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Text (SMS) Messaging For Dynamics Sales

Step 1: Access With Dynamics 365 Sales
1. Loginto your Dynamics 365 account.
2. Access the website: https://make.powerapps.com/
3. Navigate to the relevant Environment

Environment

Power Apps L search £ Demo - Sales PowerTex...

I A Home Your apps = gg
+ Create
B Name Modified Owner Type
0 Learn .
& SMS Chat App - Contact App : 21 hours ago Syed Burhan Al .. Canvas
®B Apps
= Sales Hub : 21 hours ago SYSTEM Model-driven
B Tables .
ra SMS Chat App - Lead App : 21 hours ago Syed Burhan Ali .. Canvas
o°  Flows
= Ompnichannel Administration : 1 week ago SYSTEM Model-driven

4. Navigate to the Dynamics 365 Sales Hub. This can typically be done from the home page or app

launcher.
000 Environment
it Power Apps R Search £ Demo - Sales PowerTex...
— 0O
| & Home Your apps = 839

+ Create

' Name Modified Owner Type
0 Learn .

Va SMS Chat App - Contact App : 21 hours ago Syed Burhan Al ... Canvas
B Apps

= Sales Hub 21 hours ago SYSTEM Model-driven
B Tables .

Va SMS Chat App - Lead App : 21 hours ago Syed Burhan Al ... Canvas
o°  Flows

= Omnichannel Administration : 1 week ago SYSTEM Model-driven
& Solutions

= Omnichannel admin center : 1 week ago SYSTEM Model-driven
& Connections

= Customer Service workspace : 1 week ago SYSTEM Model-driven

More
See more apps —>

@ Power Platform


https://make.powerapps.com/

Step 2: Create a New Lead

1. Inthe Sales Hub, go to Leads. This can be found in the navigation bar on the left.
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Bl Activities
¥ Dashboards
Customers

Accounts

(Q Contacts
Sales
@ Leads

3 Opportunities

2 Competitors

2. Click on “+New” to create a new lead.

& [ Show Chart

My Open Leads -

Name v

Catherine Dableu

Paul Munroe

Sharon Evans

$= Focused view

+ New (D Refresh

Topic v
New Age Productions
AY Sports

TransFit Gym

T Delete | -~

| Visualize this view

|# Share Vv ®

ips Y

Filter by keyword

Status Reason v

Created On | v

1/22/2024 3:11 ..

1/22/2024 3:09 ...

1/22/2024 2:21 ..

3. Fill in the Lead Information. This includes details like lead's name, contact information, company
name, and any other relevant details. Ensure you fill in as many fields as possible for a
comprehensive lead profile.
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© Recent ~ e New Lead
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A Active forless than one mi . [
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Accounts
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Job Titl
|<€ Leass ob e

[ opportunities Business Phone
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Email
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Orders

Company
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®  Products Company
@ Sales Literature
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Marketing
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B save G Save&Close ~+ New 2 Flow v
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Lead Source

Warm | New

Sameer Irfan Kazi

Summary SMS Chat Details Files

Rating = Status Owner
O
A\ A\ 5
Qualify (< 1 Min) B Develop & Propose & Close
Up next o
Who Knows Whom &
Upcoming activities will appear here
No connections found
Add first name or last name to find the common
connections. Learn More.
Timeline

Almost there

Select Save to see your timeline.

Assistant

Notifications.

This record hasn't been created yet. To enable this

content, create the record.




Step 3: Save and Qualify the Lead

1. After entering all the details, click “Save” to save the lead.
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Sales Hub

< o 5 save& Close  + New 2 Flow
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Lead Source | Rating | Status er
Lead to Opportunity Sal. ¢ \ ) A\
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Summary SMSChat Details  Files
Contact Up next
Who Knows Whom &
Upcoming activities will appear here
Topic  Penta Chemicals No connections found
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First Name © Chis connections, Learn More,
Timeline
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Job Title Managing Director
Notifications

Business Phone
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+12268871138 &
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Penta Chemicals

https://pentachemicals.com e

Almost there

Select Save to see your timeline.

This record hasn't been created yet. To enable
this content, create the record.

2. To qualify the lead, click on “Qualify”. This will convert the lead into an opportunity.
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Lead to Opportunity Sal ¢
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Timeline + 0 v E Assistant
Managing Director A search timeline
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3. A corresponding text message to notify lead creation is then sent to the Lead’s phone number
reading “The Lead of Topic (Topic Name) has been marked as Qualified!” .

12 Share




Step 4: Creating an Opportunity

1. Upon qualifying a lead, an opportunity record is automatically created and consequently a notifying text

message is sent to the lead “The Opportunity of Topic (Topic Name) has been created.”
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= ISRl =1 swe | v+ New @ Closeaswon © Closeaslost [ Recalculate I Connectsequence @8 Word Templates ~ G Checkaccess () Refresh  [i] Delete  Hd Process 18 Share v 8
®
H .
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2. The opportunity will inherit information from the lead. Review and update any additional
details as necessary.



Step 5: Managing the Opportunity

1. Proceed to the Propose stage once the Develop stage is complete Set the sales stage, estimated close
date, and other relevant fields.
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o ° B Text A BB W Filter by keyword
Contacts Description Opporty | < NextStage >
Lead converted to opportunity Viewmd o
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2. Regularly update the opportunity with any progress or changes.
3. Proceed to the Close stage once the Develop stage is complete.



Step 6: Closing the Opportunity

1.Update the opportunity status and click on Finish to finish the opportunity.
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2. Once finished, mark the opportunity as ‘Won’ or ‘Lost’.

', IMP

@ Home

() Recent

& Pinned

My Work

& Sales accelerator
Bl Activities

£ Dashboards

Customers

Accounts

R Contacts

3.

ERIUM

dynamics et

o B save | v

SANDBOX

T

B Recaleulate

Saloc team

Try the new look (@ )

< + New] ® Closeaswon (O Close as lost I Connectsequence UE Word Templates ~ @, Checkaccess (D Refresh  [I] Delete  Bd Process 18 Share v ®
Penta Chemicals - saved Penta Chemicals = - Open
N Opportunity Account Est closedate | Estrevenue | Status
O | e Opprumiy s © ©
Completed in 27 minutes Qualify Develop Propose Close
Summary Products Quotes Files Related
Opportunity information Upnext ® o Assistant
Manage your activities
Topic - i {» ] . Notifications
P Penta Chemicals See tviti PP 2 sequence or by creating an
activity. Leam more
Contact Chris Harrison

Budget amount

Connect sequence H Create activity

Timeline

Q

No notifications or suggestions

Check back later to see what's new and stay up to date.

Provide details on why the opportunity was won or lost for future reference.

Close opportunity

Provide the following information about why this
opportunity is being closed.

Status reason * Won

Actual revenue * $22,00000

Close date T 12372024

B Competitor

Description Target achieved

4. When an opportunity is marked as “Won”, a notifying message is sent to the lead contact that
reads: “The Opportunity of Topic (Topic Name) has been marked as Won!”




Using Text Messaging to coordinate with the lead/contact
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In the Sales Hub, go to Leads or Contacts. This can be found in the

navigation bar on the left

Find the Lead / Contact you want to text with and open the record

From the Lead / Contact form navigate to the “SMS Chat” tab and use the chat window to talk

with the lead via text.
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