
LEVETO‘s work processes are optimized to reduce your administrative expenses by at least 
50 % and to significantly reduce the workload on your staff.

Numerous APIs to lead providers plus flexible lead importer.

•	 Lead management and distribution
•	 Lead qualification via customised questionnaires
•	 Appointments and route planning
•	 CRM – customer administration
•	 Consulting via personal end customer portal

•	 Offer, order and invoice creation
•	 Roof planner and installation workflow
•	 Field service function
•	 Ticket system
•	 Commission accounting

WHAT IS LEVETO?

LEVETO

Avoid coffee and cake  
meetings by using LEVETO Portal.

LEAD.
LEAD MANAGEMENT.
LEAD DISTRIBUTION.
QUALIFICATION.
SCHEDULING.
ROUTE PLANNING.
(ONLINE) CONSULTING.
(DIGITAL) SALE.
SALES FORCE MODULE.
COMMISSION ACCOUNTING.
CRM.
OFFER.
ORDER CONFIRMATION.
INVOICING.
DELIVERY BILL.
MEDIA LIBRARY.
WAREHOUSE.
ROOF PLANNER.
AUTOMATIC WORKFLOWS.
TICKET SYSTEM. 
E-MAIL.

The brochure refers t
o examples o

f a so
lar engineering co

mpany. 

LEVETO can be used by many co
mpanies.



LEADS.

Lead management and distribution – LEVETO Networking

Lead qualification via individual questionnaires

Lead potential

Lead management
From submission to qualification with specially designed 
questionnaires - our lead management provides you with 
an overview and evaluation of all your leads. In the lead 
history, you can see all the processes that the lead has 
gone through in chronological order.

 
In LEVETO, you can see at any time when the lead was 
assigned to which employee or partner and what the pro-
cessing status of all other processes is. 

LEVETO has various interfaces for imports and exports 
and thus represents a link between the lead source, CRM 
and merchandise management.

In order to generate a high-quality lead, it is important that 
customer data and specific questions to the customer can 
be asked and recorded quickly and easily. In LEVETO, you 
can create your own questionnaires, even with branching 
logic.

You can have the questions answered via selection menus, 
checkboxes or free text fields. You can also assign your leads 
a status that you define after qualification. The lead quality 
can be determined using evaluations and statistics.

The lead potential feature calculates and shows you the 
relationship between lead capacity and lead potential as 
a percentage and visually. The result shows the utilization 
in percent. 

The lead capacity is the sum of the leads that the lead 
buyers want. The lead potential is the leads generated. 
The utilization rate shows whether the ratio of lead 
potential and lead capacity matches. 

Specially developed for lead agencies and marketing departments

Lead distribution
With automated lead allocation, leads can be sent to 
internal or external partners within LEVETO. You can 
automate this process by specifying certain criteria. With 
just one click, the lead is sent to the selected employee or 

partner in compliance with the GDPR.

Leads can be distributed either from the questionnaire, 
immediately after qualification, or via the lead allocation 
table. Only suitable employees or partners are displayed 
for the respective lead in the lead allocation table.



The evaluation can be narrowed down according to time 
periods, two- and three-digit zip code areas, sales territo-
ries and the parameters capacity, utilization and potential. 

This allows you to see at a glance how you can manage 
your marketing activities in the future.

Appointments and route planning

APIs and interfaces

LEVETO takes the employee‘s home zone into account 
when planning the route. This is the address from which 
the first appointment is made.

When scheduling further appointments, LEVETO takes 
into account the address of the previous appointment and 
calculates travel time, distance and appointment duration 
to the next destination.

LEVETO suggests the most effective sequence of appo-
intments in advance so that you can make optimum use 
of your employees‘ and partners‘ time. If a conflict arises, 

for example if a follow-up appointment cannot be kept 
because the travel time is too long, LEVETO will inform 
you. This allows your employees and partners to use their 
valuable time fully for your customers instead of spending 
it on a lengthy journey.

In the appointment details, you can see all relevant cus-
tomer information that your employees need for further 
processing. LEVETO calendar shows you the appoint-
ments of all your employees, even in detail, with a single 
click.

We offer connections to exchange servers. You can syn-
chronize the LEVETO calendar with your Google Calen-
dar, Apple Calendar or Outlook Calendar.

Of course, connecting to one or more lead suppliers is 
no problem. The leads are marked with the respective 

source in the lead allocation table. API connections to 
LEVETO already exist for the major lead generators, such 
as SENEC, WattFox, DAA and Aroundhome. If you require 
other or additional webhooks, we can program these on 
request.

CRM.
CRM – customer management
Our aim is to design our customers‘ consulting and sales 
processes in such a way that they can advise their custo-
mers quickly and professionally - and ultimately sell their 
products successfully.

In addition to automated processes for creating offers, 
order confirmations and invoices, LEVETO offers a variety 
of individual settings, such as inserting product informa-
tion, data sheets, etc. into your PDF documents. These 
documents are created in your corporate design.

LEVETO portal licensees are informed about the custo-
mer‘s activities in the end customer portal in LEVETO. In 
the customer data record, you can see, for example, when 
the customer requests an offer, reads an offer you have 

created, or has accepted or rejected it.

The CRM contains a customer history in which all proces-
ses are recorded chronologically, as well as which emp-
loyee processed the customer and when.

There is also a media library for each customer in the data 
record, in which you can save images and documents re-
lating to the customer. LEVETO portal users can also view 
images and documents that the customer uploads via the 
end customer portal.

An explanation about the end customer portal and its fea-
tures can be found on the following pages.



With LEVETO Portal, you can provide your customers 
with professional advice, present your products and crea-
te offers. All this in real time during a telephone call or in 
an appointment on site.

The consultation via LEVETO Portal can serve as prepara-
tion for the visit to your customer or the purchase trans-
action - just as you wish.

The end customer portal is a portal integrated into your 
website that your customer can access using the access 
data you provide.

Once the end customer has logged in to the portal, they 
can upload data, documents and photos, such as pictures 
of the roof, meter box or the last electricity bill, to the 
media library, which you can access immediately in the 
CRM. This can be done in advance of a joint meeting.

Your customers are encouraged to actively participate 
and work with you. The customer is „on board“, thinks 
about things and does the work of compiling the data. 

At this point, you know: 
This won‘t be a coffee and cake 
appointment!

Based on the customer‘s consumption data, product re-
commendations are displayed and a profitability calcula-
tion is made for its planned photovoltaic system. During 
the consultation, you can direct the customer to speci-
fic pages in the portal or display product descriptions, 
images and presentations. 

You can also categorize products and determine whether 
and which product category should be recommended to 
the customer.

The customer can independently request offers for pro-
ducts in the end customer portal, about which you will 
be informed in LEVETO. You then add the desired item 
to the offer with a mouse click and send it to the custo-
mer by email or hand it over to the customer in the end 
customer portal. 

The customer can accept or reject the offer, of which you 
will also be notified in the CRM. If the customer accepts 
the offer, you can generate the order confirmation with a 
click.

While writing the offer, the integrated roof planner can 
be used to assign modules to available roof photos and 
visualize them for the customer.

(ONLINE-) CONSULTING.

Your customer actively collaborates!

Advice via personal end customer portal

Customer perspective
Your end customer portal

Enter relevant data
Upoad relevant images

LIVE
DATA

EXCHANGE

View advice
View offers

on phone and PC.

Consultant‘s perspective
CRM

View customer data
Manage customer data

Advise and demonstrate 
Create offers





Customer advisory page CRM

Remote control

There is an important function in the 
„Portal and customer user account 
settings“: directing users to a page in 
the portal. This allows the advisor to 
remotely control which portal page 
the customer is currently viewing in 
the web browser.

Presentation mode

You can show your customer various 
presentations during the consultation. 
For example, product data sheets or 
company information.

Customize settings

The recommendation level defines 
whether and which products in which 
price segment should be recommen-
ded to the customer in the end cus-
tomer portal based on their consump-
tion data.

For example, only certain manufactu-
rers, products or product combinati-
ons can be made visible via product 
activation.

Under „Offer requested in portal“ you 
can see if the customer would like to 
receive an offer for a specific product 
in the end customer portal.

Questionnaire data 

Whether you qualify the customer 
yourself or the customer fills out the 
lead route in the end customer portal: 
here you can see all the data recor-
ded for your customer. If the „Pro-
duct recommendations“ function is 
active, you can see in the CRM which 
products are recommended to the 
customer in the end customer portal.

Profitability calculation

Based on the customer‘s recorded 
data, the recommended minimum 
size of the solar system is displayed, 
including the profitability calculati-
on. If the customer is offered several 
products, clicking on „Calculate sa-
vings with this product“ adjusts the 
profitability forecast to the respecti-
ve product.

We connect you  
and your customers 

via LEVETO Portal!



MINI-CRM.
A CRM in miniature for your sales agents

Sales representatives are given access to the lead‘s qualification in-
formation. This means that you have the most important information 
about the customer and their electricity consumption behavior. You 
can also complain about leads if necessary.

You also have access to appointment scheduling, the field service 
intake form, the media library and the offer area. Sales representatives 
access your products. In other words, not the sales representative‘s 
own products, but your company‘s own product range. A price mark-
up can be included.

The highlight, however, is that the sales representatives can appear 
with their own branding (stationery). They act or sell in their own 
name and do not appear as your company.

Otherwise, data can be recorded on site in the traditional way and, as 
is customary, offers can be prepared. You have insight into the activi-
ties of the commercial agent.

As described at the beginning, LEVETO works with a fully comprehen-
sive customer relationship management (CRM) system. It turned out 
that many of our customers cooperate with sales representatives. This 
means that leads are qualified in advance and then passed on and pro-
cessed externally. 
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CRM TIMELINE.

MEDIA LIBRARY.

Always know your customer‘s status

Everything in one place, shared on request

The CRM has a timeline which, in conjunction with the 
workflows, provides information about the current status 
or phase of the lead or customer. This is helpful to be able 
to provide the customer with information quickly when 
they call.

We will soon be publishing the option of making this 
timeline visible in the end customer portal. This will give 
your customer information on the current processing 
status from their perspective.

We have long since arrived in the future and it is import-
ant today that several people can work on a project at the 
same time. Sharing documents and working on them at 
the same time is here to stay.

Although we at LEVETO are not yet able to offer the 
option of working on a document in parallel, it is possible 
to work together on a lead. In practice, this will rarely be 
the case, as one consultant will usually be responsible for 
a particular lead.

However, it is also very important to have all the docu-
ments for a lead together and ready to hand. This is what 
the shareable media library is for. You can theoretically 
do without local or network drives in your company, as all 
customer files in LEVETO can be stored in the media lib-
rary. Although this will not be 100 % usable in practice, as 

you will probably also carry out planning with PV Sol and 
use other programs or create Excel and Word documents, 
the media library is useful as a collection point for all 
lead-specific documents. This is mainly because the end 
customer only has access to folders defined by you. They 
therefore do not see everything that has been stored in 
the media library.

On the right you can see the welcome page of the end 
customer portal and how the media library appears to the 
end customer.





A media center
with sharing via link

Flexible and modern media library for data exchange between advisor 
and customer. And also only internally from advisor to back office, if 
desired.

File formats
The media library allows you to upload any data format. From photos 
as a single file in common image formats such as JPG, PNG and 
similar, PDF documents, Excel files and video files are of course also 
possible. There is also a filter function that shows or hides image, 
video and document files.

Folder structure
We are accustomed to creating and deleting file folders and sub fol-
ders as we wish in standard operating systems. The new media library 
now makes this possible. 

There are two different folder types. One type is only visible internal-
ly, the other folder type is internal and visible to the end customer. 
The different folder types are visually distinguishable from each other.

Sharing
„Sharing is caring“ and in LEVETO it is also possible to share the me-
dia library or parts of the media library as a link. To do this, there is a 
new window in which you enter a title and a description so that your 
recipient immediately understands what you want them to do. Then 
select which folders are to be shared.

In addition to the release of folders, workbooks, i. e. digital forms that 
you are familiar with from the field service intake form or the work-
flows (see topic field service function), can also be released. This me-
ans that external employees or your end customers, for example, can 
now complete the forms independently. Forms can also be displayed 
in the end customer portal.

It gets even better: The validity period of the release can be set. This 
means that access to the media library can be limited in time.

Forms
Free yourself from Fluentforms and Google Forms. With LEVETO, you 
can design your own forms and use them internally, externally, in the 
media library, in the end customer portal or on your company website.

No WhatsApp, 
no cloud, 
no mails!



SEVDESK.
Invoicing in sync  
with LEVETO

LEVETO is an integration partner of sevDesk. 

Create your partial, budget or total invoices qui-
ckly and easily in LEVETO.

You can access typical accounting functions 
directly from LEVETO. This includes, as just 
mentioned, the creation of invoices in various 
forms. Of course, you can also send invoices 
directly from LEVETO. 

But it is also possible to create and send remin-
ders or, for example, payment confirmations by 
e-mail.

As a delicacy, there is also the automatic sen-
ding of reminders and confirmations.



TICKET SYSTEM.
Task distribution made easy

End customers often have queries or additional tasks. But 
what to do with these tasks? In such cases, LEVETO can 
help with its own ticket system.

You can have tickets generated automatically via e-mail 
inbox or create tickets manually. Tickets are assigned to 
e-mail addresses and thus to leads/customers. You can 
freely define different ticket types. For example, whether 
it is a support case or an administrative matter.

Of course, you will find the classic details such as time 
estimate, actual time required, due date, priority, user 
assignment and similar. However, we have a special case: 
tickets can be assigned to groups and not just to a fixed 
user.

Tags, status and the addition of subtasks to a ticket are, of 
course, integrated. Attachments can be uploaded.

When tickets are commented on, there is the option to 
send this comment by e-mail, including attachment, to 
the creator/customer. This makes the customer feel well 
looked after.

Yes, we know that LEVETO is 
different. We know that your 
employees have to adapt, have 
to change. We know that trai-
ning is required.

However, your company will  
learn to fly with LEVETO!





If applicable lead management
via LEVETO CRM.

Optional

If applicable consulting
via LEVETO Portal.

Optional

If applicable offer creation
and sending via LEVETO CRM‘s

sales force module.

Optional

If applicable roof planning
via LEVETO CRM.

Optional

If applicable 
profitability calculation

via LEVETO CRM.

Optional
Optional

Offer accepted

Technical 
feasibility 

check

Workflow
1. Project master data

General office staff: 
processing.

General office staff 
closes workflow.

Innendienst
allgemein: 

schließt ab.

Workflow
2. Accounting

Workflow
3. ESC

Registration

Office staff
accounting: 
processing:

Office staff
ESC 

department:
processing.

Fills out 
payment plans.

Creates (partial) 
invoices*.

Saves.

*Further invoicing is still possible in the course of the process 
and can be added with dependencies in other workflows.

General office staff 
closes workflow.

Innendienst
allgemein: 

schließt ab.

Workflow
4. Roof planning

Office staff
roof planner: 
processing:

Uploads data.

Processes technical 
feasibility.

Office staff roof 
planner closes 

workflow.

Innendienst
allgemein: 

schließt ab.

Workflow
5. Logistics

Office staff
logistics: 

processing:

Office staff 
logistics closes 

workflow.

Office staff
ESC department 

closes wf.

Workflows are based on 
digital forms.

These forms are filled out 
by different departments, 
checked, possibly sent, 
edited, sent back to a 
reviewer and then 
accepted or rejected for 
correction.

Visibilities to the work-
flows can be restricted so 
that only the departments 
or corresponding users 
can see, edit or check 
certain workflows.

When certain changes or 
triggers are made, the user 
is notified in LEVETO or 
by e-mail.

Orders 
components and 

commissions 
forwarding agent.

Innendienst
allgemein: 

schließt ab.

Workflow
6. Insurance

General office staff: 
processing:

General office staff 
closes workflow.

Fills in relevant 
information.

Innendienst
allgemein: 

schließt ab.

Workflow
7. DC installation

Office staff
project coordinator:

processing:

Office staff
project coordinator approves 

data and closes workflow.

Assignment and 
scheduling the installer.

DC report must be 
completed by the installer.

Final check by 
project coordinator.

Installer closes report.

Innendienst
allgemein: 

schließt ab.

Office staff
project coordinator approves 

data and closes workflow.

Assignment and 
scheduling the installer.

AC report must be 
completed by the installer.

Final check by 
project coordinator.

Installer closes report.

Workflow does 
not trigger any 

other workflows.

Optional

Workflow
8. AC installation

Office staff
project coordinator:

processing:

Creates final invoice.

Sends project report.

Workflow
9. ESC commissioning

Office staff
ESC department:

processing:

Innendienst
allgemein: 

schließt ab.

Office staff
ESC department

closes case.

Optional trigger:
incoming payment from 

accounting software 
sevDesk

Workflows are visual 
representations of 
work processes.

Folders are forms.

Workflows and folders can be 
individually created and set up 
by you via the no-coding editor.

If a requirement is more complicated, 
we will be happy to train your 
employees or LEVETO support will 
assist you with the setup.

When qualified leads are 
submitted, an indicative offer is 

sent automatically.
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Workflows are visual 
representations of 
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Folders are forms.
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individually created and set up 
by you via the no-coding editor.

If a requirement is more complicated, 
we will be happy to train your 
employees or LEVETO support will 
assist you with the setup.

When qualified leads are 
submitted, an indicative offer is 

sent automatically.

PROCESS  
MAPPING 
WITH THE 
CRM SOFT-
WARE

LEVETO

SOLAR  
INSTALLER  
EDITION

W
ork process for solar installers via LEVETO

.



LEVETO offers all processes from lead receipt, quali-
fication, assignment to the sales force and scheduling 
to the consulting and sales process in one software. All 
processes can be individually adapted to your requi-
rements. It takes less than two hours to familiarize 
yourself with LEVETO.

While you are advising your customer on the phone 
and have all your customer‘s data at a glance, you can 
display a presentation, product description or other 
documents to your customer in the end customer portal 
with a click and provide the appropriate explanation. 
With four clicks, you can create an individual offer from 
the stored offer templates and send it to your customer 
in real time via the end customer portal.

If your customer has already uploaded pictures of their 
roof to the media library, you can visualize their photo-
voltaic system with the LEVETO roof planner and amaze 
your customer, as they can immediately view the virtual 
roof layout in the media library. Of course, you can also 
insert the image into the offer.

Your customer can accept the offer via the end custo-
mer portal, and you can arrange an installation appoint-
ment straight away using the installation slots stored for 
your subcontractors or your own team. If your customer 
would like to meet you in person, you can arrange an 
on-site appointment at the click of a mouse to collect 
the signature in person.

L E V E T O  I N  A  N U T S H E L L

Offer preparation

Create fully automated offers with just a few clicks during 
the consultation.

As all product data is stored in LEVETO, the offer can be 
created with a single click. Product details such as tech-
nical data sheets, profitability calculations or additional 
information can be automatically transferred to the offer.

A PDF is generated from the offer and the additional 
information, which contains a cover sheet with your wel-
come text. On your branded stationery, of course.

The offer can be sent directly to the customer by e-mail 
from the CRM or retrieved by the customer in the end 
customer portal. If the offer is viewed by the customer in 
the end customer portal, LEVETO informs you as soon 
as the customer has read the offer and if he accepts or 
rejects it.

You can set individual prices or write a total price in the offer, which hides the individual prices.



Sales force services

LEVETO offers an optional additional function for the field 
service via a special questionnaire.

All relevant data and images can be recorded on site at 
the customer‘s premises using a tablet, and even on-site 
roof planning is child‘s play with LEVETO. The field service 
records the modules and additional products from the 
„product templates“ made available to them and saves 
them. Your office staff receives the information for the 
order check, sees the offer from the field service in draft 
mode and can correct it or approve it straight away. The 

field service is informed in LEVETO when the offer is 
approved. Of course, the offer can be sent to the customer 
directly on site. Does your customer want an order confir-
mation immediately? No problem, the customer receives 
their order confirmation with just one click. Do you need a 
signature? They can do this on your tablet.

Another additional option for the field service: you trans-
fer all order data, separated by AC/DC installation, to your 
planners or installation teams on site or in the car.

Roof designer
FOR SOLAR INSTALLERS.

Using LEVETO‘s roof planner, you can plan the customer‘s 
photovoltaic system during the online consultation. This 
is also possible on site at the customer‘s premises. Just 
show it to your customer virtually. If there are any devia-
tions from your planning as a result of your consultation 
and, if necessary, additional modules are added, you can 

adapt your offer at the touch of a button and make it 
available to the customer.

As the customer has stored photos of their building in the 
media library, the consultant can select an appropriate 
photo and make the plan.



Assembly/designer 
workflow
LEVETO takes into account the process with external sys-
tem planners and installers. Most solar system installers 
work with AC/DC installation folders. With an additional 
module, specially programmed for this purpose, LEVETO 
ensures a smooth and automated planner/installation 
workflow. 

After the order confirmation, you can automatically dis-
tribute all relevant data for the installation of the solar 
system to your AC/DC teams at the click of a mouse.

The folder contains all relevant information about the 
customer and the property, as well as the planned instal-
lation date. The installation teams can be connected to 
LEVETO with their own access to gain access to all the 
necessary data and to update images from the construc-
tion site.

Once the consultant has chosen a photo, the roof end 
points must first be marked. The roof length and width 
are then entered. If the customer does not know the roof 
dimensions, these can be measured and transferred using 
„Google Maps“.

The number of modules to be installed on the roof, is 
taken from the offer and displayed in the roof planner. 
You can add further modules for the roof occupancy via a 
matrix. If the number of modules to be assigned is inad-
vertently exceeded or undercut, a message is displayed. 
If the number of modules differs from the offer, the offer 
can be adjusted by clicking on the different number of 
modules planned.

Various tools, such as controllers for the distance bet-
ween the modules and the horizontal and vertical align-
ment of the solar modules on the roof, help with planning 
and visualization.

The installation and planning workflow described here is 
based on individually created and adjustable digital forms 
(folders), which can be linked together. In this way, all 
data can be collected within the large solar installation 
project and passed on as required.



SOLAR-PANEL
Solar installers

sliders-h
Claims adjuster

USER-TAG
Lead generators

USER-NURSE
Physicians

The software solution for



TEAMS.
Commission and conversion per team and employee  
at a glance

„Competition is good for business.“



LEVETO supports the organization of employees 
into teams. The teams program module visualizes 
employee affiliations and overviews of conversion 
and commission of teams, team members and 
team leaders.

The team assignments influence the view of leads. 
Several sub-teams can be managed in one team. 
The hierarchy is managed logically: 

A team member only sees themselves. A team 
leader sees themselves and their team members. 
A team leader sees, for example, his appointments 
and the appointments of his team.

The ability to manage teams also introduces the 
frequently requested function for distributing 
commissions. This can be set per team member 

and per team leader. LEVETO calculates the com-
missions from this and thus simplifies accounting 
and bookkeeping for the HR department.

With Teams, the performance of employees and 
the performance of teams can be easily read. The 
conversion rate is calculated from the number of 
leads assigned to the ratio of successful conver-
sion into a paid order. LEVETO provides informa-
tion about the success of an individual employee 
or the combined success of the teams working in 
the company. 

This makes it possible to deduce who is probably 
more successful and why, and to further optimize 
sales by internal training.

Example of the team overview with the team expanded. The green bar shows the team hierarchy.



WAREHOUSE.
No bottlenecks thanks to LEVETO‘s own inventory with 
API to external inventory management systems

With its warehouse management, LEVETO brings a long-
desired function to the program. This makes it possible 
to track whether a certain number of items are available, 
whether an order can be started or whether items need 
to be reordered beforehand.

Several locations (storage locations) can be created. Items 
can be assigned to locations.

Stocks or incoming goods are entered in the article; this 
fills the stock list. As a result, LEVETO knows how many 
items are available per article (at which storage location). 
Warnings can be issued when a minimum stock level is 
reached.

LEVETO will reserve a quantity of goods based on the 
number of items on an offer using certain triggers. 

In addition, there is a legally compliant inventory book 
which records the inventory manager, counter, recorder 
and storage location. For inventories that last several 
days, it is possible to interrupt the inventory and resume 
it later. Classic running lists are written digitally instead 
of on a clipboard. A summary can be printed out once the 
inventory has been completed.





PSC REGISTRATION

EVU NETZANTRAG 4U

Visit us on

by LEVETO‘s partner

We offer an all-in-one service for the complete PSC 
registration of all photovoltaic systems. We take 
care of the entire registration process so that you 
can fully focus on the installation and assembly. 

 Our experienced team knows all relevant regula-
tions and ensures that your projects get through 
the power supply company registration process 
without any delays.

EVU-NETZANTRAG-4U.DE



K A N B A N  

originates from Japanese and means “sig-

nal card”. The aim of the KANBAN philo-

sophy is to achieve a steady, orderly work-

flow. Projects are divided into small steps 

or tasks and worked through one after the 

other. Each step should be completed first 

before moving on to a new step. Multi-

tasking takes the form of several team 

members working on their own small 

tasks in parallel, with everything working 

together for the benefit of the big picture.



KANBAN.
Better visuals and simplified user guidance

Simplified
LEVETO has reached a stage where feature development 
can be scaled back. A milestone in clarity is the manage-
ment board, which is ready for use but still under de-
velopment, to output evaluations and statistics.

The next milestone is the KANBAN board. This provides 
users with a view that is familiar from many programs 
and makes it easier to keep track of leads. Mind you, with 
regard to the lead status.

Flexible
You can name the columns of the board as you wish:

•	 New lead
•	 Interested
•	 Call later
•	 Not reached
•	 Offer discussion
•	 Waiting for feedback
•	 Won
•	 Lost

 
Please bear in mind that these are the lead statuses in the 
company. Each column has a number under the heading. 
This allows you to quickly see how many leads are in this 
status. Previously, you had to call up the lead manage-
ment table and filter. Dragging a lead tile into another 
column changes the status of the lead.

However, monitoring is running in the background. A 
new, unprocessed lead that does not have an offer cannot 
be dragged into the Offer discussion column.

Helpful information
You can display warnings on tiles and columns. For exam-
ple, if a new lead is older than two days, the tile is marked 
at the edge with a colored bar and the word “Overdue”.

Quality-of-life updates
To make life easier for the consultant and sales represen-
tative, each tile provides direct information about the 
lead. This makes it much quicker to find lead details. The 
import date and time, lead source and time of lead status 
changes are displayed. Contact details are immediately 
recognizable. A click on the lead address opens a map 
that shows the route from the employee‘s home zone to 
the customer. The assigned consultant is quickly visible to 
admins. Information on offers and order values is display-
ed. Lead appointments are easy to enter. The quotation 
editor can be started directly, workflows are displayed 
as squares in a line at the bottom. If there are entries for 
a lead in a workflow, the white squares at the bottom of 
the tiles become colored. A tooltip indicates the name of 
the workflow.

Shortcuts
Icons on the right-hand edge of the tile open functions 
associated with the lead. Among other things, you can 
switch to nine different CRM detail functions or to the 
questionnaire. Some functions do not open the detail 
page, but open in a pop-up window. The notes or the me-
dia library behave in this way, as do the Assign consultant 
function (which has a map showing the customer location 
and the consultant location) and Create resubmission. 
Some icons unfold the tile to provide space for additional 
information.

In order to simplify the formulations, the column names and similar are shown here with an exemplary fixed term. As a rule, these are all variables that can be defined by you.
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