
Define the Opportunity Team

Overview

In this section, you will find information about the process to add an Account Manager in the Opportunity 
Team

  

Concerned profiles:

     ALL opportunity owners
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Step By Step

 

Opportunity Stages & Process Mapping

The “Qualify” stage gathers the 
following business activities

Fill in the Opportunity Team 
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Roles are the following: 

It’s done! David has added Pedro in the team. 

Pedro 
can now 
make the 
opportunity 
evolve and 
update 
some data 
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Related articles

Definition, Objectives and Types of Opportunities
Create a New Opportunity
Clone an Existing Opportunity
Follow the Opportunity Stages – Add Contacts in the Involved 
Contacts
Follow the Opportunity Stages – Add Accounts in the Involved 
Accounts
Negociate to win
Close the Opportunity
Competitive insights - Create a Competitive Insight
Cross BU Leads – Create a Cross BU Lead
Introduction to Quote Process Management

Need help?

To request any support or if you have identified a bug or incident , 
please create a Freshdesk ticket using Solvia platform : https://solvia.
solvay.com/

you can copy users with email address , default priority is Low , then 
Submit . We advise you to put keywords in subject to ease dispatching 
to correct Agent : CRM - Complaint for example
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