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Business Manager :: Why?

Business Manager was built with the help of domain experts (15+, 18+, 25+ years of industry experience).

Business Manager was evolved by incorporating functionalities suggested by end users. This way Business Manager
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With Business Manager Service module, service shops accrue additional benefits. This very fact makes it very uniq
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Business Manager is not just a tool to capture data. The key value add is the comprehensive analytics it provides to tl
end users. Typically these kind of analytics are provided by expensive software suite running in large corporate.
Business Manager delivers this power to SMEs in an extremely cost effective fashion.

Business Manager is solidly engineered. Not a bug/ crash reported.

Business Manager is available in two editions: Single and Multit Ugeldress wider market.

Estimated downloads: 10,000+.

A Business Manager user in India has around 2,000+ leads in Business Manager Network Edition. Business Manage
performing equally well even with heavy loads. This firm depends on Business Manager to perform their crucial S&M

activities day in and day out.
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Business Manager :

Simple lead/ enquiry managemeriPresales)
Simple Issue Resolution/ Customer Complaint Managelfi®odt sales )

Simple Industrial services managemegelvice Contracts, AMCs, Visit Schedule, Visits made, On call service)

. Key Fe

Simple Document ManagemeriGtore any type of document. Invoice, PO, BOM etc.)

Comprehensive analytics
360 degree view of customers
Service contract analysis
Customer complaint analysis

Lead analysis
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Single User V.0 .

Multi User Va0
Multiply Customers.

Retain Custom ers.

Region analysis
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Service contract analysis
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Target versus Actual
Available as Single User and Multi User Edition
Multiple database support (Multi User Edition)
Free database backup utility (Multi User Edition)

Automatic Database backup (Single User Edition)
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Business Manager :: Lead/ Enquiry Managen

81% of all sales are made on or after the fifth contact with your prospect.

B Track business leads/ enquiries by status: Active, Dropped, Postponed, Lost, Won. Business Manager will automatic
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B Ensure your sales presence at the right place and time.

B Reuvisit business prospects to enquire their renewed interest.

B Follow active lead assignments.-Renfigure your sales force.

B Pursue active leads independent of time period. Provides Cover against attrition (LTO: Labor Turn Over).
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B Attach documents to various stages of a lead. Example: Approved and draft drawings.

B Assign business leads to employees.

B Drive business leads to successful sales.

AnalytICS D Opportunity losses as a function of industry, lead
P Active Lead Analysis: Analyze active lead worth and & 2 dZNOS 2 O2 Y LIS utMBIIZdNZYy YOZ R
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P Split prospects by industry and lead source. and lead sources.

P Quarterly/ monthly trends of opportunity losses and ~ © Take better budgeting decisions.
successful sales. b Analyze lost leads by reason code.

P Sales trends by industry and lead source. b Set sales targets by region and quarters of a year.
B Analyze Target versus actual.
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Business Manager :: Contracts and Services

Capture maintenance contracts (AMC), visit schedules, actual visits and Service calls.

Define custom visit types and mark a visit accordingly. Example: Casual, Warranty, Scheduled, Breakdown and etc.
Click and glance at all contracts about to terminate (Next 'N' days). Pursue contract renewal => Revenue inflow.
Click and glance at all terminated contracts. Pursue contract renewal.

Record cost per contractual visit.
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Analytics

B Set and monitor target versus actual by regions.
B Find contract revenue inflow and visit cost for a given analysis period.
B Use contract report to find whether a contract is profitable or otherwise.
(Glance at contract value and total visit cost).
B Service call analysis summarizes the service call revenue flowing into your organization in a given analysis period.
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Business Manager :

: I SS U e u rm Complaints)

Out of every 100 dissatisfied customers, 91 will never come back.
The average business spends six times more to attract new customers than it does to keep old ones.
Loyalty is a result of exceeding customer's expectations when things go wrong.

B Capture and address customer issues effectively. Result: Customer retention + Entry barrier for your competitors.

B Simple Issue Status: Open, Under Investigation, Closed. Click and glance at all open issues. => Initiate timely custol
care.

B Click and glance at all issue follow ups in the next 'N' days. => Plan procurement/ logistics to address the issues.
B Record cost per issue resolution.
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Business Manager Simple Document Manageme

B Store and quickly access your enterprise documents.

B Define custom Document types. Example: Purchase Orders, Invoices, Drawings, Presentations, Check Lists etc.
D Secured central repository of all your enterprise documents.

B Secure your enterprise documents against accidental machine breakdown by taking regular backups.

B EREHitility software to back up Business Manager Database (for Multi User Edition). This further reduces TCO.
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Business Manager :: Other features

Graphical Contact/ Region Analysis Reports. Provides 360 degree view of your customers and regions.
Find how beneficial is a contact to your organization.

Find how beneficial is a region to your organization.

Send Emails.

To-do/ Task Management: Manage simple tasks of your organization.

Assign a task to your colleague.

Data Import and Export.

Norintrusive alerts.

Automatic database back up in Single user edition.

Multiple Databases (Multi User Edition)

You may choose to use more than one database file for your3. Combination of both.
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organization. Each database file will have its own set of Users
Possible scenarios: (Employees), Leads, Documents and other artifacts c
1. A database file per BDM (Business Development Business Manager. This will enable you to enforce
Manager) strategy. Use this strategy when your BDMs do tighter security policies.
not want others to access their Leads. Example: A User (Employee) of Sales and Marketing

department may not able to access after Sales Supp
2. A database file per Department Strategy. Use this strategy =~ Department data.
when your organization wants to bifurcate departmental Should your Organization not require such tight secul
activities. Example: Sales and marketing Database File, measures, you may maintain only one database file f
Support Department database File. your entire organization.
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Business Manager

Multiply Customers.
Retain Customers.

Comprehensive Software Product for Micro, Small and Medium Enterprises (MSME).
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