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Scheduler 

1. New System Features 
a. Prebuild Future Jobs in a Recurring schedule  

• Previously recurring jobs were only built into the scheduler once the current job was completed, not 
giving you little visibility of work that will be due in future months. 
 

• Now, the system will build placeholders for all the future jobs in the scheduler which will assist in 
better planning for your field teams. These future jobs will not have any Quotation or Job Card 
numbers and will not become active until the current job is completed.  
You can change the future job’s date, assigned technician and items. This will only affect the future job 
you are working on.  
These future jobs can be identified with a black border around the job on the month and week view. 
 
 
 
 

 

 
 

 
 
 
 
 

• Please note: 
Once you have built up your recurring schedule, added your items and click on save there will be a 
popup screen where it will process this request. Because there are many processes that happen while 
building the future jobs into the scheduler, it may take a few minutes to process. 
Please do not close this popup screen until it informs you that the processing was completed. You 
however will be able to continue working on the system during this process. 
 

• During this update we will build up all your future jobs.  
If any of your recurring jobs are built up but is part of a non-active job sequence, you can manage it 
from the Schedule Repeat Management area. In this area you can view all your recurring schedules, 
delete future jobs and deactivate non active jobs schedules. This is role based. 
 

 
 



b. Branch and Sales Rep Sales Targeting and Tracking 
• Branch Sales Targets and Tracking 

You now have the ability to add Sales Targets for your branch for current and future months. The 
system has a new Sales Targets tab which you will find on the SaleFlow Module where you can build 
up your branch sales targets. We have added an always on-screen display which shows the current 
sales to target on the top right hand side of all screens on the platform.  
Please see images below. 
Please note that we have added two new roles; 

§ sales_branch_manager – You need this role to build up the sales targets. 
§ sales_branch_targets – Your staff needs this role to see the on-screen target display.  

 

 
 

• Sales Reps Sales Targeting and Tracking – Linked to the SaleFlow Add on Module 
You now have the ability to add Sales Targets for your sales reps for current and future months. The 
system has a new Sales Targets tab which you will find on the SaleFlow Module where you can build 
up your sales reps sales targets. The sales rep will be able to view their current sales made and 
outstanding amount to target on the new always on-screen display on the top righthand side of all 
screens. Please note that we have added two new roles; 

§ sales_branch_manager – You need this role to build up the sales targets. 
§ sales_branch_targets – Your sales rep needs this role to see the on-screen target display. 

 



 

 
c. New Reporting Dashboard 

In the always on-screen display we added a View Reports button. Clicking on this will open a popup screen 
where you can access all reports currently available on the platform. This will become the business intelligence 
dashboard and all new reports will be built and display in this area. 
Please note, Reports are role based. 



 
 

d. Year on Year Report 
This report will give you a month on month and year on year comparison of your branches total sales 
indicating increase with a green text and decrease in red text. 
You can access this report in two areas. 

• Branch Reports 
Click on Branch’s, Reports and scroll down to Year-on-Year Report. Select the year from when you 
want the report to run. 
 

• Reporting dashboard 
Click on the View report button, open the popup screen, select your branch, click on Categories. Select 
Branch Reports and the Year-on-Year report. 
 

e. System notification subject line 
The quote, job card or invoice number will be used in the email notification subject line. This will help when a 
client replies to the email, you will be able to see which document the client is referring to. 
 

f. SMS notification to Techie 
You can now select in the Branch settings if you want to send SMSs to your Technicians when a Job is assigned 
to them. Please note that you need active SMS credits. If you would like to activate this feature, please contact 
admin@briskflow.co.za. 
 

g. Lead Source History Reporting 
We have added the functionality for you to edit the Lead Source as and when it might change. The original 
Source could have been from a Facebook add. In 6 months, the client sees a Google Ad and a sale is 
generated, the Source needs to change to Google AdWords.  
The system now will store all this information and reporting will make use of the source based on date 
selected in the query.  
 

h. Percentage Activity level per species 
We added the ability to see the % activity per species based on activity logged on a particular monitoring unit.  
If you log a finding of 25 House Flies, 25 Stable Flies and 50 Midges on one Insect Light trap, the monitoring log 
will indicate the activity as, 25% House Flies, 25% Stable Flies and 50% Midges. 



Please see Image below. 

 
 
 

2. System Changes 
a. When a quote was created in the sales activity, and then gets invoiced, that sales activity must automatically 

be marked as completed 
b. Client name used to auto fill on client signature on the job cards on Techie View. This has been removed.  

The technician needs to manually enter in the person who is signing the job card. 
c. We are now catering for credit notes on all affected platform reporting.  
d. Technicians display alphabetical now on week and day view. 
e. Monitoring units in Audit Files that has activity can not be deleted, only disabled. 

 
3. The following Bug Fixes was done. 

a. System remembers quote expiry date the user entered on a previous quote. 
b. Audit file showing 110% 
c. Alignment of the day view 
d. Invoice number on Job and on Info box in week view differs 
e. In ComplianceFlow Techie view - Treatment Reports alignment of the buttons was not correct 
f. Ticket allocation was linking to wrong user 

 
 
Callouts 

4. New Features 
a. Linking Multiple assets to one callout is now available.  
b. Approval flow on Callouts based on Available Budget is now available. Will only be available once setup is 

done on live platform. 
c. Callout cancellations is now available. An active callout can be cancelled after it’s been accepted by the 

vendor. A notification will be sent to the Vendor POC and Technician (if scheduled). 
d. A callout can be edited after it’s been created. Click on the edit button and make the changes as needed. This 

feature is linked to the callout approval role. 
e. A closed Callout can now be reopened. Click on the Reopen button on a completed callout and the callout and 

linked Vendor Job card will be opened and change to an In-Progress status.  
  



 
 

5. Changes and Bug fixes 
a. Asset Manager management section showed twice on the lead view page. 
b. Callout description pop-ups on callouts did not work with Apple devices. 
c. Linking vendor list on lead was not alphabetical. 
d. Call Out linked to one vendor, and Job linked to a different vendor bug was fixed. 
e. Callout creation notification to Maintenance Manager was fixed. 

 
 
 

Assets 
1. New Features 

a. Adding notes to Assets in now available. 
b. Adding Images and Comments on Disposal Requests is now available. 

 
2. Changes and Bug fixes 

a. Change to the Movement and Disposal request dashboard was made to display the latest request on top. 
 


