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PROSPECTION FLOW

Source:Events, fairs,
website/inbound
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Source: Others
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Once you have c
create Leads &8

EJ CREATE A CONTACT

Contacts

Before creating a Lead or an Opportunity =>
Create a CONTACT if it does not exist already

@® 0doo - Contacts Q

(<)

[2] Contacts Contacts ~ Configuration ®," @ SURFACE MOUNT TECHNOLOGY EUROPE, SLU.

New Contacts & Q - 1-80/

oo < > (]

‘TECHNOLOGY SERVICES SRL -
RICERCA E SERVIZI PER L'ELETTR,
Enzo Spinozzi

“Plum™ Spétka Z Ograniczong "help@mstechcorp.eu”@vmi2911442. ‘TECHNOLOGY SERVICES SRL. -

RICERCA E SERVIZI PER L'ELETTR

Odpowiedzialnoscia contaboservernet )
ai e 911442 conta. \ ’ =

(4.
/\u

-

A

Create Contact

O Contact  Invoice Address Delivery Ad Other Address  Follow-up Address FACe Center

‘TECHNOLOGY SERVICES SR.L - -, Saban Ozdemir 1Wave
RICERCA E SERVIZI PER L'ELETTR, H =
Giammarco Spinozzi

ontact Name

Title

Job Position

|2] Contacts Contacts  Configuration

oy Opportunities

iy Meetings § Sales £ subscriptions [} Documents
Company X # & 'O L

Individual Company

Company X

Address Phone

Mobile Once Company is created in contacts
Email you can add people

calle mallorca 81

80000 Barcelona
Spain Website FILL a
Tax D’ FILL Language*  English (US)
Origen Tags Contactz X Contacts & Addresses  Sales & Purchase  Intemal Notes  AEAT  Partner Assignment
Share Partner Blocked
_. SALES PURCHASE
Simplified invoices in Priority
AEAT? ) Salesperson Buyer
Tecnologias
Payment Terms Abvaro Canvajal Payment Terms . “ ”
industry — Aronfeminder 1, O Click “Sales and Purchase
Albert Casas
m——— e to associate the contact to a
Contacts 8 Addresses Sales & Purchase intemal Notes AEAT Partner Assignment Cuenta Transportista Alejandro Novoa
Nessandro Preferito Sa |es pe rson
Add FISCAL INFORMATION  AJex Cartagena misc

Ana Vazquez

Ficeal Position P ———.
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Check your Leads

As some Leads/contacts are created and assigned by Marketing it is
important to review both frequently to avoid missing opportunities. You

can do that by applying filters and saving views:

Filters Group By W Favorites

Individuals Contacts W

Companies

Add Custom Filter

Filters Group By W Favorites

Individuals Salesperson Contacts

Companies Company
~ Save current search
Country

Customer Invoices Alvaro Contacts

Blocked
Vendor Bills Default filter

Filter by “Salesperson” — “is in” — “your name” ——
then click “Add” e : e

Add Custom Filter

Once your filter is applied, go back to step 1T and
I ” I H ” *You can click “Shared”,
select “Save Current” - “Default Filter”, name if vou want your filter to

be available to use for all

your view and click “Save” le t
the organization



FILTERS & VIEWS

By using filters and views you can quickly see if you need to do a follow-up
on a Lead or a Contact:

For example, after an event like Productronica 2025:

@® Odoo - Leads

CRM Leads Sales Reporting Configurati

New leads &

\> All these Leads were assigned by marketing and need to be verified by the
1933 salesperson:

o 1) NEW LEAD

Productronica 2025_Andreas Michel
_WEPTECH

If it is not a Lead (for example an existing customer, a duplicate or
directly an opportunity, you can move it to the correct section or erase it)

If it is a real Lead, you need to contact it and qualify it.

Productronica 2025_ANDREAS
FRIESENECKER._IC-AUTOMATION GMBH

Productronica 2025_Alok Bathla

_MAXIM SMT

. _ *Marketing will register all contacts gathered during events or
: campaigns to create Leads, without knowing if they are existing

clausen_Kkwindsokutions_ESD center

B customers or new leads. It is therefore the salesperson’s
Productronica 2025_Peter ° oge . .
responsibility to review these records and classify them correctly.

Mak_Dongrong
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LEAD

What it is:

A contact, early signal of interest, or a
company you've identified and would
like to connect with because you
believe there could be potential
collaboration, not qualified yet.

Key characteristics:

Potential interest, not confirmed.
Missing key information (end
customer, budget, timing, scope).
Can come from a trade show, email,
referral, website, distributor, or even a
casual encounter.

Example:

A contact from a company writes
asking for “general information” about
vision solutions, without specifying for
which project, when, or what budget.
(Even if it's an existing customer or
partner, if the interest is not
confirmed, it's still a lead.)

k]
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Status Description Key Criterion Example
A company or
individual .
Incoming web
contacts us X :
) . inquiry or target
requesting No commercial Account
NEW LEAD information, ora |[interaction has . e
identified at a
target company | taken place yet. T
o o trade fair with no
is identified but
contact yet.
not yet
contacted.
The salesperson Active contact . .
; . First reply email
has replied or exists, but no cent or initial call
IN PROGRESS initiated contact | clear need or
L ) . to understand
andisinthe first | project has been
! o the context.
exchange phase. [identified yet.
The lead has
respalie/eel BN A concrete need
demonstrated Requests a
clear interest in and real . technical call
QUALIFIED commercial '
our . demo, or shares
products/services Intent are project details.
- identified.
or a potential
collaboration.
Uiz s_alesperson Project out of
considers the .
lead not relevant No r‘eal .|nterest or | scope or no
REJECTED or Not a aood no fit with response after
9 MSTECH. several follow-

technical or
commercial fit.

ups.

*Convert a Qualified
Lead to opportunity
once there is a concrete
need expressed by the
client

CCl FRANCE JAPON's KANSAI BRANCH




CREATING A LEAD

CRM

Click “New"

CRM |Leads Sales Reporting Configuration
CLIENT NAME - LEAD INFO & & D P it

Enrich Convert to Ticket ‘ 1) NEW LEAD 2) IN PROGRESS 3) QUALIFIED 4) REJECTED

I New Leads @

SURFACE MOUNT TECHN(

CLIENT NAME - LEAD INFO

Probability

2 Select the contact cosromex e
CO m pa ny t h a t yo u ‘Customer “TECHNOLOGY SERVICES S.RL - RICERCA E SERVIZ] PER L'ELETTR - ITO1679160687 Type Lead

Organization / Contact ’ B voro Canvcicl
created before -

info@technologyservices-ems.it
+39 085 795 2044 ¥
Expected Closing

Assignment Date 01/24/2026 10:24:37
DETAILS

Business Unit

Division

Define the priority of your o
Lead from 1to 3 stars roduct types

Supplier

Internal WStes Lead info

LEAD SOURCE
Origin Productronica 2025
Source Direct

Referred By

Click “Edit” then

Add click “Lead Info”

6 Complete “Origin” and “Source” fields

« Origin = The event that generated the Lead (Fairs, visit, email campaign, project
Follow-up)
. Source10= The type of interaction you had with the Lead (Direct, email, linkedin..)
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OPPORTUNITIES FOR SMT

NEW QUALIFICATION RFQ PROPOSITION NEGOTIATION WON LOST ON HOLD | INVOICED
VALIDATION
1 2 3 4 5 6 6 6 7

Sales converts Sales Assians

Qualified Sales can qualify Lead Activit tog Sales Assigns Backoffice
DESCRIPTIO |lLeadto or assign activity to ity Activity to . .

. . Service Team . assigns Activity
N Opportunity | Finance for them to BackOffice Team
. . (Only for to Sales
or creates it review solvency ;
. Services) Formal
directly :
confirmat
ion from

Concrete The scope of the client/PO Monitor

need Potential customer The opportunity | service &/or the Quote has . .
KEY ) until there is
CRITERIA expressed by |and opportunity are [hasa concrete quote_s for . been _sent to Indicate | a change

a customer or | real RFQ reselling units are | the client naicate

Lead attached lost

reason
. . Review RFQ & wait for Monitor
ACTION Create Eevfnlui%u;lng Provides a Prepares the customer to until
REQUIERED | Opportunity PP Y detail scope for [quote give WON or Invoice is
move to 3 or 5 :
the service LOSS sent
/
If opportunity is resell only
3] salesperson can move to 4

uuuuuuuuu

directly

= 12

SERVICE [




OPPORTUNITIES FOR MSTECH

RFQ
NEW QUALIFICATION VALIDATION PROPOSITION NEGOTIATION WON LOST ON HOLD INVOICE
1 2 3 4 5 D

Sales converts

Qualified Sales can qualify Lead | Sales Assigns Sales Assigns Backoffice
DESCRIPTIO |lLeadto or assign activity to Activity to Tech | Activity to Jssians Activit
N Opportunity | Finance forthemto |[Team (Only for [BackOffice Team to Sgles Y

or creates it review solvency projects) |

directly Forrr_wa

confirmat
ion from

Concrete The scope of the client/PO @ Monitor until
KEY need Potential customer The opportunity | project &/or the Quote has there is a

expressed by |and opportunity are |hasaconcrete |exactstandard been sent to Indicat
CRITERIA : . ; change

a customer or |real RFQ unit name is the client e lost

Lead attached reason

. . Review RFQ & wait for Monitor
ACTION Create Sevf;/:u%-,i?u;-l\lg Provides a Prepares the customer to until
REQUIERED | Opportunity PP Y detail scope for [quote give WON or Invoice is
move to 3 or 5 .
the project LOSS sent
4"/

uuuuuuuuu

If opportunity is standard

unit only (not project),

salesperson can move to 4
directly

13




CREATING AN OPPORTUNITY FROM AN EXISTING LEAD

CRM

Once you have a
QUALIFIED LEAD ready
to become an
opportunity click
“Convert to
Opportunity” then
follow the Standard
opportunity creation
process

CRM Leads Sales Reporting Configuration

MVEST IN OSAKA £
“onvert to Opportunity  Conwvert to Ticket

MS TECH EMEA, 5L

INVEST IN OSAKA

Probability

CUSTOMER INFO

Customer

Covminany Mame

1) NEW LEAD

Lead

e Alvaro Carvajal

Expected Closing
Assignment Date 01/11/2026 10:30:15

2) IN PROGRESS 3) QUALIFIED




CREATING AN OPPORTUNITY FROM O

CRM

Click “New"

FICOSA AUTOMOTIVE, SLU's cpportunity & & D
New Quotation  Enrich  Convert to Ticket | 1) NEW 2) QUALIFICATION RFQ Validation 3) PROPOSITION 4) NEGOTIATION 6) WON 6) LOST 5) DEFERRED / ON HOLD INVOICED
SURFACE MOUNT TECHNC

New GenerateLeads Pipeline FICOSA AUTOMOTIVE, SLU's opportunity

Expected Revenue Probability

€15,000.00 €0.00 46.19
1) NEW

Select the Contact CUSTOMER INFO TRACKING
company t h at you Customer FICOSA AUTOMOTIVE, SLU — ESB65435117 Type T
Organization / Contact ’ created before Company Name *  FICOSA AUTOMOTIVE, SLU ki

Jjordicollado@ficosa.com eﬁ. varo Carvajal

FICOSA AUTOMOTIVE, SLU — ESB&543!

+34 666 40 56 97
LEAR CORPORATION HOLDING SPAIN SLU
FICOSA AUTOMOTIVE, SLU — ESB65435117
ROBERT BOSCH ESPANA FAER MADRID S.A oration "

Expected Delivery Date
BORGWARNER VIANA LDA - PT516440110 Define the priority of your

SURFACE MOUNT TECHNOLOGY EUROPE, 5 Opportu nlty from '| to 3 Sta rs
Connect Group Espafia Donostia, S.L — ESB7

TEF-MONTAJES Y SERVICIOS 5.L. — ESB5829 e A
PREH PORTUGAL LDA. — PT500093822 Product types

Expected Closing 01/24/2026

Assignment Date 01/24/2026 10:43:39

DETAILS
Business Unit ELECTRONIC X

Division BACKEND

BACKEND - Curina Method (Air ...

Supplier NORDSON DIMA BY

Internal Notes Exira Information Lead info

B O BiVE BETAILS ABSUTTHESEOPEOF THE OPPORTUNIITY & PASTE OR ATTACH THE RFQ. THEN CLICK
. “ ores g0 . . “LEAD INFO AND FILL THE SAME WAY AS EXPLAINED IN SLIDE 5 “CREATING A LEAD”
Click “Edit” fill all fields in
red - Make sure to fill them
correctly to ensure clean data.
If you are unsure about a
contact please contact the
Admin for support




ACTIVITIES

4

INCORPORA
TECHNO

16




Activities and Notes can be created from a CONTACT, a LEAD or an
OPPORTUNITY in the same way

« Use notes to register relevant information for a contact, lead or

. When changing the stage in an opportunity an
opportunity. activity is automatically assigned to a default
. : erson/department: for example when movin
« Use Activites to request actions from another department (based on X /dep b 9

from new to qualification, Finance is assigned

slides 9,12 and 13 guidelines) or to log a call or meeting details. an activity

* Planned Activities
15d ve: “Finance Analysis™ for Sergi Sancho ©
- Hol

a departamento finandero,
inicia estudio de finandacion para la operadion.
Detalles siderar:
{Escribe aqui)

v Mark Done | # Edit

»* Cance
e ——
- Due Date: 01/29/2026

e e Always check if the assigned
person/department is relevant and if not,

reassign it to the competent one or erase it.
Schedule Activity

Activity Type  Request financing DueDate  01/09/2026

Summary Finance Analysis \ssigned to

Hola departamento financero, Slao oo
Airon Feméndez
Albert Casas
Alberto Liamas
(Escribe aqui) Algjandro Novoa
Alessandro Preferito

Por favor, inicia estudio de finandacién para la operacién.

Detalles a considerar:

Alex Cartagena
Ana Vazauer
Save MarkasDone  Done & Schedule Next  Discard Search M

17



EETINGS & CALLS

Always record all meetings and calls in the In “Location”field write

Contact/Lead/Opportunitymodules and not the city of the meeting

directly from the Calendar to ensure traceability or “Online Meeting” if it
is remote.

4 Fill all fields in red

OpenCalenda  Schedule &MarkasDone  Done & Schedule Next  Cancel

Videocall URL

Tags

2 In “Activity type”

ect call % Click “Open calendar”
select call or

meeting
5When you add an attendee, they will
*only log calls or meetings that have a relevant You can make an Odoo automatically receive an email
business impact. meeting or just paste meeting confirmation.
If a meeting affects multiple leads and/or your meeting url in case If you don’t want an email to be
opportunities, create the activity on the Contact of using another tool like sent (e.g., you already sent the invite,
record (not on a specific Lead/Opportunity). Teams, Zoom.. the meeting has already passed ),

remove all attendees before
logging/saving the meeting.

18



EETINGS & CALLS

1 Once you created a call or meeting you will
see it as any other activities in the chat

Send message  Lognote  Activities

¥ Planned Activities

P “Alvaro test’s opportunitynew” for Alvaro Carvajal

Done & Schedule Next Done

You can use the Calendar module in Odoo to check

2 Click “Mark as done” S if your meeting are recorded properly
Then write your
meeting/call summary
and click “Done”

31 calendar calendar ®2 G SURFACE MOUNT TECHNOLOGY EUROPE, S.LU.

New Meetings & Q | ¥ My Meetings

¢ = Month~ Today February 2026

SUN MON February 2026 <>

*Once you click “Done” you will not ; ! 2
be able to erase the meeting/call or 123 a5 6

8 9 10 11 12 13 14

modify the summary 3 TEREEY

22 23 24 25 2% 27 28

16 Attendees

@ 09:45 Alvaro test's opportunity ﬂ Alvaro Carvajal
@ 11:30 Alvaro test's opportunitynew ¥ ¥ Everybody's calend
verybody's calend...
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ﬂ TRACKING YOUR QUOTES

When Back Office creates a Quote, they attach it to the opportunity, you can them send it to the customer from Odoo or
download it to send it via email. Once Quotation has been sent, you can move the opportunity to “NEGOTIATION" stage.

Once verified you can
1 Go to an opportunity send your quotation to
) Mo Vecting |(# Quotstiond,__ g Similar Leods and click “Quotations” the customer.

3) PROPOSITION 4) NEGOTIATION 6) WON 5) DEFERRED / ON HOLD INVOICED Do nOt use the

options in white

Odoo

Recipients Followers of the document and
INTEL PRODUCTS VIETNAM €O, .. % |

2 Cl iC k a - Y p ri nt” - " p D F Subject [ £CH EMEA, S.L Quotation (Ref PR-2026-0255)
”n
Quote” to download and
Ve rify yo u r q u Ote Your quotation P, -2026-0255 (with reference: INTEL VIETNAM - 1st VTN ALLI SETUP & AOI kit upgrade - MSTECH ) amounting in $ 15,450.00 is ready for

review.
W sales Orders Tolnvoice  Products  Reporting  Configuration Do not hesitate toljontact us if you have any questions
PR-2026-0255 4 Alvaro Carvajal
& Print »  PDFQuote

Send by Email  Con | Quotation | > cuotation sent
Timesheets

@) Duplicate Quotation / Order
PR-2026. >

P Quotation - PR 2026-0255.pdf
fe— Generate a Payment Link Expiration 022872006 PDF
Send an SMS Text Message

i Attachments
Mark Quotation as Sent Recuring Plan 3

Share Pricelist Intel (USD) Load template  Sales: Send Juotation
Invoice Address Change customer renme

Cancel Subscription

Pause Subscription Encuesta enviada

Delivery Address

Send Discard & Save 1. mplate
2 subseription: Generate delivery

Send a Cart Recovery Email

Encuesta enviada fecha
Ovillex Lines o Formulario encuestas pedido venta

Formulario encuestas tareas proyecto RRM

Product — _ription Unit Price Taxes

Eg— . Check the recipient &

3 [MSTINST_week] Installation & Training (Max 1 week / 2 eng'r) [MSTINST_week] Installation & Training (Max 1week /1 eng'r) 1.00 Units 11,500.0000 0% EX S iServicas) 0.0000 $11,500.00 & p e rso n a | I Ze t h e
#  Includes

-4
* UVA ool instaliotion and qualification

st Once sent, the status goes to “quotation sent” message by creating
Y o *If you do not send the Quotation via Odoo, make your templates before
sure to send it anyway to update the stage. You sending the quotation

can put your own email as recipient (4) to do it

21




ﬂ TRACKING YOUR QUOTES

Once an opportuntiy is in NEGOTIATION Stage, it means you have shared a
Quote with the customer. You can easily track all your quotes & Invoices:

Go to Odoo “Sales” module, click “Orders” then “Quotations” or “Orders”,
then filter “My Quotations” or “My Orders”

'1 Sales Orders To Invoice Products Reporting Configuration SURFACE MOUNT TECHNOLOGY EUROPE, S.LU. B

Quotations

Orders

New Qu Q, | ¥ My Quotations 1-3/3 ‘E ™ B &H W o

; Sales Teams
Nudmerc Number

Customers

Creation Date Customer Salesperson Activities Company

ﬂ Alvaro Carvajal

Total Status =

16.875.00 €

PR-202¢ PR-2026-1713 01/20/2026 11:43:43 TL TECHNOLOGIES AND SERVICE VIETNAM COMPANY LIMITED SURFACE MOUNT TECHNOLOGY EUROPE, S.LU.

Quote Products

PR-2026-1703

PR-2026-1694

PC-2026-7162

PC-2026-0420

PC-2026-7161

PC-2026-7160

PC-2026-7159

PC-2026-7158

PC-2026-7157

PC-2026-7156

PR-2026-1703

PR-2026-1694

01/15/2026 12:32:39

01/15/2026 11:03:32

01/15/2026 08:17:44

01/14/2026 16:51:27

01/14/2026 15:54:01

01/14/2026 15:13:20

01/14/2026 14:56:33

01/14/2026 13:12:44

01/19/2026 09:48:18

01/16/2026 08:48:10

SAFRAN DATA SYSTEMS
SURFACE MOUNT TECHNOLOGY EUROPE, S.LU.
MARELLI ESPANA S.AU.

ABD MONTAJES ELECTRONICOS SL, Alvaro Pérez
ROMPAL INGENIEROS SAU, Jaqueline Sanchez
CONATEC S.A.L. AGUSTIN GARATE

P4Q ELECTRONICS S.L

ELAUSA ELECTRONICS SL

TL TECHNOLOGIES AND SERVICE VIETNAM COMPANY LIMITED

TL TECHNOLOGIES AND SERVICE VIETNAM COMPANY LIMITED

g Stephane Etienne

ﬁ Manuel Benito
ﬁ Manuel Benito
ﬁ Manuel Benito
ﬁ Manuel Benito
B Ficel era

ﬂ Alvaro Carvajal

B ~varo Canjal

SURFACE MOUNT TECHNOLOGY EUROPE, S.LU.

MS TECH EMEA, 5.L.

SURFACE MOUNT TECHNOLOGY EUROPE, S.LU.

SURFACE MOUNT TECHNOLOGY EUROPE, S.LU.

SURFACE MOUNT TECHNOLOGY EUROPE. S.LU.

SURFACE MOUNT TECHNOLOGY EUROPE, S5.LU.

SURFACE MOUNT TECHNOLOGY EUROPE, S.LU.

SURFACE MOUNT TECHNOLOGY EUROPE, S.LU.

SURFACE MOUNT TECHNOLOGY EUROPE, S.LU.

SURFACE MOUNT TECHNOLOGY EUROPE, S.LU.

1.816.71 €

6,679.20 €

405.18

272250 €

5.445.00 €

2,722.50 €

12,402.50 €

29 €

1.840.37 € —ﬂlnhlxm
26.527.50 €

45,242.87 €

Upselling Opportunity

Upselling Opportunity

To Invoice

Orders




T CANCELLING YOUR QUOTES

In case of loosing an opportunity, remember to cancel the linked quotes

'1 Sales Orders Tolnvoice Products Reporting <Configuration
255 %

Send by Email  Confirm  Preview Cancel  ENVIAR ENCUESTA

*Once cancelled, the quotes cannot
PR-2026-0255 | be restaured, you will have to

Customer ' L, LTD Expiration 6
Recuring Plan Create a new one

Invoice Address INTEL PRODUCTS VIETNAN Payment Terms

Delivery Address MTEL Pi

Encuesta enviada

Encuesta enviada fecha

—
Track your quotes weekly to
' 6" smevonranooo s () cancel the old ones and make
. e . o N sure there is no action to take, If
e = you have some in “Quotation”
B e v ey — stage it means you need to take
an action either sharing it with
the customer or cancelling it.

4524287 €

23
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' CREATING YOUR PERSC

Dashboards

Once you have added a view, it will
appear on your Dashboard (you
can add as many views and
modules as you want)

In ALL ODOO Modules (Sales, CRM, Contact...) you
can add your information to a personal dashboard:

1. Select your module (example with LEADS
module)

Aplly the filters of your choice ,
. f Dashboards Dashboards My Dashboard  Configuration #" (X SURFACE MOUNT TECHNOLOGY EUROPE, SLU. B
Then click on the &

Slect “dashboard” and click “Add” ot |

Quotations X

Nimero de presupuesto Number Creation Date Customer Salesperson Activities  Company Total Status =

-

%Y CRM leads Sales Reporting Configuration RS AT OY2A206 114343 TLTECHNOLOGES AND SERVICEVETNAM CONBANY LINTED 1 [T SURFACE MOUNT TECHNOLOGY EROFE SLU. L Quisin

PR-2026-1703 PR-2026-1703  01/19/20260948:18  TLTECHNOLOGIES AND SERVICE VIETNAM COMPANY LIMITED Al-,‘am{;n;;_\al SURFACE MOUNT TECHNOLOGY EURQPE SLU. T.Wﬂ?f
New Generate Leads Pipeline £ Q ¥ MyPipeline

PR-2006-1604 PRAGAE4  DIGR5084810  TLTECHNOLOGES AND SERVICE VITHAM CONPANY UIMITED nﬂ'ﬂmiiﬂi‘ﬂ' SURFACE MOUNT TECHNOLOGY HUROPE SLU. Pl Qoticn
& Import records

1) NEW +  RFQ Validation

82 Dashboard Add to my dashboard 524007¢

Pipeline
Alvaro test's opportunity B Spreadsheet TLTS (INTEL VIETNAM) - Pipeline
Alvaro test Add SETUP & AOI kit upgradg

YTy n 20,000.00 € 1) NEW 2) QUALIFICATION +  RFQValidation + 3 PROPOSITION + 4 NEGOTIATION +  6)WON
TL TECHNOLOGIES AND SEf L1V I 18+

SERVICE
Alvaro test's opportunity TLTS (INTEL VIETNAM) - 15t VTN ALLI TLTS (INTEL VIETNAM) - UV PAD -

*h N Mt SETUP & AOI kit upgrace - MSTECH MSTECH
satar 20,00000€ 400000 €
TLTS (EMSV) - Nordson S TLTECHNOLOGES ANDSERVICEIETHAM .. TLTECHNOLOGES ANDSERVICE VETNAM..
SERVICE SPARE PARTS

rh P




IN PROBABILITY & PRIORITIES

10% - Very early interest

Initial contact or reference identified.

*Limited information, not yet validated.

*No commitment from the customer at this stage.

*Unfavorable track record or no prior references.

*Clear disadvantage versus competitors or low perceived interest.

25% - Identified interest

*Customer acknowledges a potential need.

*Active dialogue exists, but requirements are not clearly defined.
*Budget, scope, and timeline are still uncertain.

*Interest is present, but with significant unknowns.

*Neutral history or no established relationship.

*Weak differentiation or high price sensitivity.

50% - Structured opportunity

*Need clearly defined.

*Technical and commercial solution aligned with the customer.
*Project is being seriously considered, but no final commitment yet.
Competitive position is balanced.

*Price aligned with the market and a solid customer relationship.

75% - High purchase intent

*Customer is actively evaluating the offer.

*Key terms are being discussed and/or fine-tuned.
*Internal decision process is at an advanced stage.

*Clear advantage over competitors (technical, commercial, or relational).

*Price is competitive or clearly valued by the customer.
*Strong rapport and mutual trust demonstrated.

90% - Very likely close

*Technical and commercial agreement is essentially finalized.
*Only formal confirmation remains.

*Risk limited to administrative or external factors.

*Positive history with the customer or direct references.
*Strong and recognized competitive advantage.

*Highly attractive pricing and high-trust relationship.

*Sales owner has high personal confidence in closing.

Cross-rule (mandatory)

*If there is no next step + date, the opportunity cannot be 2-star
or 3-star.

*3-star opportunities are reviewed in every weekly forecast
meeting; if closing signals weaken, they must be downgraded to
2-star.

¢~ 1Star - Exploratory opportunity

*Definition: early interest, not yet strong enough for forecasting.
¢ { 2 Stars - Qualified opportunity

*Definition: real opportunity with enough information to manage
and prioritize.

¢ ¢  { 3 Stars - “Commit” opportunity (high probability)
*Definition: very mature opportunity with clear closing signals and
final actions in progress.




GOLDEN RULES

1. Data ownership
Each salesperson is fully responsible for keeping their Contacts, Leads, and Opportunities
accurate and up to date. Review and clean your pipeline weekly (next steps, dates, stage,
value, probability).

2. Single point of contact
The salesperson is the single point of contact for the customer for all commercial matters.
The only exception is invoice sending, which is handled by Back Office.
If another department needs to contact the customer, it must be done in coordination with
the salesperson.

3. Pipeline discipline (when weak)
If your opportunity pipeline is weak, you must generate at least 5 new qualified leads per
week (logged in CRM with source and next action).

4. Cross-selling & group synergies
Always look for synergies across accounts, product lines (SMT & MSTECH ), and geographies:
cross-sell, referrals within customer groups, sister sites, and regional expansions.

5. Unified Information
Ifitisn’t in the CRM, it doesn’t exist (notes, stakeholders, quotes shared, next steps).
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