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After	the	user	is	setup	in	CRM	as	a	Mobile	user,	follow	these	steps	on	their	iPad	

1‐2	people	within	an	organization	should	control	&	manage	the	iPad	CRM	app	

Each user of the mobile app needs to be setup in 

CRM.  Add a record to the Mobile Se ngs file in 

CRM.  You can access this in the Se ngs sec on 

in CRM.   

To the right is an example of how a mobile user 

is set up. 

Note that the more months of data you want 

synchronized with the iPad, the longer the sync 

process is going to take. 

When someone leaves your organiza on you 

must set the value of “Wipe?” to Yes so the next 

me they access the app it will wipe out the data 

on their iPad. 

1)  On your iPad open Safari and go to h ps://support.ledgeviewpartners.com/app and click Install.  You’ll do the same thing 

when a new release to the iPad app is announced. 

3)  Open the “CRM for Oil & Gas” app that should now appear on your iPad.   

The first me you go into the app you’ll have to enter: 

     ‐ the Url of your CRM (i.e. ledgeview.crm.dynamics.com) 

     ‐ your User Name (email address) 

     ‐ your Password 

The Domain should be le  blank.     Then click “Connect and Sync”. 

4)  If you entered the informa on correctly, you’ll get the “Sync Progress” screen.  The app 

will be downloading your CRM data to the iPad at this me.  Wait for the sync to complete.  

Depending on how much data you’re bringing over, the ini al sync could take 5—60 

minutes.  When the Sync is complete, Click OK, and click the X to exist the Sync.   

You are now ready to use the app.   

2) On main screen: Click on the Se ngs Bu on for your iPad > Click on General > Click on 
Profiles & Device Management (this will be towards the bo om of the list) > Click on 
the Ledgeview Partners > Click Trust >  Click Trust (Again) 
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Here’s	your	Home	page: 

From the Home page you can easily find what you 

need by using the Global Search box. 

You get to select which charts you’d like to see on 

the main screen.  Just click the gear to configure 

each sec on. 

Easily navigate to the other func ons on the iPad 

by using the naviga on bar on the bo om of the 

screen.  Here you can access Territory Manage‐

ment, Accounts, Contacts, Opportuni es, Lead, 

Ac vi es, Dashboards, Help, Sync, and Se ngs. 

Dashboard is a page that let’s you select an addi‐

onal four charts to view. 

Help is great for new users.  The Help page also 

includes a video that new users should watch. 

Sync is something you’ll want to do once or twice 

per day to synchronize your iPad data with the 

CRM database. 

Territory Management is extra special because in 

most cases your iPad knows where you are. 

Here	is	an	example	of	an	Account	page 

In Landscape mode you get all the basic 

Account informa on on the le  hand 

side.   

 

At any me you can save the record, add 

an ac vity, add a note, add an Opportuni‐

ty, add a Contact, or enter some Compe ‐

tor Share of Wallet informa on.  You’ll 

find all of these op ons at the top of the 

screen. 

You  can select what gets displayed on 

the right hand side by making your selec‐

on from the op ons on the bo om of 

the screen.   Here I’ve chosen to see the 

Accounts Order History. 
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Here	is	an	example	of	what	an	Opportunity	will	look	like	on	the	iPad! 

You can access an Opportunity from the 

main Opportunity page or from the list of 

Opportuni es for an Account. 

 

From here you can easily advance the 

Sales Stage of the Opportunity or update 

any per nent informa on about the Op‐

portunity. 

 

You can also access informa on that is 

related to the Opportunity, such as Open 

Ac vi es, Closed Ac vi es, Notes, 

Quotes, and Territory Management 

(map).  This example shows all the 

Quotes for this Opportunity. 

Territory	Management 

Territory Management has a couple of 

features you are familiar with in CRM.  

You can map Accounts and Leads near 

an Address or near a specific Account.   

 

Because your iPad typically knows 

your loca on, we’ve added a feature 

that is displayed here.  With the iPad 

app you are able to map Accounts and 

Leads within a radius of your current 

loca on. 

Simple make your selec ons and tap 

the “Show Map” box. 
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Adding	Activities 

You can add an Ac vity from many of the screens 

on the iPad app.  We recommend adding the Ac v‐

ity directly from the record you want the Ac vity 

associated with because the app will automa cally 

populate the “Regarding” field to associate the 

Ac vity with the correct record. 

In the example to the right, a Phone Call Ac vity is 

being added to an Account. 

Simply click on the Add Ac vity icon, select the 

Ac vity Type and you’ll get a new screen. 

Fill in the informa on, and save the record.   

Many of the func ons you have in CRM are includ‐

ed with the iPad app.  You can mark Ac vi es as 

Completed and for Phone Calls you can use the 

very popular Complete and Follow‐up func on to 

Complete the Phone Call and automa cally create 

a future Phone Call. 

 

Sync	—	You	must	do	this	once	or	twice	per	day	to	keep	your	iPad	and	CRM	synchronized 

Your iPad is always working offline from CRM so it’s 

very important to periodically synchronize the data 

between them.  If you do not run the Sync process 

you are at risk of losing the data you’ve entered on 

the iPad. 

The sync process can be accessed from the main 

naviga on bar located at the bo om of the screen. 

Once you are on the sync screen simply click the 

start sync icon to start the process.  The very first 

sync may take a while (up to an hour), but daily 

syncs should only take a few minutes. 

This may seem like a step you’d rather not do, but 

you gain so many benefits using the app through‐

out the day, that running the sync process once or 

twice per day is well worth it. 

You will get a no fica on when the sync finished.  

Simply click OK and close the window by tapping 

the X in the upper le  hand corner. 


