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Salesforce.com Practice i Overview

X

Select Consulting Partner of Salesforce.com

25+ member team of dedicated Salesforce.com professionals

50+ successful global implementations and support

300+ technical projects executed over Salesforce.com

50,000+ hours of consulting and implementation work

Global customers spread across USA, Asia Pacific, UK and Germany
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Salesforce.com Practicei Over view ( é)

300+ technical projects executed over Salesforce.com

= VisualForce

m S-Controls
APEX Triggers

m Apex Web Services
Anonymous Apex Scripts

® APEX Email Services
Java Applications
Dot Net Applications
Others
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Service - Technical Development

A Apex triggers and codes
A VisualForce development Sl= ErEinT
A S- controls

A Salesforce Sites
A SF web services

Development

A Net, Java, PHP apps to handle complex
calculations or logic

A Web services to interface external apps with SF External Applications
A Google, Amazon, Facebook, integration
A Crystal Reports, Qlikview for SF

A Integration with ERP systems i Oracle Apps Legacy Systems
A CTI Integration Integration




UisSTER

technologies

Case Studies

Visuay%rce“




LiSTER a 15

technologies ‘

Case Study i | Visua\lﬁ)rce“

CUSTOMER V Business Need

USA Based private Mortgage A One of the SF objects that the client was using had grown to over

investment company 480 fields which was impacting performance. We had to break

down the object into smaller ones.

A The client also wanted to ensure that even though we break the
TECHNOLOGY ¢

|

object up, there should no impact to the usability from an end user

A Visualforce .
standpoint

A Apex

A JavaScript ( _ )

Solution
Snapshot A Broke the object up into 8 different elements and linked them
together.
Refer Next Slide A Provided a tabbed view using VisualForce where we showed the 8

different elements for easy access for the end users
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Case Study T |

teturn to Deal
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Case Study - | Visua\lﬁ)rce“

CUSTOMER Business Need

A The client had products that were very different in nature and had

World Leader in Electrical different fields to represent the product details.

Distribution
AThe client wanted to also add these different types of products to an

emerging opportunity from a single page to aid the sales person

|

TECHNOLOGY _ _ . .
AThe client also wanted to provide the salesperson with the ability to

- [ he al ilabl
A VisualForce add ad-hoc products as well while they add the already available

A Apex products.

Solution

Snapshot A Stored product details in 3 different custom objects

A Provided a single VisualForce screen where the sales person can

Refer Next Slide choose from among any of the 3 different types of products. Also

provided a section on the VisualForce page for the sales person to

add products on the fly.
© ©2009 Lister Technologies
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Case Study
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Add System Recognized Line Items
» Product Type

Search Criteria
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Case Study - Il ViSUEl\lf(SI‘C@““

CUSTOMER V Business Need

USA Based heating oil AThe client wanted to manage appointment scheduling where they

supplier wanted a customer support executive to be able to effectively see

the sales teambs availability

AThe client also wanted for the CSR to be able to switch and view
TECHNOLOGY

|

the schedule of different sales teams

A Visualforce ,

A Flex

A Built a Visualforce page that contains a flex component that

Snapshot allowed the CSR to view the schedule of the sales team

A The user could choose the sales team, which is represented by a

Refer Next Slide group on the calendar
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Case Study i | | | visualforce

bortunities | -Repons_ "'-Dashboards | Documents '_Products | Forecasts '] >Properties | sites {' &
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Case Study - IV

CUSTOMER

Market leader in India for

Inverters

|

TECHNOLOGY

A Visualforce
A Apex

A Google Visualization

Refer Next Slide

Visua\lﬁ)rce“

Business Need

A The client needed dashboards that clearly showed the distribution

of revenue based on territory .

A The territorial difference could be based on countries or based on

cities as well

Solution

A Built a custom Visualforce page that shows the revenue

distribution with the use of maps for clear representation

A Used Google Visualization to accomplish the requirement
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Case Study i | V @fis}uﬂ\lﬁ)rcem

Revenue Distribution (Countrywise)

Revenue: 100

Revenue

100 [HEEEN oo
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Case Study i | V @fis}uﬂ\lﬁ)rcem

Revenue Distribution (Citywise)

&

| Revenue: 100 l .

Revenue

so N oo
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Case Study - V Visua\lﬁ)rce“

CUSTOMER V Business Need

Oman Based Real Estate The client wanted to have a website where the inventory items

developer (properties for sale / lease) could be dynamically updated based on

the data that was available on Salesforce.com

TECHNOLOGY Solution
A Visualforce A Implemented the Property Base product launched by Lean CRM
A Apex for handling the properties inside Salesforce
A Sites

A Designed and Developed uniquely styled Visualforce pages and
Snapshot exposed them as part of the website by using the Salesforce Sites
technology

Refer Next Slide AFacilitated effective capturing of leads where the sales person has

decent volume of information about the client when the contact is

made
© ©2009 Lister Technologies
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Case Study i V__( visualforce




