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BEAT · SALES FORCE AUTOMATION P R O C E S S  F L O W C H A R T

H O W  I T  W O R K S  ·  O N E  R E C O R D

From the first visit to the last service call
Seven lanes, one record: the customer, your dealers and five of your teams. Each step starts from
the one before, so nothing is re-keyed, and every approval sits with someone other than the person
asking.

Start or end A step on the record A person approves A decision The record moves on Raised by Beat: reminders, renewal lists, commission Nothing is re-keyed. Nothing is orphaned.
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