Using SJAMs to Track Opportunities Effectively

Capture <Opportunities>, convert to <Design Ins > and track till <Design Win> or <Revenue> status is achieved

Key fields are highlighted by red outline. Capturing and maintaining the information required in these fields is recommended
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General Comments
Blue Toner is the incumbent vendor. 2009 sales to Apache in excess of 320

CEM Notes CEM #2 CEM #2 Notes

© CommentHistory 4 Quote History @ ShipmentHistory @ Splits @ Online Systems

Non Revenue Status: Target, Concept, Evaluating, Sampling, Prototyping

Revenue Status: Design In, Design Win, Forecast, Production

What is the [Next Action] necessary to move this Opportunity to a Revenue producing status?
When should we [Follow Up], [Follow Up Date]? When is the expected [Close Date]?
[Prod Date] is it accurate? If the [Prod Date] is already past, only second source opptys are possible?



