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Fixed Timeframe

€ Implementation in 6-10 weeks
€ Immediately available in the Microsoft Cloud

Fixed Price

€ An attractive fixed price for the solution

Fixed Scope
€ A clearly defined Statement of Work

€ A well-defined project organization from the start

High Quality
€@ Best Practice Processes
€ Industry Solutions

FACTS- ORBIS RapidValue FOR SALES

A combination of software services.
Preconfigured solutions and consulting services.
Ready to use right away and flexibly configurable

Various plans for different service and software
packages

Tailored to your organization and open to
additional requirements and growth

Get started right away with proven, tested, and

established best-practice processes and industry
solutions

ORDBIY
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RapidValue BUSINESS SCOPE

Included Not Included

rvice
Customer Portfolio Management ®
Account Management

X

Target/Key Account
a/nagyement Customer Insights

Contact Management (Company Analysis)
Demand Management

Campaign Management S >

Dashboards

Customer Segmentation

Call Center Data Quality .
Management Customer Scoring & Management Assessment (Basic)
Classification
Activity Management Collaboration (Teams)

Topic-based visiting process

Visit Documentation & Post-processing

Service Processes ‘
Customer Service, Field Service

Lead to Opportunity Process Quote to Order Process

e et AN Quotation Management (Basis)j Order Process (Basis) Sales Pipes & Forecasting

Product Catalog Contract Management Equipment
Management
- - Advanced Case
SlnerelFeiit leeg)Eiior DMS Integration Management (Basis)

Social Engagement, CE-Management, List Management,
Email Marketing, Lead and Event Management, Marketing Analysis

Organizational & Approval Management
Users, Teams & . . : Division Advanced Teams &
Roles & Rights Business Settings Templates Management Rights Management

Client

D365 for Web Dg%suﬁggkfor D365 for Tablets D365 for Smartphones

Integration of Business applications (ERP, BI, etc.)
Integration (Basis) Advanced Integration

ORDBIY



RapidValue USE CASES

Sales Pipeline
Account/ and Forecast
Contact Customer
Tagging Segmentation ’
Activity
Management

Visit Planning @
and Preparation
Lead to
8 Opportunity
. Process \

Basic Case
Management N
<

Products and .
Product Catalogs

Contact
Report

{ rRAPD \
\ VALUE

g

SharePoint
Integration
\ Enhanced Teams
& Rights
Management

and Invoice
CRM Client Setup
/ Customer Management
Classification
Permission

Quote, Order
Tracking
@ (Mobile, Tablet
and Outlook App)
’ Account, Contact
and Competitor
and Scoring @
Security and
Address Management
Inheritance \
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RapidValue PROJECT SCOPE
- 5 STEPS TO SUCCESS

ORDBIY

Step 5
1 -2 Weeks Preparation

| Step 4 Deployment
& Go-Live
Step 3 : - Deployment of the
P Implementahom Production Instance
& Testlng - Integration Testing
. - Processes m
Step 2 Des|gn Workshops ' ' - Initial Data Transfer
- - Configuration - Permanent Integration
- Introductory Training L
. _ Master Data - Customization - Go-Live Readiness
RapidValue - - Key User Training Assessment
Setup y >eles Riocess Canfiguration - Administrator Training - Post Go-Live support

- Integration/Migration

- CRM Online (3 Instances) - Acceptance Testing

Planning o
- Kick- i - Deployment
LesOifilcaie - Solution Blueprint

- Statement of Work | | | | | |
- Projekt Organization | | |

- Organization/Security

- Project Plan

- IT-Architecture -2 Weeks 2 - 4 Weeks 1-2 Weeks

Project Management




PROJECT SCOPE: CUSTOMER INVOLVEMENT ORBIS

Customer involvement from the start...

for faster know-how transfer
for better understanding and higher quality

to ensure that end users receive competent support
to be more independent
to save budget

for complete transparency
for no hidden costs

L 2R 28 2R 2B 2R 2 2



PROJECT SCOPE: HIGH LEVEL PLAN ORBIS

@ Planning Planning Workshop

Kickoff 2 1

O sSetup RapidValueONE Setup 2

Administrators (Setup) Coaching 2
D365 Onboarding 2 1
€ Design Design Workshops 19

Solution Blueprint 1,5 1

O mplementation, Customization and configuration; testing and 13
Training & Tests quality assurance

Integration und Migration (Excel) 2
Administrator Training 2 1
Key User Training 4 2

Coaching before and during acceptance tests 4

© Go-live Go-Live Readiness Assessment 1,5 1

Deployment and Initial Data Transfer 3

Support after Go-Live 2

@ General Project Management & Coordination 10
) g

SUM OF DAYS 72
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HIGHLIGHTS

Predefined Forms

Predefined forms for these entities:

»

»

»

»

»

»

»

»

Accounts
Contacts
Leads
Opportunities
Competitors
Offers

Orders

Cases

A Alice and the Rabbit Hole-79853 Lenzkirch e
Account

Summary Address and Maj

p  Contacts

Details  Classification  Sales Data

OPPORTUMITIES

ORDBIY




HIGHLIGHTS oRBIs

Segmentation

Alice and the Rabbit Hole and the Rabbit Hole, 79853 Lenzkirch

Firma

Aa

stails  Klassifizierung

» Scoring

Wert ¥-Achse

» KPls

Referenzpotenzial

~ 12 Manate

Erzielter Us harkeit / sensibilitat  Neural

Beratung t Neutral

Umsatzpotenzial / Abs

Unternehmer
Wert X-Achse “ 5




HIGHLIGHTS ORBIS

Sales Dashboard




HIGHLIGHTS ORBIS

Opportunity Overview




HIGHLIGHTS ORBIS

Sale Activity Dashboard




HIGHLIGHTS ORBIS

Manager Dashboard




HIGHLIGHTS ORBIS

Ready to use Application

Dynamics 365 App for O... ORBIS SalesCore

UNIFIED INTERFACE

ORBIS.ContactReport Sales Hub Sales Team Member Solution Health Hub

Team Mei

UNIFIED INTERFACE




HIGHLIGHTS ORBIS

SANDBOX rerin @D ©

1c  Test Company-66111 Saarbriicken
Account

Tagging for:

» Accounts “
» Contacts
» Leads

» Opportunities

with an expandable structure view




HIGHLIGHTS ORBIS

Predefined Security Concept

= Security Role: ORBIS SalesCore Salesperson Working on solution: Default Solution
g

Details Core Records Marketing Sales Service Business Management Service Management Customization Missing Entities Business Process Flows Custom
Table Creste Read Write Delete Append Append To Assign Share

Account ® ] L ]

ACIViewMapper O L]

Action Card

Action Card User Settings

Activity
Activity

nced Similarity Rule
Anncuncement
Application File
Category
Connection
Connection Role

Contact

Customer Relationship

ata Import
Data Map
Data Performance Dashboard
Document Location
Document Suggestions
Duplicate Detection Rule
Email Signature

Email Temolate
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GET IN TOUCH

» You can contact Tobias Kramer directly to
discuss your options

Tobias Kramer
Senior Account Manager

Phone: +49 (174) 7832041
Email: tobias.kraemer@orbis.de

ORBIS SE
Nell-Breuning-Allee 3-5
D-66115 Saarbriicken

Phone: +49 681 99 24-0

Email: info@orbis.de
www.orbis-group.com

Registered Seat: Saarbriicken

Commercial Register Court: Amtsgericht Saarbriicken, HRB 108223
Board of Management: Stefan Mailander (Board spokesman),

Damien Schirrer, Frank Schmelzer
Chairman of the Supervisory Board: Ulrich Holzer

Tt Res e bk
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