IGNOSI CRM – STAGE 1 FINAL IMPLEMENTATION DOCUMENT
1. SYSTEM OVERVIEW
The CRM is designed as a Sales Execution Engine based on:
· Stage-Based Pipeline 
· Event-Driven Follow-ups 
· Revenue-Based Targets 
· Product-wise Opportunity Tracking 
👉 All tracking must be system-generated (no manual entries for performance)

2. SALES PIPELINE STRUCTURE
Stages
1. Lead 
2. Qualified 
3. Potential 
4. Demo 
5. Visit 
6. Closed 

Event System (Stage-Independent / Floating)
Events can be scheduled at any stage:
· Call 
· Message 
· Demo Scheduled 
· Demo Completed 
· Quote Shared 
· Visit Scheduled 
· Visit Completed 
· Negotiation 
Each Event Must Store
· Scheduled Date & Time 
· Status (Pending / Completed / Missed) 
· Remarks 

Mandatory Feedback Rule
For:
· Demo Completed 
· Visit Completed 
System must enforce mandatory fields:
· Customer Feedback 
· Requirement Details 
· Suggestions 
· Budget 
· Expected Closing Timeline 
· Competitor Info 
· Staff Remarks 
· Customer Commitments 
👉 Event cannot be marked “Completed” without this data

3. OPPORTUNITY MODULE
Client Details
· Company Name 
· Owner Name 
· Mobile + WhatsApp 
· Email 
· Address 
· Landmark / Geo Location 
· Image (Visiting Card / Signboard) 

Opportunity Fields
· Product Type 
· Deal Value 
· Closing Probability (%) 
· Stage 
· Assigned Staff 
· Expected Closing Date 

Event Mapping
Each opportunity must store:
· Event Type 
· Scheduled Time 
· Status 
· Notes 

4. CLIENT PROFILE (360° VIEW)
Each client page must display:
· Existing Products 
· Active Opportunities 
· Products in Lead Stage 
· Products in Closing Stage 
· Complete Follow-up History 

Cross-Selling
· Show suggested / related products 

Core Rule
Each Product = Independent Opportunity
· Separate stage tracking 
· Separate follow-up history 

5. TARGET SYSTEM
A. Activity Targets (Discipline Control)
TSE
· Calls: 60 
· Qualified: 20 
· Potential: 5 
· Demo: 2 
· Visit: 1 
Sales Officer
· Qualified: 15 
· Potential: 5 
· Demo: 2 
· Visit: 2 
Manager / Asst Manager
· Potential: 5 
· Demo: 3 
· Visit: 2 

B. Revenue Targets (Primary KPI)
	Role
	Weekly Target

	TSE
	₹4,00,000

	TS Officer
	₹5,00,000

	Manager
	₹8,00,000

	Asst Manager
	₹10,00,000



6. PIPELINE VALUE ENGINE (CORE LOGIC)
Formula
Pipeline Value = Target Revenue / Closing Probability

Conversion Assumptions
	Transition
	Conversion %

	Lead → Qualified
	40%

	Qualified → Potential
	30%

	Potential → Demo
	50%

	Demo → Visit
	60%

	Visit → Closed
	40%


👉 Approx final conversion: ~2% (Lead → Closed)

Stage Multipliers
	Stage
	Multiplier

	Closed
	1x

	Visit
	2.5x

	Demo
	4x

	Potential
	8x

	Qualified
	20x

	Lead
	50x



7. TARGET → PIPELINE BREAKDOWN
TSE (₹4L Target)
	Stage
	Value

	Closed
	₹4L

	Visit
	₹10L

	Demo
	₹16L

	Potential
	₹32L

	Qualified
	₹80L

	Lead
	₹2 Cr



TS Officer (₹5L Target)
	Stage
	Value

	Closed
	₹5L

	Visit
	₹12.5L

	Demo
	₹20L

	Potential
	₹40L

	Qualified
	₹1 Cr

	Lead
	₹2.5 Cr



Manager (₹8L Target)
	Stage
	Value

	Closed
	₹8L

	Visit
	₹20L

	Demo
	₹32L

	Potential
	₹64L



Asst Manager (₹10L Target)
	Stage
	Value

	Closed
	₹10L

	Visit
	₹25L

	Demo
	₹40L

	Potential
	₹80L



8. PRODUCT VALUE STRUCTURE
TSE / TS Officer
· Website – ₹15,000 
· KML – ₹20,000 
· Jewellery – ₹30,000 
· Chitty – ₹30,000 
Manager / Asst Manager
· Microfinance – ₹55,000 
· NBFC / MSCS – ₹1,00,000 
· 
· Above products 

Expected Revenue Calculation
Expected Revenue = Deal Value × Closing Probability

9. LEAD SHARING MODEL
· Lead Creator → 50% credit 
· Deal Closer → 50% credit 
System must track:
· Lead Owner 
· Closing Owner 

10. AUTO TRACKING RULES
	Action
	System Count

	Call Completed
	Call Count

	Stage → Qualified
	Qualified Count

	Stage → Potential
	Potential Count

	Demo Created
	Demo Count

	Visit Created
	Visit Count

	Deal Closed
	Revenue



11. DASHBOARD REQUIREMENTS
Staff Dashboard
· Target vs Achieved 
· Stage-wise Pipeline Value 
· Conversion Ratios 
· Task Completion Status 

Manager Dashboard
· Team Performance 
· Pipeline Health 
· Missed Follow-ups 
· Underperformance Alerts 

Event Dashboard
· Demo Scheduled vs Completed 
· Visit Scheduled vs Completed 
· Calls / Messages 
· Quotes 

12. PERFORMANCE METRICS
· Call → Qualified % 
· Qualified → Potential % 
· Potential → Demo % 
· Demo → Closed % 

13. TASK MANAGEMENT
· Auto-generated daily tasks 
· Pending vs Completed 
· Real-time progress 

14. ALERT SYSTEM
· Missed follow-up alert 
· Target gap alert 
· Low conversion alert 
· Manager escalation 

15. GAP ANALYSIS ENGINE
System should detect:
· Low Lead Value → Lead generation issue 
· Low Qualified → Poor filtering 
· High Demo, Low Closing → Conversion issue 

16. PRODUCT MIX CONTROL
System should monitor:
· Product-wise revenue contribution 
· High-value vs low-value sales ratio 
👉 Prevent over-dependence on low-ticket products

17. CRITICAL BUSINESS RULES
· One customer → multiple opportunities allowed 
· One product → one opportunity 
· No event → no follow-up tracking 
· No feedback → demo/visit cannot close 
· Performance = Value flow, not activity 

18. FINAL OUTCOME
This system delivers:
· Structured sales execution 
· Full pipeline visibility 
· Revenue-driven tracking 
· Product-level control 
· Staff accountability 
· Scalable growth model
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