Sugar Podcast; Accounts vs. Opportunities

Hi everybody, this is Susie with another 60 secBuadar snippet, appearing with Kim
Miller of our Sugar University teanK{m: Hi everybody!). Today we’re going to talk
about Accounts and Opportunities and touch onelang processes surrounding these
Sugar objects.

Kim: That's right Susie. We get quite a few questionsur Sugar University learning
sessions about Accounts and Opportunities, and Waeaunts should and should not be
used.

Susie: Right, we see a lot of this in the forums aslw#&b what better time than now to
address some of these issues?

Kim: OK, let’s get started.

Susie: Let’s start with the definitions. How do you debe an Account?

Kim: In Sugar University sessions we define an accasii@n organization or entity that
you have done, are doing, or will do business wWitbu can call it a customer, a partner,
or even good ol’ “Account” -- whatever you'd likés relationship is long-lasting and its

field values like business address, web addresshasiness name rarely change.

Susiee Good. And an opportunity?

Kim: An opportunity is a potential sales deal or, gubther way, a revenue generating
event.

Susie: I've seen some people on the forums refer topgnodunity as a “sales project”.

Kim: Yeah, | can see that. It's got a starting dattexpected end date, and it has
phases. But in the end an opportunity is wheretsaak your potential sales deal for a
specific account in Sugar as it goes through thessascle.

Susie: Ah, and there’s the rub. In order to create ppootunity in Sugar you must
associate an account with that opportunity.

Kim: Yes, that's right.

Susie: But let’s say | do business with “people”, natiges. So, my business does not
require me to create an Account record, just a &atmecord. The Contact represents the
person I'm doing business with, and that’s all éteYet the Opportunity needs an
Account.

Kim: Yes. | get that question as well. The Sugar pcochanagement team has this as a
feature request; that is, to allow an Opporturotpé created without requiring an



Account record, as is already true with a ContRat.in the interim | suggest that Sugar
users who deal with people and not entities sinopbate an Account record with a name
that is a combination of the Contact’s first anst lsame.

Susie: This sounds like a business hook just waiting foplea. Any takers out there
among you Sugar developers?

Kim: A business hook?

Susie: Yes. Business hooks are a facility that allowspimcessing to occur at critical
points, like at Save time. In this case the hookld@reate the account record
automatically when the Contact is saved. The badtip that the business hook code is
upgrade safe. A sample business hook can be fau@ligar Forge. Just search for the
words “business hook”.

Kim: Cool. Another thing to point out is that it's pise to use Leads as well to track
the person to whom you're selling. You can’t dovamny things with Leads as you can
with Opportunities — for instance you can’t creatQuote for a Lead — but it just may be
that a Lead is enough to conduct your business.

Susie: Yes, and converting a lead can save a stepagogou’re able to create a Contact
and a shell of an account record.

Kim: That's right. You're also able to later createGyuportunity using the same
conversion process if the need arises and Sugbpreihpt you to relate the contact and
account you had already created to the new oppitytun

Susie: Oh, that'’s right. | forgot about that. Cool trick

Kim: Well, as with anything in Sugar, it's the flexibyl of the system that allows for
these options.

Susie: Yes, and I'll work on the Sugar developer commuto create that business hook
in order to make things even simpler.

And that’s your 60 second Sugar snippet. Goodbye!



