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anage your Work
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ement Module

prehensive and fully featured training module. Course Templates are set up
f scheduled courses. Delegate bookings are recorded, linked to contact records,
om Training Lead, provisional booking to confirmed delegate. The application
ansfer delegates between courses, to produce quotations and invoices, and to
revenues. The mailmerge and email facilities of Sales Central@Work can also
1 to produce course documentation and delegate badges.
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on creates a record each day of all the users that have logged in with details of
ing you to monitor system usage, manage licence allocation, and identify users

ble client server solution which allows you to grow your application as your
ed client software, there is also a web based interface allowing you flexibility in
For larger installations, the Remedy Distributed Server Option allows you to
multiple Remedy servers.

seat basis with either fixed or floating (shared) user licences, but there is no
entral@Work

Databases
e Oracle
e Sybase

e  SQL Server

.
Sales Ceniiral @ Work

USA:

all .
h westoverconsultn*ﬂ au OVANT
j I N e e SES[EI"EHS H |4

Buoyant Solutions, Inc.
8155 Watt Avenue, Suite 238
Antelope

CA 95843

United States

Tel: (916) 334 0599
Fax: (603) 971 0393
Email: info@buoyantsolutions.net
Web: www.buoyantsolutions.net
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