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The information contained in this document represents the current view of uptime on the issues discussed as of the date of publication. Because 

uptime must respond to changing market conditions, it should not be interpreted to be a commitment on the part of uptime, and uptime cannot 

guarantee the accuracy of any information presented after the date of publication. 

This document is for informational purposes only. 

 

UPTIME MAKES NO WARRANTIES, EXPRESS, IMPLIED OR STATUTORY, AS TO THE INFORMATION IN THIS DOCUMENT. 

 

Information in this document, including URL and other Internet Web site references, is subject to change without notice. Unless otherwise noted, the 

companies, organizations, products, domain names, e-mail addresses, logos, people, places, and events depicted in examples herein are fictitious. 

No association with any real company, organization, product, domain name, e-mail address, logo, person, place, or event is intended or should be 

inferred. Complying with all applicable copyright laws is the responsibility of the user. Without limiting the rights under copyright, no part of this 

document may be reproduced, stored in or introduced into a retrieval system, or transmitted in any form or by any means (electronic, mechanical, 

photocopying, recording, or otherwise), or for any purpose, without the express written permission of uptime  ITechnologies GmbH. 

 

uptime may have patents, patent applications, trademarks, copyrights, or other intellectual property rights covering subject matter in this document. 

Except as expressly provided in any written license agreement from uptime, the furnishing of this document does not give you any license to these 

patents, trademarks, copyrights, or other intellectual property. 
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pipeliner 

pipeliner consists of three main parts, which will fully assist your sales process using its graphic and function parts. 

 

  

Pipeline ï here you 
can find the sales 

steps, opportunities 
with its documents 

and target. 

Pipeline menu ï here 
you can find all 
pipeliner areas. 

Pipeline bar ï here 
you can find 

synchronize button, 
search bar and 
pipeline options. 



 

 pipelinersales.com a division of uptime ITechnologies GmbH 7 

 

 

 

 

 

Pipeline 

Pipeline part has an interactive graphic user interface (GUI) consisting of pipeliner 

features, which helps you to better monitor/track your sales process. Pipeline is a part 

where you can easily work with your sales opportunities.  

Getting more information 

» Pipeline, 8 p 

» Opportunity, 10 p 

» Pipeliner Options, 20 p 

» Dynamic Target, 26 p 
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The main part of pipeliner is the pipeline, where you can maintain your sales opportunities and their related documents. Moreover, it enables you 

to see your probability of achieving your sales goals through the dynamic target. 

 

1. Overview 

  

Dynamic Target 

Sales step consists of 

opportunity with reminder. 

Sales step with the opportunity 

placed in currently non-visible area. 

Maximize sales step 

Sales stepôs 
percentage of 

probability and 
number of 

opportunities within 

a sales step. 

Opportunity 

Document 

The Opportunity 
Extract ï by pointing 
on the opportunity, 

the opportunity extract 
will pop up. Here, you 

can find basic 
information and work 
with this opportunity. 
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2. Maximized window 

You can maximize every sales step on your pipeline as well as the lead/acquisition panel. The main advantage of maximizing the sales step or lead 

panel is that you can add infinity number of opportunities to the pipeline. Using the scroll bar helps you to better move through all your opportunities.  

 

  

Minimize sales step 
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Opportunity 

Every opportunity represents a potential of sale. Pipeliner enables you to create and maintain an infinity number of opportunities in your pipeline 

database. Please note that you can maintain only those opportunities, which you own, others are read only. If you want to participate on the 

opportunity the preferred way is to use the p-connect feature. 

1. Overview 

  

Tip: You can move the 
opportunity by dragging 

and dropping it. 

Opportunity ï by 
double clicking on the 
opportunity, you can 

open its control panel. 
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The opportunity label displays many specific features, which help you in working with pipeliner. To see possibilities see tab below. 

Preview Description 

 
Normal single mode view 

 
Normal team mode view 

 
Selected opportunity 

 
Opportunity with reminder 

 
Grouped opportunity 

 
Opportunity of your sales team (not owner) 

 
Opportunity of your sales unit (not owner) 

 

Opportunity not contributing to the target. Either because of your filter 
properties or is out of target date range. 

 
Opportunity not included to the filter selection. 
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2. Create new opportunity 

You can create an infinity number of opportunities to your pipeline database using three different ways.  

¶ Click on new opportunity button  in pipeline menu. New opportunity will be automatically created to the first sales step of your pipeline 

and the system will open its opportunity panel. 

¶ Double click on the pipeline sales step field. New opportunity will be created on that place and the system will open the opportunity panel. 

¶ Hold ctrl (or command on Mac) button on the keyboard and click on the pipeline sales step field place. New opportunity will be created on 

that place and the system will open the opportunity panel. 

The system will automatically open the control panel, where you can maintain the opportunity details. 

3. Move the opportunity 

Moving with the opportunity through the pipeline sales steps is part of your sales process. The main purpose is to move the opportunity from the 

first sales step to the last sales step. You can move the opportunity all along the pipeline by dragging and dropping it.  

As an owner, you can move the opportunity either from one sales step to another or by moving it within the sales step. 

Moving the opportunity Owner Not owner 

Between sales step ã x 

Within one sales step ã ã 

 

¶ You can move the opportunity on the exact place in your pipeline through drag & drop or you can drag the opportunity on the sales step name. 

The system will insert the opportunity at the begging of the sales step. 

¶ In the maximized window you can move the opportunity to another sales step by dragging the opportunity on that name sales step and the 

system will insert the opportunity at the begging of the sales step.  
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Drag the opportunity on 
the sales step name 

Drag the opportunity into 

the wanted sales step 

The opportunity was 
moved to the place of your 

choice   

The opportunity was 
moved at the beginning of 

a sales step   

The diagram below shows you how to move the opportunity from one sales step to another.  

Drop the opportunity on 
the sales step name 
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Drag the opportunity on 
the sales step name 

Drop the opportunity on 
the sales step name 

The opportunity was 
moved at the beginning of 

a sales step   

The diagram below shows you how to move the opportunity from one maximized sales step to another.  
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4. Closing opportunity (move to the archive) 

The opportunity can be closed in two different ways and it depends on the achievement of that opportunity. 

Won opportunity  

The opportunities moved to the last sales step are considered by the system as the won. If you move the opportunity to the last sales step, the 

system will prompt you to confirm moving the opportunity to the archive.  

  

¶ Click yes  if you want to proceed or click no  to leave the opportunity in last sales step of pipeline. 

 

Lost opportunity 

You can move a lost opportunity to the archive by clicking the archive button  in the opportunity extract window.  

  

Close lost opportunity ï by 
clicking archive button, you can 
move the opportunity to archive.  

Note: You can still anytime re-
activate the opportunity back to the 

pipeline. 
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Note: The system will move the 
opportunity to that sales step, 
where it was in the archive. 

Re-activation archived 
opportunity ï by clicking re-

activate icon, you can move the 
opportunity back to the pipeline.  

The system will prompt you to confirm moving. 

 

¶ Click yes  if you want to proceed or click no  to leave the opportunity in the pipeline. 

 

5. Re-activation of closed opportunity 

Opportunity in archive 

If you want to move a closed opportunity back to the pipeline from the archive, you have to point on that opportunity and click on the re-activate 

icon  in its extract window. 

 

The system will prompt you to confirm re-activation. 

 

¶ Click yes  if you want to proceed or click no  to leave the opportunity in the archive. 
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New closing 
date ï insert 

the new closing 
date either 

manually or by 
clicking on the 

calendar button. 

 

 

 

New closing 
date ï insert 

the new closing 
date either 

manually or by 
clicking on the 

calendar button. 

 

 

 

Additionally, the system will prompt you to define its new closing day. 

 

 

¶ Click on the save to proceed or click on the close  and the system will add closing date of the opportunity according to 

its previous closed date. 

 

Opportunity in last sales step 

If you want to move the opportunity from the last sales step back to the sales process, you have to drag and drop that opportunity from the last 

sales step to one of the active ones. The system will prompt you to define its new closing day.  

 

 

¶ Click on the save to proceed or click on the close  and the system will add closing date of the opportunity according to 

its previous closed date.  
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Copy archived opportunity ï by 
clicking the copy icon, you can 

create a copy of that opportunity 
into the pipeline.  

Note: The system will move the 
opportunity to the first sales step. 

New closing 
date ï insert the 
new closing date 
either manually or 
by clicking on the 
calendar button. 

 
 

 

6. Copy the opportunity 

If you want to make a copy of the opportunity from the archive to the pipeline, then click on the copy icon  in its extract window. 

 

The system will prompt you to confirm this process. 

 

¶ Click yes  if you want to proceed or click no  to leave the opportunity in the archive. 

 

Additionally, the system will prompt you to define opportunity closing day. 

 

¶ Click on the save to proceed or click on the close  and the system will add closing date of the opportunity according to 

its previous closed date.  
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Reminder ï by clicking on the  
icon, you can set a reminder for this 

opportunity. 

Control Panel ï by clicking 
on the icon, you can open its 

control panel. 

Archive ï by clicking on the  icon, the 
opportunity will be closed and the status 
changed to ĂLostñ. The opportunity is 

then placed in the archive. 

Opportunity general 

information 

Print ï by clicking on the icon, you 
can print all information related to 
this opportunity into the PDF file. 

7. Opportunity extract 

The extract window enables you to easily work with actually pointed opportunity through its pipeline icons. Through these icons you can reach 

the most important features related to this one opportunity.  

Show/hide opportunity ï by 
clicking on the  icon, you can 
show/hide the opportunityBy 

default, values of hidden 
opportunities are not included in 

the target calculation. This can be 
changed within the pipeliner 

options. 
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Pipeliner options 

Pipeliner options feature has been designed for the best usability comfort, which enables you to customize all opportunities in your sales process 

and customize specificities of dynamic target upon your needs. If you want to open pipeliner options, click on the options button  in 

upper right hand corner of pipeliner and the system will enroll its working list. 

1. Overview 

  

Pipeliner options ï 
by clicking on the 

options button, the 
system will open 
pipeliner options. 

Pipeline settings list 
ï here you can find 
the main pipeline 
working options:  

 

¶ Sales role view 
settings 

¶ Profile settings 

¶ Opportunity view 
settings 

¶ Filter settings 

¶ Dynamic target 
settings 

Tip: Would you like to 
have your pipeliner 

options opened during 
working! Just click on 

the options panel 
label and drag it away 

from its spot. If you 
would like to move 
your options panel 

back, then drag and 
drop it near its origin 
spot and system will 
automatically dock 

your filter back to your 
pipeliner! 
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Toggle opportunities in pipeline/archive ï by 
checking one of the options, you can toggle the 
variety types of opportunities in the pipeline or 

archive. 

Target contribution ï by checking one of the 
options, you can include opportunitiesô value to 

the target. 

Tip: By clicking on the ñcustomize 
this settingò button, you can freely 
customize opportunitiesô view on 
pipeline and their contribution to 

the dynamic target. 

Sales role view ï by selecting one of the 
options, pipeliner will use pre-defined settings 

for pipeline and target contribution settings 
recommended for listed sales role. 

2. Sales role view settings 

This option enables you to select which sales view you would like to use. Sales role view settings provide you the possibility to select pre-defined 

sales view settings as well as customized option. The table below shows you explanation of all possible settings. You can also select the custom 

mode, where you can freely customize its settings. 

 

  

Settings Explanation 

Toggle show/hide opportunities Toggle your opportunities visibility 

Toggle show/hide sales teamôs opportunities Toggle sales team opportunities visibility 

Toggle show/hide sales unitôs opportunities Toggle sales unit opportunities visibility 

Do not display opportunities outside target Toggle visibility of opportunities situated outside 
the target  

  Include value of hidden opportunities Include values of hidden opportunities to the target  

Include value of sales team opportunities Include values of sales team opportunities to the 
target 

Include value of sales unit opportunities Include values of sales unit opportunities to the 
target 

Do not include filtered out in target Include values of opportunities according to the 
filter settings 
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Select profile ï by selecting 
one of your saved profiles, 

pipeliner options will change 
its settings according to this 

profile configuration. 

Update profile ï by clicking 
on the update button, you will 
save all changes made within 

selected profile. 

Remove profile ï by clicking 
on the remove button, you 

will remove selected profile. 

Create new profile ï by inserting a profile name and 
clicking on the create button, you will save and 

create a profile according to your options settings. 

3. Profile settings 

The profile enables you to create your own pipeliner options preferences i.e. one specific workspace. After you will configure your options 

settings (e.g. filter settings) you can save them under one profile and afterward anytime use this setting through just one click.  
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Remove empty 
spaces ï by clicking 
this button, the gaps 

between opportunities 
in the sales step will 

be removed. 

Reversed 
arrangement ï 
check to reverse 

arrangement 
Arrange opportunities ï select 
one of the possibilities to arrange 

the opportunities in the pipeline and 
click on the arrange icon

 to process. 

 

 

4. Opportunity view settings 

The opportunity view settings enable you to group, entitle and arrange opportunities in your pipeline according to your needs. 

 

 

  

Entitle ï Select one of the 
possibilities to display 
opportunities labels. 

Single 
mode 

 

Team 
mode 

 

 

Group ï Select one of the 
possibilities to organize 

opportunities into groups with 
similar information. 

Single 
mode  

Team 
mode 

 

 

Toggle show/hide hidden 
opportunities ï by checking this 
option, you can show/hide hidden 

opportunity in the pipeline. 
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Filter by the 
opportunity value ï 

insert the specific 
value to filter the 

opportunity as such. 
Please note that you 

can classify 
mathematic relation 

to this value. 

 

 

 
 

Note: Please do not forget to 
activate filter by clicking the button

. Otherwise the filter will not 
work at all. 

Tip: If you want to find the 
opportunity according to its closing 

date, you can use opportunity 
timeline. 

5. Filter settings 

Filter settings enable you to filter opportunities in your pipeline according to their details and your needs. 

 

 

 

¶ Click on the button ñonò  to activate filter options or click filter ñoffò  to deactivate filter. Click on the reset button 

to clear filter options.  

Filter by 
account/owner/opportunity 

nameï insert the 
account/owner/opportunity name to 
filter the opportunities containing it.  

Filter by ranking ï by checking 
this option, you can filter the 

opportunities according to their 
ranking status. 

Filter by products/services/sales 
step name ï check the 

product/service/sales step name to 
filter the opportunities containing it. 

Filter by sales unit ï by checking 
this option, you can filter the 

opportunities according to their 
sales unit. 
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Tip: Date range for financial year is 
classified from 01.04 of this year to 

31.03 of the following year.  

6. Dynamic target settings 

The dynamic target settings enable you to customize the target period. pipeliner will include to the computation only those opportunities which 

closing dates are situated in the customized target period. Additionally, you can setup target goal as an expected value e.g. of income or 

turnover.  

 

  

Dynamic target period ï here 
you can select one of the 

possibilities to select date range 
for dynamic target. 

 
 

Actual target goal ï insert the 
value of the target goal. 

Note: This feature is available only 
in licensed versions. 
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Dynamic target 

The dynamic target computes and displays its value based on the target period and value of the opportunities in this period. Moreover, the dynamic 

target is a special pipeliner feature displaying your actual probability of your sales achievement according to your pre-defined target goal. 

1. Overview 

  

Dynamic target Target view: By 
clicking changing 

sign, you can alter its 
display. Moreover, by 

clicking on the 
dynamic target, you 
can enroll its main 

details. 
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Target view 

Dynamic target value 

Dynamic target value 
proportion (based on 

the target goal value)   

Dynamic Target 

period 

Tip: Proportion value of dynamic 
target is shown through the chart 

pie behind target label. 

2. Changing the dynamic target display view 

You can change the display label information of dynamic target to see the sum values of the opportunities according to their values, standings in 

ones sales step and their closing dates. You can setup target goal as an expected value of your sales business. Please note that target goal is 

voluntary input. 

 

 

  Type of dynamic target Explanation 

Weighted target 
Sum of the opportunities values according to their sales step position 

(its percentage of probability) and target period date definition. 

Un-weighted target 
Sum of the opportunities values according to the target date period 

definition. 

Real target Sum of the closed won opportunities values. 

Getting more information 

»  Dynamic target settings 

»  Toggle dynamic target 

visibility 

Dynamic Target goal 

Dynamic target view 
ï by clicking this sign, 
you can alter dynamic 

target view. 
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Pipeline Archive 

Pipeline archive is a special pipeline part where you can maintain all closed 

opportunities. Namely, it gathers all opportunities, which have been defined as either lost 

or won.   

Getting more information 

» Pipeline archive overview,  29 p 

» Opportunity extract, 30 p 

t 
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All opportunities in the archive have a stable position and they are read only. You can re-activate anytime and any opportunity in the archive back 

to your pipeline according to your needs. 

1. Overview 

  

Sales stepôs percentage of 
probability 

The Opportunity 
Extract ï by pointing 
on the opportunity, 

the opportunity extract 
will pop up. Here, you 

can find basic 
information about the 
opportunity and work 

with it. 

Options 

Note: The 
opportunities in the 
archive have fixed 

position and they are 
all read only. 

Number of closed opportunities 

in the sales step 

The ñ7/37ò means that 
in archive are 37 

archived opportunities 
and 7 of them are 

considered as being 
won. Additionally, 

18.92% shows your 
percentage of 

successfully closed 
opportunities. 

Search bar 
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Copy opportunity to pipeline ï by clicking on the  
icon, you can make a copy of the opportunity to pipeline. 

Control panel ï by clicking on the  icon, 
you can open its control panel. 

Trash ï by clicking on the  icon, you 
can delete the opportunity forever. 

Re-activate the opportunity ï by clicking on the icon, 
you can move the opportunity back to pipeline. 

Toggle visibility of the opportunity ï by clicking on the  
icon, you can hide or show opportunity in the archive. 

Reminder ï by clicking on the  icon, 
you can set reminder to this 

opportunity. 

Opportunity basic 
information 

Print ï by clicking on the icon, you can 
print all information related to this 

opportunity as a PDF file. 

2. Opportunity extract 

The extract window enables you to easily work with actually pointed opportunity through its pipeline icons. Through these icons you can reach 

the most important features related to this one opportunity. 

 

 

 

 

 

 

 

 

 

 

 

 

 

¶ If you would like to leave the archive then you have to click on the arrow button  in pipeline menu.  
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Control Panel 

The control panel consists of four information parts, which enable you to maintain all 

information about the single opportunity.   

Getting more information 

» Opportunity, 33 p 

» Activities, 43 p 

» Account, 49 p 

» Organization chart, 51 p 

 

 



 

 pipelinersales.com a division of uptime ITechnologies GmbH 32 

Every control panel enables you to insert and then maintain the account related details, set activities related and organize key people related to 

the opportunity into a visual organization chart. 

Overview of control panel 

  

Cancel ï by clicking the cancel button, 
you will close its control panel. 

Activities ï by 
clicking on its field, 

the system will 
expand the activities 
lists, where you can 

set reminders, create 
tasks, schedule 

appointments and 
post topics related to 

the opportunity. 

Opportunity ï by 
clicking on its field, 

the system will 
expand the 

opportunity panel 
window, where you 
can insert the initial 
opportunity related 

details. 

Organization chart ï 
by clicking on its field, 

the system will 
expand the 

organization chart 
panel, where you can 
organize people into 

the visual 
organization chart. 

Account ï by clicking 
on its field, the system 

will expand the 
account panel 

window, where you 
can maintain account 

related details. 
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Opportunity 

The opportunity window enables you to insert general opportunity related details such as its name, value, closing date, account contact, key contact, 

products and services related to the opportunity, the opportunity owner and the sales team whom you are sharing the opportunity with. 

1. Overview 

  

Opportunity name ï 
by clicking on its bar, 

you can insert the 
name of an 
opportunity. 

Opportunity value ï 
by clicking on its bar, 

you can insert the 
value of the 
opportunity. 

Closing date ï insert 
the closing day of an 

opportunity either 
manually or by clicking 

on the calendar 
button. 

Note: By clicking the 
history log button, the 
system will open its 

window. 

Opportunity account 
& key contact ï by 

clicking on the 
account or contact 

card, you can insert to 
this opportunity 

related account and 
key contact. 

Opportunity rank ï 
rank the opportunity 

according to your 
preference. 
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2. Account &Key contact 

Every opportunity is basically connected to one account and all necessary opportunity related informationôs are done in touch with its opportunity 

key contact. You can assign/change an account or key contact to every opportunity in your pipeline.  

Assign new account 

¶ Click on the plus account  button. The system will open the account details dialog. 

 

 

 

 

 

 

 

 

 

¶ Click on the save button to assign this account to the opportunity or click cancel button  to close account details dialog.  

Assign new account ï click on the 
plus account button to insert new 

account related details. 

Account Details ï Insert account 
details by entering information into 

defined fields. Please note that 
only mandatory field is the name of 

an account. 
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Add account from address book 

¶ Click on the address book  button. The system will open the address book.  

 

 

 

 

 

 

¶ Select one account from any available in the address book and click the select button . The system will assign it to the opportunity.  

Address book ï click on the address 
book button to assign an existing account 

to the opportunity. 

Columns visibility ï by clicking the 
columns button, you can choose columns, 

which you want to make visible on the 
account list. 

Search bar ï Type in searched word to 
find an account containing it.  Please note 
that you have to empty the search bar to 

see all accounts again. 

Alphabetically sorting ï Click to sort accounts 
alphabetically either descending or ascending. 

Select account 

Sorting by columns ï Click to sort 
accounts by columns names. 
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Add quick account name 

If you would like to input account data very quickly (e.g. you would like to insert only account name), you can easily do it by only inserting account 

name to its field and then by clicking on the confirmation button. 

¶ Insert the account name into its field. 

 

¶ Click on the confirmation  button to proceed and inserted account name will be stored.  

Account name ï Account 
name ï insert the account 

name. 

Confirm ï click on the 
confirm button in order to 

relate account to the 
opportunity. 
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Assign new key contact ï click on 
the plus contact button to insert 
new key contact related details. 

Assign key contact to the opportunity 

After you assign the account to the opportunity, the system will automatically add the key contact card. You can choose whether you want to 

assign a new key contact or you want to select an existing one from the address book. 

Assign new key contact 

¶ Click on the plus contact  button. The system will open the contact details dialog. 

 

 

 

 

 

 

 

 

 

 

¶ Click on the save button to assign the key contact to the opportunity or click cancel button  to close contact details dialog.  

Contact Details ï Insert contact 
details by entering information into 
the defined fields. Please note that 
only mandatory fields are first and 

last name of the key contact. 
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Assign key contact from address book 

¶ Click on the address book  button. The system will open the address book. 

 

 

 

 

 

 

¶ Select one contact from the available address book list and click select button .The system will assign it to the opportunity.  

Columns visibility ï by clicking the 
columns button, you can choose columns, 

which you want to make visible on the 
account list. 

Search bar ï Type in searched word to 
find a contact containing it.  Please note 
that you have to empty the search bar to 

see all contacts again. 

Alphabetically sorting ï Click to sort 
contacts alphabetically either descending or 

ascending. 

Select contact 

Sorting by columns ï Click to sort 
contacts by columns names. 

Address book ï click on the address 
book button to assign an existing account 

to the opportunity. 



 

 pipelinersales.com a division of uptime ITechnologies GmbH 39 

Add quick contact name 

If you would like to input contact data very quickly (e.g. you would like to insert only contact name), you can easily do it by only inserting contact 

name in its field and then by clicking on the confirmation button. 

¶ Insert the first and last name into their fields. 

 

¶ Click on the confirm button  to proceed and inserted key contactôs data will be stored.  

Contact name ï insert the first and 
last name into its fields. 

Confirm ï click on the confirm 
button in order to relate contact to 

the opportunity. 
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Note: When you edit or delete 
existing product or service, the 

process will affect all opportunities 
assigned to it.  

3. Products & services list 

This list shows you all user-defined products and services, which you can relate to the opportunity. Once you create a new product or service in 

the opportunity panel, it will be available in every opportunity panel all opportunities. 

 

  

Add new product & service ï 
click to add new product/service 

and insert the name of it. 

Edit product & service ï click on 
the edit button to edit selected 

product/service name. 

Delete product & service ï click 
on the delete button to delete 

selected product/service. Check the product & service ï click 
to check the product/service item and 

assign it to this opportunity. 
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Select new owner ï select the new 
owner of the opportunity. 

Important Note: If you assign the 
opportunity to the new owner, first 
you and afterwards the new owner 

have to synchronize in order to 
finish whole operation of 

transferring ownership. You will 
automatically lose the option of 

editing the opportunity details as 
an old owner. Further, if you are 
not in the same sales team, you 

will lose the opportunity from your 
pipeline as well. 

Sales team member ï check the 
option to keep yourself as a team 

member. 

Select new sales unit ï select new 
sales unit of the opportunity.  

4. Opportunity owner 

Every opportunity can have only one owner. The ownership of the opportunity differs in single and team mode. Whilst in single mode the owner 

field is a free input box, in team mode the ownership has to be assigned to somebody from the organization. Please note that only the owner of 

the opportunity can change its ownership. 

 

 

 

 

 

 

 

Assign new ownership of the opportunity in team mode 

 

 

 

 

 

 

 

 

 

 

¶ Click on the save  to select a new owner or click  to close the window.  

Mode Opportunity owner Sales Team 

Single Free input for user Free input for user 

Team 
Select from all available users within the 

organization. 
Multiple select from all available users 

within the organization. 
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Change ownership of the opportunity in team mode 

As a sales manager, you have the option to change the ownership of the opportunities of your sales team members. 

 

¶ Click yes  if you want to proceed or click no  to leave the opportunity assigned to the present owner. 

5. Sales team  

The sales team is a group of sales members with whom you share your opportunity. Please note that all sales team members assigned to this 

opportunity can see this opportunity on their pipeline and can read opportunity details written to action panel as well as use the messaging 

system to communicate amongst themselves. 

 

  

Check the member ï 
click to check the 

sales member who 
you want to include 

into sales team of the 
opportunity. 

Note: It is 
recommended to use 
this feature only in a 
case of emergency!  
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Activities 

The activities window helps you to plan tasks, set reminders and make appointments related to the opportunity. You can setup, maintain and 

delete tasks, reminders and appointments assigned to this opportunity. Moreover, in the team version you are able to start discussions and post 

topics to one opportunity and share your thoughts among your colleagues. 

1. Overview 

  

Activity types ï 
select the activity you 

would like create: 
 

¶ Set Reminder 

¶ Create Task 

¶ Schedule 
Appointment 

¶ Start Discussion 
(team version). 

Details view of 
selected activity 
















































































































































































































































