display accounts for which you are a team member.

Select to display customer accounts that are associated with a lead on which
you are a team member.

Select to display customer accounts that are associated with an opportunity
on which you are a team member.

Select to display partner accounts that are associated with a lead on which
you are a team member.

Select to display partner accounts that are associated with an opportunity
on which you are a team member.

Select to display site accounts that are associated with a lead on which you
are a team member.

Select to display site accounts that are associated with an opportunity on which
you are a team member.

Select to display accounts on which you are a temporary assignee.

Select to display all accounts.

Assigning Team to an Account

Access the Account Team page for a company or consumer.

Surmrnary

Team Members

Chwner MName
v Burt Lee
- Terry Murphy

Add Teamn Members

Auto Aszign Team Members

Tasks Call Reports Billing Accounts Plans Motes E)
-}
Cuztomize | Find | Wiew All | |:| First 1-2of 2 Last
Contact Flag Title
Internal Sales Manager ]j[
Internal Field Sales Rep i}
Tree Name Q Assignment Group Q

Account Team page

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.

You must have one of these roles to maintain account teams:

* Account Administrator

* Account Manager
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- UPG_ALLPAGES
See Also
Chapter 7, “Configuring Assignment Criteria,” page 81
Creating Account Plans
Access the Account Plan page.
Account Plan History | Select One... =]
Save || Refresh || QL Return |[=] notify | B8 Correspondence | Personalize
Account Mame Boris May & Company Plan Name Sales Plan Q4 2004
Status Draft SetID IPROD
Start Date 10/01/2004 End Date 12/31/2004
N Tasks Motes
< Plan Details
*pPlan Mame |Sales Plan Q4 2004
Description |[This is the targeted sales plan for the 4th quarter of 2004 ;I@
=
Status | Active = *EurrencleS Collar =]
Start Date [10/01/2004 i End Date [12/31/2004 B
N
Identify Goals Customize | Find | Wiew All | |_—| First 1-2of 2 Last
N Variance Indicator =2k
*Goal/Metric Mame Target Walue Attainment
Target revenue total 1,000,000.00 0.00 Q
Acocount Ranking 5.00 0.0o Q

Account Plan page

Plan Name Enter a name for the plan.

Description Enter a description for the plan.

Status Select a status for the plan. Values are Active and Inactive.
Currency Select a currency for the plan.

Start Date Enter the start date for the plan.

End Date Enter the end date for the plan.

Goal Name Displays a goal name for the plan.

Target Value Enter the expected value for the goal.

Attainment Enter the actual value for the goal.

See Also

PeopleSoft Enterprise Strategic Account Planning 9 PeopleBook, “Oracle’s 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 data in a wide variety of ways for analysis of
forecast activity.

Looking at reports from different perspectives affords an opportunity to gather valuable information about your
business. You can save interactive reports, export them to Microsoft Excel for further analysis, and print them.

You 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. You can rearrange data
elements on a report, filter the data in various ways, and use different dimensions to view data. You 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 data is 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 Application Fundamentals PeopleBook, “Using Interactive Reports”

Launching and Working with Forecast Interactive Reports

This section discusses how to:

» Generate interactive reports.
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* Work with the Forecast Summary report.

» Work with the Forecast Comparison interactive report.

Pages Used to Launch and Work with Forecast

Interactive Reports

Appendix A

Page Name

Object Name

Navigation

Usage

Forecast: Interactive Reports

RSF_FCAST SAI

Sales, Search Rollup
Forecasts

Select Interactive Reports as
the Forecast View.

Select a Forecast of value.

Generate an interactive
report summary of a revenue
forecast or compare the
current forecast to a previous
forecast for the same time
frame.

Forecast Summary

RS _FCAST BU

Select a Forecast Type.

Click the Launch Interactive
Report button in the Forecast
Summary group box.

Work with a forecast
summary report.

Forecast Comparison

RSF_FCAST COMP

Select a Forecast Type.

Click the Launch Interactive
Report button in the Forecast
Comparison group box.

Work with the forecast
comparison report.

Generating Interactive Reports

Access the Forecast page.
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Forecast
| 9] Search| #[Z] Previous | F Next| sty Organization Personalize
Mame Burt Lee Forecast 2005 APR
Created Timeframe 2005 BY MONTH-2005
Total 0.00 Begin Date 2005-01-01
Date Locked End Date 2005-12-31

Forecast Action

Forecast \riewllnteractive Reports ;I ¥iew as Burt Lee

Forecast uflRevenue = Yiew EurrencrlUS Dollar =
Forecast Analytics

Farecast Surmmmary

- Provides an Interactive Repaort sumrmarizing the current forecast,

Launch Interactive Report

Farecast Comparisan Compare To &'}

- Provides an Interactive Report comparing the current forecast to
another forecast for the same timeframe.

| Launch Interactive Report

Forecast: page

Forecast of Select Revenue or Shadow.

Note. You can use interactive 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 27.

Working with the Forecast Summary Report

Access the Forecast Summary page.

By Business Unit By Region \ By Sales Rep. By Territory

Revenue Summary by Sales Rep_~_ Preferences View all _Eﬂ_pirst 1of1 Last
O Industry: |AII Industries  »] ©  Model Stage: | PSFT(KES)- SOLUTION x| ©  Product Group:
=

Sales Reps Terry Murphy

Forecast Summary page

Select a dimension 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.
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Model 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.

Show Deals | All Deals =]

Revenue Comparison Summary_~_ Preferences View &ll ﬁpirst E 1-Tof 7 |I| Lazt

©  Product Group: |Al Models =

Customer Territory

ALL_CUSTOMERS ALL_TERRITORIES 6007:24.400 600724 400 0.000

Il Compare Forecast %) current Revenue Yariance

All Industries

! Emman,Henry - Replacement Solution BJ's Appliance Center|SF Bay Area 157516.100 157516.100 0.000

! Murphy, Terry - Freezer Upgrade Coen Food Service  |SF Bay Area §9639.800 §9639.500 0.000

Hudsucker Industries |SF Bay Area 27526.900 27526.,900 0.000
Coen Food Service SF Bay Area 67357.500 67357.500 0.o0o

] Murphy, Teny - Hudsucker - Custom Packages

] Murphy, Teny - Refrigeration Upgrade

Bl's Appliance Center|SF Bay Area 236274200 236274.200 0.000

] Murphy, Teny - Replacement Solution

Coen Food Service SF Bay Area 22409.,900 22409.900 0.000

Ji |

eilly.Zack - Freezer Upgrade

Forecast Comparison Summary page

This summary compares the current forecast for a time 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. Values are All Deals, Only revenue
declines, Only revenue increases, Only fallout and Only new revenue.

Product Group Select from product groups associated with the opportunities in 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 the 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 as lead
import or employee referral.

This diagram illustrates the referral or lead-related business process flow:
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Start
Validation
Lead Employee
Import Referral
HR for
employee
Segment credit
Evaluation
Platinum
segment
Risk Rating

Convert lead to
opportunity

Assign the
opportunity

Work on the
opportunity

Opportunity
Status

End

If financial| service lead

Financial
needs
analysis

Yes Compensation

Referral business process

When the business process is initiated, it:

1. Sends the lead data to the lead service for validation.

If the data is validated, a lead is created and the lead record is returned back to the process.

This returned data is 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.
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Sales Delivered Business Processes and Web Services

Examines the lead source.

If the source of the lead is an employee, the process status is 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 a risk rating system.

Status is set to Risk Rating. The risk rating service sends the rating in the response and the BPEL
process receives the risk rating. If the lead is considered to be risky, the process is stopped.

Converts the lead to an opportunity.

Status is set to Converting Lead. The data is 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 sales team member , the status is 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 done is returned
to the process.

If the administrator cancels the task, that information is returned to the process.
Performs a financial need analysis.

A financial needs analysis is triggered if the lead is identified as a financial services lead. This task

is identified with the opportunity number and is assigned to the primary sales team member of the
opportunity. The analysis itself is a manual 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.

Creates a task 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. 1f all the tasks associated with an opportunity are marked as completed, but the opportunity
status is Open, the business process will end. The risk is, if the Opportunity is Closed-Won and Lead
Source is Employee, then the employee won’t get compensated

Gets the opportunity status.
The process evaluates whether the opportunity is won or lost.

If the process is won, then the lead sources is evaluated. If the lead source is an employee, the status is
set to Compensation.
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If the opportunity is lost, the process status is set to £nd.
10. Compensates the employee.

If the process is won, and the lead sources is 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

274

This section discusses the following web services:

e Lead
* Opportunity
e Search Sales User

See PeopleSoft Enterprise CRM 9 Automation and Configuration Tools PeopleBook, “Working with Business
Processes and Web Services,” Understanding Web Services.

Lead

The Lead web service consists of these operations:

* Create Lead

* Search Leads

* Get Single Lead

* Convert Lead to Opportunity

Create Lead

Creates a lead 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, this information is created:

* Header (always created)
* Contacts

* Products

* Notes

 Partners

¢ Sales team

Note. To create tasks on a lead: 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 is returned. The passed userid determines the leads that the user

is authorized to view.
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Get Single Lead

Returns a single lead based on the criteria passed.
» Header

» Contacts

* Products

* Notes

* Partners

e Sales team

Convert Lead to Opportunity

Converts a lead 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 1d.

Opportunity

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.

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 is found based on the supplied parameters, an empty result set is returned. Sales User’s First
Name or Last Name is required for this Search Operation
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PeopleSoft Enterprise Sales Reports

This appendix provides an overview of PeopleSoft Enterprise Sales reports in a summary table of all 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 alphanumerically by report ID.

Report ID and Report Description Navigation Run Control Page
Name

RSFC1000 Lists information about a Sales, Reports, Task RUN_RSFC1000
Task Summary Report sales representative’s tasks Summary

on leads and opportunities,

including task start date, end

date, customer, and status.
RSFC1001 Lists information about the Sales, Reports, Company RUN_RSFC1001
Company companies with which you

do business, including the

customer ID, name, website,

and phone number.
RSFC1002 Lists customers by revenue Sales, Reports, Customer RUN_RSFC1002
Customer Revenue Ranking | generated and product group. | Rev Rank
By Product Group Includes customer name,

revenue, percentage, total

by product group, and

grand total.
RSFC1003 Lists forecast information by | Sales, Reports, Forecast by RUN_RSFC1003
Forecast By Product Group | product group. Product Group
RSFC1004 Lists information about the Sales, Reports, Forecastby | RUN_RSFC1004
Forecast By Sales Users activities of sales users. Sales Rep
RSFC1005 Lists information about Sales, Reports, Opportunity | RUN_RSFC1005
Opportunity opportunities.
RSFC1007 Lists information about Sales, Reports, Product RUN_RSFC1007
Product Group Review revenue, sorted by product Group Revenue
Revenue Analysis group, including forecast

name and type, sales model

and stage, and total by

product group.
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Report ID and Report
Name

Description

Navigation

Run Control Page

RSFC1009
Revenue Fallout Analysis

Lists information about
revenue fallout, including
customer name, opportunity,
close date, revenue, fallout
reason, and totals by sales
stage, territory, and business
unit.

Sales, Reports, Revenue
Fallout Analysis

RUN_RSFC1009

RSFC1010
Customer Revenue Ranking
By Industry

Lists information 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_RSFCI1011

RSFC1013
Product for Open
Opportunities

Lists information 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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Glossary of PeopleSoft Enterprise Terms

absence entitlement

absence take

academic career

academic institution

academic organization

academic plan

academic program

accounting class

accounting date

accounting split

accumulator

action reason

This element defines rules for granting paid time off for valid absences, such as sick
time, vacation, and maternity leave. An absence entitlement element defines the
entitlement amount, frequency, and entitlement period.

This element defines the conditions that must be met before a payee is entitled
to take paid time off.

In PeopleSoft Enterprise Campus Solutions, all course work that a student undertakes
at an academic institution and that is grouped in a single student record. For example,
a university that has an undergraduate school, a graduate school, and various
professional schools might define several academic careers—an undergraduate career,
a graduate career, and separate careers for each professional school (Ilaw school,
medical school, dental school, and so on).

In PeopleSoft Enterprise Campus Solutions, an entity (such as a university or college)
that is independent of other similar entities and that has its own set of rules and
business processes.

In PeopleSoft Enterprise Campus Solutions, an entity that is part of the administrative
structure within an academic institution. At the lowest level, an academic organization
might be an academic department. At the highest level, an academic organization can
represent a division.

In PeopleSoft Enterprise Campus Solutions, an area of study—such as a major, minor,
or specialization—that exists within an academic program or academic career.

In PeopleSoft Enterprise Campus Solutions, the entity to which a student applies and is
admitted and from which the student graduates.

In PeopleSoft Enterprise Performance Management, the accounting class defines how
aresource is treated for generally accepted accounting practices. The Inventory

class indicates whether a resource becomes part of a balance sheet account, such as
inventory or fixed assets, while the Non-inventory class indicates that the resource is
treated as an expense of the period during which it occurs.

The accounting date indicates when a transaction is recognized, as opposed to the date
the transaction actually occurred. The accounting date and transaction date can be the
same. The accounting date determines the period in the general ledger to which the
transaction is to be posted. You can only select an accounting date that falls within an
open period in the ledger to which you are posting. The accounting date for an item

is normally the invoice date.

The accounting split method indicates how expenses are allocated or divided among
one or more sets of accounting ChartFields.

You use an accumulator to store cumulative values of defined items as they are
processed. You can accumulate a single value over time or multiple values over
time. For example, an accumulator could consist of all voluntary deductions, or all
company deductions, enabling you to accumulate amounts. It allows total flexibility
for time periods and values accumulated.

The reason an employee’s job or employment information is updated. The action
reason is entered in two parts: a personnel action, such as a promotion, termination, or
change from one pay group to another—and a reason for that action. Action reasons
are used by PeopleSoft Enterprise Human Resources, PeopleSoft Enterprise Benefits

Copyright © 2001 - 2006, Oracle. All rights reserved. 279



Glossary

280

action template

activity

address usage

adjustment calendar

administrative function

admit type

agreement

allocation rule

alternate account

analysis database

Administration, PeopleSoft Enterprise Stock Administration, and the COBRA
Administration feature of the Base Benefits business process.

In PeopleSoft Enterprise Receivables, outlines a set of escalating actions that the
system or user performs based on the period of time that a customer or item has been in
an action plan for a specific condition.

In PeopleSoft Enterprise Learning Management, an instance of a catalog item
(sometimes called a class) that is available for enrollment. The activity defines
such things as the costs that are associated with the offering, enrollment limits and
deadlines, and waitlisting capacities.

In PeopleSoft Enterprise Performance Management, the work of an organization and
the aggregation of actions that are used for activity-based costing.

In PeopleSoft Enterprise Project Costing, the unit of work that provides a further
breakdown of projects—usually into specific tasks.

In PeopleSoft Workflow, a specific transaction that you might need to perform in a
business process. Because it consists of the steps that are used to perform a transaction,
it is also known as a step map.

In PeopleSoft Enterprise Campus Solutions, a grouping of address types defining the
order in which the address types are used. For example, you might define an address
usage code to process addresses in the following order: billing address, dormitory
address, home address, and then work address.

In PeopleSoft Enterprise Campus Solutions, the adjustment calendar controls how a
particular charge is adjusted on a student’s account when the student drops classes

or withdraws from a term. The charge adjustment is based on how much time has
elapsed from a predetermined date, and it is determined as a percentage of the original
charge amount.

In PeopleSoft Enterprise Campus Solutions, a particular functional area that processes
checklists, communication, and comments. The administrative function identifies
which variable data is added to a person’s checklist or communication record when a
specific checklist code, communication category, or comment is assigned to the
student. This key data enables you to trace that checklist, communication, or comment
back to a specific processing event in a functional area.

In PeopleSoft Enterprise Campus Solutions, a designation used to distinguish
first-year applications from transfer applications.

In PeopleSoft Enterprise eSettlements, provides a way to group and specify processing
options, such as payment terms, pay from a bank, and notifications by a buyer and
supplier location combination.

In PeopleSoft Enterprise Incentive Management, an expression within compensation
plans that enables the system to assign transactions to nodes and participants. During
transaction allocation, the allocation engine traverses the compensation structure
from the current node to the root node, checking each node for plans that contain
allocation rules.

A feature in PeopleSoft Enterprise General Ledger that enables you to create

a statutory chart of accounts and enter statutory account transactions at the
detail transaction level, as required for recording and reporting by some national
governments.

In PeopleSoft Enterprise Campus Solutions, database tables that store large amounts
of student information that may not appear in standard report formats. The analysis
database tables contain keys for all objects in a report that an application program can
use to reference other student-record objects that are not contained in the printed
report. For instance, the analysis database contains data on courses that are considered
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Application Messaging

AR specialist

arbitration plan

assessment rule

asset class

attribute/value pair

audience

authentication server
base time period

benchmark job

billing career

bio bit or bio brief

book

branch

budgetary account only

budget check

budget control

Glossary

for satisfying a requirement but that are rejected. It also contains information on
courses captured by global limits. An analysis database is used in PeopleSoft
Enterprise Academic Advisement.

PeopleSoft Application Messaging enables applications within the PeopleSoft
Enterprise product family to communicate synchronously or asynchronously with
other PeopleSoft Enterprise and third-party applications. An application message
defines the records and fields to be published or subscribed to.

Abbreviation for receivables specialist. In PeopleSoft Enterprise Receivables, an
individual in who tracks and resolves deductions and disputed items.

In PeopleSoft Enterprise Pricer, defines how price rules are to be applied to the base
price when the transaction is priced.

In PeopleSoft Enterprise Receivables, a user-defined rule that the system uses to
evaluate the condition of a customer’s account or of individual items to determine
whether to generate a follow-up action.

An asset group used for reporting purposes. It can be used in conjunction with the asset
category to refine asset classification.

In PeopleSoft Enterprise Directory Interface, relates the data that makes up an entry in
the directory information tree.

In PeopleSoft Enterprise Campus Solutions, a segment of the database that relates
to an initiative, or a membership organization that is based on constituent attributes
rather than a dues-paying structure. Examples of audiences include the Class of 65
and Undergraduate Arts & Sciences.

A server that is set up to verify users of the system.
In PeopleSoft Enterprise Business Planning, the lowest level time period in a calendar.

In PeopleSoft Enterprise Workforce Analytics Solution, a benchmark job is a job
code for which there is corresponding salary survey data from published, third-party
sources.

In PeopleSoft Enterprise Campus Solutions, the one career under which other careers
are grouped for billing purposes if a student is active simultaneously in multiple
careers.

In PeopleSoft Enterprise Campus Solutions, a report that summarizes information
stored in the system about a particular constituent. You can generate standard or
specialized reports.

In PeopleSoft Enterprise Asset Management, used for storing financial and tax
information, such as costs, depreciation attributes, and retirement information
on assets.

A tree node that rolls up to nodes above it in the hierarchy, as defined in PeopleSoft
Tree Manager.

An account used by the system only and not by users; this type of account does
not accept transactions. You can only budget with this account. Formerly called
“system-maintained account.”

In commitment control, the processing of source transactions against control budget
ledgers, to see if they pass, fail, or pass with a warning.

In commitment control, budget control ensures that commitments and expenditures
don’t exceed budgets. It enables you to track transactions against corresponding
budgets and terminate a document’s cycle if the defined budget conditions are not met.
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For example, you can prevent a purchase order from being dispatched to a vendor if
there are insufficient funds in the related budget to support it.

budget period The interval of time (such as 12 months or 4 quarters) into which a period is divided
for budgetary and reporting purposes. The ChartField allows maximum flexibility to
define operational accounting time periods without restriction to only one calendar.

business activity The name of a subset of a detailed business process. This might be a specific
transaction, task, or action that you perform in a business process.

business event In PeopleSoft Enterprise Receivables, defines the processing characteristics for the
Receivable Update process for a draft activity.

In PeopleSoft Enterprise Sales Incentive Management, an original business transaction
or activity that may justify the creation of a PeopleSoft Enterprise Incentive
Management event (a sale, for example).

business process A standard set of 17 business processes are defined and maintained by the PeopleSoft
Enterprise product families and are supported by the Business Process Engineering
group. An example of a business process is Order Fulfillment, which is a business
process that manages sales orders and contracts, inventory, billing, and so forth.

See also detailed business process.
business task The name of the specific function depicted in one of the business processes.

business unit A corporation or a subset of a corporation that is independent with regard to one or
more operational or accounting functions.

buyer In PeopleSoft Enterprise eSettlements, an organization (or business unit, as opposed
to an individual) that transacts with suppliers (vendors) within the system. A buyer
creates payments for purchases that are made in the system.

campus In PeopleSoft Enterprise Campus Solutions, an entity that is usually associated with
a distinct physical administrative unit, that belongs to a single academic institution,
that uses a unique course catalog, and that produces a common transcript for students
within the same academic career.

catalog item In PeopleSoft Enterprise Learning Management, a specific topic that a learner can
study and have tracked. For example, “Introduction to Microsoft Word.” A catalog
item contains general information about the topic and includes a course code,
description, categorization, keywords, and delivery methods. A catalog item can
have one or more learning activities.

catalog map In PeopleSoft Enterprise Catalog Management, translates values from the catalog
source data to the format of the company’s catalog.

catalog partner In PeopleSoft Enterprise Catalog Management, shares responsibility with the
enterprise catalog manager for maintaining catalog content.

categorization Associates partner offerings with catalog offerings and groups them into enterprise
catalog categories.

category In PeopleSoft Enterprise Campus Solutions, a broad grouping to which specific
comments or communications (contexts) are assigned. Category codes are also linked
to 3C access groups so that you can assign data-entry or view-only privileges across
functions.

channel In PeopleSoft MultiChannel Framework, email, chat, voice (computer telephone
integration [CTI]), or a generic event.

ChartField A field that stores a chart of accounts, resources, and so on, depending on the
PeopleSoft Enterprise application. ChartField values represent individual account
numbers, department codes, and so forth.
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ChartField balancing

ChartField combination edit

ChartKey

checkbook

checklist code

class

Class ChartField

clearance

clone

cohort

collection

collection rule

comm key

communication key

Glossary

You can require specific ChartFields to match up (balance) on the debit and the credit
side of a transaction.

The process of editing journal lines for valid ChartField combinations based on
user-defined rules.

One or more fields that uniquely identify each row in a table. Some tables contain only
one field as the key, while others require a combination.

In PeopleSoft Enterprise Promotions Management, enables you to view financial data
(such as planned, incurred, and actual amounts) that is related to funds and trade
promotions.

In PeopleSoft Enterprise Campus Solutions, a code that represents a list of planned
or completed action items that can be assigned to a staff member, volunteer, or unit.
Checklists enable you to view all action assignments on one page.

In PeopleSoft Enterprise Campus Solutions, a specific offering of a course component
within an academic term.

See also course.

A ChartField value that identifies a unique appropriation budget key when you
combine it with a fund, department ID, and program code, as well as a budget period.
Formerly called sub-classification.

In PeopleSoft Enterprise Campus Solutions, the period of time during which

a constituent in PeopleSoft Enterprise Contributor Relations is approved for
involvement in an initiative or an action. Clearances are used to prevent development
officers from making multiple requests to a constituent during the same time period.

In PeopleCode, to make a unique copy. In contrast, to copy may mean making a
new reference to an object, so if the underlying object is changed, both the copy and
the original change.

In PeopleSoft Enterprise Campus Solutions, the highest level of the three-level
classification structure that you define for enrollment management. You can define a
cohort level, link it to other levels, and set enrollment target numbers for it.

See also population and division.

To make a set of documents available for searching in Verity, you must first create

at least one collection. A collection is set of directories and files that allow search
application users to use the Verity search engine to quickly find and display source
documents that match search criteria. A collection is a set of statistics and pointers

to the source documents, stored in a proprietary format on a file server. Because a
collection can only store information for a single location, PeopleTools maintains a set
of collections (one per language code) for each search index object.

In PeopleSoft Enterprise Receivables, a user-defined rule that defines actions to
take for a customer based on both the amount and the number of days past due for
outstanding balances.

See communication key.

In PeopleSoft Enterprise Campus Solutions, a single code for entering a combination
of communication category, communication context, communication method,
communication direction, and standard letter code. Communication keys (also called
comm keys or speed keys) can be created for background processes as well as for
specific users.
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compensation object

compensation structure

component interface

condition

configuration parameter

catalog

configuration plan

constituents

content reference

context

control table

cost-plus contract line

cost profile

cost row

course

In PeopleSoft Enterprise Incentive Management, a node within a compensation
structure. Compensation objects are the building blocks that make up a compensation
structure’s hierarchical representation.

In PeopleSoft Enterprise Incentive Management, a hierarchical relationship of
compensation objects that represents the compensation-related relationship between
the objects.

A component interface is a set of application programming interfaces (APIs) that you
can use to access and modify PeopleSoft Enterprise database information using a
program instead of the PeopleSoft client.

In PeopleSoft Enterprise Receivables, occurs when there is a change of status for a
customer’s account, such as reaching a credit limit or exceeding a user-defined balance
due.

Used to configure an external system with PeopleSoft Enterprise. For example, a
configuration parameter catalog might set up configuration and communication
parameters for an external server.

In PeopleSoft Enterprise Incentive Management, configuration plans hold allocation
information for common variables (not incentive rules) and are attached to a node
without a participant. Configuration plans are not processed by transactions.

In PeopleSoft Enterprise Campus Solutions, friends, alumni, organizations,
foundations, or other entities affiliated with the institution, and about which the
institution maintains information. The constituent types delivered with PeopleSoft
Enterprise Contributor Relations Solutions are based on those defined by the Council
for the Advancement and Support of Education (CASE).

Content references are pointers to content registered in the portal registry. These are
typically either URLs or iScripts. Content references fall into three categories: target
content, templates, and template pagelets.

In PeopleCode, determines which buffer fields can be contextually referenced and
which is the current row of data on each scroll level when a PeopleCode program
is running.

In PeopleSoft Enterprise Campus Solutions, a specific instance of a comment or
communication. One or more contexts are assigned to a category, which you link to
3C access groups so that you can assign data-entry or view-only privileges across
functions.

In PeopleSoft Enterprise Incentive Management, a mechanism that is used to
determine the scope of a processing run. PeopleSoft Enterprise Incentive Management
uses three types of context: plan, period, and run-level.

Stores information that controls the processing of an application. This type of
processing might be consistent throughout an organization, or it might be used only by
portions of the organization for more limited sharing of data.

A rate-based contract line associated with a fee component of Award, Fixed, Incentive,
or Other. Rate-based contract lines associated with a fee type of None are not
considered cost-plus contract lines.

A combination of a receipt cost method, a cost flow, and a deplete cost method. A
profile is associated with a cost book and determines how items in that book are
valued, as well as how the material movement of the item is valued for the book.

A cost transaction and amount for a set of ChartFields.

In PeopleSoft Enterprise Campus Solutions, a course that is offered by a school and
that is typically described in a course catalog. A course has a standard syllabus and
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course share set

current learning

data acquisition

data cube

data elements

dataset

delivery method

delivery method type

detailed business process

dimension

directory information tree

Glossary

credit level; however, these may be modified at the class level. Courses can contain
multiple components such as lecture, discussion, and lab.

See also class.

In PeopleSoft Enterprise Campus Solutions, a tag that defines a set of requirement
groups that can share courses. Course share sets are used in PeopleSoft Enterprise
Academic Advisement.

In PeopleSoft Enterprise Learning Management, a self-service repository for all of a
learner’s in-progress learning activities and programs.

In PeopleSoft Enterprise Incentive Management, the process during which raw
business transactions are acquired from external source systems and fed into the
operational data store (ODS).

In PeopleSoft Analytic Calculation Engine, a data cube is a container for one kind
of data (such as Sales data) and works with in tandem with one or more dimensions.
Dimensions and data cubes in PeopleSoft Analytic Calculation Engine are unrelated
to dimensions and online analytical processing (OLAP) cubes in PeopleSoft Cube
Manager.

Data elements, at their simplest level, define a subset of data and the rules by which
to group them.

For Workforce Analytics, data elements are rules that tell the system what measures to
retrieve about your workforce groups.

A data grouping that enables role-based filtering and distribution of data. You can
limit the range and quantity of data that is displayed for a user by associating dataset
rules with user roles. The result of dataset rules is a set of data that is appropriate

for the user’s roles.

In PeopleSoft Enterprise Learning Management, identifies the primary type of
delivery method in which a particular learning activity is offered. Also provides
default values for the learning activity, such as cost and language. This is primarily
used to help learners search the catalog for the type of delivery from which they learn
best. Because PeopleSoft Enterprise Learning Management is a blended learning
system, it does not enforce the delivery method.

In PeopleSoft Enterprise Supply Chain Management, identifies the method by which
goods are shipped to their destinations (such as truck, air, and rail). The delivery
method is specified when creating shipment schedules.

In PeopleSoft Enterprise Learning Management, identifies how learning activities can
be delivered—for example, through online learning, classroom instruction, seminars,
books, and so forth—in an organization. The type determines whether the delivery
method includes scheduled components.

A subset of the business process. For example, the detailed business process named
Determine Cash Position is a subset of the business process called Cash Management.

In PeopleSoft Analytic Calculation Engine, a dimension contains a list of one kind

of data that can span various contexts, and it is a basic component of an analytic
model. Within the analytic model, a dimension is attached to one or more data cubes.
In PeopleSoft Cube Manager, a dimension is the most basic component of an OLAP
cube and specifies the PeopleSoft metadata to be used to create the dimension’s rollup
structure. Dimensions and data cubes in PeopleSoft Analytic Calculation Engine are
unrelated to dimensions and OLAP cubes in PeopleSoft Cube Manager.

In PeopleSoft Enterprise Directory Interface, the representation of a directory’s
hierarchical structure.

Copyright © 2001 - 2006, Oracle. All rights reserved. 285



Glossary

286

division

document sequencing

dynamic detail tree

edit table

effective date

EIM ledger

elimination set

entry event

equitization

equity item limit

event

event propagation process

exception

In PeopleSoft Enterprise Campus Solutions, the lowest level of the three-level
classification structure that you define in PeopleSoft Enterprise Recruiting and
Admissions for enrollment management. You can define a division level, link it to
other levels, and set enrollment target numbers for it.

See also population and cohort.

A flexible method that sequentially numbers the financial transactions (for example,
bills, purchase orders, invoices, and payments) in the system for statutory reporting
and for tracking commercial transaction activity.

A tree that takes its detail values—dynamic details—directly from a table in the
database, rather than from a range of values that are entered by the user.

A table in the database that has its own record definition, such as the Department table.
As fields are entered into a PeopleSoft Enterprise application, they can be validated
against an edit table to ensure data integrity throughout the system.

A method of dating information in PeopleSoft Enterprise applications. You can
predate information to add historical data to your system, or postdate information in
order to enter it before it actually goes into effect. By using effective dates, you don’t
delete values; you enter a new value with a current effective date.

Abbreviation for Enterprise Incentive Management ledger. In PeopleSoft Enterprise
Incentive Management, an object to handle incremental result gathering within the
scope of a participant. The ledger captures a result set with all of the appropriate traces
to the data origin and to the processing steps of which it is a result.

In PeopleSoft Enterprise General Ledger, a related group of intercompany accounts
that is processed during consolidations.

In PeopleSoft Enterprise General Ledger, Receivables, Payables, Purchasing, and
Billing, a business process that generates multiple debits and credits resulting from
single transactions to produce standard, supplemental accounting entries.

In PeopleSoft Enterprise General Ledger, a business process that enables parent
companies to calculate the net income of subsidiaries on a monthly basis and adjust
that amount to increase the investment amount and equity income amount before
performing consolidations.

In PeopleSoft Enterprise Campus Solutions, the amounts of funds set by the institution
to be awarded with discretionary or gift funds. The limit could be reduced by amounts
equal to such things as expected family contribution (EFC) or parent contribution.
Students are packaged by Equity Item Type Groups and Related Equity Item Types.
This limit can be used to assure that similar student populations are packaged equally.

A predefined point either in the Component Processor flow or in the program flow.
As each point is encountered, the event activates each component, triggering any
PeopleCode program that is associated with that component and that event. Examples
of events are FieldChange, SavePreChange, and RowDelete.

In PeopleSoft Enterprise Human Resources, also refers to an incident that affects
benefits eligibility.

In PeopleSoft Enterprise Sales Incentive Management, a process that determines,
through logic, the propagation of an original PeopleSoft Enterprise Incentive
Management event and creates a derivative (duplicate) of the original event to

be processed by other objects. PeopleSoft Enterprise Enterprise Sales Incentive
Management uses this mechanism to implement splits, roll-ups, and so on. Event
propagation determines who receives the credit.

In PeopleSoft Enterprise Receivables, an item that either is a deduction or is in dispute.
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In PeopleSoft Enterprise Order Management, a type of arbitration plan that is
associated with a price rule. Exclusive pricing is used to price sales order transactions.

In PeopleSoft Enterprise applications, facts are numeric data values from fields from a
source database as well as an analytic application. A fact can be anything you want

to measure your business by, for example, revenue, actual, budget data, or sales
numbers. A fact is stored on a fact table.

In PeopleSoft Enterprise Campus Solutions, a combination of a period of time that the
school determines as an instructional accounting period and an academic career. It

is created and defined during the setup process. Only terms eligible for financial aid
are set up for each financial aid career.

A logical entity with a unique set of descriptive demand and forecast data that is used
as the basis to forecast demand. You create forecast items for a wide range of uses, but
they ultimately represent things that you buy, sell, or use in your organization and for
which you require a predictable usage.

In PeopleSoft Enterprise Promotions Management, a budget that can be used to fund
promotional activity. There are four funding methods: top down, fixed accrual,
rolling accrual, and zero-based accrual.

In PeopleSoft Enterprise Campus Solutions, an artificial figure that sets aside an
amount of unmet financial aid need that is not funded with Title IV funds. A gap can
be used to prevent fully funding any student to conserve funds, or it can be used to
preserve unmet financial aid need so that institutional funds can be awarded.

In PeopleSoft Process Scheduler, process types are identified by a generic process
type. For example, the generic process type SQR includes all SQR process types,
such as SQR process and SQR report.

In PeopleSoft Enterprise Campus Solutions, a table or so-called donor pyramid
describing the number and size of gifts that you expect will be needed to successfully
complete the campaign in PeopleSoft Enterprise Contributor Relations. The gift table
enables you to estimate the number of donors and prospects that you need at each

gift level to reach the campaign goal.

Abbreviation for general ledger business unit. A unit in an organization that is an
independent entity for accounting purposes. It maintains its own set of accounting
books.

See also business unit.

Abbreviation for general ledger entry template. In PeopleSoft Enterprise Campus
Solutions, a template that defines how a particular item is sent to the general ledger.
An item-type maps to the general ledger, and the GL entry template can involve
multiple general ledger accounts. The entry to the general ledger is further controlled
by high-level flags that control the summarization and the type of accounting—that is,
accrual or cash.

Abbreviation for General Ledger Interface process. In PeopleSoft Enterprise Campus
Solutions, a process that is used to send transactions from PeopleSoft Enterprise
Student Financials to the general ledger. Item types are mapped to specific general
ledger accounts, enabling transactions to move to the general ledger when the GL
Interface process is run.

In PeopleSoft Enterprise Billing and Receivables, a posting entity that comprises one
or more transactions (items, deposits, payments, transfers, matches, or write-offs).

In PeopleSoft Enterprise Human Resources Management and Supply Chain
Management, any set of records that are associated under a single name or variable to
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run calculations in PeopleSoft business processes. In PeopleSoft Enterprise Time and
Labor, for example, employees are placed in groups for time reporting purposes.

In PeopleSoft Enterprise Incentive Management, the incentive-related objects that
define and support the PeopleSoft Enterprise Incentive Management calculation
process and results, such as plan templates, plans, results data, and user interaction
objects.

In PeopleSoft Enterprise Sales Incentive Management, the commands that act on
transactions and turn them into compensation. A rule is one part in the process of
turning a transaction into compensation.

In PeopleSoft Enterprise Promotions Management, to become liable for a promotional
payment. In other words, you owe that amount to a customer for promotional
activities.

In PeopleSoft Enterprise Campus Solutions, the basis from which all advancement
plans are executed. It is an organized effort targeting a specific constituency, and it can
occur over a specified period of time with specific purposes and goals. An initiative
can be a campaign, an event, an organized volunteer effort, a membership drive, or
any other type of effort defined by the institution. Initiatives can be multipart, and
they can be related to other initiatives. This enables you to track individual parts of an
initiative, as well as entire initiatives.

In PeopleSoft Enterprise Campus Solutions, a type of security access that permits the
user only to view data.

See also update access.

In PeopleSoft Enterprise Campus Solutions, an entity (such as a university or college)
that is independent of other similar entities and that has its own set of rules and
business processes.

A relationship between two compatible integration points that enables communication
to take place between systems. Integrations enable PeopleSoft Enterprise applications
to work seamlessly with other PeopleSoft Enterprise applications or with third-party
systems or software.

An interface that a system uses to communicate with another PeopleSoft Enterprise
application or an external application.

A logical grouping of integrations that applications use for the same business purpose.
For example, the integration set ADVANCED SHIPPING ORDER contains all of the
integrations that notify a customer that an order has shipped.

In PeopleSoft Enterprise Inventory, a tangible commodity that is stored in a business
unit (shipped from a warehouse).

In PeopleSoft Enterprise Demand Planning, Inventory Policy Planning, and Supply
Planning, a noninventory item that is designated as being used for planning purposes
only. It can represent a family or group of inventory items. It can have a planning bill
of material (BOM) or planning routing, and it can exist as a component on a planning
BOM. A planning item cannot be specified on a production or engineering BOM or
routing, and it cannot be used as a component in a production. The quantity on hand
will never be maintained.

In PeopleSoft Enterprise Receivables, an individual receivable. An item can be an
invoice, a credit memo, a debit memo, a write-off, or an adjustment.

In PeopleSoft Enterprise Campus Solutions, a process that enables you to change a
payment allocation without having to reverse the payment.
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In PeopleSoft Enterprise Campus Solutions, one letter that is addressed jointly to two
people. For example, a letter might be addressed to both Mr. Sudhir Awat and Ms.
Samantha Mortelli. A relationship must be established between the two individuals in
the database, and at least one of the individuals must have an ID in the database.

In PeopleSoft Enterprise Campus Solutions, a term that you link to particular elements
within PeopleSoft Enterprise Student Financials, Financial Aid, and Contributor
Relations. You can use keywords as search criteria that enable you to locate specific
records in a search dialog box.

An abbreviation for key performance indicator. A high-level measurement of how well
an organization is doing in achieving critical success factors. This defines the data
value or calculation upon which an assessment is determined.

Abbreviation for Lightweight Directory Access Protocol (LDAP) Data Interchange
Format file. Contains discrepancies between PeopleSoft Enterprise data and directory
data.

In PeopleSoft Enterprise Learning Management, a group of learners who are linked

to the same learning environment. Members of the learner group can share the same
attributes, such as the same department or job code. Learner groups are used to control
access to and enrollment in learning activities and programs. They are also used to
perform group enrollments and mass enrollments in the back office.

In PeopleSoft Enterprise Learning Management, the foundational building blocks
of learning activities. PeopleSoft Enterprise Learning Management supports six
basic types of learning components: web-based, session, webcast, test, survey, and
assignment. One or more of these learning component types compose a single
learning activity.

In PeopleSoft Enterprise Learning Management, identifies a set of categories and
catalog items that can be made available to learner groups. Also defines the default
values that are assigned to the learning activities and programs that are created within a
particular learning environment. Learning environments provide a way to partition the
catalog so that learners see only those items that are relevant to them.

In PeopleSoft Enterprise Learning Management, a self-service repository for all of a
learner’s completed learning activities and programs.

You use ledger mapping to relate expense data from general ledger accounts to
resource objects. Multiple ledger line items can be mapped to one or more resource
IDs. You can also use ledger mapping to map dollar amounts (referred to as rates)

to business units. You can map the amounts in two different ways: an actual amount
that represents actual costs of the accounting period, or a budgeted amount that can be
used to calculate the capacity rates as well as budgeted model results. In PeopleSoft
Enterprise Warehouse, you can map general ledger accounts to the EW Ledger table.

In PeopleSoft Enterprise Incentive Management, a section that is defined in a plan (or
template) and that is available for other plans to share. Changes to a library section are
reflected in all plans that use it.

In PeopleSoft Enterprise Incentive Management, a section that is defined in a plan
template but appears in a plan. Changes to linked sections propagate to plans using
that section.

In PeopleSoft Enterprise Incentive Management, a variable that is defined and
maintained in a plan template and that also appears in a plan. Changes to linked
variables propagate to plans using that variable.

Abbreviation for learning management system. In PeopleSoft Enterprise Campus
Solutions, LMS is a PeopleSoft Enterprise Student Records feature that provides a
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multibook

common set of interoperability standards that enable the sharing of instructional
content and data between learning and administrative environments.

In PeopleSoft Enterprise Inventory, identifies a group of goods that are shipped
together. Load management is a feature of PeopleSoft Enterprise Inventory that is used
to track the weight, the volume, and the destination of a shipment.

In PeopleSoft Enterprise HRMS, the set of information that is available for a specific
country. You can access this information when you click the appropriate country flag
in the global window, or when you access it by a local country menu.

Locations enable you to indicate the different types of addresses—for a company, for
example, one address to receive bills, another for shipping, a third for postal deliveries,
and a separate street address. Each address has a different location number. The
primary location—indicated by a /—is the address you use most often and may be
different from the main address.

In PeopleSoft Enterprise Services Procurement, an administrative task that is related to
hiring a service provider. Logistical tasks are linked to the service type on the work
order so that different types of services can have different logistical tasks. Logistical
tasks include both preapproval tasks (such as assigning a new badge or ordering a

new laptop) and postapproval tasks (such as scheduling orientation or setting up the
service provider email). The logistical tasks can be mandatory or optional. Mandatory
preapproval tasks must be completed before the work order is approved. Mandatory
postapproval tasks, on the other hand, must be completed before a work order is
released to a service provider.

In PeopleSoft Enterprise Incentive Management, additional functionality that is
specific to a given market or industry and is built on top of a product category.

In PeopleSoft Enterprise Campus Solutions, mass change is a SQL generator that can
be used to create specialized functionality. Using mass change, you can set up a
series of Insert, Update, or Delete SQL statements to perform business functions that
are specific to the institution.

See also 3C engine.

In PeopleSoft Enterprise Receivables, a group of receivables items and matching offset
items. The system creates match groups by using user-defined matching criteria for
selected field values.

Abbreviation for PeopleSoft MultiChannel Framework server. Comprises the
universal queue server and the MCF log server. Both processes are started when MCF
Servers is selected in an application server domain configuration.

In PeopleSoft Enterprise Promotions Management, a specific discount type that is
associated with a trade promotion (such as off-invoice, billback or rebate, or lump-sum
payment) that defines the performance that is required to receive the discount. In the
industry, you may know this as an offer, a discount, a merchandising event, an event,
or a tactic.

Meta-SQL constructs expand into platform-specific SQL substrings. They are used in
functions that pass SQL strings, such as in SQL objects, the SQLExec function, and
PeopleSoft Application Engine programs.

Metastrings are special expressions included in SQL string literals. The metastrings,
prefixed with a percent (%) symbol, are included directly in the string literals. They
expand at run time into an appropriate substring for the current database platform.

In PeopleSoft Enterprise General Ledger, multiple ledgers having multiple-base
currencies that are defined for a business unit, with the option to post a single

Copyright © 2001 - 2006, Oracle. All rights reserved.



multicurrency

national allowance

need

node-oriented tree

pagelet

participant

participant object

partner

pay cycle

payment shuffle

pending item

PeopleCode

PeopleCode event

PeopleSoft Pure Internet

Architecture

performance measurement

period context

Glossary

transaction to all base currencies (all ledgers) or to only one of those base currencies
(ledgers).

The ability to process transactions in a currency other than the business unit’s base
currency.

In PeopleSoft Enterprise Promotions Management, a promotion at the corporate level
that is funded by nondiscretionary dollars. In the industry, you may know this as a
national promotion, a corporate promotion, or a corporate discount.

In PeopleSoft Enterprise Campus Solutions, the difference between the cost of
attendance (COA) and the expected family contribution (EFC). It is the gap between
the cost of attending the school and the student’s resources. The financial aid package
is based on the amount of financial need. The process of determining a student’s

need is called need analysis.

A tree that is based on a detail structure, but the detail values are not used.

Each block of content on the home page is called a pagelet. These pagelets display
summary information within a small rectangular area on the page. The pagelet provide
users with a snapshot of their most relevant PeopleSoft Enterprise and non-PeopleSoft
Enterprise content.

In PeopleSoft Enterprise Incentive Management, participants are recipients of the
incentive compensation calculation process.

Each participant object may be related to one or more compensation objects.

See also compensation object.

A company that supplies products or services that are resold or purchased by the
enterprise.

In PeopleSoft Enterprise Payables, a set of rules that define the criteria by which it
should select scheduled payments for payment creation.

In PeopleSoft Enterprise Campus Solutions, a process allowing payments that have
been previously posted to a student’s account to be automatically reapplied when a
higher priority payment is posted or the payment allocation definition is changed.

In PeopleSoft Enterprise Receivables, an individual receivable (such as an invoice,
a credit memo, or a write-off) that has been entered in or created by the system, but
hasn’t been posted.

PeopleCode is a proprietary language, executed by the PeopleSoft Enterprise
component processor. PeopleCode generates results based on existing data or user
actions. By using various tools provided with PeopleTools, external services are
available to all PeopleSoft Enterprise applications wherever PeopleCode can be
executed.

See event.

The fundamental architecture on which PeopleSoft 8 applications are constructed,
consisting of a relational database management system (RDBMS), an application
server, a web server, and a browser.

In PeopleSoft Enterprise Incentive Management, a variable used to store data (similar
to an aggregator, but without a predefined formula) within the scope of an incentive
plan. Performance measures are associated with a plan calendar, territory, and
participant. Performance measurements are used for quota calculation and reporting.

In PeopleSoft Enterprise Incentive Management, because a participant typically
uses the same compensation plan for multiple periods, the period context associates
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price rule
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a plan context with a specific calendar period and fiscal year. The period context
references the associated plan context, thus forming a chain. Each plan context has a
corresponding set of period contexts.

A person about whom the organization maintains information but who is not part of
the workforce.

In PeopleSoft Enterprise Campus Solutions, the user-accessible menu item that
contains an individual’s name, address, telephone number, and other personal
information.

In PeopleSoft Enterprise Sales Incentive Management, a collection of allocation rules,
variables, steps, sections, and incentive rules that instruct the PeopleSoft Enterprise
Incentive Management engine in how to process transactions.

In PeopleSoft Enterprise Incentive Management, correlates a participant with

the compensation plan and node to which the participant is assigned, enabling

the PeopleSoft Enterprise Incentive Management system to find anything that is
associated with the node and that is required to perform compensation processing.
Each participant, node, and plan combination represents a unique plan context—if
three participants are on a compensation structure, each has a different plan context.
Configuration plans are identified by plan contexts and are associated with the
participants that refer to them.

In PeopleSoft Enterprise Incentive Management, the base from which a plan is created.
A plan template contains common sections and variables that are inherited by all plans
that are created from the template. A template may contain steps and sections that

are not visible in the plan definition.

In PeopleSoft Enterprise Learning Management, a self-service repository for all of
alearner’s planned learning activities and programs.

In PeopleSoft Enterprise Supply Planning, a set of data (business units, items, supplies,
and demands) constituting the inputs and outputs of a supply plan.

In PeopleSoft Enterprise Campus Solutions, the middle level of the three-level
classification structure that you define in PeopleSoft Enterprise Recruiting and
Admissions for enrollment management. You can define a population level, link it to
other levels, and set enrollment target numbers for it.

See also division and cohort.

In PeopleSoft Enterprise applications, the portal registry is a tree-like structure in
which content references are organized, classified, and registered. It is a central
repository that defines both the structure and content of a portal through a hierarchical,
tree-like structure of folders useful for organizing and securing content references.

In PeopleSoft Enterprise Pricer, enables you to select products and conditions for
which the price list applies to a transaction. During a transaction, the system either
determines the product price based on the predefined search hierarchy for the
transaction or uses the product’s lowest price on any associated, active price lists. This
price is used as the basis for any further discounts and surcharges.

In PeopleSoft Enterprise Pricer, defines the conditions that must be met for
adjustments to be applied to the base price. Multiple rules can apply when conditions
of each rule are met.

In PeopleSoft Enterprise Pricer, selects the price-by fields, the values for the price-by
fields, and the operator that determines how the price-by fields are related to the
transaction.

In PeopleSoft Enterprise Pricer, defines the fields that are available to define price rule
conditions (which are used to match a transaction) on the price rule.
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In PeopleSoft Enterprise Campus Solutions, a number that the system uses to prioritize
financial aid applications when students are enrolled in multiple academic careers and
academic programs at the same time. The Consolidate Academic Statistics process
uses the primacy number indicated for both the career and program at the institutional
level to determine a student’s primary career and program. The system also uses the
number to determine the primary student attribute value that is used when you extract
data to report on cohorts. The lowest number takes precedence.

In PeopleSoft Enterprise Campus Solutions, the name type that is used to link the name
stored at the highest level within the system to the lower-level set of names that an
individual provides.

In PeopleSoft Process Scheduler, processes that are grouped for server load balancing
and prioritization.

In PeopleSoft Enterprise Financials, a group of application processes (performed in a
defined order) that users can initiate in real time, directly from a transaction entry page.

Process definitions define each run request.

A unique number that identifies each process request. This value is automatically
incremented and assigned to each requested process when the process is submitted to
run.

You can link process definitions into a job request and process each request serially
or in parallel. You can also initiate subsequent processes based on the return code
from each prior request.

A single run request, such as a Structured Query Report (SQR), a COBOL or
Application Engine program, or a Crystal report that you run through PeopleSoft
Process Scheduler.

A PeopleTools variable used to retain PeopleSoft Process Scheduler values needed

at runtime for all requests that reference a run control ID. Do not confuse these with
application run controls, which may be defined with the same run control ID, but only
contain information specific to a given application process request.

A PeopleSoft Enterprise or third-party product. PeopleSoft organizes its software
products into product families and product lines. Interactive Services Repository
contains information about every release of every product that PeopleSoft sells, as
well as products from certified third-party companies. These products appear with
the product name and release number.

In PeopleSoft Enterprise Incentive Management, indicates an application in the
PeopleSoft Enterprise Incentive Management suite of products. Each transaction in
the PeopleSoft Enterprise Incentive Management system is associated with a product
category.

A group of products that are related by common functionality. The family names
that can be searched using Interactive Service Repository are Oracle’s PeopleSoft
Enterprise, PeopleSoft EnterpriseOne, PeopleSoft World, and third-party, certified
partners.

The name of a PeopleSoft Enterprise product line or the company name of a third-party
certified partner. Integration Services Repository enables you to search for integration
points by product line.

In PeopleSoft Enterprise Learning Management, a high-level grouping that guides the
learner along a specific learning path through sections of catalog items. PeopleSoft
Enterprise Learning Systems provides two types of programs—curricula and
certifications.

Copyright © 2001 - 2006, Oracle. All rights reserved. 293



Glossary

294

progress log

project transaction

promotion

prospects

publishing

rating components

record group

record input VAT flag
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In PeopleSoft Enterprise Services Procurement, tracks deliverable-based projects.
This is similar to the time sheet in function and process. The service provider contact
uses the progress log to record and submit progress on deliverables. The progress

can be logged by the activity that is performed, by the percentage of work that is
completed, or by the completion of milestone activities that are defined for the project.

In PeopleSoft Enterprise Project Costing, an individual transaction line that represents
a cost, time, budget, or other transaction row.

In PeopleSoft Enterprise Promotions Management, a trade promotion, which is
typically funded from trade dollars and used by consumer products manufacturers to
increase sales volume.

In PeopleSoft Enterprise Campus Solutions, students who are interested in applying to
the institution.

In PeopleSoft Enterprise Contributor Relations, individuals and organizations that are
most likely to make substantial financial commitments or other types of commitments
to the institution.

In PeopleSoft Enterprise Incentive Management, a stage in processing that makes
incentive-related results available to participants.

In PeopleSoft Enterprise Campus Solutions, variables used with the Equation Editor to
retrieve specified populations.

A set of logically and functionally related control tables and views. Record groups
help enable TableSet sharing, which eliminates redundant data entry. Record groups
ensure that TableSet sharing is applied consistently across all related tables and views.

Abbreviation for record input value-added tax flag. Within PeopleSoft Enterprise
Purchasing, Payables, and General Ledger, this flag indicates that you are recording
input VAT on the transaction. This flag, in conjunction with the record output VAT
flag, is used to determine the accounting entries created for a transaction and to
determine how a transaction is reported on the VAT return. For all cases within
Purchasing and Payables where VAT information is tracked on a transaction, this

flag is set to Yes. This flag is not used in PeopleSoft Enterprise Order Management,
Billing, or Receivables, where it is assumed that you are always recording only output
VAT, or in PeopleSoft Enterprise Expenses, where it is assumed that you are always
recording only input VAT.

Abbreviation for record output value-added tax flag.

See record input VAT flag.

The name of a record that is used to determine the associated field to match a value
or set of values.

In PeopleSoft Enterprise Campus Solutions, the recognition type indicates whether

the PeopleSoft Enterprise Contributor Relations donor is the primary donor of a
commitment or shares the credit for a donation. Primary donors receive hard credit that
must total 100 percent. Donors that share the credit are given soft credit. Institutions
can also define other share recognition-type values such as memo credit or vehicle
credit.

In PeopleSoft Enterprise Sales Incentive Management, system objects that represent
the sales organization, such as territories, participants, products, customers, and
channels.

In PeopleSoft Enterprise Incentive Management, this dimension-type object further
defines the business. Reference objects can have their own hierarchy (for example,
product tree, customer tree, industry tree, and geography tree).
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In commitment control, a reference transaction is a source transaction that is
referenced by a higher-level (and usually later) source transaction, in order to
automatically reverse all or part of the referenced transaction’s budget-checked
amount. This avoids duplicate postings during the sequential entry of the transaction at
different commitment levels. For example, the amount of an encumbrance transaction
(such as a purchase order) will, when checked and recorded against a budget, cause

the system to concurrently reference and relieve all or part of the amount of a
corresponding pre-encumbrance transaction, such as a purchase requisition.

In PeopleSoft Enterprise Purchasing, provides the infrastructure to maintain, display,
and select an appropriate vendor and vendor pricing structure that is based on a
regional sourcing model where the multiple ship to locations are grouped. Sourcing
may occur at a level higher than the ship to location.

In PeopleSoft Enterprise Incentive Management, these objects further define a
compensation structure to resolve transactions by establishing associations between
compensation objects and business objects.

Data that is extracted from a separate database and migrated into the local database.

Abbreviation for real-time event notification server in PeopleSoft MultiChannel
Framework.

In PeopleSoft Enterprise eSettlements, an individual who requests goods or services
and whose ID appears on the various procurement pages that reference purchase
orders.

In PeopleSoft Enterprise Campus Solutions, an indicator that denotes when a
particular payment has been reversed, usually because of insufficient funds.

Describes how people fit into PeopleSoft Workflow. A role is a class of users who
perform the same type of work, such as clerks or managers. Your business rules
typically specify what user role needs to do an activity.

A PeopleSoft Workflow user. A person’s role user ID serves much the same purpose as
auser ID does in other parts of the system. PeopleSoft Workflow uses role user IDs

to determine how to route worklist items to users (through an email address, for
example) and to track the roles that users play in the workflow. Role users do not need
PeopleSoft user IDs.

In a tree, to roll up is to total sums based on the information hierarchy.

A run control is a type of online page that is used to begin a process, such as the
batch processing of a payroll run. Run control pages generally start a program that
manipulates data.

A unique ID to associate each user with his or her own run control table entries.

In PeopleSoft Enterprise Incentive Management, associates a particular run (and batch
ID) with a period context and plan context. Every plan context that participates in a run
has a separate run-level context. Because a run cannot span periods, only one run-level
context is associated with each plan context.

Abbreviation for Supply Chain Planning Supply Chain Business Modeler Extensible
Markup Language message. Supply Chain Business Modeler uses XML as the format
for all data that it imports and exports.

You use this set of objects to pass a query string and operators to the search engine.
The search index returns a set of matching results with keys to the source documents.

In PeopleSoft Enterprise Campus Solutions and PeopleSoft Enterprise Human
Resources Management Solutions, a feature that enables you to search for and identify
duplicate records in the database.
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In PeopleSoft Enterprise Campus Solutions, an address that recurs for the same length
of time at the same time of year each year until adjusted or deleted.

In PeopleSoft Enterprise Incentive Management, a collection of incentive rules that
operate on transactions of a specific type. Sections enable plans to be segmented to
process logical events in different sections.

In commitment control, security events trigger security authorization checking, such
as budget entries, transfers, and adjustments; exception overrides and notifications;
and inquiries.

In PeopleSoft Enterprise Manufacturing, the ability to track the composition of a
specific, serial-controlled item.

In PeopleSoft Enterprise Manufacturing, enables the tracing of serial information for
manufactured items. This is maintained in the Item Master record.

In PeopleSoft Enterprise Campus Solutions, the resulting action triggered by a service
indicator. For example, a service indicator that reflects nonpayment of account
balances by a student might result in a service impact that prohibits registration for
classes.

In PeopleSoft Enterprise Campus Solutions, indicates services that may be either
withheld or provided to an individual. Negative service indicators indicate holds that
prevent the individual from receiving specified services, such as check-cashing
privileges or registration for classes. Positive service indicators designate special
services that are provided to the individual, such as front-of-line service or special
services for disabled students.

In PeopleSoft Enterprise Campus Solutions, time elements that subdivide a term into
multiple time periods during which classes are offered. In PeopleSoft Enterprise
Contributor Relations, a session is the means of validating gift, pledge, membership,
or adjustment data entry . It controls access to the data entered by a specific user ID.
Sessions are balanced, queued, and then posted to the institution’s financial system.
Sessions must be posted to enter a matching gift or pledge payment, to make an
adjustment, or to process giving clubs or acknowledgements.

In PeopleSoft Enterprise Learning Management, a single meeting day of an activity
(that is, the period of time between start and finish times within a day). The session
stores the specific date, location, meeting time, and instructor. Sessions are used for
scheduled training.

In PeopleSoft Enterprise Learning Management, enables you to set up common
activity characteristics that may be reused while scheduling a PeopleSoft Enterprise
Learning Management activity—characteristics such as days of the week, start and
end times, facility and room assignments, instructors, and equipment. A session
pattern template can be attached to an activity that is being scheduled. Attaching a
template to an activity causes all of the default template information to populate

the activity session pattern.

In PeopleSoft Enterprise Incentive Management, a relationship object type that
associates a configuration plan with any structure node.

In PeopleSoft Enterprise Business Planning, a named planning method similar to a
driver expression, but which you can set up globally for shared use within a single
planning application or to be shared between multiple planning applications through
PeopleSoft Enterprise Warehouse.

With single signon, users can, after being authenticated by a PeopleSoft Enterprise
application server, access a second PeopleSoft Enterprise application server without
entering a user ID or password.

Copyright © 2001 - 2006, Oracle. All rights reserved.



source key process

source transaction

speed key
SpeedChart

SpeedType

staging

standard letter code

statutory account

step

storage level

subcustomer qualifier

Summary ChartField

summary ledger

summary time period

summary tree

syndicate

Glossary

In PeopleSoft Enterprise Campus Solutions, a process that relates a particular
transaction to the source of the charge or financial aid. On selected pages, you can drill
down into particular charges.

In commitment control, any transaction generated in a PeopleSoft Enterprise or
third-party application that is integrated with commitment control and which can be
checked against commitment control budgets. For example, a pre-encumbrance,
encumbrance, expenditure, recognized revenue, or collected revenue transaction.

See communication key.

A user-defined shorthand key that designates several ChartKeys to be used for voucher
entry. Percentages can optionally be related to each ChartKey in a SpeedChart
definition.

A code representing a combination of ChartField values. SpeedTypes simplify the
entry of ChartFields commonly used together.

A method of consolidating selected partner offerings with the offerings from the
enterprise’s other partners.

In PeopleSoft Enterprise Campus Solutions, a standard letter code used to identify
each letter template available for use in mail merge functions. Every letter generated in
the system must have a standard letter code identification.

Account required by a regulatory authority for recording and reporting financial
results. In PeopleSoft Enterprise, this is equivalent to the Alternate Account
(ALTACCT) ChartField.

In PeopleSoft Enterprise Sales Incentive Management, a collection of sections in a
plan. Each step corresponds to a step in the job run.

In PeopleSoft Enterprise Inventory, identifies the level of a material storage location.
Material storage locations are made up of a business unit, a storage area, and a storage
level. You can set up to four storage levels.

A value that groups customers into a division for which you can generate detailed
history, aging, events, and profiles.

You use summary ChartFields to create summary ledgers that roll up detail amounts
based on specific detail values or on selected tree nodes. When detail values are
summarized using tree nodes, summary ChartFields must be used in the summary
ledger data record to accommodate the maximum length of a node name (20
characters).

An accounting feature used primarily in allocations, inquiries, and PS/nVision
reporting to store combined account balances from detail ledgers. Summary ledgers
increase speed and efficiency of reporting by eliminating the need to summarize

detail ledger balances each time a report is requested. Instead, detail balances are
summarized in a background process according to user-specified criteria and stored on
summary ledgers. The summary ledgers are then accessed directly for reporting.

In PeopleSoft Enterprise Business Planning, any time period (other than a base time
period) that is an aggregate of other time periods, including other summary time
periods and base time periods, such as quarter and year total.

A tree used to roll up accounts for each type of report in summary ledgers. Summary
trees enable you to define trees on trees. In a summary tree, the detail values are really
nodes on a detail tree or another summary tree (known as the basis tree). A summary
tree structure specifies the details on which the summary trees are to be built.

To distribute a production version of the enterprise catalog to partners.
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TableSet

TableSet sharing

target currency

tax authority

template

territory

third party

3C engine

3C group

TimeSpan

298

In PeopleSoft Enterprise Receivables, an activity that defines how the system
generates accounting entries for the general ledger.

The system source identifies the source of a transaction row in the database. For
example, a transaction that originates in PeopleSoft Enterprise Expenses contains a
system source code of BEX (Expenses Batch).

When PeopleSoft Enterprise Project Costing prices the source transaction row for
billing, the system creates a new row with a system source code of PRP (Project
Costing pricing), which represents the system source of the new row. System
source codes can identify sources that are internal or external to the PeopleSoft
Enterprise system. For example, processes that import data from Microsoft Project
into PeopleSoft Enterprise applications create transaction rows with a source code
of MSP (Microsoft Project).

A means of sharing similar sets of values in control tables, where the actual data values
are different but the structure of the tables is the same.

Shared data that is stored in many tables that are based on the same TableSets. Tables
that use TableSet sharing contain the SETID field as an additional key or unique
identifier.

The value of the entry currency or currencies converted to a single currency for budget
viewing and inquiry purposes.

In PeopleSoft Enterprise Campus Solutions, a user-defined element that combines a
description and percentage of a tax with an account type, an item type, and a service
impact.

A template is HTML code associated with a web page. It defines the layout of the page
and also where to get HTML for each part of the page. In PeopleSoft Enterprise, you
use templates to build a page by combining HTML from a number of sources. For a
PeopleSoft Enterprise portal, all templates must be registered in the portal registry,
and each content reference must be assigned a template.

In PeopleSoft Enterprise Sales Incentive Management, hierarchical relationships of
business objects, including regions, products, customers, industries, and participants.

A company or vendor that has extensive PeopleSoft Enterprise product knowledge
and whose products and integrations have been certified and are compatible with
PeopleSoft Enterprise applications.

Abbreviation for Communications, Checklists, and Comments engine. In PeopleSoft
Enterprise Campus Solutions, the 3C engine enables you to automate business
processes that involve additions, deletions, and updates to communications, checklists,
and comments. You define events and triggers to engage the engine, which runs

the mass change and processes the 3C records (for individuals or organizations)
immediately and automatically from within business processes.

Abbreviation for Communications, Checklists, and Comments group. In PeopleSoft
Enterprise Campus Solutions, a method of assigning or restricting access privileges. A
3C group enables you to group specific communication categories, checklist codes,
and comment categories. You can then assign the group inquiry-only access or update
access, as appropriate.

A relative period, such as year-to-date or current period, that can be used in various
PeopleSoft Enterprise General Ledger functions and reports when a rolling time frame,
rather than a specific date, is required. TimeSpans can also be used with flexible
formulas in PeopleSoft Enterprise Projects.
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trace usage

transaction allocation

transaction state

Translate table

tree

tuition lock

unclaimed transaction

universal navigation header

update access

user interaction object

variable

VAT exception

VAT exempt

Glossary

In PeopleSoft Enterprise Manufacturing, enables the control of which components will
be traced during the manufacturing process. Serial- and lot-controlled components can
be traced. This is maintained in the Item Master record.

In PeopleSoft Enterprise Incentive Management, the process of identifying the owner
of a transaction. When a raw transaction from a batch is allocated to a plan context,
the transaction is duplicated in the PeopleSoft Enterprise Incentive Management
transaction tables.

In PeopleSoft Enterprise Incentive Management, a value assigned by an incentive
rule to a transaction. Transaction states enable sections to process only transactions
that are at a specific stage in system processing. After being successfully processed,
transactions may be promoted to the next transaction state and “picked up” by a
different section for further processing.

A system edit table that stores codes and translate values for the miscellaneous fields in
the database that do not warrant individual edit tables of their own.

The graphical hierarchy in PeopleSoft Enterprise systems that displays the relationship
between all accounting units (for example, corporate divisions, projects, reporting
groups, account numbers) and determines roll-up hierarchies.

In PeopleSoft Enterprise Campus Solutions, a feature in the Tuition Calculation
process that enables you to specify a point in a term after which students are charged a
minimum (or locked) fee amount. Students are charged the locked fee amount even if
they later drop classes and take less than the normal load level for that tuition charge.

In PeopleSoft Enterprise Incentive Management, a transaction that is not claimed

by a node or participant after the allocation process has completed, usually due to
missing or incomplete data. Unclaimed transactions may be manually assigned to the
appropriate node or participant by a compensation administrator.

Every PeopleSoft Enterprise portal includes the universal navigation header, intended
to appear at the top of every page as long as the user is signed on to the portal. In
addition to providing access to the standard navigation buttons (like Home, Favorites,
and signoff) the universal navigation header can also display a welcome message for
each user.

In PeopleSoft Enterprise Campus Solutions, a type of security access that permits the
user to edit and update data.

See also inquiry access.

In PeopleSoft Enterprise Sales Incentive Management, used to define the reporting
components and reports that a participant can access in his or her context. All
PeopleSoft Enterprise Sales Incentive Management user interface objects and reports
are registered as user interaction objects. User interaction objects can be linked to a
compensation structure node through a compensation relationship object (individually
or as groups).

In PeopleSoft Enterprise Sales Incentive Management, the intermediate results of
calculations. Variables hold the calculation results and are then inputs to other
calculations. Variables can be plan variables that persist beyond the run of an engine or
local variables that exist only during the processing of a section.

Abbreviation for value-added tax exception. A temporary or permanent exemption
from paying VAT that is granted to an organization. This terms refers to both VAT
exoneration and VAT suspension.

Abbreviation for value-added tax exempt. Describes goods and services that are not
subject to VAT. Organizations that supply exempt goods or services are unable to
recover the related input VAT. This is also referred to as exempt without recovery.
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VAT exoneration

VAT suspension

warehouse

work order

worker

workset

worksheet

worklist

XML link

XML schema

XPI

yield by operation

zero-rated VAT

Abbreviation for value-added tax exoneration. An organization that has been granted a
permanent exemption from paying VAT due to the nature of that organization.

Abbreviation for value-added tax suspension. An organization that has been granted a
temporary exemption from paying VAT.

A PeopleSoft Enterprise data warehouse that consists of predefined ETL maps, data
warehouse tools, and DataMart definitions.

In PeopleSoft Enterprise Services Procurement, enables an enterprise to create
resource-based and deliverable-based transactions that specify the basic terms and
conditions for hiring a specific service provider. When a service provider is hired, the
service provider logs time or progress against the work order.

A person who is part of the workforce; an employee or a contingent worker.

A group of people and organizations that are linked together as a set. You can use
worksets to simultaneously retrieve the data for a group of people and organizations
and work with the information on a single page.

A way of presenting data through a PeopleSoft Enterprise Business Analysis Modeler
interface that enables users to do in-depth analysis using pivoting tables, charts,
notes, and history information.

The automated to-do list that PeopleSoft Workflow creates. From the worklist, you
can directly access the pages you need to perform the next action, and then return to
the worklist for another item.

The XML Linking language enables you to insert elements into XML documents to
create a links between resources.

An XML definition that standardizes the representation of application messages,
component interfaces, or business interlinks.

Abbreviation for eXtended Process Integrator. PeopleSoft XP1 is the integration
infrastructure that enables both real-time and batch communication with JD Edwards
EnterpriseOne applications.

In PeopleSoft Enterprise Manufacturing, the ability to plan the loss of a manufactured
item on an operation-by-operation basis.

Abbreviation for zero-rated value-added tax. A VAT transaction with a VAT code that
has a tax percent of zero. Used to track taxable VAT activity where no actual VAT
amount is charged. Organizations that supply zero-rated goods and services can still
recover the related input VAT. This is also referred to as exempt with recovery.
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access profiles 14
Account Access Details page 19
Account Plan page 262
account plans
creating 266

Account Reassignment Worksheet

page 166
Account Reorganization - Current Team

page 105
Account Reorganization - New Team
page 106

Account Reorganization page 105
Account Team page 262
Add Script Comment page 175
additional documentation  xviii
All Imported Leads page 148
allocations, See revenue allocations, sales
team, shadow allocations

application fundamentals  xvii
Archive Forecast page 256
Assign Group page 86
Assign Sales Representative page 156
assignment

accepting, rejecting, or turning back a

lead 162

reassigning 165

sales representative 156
assignment criteria

configuring 85

weights 90
assignment group

automatic assignment 88

configuring 85

creating 86

sales users 21

setting default 11
assignment groups

understanding 81
assignment methods

automatic 83, 85, 88

availability 90
last assigned 90
components 90
manual 84
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round robin
availability 88
time 88
assignment weights
defining 42
defining criteria for 90
settingup 42
Assignment Weights page 42
assignments
manual 159
attachments 190
Auto Generate Revenue Forecasts
page 248

Batch Info page 148
branch script survey, See sales survey
business object management Xxvi
business units

settingup 9

understanding 9
buying criteria

impact levels 54

priority levels 55

settingup 52

status levels 55

types 53
Buying Criteria

Impact page 53

Priority page 53

Status page 53

Types page 53

calendar 188
call reports
viewing 204
Chart page 247
charts
forecasts 237
generating forecasts 247
pipeline 215
pipeline, types 216
Clone Sales Process page 34
cloning
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leads 143

opportunities 143

sales processes 36

territory trees 104, 106
close % method 35
comments, submitting  xxii
common elements  xxii
companies

as competitors 52

as partners 49
company

Quick Create 133
Company page

competitors 52

partners 49
compensation

include forecast items in 231
competitors, See sales competitors
component default field values 36
Component Field Default page 36
Component page 86
component records 89
Component Records page 86
Configure Relationship Views page

competitors 52

partners 49
consumer

Quick Create 133
contact

Quick Create 138
Contact Department page 45
Contact Impact page 45
contact information  xxii
Contact Roles page 45
Contact Support page 45
Contact Title page 45
contacts, See sales contacts, sales

representatives

competitor 52

external 13

internal 13

partner 49
sales user as 13
Contacts

settingup 19
Convert Lead to Opportunity page 144
Copy Products to Forecast page 224
correspondence 209
Correspondence Request page 210

Correspondence Request: Correspondence

Summary page 210

Create Company page 133
Create Consumer page 133
Create Contact page 138
Create Territory Tree page 97
Criteria page

assign group 86
cross-references  xxi
customer

address 136

creating 135

lead or opportunity 132

Quick Create 135

searching 134

selecting contacts 138
Customer Access Update page 262
customer accounts 259

accessing 262
customer address 136
Customer Address page 133
Customer Connection website — xviii
customer contacts

creating 139

emailing proposal to 210

searching 138

selecting 138
customer site

address 137

selecting 136

site address, lead 133

Delete Territory page 113
Distribute Recurring Revenue page
documentation

printed  xviii

related  xviii

updates  xviii

Edit Condition page 39

Edit Rules page 39

emailing
ad hoc notifications 213
other correspondence 209
proposal package 209, 210

Employee ID 20

Execute Script page 175

224
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Fallout Reasons page 57
fallout reasons, setting up 57

flattening

customer hierarchies 261
forecast

recurring 227
summary 224

Forecast - Chart page 244
Forecast - Forecast page 244
Forecast - Subtotals page 244
Forecast Name page 76
Forecast page
chart 250
forecast details 250
interactive reports 268
manager review 250
subtotals 250
Forecast Type page 76
forecasts
adjusting 18, 244
analyzing subtotals 252
archiving 255
auto generating 18, 248
charts 247
compensation 231
editing 17
inactivating 254
interactive report comparison 270
interactive report summary 269
interactive reports 267
locking 254
managing 249
names 76
restoring 255
revenue allocation 17
revenue types 77
selecting 241
setting up 75
shadow allocation 17
subtotals 246
types 77
understanding 237
unsubmitted 18
using 241
viewing details 254
functional options 27
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history

lead 206

leads and opportunities 122
opportunity 206

viewing 205

implementing
PeopleSoft Enterprise Sales 4

Import Error Information page 148
Import Resequencing page 59
Import Sales Leads page 148
Import Template page 59
importing leads, See leads data import
integrations with PeopleSoft Enterprise

Sales 4
interactive reports 267

KES process
overview 31
Knowledge Enabled Sales process, See
KES process

Lead - Assign page 156, 164
partner information 164
Lead - Call Reports page 205
Lead - Discover page 125, 210
selecting customer 133
selecting customer contacts 138
Lead - History page 206
Lead - Notes page 190
Lead - Propose page
generating quotes and orders 181
select products and prices 179
Lead - Qualify page 171
sales survey 175
Lead - Summary page 202
accepting a lead 163
rejecting a lead 163
settingup 63
turning back a lead 163
Lead - Tasks page 185
lead ratings
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mapping to rate set values 41
mapping to survey values 41
rules for assigning 40
settingup 38
with workflow triggers 39
Lead Ratings page 39
Lead Reassignment Worksheet page 166
lead reject and turnback reasons
settingup 43
Lead Reject/Turnback Reason page 44
Lead Reorganization - Current Team

page 105
Lead Reorganization - New Team
page 105

Lead Reorganization page 105
Lead Sources page 56
lead sources, setting up 56
leads
accepting 199
accepting, rejecting, or turning back
assignment 162
adding notes and attachments 190
assigning 155
assigning partners 164
assigning sales representatives 155
associating with source campaign 171
call reports 204
changing the sales rep 198
cloning 143
converting to opportunities 144
converting to opportunity 11
creating 125, 147
tasks 185
generating quotes and orders 181
history 122, 205
importing 147
managing
on Search Page 197
on Summary page 201
managing a proposal 179
prioritizing 197
qualifying 171
reassigning 165
reject and turnback reasons 43
rejecting 199
sales survey 174
searching for 193
selecting
customer contacts 138
selecting customer 132

sending correspondence 209
settingup 31
understanding 117
workflow 122

leads data import

duplicate check 17
errors 153

importing sales data 147
map 62

rearranging fields 61
results 151

search 153

setting up 58

template 58, 59
understanding 147

M
Maintain Forecast page 254
Monthly Calendar page 188
My Accounts page 262
My Tasks page 188

N
notes xxi, 190

o)

opportunities

accepting 199
assigning 155
assigning partners 164
assigning sales representatives 155
call reports 204
changing the sales rep 198
cloning 143
closing 223, 232
creating 125, 129

tasks 185
generating quotes and orders 181
history 122, 205
including in forecasts 223
managing

on Search Page 197

on Summary page 201
managing a proposal 179
notes and attachments 190
prioritizing 197
products for forecasting 226
qualifying 171
reassigning 165
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rejecting 199
revenue percentages for
forecasting 230
sales survey 174
searching for 193
selecting
customer contacts 138
selecting customer 132
sending correspondence 209
settingup 31
understanding 117
updating the forecast 200
updating the sales stage 200
viewing the pipeline 215
workflow 122
opportunity
associating with source campaign 171
Opportunity - Assign page 156, 164
partner information 164
Opportunity - Call Reports page 205
Opportunity - Discover page 130, 210
forecasting 224
selecting customer 133
selecting customer contacts 138
Opportunity - History page 206
Opportunity - Notes page 190
Opportunity - Propose page 224
generating quotes and orders 181
selecting products and prices 179
Opportunity - Qualify page 171
sales survey 175
Opportunity - Summary page 202
settingup 63
Opportunity - Tasks page 185
Opportunity Close Event page
working an opportunity 232
opportunity pipeline
settingup 57
targets for sales user 22
understanding 215
viewing 215,216
viewing product detail pipeline 220
viewing revenue pipeline 218
opportunity pipeline segments
settingup 57
viewing 217
Opportunity Reassignment Worksheet
page 166
Opportunity Reorganization - Current Team
page 105
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Opportunity Reorganization - New Team
page 105

Opportunity Reorganization page 105
Opportunity Revenue Pipeline page 217
Organization page 156
Outbound Email page 214
overviews

leads and opportunities 117

leads and opportunities,

differences 121

leads data import process 147

opportunity pipeline 215

PeopleSoft Enterprise Sales 3

sales users 13

Partner Rating page 49
Partner Role page 49
Partner Status page 49
Partner Types page 49
PeopleBooks
ordering  xviii
PeopleCode, typographical
conventions  Xx
PeopleSoft Enterprise Sales
getting started 3
integrations 4
understanding 3
PeopleSoft Order Capture
generating quotes and orders 181
person, See contact
Person ID 20
pipeline, See opportunity pipeline
associating segments with stages 35
Pipeline Segments page 58
Pipeline Targets page 19
plans
creating 266
prerequisites  xvii
printed documentation  xviii
Product Detail Pipeline page 217
profiles, See sales access profile
proposal
emailing to customer 210
managing 179
selecting products and prices 179

Quick Create
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creating contacts 139
creating customers 135
quotas
category 24
in shadow forecasts 238
pipeline segments
manager quota 23
roll-up quota 23
pipeline targets 23
revenue
manager quota 24
roll-up quota 24
unit
manager quota 25
roll-up quota 25
quotes and orders 181

Rate Set Value to Lead Rating page

rate set values, See survey rate set values

rating rules

settingup 40

understanding 38
Rating Rules page 39
ratings

understanding 38
reasons

fallout, settingup 57

reject and turnback, setting up 43
Reassign Sales Activities page 166
reassigning leads 16, 17
reassigning opportunities 17
reassignment

accounts 166

lead 16

leads and opportunities 165, 166

opportunity 17

territories 17
related documentation  xviii
Reorg Territories page 105
reorganization

territory 17

territory tree 105

understanding 103

Reorganize Sales Activities page 104,

106, 112
report descriptions 277
reporting and analysis tools 277
revenue
allocation 17

forecasts 237
types 77
revenue allocations 17
revenue forecasts
understanding 238
Revenue Quota page 19
Revenue Quota Type 24
Revenue Type page 76
Role Type page
sales competitors 52
sales partners 49
round robin assignment
automatic 83
availability 90
components 90
configuring criteria 86
search results 85
running sales reports 277

Sales Access Details page 19
Sales Access Profile page
settingup 15
sales access profiles
creating sales users 21
sales users 14
settingup 15
Sales Access Update page 102
reorganize territory tree 106
sales access update process 22, 102
sales accounts
customer accounts 261
Sales Center page 7
sales competitors
companies as 52
relationship 52
settingup 51
sales contacts
departments 47
impact levels 46
roles 47
settingup 44
support levels 45
titles 46
Sales Definition page 9
sales forecasts
basis 237
overview 237
revenue and shadow 237
Sales Lead Import Results page 148
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Sales Lead Import Templates page 148
sales partners
assigning to lead or opportunity 164
rating 51
roles 49
setting up 48, 49
status 165
status levels 50
types 50
sales process 31
See Also KES process

cloning 36
defining 34
stages 32

Sales Process page 34
sales representatives
assigning 155
automatic 83, 88
manual assignment 159
round robin 83, 88
sales survey 174
administering 176
sales team
settingup 25
Sales Team page 26
Sales User page 19, 106
sales users
creating 19
default values 21
pipeline targets 22
revenue quota 24
settingup 13, 18
understanding 13
unit quota 25
visibility 22
Search for an Existing Forecast page
Search My Forecasts 242
Search Rollup Forecasts 242
Search for Contact page 138
Search for Customer page 133
Search Leads page 156, 164, 193
managing leads 197
Search Opportunities page 164, 193
managing opportunities 197
security and personalization 13
Segment Pipeline page 217
Segment Quota Type, pipeline 23
selecting 136
Send Notification page 212
Send to EIM page 224
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shadow allocations 17, 21
shadow forecasts

forecasts 237

understanding 238
Site Address page 133
source campaign

lead or opportunity 171
sources, See lead sources
stages

defining 34
Submit Reorg page 106
subtotals

forecasts 246
Subtotals page 246
suggestions, submitting  xxii
summary

leads and opportunities 201
summary page

setting up 63
survey rate set values 41

Task Details page 188
tasks
creating 185
defining 34
managing 187
viewing 187, 188

teams
account 14
sales 14
territory 14
template

creating lead import 59
data import process 147
generating 59
import sales lead data 148
importing an external file 148
importing sales lead data 147
lead import 59, 148
rearranging fields 61
resequencing 59
selecting for forecasts 244
viewing definition 150
viewing import map 62
Templates page 210
terms 279
territories
creating 99
reassigning 17
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reorganization 17
Territory Definitions page 97
territory teams

removing sales users from 22
territory trees

cloning 104, 106

creating 97

defining 99

deleting 112, 113

deleting residual 113

PeopleTools 113

reorganizing 103, 104

understanding 95

visibility 22
Transactions for the Task page 188
Tree Maintenance page 113
Tree Manager (PeopleTools) page 97
Tree Manager page 105
Tree Structure Maintenance page 113
typographical conventions  xx

Unarchive Forecast page 256

Unit Quota page 19

user, See sales users
PeopleSoft 13

User ID 21

visibility
defining 22
Visibility page 19
visual cues  xxi

warnings  Xxi
worker 13

Worker page 19
workflow 122

lead rating triggers 39
notifications 39
worklist notification
sending 212
worksheets
reassignment 166
reorganization 109
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