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CRM Leonardo

The solution for the energy industry covers the acquisition
process of B2B but also B2C customers. From a process point

of view, it is a gateway that allows you to register potential
customers, develop relationships with existing clients and at

the same time keep track of the business plan of individual
employees, the company or the region. It is a web application that
has direct integration with MS Outlook and interfaces with ARES
and ISIR registries. We rely on a deep knowledge of the energy
sector with its distinctive principles and uniqueness. Proof of our
know-how in the energy sector is the production and
implementation of not only CRM systems, but software that
handles the process of invoicing, energy purchasing and pricing.

"\' Customer card

ﬁ‘l Business opportunities

"\' Offers/Contracts

"\l Activities
PORTALS &
E-SIGNING |i‘| Mails

"\' Callendar
QY Dashboard
BILANCE & p!
REPORTING D3Energy @ Products

"\' Workflow

ﬁ1 E-contracting

PRICING Ny
NEPTUN

Events and campaigns

Just sey it!



The customer card contains all the necessary information
leading to the business opportunity. Different types of
information can be tracked in the context of operating at
different levels of B2B and B2C. In addition to contact or
basic information, there is also work with soft information
(interests, hobbies, decision maker, etc.) or a look at the
customer’s overall rating.

A business case has a deadline, a status and a responsible
person. Within the case, it is possible to create internal
tasks among team members, or to discuss in the form of
reactions or use the logic of the approval process.
A business case created in this way fulfils the business
plan and simultaneously generates activities for the
merchants and monitors their execution.

Part of the solution is the DMS - Document Management
System, i.e.,, complete document management. In the
context of large business cases, a tendering process
takes place where, after the process of valuing a given
customer and their diagram, it is possible to generate an
offer or even a contract with the relevant customer initials
and the parameters of the offered contract.

In the context of acquisition or cross-selling, the sales
representative uses activities that lead to the successful
completion of the business case. An activity has a deadli-
ne, a status, but also a type, for example, an email,
a meeting, a phone contact, aletter,a complaint, etc. Each
type of activity has its own responsible person, who can
designate their substitutability or delegate the activity to
another person in the team.

Full integration with MS Outlook allows you to work with
emails and sales appointments. E-mail communication is
automatically stored to the customer according to the
recognised e-mail address and thus records the comple-
te history of communication between the supplier and its
customers.

Do you want a similar solution?

The calendar can be seen as a list of activities and their
display in a day, week or monthly overview. This is the
same view that enables Calendar in Outlook. The advant-
age of this approach is to keep track of the shared calen-
dars of other system users with the possibility of schedu-
ling a joint meeting or moving it simply by drag and drop
between available dates.

Each user has the possibility to create a desktop accor-
ding to their own ideas. Thanks to dashboards, interactive
reports or widgets, the user can build their own desktop.
It includes classic reports that can be generated in
various data formats, supplemented with graphics and
analytics.

The Products module summarises all products offered by
the merchant. The advantage is the central updating of all
product information, price or margin settings, accompa-
nied by marketing brochures and accompanying marke-
ting information.

Automated processes are controlled by a key user who
sets the conditions for system behaviour and activity. In
the context of predefined scenarios, the system genera-
tes activities to the relevant responsible persons with the
necessary notification. It monitors their implementation
or reminders retrospectively.

The Events and campaigns module works with the target
customer segment, which it incorporates into certain
types of campaigns (acquisition, retention, etc.).
Campaigns have their own scenarios where activities are
used (e.g. email, prospect call, meeting, questionnaire)
and the response and success of the campaign is tracked.
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