

    
      
          
            
  
Odoo 13 Best Practices

This book is dedicated to an entrepreneur who wants to implement all-in-one
business applications out-of-the-box for their business.

Odoo 13 Best Practices Book is an online book written based on
Community and Enterprise Edition. This book covers best implementation
practices for most used applications such as Sales, Purchase, Inventory,
Financial Accounting, and Manufacturing.


Note

Please comment on the page below, if you have any question related to
that topic, you can also propose new topics you would like to have on the book.

You can subscribe to Youtube [https://www.youtube.com/channel/UCX4UHpNrqjyp2Sr1de-c5Pg]
channel to receive an instance update about the new videos and pages on this book.



Search the topics by Index or start reading the book by toc.
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About Odoo 13 Best Practices

[image: Odoo 13 Best Practices]
Odoo 13 Best Practices book is dedicated for functional consultants
or entrepreneur who wants to implement or use odoo online all-in-one business

application out-of-the box. This is an online book written based on Odoo
Community and Enterprise Edition.

This book covers best implementation approach for most used applications
such as Sales, Purchase, Inventory, Financial Accounting and Manufacturing.


Why this book?

After writing Odoo 10 Implementation
Cookbook [https://www.packtpub.com/application-development/odoo-10-implementation-cookbook],
I realized that it is too difficult to have the latest and up-to-date
printed book of each version for the fast evolving business application.
Odoo release its stable version every 13 to 15 months. The aim of this
book is to guide you through step-by-step configuration for business
problems.



Credits

Thanks to all the contributors of Odoo Official Documentation project as
many pages/topics of this book was actually taken from
https://www.odoo.com/documentation.



License

All the pages, images and videos of Odoo Books are free to use modify
and reuse on blog, forum, support platform, etc. They are provided under
Creative Commons Attribution-NonCommercial-ShareAlike 4.0 International
License. Please credits to https://odoobooks.com when using page(s) from
Odoo Online Book.

Creative Commons License

Odoo Book is licensed under a Creative Commons
Attribution-NonCommercial-ShareAlike 4.0 International License.



Updates

You can subscribe to Youtube [https://www.youtube.com/c/MantavyaGajjar]
channel to receive an instance update about the new videos and pages on this book.

You can follow Twitter [https://www.twitter.com/mantavyagajjar] channel
to get the updates about the book.



About the Author

Mantavya Gajjar has 13+ years’ experience in Odoo, starting from TinyERP
and OpenERP. He started his career as a developer, he developed many new
features in TinyERP, OpenERP and Odoo. He has graduate and postgraduate
degrees in Computer Applications from Gujarat Vidyapith. In June 2006,
he started working for Axelor and TinyERP at Ahmadabad. He has initiated
web client for TinyERP and mobile application project for Odoo.

He was the first international employee appointed to establish a branch
of TinyERP in India (Ahmadabad, Gujarat). He has done everything from
registering a legal company to setting up the physical office and
recruitment at India. He has interviewed more than eight thousand
candidates in the last 13 years, and he has selected and trained more
then four hundred employees for the Indian branch. Most professionals
working on Odoo in India are trained by him. As a result, today India
(Ahmadabad, Gujarat) is called the Hub of Odoo Developers, and over a
thousand Odoo developers are available only in Gujarat.

Mantavya is actively engaged with many universities in preparing and
reviewing the syllabus for the Computer Applications and Computer
Science courses. He has reviewed thousands of academic student projects.
As an alumnus of the Gujarat Vidyapith Computer Science Alumni
Association, he contributes his free time to various social activities.
He also plays the role of a trustee member and treasurer at Gujarat
Vidyapith Computer Science Alumni Association.



About the Reviewer

Nikunj Jani earned a masters degree in computer applications from
Gujarat, India. He began his career in 2007 as a software engineer with
an MNC called SATYAM COMPUTERS. In 2009, he joined TinyERP, a division
of Odoo, S.A. in India as a team lead. During his tenure of 8+ years
with Odoo, he has worked with several versions, including 5.0, 6.0, 6.1,
7.0, 8.0, 9.0, 10.0, and 11.0. He has worked as a functional consultant
(business analyst), training manager, and project manager.

Currently, he is the product owner and heads a usability and testing
team at Odoo (India) for the upcoming versions. Nikunj is an open source
enthusiast who has given 35+ international functional
trainings/consultancies to Odoo partners, prospects, and end customers.

Nikunj has a total of 10 years of IT experience, and his specialties
include training, consultancy, analysis, project management, usability,
and testing new features of Odoo.



Preface

The Odoo online book covers the implementation best practices and
approach to configure the business applications out-of-the-box. With
this approach you can configure your Odoo online instance or Odoo.sh or
locally installed Odoo on your server.



Page structure

Each single page on this book have the real time business case and how
that business can be configure with Odoo standard features. The page
divides in the specific sections, each sections give you enough
information to solve the business problem. The major sections as below.


Problem statement

The page has a single line problem statement such as “Create my first quotation”,
give you brief information about the business situation, where it uses and which
business requires to deal with such situation. Most of the problem
statement are “how to ..” questions.



Business case

This section gives you a real-life business case.



Configuration

this sections give you a step-by-step configuration, that help you to
fit the real-life business problem in Odoo using the standard features. Some of
the page give you steps to configure the options.



Video

This section gives you a link on the PDF or embedded videos on the
online book, that shows you the detailed configuration steps and the
steps to execute the business case. You can get access to all the videos
used in this book at Youtube [https://www.youtube.com/c/MantavyaGajjar].



See also

This section has the useful links to the related business cases.




Conventions

There are different text styles, that used to differentiate the
informations, like Bold text used to name any screen label, menus,
or static information available on the screen while Italic text always
represents the value.

Images are used to illustrate the confirmation or result, you can
understand the topics explain about the which business features and
configuration.
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Introduction

Odoo (On Demand Open Object) is an open source suite of business applications; it became the world’s most downloaded and used business application software, with more than 5 million users worldwide. According to Wikipedia, Odoo is an all-in-one management software that offers a range of business applications that form a complete suite of enterprise management applications. The Odoo solution is ideal for SMEs, but fits both small and large companies alike. Odoo is an all-in-one business software capable of covering all business needs, including CRM, website/e-commerce, billing, accounting, manufacturing, warehouse, project management, and inventory, all seamlessly integrated.


Tip

In 2005, Fabien Pinckaers, the Founder and CEO of Odoo, started to develop his first software product, TinyERP. Later in the beginning of 2009 it was renamed to OpenERP, in May 2014, the company was renamed Odoo, a name that has no restrictions and can allow the company to grow in whichever direction.



Odoo offers two different versions of the solution; Odoo Enterprise and Odoo Community Edition. The community edition is free to download and can be used anywhere. The Enterprise edition comes with many out of the box applications, unlimited support software support, migration service. The Enterprise edition can be available as Odoo Online SaaS (Software as a Service) or on Odoo.sh or you can install on your private server too.

The Odoo Online version is hosted on a cloud, and the first app is offered for free for unlimited users. After the first app, there is a fixed monthly subscription fee for the number of apps installed and the number of users. The Community version is the open source version and available for free to use on your own server.

Today, more and more companies are choosing to host their business application on an Odoo online cloud platform, it is too costly for the companies to host their business application on local hardware. This approach requires not only a lot of capital to buy hardware and software licenses, but also creates a lot of responsibilities and risk in backing up data and ensuring stability of the business application.

Let’s see, how to implement the most useful business application with step-by-step configurations on Odoo online platform or your own server.




          

      

      

    

  

    
      
          
            
  
Create first Odoo instance

Accessing the Odoo online SaaS version could be very simple across all its
different platform available. To start using the Odoo online version you need
web browser.


Tip

Odoo is a web based business application designed to run on various
modern web browsers. Supported web browsers included


	Google Chrome (recommended)


	Firefox


	Safari







Signup at odoo.com

Make sure that before create a new instance, you have an account at odoo.com,
if not please create an account, visit https://www.odoo.com/web/signup to
create a new account.

[image: signup at odoo.com]


Create an instance

You can start with one application, the first application you start is free
for unlimited users or you can continue the additional applications on the
monthly subscription basics.

Login into odoo.com, open the link https://accounts.odoo.com/trial and choose
your first application you would like to start with, I choose CRM application
to start with.

[image: ../_images/chapter_01_03.png]
You will be asked to enter your name, email and phone number, the company name
decide what will be your sub-domain on odoo.com. I have entered My Company,
the subdomain allocated me is my-company.odoo.com, however you can change the
subdomain by clicking on it.

[image: ../_images/chapter_01_04.png]


Activate an instance

The first screen you will get on successful instance creation is your home
screen. The list of apps will be installed and appeared based on first
selected app.

[image: ../_images/chapter_01_06.png]
The instance has to be activated with in 4 hours to keep it running forever,
else it will be expired in next 4 hours and you may lose changes made to an
instance.


Tip

You may lose the data and instance, if you have not activated within
4 hours. If you not receive an email, click on Activate by email link to
resend the activation email.





Video

Let’s see how to get start with the first free application, activate it and
start using the Odoo online instance.
Access the video at https://www.youtube.com/watch?v=fAi-NGirE44
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Duplicate an Odoo instance

It is advisable to make a duplicate copy of the production database before you change the configuration or try to implement  the new feature. You can be sure that production environment will remain stable while working with the test instance. On Odoo online you can create as many as test instance you want. You can create a test instance:


	Before you change anything using Studio App


	To get a test drive for the new features


	To Test the complex configuration


	To test the user acceptance, before you push new feature into production





Danger

Make sure that you verify the url on your browser before you change any configuration of your instance.



Let’s see how you can create a test instance before to change any configuration on your production instance. Access the video at https://www.youtube.com/watch?v=IxILl8z5I7w


Video


    
  
    

    Access Odoo on your mobile phone or tablet
    

    

 





  

    
      
          
            
  
Access Odoo on your mobile phone or tablet

The first Odoo mobile application was launched with the release on Odoo 10. Beginning of the Odoo 9, Odoo have started to adapt the mobile compatible design which will perfect for the desktop and mobile view, different types of views and menus are designed to flow and format properly on mobiles and tablets.

Odoo has also released an iOS mobile application along with the release of Odoo version 11. Today Odoo support mobile application for Android and iOS both mobile based operating systems. You can download the Odoo official mobile application from their respective apps stores for Android download it form Google Play store and for iOS download it form Apple apps store.


Warning

Odoo mobile application is not support with the Odoo community version. Only Odoo Enterprise and Odoo Online versions are compatible with Android and iOS mobile applications.



Let’s see the installation of mobile application on Android based mobile, connect it with the Odoo online platform or locally hosted instance and get an access to all the Odoo applications on your mobile.
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Manage users and access rights

You have an opportunity to invite your colleagues to signup on the instance during the activation process, you may see the below screen during the signup.

[image: User list]
Enter the Name and Email address of your colleagues and click on the Send Invitation button.

[image: User list]

Create user

You can create an user manually or import the list of users (email address) to signup. You can create an unlimited users as soon as you are using single application.

You need name and email address to send the signup invitation email. The email will be sent automatically with signup link, when you create a new user.

[image: Create new user]

Tip

Make sure that you assign correct access rights before you create the new user. Either user have a full access or user may not be able to access certain features when access rights are not configured properly.



All the users with status NEVER CONNECTED shows that, they did not sign up, verify the Email address is correct incase, if they did not receive signup email.



Change access rights

Odoo assign full (manager for all the applications) access rights to all users created through invitation during activation, you may review their access rights on the user form and change if needed.

[image: Create new user]
You can set custom access rights for new users from General Settings.

[image: Set custom access rights for new users]
Click on the Default Access Rights like you will see Default User Template user. Access rights for the new users will be copied from this user.


Tip

The additional the rights can be given later from the user configuration before or after user signup.



Let’s see how to invite new users to signup and start using the features on Odoo online instance.
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Access system settings using developer mode

Odoo application can be viewed in different modes, the default is normal mode suitable for normal users, it designed for great user experience. Odoo runs in three different modes:


	Normal mode: The default mode; most users are in this mode during production use.


	Developer mode: The name itself suggests something related to technical stuff. You can enter into the configuration of the application and Odoo’s internal system, as well.


	Developer mode with assets: In addition to the developer mode, this loads all the resources separately such as JavaScript, CSS files, and images, instead of loading them in a bundle.





Warning

Developer mode with assets mode may be slower than all the other modes, you developer! you are welcome to this mode.




Enter into Debug mode

You can enter into debug mode by adding debug argument in the URL, i.e. Change https://my-company.odoo.com/web?#home to https://my-company.odoo.com/web?debug=#home.

The second easy way is to enter into Settings, click on the Activate the developer mode link below the version information.

[image: Odoo debug mode]
You will be able to see the Technical menu under the Settings application on successful activation of the debug mode, you can access all the system settings there.



Video

Let’s see how to activate the developer mode and debug the assets.


    
  
    

    How to test upcoming features?
    

    

 





  

    
      
          
            
  
How to test upcoming features?

Odoo offers a platform where you can test latest stable version of the Odoo software or you can also test the upcoming features from development version.


Odoo Online Demo

Odoo instant demonstration can be found at https://demo.odoo.com. Online demo is perfect fit for the visitors who wanted to test the latest stable Odoo software without installing or creating an online instance, demo instance will be refreshed every 24 hours automatically so all the data created by you will be erased automatically.

[image: CRM, Sales and Invoicing for 5 users]

Tip

Don’t worry if your URL will be changed form https://demo.odoo.com to https://demo1.odoo.com, https://demo2.odoo.com or https://demo3.odoo.com, Odoo started many demo instance, you will be redirected to the instance having low traffic.





Test upcoming features

Odoo Runbot is automated test platform user for the continuous integration designed and developed by Odoo SA. It is integrated with github.com to test each and every committee made by the Odoo developers. Odoo Employees worldwide use this platform for the internal testing before merging any feature into the master branch.

[image: runbot.odoo.com]
Background colours of committee represents the status of the committee, Green represents successfully tested without any ERROR while Red represents ERROR in the code, either code is not clean or there is any test-case failed. You can not connect the committee which are in Blue color as there are currently being tested by the runbot.

Most of the features under development can be found under odoo-dev/odoo or odoo-dev/enterprise menu, branche name started with master- are the features under development while 10-xxx-xxx or 11-xxx-xxx are the fixes for the respective versions.



Connect to the test instance

You can connect and test every single committee on the development branch, click on the Sign in to this build icon.


Tip

The default username will be admin and password will be admin too for all the instance, if may not able to connect in case some visitor has changed the password.



You can perform the test on two different databases:


	Installed all the applications with demo data


	Installed only base application without demo data - you have to install additional applications you want to test.





Danger

Online Demo and Runbot is not suitable platform to prepare the demo as no guarantee to get the same data all the time, because several users using those instances so data may change without notifications.
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Customer Relationship Management


Organize the pipeline



	Get organized by planning activities

	Manage lost opportunities

	Automatic leads assignation to team members

	Manage multiple sales teams







Acquire leads



	Convert leads into opportunities

	Generate leads/opportunities from emails

	Generate leads/opportunities from your website contact page







Marketing Activity



	Which marketing platform bring more visitors

	Measure which marketing campaign creates more opportunities

	Measure the score for an opportunity based on the user behavior on your website

	Assign leads based on scoring

	Email marketing on the lost activity to reactive them
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Get organized by planning activities

Planning activities is the perfect way to keep on track of your work.
Get reminded of what needs to be done and schedule the next activities
to undertake.

Your activities are available wherever you are in Odoo. It is easy to
manage the priorities of your work.

[image: image0]


Track activities

Activities can be tracked on every single document, Here is an example
for opportunities:

[image: image1]

You can have a activities which are due, or to be performed today or in
future, this can be tracked on two places, kanban card or below the form
view.

[image: image2]



Schedule next activity

Activities can be planned and managed from the chatters or from the
kanban views on opportunity card.

[image: image3]

The first activity can be schedule or new activity can be scheduled as
soon as you complete the first one.



Set your activity types

A number of generic activities types are available by default in Odoo
(e.g. call, email, meeting, etc.). If you would like to set new ones, go
to Settings / General settings / Activity types.

[image: image4]

The next activity “Call” will be propose, when you fill finish the
“Email” activity.



Schedule meetings

Activities are planned for specific days. If you need to set hours, go
with the Meeting activity type. When scheduling one, the calendar will
simply open to let you select a time slot.



Video

Access the video at https://www.youtube.com/watch?v=zO5u0EjzlkY
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Manage lost opportunities

While working with your opportunities, you might lose some of them. You
may want to keep track of those opportunities with the reasons you lost
them and also the ways to recover them in the future.


Business case

The company planning to revised the price of the product they are
selling and they would like to make a test offer or announcement about
the to the opportunity who lost because of the reason “Too
Expensive”.



Mark an opportunity as lost

While in your pipeline, select any opportunity you have to mark as lort,
you will see a Mark Lost button, by clicking on that you have to
select the lost reason, that can then select an existing Lost Reason
or create a new one right there.

[image: image0]


Tip

You will find your Lost Reasons under Configuration /
Lost Reasons. You can manage the reasons from if you want to better
organize the lost reason.





Retrieve lost opportunities

To retrieve lost opportunities and do actions on them (send an email,
make a feedback call, etc.), select the Lost filter in the search
bar.

[image: image1]

You will then see all your lost opportunities. If you want to refine
them further, you can add a filter on the Lost Reason.

For Example, Too Expensive.

[image: image2]



Restore lost opportunities

From the kanban view with the filter(s) in place, you can select any
opportunity you wish and work on it as usual. You can also restore it by
clicking on Archived.

[image: image3]

You can switch to List View select the opportunities you want to
restore, from Action click on Unarchive to restore multiple
opportunities at once.

[image: image4]



Video

Access the video at https://drive.google.com/file/d/1Q_3SkHgHap_a7zUXGTyjDaaYVzotqOxa/preview
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Automatic leads assignation to team members

There are multiple sales people working within the sales team, the
number of leads increased you have to increased the number of people to
work on. The problem starts for the team manager to assign the leads to
them when team grows, let’s see how you can make the team manager life
easy with automatic leads assignation.


Business case

The company have a increased the team size to process the maximum leads
per day as they start getting many new leads. They would like to first
convert leads into opportunity and assign to the team members within
team.



Configuration

Install a module Lead Scoring under your Apps page available in
Odoo Enterprise only.

[image: image0]


Qualification step before creating an opportunity

The default sales activity is managed with the opportunity pipeline, you
can change that to add the qualification stage before creating an
opportunity.

[image: image1]

Assumed that you start getting leads into the team, by default all those
leads are unassigned.




Add members to your sales channel

You can add members to the sales team; that way those members will see
the pipeline structure of the sales team when opening it. Any
lead/opportunity assigned to them will link to the sales team.
Therefore, you can only be a member of one channel.

You can define maximum leads that should be assigned to the member
within 30 days, this will ease the process of assigning the leads to the
member easily.

[image: image2]

You can also add the specific domain on each user to be sure that each
user get the specific leads to work on based on their expertise or
country, etc…


Tip

You can define the size of batch using system parameters
website_crm_score.bundle_size that defines the number of leads going
to be process on each lead assignation schedule.





Activate the lead assignation scheduler

Enable into the debug mode and goto Schedule Action form home screen,
just type the word.

[image: image3]

Search for the Crm Score: lead assignation and Switch On the
schedule action, it will automatically process 50 leads every day. If
you want to assign frequent you can switch to Hours instead of Days.


Tip

You can check leads assignation manually by clicking on the Run
Manually button on the schedule action.



As soon as the number of leads increase, on each schedule action you
have to process more leads, you can do it by setting the system
parameters. Create a new system parameters with key
website_crm_score.bundle_size and set the value.

[image: image4]



Video

Access the video at https://drive.google.com/file/d/1EJsfk3MtppcdyzhB_xCvHqC05ZNkPSRj/preview
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Manage multiple sales teams

You can spread your sales activities into the multiple sale teams
depending on the product, service or region, the purpose of setting
different sales team might also be to setup the different sales process
too.


Business case

The company have a different customer segments retailer and
distributors and they wants to manage through different set of
people as the business rules are different along with the sales tactics.



Configuration

Assumed that the CRM application is installed.


Create a new sales channel

To create a new Sales Channel, goto Configuration / Sales
Channels under the CRM Application. There you can set an email
alias to it, every message sent to that email address will create a
lead/opportunity under that sale team.

[image: image0]



Add members to your sales channel

You can add members to any channel; that way those members will see the
pipeline structure of the sales channel when opening it. Any
lead/opportunity assigned to them will link to the sales channel.
Therefore, you can only be a member of one channel. This will ease the
process review of the team manager.

[image: image1]



Channel specific sales stages

To jump to the stages for the specific sales challen goto Reporting /
Sales Channels under the CRM Application, click on the Pipeline to
see the sales process for the specific sales team. The default stages
will be looking as below.

[image: image2]

Click on the Add new column to create a new stage in the sales team,
lets create Qualified Sponsor stage and drag and drop between the
Qualified and Proposition stage.

[image: image3]

The stage can be set for the specific team by adding Team on the
configuration of that stage. Click on the gear icon to Edit Stage,
by default this stage will be available to all the sales channel, when
no Team set on stage.

[image: image4]




Sales channel dashboard

To see the operations and results of all the sales channel at a glance,
the sales manager has an access to the Sales Channel Dashboard under
Reporting.

[image: image5]

It is shared with the whole ecosystem so every revenue stream is
included in it: Sales, eCommerce, PoS, etc.


Sales pipe for specific channel

Click on the Pipeline button on sales channel to see the sales pipe
for any specific channel, you will find all of its opportunities related
to that sales channel.

[image: image6]


Tip

Lead score is an application which help you to assign the leads
to the respective team members with in team.
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Convert leads into opportunities

Opportunity is a qualified lead, specific deal has met certain criteria
which indicate a high value to the business, or a high probability of
closing but when you have details of your visitors, it is just a lead.
You have to get the enough details form you visitors, if matches with
your business interest you can convert them into opportunity.

You can collect the leads instead of creating an opportunity and setup
the process to qualify those leads before you convert them into
opportunity.


Business case

Assumed that My company is collecting contacts of all the visitors,
through contact us page or visitor tracking system. Create an leads from
the contact information and qualify them before converting them into an
opportunities.



Configuration

By default you have an opportunity created in the sales channel, you can
have a leads when someone contact you on the website contact us page or
send an email to sales@mycompany.com, to activate leads goto CRM /
Configuration / Settings and activate the Leads feature.

[image: image0]

You will now have a new submenu Leads under Pipeline where they
will aggregate.



Qualify Leads

Send the mass mail on new leads received everyday, prepare a good
description of your product service details in an email and try to get
more information from leads and their expectations from your products or
service.

[image: image1]


Tip

Define a good subject, include your product / service name into
the [ ] square bracket, that make sure that your email will not go to
the spam.



You can convert those leads into the opportunity, when your visitor
reply to your email which was sent in mass mail.



Convert lead into an opportunity

The leads can be converted to an opportunity either manually or
automatic depending on the volume of leads you have.


Manual conversion

Every day review your leads having reply from the prospects and convert
all those leads into an opportunities. You can apply filter Unread
Messages

[image: image2]

Open the wizard Convert to Opportunity wizard form the Action menu and
you are ready to convert selected leads into opportunities.

[image: image3]

Apply duplication option will be selected automatically when system
detect the duplicate leads in the system based on the email or phone
number, duplicated leads will be displayed below form.

You can change the Sales channel if you would like to transfer the
opportunity in other channel. You can choose either you would like to
link the opportunity with customer by selecting existing or create a new
or leave empty. You can create a customer later at the time of create a
proposal for them.

The Salesman has to be assigned manually while converting leads into
opportunity.



Automatic conversion

The automatic conversion and assignation of the opportunity can be done
with the help of Lead Score application. You have to install and
configure the scoring rules and assignation rules in order to convert
leads into opportunity and assign to the correct member in the team.

You can define domain on the sales channel which will fetch leads
accordingly and convert it into the opportunity. The domain may include
lead scores, page visited by visitor, and other information such as
country, city, availability of the email or phone.

Please go through Automatic leads assignation to team members topic
in Customer Relationship Management section.
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Generate leads/opportunities from emails

Every sales channel is capable create lead/opportunity form the incoming
emails. You can define the email alias when that receive an email the
lead/opportunity will be created in that sales channel.

[image: image0]

By default, any email sent to sales@mycompany.com will create an
opportunity in the pipeline of the default sales channel.


Configure email aliases

Each sales channel can have its own email alias, to generate
leads/opportunities automatically assigned to it. It is useful if you
manage several sales teams with specific business processes.

You will find the configuration of sales channels under Configuration
/ Sales Channels.

[image: image1]



Video

Access the video at https://www.youtube.com/watch?v=79OehLEHOYU
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Generate leads/opportunities from your website contact page

Automating the lead/opportunity generation will considerably improve
your efficiency. Any visitor using the contact form on your website will
create a lead/opportunity in the pipeline.


Configuration

To activate the contact us page on your website you have to install the
Contact Form application form the Apps.

[image: image0]


Contact us page

You benefit from ready-to-use contact form on your Odoo website that
will generate leads/opportunities automatically.

[image: image1]



Default sales team

Contact form creates an lead/opportunity into the specific sales
channel, to change that specific sales channel, go to Website /
Configuration / Settings under Communication section you will find
the Contact Form info and where to change the default Sales
Channel or Salesperson.

[image: image2]


Note

If the same visitors uses the contact form twice, the second
information will be added to the first lead/opportunity in the chatter.






Contact us page

Let’s go and fill some information into the contact us page and submit
the form.

[image: image3]

Submit for form, visitor will get the thank you page having the
emergency contact detail in case if they would like to connect quickly
before sales people contact them.



Opportunity in the sales pipe

The opportunity will be created in the default sales channel set on the
configuration.

[image: image4]



Formatting the phone or mobile numbers

Validate contact (phone,mobile) numbers and normalize them on leads and
contacts, use the national format for your company country.

[image: image5]



Video

Access the video at https://www.youtube.com/watch?v=Q4FujRKnUHM
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Which marketing platform bring more visitors

The biggest challenge for every business is how do I drive more traffic
to my online store?, If you able to get the visitor you can convert
them into customers. There are many ways to increase the visitors,
advertise on the social media marketing is one of the proven way to get
attract move visitor.

But the questions is which social media can bring more visitor and
where to invest?, depending on your product and consumer you should
choose the social media platform to invest for the marketing, still it
is worth to track which marketing platform bring how many users on your
website.


Business case

The My Company is running a electronic ecommerce store, they want to
invest in the paid marketing on different social media platform such as
Facebook, Pinterest, Instagram and Google.

The want to see which marketing platform drives how many new users so
that they can focus more on the platform which brings more traffic.



Configuration

Assumed that the Website Builder and eCommerce applications are
already installed. What we need is an Link tracker application which is
supporting application to the website.

[image: image0]

Install the Website Link Tracker application if it is not installed
automatically.



Create a link to share

You can share any website page from your website with the link tracker,
It can be a Product, Shop, Home Page, Job Post or News from the Blogs.
To create a sharable link that generates statistics, visit that page and
go to Promote / Track this Page.

[image: image1]

Click on the Get tracked link button will generate the link that can
be share and that link generates the statistical analysis, such as how
many people visited by date, and form which country.


Tip

To generate the correct statistics, you have to set up Odoo
correctly on reverse proxy and GeoIP data on Nginx. If not configure
correctly you may get the number of visits but not the country
information.



The statistics will be looks as below.

[image: image2]
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Measure which marketing campaign creates more opportunities

The biggest challenge for every business is how do I drive more traffic
to my online store?, If you able to get the visitor you can convert
them into customers. There are many ways to increase the visitors,
advertise on the social media marketing is one of the proven way to get
attract move visitor.

But the questions is which social media can bring more opportunities to
me?, depending on your product and consumer you should choose the
social media platform to invest for the marketing, still it is worth to
track which marketing platform bring how many users on your website.


Business case

The My Company is running a electronic eCommerce store, they want to
invest in the paid marketing on different social media platform such as
Facebook, Pinterest, Instagram and Google.

The want to see which marketing platform how many new opportunities?
so that they can focus more on the platform which brings more business.



Configuration

Assumed that the Website Builder and eCommerce applications are
already installed. What we need is an Link tracker application which is
supporting application to the website.

[image: image0]

Install the Website Link Tracker application if it is not installed
automatically.


Contact us form

Install the contact us form on the website, so that when user fill the
contact detail to get more information about the product, you can have
an opportunity created in the CRM application.

Generate leads/opportunities from your website contact page -
https://odoobooks.com/en/11.0/crm/generate_lead_from_webstie.html



Form Builder

It would be great if you will be able to add the contact us form on any
other webpages in your website, it will allows user to make a quick
contact to you.

[image: image1]

As soon as the application installed you will see a new widget on the
website called Form Builder.




Add contact us form on product page

You can add the contact us page on the frequently sold product page,
which help us to generate the leads. Drag and drop the Form builder
widget, select the option Create a lead.

[image: image2]

The default fields will be added to the screen, Opportunity, you can
change the label to Subject and add additional fields from the
widget customization option, such as Name, Email and Mobile.

[image: image3]


Create a link to share

You can share any website page from your website with the link tracker,
It can be a Product, Shop, Home Page, Job Post or News from the Blogs.
To create a sharable link that generates statistics, visit that page and
go to Promote / Track this Page.

[image: image4]

Click on the Get tracked link button will generate the link that can
be share and that link generates the statistical analysis, such as how
many people visited by date, and form which country.




Creating an opportunities

Visitor visit the page through the link you shared on the Google
Searching, the visitor will be tracked and same information will be
attached to the Campaign, Medium and Source, when
opportunities created.

[image: image5]



Campaign Analysis

The number of opportunities can be grouped by the Source and
Medium to check which platform bring how many opportunities coming
from which marketing platform.

[image: image6]

Can be analysed in detail by applying group by Source and then
Medium. It will give us more clear view on from where the
opportunities coming from.
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Measure the score for an opportunity based on the user behavior on your website

Tracking your website pages will give you much more information about
the interests of your website visitors. Every tracked page they visit
will be recorded on your lead/opportunity if they use the contact form
on your website.


Configuration

To use this feature, install the module Lead Scoring under your Apps
page available in Odoo Enterprise only.

[image: image0]


Track a webpage

You can track any static page you want on your website under the
Promote tab you will find Optimize SEO. There you will see a
Track Page checkbox to track this page.

[image: image1]

You have to visit all the pages and enabled this option for individual
pages you want to track on your website.



Create scoring rules

You now have a new menu in your CRM app called Leads Management /
Scoring Rules where you can manage your scoring rules. Here’s an
example for a Pricing Page Score, you can modify for whatever criteria
you wish to score your leads on. You can add as many criterias as you
wish.

[image: image2]

Every hour a new leads without a score will be automatically scanned and
assigned their right score according to your scoring rules.


Tip

You can select Event-based rule for new rule you are about
to create if you want to apply on all the existing leads which was
previously computed.



Value on the score rules will be count cumulative to compute the
leads/opportunities score when more then one rule found applied for the
lead/opportunity.




See visited pages in opportunities

Now each time a lead is created from the contact page it will keep track
of the pages visited by that visitor. You have two ways to see those
pages, on the top right corner of your lead/opportunity you can see a
Page Views button but also further down you will see them in the
chatter too.

Both will update if the viewers comes back to your website and visits
more pages.

[image: image3]

The feature will not repeat multiple viewings of the same pages in the
chatter. Your customers will no longer be able to keep any secrets from
you!



Compute Score

The scheduler executes every hours and compute the score for newly added
lead/opportunity.

The Scoring rules will be applied those are matching with the
lead/opportunities details and score will be the summation of values
from all those rules.

[image: image4]
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Assign leads based on scoring

With Leads Scoring you can automatically rank your leads based on
selected criterias. See how you can measure the score for an
opportunity based on the user behaviour on website.

For example you could score customers from your country higher or the
ones that visited specific pages on your website.


Configuration

Install a module Lead Scoring under your Apps page available in
Odoo Enterprise only.

[image: image0]


Generate Leads

Leads/Opportunities can be generated through the below listed methods


	Generate leads/opportunities from emails


	Generate leads/opportunities from your website contact page






Create scoring rules

You now have a new menu in your CRM app called Leads Management /
Scoring Rules where you can manage your scoring rules. Here’s an
example for a Pricing Page Score, you can modify for whatever criteria
you wish to score your leads on. You can add as many criterias as you
wish.

[image: image1]

Every hour every lead without a score will be automatically scanned and
assigned their right score according to your scoring rules.




Assign leads

Once the scores computed, leads can have enough information to classify
that it is belongs to which sales team. Lead be assigned to specific
teams using the same domain mechanism. To do so go to CRM / Leads
Management / Team Assignation and apply a specific domain on each
team.

This domain may include lead scores, page visited by visitor, and other
information such as country, city, availability of the email or phone.

Please go through Automatic leads assignation to team members topic
in Customer Relationship Management section.
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Email marketing on the lost activity to reactive them

Massmail is a great tool to send the bulk emails to your contacts.
Reactive the old leads could bring your a business, nothing wrong to
send them an email which could reactive opportunities from them lost
once.


Tip

The correct reason required on the old leads before you send
email to them, like discount on the product/service to only those
customers who lost actually because of the budget.




Business case

Let’s send the offer to have 20% discount on the product/service, who
actually lost because they did not have a budget.



Configuration

Email Marketing is a separate app required to be installed
separately, this app is not limited to use with the CRM or Sales, It can
be used to send the email in bulk for Recruitment, Mailing List,
Participants of the Event, etc.

[image: image0]



Create mass mail

Create a mass mail from the Email Marketing / Mailings, you need an
attractive subject, choose Leads / Opportunity in the Recipients
field, below that you can actually defines the criteria to choose the
leads / opportunities which will receive the email from this mass
mailing.

I choose all the leads which was Lost and the reason for mark as lost
because, they do not have Not enough budget.

[image: image1]



Send Emails

The process of sending an email takes time based on the number of email
to send and how fast your email service provider.


Test before you send

It is advisable to check how email looks in your mailbox before you send
it to the prospects, you can check by sending a copy of the email to
your own email account by clicking on Test button.

[image: image2]



Send to all

If you found the email looks well on your mailbox, you can send email to
all the leads/opportunities who are selected on the mailing.

By default email marketing will be scheduled for the specific date and
time and will be processed accordingly. Emails will be generated and
queued in the system, automatic scheduler will process that email queue
and send those emails.


Note

Some mail marketing may take time to send the emails depending
on the email providers, some email may go to spam if if your provider
does not configure well or the subject and content of the email looks
like a spam mail.





Statistics

Statistics will be enabled as soon as schedule start processing the
email, you can actually see the number of email sent, bounced, opened by
the receiver, replied on that email or number of user clicks on the link
if you attached any links in the email.
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Sales and Invoicing



	Introduction

	Setup Odoo Sales Application






Sales Quotation



	Create your first quotation and offer 5% discount to a customer

	Send quotation by email and ask a customer to sign online

	Set default terms and condition on quotation

	Apply default taxes when creating new product

	Sections on quotation to separate the material and service







Quotation Template



	Create quick quotation using quotation template

	Increase your sales with suggested products







Discounts and Pricelist



	Apply manual discount on quotation

	Adapt product price based on customer segment (e.g. Retailer or Distributor)

	Adapt product price based on customer country or location (e.g. Price in € or $)

	Compute and apply discount automatically based on the pricelist







Unit of Measure



	Sell product in a multiple unit of measure

	Sell products by multiple of unit # per package

	Purchase meat in carton (~20kg/each), keep stock of cartons/kg and sell in carton or kg

	Purchase LED Lights in pack of 25pcs and sell single unit or pack of 25pcs







Product and Tax



	Adapt prices for Business to Customer (tax included in product price)

	Adapt product prices for Business to business (tax excluded) and Business to Customer (tax included)







Invoicing



	Send Pro-Forma Invoice to your customers

	Create invoice based on the delivered quantity

	Create credit note from sales order, when customer return the product

	Create single invoice from multiple sales orders







Customer Portal




	Online customer approval on quotation

	Online customer approval and payment on quotation










Delivery Charges



	Free delivery if order total is more than $2000

	Calculate shipping rates based on product weight

	Delivery price based on the area (zip code, state or country)

	Manage delivery price fluctuation, apply margin on the delivery charges







Manage Inventory



	Create a purchase order for products based on sales order

	Choose different delivery location for specific customer orders

	Consignment stock transfer, raise an invoice when stock sold by the retailer

	Manage sell and buy-back of used product







Service Product



	Create an invoice at milestone completion for a project

	Create task from sales order and invoice based on timesheet







Subscription



	Set up a recurring invoice, help you to invoice regularly

	Sell subscriptions through sales quotation

	Sell subscription through sales quotation and receive online payment

	Sell subscription through sales quotation, online payment and automatic invoice

	Sell subscription plan through an eCommerce platform

	Increase quantity in subscription during the middle of the month









          

      

      

    

  

  
    

    Introduction
    

    

 





  

    
      
          
            
  
Introduction




          

      

      

    

  

  
    

    Setup Odoo Sales Application
    

    

 





  

    
      
          
            
  
Setup Odoo Sales Application

Please follow the steps listed below to setup and start using
Odoo sales application for your business.


	Setup your company information


	Choose the quotation layout you prefer for your company


	Setup the payment option you prefer, I prefer to confirm the order when customer sign quotation online


	Send the first sample quotation to the customer and see how it looks like





Video

Access the video at https://www.youtube.com/watch?v=mhMz4Ngdnmc
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Create your first quotation and offer 5% discount to a customer

For example, My Company sells electronic products and a client John
Deo showed interest in buying 3 iPads to facilitate their operations.
I would like to send them a quotation for Material with a sales
price of 100 USD per iPad with a 5% discount.


Video

Access the video at https://www.youtube.com/watch?v=Lc8q1DZcET0
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Send quotation by email and ask a customer to sign online

Let’s send your first quotation by email, so that customer can view and
start negotiation on the quotation and sign online.


Video

Access the video at https://www.youtube.com/watch?v=J8LRXLinPXY
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Set default terms and condition on quotation

Let’s take an example of the trading company, they want to define the terms and
conditions should be applied on all the quotation created by any salesman.

They want to set the below point as a default terms and conditions:


	This proposal is valid for 30 days


	The