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. About This Presentation

* These are the slides from a live webcast on

MSDynamicsWorld.com, presented on May
6th 2015

* The webcast recording is available on
YouTube: http://bit.lv/crm15salesprocess

* The topics are covered in more detail in blog
posts at http://survivingcrm.com/
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Dynamics CRM consultant from Helsinki

Working at Digital lllustrated Finland
Dynamics CRM addict since 2005
Frequent blogger & #MSDYNCRM evangelist !
on social media Jukka Niiranen
@jukkan
— Blog; survivingcrm.com Consultant @ Digital lllustrated

Microsoft Dynamics CRM MVP

— @jukkan on Twitter

Microsoft MVP since 2013

Focused on improving CRM solution
usability & information work efficiency



http://www.digitalillustrated.com/
http://survivingcrm.com/
https://twitter.com/jukkan
https://twitter.com/jukkan
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CRM as a Non-Developer e

* Point & click configuration/customization tools of
Dynamics CRM have come a long way

* The ratio of custom code vs. configuration in typical
CRM solutions is decreasing

* Solution delivery often requires the creative
combination of several CRM configuration options

* The goal of this article series is to demonstrate a few
scenarios where such combinations are used for
delivering new functionality for the CRM sales

process
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Explored in This Series -
/ Part 2 \

1. Lead 2. Opportunity 3. Pipeline

qualification revenue estimation development

* Streamline data * Replace * Capture
entry for leads opportunity opportunity
on existing product lines count and
accounts & with predefined revenue per
contacts cost estimate sales stage

* Convert leads to fields * Schedule data
influencers * Calculate snapshots of
instead of new opportunity historical
opportunities total value from pipeline size

day & rate fields
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. The Problem DR
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* Calculating estimated revenue with CRM can
require a lot of clicks from the end user

* Managing detailed product and price information
in CRM product catalog and price lists can be
troublesome

* Cannot easily have a standard set of opportunity
product line items included in all opportunities

* Opportunity product editable grid cannot be
customized to optimize data entry




Standard opportunity

oroducts

OFPORTUNITY

CRM upgrade analysis

rid
Est, Close Date
21.5.2015

Est. Revenue

24 800,00¢

Users must add

V' Qualify "~ Develop (Active)
Customer Need click to enter Identify Competitors mark complete
Proposed Solution click to enter
Identify Stakeholders mark complete
Product Line Items
Price List CRM Service USA (sample)
Revenue System Calculated
Product Mame Properties | Unit Price Per Unit Quantity Discount  Extended Amount
[& Consulting 1 000,00€

B CRM Online: Standard (san o Edit Standard Use... @& 40,00&

i B CRM Online: Professional [ €2 Edit Standard Use... @& 80.00€

Product pricing

cannot be
overriden in grid

Detail Amount & 24 800,00¢
(-) Discount (%5)

(-) Discount

Pre-Freight Amount B 24 800,00€
(+) Freight Ameunt

(+) Total Tax @ o000

every line item
manually

v o+ +
Sug  Basting Product

20,0000 0006 & 2000000 Write-in Product
20,0000 0006 B 800,006

50,0000 0,006 @ 400000€

No ability to

disable Write-in
Products
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* Create fixed fields for recording the revenue
components directly onto the opportunity
entity, with no line items

e Use CRM 2015 Calculated Fields feature to
sum up the estimated revenue across all the
individual fields

* Use a Real-time workflow to update the Est.
Revenue field for the opportunity




Example Revenue

Components for Projects

* Consulting
— Hours (decimal), Rate per hour (currency)
— Total = Hours * Rate (currency)

* Licenses
— Users (whole), Months (whole), Rate per month (currency)
— Total = Users * Months * Rate (currency)

* Other

— Other costs (currency)

* Total Amount
— Total = Consulting total + Licenses total + Other (currency)



Adding Custom Fields for

Opportunit

IL]IGITA

e

D Opportunity
Fields

Solution Solution 1

35" Information
E Components
F] Entities

I e Account
i 38 Contact
> & Lead
4 [] Opportunity
Forms
Views
il charts
Fields
&5 1:N Relationships
2 N:1 Relationships
35 N:N Relationshi__
Messages
@ Business Rules
¥, Hierarchy Setti
[+ = Process Stage
& 3 Snapshot
Option Sets
Y& Client Extensions
@ Web Resources
i Processes
3 Plug-in Assemblies
Sdk Message Processin...
@, service Endpoints
[k Dashboards
[ reports
ﬁ Connection Roles

e

View: Custom

£ MNew

W

Mame
jukkan_consultinghours
Jjukkar_consultingrate
Jjukkar_consultingrate_base
Jukkan_consultingtotal
Jjukkar_consultingtotal_base
Jjukkan_licensesmaonths
Jjukkanr_licensesrate
jukkan_licensesrate_base
Jjukkan_licensestotal
jukkan_licensestotal_base
Jjukkanr_licensesusers
Jjukkan_othercosts
Jjukkar_othercosts_base
Jjukkan_processstageid
Jjukkan_total

Jjukkan_total_base

| X | Edit | Mare Actions -

Display Mame
Consulting Hours

Consulting Rate

Consulting Rate {Base)

Consulting Total

Consulting Total (Base)

Licenses Months
Licenses Rate
Licenses Rate (Base)
Licenses Total
Licenses Total (Base)
Licanses Users
Other Costs

Other Costs (Base)
Process Stage

Total

Total [Base)

Type

Decimal Mumier
Currency
Currency
Currency
Currency
Whole Mumber
Currency
Currency
Currency
Currency
Whole Mumber
Currency
Currency
Lockup
Currency

Currency

Simple fields =

standard CRM
data types

Field Type
Simple
Simple
Simple

Calculated fields

Calculated

= new CRM 2015
field type

Calculated

Simple
Simple
Simple
Calculated
Calculated
Simple
Simple
Simple
Simple
Calculated

Calculated



Configuring the Calculated MIGITAL
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Field Formula -

Type

Data Type ™ Currency

Field Type ™ Calculated

Precision ™ Currency Precision
Minimum Value * -922 337 203 685 477,0000
Maximum Value * 922 337 203 6&5 477,0000
IME Mode * auto

CALCULATED FIELD

Set Licenses Total

4 |F..THEN

4 CONDITION [OFTIOMAL)
If Licenses Users contains data
and Licenses Months contains data

and Licenses Rate contains data
+  Add condition

4 ACTION

In field definition
window, click Edit

<] [<]

Determine conditions
for when to perform
the calculation

Build calculation formula

Set Licenses Total (currency)

= (jukkan_licensesusers * jukkan_licensesmonths) *jukkan_lil

jukkan_licensesmonths {whole number)
jukkan_licensesrate [currency)

jukkan_licensesusers (whole numizer)
+  AddElse

by picking the fields via

"Intellisense”

Licenses Months
Licenses Rate

Licenses Users
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for Project Sales -

s &, Enable Security Roles “m
= 38 R 2
— % =33 Show Dependencies

oo =) 5K
Q]Saueand Clase

Save Change Remove Body Business Form  Preview Merge
[y Publish Properties EJMavigation =~ Rules Properties  + % Managed Properties  Forms
Save Edit Select Form Upgrade
4 Project h ‘ Solution: Solution 1
Summary Form: Opporlunity
Product Line ltems
Quotes 4 Summary
4 Common Consulting
L ’ . i
|25 Documents | - |
: | @ Topic i Hours e
5 Actwitis | i Consulting
----- Plecims o || [ revenue
l,@] (;onnectinns . E.ﬂcccunt . Tatal :
[2b Audit History ‘i || STAKEHOLDERS
. —— : Purchase Timeframe
4 Sales
) ‘@ Currency * il | Licenses
4 Service o : : 1
i Users .
: Budget Amount i
| License
4 Marketing { Purchase Procass i |iMonths
' ' : Ho revenue
: : e o { Monthly Rate {per User)
4 Processes :
...... Description Licenses Total

Other

Other revenue
EE -

Current Situation TOta |

Total

E— "~ revenue




Calculated Fields on the

Opportunlty Form

Al Microsoft Dynamics CRM v # | SALES v Opportunities | v CRM upgrade analy... Enter Search ltem
+ NEw R CLOSEASWON  ® CLOSEASLOST [ RECALCULATE OPPORTUM.. S8 ASSIGN @ EMAILA LINK  [] DELETE === 4+ 4 ml
OPPORTUNITY : PROJECT ¥
C R M d | M Est. Close Date Est. Revenue Rating Owner®
upgrade analysis 21.5.2015 ~ Warm & Jukka Nii

\rl

Propose Close

Customer Need click to enter Identify Competitors mark complete

Proposed Solution click to enter

Identify Stakeholders mark complete

i~
Summary =
Topic™ CRM upgrade analysis Consulting XX} B Ut th e +
Contac - Hours 2000 standard Est.
Account EBlue Yonder Airlines (sample) Rate ( . .
per h) 145,00
Purchase Timeframe - Total 8 520000¢ Reve n U e ﬁ e | d Stl | |
Currency ® euro o
remains blank
Budget Amount - Licenses
Purchase Prg
Users 50
sl Now we have a Months 12 5 N
Descriptio - Monthly Rate (per U 51,00
onthly Rate (per L
TOta I ﬁ € l d S th at Licenses Total & 3060000
e oct calculated
- d Other SALES TEAM +
O n reco r Save Other Costs 10 000,00 Name Role
Mo sales team members found.
Customer Need Total
- Total Amount & 4640000€ v
Open H



‘ Setting the Est. Revenue

field value (1

BUSINESS RULE: Opportunity

Cost estimate to Est. Revenue * Business Rules

Click to add description Won’t Work for.
P updating the Est.
¢ CONDITION Revenue field

If Total is greater than 0

+ Ao condion °* Youcan'tseta
+ Acrion standard field’s
s T y value to the value
A~ 1 [re ] [rcomirerrin e+ of a calculated
S - field

Probabili B
= Add action &
Total Amount (Base)
+  AddEse Total Amount

Total Detail Amount (Base) [

Tntal Matail Ancoaint
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‘ Setting the Est. Revenue nignalL

field value (2

e Real-time workflows
el s e can, however, access
the calculated field’s

value

* Trigger the workflow
on record create
event and source field
value change event

* Set Est. Revenue to

= Check that opportunity is open and cost estimate total field has a value tOta I CO St
If Opportunity=Status eguals [Open] AMD Opportunity:Total = [0,00], then:
L |Cnpyﬂ1e caloulated value from the cost estimate total field to Est. Revenue field
Update: Opportunity View properties

Est. Revenue | {Total(Opportunity)}




Est. Revenue Synchronized PIG

L 3

with Calculated Total Field L'

Jukka Niiranen

Aly Microsoft D\'rlarr'ms CEM « 1] SALES v Opportunities ( upgrade an . reate Enter Search Item

4+ NEW R CLOSEASWON @ CLOSEASLOST  [@ RECALCULATE OPPORTUN.. S8 ASSIGN < EMAILALINK [ DELETE  »=+ Y & A

QOPPORTUNITY : PRCIJECT
M Est. Close Date Est. Revenue Rating Owner™
CRM Upg rade ana|y5|5 215.2015 47 850,00€ Warm 2 Jukka Niir
Y r/

Customer Need click to enter Identify Competitors mark complete
Proposed Solution click to enter |
Identify Stakeholders mark complete
Summary Now the Est. Revenue
Topic” CRM upgrade anlysi Consutting field will automatically
Contact -
Hours 50,00
Account Blue Yonder Airlines (sample) Rate (per h) 145.00€ reﬂ eCt th e Va I U e fro m
Purchase Timefra -~ o
S Teta 8 725000¢ the calculated Total field
Currency euro
Budget Amount -- Licenses
Purchase Process --
Users 50
Process Stage 2-Develop
Months 12 < >
Description -
Monthly Rate (per U 51,00€
Licenses Total B 3060000
Current Situaticn
- Other SALES TEAM +
Other Costs 10 000,00 Name 4 Role
Mo sales team members found.
Customer Meed Total
- Total Amount @ 47 850,00¢ 9
Open H
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* Read more articles on Microsoft Dynamics CRM
customization best practices at

http://survivingcrm.com/
* Follow @jukkan on Twitter for the latest
#MSDynCRM related news and tips

* Check out the Dynamics CRM webcasts series at
http://msdynamicsworld.com/webcasts

* Thanks for viewing these slides & enjoy
customizing your Dynamics CRM environment!
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