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1 Introduction 
 

Dear Readers, 

Dear Reader, 

 

we are pleased to provide you with this document. 

 

The transfer, publication or duplication of this document is only permitted with the explicit 

permission of TRASER Software GmbH. 

 

 

Your contacts from our teams will be happy to help you. Ask us! 

 

 

Your 

TRASER Software GmbH 
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2 Timing 
 

- Preliminary release note is provided by TRASER about 1 week before the update 

- The update is also imported into the customers test system. 

- Before the update, there is a webcast for it. In this, the functions are explained and questions 

answered. 

- On the webcast mainly key users participate, who have previously discussed the points of the 

release note. 

- In this release note, tasks are defined, which are carried out by TRASER and planned by the 

customer. 

- A developer from the developer team is available on the day after the update from 8 o'clock by 

telephone, in case of errors. 

 

Dies entspricht demnach folgendem Zeitfenster: 

 

  



  

Release Note Seite 4 von 21 ©TRASER Software GmbH 
 

3 New Function 
 

3.1 Prepopulate Salesperson Code 
 
Traser User Setup contains the salesperson code of each USER in the system. Should be prepopulated in 
segment, campaign, activities, to-do and opportunity-headers and contacts. Also in all wizards. 
 

 
 

3.2 Comment a Completed To-do 
 
Now it´s possible to comment a completed to-do. This comment will be shown in a factbox on the to-do 
card/list page. 
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3.3 Setup John Deere Profile Interface 
 

Necessary information for the Profile interface (URL and activation) can be entered in John Deere setup. 

 

 

3.4 Extend Machine Table with John Deere Profile Equipment ID 
 
The profile equipment id is desposited on the machine table. This id is not shown on the machine card. It´s 
only for the profile interface in the background. 
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3.5 Extend Customer Card with John Deere Profile ID 
 
The John Deere Profile ID will show on the customer card if the Profile interface is active on John Deere 
setup. It will be filled, if a customer is on Profile. 
 

 

 

3.6 Next To-dos for a Salesperson 
 
A new fact box on contact and customer card/list will show all next to-dos for a salesperson for his customer. 
If the salesperson has not a salesperson code in the TRASER user setup, the factbox will hide. 
 

 
 
A new cue group for to-dos was added in role center for the sales manager. If the user is a sales manager (it 

can be set up in TRASER user setup with a flag) the cue will show all to-dos. If the user is not a sales manager 

the cue will only show the to-dos for the salesperson himself. 
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3.7 Evaluation in Segment Line 
 
In segment lines there are new values (“follow-up”, "negative" or blank) for opportunity evaluation. 
 

 

3.8 Opportunity based on a To-do 
 
Possibility to create an opportunity directly from a to-do with following relations: 

- Campaign 

- Segment 

- Contact 

All follow-up to-dos which are related to this contact, segment or campaign will be cancel. 
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3.9 Skip creating to-dos for contacts in segment lines 
 
It's an check-mark button on the „Log Segment“ report named "exclude contacts with opportunity from 
folllow-up segment" while logging segment. This function will exclude all contacts from segment lines they 
should have a value in the new field "opportunity exists" which is related to the campaign, contact and 
segment. 
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3.10 Customer Discounts based on John Deere Product Hierarchy 
 
Possibility to configure discounts and prices of a campaign related to the John Deere product hierarchy 
(Brand – Line – Model) including best price agreement. 
 

 

 

3.11 New Naming in John Deere Database 
 
Following entities in the hole John Deere database have changed: 

- Service Item = Machine 

- Manufacturer = Brand 

- Service Item Group = Line 

- Service Item Model = Model 

Model is the lowest level on John Deere product hierarchy. If a user types the model name the system fill in 
the brand and the line automatically. 
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3.12 Pricelist in „Brand“, „Line“ and „Model“ 
 
Prices should set also in „Brand“, „Line“ and „Model“ card and list. 

 

 

3.13 Schedule To-dos 
 
Possibility to schedule to-dos depending from the to-do before. 

- To-dos can create easily from customer/contact card/list 
- A follow-up to-do can be created based on the current one, which is going to be closed 

A new field "Involved Contact will be added to segment" on "create to-do wizard" page, which adds the 

contact directly into the selected segment line. 
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3.14 Create and Manage To-dos easily 
 
To-dos can now manage easily directly from the to-do card/list. The status can change with push on a button 
in the ribbon menu. Additional the  
 

 
 
The “Create To-do” wizard has been simplified. 
 



  

Release Note Seite 12 von 21 ©TRASER Software GmbH 
 

 
 
It is also possible to create a to-do directly from segment lines. 
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3.15 Do not separate Calculation Projects and Opportunities 
 
Possibility to show all opportunities/calc. project in the opportunity list view. 
 

3.16 Estimated delivery date for each ordered machine 
 
In the role center of a sales manager there are new cue groups which show expected machines with an 
estimated delivery date behind the cue. The first 3 cues are sales lines with a date filter on the field 
“Expected Receipt Date” and the second 3 cues are with a date filter on the field “Promised Receipt Date”. 
The date filter can be setup in the TRASER Filter Setup.  
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3.17 Simplify „Phone Call“ Wizard from to-do card/list 
 
The “Phone Call” wizard has been simplified and shows only the important and related information. 
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3.18 Warning if campaign ends 
 
Users can only choose valid campaigns in quotes. If the ending date of the campaign in a sales/service quote 
is close to the workdate, the system will show in the TRASER Setup on the field “Campaign end warning”. 
This field calculates the quote validity. If the quote in relation of the campaign is valid, a notification in the 
sales/service line subform will show a warning message with the rest of the days. If the campaign is already 
expired a message text will show this on the same place. 
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3.19 Simplify „Opportunity“ Wizard 
 
The “Opportunity” wizard has been simplified and shows only the important and related information. 
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3.20 Simplify „Interaction“ Wizard 
 
The “Interaction” wizard has been simplified and shows only the important and related information.  
 

 

3.21 „CRM Statistic Data Entries“ 
 
A new feature in TRASER DMS is the „CRM Statistic Data Entries”. There are all interactions with a contact 
and their history. The following activities leads to an entry in the “CRM Statistic Data Entries”: 

- Part of  

o a campaign 

o a segment 

o a to-do 

o an interaction 

o a opportunity  Sales Quote  Sales Order  Sales Invoice 
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The “CRM Statistic Data Entries” shows all important information of the interaction and related documents. 

 

The “CRM Statistic Data Entries” can be opened from contacts, machines, brands, lines and models. 

3.22 Cue in Role Center with not delivered Machines from John Deere 
 
In the role center of a sales manager there is a new cue group that shows not delivered machines from sales 
and purchase lines filtered for John Deere machines and the salesperson code from the TRASER User Setup. 
Additionally, the sales line is filtered by the field “Qty. shipped” and in the purchase line by the field 
“Quantity Received”. If the user is a sales manager (it can be setup in TRASER user setup with a flag) the cue 
will show all lines. If the user is not a sales manager the cue will only show the lines for the salesperson 
himself. 
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3.23 Additional Opportunity Status 
 
Status for an opportunity should be “Won”, “Lost” and “No-Buy”. Related to the status it should be possible 
to schedule follow up todos. 
In TRASER Setup it can be defined whether an opportunity can be closed without selecting an „Close 
Opportunity Code” for lost Opportunities 
 

 

3.24 Create “V-Card” on Contact 
 
New button on contact card/list will create a “V-Card” for this contact. 
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3.25 Warranty Date is equal than Shipment Date 
 
After machine was shipped from an order, the warranty start date should be set with shipment date. 
 

3.26 John Deere Product Hierarchy on Segment, To-do and Opportunity 
 
The John Deere Product Hierarchy is also available on the segment header, segment line, to-do card and 
Opportunity card. It is possible to select directly a machine no. (unless segment header) in the corresponding 
wizards or cards. After that the fields “Brand”, “Line” and “Model” will be filled automatically. It is also 
possible to choose a model without a machine. The system also fills the mentioned fields. 
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3.27 Create Machines from Order 
 
It is possible to create a machine directly from an order (purchase and sales). Precondition is, that in the list 
of the “Lines” are a checked flag on the desired record. It can be choosing between a flag in the field “Sales: 
Create Machine” or “Purchase: Create Machine”. According to which flag is set, a machine will be created 
automatically from the order with the item in combination with the serial no. 
 

 


