
CRANE SFA
Sales Force Automation

Manage your best sales
channels effectively.

Corporate accounts

Sales Agents

Customer
Relationships for
Airlines has
Never been
Easier



CRANE SFA – Sales Force Automation

Crane Sales Force Automation manages your high volume sales channels like corporate accounts or travel agents. It
enables you to plan your marketing activities, coordinate your marketing team, set targets and finally see the results in a
compact environment.

With Crane SFA you can take control of your sales cycle.

Easy access to account data
Easy access to sales team data
Effective graphical reports within the application
Activity planning
Designed for sales reps., sales managers and executives
Single point of control for:
       Accounts & Sales Team
       Activities
       Volumes
       Communication
       Awards
Allows you to keep track of the whole process cycle.

Account & Sales Team Management
Rules define how the data will be processed in the system.
Rules can trigger actions or can be used to calculate
customer rank and benefits.
There are four main rules:
        Deal Rules
        Rank Rules
        Benefit Rules
        Redemption Rules

Rules

Hierarchy Based Management is one of the most powerful
features of Crane SFA.
Data elements like companies and users are categorized and
managed by flexible hierarchy trees.
Hierarchy trees are defined at the administration level
according to needs.
Sales representatives can be assigned to any of the hierarchy
tree items.

Hierarchy Based Management

Make marketing plans
Perform planned activities
Track marketing activities
Store any deals and
agreements

Get sales leads
Make visit and
call plans

Store customer activities.
Evaluate each activity
with the given rules.

Calculate  customer volumes.
Assign ranks to your
customers.

Deliver awards to clients:
gifts, FF miles, incentives
or other benefits

Acquire Market Track Evaluate Award

Sales Process Cycle



Data in the system has two aspects.
Account view gives you the picture for an individual account
or a group of accounts.
Sales Team view gives you the picture for an individual sales
representative or a sales team.
Therefore the data in the system is not only used for
customers’ evaluation, but also for measurement of the
sales team’s performance .

Dual Aspect Measurements
Marketing tasks like visits or calls can be planned and
assigned to sales representatives.
Sales team members can see their planned or assigned
activities.
When an activity is performed, users enter the results and
close the activity.
The activity then becomes a part of the ‘marketing activities’ and
the associated points are credited to the sales team member.

Marketing Activity Planning

Communication

All communication history between the sales representatives
and account representatives is held in each account’s file.
Email blasts
Account representatives can use Internet to view their status.

Technical

Available for in-house operations or hosting
Full-function hosting solutions
Various interface API’s including web services integration
Enhanced interface file generation and transfer control
Easy integration with IBE
Native integration with other products of the Crane family
Oracle database

Crane SFA. Manage your best sales channels effectively

Account View

Sales Team View

For more information on Crane SFA and other Hitit products please visit our website at www.hititcs.com

or send an email to sales@hititcs.com



THE CRANE AIRLINE SOLUTIONS FAMILY

Tomorrow’s Solutions for Tomorrow’s Airlines.

Company Information
Hitit Computer Services has been providing airline information systems since 1994, and has become
one of the fastest growing technology companies in EMEA*. We serve leading airlines in all corners
of the world. Our constantly growing customer community includes a wide range of network and
low-cost carriers, with fleet sizes ranging from a few aircraft to hundreds. Hitit provides information
systems that can be operated in airline data centres or in our high quality hosting environment. Our
hosting options provide efficient solutions with low start-up costs.

*EMEA (Europe, Middle East and Africa) Deloitte , 2006 & 2007
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