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JOBZ! is a Sales Database with Management Aspects

• Sales Reps are the source of the data and the primary beneficiaries of it.

• Fast, efficient paper workflow- making the sale, turning in the order.

• Current, consolidated sales data provides valuable business intelligence.

• Some discipline is required for data to remain current.

• Jobs and customers are both moving targets.

• Data accuracy and maintenance are supported by automation routines in JOBZ!

• Collaboration enables sales support to assist in maintaining data currency.
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JOBZ! is a Sales Database with Management Aspects

• Sales Reps are able to and should be expected to “manage” themselves.

• Most “Management” functions in JOBZ! are available to the individual sales rep.

• Sales Reps are responsible for their own data and benefit from its maintenance.

• Self-managed sales reps “roll up” to a well managed sales force.

• If Management provides direction and communicates their expectations,

JOBZ! can provide both Sales and Management with business intelligence.
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Management Expectations- Two Key Areas

• Sales Reps will maintain their own sales Pipeline:

• Job status and invoice date for sold jobs.

• Status = Working, Shipped or Billed.

• Invoice date = Anticipated or Actual (approximate.)

• Likelihood of sale and anticipated (approximate) invoice date for Pending status jobs.

• Likelihood = No, or Yes, with a percentage of likelihood.

• Sales reps will keep accurate, complete Contact Data on customers and prospects:

• Including Categories, Market Segments, and Contact History.
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Management
Objective-
Regional
Sales Pipeline

Summary view
by Sales Office

Business Menu:
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Method-
Roll Up
Individual
Sales
Pipelines

Sales Reps each keep
their own Pipeline.

Manager access
privileges roll up their
own regions, Executive
privileges include all
regions.

The following slides
illustrate how easy it is
for the sales reps to
keep their own Pipelines
current.

Business Menu:

Working Jobs Sort:
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Sales Reps keep “Pending” jobs current,
and in their PIPELINE

Click 
Pending button

JOBZ! will find jobs with date / status problems and help them make adjustments.
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PIPELINE a Pending Job

From the Pending list:

Also on the QUOTE screen:

Pipeline amount is an average of
the prices quoted, X the % of
likelihood.

It will sort into the month of the
invoice date.
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Working Jobs
Click 
Working button

JOBZ! will find jobs with date / status problems and help sales reps adjust them.
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Pipeline Includes

 Working, Shipped and Billed status jobs.
 With invoice dates in the current month or future months.

 Pending status jobs marked as Likely Sales, with % of likelihood, and
invoice dates in the future.
 Pipeline amount for a pending job is an average of the prices for the quantities

quoted, times the % of likelihood.

 Results displayed depend on your access level.
 Sales reps see only their own.

 Managers see their region rolled up.

 Executives see all regions.

Business Menu:

Working Jobs Sort:
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Management
Objective-
Competitive
Pricing
Analysis

QUOTE Screen:

Method

The price the job
went for, and the
calculated % of our
Estimate Total Cost
that it represents.

Lost Jobs Report on 
Business Menu
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Where is this Business Intelligence?

This section visible to Sales Reps & Management

This section visible only to Management

The Business Menu

Explore the options here!
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Where is this Business Intelligence?
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Management Objective- CRM*
 Paperwork Flow & Communications

 RFE, Proposal, Order Entry, Confirmations, Author’s Changes, etc.
 The JOBS tab:

 Contact Management:
 Prospecting
 Marketing
 Territory & Account Assignments

 The ADDRESS tab:

(*Customer Relationship Management)
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ADDRESS Contact Management: Sales Automation

Tab panel: View
of Jobs for this
person, by title,
or by date.
Memos is
correspondence
to the person.
Delivery is
where you enter
notes that will
appear on
Delivery
Instructions.
Budget sets a
sales target for
the person, that
can roll up to a
company-wide
sales budget.

Contact History is kept by clicking the Today button and using
the fields below it, then clicking the Next Contact buttons.

Click to record a contact made today.

List of all the
people in the
company. Click
on them to
navigate, and
isolate the
company as a
found set.

This is the
button to send
contact or
appointment
data into
Outlook, and
sync to a PDA.

Add last contact to History and set a next contact.

Plan a next contact
with a group of people.

Record a last contact
with a group of people.Google Map

Knowledgeable use of this screen benefits the Sales Rep, and by extension, Management
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ADDRESS Categories

Multiple
ways to
categorize
a person. Check or un-

check a found
set of people.

Company-wide Segments on this tab.

Check all boxes
that apply.
Management
defines available
selections.

Regional-specific
Segments are
behind this tab.

Build a marketing
campaign around
these segments,
in combination
with any of the
other categories.

Visible only to a Manager, takes a
Manager to the Manager Screen- see
Sales Management slide.

Export selected
contact data to
Excel to upload
to an email
campaign
service.

Or use the data
to drive a digital
variable data
press.
You are a
printing
company,
right?
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ADDRESS: Merge Mail Capabilities

Build a found set of contacts by category, then send each of them a letter, or post card, or email.

Each letter is signed by
the assigned Sales
Rep. Or, if you like, by
the Sales Rep’s
manager.
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ADDRESS: Merge Mail Capabilities

Build a found set of contacts by category, then send each of them a letter, or post card, or email.

Easily print
out mailing
labels in
standard
office supply
store formats.
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ADDRESS
Sales
Management

Your own
categoryKeep private

Manager notes,
and monitor

selected
contacts.

Entertain
Account
Challenges,
Reassign
Accounts.
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ADDRESS
Sales
Management

Reassign
Accounts
en masse.

Entertain
Account
Challenges,
Reassign
Accounts.
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The Shark List

 Answers the question: Is anybody calling on…?
 Enables the question: May I call on them instead?
 Encourages competition for accounts.
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The Shark List: Account Challenge

This generates an email to the manager, with list of questions:

Company Name: 
Primary Contact: 
Why this Account Should Be Assigned to Me: 
Describe Our Current Relationship with this Company: 
Company's Annual Sales: $                       Fiscal Year End Month: 
Describe the Company's Industry & Marketplace: 
Number of Employees: 
Names of Divisions: 
Number of Facilities & Locations: 
Major Products & Recent Product Introductions: 
Recent Financial Performance, Stock Price Trend, Mergers & Acquisitions, etc. : 
Top Priorities of CEO: 
Products & Services We Offer That They Need: 
Their Annual Spend in these Segments: $          
Our Potential Annual Sales: $         
Where is their Pain? 
Who is Our Competition? 
What is Their Incentive to Change Suppliers?  
Ease of Implementation: 
Seasonality of Work: 
Profitability of Work: 
(etc.)

These questions are
also available on the
contact’s Strategic
Account Profile,
accessed on the
Company tab. (next
slide)

The manager then decides whether or not to entertain
the challenge, and if so, records it on the Sales
Management screen, sets a date for review, and
notifies the current rep by email. This message then
appears on the contact’s input screen:
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Strategic Account Profile
This screen helps a sales rep to
approach a prospect in a
professional manner, with
forethought, displaying knowledge
of the prospect’s needs, and how
those needs can be met with your
company’s capabilities.

Describe Our Current Relationship with this Company: 
Company's Annual Sales: $                       Fiscal Year End Month: 
Describe the Company's Industry & Marketplace: 
Number of Employees: 
Names of Divisions: 
Number of Facilities & Locations: 
Major Products & Recent Product Introductions: 
Recent Financial Performance, Stock Price Trend, 
  Mergers & Acquisitions, etc. : 
Top Priorities of CEO: 
Primary Business Objectives: 
Strategies in Place to Achieve these Objectives: 
Critical Success Factors: 
Performance Indicators: 
Issues & Challenges: 
Products & Services We Offer That They Need: 
Their Annual Spend in these Segments: $          
Our Potential Annual Sales: $         
Where is their Pain? 
Who is Our Competition? 
What is Their Incentive to Change Suppliers?  
Ease of Implementation: 
Seasonality of Work: 
Profitability of Work: 
Sales Cycle, Accelerators: 
Org Chart (Formal) and Informal (Political): 
Short Term & Long Term Goals for this Account: 
Team & Resources Needed, Management Participation Required: 
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Business Letter Templates

Compose, or hire a professional writer to compose, standard business letters that any of the
sales reps can use when they need to correspond with a prospect.

A sales rep simply clicks Use, then addresses the letter, and prints it out.
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Annual Sales Budget

• Sales reps build a budget

• One row at a time

• One contact at a time

• It will all roll up
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Sales Reps
Can Keep
Their Eyes
on the Ball

Red = You are under budget

Days since last contact

Sales Plan

“$Plan
Report”

ADDRESS List View: $Plan

Number of contacts
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The $Plan

Set a Budget for a contact in the Budget tab on the ADDRESS input screen.

• Run the $Plan or print the $Plan Report.

• Keep your eye on the plan.

Print a hard copy
of the $Plan.

Total will be red until
you meet the budget
with YTD (Year To
Date) sales.

Sold jobs from last year and current year total here.

Run a screen
view of the
$Plan.
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The $Plan

At the bottom of the $Plan will be the rep’s total rolled-up budget.
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Budget Report

Annual Total for the rep

Total for the rep for the month

Total for the company 
for the rep for the month

Total for the contact 
for the rep for the month

Plant sold
into
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For Managers:
 Budget Tab on Manager screen

Budget Reports, including
Excel export.

Filtered Reports allow
you to specify regions,
reps, plants, months or
quarters.

And optionally give the
report a title.
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Filtered Manager Reports

Focus on a subset of data

1. Give it a title

2. Click a report link

3. Apply the criteria, 
click Continue
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Filtered Report Result To printer or PDF, with title & footer

Footer shows date, page count and report author.

Another example, focus on a single rep
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Spreadsheet
Will export data as an Excel file
that can then be combined with
others and manipulated.

Export Format

Pivot Table
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It’s a Win - Win

 What benefits the Sales Rep, by extension and design, benefits Management.
 And vice versa.

 Communicate your expectations.
 You have the tools to actively manage Sales & Marketing.

What’s good for the goose, is
good for the gander.

A sure-fire way to spark a
conversation:

Ask one of your sales reps to
bring you their Pipeline.


