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BUSINESS JOURNEY
\] Sales Daily Dashboard | The Operational Hub

®* 360° View: Real-time tracking of Leads,

O Opportunities, and Projects in a single screen.

* Workflow Efficiency: Eliminates navigation

between entities, saving time for daily tasks.

* Action-Oriented: "My Open Activities"
ﬁ ensures no follow-up is missed and priorities

are clear.

® Instant Access: One-click navigation to any

record for immediate updates.
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BUSINESS JOURNEY
\] Lead Management | Capturing potential

Cold Inquiries: Dedicated space for
managing and nurturing initial cold leads.

( , L Cold lead - system integration - aved
Q Lead

®* Lead Source Analysis: Tracks sources (e.g., Gl st e -

0 Qualifylead  + New [ Deactivate [I] Delete ) Refresh @ Ched L Assign 2 Fow v Word Templates ] Run Report v/

" Cold lead - system integration

Website) to evaluate marketing ROl and
channel effectiveness. ey 8t

* Activity Tracking: Timeline integration for
W logging calls, emails, and notes during the
nurturing phase.

; Qualified Opportunity & | ol

®* Seamless Qualification: One-click
automated conversion from a Lead to a

Qualified Opportunity.
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BUSINESS JOURNEY

Opportunity Management | Driving the Sale

Guided Sales Journey: A Business Process Flow
(BPF) guides the user through Discovery, Proposal,

Contract Preparation, and Finalization stages.

Automated Documentation: Integrated Word
Templates allow for the instant generation of

professional Business Offers and Contracts.

Financial Visibility: Detailed tracking of estimated
revenue, costs, and profit percentages based on

active opportunity services.

Control & Conversion: Includes a Manager’s
Approval workflow and automated conversion of

won opportunities into active Projects.

i Power Apps T Service Management App

Referral - system upgrad
Opportunity

Erepe— .
Active for 1 .
&
eneral  Relatec

Contract Prearation

[ AunReport
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BUSINESS JOURNEY
\] Project Management & Execution| From Opportunity to Delivery

Seamless Transition: Automatically generated E e 1o 2+ v e 1@

ew [} Deactivate [ Delete () Refresf sgn 2 Flow @ Word Templates [ RunReport v

from a "Won" Opportunity, carrying over all

oo SEs

Referral - system upgrade - szve e _—
O service details, budgets, and estimated hours. )

General Related N
EE* Form assist

Name " Referal - system pgrack Start date

®* Real-Time Tracking: Comparison of Estimated vs.

Customer ; p Enddate

Actual Hours and budget allows for immediate
visibility of project progress and resource

Originating cpportunty

W Uﬁ"ZCﬂ‘ion. Remaiingbuiget 8 (espaon

®* Proactive Budget Alerts: An integrated Power
Automate  flow  monitors consumption and

auvtomatically alerts management when 80% of

the budget is reached to prevent overruns.

* Efficient Billing: Upon project completion, a Power
Automate flow closes the project and instantly
generates a new record in the Invoices entity,

ensuring no revenue is left unbilled.
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BUSINESS JOURNEY

Financial Closure & Invoicing | Precision Billing & Profitability Analysis

i PowerApps | ITSemvice Management App

Detailed Task ltemization: Provides a transparent

New [B Deactnate [i] Delete () Refresh Q)

breakdown of completed tasks, actual hours, and

hourly rates for the client.

Real-Time Margin Tracking: Instant visibility of

Total Invoice Cost, Profit, and Profit Margin % to

evaluate the financial success of each project. : - -

1000

One-Click Documentation: Leveraging Word
Templates to instantly generate professional,
branded invoice documents directly from the

system.

Billing Integrity: Tracks the "Invoiced?" status for
every task to prevent revenue leakage and ensure

data consistency.




(Extract,

dded directly into the
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BUSINESS JOURNEY

Executive Overview Dashboard| Strategic Performance at a Glance

Real-Time KPIs : Instant visibility of critical metrics: Total
Revenue, Pipeline Value, and the volume of Leads,

Opportunities, and Projects.

Interactive Time & Client Filtering: Granular control
over data using integrated Year/Month slicers and

Customer-specific filters for tailored analysis.

Lead Source Intelligence: Visual breakdown of
acquisition channels (e.g., Phone, Website) to identify

which sources drive the highest sales potential.

Conversion Efficiency: A specialized funnel chart

tracking the journey from Lead to Project, highlighting a

73.2% overall conversion rate.

Revenue Growth Trend: A streamlined line chart
visualizing revenue accumulation over tfime, providing

clear insights into business growth trajectories.

. _
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BUSINESS JOURNEY

Customer & Industry Analysis| Deep Dive into Client Profitability

Detailed Client Metrics: A comprehensive table
displaying Total Revenue, Project Count, and Average

Margin for every customer.

Top Performer Identification: Ranked bar chart
visualizing top-grossing clients to quickly identify key

accounts.

Industry Segmentation: Donut chart analyzing
revenue distribution across various business sectors

(e.g., Building Services, Legal, Consulting).

Service Porifolio Insights: Treemap visualization
showing which service types (e.g., Front-end vs. Back-

end Development) generate the most value.

Project Volume Distribution: Visual breakdown of
project density per client to monitor account

engagement and portfolio health.

Customer Total Revenue Total projects Awerage Margin

Abata
Ainyx
Buzzshare
Chatterpoint
Faden
Fanoodle
Feedbug
Fliptune
Jaxmation
new acc
Riffpath
Skinte
Test
Trupe
Voolia
Yakijo
Total

August September

Trups

Total Revenue by Industry

14
Total Revenue

i
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BUSINESS JOURNEY

Project Health & Delivery Analysis| Monitoring Execution

Financial Alignment: Side-by-side

Project Value vs. Total Invoiced to track cash flow and

comparison of

billing completion across the portfolio.

Resource Utilization: Visual benchmarking of Estimated
Hours vs. Actual Hours to identify discrepancies in time

management and quoting accuracy.

Health

project health in the detailed matrix:

Intelligent Indicators: Automatically flags

¢ Green: Projects running efficiently within their estimated time
(e.g., <80% usage).

® Yellow/Orange: Projects approaching their time limit (e.g., 80-
99%).

[ ]

Red: Critical alerts for projects that have reached or exceeded

100% of estimated hours, signaling budget overruns.

January

Project

Event lead - IT
outsourcing

Email inguiry -
performance testing
Cold lead - system
integration

Cold lead - system
integration
Inbound call - cloud
migration

Cold outreach response -

QA testing

Cold outreach response -

QA testing

Cold outreach - bug
fixing request

Cold outreach - bug
fiding request

Email inguiry - managed
IT servi

Inbound call -
infrastructure upgrade

Inbound eall - IT
helpdesk

Email inquiry - IT
maintenance

new test

February

Company

Abata

Aimyx

Buzzshare

Buzzshare

Chatterpoint

Fadeo

Fadeo

Fanoodle

Fanoodle

Fanoodle

Feadbug

Fliptune

Jaxmation

NEW 3LC

March

Value

2,150.00 €

10,600.00 €

850.00 €

4450.00 €

4,400.00 €

1,650.00 €

450100 €

3.000.00 €

4900.00 £

4,450.00 €

4,900.00 €

201.00 €

480000 €

445000 €

and Profitability

Est hours  Act Hours

30.00 30,00

Hours used

100.00%

105.60%

August

September October

November

""uu‘
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AUTOMATION: THE OPERATIONAL ENGINE

Scaling Efficiency through 6 Specialized Workflows

Orchestrated Automation: A suite of 6 custom Power Automate flows runs
24/7 to synchronize data across the ecosystem, eliminating manual

administrative overhead.

Proactive Risk Mitigation: Instead of passive monitoring, the system actively
alerts management via automated emails when projects reach critical
thresholds (e.g., 80% or 100% of dedicated hours).

Streamlined Governance: Integrated Approval Workflows allow leadership
to authorize high-value contracts directly from their inbox, ensuring control

without sacrificing speed.

Data Integrity & Logic: Complex back-end flows handle real-time project
cost calculations and automated entity transitions (Lead — Opportunity —

Project — Invoice), ensuring 100% data consistency.

Business Impact: By automating these "behind-the-scenes” processes, the
system reduces the risk of human error and allows the team to focus on sales

rather than data entry.

Project PR-0034 reached 80%!

Inga But
@ To: @ Inga But

Hi,

& Summarize

Please be aware that project PR-0034 has reached 107.69% of its dedicated hours.

Please take an action if needed.

Link to Project

6 Approvals | Power Automate

Contract OP-0044
Requested by Inga But <inga.but@dataera.academy>

Date Created Friday, May 1 !
Link Link to opportunity:

Dear, Appraver,
Please approve or reject this new contract OP-0044.

Total contract revenue is 5700 Eur.
Total contract profit: 2600 Eur and 46 %.

Please take actions as soon as possible.

Thank you,
Sales Team

Approve ¥ | Reject v
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CONCLUSIONS

The Strategic Value of the Solution

End-to-End Process Integration: The ecosystem successfully bridges the gap between raw sales activities and high-

level financial reporting, providing a 360-degree view of the business.

Operational Excellence through Automation: By implementing 6 specialized Power Automate flows, the system

minimizes human error, ensures data integrity across entities, and reduces administrative overhead.

Proactive Risk & Profitability Management: Integrated health indicators and automated budget alerts (80%/100%

thresholds) empower managers to make data-driven decisions before project overruns occur.

Actionable Business Intelligence: The seamless embedding of Power Bl into the CRM environment transforms static

data into interactive insights, allowing for deep-dive analysis of client profitability and service performance.

Scalability & Future Readiness: Built on the Microsoft Power Platform, the solution is fully scalable and ready for

future enhancements, such as Al-driven sales forecasting or customer-facing portals.

Final Takeaway: This project demonstrates how digital transformation through low-code tools can deliver a

professional, enterprise-grade tool that optimizes workflows and empowers growth.
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