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Business Technology Solutions

FORVIS provides enterprise resource planning (ERP) and
customer relationship management (CRM) platform analysis,

design, implementation, upgrade, training, and support services.

salesforce PARTNER

In addition, our Insights & Automation team provides business

intelligence (Bl) and robotic process automation (RPA) services.

Our Marketing Consulting team provides marketing automation
platform and marketing campaign support services.

FORV/S
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Solution Provider

From sales forecasting to financial reporting,
learn what CRM and ERP technologies can do.



Meet the Presenters

R Kristin Voelz kristin.voelz@forvis.com
\ Senior Consultant

Sheri Wanasek sheri.wanasek@forvis.com
Senior Consultant
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L/ Objectives

=  Discuss how Salesforce can help sales teams to
effectively manage leads, opportunities, & accounts to
help grow revenue

=  Explain how Salesforce can help align sales & marketing
by capturing high-value leads & converting them into
revenue-driving opportunities

=  Describe how to convert a lead into an opportunity in
Salesforce
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Salesforce: Sales Cloud

Lead Management: Automate Lead Scoring, Convert Quality Leads

Account & Contact Management: Manage Accounts & Contacts

Opportunity Management: Develop Stages & Steps to Guide Sales

Personalized Home Dashboard: Key Metrics, Tasks, Records, &
Recommendations

Q&A




Salesforce Sales Cloud

Mobile

;zlﬁ:gemnt Optimization 32:;:::.gt
Customers are the core of your business |
. ﬁzr:;:;gnlnt Lir:;;ggmnt
= Enhance your strategies
=  Empower your sales teams Accountand Contact] Reports and
Management - Dashboards
salesforce
= |Improve how you sell
= Manage sales processes from any device sales cloud .
Lead .
Management ’ Integration
=  Fully customizable & configurable to fit your
specific requirements
Forecasting

Quote and Contract
Management

Pipeline Inspection
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Salesforce

salesforce PARTNER

Salesforce Customer Relationship Management (CRM)
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Lead Management

Overview of Lead Management

Lead Management in Salesforce refers to the process of generating, qualifying, & nurturing
leads, ultimately handing them off to the sales team.

ﬁ{ Capture leads
.-"f
/ ‘

—{ Score and prioritize leads

Assign leads to
03 appropriate sales reps

MANAGEMENT

Convert qualified leads

Nurture leads that are
\ not sales-ready
\ Evaluate lead
management progress

FORV/S




Lead Preview

Campsigns

Alice Wonderland

Title
Princess

Company

Disney

+ Mark Status as Complete
* Goal: Qualify
* Guidance: their level of intere nd timeline. Provide relevant inforr
Related List Quick Links

Details Related Records

We found no potential duplicates of this Lead.

Activity Chatter

acall ‘ New

Alice Wonderland

Disney

Princess

Filters: All time « All activities - All 4
- ~ Upcoming & Overdue
alicewonderla nple.com
cription Information

The curious girl who falls do

nto Wonderland.

Rabbit Lane
Wonderland, CA 5
UsA
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Lead Conversion

% i‘
/ recoun
Optional
: >
Lead Conversion\ Opportunity

Conversion of Leads - Contact, Account, & Opportunities
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Account Management

Business Accounts

= Business accounts = companies
» Person accounts = individual people

Account Features

= Account Teams: When working on accounts collaboratively, you can
use account teams

= Account Hierarchies: Track parent companies & their subsidiaries

FORV/S



Contact Management

= Contacts are the individuals who
work at the Business Accounts

= One Account can have many
Contacts

Salesforce Features

= Interaction Tracking: Recording entries in your CRM
when your sales team engages with prospects & existing
customers, including phone calls, meetings, & email
communications

FORV/S

Business Accounts

\V

Contacts



Demo

Lead, Account, & Contact Management

salesforce

PARTNER
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Opportunity Management

Overview of Opportunity Management

Opportunity management is the process you use to guide opportunities through the sales cycle until
they close.

Key reasons why opportunity management matters:
= Can help your reps take the right steps to close a deal, every time
= Provides sales leadership a better view into the pipeline
= Helps keep deals moving forward toward the close

FORV/S



Opportunities

= Opportunities are “deals in progress”

= More qualified than leads, with an identifiable potential
revenue amount & an expected close date

Opportunity Features

= Opportunity Teams: When working on opportunities collaboratively, you
can use opportunity teams

= Collaborative Forecasting: Opportunities support sales forecasting by
providing insights into potential revenue & expected deal closures

FORV/S



Opportunity Stages

The Opportunity Stage should tell you where in the sales cycle the deal is, &
how close it is to an outcome.

Opportunity Stages Picklist Values Mew | Reorder| Replace | Printable View| ChartColors ¥
Action Stage Name APl Name Type Probability | Forecast Category
Edit | Dal | De ate | Prospecting Prospecting Open 10% | Pipeline

t | Del | Da ite | Qualification Cualification Open 10% | Pipeline
Edit | Del | De j1e | Meeds Analysis Meeds Analysis Open 20 | Pipeline
Edit | Del | Deactivate | Value Propasition Value Propodilion Open 50% | Pipelina
Edit | Del | Deactivate | Id. Declsion Makers d. Decision Makers Cpan &0% | Pipeline
Edit | Del | Deactivate § Perception Analysis Perception Analysis Open 7% | Pipeline
Edit | Del | Des ite | ProposalPrice Quote Proposal'Price Quote Open 75% J Pipeline
Edit | Del | De ate | Negotiation/Review Megotiation/Review Open 804 | Pipeline

el | Deactivate | Closed Won Closed Waon ClosedWon 100% | Closed
E Del | D sate || Closed Lost Closed Lost Closed/Lost 0% § Omitted
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Opportunity Pipeline Inspection

Pipeline Inspection provides a consolidated view of your pipeline with key metrics,
up-to-date changes, & insights about your deals.

m Opportunities sowingPipsinaciongss vl v | @ | 2 | vew | iistviow
My Pipeline » : i

Inspection  Chart Closs Data This Quarter - Crwiraar My Team Changes Since Start of the Parled

Open Pipeline New Won Increased Movedin (D)  Moved Out )  Decreased Lost Overdue @

$344K $54K $54K $83K  $3K $17K $12K $25K  $134K

22 items « Sorted by Amount « Filtered by Close Date, My Team, Open Pipeling

Opportunity Name " I Opportunity Se... Amount T " Close Date " Stage \ Mext Step W Recent Activi
Med L UsD 2.000.00 2182024 Qualification great wind 1 day ag
High LISD 3.000.00 r22rz024 ProposalfQuorts Revigmg quate Z'.:{ LTt
| l:] High UsD 500000 312024 Megotiation E:;-:_I;:::;.Ir__,bq with :,.-:
a Gre Fields Media - Ne L High UsD 7.000.00 20/2024 l, ProposaliQuote ldentifying buyer roles (__ Maone
Acd-( Busimat Higk LED 7.000.00 2252024 Discovery Determining customer risks Mane
(] Datanat, In afvices - 156K High Ush 7.6500.00 192024 PraposalfQuoate great win lor us \_\'_ Mone

yurg Products - Services Med USD 8.000.00 372212024 Qualification Mané
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Customize Opportunity Stages

Five steps to customize your Salesforce Opportunity stages:
1. Define & map the sales process

What happens at each stage?

Closing probability & forecast category

Automations

Revise — sales is an evolving process

U 2

Automate
opportunity
stages

Consider the
percentage

FORV/S



Demo

Opportunity Sales

salesforce

PARTNER
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How We Can Assist

Digital e Digital
Transformation g@ Transformation
Strategy Execution

Technology Vision & Execution

Solution Execution Project Management
*  Current/Future State Business & IT Review
_ _ _ : » Business Process Assessments *  Project Monitoring & Management
+  Solution Assessment, Selection, & Licensing
» Platform Selection *  Project Audit & Stabilization

+  Execution Planning
* Design, Build, & Support
Organizational Change Management

Existing Solution Analysis & «  Supply Chain Assessments
R dati . iti [
ecommendations L Grles & Heteing CorsiliE Transition Readiness
«  Project Rescues . «  Change Management
_ _ «  System Integrations
* Migrations/Upgrades o= «  End User & Administrator Training
S _ « Upgrades & Migrations
S Optlmlzathn/USGF Adoption . Post_|mp|ementation Support

» Business Intelligence & Analytics

FORV/S



Questions?

FORV/S
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What’s Next

Salesforce Sales Cloud
vs. Service Cloud:
Finding What Fits

Wednesday, May 1

FORV/S

/

Salesforce Sales Cloud, ¢
vs. Service Cloud: F|nd|
What Fits

[ X

WEBINAR
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Thank you!

forvis.com

The information set forth in this presentation contains the analysis and conclusions of the author(s) based upon his/her/their research and analysis of industry information and legal autherities. Such analysis
and conclusions should not be deemed opinions or conclusions by FORVIS or the author(s) as to any individual situation as situations are fact specific. The reader should perform its own analysis and form

its own conclusions regarding any specific situation. Further, the author(s) conclusions may be revised without notice with or without changes in industry information and legal authorities.
FORVIS is a trademark of FORVIS, LLP, registered with the U.S. Patent and Trademark Office. © 2023 FORVIS, LLP. All rights reserved.
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