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1 What�s New in This Release
What�s New in Siebel Dealer Administration Guide, Version 7.7
Table 1 lists changes described in this version of the documentation to support release 7.7 of the 
software.

Table 1. New Product Features in Siebel Dealer Administration Guide, Version 7.7

Topic Description

�Setting Up the Team Calendar� on 
page 18

Added this section about setting up the team calendar. 

�Using Siebel Dealer Dashboards 
(Dealer)� on page 27

Added this section about the Dealer Dashboards.

�Entering Dealer Preferences 
(Dealer)� on page 29

Added this section about how the dealer enters preferences 
about how Siebel Dealer appears and works. 

�Process of Creating the Yearly 
Forecast (Dealer)� on page 30

Modified this section to reflect changes in the dealer�s 
forecasting procedures. 

�Process of Creating the Monthly 
Forecast (Dealer)� on page 34

Modified this section to reflect changes in the dealer�s 
forecasting procedures. 

�Process of Using the Showroom 
Log (Dealer)� on page 41

Modified this section to reflect changes in the procedures the 
dealer uses to work with new customers. 

�Entering Opportunities (Dealer)� 
on page 43

Added this section about how the dealer enters opportunities. 

�Viewing Others Who Have 
Accessed a Contact (Dealer)� on 
page 45

Added this section about how dealer sales consultants can 
view others who have accessed their contacts. 

�Reassigning Contacts and 
Opportunities (Dealer)� on page 46

Added this section about how the dealer reassigns contacts. 

�Reassigning Opportunities 
(Dealer)� on page 47

Added this section about how the dealer reassigns 
opportunities. 

�Closing Out Opportunities 
(Dealer)� on page 51

Added this section about how the dealer closes out 
opportunities. 

Chapter 4, �Dealers' Use of Siebel 
Dealer for Marketing�

Added this chapter about how dealers can use the product for 
marketing. 

Chapter 5, �Business Rules for 
Dealers�

Added this chapter about how the OEM administers and how 
dealers create and use business rules. 
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2 Overview of Siebel Dealer
This chapter covers the differences between Siebel Dealer and Siebel PRM. It includes the following 
topics: 

■ �About Siebel Dealer� on page 9

■ �Differences Between Siebel Dealer and Siebel PRM� on page 10

■ �Siebel Dealer Partner Portal Screens� on page 12

■ �Siebel Partner Manager and Siebel Automotive Screens� on page 13

■ �Activating Workflows for Siebel Dealer� on page 13

■ �Changing Types of Activities Displayed in the Dealer Dashboard� on page 15

■ �Adding New Dealers� on page 16

■ �About Sharing Data with Dealers� on page 18

■ �Sales, Service, and Marketing with Siebel Dealer� on page 22

■ �About Managing Your Dealers� on page 23

■ �Added Functionality for Dealers� on page 25

About Siebel Dealer
Siebel Dealer allows vehicle manufacturers to work with dealers as easily as they work with 
employees of their own company. Siebel Dealer also helps dealers manage their own operations. 

To set up Siebel Dealer, the manufacturer goes through the process of enrolling dealer companies. 
The manufacturer can add these companies� employees or can assign this task to a delegated 
administrator at each dealer company. 

Then, the manufacturer can share opportunities, service requests, and other business information 
with dealer employees in the same way as you do with your own employees. 

■ The manufacturer�s employees work with this information using Siebel Partner Manager, which 
lets them manage this information in the same way they do using Siebel Automotive. 

■ Dealer employees view and work with this information using Siebel Dealer. 

The manufacturer can also use Siebel Partner Manager to: 

■ Send alerts, information about special promotions, and Web messages to dealers. 

■ Work collaboratively with dealers to develop plans to meet strategic goals. 

■ Analyze dealer effectiveness, forecast revenue, manage market development funds, and analyze 
performance. 

Dealers can also use Siebel Dealer to: 
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■ Keep a log of customers who come into the showroom, and assign these customers to sales 
consultants. 

■ Manage information about sales opportunities and customers. 

■ Automatically send follow-up messages to customers after sales. 

■ Automatically notify sales consultants when they should contact customers to follow up after 
sales. 

■ Set up sales steps that sales consultants follow when they deal with potential customers. 

■ Analyze performance of sales consultants. 

■ Create yearly sales budgets and monthly sales forecasts. 

NOTE: In addition to manufacturers, Siebel Partner Manager is useful to large dealer groups, who 
use it to share information with constituent dealerships.

Differences Between Siebel Dealer and 
Siebel PRM
This document covers only features of Siebel Dealer that are different from the features of Siebel 
Partner Relationship Management (Siebel PRM). It is meant to be used as a supplement to the 
documentation for Siebel PRM, which is in Siebel Partner Relationship Management Administration 
Guide. 

The most important differences are:

■ Terminology. Siebel Partner Relationship Management Administration Guide uses the terms 
brand owner and partner. In the automotive industry, brand owner refers to the manufacturer or 
the OEM, and partner refers to the dealer. 

■ Cross-references. Siebel Partner Relationship Management Administration Guide often refers 
the reader to Applications Administration Guide for more information. For Siebel Dealer, in 
addition to this books, the reader should see Siebel Automotive Guide. 

■ Partner and Dealer Screens. Siebel Partner Manager has several screens that let the brand 
owner manage information about partners. For Siebel Automotive, Siebel Partner Manager 
includes two versions of these screens, one designed specifically for managing information about 
dealers, and the other designed for managing information about other partners. For example: 

■ Siebel Partner Manager has a Partner Operations screen that lets you view summary 
information about partner operations. 

■ For Siebel Automotive, Siebel Partner Manager has a Dealer Operations screen that lets you 
view summary information about dealer operations, which is different from the Siebel PRM 
Partner Operations screen. 

■ For Siebel Automotive, Siebel Partner Manager also has a Partner Operations screen that lets 
you view summary information about other partners� operations, which is similar to the 
Siebel PRM Partner Operations screen. 
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■ Added screens for dealer use. In addition to the screens in Siebel Partner Portal, Siebel Dealer 
has added screens designed to allow dealers to manage their operations, which are available in 
Siebel Dealer but not in Siebel Partner Portal. These screens include: 

■ Showroom Log

■ Unassigned Opportunities 

■ Employee Performance

■ Sales Step Administration

■ Employee and Customer Communication Rule Administration

■ Yearly Forecast

■ Monthly Forecast

■ Campaign Administration

■ Added screens for the automotive industry. In addition to the screens in Siebel PRM, Siebel 
Dealer has added screens with information specific to the automotive industry, which are 
available in both Siebel Partner Manager and in Siebel Dealer. Added screens include: 

■ Vehicles 

■ Vehicle Administration 

■ Product

■ Sales History 

■ Service History 

■ Modified screens. Many screens that are in Siebel PRM are modified to have added views and 
fields with information specific to the automotive industry. These screens have the same 
information in Siebel Dealer as in Siebel Automotive (assuming the user has access to that data). 
These screens are also modified in Siebel Partner Manager so they have the same information as 
in Siebel Automotive. Modified screens include: 

■ Activities

■ Contacts 

■ Opportunities 

NOTE: Apart from the added and modified screens listed here, other screens of Siebel Dealer are 
based on screens in Siebel PRM for Siebel Industry Applications. For more information about Siebel 
PRM for Siebel Industry Applications, see Siebel Partner Relationship Management Administration 
Guide Addendum for Industry Applications. 

The differences in terminology and cross references described above apply to the entire Siebel 
Partner Relationship Management Administration Guide. 

The rest of this document details the other differences described above, as they apply to specific 
chapters of Siebel Partner Relationship Management Administration Guide. 
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Siebel Dealer Partner Portal Screens
The overview chapter of Siebel Partner Relationship Management Administration Guide describes the 
screens of Siebel Partner Portal. In Siebel Dealer, a number of screens in Siebel Partner Portal and 
Siebel Partner Manager are different from Siebel PRM. 

In addition to the screens of the Siebel PRM partner portal, Siebel Dealer partner portal has the 
following screens that are used by the dealer company to manage its operations: 

■ Showroom Log. Allows dealers to enter information about potential customers who get in touch 
with dealers either through phone, by walking into the showroom, or any other medium.

■ Unassigned Opportunities. Allows dealers to assign unassigned opportunities to sales 
consultants. 

■ Employee Performance. Allows dealers to evaluate employee performance on activities and 
opportunities. 

■ Sales Step Administration. Allows dealers to create sales steps which sales consultants follow 
when they deal with customers. 

■ Employee and Customer Communication Rule Administration. Allows dealers to create 
rules that automatically send reminders to sales consultants to follow-up on sales activities. The 
rules can also be set to automatically send correspondence to customers.

■ Yearly Forecast. Allows dealers to plan their sales for the next year. 

■ Monthly Forecast. Allows dealers to plan their monthly sales. 

■ Campaign Administration. Allows dealers to create and view marketing campaigns.

In addition to the screens of Siebel PRM partner portal, Siebel Dealer partner portal has the following 
screens that are equivalent to screens in Siebel Automotive: 

■ Vehicles. Provides information about vehicles. 

■ Vehicle Administration. Allows users to administer information about vehicles. 

■ Sales History. Tracks the history of vehicle sales to each customer. 

■ Service History. Tracks the history of vehicle service to each customer. 

The Products, Contacts, Opportunities, and Service screens are also different in Siebel Dealer than 
in Siebel PRM, because they have views and fields with information that is specific to the automotive 
industry. 

The home page is also different in Siebel Dealer than in Siebel PRM. Siebel Dealer has two home 
pages:

■ Sales Manager Home Page. Includes My Activities, My Team�s Calendar, and Facility's Monthly 
Sales Goals. 

■ Sales Consultant Home Page. Includes My Calendar and My Goals. 

NOTE: For these home pages to be visible, the position of the sales manager must have the value 
Manager in its Type field, and the position of the sales consultant must have the value Sales 
Representative in its Type field. 
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Siebel Partner Manager and Siebel 
Automotive Screens
The overview chapter of Siebel Partner Relationship Management Administration Guide describes the 
screens of Siebel Partner Manager that are used for managing partners. 

When you work with Siebel Dealer, you can use Siebel Automotive for managing dealers. Siebel 
Automotive includes the screens that are specific to managing dealers, such as the Dealer 
Administration screen and the Dealers screen. 

Siebel Automotive includes the following screens with information specific to the automotive 
industry, which are not available in Siebel PRM: 

■ Dealers. The Dealers screen lets you record general information about your dealers. It also helps 
you manage your relationship with your dealers. For example, it lets you work with the Dealer 
Profile, and it lets you enter and look up dealer management activities, contacts, and hours. 

■ Dealer Operations. The Dealer Operations screen lets dealer managers at the OEM view the 
transactional data for a given dealer, to give you an overall view of the dealer's operations. You 
can look up a dealer, and see its accounts, contacts, opportunities, orders, quotes, and service 
requests. 

■ Dealer Administration. The Dealer Administration screen lets you do much of the work that 
you must do to add a new dealer company, such as adding a record for the dealer, assigning user 
IDs and passwords to dealer users, and approving and registering dealer companies. In this 
screen you can complete the necessary steps to get a dealer company started, including creating 
a new organization and putting it in the proper place in the hierarchy. You can also administer 
dealer information, such as adding or changing information about users, or about the dealer 
organization.

■ Vehicles. Provides information about vehicles. 

■ Sales History. Tracks the history of sales to each customer. 

■ Service History. Tracks the history of service to each customer. 

The Dealer, Dealer Operations, and Dealer Administration screens are specific to working with 
dealers. In addition to these screens, the Partner, Partner Operations, and Partner Administration 
screens, used to work with other types of partners. 

Activating Workflows for Siebel Dealer
The setup chapter of Siebel Partner Relationship Management Administration Guide describes some 
workflows you must activate to run certain features of Siebel PRM. 

Some features specific to Siebel Dealer are also based on workflows, and you must activate these 
workflows before dealers can use these features. You can also modify these workflows, in order to 
customize the way that these features work to suit your business model. 

For more information about activating and customizing workflows, see Siebel Business Process 
Designer Administration Guide. 

To allow dealers to use the following features, you must activate the workflows listed for each one: 
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■ For generating follow-up communications, activate the following workflows. For more information 
about how dealers use this feature, see �Generating Follow-Up Communications (Dealer)� on 
page 49.

■ eAuto Communication Rule - Follow-Up

■ eAuto Communication Rule - Lease Expiry

■ eAuto Communication Rule - No Activity

■ eAuto Communication Rule - Sales Anniversary

■ eAuto Communication Rule - Sub (Link Contact-Action)

■ eAuto Communication Rule - Sub (Link Employee-Action)

■ For list management for marketing campaigns, activate the following workflows. For more 
information about how dealers use this feature, see Chapter 4, �Dealers' Use of Siebel Dealer for 
Marketing.�

■ SLM Create Activity From List

■ SLM Edit Call List Workflow 

■ SLM List Operation - Generic

■ SLM Update Parent

■ eAuto List Operation - Intersection

■ eAuto List Operation - Subtraction

■ eAuto List Operation - Union

■ For campaign administration for marketing campaigns, activate the following workflows. For 
more information about how dealers use this feature, see Chapter 4, �Dealers' Use of Siebel Dealer 
for Marketing.�

■ eAuto Add Contact to List

■ eAuto Add List To Campaign

■ eAuto Add Opportunity to List

■ eAuto Add To Campaign (Contact)

■ eAuto Add To Campaign (Opportunity)

■ eAuto Add To Campaign

■ eAuto Add To List

■ eAuto Campaign Create Letter

■ eAuto Go to Service Request

■ eAuto Query - Go to Query Result

■ eAuto Query - New Search - Sales Rep

■ For business rules, activate the following workflows. For more information about how dealers use 
this feature, see Chapter 5, �Business Rules for Dealers.� 
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■ eAuto Business Rule - Contact - Create Activity   

■ eAuto Business Rule - Contact - Send Email   

■ eAuto Business Rule - Contact - Send Letter   

■ eAuto Business Rule - Opportunity - Create Activity   

■ eAuto Business Rule - Opportunity - Send Email   

■ eAuto Business Rule - Opportunity - Update Expiration Status   

■ eAuto Business Rule - Sales History - Send Email   

■ eAuto Business Rule - Service History - Send Email   

■ eAuto Business Rule - Vehicle - Create Activity   

■ eAuto Business Rule - Vehicle - Send Email   

■ eAuto Business Rule Create Correspondence Request   

■ eAuto Business Rule Execution Workflow   

■ eAuto Business Rule Get eMail Template Name 

NOTE: In addition to these, you must activate all workflows that will be used in action type 
definitions. When you select the workflow in the Action Type list, only workflows that have been 
activated will be shown, so you must activate them before creating the action types. 

Changing Types of Activities Displayed 
in the Dealer Dashboard
The dealer dashboards display the employee�s activities for the current day, as described in �Using 
Siebel Dealer Dashboards (Dealer)� on page 27. 

There are more than 250 activity types, and dealers would not want to view most of them in the 
Activities applet of the dashboard. 

By default, the dashboard displays the following types of activities: 

■ Appointment

■ Call - Outbound

■ Email

■ Fax

■ Other

■ Warranty Service

■ Dealership Visit

You can change which activities are displayed in the dashboard by using List of Values view of the 
Data Administration screen. An activity type is listed in the dashboard if it is included in List of Values 
view with EAUTO_ACT_SUM_TYPE in the Type field. 
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To change the types of activities displayed in the dashboard

1 Navigate to the List of Values view of the Data Administration screen. 

2 Query to find all records that have EAUTO_ACT_SUM_TYPE. 

3 To remove activity types from the dashboard, delete one or more of these records. 

4 To add activity types to the dashboard:

a Add one or more records to the List of Values list. 

b In the Type field, enter EAUTO_ACT_SUM_TYPE. 

c In the Value and Language Independent Code fields, enter exactly the same values used in 
the Activity record.

Adding New Dealers 
The chapter of Siebel Partner Relationship Management Administration Guide about adding partners 
describes the process of adding new partners. There are three major differences when you add new 
dealers:

■ Siebel Dealer requires one organization for each dealer store if you want to prevent each store�s 
data from being visible to the others. 

■ Siebel Dealer does not use Partner Self-Registration.

■ Siebel Dealer requires Primary Partner type to be Dealer.

Create One Organization for Each Store
When you create a new partner company and click Register, Siebel Partner Manager creates an 
organization that represents that partner company. 

In Siebel Dealer, it is generally recommended that you or the partner company create an organization 
representing each of the dealer�s stores. For example, if the dealer has 500 showrooms, you 
generally should create 500 organizations, one representing each showroom. 

By creating a separate organization for each store, you limit visibility so that each store can only see 
its own data and not the data from other stores. This allows dealers to use the added features that 
Siebel Dealer provides to manage their own retail operations, without dealers in other stores being 
able to see the data they enter. 

It is generally best to use delegated administration to allow dealers to maintain their own employees 
and stores. After you have finished adding a new dealer company, when you contact the delegated 
administrator, you can tell the delegated administrator to create a suborganization for each store and 
to associate the employees of each store (including the store�s delegated administrator) with the 
proper suborganization. 

For more information, see the section about delegated administration in the setup chapter of Siebel 
Partner Relationship Management Administration Guide. 

NOTE: Vehicles should also be associated with the organizations representing stores. This is 
necessary for the Inventory Search to work properly. 
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If your business model requires you to protect the data in each store from being viewed by other 
stores, you should create a separate organization for each store. If your business model does not 
require this, you do not have to create a separate organization for each store. 

Do Not Use Partner Self-Registration
In Siebel PRM, companies typically apply to become partners by registering at Siebel Partner Portal. 
When they register, they enter information that is stored in a Prospective Partner record. When the 
brand owner approves them, the Prospective Partner record is converted to a Partner record.

This model of partner registration does not apply to the automotive industry. Recruiting a dealer is 
a long process, which would not be done through applying at a Web site. 

For this reason, the section about Registering Individual Partners in the setup chapter of Siebel 
Partner Relationship Management Administration Guide does not apply to Siebel Dealer. 

For this reason, also, the process of adding new dealers in Siebel Dealer is different from the process 
of adding new partners in Siebel PRM. In the setup chapter of Siebel Partner Relationship 
Management Administration Guide, the enrollment process begins with the following two steps: 

■ Display and assess prospective partners. Begin by displaying the list of prospective partners 
recruited through the Web and deciding which to approve as partners.

■ Add a Partner record for the partner company. You typically add a Partner record by 
approving a prospective partner.

These two steps do not apply to Siebel Dealer, and they should be replaced by the following: 

■ Recruit new dealers. Recruit dealers in the same ways that you have in the past, without using 
Siebel Dealer. 

■ Add a Dealer record. Add a record for the new dealer directly in the Dealer Administration 
screen, in the Approved Dealer view, or import the dealer record using EIM. 

After the first two steps, the rest of the process of adding a new partner or dealer is similar to Siebel 
PRM, except that roles are not used, and the Dealer Administration screen is used instead of the 
Partner Administration screen.

For information about adding a new Dealer record directly, see the section about other ways of 
adding partner records, at the end of the setup chapter of Siebel Partner Relationship Management 
Administration Guide. To add a dealer, use the Dealer Administration screen rather than the Partner 
Administration screen described in Siebel Partner Relationship Management Administration Guide. 
The word Dealer is also substituted for the word Partner in most field names described in Siebel 
Partner Relationship Management Administration Guide.

Summary of How to Add a New Dealer
In summary, you add a new dealer as follows: 

■ Begin by adding a Dealer record directly in the Approved Dealer view, using the method 
described in the section about other ways of adding partner records, at the end of the setup 
chapter of Siebel Partner Relationship Management Administration Guide. In the Partner Type 
field, be sure Dealer is selected. 
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■ Click Register to create the dealer organization. This is similar to the process described in the 
setup chapter of Siebel Partner Relationship Management Administration Guide, except that you 
can choose a parent organization for the new dealer, rather than just being able to choose a 
parent division.

■ After registering, you continue the process of assigning responsibilities, positions, and master 
data to the dealer company and of adding user assignments at the dealer company, as described 
in the setup chapter of Siebel Partner Relationship Management Administration Guide, except 
that you should skip the section about roles, and you should use the Dealer Administration 
screen.

Setting Up the Team Calendar
Managers at dealer companies can use the team calendar on the Dealer Dashboard to view the 
calendars of all the employees who report to them, which helps them to schedule meetings and other 
activities. For more information, see �Using Siebel Dealer Dashboards (Dealer)� on page 27. 

Before dealer managers can use this calendar, you must set it up by using User Administration screen 
to enter the manager on the employees� contact teams. 

For example, if a manager named Sam Morris wants to use the team calendar to view the calendars 
of Scott Chan and Sarah Cole, you must find the records of Scott Chan and Sara Cole in the User 
Administration screen, and add Sam Morris to the contact team of these employees. 

To allow a manager to view the calendar of a team member

1 Navigate to the Administration - User screen. 

2 In the Persons list, select the record for the employee whose calendar will be viewed. 

3 In the Contact Team field, click the select button, and use the dialog box to add the manager to 
the contact team. 

About Sharing Data with Dealers 
The sharing data chapter of Siebel Partner Relationship Management Administration Guide discusses 
how to share transactional data and master data with your partners. 

This chapter includes examples of typical ways that you might share transactional data such as 
opportunities, service requests, accounts, and contacts. In addition to the types of transactional data 
described here, Siebel Dealer supports the following types of transactional data:

■ Vehicles

■ Sales History

■ Service History

The sections that follow provide examples of typical ways you might use these screens to share data 
with your dealers. 
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There is also a section about the Dealer Operations screen, which you can use to view all of a dealer�s 
transactional data. 

You can also create business rules that dealers can use to automate some of their operations. For 
more information, see Chapter 5, �Business Rules for Dealers.�

Assigning Vehicles to a Dealer
Siebel Automotive lets you keep complete records on every vehicle you have sold to a dealer or a 
customer. Dealers can use the information about vehicles sold to customers to help them service 
customer�s vehicles and to do future marketing to existing customers. For example, if a customer 
calls a dealer for service, the dealer can look up the vehicle record by VIN number or vehicle name 
to find details about the vehicle�s sales and service history. 

When a vehicle is sold to a customer, its vehicle record should be associated with the contact record 
for that customer. 

You can make a vehicle visible to a dealer in two ways:

■ Assign a vehicle to a dealer employee. If you add a dealer employee to the Access Team field 
for the vehicle, it will be visible to that employee in the My Vehicles view. 

■ Assign a vehicle to a dealer company. If you add a dealer company�s organization to the 
Organization field for the vehicle, it will be visible to that company in the All Vehicles view. 
Someone at the dealer company with access to the All Vehicles view can add dealer employees 
to the Access Team view to make it visible to them in the My Vehicles view. 

For more information about working with vehicles, see the section about vehicles in the Siebel 
Automotive Guide.

To assign a vehicle to a dealer employee

1 Navigate to the Vehicles screen.

2 In the Vehicles list, select the vehicle that you want to assign to the dealer. 

3 In the More Info form, click the more button.

4 In the More Info form, click the select icon for the Access Team field. 

The Access Team Members dialog box appears. 

5 In the Access Team Members dialog box, click New.

6 In the list of employees, select the employee you want to add to the access team and click OK.

The Access Team Members dialog box appears, with that employee added to the list. 

7 In the Access Team Members dialog box, click OK.

The vehicle will be visible to the employee you selected in the My Vehicles view.
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To assign a vehicle to a dealer company

1 Navigate to the Vehicles screen. 

2 In the Vehicles list, select the vehicle that you want to assign to the dealer. 

3 In the More Info form, click the more button.

4 In the More Info form, click the select icon for the Organization field. 

The Organizations dialog box appears. 

5 In the Organizations dialog box, click New.

6 In the list of organizations, select the organization that represents the dealer company you want 
to assign the vehicle and click OK.

The Organizations dialog box appears, with that organization added to the list. 

7 In the Organizations dialog box, click OK.

The vehicle will be visible to the dealer company you selected in the All Vehicles view.

Configuring Vehicles and Options
You can use Siebel Configurator to create models of individual products, or entire product lines, that 
customers and dealers can use to configure products. When a customer visits a dealer who uses 
Siebel Dealer, the sales consultant can use the configuration in the sales process, suggesting 
additional options that interest the customer. The Siebel Configurator provides freedom of choice in 
configuring the vehicle and finding a valid solution. 

For example, a customer may tell the dealer that the customer wants aluminum wheels as an option. 
The configuration model that you set up can tell the dealer what aluminum wheels are available for 
that make of car. When the customer chooses one type of wheel, the configuration model can indicate 
whether special tires are needed for that type of wheel. It can also suggest that customers who buy 
that type of wheel may also want dual exhaust. 

For more information about using Configurator to define products, see Product Administration Guide.

Assigning Sales History to a Dealer 
Siebel Automotive lets you enter or import a vehicle�s sales history. Usually, dealers maintain their 
sales history in a Dealer Management System (DMS). After making a sale, the dealer reports it to 
the manufacturer, using an interface provided by the manufacturer. The OEM can then import it into 
Siebel Automotive using Siebel Enterprise Integration Manager (EIM). 

For more information about sales history, see Siebel Automotive Guide.

The sales history is automatically visible to the selling dealer. If the value in the Selling Dealer field 
is the organization of the employee who is logged in, then that employee will be able to view the 
sales history. 
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Siebel Dealer differs from Siebel Automotive, because in Siebel Dealer, sales history is only visible 
to the company in the Selling Dealer field. Siebel Automotive lets the OEM view the sales history for 
all organizations. 

Assigning Service History to a Dealer
Siebel Automotive lets you enter or import a vehicle�s service history. Usually, dealers report service 
history for vehicles that are under warranty, using the same manufacturer-provided interface that 
they use to report sales. The manufacturer can import this data into Siebel Automotive using EIM. 

For more information about service history, see Siebel Automotive Guide.

The service history is automatically visible to the servicing dealer. If the value in the Servicing Dealer 
field is the organization of the employee who is logged in, then that employee will be able to view 
the service history. 

The Service History screen is hidden, and it is only visible to users when they drill down on the 
Service History field.

Viewing Dealer Operations
You can use the Dealer Operation screen to get an overall view of all of a dealer company�s 
transactional data, including the company�s opportunities, service requests, accounts, vehicles, and 
other transactional data. In some cases, you can also edit the transactional data. 

The Dealer Operation screen only displays records that have the dealer company in their 
Organization field. The Dealer Operations screen of Siebel Dealer for Automotive includes the 
following views:

■ More Info. Displays full information about the selected dealer company. Similar to the More Info 
view in Siebel PRM, except that it does not have an Industries field. 

■ All Vehicles. Lists all vehicles where the dealer organization is the primary organization for the 
vehicle. 

■ Vehicle Inventory. Lists all available vehicles owned by this dealer. A vehicle is listed here if, 
in the Vehicle view, the value of the Owned By field is Dealer, the value of the Account field is 
the dealer organization, and the value of the Status field is Available. 

■ Related Vehicles. Lists all vehicles related to this dealer. A vehicle is listed here if, in the 
Account > Vehicle view, the vehicle is listed in the Related Vehicle applet for the dealer, with any 
value for the relationship. 

■ Employees. Lists all employees of this dealer. Employees are listed here if their primary 
organization is this dealer�s organization. 

■ Contacts. Lists all contacts of this dealer. Contacts are listed here if they have this dealer as one 
of the organizations in the Organization field of the Contact record. 

■ Accounts. Lists all accounts of this dealer. Accounts are listed here if they have this dealer as 
one of the organizations in the Organization field of the Account record. 
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■ Opportunities. Lists all opportunities of this dealer. Opportunities are listed here if they have 
this dealer as one of the organizations in the Organization field of the Opportunity record. 

■ Service Requests. Lists all service requests of this dealer. Service Requests are listed here if 
the position of the service request owner belongs to the dealer organization.

■ Quotes. Lists all quotes of this dealer. Quotes are listed here if they have this dealer as one of 
the organizations in the Organization field of the Quote record. 

■ Order. Lists all orders of this dealer. Orders are listed here if they have this dealer as one of the 
organizations in the Organization field of the Order record. 

■ Activities. Lists all activities of this dealer. Activities are listed here if the dealer organization is 
the primary organization of the activity�s primary owner. 

■ Makes. Lists all makes sold by this dealer. 

■ Hours. Lists the hours of this dealer. 

■ Sales History. Lists all sales transactions where the selling dealer was this dealer.

■ Service History. Lists all services transactions where the servicing dealer was this dealer. 

To view dealer operations

1 Navigate to the Dealer Operation screen. 

2 In the Dealers list, select the company whose transactional data you want to view. 

3 Click the appropriate view tab to view the company�s accounts, activities, vehicles, contacts, 
employees, hours, makes, opportunities, orders, quotes, related vehicles, sales history, service 
history, service requests, and vehicle inventory. 

Sales, Service, and Marketing with 
Siebel Dealer
Several chapters of Siebel Partner Relationship Management Administration Guide describe possible 
scenarios that illustrate ways the brand owner and partner company might use Siebel PRM to manage 
sales, service, marketing, and partner commerce. The scenarios are meant to illustrate many 
possible uses of Siebel PRM. 

Many of these scenarios do not apply to the automotive industry. Siebel Dealer is typically used by 
manufacturers in the following ways to manage sales, service, and marketing: 

■ Sales. Manufacturers share opportunities (leads), accounts, and contacts with Dealers. Dealers 
work on assigned opportunities and enter information about them. Manufacturers are able to 
view this information to see what progress the dealer is making on the opportunity. 

■ Service. Manufacturers assign service requests to dealers. Dealers resolve these service 
requests for the customer on behalf of the manufacturer and enter information about them. 
Manufacturers are able to view this information to track dealers� work on service requests. 

■ Marketing. Both the scenario for collaborative marketing with your partners and the scenario 
for marketing to your partners apply to the dealers in the automotive industry.
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In addition, Siebel Dealer has a number of features that allow dealers to manage their own sales and 
their own marketing campaigns. 

For information about how Siebel Dealer is used for sales, see Chapter 3, �Dealers� Use of Siebel 
Dealer for Sales.�

For information about how Siebel Dealer is used for marketing campaigns, see Chapter 4, �Dealers' 
Use of Siebel Dealer for Marketing.�

About Managing Your Dealers
The managing partners chapter of Siebel Partner Relationship Management Administration Guide 
discusses many different ways of managing your partners. 

The section about tracking partner information describes ways that brand owners use the Partners 
screen to enter information about their partners. 

In addition to the views on Siebel Partner Manager Partners screen, the Dealers screen in Siebel 
Partner Manager for Siebel Automotive has the following views with information that is specific to 
automotive dealers:

■ Dealer Opportunities 

■ Dealer Vehicles

■ Dealer Service Requests 

■ Dealer Makes 

■ Dealer Business Hours 

NOTE: To work with the dealers, use the Dealer screen rather than the Partner screen. The word 
Dealer is substituted for the word Partner in this screen name and in most of the associated view 
names described in Siebel Partner Relationship Management Administration Guide.

Entering Opportunities to Sell to Dealers
When OEMs or dealer groups sell to dealers, they work with opportunities to sell to dealers, just as 
other companies work with opportunities from their customers. The Dealer Opportunities view is 
used by OEMs and dealer groups to sell to their dealers.

For more information about working with opportunities, see Applications Administration Guide.

NOTE: Because dealer opportunities and service requests are used by OEMs selling to dealers, they 
should be enabled only if Siebel Automotive is being used as an OEM. They should not be enabled if 
Siebel Automotive is being used by a dealer group.

To enter an opportunity to sell to a dealer

1 Navigate to the Dealers screen. 

2 In the Dealers list, select the dealer company for which you want to enter an opportunity. 
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3 Click the Opportunities view tab. 

The Dealer Opportunities view appears with a list of all opportunities to sell to this dealer.

4 In the Opportunities list, click New to add a new Opportunity record, and enter the appropriate 
information in its fields.

Viewing a Dealer�s Service Requests 
Because OEMs sell to dealers, they get service requests from dealers for products that they have 
sold to them, just as other companies get service requests from their customers. The Dealer Service 
Requests view is used by OEMs and dealer groups to track service requests from their dealers.

Dealers may telephone your call center with service requests, and your call center agents would 
enter the service requests in Siebel Automotive. Dealers can also enter service requests directly in 
the Siebel Dealer Self-Service screen, and they will appear in your service agents� queues, along with 
service requests that were phoned in. 

These service requests also appear in the Service screen, where your service agents access them, 
along with other service requests in their queue. The Dealer Service Requests view is a convenient 
way of viewing all the service requests from a dealer in one place; it is not the main screen service 
agents use to respond to service requests. 

The Dealer Service Requests view displays all service requests from a dealer regardless of whether 
their status is open or closed.

For more information about working with service requests, see Applications Administration Guide.

To view all service requests from a dealer company

1 Navigate to the Dealers screen. 

2 In the Dealers list, select the dealer company whose service requests you want to view. 

3 Click the Service Requests view tab. 

The Service Requests list includes all service requests from this dealer. 

Displaying the Makes a Dealer Sells
Siebel Automotive lets you enter the makes of car that each of your dealers sells, so you can look 
them up easily. Use Dealer Makes view to enter and look up the makes of car that dealers sell.

To enter the makes a dealer sells

1 Navigate to the Dealers screen. 

2 In the Dealers list, select the dealer company whose makes you want to enter. 

3 Click the Sales and Service view tab. 
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4 In the Sales and Service list, from the Show drop-down list, choose Makes, if it is not already 
selected. 

5 In the Makes list, click New, and fill in the appropriate data in the new record. 

Displaying a Dealer�s Business Hours
Siebel Automotive lets you enter the hours when each of your dealers is open to provide sales and 
services, so you can look up dealers� business hours easily. Use Dealer Sales and Service Hours view 
to enter and look up your dealers� business hours.

To enter a dealer�s business hours

1 Navigate to the Dealers screen. 

2 In the Dealers list, select the dealer company whose hours you want to enter. 

3 Click the Sales and Service view tab. 

4 In the Sales and Service list, from the Show drop-down list, choose Hours. 

The Dealer Sales & Service Hours view appears.

5 In the Sales Hours list, click New to add a new record for each day of the week. 

In each record, choose the name of the day and the start time and end time of the dealer�s sales 
hours for that day. 

6 In the Service Hours list, click New to add a new record for each day of the week. 

In each record, choose the name of the day and the start time and end time of the dealer�s 
service hours for that day. 

Added Functionality for Dealers
Because dealers are the main point of contact with automotive customers, they need more 
capabilities than other partners. Siebel Dealer gives them added functionality to use in:

■ Sales. For more information, see Chapter 3, �Dealers� Use of Siebel Dealer for Sales.�

■ Marketing. For more information, see Chapter 4, �Dealers' Use of Siebel Dealer for Marketing.�

In addition to the enhancements covered in these chapters, Siebel Dealer provides added fields in a 
number of screens and views to allow dealers to record additional information used in sales and 
service. Added fields are available in the following records: 

■ Opportunities. The opportunity record includes added fields that allow the dealer to enter 
information about the customer�s target purchase horizon and monthly budget to pay for the car, 
the quality of the opportunity, the lead partner on the opportunity, and the status of the 
opportunity. 
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■ Contacts. The contact record includes added fields that allow the dealer to enter information 
about the customer�s preferred name, preferred call time, ideal call time, and customer ID, and 
a field to indicate that the customer is deceased. 

■ Contact Profile. The Profile view of the Contact screen includes added fields that allow the 
dealer to record the contact�s mileage driven per year, frequency of replacing cars, discount 
eligibility, whether the discount was used in the past, amount spent on service and parts, 
preferred method of follow-up, preferred method of service reminder, and request not to contact. 

■ Sales History. The Sales History view of the Contact screen includes added fields that allow the 
dealer to view the sales team for the vehicle, the type of sale, the opportunity related to this 
sale, the down payment, the trade allowance, the monthly payment, the stock number, the 
remaining payments, the security deposit, the contract end date, and other information. 

■ Service History. The Service history view of the Contact screen includes added fields that allow 
the dealer to view the account (for a vehicle that is owned by a fleet account), make, model, 
mileage, repair order number, service consultant, technician, cost for parts and labor, and total 
cost. 

■ Activities. The Activity record has an added Category field, allowing dealers to categorize 
activities as sales activities, customer retention activities, and service activities. 
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Sales
Siebel Dealer allows the OEM to collaborate with dealers on sales. For more information, see �Sales, 
Service, and Marketing with Siebel Dealer� on page 22. 

This chapter covers special features of Siebel Dealer that are available only to dealers to help dealers 
manage sales. It includes the following topics: 

■ �Using Siebel Dealer Dashboards (Dealer)� on page 27

■ �Entering Dealer Preferences (Dealer)� on page 29

■ �Process of Creating the Yearly Forecast (Dealer)� on page 30

■ �Process of Creating the Monthly Forecast (Dealer)� on page 34

■ �Process of Creating and Using Sales Steps (Dealer)� on page 37

■ �Process of Using the Showroom Log (Dealer)� on page 41

■ �Entering Opportunities (Dealer)� on page 43

■ �Assigning Unassigned Opportunities (Dealer)� on page 44

■ �Viewing Others Who Have Accessed a Contact (Dealer)� on page 45

■ �Reassigning Contacts and Opportunities (Dealer)� on page 46

■ �Process of Printing Forms for Vehicle Sales (Dealer)� on page 47

■ �Generating Follow-Up Communications (Dealer)� on page 49

■ �Closing Out Opportunities (Dealer)� on page 51

Using Siebel Dealer Dashboards 
(Dealer)
Siebel Dealer provides dealer employees with dashboards that allow them to view the most important 
information that they need for their work on one screen. 

The following dashboards are available: 

■ Sales Consultant Dashboard. Includes actual and goal unit sales, today�s activities, my 
calendar, current opportunities, and my promotions. 

■ Sales Manager Dashboard. Includes actual and goal unit sales for team, today�s activities, my 
calendar, current opportunities, team�s promotions, and team�s calendar. 

■ Service Employee Dashboard. Includes today�s activities, my calendar, my promotions, and 
current service requests. 

■ Service Manager Dashboard. Includes today�s activities, my calendar, store promotions, and 
current service requests for team.
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■ Store Dashboard. Includes actual and goal unit sales for store, today�s activities, my calendar, 
current opportunities, team�s promotions, and team�s calendar. To be used by the store general 
manager. 

Some of the applets on the dashboards display daily data, and some display monthly data. In 
addition, the calendar can display data for the day, week, or month. 

■ Daily data. The following applets display data for the current day: 

■ Today�s Activities. Displays all of the employee�s activities for the current day. The first 
column lists activities that have a due date of today and are not done. The second column 
lists activities that have a due date of before today and are not done; it continues to display 
past-due activities for the number of days defined in Dealer Preference view, as described in 
�Entering Dealer Preferences (Dealer)� on page 29.

NOTE: The Today�s Activities only displays certain types of activities, as described in 
�Changing Types of Activities Displayed in the Dealer Dashboard� on page 15. 

■ Current Opportunities. Displays all current opportunities for this consultant where there is no 
activity or there has been activity in the last 15 days. This is based on the value in the Last 
Activity Date in the Opportunity view of the Contacts screen. Whenever you make any change 
to an opportunity, this field is updated.

■ My Promotions, Team�s Promotions, or Store Promotions. Displays all promotions that are 
active on the current day. Promotions are displayed if their campaign is not completed, and 
the creation date is within 30 days of today�s date, and today is between the start date and 
end date of the campaign. 

■ Team�s Calendar (Today). Available to sales managers and store manager only. Gives the 
managers a view of the calendars of all their reports for the current day. The manager can 
also click the left arrow or right arrow to view their reports� calendars for previous or later 
days. 

■ Monthly data. The following applet displays data for the current month: 

■ Unit Sales. Displays the actual sales and sales goals for the current month for fleet, new retail 
and used retail sales. On the sales consultant dashboard, it displays the actual sales and 
sales goals for that individual sales consultant. On the sales manager dashboard, it displays 
the actual sales and sales goals for the manager�s team. All these sales goals are based on 
the monthly forecast, described in �Process of Creating the Monthly Forecast (Dealer)� on 
page 34. Actual data is based on the Service History view. 

■ Calendar. Provides a complete calendar for creating and tracking appointments and other 
activities. Employees can display and use a daily, weekly, or monthly calendar. 

To use Dealer dashboards

1 Navigate to the Dashboard screen. 

2 From the Show drop-down list, select: 

■ Sales Consultant Dashboard

■ Sales Manager Dashboard

■ Service Employee Dashboard
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■ Service Manager Dashboard

■ Store Dashboard

NOTE: Employees can only select the view that is appropriate to them. For example, a sales 
consultant does not have the sales manager view available. 

The dashboards display the most important information needed by these employees, in summary 
form. 

3 Sales managers can refresh the data in the dashboard by clicking Refresh. Sales consultants� 
data is refreshed periodically, based on the refresh interval set in Dealer Preference view, as 
described in �Entering Dealer Preferences (Dealer)� on page 29. 

The Update field in the Unit Sales and Activities applets shows the last time that the data was 
refreshed. 

4 To view more complete information, click the heading above any of the applets in the dashboard. 

The appropriate screen appears, with more complete information. 

Entering Dealer Preferences (Dealer)
Dealers can specify preferences to control features of Siebel Dealer behavior, such as how long a 
trade in evaluation remains valid and how frequently the dashboard refreshes. 

To enter dealer business preferences

1 Navigate to the Dealer Preference screen. 

2 In the Dealer Preference form, select values for the fields, as described in the following table. 

Field Comments

Trade In 
Evaluations 
Valid For

Enter the number of days that a trade-in evaluation remains valid. The default 
is 30 days. 

The value you enter here controls the value in the # of Valid Evaluations field 
of the Opportunity record. For example, if a sales consultant does a trade-in 
evaluation today and evaluations are valid for 30 days, # of valid evaluations 
will include this evaluation for the next 30 days.

Dashboard 
Activity 
History

Enter the number of days that activities remain in the dashboard history. 
Activities in the dashboard disappear a specified number of days after their 
due date, depending on the value you enter here. 

Dashboard 
Activity 
Refresh 
Interval

Enter a number of hours to specify how frequently dashboard activities will 
refresh. To refresh more frequently than once an hour, enter a decimal, such 
as .5. This prevents the system from overloading because of constant 
refreshes. 
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Process of Creating the Yearly Forecast 
(Dealer)
At the end of the year, the dealership�s general manager usually consults with sales managers to 
create the store yearly forecast for the next year. 

Siebel Dealer automates this consultation process. The sales managers enter their yearly forecasts 
in Siebel Dealer, and the general manager uses these to create the store yearly forecast.

To create the yearly forecast, the dealer goes through the following steps: 

1 �Creating the Framework for Monthly and Yearly Forecasts (Dealer)� on page 31

Dashboard 
Unit Sales 
Refresh 
Interval

Enter a number of hours to specify how frequently dashboard unit sales will 
refresh. To refresh more frequently than once an hour, enter a decimal, such 
as .5. 

Period Type Specify the period used in forecasts. For more information, see �Creating the 
Framework for Yearly and Monthly Forecasts (Dealer)� on page 34. 

Split Deals for 
Sales 
Consultants

Select this check box to specify whether the deal is split. 

If a deal is not split, all the employees in the Sales History view will be fully 
credited for the deal. For example, if employee A and B both work on the sale 
of a given product, then both would be considered full contributors for the sale 
of that product. 

If a deal is split, the employees in the sales history will be credited according 
to a preset weight. For example, if the weight specifies that the sales should 
be split among all the contributors equally, both A and B would be considered 
a part-time contributor and would have one-half of the sale credited to their 
records. 

The weight does not show up in the Siebel Dealer user interface. It is designed 
to be included in the data imported from the third-party application. 

NOTE: If no weight value is available but the split flag is checked, the default 
weight is 0, and none of the employees is credited. 

Remove 
assigned 
Sales 
Consultant 
when 
assigning new 
Sales 
Consultant to 
Opportunity 
and Contacts

Select this check box if you want the current sales consultant to be removed 
from an opportunity and contact when they are assigned to a new sales 
consultant. 

Field Comments
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2 �Creating the Sales Manager�s Yearly Forecast (Dealer)� on page 32

3 �Creating the Store Yearly Forecast (Dealer)� on page 32

4 �Viewing the Store Yearly Forecast (Dealer)� on page 33

Creating the Framework for Monthly and Yearly 
Forecasts (Dealer)
Before doing forecasts, the general manager of the dealership creates the framework for the 
forecasts by specifying: 

■ Periods. By default, sales consultants and managers enter their estimated sales for each month, 
but you can also choose a different period. 

■ Employees. You must specify which employees will be included in the store yearly forecast and 
the store monthly forecasts for the next year. This option only applies at the store level; all sales 
consultants will be included in the sales manager�s monthly forecasts and will have sales goals 
generated, even if they are not included in the store forecast. 

This task is a step in �Process of Creating the Yearly Forecast (Dealer)� on page 30. 

The general manager can create the frameworks for the yearly and monthly forecast at different 
times, but it is most common to create both at the same time, at the end of the year when the 
general manager is planning for the next year. This most common practice is described here. 

NOTE: When new employees are added during the year, the general manager must add them, using 
the following procedure if the general manager wants to include them in the yearly and monthly 
forecasts. 

To select the period for yearly and monthly forecasts

1 Navigate to the Dealer Preference screen. 

2 In the Period field, select the period you want to use. 

To specify which employees are included in the store yearly and store monthly 
forecasts

1 Navigate to the Dealer Preference screen.

2 In the link bar, click Employee Yearly and Monthly Forecast Admin. 

The Employee Yearly and Monthly Forecast Admin list appears. It includes all the employees in 
the store. 

3 In the Employee Yearly and Monthly Forecast Admin list: 

■ Select the Part of Store Yearly Forecast field to include an employee in the yearly forecast. 

■ Select the Part of Store Monthly Forecast field to include an employee in the monthly 
forecast. 
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4 Repeat Step 3 for all the employees who will be included in the yearly forecast and monthly 
forecasts. 

Creating the Sales Manager�s Yearly Forecast (Dealer)
After the general manager has created the framework for the yearly forecasting process, the general 
sales manager tells the sales managers to add their estimated figures for the next year�s sales 
forecast. 

The sales managers or the employees that they choose to enter the forecast go to the Manager�s 
Yearly Forecast view of the Yearly Forecast screen, and they enter the figures for each period. 

This task is a step in �Process of Creating the Yearly Forecast (Dealer)� on page 30. 

To create the sales manager�s yearly forecast

1 Navigate to the Yearly Forecast screen.

2 From the Show drop-down list, select Manager�s Yearly Forecast. 

3 Click Create All Periods for Year. 

In the Yearly Forecast list, all the periods for the year appear. 

4 In a record in the Yearly Forecast list, in the Retail New, Retail Used, and Fleet fields of that 
record, enter an estimate of the sales of the sales manager�s reports for that period.

Retail New is forecasted retail sales of new vehicles. Retail used is forecasted retail sales of used 
vehicles. Fleet is forecasted sales of vehicles to fleets. 

5 Repeat Step 4 to add an estimate of sales for every period in the yearly forecast. 

Creating the Store Yearly Forecast (Dealer)
After all the sales managers have entered their forecasts for the year, the dealership�s general 
manager can create the store yearly forecast on the basis of the sales manager�s forecasts. 

The general manager can use the Store Yearly Forecast view of the Yearly Forecast screen to look at 
the total yearly forecast for the store for each period, which is the sum of all the sales managers� 
yearly forecasts. The general manager can also use this screen to look at each sales managers� yearly 
forecast for each period. Employees records will appear only if they have been included as part of 
the store yearly forecast.

The general manager may want to adjust the yearly forecast for each period. For example, the sales 
managers may have been too optimistic, and given economic conditions, the general manager may 
think it is more realistic to set a lower store yearly forecast than the store yearly forecast based on 
the sales managers� yearly forecasts. 

If the sales managers have not all entered their forecasts, the general manager can add records and 
enter forecasts for those sales managers. 
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This task is a step in �Process of Creating the Yearly Forecast (Dealer)� on page 30. 

To add sales managers� forecasts to the store forecast

1 Navigate to the Yearly Forecast screen. 

2 From the Show drop-down list, select Store�s Yearly Forecast. 

3 In the Yearly Forecast list, select the record for the coming period, and scroll down to view the 
Sales Manager�s Monthly Forecast list. 

4 If all the sales managers� forecasts are not listed there, you can add records for individual sales 
managers or for all sales managers. 

a In the Sales Managers Yearly Forecast list, from the menu, select Add Employee and use the 
dialog box to add individual sales managers. 

b In the Sales Managers Yearly Forecast list, from the menu, select Add All Employees to add all 
sales managers who are not already on the list. 

Records for sales managers are created with zero values. 

5 For any sales managers that have been added to the list, enter values in the Yearly Forecast Retail 
New, Yearly Forecast Retail Used, and Yearly Forecast Fleet fields. 

To create the store yearly forecast

1 Navigate to the Yearly Forecast screen.

2 From the Show drop-down list, select Store�s Yearly Forecast. 

In the Yearly Forecast list, there are records for all the periods in the yearly forecast, with new, 
used, and fleet sales figures that are the sum of all the sales managers� yearly forecasts for that 
period. 

3 Select a record in the Yearly Forecast list and scroll down to view the Sales Manager�s Yearly 
Forecast list, which includes all the sales managers� yearly forecasts for that period. 

4 If the general manager thinks the sales managers� estimates are not accurate, the general 
manager adjusts the forecast for the store by editing the New, Used, and Fleet fields for that 
period.

5 Click Roll-Up. 

The yearly forecast appears. 

6 Repeat Step 3, Step 4, and Step 5 to create a store forecast for every period in the yearly 
forecast. 

Viewing the Store Yearly Forecast (Dealer)
After the process of creating the store yearly forecast is complete, dealers can view it by going to 
the yearly forecast screen. The sales manager can view the manager yearly forecast, and the general 
manager can view the store yearly forecast. 
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This task is a step in �Process of Creating the Yearly Forecast (Dealer)� on page 30. 

To view the store yearly forecast

1 Navigate to the Yearly Forecast screen.

2 From the Show drop-down list, select Manager�s Yearly Forecast or select Store�s Yearly Forecast. 

Process of Creating the Monthly 
Forecast (Dealer)
At the end of the each month, the dealership�s general manager usually consults with sales managers 
and sales managers consult with sales consultants to create the sales forecast for the next month. 
These forecasts are the sales goals for the store and the sales goal for each consultant for the month. 

Siebel Dealer automates this consultation process. The sales consultants enter their forecasts in 
Siebel Dealer, and the sales managers use these to create their forecasts. Then the general manager 
uses the sales managers� forecasts to create the store forecast. 

The process of creating monthly forecasts is similar to the process of creating yearly forecasts, 
except that: 

■ Monthly forecasts are done once a month, and yearly forecasts are done once a year. 

■ Monthly forecasts begin with sales consultant forecasts, which are used as the basis of the sales 
managers� forecasts and the store forecasts. Yearly Forecasts begin with sales managers� 
forecasts, which are used as the basis of the store forecast. 

To create the monthly forecast, the dealer goes through the following steps: 

1 �Creating the Framework for Yearly and Monthly Forecasts (Dealer)� on page 34

2 �Creating Sales Consultants� Monthly Forecasts (Dealer)� on page 35

3 �Creating Sales Managers� Monthly Forecasts (Dealer)� on page 35

4 �Creating the Store Monthly Forecast (Dealer)� on page 36

5 �Viewing the Monthly Forecast (Dealer)� on page 37

Creating the Framework for Yearly and Monthly 
Forecasts (Dealer)
Before monthly forecasts can be created, the general manager of the dealership specifies what period 
will be used and which employees will be included in the store yearly forecast and the store monthly 
forecasts for the next year.

This is usually done at the beginning of each year for both yearly forecasts and monthly forecasts. 
It is described in detail in the discussion of creating yearly forecasts in �Creating the Framework for 
Monthly and Yearly Forecasts (Dealer)� on page 31. 
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This task is a step in �Process of Creating the Monthly Forecast (Dealer)� on page 34. 

Creating Sales Consultants� Monthly Forecasts (Dealer)
At the end of each period, when it is time for forecasting for the next period to begin, the first step 
is for the sales consultants to create their forecasts. They enter their goal for projected sales for the 
coming month. 

This task is a step in �Process of Creating the Monthly Forecast (Dealer)� on page 34. 

To create a sales consultant�s forecast

1 Navigate to the Monthly Forecast screen. 

2 From the Show drop-down list, select My Monthly Forecast. 

3 Click Create One New Period. 

In the Monthly Forecast list, a record is added for the next period. 

4 In the Retail New, Retail Used, and Fleet fields of the new record, enter an estimate of sales for 
that period.

Creating Sales Managers� Monthly Forecasts (Dealer)
After the sales consultants who report to a sales managers have entered their forecasts, the sales 
manager can create a forecast on the basis of the sales consultant�s forecasts. 

Sales managers look at their reports� forecasts. The default forecast for the sales manager is the sum 
of all the reports� forecasts. The sales manager can adjust this forecast to set a more realistic 
forecast for the month. 

If any sales consultant has not entered a monthly forecast, the sales manager can add a record and 
enter forecast figures for that employee. 

This task is a step in �Process of Creating the Monthly Forecast (Dealer)� on page 34. 

To add sales consultants� forecasts

1 Navigate to the Monthly Forecast screen. 

2 From the Show drop-down list, select Manager�s Monthly Forecast. 

3 In the Monthly Forecast list, select the record for the coming period, and scroll down to view the 
Sales Consultant�s Monthly Forecast list, which includes the forecasts for that month of all the 
sales consultants who report to this sales manager. 

If a sales consultant has not created a forecast, there will be no record for that sales consultant. 

4 If all the sales manager�s reports are not listed there, click Add All Employees Who Report To Me. 

If any employee has not created a record, a record for that employee is created with zero values. 
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5 For any sales consultants who have been added to the list, enter values in the Monthly Forecast 
Retail New, Monthly Forecast Retail Used, and Monthly Forecast Fleet fields. 

To create a sales manager�s forecast

1 Navigate to the Monthly Forecast screen. 

2 From the Show drop-down list, select Manager�s Monthly Forecast. 

3 In the Monthly Forecast list, select the record for the coming period, and scroll down to view the 
Sales Consultant�s Monthly Forecast list, which includes the forecasts for that month of all the 
sales consultants who report to this sales manager. 

4 If the sales manager thinks the sales consultants� estimates are not accurate, the sales manager 
adjusts the monthly forecast for that period:

a In the Monthly Forecast list, the record for that period should already be selected.

b Change the values in the Monthly Forecast Retail New, Monthly Forecast Retail Used, and Monthly 
Forecast Fleet fields.

5 Click Roll-Up

The monthly forecast appears. 

Creating the Store Monthly Forecast (Dealer)
After all the sales managers have entered their forecasts, the dealership�s general manager can 
create the store forecast on the basis of the sales manager�s forecasts. 

The Forecast screen, Store Forecast view allows the general manager to look at the total forecast for 
the store for each month, which is the sum of all the sales managers� forecasts. Sales managers 
forecasts will be shown here only if they have been marked as part of store monthly forecast in 
Employee Yearly and Monthly Forecast Admin view. The sales manager can adjust this forecast to 
set a more realistic forecast for the month. 

NOTE: If not all sales managers have entered their forecast, the general manager can add records 
and enter forecasts for them by clicking Add All Employees Who Report to Me, as described in 
�Creating Sales Managers� Monthly Forecasts (Dealer)� on page 35. 

This task is a step in �Process of Creating the Monthly Forecast (Dealer)� on page 34. 

To create the store forecast

1 Navigate to the Monthly Forecast screen. 

2 From the Show drop-down list, select Store�s Monthly Forecast. 

3 In the Store�s Monthly Forecast list, select the record for the coming month and scroll down to 
view the Sales Managers Forecast list. 

4 If the general manager thinks the sales managers� estimates are not accurate, the general 
manager adjusts the monthly forecast for the store:
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a In the Monthly Forecast list, the record for that period should already be selected.

b Change the values in the Monthly Forecast Retail New, Monthly Forecast Retail Used, and Monthly 
Forecast Fleet fields.

5 Click Roll-Up. 

The monthly forecast appears. 

Viewing the Monthly Forecast (Dealer)
Sales consultants and sales managers can view their own forecasts on the Siebel Dealer Dashboard. 
The dashboard automatically displays the forecast information for the current month of the current 
year. 

For more information about using the dashboard, see �Using Siebel Dealer Dashboards (Dealer)� on 
page 27. 

This task is a step in �Process of Creating the Monthly Forecast (Dealer)� on page 34. 

Process of Creating and Using Sales 
Steps (Dealer)
To guide the sales process, each dealership can create a list of standard sales steps that sales 
consultants perform to work on each opportunity. The dealership can calculate sales step goals, 
based on the monthly forecast. The sales consultants view these sales steps on the Opportunities > 
Sales Steps view of the Contacts screen. When the sales consultants finish each step, they click 
Done, which automatically fills in the current date and creates an Activity record of the type Sales 
Step, to let managers track which sales step each employee has completed. 

Sales consultants will always be able to see which sales steps have already been completed for an 
opportunity. 

Dealers have the option of creating and using sales steps, but it is not mandatory.

NOTE: Before you calculate sales step goals, you must create the monthly forecast, as described in 
�Process of Creating the Monthly Forecast (Dealer)� on page 34. 

To create and use sales steps, dealers perform the following steps: 

1 �Creating Sales Steps (Dealer)� on page 38

2 �Creating Sales Step Goals (Dealer)� on page 38

3 �Viewing Daily Sales Step Goals (Dealer)� on page 39

4 �Using Sales Steps (Dealer)� on page 40

5 �Tracking Sales Steps (Dealer)� on page 41

NOTE: This process shows one way of using sales steps. Your use of it may be different, depending 
on your business model. 
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Creating Sales Steps (Dealer)
Each dealership defines its own sales steps, to be used by its sales consultants. The general manager 
should plan the sales strategy and design the needed sales steps. Then they are entered in Siebel 
Dealer�s Sales Step Administration screen. 

This task is a step in �Process of Creating and Using Sales Steps (Dealer)� on page 37.

To create sales steps

1 Navigate to the Dealer Preference screen. 

2 In the link bar, click Sales Step Administration.

3 Add a new record to the Sales Step Administration list and complete the necessary fields, as 
described in the following table. 

4 Continue to add records with this information until all of the sales steps have been added. 

Creating Sales Step Goals (Dealer) 
Dealers can calculate sales step goals for sales consultants, based on the monthly forecast. The 
monthly forecast projects total sales for the sales consultant for this period. The sales step goals use 
this forecast as the basis of a daily work plan, which gives the sales consultant a detailed list of sales 
steps that should be accomplished each day. 

NOTE: Before you calculate sales step goals, you must create the monthly forecast, as described in 
�Process of Creating the Monthly Forecast (Dealer)� on page 34. 

The sales managers creates sales step goals for their sales teams at the beginning of each period. 
This is usually the beginning of each month, but you may use different periods. 

To create sales step goals for your sales team

1 Navigate to the Sales Step Goals screen. 

2 From the Show drop-down list, select My Team�s Sales Step Goals. 

3 In the Sales Step Goals list, in the Period drop-down list, select the period that you are 
generating goals for. 

Field Comments

Name Enter a name for the sales step, which will be the name that appears in the 
sales consultant�s Sales Step list. 

Order Enter the order in which this step should appear in the sales consultant�s Sales 
Step list. 

Active This check box is selected by default. You can deselect it to deactivate this 
step, so it does not appear in the sales consultant�s Sales Step list. 
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4 In the Employees list, select the records of the employees whose sales step goals you want to 
create. 

5 Click Create Sales Steps for Selected Employees. 

The goals are generated and appear in the Sales Step Goals list. 

6 For each employee, for key goals, enter a value in the Close Ratio field. 

For example, a demonstration drive is a key goal, because it is closely connected to sales. If you 
estimate that sales consultants will sell one vehicle for every five demonstration drives they give, 
enter a close ratio of 20% for the demonstration drive sales steps. This allows the Siebel 
application to calculate how many times demonstration drives sales consultants will have to give 
each day in order to meet their monthly sales goal, in order to create the sales consultants� daily 
work plan. 

Viewing Daily Sales Step Goals (Dealer)
After the sales manager creates the goals, the sales consultants can view their own goals. When a 
dealer marks a sales step as done during the sales process, this sales step goals list is updated to 
record how many sales steps have been completed, so the sales consultants can look at their sales 
step goals lists regularly in order to check how their actual performance compares with their goals. 

Sales consultants can also print out a report with their daily goals, so they have a written plan of 
their tasks for the day. Alternatively, sales managers can print out reports of daily goals for each of 
their sales consultants and can give these printed reports to the sales consultants each day. 

To view your own sales step goals

1 Navigate to the Sales Step Goals screen. 

2 From the Show drop-down list, select My Sales Step Goals. 

3 View your goals in the Sales Step Goals list. The list includes the fields described in the following 
table. 

Field Comments

Sales Steps Displays the sales step that this record applies to. 

Period Displays the period that this record applies to. 

Monthly 
Forecast 
(Retail New)

Displays the monthly forecast for new retail vehicle sales for this employee for 
this period. 

Monthly 
Forecast 
(Retail Used)

Displays the monthly forecast for used retail vehicle sales for this employee 
for this period. 

Sales Step 
Monthly Goal 
(Retail New)

Displays the goal for this sales step for new retail vehicle sales for this 
employee for this period. 
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To print your own sales step goals

1 Navigate to the Sales Step Goals screen. 

2 From the Show drop-down list, select My Sales Step Goals. 

3 From the Reports menu, select Daily Work Plan Report. 

4 Use the report window to print the daily work plan. 

To print your team�s sales step goals

1 Navigate to the Sales Step Goals screen. 

2 From the Show drop-down list, select My Team�s Sales Step Goals. 

3 In the Employee�s list, select one of your team members. 

4 From the Reports menu, select Daily Work Plan Report. 

5 Use the report window to print the daily work plan for that team member. 

Using Sales Steps (Dealer)
Sales steps are used in two ways: 

■ Sales consultants use them as a work plan, going through the sales steps in order to work each 
opportunity.

■ While sales consultants are working opportunities, when they complete each step, they mark that 
it is completed. When they complete the sales step, an activity is created in the Activities screen, 
recording the sales step. This allows the Siebel application to track their progress to their goal 
and to generate the appropriate sales steps for the next day�s work plan. 

Dealer sales consultants use the Contact screen to mark sales steps as completed. 

This task is a step in �Process of Creating and Using Sales Steps (Dealer)� on page 37.

Actual (Retail 
New)

Displays the actual number of times this employee has performed this sales 
step for new retail vehicle sales for this employee for this period. This number 
of times that the employee has marked the sales step as completed for 
opportunities that have type retail new.

Sales Step 
Monthly Goal 
(Retail Used)

Displays the goal for this sales step for new retail vehicle sales for this 
employee for this period. 

Actual (Retail 
Used)

Displays the actual number of times this employee has performed this sales 
step for new retail vehicle sales for this employee for this period. This number 
of times that the employee has marked the sales step as completed for 
opportunities that have type retail used.

Field Comments
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To use sales steps

1 Navigate to the Contacts screen. 

2 In the Contacts list, select the customer. 

3 Click the Opportunities view tab. 

4 In the Opportunities list, select the opportunity that is being worked on. 

5 Under the Opportunities form, click the Sales Steps view tab. 

The Sales Step list appears, with all the steps that were defined in the Sales Step Administration 
screen. 

6 In the record for the sales step that has just been completed, select the Completed check box.

The current date is automatically entered in the Date field, the sales consultant�s login name is 
automatically entered in the Sales Consultant field, and an Activity record is automatically 
created recording this sales step. 

Tracking Sales Steps (Dealer)
Because an Activity record is created whenever a sales consultant completes a sales step, the sales 
manager can track the work of their sales consultants by displaying these activities. 

This task is a step in �Process of Creating and Using Sales Steps (Dealer)� on page 37.

To track sales steps

1 Navigates to the Activities screen, My Team�s Activities view. 

2 Create a query to display all Activity records that have a sales consultant�s login name in the 
Employee field and Sales Step in the Type field. 

The sales steps that this sales consultant has completed appear. 

Process of Using the Showroom Log 
(Dealer)
The showroom log allows dealers to capture information about walk-in customers and customers 
contacting the retailer through phone, email, or the Web. It allows the dealer to record the 
customer's profile information, identify the purpose of the customer�s visit or call (sales, service, or 
parts), and identify the customer's vehicle preferences, so customers can be assigned to the 
appropriate sales, service, or parts personnel.
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This scenario illustrates one typical use of the showroom log. In dealerships, prospective customers 
may talk to the receptionist when they arrive at the store, or they may talk to the sales manager or 
to another dealer employee. 

NOTE: This scenario uses the receptionist as the example of the dealer employee who assigns 
customers to sales consultants as they become available, but in other business models, different 
employees might do this. 

The receptionist can use the showroom log to enter information about customers and their vehicle 
preferences. This information is automatically used to create an Contact record and an associated 
Opportunity record for the customer. 

Then, when a sales consultant is available, the receptionist uses the showroom log to assign the 
customer to this representative. 

After the customer has been assigned, the sales consultant can find the information about this 
customer in the My Contacts screen, and can use this screen to work with the customer using all the 
information that the representative has captured in the showroom log. 

To work with customers, dealers can perform the following steps:

1 �Entering Information About a New Customer in the Showroom Log (Dealer)� on page 42

2 �Working with a New Customer (Dealer)� on page 43

Entering Information About a New Customer in the 
Showroom Log (Dealer)
When prospective customers enter a dealership, they typically talk to the receptionist first. By filling 
out the fields in the showroom log, the receptionist enters the key information that the sales 
consultant will need to work with the customer. 

While filling out the showroom log, the receptionist selects a sales consultant in the Employee field 
to assign the customer to this employee. The receptionist chooses a sales consultant who is available 
or will soon become available to work with new customers. 

This task is a step in �Process of Using the Showroom Log (Dealer)� on page 41. 

If a new contact is entered, the information entered in the showroom log automatically generates a 
Contact record and an associated Opportunity record, which have this employee as the primary 
owner. 

To enter information about the customer

1 Navigate to the Showroom Log screen. 
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2 Add a new record to the Showroom Log list, and complete the necessary fields. Some fields are 
described in the following table. 

Working with a New Customer (Dealer)
Now information about this customer is available to the sales consultant in the Contacts screens. The 
sales consultant uses this screen to work with the customer, for example, by entering activities or 
by sending the customer a letter or email. The sales consultant can also work with the customer 
using sales steps and printing forms, as described in the following sections. 

This task is a step in �Process of Using the Showroom Log (Dealer)� on page 41. 

To work with the customer

1 Navigate to the Contacts screen, My Contacts view. 

2 In the Contacts list, select the record for this customer, and read information about this customer 
in the record and the More Info form. 

3 Clicks the Opportunity view tab to read more information about this opportunity. 

4 Select the Opportunity record. 

5 The fourth-level navigation appears under the Opportunity form. 

6 Use the fourth-level navigation to enter the buyer and cobuyer, to use sales steps, to enter 
activities, to capture trade-in information, to enter information about the vehicles that were 
shown to the customer, and to print forms.

Entering Opportunities (Dealer)
In Siebel Dealer, the Opportunity record includes added fields that allow the dealer to enter 
information that is specific to the automotive industry. 

Field Comments

Employee Select the sales consultant who will be the primary owner of this contact and 
opportunity. 

Last Name If this is an existing contact, select the contact. If this is a new contact, enter 
the last name and other information about the contact in the Contact area of 
the More Info form. 

Campaign If you select a campaign here before creating a new contact from the 
showroom log, the opportunity for that contact will automatically have this 
campaign entered in its Campaign field. You can choose from all campaigns 
associated with the dealer organization.

Opportunity If this is an existing contact, select the opportunity. If this is a new contact, a 
new opportunity record is generated automatically. 
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The fields covered here are available in addition to the fields in the Opportunity records of other 
Siebel applications. For more information about working with opportunities, see Applications 
Administration Guide. 

To enter an opportunity

1 Navigate to the Opportunities screen. 

2 Add a new record to the Opportunity list, and complete the necessary fields. Some fields are 
described in the following table. 

Assigning Unassigned Opportunities 
(Dealer)
In addition to the walk-in customers who are entered in the showroom log, there may be other 
opportunities displayed in the Unassigned Opportunities screen, which the dealer receptionist or 
some other dealer employee can assign to sales consultants. 

The Unassigned Opportunities screen does not display opportunities entered in the showroom log. It 
displays other opportunities that do not have an assigned sales consultant. For example, it can 
display Internet leads which were imported into the system from other sources, so they do not have 
assigned sales consultants.

When an opportunity is assigned, the contacts for that opportunity also are automatically assigned 
to the sales consultant. 

This task is a step in �Process of Using the Showroom Log (Dealer)� on page 41. 

Field Comments

Target 
Purchase 
Horizon

Select the time frame when the customer plans to buy the vehicle. The options 
are 0 to 3 months, 3 to 6 months, 6 to 9 months, and more than 9 months.

Monthly 
Budget

Enter the amount that the customer is willing to spend per month on vehicle 
payments. 

Qualification 
Level

Select a number from one to six to represent the quality of an opportunity. 

Purchase 
horizon start

Enter the date when the purchase horizon starts. For example, if you selected 
0 to 3 months as the purchase horizon, enter today�s date, and if you selected 
3 to 6 months as the purchase horizon, enter the date three months from 
today. 

Purchase 
Horizon End

Enter the date when the purchase horizon ends. 

Lead Partner Select the lead partner on the opportunity. 
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To assign an unassigned opportunity to a sales consultant

1 Navigate to the Unassigned Opportunities screen. 

2 In the Unassigned Opportunities Log list, select the opportunity of the next customer. 

3 Click Assign. 

4 In the Pick Position dialog box, select a sales consultant and click OK. 

Entering Vehicles Presented (Dealer)
During the sales process, a sales consultant may show several vehicles to the customer. As sales 
consultants show vehicles to customers, they should enter the vehicles that they have shown each 
customer. Recording the vehicles that were shown and were finally chosen by customers to buy is 
important to understanding customers� choices.

To enter vehicles shown to a contact

1 Navigate to the Contacts screen. 

2 Click the name of the contact for this opportunity. 

The Opportunity form appears below the contact. 

3 Below the Opportunity form, click the Vehicles Presented view tab. 

4 Add a new record to the Vehicles Presented list and complete the necessary fields. Some fields 
are described in the following table. 

Viewing Others Who Have Accessed a 
Contact (Dealer)
Dealers must allow sales consultants to talk with the contacts of other sales consultants, in case the 
primary sales consultant for the contact is on leave or out of the store for some other reason. 
However, the primary sales consultant for a contact can view an audit trail of all other sales 
consultants who have accessed their contacts, to make sure that they do not lose those contacts to 
the other sales consultants. 

Field Comments

VIN Select the vehicle identification number. This picklist displays vehicles that are 
in the dealer�s organization and have the status of available. 

Quoted Price Enter the price quoted to the customer. 

Selected Select this check box if the customer buys this vehicle. 
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When dealers click the search icon to search for a contact, they have the option of searching for my 
contacts or for all contacts. If sales consultants search for all contacts and click on a name in the 
search results to view information about a contact whose sales team the sales consultant is not on, 
Siebel Dealer allows the primary sales consultant for the contact to see in the audit trail that these 
other sales consultants have viewed information about the contact. 

Primary sales consultants can view everyone not on the sales team who has done a search and 
displayed information about their contacts. 

To view others who have displayed information about your contacts
■ Navigate to the Others Accessing My Customer screen. 

The Others Accessing My Customer list appears. Each record includes the name of one of your 
customers, the name of another sales consultant who has accessed that customer, and the access 
date. 

Reassigning Contacts and Opportunities 
(Dealer)
You can reassign a sales consultant�s contacts or opportunities. 

The option you select in the Dealer Preferences screen determines whether the old sales consultant 
is removed from the team when you reassign contacts or opportunities to a new sales consultant. 
For more information, see �Entering Dealer Preferences (Dealer)� on page 29. 

Reassigning Contacts
Typically, contacts are reassigned when a sales consultant leaves a dealership. 

The Reassign screen allows you to reassign all contacts where the sales consultant was the primary 
sales consultant for the contact. You can select multiple contacts and reassign all of them by clicking 
Reassign. 

When you reassign contacts, opportunities and activities associated with the contacts are 
automatically reassigned also, if the sales consultant was the primary sales consultant for the 
opportunity, the contact was the primary contact for the opportunity, and the opportunity is not 
closed out. 

To reassign a sales consultant�s contacts

1 Navigate to the Reassign screen. 

2 In the Reassign Contacts list, select the sales consultant whose contacts you want to reassign. 

3 In the lower list, select one or more contacts and click Reassign. 

4 In the dialog box, select the employee you want to reassign the contacts to, and click OK. 
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Reassigning Opportunities (Dealer)
Typically, opportunities may be reassigned when a large number of opportunities have been 
developed as a result of a promotion. 

The Reassign screen allows you to reassign opportunities in bulk. When you reassign opportunities, 
activities associated with the opportunities are automatically reassigned also. 

To reassign a sales consultant�s opportunities

1 Navigate to the Reassign screen. 

2 In the Show drop-down list, select Reassign Opportunities. 

3 In the Reassign Opportunities list, select the sales consultant whose opportunities you want to 
reassign. 

In the lower list, all opportunities appear that have the chosen sales consultant as the primary 
on the sales team. 

4 In the lower list, select one or more opportunities and click Reassign. 

5 In the dialog box, select the employee you want to reassign the opportunity to, and click OK. 

Process of Printing Forms for Vehicle 
Sales (Dealer)
While sales consultants are working on a sale, they can use Siebel Dealer to capture credit 
information and print forms such as the buyer's worksheet, the trade-in appraisal form, and the 
credit appraisal form. 

To create and print forms, dealers use the following steps: 

1 �Creating Forms (Dealer)� on page 47

2 �Printing Forms (Dealer)� on page 48

Creating Forms (Dealer)
A dealer administrator can create templates that will be used as the basis of forms. After the 
managers define these templates, they will automatically be filled out with detail information about 
the current customer for the sales consultant to print out.

This task is a step in �Process of Printing Forms for Vehicle Sales (Dealer)� on page 47.

These forms are created in the same way as Siebel Proposals, and the process is described in detail 
in the section about proposals in Applications Administration Guide. 

The general process is:
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■ Create a Proposal Field Mapping Record. The dealer manager uses the Document 
Administration screen to create a mapping that specifies which fields from the Siebel database 
will be inserted in the Siebel Proposal. This allows the form to be automatically filled out with 
information about the customer. 

■ In Dealer, navigate to the Proposal Field Mapping view of the Document Administration 
screen. 

■ Create a new record with Business Object = Contact. 

■ Create a new record with Business Component = Opportunity. 

■ Create new bookmarks associating these with the fields in the Opportunity Business 
component. For example, associate LastName with the Contact Last Name field. 

■ Create a Form. In Siebel Dealer, navigate to the Forms view of the Document Administration 
screen to create the form and to associate it with this mapping. This view is used in the same 
way as the Proposal Templates view, described in Applications Administration Guide. The Form 
record must have the following values: 

■ The Name field must have a name that includes a substring identifying the type of form it is. 
For example, the name may include WorkSheet for the Buyer-WorkSheet Form, TradeIn for 
the Trade-In Form, and CreditApplication for the Credit Application Form. 

■ The DefaultFlag field must be checked. 

■ The Form Type field will be used by sales consultants to sort the forms. For example, a dealer 
may have several forms for trade-in evaluation. Enter Trade-In in the Form Type field when 
you create the form, and sales consultants will be able to select this form type to display all 
trade-in evaluation forms. You can create any form types that you want. The most common 
are: 

❏ Buyers Worksheet. Information about the customer that can be carried over to the 
finance manager for closing the lead.

❏ Trade-In Form. Information to determine the trade-in value of the customer�s current 
car. 

❏ Credit Application. Information needed to give the customer credit. 

■ The file must be attached to the appropriate file system. 

■ The Mapping field must contain the Mapping record name created in the previous step. 

For more detailed information, see the section about proposals in Applications Administration Guide. 

Printing Forms (Dealer)
While working on an opportunity, the sales consultant prints out necessary forms. 

To print forms

1 Navigate to the Contacts screen.

2 In the Contacts list, select the customer. 
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3 Click the Opportunities view tab. 

4 In the Opportunities list, select the opportunity that is being worked on. 

5 Under the Opportunities form, click the Forms view tab. 

6 In the Forms list, in the Form Type field, select the type of form you want to produce.

All forms of this type appear. 

7 In the Forms list, click the Draft Name of a form. 

The form appears in the application that was used to create it. For example, it might appear as 
a Microsoft Word document.

8 Print out the form using the application that was used to create it. 

Generating Follow-Up Communications 
(Dealer)
The Employee and Customer Communication Rules Administration screen allows each dealership to 
create rules which automatically notify customers or sales consultants when certain conditions are 
met. The screen allows dealers to create the following types of rules: 

■ Lease Expiry Rule. This rule allows the dealer to contact the customer when a lease is about 
to expire. The dealer enters the number of days before expiration of the lease when this rule 
should fire. If the dealer selects the Send Email to Customer check box, the rule sends an email 
to warn the customer that the lease will expire, unless the customer has specified not to send 
email. This email is based on a template that is built into Siebel Dealer, and it is personalized 
with information about the customer. If the dealer selects the Schedule Call for Sales Consultant 
check box, the rule creates an activity for the primary sales consultant for this customer, to 
contact the customer about the lease expiration. This rule only fires for opportunities whose sales 
stage is delivered. 

■ No Activity After Sales Stage Rule. This rule allows the dealer to contact the customer if the 
customer is not continuing the sales process. If there has been no activity for the specified 
number of days after an opportunity�s sales stage has changed, this rule creates an activity for 
the sales consultant, with the type No Activity and with a link to the opportunity. The dealer 
enters the number of days and checks the Notify Sales Consultant check box. This rule does not 
fire for opportunities whose sales stage is delivered. 

■ Vehicle Sales Anniversary Rule. This rule allows the dealer to contact the customer one year 
after the car has been delivered. This fires one year after the sales stage becomes delivered. If 
the dealer selects the Send Email to Customer check box, the rule sends an email to the customer 
which is based on a template that is built into Siebel Dealer and which is personalized with 
information about the customer. If the dealer selects the Schedule Call for Sales Consultant check 
box, the rule creates an activity for the primary sales consultant for this customer, to contact the 
customer. 
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■ Vehicle Sales Follow-up Rule. This rule allows the dealer to contact the customer at any time 
interval after the sales stage becomes delivered. The dealer enters the number of days after 
vehicle sale when the rule will fire. If the dealer selects the Send Email to Customer check box, 
the rule sends an email to the customer which is based on a template that is built into Siebel 
Dealer and which is personalized with information about the customer. If the dealer selects the 
Schedule Call for Sales Consultant check box, the rule creates an activity for the primary sales 
consultant for this customer, to contact the customer. 

These rules apply only to the dealership where they are created. 

NOTE: For any of these rules to run, Siebel Business Process Manager and the appropriate Siebel 
Communication Manager server components must be running. In addition, you must use the Siebel 
Business Process Manager Administration screen to activate the workflows named: Lease Expiry 
Rule, No Activity After Sales State Rule, Vehicle Sales Anniversary Rule, and Vehicle Sales Follow-up 
Rule. 

To create rules for contacting customers

1 Navigate to the Dealer Preference screen. 

2 In the link bar, click Communication preferences. 

3 Click the Lease Expiry Rule view tab, and enter values for the fields, as described in the following 
table. 

4 Click the No Activity After Sales Stage Rule view tab, and enter values for the fields, as described 
in the following table. 

Field Comments

Number of 
Days to Check 
for No Activity

Enter the number of days with no activity after reaching a sales stage when 
this rule will act. 

Notify Sales 
Consultant

Select this check box to notify the sales consultant that there is no activity. 
The application notifies the sales consultant by creating a record that the sales 
consultant can see in My Activities view. 

Field Comments

Number of 
Days to Check 
for No Activity

Enter the number of days with no activity after reaching a sales stage when 
this rule will act. 

Notify Sales 
Consultant

Select this check box to notify the sales consultant that there is no activity. 
The application notifies the sales consultant by creating a record that the sales 
consultant can see in My Activities view. 
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5 Click the Vehicle Sales Anniversary Rule view tab, and enter values for the fields, as described 
in the following table. 

6 Click the Vehicle Sales Followup Rule view tab, and enter values for the fields, as described in 
the following table.

Closing Out Opportunities (Dealer)
When sales consultants finish working on opportunities, they mark the opportunities to be closed 
when they give each opportunity a sales stage that has been associated with the status of won or 
lost. The OEM creates sales stages, as described in Siebel eAutomotive Guide.

After opportunities have a stage associated with the status of won or lost, they appear in the 
Opportunities to Close screen, so managers can review them and close them out. The manager 
should close out activities that are sales-related. 

After opportunities are closed out, they are still displayed in the Opportunities screen, but the follow-
up activities for these opportunities no longer appear as activities for the sales consultants. 

To mark opportunities to be closed

1 Navigate to the Contacts screen. 

2 Click the name of the contact for this opportunity. 

The Opportunity form appears below the contact. 

Field Comments

Send Email to 
Customer

Select this check box to send an email about the vehicle anniversary to the 
customer. 

Schedule Call 
for Sales 
Consultant

Select this check box to create an activity for a sales consultant to call this 
customer. 

Field Comments

Number of 
Days After 
Vehicle Sales

Enter the number of days after the vehicle is sold that this rule will act. 

Send Email to 
Customer

Select this check box to send an email about the vehicle sale to the customer. 

Schedule Call 
for Sales 
Consultant

Select this check box to create an activity for a sales consultant to call this 
customer. 
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3 In the Opportunity form, in the Sales Stage field, select the sales stage associated with the status 
of won or lost. 

The name of this sales stage depends on the sales stages that the OEM defined. For example, 
the system administrator at the OEM may have created a sales stage called Closed Won and 
associated it with the status of Won in the Sales Methods view of the Application Administration 
screen.

4 Below the Opportunity form, click the Reason to Close view tab. 

5 In the Reason to Close form: 

a Select the reason the opportunity was closed. 

b Select the make and model of the car the customer bought. 

c If you lost the opportunity to another dealer, enter the name of the dealer. 

To review and close out opportunities

1 Navigate to the Opportunities To Close screen. 

The Opportunities To Close list includes all opportunities with a stage associated with the status 
of won or lost. 

2 Review the Opportunities list to decide which opportunities should be closed out. 

3 To close out an opportunity: 

a Select a record in the Opportunity to Close list, and complete the necessary fields in the Reason 
to Close form. 

b Click Opportunity Close Out. 

The application cancels out all open activities associated with this opportunity that have the 
category of sales activity.
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Marketing
Siebel Dealer allows the OEM to collaborate with dealers on marketing. For more information, see 
�Sales, Service, and Marketing with Siebel Dealer� on page 22. 

This chapter covers special features available only to dealers that help dealers to manage marketing 
campaigns. It includes the following topics: 

■ �Marketing Features of Siebel Dealer� on page 53

■ �Scenarios for Using Siebel Dealer for Marketing� on page 55

■ �Using Queries for Marketing Campaigns (Dealer)� on page 56

■ �Refreshing Queries for Marketing Campaigns (Dealer)� on page 58

■ �Merging Lists for Marketing Campaigns (Dealer)� on page 58

■ �Adding Labor Operation Codes to Marketing Campaigns (Dealer)� on page 59

■ �Associating Campaigns with Vehicles (Dealer)� on page 60

■ �Creating a Recall Campaign (Dealer)� on page 61

■ �Executing Marketing Campaign Offers (Dealer)� on page 61

This chapter only includes marketing features that are specific to Siebel Dealer. It must be used in 
combination with Siebel Marketing Administration Guide and Siebel Marketing User Guide. 

Marketing Features of Siebel Dealer
Because dealers are generally the one direct point of contact with the customers of auto 
manufacturers, they need more marketing capabilities than most partners do. They need the ability 
to run marketing campaigns themselves, and they need greater visibility into marketing campaigns 
that the OEM runs. 

To give dealers these capabilities, Siebel Dealer exposes the Campaign Administration screen and 
some views of the Offers screen. Dealers can use these screens in many of the same ways that they 
are used in Siebel employee applications. For more information about using these screens in 
collaborative marketing campaigns, see Siebel Marketing Administration Guide and Siebel Marketing 
User Guide. 

Dealers do not base their marketing campaigns on the sophisticated segmentation that is used with 
Siebel Marketing. Instead, Siebel Dealer gives them simple methods to: 

■ Perform queries on entities such as contacts, vehicles, opportunities, sales history, and service 
history to produce lists of contacts and associated vehicles. 

■ Merge these lists to create a new list based on intersection, union, or subtraction of the merged 
lists. 

■ Associate the lists with a campaign. 
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■ Associate an offer - email, web, or direct mail - with a campaign. 

■ Run the campaign to send the appropriate personalized offer to the targeted customers. 

Using Siebel Dealer, you execute campaigns slightly differently than in other Siebel applications. For 
more information, see �Executing Marketing Campaign Offers (Dealer)� on page 61. 

Siebel Dealer also adds many features to the Campaign Administration screen that are specific to the 
automotive industry and are not included in other Siebel applications. There are added fields in the 
following views of the Campaign Administration screen:

■ More Info. The Category field is added to this view, which is used to distinguish between sales, 
service, and parts campaigns. This field is a picklist with three options, Sales, Service, and Parts. 

■ Define Query. Siebel Dealer includes a Define Query view in the Campaign Administration 
screen. For more information, see �Using Queries for Marketing Campaigns (Dealer)� on page 56. 

■ Lists. This view allows dealers to merge lists, and the rows include two new fields to support the 
merge. For more information, see �Merging Lists for Marketing Campaigns (Dealer)� on page 58. 
In addition, this view has added applets: the List of Contacts list displays the contact information 
for the selected record in the Lists list, and the Vehicles list displays the vehicles for the selected 
contact. 

■ Contacts/Prospects. This view has an added Create Service Request button, which allows 
dealers to create a service request for the selected contact or prospect. It also includes an added 
Vehicle list, which displays the vehicles of the selected contact or prospect. 

■ Offers. This view allows the dealer to add Word document templates with merge fields for 
personalization as direct mail offers. 

■ Team. This view allows the dealer to create activities for employees executing direct mail or 
phone offers. The dealer clicks the Create Activity button to create the activities. 

■ Labor Operations Code. Siebel Dealer includes a new Labor Operations Code view in the 
Campaign Administration screen. For more information, see �Adding Labor Operation Codes to 
Marketing Campaigns (Dealer)� on page 59. 

In addition to these modifications in the Campaign Administration, Siebel Dealer adds or modifies 
the following screens used in marketing campaigns. 

■ Query Administration screen. This added screen allows the dealer to manage queries by creating, 
editing and deleting queries. The user cannot run queries from this screen.

■ List Management screen. Only lists for the dealer�s organization are displayed. This screen 
includes only the following views: 

■ Lists View

■ Campaigns View

■ Offers screen. This screen includes only the following views: 

■ All Offers View

■ All Offers Products View

■ Direct Mail Offer View

■ Direct Mail Offer Literature View
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■ Email Offer View

■ Email Offer Templates List View

■ Email Offer Detail View

■ Email Profile Parameter View

■ Email Offer Attachments View

■ Related Web Offers View

■ Related Web Surveys View for Email

■ Email Offer Related URLs View

■ Phone Offer Detail View

■ Phone Offer Literature View

■ Phone Offer Call Guide View

■ Web Offer View

■ Web Offer Detail View

■ Related Web Surveys View

■ Web Offer Related URLs View

Scenarios for Using Siebel Dealer for 
Marketing
This scenario gives several examples of how dealers use Siebel Dealer�s marketing features. Your 
dealers may use these features differently, depending on your business model. 

Some typical uses of Siebel Dealer for marketing are: 

■ Dealers can view personalized promotions that the OEM sends to target customers, so they can 
follow up on these promotions when the customers come to the showroom. 

■ Dealers can run email campaigns to tell prospects about sales events. For example, a dealer 
could search for all customers who expressed interest in a specific model in the past month and 
send email to them to tell them that there will be a sales event for that model. 

■ Dealers can search for prospects who requested follow-ups and schedule activities to have sales 
representatives call these prospects. 

■ Dealers can search for and send personalized letters to customers whose leases are about to 
expire, to up-sell vehicles to these customers.

■ Dealers can run follow-up campaigns after OEM recalls. A dealers can search for customers who 
own the vehicles with the recall code, search for customers who have already brought the vehicle 
for service, and send a reminder offer to customers who own the vehicle and have not gotten the 
needed service. 
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Using Queries for Marketing Campaigns 
(Dealer)
Dealers use queries so they can target marketing campaigns properly. Dealers can query Contacts, 
Contact Vehicles, Service History Contact, Sales History Contact, Opportunity Primary Contacts. For 
example, dealers can use these queries to search for prospective customers who expressed interest 
in a specific model, who requested follow-ups, or whose leases are about to expire, in order to target 
marketing campaigns at these specific groups. 

You enter criteria to identify these prospective customers. The examples mentioned previously all 
include just one criteria, but you can also enter multiple criteria. If you enter multiple criteria, you 
must specify whether the query will include contacts if they match all the criteria, or if they match 
one or more of the criteria. 

For example, if you want to target customers who expressed an interest in a specific model and who 
requested follow-ups, you can create a query with these two criteria. In this case, the query should 
include the customer only if both criteria are satisfied. 

The high-level steps for defining and using a query are: 

■ Enter general information about the query in the Query list, 

■ Enter one or more criteria for the query in the Criteria list. 

■ Click Run Query. All the contacts who match the query are displayed in the Target list. 

■ Click Add to Campaign. All the contacts in the Target list are moved to the Campaign Contacts 
view, so they can be used in the campaign.

NOTE: Before you can add a query result to a campaign, the campaign must have a status of In 
Planning. 

To define and use a query for a marketing campaign

1 Navigate to the Campaign Administration screen. 

2 In the Campaigns list, click the name of the campaign you want to define a query for. 

3 Click the Define Query view tab. 

4 In the Show drop-down list, choose the entity that you want to query. 

Options are Contact, Opportunity, Sales History, Service History, Vehicle. 
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5 Add a new record to the Define Query list, and complete the necessary fields. Some fields are 
described in the following table. 

6 Add one or more new records to the Criteria list, and complete the necessary fields, described in 
the following table. 

7 Click Run Query. 

Records that match the criteria appear in the Target List. 

8 Optionally, to save this list, click Save List. 

The application will prompt you to enter a name and description for the list. The saved list will 
appear in the Lists view of the Campaign Administration screen. 

9 To add this list to the campaign, click Add to Campaign. 

Field Comments

Criteria If you are using multiple criteria, select Match ALL Criteria (AND) if you want 
the query to find only records where all criteria match, or select Match ANY 
Criteria (OR) if you want the query to find records where at least one criteria 
matches. If you are using a single criteria, this field is meaningless, and you 
can leave the default Match ALL Criteria (AND). 

Query 
Expression

Displays the expression that you build using the Query Criteria list. 

Field Comments

Field Select a field of the Contact record. 

Criteria Select an operator. The values that are available depend on what you selected 
in Field. 

Value Enter a value to be compared with the content of the field. The field becomes 
read-only if you selected Is Empty or Is Not Empty in the Criteria field, 
because you do not enter a value in this field for those criteria. 

Enclose text or date values in single or double quotation marks. Numeric 
values do not need quotation marks. 

You can enter simple expressions, such as: 

■ 'John' OR 'Mary'

■ Today() + 2
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Refreshing Queries for Marketing 
Campaigns (Dealer)
When you create queries for marketing campaigns, the query is saved. You can rerun the saved query 
at any time to get a result based on the latest data about customers. 

To run a saved query

1 Navigate to the Lists view of the Campaign Administration screen. 

2 In the Lists list, select a list. 

3 To rerun the query and refresh the list, select Run Query in the applet menu. 

Merging Lists for Marketing Campaigns 
(Dealer)
Dealers can merge two lists for marketing campaigns. When you merge lists, you can produce a new 
list that has: 

■ All the records that are in either list. 

■ Only the records that are in both lists. 

■ Records that are in the first list but not the second. 

You can merge lists to avoid contacting the same customer twice. Or you can create queries to 
produce lists, and then you can merge these lists to create lists based on more complex criteria. 

NOTE: Lists must have the status of active to be merged. 

To merge lists for marketing campaigns

1 Navigate to the Campaign Administration screen. 

2 In the Campaigns list, click the name of the campaign that contains the lists you want to merge. 

3 Click the Lists view tab. 
Siebel Dealer Administration Guide Version 7.758 ■



Dealers' Use of Siebel Dealer for Marketing ■  Adding Labor Operation Codes to
Marketing Campaigns (Dealer)
4 If the campaign has not already been associated with a list, click Add List to add a new record 
to the Lists list, and complete the necessary fields. Some fields are described in the following 
table. 

5 Repeat Step 4 to add a second record to the Lists list. 

You must add exactly two records to the Lists. 

6 To merge the table, click one of these buttons: 

■ Customers in Either List

■ Customers in Both Lists

■ Customers in First List But Not Second

7 The Merge List Description dialog box appears, so you can enter a name and description of the 
new list. 

8 To add the merged list to the campaign, make sure it is selected and click Add to Campaign. 

Adding Labor Operation Codes to 
Marketing Campaigns (Dealer)
When OEMs do a service campaign, such as a campaign that gives customers a discount on a 
lubrication job, they assign a labor operation code to identify whether the service job qualifies for 
the offer. 

Labor Operation Codes are part of a vehicle�s service history, which is imported into the Siebel 
application from the Dealer Management System. 

To add a labor operation codes to a marketing campaign

1 Navigate to the Campaign Administration screen. 

2 In the Campaigns list, click the name of the campaign you want to add labor operation codes to. 

3 Click the Labor Op view tab. 

Field Comments

Primary Select this check box to indicate that the list is the primary list in the merge. 
Every merge must have one list that is the primary list. 

This selection only makes a difference to the results if you choose to produce 
a merged table that has the customers in the first list but not in the second. 
The primary list is used as the first list. 

Status Displays the status of the lists you added. For the merge to work, this field 
must have the value Active. 
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4 Add a new record to the Labor Op list, and complete the necessary fields. Some fields are 
described in the following table. 

Associating Campaigns with Vehicles 
(Dealer)
Dealers can associate marketing campaigns with vehicles. They can associate one vehicle with one 
or more campaigns, and they can associate one campaign with one or more vehicles. 

Then they can view the all of the campaigns that are relevant to a vehicle or relevant to the vehicles 
owned by a contact. 

By entering the recall status of the vehicle, dealers can tell whether this marketing campaign is a 
recall campaign. 

To associate a campaign with a vehicle

1 Navigate to the Campaign Administration screen. 

2 In the My Campaigns list, click the Name of the campaign that you want to associate vehicles 
with. 

3 Click the Vehicle view tab. 

4 Add new records to the Vehicle list, and select vehicles from the Add Vehicles dialog box. 

To view campaigns for a vehicle

1 Navigate to the Vehicles screen. 

2 In the My Vehicles list, click the name of the vehicle that you want to see the associated 
campaigns for. 

3 Click the Campaigns view tab. 

The Campaigns list appears, with all the campaigns for this vehicle. 

To view campaigns for a contact

1 Navigate to the Contacts screen. 

2 In the My Contacts list, click the last name of the contact you want to see the associated 
campaigns for. 

Field Comments

Code # Select the labor operation code. 

Description Enter a description of the labor operation. 
Siebel Dealer Administration Guide Version 7.760 ■



Dealers' Use of Siebel Dealer for Marketing ■  Creating a Recall Campaign (Dealer)
3 Click the Campaigns view tab. 

The Campaigns list appears, with all the campaigns for this vehicle. 

4 Click the Vehicles view tab. 

The Vehicles list includes all the vehicles for the contact. 

5 Select a vehicle in the Vehicles list, and scroll down to see the Vehicle Campaigns associated with 
this vehicle. 

Creating a Recall Campaign (Dealer)
If the OEM recalls a vehicle because of a defect, dealers can manage this recall as a campaign. 

The dealer creates the campaign and offers in the usual way. In the Category field, the dealer selects 
Recall. The dealer associates the recalled vehicle with the campaign. 

Then the dealer can execute the campaign in the usual way to contact all customers who have bought 
that vehicle from them and to track the customers� responses to the recall. 

To create a recall campaign

1 Navigate to the Campaign Administration screen. 

2 In the Campaigns list, add a new record and fill out the necessary fields. 

In the Category field, select Recall. 

3 Associate the recalled vehicle with the campaign, as described in �Associating Campaigns with 
Vehicles (Dealer)� on page 60. 

Executing Marketing Campaign Offers 
(Dealer)
After the dealer has finished creating the marketing campaign and offer, the dealer executes the offer 
by sending emails or creating form letters. 

To execute a marketing campaign offer

1 Navigate to the Campaign Administration screen. 

2 Click the name of the campaign that you want to execute. 

3 Click the Offers view tab. 

4 In the Offers list, select the offer that you want to execute. 

5 To execute the offer by direct mail, click Create Letter. 
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6 To execute the offer by email, in the Campaign form, select Launch Campaign from the menu. 

Not all users can launch an email campaign. For more information about the restrictions, see 
Siebel Marketing User Guide.
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This chapter covers creating and using business rules for dealers. It includes the following topics: 

■ �About Business Rules for Dealers� on page 63

■ �Process of Creating Business Rule Templates for Dealers� on page 64

■ �Viewing, Inactivating, and Reactivating Subscriptions to Dealer Business Rules� on page 70

■ �Viewing Executions of Dealer Business Rules� on page 70

■ �Subscribing to Dealer Business Rules (Dealer)� on page 71

■ �Changing the Parameters of Dealer Business Rules (Dealer)� on page 71

■ �Activating Dealer Business Rules (Dealer)� on page 72

■ �Viewing Executions of Dealer Business Rules (Dealer)� on page 72

■ �Configuration for Dealer Business Rules� on page 73

About Business Rules for Dealers
Business rules can be used in several ways: 

■ OEMs can provide rule templates for dealers to use as a starting point for automating their 
operations. 

■ Dealers can subscribe to rules that the OEMs provided and can change these rules using Siebel 
Dealer. 

■ OEMs can create rules that dealers have to follow. 

For example, for a special promotion, dealers may want to send letters to customers whose hobby 
is sailing. The OEM can create a template that generates these letters and sends them to a fulfillment 
house for mailing. 

In this example, while creating the rule, the OEM could set two parameters: the form-letter template 
used for the letter and the fulfillment house that mails the letters. 

After the OEM creates and publishes these business rules, dealers can use them. Dealers can change 
these parameters to select a different form letter or a different fulfillment house. 

Using the actions that are shipped with Siebel Dealer, you can create business rules that send letters, 
send emails, and create activities for sales or service representatives. By creating additional actions, 
you can also create business rules that automate many other tasks. 

There are two other features that you can use to supplement these business rules: 
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■ You can use the Dealer Preference screen to define rules that send emails or create activities 
when a lease expires, when there is no activity in the sales process, when there is an anniversary 
of a vehicle sale, or when you should follow up on a vehicle sale. The dealer can also use this 
screen to create other rules. For more information, see �Generating Follow-Up Communications 
(Dealer)� on page 49. 

■ You can use Delegated Assignment Manager to define rules for assigning opportunities or service 
requests. For more information, see Siebel Assignment Manager Administration Guide. 

Process of Creating Business Rule 
Templates for Dealers
To create a business rule template, you must create three records: 

■ Business Rule Template. The business rule template includes general information about the 
business rule. You also use this record to select the business object that the rule applies to. For 
example, to send an email to customers on their birthdays, you would select Contact in the 
Object field, because the customer�s birthday is a field in the Contact record. 

■ Criteria. The criteria determines whether the rule applies to a record. You select a field in the 
business object, a condition and a value. For example, you could create the criteria Hobby Equals 
Sailing, so the rule only applies if Sailing is entered in the Hobby field in the Contact record. A 
rule can also have multiple criteria. 

Criteria can also use functions such as Today(), so you can create criteria such as Birthday=Today 
for a rule that fires on the customer�s birthday. Criteria can use all the functions that can be used 
in calculated fields. For more information about these functions, see Using Siebel Tools.

■ Action. The action determines what the rule does. You choose the action from a list of actions 
that apply to the business object, and you select the appropriate parameters for this action. For 
example, you could choose the action Send Letter to the Contact. For this action, the parameters 
you choose are the form letter template and the fulfillment house. A rule can also have multiple 
actions. 

To create a business rule template, perform the following tasks: 

1 �Creating New Actions for Dealer Business Rules� on page 64 (optional)

2 �Adding Dealer Business Rule Templates� on page 66

3 �Adding Criteria for Dealer Business Rules� on page 67

4 �Adding Actions for Dealer Business Rules� on page 68

5 �Publishing Dealer Business Rules� on page 69

Creating New Actions for Dealer Business Rules
In addition to the actions that are available when you install Siebel Dealer, you can create actions to 
be used by Siebel Dealer business rules.

The actions that are available when you install the product fall into the following categories: 
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■ Sending a Letter. There are actions that allow dealers to send form letters to contacts based 
on information in the Contacts record. The parameters are Letter Template and Fulfillment 
Center. 

■ Sending Email. There are actions that allow dealers to send form email to contacts based on 
information in the Contacts, Opportunities, Sales History, Service History or Vehicles record. The 
rule sends email to the primary contact for the record. The parameter is Email Template.

■ Creating an Activity. There are actions that allow dealers to create an activity for a sales 
representative or service representative based on information in a contact, opportunity or vehicle 
record. The parameters are Description, Due in Days, Priority, Status, and Type, and the values 
you enter for these parameters appear in the corresponding fields of the Activity record. The 
activity is automatically assigned to the primary member of the sales team for the contact or 
opportunity. 

For information about create additional actions for business rules beyond those listed above, see 
�Configuration for Dealer Business Rules� on page 73. 

After creating the appropriate workflow or business service, you add the action to the Action Types 
list, so it can be used by business rules. 

This task is a step in �Process of Creating Business Rule Templates for Dealers� on page 64.

To add an action

1 Navigate to the Administration - Business Rules screen. 

2 Click Action Types. 

3 Add a new record to the Action Types list and complete the necessary fields. Some fields are 
described in the following table. 

Field Comments

Name Enter a descriptive name for the action. It is recommended that this name 
should include the object that the action applies to, such as Send Email to 
Contact. 

Object Select the business object that the action is based on. 

Type Select either Workflow or Business Service. 

Mode Select an option to determine whether the workflow or business service for 
this rule is invoked for each record or invoked only once. This feature allows 
the OEM to create workflows or business services that take care of all the 
records in the query, rather then the usual workflows or business services that 
take care of only one record. 

Workflow If you selected Workflow in the Type field, select the workflow. If you selected 
Business Service in the Type field, this field is disabled. 

Business 
Service

If you selected Business Service in the Type field, select the business service. 
If you selected Workflow in the Type field, this field is automatically filled in 
with Workflow Process Manager (the business service that runs workflows). 
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4 To enter parameters for the action, scroll down and add one or more records to the parameter 
list below the Action Types list, and complete the necessary fields. Some fields are described in 
the following table. 

Adding Dealer Business Rule Templates
If the actions you need have already been created, you can begin to create a business rule by adding 
the business rule template, which contains general information about the rule. 

This task is a step in �Process of Creating Business Rule Templates for Dealers� on page 64.

Method If you selected Business Service in the Type field, select the method. If you 
selected Workflow in the Type field, this field is automatically filled in with Run 
Process (the method that runs workflows). 

Id Field Contains the method argument that corresponds to the Row Id of the record 
being processed, which is passed to the method when it is called. If you 
selected Workflow in the Type field, then this field will contain the Row Id by 
default. If it is a different type, select one of the business service method 
arguments.

Field Comments

Name Enter a name for the parameter.

Type Select the way that the argument will be displayed in the user interface. For 
example, if you select PickList as the type, the user will use a picklist to select 
the argument, and if you select Checkbox, the user will use a check box to 
specify the argument. 

Read Only Read only is selected, because this argument is read-only on the dealer side. 
Only the host can specify a value for the argument in the template, and the 
dealers cannot change the value of this argument. 

Workflow 
Property/
Method 
Argument

If the action type is workflow, this field displays as Workflow Property, and you 
must enter the argument value that will be assigned to the workflow property. 
If the action type is business service, this field displays as Method Argument, 
and you must enter the method argument to which the value of this parameter 
will be assigned.

PickList/
PickApplet/
PickField

If you selected Picklist in the Type field, use the PickList field to select the 
picklist that will be displayed in the user interface.

If you selected PickApplet in the Type field, use these three fields. The picklist 
will be used to setup the pickmap, the pick applet will be displayed in the user 
interface, and the pick field value will be picked into the argument. 

If you selected any other type, leave these fields blank. 

Field Comments
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To add a business rule template

1 Navigate to the Administration - Business Rules screen. 

2 Click Business Rule Templates. 

3 Add a new record to the Business Rule Templates list and complete the necessary fields. Some 
fields are described in the following table. 

Adding Criteria for Dealer Business Rules
You enter the criteria for a business rule to specify whether or not the rule will apply to a given 
record. 

This task is a step in �Process of Creating Business Rule Templates for Dealers� on page 64.

You enter the criteria by selecting a field, selecting a condition, and entering a value. For example, 
if the criteria is Hobby equals Sailing, then you select Hobby as the field, select equals as the 
condition, and enter Sailing as the value. 

You can also enter multiple criteria. If you do this, you must choose one of the following options: 

■ Match ALL Criteria (AND). The rule applies only if all the criteria are true. 

■ Match ANY Criteria (OR). The rule applies if any one of the criteria is true. 

For example, to send letters to all customers whose hobby is either sailing or bicycling:

■ Enter the two criteria Hobby equals Sailing and Hobby equals Bicycling.

■ Choose Match ANY Criteria (OR). 

To add criteria for a business rule

1 Navigate to the Administration - Business Rules screen. 

2 Click Business Rule Templates. 

Field Comments

Object Select the business object the business rule is based on. Both the criteria and 
the action for the business rule will have to use fields from this business 
object. 

Published After you have completed the entire process of creating the business rule, you 
will select this check box to make the business rule available to dealers. 

Frequency Select how frequently the business rule will run. The options are daily, weekly, 
or monthly. 

Start Date/
Time

Enter the date and time when the business rule will become active. 

End Date Enter the date when the business rule will become inactive. 
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3 Click the template name of the business rule template you want to add criteria for, and click the 
Criteria view tab. 

4 Add one or more new records to the Criteria list and complete the necessary fields. Some fields 
are described in the following table. 

Adding Actions for Dealer Business Rules
After adding the criteria for the business rule, you select the action that will be performed if the 
criteria is satisfied. 

You can also add multiple actions. For example, if you want to send a letter to all of your customers 
whose hobby is sailing, and you also want a sales representative to contact these customers, you 
add two actions: sending a letter and adding an activity for the sales representative. 

This task is a step in �Process of Creating Business Rule Templates for Dealers� on page 64.

To add actions for a business rule

1 Navigate to the Administration - Business Rules screen. 

2 Click Business Rule Templates. 

3 Click the template name of the business rule template you want to add an action for, and click 
the Actions view tab. 

4 Add one or more new records to the Action list and complete the necessary fields, as described 
in the following table. 

Field Comments

Field Select the field whose value the criteria is based on. You can only select fields 
in the business object that you selected in the Business Rule Template record. 

Condition Select the condition used by the criteria. The options are Contains, Does Not 
Contain, Does Not Equal, Equals, Is Empty, Is Not Empty, Starts With. 

Value Enter the value used by the criteria. Leave this field blank if you are using the 
condition Is Empty or Is Not Empty. 

Read Only Read-only is selected, because this argument is read-only on the dealer side. 
Only the host can specify a criteria, and the dealers cannot change the value 
of this criteria. 

Field Comments

Action Select the action. 

Description Displays the description that was entered for the Action Type.
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Publishing Dealer Business Rules
After you have finished creating and activating a business rule, you publish it to make it available to 
your dealers. 

This task is a step in �Process of Creating Business Rule Templates for Dealers� on page 64.

To publish a business rule template

1 Navigate to the Administration - Business Rules screen. 

2 Click Business Rule Templates. 

3 In the record for the business rule template you want to publish, select the Published check box.

Creating Business Rules that Apply to All 
Dealers
The section �Process of Creating Business Rule Templates for Dealers� on page 64 discussed how to 
create business rules that dealers have the option of subscribing to and using. You can also create 
business rules that automatically apply to all dealers, whether or not they subscribe to them. 

To create business rules that apply to all dealers

1 Create the business rule in the usual way, as described in �Process of Creating Business Rule 
Templates for Dealers� on page 64.

2 Navigate to the Business Rules Subscription screen. 

3 In the Show drop-down list, select All Business Rules Across Organizations. 

4 In the Business Rules list, select the business rule that will apply to all dealers. 

5 In the Business Rule form, select the All Organizations check box. 

Setting the Time When Dealer Business 
Rules Execute
The OEM can specify the time of day when business rules execute, depending on the load on its 
computer system. 

Dealers cannot specify the time of day when rules execute. They can only specify the dates when the 
rules execute, as described in �Activating Dealer Business Rules (Dealer)� on page 72. 

1 Navigate to the Business Rules Subscription screen. 

2 In the Show drop-down list, select All Business Rules Across Organizations. 

3 In the Business Rules list, select a business rule. 

4 In the Business Rule form, enter a date and time in the Start Date-Time field. 
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Viewing, Inactivating, and Reactivating 
Subscriptions to Dealer Business Rules
If dealers want to use the business rule templates you have created, they subscribe to the business 
rule templates, creating individual business rules for each dealer. 

You can view the dealers who have subscribed to a business rule template, and you can inactivate 
any one of these subscriptions or all subscriptions. 

For example, you can inactivate all subscriptions to a rule if you are modifying that rule, so dealers 
do not use it while it is under construction. 

After you have finished working on them, you can reactivate the rules. You must reactivate each rule 
individually. 

To view and inactivate subscriptions to business rules

1 Navigate to the Administration - Business Rules screen. 

2 In the link bar, click Business Rule Templates. 

3 Click the template name of a business rule template. 

4 Click the Subscriptions view tab. 

5 In the Subscriptions list, from the menu, select Inactivate All Business Rules. 

All subscriptions to that business rule template are inactivated. 

To reactivate a business rule subscription

1 Navigate to the Business Rules Subscription screen. 

2 In the link bar, click Business Rules. 

3 In the Business Rules list, select a business rule. 

4 Click Activate. 

Viewing Executions of Dealer Business 
Rules
You can view a list of all the times that dealers have executed a business rule, including the date and 
time that each execution started and ended and the current status of each execution. 

To view executions of business rules

1 Navigate to the Administration - Business Rules screen. 

2 Click Business Rule Templates. 
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3 Click the template name of the business rule template you want to add criteria for, and click the 
Executions view tab. 

A list of all executions of that business rule template appears. 

Subscribing to Dealer Business Rules 
(Dealer)
Dealers can use Siebel Dealer to subscribe to business rule templates that the OEM has defined and 
published, thereby creating their own business rules based on the templates. Dealers must subscribe 
to rules before they can use the rules. 

To subscribe to a business rule

1 Navigate to the Business Rule Subscriptions screen. 

2 Click Show Available Templates. 

3 In the Business Rule Templates list, select the business rule you want to subscribe to. 

4 Click Subscribe. 

NOTE: If a dealer has already subscribed to a template, then clicking Subscribe will navigate the 
dealer to the existing subscription to that template. It will not create a new version of the 
subscription, and it will not update the existing subscription with changes that may have occurred 
in the template. 

Changing the Parameters of Dealer 
Business Rules (Dealer) 
When the OEM creates business rule templates, the OEM creates default parameters for each 
template. For example, if a business rule sends form letters, the default parameters could be the 
form letter template and the fulfillment house. 

Dealers can change these parameters to customize the rule for their own use. The OEM specifies the 
criteria in the template and the action arguments in the action, and dealers cannot add or remove 
criteria or actions. Dealers can change the values of the parameters, except for read-only 
parameters. If the dealer specifies an invalid value for a field, then execution will fail.

Dealers can also deactivate one or more actions for a given rule and leave the others active, to 
customize the rule so it only executes that actions that they want to use. 

To change the parameters of a business rule

1 Navigate to the Business Rule Subscriptions screen. 

This view lists all business rules that the dealer has subscribed to. 
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2 In the Business Rules list, click the name of the business rule whose parameters you want to 
change. 

3 Click the Actions view tab. 

4 Select an Action. 

Dealers cannot modify these actions. They can only deactivate actions or change their 
parameters. 

5 To deactivate the action, deselect the Active check box in the Action record. 

6 To modify the parameters for the action, in the Arguments list for the action, choose different 
parameters. 

Activating Dealer Business Rules 
(Dealer)
After a dealer activates a rule, it will execute automatically in the background at the times the OEM 
specified, and it will perform the actions for each record that satisfies the criteria.

Dealers activate rules by setting their start and end date. 

To activate a business rule

1 Navigate to the Business Rule Subscriptions screen. 

This view lists all business rules that the dealer has subscribed to. 

2 In the Business Rules list, select the record for the business rule you want to activate.

3 In the Business Rule form, enter values in the Start Date and End Date field to specify when this 
rule should be active. 

If you do not enter a value in the End Date field, the rule remains active indefinitely after the 
start date. 

Viewing Executions of Dealer Business 
Rules (Dealer)
Dealers can view the history of all the times they have executed a business rule. 

To view the execution history of a business rule

1 Navigate to the Business Rules view of Business Rule Subscriptions screen. 

This view lists all business rules that the dealer has subscribed to. 

2 In the Business Rules list, select the business rule whose execution history you want to view. 
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3 Click the Executions view tab. 

A list of all executions of the business rule appears. 

Configuration for Dealer Business Rules
This topic gives a high-level overview of the steps needed to allow the Business Rules Engine to 
process different types of entities. You should understand the use of Siebel Tools before you try to 
do this. For more information about Siebel Tools, see Using Siebel Tools. 

Before configuration, the Business Rules Engine includes workflows to support rules based on certain 
entities (such as Contacts and Sales History) and actions (such as Create Activity and Send Letter). 
For a summary of the entities and actions supported before configuration, see �Creating New Actions 
for Dealer Business Rules� on page 64. 

To allow business rules to support other entities, go through the following steps: 

■ �Gathering Information� on page 73

■ �Enabling the Object for Business Rules� on page 73

■ �Defining Business Rules� on page 74

NOTE: The Business Rules module can be used by any industry vertical. You can use this 
configuration to allow it to support entities needed by other industries. 

Gathering Information
Before you begin, you must have all of the following information: 

■ Identify the Business Object (Subject Entity/Object).

■ Identify the Primary BC of the Business Object.

■ Identify the Workflow/Business service that performs the actions (Action Types).

■ Identify the BC Fields on which the Subject Entity can be queried (Criteria).

■ Identify if Organization Visibility is required and if it is configured on the Primary BC.

Enabling the Object for Business Rules
To enable the object for business rules, perform the following procedures. 

To create seed data to enable the object for business rules

1 Navigate to the List of Values view of the Application Administration screen.

2 Query in the Type field for the value EAUTO_BUS_RULE_OBJECT.

3 Copy one of the records with this value in the Type field. 

4 In the new record: 

a Change the value in the LIC (Language Independent Code) field to the business object name. 
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b Change the value in the Display Name field to an appropriate value.

To create seed data to enable the object for query assistant

1 Navigate to the List of Values view of the Application Administration screen.

2 Query in the Type field for the value EAUTO_QUERY_BUSCOMP.

3 Copy one of the records with this value in the Type field. 

4 In the new record: 

a Change the value in the LIC field to the business object of the subject entity. 

b Change the value in the Display Name field to an appropriate value.

5 Define a new LOV Type with the name QRY_FLD_xxxx where xxxx identifies the Entity. 

For example, if the entity is Order, the new LOV Type would be QRY_FLD_ORDER.

6 For each field that needs to be queried on, create a new LOV record of this new type. In the new 
record: 

a In the LIC field, enter the BC field name. 

b In the Display Name field, enter an appropriate value that will be displayed to the user.

To perform configuration to enable the object for query assistant

1 In Siebel Tools, display Business Components. 

2 Query for eAuto Query and eAuto Query Condition.

3 For each of these Business Components:

a Query for BC User Properties named Query BC Field LOV*.

b Create a new user property with the following values:

❏ Name: Query BC Field LOV xx

❏ Value: primary_bc_name_above, qry_fld_lov_type_created_above 

4 Include the Primary BC (without any link) in the following Business Objects:

■ eAuto Business Rule Template

■ eAuto Business Rule

Defining Business Rules
To define the business rules, perform the following procedures. 

To define action types

1 Navigate to the Action Types view of the Administration - Business Rules screen. 

2 Create a New Action Type Record.
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a In the Mode field, select the appropriate value.

b In the Type field, select Workflow or Business Service.

c If you selected Workflow, specify the Workflow. If you selected Business Service, specify the 
Business Service, Method and Id Field.

3 In the Arguments Applet: 

a Create a new record for each Argument that needs to be passed, and specify the required values.

b Depending on the type of the Argument, specify the Pick List, Pick Applet and Pick Field fields if 
required.

To define the business rule template

1 Navigate to the Business Rule Templates view of the Administration - Business Rules screen. 

2 Create a New Business Rule Template for the object you specified earlier.

3 In the Actions applet, add an Action record and specify arguments.

4 In the Criteria applet, specify criteria fields and values for them.

5 Select the Publish check box to publish the template.

6 Navigate to the All Business Rules view of the Business Rules Subscription screen. 

7 Click Show Available Templates.

8 Select the template you defined and click Subscribe.

9 Activate the Rule.
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