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THE SALES PROCESS ARCHITECTS

Complex Sales™ users integrate the

methodology into their CRM systems. It
combines all the familiar elements of the WCS
Roadmap with easy access to existing contact
information in your CRM system. Bi-directional
data interchange eliminates double data entry,
and provides synchronisation of action plan tasks
with MS-Outlook via the CRM software. Roadmap
CRM is available today with a connector for sales-
force.com. Connectors for other popular CRM
systems will be released in the near future.

Roadmap CRM is designed to help Winning

CRM users access the Winning Complex Sales™
Roadmap by simply clicking on a link from within
an opportunity record. This launches the applica-
tion containing all the familiar WCS concepts such
as Buying Center analysis, Individual Value
Propositions, Competitive Strategy, Project Quali-
fication Profile, and the Joint Action Plan. Contact
names within the customer company, as well as
those of other opportunity team members, can be
accessed directly from within the application. The
integrity of forecast-related data such as sales
volume, probability of winning and closing date
are fully protected.

Customisable coaching tips are available
throughout the application, and your Ideal Sales
Process suggests tasks to include in the opportu-
nity action plan. These are transferred automati-
cally to CRM when the opportunity is saved, and
can be synchronised with Microsoft Outlook if
configured. Other CRM users with appropriate
access rights can also view the WCS Roadmap
analysis information, and printouts can be shared
with non-system users.

The CRM administrator has access to additional
functionality, to customise the Roadmap applica-
tion. The Ideal Sales Process, Project Qualifica-
tion Profile, and Joint Action Plan are among the
areas that can be fully customised to your busi-
ness. In addition, the field labels, coaching ques-
tions, and language options can be modified cen-
trally, and deployed to all Roadmap CRM users.

The administrator can also configure the specific
fields that are transferred between Roadmap and
the back-end CRM software.

The initial installation includes all customisable
data in English, German, French, Spanish, Italian,
Dutch, and Russian. New languages can be
added quickly using the simple translation tools.

§ Profit from training investment faster —
earlier and faster adoption of WCS methods
with seamless implementation in your CRM

§ Leverage CRM investment — integrate CRM
into daily work and reduce resistance to use
by eliminating duplicate data entry

§ Acceptability and credibility —  programs are
better accepted, more effectively imple-
mented, better aligned with tools and more
easily monitored by internal sponsors

§ Zero IT-impact installation — requires no
change to existing CRM with a hosted on-
demand or on-site implementation using
unigue connectors to adapt to any CRM

§ Sales team coordination — improved team
collaboration with easy access to opportunity
information from anywhere

§ Eliminates double data entry — all opportu-
nity data is taken directly from and stored in
the CRM system, eliminating the need for
double entry

§ Powerful reporting and forecasting -
through your CRM system’s reporting func-
tionality — all existing reports work as before

Roadmap CRM is a web-hosted application de-
veloped and supported by White Springs Ltd., in
cooperation with Infoteam. White Springs is spe-
cialised in the integration of world-class sales
methodologies into on-demand, and on-premise
CRM systems. They provide installation, configu-
ration and CRM administrator support, and ensure
continued compatibility with future versions.

Please contact your Infoteam facilitator or the office
for more information on pricing and availability.

Infoteam Sales Process Consulting AG — Geissbergstrasse 2 CH-8302 Kloten — Switzerland
T: +41-44-804-1177 F: +41-44-804-1170 W: www.infoteam-consulting.com E-mail: info@infoteam-consulting.com
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The interface to Roadmap CRM is fully integrated
into the back-end CRM software, and accessed
directly from within an opportunity record. This en-
sures complete data integrity since none of the op-
portunity specific information is stored within the
Roadmap CRM application, but directly in the CRM
software. This reduces double data entry (and the
inherent errors that can introduce) and minimised the
effort required to use Roadmap in your sales team’s
working environment.

Here below, is an example of the SalesForce.com
web-hosted CRM software.
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Clicking on the Roadmap link — highlighted in red —
brings up the Roadmap CRM interface. The applica-
tion draws all opportunity information from the CRM
system in the background and presents the familiar
Winning Complex Sales™ concepts that is immedi-
ately familiar to all users of the standalone or net-
work version of Infoteam’s Roadmap PC software.

The opportunity background section, seen here be-
low, is where the user enters general information
about the sales opportunity such as customer’s ob-
jectives, sales objectives and solution offering, as
well as opportunity team members, budget and ex-
pected closing date.

Perhaps the most significant way in which Roadmap
CRM enhances the CRM user experience is with the
graphical representation of the customer's Buying
Center. This interface (below) faithfully duplicates
both the PC software and the poster Roadmaps
used in Infoteam workshops.
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Roadmap CRM makes it even easier to map Buying
Center members by drawing on the existing data-
base of contacts in the customer organisation from
the back-end CRM application, and simply adding
them to the Buying Center. Drawing connections
between people to highlight relationships and im-
prove the sales team’s understanding of the cus-
tomer’s decision-making process couldn’t be easier —
just drag the coloured markers attached to each
post-it-note to connect it with another. The connec-
tions remain even if the post-it-notes are moved on
the screen to reflect changes in the Buying Center.
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The competitive strategy screen, shown above,
makes it easier to view the strengths and weak-
nesses quickly and develop a winning strategy.
Flags such as the «traffic triangle», which are avail-
able throughout the application, can be used to high-
light specific problems, while the «thumbs up» seen
on other screens can be used to mark strengths.
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The action plan screen integrates the sales process
Infoteam has helped develop for your company —
and allows actions to be added with a simple click. If
our CRM software integrates with MS-Outlook or
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other popular agenda applications, action plan items
can be synchronised directly.

A «connector» can be developed for most popular
CRM systems — please call Infoteam for more de-
tails.




