
Priority for Customer 
Relationship Management

Graphical calendar to keep track of important 
tasks 

Fully integrated to dos that prompt users for 
tasks 

Pipeline management from task through lead to 
sales opportunity and quotation 

Create sales forecasts for analysis of results and 
commission management 

All data enterable and reviewable directly in MS 
Outlook 

Measure effectiveness of marketing campaigns 

WHY CHOOSE PRIORITY? 

WORLD’S MOST CONFIGURABLE 
ERP 
√ tailor fields, screens, menus, 

reports, stationery 
√ drag and drop workflows 
√ business rules, automated 

data entry, automated 
repetitive tasks 

CHOICE OF HOSTING 
√ on-premise or cloud hosted 

MIXED PLATFORM 
√ any mix of PCs, Macs, 

tablets and smartphones 

MOBILE 
√ fast enough to run over 

cellphone networks 

INTEGRATED CRM 
√ built-in CRM provides full 

interaction with ERP 
√ full interaction with MS 

Office and Gmail suites 

BREADTH OF MODULES 
√ functionality to support many 

industries in the same system 

DEPTH OF FUNCTIONALITY 
√ detailed features for the most 

demanding of users 

INTEGRATION/TRACEABILITY 
√ interaction between each part of  
 the system 
√ drilldown to all related records 

EASY TO INTERFACE 
√ strong API to connect to other 

software 

EXPERIENCE 
√ 30 years of development 
√ 7,000 implementations 



Priority provides a powerful task-driven 
marketing system in which MS-Outlook 
feeds data to the system’s customer 
database, from which it can be loaded into 
a variety of forms and utilities.  

The Task Log and the MS-Outlook 
Interface 

The Task Log is Priority's main tool for 
planning and tracking marketing 
assignments. It enables you to record 
tasks for all users in the system, including 
those involving specific customers or 
vendors. Appointments are then opened 
automatically in the user’s Calendar. The 
system can send the user a reminder 
regarding an approaching task and its 
start time.  

In addition, the system automatically 
opens a task (and appointment) whenever 
a user is scheduled for a sales order, 
service call, assembly or project, or when 
an e-mail message is sent to or received 
from a customer or vendor.  

Priority supports the creation in batch of 
routine tasks that repeat themselves at 
weekly or monthly intervals, such as staff 
meetings or site inspections.  

All tasks that contain a start and end time 
appear in the Calendar of the user 
scheduled for the task. You can view all 
pending tasks per day and per week. The 
system will remind you in advance of an 
upcoming task, according to the warning 
interval defined in the Task Log.  

Priority also provides a bilateral interface 
with Microsoft Outlook Calendar, which 
allows you to synchronize contacts and 
tasks between Outlook and Priority, and 
create marketing leads from incoming mail 

messages. For example, you can record an 
appointment in the Task Log and use the 
synchronization program to update it in 
Outlook. Conversely, data recorded in 
Outlook during the appointment can later 
be updated in Priority. If you are working 
in Priority on Outlook, synchronization of 
the two systems occurs automatically and 
continuously.  

The Customer Work Area  

Another important utility in the Marketing 
and Sales module is the Customer Work 
Area, into which an unlimited cross-
section of customer records can be loaded 
– by business classification, scope of 
business (e.g., annual sales volume, 
number of employees), previous 
participation in marketing events, position 
and title of key personnel, and so on.  

This work area can be used for a variety of 
purposes, such as:  

• Finding the most appropriate 
customers from within your client base 
to target for specific marketing events 
and activities  

• Retrieving customers who may have 
responded to past marketing efforts or 
participated in various marketing 
events (e.g., to add the event to the 
customer's personal list; to target this 
group for additional marketing efforts)  

• Assigning a business classification to 
the entire group of customers 
currently in the work area, thereby 
saving the results of the query.  

These records can then be downloaded 
into whatever software you employ to aid 
you in your marketing activities (e.g., Excel 
to print out lists in spreadsheet format, 



Word to prepare a mail merge for a mass 
mailing).  

Using Priority’s task follow-up utility, you 
can track marketing-related tasks for a 
specific lead or customer, including tasks 
to be performed in the future, and record 
such information as the customer contact, 
the employee assigned to the task, results, 
details, etc. A task may refer to an action 
performed during the marketing stages of 
the relationship with a potential customer 
(e.g., mailing a product description, 
performing a demonstration, arranging a 
phone call with the sales manager, faxing a 
price quotation), or it may refer to an 
action carried out for an existing customer 
(e.g., arranging for advanced training, 
sending a price estimate for a new 
product, handling a complaint). These 
marketing tasks can be downloaded from 
and/or exported to other software 
applications.  

Office Management Interface  

In order to further expedite your 
marketing activities, the Marketing and 
Sales module smoothly interfaces with the 
Office Management module and Priority's 
integrative mail utility. Your personal 
Calendar and company contacts are all 
accessible for viewing and revising from 
within the Customer Relations 
Management module, thus enabling you 
to coordinate your personal tasks with 
customer-related activities.  

To assist users in the maintenance of their 
tasks, a new icon on the Main Tool Bar 
opens the To Do List (Office Management 
module), in which you can retrieve tasks, 
documents, orders and the like for which 
you are the assigned user, or the user in 
charge of follow-up. This form displays all 

the active tasks and documents assigned 
to all users in the system.  

CRM Reports  

 • Print Task  

 • Tasks per Customer 

 • Task Log per Task Code  

 • Tasks per Assigned User 

 • Tasks per User – Detailed  

 • Tasks per Project 

 • Tasks per Project Activity  

 • Task Summary per Sales Rep 

 • Completed Tasks  

 • Infrequent Customer Contact 

 • Details of Infreq. Cust. Contact  

 • Sales Rep Contact List 

 • Company Contacts  

 • Contacts per Company 

 • Lead Report Generator  

Marketing Campaigns  

Priority features a Marketing Campaigns 
module based on sales opportunities. 
Marketing leads are received from a 
variety of sources, including contact data 
imported from Outlook. You can then 
open a record in the Sales Opportunities 



form for each lead, and link it to a specific 
marketing campaign. Tasks can then be 
opened in batch for all leads involved in 
the campaign.  

Each stage in the cultivation of a lead 
corresponds to a sales opportunity status, 
and each status is assigned a progressive 
percentage representing the probability of 
closing the deal – as an opportunity moves 
from one status to another, the odds of 
closure increase, as does its estimated 
value.  

How does this work? Each sales 
opportunity is linked to activities (e.g., 
tasks, price quotations, sales orders) 
whose success or failure determine the 
opportunity’s status and estimated 
monetary value.  

Marketing Campaign  

You can use the BPM Flow Chart – Sales 
Opps to define a series of statuses for 
sales opportunities (e.g., Initial Contact, 
Open Price Quote, Authorized Price 
Quote). You can then enter the statuses 
form for each activity (e.g., Statuses for 
Price Quotations), and define for each 
status the corresponding sales 
opportunity status.  

For example:  

• If the Draft status for price quotes is 
linked to the Open Price Quotation 
status for sales opportunities, a given 
sales opportunity will automatically 
receive the Open Price Quotation 
status when a price quote is opened for 
that lead, increasing the opportunity’s 
odds of closure and estimated value 
accordingly.  

• If the Approved status for sales orders 
is linked to the Success status for sales 
opportunities, a given sales 
opportunity will automatically receive 
the Success status when a sales order 
is authorized for that lead.  

There are several options for assessing the 
progress of a campaign:  

• Tracking the status of individual leads 
in the campaign  

• Viewing the progress of all sales 
opportunities in the campaign  

• Viewing the cumulative estimated value 
of all sales opportunities per status  

• Running an OLAP report to view 
expected and adjusted revenue from 
sales opportunities in various cross-
sections 

FOR MORE INFORMATION, CONTACT: 

4438 West 10th Avenue, Suite 532 
Vancouver BC V6R 4R8 

sales@topprioritysystems.com 
Tel: 604.700.6970
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