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KEY FEATURES
360° Customer View

Product Recommendations

Sales Coach

Sales Lightbox

Lead and Opportunity Assessment
Call Report app

Deal Calendar

Task Notification

KEY BENEFITS

Increase productivity and provide a
consistent sales methodology based
on best practices using Sales Coach

Determine pricing eligibility and lead
quality using assessments

Share and re-use slides from the
best sales presentations

Easily access appointments and
task lists from a phone, tablet or
email

Log a call report and share it with
your team anywhere and anytime

Balance resources and prioritize key
sales activities using team calendar

Create a catalog of products that
sales reps can use when entering
opportunities and leads

Oracle Sales Cloud
Core Sales Force Automation

Oracle Sales Cloud offers an array of capabilities built to meet the essential needs
of sales reps and sales managers. Easy-to-use productivity tools such as sales
coach, opportunity assessment, call reports and a centralized team calendar keep
sales reps on track with the information and guidance they need to close more
deals. Oracle Sales Cloud increases sales teams’ effectiveness and encourages
critical communication about each in-flight opportunity.

Know More

With critical customer information consolidated and presented in one place, sales reps can
quickly gain a 360° view of their customers from the account and contact pages, including:

« A full profile that includes a contact influence map and an account hierarchy
e Owned assets and cross-sell and up-sell recommendations

« Associated leads, opportunities, quotes, and orders

e Sales team members and their contact details

o A full outline of open and completed sales activities

e Contract details
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Imagel: The account and contact pages offer a full 360° view of customer information.
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ORACLE CUSTOMER EXPERIENCE:
SALES CLOUD Evaluate and Assess

- Complete: A comprehensive sales Leverage Oracle Sales Cloud assessments to evaluate leads, opportunities, accounts,

solution focused on drivin . .
9 contacts and households. Sales reps can ensure pipeline quality and close more deals by:
performance and connecting

business processes. o Pursuing qualified leads

Innovative: Productivity-driven « Measuring customer satisfaction or risk of competition
apps offering deep customer

insight with the flexibility to adapt
and differentiate. ¢ Analyzing relationships with contacts

« Determining discount eligibility

Proven: Power global sales Identifying potential competitor threats
organizations and leverage

- k ’ « Recognizing subjective or financial factors that might put an opportunity at risk
recognized industry expertise for

secure and scalable global Edit Opportunity : Server Upgrade: Assessments Actions ¥ | Save  SaveandClose Cancel
operations.
Add Assessment
RELATED PRODUCTS Assessment Discount Eligibility
+ Oracle CPQ Cloud 75 Status @ Complete
- QOracle Marketing Cloud Questions Completed 7 out of 7
. OraC'e SerVice Cloud Good - Qualified for discount pending manager approval Last Updated
Quest R C t:
- Oracle Commerce Cloud et cepenee emments
Deal Details

- Oracle Incentive Compensation R

- How soon will the implementation start? 7-12 months

+ Oracle Social Cloud
‘What is the approximate deal size? 250-500K

» Oracle Transactional Business ]
Inte“igence Enterpl’ise fOI’ CRM Is service and installation included as part of the offering? No E| ;,*
Cloud Service 3

Are we shortlisted? Yes

‘What are our competitive advantages? Price and Solution c_.*

Image 2: Assessments help sales reps determine discount eligibility for opportunities.

Edit Contact : Adam Riley... : Assessments Actions ¥ save SaveandClose Cancel
Assessment Customer
93 Status @ Complete
Questions Completed 4 outof4
- Excellent

Last Updated

Question Response Comments
Customer Satisfaction Index
Overall, how does the customer rate our products and services ? Very Satisfied E| ;*.*
What is the likelihood of this customer buying another product or service from us? Very likely EI ;’f
Is the customer willing to be a reference? Yes E| ;*.*
Overall, how satisfied is the customer with the amount and quality of engagement? Very satisfied EI ;’f

Image 3: Customer satisfaction surveys help sales reps identify potential references.

Guide Sales Actions

Oracle Sales Cloud helps sales teams track and manage the full lifecycle of sales
opportunities, from the initial sales discovery to the final contract agreement. Sales Coach
guides sales reps through the sales process with easy-to-use task lists and recommended
actions at each stage. Providing approved collateral and templates ensures consistent sales
methodology and reinforces best practices.
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Edit Opportunity : Green Server Upgrade: Summary Actions ¥

J— * Name Green Server Upgrade * Close Date  1/30/2016
Account Pinnacle Technologies X Status Open
Primary Contact Joshua Baker - Currency usb
Owner LisaJones - Amount  1,005,000.0
Win Probability (%) 60 Primary Competitor Moyce Carp.
Include in Forecast When matches forecast criteria IZI Sales Stage 04 -Present

Attachments None ==

4 Sales Coach

Action Items Recommended Documents
Prepare Presentation Documentation Effective Presentation Techniques
Deliver Solution How to Win against Competition
Set up Reference Visits How to Win against Competition

AssessiAddress Feedback
== —

Image 4: Sales Coach guides sales reps through tasks and offers recommended documents.

Share Presentation Content

Sales Lightbox is a collaboration tool that enables sales teams to quickly and easily share a
library of Microsoft PowerPoint™ presentations. Sales reps can create new presentations by
adding individual slides or full presentations to the shopping cart.

Lightbox: Competitors.pptx AddtoCart(12) Download = Done
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Image 5: Sales Lightbox allows sales teams to share and re-use presentation slides.

Increase Sales Productivity

Oracle Sales Cloud offers visual, simple-to-use activity management tools that sales reps can
access from a mobile device, on the web or within email.

¢ View appointments and tasks

e Log acall report

e Send attendees a meeting recap

¢ Add follow-up tasks

o Post deal updates to Oracle Social Network to keep all account team members informed
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12:46 PM

Appointments

&/ Pinnacle Technologies

Green Server Upgrade =]
32 1st Rd., Brisbane, CA
1:30- 230 PM

Julia Lee

Reston Manufacturing

4:00 Meeting On Product Update
PM g Devin Murray

Halpern Inc:

1:30  Lunch with Associate Manager
PM (2 Cole Mitchell
B K steel

3:30 Solution Briefing Follow-up
PM ﬂ Joshua Baker
2 prracte Technoionies

Image 6: The Call Report app helps Sales Reps prepare for meetings and log calls.

Coordinate Sales Activities

The Deal Calendar enables sales teams to better coordinate sales activities by providing a
consolidated timeline view of all of the appointments for an opportunity or account. With the
deal calendar, sales reps can:

¢ See the full schedule of recent and upcoming appointments for an opportunity or account
¢ Switch between calendar views, including day, week, month, and agenda

« Create and access saved opportunity, account and team calendars from an easily
accessed side panel
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Image 7: The deal calendar offers a consolidated view of sales activities for an opportunity.

Gain Insight into Team Activities

With Oracle Sales Cloud, sales managers have prebuilt reports to measure their team’s
activity metrics and can see into their entire team’s calendars in a tablet-friendly timeline view.
Sales managers can:

« Set activity goals
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* Review how many customer visits or calls have been completed by each sales rep on their
team

¢ Use the team calendar view to coordinate travel for key customer visits

« Monitor where sales reps spend their time and channel the best resources toward important
prospects and customers
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Image 8: Sales analytics offer insight into team activities.

Tools for Sales Teams

Oracle Sales Cloud offers complete, innovative, and proven tools that sales reps can use to
easily perform common tasks and gain quick insights for optimal productivity. With easy
availability on mobile devices, on the web, and within email, sales teams have innovative
productivity tools they can use to close more deals.

CONTACT US
For more information about Oracle Sales Cloud Core Sales Force Automation, visit oracle.com or call
+1.800.0RACLEL1 to speak to an Oracle representative.

CONNECT WITH US
E cloud.oracle.com/sales-cloud
n facebook.com/OracleSalesCloud

youtube.com/OracleSalesCloud

m Oracle Applications Blog

Integrated Cloud Applications & Platform Services
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