
At  of this module you will be able to:

Understand the Opportunity Process

Manage an Opportunity through the Whole Sales 

Process

Transfer an Opportunity to another Ho
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An Opportunity initiates and monitors the Sales Process for new business and business 

renewals

Definition

Benefits

✓ rease predictability of the business

✓ Optimize your pipeline management of Opportunities

✓ Track business trends  by 

Opportunities
A recognized potential to 

sell an Accor Offer to a 

Prospect or a Customer

▪ Annual Corporate Contracts

▪ Meeting and Events ad-hoc 

offers

▪ Leisure Group ad-hoc offers
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Definition

Opportunities

Folder

Pipeline management

Contract Header

Contract management
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Definition

Central 

Opportunities

▪ Created by a Central ANAIS User

▪ lude several ho s

▪ Not visible to ho s

▪ All Ho s can see the contract 

headers when Account is visible

▪ Ho s luded in the Contract 

can see the ASA folder

Ho  

Opportunities

▪ Created by a Ho  User

▪ lude only 1 ho

▪ Not visible to other ho s

▪ Visible to all Central members

▪ If created on a Strategic or Key 

Accounts, Account owner receives 

a notification

All previous ASA contracts are migrated into ANAIS as Opportunities.

Owner of these Opportunities is the Sales Contact (previous Ho  Champion) 

but the owner can change the ownership to anyone else from the ho



Opportunities
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The Opportunity owner is 

responsible for all the 

data and pipeline 

accuracy related to 

his/her Opportunities

All data related to 

Opportunities shall be 

written in English for all 

Accounts

Opportunities should 

be created and 

managed in A.N.A.I.S.



A harmonized Sales Process for all Accor Segments

1 –

Qualify 
and 

Develop

2 –

Pre- 
contract 

Solicitation

3 –

Build 
Proposal

4 –

Bid

5 –

Negotiate

6 –

Closed 
Won

You can close the Opportunity to Stage 0 – Closed Lost anytime 

during the Sales Process

▪ Contract Management is handled in ASA, an integrated tool within ANAIS

▪ ASA is accessible through Mash Ups directly from ANAIS



Stage 1

Qualify and 
Develop

Stage 2

Pre- 
contract 

Solicitation

The  ls you about a potential need for a contract with your ho

▪ ANAIS Ho s : Create the Opportunity in stage 1 and def he need (type of offer, 

dates, budget …)

▪ ANAIS Ho s : Move the Opportunity in stage 2. ANAIS will automatically create an

ASA Folder in status «Project»

These 2 steps can be merged : in this case create the opportunity directly in stage 2,

en ll details and save

Create the Opportunity and Qualify the Need
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3 –

Build
Proposal

4 –

Bid

ASA Mash Up : Select services, stays or rates in ASA and move ho  Status into

«selected »

ANAIS Ho s : Move the Opportunity in stage 3

Send proposal to 

ASA Mash Up : Move ASA Folder status into «Proposal». ASA will automatically 

move ANAIS Ho s in stage 4

These 2 steps can be merged : in this case, in the ASA mash up, Select your 

ho  (Status: «Selected») and services/stays/rates in ASA and Move ASA Folder 

status into «Proposal»

Pre-select Ho s and Make a Proposal to the 
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5 –

Negotiate

6 –

Closed Won

0 –

Closed Lost

Negotiate with 

ANAIS Ho s : Move the Opportunity in stage 5

Sign the contract

ASA Mash Up : Move ASA Folder status into «Confirmed». ASA will automatically 

move ANAIS Ho s in stage 6

Contract is lost

ASA Mash Up : Move ASA Folder into «Ho  Refusal», «  Refusal» or

«Cancelled». ASA will automatically move ANAIS Ho s in stage 0.

These 2 steps can be merged

Negotiate with the  and Confirm Selected Ho (s)
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The Opportunity visibility rules and rights are:

Opportunity

Owner

Other users from

the same ho

Other users from

different ho s

✓ ✓

✓ ✓

✓ ✓

✓
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View

Create

Modify

Transfer to 

other ho s

Delete
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Ho  users can transfer an Opportunity to another ho .

Whatever the stage of the Opportunity you want to transfer, ANAIS will clone it in Stage 1 and will transfer it to the 

ho  you selected

You can decide to modify a few fields (staying dates, budget, offer type …) and add comments before sending it to 

the other ho

The Sales Contact of the Ho  you picked will receive a Notification and will be owner of the new Opportunity

As soon as the Opportunity is transferred, you loose visibility rights on the Opportunity

The  ls you 

he is interested in 

your ho  and 

another Accor ho

Select ho  name 

and saveThe  

needs the 

exact same 

offer from 

the other 

ho

Create your 

own 

Opportunity

Yes

No
Edit before 

transferring, select 

ho  name and 

save

Share it with

another ho
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Central Users opportunities are NOT accessible to Ho  Users :

▪ Ho  Users can access the Contract Headers from the Account page

▪ Only when their ho  is luded in the Contract, will they be able to enter the ASA Mash Up

▪ The ASA Mash Ups dis ys the list of all Ho s luded in the Contract, but the rate are not accessible

(except for their own ho )

All Contract Headers 

are accessible to all 

Ho s having access to 

the Account

ASA Folder and list of 

ho s contracted are 

only available when 

your ho  is luded in 

the Folder



Ho  Users can create their Opportunity luding their Ho  only

▪ For any Opportunity created on a Key or Strategic Account, the Account Owner will receive a notification

▪ Ho  Users must create all Corporate Annual Contracts in ANAIS so that the rate is available in TARS

▪ Creation of Leisure Group and Ad-hoc group Opportunities is not mandatory for them

▪ The Opportunity E-module ludes the creation of Contracts in ASA Mash-Ups

Ho s Users can transfer an Opportunity to another Ho

▪ Let other Ho s know that they also have a potential business with the 

▪ User 1 creates his own Opportunity and sends a copy to User 2. As soon as the copy is sent, User 1 cannot 

access it anymore. User 2 can work on his new Opportunity
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During this demo, we will show you how to:

View an Opportunity

▪ Opportunity Homepage

▪ Opportunity Search

▪ Opportunity Page

▪ Opportunity Related list

▪ Sales Process Management

▪ Process Step by Step

▪ s

▪ Contract Renewal

Manage an Opportunity 

through the whole Sales 

Process

Transfer an Opportunity to

another Ho
▪ Process Step by Step
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View an Opportunity

▪View Opportunity Homepage

▪Search

▪View Opportunity Page and Related list
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Select your view to dis y Opportunities

Click on the New button to 

go to the Opportunity 

creation page

The Opportunity tab dis ys a Homepage that allows you to quickly create and locate 

Opportunities
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Use the Search bar and enter part or complete 

Opportunity name

The Recent Items section shows the last items 

you have checked.

Use the Available Views to filter on the

Opportunities:

• All Opportunities

• Closing Next Month

• Closing This Month

• My Opportunities

• New This Week

• Recently Viewed Opportunities

Look for an existing Opportunity
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The probability value is 

defaulted according to 

Stage value

Opportunity chart evolves according to the

Opportunity Stage value

Estimated 

Opportunity revenue

Proposal managed 

by the Ho

The ASA folder number is automatically 

filled-in (upon synchronization)

New Business or 

Renewal

Estimated signature 

date of the deal

Offer group :

- Annual Corpo and Distributors

- Meeting and events ad-hoc offer

- Leisure group ad-hoc offer



Date until the Offer is valid / 

Option date

If the Opportunity 

comes from a 

Lead managed in 

A.N.A.I.S., this

field will be pre- 

populated

Date on which the customer

gives their decision

Deadline given by the 

 for submitting 

the proposal

Contract execution 

forecasted start & 

end dates

Refers to the validity period of the contract

and can be entered ly
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At the bottom of the Opportunity page, the information related to the Opportunity is dis yed.

Accor’s sales people 

hel  you work on 

the Opportunity
Allows you to give Read/Write accesses to a 

Central Sales  that will help you work on the 

Opportunity
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Contract Header 

related to the 

Opportunity
(created automatically and linked

to ASA Folder)

All Sales Offer 

associated to the 

Opportunity

You can go to the ASA Folder through the link

You can follow the 

ASA Folder status

You can link the Opportunity to an 

existing Sales Offer



You can log a past call 

or Send an 

You can create a New 

Task or a New Event

All Open Activities 

related to the 

Opportunity

All past / completed

tasks and events 

related to the 

Opportunity
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All notes and 

atta ents 

associated to the 

Opportunity

All changes / updates 

that have been made 

on the

Opportunity stage

All changes/updates 

that have been made 

on the

Opportunity

You can Create a note

and Attach a file
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Manage an Opportunity 

through the whole Sales 

Process

▪ Create an Opportunity and an ASA Folder

1 –

Qualify and 
Develop

3 –

Build 
Proposal

4 –

Bid

5 –

Negotiate

6 –

Closed Won

2 –

Pre- 
Contract 

Solicitation
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Opportunity

From the Opportunity 

tab, click on New

From the Opportunity related list of the 

Account page, click on New 

Opportunity

By default, the Opportunity is linked to the Account 

and the Account name is pre-populated

OR

Best Practice 

Account

Contact
From the Opportunity related list of the 

Contact page, click on New 

Opportunity

By default,

• the Opportunity is linked to the Conta  Ma ontact 

and the Contact name is pre-populated

• the Account name to which the Contact is linked is pre- 

populated

OR
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以上内容仅为本文档的试下载部分，为可阅读页数的一半内容。如

要下载或阅读全文，请访问：https://d.book118.com/55805703400

1006027

https://d.book118.com/558057034001006027
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