sales . +49(0)308107000

i

Innovatwe tools for your success

- —

-

S

The sales management system in the PiSA sales CRM gives you unparalleled
management and steering options as well as enormous time benefits for
the inputting, processing, tracking, and evaluation of sales cases such as

inquiries and opportunities handling, quote preparation,
or order processing.
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The system allows you to optimize and automate your field operations using digital visit
reports, to use 360° perspectives on your customers or prospective customers, and to work
through your to-do’s and appointments more time-efficiently. It will also help you with the
professional configuration and calculation of quotes, the analysis of business potential, and
evaluation of the sales funnel. Our mobile CRM solution means you will have access to all
your information - online or offline - anywhere, anytime.

effective case execution using a shared knowledge basis

role-based management of access to cases and allocated information/documents
centralized management of case-specific activity histories / tasks, documents, con
tacts, etc.

seamless support for the processing of sales-relevant material in document folders
and through document structuring

specific workflows for all sales cases including the automatic generation of standard
activities (tasks, appointments, etc.) as well as standard documents (templates,
guidelines, terms and conditions, etc.)

calculation of weighted revenue using get-and-go probabilities

comprehensive forecast analysis and presentation of the sales pipeline including
requested, offered and ordered products and services

easy determination of delivery scope based on opportunity, quote and order infor
mation

visualization of processes, analyses, and results, and presentation of the relevant
competitive situation

The PiSA sales CRM is designed to add efficiency to B2B sales activities for products and ser-
vices, with specially conceived functions and views offering unique benefits to businesses
operating in this environment.
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Business opportuni Abldsung von drei Wettbewerbsanlagen P-06.002503 Maier Schmiertechnik GmbH (Miinchen, knows product, is interested 195,960.00 Quote generation  2017/0:%

(1] Business opportuni Dienstleistungen fir DSV P-12-008157 LuftBlick AG (Hamburg) lead is interested 0.00 Quote generation  2017/0¢
(1] Business opportuni GC MAX/40 fir Edmund Systec P-14-008870 Edmund Systec GmbH (Bern) lead is interested 150,000.00 Quote generation  2017/0¢
(1] Business opportuni Geschaftschance Sonar A223 P-07.005738 Aqua AG (Miinchen) lead is interested 1,200,000.00 Quote generation  2017/0¢
Business opportuni GroRplanung Donau/Fiirth P-04.003845 WBK Wasserbetriebe Karlsruhe (Karlsru lead is interested 20,000.00 Quote generation  2016/0¢
Business opportuni Reparatur Auflieger X200 P-06.003619 Blue Strom GmbH (Kaln) lead is interested 24,000.00 Quote generation  2016/0¢
(! ] Business opportuni Schmieranlage fur Mader P-10.007488 Mader Schmieranlagen GmbH (Berlin)  lead is interested 240,000.00 Quote generation  2017/0:
Business opportuni 600 Wandspeicher DAM C - 150 Liter ~ P-05.001124 Blue Strom GmbH (Kaln) knows product, is interested 149,400.00 Quote generation  2016/07

Business opportuni_Erweiterung Heizanlage P-05.001031 SWS Anlagenbau AG (Hambura) has budaet. project will start in 6 months 405.000.00 Evaluation 2016/0¢v
>

Sales funnel Products/services

Funnel Ideal funne! v Quote generation 8 220,696 €

Revenue weighted v Evaluation 1 81,000€
Quote generation = 18 = 498,359 €
Decision phase 8 622463 €
Decision phase 1 99,000 €
Offerwon I 22144 €
Total 37 1,543,662 €
1/83 4 4> »

Overview of sales processes

Central sales management

As a sales manager, you benefit from unique ways of sales management using a shared
knowledge base to enable quick, direct access to all operating figures and sales cases.
Workflows will guide you and your team reliably along the path from an inquiry and busi-
ness opportunity to the quoting process and from there to order processing.

All information on companies and contacts, tasks, appointments, correspondence, docu-
ments, and more is available directly at each case. The system manages contact information
on in-house and external operatives, suppliers, or competitors by role allocation.

Integrated sales planning enables current actual figures from the sales pipeline to be set
against the relevant target figures. Top-down and bottom-up views provided in planning-
tree diagrams facilitate the planning process. You can choose to map out sales plans by sec-
tor, region, customer, product or product line, sales unit, or by employee. It takes no more
than a few clicks to access the latest sales data and even view it in your personal cockpit.
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Quote tracking

The workflow in the PiSA sales CRM is configured in such a way as to allow not only a 360°

view on all standing quotes, but it will also help you to follow quote progress and recapitu-
late the source case (e.g. business opportunity), making it quick and easy to convert a busi-
ness opportunity into a quote and then an order. All key information will be moved to each
new case level and be maintained in an overview of the case history.

The benefits are self-evident: The management of sales cases in the PiSA sales CRM allows
centralized and uniform filing and management of all the information that is key to the suc-
cess of your sales operations.



Forecasts and evaluations

Comprehensive forecast analysis allow you to perform a valid prognosis of your sales suc-
cesses. The transparent overview of pending opportunities, quotes, and orders helps you
to identify of your pipeline’s strengths and weaknesses. Based on the 360° view on a single
sales case and the linked information on strengths and weaknesses of the competition you
and your colleagues can derive the optimum strategy.

Strategic decisions are best made based on reliable figures. The PiSA sales CRM provides
you with powerful analytic tools and reporting features. You will be able to issue quick
ad-hoc evaluations with a single click as well as condensing multi-level data easily in mul-
tiple dimensions. The integrated Report Center provides comprehensive and professionally
designed reporting. It gives you current analyses from sales, marketing, and service opera-
tions as well as activities management. In addition to the numerous prefabricated standard
reports the system provides, you will be able to easily fashion individualized charts for issu-
ance in a variety of formats, including Excel sheets, PDF, and Word documents.

Delivery scope and quote calculation

Easy-to-define structured delivery scopes deduced from the relevant sales cases are pro-
duced with just a few clicks. Shortcuts for delivery items, product and service requests,
text and sum lines, as well as drag-and-drop functions all facilitate the easy preparation of
overviews and processing of delivery scopes.

With a powerful management of text modules, you can use appealing text libraries (includ-
ing images and tables) that can be stored in multiple languages in the CRM system. With
just a few clicks, you can create e.g. a Chinese quote document and its German version. Be-
sides the output of quotes, the generation of quote-specific technical specifications, techni-
cal manuals, or operating instructions is possible as well.

The PiSA sales CRM enables flexible case and product calculations and it gives you a variety
of calculation groups within a uniform calculation model. You can choose from options for
single products, a product mix, or a revenue-specific price calculation. The PiSA sales CRM
supports them all.

Represent the competitive situation case based

The PiSA sales CRM also allows you to collect competitor information for clear overviews in
different competitor-profile categories. The relevant information is retrievable from a cen-
tral contact database. You will have the option of setting competitor products or activities
against your own sales cases and analyzing and evaluating them to determine the current
competitor situation in objective and evaluable terms and will then be able to conclude
targeted sales and product strategies. All collected informaton on a competitor can be auto-
matically analyzed and issued in professional reports.
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We will be pleased to
advise you!

www.pisasales.de/en

PiSA sales GmbH
Fredericiastrale 17-19
D-14050 Berlin

Request CRM information package:

Tel: +49 (0)30 810 700-0
Fax: +49 (0)30 810 700-99
info@pisasales.de
www.pisasales.de/en
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