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Keys to CRM Deployment 
• Define a strategy based on known best 

practices within your business. 
• Identify inefficient processes that exist and 

define required improvements.
• Build on an open, scalable and common 

technology architecture.
• Minimize software applications necessary to 

achieve CRM strategy. 
• Map your processes to the software 

application being used. 
• Train, train, train…

Examples of Sales Processes…
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Day #1

Contact #1
Send 

introductory 
Email Draft #1 to 
introduce MRH 

and Tour de 
Force

Change Account Status = 
Active – Qualified

Assign Task to Sales
to move to Appropriate Account Package

(Prospects) and
begin Sales Process

Day #3-4

Contact #2
Send E-mail Draft #2

and 
Full Product 

Marketing Package

Day #14

Contact #4
Send closing e-mail 

Draft #4.

Marketing completes basic qualification and verification of continued interest.

Cleanse and Prep Accounts
Initial contact to get 

key contacts 
(VP of Sales, IT Manager, CEO)

and key contact information. 
Set Account Status = Ready for Marketing

Day #7 

Contact #3
Personal 

Phone Follow-up 
to qualify and add 

contact notes
Send e-mail

Draft #3

Yes No

Leave Account in Marketing 
Change Account Status = 

Inactive – Qualified – Not a Fit or
Inactive – Qualified – Using Competitor

Change Marketing Period = 1st or 2nd Half 2008

Qualified?

Leave Account in current
Marketing Period and change 

Account Status = 
Inactive – Not Qualified

No 
Response?

Received
Response

No 
Response?

No 
Response?

Received
Response

Received
Response

Received
Response

No 
Response?

Accounts Farmed from Web
New Accounts entered in appropriate 

Account Packages from lists farmed from websites.
Key contacts such as VP of Sales, IT Manager or CEO

are entered if available from web.
Set Account Status = Call for Contacts

Set Account Source = MRH Direct
Set Source Detail = Web Search

MRH Suspect Marketing Process

Received
Response

Received
Response

Received
Response

Received
Response

Received
Response

Received
Response

Received
Response

Received
Response

Received
Response

No 
Response?

Received
Response

Received
Response

Received
Response

Received
Response

Fa
rm

in
g

P
ro

sp
ec

tin
g

Q
ua

lif
yi

ng

Suspect Marketing Entry Point

Final Turn-over to AM

MRH Sales Process 
Lead Generated from

Website, Partner 
or Referral Lead Qualified

QuoteWeb Demo Scheduled Proceed to 
Close Order Process

Account Created
(All appropriate 
profile fields are 

completed)

Contacts Created
(All appropriate 

profile fields 
completed)

Create Task and 
assign to appropriate 
Account Manager to 

qualify Account.

Create Opportunity
(Profile and Link 

Contacts) Set  
Projected Close to 

12/31/current year if 
date unknown

Create 
OpportunityContact
Task to set time for 

live web demo

Create Activity after demo 
with all notes from the 

session

Create Appointment
(Link Appointment to 

Opportunity and confirm 
with attendees)

Is Lead 
Qualified

?

Yes

No

No

Yes

Proposal 
Requested

?

Create Task after demo 
to define Next Action 
Step following demo

No

Generate Proposal 
using appropriate

TDF Template

Send Follow-up Draft E-
mail “Reasons 

Companies Buy TDF”
with Intro to Account 

Manager

Create Task to 
follow-up on 

proposal and close 
order.

Not a fit or 
placed on 

HOLD

Does 
Account 
Exist in 
TDF?

Move Account to the 
Prospects Account 
Package (Change 
Account Status to 

Active – Not Qualified)

Move Account to appropriate 
Marketing Account Package and 

change status to 
Inactive-Qualified-Not a Fit

Inactive-Qualified-Using Competitor

Manage Qualification 
of Account

Coordinate 
scheduling of Web 

Demo

Send appropriate e-
mail with web video 

demo links

If LEAD from 
WEBSITE move e-
mail info request to 
processed folder.

Opportunity 
Closed/Lost

Lost

Closed

Update Opportunity UDF’s
Projected Close

Sales Stage
Probability of Close

Placed on Hold

Yes

Qualifying Coordinating Demo Performing Demo

Closing
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Sales Responsibility 
At close of Order. Accounting Turnover to Project 

Manager

Update Opportunity UDF’s
Sales Stage = Closed Probability = 

90% - WIP
Enter Go-Live Timeframe Forecast 

Revenue

Complete all Tasks in Progress 
that are linked to the 
Account/Opportunity

Move Account from Prospects to 
Customers and set status to 

Active- Customer
(Confirm all open tasks are 
completed before moving 

Account)

Send Phase 1 Billing invoice to 
AP designated Contact and 

coordinate collection of invoice.

Send Thank You Card and box of 
Chocolates to primary Contact 

and to all references.

Send Phase 2 Billing following 
initial discovery visit

Enter new Support Contract:
• Link primary Contact
• Register software
• Create license file and attach to 
Contract
• Schedule Contract-Task for 30 
days prior to renewal date to 
“Send maintenance renewal 
notice”

Project Manager field updated 
on Opportunity

Attach final signed proposal to 
Opportunity as Document Item

Create “Closed Opportunity Task 
List” from Global Task Group
(Account record MUST BE 

MOVED to Customers before the 
Task Group is created)

Send Phase 3 Billing following 
final go-live visit

Send training manuals in 
preparation for 

go-live

Send “Your Tour de Force 
Project is Underway” e-mail 

and CC Project Manager

Send Partner Commission 
Summary template (from 
Opportunity) on receipt of 

Payment for software, payable at 
project completion.

Notify Matt Hartman  initial 
payment received.

Initial Payment 
Received?

Yes

Set-up Primary User at 
Account with web Log-in 

Details

Project Manager Turnover 
Task Group assigned to Project 

Manager

Project set-up on website with 
basic details.

At all billing phases AR will be 
responsible for updating the 

Payment Status
on the 

Forecasting 
of the

Opportunity

MRH Closed Order Process

Build on Common IT Platform

Estimating/
Quoting

Purchasing/
Procurement

Project 
Management

Order
Processing

Inventory
Management

Support/Case
Management

Accounting

Sales Force
Automation

Event
Management

Marketing
Management

Enterprise
Resource
Planning

Centralized
Data

Structure

Central
Database

of
Accounts &
Contacts
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The Common Starting Point

Various 
Databases

(Excel/Access)

Direct Marketing
Newsletters

Training Lists
Equipment

Expense Logs
Call Reporting

Opportunity Logs

Tribute
Database

Accounting
Order Mgt.
Purchasing
Inventory
Shipping
Receiving

Contact 
Management

Database
(ACT, 

Goldmine)

Contacts
Email

Appointments
Tasks

Opportunities

Collaboration
Server

(MS Exchange,
Lotus, Hosted 
or Linux Mail)

Contacts
E-mail

Appointments
Tasks
Notes

Existing Islands of Data

Wireless
Device
Contacts
E-mail

Calendar
Tasks
Notes

Activities

The Goal!

Share Sales
Data

Share Email,
Tasks, Contact

& Calendar

Share Account
Data

SFA
Database

Accounts
Contacts

Opportunities
E-mail

Calendar
Tasks

Expenses
Activities

Documents/Files
Sales Analysis

Forecasting
Sales Planning

Marketing
Event Planning

Wireless
Device

Contacts
E-mail

Calendar
Tasks
Notes

Activities

Wireless

Tribute
Database

Accounting
Order Mgt.
Purchasing
Inventory
Shipping
Receiving

Collaboration
Server

(MS Exchange,
Lotus, Hosted 
or Linux Mail)

Contacts
E-mail

Appointments
Tasks
Notes
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Key Considerations 

• Familiar environment for salespeople.
• Eliminate as much duplicate entry as 

possible.
• Build on a scalable IT architecture.
• Find the middle ground between value to 

management and value to salespeople.

Value to Salespeople

• Less paperwork
• Easy Access to Key Account Data
• Anytime – Anywhere Access
• Flexibility to work with wireless devices
• Improved communication
• Automated system to assist in managing 

customer expectations 

More Time Selling, Less Time 
Planning
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Why MRH & Tour de Force

• Over 60 years of distribution experience in senior staff.
• Implementation Consultants with 15+ years 

implementing software.
• Product built based on needs of distribution.
• 80% of clients in industrial distribution.
• Supports integration with most distribution business 

systems.
• Built on the most widely used desktop application in the 

world, MS Outlook.
• Open data structure allows seamless integration to other 

3rd party applications such as telephony, PDA’s etc…

Introduction 
to: 

Tour de Force
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Questions

The MRH Technology Group
(877) 285-4800

www.mrhtech.com


