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Sales potential in the construction trade can Compact:

be realized if the complete lifecycle of a ® Strategic instrument for sales,
construction project is documented and the
information is available to all participants.
The strategic instrument for sales,
marketing and management is construction

marketing, and management

Management of construction sites

site management.

For many companies it is absolutely necessarily to
document and trace long-term projects in the
construction sector and existing buildings and their
lifecycle. This usually occurs as the basis for the
documentation of the contact history with various
project participants, of the system and management
of electronic documents, of the generation of bids
and orders and their tracing as well as of the project
progress.

Central data storage and a 360° view of the
construction project are absolute prerequisites here
in order to exploit the potential of the projects and
the cross-selling opportunities completely as well as
to realize possible uplifts.

movento add-on based on SAP™ Standard
Using the Opportunity Management components of
SAP™ CRM, we have created a solution that unites
the essential aspects of construction management.
As a central starting point, this solution offers you
the opportunity, for example

- To document contact histories

- To manage systems

- To record bids

- To record project participants and

competitors

Use of SAP Standard
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Figure: Sample screen: Construction site managment



A special advantage of this solution as compared to
the SAP standard are the address recording and
classification possibilities, which are indispensable
for construction sites. It is important, for example, to
record pure address data (postal code, street, city)
and additional classifications (e.g. skyscraper, steel
construction, underground garage, hotel, etc.).

Important here is, in addition to the pure recording
of address data, also a corresponding partner search
on which you can rely for analyses and workflows.

Planning

In addition to recording the pure main data for a
construction project, it may be necessary and
sensible to plan sales and marketing for particular
products or, as is frequently the case with long-term
projects, product group, etc.  For this, you can use
either the product table used in Opportunity
Management or, as in our example, an expanded
product deployment planning. This has the
advantage that it becomes possible to plan and
analyze customer-individual key values (key
performance indicators).
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Figure: Sample product deployment table

Integration

Especially important in this context is the linking of the
follow-up processing of construction sites with the
existing ERP processes. Frequently, in existing
landscapes, processes are read in for the generation of
sales receipts. Ideally, these must be linked to the
construction sites in CRM in order to be able to
provide simple navigation and create relevant
analyses. movento's solution permits the cost-effective
use of receipts in R/3 (via WebGUI on the portal) and
links these objects with pure CRM objects.

Documentation/archiving

In addition, precisely in connection with the
management of construction projects, it is necessary
to make numerous documents available electronically.
The movento solution "Paperless documentation”
offers an integration of the SAP standard into the
management of construction sites. There is a detailed
description in a separate service description.

Based on SAP™ CRM 2004 or 2005 ed. and SAP™
Bl, movento offers a compact service package for
the quick and pragmatic mapping of construction
site management:

the employees on the sales force and in the home
office are supported efficiently with a planning
function integrated into SAP™ CRM in the object
management and tracing. The company management
uses SAP™ B| for the analysis of the anticipated
projects and thus for sales and procurement planning.
Furthermore, the structured recording and tracing of
construction projects permits the exploitation of
potential in the project as well as the purposeful
planning of cross and upselling.

movento GmbH concentrates on Customer Relationship Management (CRM) and offers a full range of consulting and services in this area. The
company was founded by specialists in SAP™ CRM with many years’ experience.

movento offers consulting for the definition of strategic CRM business processes on through to their implementation with SAP™ CRM solutions
in the SAP™ Business Suite family. In numerous national and international projects, movento has proven its expertise and extensive experience
time after time. This CRM specialist is a consulting partner, service partner, and Special Expertise Partner for SAP™’s SAP™ CRM. Our customers

include renowned medium-sized and large European companies.
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