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1. Introduction to Property-xRM Sales Module

Property-xRM powered by Microsoft Dynamics 365 provides the capability to track and manage
end to end sale process of a Property in addition to the existing Sales, Marketing and Service

features of Dynamics 365.

Some of the features included in the Sales Module are as follows:

Manage Projects, Property and Units data

Create and Track Leads or Enquiries

Manage Companies and Contacts

Capture Customer Preferences

Shortlist Units based on the Preferences Captured
Create and Maintain Flexible Payment Plans
Prepare and Manage Offers/ Bookings

Print Offer/ Booking form of various languages
Convert the Booking into a Unit Sale

Note:- There are other extended capabilities of Property-xRM Sales module such as Sales App,
Customer Portal, Advanced Marketing Automation, integration with ERP solutions etc. which
makes Property-xRM a complete suite for managing the real estate business processes. Please
contact sales@metadatacorp.com to understand the full feature list.
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2. Managing Customer Relationship for Real Estate Industry

2.1 Managing Property Definition Module

Project, Property and Unit are the master records in Property-xRM Solution and has the
following structure;

Project

e ————————————————————————

Property 1 Property 2

Unit 1 Unit 2 Unit 3 Unit 1 Unit 2

Figure 1: Property Definition Structure

As per above figure, Project is considered as top of the hierarchy, under which multiple

properties can be defined. In turn, each Property can be associated with multiple Units under
it.

2.1.1 Work with Projects

Project represents a collection of Properties/ Community/ Clusters/ Phases.

2.1.1.1 Create a Project

a. Inthe Navigation pane, navigate to Master Data Management under Sales and then
to Project.
b. Inthe Actions toolbar, click on ‘New’ to create a New Project.
c. Inthe General section, enter the information as needed:
e Name
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e Developer

e Category

e Stage

e License No.

e Address

Once the details of the project have been entered, click on save and the CRM saves the project
and creates a unique ID.

=22 Dynamics 365 Master Data ... ~ | Projects > New Project

BHsave gsaveaclose =4 New  EE FORM EDITOR A X

PROJECT : INFORMATION

New Project

Active
«General

Location

Under Construction Country*

Contractors View Vv

Figure 2: New Project Form

There are additional sections present on the form in which more information related to a
project can be captured such as:

e Footage - Area fields such as Built Up Area, Land Area, etc.

e Amenities

e Properties

e Expenditure details

e Completion Dates — Record the start and end date of the project

Please note: The fields provided in the form can be changed based on the need.
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2.1.1.2 Edit a Project

a. Inthe Navigation pane, navigate to Master Data Management under Sales and then to
Project

b. Open the Project and change the information you want.

Dymamics 365 Master Data ... ~ Projects > Dream World >

4= NEw [ DEACTIVATE |ij DELETE 23 ASSIGN <€) SHARE e EMAILALINK % RUN WORKFLOW [ START DIALOG WORD TEMPLATES *  sss voa X
3 %

PROJECT : INFORMATION

Dream World =
Active
4 General
Name * Dream World Location Financial Centre
Stage Under Construction Country™ India
Developer Adventure Works State Kerala
License No. HRWI002 City Kochi
Main Contractor License No. MCWI001 Bank Account SBI100696969
Address Financial Centre Road, Downtown
Contractors View ¥ +
Account Num..  Account Name 4 Primary Contact Main Phone Emai Email (Primary Contact] | Type Country

No Account records found.

Created On B 9/18/2017 3:58 PM Created By & Bilu Babu Modified On @ 9/21/2017 5:08 PM Modified By & Bilu Babu

Active

Figure 3: Project Form

2.1.2 Work with Properties
A project can have multiple properties associated with a Property. Properties typically represent
buildings that are there within a project.

2.1.2.1 Create a Property
The Properties of the Project can be created from a project or directly from the Master Data
Management under Sales in the navigation.
a. Open an existing project and navigate to the Properties grid present on the project form.
b. Click on the ‘+’ button to create a new Property.
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Dynamics 365 Master Data ... ~ Projects > Dream World >

W [§ DEACTIVATE T DELETE S8ASSIGN ) SHARE = EMAILALINK £%RUNWORKFLOW [¥] START DIALOG [ WORD TEMPLATES ~  =e= X

PROJECT : INFORMATION

Dream World -

4Inventory Details

Properties Units.
+ +
Project Name Type Unit No. Project Praperty Unit For Type
Dream World Blugline Residential Under & 103 Blueline Sales Apartmen
121 Blueline Sales Studio
UNoO1 rid Blueline Sales Studio
UNDO4 Dream World Blueline Sales Apartmen
» »
» Notes
Created On B 9/18/2017 3:58 PM Created By B Bilu Babu Modified On B 9/21/2017 5:11PM Modified By & BiluBabu

Figure 4: Properties grid on Project Form

c. Inthe General section, enter the information as needed:
e Name
e Type
e Project - The corresponding project will be mapped automatically
e Developer
e Stage
e Floors
e Built Up Area (Sq. Ft.)

Once the details of the property have been entered, click on ‘Save’ and the CRM saves the
property by creating a unique property id.
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Dynamics 365 « Master Data ... ~ | Properties > New Properties

B SAVE E4lSAVE&CLOSE = NEw  [EEl FORM EDITOR Al X

PROPERTIES : INFORMATION

| Status™
New Properties = e
4 General -
Name™* Type ™ - Plot Number
Project ™ - Property Ownership - Country
Developer - Stage Under Construction City

Default Payment Plan

Area Details

Land Area ( Sq. Ft.) - Land Area ( Sq. Mt.)
Built Up Area (Sa.Ft. - Buiit Up Area ( Sa. Mt
Salesble Area (Sq.Ft. - Saleable Area ( Sq. Mt
GFA (5q. Ft ) - GFA (5q. Mt )

4 Property Transfer Details

Admin Fee Applicable No Transfer Criteria
Status Active Created On a - Created By a -

Active A

Figure 5: New Property Form
There are additional sections present on the form in which more information related to a
property can be captured such as:
e Cost Details

e Units — Record all the units that are under that property
Please note: The fields provided in the form can be changed based on the need.

2.1.2.2 Edit a Property

a. In the Navigation Pane, navigate to Master Data Management under Sales and then to
Properties.

b. Open the Property and change the information you want.
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v Master Data ... +  Properties > Blueline >

PROPERTIES : INFORMATION

Blueline =
4 General

Name "
Project ™
Developer

Default Payment Plan

Area Details

Land Area ( 5q. Ft.)
Built Up Area ( Sq. Ft
Saleable Area (5. Ft.

GFA(Sq.Ft)

Admin Fee Applicable

Active

Status Active

NEW [ DEACTIVATE [ DELE ASSIGN  ©J SHARE e EMAILALINK % RUNWORKFLOW  [¥] START DIALOG WORD TEMPLATES = sss a
+ New  [§ DEACTIVATE DELETE &3 ASSIGN SHARE MAILALINK g% RUN WORKFLO RT DIAL WORD TEMPLATE A X

Blueline T‘,‘ae* Residential Plot Number PT20
Dream World Property Ownership Fully Owned Country India
Adventure Works Stage Under Construction City Kochi
Standard PPT

100.000.00 Land Ares ( 5q. Mt.) 9,290.30

100.000.00 Built Up &rea (So. Mt 9.290.30

100,000.00 Salesble Area (Sq. Mt 9,290.30

100.000.00 GFA (Sq. Mt.) 9,290.30

4 Property Transfer Details

No

"
Status’

Active

Transfer Criteria

Created On @ 9/18/2017 3:58 PM Created By & Bilu Babu

Figure 6: Property Form

2.1.3 Work with Units
A unit is an individual part of a project/ property that can be sold. Typically units can range from
apartments, villas, to commercial spaces.

2.1.3.1 Create a Unit

The Units of the Property that are used for the sales process can be created from the property
or directly from the Master Data Management under Sales in the navigation.

a. Open and existing property and navigate to the unit grid present on the property form.

b. Click on the ‘+’ button to create a new unit under that property.

Units

Unit No.
UNOO1
UNDO4
UN103

UN121

+
Project Property Unit For Type Floor Furnishing Status
Blueline Sales Studio
Blueline Sales Apartment 2
Blueline Sales Apartment
Dream Blueline Sales Studio
3

Figure 7: Units grid on Property Form
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c. The corresponding property will be mapped to the unit form. In the General section,
capture the information as needed:
e Unit No.
e Unit For - Sales

e Type
e View
e Floor

e Bedrooms

e Balconies
Once the details of the unit have been entered, click ‘Save’ and the CRM saves the unit by creating
a unique unit id.

Dynamics 365 ~ Master Data ... ~  Units > New Unit

EsaveE [ SAvE&CLOSE =+ NEW [l FORM EDITOR A X

UNIT : INFORMATION

N ew U N |t = Uam_t_‘wo. Status Reason

Available

4General

Unit For™* A sales Project™ - Furnishing Status
Unit No. - Property ™ - View

Country Belongs To ® - Floor - Number of Parking
Type™ - Balconies - Bedrooms

Bathrooms - Default Payment Plan

Unit Details
Total Area (Sq. Ft) * - Total Area (Sq. Mt)*
Common Area (Sq. Ft) - Common Area (Sg. Mtr.)
Internal Area (Sq Ft) - Internal Area (Sq Mt)

Saleable Area (S, Ft) - Saleable Area (S, Mt)

Price Details

Created On a- Created By a8 - Modified On a8 - Modified By a-

Active H

Figure 8: New Unit Form

There are additional sections present on the form in which more information related to a
unit can be captured such as:
e Sale Price — Price of the unit such as Price (Sq. Ft.), List Price, Admin Fee, Special Price
etc.
Please note: The fields provided in the form can be changed based on the need.
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2.1.3.2 Edit a Unit
a. Inthe Navigation Pane, navigate to Sales and then to Units.
b. Open the Unit and change the information you want.

Master Data... ~  units > UNDD4 >

=+ new  [§ DeacTivate PR SPLT [ DELETE 3 PROCESS = BB ASSIGN (U SHARE o EMAILALINK & RUN WOR e r 4 @ X
UNIT : INFORMATION
U N 004 — Unit No. Status Reason
- Bunoos Available
4 General -
B Sales Project Dream World Furnishing Status Furnished
UN004 Property Blueline View Road View
propertyxrm2017demo  Floar 2 Mumber of Parking 1
Apartment Balconies 2 Bedrooms 2
Bathrooms 3 Default Payment Plan Standard PPT
Unit Details
Total Area (Sq. Ft)* 4,561,252.00 Total Area (Sg. Mt) * 423,753.99
4,561,252.00 Common Area (Sq. Mtr) 423,753.99
Internal Area (S Ft) 4,561.252.00 Internal Area (Sq Mt) 423.753.99
Saleable Area (Sq. F) 4,561,252.00 Saleable Area (Sq. Mt) 423.753.99
Price Details .
Created On & 9/18/2017 3:58 PM Created By & Bilu Babu Madified On @ 9/21/2017 6:48 PM Modified By & Bilu Babu
Active A

Figure 9: Unit Form
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2.2 Managing Leads

Capture leads manually or automatically (through website) with the help of lead management
module. Capture basic information of a person along with their preferences. In addition to this,
nurture your leads by scheduling activities (phone calls, appointments, tasks, emails, etc.) and
including them as a part of various email campaigns.

In Property-xRM, you can get lead information in the Sales area. Your organization might refer
to leads as enquiries, prospects, or sales opportunities. All activities are logged and a running
history of every activity with the lead is kept, even once it is completed.

You can enter leads individually. In addition to this, you can use Property-xRM to import lead
lists into the database, perform the common qualifying activities, and convert leads to
opportunities, if they qualify.

Importing leads is the quickest way to add them to Property-xRM. You might already have
prospects in Microsoft Office Excel that you can import using the Import Data Wizard.

Each disqualified lead is retained in the database for business-reporting purposes.

You can track information about prospective customers, and then assign and qualify leads.
Because leads are tracked separately from customers throughout the sales cycle, you can focus
on building your customer base.

2.2.1 Work with Leads
Leads represent potential customers who have not yet been qualified for your sales process.
As you qualify leads, you can convert them to other types of records.

Create or edit a lead

This task requires permissions that are found in all default security roles.

2.2.1.1Create a Lead
When you create a lead, you might be tempted to only enter the system-required fields
(marked with asterisks; Business-required symbol) or business-recommended fields (marked
with plus signs; Business-recommended symbol). However, the more data you collect and enter
into this form, the more likely you are to turn those leads into business opportunities.
Remember that e-mail addresses, the source of the lead and specific unit preferences are key
factors in helping your sales staff complete the necessary follow-up.
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a. Inthe Navigation Pane, click Sales, and then click Leads.
b. Inthe Actions toolbar, click New, or open the record that you want to edit.
c. Inthe General section, enter the information as needed:

o Title

e First Name

e last Name

e Company

e Email

e County of Residence

e Mobile Phone

e Lead Source

e Lead Channel

e Mailing Address

Once the basic details of the lead have been entered, click on ‘Save’ and the CRM saves the lead
by creating a unique ‘ID’.

Dynamics 365 ~ | Sales v | Leads > Newlead

Esave [alsAveE& CLOSE = NEW FORM EDITOR 1
New Lead = Rating Stats Assigned To*
Warm BNew B 5 BiuB
Qualify (Active) d @ Develop i@ Propose @ Close

click to enter

click to enter

click to enter
Lead to Opportunity Sales Process Next Stage @ A
4 Summary
ID* a8 - POSTS ACTIVITIES NOTES OMENOTE Source Details
Customer Type - Al - | AddPhon..  Add Task R =] )
o Lead Source
— +
Company Name Lond Channel
Title - We didn't find any activity records.
Source Campaign
Name ™
Ema
WMobile Phane
Business Phone
Created By a- Created On a - Modified By a - Modified On a -
Open H

Figure 10: New Lead Form
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There are additional sections present on the form in which more information related to a lead

can be captured such as:

e Notes & Activities — Record various activities such as Phone Call, Email, Appointments,

etc.

e Contact Preference — Preference of the contact such as Project, Property, Type of Unit,

Budget, etc.

e Other Details — Nationality, Gender, etc.

Please note: The fields provided in the form can be changed based on the need.

2.2.1.2 Edit a Lead

a. Inthe Navigation Pane, navigate to Sales and then to Leads.
b. Open the Lead and change the information you want.

Sales «

Dynamics 365 ~

Leads

> Cathan Cook >

+ new [ DELETE & QuALIFY

Eéthan Cook =

Qualify (Active for 19 days, 20 hours) >

click to enter

A. Datum

Next Quarter

{® pisauaLFy ~

@ Develop

[/ ADD TO MARKETING LIST 8 ASSIGN

@ Propose

v Capture Summar,

Lead to Opportunity Sales Process

JSHARE @ EMAILALINK  »es

Rating Status Assigned To™
Hot BNew & 5 Bilue
@ close
Follow uf
Active for 19 days, 20 hours) Next Stage €@ A

< Summary
[ @ New store opened this y
Customer Type Individual
Mr.
Cathan Cook

Cathan@alpineskihouse
135-548-8795

555-0158

Created By

B BiluBabu

Open

Created On

POSTS  ACTIVITIES

All

NOTES ONENOTE

~ | Add Phon..  Add Task

Follow-up with Cathan at Alpine Ski H...

v TE

They just opened up a new store and we want o ensure they have ...

Modified by Bilu Babu 9/1/2017 11:14 PM

B 5/12/2016 7:27 AM Modified By

@ Bilu Babu

Source Details
Lead Source
Lead Channel

Source Campaign

Modified On

Marketing Campaigns
Email

Product branding - Phones and Personal Aud:

B 9/21/2017 7:25PM

Metadata Confidential
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2.3 Managing Accounts and Contacts

In Property-xRM, you can manage, share, and collaborate on account (corporate customer) and
contacts (individual customer) within your organization. The logging and tracking features benefit
the person who makes the sale, his or her sales team, other supporting teams, and their
management. All activities, such as e-mail, phone calls and meetings, are logged and a running
history of every activity with the company or contact is kept.

You can enter accounts or contacts individually or you can use Property-xRM to import lists of

these records into the database. You might already have customer records in Microsoft Office
Excel that you can import using the Import Data Wizard.

2.3.1 Deciding between Using Account and Contacts

Accounts are organizations that you do business with, whereas contacts represent individual
customers or specific representatives for an Account. Therefore, if you have mostly businesses
that you sell to, then you will primarily create company records. However, if you sell to individuals,
then you will want to create contact records.

Even if you only sell to individuals, you might still find Accounts useful for tracking your Brokers,
Competitors or Vendors. You can have one or more contacts associated with a single Account, but
only one of the contacts can be designated as the primary contact. You can create and edit
Accounts or contacts from the Workplace, Sales, Marketing, and Services areas.

2.3.2 Work with Accounts
Accounts represent an organization that you may do business with.

Create or edit an Account.

This task requires permissions that are found in security roles.

2.3.2.1 Create an Account.
a. Inthe Navigation Pane, click Sales, and then click Account.
b. On the Actions toolbar, click New.
c. Onthe General tab, enter information as needed:
e Account Name
e Account Type
e Primary Contact
e Phone Number
e Website
e Communication Address
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e ZIP Code

e Industry

e Originating Lead

e Contact Methods Preferred — Email, Bulk Email, Phone

Dynamics 365 ~ Sales v | Accounts > New Account

BHsave [saveaclose 4 NEw () DOCUMENT CHECKLIST FORM @ GEO CODE ;X
New Account = 0 sats
a- 8 Active

» What's New -
» Contacts
4 General

Account Name * Industry - Wain Phone

Type* Prospect Website - Other Phone

Primary Contact - Ema - Fax No

Address

Country ™ - Street

State/Province - Street 2

City - ZIP/Postal Code
Created On & - Created By a - Modified On a - Modified By a -

Figure 12: New Company Form

Please Note: The fields in the Account form can be configured to have business relevant fields.

2.3.2.2 Edit an Account
a. Inthe Navigation Pane, navigate to Sales and then to Account.
b. Open the Account and change the information you want.
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Sales v Accounts > Adventure Works >

» What's New

=+ MEW (2] DOCUMENT CHECKUST  [§ DEACTIVATE &3 CONMECT | ~ [MADD TOMARKETING LIST &8 ASSIGN <3 EMAILALINK X DELETE FORM  ees N R 4
Adventure Works -= o
B ABsSS4G45 B Active

» Contacts
4 General
Account Name Adventure Works Industry Non-Durable Merchandise Reta  Main Phane +27-264-1234567
Type* Customer Website hitp://www.adventure-works.cc ' Other Phane 27-264-555-T875
Primary Contact Adrian Dumitrascu Ema Adrian@adventure-works.com  FaxNo 27-264-555-T875
Address
India Street 11111 William Nicol Drive
Kerala Street 2 Downtown
City Kochi ZIP/Pastal Code 2100
Created On @ 5/12/2016 T:23 AM Created By B SYSTEM Madified On B 9/21/2017 T:44PM Modified By @ BiluBabu

Figure 13: Account Form

2.3.3 Work with Contacts
Contacts are people who represent customers or potential customers, or someone related to a

Account.

Create or edit a contact

This task requires permissions that are found in security roles.

2.3.3.1 Create a Contact

a. Inthe Navigation Pane, click Sales, and then click Contacts.

b. On the Actions toolbar, click New, or open the record that you want to edit.
c. On the General tab, enter information as needed:

First Name

Last Name
Parent Customer
E-mail

ZIP/Postal Code
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Dynamics 365 ~ Sales ~ | Contacts > New Contact

ESAVE EJISAVE&CLOSE + NEW () DOCUMENT CHECKUST [EIFORM @ GEO CODE A X
CONTACT
New Contact = o
8- B Active
4Summary -
CONTACT INFORMATION POSTS ACTIVITIES NOTES
e Al | AddPh.  AddTask vrE
Full Name™
We didn't find any actity records, ;
Account Name o neany yreeares ID Details
Type™ Prospect D Nurmber
Address - d Name
Id Expiry Date
Mobile Phone
Visa Type
Business Phone e
Emai
R
Country
Nationality Lead Sourc
Lead Channel
Facebook
Created By 8- Created On g - Modified 8y a - Madified On a -
Active H

Figure 14: New Contact Form

d. On the Details tab, enter all the information you have available.

e. Onthe Notes tab, click here to enter a new note, and add the information that applies
to your record.

f. Click Save or Save and Close.

Please Note: The fields in the Account form can be configured to have business relevant fields.

2.3.3.2 Edit a Contact
a. Inthe Navigation Pane, navigate to Sales and then to Account.
b. Open the Account and change the information you want.
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Dynamics 365 ~ Sales v | Contacts > Aneesh Ajayagosh >

4 NEW (2 DOCUMENT CHECKLIST  [§ DEACTIVATE &3 CONNECT | ~ [MADDTO MARKETING LIST S8 ASSIGN w2 EMAILALINK X DELETE FORM == A X
CONTACT
Aneesh Ajayagosh = 0 siaus
a- B Active
4 Summary a
CONTACT INFORMATION POSTS ACTIVITIES NOTES
e e Al + [AddPh.  AddTask  ses vYE
Full Name™ Aneesh Ajayagosh
We didn't find any activity recards. ;
Account Name B Metadata N ne By acty recarss ID Details
Type Prospect D Number TW10101069
Address 2137 Birchwood Dr Id Name Aneesh Ajayagosh
Redmond
Kochi, Kerala 682069 d Expiry Date 8/31/2045
Visa Type Resident
Mabile Phane 8891123489
Business Phone 04842696969
h@metadata.s
e onecsifmetadatacom Lead Source Marketing Campaigns
Country™ India i
) Lead Channel Email
Nationality
Created By & BiluBabu Created On B 9/21/2017 8:05PM Modified By 8 BiluBabu Modified On B 9/21/2017 8:09 PM
H

Figure 15: Contact Form

2.4 Managing Opportunities

An opportunity is a potential sale, which is similar to a lead. However, the subtle difference is
that with an opportunity you can forecast sales revenue and factor in the probability for the
sale to occur. When you create an opportunity, you must specify an existing account or contact
record.

Using opportunities in your business process enables you to run pipeline reports to view how
many sales have been closed and how many are in progress.

You can create a new opportunity that did not originate from a lead, or you can convert
qualified leads to opportunities without re-entering the data, and then you can track
opportunities through the sales cycle.

When you convert a qualifying lead into an account, contact or opportunity, you can access the
lead record, which includes activities and notes, from the corresponding opportunity form. You
cannot convert an opportunity to a lead; you can only close opportunities.
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2.4.1 Work With Opportunities
Opportunities represent a potential sale to an account or a contact.

Create or edit an opportunity

This task requires permissions that are found in all default security roles.

Once the user has done various activities with the lead, it can either be qualified or disqualified.

d. On the lead form, go to the top ribbon which will have a qualify button.
e. Click on the ‘Qualify’ or ‘Disqualify’ button if the user wants to qualify or dis-qualify the
lead.

Dynamics 365 Sales v | leads > AneeshAjayagosh >

=+ new W DELETE &Y QUALFY T PROCESS = (® DISQUALIFY ~ (M ADD TOMARKETINGLIST S8 ASSIGN €J SHARE ™ EMAILALINK  wee PR T 4
Qualify
LEAD ¥ Create 2 new opportunity with an account or a contact using information from this lead.
/_\ m ee S h When the lead is converted, it is saved as qualified in the Closed Leads view. Rating Status Assigned To™
T Warm Bnew 8 2 siue
Qualify (Active for 46 minutes) > @ Develop @ Propose @ Close
Aneesh Ajayagosh v Eg t mmar; c &
Metadata v P
This Quarter
Lead to Opportunity Sales Process (Active for 46 minutes) Next Stage @ A

Figure 16: Leads Form Ribbon

f.  Once the ‘Qualify’ button is clicked, the lead gets converted into an Opportunity,
Contact and Account (if applicable), that is, the system creates new Opportunity,
Contact and Account records.

g. If you want to disqualify the lead select the ‘Disqualify’ option in the actions toolbar and
select a reason for disqualifying the lead.
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Dynamics 365 ~ Sales -~  Opportunities > OPP-001 >
+ NEW ¥R SEARCHUNITS [SIRELEASEUNT R CLOSEASWON ® CLOSEASLOST  [57 CONVERT TOWORKORDER [EEIFORM I PROCESS ~  $8 ASSIGN X
O PP?OOW o Est. Close Date Est Revenue Status
- $1,324,565.00 Bin Progres
completed Vv PresentProgess completed
completed
completed
Lead to Opportunity Sales Process (Active for 14 hours) F Set Active ~
COstomer Type T e M= Currency ® 8 Fw -
Contact Aneesh Ajayagosh Exchange Rate & 1.0000000000
..... We didn't find any activity records.
Account Metadata & clanting any sttty recerss Total Amount 8 %0.00
Transaction Type ™ @ Sales
Purchase Process Individual
Description -
«Unit Preferences
Unit Preferences Shortlisted Units
+ = - =T
Created On & 9/21/2017 8:19PM Created By & Bilu Babu Modified Gn & 9/22/2017 10:27 AM Modified By & Bilu Babu
Open H

Figure 17: Opportunity Form
Please note: The fields provided in the form can be changed based on the need.

2.5 Managing Unit Preferences

Capture various preferences of prospects such as type of unit, location, view etc. for sales
requirements. Capture these preferences either from the Lead or Opportunity.

Navigate to the ‘Unit Preferences’ grid on the lead form or the ‘Unit Preferences’ grid

on the opportunity form.
Click on the ‘+’ button in the gird. Then click on ‘New’ after clicking on the lookup

button.
This will open a new Unit Preferences form. Enter information related to the prospects

preference.

The various details captured under the preference section of the lead/ opportunity are as

follows:
Unit Type: Apartment, Villa, Studio, Duplex, Office, Retail, etc.
e Project: Any specific project the prospect is looking to purchase

e Property: Any specific property within the project
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e Type: Sales

e Floor: Any specific floor preference

e Bedroom: Number of Bedrooms

e View: Any specific view such as pool view, lake view, city view etc.

e Budget Detail: Minimum Budget & Maximum Budget

f22 | Dynamics 365 v New Unit Preference

Hsave [lsave&close = New [l FORM EDITOR

UNIT PREFERENCE : INFORMATION

New Unit Preference -

4« General
General
Topic * 3BHK Floor 1
Transaction Type ™ Sales View Road View
Project Dream World Mo, of Bedrooms 2

Property Blueline Minimum Price 3560.000.00
Unit Type Shop Maximum Price %860,000.00

+ Administration

» Notes

eated By 8- Created On 8- Modified By 8- Madified On 8-

Active H

Figure 18: Unit Preference Form

Please note: The preferences can be changes based on the need of the customer so that the
sales person can identify and act on what the prospect’s exact need is.

2.6 Managing Shortlisted Units

It is all the more important to understand if there are units available within your project that
can match your prospects preferences. Property-xRM provides you with the flexibility to search
for available units that is matching the preference criteria.

a. Once the preference is entered and saved, expand the grid and select the unit
preference.

b. On selecting the preference, it will enable the ‘Search Units’ button on the action

Metadata Confidential Page 23



>

Microsoft
Dynamics 365

AR

Property—xRM

The Complete Real Estate Suite

toolbar.

Click on the ‘Search Units’ button and this will open the search unit screen with the
preference auto populated in the left support pane of the search screen. The CRM
system will auto filter the available units based on the preference provided by the

prospect and display the result.

Project Dream World Property

Unit No Unit Type

Floor Bed Rooms

Shortlist Units

Unit no Unit Type Property
UNoo1 Studio
UNOO4 Apartment

UN103 Apartment

UNI21 Studio

Blueline

Internal Area

Unit For Sales

Unit View

Bz 2

Common Area Net Area Net Amount Status

456125 745554400

Figure 19: Search Unit Screen

Please note: The search criteria can be defined and altered based on the business process
needs of the customer. Also the left support pane with the preference criteria is editable which
can enable the sales people to try and alter the preference criteria and check for units that are

matching the criteria.

It is important to shortlist/ reserve a unit based on the prospect’s preference for further
processing. This function of Property-xRM helps sales executives to shortlist one or more units

for an opportunity.

a. On the search result screen, select the check box to the right of the available unit that

the prospect would like to shortlist.

b. Once you have selected the unit click on the ‘Shortlist Units” button on the top of the

search unit screen.

Metadata Confidential

Page 24



\ Microsoft

Dynamics 365

AR

Property—xRM

The Complete Real Estate Suite

Shertlist Units
Unit no Unit Type Property Internal Area Common Area
UN0O1 Studio Blueline
UN004 Apartment Blueline 4561252 4361252
UNI1O! Apartment Blueline

Net Area

456125

4361232

323243243

Net Amount Status
45554400 Available
Z125,345.00 Available

3233432300 Available

Figure 20: Shortlist Unit Form

c. Once the user shortlists the unit, CRM associates the unit to the opportunity and also
changes the status of unit to ‘Reserved’. This prevents other CRM users from shortlisting

the same unit for another opportunity.

d. The shortlisted units shall appear under the shortlist grid in the opportunity.

To see all the shortlisted units:

a. Go back to the Opportunity.
b. Navigate to the Shortlisted Units grid.

c. All the units that are shortlisted will be displayed in the Shortlisted Unit grid.
Users can also directly shortlist the units from the shortlisted units grid based on the

privilege and process needs.

Sales ~ | Opportunities > OPP-001 >

Dynamics 365 ~

= NEW @M SEARCHUNITS 5| RELEASEUNIT R CLOSEASWOM @ CLOSEASLOST  [Sp CONVERT TOWORKORDER  EEJFORM  § PROCESS = &8 ASSIGN X
O P P _ OOW — Est. Close Date Est. Revenue Status
= 71,324,565.00 Bin Progres:
Custo o New nent V' Identfy Competitors completed
The
completed
Lead to Opportunity Sales Process (Active for 15 hours) F Set Active ~
Unit Preferences Shortlisted Units
+ +
Topic Floor Lead Project Property Creat Unit No. Praject Property Unit For Type
3BHK Dream World Blueline 9/22/ UNOD1 Dream World Blueline Sales Studio
UNOO4 Dream World Blueline Sales Apartmen
» »
Created On B 9/21/2017 8:19PM Created By & Bilu Babu Modified On @ 9/22/2017 10:27 AM Madified By @ Bilu Babu
Open H

Figure 21: Shortlist Units grid on Opportunity Form
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To release a shortlisted unit:

a. Go back to the opportunity

b. Navigate to the Shortlisted Units grid

c. Select the Unit that needs to be released
d. Click on the ‘Release Unit’ button

Dynamics 365 ~ Sales v  Opportunities > OPP-001 >

+ NEW M SEARCHUNITS [ SIRELEASEUNIT R CLOSEASWON @ CLOSEASLOST  [5# CONVERT TOWORKORDER  EE[FORM I PROCESS v  SBASSIGN === N X
Est. Close Date Est. Revenue Status
1,324,565.00 Bin Progres:
Custamar Ned ew nt V' Identify Competitors completed
Lead to Opportunity Sales Process (Active for 15 hours) P Set Active ~
Unit Preferences Shortlisted Units
+ +
Topic 4 Floor Lead Project Property Creat Unit No. Project Property Unit For Type
3BHK Dream Warld Blueline 9/22/ U004 Dream World Blueline Sales Apartmen
» »

Figure 22: Release Unit Button

Please note: A unit can be released automatically after a specified amount of time defined by
the customer, if no amount has been collected

2.7 Managing Offers/ Bookings

To proceed further in the sales process, the user has to provide an offer to the prospect which
contains the price of the shortlisted unit along with the payment terms.

Property-xRM helps users create an offer/ booking with minimal manual intervention. Once
the units are shortlisted, the user can prepare the offer/ booking through the following steps:

a. Open an existing opportunity.
b. Go to the Offer grid.
c. Click on the ‘4’ button.

Metadata Confidential Page 26



\ Microsoft

Dynamics 365

AR

Property—xRM

The Complete Real Estate Suite

« Offer

Offer

Transaction Type Unit

Sales

Status Reason

Offered

Total Amaunt

Figure 23: Offers grid on Opportunity Form

d. This will open a new Offer/ Booking for with all the details available from opportunity
filled automatically.

Dynamics 365 ~

Sales ~

Offers

> OFF-001 >

+ NEW [ DELETE  (¥) DOCUMENT CHECKUST 53 GENERATE PAYMENT SCH.. S8 ASSIGN () SHARE e EMAILALINK [ CANCEL OFFER &% RUN WORKFLOW  ses ET 4
OFFER : INFORMATION
OFF-001 = o
= OFF-001 Gffered
4 General -
Account B Metadata Type B New rren a Fom
ontact™ B Aneesh Ajayagosh Transaction Typs B sales Valid From
Opportunity™ 8 opP-001 Unit™ UNO004 valid To
Sale Through Direct
4 Sales Details
Payment Plan* Standard PPT Unit Price * 1125,345.00 Total Area (Sq. Ft) 4,561,252.00
Discount Amount 12,524.50 Discount (%) 10.00 Internal Area (Sq. Ft) 4,561,252.00
Total Amount After Di $112,810.50 Price per  Sq. Ft ) 20.03 Comman Area(Sq. Ft) 4,561,252.00
« Offer Item
Created On B 9/22/2017 1:07PM Created By & Bilu Babu Modified On & 9/22/2017 1:07PM Modified By & Bilu Babu

Figure 24: Offers/ Booking Form

e. The user will have to select the unit for which the Offer/ Booking has to be made. Since
the system allows shortlisting of multiple units under the opportunity, the units will not

be auto-filled.

f. Oncethe unitis selected, the user will have to select a payment plan that prescribes the
payment schedule for which the prospect has to pay for the shortlisted unit. The system
provides the option to create and handle multiple payment plan templates for various

projects.

g. There is also option to enter the validity of the offer.
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h. Upon completing the entries, click on the ‘Save’ button on the top ribbon to save the
offer/ booking.

Dynamics 365 Sales -~ | Offers > OFF-001 >

+ NEW 0 DELETE [ DOCUMENT CHECKLIST = SEND DISCOUNT FORAPP.. S8 ASSIGN € SHARE & EMAIL A LINK 3| CANCEL OFFER 43 RUN WORKFLOW ===

OFFER : INFORMATION

OFF-001 =

Figure 25: Discount Approval Button
Discount related Internal Approval Process (if any)

i. Discount can be given to the Unit Price by entering a Discount Amount.

j. Once the offeris saved, the user has to submit the offer for discount approval by clicking
on the ‘Send Discount for Approval’ button. The status of the offer will change to
‘Awaiting Discount Approval’ at this time.

k. On submission, the offer gets submitted to his manager for approval. Once approved,
the status of the offer will change to ‘Discount Approved’.

I. The user then has to click on the ‘Generate Payment Plan’ button in order to generate
the payment schedule for the customer.

Note: The payment schedule will be displayed taking into account the final unit price
and the payment plan template selected.

Dynamics 365 .  Sales ~ | Offers > OFF-001 >

=+ NEW [ DELETE [ DOCUMENT CHECKUIST %2 SEND FOR APPROVAL :5)5 ASSIGN € SHARE e EMAILA LINK J CANCELOFFER % RUN WORKFLOW  »»=

OFFER : INFORMATION

OFF-001 = 0
= OFF-001 Discount App
Offer Items. -
Delete | Item Amoun Total PPl Amount | Pending PPI for Adjustment
[} Sales 112,810.50 112,810.50 0.00
Total: 112,810.50
v Add New ltemn

Payment Plan Items

Update

Delete | Offer ltem Payment Plan ltem % Amount Due Date Description

W Sales Instaliment 1 30 3384300 20170921

W Sales Instaliment 2 30 3384300 2017-09-15

W Sales Instaliment 3 30 3384300 2017-09-20

W Sales Instaliment 4 10 11,281 50 2017-09-21

A T Add New ltem

4 Administration >
Created On B 9/22/2017 1:07PM Created By & Bilu Babu Modified On B 9/22/2017 6:14PM Madified By @ Bilu Babu

Figure 26: Payment Plan Grid on Offer/ Booking Form
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Offer/ Booking Internal Approval Process

m.

r.

Once the offer is saved, the user has to submit the offer/ booking for approval. For this
the user has to click on ‘Send for Approval’ button.

On submission, the offer gets submitted to his manager for approval and the status of
the offer changes to Pending Approval. The manager will get a list of offers pending for
approval on his dashboard.

The respective manager can open the Offer/ Booking and can either accept or reject the
offer.

On acceptance, the status of the offer becomes approved/ confirmed.

Once the offer is approved by the manager, the user can convert the offer to sale by
clicking ‘Convert’ button.

Sales ~ | Offers > OFF-001 »

4 NEw ] DELETE [ DOCUMENT CHECKLIST 3% CONVERT S8 ASSIGN  €) SHARE @ EMAILALINK % RUN WORKFLOW  [F] START DIALOG ~ »=»

QFFER : INFORMATION

OFF-001 =

Figure 27: Convert Button.

This will open a new Unit Sale screen with unit sale details and status as Reserved.

Dynamics 365 ~ Sales + | UnitSales > US-001 >

[#) DOCUMENT CHECKLIST  # NEW  [S DEACTIVATE Tl DELETE  $BASSIGN  €JSHARE e EMAILALINK  $%RUNWORKFLOW [FISTARTDIALOG  *»*
UNIT SALE : INFORMATION
US_OO" o D Status
= Us-001 BReserved
4 Customer
Primary Contact B Aneesh Ajayagosh Joint Ownership B No Nationality a8 -
Corp stomer 8 Metadata o 8 Individual Type B New
Opp & orp-001 try of Residence |- Sale Through Direct
4 Broker Details
Broker Agency +  Broker Contacts v +
Account Num...  Account Primary Conta...  Main Phone Country Type D4 Full Name 4+ Mobile Phone  Type Ema
No Account records found. No Contact records found.
Created By & BiluBabu Created On B 9/22/2017 631PM Modified On B 9/22/2017 635PM Modified By & BiluBabu
Active

Figure 28: Unit Sale Form.
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3. Troubleshooting Tips

Users are recommended to publish all Customizations and activate all the Work Flows when
the application is opened for the first time.

Setti ngs v Solutions >

L&y Export Clone a Patch E Clone Solution jg:py Solution Upgrade

Publisher Description Publish All Customizations

rt Translations Q Publish All Customizations @ Get Solutions from Marketplace

Name Version Installed On <

[+]

Abhiram Thulasi
Settings | v Processes | v SalesPxrmApp

+ All Processes v o
|2, New B | % X | Acvate @ Deactivate
. Erimary Entity Status Created On Y <
v Wariow Approval Actiated 83012017 1253
v Dialog Approval Activated 8/30/2017 12:53...
v Dialeg Offer Actiated /3012017 1253
+  Expired Process Business Process Flow Knowledge Article Activated 8/30/2017 9:56 ...
v Lead to Oppertunity Sales Process Business Process Flow Lead Actiated 513012017 256 ..
v New Process Business Process Flow Knowledge Article Activated 8/30/2017 9:56 ...
v Offer Cancelistion Disieg Otter actiated /30/2017 12530
+/  Opportunity Sales Process Business Process Flow Opportunity Activated 8/30/2017 956 ...
' Phone to Case Process Business Process Flow Cose actiated B/30/2017 ©56 .. SYSTEM
+ PPl Cancellation Dialog Payment Plan ltem Activated /30/2017 12:53.. Administrator .
v Reject Remarks Disieg Appreval actiated /30/2017 12530
v iscount for Approval Dialog Offer Activated 8/30/2017 12:53...
v Send Offer for Approval Disieg Otter actiated /3012017 12
v emarks ‘Workflow Approval Activated 8/30/2017 124
v ctivate approvals Werktow Appraval Actisted B/30/2017 1253.. .
v
1 - 16 of 16 (16 selected) Page 1
avascriptonclick(): H 1 K L o P Q R 5 T ) X Z

Figure 29: Activating Workflows/Dialogues.

Metadata Confidential Page 30



