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& Post an Update ..
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Help Center

Make SAF Cloud for Customer Better

About SAP Cloud for Customer

2.2.1 Help Center : v i£30x X 3@ anip < 2
2.2.2 About SAP Cloud for Customer : % 3§ SAP C4C sk & o
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SEARCH: | AllCategories v M O, Advanced
=  FP#E
PHONE CALL Changed On: 09.09.2014 06:18 UTC
Owner: ¥, 83
Direction: Inbound
T W—AHWAT
I : ACCOUNT Changed On: 05.09.2014 09:42 UTC
State:
Temitory:
External ID:

Account: —HIFHLT]
Status: Open

Owner.
Country” China
Industry:

Q
My Items m

Contact:
Date/Time: 09.09.2014 06:30 UTC

City: L
Main Contact:
Address: L8/ CN
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Calendar

New
[T] Reset

Today <« » [ Monday, September 15, 2014 - Friday, September 19, 2014 Day m Week = Month | Agenda v

Mon 15.09 Tue 16.09 Wed 17.09 Thu 18.09 Fri 19.09

Nov Order
All-Day Events

~
11:00 AM
12:00 PM
1:00 PM
2:00PM
3:00 PM
4:00 PM

5:00 PM

4o% 12 Month = ;Y87 > F o 40T
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Calendar
New
C']_J Reset
Today | « » September, 2014 Day = WorkWeek  Week Agenda v
Sunday Monday Tuesday Wednesday Thursday Friday Saturday
31 01 02 03 04 05 06
A
o7 08 09 10 1" 12 13
I%F‘\E\ﬂ -
14 15 18 17 18 19 20
Nov Order
e ciont
21 22 23 24 25 26 27
28 29 30 01 02 03 04
v
2 . % , — s
2 5 P E — jLde P h gk L BE = 2y oL £ P
3 HEACEBINE-FE L E o LA g P B R T i E R P P
APPOINTMENT
Calendar Ijl Nov Order
New
7| Reset Status: Open
End Date/Time: 19.09.2014 00:00
Treiey <. September, 2014 Account: Timway International m Agenda v
Phone: +852 852 25391990
Sunday Monday Tuesday Wednesday Notes: Saturday
o o o2 o8 Changed On: 18.09.2014 TSR
Start Date/Time: 18.09.2014 00:00 HEEL -
= HoEE B
Organizer & £3 b o
: HE AR
o7 08 09 10 >+
Bl .
D™k B
14 15 16 17 18 i) 20
Nov Order ]
INew client ]
21 22 23 24 25 26 27
28 29 30 1 02 03 04
v
PRV T LY ”
4 FRETHEEEPE
=T )3 =) 1 1 e 24 45_5_‘ — = > Y SN PEAE < 2 sk ] 5 7 o L%
4.1 F Jl/g‘ E\»’}’Jé > — R Fé&ip > AL &F‘/ ﬁ'?'i‘a m/r-f"’lkﬁi ME o EPein
* *
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Calendar
New
(ﬁ] Reset
Today el > Monday, September 15, 2014 - Friday, September 19, 2014 Day Work Week Week Month Agenda Y
Mon 15.09 Tue 16.09 Wed 17.09 Thu 18.09 Fri 19.09
Nov Order
All-Day Events
A
11:00 AM
12:00PM | SELECT TYPE
1:00PM LUB SR — m Appointment
B - RE & ver
2:00 PM B EHTIMIE
AR AL -
%ﬁiﬁﬁ *H [Z Phonecal
3
3:00 PM
4:00 PM
5:00 PM v

4.2 B|4eiE 0 e (Visit) o
New Visit
{ \ Name:
FEIZHF

FEﬁ @, :fE Account: O
%ﬁﬁi Owner: Y
=]

HEFEE Organizer. & Exr
i

Start Date/Time:  18.09.2014 [1] 14:00 v

End Date/Time: | 13.09.2014 [1] 16:00 v
All-Day Event:

Save | 4 | Cancel

L S S Y BT TR E G o SEE R A AR T
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BY TYPE

ﬁ Appointment v
g+ visit v

[& Phonecal v

BY STATUS

Open
% In Process
Completed

Overdue
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% Post an Update ...

All Updates v

m @F £ is now following @ T

AFEmERAFR
BT g

m @% £37: This is a test feed

45 Minutes Ago

g ABEEH R

Find.

9 Minutes Ago

a
(s}
&

/£
|\
&

Opportunity @57 Sales stage and chance of success updated by @= 257
=l

6 Hours Ago

a
|\
&

1 Comments

@F £ Need other team to support the opportunity X

S 3 Hours Ago

Post an Update ...

1.1 %%£%%~ﬂ&%ﬁ?@’?ﬁ%’*?iTﬁ%ﬁﬂﬁﬁéi

Post an Update ...
12 &aig - i vl

13 EEAR- LR mEp o vl .
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i o
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7 7
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Ima; Name

D =zm

334 Y¥3LN3ID 4T3H dJT3HS SOVl

v
S33A01dNS

22 ARG B T & e B

EMPLOYEE
‘?. = i

1 Job Sales Manager
Department Sales Unit CN

E-Mail CNSalesMan@ondeman...
i Phone +86 21 63751287
| Mobile

Address ®1EE1008 / big
200085/ CN
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& I @F 27 is now following @2 EHS. I

About a minute ago

]
s ]
&

3 R g Bl TR % o A FdeT
3.1 F Personalize—Feed Sources :

E £7C | Personalize | GotoSAP Store | Download | Help | (O

‘ Start Personalization
| Discard Screen
My Settings
E HH My Background Image | X

—l
' 2

32 TR H i People + Vg » iF BACH S A AN 2P0

Feed Sources

FOLLOWING ()

Manage the sources from which you receive updates

| People v I Find... O‘

33 i AAIFREE A P M g R E o T4 B M

Feed Sources

FOLLOWING (2)

Manage the sources from which you receive updates

People v Find... O‘

= ZHe Person N #

= 5 Person
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(2) HiFRP
1 #r{ 2o =BE &K

11 % - FREDINORE R

O,

Bl x -~

Phone Call

M= Rty BRR AT

Account

I —1 Completed Activities
1= Report

12 %= FRARFFE

| Filter

o,

All |~

ot MTREAEIRAT

= 1 Account

I —1 Completed Activities
1= Report

13 5= B7 favEifiy¥

@334 ¥3IN3O 413H | 41FHS | sovi
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2

| Filter

O,

BFE Y TR % AR
21 A&x-P oo BREZIEP G
| Filter 0

All |~

-1 A B3R E]

1 Account

| Completed Activities

Report

2.2

By
—_—\\
G

ACCOUNT
= | MBI

' o
1001949

Hi

MRt AR
=

v
s
)

1 Year

In Preparation

02.09.2014

02.09.2015

Eax

2.000,00SD

< >

45 =) A 2 a = <% 5 o =X 2l e
ST e B TZR P P PR
<>
~
&
Z2% RERL-.. +862163 CNSalesre...
&
TiEIoN Yes £ (g £ |
542 JESHES 22120 Llamada semanal calidad
542 - EIHES 22119 Llamada semanal calidad
542 - {EIES 22117 Llamada semanal calidad
542 - [EIMES 22108 Llamada semanal calidad
542 - [EIMES 22116 Nov Order
v 12 - 372 2915 New Product Demo
12 - T84 2921 =gl

B |

Edit | | Web Services a

[ Fitter

Ex =
— #F/iEE
=== Phone Call

M= R AR E

3
8
g
E

Completed Activities

Report
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s e S 92 .
3 oA KRR - R I
R LT Sl
31 BESED S mFR o R a7 & K (e T OFE) » & %S ket Ll ;
ACCOUNT —
R— i ~ .
T | .
10215
No records found
B
TRETEL
AR
&
ST, FH
=EMS6E =ERRS6S [ F 21500, +86 57128111907 +86 57128111207 Yes £ (8 £ (g3
=
+86 57128111907
542 - SEHIES 22120 Llamada semanal calidad
542 - EAES 22119 Llamada semanal calidad
542 - JEHHES 22117 Llamada semanal calidad
542 - IRHES 22108 Llamada semanal calidad
5 542 - JEEHES 22116 Nov Order
0,00 USD
+86 57128111207
Voomm 2915 New Product Demo A v
N Edit | | Web Services || .
32 tEsenFHY o WEH AL -
| Filter Q| ,
o
o gy - :
Sy A . o
= 1
- 1 Account I
m
o 1 MR ERRAE] . m
= 1
- » Account
X
c leted Activiti P
amplee cuviues
hiz ’ X o
Report 0O
m
i z
A
33 EHGEFEFEY SR o MHHRAIITOTL Lo R L R X
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| Filter Ql| |
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Sy T LX) @
= 1 Account ’%
Il = ) —
3 : Account -
L m

I - Completed Activities * G
1= Report %
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(Z) 3532

TR - f—"ﬁ‘ y 14 flj%?'}—"vii

T B & 0 o

| B | % #—TAGS

(Z) Fiegip
1 i s BT PR PR E

I Q

Private My Public Top 50

Tag Uses
Follow_up 1
High_priority 2
Fumnitures 1

RS R P BKE -

SEARCH: Al Categories ~ | #High_priority O, Advanced

e T
3 ]

I 1 ACCOUNT Changed On: 18.09.2..
10:10 Qwner: B &3¢
utc
State: Country: Ghina
Territory: Industry
External ID:
N— )
I : ACCOUNT Changed On: 21.11.2.
11:07 ‘Owner:
uTc

. B
I
.
3 EHE - AT RSB
31 BECE- D o bl4eE o

L4

Industry: Manufa...

¥ILNID 4T13H 413HS| SOVL

My Items m

x|

Private My Public Top 50

City: 18
Tag Uses
Main Contact: o Follow_up 1
Address: 1/ /CN -
|| High_priority 2 T I
Fumnitures 1

City- 7|

Main Contact: # T
Address: =FRE56
e
215004 /
CN
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Status: Active
Name: ASERHE
Primary Contact:

Prospect: |/

innatech
RERARhARAY
OVERVIEW FEED ACTIVITIES SALES TERRITORIES CONTACTS CAMPAIGNS LEADS SALE! € > .
~
ACCOUNT TEAM & 2
Name Account Role Phone E-Mail
= RS Qwner +86 2163751287  CNSalesMan@o.
Address: iL7F, &l
China
ADDRESSES -
Phone Address Phone Fax Main Bill-To Ship-To
ot iT#, 2L /CN Yes Yes (Automatic) Yes (Automatic)
Contract Status:
‘Contract Start Date: PANE HEADER My Button
CrlEEiEmE Document Type D Subject
Web Site:
542 - Activity Task 22120 Llamada semanal calidad
Owner: 2 M
ey 542 - Activity Task 22119 Llamada semanal calidad
Active Pipeline: 0,00 USD 542 - Activity Task 22117 Llamada semanal calidad
Fax: 542 - Activity Task 22108 Llamada semanal calidad
Cotize Fe=sr 542 - Activity Task 22116 Nov Order
Customer Segment...
Black List PANE HEADER
Document Type D Subject
[ 12 - Appointment 2915 New Product Demo A
v v
12 - Appointment 2921 BRFEW
AN 2 4 21 A S o [ s 12 EA [ 5 2 P .
32 HFHZgMT =T AF NI - T gy AR B o T~ PR T 2
VIP '
A 54 sx o SIS 93 - o - 2 &4 A5\ e
33 iy »fedtEnter. @ SEEAP R AT - HRHA(F-HP o TG TR
VIP
3 R >z 2> Yy L5 .
3.4 & TAGS /%'E ¢y W ﬁ =] kil "”Tﬁﬁ’f‘a E‘n’f,}%- A
| x|
P Private My Public Top 50
Tag Uses
VIP & 1 iy
Follow_up 1
High_priority 2
Fumnitures

B A 4 2 ¢

41 BE TAGS» AmFufEit 4 T
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| X
Private My Public Top 50
Tag Uses
s @]
Follow_up 1
High_priority 2
Furnitures 9
42 DREZ L g VS
Delete selected tag? X
@ Thiz will remove it from 1 associated items
wmnng i
Yes | No
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SAP Cloud for Customer

Getting Started

Welcome To Your Home Page

Upcoming Activities

Today
=4 Visit VIP

with JIEAAT]

at 08:00 FHED)
Favorites

» 15} Account (1)

=
e
)
A
|
o
o
R
-
=
&
&

Is there too much emphasis on
college degrees?

Walmart&#8217;s (WMT) chief
spokesman, David Tovar, resigned
recently after the retail giant discovered
that he lied on his resume. Tovar said he

Pipeline Closing Rate

Deals

200k. (=) 2

Next 3 Months

Stalled Deals

0

Hot Leads

8

created in last 3 months

QTD

My Filters
In Approval Leads

BITER
lipEecy]

(e )

(1)

My Tasks

You have no current tasks

Performance

7%

To-go

287«

Q1D
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My Tasks

Plan demo day
35 days overdue

Train the store associate
35 days overdue

Meet with store ma
35 days overdue

Llamada semanal calidad
35 days overdue

E:D
3
o
A

My Tasks

Plan demo day
35 days overdue

Train the store associate
35 days overdue

Meet with store manager
35 days overdue

Llamada semanal calidad
35 days overdue

test visit
3 days overdue

test visit
3 days overdue

HEF Task

Due in 22 days

22 BwEE -~ EZi s FEIRBP KRB PAEGT B AR
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‘Www.innatéch.com.tw

Favorites

7} Account (1)

w
ACCOUNT OVERVIEW FEED  ACTIVITIES ~ SALESTERRITORIES ~ CONTACTS ~ CAMPAIGNS  LEADS  SALE: ¢ > w. |
- EHTHEN ~
: ACCOUNT TEAM & N
o
Name AccountRole  Phone E-Mail H
@
) 10
Q N records found ]
\ m
o
O Nome. GHRIEE
Primary Contact: B L% ﬁ
8 Prospect ADDRESSES o b
2 Address: £ Address Phone Fox Main Bill-To Ship-To %
_,:‘) D8 DSR2/ 200001 . +86 57128111902 +86 57128111202 Yes Yes (Automatic) Yes (Automatc) L4
® china 3
Phone: +66 57128111902 PANE HEADER My Button L]
& Contract Term Document Type Business TransactionDocumentiD Subject 2
3
. prpe— e pe—— 5
‘Contract End Date: B
@ 542 nctay Task e T ——— i
Contract Status:
] b e 542 - Actvity Task 22306 Mest vith siore manager 3
= Industry: Wholesale rade 542 - Actnity Task 22385 Train the store associate g
5
owner: 542 - Actity Task 22384 Plan demo day ]
Fax 46 57128111202 c
Active Pipeline: 0,00 USD EANE HEADER &
o oo ,, DocumentType Business TransactionDocumentiD Subject v g
12.- Aspsiniment 2996 ks Zehven =
[=ENCT 4] £ (s sonene ) [ [Sommn] | 2
2L )\ a =7 =2 §F E S <
= ’ £ 9 7
23 FRrAFRE G VAL F
Pipeline
|
2 =
FRICREE T
o AR !
i
Customer Insight: Open and In Process deals
View  : v Pipeline
Selection - ¥ |nitial
You can ize the view by from chart options. Expand the left panel in order to further narrow down the criteria or select a present view or selection at top.

Selection

Report Default View Default

Available Fields i@Rows & Colu. <

Selection Criteria “

Access Context Employee or Territory -

Status O X+
Account o X
Main Competitor I:’|-J x
Close Date Next 90 Days o X
Display Currency Default Gompany Currency ~ [11 %

* Display Currency - Cc Today X

i
-l
-
fi
“m:
=
=

~

-
-3:;,
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Settings Reports Scorecards

i}gﬂ

||I|

Visible?

Campaign Status
Closing Rate
Forecast

Hot Leads

Marketing Spend

3.1 Scorecards(z* &~ +):FmE T LA+ L EE T o Visible(LF 7 L) EBH P A Bor o

Q
Visible?

A
Campaign Status v
Closing Rate v
Forecast v
Hot Leads 7
Marketing Spend 7 v

32 Settings(: %) : 2% %EE B
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Columns

How many columns? 3 4 5 6 7 Adjust to fit

Auto Refresh

After how many minutes? | o . No auto refresh v

Default to Home Page

Set Home Page as landing page?

« No
Yes v

3.2.1 Columns(31#&) : &1 A4 - Adjustto fit-p 6533 & -
3.2.2 Set Home Page as landing page? : % » 4 £ F M F | = - BRFE -
33 Reports: PR T LA ELFH T oy oo Visible(AEF )5 E25 > B2 &5 -
o)

hd

Visible?

Leads per Distributor 2 v

Sales Target vs. Pipeline - Current Year (Expected Rev.)

Shows the comparison of targets with opportunities and a projection based on
opportunities for all employees. By default, the year-to-date net values for the current
year are displayed.

34 Tools(z &) EMALK~ Eir~ T HE2THEFELTHT g | oo Visible(AE 7
) EB o B A
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RERARhARAY
o
Visible?
Feed v
Shows recent updates from the sources you follow
Getting Started v
Shows how-to videos and other help resources
My Filters v
Shows a list of your saved queries
My Tasks v
Shows a list of your current tasks
News 7 v
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A~ 22 MS Outlook # &
(=) F%£p e
iz MS Outlook £ Cloud for Customer A& » e Z = ~BE A ~ T2 FHE FTH o
(=) #3532
¥ | Windows # % —Micorsoft Outlook |
(Z) #FEiTEmp .
1 =34z o & #1é > £ A7TiE » Outlook »
B }

=
W

.

#44 CAC thftde :

mw

Cloud for Customer Add-In for Microsoft Outlook®
¥

=/l | Bk | B E2=8

5 - Outlook ™ Microsoft Outlool—

j] ,i & WﬁL X a4 9 9 BeE |03 QuenCustome. - [ #%-  @AFER/CER & SHEEA - G Logon &
FEEFBE FIEE = g | OF 2mpE ms o o mEanE T B RAL- - @ B s & Settings o
i : &’ iﬂt&iﬁ# T i T ommp - B OESTEE ) moneote | v e - v ERRTER | oy O g
g T Bl RESE 5B =5 FREEDS =5 @i2/124 | SAP Cloud for Customer|
z B > SAP Cloud for Customer -
" = WHEE (Cul+E) 2| (2014208 »
4 Outlook B e |==s |wzBm - [z s BH-—Z—=HW&aA
PR g L 31123456 IT Support o
= 7 8 910111213 5
14151617 1819 20 o a
I Z 21222324 252627 [~ ithelpdesk@su...
b 28 3(_) 123 4 g
o 56 7 8 91011 4
m %)
Fi=" 3
ta
=] Sender does not exist in SAP
| Cloud for Customer
a Log on to acoass ssles information.
[+
s
D 3
(-] B
HILBwEmEl ¢ -
FEE W EeImE
BEA
] T
bl O3 (3 ~ ihd - 2
JHE: 203 | A BEmyEs | 0jE 10% —

2 iéﬂﬁ,iai,@&asaﬁngs,ga

BT 4eT
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SAP Clond for Customer: Folder
Select folders for synchronizing vour activities with SAP Cloud for Customer,

Default Folder: Cutlook
Accounts Folder: Accounts
Contacts Folder: Contacts

Dowrnload Contacts

Download Contacts ‘ [ ]Keep Contacts Synchronized

Advanced Settings
After Synchronization: Display Synchronization Errors Display Symchronization MNotifications

Save Synchronization Errors and Conflicts

Initial Synchronization
Always Copy Contacts
Copies any contact information that appears in the SAF Cloud for Customer sidebar into vour SAP Clond for Customer contacts folder
automatically.:
Always Add E-Mail to Account
When you add an e-mail to SAF Cloud for Customer, in addition to adding it to the contact, the swstem finds the account that is

related to the contact and antomatically adds the e-mail to that account. If vou deselect this option and wou want to add an e-mail to an
account, youn must select the acconnt manually each time wou add an e-mail.:

Service Scenario
[ ]Enable Service Agent Responses to Tickets

Select this option if wou are a service agent and want to respond to tickets, This will enable the threading of outbound e-matls 1n
tickets in SAF Cloud for Customer, and will disable a few features not relevant for this scenario, You must have access to the
shared e-mail account in your company, and must nse this account to reply to tickets.:

Default Account when replying to Tickets:

Cancel

2.1 Default Folder : Fg3k enF L & o
2.2 Accounts Folder 2 Contacts Foloder : 53 % = % B L enF AL & > ¢

Enter a location.

=-Cutlook
BEE A
EEEEE N
=-SAF Clond for Customer
o SAP Clond for Customer: Contae

- Te IS
H-Cmtlock
H-Cmtlock]

| | Cancel
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3 ikEHPETEE » & O logOn

SAP System URL |S:Hmy308858.crm.ondemand.com| Recent URLs

Select certificate |No certificates chosen. v | View Certificate

User Name ' TWSALESMAN || Proxy Settings

Password | |

[ Remember my user name and password.

Note:

Saved passwords are stored on your computer and could be
accessed by other parties.

3.1 SAPSystem URL : 4; CAC hisfesk o 5 & ~ B¥ > @ F#a » > 2 1 % § 4 913 % hi -
4 % CAC #7758 » ¥ % £ 471 Outlook :
41  bl4ete CAC 473 - 7.9

-
APPOINTMENT OVERVIEW FEED RELATED ITEMS
20141961 TR ~
ATTACHMENTS Add ~
Title Type Chang.= Chang... Actions
Status: Open
Subject: 2014/9BFIEFE
Account: X—HH%
Pril Contact: 3% 12
ey ona INVOLVED PARTIES Add g5
Organizer: [ 281
Role Name Phone E-Mail Address Action
Location:
Al Day Event: Account SE—FE ™
Start Date/Time: 2014.09.30 14:00 Attendee =i richensy@yahoo.co...  TW
End Date/Time: 2014.09.30 15:00 Organizer FR a0 richard@innatechc. .~ TW
Category Customer visit Owner PR A richard@innatech.c.  TW
Priority: Normal
Organizational Unit Sales Unit TW
Sales Territory:
Contact i richensy@yahoo.co ™
4+ v v

#-€ o8k & Activity Log + FAL & ¢

[ Activity Log - Outiook ™ Microsoft Outloo_
.

=/ R EEK BR

@ @ [+ 5 x g @ Q B @i | QueryCustome. & BEHHREE 25 - I FER/EEnR AE SHEBEA - G Log Off
wamrHvES oL @ oE cmow ms OM0 P VEEIEE v=a ©ma - EAE- # w B ey | &St
: RS gummme - BT = = b omp .| | DEERE v #ig <|| @ OneNote ¥ &I - i TYEEER ¥ GEETEC gaapg OHP-
it | il | o= | REsE 5| B 25 | exmmmn S5 | @izriE | SAP Cloud for...
BIE R P HF < A
- HER IR ‘}Eé ctivity Log (CHr1+E) > ‘ (| 5#P Cloud for Customer - ‘;
=
E1E50 e |x= |wziRm - |7 |mR v (<] =@
b § MBRBEES) = | IT Support o
[§ RSS BE « BE: SR W ;5;
4 C3 SAP Cloud for Customer |.$ Synchronized Activities | 2014/9/29 (38—)... 3KB ? 2
p Y] Synchronized Activities 2014/9/29 (38—) .. 3KB N [~ -
= -
4 [ Synchronization Issues ﬁ E
£3 Conflicts 2
[3 Errors g E
[g MBI (18] % 3
b @ BHE . Sender does not exist in SAP 1O
[0 ESERX Cloud for Customer.

-34 -



innatech
REBHERHERAS

‘Www.innatéch.com.tw

sl

4.3 Rz Log ® = Synchronized Activities » ¥ {8 e ) i3 Bt
| B @A BE  xeAt M

& BT

4

g

4
>4
il
i
&

2. 355

Save and BE o | B I U Ww.A =2 292

Send E-Mail - F EEER - - - T =
SAP Cloud for Customer EIENE & ELNF £ £

The following activities were synchronized:

Sync Time : 2014/9/29 T4 10:07:23
Activity : ContactAndAccount

Title : 30{Z

Operation : Track

Synchromization Direction : Qutbound

Sync Time : 2014/9/29 T 4F 10:07:45
Activity : Appointment

Title : 201495 TIEF=EEE

Operation : Track

Synchronization Direction : Quthbound

44 ®His o ¢ pd L A7L Outlook hi7 3 /& :

Vicrosoft Outlool

~ N T4 _ [~ .| FA [ visit
DR Bt mees O MOn M 12
BB TESE BT OneNote BEEET B% 4 mm 154 JEm HE - Add Delete
B o -8 BEBEE | Appointment Appointment |

=1 SAP Cloud for Customer

#fE | wE= =E

( 201498 )
B-_=m&AA
21123456
7 8 910111213
141516 17 18 19 20
212223 24252627 0177
282930 1 2 3 4
567 8 91011

EE TEE (Ctrl+E) p

0200 2014/98)T1E
PIOE:0E 2 che

0300

[ 7= - outlookl

0400

05 00

8 - 0600 F!

5 % Outlook #7378 p » 3 1 CAC:
51 &4 Outlook 73— 1 1% :
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BRI EEE - T

T | A X=HA &EHE

[~}
— -
8 |w xa®mFe v 3 %4 oMY ] 2
add HETHE BB S5 OneNote | Ife [£Mmsl ET=d m=lfr =2 Bk 48 s&E 0 ETLAl | BLSH
Task sREEIRes o - ) BEEH
L AP Cloud for Customer] Bl ‘ E ‘ =R ‘ﬁﬁﬁ‘ == ‘gﬁmw‘ =35 ‘
© BHEIT -
EEU): [ TEX—REEfgE |
BwomO):  2014/9/30 (AD) - o B |-
BWAD):  |2014/9/30 (A7) - ExEEP): =8 =EECQ) (0% |

REE(M): = - i - m #w2& A:  Innatech - Richard Chen

HERra ERE AR TR

(] &1

e

=

Add
Task

5.2 Fsecoudiorcustomer &\Eﬂ' T m %ﬂ,f&: » Submit :

Selected Tasks

Add Reference 4

From Referenced Account

Innatech - Richa...

Referenced Items

Type Diocnment [D Diocument Description

Submit Cancel

53 A CAC > iEizxmi%pr > FER € 3 W v
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SAP Cloud for Customer

FEED CUSTOMERS PEOPLE MARKETING ©SALES ACTIVITIES

FEED SAP JAM FEED

A 4

Q @ & Post an Update ...

® &

98

g All Updates v

@ = 2014/9611TMH3F5: Created by B 271,
B (F o

E] @ 32 Minutes Ago

5.4 #u?@ » BE R AL AR R
FEED CUSTOMERS PEOPLE MARKETING SALES

FEED SAP JAM FEED

NOTIFICATIONS

B Task "7 ES—HRRANENEE" is assigned to you.
= More...

a.@

3 minutes ago

OO0 ® LoD
W ™

= (E
@ =m
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i
;{3&
s
1.
o
s
1.
g
%

3]
KJ}.

B4R

%:L"o

F_‘.

: % § ~CUSTOMERS(% ) ~ACCOUNTS(% *)

ANALYSIS COMPETITORS PRODUCTS LIBRARY ACTIVITY PLAN < > ..,
| ACCOUNTS | CONTACTS
ACCOUNTS: MY ACCOUNTS (7) [ new JE-Y
E=@E 5 wacouns mo Find. [
Name City State Country Primary Contact Owner Status
= EiEE [ Jiangsu China 1 30F Active
TIEESE [k Jiangsu China &R Active
A Jiangsu China FEF Active
Eul Jiangsu China Bt B34 Active
=] Jiangsu China = =i Active
= R Al Jiangsu China [R5 Active
—| M= B ARRS R fin=] China B &% Active
. o2\ B —
1.2 #‘Q—E’ B+ % > VAT
ACCOUNTS: MY ACCOUNTS (7) New .
EE®E £ vy acoms Vo | Find o)
= ' ACCOUNT City FAG Primary Contact 8 373 Owner

State Jiangsu
Country China

Zeml BRI
=1 ACCOUNT City F%
State Jiangsu
Country China
Cem ) EEEHSE
" ACCOUNT City 48

State Jiangsu
Country China

[ EEERE

Industry <42>

Primary Contact 7] %%
Industry <54>

Primary Contact 5 ¥
Industry <54>

Territory Jiangsu

Owner
Territory Jiangsu

Owner
Territery Jiangsu
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1.4 ﬁﬁg’uﬁgﬁﬁﬁagjﬂ%ﬁ%7:

R

ACCOUNTS: MY ACCOUNTS (7) New
E=eld & wacoms me Find o
1. LRSS Today « » Menday, September 15, 2014 - Friday, September 19, 2014 PEA  Work Week ERUGES Month Agenda v

I#HEE1000% / A% 210018/ CN
5 VB Mon 15.09 Tue 16.09 Wed 17.09 Thu 18.09 Fri 19.09
EHTR533% / 5 210018 /N All-Day Events
3 HERES ~
B#4305 / Fi% 214000/ CN 10:00 AM
4, T ERER
IHEAB28605 / FH 215028/ CN 11:00 AM
5 | ASERRE
L, BIL/ON 12:00 PM
6. I EETE
=EH56% / Fl 215004 / GN 1:00 PM
7. SN RRERAE
8 /CN 2:00 PM
3:00 PM
400 PM v

2 TUGERKEAE FOL S PR OE S NG R R
[y Accouns v|

| My Account Team's Accounts

' My Territory Team's Accounts

My Team's Accounts
All

31 &det > BT AT FEDIE:
ACCOUNTS: MY ACCOUNTS (7) New g,
=%, | My Accounts I || I <ION Find. O,

B=e )

Status Country State Industry
.

Active (7) | China (7) | None (1) | None
Jiangsu (6) | Manufacturing (1)
Wholesale trade @
Professional, scientific and technical services @
Name City State Country Primary Contact Owner Status
EigE [ Jiangsu China &1 i Active
I EREE [ Jiangsu China A £ Active
tEAEA Fih Jiangsu Ghina FEF Active
| HRER il Jiangsu China B 385 Active
| BRI =) Jiangsu China = B Active
| R FH Jiangsu China it EE Active
| MRt ARRL S s China BEEX Active
* *
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-—1,(.\_-7’_ /‘L'm [ S S z:,—-,l—':.w:j_ 7, -v-‘—‘_—"_ 51 ua .
32 Viar-WrEERE TV EEFE AN IR - AF T2
ACCOUNTS: MY ACCOUNTS (2) New  §,
BH=e 2%, | My Accounts Mo & Find, Q,
Status Country State Industry
R
Active (2)  China (2) | None None:
Jiangsu (2)
Professional, sci (2)
City State Country Primary Contact Owner Status
e Jiangsu China & 373 Active
Ftl Jiangsu China B #2357 Active
- 2 2, [P YEEN
L R (b it )
New &%,
v @ Q Find. [e}
Country Industry
China None None
a Jiangsu a Manufacturing
@ wholesale trade N
B Professional, sci
City State Country Primary Contact Owner Status
ME Jiangsu China # ¥ Active
[k Jiangsu China A &7, Active
Fi% Jiangsu China o EEF Active
Al Jiangsu China s Active
=) Jiangsu China = RS Active
Fl Jiangsu China i s Active
+= China EE¥ Active
A vy AL PT 24 2 .
CF O EEIREE IR
L, 4s B — =3 (Y AW o2 2 .
5.1 A5l ¥ kg ool i
ACCOUNTS CONTACTS
ACCOUNTS: MY ACCOUNTS (7) New g,
E=@s -5 | uyAcouns ~imo & Find... Q,
Account ID- o Name: IR
Status | |(=Obsolete; ) By Country. v %
State: v | Gy City: G
Postal Code: Ty Primary Contact: ] %
ABC Classification: v | Gy Industry: v | &y
‘Owner: ?
Teritory: 3 % Sales Organization & %
Distribution Channel: | o Division: |
Go | | Reset | | Save Query
*
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City

0
A
FE
Ei
A
&
!

e
(i
e
Gy

\
g

Options: Value:

5.3

5.4

= Equal to v

But exclude

5.2.1 ¥ it~ # 4 TéFE R0
City

Value To:

Add Option | Remaove

OK || Cancel

Options: Value:

Equal to v
= Equal to

| Contains pattern
> Greater than

>=Greater than or equal
< Less than

== Less than or equal

.. Between

{} Is Initial

Value To:

5.2.2 4i% +/ But exclude e i‘ﬁE Lr# % i 1

City

Add Option | Remove

OK || Cancel

Options: Value:

Equal to v

+/ But exclude

= Equal to v || BE

001 BiE e~ G E i

*E_ Organize Queries T

it e

RS -d

éﬂ?lg

Value To

ﬁ?@ : #JE— Reset

-

’mgjél_%]:

sy Y

Add Option | Remove

Add Option | Remove

'f Lrﬁaal)\m?é"fr;{l °
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5.5

Organize Queries

A

Default Name
My Accounts
L My Account Team's Accounts
My Territory Team's Accounts
My Team's Accounts
All
fo SMEQUE s gk iy~ G E

5.5.1 #j » @ T 1 4

Add Query

Remove

Apply || Cancel

EIE

New Query Name:

Set As Default:

2

552 By > A

|
My Accounts

My Account Team's Accounts
My Territory Team's Accounts
My Team's Accounts
All

| My Accounts Excl. B2

My Accounts Excl. BT

o

Apply | Cancel

T T g R4 T
b
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Z~NE R
(=) % p:
BERTE AR ATR B ST RADNE S RFRT S
(=) wP3i2
7y £ # —~CUSTOMERS(% #)—~ACCOUNTS(% =) &

a1 B 5!]—)13

7~

(2) HFiFp
1 EBrt Brioe4T

NEW ACCOUNT

* Name:
Prospect:

Parent Account:

Web Site:
ABC Classification: v
* Country: | ON - China v

City:
State: v

Street:

Owner:

Customer Note:

Check for Duplicates Save | 4| | Cancel

2 Check for Duplicates %%é%’ FEe ‘J*‘F" E 5(%3%&: TP bldc - B Ro VR

o AT FANONE S L) B ERER
21 4vj HEDE S L Mg BTN E P hFE
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NEW ACCOUNT

* Name:
Prospect:
Parent Account:
Web Site:

ABC Classification:
* Country-

City:

State:

Street:

Owner:
Customer Note:

ZTest:

22 de%B AHEAE A

NEW ACCOUNT

* Name:
Prospect:
Parent Account:
Web Site:

ABC Classification:
* Country-

City:

State:

Street:

Owner:
Customer Note:

ZTest:

TR R PR

CN - China
s

CN - China
s

A FAEE3108

g oa
(>~

DUPLICATE CHECK RESULTS
Account Address

M=:23] FBHRE303% / BHE/CN

Name:
Account ID:

Address:

4}3 s

Save | ,| | Cancel

DUPLICATE CHECK RESULTS

Account Address

No records found

Name:
Account ID:

Address:

Save | ,| | Cancel
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Save | 4| | Cancel

Save
Save and New

Save and Open

31 Save: FfEwIREAG o
32 SaveandNew : F4h{s § RmATH & o > ¥ k2 5= L37E 2 o
3.3 Saveand Open : 754§ B fririE = 0% » o
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% § >CUSTOMERS(% #)~ACCOUNTS(% *)

(2) #iEmp -

R S ARKE BT Y _ 5 B 24
1 a7yl BER-LE5 L
ACCOUNTS CONTACTS
ACCOUNTS: MY ACCOUNTS (9) New .
EE@® = =, wacons Ymoe | Find [}
Name City State Country Primary Contact Owner Status
Bl AT B Jiangsu China # 37iF Active
Bl v e = Jiangsu China (= Active
SR EAEE Fi5 Jiangsu China FEF Active
T RER T Jiangsu China i, HE Active
L IEREE &l Jiangsu China =1 Active
=R ol Jiangsu China it Rih Active
im=snE L5 China E¥-F Active
S B EIRAE L5 China BEx Active
=EAR =] Shanghai China EEx Active
C e = . Edit | .
2 RBREEL-FHE RHeT4 :
i~
ACCOUNT OVERVIEW FEED ACTIVITIES SALES TERRITORIES CONTACTS CAMPAIGNS LEADS SALE: >
ol W=7 ~
i1 ACCOUNT TEAM & N
Name Account Role Phone E-Mail
Account ID: 1001975 E 257 Owner +86 2163751282  CNSalesrep01@
Status: Active
Name: =07
ADDRESSES -
Primary Contact:
Prospect: [¥ Address Phone Fax Main Bill-To Ship-To
Address: b 1 [ARE 3035 / i 1 CN Yes Yes (Automatic) Yes (Automatic)
A BERE 3035
China PANE HEADER My Button
Phone: Document Type D Subject
Contract Term: 1 Year 542 - Activity Task 22120 Llamada semanal calidad A
ContactSiaiiDac 12092018 542 - Activity Task 22119 Llamada semanal calidad
Contract End Date: 02.09.2015
542 - Activity Task 22117 Llamada semanal calidad
‘Contract Status: In Preparation
. 542 - Activity Task 22108 Llamada semanal calidad
Web Site:
gy 542 - Activity Task 22116 Nov Order v
Owner: ¥ £3¢
PANE HEADER
Fax
Document Type D Subject
Active Pipeline: 0,00 USD
. 12 - Appointment 2915 New Product Demo A
Contact Permission Vv v
" n 12 - Appointment 2921 BHRER

D a I- * Web Services | | Actions ,| | Summary
- -
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Bk SR P BT S T g A0S alp g Bk

31 B i € %~ Blocked :
ACCOUNT
]

Account ID: 1001975

Status: Blocked

Name: M=:37]
Primary Contact:
Prospect.
Address: &
HFHRE 3035

China

32 L hME Y MREEHTT B E AR

3.3 A% ESE S > TH Actions | | _ﬂ}gSetasAdive o

. 22 . » . bl 44 i . oetas Obsolete
R R - R SR BECE S TG R A 4 g

8
41 TERRES o ki #-¢ % 2 Obsolete :

ACCOUNT
= | W=RH
- 1

Account ID: 1001975

I Status: Obsolete I

Name: M=47]
Primary Contact:
Prospect:
Address: 8
HFARE 2035
China

Phone:
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e
¥
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W
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o
#

it
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?
[

43 grirak

44 ©TTRIE R GHA LR FEY ki §r S pagge
#- Status =i 2 4
. T .
4.4.1 4% Status & 7 ¢
ACCOUNTS: MY ACCOUNTS (8) New
H=@E -5 uyacuns S mo Find
Account ID: N Name: By
Status: | =Obsolete; ) Gountry: v | %y
State: v ey Gity: [N
Postal Code: Gy Primary Contact: 9 %
ABC Classification: vl o Industry: | e
Owner: C’]T
Territory: 7 % Sales Organization: 7 o
Distribution Ghannel: v | oy Division: v | oy
Go | Reset | Save Query | | Organize Queries
4.4.2 &~ Status & iE P FH w & > By Status et ’/f E
Status X
Options: Value: Value To:
Gmﬁ v v Add Option | Remove
+ But exclude m'ﬁﬂté‘jﬁ
= Equal to ~ | Obsolete v Add Option | Remove

Cancel

443 Wil EE R E e o B 0 0 WER AL § o (FRME S o
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o~ R A

(=) "% p e
BAREL Camg L

(=
B AT | 1 & 5|—>CUSTOMERS(% =

“)—>CONTACTS(i % * )

- 49 -
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FEED CUSTOMERS PEOPLE MARKETING SALES ACTIVITIES ANALYSIS COMPETITORS PRODUCTS LIBRARY ACTIVITY PLAN< > ..
ACCOUNTS CONTACTS
CONTACTS: MY CONTACTS (5) New g,
EE 27, My Contacts ~ e Find O,
Name Account Function Department Phone Mobile E-Mail Status External ID
A=, F, BEEHZE Distributor Purchasing Dept +86 57128111920 +86 13381993103 customer4@ondeman...  Active
a5 b, nisia Engineer Purchasing Dept +86 57128111921 +86 13361993104 customer5@ondeman...  Active
LA, EfE TRETHH Head of Personnel Human Resources Dept ~ +86 57128111924 +86 13381993107 customer8@ondeman...  Active
&= [, 32 $#EER IT Manager IT Dept +86 57128111925 +86 13381993108 customer9@ondeman...  Active
AE R ER Marketing Manager Advertising Dept +86 57128111926 +86 13381993109 customer10@ondema..  Active
1.2 ﬁE S IEVE TSI -
CONTACTS: MY CONTACTS (5) New &,
=%, My Contacts (i || I <O} find o
L i, st RE wmEm
Account EFHizZE Account Jz il A Account FEETHEYL
Function Distributor Function Engineer Function Head of Personnel
Department Purchasing Dept Department Purchasing Dept Department Human Resources Dept
Phone +86 57128111920 Phone +86 57128111921 Phone +86 57128111924
i, 5 E—
Account 4 RER Account SCEAIEE
Function IT Manager Function Marketing Manager
Department IT Dept Department Advertising Dept
Phone +86 57128111925 Phone +86 57128111926
= y " g — .
1.3 & 1 .;iﬁ%] > NEET
ACCOUNTS CONTACTS
CONTACTS: MY CONTACTS (5) New  §,
B <. [y conacs Smea e o
e £ AE
i, 3t R & EF
-7 R — = 2 Y > ‘,’_} Y A5 e
2 FEEFLRETTE FERA S IR aE R A Ny B AR
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[y Contacts v

My Contacts

My Team's Contacts
All

s #I v ogms s

31 AHG > AL R BT

CONTACTS: MY CONTACTS (5) New &%,
[i= == | My Contacts v m [ Find o,
Status Department Function Account
N
Active (5) | Purchasing Dept (2) | Head of Personnel (1) 110211 (1)
Human Resources Dept (1) | IT Manager (1) | 10212 (1)
Advertising Dept (1) | Marketing Manager (1) | 10215 (1)
IT Dept (1) | Distributor (1) | 10218 (1)
Engineer (1) | 10217 (1)
Name Account Function Department Phone Mobile E-Mail Status External ID
A, B3 [ e Distributor Purchasing Dept +86 57128111920 +86 13381993103 customerd@ondeman...  Active
&=, 3 g Engineer Purchasing Dept +86 57128111921 +86 13381993104 customers@ondeman...  Active
A= it T TR Head of Personnel Human Resources Dept  +86 57128111924 +86 13381993107 customerg@ondeman Active
A=, HRET IT Manager IT Dept +86 57128111925 +86 13381993108 customerd@ondeman...  Active
LR R EF NEAEE Marketing Manager Advertising Dept +86 57128111926 +86 13381993109 customeri0@ondema...  Active

32 VT AX-FrBEERE > TV

Ei

EE o Gl4c R BTA R - 20

CONTACTS: MY CONTACTS (2) New £,
My Contacts A | < JESN Find. O,
Department Function Account
Active B3] | Purchasing Dept ") Head of Personnel 10211 (1)
Hyfhan Resources Dept (1) | IT Manager 10212 [0}
(1) | Marketing Manager 10215
(1) | Distributor (1) 10216
Engineer (1) | 10217
Name Function Department Phone Mobile E-Mail Status External ID
LR BEEAE Distributor Purchasing Dept +86 57128111920 +86 1338199310 cu deman. . Active
A= SHF i Mria Engineer Purchasing Dept +86 57128111921 +86 13381993104 customer5@ondeman . Active
O [T
4 :}512—-’ PR T B A B Tkt ekt
- -
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REBHERHERAS

www.innatech.com. tw

CONTACTS: MY CONTACTS (5) New .
E ¥, My Contacis ~ M I‘] (o} Find. [e}
Status Department Function
Active Purchasing Dept Distributor
@ Human Resourc. - @ Engineer
@ Advertising Dept @ Head of Person N
@ IT Dept @ IT Manager
Marketing Mana
Account Function Department Phone Mobile E-Mail Status External ID
EEHAE Distributor Purchasing Dept +86 57128111920 +86 13381993102 customerd@ondeman...  Active
] Engineer Purchasing Dept +86 657128111921 +86 13381993104 customers@ondeman...  Active
A=, TS TR Head of Personnel Human Resources Dept  +86 57128111924 +86 13381993107 customer8@ondeman. . Active
A=, 3 IT Manager IT Dept +86 57128111925 +86 13381993108 customer9@ondeman...  Active
=R, EF Marketing Manager Advertising Dept +86 57128111926 +86 13381993109 customer1i0@ondema...  Active
@ -1 = X 7 Vb 54 PT 1 2 .
5 & » VN OE_REIPEEEE L
Y e g — S Rt s, e
51 il n v ko
CONTACTS: MY CONTACTS (5) New
E ¥, My Contacts CA | | <] Find.
Contact ID: Ty Status: | I(=Obsolete; ) By
First Name: By Last Name: By
Department: v | 4y Function: v | By
Account: 0 % Phone: o
Mobile: N E-Mail o
City- o Postal Code: v| o
State: v| % Country | &
Go Reset Save Query Organize Queries
s opbb 44 P r2 # A -\ - 2
b = o
5.2 EFFGFEGHEITIN T LARE
* *
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REBHERHARL

2 ATE R A ik kTR o
(.: ) H—B"—% 1=
Py % ¥ >CUSTOMERS(% ~ ) >CONTACTS(id & 4 ) &

(2) HFiFp

1 Brt BriHoe4T

NEW CONTACT

First Name: | =
* Last Name: | 2
* Account: | = iR ERELNE]
Job Title:
Function: | |T Manager v
Department: | |1 Dept v
Phone:
Fax:
Mobile:

E-Mail-
Check for Duplicates Save | 4 | Cancel

2 Check for Duplicates | | g*ﬁ#{@ . 4’5 ) R A RN GVE i FE P

21 Ak iigApk o LB FHEME o
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3

NEW CONTACT

First Name:
* Last Name:
* Account:
Job Title:
Function:
Department:
Phone:

Fax:

Mobile:

E-Mail:

i
gl i g, B2

IT Manager

IT Dept

s}

DUPLICATE CHECK RESULTS

Name Account

No records found

Check for Duplicates Save | 4

22 drd AR B A AR L 0 Mg BT AR AR LenB A

NEW CONTACT

First Name:
* Last Name:
* Account  ;
Job Title:
Function:
Department:
Phone:

Fax:

Mobile:

E-Mail:

Consultant

EE RN R

Cancel

DUPLICATE CHECK RESULTS

Name Account
== M= R AIRGE]
Check for Duplicates Save | 4 | Cancel

-B53-
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RERARhARAY
» 270 - 2,
A o~ AR A
PYERRIL [N
(=) F%pen:
ey v s . 2 Y = Jnl
S EARRG ML T
(.: ) F B E
4 4= R -~ Vg
B 1S | ¥ ¥ >CUSTOMERS(% *)—>CONTACTS(i# % * )
— PN .
(2) FiTap !
3 - = KE il v _ 285 2 4% & 4 .
1 a7 HEY g LML LH:
CONTACTS: MY CONTACTS (8) New
E 2%, My Contacts v I“ ﬁ. @l Find.
Name Account Function Department Phone Mobile E-Mail Status External ID
a5, £ EEHIE Distributor Purchasing Dept +86 57128111920 +86 13381993103 customer4@ondeman...  Active
EE L esd P Engineer Purchasing Dept +86 57128111921 +86 13381993104 customer5@ondeman...  Active
EE Eal- i) TR Head of Personnel Human Resources Dept  +86 57128111924 +86 13381993107 customer8@ondeman...  Active
A 7, 225 4 mERR IT Manager IT Dept +86 57128111925 +86 13381993108 customer9@ondeman. .. Active
EEE=2 HEAEE Marketing Manager Advertising Dept +86 57128111926 +86 13381993109 customeri0@ondema...  Active
a3 == M B EREAT IT Manager IT Dept Active

2

ey =
B R B % A P

CONTACT

= 7k ==
= WompAERAT

Status:
Name:

Title:
Account:
Job Title:
Function:
Department:

Business Address:

Phone:

Fax:

Mobile:

E-Mail:

Best Reached By:
Contact Permission:

External ID:

Active

H=F

M BRI E]

IT Manager
IT Dept
i

China

OVERVIEW FEED ADDRESSES

ACTIVITIES TICKETS

LEADS SALES LEADS

OPPORTUNITIE >

PERSONAL ADDRESSES

Address Phone

Mobile

No records found

E-Mail

r

Main

A\

3 B RE - WA BEIE A TR gt A0S ap g Block

Actions
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REBHERHARL

31 %16 i ¢ %~ Blocked :
CONTACT
® = i ==F
= WEHARAE
Status: Blocked
Name: i =%
Title:
Account M iEEIREAE
Job Title:

Function: IT Manager
Department: IT Dept
Business Address: L&

China

3.2 Xﬁ%’“,f%}tzﬁl;'.—'m% SR Actions ,| , _iigSetasAclwe R

4 GRTERRE - AR BRI E A TR o e ACONS ug ip Setas Obsolele
41 (FRRtS o R fE#-¢ % % Obsolete :
CONTACT
® = ik =F
= W oEHAERAS

Status: Obsolete

Name: oK ==
Title:
Account: MM fE3ERRAT]
Job Title:

Function: IT Manager
Department: IT Dept
Business Address: /&

China
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4.2 }Tﬁ';’%?ffﬁt"t’}%mﬁﬁ‘%’\ iy x Actions | | £ .z Setas Active

43 = TERTER A o TR AT R L
¥

i > - Status ek i o HIEZ SURE S o

Ea ] o hr% FLEEoT o ;ﬁfz,ﬁ_@ D AR RS

Yy o s e g 2l S i .= Ch |
TR - WA RS EE o B ELE R A ’F"‘\#"’fé Rt Actions g ange Image

51 Ha 7o Eo o EPERTEM AR TR EE

CHANGE IMAGE

=

, EIJ 3 bt Restore Default:

File Name:

Restore Default:

B2 B WA PR Mg AT

CONTACT

Status:
Name:

Title:
Academic Title:
First Name:
Middle Name:
* Last Name:
Account:

Job Title:
Function:
Department:

Business Address:

b | K =F
&:ﬁ WA

Active

o ==

i
M= fetBRRLE

IT Manager
IT Dept

i ICN

Browse

{ OK | | Cancel
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}

4

a4y
~my
i

(=) % peh
@A REE L S BT R o
(=) vB=2i2
BT #H : | ACTIVITIES(;% #)>APPOINTMENTS(f )
3= = ACTIVITIES(7# # )—APPOINTMENTS(5f £))—New &

a1ke 51]—)& g\

p & —New—Appointment &

LEADS(# % ) ~ SALES LEADS(4 & % %) ~ ACCOUNTS(% # )—
ACTIVITIES(;& # )—>APPOINTMENTS(3E 4 )—>New (2 3% ¢ *
B L)

() #Fiesp

1 erfs o HARAFEeT fo

FEED CUSTOMERS PEOPLE MARKETING SALES ACTIVITIES ANALYSIS COMPETITORS PRODUCTS Lli< > ..

APPOINTMENTS E-MAILS PHONE CALLS TASKS E-MAIL BLASTS ACTIVITY LISTS

APPOINTMENTS: MY APPOINTMENTS (2) New L.
E: 2%, | My Appointments ~ o a Find O‘
Subject Status Start Date/Time End Date/Time Account Primary Con... Phone Notes Actions
m New client Open 18.09.2014 0730 18.09.2014 08:00 Timway Intern. .. David Chan +852 852 253
[*%) Nov Order Open 18.09.2014 00:00 19.09.2014 00:00 Timway Intern...  David Chan +852 852 253...

2 FEHVNEGESRTC RSN A AR AFIFE S AT IR A IV A

Iy Appointments v|
All

My Appointments

My Completed Appointments

i My Open Appointments

. My Appointments This Week

" My Appointments This Month
My Team's Appointments

3 FHIEGinE G doT

-57 -



innatech

NEW APPOINTMENT

Subject

Account:

Primary Contact:

* |ocation:

All-Day Event:

Start Date/Time:
End Date/Time:
Category:

Priority:

Status

24092014 [1] 10:00
24092014 [1] 10:30
Customer visit

Normal

- Open

Owner:

Sales Territory:

Notes:

ATTENDEES

Save | 4

Add

Cancel

3.1 4o% £ LEADS(# %) ~ SALES LEADS(4 & % %) ~ ACCOUNTS(% #)if New >
Account(% =) ~ Primary Contact(:L & @ & 4 )% Owner(*r5 H ) =& ¢ p &4 & -

32 4k HE-FEERE > T & ATTENDEES(%5 %)% H ¢ & Add

ATTENDEES

Name E

)

F_k

[e=2

-Mail Action

Add

FH ¢ X FEED(RLR)Y BE R - £3589 7 aEuF AT

1
P

G Actions o5 Rk
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Set as Canceled

Set as In Process

Set as Complete

Generate Summary

41 KRB A hStatus ¢ AT

APPOINTMENT

dhk S5M AR

Status: Completed

Subject:
Account:
Primary Contact:
Organizer:
Location:

All Day Event:
Start Date/Time:

End Date/Time:

Sl nEITERET
P25 [
% == !
e )

25.09[1] | 14:00
25.0a[1] | 15:00
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¥ : [ ACTIVITIES(;% #*)—>PHONE CALLS(%

T
=2+ ¢ | ACTIVITIES(/# #:)—>PHONE CALLS(® #%)—New &t

18 5] b R

p & —New—Phone Call &

LEADS(# % ) ~ SALES LEADS(& & 5% ) ~ ACCOUNTS(% = )—
ACTIVITIES(i& #°)—>PHONE CALLS(% 35)—>New (2 3% # * i
i)

(Z) #FiTmp
1 #r8 B rpnpiicTde

FEED CUSTOMERS PEOPLE MARKETING SALES ACTIVITIES ANALYSIS COMPETITORS PRODUCTS L« > .,

APPOINTMENTS E-MAILS PHONE CALLS TASKS E-MAIL BLASTS ACTIVITY LISTS

PHONE CALLS: MY PHONE CALLS (2) New g,
[H= . wyPronecals o | Find.. [}
Subject Status Date/Time Owner Account Phone Priority Last Changed... Notes Actions
eI IC ] Open 09.09.20140630 E £ M—EERAR Normal 09.09.2014 0618
T SiE—REEE b Open 250920141000 E £33 R Normal 25092014 0237

2 FHVNUGENHT S AT RS VARSI DT Ee s AT HEE S A R
F¥ >l S s Ity o
[y Phone Calls v|

All

My Phone Calls

My Completed Phone Calls
My Open Phone Calls

My Phone Calls This Week
My Phone Calls This Month
My Team Phone Calls

3 AT TipisriE e AT
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NEW PHONE CALL
Subject:

Account: @

Primary Contact: m)

Date/Time: | 25 09 2014 E 03:00 v

Direction” | outhound v

Category”  Telephone call v

Priority: | Normal v

Status: Open

Owner: & &3¢ [:']1

Campaign: [:']1

Sales Termritory: [:']1
MNotes:

Save | 4 | Cancel

3.1 4% ¥j8_ LEADS(4 %) - SALES LEADS(# & %% ) ~ ACCOUNTS(% = )i New >
Account(% = )% Primary Contact(2L & i % A )i =B ¢ p #F ) o

4 HFHY AFEED Y BEf - SRt v AES TR TR 4 7 4 AN sap g

“e
AL .

Set as In Process

Set Complete

Set as Canceled

Add Reference
Convert to New Ticket
Assign to Existing Ticket

Generate Summary

41 WAKMEE > F 5 o Status § ¥R L AT
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PHONE CALL
—  SE—RERE ..

Status: Completed

Subject:  EriE—FHE@IH TS
Date/Time: 25,09@ 10:00
Direction” | pyuthound
Category”  \arketing

Priority: | Normal

Account' | B—FIFE O
Primary Contact: | = <17 Y
Owner. | = &7 O
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AL 2wl i s T ROFEALT AT T ET N LA Ll Lissd
PER B R ehEIE o 5§ A anizfr. 7 od Activity Planner(E# 3t B)p #2424 o

H : | ACTIVITIES(;% #)—TASKS(i= 7%)

i
i+ : | ACTIVITIES(i # )—TASKS(ix 5+)—New #

ol

-

1E5ER

LEADS(%t %) ~ SALES LEADS(4 & %t %) ~ ACCOUNTS(% = )—
ACTIVITIES(;& #+ )—>TASKS(ix 75)—>New (i 3% & * s 5 i)

(2) #HmiEmp
1 er o HaasfieT 46

FEED CUSTOMERS PEOPLE MARKETING SALES ACTIVITIES ANALYSIS COMPETITORS PRODUCTS Lli< »
APPOINTMENTS E-MAILS PHONE CALLS TASKS E-MAIL BLASTS ACTIVITY LISTS
TASKS: MY TASKS (4) New £,
H= 5 wyTass ~ Mo S Find 0,
Subject Status  Start Date Due Date Date... Acc... Prim... Phone Proc... Last.. Com... Crea... Notes Actions
2! Plan demo day Open  28.08.20141500  28.08.2014 15:30 Fif...  HEE  +86.. =23 28.08. 0% 28.08.. Finali...
Z| Train the store associate Open 28.08.2014 15:00 28.08.2014 15:30 EET... MEE 486 -] 28.08.. 0% 28.08... Provi.
-> Di..
% Meet with store manager Open 28082014 1500 28082014 15:30 R FEE +86. E S 2808 0% 2808 -»Disc
-= DiscL
% Llamada semanal calidad Open 28.08.2014 15:.00 28.08.2014 15:.05 o At FE 486 BEEX 2808 0% 28.08..

2 FETUGERHEAC REOEH A ARSI OET - AFETH - AV EHA R IP

‘ My Tasks v ‘

My Tasks

- My Completed Tasks

' Iy Open Tasks

| My Tasks This Week
My Tasks This Month
My Team's Tasks

3 ATHEARE G AT

-63 -

e



innatech

NEW TASK
Subject: |
Account: [j]
Primary Contact: [j]
Processor. & &-r P

Completion: | gog

Start Date/Time: | 75 092014 [1] 04:00 v
Due Date/Time: 25092014 [1] 04:30 v
Category: | preparation v
Priority: | Normal v

Status: Open
Owner: & &=r [:T]

Motes:

Save | 4 | Cancel

3.1 4% ¥j8_ LEADS(4 %) - SALES LEADS(# & %% ) ~ ACCOUNTS(% = )i New >
Account(% = )% Primary Contact(2L & i % A )i = ¢ p # =+ ) o
3.2 4r% Processordp T H # I F o F F A K€ I A

- NOTIFICATIONS

® j; Task "7 A —EFAAE 2" is assigned to you.
(" Y= More...

@ 3 minutes ago

f 8 ¢ & FEED( L R)? BRE £ - £ i2ds > 7 sk @i Tl o 4 7 g AN ahp g p

Ak .

"N

>

Set to In Process

Set to Complete

[e=2

41 X FKAE > @ hStatus § 3 L AT
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TASK

A THRE—RHATE R

o

Status

. Completed

Subject:
Processor:
Start Date/Time:

Due Date/Time:

Date Completed

Completion {%):
Category:
Priority:
Account:

Primary Contact:

THRE-FFEARES
#* i )
25.00.2014 [1] 15:00

25002014 [1] 16:00
- 25.09.2014

100%

Visit preparation

Normal

R i}
= 347 i}

Reason Code:
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(=) F%£p e
PEEA NS PR TR 2 M B R ORI g BRI iz
AR ad o MEREBLRERFSLIE

¥ : | ACTIVITIE PLANNER(: # 3+ 3 ®)—>PLANS(:* %)

i
2+ 1 | ACTIVITIE PLANNER(# # 3+ % ®)—>PLANS(;* % )—>New

et At AT RS
PEOPLE MARKETING SALES ACTIVITIES ANALYSIS COMPETITORS PRODUCTS LIBRARY ACTIVITY PLANNER < > |

PLANS ROUTING RULES

ACTIVITY PLANS: ALL (7) New  },
All ~ Mo & Search 1 0,
Name Mandatory Valid From Valid To Action
< ‘Opportunity identify: 2015.12.01 Unlimited g
2 Service plan 2015.06.05 Unlimited T
2/ kevin test pain Vi 2011.06.02 2015.06.30 biig
< Check Order Status 2013.10.11 Unlimited biig
< Activity Plan for work Order 2013.09.23 2014.09.26 o
< Quarterly Activity Plan 2013.08.01 Unlimited i
$ Regular Activity Plan 2013.08.01 Unlimited i g

2 FHEHVUGERHET LR OERTE s ouhE ARG R

All

All Mandatory Plans
My Valid Activity Plans
My Activity Plans

3 A FEDH AT

New Activity Plan

* Name:
Valid From:  2016.01.03 [7]

Valid To: | Unlimited ~ [T]
Mandatory:

Save , | Cancel
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4 GRERER PwEe A BE & TASK(iZ454)%2 SURVEYS(# 4) °

ACTIVITY PLAN TASKS  SURVEYS
o WERE
v TASKS New  £¥
Subject Category Priority Planned Assign Autom... Mandatory Action
*Name: #@rHi Duration

Valid From: 2016.01.01

Valid To: Unlimited No records found

Mandatory:

™ Edit | Actions .

5 greE xR iEgaps o #& New .

Define Task
Subject: | NMHEIELTAH |
Category: Customer Visit v

Priority: Normal v
Planned Duration:
Mandatory:

Assign Automatically:
Add | . | Cancel

5.1 Category(AF %) @ %A 5% 3(74) ~ £ Sy VI B B G T EE o
5.2 Assign Automatically(p & & fiz) 1 2 2 4 ¢ N EIrpE > g A 2 piE g o
6 mEZALLF

61 & SURVEYS(# )T fta¢ Add (3 40) :
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Add Survey

Survey:

6.1.1 Survey(: &) : B~ © R R cE E T
6.2 By A AL FE Y M- L7 LR AT 9 E Assign Automatically( #: 4 fie)

% Mandatory(« %) :

ACTIVITY PLAN TASKS SURVEYS
o HERIE
K% SURVEYS
Name Category

Add | .

Valid From

)

Cancel

Valid To

Assign Automati...

Mandatory

Action

Add

&

*Name: s

' EFERBR... Products
Valid From: 2016.01.01 (7]

O

o

Valid Te:  Unlimited [T
Mandatory:
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T~ BiE AP

(=) F%pen:
PTEE KD B fFE A g BERP P PAREV - AR AT R EE 2

FE > i ciE Bt o - BRI S FEA BN - SIERPNE 0 ¥ - 5

RIS Sk

(2) B

Py ¥ : [ ACTIVITIE PLANNER(% #53* % E)—~ROUTING RULES(i#® i¥
il

# 2 © | ACTIVITIE PLANNER(/% # 3+ % ®)— ROUTING RULES(i# i% 1
7)—New

(2) FiTp
1 #gris BARRNFELT 6
PEOPLE MARKETING SALES ACTIVITIES ANALYSIS COMPETITORS PRODUCTS LIBRARY ACTIVITY PLANNER < >

PLANS | ROUTING RULES |

ROUTING RULES: ALL RULES (6) New  {}
All Rules 2 || el Search O,
Description Business Application Status Actions
# General Routing Rule Visit Active o
# ' Opportunity Identify Opportunity Active o
A1 Ticket Active o
%1 kevin test routing Visit Active i
%) Check Order Status Ticket Inactive o
% Work Order Routing Rule Ticket Inactive o

2 -;%Ei FOUERE R BT F O] ~ TR & AN g R B
All Rules v

All Rules

Active Rules
Inactive Rules
My Active Rules

3 ATH{AR|hE 5 4T
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New Activity Routing Rule

* Description: | gy

* Business Application: | Opportunity

Save , | Cancel

3.1 Business Application(# 7338 * ) : dpy  RRIE * 20— fELh o e 4E T ME S4B g~ IF
o~ JRI®E 21323 o

4  HHtsBEc &% ¢ 45 CONDITIONS(i )% ACTIVITY PLANS(i& #3-31)3 & F 4t
ACTIVITY ROUTING RULE CONDITIONS ACTIVITY PLANS 5
o e

=

Conditions are structured in groups. Adding groups allows you to define OR conditions. If all conditions within at least one group are met, the overall
condition is fulfilled.
Description: #88¥|#

Conditions within a group are AND conditions. To add a condition, click Add Condition
Business Applicat... Opportunity

Add Group
Status: Inactive

None

™

Edit || Actions .
41 CONDITIONS(f ) © % i * st 2P eniE 2 > Gl4oi— S & Rvi- FR % o

4.2 ACTIVITY PLANS(E# 3+ 3]) ¢ 2 & gL P = pF > B30 % vB— RiEdtd o

LR P oA
& CONDITIONS(if i )4 Add Group (s 4 ) » = asg i 2 3¢
5.1 f tdp TIF L 6F &0l o o B E445 2 3 #rdy 2 ehusiness Application(# 4118 )
B2




innatech

REBHZEHTRAT
Edit Condition
* Field: ’ | v Value Before Obiject ...
Account
Account ID
Approval Status
Category
Changed By k
Changed On Category
Close Date
Created By
Created On
Custom Status
OK || Cancel
5.2 PELFRF 18 0 BAET H|ETN R IR L M| ETehE
Edit Condition x
*Field: | Category v Value Before Object ...
* Compare Operator: Equal to v
* With: Value v
Prospect for Service v
OK | Cancel
5.2.1 Compare Operator(** #i& 5 + ) AR #TE F i o> P 3eg T 520 vT 3 & WM<

) A5

ST - S AN N

5.2.2 With(22) 1 4R #iF &
5.2.3 i ¢ §j » 1t 5 2 #reni
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7

CONDITIONS ACTIVITY PLANS

Conditions are structured in groups. Adding groups allows you to define OR conditions. If all conditions within at least one group are met, the overall
condition is fulfilled.
Conditions within a group are AND conditions. To add a condition, click Add Condition.

Add Group Remove Group

‘ Group 1 Category Equal to ProspectforSer [ ¢ [

5.3.1 Eu:?%frfggr—a%:;%k—%i,u i i 5% 2T AND el 4 5 4o & 45 %7 OR

5.3.3 =§ Pt i i 5

te ACTIVITY PLANS (7% #+ 3+ 4 ) Add (7 4r) -
6.1 T AEE S A E R o H T

Activity Plan

Name: | #er)z
. Mandatory:
Valid From: 2016.01.01
Valid To: Unlimited

Add .| Cancel
62 1?7}'% 19 ’ _Ei v %—?Ti@‘ ‘:{_ :
CONDITIONS  ACTIVITY PLANS
ACTIVITY PLANS | Add 3.3
Name Mandatory Action
| manm No 5 |
B ERG TR Actions .| . Setas Active (4 %) i i % % Active(d »2)> 4 & &
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ACTIVITY ROUTING RULE CONDITIONS ACTIVITY PLANS

o HEHm

= ACTIVITY PLANS Add £,

D - Name Mandatory Action
escription: E

Business Applicat... Opportunity Ktk No o
L
™ % Edit | { Actions |

8.1 4 AcClons 4|, .z Refresh from Activity Plan(#_ 3+ % f]37) »

Set as Open

Set as In Process

Set as Won

Set as Lost

Set as Stopped

Copy

Submit for Approval
Withdraw from Approval
Check Consistency

Preview

8.2 4 LiEi. T e At p BeaE = Bt Assign Automatically(p #5 4 fie)dhiz 532
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REBHERHERAS

‘Www.innatéch.com.tw

OPPORTUNITY

Reason for Status:
Approval Status:
Sales Cycle:
Sales Phase:

Days in Sales Ph...

Probability:
Publish to Forecast:

Expected Value:

Total Negotiated ...

Weighted Value:
Start Date:

Account:

Name:

Primary Contact:
Priority:

Source:

Status:

_{ KRREEHENERPE

RRE¥
RKRRETHEEAERPE
RKE

Normal

In Process

Approved
Mitutoyo opportunity
M ARBE

10%

300,000.00 USD
0.00 USD
30,000.00 USD
2016.01.03

w

BUYING CENTER

ATTACHMENTS

SALES DOCUMENTS

CONTRACTS <«

>

SURVEYS

Status

Category

Actions

Add

&,

Igﬁﬁamzawgz

Open

Products

o

Attachments

[ Title

Type

Change... = Changed By

Ox "%

8.3 &3t F drdk A4y % Assign Automatically(f #° 4 fie) e

Tasks from Activity Plan(j&_ s 3+ & P ir):

OPPORTUNITY

5 RREREEBAERPE
)

Account:

Name:

Primary Contact:
Priority:

Source:

Status:

Reason for Status:
Approval Status:
Sales Cycle:

Sales Phase:

Days in Sales Ph...
Probability:

Publish to Forecast:
Expected Value:
Total Negotiated ...
Weighted Value:
Start Date:

RRAHE

: REITHEAERPE

RKE

Normal

In Process

Approved
Mitutoyo opportunity

: HREE

10%

300,000.00 USD
0.00 USD
30,000.00 USD
2016.01.03

OVERVIEW

FEED

PRODUCTS

x 3%

1

P

RELATED OPPORTUNITIES

¥ Ad

747 F Add

[EX

SALES ACTIVITIES

Edit = Actions .

com <€ > |

APPOINTMENTS

Subject Status

TASKS
Subject

HRmEM SRR
PHONE CALLS

Subject

E-MAILS

Subject

Sales P...

Status

Open

Status

Status

StartD...

No records found

Sales... Start...

EAMME 2016.0..

Sales Pha...

No records found

Sales Pha...

No records found

End Da...

Start Date...

Start Date...

Due D...

2016.0...

Owner

Owner

Owner

Owner

i’ KED

New

Action

Actio

Action

Action

&,

ACTIVITY ADVISOR

Subject

Mandatory

Add

Added

No records found

Refresh

Add Tasks from Activity Plan

S

=N

Edit | | Actions .
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(=) fF% B
PEEE N PRF TR AL AR ATREIFAASL P NBRAARDNEE > T
Bo® RSP EIR A R o S H R ARP R AR DRAEN T -

(=) BP0

Y | £ 8 >SURVEYS(# &)

(Z) #HiEmp
1 s feNewwz 24 L h o fl:

New Survey

* Name: | EFEHEFEESR) |
* Category:  products v

Valid From: E
7]

Valid To:

Save | ,| | Cancel

2 i SaveandOpen: &> A HZZP wF e > & =t

7= SURVEY: FF& i Ria®

DETAILS DESIGN PRODUCTS RESULTS

*Name: EFEHmRREE

* Category: | Products v
Valid From i
Valid To m

Status: In Preparation
Previous Answers

Matrix View:

|- * Save Simulation | | Actions ,

2.1 Matrix View(<& "L AL BR]) :

=
o
T
i
s
N

w

» VLR R > 10 4E o

-75 -



innatech

3 r4 % DESIGN(E )T 4t » 72k 25 R %

7= SURVEY: EFEERFLER

DETAILS DESIGN PRODUCTS RESULTS

ITEMS | Add |

= Type Name Branch To Dependency Action

No records found

|- * Save | Cancel | Simulation | Actions ,

31 R Add g 5H BT > 1 Type(Hal)F B 5 6 :

Add Item X

*Type: | section v

* Description: | &5 4H AR

Insert page break af...

OK | Cancel

3.1.1 Type : R* 3845 %] o

3.1.1.1 Amount : £ iF %R 4T o

3.1.1.2 Multiple Choice(select multiple) : 4§ i% %% -

3.1.1.3 Multiple Choice(select one) : ¥ :£48 -

3.1.1.4 Quantity : #c¥ 5 ° 48 -

3.1.15Section : ®E 0 T 5 BREAF LA - R EFH

3.1.1.6 Text : B x|+ i {E o

32 i mAH OK&New |, 5 ~ T - R AL 12 Type Multiple Choice(select multiple) (7
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THEHR (ERIE))E0 b

Add Item

ANSWER OPTIONS *# ﬁa?] > g IR L
X

* Type: Multiple Choice (select multiple) v
* Question: | B BTE AR BRI
Insert page break af...
Require an answer f...

Score:

Question Category: v ~

Branch To: ]

ANSWER OPTIONS

Answer Option Answer Category

Score

ERP v

CRM v

321 Score(~ ) : T OUAHRIEEZE FRLS Al M AR B AR S sk

3.3 12 Type Multiple Choice(select one)( # 8% # (EH# - 1) )5 o] » s = ANSWER
OPTIONS(w % :£35)* 3‘1%] > g IE L
Add Item 4
Insert page break af ...
~
Require an answer ...
Score: Default Branching: v
ANSWER OPTIONS Add
Answer Option Answer Category Score Branch To Actions
1. SAP v v
2. Oracle v v
3 REr v v
4 B v v
v samemneR - @ b ¥ v
0K OK&New |
331 Branch To(Bf 25 3]) * 4e%k w R 7 2 EH > HHFEIN Y - FHESBAAE -

3.4 12 TypeText(= &)z v :
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Add Item

* Question: | = EEFEFIBERPSHS)
Insert page break af...

Require an answer f...

Score:

ANSWER OPTIONS

Answer Option
H

Py

SEHE

3.5 BranchTo 3 % &

*Type. Multiple Choice (select one)

Add Item

*Type:  Text

innatech
RERARhARAY
X
v Question Category v
* Question” | HATHFIERP - 2057 2 Fikgike - WA
Insert page break af. .
Require an answer f...
Branch To:

A

OK | Cancel

OK & New
b

Question Category:

Require an answer f...

Answer Category:

Answer Category

Default Branching:

v
Add
Score Branch To Actions
h g v
v 7 - End of Surve v
OK | Cancel OK & New
3.6 12 Type Amount( £ %) = o :
Add Item X
*Type! | Amount v Question Category: v
* Question” | $EIEEFERPRIIER
Insert page break af...
Branch To
* Currency- ew Taiwan Dolla v
h

-78 -
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REBNZBODRAT
3.7 2 Type Quantity(# &) 5 ] :
Add Item X
* Type: Quantity ~ Question Category: ~
* Question: | JE5HERPEE A 8
Insert page break af...
Require an answer f...
Branch To: v
* Unit of Measure: | v I
Answer Category: v
OK | Cancel OK & New
N 4 o . Simulation | .
4 wIEBLLE T IEAEE R :
SURVEY X
| ERPEERISEN
| ERIE i A
v ERP
[ crm
| BI
MES
| SCM
HRTFTHHERPIH{IER 20—
B2
22
Lt
* Oracle
SAP
Close Previous » Next Finish Submit

41 w g
42 Bt

5 BHERIFER S

A o

S TR g Nt 3T o7
o F& Submit 3% 51‘3—5% o

Nt > @ ge ACONS L oz Activate o
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£ - 4 8 5% ¥ 7 (BP-C4C-230)

. ] s L
R R - B

GEREERE P S0 AR EE R T

2\

H R SE B R - -

(= :
B AE i£ H —>SALES(4' & )—>SALES LEADS(4) & 4 % )—>New &

New Sales Lead

* Name:
* Account: P
Primary Contact: [:']T
Source: v
Qualification Level: v
Priority: | Normal v

Status: | gpen

Category: v
Campaign: Y
Marketing Unit: E']_]
Sales Unit: [:']1
Owner (Sales): E']_]
Owner (Marketing): 3

Note:
Territory 1D: [:']1

Territory Name:

Save | ,|  Cancel
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1.1 Qualification Level 4-% %35%] » » Status #-¢ &_Open °
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HEBHBRHERAG

w.innatech.com. tw

s 44 — = A PN - .
1 @ 8 HrH Rz FEIT™ 50 ¢
FEED CUSTOMERS PEOPLE MARKETING SALES ACTIVITIES ANALYSIS COMPETITORS PRODUCTS LIBRARY ACTIVITY PLAN< > ...

SALES LEADS OPPORTUNITIES SALES QUOTES FORECASTS

SALES LEADS: MY LEADS (261) New .
E: 27, Myleads Mmoo @ Find o

Name Account Primary Contact Source Qualification Level Status = Category Owner (Sales) Owner (Marketing)

© MRAFAWEZL.. AELF Trade fair Hot Qualified E&7 Eax

® HEF10212808,..  mhEA 33t Roadshow Warm Qualified B &% E&%

® HEFI0216018,.. EHRER [ #3 Telephone inquiry Hot Qualified B Ex Ba2x

® HEFI0211EE,.. BRI ] E57 Campaign Warm Qualified B Ex Ba2x

® HEF10212078, pralio ] i 303F Roadshow Warm Qualified AT TEx

® HEF10216878, EZ 4500 [ 355 Telephone inquiry Hot Qualified 5 EX BEX

2 ERE R B4 G AR T gt & 54 4 Qualification Level(GE i & &) $4iE &

i

SALES LEAD

0 POy ] ) A L
" /A

Lead ID: 25083
External ID:

* Name: Mg =l MaE wE b

* Account: | g )
Primary Contact: P
Source: | Email v
Qualification Level: | cqld v
Prionity: | Normal ]
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3 ﬁi%J » Qualification Level & » ;&

SALES LEAD

0 PO ] ) e
s

Lead ID:

External 1D:

Name:

Account:

Primary Contact:
Source:
Qualification Level:

Priority:

25083

M2 = BB f
MY E]

Email
Cold

Normal

-
g

¢ { 75 Qualified(® % +%) -

Status:

Qualified

Category:

-83-
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= NEEIER

TP e

Vil

—\

(=)

784 Rt FEED 2 {c 5] A fechdl B > 215 > v RiE &

iE:

77
‘T

4

o

| B | % H >SALES(4 &)—>SALES LEADS(&) & # %)

Convert to Opportunity

2 WS AT R FIEHE

ACCEPT

R=-Euh R copied Because of High Chance g
Accepted Because of High Chance of Success

Accepted Because of High Revenue Potential

Accepted for Strategic Reasons
Won Against Competitor

Won due to price

Won due to product

Won due to service

ISRy B R

OK
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SALES LEAD

0 PO ] ) e
s

Lead ID: 25083
External 1D:
*Name: POy SIS B B
* Account: | jmipgsAE] m
Primary Contact: ml
Source: | Email hd
Qualification Level: i
Priority” | Normal v
Status’  Accepted

Reason for Status:

Category:

Accepted for Strategic Reas v

b
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ANV ST T

©
:2“\
@
T
R2N S
~=h
=
X
!

/
R
4%
~
N
N
R
It
(23

o

B | i # —~SALES(4 &)—>SALES LEADS(4 & 3 %)

(2) 4 iFHp
1 FHFELE S GHREDE S
11 &~ 4 83k {5 > i PRODUCTS(A &) F 4t :

SALES LEAD OVERVIEW FEED PRODUCTS ACTIVITIES CONTACTS SALES & MARKETING TEAM INVOLVED ) T
s E ~
O PRODUCTS Add &
Product Category Quantity Action

Lead ID: 25083 No records found

External ID:
Name: MILAFNAE B
Account: MIPLLE]
Primary Contact
Source: Email
Qualification Level
Priority: Normal
Status: Accepted
Reason for Status: Accepted for Strategic Reasons
Category:
Brand Interest Brand A
Campaign
Marketing Unit
Sales Unit
Teritory ID
Teritory Name:

Owner (Sales).

<

Owner ing) & X

(=N 4 Edit || Actions || New

12 f& Add > 7 3THUE

F_&
Rl

T
=
35
iy
3\
(Y
e

ADD PRODUCT

Product: [j]
Category: [j]

Quantity: v

13 & AN i 5 s B AR A RoFE Y
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REBMEBEHERAS]
ww innatach com.tw
%
SALES LEAD QVERVIEW FEED PRODUCTS ACTIVITIES CONTACTS SALES & MARKETING TEAM INVOLVED >
—
M F R E )
@ PRODUCTS 23 o
Product Category Quantity Action
Monarvo Laptop Computer X3 Series 32 B2C 10 Each i d ‘

Lead ID- 25083
External 1D
*Name  MILEIE AR
* Account | R ]
Primary Contact 5
Source | Email v

Qualification Level

FOH AL S AR A GIH A BRAR LRBMRA AT o HE M L nd
TEIES)

21 x4 LME S F CONTACTS(i# & 4 )F 4 :

A
SALES LEAD OVERVIEW FEED PRODUCTS ACTIVITIES | CONTACTS SALES & MARKETING TEAM INVOLVED ) BT
O ~
CONTACTS Add &3
Name Function Department Address Phone Mobile E-Mail Primary Con...  Action
o 5 S50 No records found
External ID:
*Name: A EINGE i
* Account: | A E] 7
Primary Contact: ey
Source: | Email v
Qualification Level: ¢ o/g
Priority | Normal v
Status: Accepted
Reason for Status: | accepted for Strategic Reas ¥
Category: v
Brand Interest: | prang A v
Campaign: I
Marketing Unit: =
Sales Unit o
Territory ID: [
Territory Name:
Owner (Sales): [w) v
Owner (Marketing): | & & =t
[=IN L Save || Cancel | A New
22 F Add > T R A
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SALES LEAD

Lead ID: 25083
External ID:
*Name: | ;= Mag e b
* Account: A 7
Primary Contact | 8 £~ [u)
Source” | Email v
Qualification Level: ¢q|g
Priority” Normal

Status:

Accepted

2.3 %LQ,Ach A WRTH T M LR
o\ L
N

innatech
RERMEROBTRAY
Enter a name that is assigned to the account that is associated with this lead.
Name: | @
Function
Department
FPhone
Mabile:
E-Mail:
Primary Contact. +/
Add | .|| Cancel
L ’ 2 k 2, “i
B oenmhi L FE ¢
OVERVIEW ~ FEED  PRODUCTS  ACTIVITIES ~ CONTACTS  SALES & MARKETING TEAM  INVOLVED < 3 .
A
CONTACTS m &
Name Function Department Address Phone Mobile E-Mail Primary Con...  Action
RS IT Manager IT Dept HPERE3105 [T ! T |
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w.nnatach.com.

I~

W TERse -

B A | i # —~SALES(4 &)—>SALES LEADS(4 & 3 %)

» f ACtons |, = Convert to Opportunity(i# % 4 ¢ ) :

I Convert to Opportunity

2 BEAPE AT

New Opportunity

Document Type:
* Name:

* Account:
Primary Contact:
Source:
Expected Value:
Start Date:
Close Date:
Sales Cycle:
Sales Phase:
Probability:

Publish to Forecast:

Forecast Category: | Pipeline

Category:
Campaign:

* Owner:
Territory 1D
Territory Name:

MNote:

Sales Organization:

Opportunity ¥ A
Bl B S i
M =] (mY
2 Fi= 7
Email v
0,00  USD v

26.09.2014 [1]
25.03.2015 [1]
General opportunity hd
Identify opportunity v
10%

~

v

(=]
B ()

[}
CN1100 o v

Save | Cancel
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R P Y N & o

SALES LEAD

0 PO ] ) e
s

Lead ID:

External 1D:

Name:

Account:

Primary Contact:
Source:
Qualification Level:

Priority:

25083

M= R R fe
MrgsE]

aFi=

Email

Cold

Normal

I Status:

Converted |

Conversion Date:

Category:

26.09.2014
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i - 48 ¢ ¥ m(BP-C4C-240)

%  —>SALES(4 & )—~>OPPORTUNITIES(# ¢ )>New =

% ¥ >CUSTOMERS(% = )—>ACCOUNTS(% = )—>OPPORTUNITIES(#

€ )>New s

a1 e 3!]—>®

New Opportunity

Document Type:

* Name:

* Account:

Primary Contact:
Source:

Expected Value:
Start Date:

Close Date:

Sales Cycle:

Sales Phase:
Probability:

Publish to Forecast:
Forecast Category:
Category:
Campaign:

* Owner

Territory ID:
Territory Name:

Note:

Sales Organization:

Opportunity

ME 25T 2014/1 0t M)
ME AT

=]

0,00 UsD v
26.09.2014 [T]
25032015 [1]
General opportunity
Identify opportunity
10%

Pipeline

ok
fila
s

CN1100

Save 4 | Cancel
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11

1.2

1.3

14

4od d £ = T OPPORTUNITIES(# € ) B #4% New » Account(% =) ~ Primary
Contact( & i % £ )2 Owner(*7 #)¥# =& ¢ p &4 !

SalesCycle(4/ £ F#): $ ¥V HH P ERKH ERZF LI R 2T 5 - G+
T GVREFSE S A - RS LS R TR - R ek o d a1
R Fers g waR P wiB R afF B > U L IES - € T RINE A7 o
PR LR e LTI ALY -

Sales Phase(#¥ & r&Bo) P o0 iE {7 34l & FF B > # 3K Z_Probability ¥ Sales Phase =% &
B % > ]4e : 1dentify Opportunity(:: =] ¥ ¢ )%_10% - Qualify Opportunity(;= 4 & 4% ¢ )
%_20% -~ Develop Value Proposition(F 4 % i %8 3.) £_40% - Quotation(3¥ #% )%_60% -
Decision(;+-i)%_80% -~ Close(k# #)+&_100% -

Publish to Forecast(s i PIFE ) © E_F #- L 45 € 3~ FERIHH -
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RERARhARAY
2,7,
S
PYERRID ..
(=) F%pen:
% 24 2 SR T S
'//”’%g}*rﬁgé_rr"% A F’#"’
(z) 5B
P g g 4
B | ¥ ¥ >SALES(4 &)—>OPPORTUNITIES(4 ¢ )
— VI .
(2) FiTap !
v s4 — — R .
1 erts o BathgFEeeT
SALES LEADS OPPORTUNITIES SALES QUOTES FORECASTS
OPPORTUNITIES: MY OPPORTUNITIES (477) New &,
E: =%, My Opportunities v m [GE Find. O,
Name Account Close Date Sales Phase Owner Status Progress Changed On * Action
W MAELF2014/10 WERF] 25.03.2015 Identify opportunity L ¥4 Open On Track 26.09.2014 06:49 UTC
WM RIS s M=) 25032015 Identify opportunity BEEX Open On Track 26.09.2014 03:48 UTC
W M-sREEREE MR ERAT 30.11.2014 Qualify opportunity 52X Open On Track 19.09.2014 09:17 UTC
W EHF102158061..  EEE 02.01.2013 Develop value propos... 2 23 Won Not Relevant 05.06.2013 18:21 UTC
W EEHF10211806..  EXHE 21.11.2012 Identify opportunity EExX Won Not Relevant 05.06.2013 18:21 UTC

),
N

Set as In Process

Set as Won

Set as Lost

3 AoR FTHBELE CAHREPA S
3.1 i PRODUCTS(A &) i :

-03-
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REBMEBEHERAS]

www.innatech.com.tw

%
OPPORTUNITY OVERVIEW FEED PRODUCTS SALES ACTIVITIES COMPETITORS SALES TEAM RELATED OPP ) e

5 BEATI2014M0METH R A
,|I PRODUCTS o

Product Descript... Product... List Price Unit Quantity Propose... Negofiat... Notes Revenu... Revenu... Action
Account: SFAE ?
Name:  JH 2 F2014108E M)

No records found

Primary Contact: | 5 &5 [l
Source: v
Status: | gpen
Reason for Status: >
Approval Status | Not Started
Sales Cydle: | General opportunity
Sales Phase’  dentify opportunity e

Days in Sales Phase:

Probability:

0%
Expected Value: 000 lusD v
Total Negotiated Va. 0,00 |UsD
Weighted Value: 0,00 | usD
Start Date: | 26.09.2014 [1]
*Close Date: | 55 03 2015 [1]
Publish to Forecast: [/

Forecast Category”  pipeline e

Category: M4

Q ™ Save || Cancel | Actions

32 4 Add > FATHELEL P B DE T

PRODUCT

| Product: )l
Line: 10
Description:
Product Category: [']_]
List Price:
Unit:

Quantity: n

Proposed Value: 0,00 | usD

Negotiated Value: 0,00 | uUsD

Notes:

Start Date: | 25032015 [1]

End Date: 25032015 [1]

Add | , | Cancel
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RERARhARAY
o
OPPORTUNITY OVERVIEW FEED PRODUCTS SALES ACTIVITIES COMPETITORS SALES TEAM RELATED OPP >
5 W F 747120141085 %121 ~
| PRODUCTS a9 |
Product  Descript.. Produet.. ListPrice Unit  Quantity Propose... MNegotiat... Notes Revenu... Revenu.. Action
Account NELE! 5 Comput[!  Computerf  B2C 10E~  0D00USD 800 L [peos2fT]]  25032[7] |
Name: M R12014M ORI 5]
Primary Contact: i 5§75 NOTES
Source: -
Status: Open
Reason for Status: v
Approval Stalus: | Not Started
Sales Cycle:  Gengral opportunity
Sales Phase” qantify apportunity M
> s L3 .
do % B ATH 6§ i
g y S g - &5
4.1 £ COMPETITORS(G < <) F &
“
OPPORTUNITY OVERVIEW FEED PRODUCTS SALES ACTIVITIES COMPETITORS SALES TEAM RELATED OPP" 2 .
3 i 773 F]2014/1088 %+ 21 A
= COMPETITORS &
Name City Web Site Classification Status Main Action
Account: | JiF41a] [ul) No records found
Name: | I 23 5]2014/101 M3 5]
Primary Contact: | [ &5 =)
Source: v
Status: | gpen
Reason for Status: v
Approval Status: | Not Started
Sales Cycle”  General opportunity
Sales Phase: | |dentify opportunity v
Days in Sales Phase:
Probability: | 10%
Expected Value: 000 usD v
Total Negotiated Va. 800,00 USD
Weighted Value: 0,00 | usD
Start Date: | 25.09.2014 [1]
* Close Date: | 25032015 [1]
Publish to Forecast: [/
Forecast Category: | pipeline v
Category: v v
CEIm Save || Cancel
— wpga P .
4.2 % Add > T ITH L8 ¢ Jmi"ﬂk :
Role: competitor h
Name: ml
City:
Web Site:
Classification:
Status:
Main:
Add | .|| Cancel
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RABHZRAZRAN
43 e M9 e noaugs 6 enR L X FH Y
. B F’ /F
“
OPPORTUNITY QOVERVIEW FEED PRODUCTS SALES ACTIVITIES COMPETITORS SALES TEAM RELATED OPP 2> e
5 W FHAF20141088 %321 ~
=) COMPETITORS 2 o
Name City Web Site Classification Status Main Action
Account MFNE] @ Kingston Technologies ~ New York www.Kingston.com Big Threat Active v ﬁ |
Name:  F 5] 2014/105 1915
Primary Contact | pf 575 ?
Source -
Status”  open
Reason for Status: -
Approval Status: | Not Started
Sales Cycle: | General opportunity

-906 -
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AR L NIRRT BT RS T LR

| B s | i # —~SALES(4 &)—~OPPORTUNITIES(# ¢ )

(2) #iEmp -

1 (BRPURTPpPFEESALIEE ok T I EEP B g

1.1 i 4% Submit for Approval(# 2 % #) :

2t

Set as Open
Set as In Process
Set as Won
Set as Lost

Set as Stopped

Copy

Submit for Approval
Withdraw from Approval
Refresh

12 #E#+ > &

Send for Approval

=
y
4

4
o
=

—N

3 Actions | -

b AR S R A2

NOTES HISTORY

1.3 % %18 > Approval Status(F #+7% i) &4 { 37 ¢
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OPPORTUNITY
3 EFEEM2014M1008H .
1.'

iy

onk

Account: FEEEF
Name: HZEEH2014108E T A
Primary Contact: = {I17
Source:
Status: Open

Reason for Status:

Approval Status: In Approval

Sales Cycle: General opportunity
Sales Phase: |dentify opportunity
Days in Sales Phase:
Probability: 10%

Expected Value: 10,000.00 UsD
Total Negotiated Va... 0.00 usD
Weighted Value: 1,000.00 usD

Start Date: 2014.10.02

Close Date: 2015.03.31

14 #F s £ AN 0 0w ek (e g )

Set as Open

Set as In Process
Set as Won

Set as Lost

Set as Stopped
Copy

Submit for Approval

Withdraw from Approval

Refresh

-08 -
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21 & » ,f‘. ruié

EXE S SRRy

NOTIFICATIONS

2

Approve Opportunity =2 E512014/108%5 5 555 550 (45571) - 355
#l - 10,000.00 USD

More...
3 minutes ago .3,-‘/ @

Task "1 #>r—EHE R EhHE" assigned to B &H{ is past due date.
More.__.

15 hours ago

Task "1 #r— BN EHE" assigned to you is past due date .
Mare. ..

15 hours ago

Task "1 #>r—EHEedrEHE" is assigned to you.

More...
2014.09.29 2236

View All

22 TR brans ¢ o dod £33:%15 ¢ > Approval Status(F $+4% )4 { A7

OPPORTUNITY

o RFEH01410BER .

]

Account:

Name:

Primary Contact:
Source:

Status:

Reason for Status:

HEE
HEEH2014/1088 B BIETHE
FEAET

Open

Approval Status:

Approved

Sales Cycle:

Sales Phase:

Days in Sales Phase:
Probability:

Expected Value:

General opportunity

Identify opportunity

10%

10,000.00 UsD
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23 = Laks Bw e G & Kig ez € T o 4ok A% € 0 Approval Status(F #ik i
B L AT

OPPORTUNITY
3 EFEH2014M1EEE. -
)
Account: EESH
Name: EZ:ZH2014/1 1B BIE0%

Primary Contact:
Source:
Status:

Reason for Status:

= {ET

Open

I Approval Status:

In Revision I

Sales Cycle:

Sales Phase:

Days in Sales Phase:
Probability:

Expected Value:

General opportunity

Identify opportunity

10%

20,000.00 usbD
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PR B A T

(=) F¥p e

CEFHHIPEBRAS ERARBR LIS E 2R > F-FB7 H A VB IFE 5 - IFE

RS R TIOE T- R TR R RERA AR T g v R D
SR PR E 0 MR YRR - 8§ R AT

(

B il | i 8 —>SALES(4 8)—~OPPORTUNITIES(# ¢)

g
1t g Name(#40) B ¥ B pazts ¢ - & E0

A
OPPORTUNITY e o e OVERVIEW FEED PRODUCTS SALES ACTIVITIES COMPETITORS SALES TEA ) JEP
Primary Contact. | B Ei77 @ ™ saLes TEAM PRODUCTS
S 3
oures M Role Name E-Mail Product Description Product Ca... Quantity
Status:
In Process Sales Employee = i CNSalesMan@end ... P400102 Computer P5. B2C 10 Each
Reason for Status: v
Approval Status: [ Not Started Owner B E&%7 CNSalesrep01@on...
e e e CONTACTS LEAD
| Sales Phase: IDuoIat\on—V“ Name Primary Contact E-Mail Name Account Created On Source
Days in Sales Phase: 7 Day(s) Fo—
i Yes

Probability: | 60% No records found

2
Expected Value: | 8000,000 usp v o e

Total Negotiated Va.. | 8.000,00 ysD

[Weighted Value: 480000 usp |

Start Date: | 26,09 2014 m

* Close Date: | 5503 2015 [T]

Publish to Forecast:

Forecast Category: | pipeline ~

=15 LR save

1.1 7% Sales Phase(4¥ gr ﬁ»)ﬁsﬂ] P oA e (TR B

1.2 Probability(F£3) : € 124515 th3k = F 1) Sales Phase ¥ Jisc= < 85 o

1.3 Weighted Value(+: # % &) : 343 Expected Value(3g #F % &) * Probability(¥2 3 )& &1 » &
FEAFTIR AR F o

2 dr% e mmE AP BR Actions
21 ¥ Setaslost(zk = @ 24):
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Set as Open

S In Proces

[1"]
w
[ ]

ta

Set as Won

Set as Lost

Set as Stopped
Copy

Refresh

2.2 Status(;# it )% Probability(#e 5 ) #-4 & { #7 :

Sales Cycle:
Sales Phase:

Days in Sales Phase:

OPPORTUNITY
1 71 43 F]2014/104%4...
=l
=
Account: MFL3F]
Name: MFL5T]2014/1 04 1
it
Primary Contact: B &5
Source:
Status: Lost
Reason for Status:
Approval Status: Not Started

General opportunity
Quotation

7 Day(s)

Probability:

0%

Save
*

2.3 4 FOU, # » Reason for Status(t & & %) » W% $pc iy 7] > 7
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OPPORTUNITY
5 WTAF2014108..
]
Account:  IF43=] ol
Name: {M|F 23 5]2014/10t K
Primary Contact: | [ 55 ml
Source: v
Status: | | gt
Reason for Status: v
Approval Status: | Not Started
Sales Cycle” | General opportun
Sales Phase:  qugtation v

Days in Sales Phase

Probability:

- 7 Day(s)

0%
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EN Y

N
[
—
0
ki
S
N

| B s [ 1% § —~ANALYSIS(# 47)—>REPORTS(3F 4 )

(Z) Firgmp
1 Ad¥x %&9353?1 »RWON* B FWin* () 0 - Enter > 303 £ 45 € Wk A 47 4 B cdR &

FEED CUSTOMERS PEOPLE MARKETING SALES ACTIVITIES ANALYSIS COMPETITORS PRODUCTS LIBRARY ACTIVITY PLAN ¢ >

DASHBOARD REPORTS

REPORTS: REPORT VIEWS (17) £ Refresh
Report Views v & I *won* X]
Ty| Report View Name = Report Name Description Actions
Compare the average sales cycle length for a selected
Average Sales Cycle Sales Cycle Trend account vs all accounts, across all opportunities won to ™~ v & .
date
Average sales cycle length across all opportunities won
Average Sales Cycle - Last 12 Months Average Sales Cycle |~
9 v 9 3 in the last 12 months k-
C leads and rtuniti ted fi
Campaign Scorecard ‘Campaign Scorecard ompares [eads and oppo un| 65 crealed from |- * Q .
campaigns vs. Won opportunities
Number of deals won versus the total number of deals
Deals Won vs Total deals by month Customer Insight: Closing Rate Details Report |~
v 9 9 P broken down by month o & .
Number of deal: the total ber of deal
Deals Won vs Total deals by Sales Rep Customer Insight: Closing Rate Details Report umber ol deals won versus e total number of deals ™ v & .
broken down by sales representative
Comparison of forecast against target revenue, won
revenue and override revenue (difference between
Forecast Metrics Forecast Report - ( ~ v & .
pipeline revenue and forecast revenue for opportunities
in submitted forecast)
Forecast Variance Forecast Variance Metrics Difference between forecast revenue and won revenue |~ * Q "
Performance Analysis ‘Customer Insight: Performance Analysis Comparison of target vs won revenue |- * ¢ a
Revenue in pipeline split by won and expected revenue
Pipeline Forecast - Current Year Pipeline Forecast PP PtbY P ™ < & .
across months of the current year
Top 10 product categories by total revenue share in won
Sales by Product Category (Top 10) - Current Year Sales by Product Category p10p o Y |- * ﬁ B
and open opportunities closing in the current year
Top 10 sales representatives by total revenue for
Sales Reps by Revenue Won (Top 10) - Last 12 Months Sales Reps by Revenue Won |- * ﬁ 4
opportunities won in the last 12 months
Total expected revenue of won opportunities in the
Sales Summary - Current Year Sales Summary (Current Year) P PP |- * Q . v
current year, quarter, and month
75 P .
2 1 4i% Deals Won vs Total deals by month  :
- = ;////,J_./ﬁ é:-r ——l#;—,.:-.’):i nggl
~ o U — T b z
2.1 %ﬁWE_FQI% ml)xﬂm 3 F—,z_& % Ry
* *

-104 -



innatech
REBHERHERAS

‘Www.innatéch.com.tw

Customer Insight: Closing Rate Details Report

View : v Deals Won vs Total deals by month

Selection - ¥ Initial

You can customize the view by selecting from available chart options. Expand the left panel in order to further narrow down the criteria or select a present view or selection at fop.

> IEIE: <

Report Default View Default

Selection Criteria

Access Context Employee or Teritory i

Quarter/Calendar Year | year and Current Quarter

o X
Display Currency Default Company Currency Ij-'l X
o X

* Display Currency - Cc Today

Go

\Q N

Vi
&
&
=
[uxs
-‘qmlJlk

‘5:

o
,\m

2.2 ﬁ%iiﬁg?]% ERC NN

Customer Insight: Closing Rate Details Report

view © v Deals Won vs Total deals by month

Selection © ¥ Initial

You can customize the view by selecting from available chart options. Expand the left panel in order to further narrow down the criteria or select a present view or selection at top.

Report Default View Default 3.00 1 ® Number of Deals Won
Selection Criteria £+ % Number of Deal:
jumber of Deals
Access Context Employee or Teritory < 250 -
Quarter/Calendar Year  Yearand Current Quarter [T X
Display Currency Default Company Currency [ %
* Display Currency - C¢ Togay 7 % 200
Go

1.50

1.00

0.50 1

0.00 T

‘October 2014 November 2014 December 2014

f;.] 4riE Win/Loss Reason - Last 12 Months  :
31 HF AR~ e o T RN

Opportunity Win/Loss Analysis

view v Win/Loss Reason - Last 12 Months

Selection : ¥ [nitial

You can customize the view by selecting from available chart options. Expand the left panel in order to further narrow down the criteria or select a present view or selection at top.

Report Default View Default
Selection Criteria £+

Access Gontext Employee or Territory v

Display Gurrency Default Company Currency o X

* Display Currency - Gt Today o X
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32 W %A j  Go

Opportunity Win/Loss Analysis

View -~ Win/Loss Reason - Last 12 Months

Selection = ¥ Initial

You can customize the view by selecting from available chart options. Expand the left panel in order to further narrow down the criteria or select a present view or selection at top.

< EIE: <

Report Default View Default 2.00 7 @ Number of Deals
Selection Criteria q‘
Access Context Employee or Teritory o
Display Gurrency Default Company Curency (1 X 150
* Display Gurrency - Cc| Today 7 x
2
3
s
e 1.00
3
a
E
S
=
0.50
0.00

Lost due to price Won due to product

Win/Loss Reason
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M~ 4F i ¢ 2 (BP-C4C-250)
- Mg EZF
(=) T%p
BA B ETRY A RBEE ARG o U EE L kR
(=) BB
B £ # —>SALES(4 8 )>OPPORTUNITIES(4 ¢ )—Sales Documents(4/ & ¥

) T &

(=) #FiFgmp

1 4 New » v 393 4R 3 ¢
New Quote

* Account: MFH 4NE] &L
Primary Contact: | p§ 575 Y
External Reference:

Date: 02.10.2014 1]

* Payment Terms: v

Valid To: | 04102014 [1]

Owner & &2 ET]

Sales Unit: | gg1es Unit CN [T]

Internal Notes:

PRODUCTS Add £}
ProductID = Description Quantity Actions
P400102 Computer P5 10 |eaw

Save | 4| | Cancel

11 4% tf g T e

E AT MEF N o do B B T A S A ST oo
2 HAEE O g AE hid i :

F G
o
=
=
o
X
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OPPORTUNITY
-}

Account:

Name:

Primary Contact:

Source:

Status:

Reason for Status:

Approval Status:

Sales Cycle:

Sales Phase:

Days in Sales Phase:

Probability:

Expected Value:
Total Negotiated Va

Weighted Value:

Start Date:

Close Date:

Publish to Forecast:

Forecast Category:

Category:

W FAT 20141058581

MRRF
MELLFI2014/1 088 Bit£1
ih=pz]

In Process

Not Started
General opportunity
Quotation

6 Day(s)

60%

8.000,00 USD
8.000,00 USD
4.800,00 USD
26.09.2014
25.03.2015

v

Pipeline

S INVOLVED PARTIES

APPROVAL

ATTACHMENTS

SAVO

SALES DOCUMENTS

SHIPPING DETAIL € > ...

SALES QUOTES
D

External Reference

Date

New

Y

Owner

414 - MR AT 201410

02.10.2014 UTG

1ot

il

SAP ERP SALES DOCUMENTS

Documen... Type

Created On

Overall St...

Delivery... Rejection...

No records found

Sales Org Channel

Division

Net Amount Reference

Edit || Actions

- 108 -



innatech

S ~NHpEEH

(=) E%p
g ’ﬁ P AN /E'“’%‘g ’ ﬁ”&?@‘;iﬁ% °
(z) 5532
B i H —>SALES(4 &)—>SALES QUOTES(# & 4F ) =&
1 E3]|— @
(Z) FiTmp

New Quote

* Account: P
Primary Contact: ET]

External Reference:

Date: 92102014 E
* Payment Terms: -’
Valid To: | 04.10.2014 [T]
Owner. & &7 ET]
Sales Unit: ET]

Internal Notes:

PRODUCTS Add £}

ProductID = Description Quantity Actions

No records found

Save | 4 | Cancel

1.1 ﬂ;&?;}ij\/}ﬁagﬁ_ﬁ.dd %’ﬁ’i@ﬁé__ ;ﬁf—r’.ﬁ%])\)ﬁrr.ﬁnﬁiiﬁiﬁ.
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PRODUCTS | Add IS

ProductID = Description Quantity Actions

w] v @

2 B AT AR Mg ST AAR T E Y

FEED CUSTOMERS PEOPLE MARKETING SALES ACTIVITIES ANALYSIS COMPETITORS PRODUCTS LIBRARY ACTIVITY PLAN ¢ >

SALES LEADS OPPORTUNITIES SALES QUOTES FORECASTS

QUOTES: MY OPEN QUOTES (3) New &,
E= =%, My Open Quotes SN || <EN Find. Q,

ID Progress Status External Refer... Account Primary Contact Date ¥  Valid To Total

Actions

=416 Not Relevant Open MofEREIRLE  H == 02.10.2014 24.10.2014 1.000,00 USD

= 414 Not Relevant Open MERF] BEF 0210.2014 31.10.2014 0,00 USD

=l 381 Not Relevant Open pis=sEts 22.09.2014 24.09.2014 16,96 USD E 237

3 ELEHH

FTI%4AR
3.1 OVERVIEW( ﬁ'ﬁ”

i
AT W PR o dopr

% »ﬂi 'fﬁ-t\:‘;»}*%v/"‘k*
& Ezﬁhﬁ‘ﬁ  E IR K
BN
eL .
SALES QUOTE OVERVIEW PRODUCTS INVOLVED PARTIES SALES DOCUMENTS ATTACHMENTS PRICING AF € > wn
- 416 ~
- INVOLVED PARTIES
Role Name Address E-Mail Phone Main
Account MR AR R 8 /CN v A
Progress: Not Relevant
Delivery Priority: Normal Owner B &x k1008 / 138 2000 CNSalesrep01@ondema...  +86 21 63751282 v
Account: I REHEIRAT Bill-To =B HERRAR 8 /CN v
Primary Contact: 3 =+ Ship-To = et 3 /CN v
Extemal Reference Payer A=A B /ON v v
Ticket:
Status: Open PRODUCTS
Approval Status: Not Started Line = Product Description Price  Price Unit Quantity Discount (%) Item Value
Reason for Rejection 10 P400105 Monarvo3i2 A 8. 1.000,00 USD 1 ea 1ea 1.000,00 USD
Description:
Date: 02.10.2014 OUTPUT

Valid To: 24.10.2014 Resubmit  Setto Successful View Data XML Refresh

Requested Date: 04.10.2014
File Type Document Name  Status Recipient Sent By Sender Submitted On Retained Until
Overall Discount (%)
Total: 1.000,00 usD
Payment Terms: 60 days net
Incoterms:

Incoterms Location

Owner: & &37

<

D™ x Edit || Actions

3.2 PRODUCTS(Z &)F # Mg 4R Heng S 8 > 7 At s j -
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SALES QUOTE
= 46

Progress:
Delivery Priority-
Account:

Primary Contact:
External Reference:
Ticket:

Status:

Approval Status:
Reason for Rejection:
Description:

Date:

Valid To:

Requested Date:
Overall Discount (%):
Total:

Payment Terms:
Incoterms:

Incoterms Location:

Owner:

Not Relevant
Normal v
M= EAERLE

H=F o

Open

Not Started

02102014
24102014 [1]
04102014

1.000,00  usD

60 days net v

o)

OVERVIEW

PRODUCTS

INVOLVED PARTIES

SALES DOCUMENTS

ATTACHMENTS

PRICING

AF D J

PRODUCTS

Line =

Product

Description

Price  Price Unit

Quantity Discount (%)

Item Value

Action

Add

&

Color

10 P400105 [

Monarvoi24 [100] usv |1

ea v 1 eav

1.000 us

T

EXTERNAL NOTE

ATTACHMENTS

Title

Type

INTERNAL NOTE

Changed On

* Changed By

Add

Actions

3.3

[RYe

IF
-~

wy

il
o

*
VR

e

Save | WOEULEN | Actions

FHEG MO S bl

SALES QUOTE OVERVIEW PRODUCTS INVOLVED PARTIES SALES DOCUMENTS ATTACHMENTS PRICING AF >
$ =| 416
= INVOLVED PARTIES Add £
Role Name Address E-Mail Phone Main Action
Progress: Not Relevant Account PR AT 5/ON P v L
Delivery Priority- | Normal v Owner E -3 SFR1008 / T CNSalesrep01@ond...  +86 2163751282 v
Account: | i~ By HIRAE) [y —— A BRERAT i /ON = v
Primary Contact: | g == I
Ship-To M RHABRRAE] EiCN [u) v
External Reference:
Tioket: Payer M= BB tigicN P v
Status: | Open CONTACTS Add
A I Status:
ppiove | e Name Address E-Mail Phone Main Action
Reason for Rejection: v
i %= F#ICN s v
Description:
Date: 02.10.2014 il
Valid To: 24 10,2014 [T]
Requested Date: | 04102014 i
Overall Discount (%):
Total: 1.000,00 USD
Payment Terms: | 60 days net v
Incoterms: v
Incoterms Location:
Owner: | & &% sl
~ % Save | Cancel | Actions ,
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=R ER

(2) #iEmp -

’¢< ,,é.‘fl‘.»—\?‘ IZ?‘;{ ,’_\-.LE'] ﬁ"’

2N

1.1 :E# Submit :

Submit

xternal Follow-

]
(=]

Preview

Edit Qutput Settings

up Document

1.2
SALES QUOTE

$= 123 - 35 2014/104% ..

Progress:

Delivery Priority:
Account:

Primary Contact:
External Reference:
Ticket:

Status:

Not Relevant
Normal
HEE

= AET

Open

Approval Status:

In Approval

Reason for Rejection:

¥ % {5 > Approval Status(Z 4% i) #3537

FEERALEE ok B 1 FR o B pdr s o e AONS L)
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N o
-

+

'n'_“\

\J;"'A‘:

® 0o "

B i iets o Mg ] BB P e e

- NOTIFICATIONS
A
=]
-]

¢ = Approve Sales Quote 123 - sl - 15,000.00 USD
More...
14 hours ago

= Approve Sales Quote 100 - Heidelberger Z
More...

30.10.2013 19:49

,‘; Task "Activity Task Heidelberger Zement" is assigned to you.
v=| More...

28.10.2013 13:49

QS il ©&

&

View All

22 TR PR o dr% B 393%4F § 0 Approval Status(F 5% &) %3 & { A7 ¢

SALES QUOTE
$= 123 - 35 2014/104% ..

Progress: Pending
Delivery Priority: Normal
Account: EZEEH|
Primary Contact: ZF {77
External Reference:
Ticket:

Status: Open

Approval Status: Approved

Reason for Rejection:

Description: JEEE2014/1088 B E &5 H

23 #Dvswe R R eeEdR TR o 4ok B333%4F > Approval Status(F 3455 i
e AT
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SALES QUOTE
o= 123 - M EEN2014/100...

Progress: Not Relevant
Delivery Priority: Normal
Account: EZEEH,
Primary Contact: 2 {£1T
External Reference:
Ticket:

Status: Open

Approval Status: In Revision

Reason for Rejection:

Description: HEEM20141088EE K%
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RESHEROBRAT
o v 3
%~ 4 8 3 2 12 (BP-C4C-260)
(=) F%pen:
o~ LWR s &R £
(.: ) 3 B =
BT | i # —>SALES(4 &)—~FORECASTS(5 i2l)
(2) FiTp
1 & New » & 3o sgp| T4 ¢
New Forecast
* Name:
* it )
Sales Unit: | gales Unit CN
* Owner: | 2 T4
* .
Currency: | UsD - US Dollar v
* From Year-Month: | 2014 v | | October v
* To Year-Month: 5014 v~ | December v
* . .
Level'  opportunity Forecast v
Source:  Opportunity Expected Revenue v
Save | 4| | Cancel
2 RTH{s 0 BT b E
FEED CUSTOMERS PEOPLE MARKETING SALES ACTIVITIES ANALYSIS COMPETITORS PRODUCTS Ll >
SALESLEADS  OPPORTUNITIES  SALES QUOTES  FORECASTS
FORECASTS: MY FORECASTS (1) New g%
E: 5?‘ My Forecasts v III \:. @ Find. O.
Name From = To Level Status Owner Sales Unit Revenue LatestVers... Data Action
= 2014/Q4... 2014-10 201412 Product Fore...  In Preparation F 58 Sales Unit CN 20.000... USD VERSION1 @
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FORECAST VERSIONS ~ OPPORTUNITIES 3
2014/Q4 Product Forecast
adl VERSIONS L.
D Active Revenue Submitted On Created On * Data Action
Name: 2014/Q4 Product Forecast VERSION1 20.000,00 30.09.2014 07:50 UTC gj ﬁ
Owner: 3 B

Sales Unit: Sales Unit CN

Currency: USD
From Year-Month: 2014 Qctober
To Year-Month: 2014 December

Status: In Preparation
Level: Product Forecast

Source: Opportunity Product Revenue

™ %

34 ardy TR FA At Data g e :

311 % # * Excel $5 » ¥4 (F £ =% % Add-In for Microsoft Excel® ) :

®E B\ RFERE £¥ ®EH 7% W% @38  SAP Cloud for Customer

© @ =
NS _~€ £ . .
A B c D E F G H I 1 K L M I N
1 Sales Forecast
D Calendar Year/Month  '10.2014 "11.2014
3 Sales Unit Sales Unit (Key) il ploy ible (1 Account Account (Key) Opportunity ity (Key) Product (Key) Forecast Amount Forecast Amount
4 'sslesunitcN cN1100 EY 1148 BEERGHEELT 0208 WEERIR201NFIIFY  D6816 Notassigned # Not assigned " 200,000.00 USD
T'\ IREFAEE 0210 iRTREE 000/ 1000 HE B6a14 Notassigned # Notassigned  ® 30,000.00
6
7
8
9
10
11
=Rl 44 2 = ] -
312 T » VRELATIPFTR
EER2 T icrosoft el W
=R BA AEEE 4% =28 5B eR  Ess
lem By BHARE i} kg H Al (=
SR MR PN EEL
BEI | BA X MRS & LfF EE = i c EHEE| BA = B ORME B IET
fed - ®/=E " ¥ ®A- BFE T E-d - 17 Bmic | w|k - AR BEx- E- /BE-
T{e&E Rl HE n EE i+ HEEN =
it (Key) Employ il Employ ible (Key)  Account Account (Key) Opportunity Opportunity (Key) Product Product (
=5 E1128 BEERREIRAT lo2s WEER01 T Beats Notassigned  #
SEETHEE 10210 IEETREE 2014/ 10RHHFE) 6414 Notassigned #
e = A I ; H > - > vz H .
32 RECTERIFRE 0+ w48k 2 Opportunties F # € #7 ~ 31 » #7¢0 Opportunties & #
=, 2 M .
K,ért ¥ <1 Opportunties :
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Refresh

Sync with Opportunities

Include New Opportunities

Exclude Old Opportunities

4 B SFERIERIG o e ANONS L g Submit s R A F ok A AT

FORECAST
2014/Q4 Product Forecast

L J

Name: 2014/Q4 Product Forecast
Owner. Z& T
Sales Unit: Sales Unit CN
Currency: USD
From Year-Month: 2014 October

To Year-Month: 2014 December

Status: Submitted

Level: Product Forecast

Source: Opportunity Product Revenue

41 3 ¢ €3] Submit E ]l
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FEED SAP JAM FEED

|
& Post an Update ...

NOTIFICATIONS

Sales Forecast 2014/Q4 Product Forecast submitted with a new

i “ version

5 minutes ago

EE »

@L'Z-'JIO

42 A HbeREEFERIN G FE A g AN L, i Revise s ik i U T AT

FORECAST

2014/Q4 Product Forecast
“i"—’

Name: 2014/Q4 Product Forecast
Owner: 2= Hig

Sales Unit: Sales Unit CN

Currency: USD
From Year-Month: 2014 October
To Year-Month: 2014 December

Status: In Revision

Level: Product Forecast

Source: Opportunity Product Revenue

£ 554 B DI R
5.1 B ETIERIFALLS 0 4% Add
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FORECAST VERSIONS OPPORTUNITIES
2014/Q4 Product Forecast
adl VERSIONS
D Active Revenue Submitted On Created On * Data Action
Name: 2014/Q4 Product Forecast VERSION1 /] 230.000,00 01.10.2014 08:19UTC  01.10.2014 08:19 UTC g@
Owner: 3 E18

Sales Unit- Sales Unit CN
Currency: USD
From Year-Month: 2014 October
To Year-Month: 2014 December
Status: In Revision
Level: Product Forecast

Source: Opportunity Product Revenue

52 Jhmibit sl AT AR TR ATH R A

ID: VERSIONZ

Add | | Cancel

53 4 AUt FE Y g - R R 0 A ATEA 0 B

FORECAST VERSIONS OPPORTUNITIES
2014/Q4 Product Forecast
il VERSIONS &
D Active Revenue Submitted On Created On * Data Action
Name' | 2014/Q4 Product Forecast VERSION1 v 230.000,00 01.10.2014 08:19UTC  01.10.2014 08:19 UTC =)
Owner: Z g VERSION2 220.000,00 01.10.2014 08:49 UTC @

Sales Unit: Sales Unit CN
Currency: USD
From Year-Month: 2014 October
To Year-Month: 2014 December
Status: In Revision

Level: Product Forecast

Source: | opportunity Product Revenue

54 rcad o pf S AONS L g SQubmit A o
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B H B R IRAN TP B R AT

(2) BBt

B

73

il | ¥ ¥ >SALES(4 &)—>SALES TARGET PLANNING(4 & p #3*31)

(=

1

) e lEmp

FeNew o ¥ 20540 & p 331 FR - » 2 B3R

1.1 % 3r- & Set General Properties(zk & - 4 14) - ?Pﬁi%] rdlene s s RARiE ~ B R
A E Eg)

New Sales Target Plan

StatusIn Preparation  Employee Responsible S JE#8  Horizon From/To: Sales Unit Sales Unit CN

4 Set General Propert. 9 Select Planning Di. . 3 Manage Plan Versi 4 CopyTargetData 5 Review g Confirmation

Previous | Next | Finish | Gancel | Close

Open Plan in Excel | Change Status 4
General Properties -
* Sales Unit:  Sales Unit CN 5 Company: Almika

Horizon From/To: | October v | 2014 / | December v | 2014 Employee Responsible: | 2= i

Plan Name: | Sales Unit CN (CN1100) Direct Manager.

*Plan Currency: | ygr v
Plan ID: CN1100
Total Target by Direct M.

1.1.1 Horizon From/To : - 4|4z #p FF -

Fo3ES R AREN S RS BRT REPE

Sales Target Plan: Sales Unit CN (CN1100):2014/10-2014/12 1

StatusIn Preparation  Employee Responsible % B Horizon From/To 201410-2014142  Sales Unit Sales Unit CN

PECEE TS, o Scicct Planning Di... 3 Manage Flan Versi.. 4 CopyTargetDala  § Revew @ Confirmation

Previous | Next Cancel Open Planin Excel | Change Status ,

Here you can define the level of granulanty for which you can set targets.

Note: When adding or removing planning dimensions in existing plans, data is only lost when deleting the planning dimension and item. I you want lo save existing data before changing the dimensions, you must first copy the data from the
Excel and save it to a local file.

PLANNING DIMENSIONS

DETAILS OF PRODUCT =3
T Acti
oo ctive Product Product ID
Account Computer X3 Series 160G8 P400100
Employ v
ploves Computer X3 Series 320GB P400101

Product Category

Computer P5 SSD Senes P400102
Product S

Monarvo Laptop Computer X3 Series 320GB F400104
Sales Unit

Monarva Laptop Computer X5 Series S00GB P400105

Not Assigned

1.2.1 33?4:1‘;%\&}9}1;; » ZiTAfe o & Edit s T E G 4o
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REBNZBODRAT
Edit Product X
AVAILABLE ITEMS SELECTED ITEMS A
& o Product Product ID

Product Product ID Mo records found

Mot Assigned !

Grinding Service GSRV-1000

SONATA-WEDDING 5-253WM04 4

FASTTRACK-EXPLORER F-253WMO1

FASTTRACK-HIP HOP F-253WMO03 ::

FASTTRACK-SPEED RACER Fo2s3wmo2

FASTTRACK-TATOO F-253WM04

AUTOMATIC T-2530W05

RAGA T-2530WM02 v

OK | Cancel

G

122 7 & @ juire s EBAEGE R D RTERDE S A P Bk

Edit Product xX
m o Product Product ID A
Not Assigned
Product ID G
Monarvo Laptop Computer X55...  P400105
Product Description: | *computer* Ty
Monarvo Laptop Computer X3S...  P400104
Go Reset Save Query Organize Queries Computer P5 SSD Series P400102
Product Producto Computer X3 Series 320GB P400101
001 Assigned III Computer X3 Series 160GB P400100
"
Monarvo Laptop Computer X5 S...  P400105
Monarvo Laptop Computer X3 S... P400104
Computer P5 SSD Series P400102
Computer X3 Series 320GB P400101
Computer X3 Series 160GB P400100 v

3
Cancel

1.3 3 NeUT, se o9 2 = Management Plan Versions(# 523+ % %= +) > R IR
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New Sales Target Plan

Stafus:ln Preparation  Employee Responsible® Bl Horizon From/To:2014/10-2014/112  Sales UnitSales Unit CN

4 SetGeneral Propert . 9 Select Planning Di 3 Manage Plan Versi 4 CopyTargetData & Review G Confirmation

Previous || Next | Finish | Cancel = Close Open Plan in Excel | Change Status

PLAN VERSIONS AddRow  Copy Remove

Version Name Description Active Version Changed On

VERSION1 [ version 1| v

14 3 N e % 2w Copy Target Data(if 9l P 55 42) » 7 484F T2 a1 L

New Sales Target Plan

Status:In Preparation Employee Responsible-Z S Horizon From/To:2014/10-2014/12 Sales Unit: Sales Unit CN

1 Set General Propert. .. 2 Select Planning Di... 3 Manage Plan Versi... Copy Target Data 5 Review 6 Confirmation

Previous Finish | Gancel | Close Open Plan in Excel | Change Status

‘You can copy data from the preceding sales plan into your plan version in order to get a basis for your planning. Select the source data and the plan version into which the selected data will be copied. Choose Refresh to display the result |
in the Preview area
Selection of Copy Sources Selection of Copy Target

Plan Horizon From/To: - I - * Plan Version ~

Preview

Refresh

P

E-)
‘{"1}‘6

L5 & N e n g T Review(i &) 0 Wik H » h TR ELE B AR

New Sales Target Plan

Stafus:In Preparation Employee Responsible: 3= I8 Horizon From/To:2014/10-2014/12 Sales Unit:Sales Unit CN

4 Set General Propert 2 Select Planning Di. - 3 Manage Plan Versi 4 Copy Target Data w @ Confirmation

Previous | Next : Finish | Cancel | Close Open Plan in Excel | Change Status

General Properties VERSIONS ~
Plan Name: Sales Unit CN (CN1100)2014/10-2014/12 Version Name Active Version
Plan ID: CN1100:2014/10-2014/12 VERSION1 Yes
Sales Unit: Sales Unit CN
Company: Almika
Horizon From/To: October 2014 / December 2014
Employee Responsible: 2 &%
Direct Manager:
Plan Currency: USD
Planning Dimensions and ltems Settings for Copying Actual Data -
Account: Copy Source
Plan: !
Employee: | Not Assigned Capy Target
Plan Version
Product Categories:
v
»
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2

16 ;JEE‘ Finish , 3@)‘ ‘H}%T

o Open Plan in Excel ,

Sales Target Plan: Sales Unit CN (CN1100):2014/10-2014/12

Status In Preparation

4 Set General Propert

7 Excel B gxis
ﬁ;;] »

2.1

Employee Responsible: 2 FEH

9 Select Planning Di. .

3 Manage Plan Versi. -

Close Open Plan in Excel

Open Plan in Excel

T

Horizon From/To:2014/10-2014/12

Copy Target Data Review Confirmation
4 Copy Targ 5 6

CRITH(R AR
W2 iy T S R

pa

Sales Unit-Sales Unit CN

-

% Excel v‘ﬁi%lz\*\

#. Add-In for Microsoft Excel® )

a4 &7

EEH4 - Micro:

2 BEf B 218 S5 SAP Cloud for Customer
=
B C D [ F G
1 Sales Target Setting
3 | IPIan CN1100:2014/10-2014/12
3 Currency US Dollar
4 Target
5 Employee Responsible  Product | Calendar Year/Month "014.10 2014.11 %014.12 Result
6 EEIS Computer X3 Series 160GB 20,000.00 USD  21,000.00USD  20,000.00 USD  61,000.00 USD
7 Computer X3 Series 320GB 10,000.00 USD 9,000.00 USD 10,000.00 USD 29,000.00 USD
8 Computer P5 55D Series 15,000.00 USD 12,000.00 USD 15,000.00 USD  42,000.00 USD
9 Monarvo Laptop Computer X3 Series 320GB 25,000.00 USD 21,000.00 USD 25,000.00 USD 71,000.00 USD
10 Monarvo Laptop Computer X5 Series 500GB 10,000.00 USD 9,000.00 USD 10,000.00 USD 29,000.00 USD
1 1 Not assigned 12,000.00 USD 11,000.00 USD 12,000.00 USD 35,000.00 USD
12 Result 92,000.00 USD  83,000.00USD  92,000.00 USD 267,000.00 USD
13 $ g*ﬁ Computer X3 Series 160GB 30,000.00 USD 25,000.00 USD 30,000.00 USD  85,000.00 USD
14 Computer X3 Series 320GB 15,000.00 USD 18,000.00 USD 15,000.00 USD  48,000.00 USD
15 Computer P5 55D Series 18,000.00 USD 19,000.00 USD 18,000.00 USD 55,000.00 USD
16 Monarvo Laptop Computer X3 Series 320GB 21,000.00 USD 22,000.00 USD 21,000.00 USD 64,000.00 USD
17 Monarvo Laptop Computer X5 Series 500GB 11,000.00 USD 10,000.00 USD 11,000.00 USD 32,000.00 USD
18 Not assigned 8,000.00 USD 7,000.00 USD 8,000.00 USD 23,000.00 USD
19 Result 103,000.00 USD 101,000.00 USD 103,000.00 USD 307,000.00 USD
20 Mot assigned Computer X3 Series 160GB 0.00 USD 0.00 USD 0.00 USD 0.00 USD
21 Computer X3 Series 320GB 0.00 USD 0.00 USD 0.00 USD 0.00 USD
22 Computer P5 55D Series 0.00 USD 0.00 USD 0.00 USD 0.00 USD
23 Monarvo Laptop Computer X3 Series 320GB 0.00 USD 0.00 USD 0.00 USD 0.00 USD
24 Monarvo Laptop Computer X5 Series S500GB 0.00 USD 0.00 USD 0.00 USD 0.00 USD
25 Not assigned 0.00 USD 0.00 USD 0.00 USD 0.00 USD
26 Result 0.00 USD 0.00 USD 0.00 UsSD 0.00 USD
7 Result 195,000.00 USD  184,000.00 USD  195,000.00 USD  574,000.00 USD

2.2

ﬁ;l)»

BN
m%k'fv ’
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EH BA

EEEE AxX  EN RN

iR

#=% || SAP Cloud for Customer ||

o 2l Gy BRlRE ~ ~ TR - E| b =
HsRE@a:rrre Rl ” BB /2B aaEAR
71 | =8 pPET #|A * RS £ Rl SER = i B WME &' BT
7 |RE-rE-  #= \ # - Bl 7 ' - i AB BTR- BE- /BE-
I Tfem ‘ Rl | m8 | #F & BT ‘
d &1z _-Currencv USs Dollar
] @ 25t = Target
7 Product | Calendar Year/Month %014.10 2014.11 D014.12 Result
= TIFERERR -
e Computer X3 Series 160GB 20,000.00 USD 21,000.00USD  20,000.00USD  61,000.00 USD
7 Computer X3 Series 320GB 10,000.00 USD 9,000.00USD  10,000.00USD  29,000.00 USD
8 Computer P5 SSD Series 15,000.00USD  12,000.00USD  15,000.00USD  42,000.00 USD
g Monarvo Laptop Computer X3 Series 320GB 25,000.00 USD 21,000.00 USD  25,000.00USD  71,000.00 USD
10 Monarvo Laptop Computer X5 Series 500GB 10,000.00 USD 9,000.00 USD 10,000.00 USD  29,000.00 USD
11 Not assigned 12,000.00USD  11,000.00USD  12,000.00 USD  35,000.00 USD
12 Result 92,000.00USD  23,000.00USD  92,000.00 USD 267,000.00 USD
4y L sm 44 N - N H 27 s R s . 4 Ny
BofSAERRS 0 Rt B F o o 4& Change Status ,» 3F Active(fass) » 4 & P 1R i 4 {
hd .
A7
SALES LEADS OPPORTUNITIES SALES QUOTES FORECASTS TERRITORIES SALES TARGET PLANNING
SALES PLANNING: MY PLANS (2) Edit, New Copy Delete
%, MyPlans v o4 | Find Q,
Status Plan Name Pla... Horizon... Horizon... Sales Unit Employee Responsible
In Preparation Sales Unit CN (CN1100):2014/07-2014/09 ga 2014/07 2014/09 Sales Unit CN = R
I Active I Sales Unit CN (CN1100):2014/10-2014/12 ga 2014/10 201412 Sales Unit CN = B8
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=~ 48 pARER A

| ¥ ¥ —ANALYSIS(% 47)—>REPORTS(3F %)

(
1

Z) #iTEmp

BAEE {F 5~ *target™(P 1) > 4% Enter > 30F 24 8 B AP M hdR &

FEED CUSTOMERS PEOPLE MARKETING SALES ACTIVITIES ANALYSIS COMPETITORS PRODUCTS LIBRARY ACTIVITY PLAM < >
DASHBOARD REPORTS
REPORTS: REPORT VIEWS (10) £ Refresh
Report Views v @ “target* X
Ty| Report View Name “ Report Name Description Actions
Comparison of forecast against target revenue, won
Forecast Mefrics Forecast Report reverjue and override revenue (difference between ) |- * ﬂ
pipeline revenue and forecast revenue for opportunities in
submitted forecast)
. Consolidated view of a user's target, expected revenue
My Py -Gl it Y Sales T tvs. Pipel iy o
¥ Frogress - Lurrent Year ales Targetvs. Fipeline and weighted revenue of opportunities in the current year | * ﬁ
Performance Analysis Customer Insight: Performance Analysis Comparison of target vs won revenue |- * ﬂ.
Response Rate Response Rate Compares total number of responses generated vs. |- * ﬂ
campaign target group size.
Sales Target by Month for Opportunities Sales Targets for Opportunities Sales target broken down by month |- * Q
- Sales target for the user versus the current submitted
£ Sales Target vs F t F t Report d
i] Sales Target vs Forecas orecast Repol forecast ~ % &
- Sales t; t rtunit line for the t
&iy Sales Target vs. Pipeline - Current Year Sales Target vs. Pipeline y:;s arget versus opportunity pipeline for the curren ™ < &
Sales t; t th it pipeline broken d by
Sales Target/Pipeline by Month for Employees My Progress: Sales Target/Pipeline for Employees m?:r:tsh arget versus the current pipeline broken down by |- * ﬁ
Sales t; t th it pipeline broken d by
Sales Target/Pipeline by Month for Opportunities Sales Targets for Opportunities m?:r:tsh arget versus the current pipeline broken down by |- * ﬁ
- . . Sales target versus the current pipeline broken down by -~
&3 Sales Target/Pipeline by Sales Unit for Employees My Progress: Sales Target/Pipeline for Employees cales unit | * a
| 4rig SalesT Pipeline - Current Year ($HEE BARSIEH - A4
2 {x|4cif Sales Target vs. Pipeline - Current Year (; BHE2HEEg - ) :
o = =4 2 ) ./ﬁ;% é: - —1#;— [~ ﬁ | nd ﬁ ‘_ﬂg:«,—vj_\;&a;/ > AL
g Z = ’ z L ) = 3
21 Rt A 0% mJ%ﬂm FIEE T A& A KU AR L
* *
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Sales Target vs. Pipeline

View v Sales Target vs. Pipeline - Current Year

Selection © ¥ |nitial

You can customize the view by selecting from available chart options. Exg
o . = ; ; Nies

Available Fields :ﬁ Rows & Colu. . <
Report Default View Default

Selection Criteria Lt
Access Context Sales v
Display Currency Default Company Currency [} %
* Display Currency - Gt Today 7 X
Account E'T_I X +
Product 7 X +
Product Category E'T_I X +
Sales Unit 7 X +
* Calendar Year Current Year As YYYY o X

[ e |
22 EEEraEE RO Dk REEA &3
Sales Target vs. Pipeline
View ~ Sales Target vs. Pipeline - Current Year (& ]

You can customize the view by selecting from available chart options. Expand the left panel in order to further narrow down the criteria or select a present view or selection at top

Available Fields | ] Rows & Colu.. <

Report Default View Default 120000.0 9
Selection Criteria &
Access Context Sales v
) 100000.0 7
Display Currency Default Company Currency (11 %
* Display Currency - Ct| Today 7 X
A ! 80000.0
ccoun 0 X + 5
Product 0o X + B
a
Product Category o X + g 60000.0
Sales Unit 0 X + o
@
* Calendar Year 7 2
Current Year As YYYY o' X 40000.0
20000.0 -
0

102014

11.2014

12.2014

® Target

) Weighted Revenue
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2.2.1 Weighted Revenue(+c 1 i ie) : &_Opportunity(#% ¢ ) ¥ - Expected Value(SE #F %
_E’L_)*Probabl|lty(’}“ii1~')€"‘_}!; e
23 ¥ 3% Available Fields

F &k o BRBE A el o blde 9 :E Expected Value(3g #
©) 0 & BRI~ g T

Sales Target vs. Pipeline

View - v Sales Target vs. Pipeline - Current Year (modified)

Q
El
2

Selection = ¥ Initial

You can customize the view by selecting from available chart options. Expand the left panel in order to further narrow down the criteria or select a present view or selection at top.

oo setection | = [NEEEN (f Rows & Colu. <
Available Field:
vailable Fields & 200000.0 7 ® Target
Account
CGalendar Month Weighted Revenue

Calendar Year Expected Revenue

 Calendar Year/Month
Currency 150000.0
« v Key Figure

v Expected Revenue

v Target

+ Weighted Revenue

100000.0 1
Owner
Product
Product Category
Relevant For Forecast
Sales Plan 50000.0 7
Sales Unit
Version

0 T

102014 11.2014 122014

(USD/ US Dollar)

24 733 Rows & Columns F 4 » 7 &AL P o i v 2 4w #7RE o1 cnff (= vRat

.:QSelection Available Fields EE Rows & Colu... <

Report Default

Row Fields Lt
Calendar Year/Month ,

Column Fields
« Key Figure 4
Target 4
Weighted Revenue

Expected Revenue 4

25 iR TSRS el R
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Sales Target vs. Pipeline

View ~ Sales Target vs. Pipeline - Current Year (modified) [ . &
Selection = ¥ Initial
You can customize the view by selecting from available chart options. Expand the left panel in order to further narrow down the criteria or select a present view or selection at fop.
0 i =] fiees Calendar Year/Month - Target . ‘Weighted Revenue . Expected Revenue
DRI [ Available Fisids | (i Rows & Columns € o g pe
. 10.2014. 103.000,00 USD 20.000,00 USD 20.000,00 USD
Report Default View Default
. - 11.2014 101.000,00 USD 80.000,00 USD 200.000,00 USD
Selection Criteria Q
122014 103.000,00 USD
Access Context Sales
Display Currency Default Company Curency [ X
* Display Currency - Ct| Today 0 x
Account 7 X+
Product 7 X+
Product Category 7 X +
Sales Unit ﬁ] X +
* Calendar Year Current Year As YYYY o x

& Rows & Columns T 4 » 7 48k » #0Beacniz s N s & ¥ — LA
3.1 £:iF SaveAs:

-2. Selection

Report Default

Available Fields Eﬂows & Colu... <

20000
Row Fields 3
Calendar Year/Month ,
# Rename
2 Delete
- B Save .
Column Fields
~ Key Figure 4 ) I8 Save As
Target 4

*, Disable Refresh
Y a
Expected Revenue 4 : ] 10000C

F—

Weighted Revenue

32 B LA

Save View As )4

Sales Target vs. Pipeline - Current Year (Expected Rev.)
My Progress - Current Year
Sales Target vs. Pipeline - Current Year

* View Name Bales Target vs. Pipeline - Current Year (Exp

OK || Cancel

33 GAFAGHY WEATH TR A
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DASHBOARD REPORTS
REFUN O, REFUNT VIEVWO {11) R Rensan
Report Views v @L *target* X
Tyl Report View Name Report Name Description Actions
Comparison of forecast against target revenue, won
Forecast Metrice Forecast Report revenue and override revenue (diference between % @
pipeline revenue and forecast revenue for opportunities in
submitted forecast)
Consolidated view of a user's target, expected revenue
My Progress - Current Year Sales Target vs. Pipeline iy d
v 9 9 . and weighted revenue of opportunities in the current year I * #
Performance Analysis Customer Insight: Performance Analysis Comparison of target vs won revenue |- * #
Compares total number of responses generated vs.
Response Rate Response Rate P P g ™~ 5 &
campaign target group size.
Sales Target by Month for Opportunities Sales Targets for Opportunities Sales target broken down by month |- * #
Sales target for the user versus the current submitted
Sales Target vs Forecast Forecast Report d
"9 P forecast I * #
Sales t: t it ipeline for thy it
Sales Target vs. Pipeline - Current Year Sales Target vs. Pipeline ales target versus opportunity pipeline for the curren o g
year
Shows the comparison of targets with opportunities and a
) o projection based on opportunities for all employees. By
Sales T t vs. Pipeline - C: it Y Expected Re Sales T: t vs. Pipell od
ales Target vs. Pipeline - Current Year (Expected Rev)  Sales Target us. Pipeline default, the year-to-date net values for the current year ™% &
are displayed
Sales t: t th it line broken d by
Sales Target/Pipeline by Month for Employees My Progress: Sales Target/Pipeline for Employees mz:fh arget versus e cullent ppeine bIoken oM™ 1w s g9
Sales target versus the current pipeline broken down by
Sales Target/Pipeline by Month for Opportunities Sales Targets for Opportunities month g pip Y ™ s &
Sales target versus the current pipeline broken down b
Sales Target/Pipeline by Sales Unit for Employees My Progress: Sales Target/Pipeline for Employees sales umlg P Y |- * u
*
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