Symfoni for the sales organization

See examples of how you can optimize collaboration in the
sales organization; how the applications work together
and also how they make the work-day easier. The tools
provide you with a 100% control of your customers and
gives a great competitive advantage to your organization.
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A Examples on how to optimize
collaboration in the sales organization
I Applications working together
I Supporting everyday tasks
I Getting the customer perspective
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I Gain competitive advantage
through systems, methods and discipline...

A PLUS: Tips and hints planning a CRM project



A My customer, your customer or ours?
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A Tracking activities and business possibilities
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A Know the customer before you sit down with him
I Enable group- and individual coaching by reviewing activities
I Build and maintain a pipeline of business
A Be accountable, deliver a quality rolling forecast

A Building content smart and fast (and consistent), for the right customer
I Templates, autotext, quotes, letters etc
I Emails: Automatic branding, legal, marketing
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A Account management
I Make people responsible
I Allow for fellow resp.
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I View, Plan & Act on a subset
I Find by name, tags or search

A Collaborate
I Always updated & in the loop
I Contribute without emailing
updated excel lists...
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Tracking activities
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I Know the customer before you
A Enable group- and individual coach
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sit down with him

Ing by reviewing activities

A Build and maintain a pipeline of business
I Be accountable, deliver a quality rolling forecast

Activities || Correspondence HSaIes "Lisences ][Sem'ces ][Suppon‘. Contracts ][Related documents ]

{5 Correspaondenes

==

| ZJMass mail [==|] Comment @;Email @ Copy from mail

[Activities ][Epportunities ][Sales activities ][E}y Products ]

2009-05-20 = 14:35:C & Ronnie og Tore tester Tore Svenning Fut
2009-05-20 & 14:29:2 & test2 Ronnie Gronas Opportunities
2009-03-25 @ 18:22:1 & test x| vedlegg Ronnie Gronas Period B
2000-03-25 # 14:37:C © Trond-Are Utle 2009-01- 36| . [19-03-30 15| ‘E‘
2009-03-24 & 12:56:2 Test av en Note Show
2009-03-05 & 14:07:C & test Ronnie Gronas eI
2009-03-05 & 11:29:1 To do: Test av task II (Mar 5) Christer Fasth By person/organization
2009-03-03 = 11:15:1 & Test Q0 Ronnie Gronas Choose me
2009-03-03 = 10:43:2 & Test56 Ronnie Gronas Choose my department
2009-03-03  10:24:5 & Test 56 Ronnie Gronas Trond-Are Utle ¥ Open ¥/ Clesed ¥ Onhold W Lost [ wen
2009-02-032 10:23:1 & Ny test RG maler Ronnie Gronas
" an . an . o
4
Export to Excel
f\l Name ~ | Company ~ Ant. Revenue
O Trond-Are Utle 380000
380000
TEST New collaboration project at CPH office 11 Trading 150000
5 o Ny website for produktlansering 1] Trading ®
4 1 e
[ t !



A Templates, autotext, quotes, letters etc

Contents Motereferat 1gu1
"Hella!
WVirdatae Virreferanse
o OURDATE OURREF
This is an example autotext on request §YM-TGID-7HFDMH. Referent
Respansible is Torben Gierstad/MNO/SvM FROMCOMPANYSIGNATUR
Tl Kapi til
SENDTO COFYTO
Merge any case info and fields (responsible, category, status etc) into Quote
Generate print letters and convert to PDF for easy web access an Hervedoversendesreferat fra fulgends  |225 T —
Add standard, readymade rich messages from "autotest" feature.
Tidog sted: T Ny website for produktlansering
Tema: Subject Product Manual
Quote name * jj trading - test offer
| é’l \%’l
Best regards, 2 Description  * ¢ms licenses and services for implementation valid -
Support Tnviterte: Currency oK -
INVITEES
Follow this Link --=[9 or http: //mysymfoni.com/request.nsi/myopenreque Andre deltagere:
4 OTHERATTENDANTS Prod.No. | |Desc. | oty || |pisc| Sum | |
TSYM Symfoni - Konsulentbistand 85 Q 100300
LDOC Symfoni - CMS - incl media library 1 L] 55700
Attachments
’ )
= E Subject
fax cover.doc ic-brochure-dk.pdf trondareportrett.jpg | f‘;

Quote total
Venmbg hilsen, 156 000
Attachments

- SalesLetter.doc
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A Smart and ultra-dynamic email footers
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. a: |Paudl Callatany UM |
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Subject |R|=: Attentinn: You have been given an assignment: SYM-047R5AW |

Hi Faul,
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SeMonlugP e s Traker B
SeMailiglegal Traileris

+  Paul Callahan Hai, ! FROE_ 0% 10:56:47
From: Paul Call ahanUssys

Ta: Maona Helen Thoresen/MNO/SYMESTM

Cc: carolime@symionLcom, Support COMDSYTM, Trond-Are Utle/MO/sMasT™

Data: 22.04. 2000 1568

Subipescl: e Sllenbion: Youw have besn given an assigomenl: S04 TRSEWL
Ha,

T thnk this belangs to your team, Tron?

Bazsl regards

Faul Callahan
) Manage
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[T Hagh importance [ Returnireceipt [ Sign [ Bncrypt [ Mark Subject Confidential
Ta: Paul Callahan/USS1H |

T _ |
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Subject: Re: Attenban: You have baen given an assgnmant: SYM-IMTREBWL
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Hi Faul,

ffrand-are

SeMailighersonTrailerss
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= Paul Callahan Hei, Ok ¥2.04.2009 10:56:42 7
From: Paul Calahan/Us/5v

To! Mana Helen Thoresen/NO/SYMBSYM

L carplinef=symloni.com, Supgort COM@STM, Trond-are ULeMOySYM@STm
Date: 22.04.2009 10:54

Subject: Ra: Attenton: You hawe been given an assignmant: STM-047RIEWLU
Hi,

I think this belongs ta your team, Tran?

Bast raqgands

I Callakhan
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Gain competitive advantage through systems,
methods and discipline... And never forget:
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A Be prepared, know what you want

CRM strategy before tools

I
I Write a spec (specification of requirements), at least for yourself!
:

|
|

Do you have a mobile strategy? A web strategy? An offline strategy?

" Your functional requirements trumps fancy demos
" KISS ¢ keep it simple, s... (goes for the spec as well)

A Silos vs. integrated environments

By architecture: Applications must be well integrated, horz. & vertically
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A Decisions:
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Nor underrate them!
I Do business on facts, trust and ability, not colors.
I Anchor your decision as HIGH as possible;
get that sponsor and commitment!

A Implementing:
I Pilot group should be a mixed group
I Limit customisations
I Set simple and realistic goals
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Symfoni for the sales organization

See examples of how you can optimize collaboration in the
sales organization; how the applications work together
and also how they make the work-day easier. The tools
provide you with a 100% control of your customers and
gives a great competitive advantage to your organization.
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