Create a New Opportunity

Table of content

Overview
In this section, you will find information about how to create a new opportunity (product qualified, product ® Step By Step
requiring qualification, recurrent business). In particular, how to: ® Optional Opportunity Information
® Related articles
® Select the right opportunity type * Need help?
® Enter general opportunity information, such as opportunity name, GBU, BU, probability rate,
stage,...
* Define the visibility of your opportunity
® Add a product and specify product information such as the end-use and the target unit price,
contribution margin, etc.
® Enter the business potential for the next 5 years
® Create a task from an opportunity
G} Best practice is to create an opportunity from the customer contact. This allows to
automatically link the contact and account to the opportunity (information already prefilled).
Concerned profiles:
Sales - Customer Service - All except Strategic Marketing and Supply Chain & Quality
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o David

has now
the choice
of the type
of
opportunity
he wants to
create

At the
bottom of
the page he
can consult
the
definitions
to better
understand
the types:

He tos this Page @

Rew Opportun
() Select Opportunity Record Type
Select a record type for the new opportunity. To skip this page in the future, change your record type settings on your personal setup page.

select Opportunity Record Type

Record Type | th-Product Requiring

Avallable Opportunity Record Types

Record Type Name Description
Growth-Product Qualified Growth busingss on product qualified. Example: An existing customer of & product aodress 3 new market
‘Growth-Product Requiring Qualification  Growih business on products to be developed. Example: An existing customer of @ new customer asks for 3 product to be developed | innovation.
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customer,
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Growth -
Product
Requiring
Qualification
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on Continue
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Mew Opportunity
() Select Opportunity Record Type

‘Select a record type for the new opportunity. To skip this page in the future, change your record type settings on your personal setup page.
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Next, David must then select a visibility option to define the visibility of the product sensible information.

*The visibility setting applies on the opportunity, the opportunity products, the products information, the business potential, the quote, quote lines and neg

*“Shared”: it means the opportunity will be visible by any user from any GBU
*“GBU restricted”: it means only the users in the GBU defined below are able to see the opportunity

*“Confidential”: only the colleagues added in the “Opportunity Team” will be able to view the opportunity and the managers above in the role hierarchy v

*For Asian users the visibility is more restricted
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Which It you need to add more than created.
product he’ SRS EIRS
Il target to osiedchsionbree 03] n the filters, you can
sell to Bayer combine the search by
-He selects By keyword (only on the Product By Field filter product name; and add
the Targete Wama) afilter on a product
d first cau | equals ~ special Chem Moce fitpes >> dimension (i.e. GBU).
Deli o He also can use the

elivery (Sone ] e re | buttan “Clear filters” if
Date in the he needs to remove
calendar them

First | | revious | | mext | ‘ﬂ' | Select Product | 1-20 Records of 562 Total Records found )

You also can have

Select Product Product Mame Level3 Level 2 Level 1 A
Others Cr Chia-AgoPharma  EuBusinessUnder  Soedial muttiple filters at once.
B - HealthSpecial Fiu [=5) gt Chem That's convenient!
Spedial
B A Product not known yet
B A& Product to be customized Spedial
B A4 Product 1o be developed Spedial
Cmp E-Cerled Bu Elacionic Spacial
Sami Conduchor Polishing Polishing Chamicals Th
B Abrasive Wm-02b

olOnce r 1 =

Add Product amcel
the Date of | =tmee )
First Sales
is defined Only one product can be added through the fow.
he searches Wyou need to add more than ane product to the apportunity, please add it once the opportunity is created.

for the prod

ucts. To 1
Targeted First Delivery (03032016 )
use the =)
product,
David ticks By keyword (only on the Product By Fleld filter
the checkb Name)
ox next to GBY * equols = Spedial Chem tgee g >
the product
name and cl
icks on Sele
ct Product
'(pI’OdUCtS Firsi | | Previous | | Bext || Last || Select Product || 1-20 Records of 562 Total Records found
from level 4
or level 5 Select Product Product Name Level 3 Level 2 Level 1 GBU
pr—
are m 2Fuoroniebenzens Others Crop Prolec, Ch3a-Agro & Pharma By BusinessUnder  Special
. HealthaSpecial Flug Chem
available) o o Spacial
A AR Product not knawn yet Chem
; Soecial
B AA. Product o be customized Chem
Soecial
4] AR Product 1o bi deviloped e
Cmp E-Cer Led Bu Elecironic Special
Semi Conduclor Polishing
g Aprasie wm-020 Bglishing Chemicals Chem




Level of the product:

At opportunity product selection, after having created the opportunity itself, user is able to select the product from level 4 or level 5, depending of the opp

*Growth business opportunities: for these opportunities (record type “Growth-Product Qualified” and “Growth-Product Requiring Qualification”), user c
product of the level 5. => New Winter 17' Release

*Recurrent business opportunities: for these opportunities, user can select either a product of the level 4 or a product of the level 5.
Dummy Product:

David can search among all product references available. Nevertheless it may happen that the customer doesn’t know exactly the product yet or that the

® For theses situation, 3 “dummy” products have been defined in Salesforce:

-“Product not known yet”
-“Product to be developed”
-“Product to be customized”

® For Peroxides, 5 "dummy" products have been defined in Salesforce:

- AA. H202 grade to be developed

- AA. PCS grade to be developed

- AA. PAA grade to be developed

- AA. EURECO grade to be developed
- AA. IXPER grade to be developed

® For Soda Ash, 2 "dummy" products have been defined in Salesforce:

- AA. Product to be developped => New Winter 17' Release
- AA. Product not known yet => New Winter 17' Release

David can use these products for his opportunity, but to change the stage to "Negociate" or for closing a won opportunity a valid product reference will al



aDavid

must now Fernando must now search or the End Use and record the product detailed

search or information:

the End

Use and Opportunity Product

recc(;rd the Produt —

et m—— S
information: R

View All End Uses

Information: *Please fill in the following mandatory fields: Target Unit Price, GBU, Expected Yearly Volume, Unit of Measure

Currency

GBU  [Novecare

CM Caleulation Method - v Target Unit price per UoM
B None- |
U Contribution Margin (%) Expected Yearly Volume |
gl m::::';ion Margin Unit of Measure l] KG v
Manufacturing Plant %l Shipping Plant | ‘%l

Concentration (%) 22.00 Pricing method (%)

For Peroxides and Soda Ash &
Derivatives, the concentration of the
product selected will be displayed.

¥ Product Information

CM Calculation Method
Contribution Margin (%)
Contribution Margin {Amount)
Cancentration (%)

Pricing method (%)

Volume for 100% Concentration
Price for 100% Concentration

Unit of Measure T
Target Unit price per UoM
Expected yearty volume 0
Shipping Plant Code
Shipping Plant Mame
Manufacturing Plant Code
Manufacturing Plant Name

Product line managers can now specify

the value stream. Mote that the list of
valug streams must be loaded in the
system to be used.
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oDavid has now the final step to perform: defining the business potential. He double-clicks on each value he wants to modify among the following fi

Expected Yearly Volume | Target Unit Price | Contribution Margin




entered the
values, he
clicks on Sa
ve
Business
Potential

Business
Potential
can be
updated at
any time
and the first
year is
required

|

@
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Opportunity Product b

Product Information

Business Potential

The first line is
automatically
populated with the
values entered in
the screen
“Product
Information”.
That's convenient!
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D,

gone! David + It's donel Fernando has now created his opportunity .. h
as now

created his (] Sﬁ;;;%
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A big process picture
helps Femando to
directly know the
stage of hiz
opportunify. That's
great!

3 - Inghustrial testing 4 - Negotiate 5 - Closed Lost

Stage | 1 -Lab Tasting
soi| IChangel Slage Reascn
Fieason Level 3
mrare__2017-09-13 Expecied Yearly Revenuss
Probability (%]

Close Dats

Dummy Product Exists
Canniahzstion

Mow each opportunity are
identified by a unigue number

‘Cannibalization Comments A text field is now available to
give more details on

cannibalization

+ It's donel Fernando has now created his opportunity ...

* Additional Information
Opportunity Type  Growth-Product Requiring Qualification Priority | Nermal
Region  LAM
Product 1o be developed
Opportunity Description
Product Description
Meal Step

MNow sources of opportunity
ars now available

°AS ¥ Product Information

David Confidential informiasion.
defined the
visibility as
GBU
restricted,
non-
Peroxides
users will
not see this
opportunity.




David
can also
can now
associate s
everal
opportunitie
s already
created to
the same
visit reports.
Finally an
opportunity
can be
linked to
several visit
reports and
a visit
report can
be linked to
several
opportunitie
S.

Visit Report Detail

Edit | Delete

Repaort Wizard

Clone  Sharing | Send Report Intemally

Send Report 1o Customes

¥ Informaticn
Owmier
Subject
Date of the Visit
GBU
BU
Visibility

Wisit Report Status

I Julien Andrecli |Change)
\isit example

13122016

Novecare

Agro

Shared

Completed

Corporata Group
Account
Contact

Activity

Account Plan
Case

WEGO ID

Oppartunity

r-

AL-GHAITH
Eamal Abdul Karm
Vigw Agtit

Opportunity Links

NO records 1o display

=

S

Optional Opportunity Information

When
creating an
Opportunity
via
Account, if
there is no
account
GBU
segmentati
on, a GBU
Customer
Segmentat
ion is
automatical
ly
generated
with the
following
parameters:

* GBU

GBU
of the
Opport
unity

®* BU=
BU of
the
Opport
unity

GBU Customer Segmentation

0 IGBU-17343

GBU Customer Segmentation Detail

Edit |Delete| Clone

This new button allows to link the visit

report and an existing opportunity.

]

¥ Information (managed by Sales Rep)

Account

DSM NUTRITIONAL PRODUCTS ROMANIA SR

GBU Account Sub-Type
Prospect for my GBU

GBU
BU
Main End-Use

GBU Region

Soda Ash & Derivatives

Bicarbonate and Derivatives

Europe




You can Visit Report Links New Link Opportunity VisitReport | New Visit Report
ew Lin ortunity VisitReport || New epo o
create and 5 z > 2 ot Rt Liks Het

link a Visit Na records to display
Report

directly

from your

Opportunity.

Click on
the "New
Visit
Report"
button and
the Visit
Report
creation
process
begins

You can Visit Report Links New Link Opportunity VisitReport | |New Visit Report
. ew Link Opportunity VisitReport | [New Visit Repo 2 R He
also link B s Report Links Hek

your No records to display

Opportunity

toan

existing

Visit Link Opportunity VisitReport Edit i ®

Report by () New Link Opportunity VisitReport

clicking on
“New Link Link Opportunity VisitReport Edit save | [ save & New| [Cancel

Opportunity Information 1 =Required Information
VisitReport"

Opportunity |ne\ineteal CM Visit Report I CM
button.

Save | | Save & New| |Cancel

Using the
Opportunity
lookup,
search the
opportunity
you want

to link to
your Visit
Report

An
opportunity
can be
linked to
several
Visit
ReportsOn
ce

Once the
opportunity
is created,
you can Task Information I « Ragured wtumat
create an

Event or a
TaSk. Saaprct l & wame I.:u_,xlf

Open Activities New Event | |New Task Open Activities Help

No records to display

Apngned To lF(_rr\.Nj & ALcount @

O Duste [ 1222014 Related To | Opcodurty Fomalopgation of EVOLITE 3

Bacription Emad Sent

When you
create a
New Task,
the link
between
the task
and the
opportunity
is already
filled



Peroxides
and Soda
Ash can
now
manage
diluted
Ipure
product
this way:

® Conce
ntratio
n
(read
only):
It
displa
ys the
real
conce
ntratio
n of
the
produc
t.

® Pricing
metho
d:
deter
mines
the
way
you
will do
your
quotati
on.

¥ Product Information
CM Calculation Method
Contnbution Margin (%)
Contributson Margin |Amount)
Concentration (%)
Pricing method {%)
Volume for 100% Concentration

Price for 100% Concentrabon

Unit of Measiure
Target Unit price per UoM
Expected Yearly Volume

2200 % Shipping Plant
22,00 % Shipping Planl Mame
220,00 Manufacturiang Plant
EUR 454,55 Manufaciunng Plant Mame

T
EUR 100,00
1.000,00
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® Volum
e for
100%
Conce
ntratio
n
(read
only):
is
update
d with
Expect
ed
Yearly
volum
e and
Pricing
metho
d.

® Price
for
100%
Conce
ntratio
n
(read
only):

® s
update
d with
Target
Unit
Price
and
Pricing
metho
d.

¥ Relationships e
Account Plan Innovation Delivery
Visit Report Wego Name
Wego Id )
~ WEGOIDOId



The Innova
tion
Delivery an
d the Wego
ID can be
setin 2
new fields
in the
Opportunity
. These
fields are
lookups,

so data
must be
loaded to
use them.
These
fields allow
to make a
link
between
innovation
projects
and
opportunitie
s:



® Innov
ation
delive

ry

(looku

p):

Name
of the
innova
tion
deliver
y - list
must

be

loaded

in

SFDC.
* Wego
Name
(looku

p):

Name
of the
Wego
project
loaded
- the

list

must

be

loaded

in

SFDC.
* Wego

Id

(formu
la) -
read
only
field
which
displa
ys the
Wego

Id

numbe

r

associ
ated

to the
Wego
project
set.

Related articles

Definitions, Types of Opportunities & Process

Clone an Existing Opportunity

Follow the Opportunity Stages — Add an Account Manager in
the Opportunity Team

Follow the Opportunity Stages — Add Contacts in the Involved
Contacts

Follow the Opportunity Stages — Add Accounts in the Involved
Accounts

Opportunity Stages & Process Mapping

Negociate to win

Close the Opportunity

Competitive insights - Create a Competitive Insight

Cross BU Leads — Create a Cross BU Lead

Need help?

Back to the top

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/

s SOLVAY

seiiy) We're here to help
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https://wiki.solvay.com/pages/viewpage.action?pageId=19488455
https://solvia.solvay.com/
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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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