Business
processes

Follow consistent steps every
time you work with your
customers.
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handle all the important details

Business processes help you work
with your customers consistently by
guiding you through standard stages
and steps for common tasks.

For example, your organization may
want everyone to handle new sales

leads or service cases the same way.
Business processes help you do that.

TIP

Several ready-to-use processes for common business scenarios are
available. Find out how to add them to your system.

Applies to: Microsoft Dynamics CRM 2013 & Microsoft Dynamics CRM Online Fall '13 @


http://go.microsoft.com/fwlink/?LinkID=323564

check out the process bar

To help you work with customers, each stage and step is clearly outlined in the process bar at the top of the
screen. You'll see the process bar when you work on certain types of customer records, like leads or opportunities.
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look at an example

The best way to learn about how business processes help you work with customers is to look at
an example. Let's look at a business process for a lead ...




first, go to the sales work area
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On the nav bar, click or tap the
Microsoft Dynamics CRM logo,
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and then click or tap Sales.



..then go to leads
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...and then select an existing lead
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TIP

If you don't have any leads yet,
use the Quick Create command
on the nav bar to create one.



check out the business process for leads

When you work with a lead, the process bar shows you all the steps you need to follow to complete each
stage successfully. It's your roadmap to getting things done.
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enter data to complete each step

You can edit fields directly on the process bar.
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Click or tap a field for a step to enter data.
Steps automatically receive a check mark when
you complete them.



visualize your progress

As you complete the steps, each stage provides guidance about what to do next, and helps you see your progress.
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advance through the stages

When you've completed all the steps, you'll need to advance to the next stage. You can move to another
record type — for example, a lead can become an opportunity as you nurture a deal.
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switch to another business process

Discover mid-stream that you need to follow a different process for a customer? No problem.
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This is a list of business process flows that are available for your security role.

) Opportunity Sales Process

This is the default process flow for working on an opportunity.

) Collaborative selling

Collaborative sales helps sales people add other members of the organization to
the sales team. The new members of the sales team are able to review the
opportunity and their roles on a mobile device
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Thanks for reading!

Did this eBook help you?

We'd love to know what yoﬁ think.

Version 6.0.0



mailto:mscrmdf@microsoft.com?subject=eBook: Business processes (/1:help/2:V6.0/3:V6.0/4:eBook-Business-processes.pdf/5:None/6:en-us/7:Both)&body=Thanks for taking the time to send us your feedback. What would you like to let us know about this eBook?
http://go.microsoft.com/fwlink/p/?LinkID=309289

B8 Microsoft

© 2013 Microsoft Corporation. All rights reserved. Microsoft, Windows, Windows Vista and other product names are or may be registered trademarks and/or trademarks in the U.S. and/or other countries.

The information herein is for informational purposes only and represents the current view of Microsoft Corporation as of the date of this presentation. Because Microsoft must respond to changing market
conditions, it should not be interpreted to be a commitment on the part of Microsoft, and Microsoft cannot guarantee the accuracy of any information provided after the date of this presentation. MICROSOFT
MAKES NO WARRANTIES, EXPRESS, IMPLIED OR STATUTORY, AS TO THE INFORMATION IN THIS PRESENTATION.



