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Business Systems Innovation Labs
Pre-lab Pre-flight Checklist

“Distinctive, Impressive BizTech Student Blog”
(Backstory)

SJSU Business Systems student Max sets out to blog her class,
stumbles into a startup adventure, and invites you to follow along.

Prep: What do you need to start?

To get the most out of this pre-lab, you need a healthy curiosity, a sense of humor and a little imagination.
Focus, read for understanding, and put yourself in Max's shoes so you don’t just read it—you experience it.

ax Labs - Pre-Flig

Digital Product Management




Max Labs — Pre-Flight Discussion

What are some of your takeaways? e
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Source: https://medium.com/@adpokets/creative-strategy-for-digital-marketing-with-business-ideas-b55587cdb876




Max Labs — Pre-Flight Discussion

Terminologies that Max learns:

“* Entreprencurs = oo we
INSPIRATION e o SUCCESS
;J D — _r'. \_\-
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% Minimum Viable Product (MVDP)

Source: https://medium.com/@adpokets/creative-strategy-for-digital-marketing-with-business-ideas-b55587cdb876
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The Max Labs  sserxe Project

Overview & Startup

Source: https://www.salesforce.com/



Why Salesforce?

. .. . . .. Q - @

** This is not Salesforce training — it is exposure s " @
to a great platform that delivers c/oud-based .. - .
systems products. R = "

] Industries % > Engagement

v Enables & Enhances Business A

Ecosystem

v" Used By Industry Fortune 100’s
* Across All Business functional Areas

v" Great Resume Builder For You!

Source: https://www.salesforce.com/




Max Labs — Tips for Your Success

¢* READ the Pre-lab first. (Set’s up e L .
your entire experience.) o A f‘

_!illl.lll
'f'r e“

Qy’ﬁ

+* READ & FOLLOW every single y R SPETas K ,
il’lStl'U.CtiOﬂ EXACTLY’ iﬂ Ofdel'. 4 2l iel Build apps? Me?!
(You'll have no problems.) R il ettt

f ¥y Oin
© 2018 by The Max Labs Project

’:’ READ the Cover Sheet BEFORE Source: https://www.maxzplace.com/what
you start every lab.

T TEMPLE

NIVERSITY



Max Labs — Tips for Your Success

" MaxzPI
“ ALWAYS read stories BETWEEN | e, s
instructions. (Connections to our key o P E f‘
Course Concepts) “ '

IEEE I I-I ImE I
| ft e“

jﬁ

’:‘ They,fe qU.iCk (ﬂllOW abOut 60‘90 miﬂ fOf : 2F iel Build apps? Me?!
each lab) g o

f ¥y Oin
© 2018 by The Max Labs Project

Source: https://www.maxzplace.com/what

“* DO NOT get the 30-day trial account

from www.salesforce.com.
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Max Labs — Tips for Your Success

** The Lab 1b instructions tell you EXACTLY ey
how to pay the lab fee. (Just follow them)

“ DO NOT use AOL/Yahoo! for vyour
Salestorce account email. (Use your personal

Gmail)

% If you’re stuck, FIRST check the Help FAQ  |pgeps —

© 2018 by The Max Labs Project

at

v" MaxzPlace.com

Home S What/Why/Flow? Help FAQ

Help Forum  GoBeyond Comment Wall

\’\

IEENETEEEIEEE
APPEIPEES PP P
|| #

LRSS
Pl sl
LA

Build apps? Me?!

Source: https://www.maxzplace.com/what



https://www.maxzplace.com/
https://www.maxzplace.com/help-faq
https://www.maxzplace.com/help-forum

Max Labs — Tips for Your Success

** BE SURE to Install the Max Labs Grader [SEEs
App. You have an opportunity to fix your
mistakes before submitting...no reason not
to get a perfect score!

en
¢ — ‘
‘
EEEIENESEEE
Y YR Yy
L £ o“{*" 3 f_:ff{.f‘{f ‘f
F S e T

1|~
& T

BizTech, told as a story by Max, a

“* They’ll help you get a job (IF you can explain |
what you did/learned) fvon

© 2018 by The Max Labs Project

Source: https://www.maxzplace.com/what



https://www.maxzplace.com/grader-info

Max Labs — Let’s Get Started!!!

the Max Labs place for students

1 ° DOWHIO ad the Pre -lab PDF M aXZPI ace Hoeme  What/Why/How? Help FAQ HelpiForum Go Beyond  Comment Wall

1. Read the cover sheet at the top: Pre-lab L.Os + details of how the
rest will work

1. Read the rest (5 blog postings, 10 min max!)
Here for you

2. Download the Lab 1a PDF before, wnmen

_ during, welpy
1. Read the cover sheet at the top: Lab 1a L.Os + deliverables + &

important setup info after owwham

11. Read the rest (one blog posting), following Max’s instructions (1hr \
+/-)., use the grader app, capture your certificate, add to answer Hit the Help FAQ
sheet —nothing else needed

f ¥ @ in

3. Download the Lab 1b PDF .

1. Read the cover sheet....

1.

Source: https://www.maxzplace.com/what




Process Mapping




Process Mapping

What

* Visual Representation
Why

* Identify Problems

How?

e Draw the “as-1s”

Source: https://creately.com/blog/diagrams/process-mapping-guide/
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What’s a Picture Worth?

How about a diagram???

Visual & Perception

* How fast does the brain process images?

v
* 70% of your sensory receptors are in your @)

eyes
. . . . . of information of people will respond believe that visual
° 0 ;
5 O /0 O f your braln 1S aCtlve mn Vlsual transmitted to the better to visual content engages best on
brain is visual. information than social media.
" olain text.

p ro C e S Slng fRoures 3 C oo Bon and Zabisoo) I RO M por M s

Source: https://tax.thomsonreuters.com/blog/the-importance-of-visual-content-marketing-infographic/ Source: http://esheninger.blogspot.com/2018/08/a-picture-is-worth-thousand-words.html
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Swim Lane Diagrams

Advantages

Employee Supervisor IT Group

*¢* Identifies who does what & in what order S

begins

‘/ LO glcal & Chr OﬂOlO glcal Submit Accept Process accepted

request for orreject request through
v" Indicates hand-offs

equipment regquest inventory system

N¢ : :;:3:3 Delivery/install
”‘ VCl’ S atlle request from equipment

supervisor

v" Applied to other diagrams reques

Request process

process ends
ends

v Training tool




Swim Lane Diagrams - symbols

Symbol

Description

A circle signifies the starting and ending of an
event in the process.

A rectangle represents an activity in the
process.

A diamond represents a decision that must be
made.

Arrows indicate the flow of the process.

A cylinder represents stored data.




Order to Cash (02C)

The process starts when the customer contacts Sales to place an order. The person in Sales creates the sales order.
As part of doing this, the person 1n sales first checks to see if the customer has enough available credit to cover the
order. They do this by looking up the customer’s credit on a report that is generated by Accounting and sent to
Sales every Monday morning. If the customer doesn’t have enough available credit then the person in sales notifies
the customer who can then either update or cancel their order. Next the person in sales checks to see if the items
being ordered are in stock. They do this by checking a report on inventory that the Warehouse created at the end of
cach day. If the items being ordered are not in stock then the person in Sales notifies the customer who can then
update or cancel their order. If the report indicates the items are in stock then the order goes to the Warehouse
where the workers there will pick the order. Since Sales is looking at a report that is only updated at the end of each

day, there is a chance that they accepted an order for an item that is not really in stock. If that is the case the

Warehouse notifies Sales who then notifies the customer who can update or cancel their order...




Order to Cash (02C)

...Once the people in the warehouse pick the order, the people in Accounting have to make sure that the customer
actually has enough credit to cover the order. Since the people in Sales use a credit report that is generated on
Monday morning, there 1s a chance that the information on the credit report is old. If the customer doesn’t have
enough available credit then Accounting notifies Sales who then notifies the customer who can then choose to
update or cancel their order. If the customer has enough available credit then their available credit is reduced by the
total cost of the order and the warehouse 1s notified and they pack and ship the order. As soon as the order is
shipped the people in the warehouse notify accounting and accounting generates and sends the invoice to the

customer. When the customer pays the invoice the people in Accounting increase the customer’s available credit by

the amount of the payment, they post the payment and we’re done.




Order to Cash (02C)

The _When the customer contacts Sales to place an order. The person in Sales creates the sales order.

As part of doing this, the person in sales first checks to see if the customer has enough available credit to cover the

order. They do this by looking up the customer’s credit on a report that is generated by Accounting and sent to

Sales every Monday morning. [ fhe cistomer docsn’t have enough available credit then che person in sales notifies
the customer who can then cither ipdate or cancel their order. Next the person in sales checks to see if the items |

being ordered are in stock. They do this by checking a report on inventory that the Warehouse created at the end of

each day. [f the items being ordered are not in stock then|the person in Sales notifies the customer who can then
update or cancel their order. If the report indicates the items are in stock then the order goes to the Warehouse

where the workers there will pick the order. Since Sales is looking at a report that is only updated at the end of each

day, there is a chance that they accepted an order for an item that is not really in stock. If that is the case the

Warehouse notifies Sales who then notifies the customer who can update or cancel their order. ..




Order to Cash (02C)

...Once the people in the warehouse pick the order, the people in Accounting have to make sure that the customer.

actually has enough credit to cover the order. Since the people in Sales use a credit report that is generated on
Monday morning, there is a chance that the information on the credit report is old. [f the customer doesn’t have
enough available credit|then Accounting notifies Sales who then notifies the customer who can then choose to|
eI E A e e e e ST E T A RO RER I AABIEIREdit then their available credit is reduced by the

total cost of the order and the warehouse is notified and they pack and ship the order. As soon as the order is
shipped the people in the warehouse notify accounting and accounting generates and sends the invoice to the

customer. When the customer pays the invoice the people in Accounting increase the customer’s available credit by

the amount of the payment, they post the payment and we’re done.




Order to Cash (02C)

Order to Cash (High-Level)

Who does What & When

stomer

D—» eeeeeeeee —»  Paylnvoice  |—

* Overview example




Order to Cash (02C)

Who does What & When Order to Cash (Legacy Systems Low-Level)

-
* i}
* Complexity added 5 T -
pidate or
p ‘2 O—) Place Order Cancel Order? Pay Invoice
5]
A [y
* Legacy system : *
- Create |or Update] *Cradit .
i1} P e
o Sales Order Available? In Stock Motify Customer 14—
o
Yes F N
h 4
@ e
3
'5 Pick Order - In Stock? Pack and Ship Order
o
g fes Y
Y
Credit Redice Available )
Available? Credit Invoice Customer Post Payment
{=1i]
c
.E
2 F i
o
=
1=
<<

* Credit maintained by Accounting in accounting information system and reported to Sales every Monday morning.
** Inventory maintained by Warehouse in inventory management system and reported to Sales at end of day

Increase Available
Credit




Swim Lane Diagrams — Create your own

Actors Title of the Process you are documenting

Actor 1

Actor 2

Actor 3

Actor 4




Swim Lane Diagrams

*¢* LucidChart

LucidChart Instructions



https://community.mis.temple.edu/mis2101sec001spring2022/files/2022/01/LucidChart-Instructions.pdf

Business Systems Innovation Labs
Lab 1a Pre-flight Checklist

“| did it! Check this QUT!”

Today, you'll pick up where you left off with the story of Max, the
SJSU student blogger. Just follow along as she describes what she
did in her new job with a startup company.

Prep: What do you need to start?

Max Labs 1a

Digital Product Management




Max Labs — 1a Discussion
= 1 Qo] | e

s:: Sales Home Chatter Opportunities v Leads v Tasks v Files Accounts v  Contacts v Campaigns v  More v

ACCOUNTS

n n New mport
Creating Databases (objects) = #iAc<os - ’
12 items - Sorted by Owner First Name - Last updated a few seconds ago .y v c¢ 4 Y
. OWNER FIRST NAME * ACCOUNT NAME BILLING STATE/PROVINCE PHONE TYPE
° ny do we need these lists
" 1 Maria Edge Communications ™ (512) 757-6000 Customer - Direct v
. 2 Maria Burlington Textiles Corp of Am. NC (336) 222-7000 Customer - Direct v
o ? R | |
H 3 Maria Pyramid Construction Inc (014) £27-4427 Customer - Channel v
&4 Maria Dickenson pic KS (785) 241-6200 Customer - Channel v
[ ]
{ W q at a re We traCkl n g ? 5 Maria Grand Hotels & Resorts Ltd IL (312) 596-1000 Customer - Direct v
L
6 Maria United Oil & Gas Corp. NY (212) 842-5500 Customer - Direct v
° U n i u e | D? 7 Maria Express Logistics and Transport  OR (503) 421-7800 Customer - Channel v
q . 5 Maria University of Arizona AZ (520) 773-9050 Customer - Direct v
9 Maria United Oil & Gas, UK UK +44 191 5956203 Customer - Direct v
10 Maria United Oil & Gas, Singapore Singapore (650) 450-8810 Customer - Direct v
11 Maria GenePoint CA (650) 867-3450 Customer - Channel -

Source: https://developer.salesforce.com/blogs/developer-relations/2017/04/salesforce-data-security-model-explained-visually.htmi




Max Labs — 1a Discussion

I}ﬂhtw ing platform
Explore Lightning Platform, the fastest et _yoth'/ very O\,\fn‘De\/eloper Eﬂdmon
. way to create enterprise cloud apps
Getting Started
» (Get a Salesforce account
* DO NOT get the 30-Day
Free Trial Account
DO NOT use an AOL, o

Hotmail or Yahoo account

* Do use a new Gmail account
OU Create for this U rO.eCt. Source: https://developer.salesforce.com/signup
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https://developer.salesforce.com/signup

Max Labs — 1a Discussion

The Good CRM [ ]

File Edit View Insert Format Data Tools Add-ons Help Allchanges saved inDrive

Y o~ om P100% - $ % 0 .00 123- Al - 1 - B I & A & H =. 1.9
= . fx
Determining Data Needs A B : ; : :
Next Lead Estimated
° What are MaX’S needs for 1 Contact Source of action nurturing oppo_rtunity
Name  prospect date Contact log stage size
. 14 . » 2 Chatted with on 12/20/18 and discussed XYZ. Needed
Creatl n g th e P I tCh Joe Smith Business Card 1/4/19 more information about X... 3 $43,500
3 Chatted with on 12/20/18 and discussed XYZ. Needed
Tony Stark Tech Convention 11119 more information about X... 1 All the money

Chatted with on 12/20/18 and discussed XYZ. Needed

° Wh at d ata are we ca ptu rl n g ? : Bruce Wayne  Business Card  1/15/18 more information about X... 2 $1,000,000

Chatted with on 12/20/18 and discussed XYZ. Needed
Beyonce Cold Call 1/16/19 more information about X... 3 $75,000

Process Automation

- What are we tracking?

Custom Code Clane This User Wisualorce Page

Ermvi vk
virgnments Group Aecord Page Lightning Page

* How will this data be used? e

Compay Settings

Vencdor Record Page Lightning Page
Ldentity
Vendor Layout Fage Layout Vendor
Security B Ll
[ S R T— Gillian Madill Lies

Source: https://www.softwareadvice.com/resourd@siupdaletheWedruisesgtasfitecsheets/teacreligéining-bresitesdiirsbiects




® | ® Guests | Salestorcs Payground
L2 C | i Sec https:/giliansplayground-dov-od lightning forca.com o '
3 We e - —- Guents v
Page Layouts B Recently viewed
6 i« L

* What information do we want to show.
 \Why are aesthetics important?
* Creating cleaner data?

hitpegilianaplaygrownd-dov-od lighireng torce com/one/on. sood 'uiy

Source: https://admin.salesforce.com/learn-lightning-compact-layouts




Max Labs — 1a Discussion R

Presid h Pre N Licends
S50
421 PN L >arah JSR0T
« 2 1
. FEED DETAILS R
ﬁ Acme Corporation —_—
Mark Jackad - Ticketing Services = Subsidiary

FEED DETAILS RELATED

Mobile App B

* \What information do we want to show.
 Why are aesthetics important? e
* s this an API, ERP or UX Interface? o

Source: https://www.salesforce.com/eu/learning-centre/crm/mobile-crm/




Business Systems Innovation Labs
Lab 1b Pre-flight Checklist

“DataMatic: It Slices, It Dices, Visualizes & Analyzes”

Follow along with Max again as she figures out
how to slice, dice, visualize and analyze Riley’s pitch data
to make it more useful.

Prep: What do you need to start?

Max Labs 1b

Digital Product Management




Max Labs — 1b Discussion

FEATURED SOLUTIONS SHOW MORE » TOP CATEGORIES
Secure Cloud Contact Center Software i
Data ufor;nleu::ll S:'viu o Fipance

Collection :

Accounting on Salesforce MewWo

FORM ASSEMBLY
ok Aok PAID APP kA kd PAID APP * kA kK PalD APP

% Human Resources

Digital Business Models.
% Enterprise Resource

* Share & Communicate Zueuosich _gguall $|nGenius | B formstack

eSignaotures -~ - - :
for Solesforce . - Screen pop - Click-to-dial - Call logging g = 7= Fani Sokdee * Sales

) ReVise and Redesign %k Ak PAID APP %k Kk PAID APP %k Kkkd PAID APP "

a el ; h ]
DY Deliver first-class Je—
&%Eﬁ?ﬂlﬁ}f& OB O.E.)Elmlze_t customer onboarding -

rd P rt P d t (API ) i celerate Sales wi o B * IT & Admin
3™ Party Products S oo | 2% pintex [l Accelerate Sales wit Clean Leacl S TENTET \EERS

Drawlaop

Customer Sarvice

Jok kA PAID APP *kkkdkd PAID  LIGHTNING DATA %k kK PAID APP * Marketing

welgier=§Composer-

fuments, presentations,

ke de k) PAID APP ks kK PAID AFP

% Integration

A SurveyMonkey"

Make customer feedback

actionable in Salesforce % Salesforce Labs

* Analytics

Source: https://appexchange.salesforce.com/




Max Labs — 1b Discussion

Monetize Max’s Blog

* Do Not Close Your Browser
* Buy Now

* Click Confirmations

* Install (Launch Process)

« Max’s Pitch Package

“Me & Rocky!
EE—

Source: https://www.themaxlabsprojectshop.com/
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Max Labs — 1b Discussion

Pitch Data File

» CSViles

* Organization

* Viewing the Data

e (Customization

7@ TEMP

- UNIVERSITY

.

Source: https://www.salesforce.com/ca/blog/2016/09/sales-search-cheat-sheet.html



Max Labs — 1b Discussion

Generating Reports

o CSViles

* Organization

* Viewing the Data
* Filtering

* Integration

T TEMP

UNIVERSITY

& & % & un Opportunities | Sakestoros %
= O & Dy i D ROUTI- -, BMENING, FRC, Gy o 0, 5] HE nZrokvi., @ & | il G
Seanch Salesfonce ? 1 A .
Vedding Lightning HMome Chatter  Fae  vendon v Contacty v Beports v Desndcands v Guests v
RIPOAT
D Alll Opportunities © n ol | Ml
L3
£ k] I
SoUSCE UBITY WAL v TG T A Dppartankies
WTece Portacie g Cusaormes MegotaconiRevenr Q30T 03 ESI200E nned O 4G
9 recores) Wagrase Cop
Exinting Cuatormer . Decuon Mae Q33007 F= R TR ui
Usgrane
Bxiing Cutsmer PropoaadPrioe QAT 03 3 A
Usgrade Chzte
el B Geeraies B Decishon Mkt Q0007 200 6MSI20E [2E
d O B 3 Busming Cusnomar Nagotaton Beves Q0007 200 6152006
Upgrse
Exigring Clsnsmes Meeds Anayu Q80T 08 E15I0E
ogrant
aiyiing Cusiomar . Docison Makey  Q0-I00T 20 NI tdpe
Bepratemint [ s
5 B Lt P Cuspioms Peogocling Qb H1E 03 G506
Srmaie D Eagring Cuasomar Ve PrOCOStE 06 20 SIs200
Repistament
Wien i Mo Custonss Ceged Ween Q3T oGNS0
12 recaied
ABC Company P Cuntormae Proagecting e E=)
P Sy Y Preagertag cnponT 0
§ recoel]
Purchased chan Crasification e 20 SN0
2 rezard]
Wl of AR Eitge Emanpbacy Rl Mot sttt Eiased W Q3.7 O EMSI20LE Eoge
13 recardie] Commamicatans
e Imesnation Exinting Custormer Cizaed Wen Q00T [ e

Uz

Source: https://admin.salesforce.com/learn-lightning-create-reports



Max Labs — 1b Discussion

’ o Sasrih Sakasiorce *lf [+ s A ﬁ

&
2 Sales Home  Forecasts  Contacls = Afouris +w  Leads +  Opporiunites -~ Duashboards ~  Reports ~  Quotes ~  Calendar ~  Chatter  Aralytics i

DASHBOARD + Follow " Rifresh Edit
Lead Funnel Dashboard

Aol lan A, I 3571 PR Viewitg s Alex Kiratady

Dynamic Dashboards

| Top Campaigns H Expected Revonue by Marketing Channel EH

try Loschs Gerstratod Expected Rrvenue by Matketing Channe

e Database

Irvitatagn to Anrnusl Customer Conference
I rechndiny "Wietrates Adviriming

Todgrruariostireg T

Sociad ik
Gavirhe A

Irehuritry Tradeihow

Begionad Field Marieting

e (Collaboration R n ey

Mesw Leads this Month EH Reasons for Ungualified Leads tH Lead Status by Ownid

» Customization K- T |
7 \ =
Sl ’

L, PFrone = Macms

Source: https://admin.salesforce.com/learn-lightning-create-reports




More to Come

Prepare with Readings & Videos before our next class!!!
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