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Business Environment

CompanyBlue is a manufacturer who keeps track of
“opportunities” to sell their products to customers

CompanyBlue has distributors (Reds) who in turn sell to
retailers who sell to customers

CompanyBlue has retailers (Greens) who buy either from
CompanyBlue or from distributors and sell directly to
customers

Sometimes other companies (Magentas) provide
additional services to be added to the product before it
IS delivered to the customer

Sometimes CompanyBlue sells directly to the customer
(yellows)

Because CompanyBlue has many products, a sale may be
made by multiple retailers or split between a retailer and
and CompanyBlue



Many segments of the supply chain can be involved in a
sale and each can take on multiple roles.

anufacturer Distributor

Financing
Provide




An 'opportunity' is the intersection of customer and
product. At its highest level it represents market
planning.
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At the lower levels It represents sales planning.
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An Opportunity minimally consists of:
A customer

One or more products
with expected guantity

and an expected price

A sales team
A decision date and status

Comments
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A 'Sales Team' consist of an 'opportunity owner' from
one of

A manufacturer

A manufacturer

A distributor

% A consultant






