SHERKETY BYTES ALIGN

Exploring Sales and CRM Overview

Understanding What the Sales and CRM Workspace Covers

The Sales & CRM area in Sherkety ERP & Website Platform is presented as a
connected workspace for following customer activity from the first sales conversation
through quotation and confirmed sale. When you open the Sales & CRM module page
from the ERP apps catalog or related ERP landing pages, you should expect to
evaluate whether one workspace can support your team’s full selling process instead
of splitting work across separate tools.

As you review the page, focus on the major work areas it brings together:

e CRM pipeline views for tracking leads and opportunities by stage
o Customer records for storing contact details and sales history
e Quotation management for preparing offers for qualified prospects

» Sales order tracking for following confirmed business after approval

This matters because many teams do not just need a contact list. They need a clear
path from early interest to active deal handling and then into a sale that can be
tracked. On the Sales & CRM page, the value to look for is continuity. A prospect
starts as a lead, moves through opportunity stages, receives a quotation, and can
then become a confirmed sale without your team losing context along the way.

If you are evaluating fit, pay attention to whether the page clearly supports:

« visibility for both sales representatives and managers
» stage-by-stage control over deal progress
¢ organized quotation handling

o customer follow-up tied to each deal

[SCREENSHOT: Sales & CRM module page showing sections for pipeline, customer
management, quotations, and sales orders]

For a buyer, this overview is less about setup and more about judging whether
Sherkety ERP & Website Platform matches the way your team sells: prospect first,
qualify interest, prepare an offer, and track the sale in one connected flow.
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Following the Customer Journey from Lead to Closed Sale

A useful way to evaluate the Sales & CRM module page in Sherkety ERP & Website
Platform is to follow the customer journey it is built to support. The page is designed
around a sales lifecycle rather than isolated tasks, so you should look at how each
stage connects to the next.

The lifecycle buyers should expect to see includes:

1. Lead capture — a new prospect enters the sales process

2. Qualification — the team reviews whether the prospect is a real opportunity
3. Opportunity tracking — the deal is managed through pipeline stages

4. Quotation creation — the team prepares a commercial offer

5. Sales order confirmation — the accepted offer becomes a confirmed sale

6. Ongoing customer management — the customer relationship continues after the
order

The key point is continuity. In Sherkety ERP & Website Platform, the Sales & CRM
experience is meant to help teams begin with a prospect and continue into a real
transaction without re-entering the same customer details again and again. When you
review the module page, look for signs that customer information, deal progress, and
commercial activity stay connected.

Status-driven progress is especially important. A strong fit usually means your team
can tell, at a glance, whether a record is still an early lead, an active opportunity, a
quotation under review, or a confirmed order. That stage-based flow helps sales
teams prioritize work and helps managers understand what is moving forward.

You should also consider who interacts with each part of the journey:

o Sales representatives update stages, add follow-up context, and prepare
guotations

o Managers review pipeline progress and deal movement

o Customer-facing teams use shared history to understand where each account
stands

[SCREENSHOT: customer journey flow from lead to opportunity to quotation to
confirmed sale]

This connected journey becomes more important in the next guide, Managing Leads
Contacts and Sales Pipeline, where the focus shifts from overview to day-to-day
record handling.
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Reviewing How Sales Teams Manage Opportunities and
Pipeline Activity

The CRM pipeline is one of the most important areas to assess on the Sales & CRM
page in Sherkety ERP & Website Platform. This is where a team tracks active deals,
sees which opportunities need attention, and understands what is likely to close next.
If your sales process depends on visibility and follow-up, this part of the page
deserves close review.

When you examine the pipeline experience, look for stage-based opportunity tracking.
A useful pipeline should make it easy to see where each prospect sits in the sales
cycle, who owns the deal, and what action is expected next. That stage view is often
the difference between a scattered sales process and one that can be managed
consistently.

Opportunity and lead records should also act as a central place for sales context.
Buyers should expect these records to bring together details such as:

e customer or prospect name

e contact information

e notes from conversations

o follow-up activity

e current deal stage

e salesperson ownership
That single record view matters because sales work is rarely just about one call or one
message. Teams need a running history that shows what has already happened and
what still needs to happen. On the module page, consider whether the workflow

appears organized enough for a representative to open a prospect record and
immediately understand the next step.

You should also evaluate how the page supports daily execution through:
e organized prospect lists
o stage-based pipeline views
« filters that help narrow active deals

« visibility into which opportunities are ready for quotation or order handling

[SCREENSHOT: pipeline view with opportunities grouped by stage and assigned
salesperson]
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For managers, the pipeline should make progress visible. For representatives, it
should make follow-up practical. If the Sales & CRM page shows both, Sherkety ERP
& Website Platform is likely aligned with teams that need a working sales pipeline
rather than a simple contact directory.

Examining How Quotes and Orders Move Through the Sales
Process

Beyond pipeline tracking, the Sales & CRM module page in Sherkety ERP &
Website Platform should help you evaluate how a qualified opportunity turns into a
commercial document. This is where the selling process becomes more formal: the
team prepares a quotation, the customer reviews it, and accepted business moves
into order tracking.

As you review this area, focus first on the transition from opportunity to quotation. A
strong workflow allows a sales team to move from deal discussion into a structured
offer without losing customer context. Instead of treating quotations as separate
paperwork, the page should present them as part of the same sales journey.

The quotation and order flow buyers should look for usually includes:

1. Draft quotation preparation for a qualified prospect
2. Customer review of the proposed offer
3. Confirmation once the offer is accepted

4. Sales order tracking after the deal is finalized

The document details that matter most in this workflow are typically the practical ones
sales teams use every day. On the module page, look for support around:

Detail area Why it matters

Customer Keeps the offer tied to the right account

Products or services Defines what is being sold

Pricing Shows the commercial value of the offer
Quantities Clarifies scope and volume

Order status Shows whether the sale is still pending or confirmed

A good fit also means confirmed sales activity remains connected to the customer
record. That way, a team can review both relationship history and transaction history
in one place instead of switching between disconnected screens.

Generated from Sherkety Bytes Align docs - August 25, 2026



[SCREENSHOT: quotation and sales order section showing customer, items, pricing,
and status]

If your sales cycle depends heavily on proposals, approvals, and order follow-through,
this part of Sherkety ERP & Website Platform is central to your evaluation. The next
document, Managing Leads Contacts and Sales Pipeline, goes deeper into the
records that feed this process.

Assessing Whether the Module Matches Your Sales Process

The Sales & CRM page in Sherkety ERP & Website Platform is most useful when
you compare what you see on the page against how your team already sells. Rather
than asking whether the module has sales features in general, ask whether its flow
matches your real process from first contact to completed sale.

Start by comparing your current workflow to the module’s supported path:

e prospect intake

qualification

pipeline progression

guotation generation

order follow-through

If your team currently uses one tool for leads, another for quotations, and a separate
process for tracking confirmed sales, a combined workspace may offer a clearer day-
to-day experience. The strongest fit is usually for organizations that want customer
relationship management and transaction handling in one place.

This combined approach is especially relevant for:

¢ sales teams that manage multiple active opportunities at once
» businesses that rely on quotations before a sale is confirmed
e managers who need visibility into deal stages and team activity

e customer-facing teams that benefit from shared account history
As you review the module page, use practical evaluation questions:

e How many pipeline stages does your team actually need?
¢ Do quotations play a central role in winning business?

e Should customer history include both conversations and sales activity?
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o Do representatives and managers need the same records with different levels of
oversight?

Role-based usage is an important part of fit. A sales representative needs quick
access to active opportunities, follow-up details, and quotation progress. A manager
needs a broader view of pipeline movement and deal status. If the page supports both
perspectives clearly, it is more likely to match a growing sales organization.

[SCREENSHOT: Sales & CRM page sections that support pipeline review, customer
history, and quotation follow-up]

This kind of fit assessment helps you move beyond feature lists and judge whether
Sherkety ERP & Website Platform supports the way your revenue team actually
works.

Comparing Key Sales and CRM Capabilities Before You
Decide

When you compare Sales & CRM options, it helps to use a simple capability
framework instead of relying on general impressions. The module page in Sherkety
ERP & Website Platform should give you enough information to test whether the
core sales lifecycle is covered from prospecting through order monitoring.

Use this checklist while reviewing the page:

e Lead management
Can the team capture and organize early-stage prospects?

o Opportunity pipeline tracking
Can deals be followed by stage so progress is visible?

e Customer record management
Can contact details and account history stay in one place?

e Quotation handling
Can qualified prospects move into structured offers?

e Sales order monitoring
Can accepted business be tracked after confirmation?

These capabilities are easier to judge when you ask direct operational questions:

Question to ask What a strong answer means

Can the team track deals by stage? Better pipeline visibility and prioritization
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Question to ask What a strong answer means

Can prospects become customers without duplicate Less repeated work and fewer record gaps

entry?
Can quotes and orders be managed from the same Smoother handoff from selling to confirmed
workflow? business

Each capability connects to a business outcome. Lead and opportunity tracking
support faster follow-up. Customer records improve continuity across conversations.
Quotation handling helps formalize offers. Sales order monitoring gives the team
visibility after the deal is won.

For demos or vendor reviews, keep your comparison practical:

« follow one example prospect from first contact to sale
¢ check whether the same customer history remains visible throughout
» confirm that quotations and orders are part of the same sales flow

» review whether both representatives and managers can work from the same
shared process

[SCREENSHOT: comparison notes for lead tracking, pipeline stages, quotations, and
order monitoring]

If you want to continue from broad evaluation into hands-on record management, the
next step is Managing Leads Contacts and Sales Pipeline.

Overview

The Sales & CRM module page in Sherkety ERP & Website Platform is best
understood as a buyer-facing overview of how sales work can be organized from first
inquiry to confirmed order. It brings together the main ideas a prospective customer
needs to evaluate: pipeline visibility, customer tracking, quotation handling, and sales
follow-through.

At a high level, the page helps you answer four practical questions:

o Can we track prospects as they move through sales stages?
o Can we keep customer information and deal history together?
o Can we prepare quotations as part of the same workflow?

o Can accepted business continue into order tracking without a break?
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This overview is especially useful if your team is comparing several ERP modules or
reviewing whether Sales & CRM should be part of a broader rollout alongside other
areas such as Accounting, HR, Purchasing, or Reporting. In that situation, the Sales &
CRM page gives you a focused way to judge whether revenue work can be handled in
one connected area instead of separate tools.

As you browse, pay attention to the structure of the information on the page. The most
valuable signals are not marketing claims alone, but whether the workflow appears
connected and practical for real teams. A useful module overview should make it easy
to understand how leads become opportunities, how opportunities become quotations,
and how quotations become confirmed sales activity.

You may also want to compare this page with related ERP content such as Browsing
the ERP Apps Catalog and Using ERP System Landing Pages to Evaluate Offerings if
you are still deciding where Sales & CRM fits in your overall evaluation.

[SCREENSHOT: Sales & CRM overview page with major capability sections visible]

For hands-on process details, continue with Managing Leads Contacts and Sales
Pipeline.

Prerequisites

You do not need admin access or a signed-in account to use this document as an
evaluation guide. This page is written for anyone reviewing the Sales & CRM offering
in Sherkety ERP & Website Platform, whether you are a business owner, sales
manager, operations lead, or part of a buying team.

Before reading further or joining a demo, it helps to have a few details about your
current sales process ready. That makes it easier to compare what the Sales & CRM
page presents against your real workflow.

Bring these points into your review:

¢ the stages your team uses from first contact to closed sale

o whether you manage both leads and existing customers

» whether quotations are required before an order is confirmed

» who needs visibility into the pipeline, such as representatives or managers

o whether customer history should include both relationship notes and sales activity

You may also find it helpful to review related public pages first if you are still getting
familiar with Sherkety ERP & Website Platform:
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o Discovering ERP Products and Packages
e Exploring ERP App Categories and Module Entry Points
e Evaluating ERP Modules From Catalog to Detail Pages

If you are specifically comparing Sales & CRM against your current way of working,
prepare one real example deal from your business and ask how it would move
through these stages:

1. first inquiry
2. qualification
3. active opportunity

4. quotation

5. confirmed order

[SCREENSHOT: notes or checklist a buyer uses while reviewing the Sales & CRM
page]

That simple example will make the next document, Managing Leads Contacts and
Sales Pipeline, much easier to apply because you can map each workflow step to a
real sales scenario.
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