PHAN HE CRM

e Gigi thiéu chung vé CRM
e Hudng dan s dung phan hé CRM



Gidgi thiéu chung vé CRM

CRM la viét tat cua tir Customer Relationship Management - Quan tri quan hé khach hang. Phan hé nay giup viéc phan
tich va phat trién quan hé gan bé véi khach hang nham phuc vu khach hang tét hon. Tai liéu nay viét ra véi muc dich
hudng dan st dung phan hé CRM thuéc hé théng phan mém ERP cla Daviteq.

Khi click vao icon CRM, ban sé ra Man hinh nay liét ké Pipeline, loc san tat ca cac Opportunity cta riéng ban. Néu ban
dugc cap quyén quan ly, c6 thé xem dugc tat ca cac user, ban nhan dau "x" trén 6 search, ban sé thay toan bd

pipeline hién cé.
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Create an opporiunity io start playing with your pipeliee.
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Hudng dan st dung phan hé CRM

Huéng dan tao mét co hdi ban hang trong CRM:
1. Tao moét Lead/ Opportunity (Khach hang tiém nang/ Co héi ban hang):

Khi ban c6 dugc thong tin bat ki ai c6 nhu cdu vé san phdm hodac giai phap cla céng ty, la lic ban phai takead.

i *Cach tao Lead/ Opportunity:

- Trén CRM Pipeline => hién ra cra s6 nhu hinh bén dudi. Giao dién nay liét ké ra danh sach lead dang ton tai trén hé
théng, va cac giai doan (Stage), cac Lead c6 thé do cac Users, Salesperson khac nhau phu trach.

1.Lead souring + Oualifed «  LConmskani = Hiuebed *  dHegotation +  EWon * Lost
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- Bad&m vao nit CREATE => xuat hién ra clra s6 taoLead/ Opportunity.
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- Nhéap théng tin theo form, nhanEdit dé€ bat dau chinh staLead/ Opportunity.

- Customer: Tén khach hang cho co héi ban hang
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- Contractor: Nha thau thuc hién dy &n nay
- End user: Chu dau tu cho du an nay
- Email: cha nguai lién lac

- Phone: clia ngudi lién lac.
&% -> Nhan SAVE dé hoan tat qua trinh tao Lead/ Opportunity.

2. Cach theo doi Opportunity va tao cac hoat dong cho né:

e Opportunity can dugc theo doi trang thai thuong xuyén, tham chi phai theo déi hang ngay. Viéc nay gitp ban dé
Salesperson bam sat véi khach hang gitip chét don hang sém nhat ¢ thé.

¢ MO6i hoat ddng ma ngudi Salesperson lam véi ca héi nay, vi du: email, goi dién, chat, di tham khach hang, thuyét
trinh... déu phai dugc 1én ké hoach activity trudc, véi tén activity, ngudi dugc assign, thoi gian deadline...

e Vi du hanh déng chao gia cling can phai dugc tao Activity va assign cho nguoi chuyén trach lam chao gia. Sau
day la vi du tao mot activity chao gia:

e Trén clra s6 cGa co hdi, bAm vao menu "Schedule Activity" nam phia bén phai cra s6, nd hién ra clra s6 sau. Can
phai dién day du théng tin réi nhan ndt Schedule.
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e Sau khi schedule xong, ra man hinh ngoai, nhan Refresh lai trang web, thi né cap nhat man hinh nhu sau. N6 cé
liét ké danh sach Activity bén dudi.
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e DONg thai user dugc assign cho activity dé cling nhan dugc email thong béo giao viéc.

e Sau khi ngudi user lam xong viéc do, thi ho vao clra s6 ca hdi nay, nhin bén phai, cé dong activity ma ho duoc
assign ==> b&m vao nut "Mark Done" dé€ bdo la ho da lam xong Activity nay réi. D€ hé théng ghi nhan va xac
nhan hoan thanh

| A Khi bdm vao Mark Done thi xuéat hién ctra s6 d€ nhap ndi dung béo céo, user sé phai nhap théng tin vo.

| B Cac Stage trén Lead/ Opportunity:

e Ban sé chuyén trang thai ctia Oppotunity cia minh qua ting "stage" khi cé tién trién.

e Khi ca hoi nay thang, ban sé chuyén trang thai "Won"

e Khi co héi nay thua, ban sé nhan " Lost". Mot khi ban nhan ndt nay, phan mém yéu cau ban phai cho thhéng tin
ly do thua, ban sé chon 1 trong céc ly do dugc x8 xuéng man hinh. Ly do nay gitp ban téng hop béo cédo cac co
héi thua, gitip ban khac phuc cac di€ém y&u minh dang cé.

¢ Khi khach hang yéu cau lap chao gia cho co hoi ban dang theo => Ban vao dlng clra s6 cla Opportunity dang
can chao gid => bam vao nat "NEW QUOTATION" dé€ tao mét bdo giad mdi.
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