
 
 

Ask the Customer – Code Red  
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This plugin prompts sales reps / users to call customers who have changed their buying 
habits.  

This plugin identifies who urgently needs a call as they are buying less, not buying the same 
products or linked products in the same ratio. Are they buying somewhere else?  

Reps should be looking at this when they have time to prompt them to make calls.  

 

This plugin lists all the customers that apply to the filter criteria.  

The columns compare as an example Value Mth 1-3v4-6 so this displays the turnover for last 
3 months v previous 3 months. If this is worse, by a user specified code red percentage, 
then it displays a red traffic light next to it as a warning to follow up. The other columns 
compare 6 months and 12 months. There is also a seasonal option.  

There is also a traffic light for Linked Products and Items not being bought anymore. If 
there are any then it will display a red traffic light to follow up. By clicking the Open Detail 
link it will display these linked items see below: 
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Open Detail : 

 

For items not being bought any more or a similar qty it is comparing the qty sold e.g. this 
month v last month, 3 months, 6 months etc. Any difference by the specified code red % 
will have a red traffic light to follow up. You can flag the items as ignore items if you know 
the reason and don’t want to be promoted to chase them again using filters.  

Linked products not being bought or bought in expected ratio for example, sales qty for the 
last 3 months and the Expected Qty based on x ratio if different by the specified code red % 
then it prompts a red traffic light. 
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Filter Criteria explained in more detail : 

You can filter by Assigned User, Rep, Team or Territory.  

You can exclude customers that have had an Activity, Quote, Order or Invoice within the last 
XXX days. So if you have had contact with a customer in the last as an example 30 or 60 or 
180 days then we may not need to call them.  

A user can mark a customer as ignore in the future. It will stamp it with a date so you can 
exclude the customer you have had a conversation with about their sales. There are a 
number of days in the filter so if I called a customer and they said any changes to their sales 
are ok you don’t want them coming up in the lists again. You specify a number of XXX days 
within to call them again. So maybe you ignore them for 180 days but then want to come 
up in the list again.  
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The same goes for specific linked items. So if you talked to the customer about an item they 
are not buying anymore or they switched to a different item you don’t want this coming up 
again. You can specify a number of XXX days before it does. 

% Difference code red is how much of a change in qty or value creates a red traffic light. 
Only show customers with a code red is an option so it just shows who you need to call.  

The standard comparison is between this month and last month, this qtr and last qtr. If your 
sales are seasonal then you can tick the filter to may comparisons This Month v This Month 
Last Year. This Qtr v This Qtr Last Year etc.  

 

In setup you can manually specify linked items with a ratio. Maybe you expect to sell a 
computer monitor and a base unit 1:1. However if you sell a hand gun you may expect to 
also sell 24 bullets. So the ratio would be 1:24 so when you look at sales it can tell you that 
it you are selling 1 monitor then you should also be selling 1 base unit and if not then flag it.  
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To speed up the linking of products based on sales history we have an Auto link option 
which asks for the date to go back to and what % of an item being on the same invoice 
would make it a linked item. i.e. if 10% of your invoices have both monitors and base units 
then it would predict a link.  

Comparable sales software that does this costs many £1000s pa. If it prompts you to not 
lose a customer, prompts you to address a customer’s changing requirements, make more 
sales or just prompts an overdue call it is worth it.  


