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1. Preconditions 

1.1. Supported languages 

The user interface of MaiTour is available in six different languages (German, English, French, Italian, 
Spanish, Russian) and is displayed in the language chosen by the user when logging into the SAP 
Sales Cloud. If the user selects a language not supported by maiTour when logging into the SAP Sales 
Cloud, English is used by default.  

      
Figure 1: Languages 
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2. Features and Usage 

2.1. Sales Cloud integration 

All users who are authorized to use maiTour in the SAP Sales Cloud will see a corresponding tile on 
their home screen. MaiTour can be opened by clicking on the tile. MaiTour will open showing the 
Customer Selection View.  

 

Figure 2 maiTour tile 

2.2. General Features 

The following features are available at all stages of the applications or are relevant during the entire 
planning process. 

2.2.1. Days Overdue 

The usage of days overdue is one of the supported strategies to determine which customer is to be 
visited next. 

MaiTour calculates the time span until the next visit for each Account by considering how many days 
have passed since the last visit compared to the visit frequency set for that customer. The difference 
is indicated in days overdue. 

𝐷𝑎𝑦𝑠 𝑂𝑣𝑒𝑟𝑑𝑢𝑒 = (𝐿𝑎𝑠𝑡 𝑉𝑖𝑠𝑖𝑡𝑒𝑑) + (𝑅𝑒𝑐𝑜𝑚𝑚𝑒𝑛𝑑𝑒𝑑 𝐹𝑟𝑒𝑞𝑢𝑒𝑛𝑐𝑦) − (𝑆𝑡𝑎𝑟𝑡 𝐷𝑎𝑡𝑒 𝑜𝑓 𝑡ℎ𝑒 𝑡𝑜𝑢𝑟) 

Example: maiAccount has the following data maintained in SAP Sales Cloud 

1 Last Visited: 01.01.2023 
2 Recommended Frequency: 10 Days 
3 The Start Date (the day for which the tour is planned in maiTour): 14.01.2023 

Using the data: 

𝐷𝑎𝑦𝑠 𝑂𝑣𝑒𝑟𝑑𝑢𝑒 = (01.01.2023) + (10) − (14.01.2023) 

𝐷𝑎𝑦𝑠 𝑂𝑣𝑒𝑟𝑑𝑢𝑒 =  −3 
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If the displayed value is positive, this means the customer is not yet overdue but should be visited in 
the upcoming days.  

A negative value indicates how many days ago the customer should have been visited.  

 Information: 
In the Work Basket the number of days a customer is overdue is calculated based on the set start 
date of the route, not the current date. 

 

If the recommended frequency is not maintained in SAP Sales Cloud, a default value is provided. This 
value applies only to accounts without the recommended frequency maintained and is configurable 
from the maiTour Admin Cockpit. 

 ! Restriction: 
Planning a tour for multiple days including customers with a visit frequency less than half of the 
planning period results in overnight stays being ignored. 
Example: Planning for a period of 5 days including customers with a visit frequency of 2 would 
lead to those customers being scheduled for a visit twice during that tour. Simply submitting this 
information to our service provider for route optimization (PTV) would then result in those 2 visits 
being scheduled directly succeeding each other as this would provide the best result regarding 
the optimization (no travel distance & time). To prevent this from happening maiTour is splitting 
up the route instead, planning for 2x 2 days and 1x 1 day. From PTV's point of view it is no longer 
just 1 but 3 separate routes. Assuming that an employee is driving home after finishing a route 
leads to the overnight stays on day 2 and 4 being ignored in this example. 
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2.2.2. Priority 

The usage of priorities is the second supported strategy or determining which customer is to be visited 
next. The priority of a customer is calculated by a dedicated engine, which is part of the overall maiTour 
solution package. The data needed for the priority calculation must be present in the SAP Sales Cloud. 

Priorities are calculated per customer and day. To support planning in the future, priorities are calcu-
lated for a limited period of time into the future. 

MaiTour supports calculating priorities based on up to 4 rules, 5 entity types and 5 factors. All factors 
and entity types must be present in the default oData API of the SAP Sales Cloud System. 

Factors & Entity types 

A factor can either be a distinct oData property or the existence of an entity of a certain type.  

All Entity types refers to distinct entity types in the SAP Sales Cloud oData API. When counting the 
necessary entity types, those only necessary to create the association between the corporate account 
and other relevant entity types need to be included. 

In the example below with four entity types and three factors, priorities are based on the ABC classifi-
cation of the customer, the priority of a directly assigned promotion and the perfect store score of a 
visit. 

 Rules 

Rules represent the logic of calculating numerical values based on defined factors and can usually be 
visualized in a table. 

Rules can take multiple factors as an input to create a priority value. The following table shows an 
example for the ABC-Classification as a factor. 

 

ABC Classification Code Priority 

A + 100 

B + 60 

C + 30 

Corporate Account 

ABC Classification Code 

Promotion  

Priority 

Visit 

 

Store Valuation 

TotalScoreValue 

Figure 3 connected entity types and their factors 
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Priorities are recalculated after a change is made to the data in the SAP Sales Cloud. Changes are 
entered in a queue and processed sequentially.  

 ! Restriction: 
Recalculating the priorities based on changes is only supported for entity types which are sup-
ported by Event Notification Service of the SAP Sales Cloud. 

 

 Information: 
The time necessary for a recalculation might vary since it is dependent on the following factors: 
■ Number of customers impacted by the change 
■ Response time of the SAP Sales Cloud system 
■ Amount of entity types relevant for the priority calculation 
■ Amount of unprocessed changes in the queue 

2.2.3. User settings 

 Using the button in the upper right corner the user can access the user settings menu during 
the main planning stages. 

 

Figure 4 User Settings 

On the right side you can configure your individual working times per day. These are considered when 
calculating the first and last visits of a day. 

If a day is to be excluded from planning, you can prevent a planning on those days by setting "Include 
day" to "No". 

Additionally, there are options to allow for an overnight stay to be planned by maiTour on selected 
days. 

On the left the starting and end point for the tour planning must be maintained. If you want to end the 
tour in a different location than where it started, you can enter two different addresses here. By using 
the “Locate my Address” you can determine your current location and use it as start or end address.  

 ! Restriction 
Planning routes spanning multiple days is not possible if overnight stays are disabled and the 
start and end address is not identical. 
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2.2.4. Planning Session 

A planning session starts when opening maiTour and is bound to the tab used in the browser. A new 
planning session can be started either by using the “Reload everything” button or by opening maiTour 
in a new tab in the browser. Starting a new session will discard all changes and start with a new Work 
Basket. 

Reloading a browser tab will not reset the current planning session. 
Some information is saved by maiTour for a planning session so that users can continue where they 
left off. The information saved by maiTour are the following: 

- The selected planning period 
- The state of the Work Basket 

o Content 
o Optimization 
o Manual restrictions 

- Adjustments to working times. 

Changes in the configuration saved in the Admin Cockpit only take effect within the next new planning 
session. 

2.2.5. Planning Period 

At the beginning of planning a tour, users can choose either a single day or multiple days as planning 
period. Per default maiTour will start with the current day, or the timeframe selected in the last known 
planning session. 

 

Figure 5 Planning Period Selection 

2.2.6. Item Details 

The user can click on a work basket entry in maiTour to get more details on them. 

 

Figure 6 Customer details 

1. Total Priority 
Total priority of the item (only available for customers or activities connected to a customer) 
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2. Priority Composition 
Visualizes the partial priorities.  

3. Opening Hours 
Shows the opening times of the selecting customer or of the customer connected to the selected 
activity. The Visiting Hours configured for the customer in the SAP Sales Cloud are used. 

2.2.7. Customer links 

Customer names are displayed as links in the main tables during the customer selection, restrictions 
configuration and review stage. Clicking on a customer name will open a new browser window in the 
Sales Cloud navigating directly to the selected customer. 

 Information: 
This feature is supported in combination with basic and SSO authentication of the SAP Sales 
Cloud. 
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2.3. Map Features  

At various places in maiTour, data is visualized on a map. The following features are available when-
ever a map is displayed. 

2.3.1. Map Markers 

By clicking a marker on the map, a popup with additional customer information appears:  

 Name of the customer 
 Type of the marker 

 Priority of the customer 

 Days overdue 

Color coding of the marker: 

 Purple: customer is already present in the Work Basket 

 Purple + checked mark: selected; will be added to the Work Basket 
 Red: customer is overdue / high priority 

 Yellow: customer is due today / middle priority 

 Green: customer is due in the future / low priority 

Grey: No visit frequency is maintained / no priority 

The threshold priority values for the pin colors can be maintained in the Admin Cockpit. 

2.3.2. Map views 

All maps displayed in maiTour offer a small legend which can be found in the upper right corner. It is 
also possible to select different display modes for the map: 

 Real-time Traffic Information (RTTI) 

 Standard Map View 

 Satellite Map 

 Hybrid Map (Satellite & Standard combined) 

 
maiTour obtains the maps and traffic information from the map service provider HERE. While the 
normal view and the satellite view are self-explanatory, in terms of traffic information it should be 
highlighted that this is real-time information. As soon as this map view is called up, the current traffic 
information is retrieved by the provider and displayed on the roads through the following color code: 

 A red-colored section of the route indicates an acute traffic problem (traffic jam, stagnant traf-
fic, accident, construction site) and that serious delays are to be expected.  

 Sections marked in yellow usually represent an increased traffic volume or average delays 
due to the current situation. 

 On areas marked in green, on the other hand, there is no known obstruction. 

 Information: 
The traffic information displayed on the map has no impact on the optimization of a tour. 

 
This easy-to-read data allows you to see immediately which areas should rather be avoided and how 
customer visits can be put together as effectively as possible for the route. 
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2.4. Customer selection 

Customer selection is the first of the three maiTour stages. In this stage users can choose the cus-
tomers they want to visit. 

The user can continue to the next stage by using the “Start Planning” button. All selected customers 
and all activities will be taken into the Work Basket. 

 Information: 

Only customers which can be found by the configured account selection report are available in 
the automatic proposals or the manual customer search. 

 

 
Figure 7 Customer Selection 

 
1. Planning Period 
Select the time range in days the tour planning should cover. 
2. Manual Customer Search 
Executing a customer search. 
3. Start Planning 
Continue to configure restrictions for the optimization with the selected customers. 
4. Quick navigation tabs 
Switch between customers and activities section. 
5. Work basket search bar 
Search the work basket for customers by name. 
6. Removing Customers 
Remove selected customers from the work basket. 
7. Work basket 
Table containing customer proposals. 
8. Activities Section 
Displaying activities in the selected planning period. 
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2.4.1. Automatic customer proposals 

MaiTour can propose a list of relevant customers. The relevance of a customer is either determined 
either by days overdue or due to a calculated priority. In the Admin Cockpit you can switch between 
these two options. 

The number of proposed customers can be configured in the Admin Cockpit as well. 

Three conditions must be met for a customer to be considered as a proposal. 

Customer assignment 
The customer must be assigned to the user via the customer selection report configured in the admin 
cockpit. 

 ! Restriction: 
A maximum assignment of 5,000 customers is currently supported by maiTour. 

 
Customer opening hours  
MaiTour takes the opening hours (of a customer), that are maintained in the SAP Sales Cloud, into 
consideration. Therefore, customers will not be proposed if the users’ working times and the opening 
hours of the customer do not overlap at some point in the selected planning period. 
The customers that are filtered through this logic can still be found using the manual customer search. 

No open visits 
If a visit with a status other than ‘closed’ is present for a customer, it will not be proposed by maiTour.  
The customers that are filtered through this logic can still be found using the manual customer search. 

2.4.2. Manual customer search 

By using the customer search additional customers can be added to the list of proposals. 

“Distance” and “Maximum number of hits” are always available as search parameters. Depending on 
the chosen account sorting logic either “Visit overdue in (days)” or “Priority greater or equal than” is 
also available.  

Additional search parameters can be configured in the Admin Cockpit 

 

Figure 8 Customer Search 

The search result is displayed in a map and a table. Customers that should be added to the proposals 
in the Work Basket can be selected in the table or directly on the map.  

Customers can not be added more than once. Also, a customer cannot be added if an activity con-
nected to the customer is already present. 
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2.4.3. Distance search 

 

When using the proximity search (button next to the distance field) the user can specify an address.  

 

If the button is highlighted blue, an address different from the start address is selected. 
 

Only customers within the specified distance to this address will be included in the search result. As a 
default the address is filled with the maintained start address, but the current address of the user can 
be located by using Locate my Address. 
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2.5. Planning restrictions 

Configuring planning restrictions is the second of three maiTour stages. In this stage the user can 
configure general or customer specific restrictions for the optimization.  

 

Figure 9 Optimization Restrictions 

1. Planning Period 
Select the time range in days the planning should cover. 

2. Select view 
Select between a calendar and a table view. The default can be set in the Admin Cockpit 

3. Adjust working hours 
Adjust your working times for each day of the selected planning period on a one-time basis. The se-
lected times are only applied for the current planning session. 

4. Manage overnight stays 
Customize the days the tour does not end at the end address, but instead includes an overnight stay. 

5. Filters 
Display available options to filter the contents of the Work Basket. 

a. Supported filters are Account, City, Zip Code Range, Zip Code, Street, ABC Classification, 
Promotion Name 

b. All hidden items are still taken into consideration 
c. The values available in the filters correspond to all the items in the Work Basket including 

the hidden items.  

6. Bulk Edit 
Changing restrictions for multiple workbasket items at the same time 

7. Remove selected items 
Remove the selected elements from the Work Basket. 

8. Back to Selection 
go back to the selection page to manage the proposals. 

9. Optimize 
Optimize the chosen items within your planning period. 
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2.5.1. Restrict planning 

The user can specify a set of restrictions for each customer or activity in their respective row. 

 

Figure 10 Restrictions per customer 

1. Consider Customers 
The flag "Consider" can be used to exclude customers from optimization. By default, this option is 
active for all entries in the Work Basket. 

2. Mandatory 
The optimization will try to plan mandatory elements before all others. 

Existing activities (visits, appointments and phone calls) are per default mandatory, but can be set to 
be not mandatory. If set to not mandatory, they will be moved to the optimal timeframe during the 
optimization. 

The user must be the organizer of an activity to set it to be not mandatory. 
An element in the Work Basket with a set start and end time is always “mandatory” as well.  

3. Edit Address 
With a click on the pencil symbol next to an address in the Work Basket, an alternative address can 
be stored for the respective entry, which is then used when optimizing the tour. 

 Information:  
Addresses that are adjusted here will not be transferred to the account data itself - it is simply 
an update of the address used for this route for this customer. 

4. Start & End Time 
The user can specify a start and end time for each proposed customer. During optimization, this cus-
tomer is only considered at the specified time on any day of the planning period. Time restrictions can 
be combined with date restriction. 
Start and end of existing activities (visits, appointments, and phone calls) can be adapted as well. 
Changes made to the start and end times are only applied to the corresponding SAP Sales Cloud 
activites when an optimized route is saved 
Times of two customers are not allowed to overlap.  

5. Date 
The user can specify a date for each proposed customer. During the optimization, the customer is 
considered at any time on the specified day. Date restrictions can be combined with time restrictions. 

The date of existing activities (visits, appointments and phone calls) can be adapted as well. When 
the optimized route is saved, this change is applied to the activity in the SAP Sales Cloud. 

6. Duration  

The desired duration can be specified for customer proposals and already existing activities (visits, 
appointments, phone calls). 
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2.5.2. Item types in the Work Basket 

The Work Basket can contain five different types of items. Every element will be displayed as a single 
row in the table or calendar view.  

 Proposals represent customer accounts in the SAP Sales Cloud and is the main tool for 
maiTour to suggest the most important customers. 
 
 

 Visits represent an already existing visit in the SAP Sales Cloud Calendar. They come 
prefilled with their start- and end time as well as the date. Visits cannot be removed from 
the Work Basket. 
 

 Appointments represent an already existing appointment in the SAP Sales Cloud Cal-
endar. They come prefilled with their start- end time and date. Appointments cannot be 
removed from the Work Basket. 
 

 Phone Calls represent an already existing phone Call in the SAP Sales Cloud Calendar. 
They come prefilled with their start- end time and date. Phone Calls do not have an ad-
dress or location. Phone Calls cannot be removed from the Work Basket. 
 

 Overnight Stays are representing an overnight stay between two planning days. They 
are at the end of their respective day. Overnight stays can be removed or added via the 
Overnight stays menu. 
 

 ! Restriction:  
Providing and maintaining an address for the overnight stay in maiTour is not supported.  

 

2.6. Optimization 

When optimizing the user can choose between one of two optimization goals. 

Tour optimization 
When optimizing a tour maiTour will generate a schedule which is optimized for visiting customers. 
Driving time and distances will be considered. 

When saving an optimized tour, maiTour will create visit objects in the SAP Sales Cloud. 

Phone Call optimization 
When optimizing phone calls, maiTour will generate a schedule which is optimized for calling custom-
ers. Driving time and distances will not be considered. 

When saving optimized calls, maiTour will create phone call objects in the SAP Sales Cloud. 
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2.7. Optimization result review 

Optimization Results is the third and last of the three maiTour stages. 

 

Figure 11 Optimization Results 

1. Map View 

Visualizing the optimization result on a map. 

Clicking on map pins will show more detailed information. Clicking on a customer in the overlay (left) 
will center the map on the customer in question. 

Individual days of the tour can be shown or hidden using the gears button. 

2. Back to Restrictions 
Navigating back to the configuration of restrictions. 

3. Save  
Saving the optimized result and creating the necessary objects in the SAP Sales Cloud. 

Depending on the chosen mode of optimization either a visit or a phone call will be created. Default 
values for visits (e.g., visit type) can be configured in the Admin Cockpit. 

Figure 12 Route Map View 
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If changes have been made to already existing activities (visits, appointments, calls), these will also 
be transferred. 

4. Optimized Section 
Containing all items that are included in the optimized schedule. 

5. Not optimized Section  
Containing all items that could not be included within the final schedule by the optimization. 

Every element which was not optimized provides information about the individual result of the optimi-
zation through its status plan. Additional information can be displayed by clicking on the icon. 
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3. maiTour Admin Cockpit 

In the Admin Cockpit maiTour can be adapted to individual use cases, users can be managed and 
information about the application can be checked. To open the Admin Cockpit, follow these steps:  

3.1. How to access the Admin Cockpit 

Direct links to the admin cockpit will be provided during the deployment of the maiTour solution pack-
age. To access the admin cockpit a dedicated authentication is necessary, which will be configured 
during the deployment.  

The QA and PROD environment share the same credentials but require separate links. 

3.2. General Information 

The landing page provides an overview of the current number of users and licenses and enables you 
to activate maiTour. This is also the place where you can set the maiTour standard time zone. 

 

Figure 13 General Information 

3.3. Business Logic 

3.3.1. Core Logic 

This is where you choose in which mode maiTour should run and how items should be displayed in 
the Work Basket. You can choose between a central planning possibility and an individual planning. 
When choosing central planning a designated person from the back office plans the days' visits of the 
sales representative, in the individual mode each sales representative plans his or her own days. 

 

Figure 14 Core Logic 
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Fetch accounts based on 
It can be chosen between "days overdue" scenario or the priority scenario. MaiTour will sort and au-
tomatically propose accounts by using this logic. 

Visit at highest priority 
If activated customers are only visited on the days, they have the highest priority. For example, if 
on Wednesday the priority is 3 and on all other days 2, the customer will be only considered for 
Wednesday. If deactivated, customers will be considered for all days of the planning period. The 
highest priority in the planning period will be assumed for all days. 

Centralized Planning [currently out of work] 
Scenario to be used when one central user (Planning Manager) plans for other users (Sales Reps). 

Consider historical traffic data 
The use of historical traffic information for route planning can be switched on and off. Historical traffic 
information, also known as traffic patterns, represents traffic flows as static speed profiles for specific 
road networks. To give an example: A road has a speed limit of 80 km/h. However, the actual average 
speed driven on this road on weekdays between 5 and 7 pm is 30 km/h. Since the delay occurs 
regularly - at the same time of any weekday – it is referred to as a traffic pattern. By factoring traffic 
patterns into route calculation, detours can be planned beforehand to minimize the need for sponta-
neous replanning. 

3.3.2. Visit Defaults 

Default parameters are considered if no value is specified for these options for already existing visits 
and visits created by maiTour.  

 

Figure 15 Visit Defaults 

Visit Preparation  
Time that is added for every activity to the actual duration.  

Visit Duration  
The assumed duration of an activity if nothing else is already specified. The default value can be 
overwritten separately for each Work Basket element. 

Visit Frequency 
Assumed visit frequency if none was maintained at the customer tab in the SAP Sales Cloud. 

Visit Type Filter  
Only if their visit type is included in the list specified here existing visits are shown by maiTour. If the 
list is empty, no restrictions are applied. All visit types configured in the SAP Sales Cloud are available 
for selection. 

 Information: 
When using this functionality, an optimization can take significantly more time. 
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Visit Type  
The maiTour application will save your visits in SAP Sales Cloud with this visit type. Only one value is 
possible. Leave it blank if you don't want maiTour to save your visits with a particular visit type. The 
visit type of existing visits from your SAP Sales Cloud Calendar will not be overwritten by maiTour. If 
the selected visit type was deleted in the SAP Sales Cloud a different one must be selected before 
saving the configuration again. 

Perfect Visit Store 
Visits created by maiTour can be saved as “Perfect Store Visit”. 

 

3.3.3. Amount of proposals 

In this section the automatic proposals displayed in the Work Basket can be configured using the 
following settings: 

 

Figure 16 Amount of Proposals 

Automatic Calculation  
The number of proposed customers for each day in the planning period is calculated by maiTour based 
on this formular: 

𝑁𝑢𝑚𝑏𝑒𝑟 𝑜𝑓 𝑝𝑟𝑜𝑝𝑜𝑠𝑎𝑙𝑠 =
(𝑇𝑜𝑡𝑎𝑙 𝑎𝑣𝑎𝑖𝑙𝑎𝑏𝑙𝑒 𝑡𝑖𝑚𝑒 𝑤𝑖𝑡ℎ𝑖𝑛 𝑡ℎ𝑒 𝑝𝑙𝑎𝑛𝑛𝑖𝑛𝑔 𝑝𝑒𝑟𝑖𝑜𝑑)

(𝑃𝑟𝑒𝑝𝑎𝑟𝑎𝑡𝑖𝑜𝑛 𝑇𝑖𝑚𝑒 +  𝑉𝑖𝑠𝑖𝑡 𝐷𝑢𝑟𝑎𝑡𝑖𝑜𝑛)
 

For an example of a visit preparation time of 12 minutes and a standard visit duration of 30 minutes 
(both to be maintained in the admin cockpit), as well as a 3-day planning (3x 8 hours), the procedure 
is as follows: 

(3 𝑥 8 ℎ)

(30 min + 12 min )
=

24 ℎ𝑜𝑢𝑟𝑠

42 𝑚𝑖𝑛𝑢𝑡𝑒𝑠
= 34,28 = 34 (𝑟𝑜𝑢𝑛𝑑𝑒𝑑 𝑜𝑓𝑓) 

In this example 34 suggestions would be generated for a 3-day route. 

Max number of elements per day 
MaiTour will limit the number of proposals for each day to this value. 

Max number of elements 
MaiTour will limit the number of proposals for the entire planning period to this value. 
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3.3.4. Color coding 

 

Figure 17 Color Coding 

Priority red starting from 

Threshold value for priority when a proposal item is shown as a red pin on the map. 

Priority yellow starting from  

Threshold value for priority when a proposal item is shown as a yellow pin on the map. 

3.4. Customer Search 

3.4.1. Default Search Values 

Configurable default search parameters for the account search. The search parameters of the cus-
tomer search will be prefilled with the values configured here. 

 

Figure 18 Default Search Values 
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3.4.2. Search Parameters 

It is also possible to configure which search parameters are available for a customer search. A field 
must be included in the account selection report to be configured as a search parameter. 

 

Figure 19 Search Parameters 

Order 
The order of search parameters can be chosen freely. Using drag and drop the desired order can be 
chosen.   
On a mobile device drag and drop is not supported for this table. 

Property Name 
Shows the EDM ID of the property in the account selection report. 

Name 
Shows the name of the property in the account selection report.  

Type 
Provides the possibility to configure the type of the search field. Depending on the chosen type, a 
different input field will be displayed during the customer search. The supported types are:  

The chosen type must match the data type of the field in the account selection report. 

Code Collection 
A code collection available in the SAP Sales Cloud can be specified for the field of the type “Text”. 
The search field will be displayed as a dropdown automatically. All values from the given code list are 
available in the drop down. 

Code Collection Filter 
If a code collection was specified, additional filters can be applied. Only specified values of the code 
collection will be available in the dropdown during the customer search. If no values are specified, all 
of them will be available. 

Visible 

Each field in from the customer selection report can be set to be a visible search parameter or not. 

Text The search field is displayed as a free text field 

Date The search field is displayed as a date input field 

Flag The search field is displayed as a YES / NO switch 

Number The search field is displayed as an input field only for numerical values 
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Figure 20 Search Parameters Visibility 

3.4.3. Search Result 

This setting allows to add additional columns to the search result. The columns Priority, ABC Clas-
sification and Days since last Visit are always shown. 

 

Figure 21 Search result columns 

3.5. Users 

In this view the maiTour users can be maintained. Users are created automatically by maiTour as 
soon the user logs into SAP Sales Cloud and opens maiTour with all the settings retrieved from the 
system (language, country, time zone, user id, UUID). 

 By using the waste bin button users can be deleted. The saved start and end address as 
well as the maintained working times will be lost for the deleted user. 
 

 The maintained start address, end address and the working times can be viewed for each 
user. 

 

 Information: 
If the time zone of a user is changed in the SAP Sales Cloud, the user must reopen maiTour 
once for the change to be visible also in the Admin Cockpit. 
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3.6. View Configuration 

In this section it can be configured which views should be available to the users and which one should 
be the starting view. At least one view must be visible and at most one can be chosen as default. 

 

Figure 22 View Configuration 

3.7. Customer assignment 

In this view you can configure how relevant customers are assigned to the user in the SAP Sales 
Cloud. The available search parameters can be configured as well.  

3.7.1. Reports 

The chosen report determines which customers are seen as relevant for a user. 

 

Figure 23 Reports 

Account selection report 
Select the SAP Sales Cloud report used to assign customers to a specific user. In the dropdown all 
reports are available that are assigned to the workcenter ”cc_home_analytics.svc” and start with 
“maiTour |”. If a new report is added in the SAP Sales Cloud, the Admin Cockpit must be reloaded 
twice to make it available. 

Key field for query 
Determines the field with the EDM ID in the report which identifies the user. 

Key field in result 
Determines the field with the EDM ID in the report which identifies the customer. 
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Field for next planned visit 
Determines the field with the EDM ID in the report which contains the date of the next planned visit for 
the customer. 

Field for latest recommended visit 
Determines the field with the EDM ID in the report which contains the latest recommended visit.  

Sales Rep selection report 
If the Central Planning feature is activated this report assigns the sales representatives to the central 
planner.  

Key field for query 
Determines the field with the EDM ID in the report which identifies the central planner. 

Key field in result 
Determines the field with the EDM ID in the report which identifies then the sales representative. 
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3.8. Account Priority Calculator 

In this menu the calculation of priorities can be configured. 

3.8.1. Status Overview 

The status overview page shows the status of the prioritization engine.  

 

Figure 24 Priority Calculation Overview 

1. Version 
Version of the deployed prioritization engine 

2. Status of automatic processes 
Shows if automatic prioritization and deletion of old priorities is active 

3. Queue Length 
Shows the amount of change events that are currently in the queue and to be processed 

4. Connectivity 
Shows the URLs the system is configured to work with 

3.8.2. Relationship definition & Rules 

In these sections, it is determined how the priorities are calculated. 

 Information: 
Configuring the prioritization requires in depth knowledge of the SAP Sales Cloud oData service 
and the programming language groovy. There is a risk of saving a configuration that won’t work. 
Changing prioritization configurations always requires extensive testing 

 

In the Relationship definition section, the entity types, properties and relationships between the entity 
types are configured.  

In the Rules section rules can be specified using groovy. The return value of an individual rule is a 
partial priority for the day the rule was executed for. 
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The available groovy functions are restricted to: 

equals flatten between 
minus multiply until 
plus compareTo getClass 
max info java.time.Period.* 
min warn java.time.LocalDate.* 
size error java.time.ZonedDateTime.* 
sum debug java.time.chrono.ChronoLocalDate.* 
getYear toLocalData java.util.Collection.size 
isEqual daysUntil 

 

 

3.8.3. Priority Information 

Here, the priority of a customer can be checked for a specific day. This requires the customer's Ac-
count ID from the SAP Sales Cloud. 

As a result, an accumulated priority as well as all parts of the priority are shown. The totalled priority 
matches the priority shown during the planning in the maiTour application.  

 

Figure 25 Priority try out information 

3.8.4. Initial Prioritization 

Usually, the prioritization of an account is only triggered after a change in the SAP Sales Cloud, but 
through this section the admin cockpit offers an option to manually trigger a re-priorization for either 
all or just a specific set of customers - without requiring manual changes to them. 

 

Figure 26 Prioritization 
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