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2. HUB Journey ς Queues and Screens 

2.1 Pending Opportunities Search Screen 

When an opportunity has been qualified a sales consultant can generate quote(s) for the customer and subsequently 

convert a quote into a sale. All opportunities that are deemed to be pending are opportunities that contain open 

quote records 

Opportunities that have open quotes records appear in the ǎŀƭŜǎ ŎƻƴǎǳƭǘŀƴǘΩǎ άtŜƴŘƛƴƎ hǇǇƻǊǘǳƴƛǘƛŜǎέ queue as 

show below: 

  

The user can click on the above queue όǿƘƛŎƘ ƛǎ ƭƻŎŀǘŜŘ ƛƴ ά¸ƻǳǊ LǘŜƳǎέύ to bring up the Opportunity Search screen ς 

see below: 

Opportunity Search Search

Ricky MartinAssigned to

QuotedOpportunity Status SelectPartner

SelectChannel SelectCampaign

SelectOpp Type

SelectTeamText hereOpp ID

Text hereWOO Start Date

Text hereWOO End Date Show New Today

Opp Id Quoted Partner Contact Business Name Phone No Email Assigned To Call Back Details

(

(

(

(

02/10/2009 @ 10:30

02/10/2009 @ 11:30

02/10/2009 @ 15:45

05/10/2009 @ 13:15

( 08/10/2009 @ 10:00

Immediate

SelectSupplier

View Customer Call Back(

 

When clicking on this queue the opportunity search screen defaults to the current consultant (Assigned To) and 

shows opportunities with a status of άQuotedέΦ The buttons are not enabled until a record is selected. 

The screen shows relevant customer information in the returned data grid including call back information. There 

should normally be an arranged call back ς if not it is assumed the customer should be contacted immediately.   
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This version of the search screen will show the last quoted date rather than the created date normally shown in the 

returned opportunities search data. 

If a user clicks on the call back details / phone icon the related call back information will appear in a fly out ς as 

shown below: 

Opportunity Search Search

Ricky MartinAssigned to

QuotedOpportunity Status SelectPartner

SelectChannel SelectCampaign

SelectOpp Type

SelectTeamText hereOpp ID

Text hereWOO Start Date

Text hereWOO End Date Show New Today

Opp Id Quoted Partner Contact Business Name Phone No Email Assigned To Call Back Details

(

(

(

(

02/10/2009 @ 10:30

02/10/2009 @ 11:30

02/10/2009 @ 15:45

05/10/2009 @ 13:15

( 08/10/2009 @ 10:00

Immediate

SelectSupplier

View Customer Call Back(

      Call Back Details (

Intended Recipient

Recipient Type Customer

Intended Caller Type User Role

Intended Caller

Call Back Date

Call Back Time

Comments Any Comments are shown here

Priority

Call NowCancel

Reason for Call Back

Mr Jonathan Dubois

(

15
th

 October 2009

Highest

Customer Unavailable

Paul Butler

10 45

Contact Numbers
07875 895689

0207 654 0700

Reset

 

The fly out shows the consultant all the relevant call back information. If a customer contact has multiple contact 

numbers the default one is highlighted and used when the [Call Now] button is clicked. However the user can 

manually change the phone number prior to clicking the [Call Now] button. If PBX integration is in place ς the button 

will dial the highlighted phone number. 

At the same time the related opportunity will load back into the Opportunity Quoting Wizard ς this automatically 

shows the consultant all the data previously captured for the customer via this wizard, i.e.: 

¶ Premises ς and associated address and contact records 

¶ Meters ς Static and Variable Data 

¶ Quotes against Meters 

From within this wizard, If the contact is unavailable, the consultant may Hang Up his/her phone and re-arrange a 

call back using the call back fly out. This brings up the standard ά!rrange a Call Backέ form: 
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      Arrange a Call Back 

       A
rra

n
g

e
 a

 C
a
ll B

a
ck

(

(

Intended Recipient

Recipient Type Customer

Mr Jonathan Dubois +

Intended Caller Type User Role

Intended Caller Paul Butler

Call Back Date

Call Back Time 10 45

Comments Enter Any Comments here

Priority Highest

Create Call BackCancel

       Confirm Call Back Creation 

Please conf irm you (Paul But ler) will call Mr 

Jonathan Dubois at  10:45am on 25
th

 August  

2009 with regards to the current  opportunity. 

The call back has been set  to Highest  priority.

Conf irmCancel

Reason for Call Back Customer Unavailable

 

If the consultant selects a record in the data grid shown on page 5 the [View Customer] and [Call Back] buttons are 

enabled. Clicking [Call Back] brings up the following pop up: 

      Call Back Customer(

Customer Contact

Call NowCancel (

Contact Numbers
07875 895689

0207 654 0700

Please select  the customer contact  you wish to call 

Mr Jonathan Dubois

 

Similar to before, clicking the [Call Now] button dials the selected number and loads the related opportunity back 

into the Opportunity Quoting Wizard 

Clicking [View Customer] takes the user into the various customer screens which will be shown in the Customer 

Maintenance screens document ς when available. 

Note: each time a call is made via the HUB we hope to be able to capture the Zeacom unique call ID against the Opp 

ID in the Communications table. This may be outside the scope of Phase 1 ς because of time constraints ς but will 

eventually give us a full history of calls made against each opportunity. 
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2.2 Opportunity Quoting Wizard Screens 

These screens were discussed in detail in the Quoting Workflows Journey document ς click here to view. 

Previously it was mentioned that the user can access the Quoting Wizard Screens (and start the Quoting Workflow) 

from 3 areas. However there is a 4th way to access this wizard ς as indicated above we can also return to the wizard 

by calling a customer from the Pending Opportunities screen. It is important to return to this wizard first ς even if the 

customer has called to switch ς this allows the consultant to check the quote the customer is interested in is still 

ǾŀƭƛŘ όƛΦŜΦ ƛǘ ƘŀǎƴΩǘ ŜȄǇƛǊŜŘύΦ If it has expired he/she can offer the customer the latest price information. 

When a consultant is ready to sell he/she should move onto Step 4 of the Quoting wizard. The final options in this 

step (and wizard) allow the consultant to either arrange a call back or close a sale. Arranging a call back gives the 

customer time to either consider the quotes or gather additional information required by the consultant to produce 

an accurate quote. 

Iƻǿ ŜǾŜǊ ǎŜƭŜŎǘƛƴƎ ά/ƭƻǎŜ ! {ŀƭŜέ ǘŀƪŜǎ ǘƘŜ Ŏƻƴǎǳƭǘŀƴǘ ŀƴŘ ŎǳǎǘƻƳŜǊ ƛƴǘƻ ǘƘŜ Ŧƛƴŀƭ ά{ŀƭŜǎέ ōŀǎŜŘ ǿƛȊŀǊŘ ς the 

Conduct Sale Wizard. 

2.3 Conduct Sale Wizard Screens ς Step 1 

The Conduct Sale wizard is split into 5 steps ς the first step is shown below: 

Conduct  Sale Wizard

Select Quotes To Convert Opp Id: 123456

Please select  the quotes the customer wishes to go ahead with ð just  one quote per meter can be selected

     C
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(

CancelNext  ><  Back

Quot ing Wizard

Step 1 ð Quote Selection Step 2 ð Confirm Selection Step 3 ð Supplier Requirements DC Step 4 ð Contract Creation Step 5 ð Finish

 

Firstly the agent should select from the available valid (non-expired) quotes ς the ones that the customer wishes to 

switch to. Obviously only one quote can be selected for each meter. The above list will only show premises, product 

types and meters ς where valid quote records exist for them under the current opportunity. At least 1 quote must be 

ǎŜƭŜŎǘŜŘ ƛƴ ƻǊŘŜǊ ǘƻ ŜƴŀōƭŜ ǘƘŜ άbŜȄǘέ ōǳǘǘƻƴΦ 

The%20HUB%20Workflow%20Journeys%20-%20Quoting.pdf
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Clicking on the information icon will give the agent more details (via a pop up) about the associated quoted record 

tariff: 

Conduct  Sale Wizard

Select Quotes To Convert Opp Id: 123456

Please select  the quotes the customer wishes to go ahead with ð just  one quote per meter can be selected
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Quot ing Wizard

Step 1 ð Quote Selection Step 2 ð Confirm Selection Step 3 ð Supplier Requirements DC Step 4 ð Contract Creation
     Tariff Info

Product  Name: 

Npower 2 Rate 

Product  Code: 

5Q2FW

Fixed Price Period: Standing Charge:

Unit  Rate (Day or All):

Night  Rate:

Eve/ Weekend:

Annual Spend

Saving

12 Months £0.23 p/day

8.33 p/kWh

4.95 p/kWh
__

£7,100

£375

Interested?

Possible Product  Blurb goes here

Lorem ipsum dolor sit amet, consectetuer adipiscing elit, sed diam nonummy 

nibh euismod tincidunt ut laoreet dolore magna aliquam erat volutpat. Ut 

wisi enim ad minim veniam, quis nostrud exerci tation ullamcorper suscipit 

lobortis nisl ut aliquip ex ea commodo consequat.

Sales Requirements:

Retentions Permitted

Max Lead Time

Minimum Consumption

Maximum Consumptions

Available to 01/02 profiles

05-08 Profiles

Email Required

01/02 Tel No Required

Payment Options

Bank Details 

Required

Credit Info 

Required

Allow Pubs

Meter Limit

180

None

None

No

No

Yes

Yes

Yes

Variable DD

 Account Name

 Account Number

 Account Sort Code

 Bank Name &  Address

Yes

None

a

a
n/a

n/a

n/a

a
a
x
n/a

n/a

 Experian Credit score 46+

 Registration No

x

x

Close

Step 5 ð Finish

 

If the agent needs reminding of the core customer data he/she can click on the Customer Info fly-out button:

Conduct  Sale Wizard

Select Quotes To Convert Opp Id: 123456

Step 4 ð Finish

Please select  the quotes the customer wishes to go ahead with ð just  one quote per meter can be selected
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CancelNext  ><  Back

Quot ing Wizard

Step 1 ð Quote Selection Step 2 ð Confirm Selection     Customer Info

Customer Company LimitedBusiness Name

Contact  Name DuboisJonathanMr

Mobile 07880 767848

Email jonathan.dubois@customercompany.co.uk

Managing DirectorPosit ion

Work

Landline

Business Type Limited

Company No. 123456

Billing Address:

Address Line 1

Address Line 2

Address Line 4

Address Line 3

New Hibernia House

111 Westminster Bridge Road

Town or City Bournemouth

County Dorset

Post Code BH9 1EF

Address Name Companies Headquarters

First Floor

 




































