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Getting Organized &
Forecasting Your Sales
With the JOBZ! Pipeline
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The JOBZ! Pipeline
Answers These Questions

 How’s it going?
 What jobs have you sold recently?
 What jobs have you quoted recently?

 Which of those do we have a chance of selling?
 And what are our chances?

 What does the month look like at this point?
 And next month, and so on…

It answers these questions for
sales reps and managers alike.

 By spending a few seconds on each job you have
recently quoted or sold.

 By keeping yourself organized.
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Every Job Has Status
 In Estimating

 Before you quote it (automatically set)
 Pending

 After you quote it (automatically set)
 Dead

 Not needed, surplus version, or Lost to Competitor
 Working

 When you turn in the SOP (automatically set)
 Shipped

 Ready to Invoice
 Billed

 Done and filed away for future reference

The Pipeline (and your organization)
depends on job Status being current
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Main Menu Dashboard

 Automatically shows your jobs based on Status
 Just click on a job to work with it

Scroll for more- sorted by company name.
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Every Job Also
Has an Invoice Date

 Before it is Billed, it’s only a guess
 But it should be in the FUTURE

Dates in the past are displayed in Red

Job schedule as shown on SPEX,
QUOTE and ORDER entry screens.

Enter the Invoice Date manually or set it
by clicking Auto, based on the Ship Date.

NEW jobs are set automatically a month
hence.

The Pipeline depends on the
Invoice Date being realistic
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Just One More Thing

 For Pending jobs, you need to indicate:
 Likely Sale? “Yes”, “No” or “Report Lost”
 If “Yes” then how likely is the sale?

List View, “Pending” jobs. Get here by clicking the Pending button on the Dashboard...
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That’s all there is to it!

 Now, when you run your own Pipeline, it will give
you an accurate snapshot of your current and
near-future business situation.

 When a manager runs the Pipeline, it rolls up all
the reps in the sales region.

Main Menu

Click Pipeline to display the results

Click YTD to display your 
Year To Date Sales

Click Pipeline button to produce a report.
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What is in the Pipeline?

The Pipeline is simply a measure of the business you are
currently doing, but it provides more insight than a typical
booked sales report would contain. The Pipeline includes:

Sold jobs that will invoice in the current month, which are in
Shipped or Billed status.

Sold jobs that are in Working status, summarized within their
invoice month.

Jobs that are in Pending status (quoted but not yet ordered),
summarized within their invoice month, that the Sales Rep has
indicated are "Likely Sales."

The Pipeline amount for a Working, Shipped or Billed job is the
job costs to date, which is the order entry amount, plus any
Author's Changes.

The Pipeline amount for a Pending job is an average of the
quantities quoted, modified by the percentage of likelihood.

When a Sales Rep runs the Pipeline, it will only report jobs on
which he or she is the Sales Rep. When a Manager runs the
Pipeline, the Manager’s Sales Region is reported, unless a
smaller subset is selected, such as a single Sales Office, or
Sales Rep. Executive users see all Sales Reps in all Sales
Regions.
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The Business Menu

 A number of ways of looking at your sales
 Available to Sales Reps and Managers alike

 Sales Reps see their own sales
 Managers see their region rolled up

 Get yourself organized and take a look!

3 Pipeline Reports

Sold Jobs Only

Pending / Likely
Jobs Only
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Other Benefits

 Pipeline-related capabilities:

Set a Follow-up date on the QUOTE screen

On the Pending list
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On the Working list, based on Files In date.

On the QUOTE screenFrom the Business Menu
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Thanks for using JOBZ!

For questions, please contact:

Jim Taylor
Jim@carpedata.com

408-395-8183

888- SEIZE IT

JOBZ! is a productivity tool designed to enable Sales
Reps to manage themselves, and by extension to help
Managers to manage a Sales Force.


