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Top 5 sales processes
that are the culprits of
busy work.

Automating your workflow
to make your work flow.




Selling services and products is paramount to any organization’s
success. But manually entering sales leads and contracts
inevitably leaves teams with less time to close deals and service
existing clients. Leads and customers end up moving along
much faster than a salesperson'’s ability to get through all the
paperwork. When sales teams adopt effective (automated)
processes into their systems, they can complete tedious, paper-
based tasks.

Get familiar with the top processes within sales to see how
others have begun laying the groundwork for future success.
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Opportunity Sales proposal Discount approval Contract Contract renewal
management management
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Opportunity
management

Sales and management teams often drown in paperwork,
becoming too busy to tend to their core business functions. From
taking notes on paper to manually entering leads and duplicating
data entries it's a wonder sales managers can respond to sales
opportunities at all.

Missing leads—or failing to follow up on them—is a missed
opportunity, and can cost a company revenue.
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Solution

An opportunity .
management workflow S,

follow up

that automates record T—

prospects that have gone dark

e nt ry’ t r i g g e rS a I e rts Auto-generate custom documents directly

into Word, Excel, and PDF files with data
dynamically pulled from CRM systems and

and follow-ups, and

Use metadata to enable proper routing,

issues a uto_generated allocation, and tracking of leads
documents to

streamline busy work.
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Use Case: Opportunity management

Prospect i Prospect and salesperson  ? Salesperson Crmmmmm Se

engage via email, phone,
or face-to-face

CRM system ot Digital notes

Salesperson captures notes via digital forms,
creates or updates the customer record in a
CRM system, and sets an alert for follow-up :

Alert =
K Notifies salesperson to follow - -
up with prospect/customer
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Quote request Posts to account Sales order

Prospect requests a quote b——> Nintex workfow automatically b————> The workflow emails the > After acceptance, the

from the salesperson posts the quote to the customer for digital accep- workflow automatically
prospect's account tance using e-signature generates the sales order

integration like DocuSign .
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Sales proposal

B e I e e e e e P B s
Quoting is a key part of the sales cycle. For many sales reps, = = z iiiiiiﬁgi
Q

preparing a sales quote can involve massive Excel spreadsheets, oilionl ® | @ Ferjeo ]iol] @ ke O0EO 0l O © HOF 107 C
PDF product catalogs, and different product/pricing databases.
Simple errors, incorrect pricing, incompatible line items,

mismatched terms and conditions, and other serious problems

can result from inefficient or manual quoting practices. » o _ 7 L , e .

Spend more time closing business deals, than writing s [l = ff = i i -

contracts for them. . ‘
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Utilize digital
workflows

to simplify
collaboration and
effectively manage
sales proposals
through their
lifecycle.

Top 5 sales processes

Auto-generate branded sales proposals
that include all of the required
documentation, legal terms and
conditions, product information, and
cover letters

Regulate access of sales quotes to

and from CRM systems, cloud data
repositories, and Electronic Document
Management (EDM) systems

Set reminders to expedite reviews and
approvals

Ensure that your sales reps have the
right pricing information, and use
automated workflows to manage and
control discounts

Keep a secure audit trail of all revisions

Use workflow analytics to get insights

across the CPQ (configure, price, quote)
process




Use Case: Sales proposal

|

Customer ’%
/N

'
'
-

Prospect and salesperson engage E—

via email, phone or face-to-face;
customer requests sales quote

Quote sent & Discount approval —

Salesperson sends quote to

customer to approve or reject I|

Approves >

Rejects

Workflow automatically
pushes quote through
discount approval process D

Posts to CRM
Workflow automatically posts the approved quote to
the customer’s account, creating accurate sales forecast

Salesperson Gommmnnnis _

Quote configured
Salesperson automatically configures
the quote in the CRM system

Returns to salesperson
If rejects, routes back to salesperson with comments
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Discount
approvals

Agreeing on a price can make or break a sale. But inconsistent
manual sales discount approval processes often result in lost
time, opportunities, and productivity. Reviewers and sales
executives end up missing approval request deadlines, mistagging
Salesforce opportunity records, and having far too many false
starts. Sound familiar?

Eliminate bottlenecks that are keeping you from the finish line.
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Solution

A ro CeSS t h a t Automatically trigger approval workflows
p when an opportunity record in the CRM
system is updated with a discount

automatically starts

Set alerts to make sure reviewers and sales

when a discount
limit is set, notifies B
multi-level approvers,
and integrates with
your CRM system—all

with a single click.

bottlenecks in the approval process
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Use Case: Discount approvals

Customer

Sales CRM o m o n o e e s ons -

I

Ve

Approval requested
If the discount being requested is above 30%,
an approval of the discount is requested

I
4 h’

Manager rejects Manager approv:

<7

4 Notify customer

O

Auto approved

If the requested discount is 30% or less,
workflow is automatically approved w
1. Discount posts to CRM

2. Customer notified of approval

ew Discount poststo CRM b~~~ =7
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Contract
management

Contract management could be one of the most important jobs in
the world of sales. It's also the most stressful. When so much is on
the line, improper processes can lead to poor policy compliance,
inaccurate information, and delayed sales cycles. It doesn’'t—and
shouldn’t—be so difficult.

The average revenue loss due to poor contract lifecycle
management is 9.2%.*

*Source: Aberdeen Group. “The Contract Management Benchmark Report:
Optimizing Supplier Relationships.” IACCM (International Association
for Contract & Commercial Management). July 2003
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Solution

A workflow capable of
triggering notifications
at milestone

moments, issuance

of standardized
contract documents—
all with e-signature
iIntegration.

Top 5 sales processes

Auto-generate contracts in Word, PDF,
or Excel file formats, eliminating lost
paperwork and version confusion

Route sales agreements to appropriate
stakeholders for review

Eliminate delays in approvals and lost
contracts

Create secure access to contracts

Access and publish documents to and from
line-of-business applications

Execute contracts through popular digital

signature providers, integrated directly into

your workflow




Use Case: Contract management

Salesperson Contract Negotiator

System of Record
Sales agreement reached  — SZIesforce or CRM — System automatically creates +——> Depending on deal size,
and posted in CRM a data-driven contact complexity, or other

considerations, contract
sent for negotiation

Contract revisions

1. Compare versions and
create final contract

Executed contracts , ~ é\,\
archived in registry o 2. Legal team approves o
3. Send contract to customer
for email signature
Redline/Decline Legal/Internal

Signed contract .
submitted to CRM &——— Email signature

&———  Customer
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Contract
renewals

For sales of any kind, customer retention is critical. So with
renewals taking place at all times (in a variety of CRMs), simple
errors like incorrect pricing, incompatible line items, mismatched
terms and conditions, and failed notifications can result from
excessively manual practices.

Free up time up, so account reps can focus their efforts on
closing renewals, not just building them.
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Solution

Connect multiple
CRMs, and set
actions that can
generate contract
renewals and other
transactional content,
automatically.

Top 5 sales processes

Handle renewal cycles in near-real time
without intervention

Retrieve relevant details from past
contracts and calculate projections for the
coming year

Auto-generate renewal contracts that
include all of the required documentation,
legal, product information, and cover
letters

Log documents and interactions with

CRM systems, cloud data repositories, and

EDM systems

Notify managers when exceptions to pre-
de ined rules occur

Keep a secure audit trail of all work

Use work low analytics to get insights
across the process




Use Case: Contract renewals

Renewal alert CRM retrieval Contract renewal Customer contacted

A scheduled process N Process retrieves purchase logs, N Process automatically > Process relays it to the o .

notices a customer is up support cases, year-over-year generates a renewal customer through a
for renewal in one month growth figures, etc., from the contract digital signature service
CRM and ERP systems

Customer signs, rejects, or returns
the contract with comments

I

' b

Approved Rejected or returned

Signed-as-is agreements are Unsigned or rejected agreements, as well as
automatically logged in the CRM and agreements returned with questions, will

ERP systems and will appear on sales trigger alerts to sales manager and tasks to be

sent to account reps so action can be taken

Notify salesperson — Salesperson g -

Updated contracts with
comments addressed returned
to customer for approval
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