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Get Help

There are a number of ways to learn more about your product and interact with Oracle and other users.

Get Help in the Applications

Some application pages have help icons ® to give you access to contextual help. If you don't see any help icons on
your page, click your user image or name in the global header and select Show Help Icons. If the page has contextual
help, help icons will appear.

Get Training

Increase your knowledge of Oracle Cloud by taking courses at Oracle University.

Join Our Community

Use Cloud Customer Connect to get information from industry experts at Oracle and in the partner community. You
can join forums to connect with other customers, post questions, suggest ideas for product enhancements, and watch
events.

Share Your Feedback

We welcome your feedback about Oracle Applications user assistance. If you need clarification, find an error, or just
want to tell us what you found helpful, we'd like to hear from you.

You can email your feedback to oracle_fusion_applications_help_ww_grp@oracle.com.

Thanks for helping us improve our user assistance!
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Using Sales for Redwood About This Guide

1 About This Guide

Audience and Scope

This guide provides an introduction to Oracle Sales for Redwood application. It explains the principles of using the
interface and provides instructions on basic tasks.

Related Guides

Oracle Sales for Redwood is built on a new application foundation and interface. You can use the existing Using Sales
guide to help you understand the underlying sales concepts, however.

Title Description

Oracle Fusion Cloud Applications: Using Describes user tasks and features that are common across Oracle Applications Cloud.
Common Features

Oracle Fusion Cloud Sales Automation: Describes the user tasks and concepts for Oracle Classic Sales.
Using Classic Sales

How do | get started with Express Reports? = Explains how to use the Express Reports feature to create charts for your sales dashboard.
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2 The Basics

Home Page

The home page is the first place you land when you sign in to your application.

- After you sign in, make sure you're on the Redwood Sales tab to use Sales for Redwood features. The Sales tab,
if it's available to you, includes many of the same icons, but they open the Classic Sales UI.

- Open the different business objects and work areas by clicking the navigation icons. Which navigation icons are
available depends on your role and how your administrator has set up your application. Here's a sample list:
o Accounts
o Contacts
o Activities
Tasks and appointments
o Leads
o Opportunities
o Sales Dashboard

Overview of upcoming tasks, appointments, the pipeline, and other items requiring your attention. A
good place to start your day.

o Sales Performance
The work area for contests and goals.

- The Navigator (the hamburger menu) provides an alternative way of getting to the same Sales for Redwood
objects and work areas as the navigation icons. The Navigator includes many selections that aren't relevant to
your application, so you may as well stick to the icons.

Except for the Home and Notifications buttons, the other icons at the top of the page aren't used for Sales for
Redwood or other Redwood UX applications.

- To sign out of the application, click your initials at the top right-hand side of the page and select Sign Out from
the Settings and Actions menu.

Here's a screenshot of the Redwood Sales tab on the home page showing some of the main features:
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Home Page Anatomy

Callout Description

1 Redwood Sales tab with navigation to features available in the Sales for Redwood. You can access
Classic Sales features on the Sales tab.

2 Navigation icons.

3 Setting and Actions menu where you can sign out and access setup features depending on your
permissions.

4 The Home icon, available on all pages, returns you here.

5 Navigator "hamburger" menu that you can use to open a full range of the Oracle Fusion Applications
functionality that you have permission to access.

6 Notifications. Click the link in the notification to edit. For example, click the link on the name of a task

you're notified about to edit the task.
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Quick Tips to Get Started

This topic covers some basics to get started with Oracle Sales for Redwood.

Where to Start

- Click the Redwood Sales tab at the top of the Home page to view the different Sales work areas available to you.

- The Sales Dashboard is a good place to start your day. It shows you what's important for you to work on. You
can open key work items directly from the dashboard and perform global searches. But don't forget to click
Notifications (the bell icon) to see incoming customer communications and reminders. Notifications aren't
included in the Sales Dashboard.

You can bookmark the Sales Dashboard, so you don't have to navigate to it the next time you sign in.

Search and Take Action in the Ask Oracle Bar

©  Try Account Advisor

The Ask Oracle bar is where you search and take action. Its functionality varies depending on where it appears:

In the Sales Dashboard: The bar functions as a global search tool. You can search across all sales objects,
including opportunities, leads, accounts, assets, and tasks. From the sales dashboard bar, you can also create
tasks, contacts, opportunities, leads, and other records.

- On the landing (list) pages: The search is more targeted, lets you explore and track your customers, leads,
and opportunities. You can filter and group records, view revenue by group, and create saved searches for
quick access to information that matters to you. Search by keywords in record names or related details, such as
the associated account name or account location. You can also take action on multiple items directly from the
search results.

In lists of items related to a record (called subviews): Filter and search by keyword. For example, you can
filter out all of the email communications with a customer in the list of activities for an account.

Navigation

Use the navigation bar at the bottom of the page to open other work areas:

T SalesDashboard {3} Deal Registrations  -3] Enroliments Accounts  [E] Activities

In a record, scroll to see hidden panels. Swipe on a touch screen, use the mouse wheel, or use the Tab key.
Bookmark important records so you can come back to them later.
Use the back button on your browser to go back.

- Open multiple records on different tabs.

- Open related objects in a separate tab by right-clicking and selecting Open in New Tab.

ORACLE
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While viewing a contact, right-click the account name at the top of the page to open the account recordin a
separate tab. Or, while viewing an account, right-click any of the contact names to display their records in a
separate tab.

Ray Conboy

CTO i imega Terk==laa:

Open in Mew Tab

Work with Your Records

- When you're viewing records, you see what's important at a glance. You won't see complex pages with empty
fields, buttons, and options. We've eliminated all the clutter.

- Take actions and update information using the Ask Oracle bar. Enter update and select what you want to
update. Want to add a contact to the opportunity? Enter Add and select Add Contact. If you don't remember
what actions are available, just start typing and see what the Ask Oracle bar suggests.

- The Activities page of each record displays past and future tasks and appointments, as well as notes, emails,
calls, and important updates to the record.

Use the Ask Oracle bar to filter activities, and follow up on email conversations with customers. You can also use
the Ask Oracle bar to search the text of notes, tasks, and emails in Activities using single keywords.

Landing (List) Pages

When you click a sales object on the home page, the application automatically runs the default saved search for that
object and displays the results as a list on the landing page.

Here's a landing page for leads, highlighting page controls that are common to list views for all objects.
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Callout Number

ORACLE

Description

The name of the saved search that's displaying
the list you're seeing on the page.

Ask Oracle bar.

The Record Set filter specifies the set of records
that you can search.

For example, My Open Leads displays all the
unqualified leads you own. The list of filter
criteria builds as you add filters and search
terms. If there are no filters, you're seeing a list
of all of the records that you have permission to
view.

Add filters

Group by

Number of records in your search results

What You Can Do

You can select a different saved search using
the Ask Oracle bar.

- Switch to a different saved search
- Search by keyword
- Remove and add filter criteria

- Create records

Search for and add filters

Select an attribute to group the information
in your list. For example, selecting Status for a
lead, breaks down your lead search results by
status.

You always know how many records match your
search terms.
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Callout Number

Sales Dashboard

Description

Select to act on multiple items

Take actions on individual items in your search
results.

Configure the search result display.

Chapter 2
The Basics

What You Can Do

Just select multiple items to see which actions
area available. For example, selecting three
unqualified leads, lets you qualify them all at
the same time.

Click an item in the list to display the actions.
For example, on the contacts landing page,
click Call to call the primary number for a
contact. Click Send Email to send an email to
the primary email address and so on.

Here you can choose which columns appear in
search results, for example.

Use the Sales Dashboard to search through all of your sales information, review sales trends, and stay informed on the
key details for your day. The details can include pipeline, upcoming appointments, and overdue tasks. What information
you see depends on your role in the sales organization and your data permissions. Sales administrators can create
different sales dashboards for different roles.

Here's a screenshot of a sales dashboard annotated to highlight key features:

Callout

ORACLE

Feature

Ask Oracle bar

Dashboard filters

Dashboard tabs

Graphics and tables

Feature Description

Use the Ask Oracle bar to:

- Search across the whole range of sales
information you can access (global
search).

- Create records by entering create. You can
create contacts, tasks, opportunities and
other records.

- Create visualizations on the spot by
entering a query, such as show closed
opportunities by sales stage.

Filter the content of the selected sales
dashboard tab.

These filters filter the dashboard contents only.
They don't affect your global keyword search.

Sales dashboard is made up of tabs. A tab may
include summary key performance information
at the top of the tab that's always visible.

The tab contents can display up to 5 interactive
tables and charts from a variety of sources
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including Express Reports, Saved Searches,

If you see the button, then you can edit the
sales dashboard and personalize the layout. You
can even create your own reports using Express
Reports or using the visualization Al agent.

See the topic View and Manage Express Reports

Callout Feature Feature Description
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Notifications

The Notifications feature alerts you to incoming calls, upcoming task deadlines, meetings, and other important
information that requires your attention. Start your day by clicking the bell icon and see what you need to do right away.

The notifications (bell) icon in the toolbar shows how many notifications you have. To check your notifications:

N co @

1. Make sure you are in one of the Sales for Redwood work areas or pages.

2. (lick Notifications (the bell icon).

3. In Notifications:

ORACLE
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o Search for notifications by keyword.

o Click the notification link to take you to the item you're being notified about. A missed call notification
takes you to the activity stream for the contact that called, for example.

o Click Dismiss to remove a notification from the list.

After you click the notification or click Dismiss, the notification is removed.

Records

Anatomy of a Record

Here's an overview of the different sections of an individual record. We're using an account as an example, but the
pages for leads, contacts, and opportunities are similar.

Records Layout
Your records are divided into three sections:

- Summary (callout 1in the screenshot)
- Ask Oracle bar (callout 2)

- Panels with key information (callout 3)
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Summary

The summary includes basic information about the account. What information you see is determined by the
administrator.

| Credit Rating Very Good  Primary Industry High Technology  Website http://fwww. PinnacleT.com

The Ask Oracle Bar

The Ask Oracle bar in each record is the main way you update and interact with the record

- View information by entering show and making a selection.
- Update individual account fields and add information. Enter update Or add to see what updates you can make.

- Open Al agents. For example, entering account, displays Al agents that are available to you. These may include
Account Advisor and Generate Account Description.

- Create related information by entering create. For an account, you can create contacts, opportunities, and
leads.

- Email, call, assign ownership, and take other actions. The actions available depend on your permissions.
- Enter fi1ter and select what information you want to see.

- Search activities by keyword. For example, enter Tanaka and select Filter Tanaka, to find all the appointments,
tasks, notes, and communications where Tanaka is mentioned.

©  Try Account Advisor

Panels with Key Information
Panels display a few items of key information.

Links on the panels open complete lists.
Which panels you see depends on the type of record and your sales administrator setup.
You may need to scroll to see all of the panels:

- Use the floating navigation bar on the panels.

- Swipe on a touch screen.

- Use the wheel of your mouse.
- Use the Tab key.

Enter show in the Ask Oracle bar to see a list of all information you can view.

Here's an annotated screenshot of a few of the important panels on an account record

Callout Number What It Is How You Use It

1 Activities panel The activities panel displays both pending and
the most recent activities. It displays up to five
future and past activities.

n
ORACLE



Oracle Fusion Cloud Sales Automation Chapter 2

Using Sales for Redwood The Basics
Callout Number What It Is How You Use It
2 View All Activities link Click to display and edit activities. On the

Activities page, you can view the full text of
notes, reply to emails, reassign tasks, and so on.

3 Navigation bar Navigate to other panels.
Activities o Contacts Leads
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View All Activities

Click View All Activities on the Activities panel to view a list of pending and recent activities. Activities in the activity
stream can include notes, emails, phone logs, and changes to key fields, for example. What you see is determined by
your permissions and your application administrator.

- Filter the activities by entering Filter in the Ask Oracle bar and select the type of activity you want to view. For
example, entering Filter All Communications , displays all emails, phone exchanges, and emails.

- Enter show to view different types of information. Here are some examples:
o Show Appointments displays a list of past and future appointments.
o Show Addresses for the account
o Show Phone Numbers for the account
o Show Activity Summary displays an Al-generated summary

- Search for keywords in text or search for a particular person associated with an activity.
- Take actions on individual activities by clicking the actions menu (the 3 horizontal dots).

- You can return to the record overview by clicking Go to Overview or you can use the browser back button.

Here's an annotated screenshot of an account Activities page:

12
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Callout Number Description

1 Ask Oracle bar

2 Links to view more details.
3 Actions you can take
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View All Contacts and Other View All Pages

The pages you reach by clicking the View All links let you see all of the information for the record and act on it. The
Contacts page, for example, lets you filter the contacts, search for them. You can email a contact, make calls, and sort by

any column.

Here's a screenshot the Contacts page for an account annotated with actions you can take.

ORACLE
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Callout Number What You Can Do

1 Search and filter by contact attributes in the Ask Oracle bar

2 Drill down into the contact record to edit it.

3 Call and email.

4 Make a contact primary or remove the contact from the account.
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You can edit some, but not all, basic details about a record by clicking the Details button at the top of the details page.

On the page you can use the field actions menus (the 3 dot icons highlighted in the screenshot) to broaden or narrow
down your search. For example, if you don't see the correct company in the list of hits when making an entry in the
Parent Company field, you can select a broader saved search from the menu. For more information, see the topic:

Search in Fields on Create and Edit (Details) Pages

ORACLE
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Cancel

Type

Ask Oracle Bar at the Top of the Record Overview

The Ask Oracle bar is a search box at the top of every record overview. It's key to working in Sales for Redwood.

Tips for Using the Ask Oracle Bar

Here are ways that you can take actions on a record.

What You Want To Do

To get to your most frequently used items.

To update information.

Get suggestions for actions that you can
take.

ORACLE

How To Do It

Place your cursor in the bar and choose from the list of suggested actions.

Start typing an action or the name of a field that you want to update and select what you want to do
from the list of suggestions. For example, entering add for an account displays a list of things you can
add to the account such as a contact, or a team member.

For suggestions, Ask Oracle looks for key verbs and names of objects and fields. Entering update gets
you a list of things you can update. Entering address gets you Add Address and Update Address
because both actions relate to addresses. You don't have to remember all of the verbs, many times a
synonym will do. Ask Oracle understands if you enter "edit" instead of "update".

Ask Oracle displays different suggestions for different sales objects. For example, "Qualify" is an action
you can take on a lead, but not on an account.

15
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What You Want To Do

To follow up with a contact.

To display activities of a particular type.

To search by keyword through the text of
emails, notes, and tasks in Activities.

Filter

Chapter 2
The Basics

How To Do It

Go to that account and enter the action call or email and press Return. This starts the call or opens
the email compose window. If you take these actions from an account or an opportunity with multiple
contacts, the action is directed to the primary contact.

To display only a specific type of information in Activities, enter filter and select what you want to
display.

Enter a keyword for something that you want to find in Activities and press Return. For example,
entering service and pressing Return, displays all tasks, appointments, notes, emails, and call logs that
include the word "service". You can enter multiple keywords to narrow down your search.

Email threads display only the first line of each email, so the search works only on the first line of
emails. You can only search on words that aren't one of the keywords, so you can't search on the word
"update" for example.

Here are some of the filters that you can enter in the Ask Oracle bar to narrow down the list of activities in a record.

Filter

Appointments

Tasks

Notes

Field Changes

All Communication

Email Communication

Phone Communication

What It Displays

All scheduled and past appointments.

All scheduled and past tasks.

All notes.

All field updates.

All emails and phone call notes.

All email threads.

All call logs.

Get a List of Suggested Actions

The list of suggestions is different for every object, but here's some samples of what you get when you enter key terms

for accounts.

- Enter show to display all the information you can review on an account.

Suggestions

show Activities

ORACLE

Description

Takes you to the page where you can review and update activities, take notes, update tasks,
reply to emails, and so on.
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Suggestions

show Addresses

show Attachments

show Email Addresses

show Leads

show Opportunities

show Phone Numbers

show Service Requests

show Team Members

Chapter 2
The Basics

Description

Displays all of the addresses for the account. Here you can specify address type and designate
any address as the primary address.

Add attachments and access existing ones.

Displays all of the email addresses. You can classify the purpose of each email and designate
one as primary for the account. From here, you can edit the email addresses to specify if they're
OK to use or not.

Display a list of all of the leads related to the account that you have permission to access.

Display a list of all opportunities related to the account that you have permission to access.

Displays all the phone numbers for the account. You can classify the purpose of each phone
number and designate one as primary for the account. From here, you can edit the phone
numbers to specify if they're OK to use or not.

Display a list of all service requests you have permission to view.

View and edit sales team members.

- Entering add gets you these suggestions.

Suggestions

Add Address

Add Contact

Add Team Member

Update Address

Filter add

ORACLE

Description

Add an address.

Add a contact to the account.

Add another salesperson to the account team.

Update the primary account address.

Searches Activities for all instances of the word "add".
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- Entering update provides you with a list of individual fields you can update.

Suggestions

update Address

update Industry

update Number of Employees

update Organization Name

update Owner

update Parent Company

update Phone

update Primary Contact

update Type

update website

Filter update

Description

Update the primary account address. You can add only one address for an account at this time.

Update the primary industry classification for the account.

Update the number of employees.

Update the account name.

Enter the salesperson who owns this account.

Enter the parent account for this account in the account hierarchy.

Update the primary phone for the account.

Update the primary phone number.

Specify if the account is a customer or a prospect.

Enter the account web address.

Search the account activities for the word "update".

Tip: Dislike long lists? Just enter the field name without entering "update” first. Or you can update all of
these fields in one place on the Account Details page (Account Details > Edit).

- Enter filter to zero in on the information that you want to review in Activities.

Suggestions

filter Appointments

filter Tasks

filter Notes

ORACLE

What It Displays

All scheduled and past appointments.

All scheduled and past tasks.

All notes.
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Suggestions

filter Field Changes

filter All Communication

filter Email Communication

filter Phone Communication

What It Displays

All field updates.

All emails and phone call notes.

All email threads.

All call logs.

- Enter create to display what related objects you can create.

Suggestions

create Appointments

create Asset

create Contact

create Note

create Opportunity

create Service Request

create Task

Description

Creates an appointment.

Creates an asset for the account.

Creates a contact.

Creates a note about the account.

Creates an opportunity for the account.

Creates a service request.

Creates a task for the account.

- Entering opportunity lists two actions.

Suggestions

Create Opportunity

Filter opportunity

ORACLE

Description

Creates an opportunity for the account.

Search the account activities for the word "update".

Chapter 2
The Basics
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Activities

Accounts, opportunities, contacts, and leads display related activities in each record. From the Activities panel and
page, you can review email exchanges, notes, call logs, past and future tasks and appointments, as well as recent
updates to that record. The activity history for each record is sometimes called its Activity Stream.

Note: The Activities work area you open from the home page lets you view and manage tasks and appointments
only. To view a record of emails, calls, notes, and other updates to a record, you must view the Activities panel and
page on the record itself.

Activities Panel

The Activities panel displays a read-only version of the most urgent pending tasks (callout 1in the screenshot) and the
most recent updates or communications (callout 2). To view and update these and other activities, go to the Activities
page by clicking View All Activities (callout 3).

Activities

Pending o
4= SetUpEngagement.. (IEND

7/22/23

Recent e

Account Updated
By Simone Sales Manager
Q2 Maurene Scotting
Outbound Phone interaction
by Simone Sales Manager
Q2 Maurene Scotting
Outbound Phone interaction
by Saul Sales Rep

R2 Gemma Noon
Outbound Phone interaction

b Cmmbnin Calomes M

View All Activities (31) o

Activities Page
To view and edit all activities:

1. In the Activities panel click View All Activities.
2. Inthe Ask Oracle bar, enter show and select Show Activities.
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3. To see specific activity types, enter filter in the Ask Oracle bar and select a type. Use keywords to search
through the text of notes, tasks, appointments, and the first lines of emails.

The Activities page shows all the pending appointments and tasks. Pending tasks include both tasks with future due
dates and incomplete or overdue tasks. Click the heading to collapse the Pending section.

Past activities, email threads, and updates are listed by date.

Activities Page

Callout Number Description
1 Ask Oracle bar to filter and search.
2 Pending and past activities, updates, and emails.

The Pending section lists both pending and overdue tasks and future appointments. This section,
which is closed by default, lists up to 20 items at a time.
3 Actions on tasks, appointments, and emails.

For example, you can call a contact on a task by clicking Call. If there's only one contact associated with
the task, the call dials directly. If multiple contacts are associated, you can choose which one to call.

For emails, clicking Send Email opens an email compose window addressed to all the contacts
associated with the record in the To field. Resources are copied (entered in the CC field).

You can also log an email that was sent outside the application by selecting Log an Email.
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Pinnacle Technologies © : Activities [ Details

Credit Hold Mo Credit Rating Very Good  Primary Industry High Technology  Website i 3
= ".o;.'.'r.'.‘-c'.-'-: count Description

¢— Goto Overview O

Pending (5) e b

April 25, 2027 v

R T s R

%3 Joshua Baker Logged Call 7:49 PM
Qutbound Phone interaction by Sara Sales Rep e

January 23, 2025 ~

= Setup Contract Megotiation Meeting 6:10 AM

1/23/25

Send Introduction Email 551 PM

e
1

1725725

January 22, 2025 ~

Answers questions from last meeting 553 PM

ey
L1

Pending Activities

- Pending activities can be both pending and overdue tasks as well as future appointments (appointments where
the start time is later than the current time).

- The Activities panel on the record overview displays just one pending activity, the one that's due at the earliest
time in the future.

- The Activities page displays up to a maximum of 20 most urgent pending activities in a Pending section that's
collapsed by default.

- When a salesperson completes an item in the Pending section, the item is automatically moved to the history
section and additional items are displayed, if any.

- Appointments and tasks that are due in the immediate future display at the top of the section.

- Overdue activities are displayed at the bottom of the section.

Al-Generated Summary of Activities
Salespeople can generate a summary of activities by entering show activity summary in the Ask Oracle bar.

An Al agent generates and displays the summary in a drawer. Field changes are excluded from the summary.
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History

- The history section includes records of completed tasks, appointments, and communications, including call
logs, email chains, and web conferences. Also included are notes, web activities from marketing, and key record
updates.

Salespeople with the appropriate permissions can edit the call logs, activities, and notes.
- They can reply to emails (both Reply and Reply to All).
- The Activities panel on the record displays a maximum of 5 items.

- The Activities page displays 5 items at a time, the most recent first. You can scroll as far back as you want.
Records are displayed for the past 3 years.

- Your administrator can configure which items and key updates are displayed in history.

Recommendations

The top of both the Activities panel and page can also display recommended actions generated from any of the
following 2 sources:

- Analysis of the text in notes and call logs

Recommended actions can come from text analysis of text entered in call logs and notes. For example,
salespeople can be prompted to create a follow-up appointment from notes someone took on a call

- Al-Generated Recommended Actions for Opportunities

Al can help you identify best opportunities to pursue and recommend different actions to take by assessing
current and past deals.

Eloqua Web Activities

If you are using Oracle Eloqua, you can also view a full list of Eloqua web activities including:

Form submits
- Web visits

Email sends, opens, and clicks

Best Practice Guidance from Orchestrations

If your administrator has created best practices for handling the lead, account, or the opportunity you're working on,
then you'll see a Guidance panel in the record overview. The panel displays any recommended steps as you work.

The recommendations automatically create either a task for you to accomplish or an appointment for you to schedule.
You can also view the goals you're to accomplish using these tasks. Aside from the recommendations, the orchestration
can also take automated actions behind the scenes as you work. For example, if you fail to reach someone by phone,
the application can send a mail-merged follow-up email and remind you to call again in a few days.

Here's a screenshot of a Guidance panel and details for an opportunity.
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Callout Number Description
1 The Guidance panel displays the current recommended step. You can act on the step directly from the
panel.
2 Clicking the View All Steps and Objectives link displays a drawer listing the steps.
3 Steps and Objectives drawer displays the steps and related objectives.
4 The steps include those your team has completed, has skipped, and those that are still in progress.
5 You can act on a step, or mark it as completed or skipped.
6 The steps complete a set of objectives. You can view how far you've progressed in reaching the

objectives on the Objectives tab.

Steps and Objectives e 0

i Hams

03 - Building Vision - i Sen _ﬁo-pm-n

Get Demo Availability and Artendee list Cormpleed

& Gt Daena Availability and Attendid It
Spred Frmeml s ot ity bor Prochc Ciemo snet e dfercien int

Confirm Awailability for Demo o Sopped

,. Confinm Ay ailability bor Deeen
o Cramigmune on i vves fe Py Dieera snl vhes Amerades bat

Product Demo i Progrowe.

Product Demo
O heculs and Concuct Product Demo to confinm Koy Deckon Wakort  Reseon for CLtsomee Intoneit and s g irew
Schedule Appaifitment

Hext Stage

) et Stage
et Stage

Search and Filter Activities and Record Updates

You can search and filter the activities for a specific record by opening the record and entering your filters and search
terms in the Ask Oracle bar.

To filter, just enter the word filter in the Ask Oracle bar, and then select the filter. For example, you can select Email
Communications to view and search all emails. Or select Filter Field Changes to view the tracked field updates and
learn who made those changes.

You can enter multiple filters. Each filter expands the range of your search. For example, adding Notes to Email
Communications shows both emails and notes.

Adding a keyword searches the notes and emails.
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You can use keywords to search all activities including notes, tasks, and appointments as well as the text of all
communications, including emails, call notes, and web session notes. You can search on any keyword except for words
that denote actions in the application, such as email and call, for example.

This screenshot shows the result of a search for the keyword alliance in email communications and notes.

Filter and Keyword Search Results Example

Callout Description

1and 2 The filters you enter specify which type of activities you want to search, in this example: Notes and
Email Communication.

3 Keywords you entered appear in single parentheses.

My Open Opportunities — =

Server Project © : Activities (> Details

W Status Dp-ub'.' n l"rvL;\aq-D Close Date 6/30/25 Account Pinnacle Technologies »
] Ermad € o ation x B X “alliance x Try Log o Ca

€ Goto Overview o
April 10, 2024 e
[] Introduction to Suprémao Industries (1) 244 PM
Mancy Hung

To: Joshua Baker <user 2 oracle comi@ddenslopmen3d.onmicrosolt coms

Hello Joshiua Baker ,
I hope that you are doing well today

As your account executive at Supremo Industries, would like to discuss the benefits of our Supremo Products
with you and how they you and your organization. | can give you more information on how the product has

Note: The listing of activities doesn't allow you to add multiple filters to restrict your search. However, you can use
multiple filters and enter filter values for tasks and appointments in the subviews that display when you enter Show
Tasks and Show Appointments in the Ask Oracle bar.

Filter and Search in Lists of Contacts and Other Objects in a
Record

You can filter and search through the information on the Contacts, Accounts, Opportunities, and other the "All" pages in
a record provided that the pages include the Ask Oracle bar. Which attributes you can filter and search on depends on
the information type. If you added custom objects, you can filter on all of its attributes.
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1. Inthe Ask Oracle bar, enter filter and select a filter. For example, on the All Contacts Page, you can filter on
Name, Primary Email, Comments, and Contact Job Title.

Note: You can't filter on all of the common attributes, just on those listed. For example, you can't filter
opportunities by sales stage. And you can't filter team resources by their role.

2. Select the operator.

3. Enter a search term in the Value field. You can enter only one keyword. Searches aren't case-sensitive, and no
operators are permitted.

4. Click Apply.
5. You can add additional filters.

Here’s a screenshot of the Contacts page for an account with the Name filter applied, and Contains operator selected.
Nelson is the search term entered in the Value field.

T My Accoanits

Pinnacle Technologies: Contacts

Retail 600 4th Ave Rm 107 SEATTLE, WA 98104-1850 +1(465) 476-8 Gabrielle Lee

L

) Contains Value -— TR
Melson

L
o

) Equals

) Starts With

]

) Encls With

O

Cancel discard{@orache com Mo

Joseph EVANS sendmail-test-discard@orache com Mo

Blake PHILLIPS sendmail-test-discard@oracle com Mo

Update Multiple Records at the Same Time in List Pages

On a list page, you can update multiple fields in multiple records at the same time. Just select the records and enter the
new values. What you can update depends on the records you selected.

For example, you can change the account type and owner for multiple accounts at the same time. Here's how:

1. Select the records in the list and click Update.
2. Inthe Mass Update drawer, select and provide a value for the fields you want to update.

Note: A selected field defaults to null if you don't provide a value.

3. Click Submit.
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Track Favorite Records

You can mark your favorite records so that you can find them more easily.

Ensure that the Favorite column is displayed for your list of records by clicking Actions and selecting Manage Columns.
Search for and select the Favorite field to add the column to the list of records page. You can change the order of the
column with select and drag.

Click the heart icon to set or unset the favorite toggle for the records you want as shown in this sample screenshot.

My List for Opportunities | Actons ~ |
Show Smart List Equals true

Q Try searching by keyword or add a filter

h m ™ -_— T T . Vs A U ~ - T T . Voo N
Results 39 Group By | None A
;\:i;babi Name $ Account < Amount < Close Date < Sales Stage < Favorite Actions

O o% DrawerTestOpty2 Iren's Fusion Account (New York, US) $4,395,504.2 11,/29/22 Reference Event & De_. v

O o Satya Opty 312323 Pinnacle Technologies (SEATTLE, US) $287,41754 11/18/22 Closed L 4

O 1o Vario upgrade oppty Pinnacle Technologies (SEATTLE, US) $ 500 11/18/22 03 - Lost v

O o Auto-OptyuYImE... ELI - Account $0 11/18/22 07 - Closed v

O 35% PRM Education Se._. PRM Education Services (Manhattan, US) $ 100,000 11/29/22 01 - Qualification <@ e

] 10... Auto-OptyyOiZW. .. ELI - Account $0 11/18/22 Contract Megotiation

O 1o OptyVisOrch Iren’s Fusion Account (New York, US) $0 11/20/22 Contract Negotiation <

Display the Most Relevant Items to You

You can display the most relevant items on a landing page by adding the Show Smart List filter and setting that filter to
True, or by selecting the My List for <object> list (the object changes depending on the list page).

Selecting the My List for Accounts or adding the Show Smart List filter to an account search, for example, displays a
list of accounts ranked by the number of times you've opened each account, its contacts, and its opportunities, and how
recently you opened these. So, if today, you view or update information related to Acme 4 times, but only open Pinnacle
once, then Acme appears higher on the list than Pinnacle. Where an item appears on the list depends on a calculated
score. The score is calculated using a number of factors:

- Recency: The last time you interacted with the record.
- Frequency: How often you interact with the record.

- Favorites: If you marked the record as a favorite.
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- Urgency: When an action is expected from you. This could be a task due tomorrow, an upcoming appointment,
and so on.

- Related objects: Relevancy scores are boosted for related accounts, opportunities, or leads associated with
overdue tasks and appointments.

- Event-based updates: For opportunities, updates to win probability, status, and sales stage boost the relevancy
score.

Verify Phone Numbers and Email Addresses

Verify Phone and Email

When your sales organization subscribes to the Oracle Address, Email, and Phone Verification service, you know right
away if you entered an invalid phone number or an invalid email address.

The application can't check if the phone numbers and emails you enter are valid for the specific person or account, of
course, but it does assure that a phone number will actually dial and that an email won't bounce.

When a phone number or an email address is invalid for some reason, you get notified right under your entry. If nothing
appears, the information is valid, and you're good to go.

You can see if the entry is invalid in two places:

- Inthe record overview at the top of the page, hover over the phone number or email address.
- In the details page, you see the invalid status right under your entry.

Here's a screenshot of a problem contact on the details page:

1 ¥ | (540)555-1212
nvalid Verified On7/15/21 Q &8

Callout Number What You See

1 Status.
For phone numbers, this can be only Invalid.

Email addresses can also display the status of Partially-Valid: the domain is valid but the name isn't. If
the person left the company or changed their name, then you'll see the Partially-Valid status.

2 Date the phone number was verified.

3 Reverify to verify again. You never know when area codes or names change. What's valid today may
not be in 6 months.
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4 Overwrite button to manually set the status. If you know that the number or email is correct, you can
set the status to Verified. The application now displays the status Overwritten on instead of Verified
on.

If your entry is valid, you may not see a Valid status right away, depending on your setup. But a Valid status does
eventually appear together with the date the phone number or email address was verified. You don't need a pat on the
back, but your organization may want to check if the information is still valid at some point in the future.

Note: For leads, the application checks phone numbers only.

Overwrite an Invalid Contact Verification Status

Services aren't infallible. If you don't agree with the verification status for a phone number or email address, you can
override it by clicking Overwrite (the icon highlighted in the screenshot).

1 (540) 555-1212

nvalid Verified On 7/15/21 Q

Reverify a Phone Number or an Email Address

You can verify if a phone number or an email address is still valid by clicking Reverify (the circular arrow highlighted in
the screenshot).

1

1 (540) 555-1212
Valid Verified On 7/15/21 ¥
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5 Search and Lists

Search and Explore Your Sales Information on the
Landing (List) Pages
The landing pages provide you with powerful search and filtering capabilities that let you find and explore your sales
information.

1. Put your cursor in the Ask Oracle bar and select a saved search as your starting point.

Most saved searches already include filters, which appear in the bar. For example, the My Accounts saved
search restricts the search to accounts where you're in the team or territory.

2. Enter filters and keywords:
o Filter results on a specific field. For example, to filter all the accounts in Boston:

i. Enter city.

ii. Select Primary Address: City to specify the address type.
iii. Select Equals as the operator.
iv. Enter the city name: Boston.

See Filter a List and Filter by Numbers and Dates for more filter options.
o Enter keywords to search on and press return. See Search Using Keywords

3. More search options.

o Group your results by selecting the attribute from the Group By field.

o Change the columns displayed in the search results by clicking Actions and selecting Manage Columns.
o Change the order of the columns with select and drag.

o Change the default sort order using the controls at the top of each column.

4. Save your search and criteria as a new saved search (Actions > Save)

Related Topics
 Should | search by filter or keyword?

Search Using Keywords

Use keywords to optimize your search. Results match the name and details related to that keyword search criteria.

Search Complete Words

1. When searching for an item, finish entering a complete word in the Ask Oracle bar.
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o If you're searching for an item with multiple words in the name, enter any of the words. For example,
a search for Angeles retrieves matches for the account names Los Angeles Rubber, and Angeles
Warehouse. Your search also returns all accounts in the city of Los Angeles, all accounts on Angeles
Street, and all accounts with Jessica Angeles as the primary contact.

o Capitalization is ignored.

2. Press Return.

The application displays a list of records that contain your search term.

Search Partial Words, Exact Phrases, and Use Operators

You can search on partial words, exact phrases, and use operators between words.

« Use the star (*) symbol for missing characters or partial words. Use the symbol at the beginning, end, or middle
of the search term.

For example, entering *tion finds all items ending with the letters tion. Entering the star symbol in the middle
of a word such as Pi*le, returns Pinnacle, Pineapple.

- Use the question mark (?) to match exactly one character. You can use this wildcard at the beginning, end, or
middle of a word.

For example, entering Pri?e returns Price, Prize, Pride.

- Put multiple search terms in quotes to search for exact phrases.

For example, entering "Pinnacle Corporation" returns only Pinnacle Corporation, and any other records with
those two terms in that specific order.

- Use the | (pipe) operator to search on multiple terms.

For example, entering Chicago|Pittsburgh, finds accounts with those terms in the name. If searching on
addresses is enabled, the results also include all accounts in Chicago or Pittsburgh.

« Use the - (minus) and + (plus) operators to narrow down your search.

For example, entering +Pinnacle -Technologies when searching for accounts, returns all accounts with
Pinnacle in the name, but not Pinnacle Technologies.

When you use - (minus) operator followed by 2 or more words you must enclose the words in double quotes
(" "). For example, entering +Pinnacle -"Technologies Inc" when searching for accounts, excludes Pinnacle
Technologies Inc.

- You can enter multiple search terms separated by spaces.

Spaces between words act as implicit + (plus symbol) operators. For example, entering Pinnacle Corporation
finds all the accounts with those two words in the name, including Pinnacle Savings Corporation, Pinnacle
Distribution Corporation, and Pinnacle Corporation.

Your search also returns similarly spelled words. Such "fuzzy" matches are rendered below exact matches. The most
relevant items are always displayed first. The fuzzy match settings can be changed during setup. By default, the
application displays spellings that are one letter off if the first three letters of the word match exactly. A keyword search
on the term Cernar, for example, might return "Cerner" or "Cernas" in the search results. It won't return "Cesner",
"Carner", or "Kerner".
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Filter a List

Use filters to narrow down your search. You can filter using information in an Accounts, Opportunities, or Leads, as well
as information stored in their related objects. You add multiple filters. The filters are combined using an implicit AND.

Let's say you want to filter your accounts by the number of calls made and opportunities by the address of that account.
If you sell with partners, you can even filter opportunities using the addresses of the partners.

1. Click in the search bar.
2. Enter your filters:
o Some filters are numeric. For example, you can filter out accounts that have more than a certain number
of leads, calls, contacts, and so on.

i. Enter "Number" in the search bar.
i. Select the appropriate filter.
iii. Select the operator, such as greater than or less than.
iv. Enter the number.
o With other filters, such as city, state, country, or industry, select the value to filter from your data.

i. Enter cityin the Ask Oracle bar.
ii. You might see multiple options, depending on the filter, the object you're searching for, and how
search is configured.
o If you're filtering opportunities by city, select Account: Primary Address: City. If you're
working with partners, search the primary addresses of all the partners Partners: Partners:
Primary Address: City.
o If you're filtering accounts by city, search the primary address (Account: Primary Address:
City) or include all the addresses in the search (Account: Addresses)
iii. Select the operator. For city, the available operators are any of the text-field operators listed in the
Available Operators section.
iv. Now select one of the available values. The most frequently used are listed first.
v. Select more values from the list, or press Return to add the filter to the search.

Your filters display in the Ask Oracle bar.
3. Remove a filter by clicking its remove icon.

Available Operators

Text fields, such as the account name or the name of the account owner, can include search operators listed in this
table:

Text Search Operators Function
All of the Words All of the search terms must be present.
Any of the Words Any of the search terms must be present.
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Text Search Operators
Contains

Ends with

Equals

Exists

Fuzzy Match

Is Missing

None of the Words

Not Equal to

Starts with

Chapter 3
Search and Lists

Function

The results include entries that contain the search term you enter.

The results include entries that ends with the search term you enter.

The results must include the search terms in the exact case of the search term because searching on
Equals is case-sensitive.

Finds the records with any value in the field.

Finds records with similar spellings.

Finds all the records missing values.

The results exclude entries with the words you enter.

Finds all records that don't match the search terms in their order.

Finds all records that start with the search term you enter.

Numeric fields, such as opportunity Win Probability, can contain these search operators:

Numeric Search Operators

Between

Equals

Exists

Greater Than

Greater Than or Equal to

Is Missing

ORACLE

Function

The results fall between two entries.

Note:
Workspace search doesn't include the To Date field value in the Date filter if using this operator.

For example, let's say you perform a search for Opportunity records with the filter Close Date between
1/3/2021and 1/5/2021. Workspace search returns all opportunity records having Close Date value as
03 January 2021to 04 January 2021, but it doesn't return records having a close date of 05 January
2021. This is because Workspace considers the given filter values between 01-03-202112 AM and
01-05-202112 AM. Any records that have a value for 5 January 2021 won't be displayed in the results.

The number must equal the search term.

Finds the records with any value in the field.

Finds records with values greater than the entry.

Finds records with values greater than or equal to the entry.

Finds all the records missing values.
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Less Than Finds records with values less than the entry.
Less Than or Equal to Finds records with values less than or equal to the entry.
Not Equal to Finds all records not equal to the entry.

Filter by Numbers and Dates

You can filter your list by ranges of numbers and date fields. You can also specify that you want to see results lower or
higher than a number or a date. And you can find all records with no entries.

Filter a List by Numeric Amounts

1. Click in the Ask Oracle bar.

2. Start entering the name of the numeric field and select it from the list. For example, enter revenue and select
Primary Revenue: Amount.

3. Select one of the suggested amount ranges from the list, or click Advanced Filter for searches related to a
specific revenue amount. For example, you can search for opportunities with revenues under or over $10,000,
or for opportunities with no revenue.

Filter a List by Due Dates

For a task list or for appointments, you can search by due date using dynamic time periods such as this week or next
week or by specific date ranges. Here's an example on filtering tasks in the Activities work area.

1. Enter Due Date in the Ask Oracle bar.
2. Select the Due Date filter from the list of suggestions.
3. You can filter one of two ways:

o Select any of the suggested dynamic time periods such as Next 30 days, This Week, Today, Last Month
and so on. Each range indicates how many records there are in each category.

o To search by a specific date or search by other criteria, click Advanced Filter. For example:

- Search for appointments prior to a date.

- Search for all the appointments that are missing a due date.

- Create your own dynamic queries. For example, you can search for all appointments in the next 5
days.
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Group and Summarize Search Results

You can group your search results by different attributes and display key information about each grouping. For example,
group your accounts by the city where accounts are located and display the sum of the revenues in each. Different

objects permit different groupings. You can group opportunities by sales stage and group leads by their status, for
example.

Group Search Results

To group your search results on the list page, select the attribute from the Group By drop-down list (callout 1in the
screenshot).

Your results are automatically grouped in collapsible sections (callout 2) with the count of records in each (callout 3). For
example, grouping your leads by status, shows you how many leads are unqualified, qualified, converted, or retired.

Open Leads Actiors. = || Cresbelesd
[=] sung (1) X Facord San lown X Creation Date >3 17122 1x00AM X Tey sesrching by keyword or add Add Fder
Amin —

143 Results Grouply | Bank o

Ri Lesd Mame -~ Exisring = D= - St I A = Souroi Artty Sales = A e
H 100EW Matural Gas Lockman-Han, $ 107 Ling Drec Miod dvaiabie Partnes
H 100EW MNatural G Lockiman- e, £ 107 Uiy eH.a7 Dt Mot Availabie Pariner
H L00KW Matural (s J A ot - W § 218, Ling [LE] Dy M Al bl Paaririps
H ID0KW Matural Gas Lubowis-58m § 171 hasl SL42 E -Mail Averape Direct
H 1250 Dinptate| 1o Huilley, Spaner §La% Uiy s 58 web Mot Availabie Partrier
> Cold 47
¥ Warm

15
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Summarize Revenue or Other Key Data in Each Grouping

Summarize key information such as the total revenue or total deal size, for each grouping. Here's how:

1. Click the Actions button.

Open Leads o Actions = | CreateLead
o Status (2) X Record Set lown X Creation Date >= 1/1/22 12:00 AM
Try searching by keyword or add a filter Acld Filter
T A T e
143 Resulis Total Deal Size $105,278,8456.00 e Group By  Rank -
? Hot 81 $65,412,326.00
2 Cold 47 531,758,522.00
» Warm

15 58,107,998.00

2. Select Manage Group By.
From the Manage Group By window, Group Sort Order field, select the groupings displayed on the page.

4. From the Aggregate Field field, select the attribute you want to summarize. For example, for leads, you might
want to summarize each group by deal size.

5. From Aggregate Function, select how you want the summary information calculated. Select from:

W

o Average
o Maximum
o Minimum
o Sum

6. Click Apply.

Your list displays the totals for all the search results (callout 2 in the screenshot) and subtotals for each of the groupings
(callout 3).

Group By Fiscal Quarter

You can filter records grouped by fiscal quarter rather than the default calendar quarter. Group by fiscal quarter can be
really useful to list opportunities closing in the current and next fiscal quarters or to list leads generated in a previous
quarter.

For example, you can search opportunities by Close Date by selecting the By Fiscal Quarter filter from the Groups
drop-down list on the Manage Group By dialog.
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Navigate to the Next or Previous Record

When you're working in a list, you can navigate to the next or previous record by clicking the Next and Previous arrows
highlighted in the screenshot. Clicking the name of the list takes you back to the list view.

Dickens and Sons © [ Details
Primary Industry Energy  Owner Fusion Admin
Q Try Account Advisor

| Tip: To work through all the items in the list, drill down in to the first record and then use Next.

Search in Fields on Create and Edit (Details) Pages

In Sales for Redwood, some of the fields on the Create and Edit pages (the pages you open when you click the Details
button) give you the same advanced search capabilities as the list pages within fields. You can search using words in the
name or using related information. You can also use the same logical operators and wild cards. Like list pages, you can
select a saved search to restrict the search to just the items of interest to you.

1. Place your cursor in the field to see recent and frequently accessed items.

Here’s a sample list of suggestions (callout 2) for the Primary Contact field (callout 1).

Primary Contact

Ray Conboy Omega Technologies +1 788454690 x123 ray.conboywebconfere
a nce@gmail.com
George White Ovum Healthcare +1 (650) 555-1212 gwas878@egmail.com
Alex Ross Mova Software +1 (206) 695-1289 glex.ross@noreply.com
Spectrum
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2. If the suggestions don’t match what you're looking for, search using words in the name and related attributes.
For example, if you're adding a contact to a lead or opportunity, you can search by contact name or by account
name. Searching by the account name gets you a list of all of the contacts for account.

You can also search on a combination of terms. For example, you can enter the account name and the city
where it’s located. For example, a search on Pinnacle (the account name) and Seattle (the city), gets you
Pinnacle Technologies in Seattle.

Pinnacle Seattle v "

Pinnacle Technologies 600 dth Ave Rm

(SEATTLE, US) 107.5EATTLE, WA
98104-1850

3. You can narrow down the scope of your searches ahead of time by picking a saved search from the Actions
menu (callout 1in the screenshot).

For example, to search only accounts where you're on the team or territory, select the My Accounts saved
search (callout 2). The saved search name appears as a filter in the field name (callout 3)

Account - My Accounts e - A o
E;T:Sares Rep =+ Create Account
S =5 Default Search View
Standard Sales Process

=5 Accounts
§ 251,236.2 S5 MyAccounts e v
Forecast Category =5 My Favorite Accounts
Committed

S5 My List for Accounts
Close Date
11712725 —_

=@ My Team's Accounts 360
Primary Campaign — .

Sa My Team's Lonely Accounts

Tip: You may be able to search on attributes not displayed in the list of search results. For example, you may be able
to search for accounts by the account owner although Owner isn’'t one of the columns in the results. Your application
administrator can enable search on a large number of fields.

Which Attributes You Can Search

Here's a list of searchable attributes Oracle predefined for each create field.

- Account:
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Page

All create pages where the Account
field appears.

. Contact

Page

Create Account

Create Appointment

Create Lead

Create Opportunity

Create Task

- Lead

Page
Create Appointment and Create Task

pages

- Opportunity

Page

Create Appointment and Create Task
pages

Chapter 3
Search and Lists

Attributes You Can Search

Account Name, Account Primary Address, Primary Contact Name

Attributes You Can Search

Contact Name, Job Title

Contact Name, Job Title, Primary Account Name

Contact Name, Job Title, Primary Account Name

Contact Name, Job Title, Primary Account Name

Account Name, Account Primary Address, Primary Contact Name

Attributes You Can Search

Lead Name, Account Name, Primary Contact: Name

Attributes You Can Search

Opportunity Name, Account Name

Search Partial Words, Exact Phrases, and Use Operators

You can search on partial words, exact phrases, and use operators between words.

- Use the star (*) symbol for missing characters or partial words. Use the symbol at the beginning, end, or middle

of the search term.

ORACLE
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For example, entering *tion finds all items ending with the letters tion. Entering the star symbol in the middle
of a word such as Pi*le, returns Pinnacle, Pineapple.

- Use the question mark (?) to match exactly one character. You can use this wildcard at the beginning, end, or
middle of a word.

For example, entering Pri?e returns Price, Prize, Pride.

- Put multiple search terms in quotes to search for exact phrases.

For example, entering "Pinnacle Corporation" returns only Pinnacle Corporation, and any other records with
those two terms in that specific order.

- Use the | (pipe) operator to search on multiple terms.

For example, entering Chicago|Pittsburgh, finds accounts with those terms in the name. If searching on
addresses is enabled, the results also include all accounts in Chicago or Pittsburgh.

« Use the - (minus) and + (plus) operators to narrow down your search.

For example, entering +Pinnacle -Technologies when searching for accounts, returns all accounts with
Pinnacle in the name, but not Pinnacle Technologies.

When you use - (minus) operator followed by 2 or more words you must enclose the words in double quotes
(" "). For example, entering +Pinnacle -"Technologies Inc" when searching for accounts, excludes Pinnacle
Technologies Inc.

- You can enter multiple search terms separated by spaces.

Spaces between words act as implicit + (plus symbol) operators. For example, entering Pinnacle Corporation
finds all the accounts with those two words in the name, including Pinnacle Savings Corporation, Pinnacle
Distribution Corporation, and Pinnacle Corporation.

Your search also returns similarly spelled words. Such "fuzzy" matches are rendered below exact matches. The most
relevant items are always displayed first. The fuzzy match settings can be changed during setup. By default, the
application displays spellings that are one letter off if the first three letters of the word match exactly. A keyword search
on the term Cernar, for example, might return "Cerner"” or "Cernas" in the search results. It won't return "Cesner",
"Carner", or "Kerner".

Export Search Results

From the landing page, you can export a maximum of 2,000 search results as either a Microsoft Excel or a .csv file. The
exported file includes all of the columns displayed in your search results. The default 2,000 limit can be increased to a
maximum of 10,000 by the administrator.

1. Make sure that the Group By field is set to None. You can’t export grouped results.
2. C(lick Export and select the file format, either Export to Excel or Export to CSV.
The file downloads to your computer.
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Change Fields Display in the List
You can change what fields display in the list of results, in what order they appear, and how the results are sorted.

- Change sort order by clicking on any of the sort icons on the columns.

- Change which fields appear in the results:

a. Click the Actions button.
b. Select Manage Columns.
c. Select the fields you want to display. You can search or scroll through the list.

- Change the order of columns:

a. Click the column header.
b. Drag the column to the new place.

« Adjust column width.

Search for Resources

You can add any resource in the sales organization as the owner of a record or a task, as a member of the sales team,
or as participant in an appointment. You can search for the resource by name, email, resource organization, manager
name, and manager email.

Managers can narrow down the list to those resources they manage by selecting the My Organization saved search
from the Actions menu (3 dots).

Mart Hoopeir

52 My Organization

Administrators can modify which attributes are available for search. However, the My Organization saved search is
provided by Oracle and is the only saved search available for resources.

Search FAQs

Should | search by filter or keyword?

When you add a filter, you're filtering your results by a specific field. Searches are more general. For example, filtering
your accounts by "city equals Boston", returns all accounts in the city of Boston.
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By contrast, searching for Boston, returns accounts in Boston, accounts with contacts named Boston, and accounts on
Boston street.

When should | search with filters?

Use filters for a more precise search. For example, using the filters "Existing Account: Primary Address: City Equals
Boston" and "Existing Account: Name Contains Tech" searches specifically for accounts with the word Tech in the name
with an address in the city of Boston.

Entering Tech Boston as keywords, returns potentially more records than accounts with Tech in the name with an
address in Boston. Results may include accounts on Boston Street, accounts named Boston on Tech Street, and
accounts with the word Tech in the name and contacts named Boston.

What's the sort order in search results?

When you select a saved search, the results get displayed in the order defined in the saved search. That order can be
based on the sort order of a particular column. You can always specify your own sort order by clicking the header on the
columns. When you do a keyword search, the sorting order defaults to sort by relevance: the records with the highest
number of hits are listed first. For example, searching accounts on the term "Redwood", lists accounts with Redwood in
the name and addresses in Redwood City before listing accounts with Redwood in the account name only.

If you decide to sort your results ascending or descending on a particular column, you can always return to the sort by
relevance, by selecting Sort by Relevance from the Actions menu
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4 Saved Searches

Saved Searches

Saved searches store all your search criteria, filters, and formatting. Use saved searches to create lists of useful
information in each work area. For example, you can create a saved search to track accounts in a particular country, or a
list of opportunities closing in the next month.

When you go to a work area, your default saved search set for that area runs. Select a different saved search by placing
your cursor in the search field. Generally, search results display as a list on the landing page. You can also have saved
searches for contacts and leads display the first item in the list.

Sales administrators predefine lists for different roles in the organization. Sales users have many ways to work with
saved searches.

- Create saved searches of your own.
Hide the ones you don't like.

- Specify which one you like to see by default when you open a work area.

Manage Saved Searches

Configure which saved searches appear in each work area from the Manage Saved Searches page.

The Manage Saved Searches page anatomy.
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Opportunities - Manage Saved
Searches
ﬁ-ihl?i":t Default Mame Created By
o o My Favorite Opportunities Oracle
w My List for Opportunities Oracle
v My Open Opportunities Oracle
v Open Opportunities sarasalesrep
(2
b * Open Opportunities Sales Admin
v Open Opportunities Where | a... Oracle
v Oppartunities at Risk Sales Admin
b Oppartunities Pipeline Sales Admin
Callout Number Column
1 Show in List
2 Default
3 Name
4 Created By
5 Shared With
6 Actions

Shared With

Everyone

Everyone

Everyone

Only Me

Everyone

Everyone

Everyone

Everyone

Actions

Ty
ww

EER]

Explanation

Hide lists you don't want to see using the
Actions menu (callout 7)

The saved search that you see by default. You
can specify a different default using the Actions
menu (callout 7).

Clicking on the name of the saved search
displays the search results.

You can only delete or edit saved searches
created by you.

Unless you're a sales administrator, your saved
searches are personal (Only Me). However, you
can still shared them by sending them a link
you create from the Actions menu.

The Actions menu (three dots) displays the
available actions for each saved search.
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Callout Number Column Explanation

Save a Search

Saving your current search and your preferred way to display results is as simple as clicking Save. This saves your
search, including search keywords, filters, columns, and sort order of the results.

1. Click Save on the landing page.
2. Inthe dialog box, enter the name for your saved search. Your saved searches are listed in alphabetic order.
3. Click Save.

Your new saved search is now listed with the other saved searches when you click in the search box.

Share a Personal Saved Search

You can share a saved search you created by creating and sharing a link.
Here's how:

1. With your saved search displayed in the list page, click Actions > Manage Saved Searches.
2. Click Actions (the three dots icon) for your saved search and select Share Via Link.
3. Copy the link that appears in the Shared With column and share the link with others.

Hide a Saved Search

You can't delete the existing prebuilt saved searches, but can hide any saved search from view.

1. Navigate to the work area.
2. Click in the Ask Oracle bar and select Manage Saved Searches.
3. Click Actions (the three dots in the Actions column) for the saved search you want to hide and select Hide from List

Set a Default Saved Search

You can set which saved search appears by default in a particular work area.

1. Navigate to the work area.
2. Click in the Ask Oracle bar and select Manage Saved Searches.
3. Click Actions (the three dots in the Actions column) for the saved search and select Set as Default.
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Rename or Delete a Saved Search You Created

You can only rename or delete saved searches you created.

Navigate to the work area.

Click in the search field and select Manage Saved Searches.

Click Actions (the three dots in the Actions column) and select Edit or Delete.
If you're renaming, then enter the new name.

Click Save.

R WN B
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Sales Dashboard

Search Across All Sales Information (Global Search)

Search all sales information from the Ask Oracle bar.

1. Inthe Sales Dashboard Ask Oracle bar, enter a search keyword.

Sales Dashboard
o pinnacle

Pinnacle Technologies
D 3903 Ambassador Caffery Phwy LAFAYETTE, LA 70503

Joshua Balogr

Pinnacle Technologies@loshua Baker
& Joshua Baker

+1 [958) 555-1783

Pinnacle Technologies@loshua Baker
H  §34.600

Pnnacle Technologees

Pinnacle Technologies &50kW Hybrid Fuel Generator
Y 4185000

Pnnacle Technologees

Pinnacle Technologies SolarCare Monitoring Control Panel
Y $222600

Pnnacle Technologees

Q) Search pinnacle

Account

Sales Lead

Opportunity

Opportunity

Opportunity

2. If you see what you're looking for in the list of suggestions, drill down on the name. Or click the link to the

parent object. For a lead, call the primary contact.
3. If you don't see the item, click Search at the bottom of the list.
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4. Inthe Search Results page, you can filter the list of results by object and other attributes.

Search Results
o pinnacle Object X Try searching by keyword or add a fileer
TRl o L s AN R 7 P —
0 Accounts
Pinnacle Technolc Joshua Baker
3903 Ambassader [ Activities LA 70503
High Techrokagy
[ Assets
Pinnacle Technale +1 (958) 555-1288
@ Joshua Baker D Contacts joshua baker @noreply.com
VP, Global Procure
[ Deal Registrations
Pinnacle Technologies@Joshua Baker Pinnacle Technologies
H $34.600 300000000325737
11784725
Pinnacle Technologies 650kW Hybrid Fuel Generator Pinnacle Technologies
g $185000 Closed Lost

5. To show only the results that you've interacted with recently, add the Show Smart List filter and set it to True.
The filter displays the most relevant items to you as described in Display the Most Relevant Items to You.

Search Results

Pinnacle Technologies

Hagh Techmnology

L= pinnacle Show Smart List True

3903 Ambassador Caffery Pkwy, LAFAYETTE, LA 70503

Try searching by keyword or add a filter

Joshua Baker

Filter the Content of Your Dashboard

Depending on sales administrator setup, you can filter the contents of the sales dashboard by team, time period,
territory, and product groups. When you select a filter the information in the tab KPI and appropriate charts are updated

automatically. Only the active tab is filtered.
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For example, if you filter a sales dashboard tab showing the team pipeline on the name of one of your subordinates, the
pipeline KPI and graph are updated with pipeline information specific to that individual's team.

To filter:
1. Click the name of the filter next to the Ask Oracle bar.

The filter moves to the bar.
2. Click the filter again and select the value.

Different Ways of Creating Charts for Your Dashboard

As a salesperson or a sales manager, you can create your personal charts and reports for your sales dashboard in two
ways:

Use Al to generate simple charts on the spot.

You enter a prompt, such as "show opportunities by sales stage for the Standard Sales Process sales method",
in the Ask Oracle bar, and the Sales Analyzer agent creates the chart for you.

Things to know:

o For salespeople, the charts are temporary. Only sales administrators can save them in the library and add
them to the dashboard.
o What attributes you can include in charts depends on Adaptive Search setup.

o You're limited to grouping the data by one attribute. For example, you can have the Sales Analyzer create
a bar chart showing the number of opportunities for each of your team members by sales stage, but you
can't generate a stacked chart that shows the number of opportunities and revenue by sales stage.
For details, see the topic Create a Chart from a Prompt
Use the Express Reports feature to create reports that use the power of Oracle Transactional Business
Intelligence (OTBI) without the complexity.

As a salesperson, you can save the reports and charts that you create and add them to your sales dashboard,
provided you have the personalization privilege. Sales administrators can add express reports to the
dashboards they create for the sales organization.

With Express Reports, you can:

o Quickly build trend analysis reports on large sets of historical data.

o Include predefined metrics in reports to easily see trends, such as win-loss trends in the pipeline, and
other key performance indicators.
o Group data by several factors. Group revenue by product and state, for example.

o Take advantage of prebuilt visualizations to display the trends and key performance indicators.

For information on Express Reports, see the How do | get started with Express Reports? playbook.

Sales administrators also have more ways of creating and adding charts to the sales dashboard. For information on
the Visualization Configuration tool and other ways of adding charts and tables, see the How do I configure the Sales
Dashboard in the Redwood User Experience? playbook.
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Create a Chart from a Prompt

Create charts by entering prompts into the Ask Oracle bar.

Note: Only attributes the administrator has enabled for the Group by option in Adaptive Search setup are available
for chart creation using prompts.

1. Enter your prompt starting with the verb "show". Be as specific as possible. For example, enter: show lost
opportunities by sales stage for the Standard Sales Process sales method .

Sales Dashboard

= show lost oppartunities by sales stage for the Standard Sales Process sales methad1

Mo results found.

¢ Visualize show lost opportunities by sales stage for the Standard Sales
164 G
Process sales method
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2. When you see the Visualize prompt, click it or press the Shift and Return keys on your keyboard.

Insights »
show lost opportunities by sales stage for the Standard Sabes Process sabes mathod

Lost Opportunities by Sales Stage - Standard Sales Process

Status Lost  Sales Method Standard Sales Process

3. You can update the dimensions or metrics of the visualization by clicking the Action (3 vertical dots) icon.
Depending on the graph type, you can change:
o The attribute on the x-axis
o The attribute that's used to categorize the data
o Graph orientation
o Graph stacking

4. If you aren't satisfied with the result, rephrase your prompt.
5. If you have sales administrator privileges, you can save the visualization by clicking Add to Library.

The visualization appears in the list of available visualizations when you edit the sales dashboard layout using
the Edit Page Layout button.
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Generate Insights from Sales Dashboard Graphs

You can have an Al agent generate insights into the business data underlying the visualizations in the sales dashboard.
You can then ask follow-up questions to obtain more details.

To generate insights:

1. Click Action (the 3 vertical dots) on the graph and select Insights.

Sales Dashboard i Pagps Layyout
L =]
Try searchi Tume Persod Team Termiory Product Groups
My Team's Pipeling Creerdisp Tasks  Mesh Aawmon Rerewal Rate Sales Forecast Accounts
$15.97M (2B8) 760 62% £4.42M 11% b
Crarneent Duarter Curment Cusarier Current Panod v Lt Chua
Pipeline Lifecycle Analysis
Sales Method
Standard Sales Process Insights b
Stage Comversion Bate (%]
20% 40 240 BO 10 ¥ Ais »
02- Opportucsty | 1 Categorized By »
b 8 — Y1 Axis b
& o5 ageement [N " Orientation 3
o - Negovation NI "
o7 - coeed [ ,  tacked Layout ¥
0,00 §1.00M 52,000 3008 52 00 §5 008
Rewenue

The Generate Insights Al agent opens a drawer and takes a few seconds to generate the initial insights.

ORACLE

54



Oracle Fusion Cloud Sales Automation Chapter 5
Using Sales for Redwood Sales Dashboard

2. You can enter any number of follow-up questions. The types of questions you can ask include but aren't limited
to:
o Clarification
o Comparison
o Root cause analysis
o Deep dives
o Anomalies and outlier detection
o Trend analysis and forecasting
o Whatif scenarios

o Next steps for you to follow

For question examples, see the topic Types of Questions You Can Ask About Your Sales Dashboard
Visualizations.

Types of Questions You Can Ask About Your Sales Dashboard
Visualizations

Here are some examples of the types of questions you can ask about visualizations on the sales dashboard.

Each section lists sample questions for a particular visualization.

Leads by Status and Owner for the Last Month

Question Type Sample Questions

Clarification - What's the total deal size of qualified leads across all reps?
- Which rep owns the largest share of unqualified leads?
- Which rep has the highest total revenue at risk?

- What proportion of Anne Lenox’s pipeline is classified as high risk compared to medium risk?

Comparison - How do qualified leads compare with converted leads in terms of total deal size?

- Which rep has the highest conversion rate compared to others this month?

Root cause analysis - Why are many leads remaining in the qualified stage without progressing to conversion?

- Are there specific reps or territories where leads are more likely to end up unqualified?

Deep dives - Can you break down the converted leads by industry to see which verticals are converting better?
- Within qualified leads, which product categories have the largest deal size?
Anomalies and outlier detection - Are there any reps with unusually high unqualified lead percentages compared to the team
average?

- Do any leads have deal sizes far above or below the normal range in each stage?

Trend analysis and forecasting - How does this month’s lead conversion rate compare to the last 3 months?
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Question Type Sample Questions

- If the current pace continues, how many leads are likely to be converted next quarter?

What if scenarios - What if we improved conversion rates for qualified leads by 10% — how much additional revenue
would that generate?
- If we redistributed unqualified leads to top-performing reps, how many could potentially be
converted?
Next steps « Which reps should prioritize follow-ups to maximize conversions next month?

- What are the top 3 common objections from unqualified leads that we should address as a team?

My Team's Opportunities at Risk

Question Type Sample Questions

Clarification - Which rep has the highest total revenue at risk right now?

- What proportion of Anne Lenox’s pipeline is classified as high risk vs. medium risk?

Comparison « How does the total revenue at risk for Quinn Weber compare to Rory Morrow?

- Which rep has the lowest revenue at risk compared to the rest of the team?

Root cause analysis - Why does Anne Lenox have such a high volume of opportunities in the high-risk category?
- Are there common reasons or deal stages where opportunities are slipping into risk across
multiple reps?
Deep dives - Can you list the top 5 accounts contributing to high-risk revenue for Anne Lenox?

- Which specific deals under Rory Morrow are contributing to the medium-risk category?

Anomalies - Are there any reps showing unusual spikes in risk compared to their historical averages?

- Which opportunities have been stuck in risk status the longest without movement?

Trend analysis - How has the total revenue at risk trended over the last 3 months across the team?
- If the current trend continues, how much of the team’s pipeline might remain in risk status next
quarter?
What if scenarios - Lenox manages to recover 50% of her high-risk opportunities — how much revenue could that
add back?

- If Quinn Weber reduces medium-risk deals by half, what impact would that have on overall
pipeline health?

- What happens if all reps improved their opportunity risk mitigation by just 10%?

Next steps - Which reps should | prioritize coaching to reduce high-risk deals immediately?
- What specific accounts need urgent follow-up this week to prevent revenue loss?
- What early warning signals should the team track to stop deals from falling into risk?

- What are the top 3 recommended actions for each rep to improve their opportunity risk profile
next month?
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My Team's Opportunity Pipeline Distribution

Question Type Sample Questions

Clarification - Which rep has the highest total revenue in their pipeline?

- Who has the highest number of opportunities regardless of revenue size?

Comparison - How does Anne Lenox’s revenue compare with Rory Morrow’s?

- Which rep has a higher average deal size — Anne Lenox or Quinn Weber?

Root cause analysis - Why does Anne Lenox have significantly higher pipeline revenue compared to other reps?
- Are reps with fewer opportunities also working on smaller deal sizes, or is it just fewer deals
overall?
Deep dives - Can you break down Anne Lenox’s opportunities by stage to see where most of her revenue is
concentrated?

- Which accounts are contributing most to Rory Morrow’s revenue pipeline?

Anomalies - Are Anne Lenox’s large deals unusually concentrated in a few accounts compared to the team?
- Which reps have unusually high opportunity counts but relatively low revenue, suggesting small
deal sizes?
Trend analysis - How has the pipeline revenue distribution across reps changed over the last 3 months?

- If each rep maintains their current pace, what will their revenue contribution look like by the end
of the quarter?

What if scenarios - What if Rory Morrow increased his average deal size to match Anne Lenox’s — how much
additional revenue would that generate?

- If Quinn Weber doubled the number of opportunities in his pipeline, what would his total revenue
look like?

- What happens if Anne Lenox loses her top 2 largest deals — how does it impact the overall team
pipeline?
Next steps « Which reps need immediate coaching to improve deal size or volume in their pipeline?
- What should the team focus on this month to balance pipeline distribution across reps?

- Which specific accounts should be prioritized to quickly increase revenue for underperforming
reps?

- What cross-team best practices from Anne Lenox’s pipeline management can be shared with
other reps?

Products Generating Revenue of More than $1M in the Last 3 Years

Question Type Sample Questions

Clarification - Which product contributes the majority share of revenue above $1IM in the last 3 years?
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Question Type

Comparison

Root cause analysis

Deep dives

Anomalies

Trend analysis

What if scenarios

Next steps

Pipeline Lifecycle Analysis

Question Type

Clarification

Comparison

Root cause analysis

ORACLE
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Sample Questions

What percentage of revenue is contributed by all other products combined (excluding the top
one)?
How does the revenue share of Activity Hub B2C compare to 6500RT Servers?

Which product has the smallest contribution, and how much lower is it compared to Accessories?

Why is the revenue so heavily concentrated in the “Category under GCM Total Unspecified”?

Are the lower-performing products in this chart underinvested in sales/marketing or lacking
demand?

Can you break down the “Category under GCM Total Unspecified” into sub-products or offerings?

For Activity Hub B2C, which regions or industries contributed most to its $IM+ revenue?

Is the dominance of one category a normal trend, or is it an anomaly compared to other years?
Are there products that nearly crossed the $1M threshold but fell short due to bottlenecks like
pipeline gaps or delivery delays?

How has the revenue share of these top products changed year-over-year in the last 3 years?

Based on current trends, which product is most likely to cross $2M revenue next year?

What if the revenue from the top product declines by 10% — how would it impact the overall
distribution?

If investment in 360Commerce ISO doubled, what could its revenue contribution look like in the
next 3 years?

What happens if all smaller categories (below 3%) are consolidated into one offering — how much
market share would that represent?

Which smaller products should we prioritize for investment to diversify revenue?
What specific actions could increase Activity Hub B2C’s share beyond its current level?

How should the sales team balance focus between defending the dominant product’s revenue
and growing emerging products?

What product-level adjustments (pricing, bundling, or cross-selling) could help boost
underperforming categories?

Sample Questions

Which stage currently holds the largest revenue in the pipeline?

What is the overall conversion rate from qualification to closed won?

How does the revenue in the Qualification stage compare with the Opportunity stage?

Which stage has the highest drop-off rate compared to the previous stage?

Why are so many deals concentrated in the Qualification stage rather than moving forward?

At which stage do we lose the most deals, and what are the common reasons behind it?
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Question Type

Deep dives

Anomalies

Trend analysis

What if scenarios

Next steps
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Sample Questions

Can you break down the lost opportunities in the Presentation stage by industry or account type?

Which accounts or reps are most successful at progressing deals from Negotiation to Closed
Won?

Are there any stages where the conversion rate is significantly below expectations compared to
benchmarks?

Which deals have been stuck the longest in the Agreement stage, creating bottlenecks?

How has the stage conversion rate for the Opportunity stage changed in the last 3 quarters?

Based on current conversion rates, how many deals are likely to close successfully by the end of
the quarter?

What if we improved the conversion rate in the Building Vision stage by 10% — how much
additional revenue would move forward?

If the drop-off in the Qualification stage is reduced by half, how would it impact overall pipeline
health?

What happens if all deals in the Negotiation stage close successfully — what would be the total
revenue impact?

Which stage should the team focus on immediately to improve overall pipeline progression?
What specific actions can sales managers take to reduce losses in the Opportunity stage?

Which reps need targeted coaching to improve performance in midfunnel stages like Building
Vision or Presentation?

What playbooks or enablement materials should be introduced to help increase conversion at the
Agreement stage?

Personalize Your Sales Dashboard

You can add, remove, and rearrange content to create your own personal dashboard. You can add content provided by
administrators as well as visualizations that you created from prompts and using the Express Reports tool.

When you edit the sales dashboard, that personalization is available only to you. You can't share it.

Click the Edit Page Layout button to open the editing mode.

ORACLE
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Sales Dashboard Edit Page Layout
o Try searching by k_.. Tirva Pegriesd Tearm Tarritong Produt Geoups
My To-Dos Crexal Pipihire
44 5 31,173.59873T
My Team's Opportunities
- " " Win - ~ Close "
Mame 2 Account 7 Owiner = Probability - Amount = Date = Actions
OBLA_Oppty_3_old 0BIA New Technologhe Gabrielle Lee 0.52% % 31,000 4/11/10 o
OBLA_Oppty_1% 0BIA New Education ({ Gabrielle Lee 0.8% %0 4/19,/10 d
OBLA_Oppty_20 OBIA New Education ((  Gabrielle Lee  0.5% $0 6/19/10 d
Use the Library pane to add content. To move an remover items, hover over them and use the controls.
Library Pane Functions
Callout Feature Description
1 Use the Actions menu to restore the original dashboard.
2 Search for content.
3 The KPI filter displays the content available to create the top of a tab. The Visualizations filter lists the
content you can add to the tab itself.
4 Drag items into place using the handles.
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Actions - Exit Edit Mode
Libsrary o
Library ®

Restore Defaults

O, search e
EPl  Visualization o

Hardware Opportunities -
Daeist Chaet

Hardware Opportunities
(=]

Hardware Opportunities
Pae Chart

My Team’s Pipeline for Sales
Manager =

Furme] Chart

My Team's Deal Size by
Resource for Sales Manager —
Bar Chart

My Team's Leads by
Resource for Sales Manager -
Bar Chart

Create Tabs

You can create your own tabs. Here's how:

1. Inthe Library pane, click KPI to view the available KPIs that you can use for the top of your tab.
2. Drag one of the items next to one of the existing tabs on the sales dashboard.

Actionsg = Excit Eclit Made

Hargware Pipeling Hardware Opporiunities s

Library ®
$12.71M $12,705,622.80 (&)

Hardware Oppartunities .
EPI o

3. You're now ready to add content.
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Add Content to an Existing Tab

You can have maximum of 5 items in a tab. You can add:

- Charts and tables created by administrators in the Visualization Configuration tool.
- Charts that you created by entering prompts in the Ask Oracle bar and saved in the library.

Express Reports that you've created and those shared with you by an administrator.

Note: The library includes all available visualizations and express reports. Some may not be applicable for your role in
the organization. You may not have permission to view the data in some charts, for example.

Here's how to add content:

1. Inthe Library tab, click the Visualizations button.
2. Search for what you want to add in the library.
3. Use the handles to drag the item into place on the dashboard.

Move and Remove Content

- To move an item, hover over it and drag using the handle.

- To remove an item, hover over it and click Actions > Remove

Pipehne Hardware Pipeline
$12.71M $12.71M
I - . N
Remove

Restoring the Default Dashboard

You can restore the original dashboard, by clicking Actions > Restore Defaults (the button at the top of the page).
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6 Leads

Create Leads and Close Deals

Sales is all about closing deals. But getting there takes many steps and knowing where you're at in the process at all
times. Let's take a look at what it takes.

Here's a diagram of the different steps in the process of opening and closing opportunities.

0~ -

J\ Mo Retire Lead
~
) N\
o
_e a\ Qualified?
Unaccepted \\ fe
Leads Queue Yes
Convert to
Opportunity
'_e Automatic l
Accept Lead Seoring, N
= Ranking, N
J Qualificatio -
Al L2ad Seore " Accountand "
~. Contact -~
-— \Created;/
T \\\ //
Evaluate Lead Lb Communicate with x,rL
o Customer *
Assign to
Click to Dial Terrltg;:-"rlﬁ ——
Email l @
Sales
Work Opportunity Met hods
Activity Stream

m Close

‘ ‘ Requirements
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Sales Process Steps Sales for Redwood Features

Leads are created in the application, or you Both net new leads (new prospects) as well as existing customer leads (for renewals/upgrade/cross-

import leads from outside sources (callout
1in the process).

The lead gets assigned.

Evaluate the lead and update lead
information (4).

Qualify the lead.

When the lead meets all the criteria for
conversion, the lead owner converts the
lead into an opportunity (8) They can
assign it to another salesperson.

Guided by the sales method defined for
each sales situation (10), the opportunity
sales team works to close the deal.

The sales team closes the opportunity
when the deal is won or lost. If a deal is
lost, the sales organization may require
you to enter competitors and the reasons
why the deal was lost.

Lead Types

sell or up-sell) are supported. When you create a lead with an existing customer, you can review key
account and contact information. For a net new lead, you can add and update key company and
contact information.

Depending on your setup, a lead is automatically assigned to a sales territory or put on a list of
Unaccepted Leads (2) where members of the sales team accept the leads they are going to qualify (3).

Use the built-in click-to-dial phone feature to call the prospect. Or you can email them right from the
lead record (5).

All the email conversations, call notes, and lead updates get stored in the activity stream (6) the team
sees.

If you receive a reply from a prospect, you're notified of the incoming email. You can see the reply as an
email thread in the context of the lead.

You can use customer data enrichment and address verification services to add valuable information to
the lead, and you verify company names, contacts, and addresses.

At any time, you can create an account and contact and add them to the lead.

Your application administrator can create rules that automatically detect if required information is
entered and score, rank, and qualify the leads that meet your organization criteria (7). Estimate the
likelihood a lead will get converted into a deal from the Al lead score automatically calculated from on
your past sales.

The administrator decides what lead information gets copied to the opportunity.

When net new leads get converted to opportunities, any new accounts and contacts are created

automatically (9). The administrator decides what lead information gets copied to the newly created
contact and account.

The sales team creates different sales methods for different sales situations. Each sales method can
take salespeople through different sales stages and steps.

Sales administrators can specify if competitor and close reason entry are required (11).

If you want to pursue a lead with existing customer for renewal, upgrade, up-sell, cross-sell, or maintenance service, you
create a lead for an existing account and contact.

ORACLE
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If the lead is for a new prospect or for a new contact, you have two options:
- You create the account and contact before you create the lead
- You temporarily store the account and contact names as text in the net new lead itself.

Net new leads keep the account and contact information in the lead itself as text until it's verified. You can use the
Existing Contact and Existing Account fields to enter both types of leads. You can enter the account and contact as text,
or you can select an existing account and contact.

Create a Lead

You can create a lead in multiple ways: from a contact, from an account, and from the sales dashboard. Here are some
tips to save you time:

- If you know the account and contact don't yet exist in your application, you can enter the account and contact
names in the lead as text. As you type account and contact names, the application suggests any matching
accounts and contacts. If you find right match, you can select it. If not, you can continue with typed values to
create a net new lead.

- If you know that both the contact and account exist in your application, then create the lead from the contact.
When you do, the lead gets automatically populated with the account and contact information. When you start
with the contact, you also get an overview of the existing leads associated with the contact and the history of
past interactions with the contact.

- If you know the contact is a new contact for an existing account, you can create the contact first and then create
your lead. Or you can review the account information first and create the contact and lead from there.

Create a Net New Lead

Here's how to create a net new lead, which stores the account and contact information in the lead. You can have the
application create the account and the contact automatically after you verify the lead information.

1. Inthe Leads work area or in the Sales Dashboard, place your cursor in the Ask Oracle bar and click Create Lead.

2. Inthe Create Lead page, enter the contact name in the Primary Contact field. The application searches and
displays any existing matches. If there's no existing contact with that name, select the name from the list.

Create Lead

Primary Contact - Related Contacts - M
. s . Jame
Xavier Alexander Lead Hame
Mame 3 Job Title 2 Account 2
Xavier Alexander e
1 - | Contact Phone Contact Email

3. Enter the lead name and other details.
4. Click Save.
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5. You can now take any of the available actions on the lead. Just put your cursor in the Ask Oracle bar, enter the
action, and press Return. Here are some examples:

o Toindicate product interest, for example, enter aaa and select Product from the list.
o To send an email, enter email.
o To call the contact in the lead, enter ca11.

Create a Lead from the Contact

1. Onthe home page, click Contacts to open the Contacts work area.

The page displays a list of contacts generated by the default saved search. Each saved search comes with
predefined filters that restrict what contacts you can search. For example, the My Contacts list displays all the
contacts where you're listed as the owner.

Click in the search bar and select the appropriate saved search.

Enter the contact's name in the search bar. Include both first and last name in your search for common names.
Press Return to initiate the search.

Click the contact's name in the search results.

In the contact page click in the Ask Oracle bar and enter: create, and select Create Lead.

In the Create Lead page, edit any of the defaulted information.

Click Save.

You can now take any of the available actions on the lead. Just put your cursor in the Ask Oracle bar, enter the
action, and press Return. Here are some examples:

VO U A WN

o Toindicate product interest, enter adaa and select Product from the list.
o To send an email, enter email.

o To call the primary contact in the lead, enter ca11.

o To qualify the lead, enter gualify.

Accept a Lead to Work On

Here's how to accept a lead for you to work on. By accepting the lead, you become its owner and the lead shows up in
your My Open Leads list.

1. Intheleads list page, click in the search box and select the New Unaccepted Leads saved search.
2. There are two ways to accept a lead:

o From the list page:

i. Forthelead you want to work on, click Actions (the three dots).
ii. Select Accept.
o While viewing the lead details:

i. Inthe Ask Oracle bar, enter Accept.
ii. Select the Accept action.
3. Confirm that you're accepting the lead.
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4. To view more unaccepted leads, click the list name or the up arrow to return to the list, or click Next on the top
right side of the page to open the next lead in the list.

Accept or Qualify Multiple Leads at the Same Time

In the list view on the Leads landing page, you can accept or qualify multiple leads at the same time.

1. On the Leads landing page, select the leads you want to take action on (callout 1in the screenshot).

2. Select one of the actions (callout 2). Which actions are available depends on which leads you selected. For
example, if you select 4 unqualified and unaccepted leads you can both accept and qualify. If 2 of the 4 are
already accepted, then the only action available is Qualify.

What would you like to do with these 3 records? | Accept More Actions e
Rank < Lead Name = Qualify ccount %
MEKL_1948829584_3_1 MELACC 1948829584
] MEKL_560939433_3_1 MEKLACCSH0939433
] MEKL_977284817_3_1 MKLACCY77284817

Add Products to a Lead

Here's how to add products to a lead. You can add either individual products or product categories that the customer is
interested in purchasing.

1. Open the lead that you want to update.
2. Inthe Ask Oracle bar, enter add and select Add Products.
3. You can add multiple products or product categories.

Note: The list of products and product categories may be filtered to show only the products or product
groups in your assigned territories. If this is the case, you can click the ... actions button next to the field to
show all products or product groups.

Update Lead Information

Here's how to update lead information:

- To update basic information, such as the primary contact, account, address, and so on, click Lead Details and
Edit.

Use the Ask Oracle bar to update individual fields:
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o Enter update and select the field you want to update, including account name, contact phone,
description, and so on.

o Enter add to add information such as contacts, team members, and attachments.

o Enter create to add notes, tasks, and appointments.

Predict Lead Conversion Using Al Scores

You can get an idea of the likelihood a lead will be converted to an opportunity from its Al Lead Score. The application
calculates the score, which can range from 0 to 100 percent, by finding patterns in past leads.

Just as with any other Al feature, the accuracy of the prediction depends on the available historical data. If the Al Lead
Score field isn't visible on the list page, you can expose the field as a column.

Qualify a Lead

When you have verified the information in a lead, you can set the status to Qualified. Your application administrator can
also set up rules to check for the presence of any required information and qualify the lead automatically. Qualifying a
lead can trigger the assignment of that lead to a sales territory.

1. Open the lead.
2. Enter qualify in the Ask Oracle bar and press Return.
3. Confirm the action.

Convert a Lead Into an Opportunity

You can convert a qualified lead into an opportunity. During the process, you get a chance to change the name of the
opportunity, assign a different owner, and change the account and primary contact.

1. Open the lead.

2. Enter convert in the Ask Oracle bar and press Return.

3. Inthe Convert Lead window, you can change the opportunity name, enter an account and contact, and reassign
opportunity ownership.

4. C(Click Submit.

The application displays the new opportunity in the current tab replacing the leads work area. The conversion
process copies key information from the lead into the opportunity and links the converted lead to the new
opportunity. Copied information includes notes, interactions, and conversation messages from the lead activity
stream.
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Retire a Lead

Here's how to retire a lead:

Open the lead.

Enter retire in the Ask Oracle bar and select the Retire action.

In the Retire Lead window, select a retire reason and optional comments.
Click Submit.

PUNA

Add an Attachment to a Lead

You can add files or URLs as attachments. Here's how:

Open the lead.

Enter attach in the Ask Oracle bar.
Press Return.

In the Attach window, you can:

P UWNa

o Drag and drop your files.
o Click Add (the plus sign) and select a file to attach.
o Enter a URL and click Add URL.

5. Click Close.

Delete a Lead

You can delete individual leads. Here's how:

Open the lead by clicking its name in a list.
Enter delete in the Ask Oracle bar.

Press Return.

Confirm that you want to delete the lead.

P WNa

View Lead Details in Oracle Eloqua

You can view details about a lead coming from Oracle Eloqua by opening up the lead and clicking the Digital Profile link
in the lead summary section. The link displays only for leads coming from Oracle Eloqua.
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7 Accounts and Contacts

Accounts

Accounts Overview

Accounts are the existing customers and prospects you do business with. You can store and organize the information
about a customer or a prospect in an account record. Your sales team can use the information in the account records
to interact with new and existing accounts, keeping your team informed and engaged with opportunities to build sales
revenue.

From the Accounts work area, you can:

- View all of your accounts.

- View account information.

- Reach account contacts by email or phone, directly from the account.
- Track account conversations.

- Identify and create opportunities and leads.

- Expedite and close active deals.

- Identify and complete subscriptions.

- Create and resolve service requests.

This table highlights some of the key details:

Key Details Description

Account basic details and size - Learn about the industry of an account and an account's location.
- View contact details, such as phone and email.
- Get the website address to browse and understand the business areas.

- Know the annual revenue and total employees to get an idea of how big the organization is.

Account health - View account news, such as environmental, marketing, or business events.

Selling opportunities - View assets.
- View total revenue generated from previous purchases.
- View active deals and new and in-progress quotes and orders.

- View closed service requests.

Decision-making contacts View contacts associated with an account. Understand contacts' buying roles and affinities.

Past activities - View the date last contacted by email or phone.

- Get the details of an interaction and notes entered by the sales team.
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Accounts Landing Page

The Accounts landing page shows the default saved search that you or your administrator has set. For example,

if the All Accounts view is your default saved search, the Accounts page shows all of the accounts created in your
organization. You can change the view to My Accounts to see only those accounts for which you're on the team or
territory.

Click an account to see the details.

Account Information

When you click an account, you see the account summary, activities on the account, and hierarchy details in the panel
view. The related information, such as opportunities, leads, and contacts of an account, are in the panel view too.

Hierarchy

The panel shows default hierarchy rollups, such as:
- Total number of accounts in the hierarchy
- Revenue from won opportunities
- Potential Revenue from open opportunities
- Open opportunities

The panel shows the address details and the total child accounts of the parent company of the account.

Click View Account Hierarchy for more information, such as the subsidiaries of the account, their primary contacts,
and addresses. You can toggle between the tree table view and the grid view. You can use the breadcrumbs to navigate
through the hierarchy. Drill down the Open Opportunities and Won Opportunities columns on the Opportunity
summary tab to view the amounts of individual child records and cumulative amounts of parent records including its
child record amounts.

Information Related to Accounts

You can view information related to accounts in the panels on the account overview. Some panels provide
recommendations. Others provide information and access to objects related to accounts. Which panels appear, depends
on setup by your administrator.

Here are a few of the common panels you might see on an account:

Contacts
The Contacts panel:

- Shows the contacts associated with an account, sorted by the last updated date.
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- The phone number appears as a link for a contact. Click the link to make a call using the built-in telephony.

- To see the complete list of contacts, click View All Contacts.

Opportunities
The Opportunities panel:

- Shows the rolled-up value of potential revenue from open opportunities.

- Opportunities are sorted by the last updated date, current stage, and the expected revenue from the
opportunity.

- To see the complete list of opportunities, click View All Opportunities.

Leads
The Leads panel:

- Shows the rolled-up value of the number of open leads and potential revenue from the leads.

Leads are sorted by the last updated date, status, lead score, and deal size. You can also see the related leads
and can navigate to their details.

- To see the complete list of leads, click View All Leads.

Quotes and Orders
Note the following about the Quotes and Orders panel:

- You can see the Quotes and Orders panel only if it's enabled. Otherwise, use the Ask Oracle bar to view the
quotes and orders of the account.

- The panel lets you see the potential revenue from open and processing orders, and revenue earned from closed
orders. Quotes and orders are sorted by the last updated date.

- To see the complete list of quotes and orders, click View All Quotes and Orders.

Service Requests
The Service Requests panel:

- Shows the rolled-up value of the number of critical service requests and the total open service requests on the
account.

- Service requests are sorted by status, criticality, and the last updated date. You can also see the related service
requests and can navigate to their details.

- To see the complete list of service requests, click View All Service Requests.

Assets
The Assets panel:

- Shows the rolled-up value of the number of active assets of an account.
- Assets are sorted by the status, unit price, and the last updated date.

- To see the complete list of assets, click View All Assets.
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Create an Account

Oracle Account and Contact Enrichment by Dun & Bradstreet (D&B), and Oracle Address Verification Cloud integrations
support account creation. Here's how you add an account:

1. On the Create Account page, enter a name to get the closest matching businesses, powered by D&B.
2. Select the organization. The details, such as the address, contact, phone, and email are filled in automatically.

Your administrator can enable all the fields that are mapped with D&B on the Create Account page to get the
entire firmographic data.

3. Select an Account Type, which will be Customer or Prospect. A customer is the organization you're already
doing business with. A prospect is a potential buyer.

4. Click Create. The data quality tool for deduplication checks for duplicate accounts and shows them in a dialog
box. You can proceed with creating an account or cancel the process and update a matching account.

Account Updates

Use the Ask Oracle bar to update a single detail of an account, such as the phone, contact, or website.

Here's a sample of the Ask Oracle bar retrieving "update" items:

¥ update) Website

CugReserd
Update Website
Update Type
Update Phone
Update Primary Contact
Update Parent Comgpany
Update Cwner
Update Drganization Mame
| Update Industry
Update Address
Update Humber of Emiployess

If you have changes to the basic information of the account, go to the Account Properties page by clicking Account
Details. Make the changes and save.

The Ask Oracle Bar Functions on an Account

Use the Ask Oracle bar to see the attachments and sales team of an account.

Using the Ask Oracle bar, you can perform all the Create, Update, Show, and Add actions relevant to an account. For
example, use the Ask Oracle bar to create an appointment, update an address, or show attachments.

See the Ask Oracle Bar at the Top of the Record Overview in the Basics chapter of this guide for more information.
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See Similar Accounts for an Account in Oracle Sales

If your administrator has enabled a Similar Accounts Machine Learning model, you can see similar accounts for an
account in Oracle Sales.

Similar accounts are the accounts that have something in common with the main account you're looking at. The
commonality could be in organization size, revenue, location, account score, or any other account attribute.

Your sales administrator decides the attributes when building a machine learning model for similar accounts. See Create
a Similar Accounts Model to learn more about building the models.

Here’'s how you can see the similar accounts:

1. Navigate to Redwood Sales > Accounts.
2. Onthe Accounts landing page, click an account.

The account foldout view appears.
3. Inthe Ask Oracle bar, enter Show Similar Accounts.

The similar accounts list appears.

Related Topics
« Overview of Sales Machine Learning

See Sales Invoices for an Account

If your administrator has enabled displaying the invoices for an account, you can see the Invoices panel on the Account
foldout view.

The Invoices panel shows invoices in the order of transactional date. The panel shows the invoice number, the total
amount due, and the number of days past the due date.

Click the View All Invoices link to see the invoices. You can also type in Show Invoices in the Ask Oracle bar on an
account foldout view, to see the full list of invoices of an account.

Invoice Statuses
Invoices of an account are in one of these statuses:
- Overdue
Due
Due Now
Paid

Here's a screenshot showing the color codes of the statuses.

[Overdue I Due. Cpaid
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The table describes the invoice statuses.

Invoice Status Description

Overdue This badge appears for invoices that are past the due date.

Due This badge appears for the invoices that are due 10 to 30 days from today.
Due Now This badge appears for the invoices that are due in 10 days.

Paid This badge appears for fully paid invoices.

Review the outstanding invoices and plan a follow-up with the customer to get the dues cleared.

Contacts

Contacts Overview

The Contacts work area gives you a full picture of business contacts that are associated with an account or an
opportunity. It also shows standalone contacts.

You can interact with a contact right from the work area and see all the scheduled appointments and tasks with a
contact. From the Contacts work area, you can:

- View all your contacts.

- View contact summary.

- Send a contextual email.

- Make a call.

- View the LinkedIn and Eloqua profile.
- View activities.

- View opportunities.

- View leads.

- View service requests.

Contacts Landing Page

The Contacts landing page shows you the list of contacts you own. You can search for a contact and click it to see the
details.

Contact Information

Contact information includes basic details, such as job title, work phone, email, and the account they're associated with.
The related information, such as opportunities, leads, and service requests, is shown in the panel view.

76
ORACLE



Oracle Fusion Cloud Sales Automation Chapter 7
Using Sales for Redwood Accounts and Contacts

Send a Contextual Email

You can email using Send Email from the Ask Oracle bar, or by just clicking the email link. Like a regular email, you can
also send attachments.

After you send the email, you view the conversation in the activity panel of the contact. If a contact replies to the email,
you view it as a thread in the original email. You can reply and forward emails as well.

Related Topics
- Email Integration Options for Oracle Sales in the Redwood User Experience

Make a Call

Click the contact phone link to make a call or receive a call from the contact directly in a work area. You can put notes
right in the contact record. Call interactions and notes are available in the activity feed. See the Calls chapter to learn
more.

Schedule Appointments and Create Tasks

Use the Ask Oracle bar to create an appointment. Appointments can be calls, meetings, chats, emails, texts, or web
conferences.

Use Create a Note to make a quick note of things you want to discuss with this contact. Create Task lets you add a
quick list of tasks related to the contact.

Related Topics
« Place an Outbound Call

Access Social Profiles

Access the LinkedIn and Eloqua profiles of a contact.

LinkedIn Sales Navigator

The integration with LinkedIn Sales Navigator maps the LinkedIn profiles with sales records and shows relevant contact
and lead details. You can open LinkedIn Sales Navigator from the contact's basic information region.

Note: To use LinkedIn Sales Navigator, you must have a LinkedIn account.

Click the LinkedIn link on a contact basic information to see the LinkedIn profile of the contact.
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Eloqua

You can access a contact's Eloqua profile as well. You can track the interactions the contact had with your website or
with marketing emails you sent them. You see details such as the number of times the contact read your email, the
number of visits the contact made to your website, or content the contact downloaded from your website.

See the LinkedIn Profile of a Contact

Here's how you can see the LinkedIn profiles of the contacts:

1. Navigate to Redwood Sales > Contacts.
2. Open a contact from the landing page.

3. Inthe contact basic information area of the Contact foldout view, you find the Reference label that shows the
LinkedIn link. Click the link.

Here's a screen shot of an example contact that highlights the LinkedIn link appearing in the contact's basic
information.

1+ All Contacts
John Baker
Job Title VP Account Pinnacle Technologies (SEATTLE, US) Mabile Phone +1 (498) 698-5695 Email john1@oracle.com | Reference Linkedin

The LinkedIn Sales Navigator instance opens in a new tab.
4. Signin to LinkedIn Sales Navigator.

The tool finds and shows matching profile for a contact.

Note: For you to use Linkedln Sales Navigator, your administrator needs to enable it on the contact’s foldout view,
and you need to have Team or Enterprise licenses.

LinkedIn Sales Navigator Finds Matching Profile

When you click the LinkedIn link from the contact's page for the first time, LinkedIn Sales Navigator tries to find a right
match based on the contact details.

Here's a screen shot of a sample LinkedIn profile of a contact when a right match is found.
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If the exact profile isn't found, LinkedIn shows possible matches, allowing you to choose the right profile. Here's a
screenshot of LinkedIn Sales Navigator that has fetched several similar profiles when an exact match isn't found.

m SALES NAVIGATOR

€ Back

O John Baker (JB)

Match

John L Baker
“\__ Regional Sales Manage:

Match

John Baker
N/ Director Executive Se

Match

Match

John Baker
-~ HSE rat

) John Baker - 3r
\_, SVP Business D

Match Match

Here are the tasks you can do with the LinkedIn Sales Navigator:

Task

View Profile
Connect

Send Message or Send InMail

Icebreakers
Get Introduced

Match Profile

ORACLE

Description

View the complete LinkedIn profile details of an account, contact, or lead.
Request to connect on LinkedIn by sending an invite.

Send messages to first-level connections. Alternatively, use an InMail to connect with contacts or leads
at other levels.

Explore common interests and conversation starters with the selected account, contact, or lead.
Request an introduction through a mutual connection.
Associate an accurate profile when LinkedIn suggests multiple profiles that match with an account,

contact or lead. Once associated, you can see the matched LinkedIn profile in your account, contact, or
lead records.
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Task Description
Not this person Use this option if LinkedIn displays profiles that don't belong to the selected account, contact, or lead.
Related Topics

» Overview of LinkedIn Sales Navigator
« Overview of LinkedIn Sales Navigator Integration Setup

The Related Objects of Contacts

See contact-related details in the panels view.

Activities

- The Activities panel shows pending and overdue tasks and scheduled appointments. The panel shows
completed interactions, such as calls made and emails sent, along with the time stamp.

- To see the complete list of activities, click View All Activities.

Opportunities

- Opportunities are sorted by the Open or Closed status. Open opportunities are sorted by the closed date and
closed opportunities are sorted by won, lost, and actual closed date.

- To see the complete list of opportunities, click View All Opportunities.

Leads

Leads are sorted by open, converted or retired, and creation date. You can also see the related leads and
navigate to the details.

- To see the complete list of leads, click View All Leads.

Service Requests

- Service requests are sorted by the Open and Closed status, by severity, and then by last updated date. You can
see related service requests and navigate to the details.

- To see the complete list of service requests, click View All Service Requests.

Contact Updates

Use the Ask Oracle bar to update a single detail of a contact, such as the phone or email.

Here are some of the contact update options:
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¥ update Prefix

. SUggestions
Update Prefix
Update Buying Role
Update Affinity

: Update Qwner

: Update Phone Number
Update Middle Hame
Update Last Name

|  Update Job Title
Update Address

Update First Name

If you have changes to the basic information of a contact, go to the Contact Properties page by clicking Contact Details.

Make the changes and save.

The Ask Oracle Bar Functions on a Contact

You can perform all the Create, Update, Show, and Add actions relevant to a contact using the Ask Oracle bar. For
example, use the Ask Oracle bar to create an opportunity, update a buying role, or show the leads.

See the Assistant in the The Basics chapter for more information.

Campaigns for Your Contacts

If you're part of the marketing campaigns team, you can see the campaigns that were sent to your contacts.

You can also add more campaigns for them from the Contacts work area.

Privileges to View and Add Campaigns

You need to have the following privileges to view and add campaigns for your contacts:

- The View Marketing Integration Campaigns privilege to see the Campaigns panel and the Show Campaigns
option in the Ask Oracle bar.

- The Manage Marketing Integration Campaign Members privilege to add campaigns for contacts.

Talk to your administrator to get the privileges.

The Campaigns Panel
The Campaigns panel is available in a contact’s foldout view.

ORACLE
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The Campaigns panel shows four recent campaigns rolled out to a contact. The most recent one is at the top of the list.
The panel shows: Status, Type, Start Date, and End Date of the recent campaigns.

Click View all Campaigns to see the campaigns that have been sent to a contact so far.

Campaign-Related Actions from the Ask Oracle Bar

- Show Campaigns: In the Ask Oracle bar of a contact’s foldout view, type in Show Campaigns to see the
campaigns sent to the contact.

Delete Campaigns: If you want to discontinue a campaign for a contact, you can remove it by selecting the
Delete option from Actions.

- Add Campaigns: To add campaigns for a contact, type in Add Campaign in the Ask Oracle bar. On the Add
Campaign page, search for a campaign using the search list. You can see a list of active campaigns with the
details such as Type and Status. Select a campaign and click Add.

Email Addresses and Phone Numbers

Contact Preferences for Calling and Email

You can record contact preferences for your customers while editing contact and account information. Your entries can
help you meet the requirements of data protection regulations. For example, the European Community’s General Data
Protection Regulation (GDPR) require marketers to obtain permission from contacts before they can call or email.

There are three possible preference settings for each number and email address:
- Calling preferences:
o None: You don't know the preference for the number. This is the default.

o Do Not Call: The contact doesn’t want to be called at the number.

o OKto Call: The contact gave permission to call at the number.
Email preferences:

o None: You don't know the preference for the email address. This is the default.
o Do Not Email: The contact doesn’t want to receive email at the email address.
o OK to Email: The contact gave permission to receive email at the email address.

Known preferences show up as icons next to phone numbers and email addresses. No icon means that the preference is
unknown.

On pages where click-to-dial and click-to-email are enabled, you can always dial and email when the preference is
unknown or OK to Email and OK to Call.

The Do Not Email and Do Not Call items render as plain text and the click-to-email and the click-to-dial actions are
disabled. However, you can still call and email by entering “call” and “send” in the Ask Oracle bar in a contact.
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Related Topics
« Get a List of Contacts That Are OK or Not OK to Call or Email

« Where can | see that a contact is OK or not OK to call and email?
« How can | find out which phone numbers for a contact are OK to call?

Get a List of Contacts That Are OK or Not OK to Call or Email

Here's how to get a list of contacts by their contact preferences:

Navigate to the Contacts work area.
Select an appropriate saved search. All Contacts gives you the broadest possible search.
In the Ask Oracle bar, enter Do Not to display all of the Do Not filters.
Select one of the filters, for example Primary Phone: Do Not Call.
Select Equals.
Select one of the values:
o True: to display a list of all contacts that don’t want to be called on the primary phone number.

cuUuphUNA

o False: to display a list of all contacts that are either OK to call or haven'’t expressed a preference.

Where can | see that a contact is OK or not OK to call and email?

You can see the contact preferences for each phone number and email address in many places that display email
addresses and phone numbers:

- On the contact record itself, the contact preferences for the mobile phone, the work phone, and email address
are visible on the contact summary and on the Contact Details (Edit) page where you set them.

- To see the preferences for all phone numbers of a contact, enter Show Phone Numbers in the Ask Oracle bar.

- Onleads, you can view the contact preferences for the primary contact listed at the top of the record overview
pages, on the Contacts panel, and in the list of all contacts.

For accounts, contact preferences are displayed next to the contacts in the Contacts panel and in the page
listing accounts when you click View All Contacts.

- On opportunities, you can see the contact preferences in the Contacts panel and in the list of all contacts that
you can display by clicking View All Contacts.

Related Topics
« Get a List of Contacts That Are OK or Not OK to Call or Email

+ Get a List of All Phone Numbers, Email Addresses, and Street Addresses

How can | find out which phone numbers for a contact are OK to
call?

Display the contact record and enter Show Phone Numbers in the Ask Oracle bar.
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Icons indicate if it's OK to call a number or not:
No icon: Preference is unknown. This is the default.
Do Not Call icon: The contact doesn’t want to be called at the number.
- OK to Call icon: The contact gave permission to call at the number.
The same information is provided by two columns that you can use to sort the list:
- Do Not Contact
- OK to Contact

Related Topics
« Get a List of Contacts That Are OK or Not OK to Call or Email

Phones, Email Addresses, and Street Addresses

You can enter multiple phone numbers, multiple email addresses, and multiple street addresses for each contact and
account.

- When you're creating an account, you can enter one phone number and one street address, but no emails.

- When creating a contact, you can enter a work number, a mobile number, and one email address. You can enter
one street address for the contact or use the address of the account associated with the contact.

- After the account or contact is created, enter you can enter additional phone numbers, email addresses,
and street addresses, using the Ask Oracle bar. Just enter: Add Phone Number, Add Email Address or Add
Address.

- To update, enter either Update Phone Numbers or Update Email Addresses.

- You can display all entries from the Ask Oracle bar using the Show command. Just enter Show Addresses,
Show Phone Numbers, and so on.

Primary Phones, Primary Emails, and Primary Addresses

Although you can enter multiple phone numbers, multiple email addresses, and multiple street addresses for each
contact and account, it’s the ones specified as primary that are the most important.

It's the primary number, the primary email, and the primary street address that shows up in Oracle-provided saved
searches and in information summaries, for example.

And when you use the Ask Oracle bar to call a phone number or a send an email, you're always calling the primary
number and emailing the primary email address.

As a rule, the first phone number, email address, and street address you enter for a contact or account automatically
becomes primary.

If you enter both the work phone and mobile phone numbers for a contact when creating a contact, the work phone
becomes the primary phone.

When you use one of the Add actions in the Ask Oracle bar, you can specify the phone number, email, or street address
you're adding as the new primary.
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You can always get a list of all the phones, email addresses, and street addresses to find out which of them is primary
using the Show command in the Ask Oracle bar. You can then specify another one as primary.

Related Topics
« Specify Which Phone, Email, and Street Address is Primary

Specify Which Phone, Email, and Street Address is Primary
Here’s how to specify which of the phone numbers, email addresses, or street addresses is primary.

1. Open the record.

2. Enter Show in the Ask Oracle bar and select what you want to see: Show Phone Numbers, Show Email Addresses,
or Show Addresses.

3. Press Return.
The application displays the list.

Here’s a screenshot of a list of phone numbers for a contact. You can tell which is primary by a Yes in the Primary
column (callout 1in the screenshot).

+ by Contacts Motz Ao ESCampaign_Contact_FNa01 LName0d
Alex Johnson: Phone [3 contact Details
hison HouseHold [@15) 5-1212 415) 555-2222 dl@orachke.com
»
L ™ WA e "R RDERER cs Ys  AE TNETTETEE L R ™ bR R |
1 2222 Mo Bobile M Mo e
1({415) 5 12 o v Worlk Wi Mo

4. Click Actions (the three dots highlighted by callout 2) for the number you want to make primary and select Edit.
5. On the Edit Phone page, click Primary.

6. Click Save.

Get a List of All Phone Numbers, Email Addresses, and Street

Addresses

Most pages and lists display only the primary ways of contacting the person or account you're trying to reach. Here's
how to get a list of all phone numbers, email addresses, and street addresses for an account or contact:

1. Open the record.

ORACLE
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2. Enter show in the Ask Oracle bar and select what you want to see: Show Phone Numbers, Show Email Addresses,
or Show Addresses.

3. Press Return.
Results:
The application displays the list.

Add a Phone Number, Email Address, or Street Address to
Accounts and Contacts

Here's how to add a phone number, an email address, or a street address to a contact or an account.

1. Open the record.

2. Enter Add in the Ask Oracle bar and select what you want to add: Add Phone Number, Add Email Address, or Add
Address.

3. Enter the new information and indicate if you want it to be primary.
4. If you're adding a phone number or email address, you can specify the contact preference by selecting one of the
options:
o None: preference is unknown.
o Do Not Email or Do Not Call: the contact or organization doesn't want to be contacted using this phone
number or email address.
o OK to Email or OK to Call: the contact or organization gives consent to being contacted.

5. Click Save.

Results:

Depending on what you entered, the application displays a list of all phone numbers, email addresses, or street
addresses. You can edit them. After you add a phone number or email address, the application automatically checks if
your entry is valid. If the phone number won't dial or the email isn't valid, you get notified right under the entry.

Related Topics
 Verify Phone and Email

Update Phone Numbers, Email Addresses, and Contact
Preferences

Here's how to update phone numbers and email addresses, including contact preferences.

1. Display the contact you want to update.

2. To update the contact's primary phone number or primary email address, including the contact preference, do the
following:
a. Inthe Ask Oracle bar, enter Update Phone Number or Update Email .
b. Make your updates and click Save.

86
ORACLE



Oracle Fusion Cloud Sales Automation Chapter 7
Using Sales for Redwood Accounts and Contacts

3. If you want to update any of the phones or email addresses for a contact: then do the following:
a. Inthe Ask Oracle bar, enter Show Phone Numbers or Show Email Addresses.
b. Click Actions > Edit for the phone number or email address you want to update.
c. Make your updates and click Save.
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8 Rollups

What are rollups?

Rollups summarize data. For example, a rollup can calculate the sum of the potential revenue from the opportunities for
an account hierarchy.

Rollup calculations appear on top of the panels. This screenshot shows Opportunities and Service Requests rollups:

The New Walt Disney Company

ndustry Amusement Parks and Arcades  Acidress 500 S Buena Vista StBurbank, CA  Website http://www.thewaltdisneycompany.com  Owner AliciaWu | Hierarchy Number of Open Activities 4 I
>
. N WG o o RO S /T Y AR NSNS A | = WG T RIS s Y AR NSNS L W
Opportunities Leads Service Requests 3 Assets
Open Opportunities Open Critical Service Request
$100,000 Disney - Sentinel Power Server 3000 1
Susan Wan
+1(415) 434-1001 Open Service Request
susan wan@disney.com 3
tera sts
Q4FY22 Oracle HCM Walt Disney - Ultra Power Server 5
$ 40,000 4000
04 - Presentation Susan Vian
12/5/21 +1(415) 434-1001 Cannot login to manage subscription
susan.wan@disney.com SRO000030012
Resolved
Q3FY22 Oracle ERP U =
$30,000 ucy Wan

Last Updated Date: 11/30/21 10:52 PM

02 - Opportunity

10/5/21
401 Error when accessing Express module
SRO000030014
Q1FY22 Oracle Autonomous New
Database
$20,000 Ed Stolz
04 - Presentation Last Updated Date: 9/22/217:04 AM
12/30/21
Error when creating user and roles
. SRO000030013
Q2FY22 Oracle B2B Sales and Service
$10,000 ey
03 - Building Vision Steve Morse

10/5/21 Last Updated Date: 9/22/21 6:44 AM

In Sales, the calculated value of a rollup appears in the object detail page. Here's a screenshot of an account in Sales,
showing rollup attributes. This screenshot shows the Rollups tab on the left pane and the rollup attributes shownin a
table:
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Edit Account: The New Walt Disney Comp... : Rollups Actions ¥ | | | Save || Save and Close || Cancel |
e Add v Search Create
-~ No search fields added
F¥5 Contacts
|lll Assets View v
\:_‘ Opportunities Hierarchy Number of Hierarchy Number of o om‘::?t; Number of Number of Won Order Number of Open
Open Activities Open Leads PpRevenue Open Hot Leads Touches Amount Service Requests
_;_ Leads
o 4 15 $100,000 25 15 $25000 3
Relationships 2

Service Requests

Notes

| Assessments

Activities

Interactions Hist...

‘ Rollups

Note: The Rollups feature replaces the predefined aggregated fields that were available in previous releases for
search criteria for your Workspace summarized data.

The sales application provides these predefined rollups:

Predefined Rollup Relationship Rollup Value

Total Number of Employees Account only The total number of employees in an account and its hierarchy

Fiscal Year Total Potential Revenue Account only The current fiscal year potential revenue from an account and its
hierarchy

Decision Maker Contacts Account to Contact The total number of decision maker contacts

Total Open Leads Account to Sales Lead The total count of the qualified and unqualified open leads of an account

and its hierarchy

Total Open Hot Leads Account to Sales Lead The total count of the qualified and unqualified hot leads of an account
and its hierarchy

Quialified Hot Leads Account to Sales Lead The count of leads that are qualified and hot
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Quialified Leads

Potential Revenue from Open Leads

Total Open Critical Service Requests

Total Open Service Requests

Service Requests Closed in the Past
Week

Total Amount from Open Opportunity
Quotes and Orders

Total Open Activities

Total Potential Revenue from Open
Opportunities

Total Potential Revenue from Won
Opportunities

Total Open Opportunities

Total Amount from Closed Opportunity
Quotes and Orders

Next Opportunity Closing Date

Last Call Made

Total Calls Made

Last Email Sent

Total Emails Sent

Total Touches

Last Touch
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Account to Sales Lead

Account to Sales Lead

Account to Service Request

Account to Service Request

Account to Service Request

Account to Quotes and

Orders

Account to Activity

Account to Opportunity

Account to Opportunity

Account to Opportunity

Account to Opportunity

Account to Opportunity

Account to Interaction

Account to Interaction

Account to Interaction

Account to Interaction

Account to Interaction

Account to Interaction
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The count of leads that are qualified

The total potential revenue from open leads

The total count of the open, critical service requests that are in the new,
in-progress, or waiting status of an account and its hierarchy

The total count of service requests that are in the open, in-progress, and
waiting statuses, associated with an account and its hierarchy

The count of Service Requests with the close date failing in the past 7
days

The sum of amounts from the open and in-progress opportunity quotes
and orders of an account and its hierarchy

The total count of open tasks of an account and its hierarchy

The sum of the potential revenue from the open opportunities of an
account and its hierarchy

The sum of the potential revenue from the won opportunitie