STOCK2TRACK

Customers & CRM

User manual and guide — customers, leads and follow-ups, staff tasks,

appointments, and footfall counting

STOCK2TRACK 2.0 - Windows app - 17 October 2026
Screens shown use a fictitious demo company. All names, phone numbers and figures are invented.



START HERE

Before you begin

This guide covers the customer side of the shop: the customer list, enquiries that are not yet sales (leads), staff
tasks, appointments, and counting the people who walk in.

1. In Admin > Module Setup, switch on what you use: CRM, Tasks, Appointments, Footfall.
2. Give staff the permissions in the table at the end of this guide.
The daily routine

1. Missed follow-ups first, then today's leads (Chapters 2 and 4).
2. The task board (Chapter 5).

3. Footfall and conversion at closing (Chapter 7).

Chapters

1. Customers 5. Staff Tasks

2. Working Your Leads 6. Appointments

3. Adding a Lead 7. Footfall and Conversion

4. Missed Follow-ups



CHAPTER 1 - CUSTOMERS > CUSTOMER

Customers

Every customer with their phone, email, locality, state and GSTIN.

H
Who Counter staff o Daily

often

Why it matters

The phone number finds the customer at the counter. The state and GSTIN decide the GST on their bills.

How to use it

1. Open Customers > Customer. Search by name, mobile or email.

2. Press Add Customer. Type at least the First Name and Phone; add the email, GSTIN, locality, address,
State, date of birth and group. Press Save Customer.

3. Press the pencil on a row to edit, or the receipt icon to see what the customer owes.

4. Switch on Converted Leads to see customers who came from your leads.

= STOCK2TRACK @ CLASSIC BLUE g' ¥ QuiCK INVOICE + NEW INVOICE =
Customers
o TOTCTT DY WOTTTe, MODTe or ST Customer Group o

l Q, ] Groups - Y Converted Leads
Actions Name + = o Mobile © = Email v = Locality v = State = — GSTIN = =

/s B Aarav Joshi 9000100075 Ameerpet Telangana

/s B Aarav Rao 9000100077 Nizampet Telangana

V= Aditi Yadav 9000100mM Madhapur Telangana

7 B Aditi Das 9000100114 Ameerpet Telangana

V= Aditi Shaik 9000100136 Nizampet Telangana

F= Aditi Chowdary 9000100148 Moosapet Telangana

s B Aditi Prasad 9000100158 KPHB Telangana

s B Akhil Sharma 9000100166 Ameerpet Telangana

/s B Akhil Goud 9000100096 Madhapur Telangana

/s B Akhil Patel 9000100078 Madhapur Telangana

/s B Akhil Kumar 9000100025 Erragadda Telangana

/s B Amala lyer 9000100051 KPHB Telangana

/s B Amala Das 9000100095 Banjara Hills Telangana

/s B Anand Patel 9000100069 Banjara Hills Telangana

P = Anitha Patel 9000100084 Miyapur Telangana

/s B Anitha Das 9000100043 Moosapet Telangana

Figure 1. The customer list
G Search o Mobile: how the counter finds them
o Add a customer o Edit, or see what they owe

Before you start



Privilege View Customer or Customer Creation; editing needs Update Customer.

Good to know

® One phone number belongs to one customer; a duplicate is refused.
® A customer who has bills cannot be deleted.



CHAPTER 2 - CRM > LEADS

Working Your Leads

People who enquired but have not bought yet, with the date you promised to call back.

H
Who Sales staff ow Every day
often

Why it matters

Most enquiries are lost because nobody calls back. The lead list shows today's follow-ups and how long each
has been waiting.

How to use it

1. Open CRM > Leads. It shows the leads due today; widen From and To, or search, to see others. The pills
at the top count leads by status.

2. Each card shows the name, the Al score, how long since the last comment (orange after 24 hours, red
after 48), the phone with call, WhatsApp and SMS buttons, the owner and the last comment.

3. After speaking to the customer, tap the status chip on the card. Choose the new Status, the Next
Follow-up date, type what was said in Add Comment, and press Save.

4. Setting the status to Installed turns the lead into a customer.
= STOCK2TRACK @ CLASSIC BLUE ;' ¥ QUICK INVOICE + NEW INVOICE =

Lead Management

ol@ Demo (4) Follow up (3) New (1) ]

o FTOTTT O Search name, phone, location
l 17-10-2026 i} 17-10-20286 i} All Owners - ] C REFRESH m

oo
oo

Ajay Naiduror @ Rohit Kumarcai after 6 pm @ @ Sravani Khan @ m

@ Elapsed 99 Hours © Elapsed 9 Hours @© Elapsed 9 Hours

t. 9000200020 B A . 9000200016 AV =] ] . 9000200017 B A

OWNER CREATED OWNER CREATED OWNER CREATED

demo 14-10-2026 2217 demo 11-10-2026 2217 demo 01-10-2026 22:17

\CTION DATE LAST COMMENT ACTION DATE LAST COMMEN ACTION DATE AST COMMENT

17-10-20286 Called, asked for catalogue on 17-10-2026 Wants a discount for bulk order. 17-10-2026 Wants a discount for bulk order.

WhatsApp.
0/ NI <ue

[ IV HOT <Fm

Keerthana Sharmaror [[1 233 W Demo ] Pooja Naiduca after 6 pm D Naveen Rao [[1 435 W pemo ]

(© Elapsed 1Hours (® Elapsed 1 Hours (® Elapsed 1Hours

t. 9000200021 AU = - . 9000200019 LU = -] t. 9000200018 AU = -

OWNER CREATED OWNER CREATED OWNER CREATED

demo 02-10-2026 22:17 demo 15-10-2026 22:17 demo 02-10-2026 2207

\CTION DATE LAST COMMENT ACTION DATE LAST COMMEN ACTION DATE AST COMMENT

17-10-2026 Visited the store with family, liked the 17-10-2026 Called, asked for catalogue on 17-10-2026 Demo of fabric samples done.

silk range. WhatsApp.

Figure 2. The lead cards

G Leads by status o Add a lead

9 Follow-up dates and owner o A lead: score, time waiting, phone, owner, last comment



Update Status — Rohit Kumar

(O

18-10-2026 = ﬂ

” Demo

B =m—rrrem

Demo booked at 11 am. Bring the falbric samples.

~omment History ]

demo 14-0ct-26 10:17 PM
Will confirm after Dasara.

demo 16-0ct-26 04:17 PM

Wants a discount for bulk order.
CANCEL SAVE

Figure 3. Logging a follow-up

o New status o What was said

° When to call next o Earlier comments
Before you start

I Privilege Lead View. Without Lead All Owners, each person sees only their own leads. The CRM module must be on.

Good to know

® Every comment is kept with the person and the time, so a lead can be handed to someone else with its
history.



CHAPTER 3 - CRM > NEW LEAD

Adding a Lead

The enquirer's name and phone, where they came from, who owns the lead, and when to follow up.

H
Who Sales staff ow With every enquiry
often

Why it matters

A lead written down at the counter is a sale that can still happen next week.

How to use it

1. Open CRM > New Lead. Type the Customer Name and Phone, and the location.

2. Choose the Status (New), the Owner who will follow up, the Channel they came from (walk-in,
Instagram, referral), and the Next Follow-up date.

3. Add a short Highlight and the Overall Remarks: what they want and their budget.

4. Press Create Lead. The lead opens for comments and milestones. Convert to Customer makes it a
customer when they buy.

B8
= STOCK2TRACK @ cuassiCBIUE ) ¥ QUICK INVOICE + NEW INVOICE =
New Lead
CUSTOTTET e PITOTTE
l Anitha Reddy 9848012345 ] Alt Phone
Location State
Email Kondapur Select State -
| New - demo X - ] Instagram X -
Next Follow-up Highlight | Motes
18-10-2026 EI Search Tag Bridal saree

Saw our reel on Instagram. Wants bridal sarees for a December wedding.

| B CREATE LEAD I CANCEL

Figure 4. A new lead

n Name and phone o What they want
9 Status and owner e Create the lead
e Where they came from, and the follow-up date



Before you start

Privilege Lead Creation.

Good to know

* A phone number already on a lead is refused; find that lead instead.



CHAPTER 4 - CRM > MISSED UPDATES / CONVERTED LEADS
Missed Follow-ups

Open leads whose follow-up date has passed, and how many days late each is.

H
Who Sales manager ow Every morning
often

Why it matters

A late follow-up is a customer drifting to a competitor. This list is the manager's morning call sheet.

How to use it

1. Open CRM > Missed Updates. Each lead shows its owner, status, the date it was due and the days
overdue.

2. Call the customer (phone icon) or open the lead (pencil) and log the follow-up.

3. CRM > Converted Leads lists the leads that became customers in a period, with who converted them
and how many days it took.

= STOCK2TRACK @ CLASSIC BLUE " ¥ QuICK INVOICE + NEW INVOICE =

Missed Follow-ups

Leads with overdue follow-up dates that need attention.

oltioverdue Ieud(s)l C REFRESH l - MOVE ALL FORWARD I

Actions Name Phone Owner ; = Status = = Was Due On Days Overdue
PR Vamsi Goud 9000200024 demo Follow up 09-Oct-26 8 day(s)
VA Anusha Goud 8000200027 demo Follow up 09-0ct-26 8 day(s)
s W Nandini Varma 9000200025 demo Follow up 1-Oct-26 6 day(s
7 W Tarun Khan 9000200026 demo Follow up 11-Oct-26 6 day(s)
7 W Sowmya Varma 9000200023 demo Follow up 13-0ct-26 4 day(s)
7 W Bharath Sharma 9000200022 demo Follow up 15-0Oct-26 2 day(s)

Figure 5. Missed follow-ups

o How many are overdue o Days late
o Move all to today (every owner) o Open or call

Before you start



Privilege Lead Reports.

Good to know

* Move All Forward moves every overdue lead, of every owner, to today, without asking. Use it only when
you mean all of them.



CHAPTER 5 - TASKS > TASK BOARD / TASK DASHBOARD

Staff Tasks

Jobs for staff with an owner, a priority and a due date: price tags, window display, a call to a

customer.

Who Owner, manager

Why it matters

How
often

Daily

A task written down with a name and a date gets done. "l thought someone else was doing it" goes away.

How to use it

1. Open Tasks > Task Board. Tasks are shown in columns: To Do, In Progress, Review and Done. List shows

them as a table.

2. Press New Task. Type the Title and Description, choose Assigned To, the Priority and Due Date, and
optionally link it to a job card, lead or invoice. Press Save.

3. Open a task to change its status, edit it, and add comments.

4. Tasks > Task Dashboard shows the totals, your own tasks, overdue tasks, and the work of each person.

= STOCK2TRACK @ CLASSIC BLUE g‘ ¥ QuickINvOICE + NEW INVOICE 2
oTc:sk Board
‘ ol Search All ) v AII- e ] Iol\
ToDo (& InProgress | 4 Review | 2 Done 3

Renew shop licence

Demo Admin

@D 2¢-ox

Plan Diwali staff roster

Demeo Admin

@D 25-0x

Follow up on quote #2 (Hotel Grand
Residency)

Kiran Kumar

Call Royal Fashions about overdue
bills

Demo Admin

4-0ct (Laud :.\

Clear expired pickle jars
Prakash Goud

Figure 6. The task board

0 Search, assignee and priority

o Add a task

Prepare Dasara window display
Ravi

@D 22-ox

Arrange alteration for Hotel Grand
order
Lakshmi Bai

@ 16-0ct ((Job Card )

Check CCTV footfall camera at
entrance
Suresh Bobu

CD oo

Count stock in the godown
Prakash Goud

@ o

Train new cashier on Easy Invoice
Meena S

Low 19-Oct

Update price tags for new kurti stock
Meena S

Fix the billing printer at counter 2
Suresh Babu

Restock rain jackets display at branch
Arif shaik

Low 07-Oct

Clean café kitchen exhaust
Anil varma

o To Do, In Progress, Review, Done



New Task

— Title*

Put up Dasara price tags

— Description

Change the price tags on the festive rack before Saturday.

.~ AssignedTo — Priority

Ravi High

Linked Module

‘ Due Date ] | (None

CANCEL SAVE

Figure 7. A new task

° Title, description, who, priority, due date and link



= STOCK2TRACK @ CLASSIC BLUE Q! ¥ QuIcK INVOICE + NEW INVOICE =

Task Dashboard

Total Tasks To Do In Pragress Review Done Overdue

15 6 4 2 3 4

My Tasks
Title Priority Status Due Date Actions
Call Royal Fashions about overdue bills ToDo 14-0ct-2026 oY
Plan Diwali staff roster ["hign ] ToDo 26-0ct-2026 oY
Renew shop licence @ ToDo 29-0ct-2026 ©
lOverdue Tasks
Title Assigned To Priority Status Due Date Days Overdue Actions
Clear expired pickle jars Prakash Goud m TeDo 13-0ct-2026 (o]
Call Royal Fashions about overdue bills Demo Admin @ ToDo 14-Oct-2026 (o]
Follow up on quote #2 (Hotel Grand Residency) Kiran Kumar @ ToDo 15-Oct-2026 (o]
Arrange alteration for Hotel Grand order Lakshmi Bai @ 16-0ct-2026 (od

ll'usks by Assignee

Assignee To Do In Progress Review Done Total
Figure 8. Task dashboard
° Totals and overdue e Late tasks and who has them
o Your tasks o Work by person

Before you start

Privilege Task View. The Tasks module must be on.

Good to know

® Tasks are assigned to the staff list (HR > Employees), not to logins.



CHAPTER 6 - APPOINTMENTS > DAY BOARD

Appointments

A day board with your staff, chairs or rooms across the top and the time down the side.

H
Who Reception ow All day
often

Why it matters

Booked customers arrive to a free chair; walk-ins are fitted into gaps you can see.

How to use it

1. Open Appointments > Day Board. Use the arrows or Today to change the day. The chips count booked,
waiting, in service, completed and no-shows.

2. Click an empty slot. Type the Mobile number (an existing customer is found), the Customer name and
the Service. Check the start and minutes, and press Book.

3. Click a booking to move it on: Mark arrived, Start service, Complete, and Bill this customer. Did not
come records a no-show.

4. In Appointments > Resources & Hours, add each staff member, chair or room, its working hours, and

days off.
= STOCK2TRACK @ CLASSIC BLUE ;' _ + NEW INVOICE 3
Appointments < | sat17-10-2026 [ ol TODAY | c
o l + 3 completed @ ontme:2 (3
e Dr. Kavya (Audiologist) Lakshmi Bai (Tailor)
10:00 AM — 8:00 PM 10:00 AM — 8:00 PM
10:00 AM
Keerthi Chowdary
Hearing Aid Servicing
1M:00 AM Sneha Reddy
Alteration
Harika Naidu
Hearing Aid Servicing
12:00 PM
1:00 PM
2:00 PM
3:00 PM
Figure 9. The day board
a Back to today o Staff or chairs across, time down

o Booked, waiting, in service, completed, no-shows



New appointment
E Lakshmi Bai (Tailor) — Saturday 17 Oct, 6:00 PM

T G e

|‘ 9848044332 Q ‘I |‘ Ramana Murthy

=TT

|‘ Hearing Aid Servicing v |I? start  (© ‘ ‘ 30

Ends at 6:30 PM

CANCEL |[[cai:leleT¢

Figure 10. Booking a slot
° Mobile finds the customer o Start time and length

° Name o Book



= STOCK2TRACK @ CLASSIC BLUE Q' ¥ QuICK INVOICE + NEW INVOICE =

Appointment Resources & Hours

Add Resource

o‘@ = Employee Board colour Order
Priya, Chair 3, Room 1 l staff - ] (not linked) X - B Purple - 0 :
Links approved leave to availability E Online
Name * Type Employee Online Active Actions

I Dr. Kavya (Audiologist) Staff - @ @ LS ©

I Lakshmi Bai (Tailor) Staff - @ @ LS ©
Figure 11. Resources and hours
° Name of the staff member, chair or room o Your resources; edit to set hours

O e
Before you start

I Privileges Appointments and Appointment Setup. Services come from Service Jobs > Service Types.

Good to know

* A booking outside someone's hours shows a warning but is allowed.



CHAPTER 7 - FOOTFALL > DASHBOARD / FOOTFALL & CONVERSION
Footfall and Conversion

How many people walked in, when, and how many of them bought.

H
Who Owner o Daily

often

Why it matters

Sales alone cannot tell a quiet day from a day when visitors left without buying. Conversion can.

How to use it

1. Open Footfall > Dashboard. The tiles show visitors today, the peak hours, and new and repeat visitors.
The chart shows visitors by hour.

2. Today at a glance shows invoices, the conversion rate (bills + visitors), the busiest hour and whether the
cameras are working.

3. Open Footfall > Footfall & Conversion, choose the dates and press Show for each day's footfall, bills,
conversion, sales and average bill.

4. Cameras are registered in Admin > Cameras & Device Keys: the PC running the counting agent, the
camera id and the shop.

8
= STOCK2TRACK @ cuassicBlUE A ¥ QUICK INVOICE + NEW INVOICE =
FOOtfc" -+ FOOTFALL VS INVOICES C
saturday, 17 Oct 2026 - last event 21:15 - refreshed 01:03:15
&4 Visitors today (O Peak hours +2 New visitors I Repeat visitors
¥ -7% vs yesterday (108) busiest 2 hours, last 7 days ¥ -18% vs yesterday A +23% vs yesterday

|rourly footfall loduyl Visitor type

visitor count throughout the day

20

o I | ‘ ‘ | | ‘ ‘ | ‘ ‘ ® New visitors ® Repeat visitors
BPM

SAM  GAM 12 M arM

55% new 45% repeat
13 visitors could not be identified and are counted in the total only

Day-wise comparison o"‘oduy ata glum:el

visitors per day, last 7 days

Invoices 25
2: Conversion 25%
“ Busiest hour today 6PM-7PM
120 Cameras 1/1watching
|: New visitars, 7 days 448
* Repeat visitors, 7 days 292
Figure 12. Footfall dashboard
G Visitors today, peak hours, new and repeat o Bills, conversion and camera status

9 Visitors by hour



STOCK2TRA

CLASSIC BLUE

A ¥ QuickINvoICE + NEW INVOICE =

Footfall

l 04-10-2026 i} 17-10-2026 (] All cameras -

_+ FOOTFALL VS INVOICES WM CAPTURED EVENTS
Footfall Invoices Conversion Net sales
1607 254 15.8% 10,16,217

reliable days only

Date Footfall Invoices Conversion Net sales Avg bill Camera
Sat17-10-2026 100 25 25% 197,506 7900 | CEEID
Fri 16-10-2026 108 22 20.4% 35,488 s | CED
Thu 16-10-2026 120 20 16.7% 26,364 e | CED
Wed 14-10-2026 99 1 142% 97,448 soco | (CEED
Tue 13-10-2026 159 24 15.1% 68,018 2834 | (2D
Mon 12-10-2026 194 2 10.8% 27,990 133 | CED
Sun 11-10-2026 121 22 18.2% 76,191 EPLI W votching ]
Sat 10-10-2026 108 15 13.9% 18,652 F25 0 Il wotching ]
Fri 09-10-2026 - 16 - 39,480 2,467
Thu 08-10-2026 106 18 7% 2,32,564 15,698 m

Figure 13. Footfall against bills
° Dates and cameras

e Bills + visitors

e Was the camera watching?



= STOCK2TRACK @ CLASSIC BLUE Q' ¥ QuICK INVOICE + NEW INVOICE =

Cameras & Device Keys

Register each camera and issue the key its agent uses to post footfall. Only the key's fingerprint is stored, so a key is shown once and cannot be looked up again - only replaced.

lRegister a camera

=

=
- camera_id * Main Store (10024) -
@@ Keep this PC's existing key
The PC running the agent, e.g. VISION-PC-01 Must match camera_id in the agent's payload
exactly
Identity mode (advanced) ~
'm REGISTER CAMERA
Edge PC (X-Device-Id) * camera_id ® Shop * Config Identity Active Key issued Last event Actions
VISION-PC-01 ENTRANCE-81 Main Store (10024) line-v1 17-09-2028 17-10-2026 2115 @ 7 B o=
ty demo : /s o

Check a key

Paste the key an integrator is using to see which cameras it actually unlocks. Nothing is changed or stored.

Paste the key (starts with s2tk_)

Figure 14. Cameras

° Register a camera o Registered cameras
e The PC and the shop

Before you start
I Privilege Footfall Reports; cameras need Footfall Setup. The Footfall module must be on.

Good to know

® A day when a camera was not watching gets no conversion figure, so it cannot mislead you.
* A new key for a PC takes its cameras offline until the agent is updated with it.



REFERENCE

Permissions

View Customer / Customer Creation / Update Customer / Delete The customer list

Customer

Lead View The lead list (own leads only)

Lead All Owners Everyone's leads

Lead Creation / Lead Update / Lead Delete / Lead Convert Adding, changing, deleting and converting
leads

Lead Reports Missed and converted leads

Task View / Task Dashboard Tasks

Appointments / Appointment Setup The day board; resources and hours

Footfall Reports / Footfall Setup Footfall dashboards; cameras and keys

Member QR codes, loyalty points and the members report are in the eCommerce manual.



