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Definition: The workflow is responsible to restrict sales advisor in the sales process execution, based on
predefined process steps. It is also responsible to control the status of a sales process, the documents to be
produced during this process and external functions to be called.

Key components

Planned Activity: The current activity that the sales lead is at or has been left to.

Activity Result: The possible activity results the current activity has.

Next Activity (Transition): The next planned activity that the chosen activity result will lead to.

External Function: Every functionality that should take place automatically after saving an activity result.
(E-mails, Document creation, API calls, Status changes, Validations, Approvals)

Transition Required View: Every functionality that the user should provide some extra information before
saving the activity result. Usually the system makes a transition between different views/windows to
collect this information from the user.

Durations / Schedule times: A collection of fields where the duration and the predefined planning of each

activity is determined.

Tools

Power Point (optional)

Excel

OneDealer Workflow Designer
Email designer (optional)
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Process in a project implementation
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No part of this publication may be reproduced or transmitted in any form, or for any purpose, without the express permission of REAL
CONSULTING or OneDealer. OneDealer™ and other OneDealer products and services mentioned herein, as well as respective logos,
are trademarks or registered trademarks of REALCONSULTING or OneDealer in Germany and other countries.

Some software products marketed by REAL CONSULTING and OneDealer and its distributors contain proprietary software components
of other software vendors.

National product specifications may vary.

These materials are provided by REAL CONSULTING or OneDealer for informational purposes only, without representation or warranty
of any kind, and REAL CONSULTING, or its affiliated companies, shall not be liable for errors or omissions with respect to the materials.
The only warranties for REAL CONSULTING or OneDealer products and services are those that are set forth in the express warranty
statements accompanying such products and services, if any. Nothing herein should be construed as constituting an additional warranty.
In particular, REAL CONSULTING and its affiliated companies have no obligation to pursue any course of business outlined in this
document or any related presentation, or to develop or release any functionality mentioned therein. This document, or any related
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directions and functionality are all subject to change and may be changed by REAL CONSULTING or its affiliated companies at any time
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