SMSA Sales Process

Sales Rep. Contact
prospect customer
to set a meeting

>

After customer meeting
Sales Rep. will start in
preparing a proposal
based on the customer
profile

>

Sales Rep. fill RFR form

& define required >

discounts

Sales Rep. to print out
RFR
& sign it to be submitted
to Sales Manager

A

If it is within Sales Authority
Sales Rep will submit the

Case Closed with
keeping it as future 1

If Management
Declined

If it is above Sales Rep.
Authority, thus he has to
obtain Sales Manager or CM

price to customer

opportunity

approval

Sales has to fill If Management

> 100% of the

contract data approved

IF customer has
CR&TX

If Customer does
not have CR & TX

A

/

Sales must attach the following Documents together &
sent them to Sales Analyst:
Signed Contract + Signed RFR+ Agreed Price + Copy of

Customer national ID

Sales must attach the following Documents together &
sent them to Sales Analyst:
Authorized Manager Approval +Signed Contract +
Signed RFR+ Agreed Price + CR + TX

Informing customer
by account # &
installing SMSA

Automation system

Submitting Signed
Contract to billing for<¢——
account # issuance

Sales Analyst to get Sales

Signature / CM Signature as per <#— submitted Documents & Proceed

Authority Matrix

Manager Sales Analyst does Review the

for Finance Verification
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