
CoreTracôsResourceOne (R1) is a 
robust, easy-to-use, affordable, 

core-integrated CRM/Sales Force 
Automation solution architected 

specifically for community 
financial institutions. 
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CoreTracõs ResourceOne Solution Overview

ÅSell more products to 
existing clients 

ÅSell to more new clients

ÅGain additional market 
share

ÅHave greater pipeline 
visibility and sales 
forecasting

ÅElevate team 
performance and 
enhance growth within 
your community
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Benefits:

Á Better rationalize existing client relationships & build long term relationships 
by improving service and contributing to their financial well-being

Á Minimize (or eliminate) missed opportunities & revenue leakage due to 
poor handling of leads and referrals

Á Identify and prioritize cross-sell opportunities & choose from a list of 

recommended next-best cross-sell opportunities based on rules you set up

Á Drive sales of alternative fee-based products & create list of prospects 

based on criteria to send mailings or generate leads for follow up

Á Gain greater visibility into pipeline/selling activities & see every contact 

(phone call, note, meeting, etc) that other staff have had with a client

Á Motivate employees with accurate compensation and rewards while 

developing stronger client relationships

Á Make informed decisions that advance your strategic goals
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Customized Dashboards

Customize the look and feel of the 

dashboard for the different teams in 

you institution.  For example; your 

tellers can have a different 

dashboard than your loan officers, 

and theirs can be different than the 

back office.
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Contact Management

Make cross-sell 

recommendations with 

automatic pop-ups and 

work with your existing 

clients as they are 

populated into R1 via  

integration with your core 

platform.

Also, maximize opportunities for new business by adding new prospects into R1 

that become host-based clients later.
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Contact Management

Let your calling officers 

see key information about 

your clients by auto-

populating demographic 

data from your core and 

other demographic data 

sources.

When is their birthday? 

How many grandchildren 

do they have? Who is their 

favorite football team? 

Knowing the small things 

about your clients will 

build relationships that 

create new opportunities 

in the long run
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Contact Management

As you are prospecting and making outbound contact with clients, users will know;

ÅWhat opportunities are already in progress in the pipeline

ÅWhat account relationships they currently have with you

ÅWhat accounts and/or leads have been closed or lost
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Contact Management

Other features available with Contact Management in R1 

include:

Integration with Outlook, Lotus Notes, & Groupwise

Schedule phone calls, meetings, and see which other 

employees may be contacting this client already

Enter notes about interactions with the client, such as waiving  

late fees, when the client comes into the lobby, etc.

Link documents to the client; such as credit scores, applications, 

appraisals, so everyone can benefit from this information.

See recommendations for the next-best cross-sell for the client

See the complete household relationship for a client
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Leads & Referrals

Employees can send 

referrals to other 

employees, or to a 

Queue where you set 

up rules to determine 

who can claim 

certain referrals (e.g., 

a loan officer can 

only claim loan 

referrals).

Auto tasks can be 

generated to manage 

the workflow for the 

referral opportunities.

Employees also can create opportunity pipelines for themselves, and schedule 

follow-up events and tasks at the same time.
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Leads & Referrals

View the status of your referrals on your Referrals page. See easily which 

referrals are Won, Lost or In Progress.  If a referral is being ignored, you can pull 

it back and send it to another employee for proper follow-up.
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Managing Pipelines

The recipient of the referral is notified by an audible alert, a blinking pipeline 

indicator, and an email notification.  Other indicators include notification of an 

assigned task, event, and/or service case.
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Managing Pipelines

Manage your time and your opportunities with a list of all your pipelines. Each 

pipeline represents a possible sale or relationship.  Each pipeline can be 

opened to edit key details, schedule calls, update probability and forecast date 

to stay on top of the business.  New opportunities can be created from 

anywhere within the system.
© Copyright 2010 CoreTrac, Inc. All right s reserved.



Managing Pipelines

Update key information 

on the pipeline for your 

own knowledge, as well 

as for managerôs 

Pipeline Reports.

You can update:

Forecast Date, for 

winning the business;

Probability of winning;

Sales Stage, indicating 

the maturity of the lead;

And much moreé
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Managers Perspective

By selecting the 

employee they wish to 

view, managers can 

easily view their 

subordinates 

performance on: 

ÅGoals 

ÅIncentive Compensation

ÅReferrals

ÅPipelines

ÅProduction

ÅLost Leads & Business
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Managers Perspective
Managers can run 

reports for any date 

range on key 

activities such as: 

ÅReferrals

ÅPipeline Forecasts

ÅProduction 

ÅLost Leads

ÅTasks

ÅGoals

ÅAnd many more 

Reports can be run 

for an individual, for 

groups of 

subordinates, or for 

the whole 

organization.
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Reports

There are seventeen standard pre-built reports available in the system for 

quick and easy access, and an easy-to-use custom ad-hoc report writer is 

available for users to create any combination of reports.

Reports can be run for one employee, for groups of subordinates, for a 

whole branch, or for the entire organization.

Each report has useful grouping options, such as running the Pipeline report

with the Loan and Deposit pipelines split out and sub-grouped.

You can export report data to CSV, XLS, PDF, Word and other formats for 

further sorting, filtering, merging, and graphing.
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Sample Pipeline Report
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Custom Report Builder
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(in which the 

information will 

represent the sum 

or average of all the 

records returned). 

For example, if you 

want to see every 

account, grouped by 

primary contact, use 

a detailed report. 

However, if you 

want to see the sum 

of all accounts held 

by each primary 

contact, use a 

summary report.

In building a report, the first step is to choose the type of report. The data driving 

the report can be detailed (each record is returned in the report) or summary 



Setting Custom Report Criteria
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Setting the criteria 

for a custom report 

is just like setting 

the criteria for a 

marketing list. Also, 

when setting up 

report criteria, you 

have the option to 

assign it as a 

parameter. When a 

criteria is set as a 

parameter, the user 

will enter the value 

in the configurator 

when the report is 

run.



Reports
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Reports are listed 

by category; for 

example, Case 

Management, 

Compensation, or 

Opportunities. 

Custom reports 

and standard pre-

built reports look 

and act the same 

to the end user, 

unless the end 

user has the 

permission to 

write and edit 

custom reports. In 

that  case, the
ñEditò icon appears on the right of custom reports.



Motivate & Reward Staff

Build compensation plans to motivate behaviors that are aligned with 

executive Goals.

You can set compensation plans by role, by employee or by branch. Plans 

consist of rules that allow staff to earn incentive and commission type 

compensation.

Incentive compensation plans can have an unlimited number of plan 

details, and their can be an unlimited number of plans.

An example of an incentive rule could be: $5 for any successful referral 

after the first 3 referrals.

An example of an commission rule could be: .0125 commission paid out 

for any construction loan with an Original Loan Amount Greater than 

$100,000.
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Goal Setting

Set goals for 

your 

employees to 

give them 

something to 

shoot for. For 

example, you 

could set a 

goal of a loan 

production 

target or a 

certain number 

of successful 

referrals in a 

month, quarter 

or year.
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Sample Comp Plan Rule

In this sample 

compensation rule, 

the loan officers are 

receiving a 

commission of 

(.0125) x the ñLoan 

Amountò for any 

loan, so long as the 

balance is equal to 

or greater than 

$100,000. 

This is just one example of many you can set up to reward employees. Other 

rules might focus on incentive dollars or points for successful referrals. 
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Marketing Campaigns

The Marketing Campaign Manager functionality in CoreTracôs ResourceOne 

gives users the ability to profile top candidates for a specific product or 

special promotion. 

Marketing Campaign Manager also can set event reminders based on 

activities, such as 30-day follow up call after opening a new account, or a 

letter ten days before a CD matures. 

Provides efficient, proactive, targeted marketing campaigns to qualified 

prospects and clients in order to maximize the capture of both market share 

and wallet share.

Automatically track the success of the campaignðwhat new business has 

been won, who was not interested, what is still in progress.

Automatically distribute the campaign as opportunity pipelines, export to .csv 

files, produce a contact report, and schedule events, all in a single 

campaign.
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Marketing Campaigns
Run queries and filter across any information collected in the system to create 

targeted lists for marketing the right products to the right people at the right time. 

© Copyright 2010 CoreTrac, Inc. All right s reserved.


