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Streamlining Sales:
CIMCO's CRM Transformation
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"Zoho has impacted every
metric, everywhere.
Employees learn faster and
stay longer and leads are
responding better to our sales

approach”
David Fauser, Director of Sales
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The Challenge

CIMCO needed a robust sales
system to support their
diverse processes, catering to
both new product sales and
servicing existing customers.
They required distinct
databases for fresh leads and
account management to
improve sales, customer
retention, and employee
onboarding.

Their previous system, Act!, lacked
scalability and visibility into customer
interactions, hindering process
improvements.

With 150 sales representatives across
North America, varied methods led to
communication gaps and
inefficiencies. CIMCO needed a
custom estimating solution that was
easy for users to adopt and scalable
without significant costs.

Transitioning to Zoho CRM provided
the necessary integration and
customization to support their
growth and streamline operations.




The Solution

CIMCO transitioned to Zoho - Created a custom quoting solution
CRM, leveraging using Zoho Creator that replaced
' their spreadsheet-based previous

centralization, automation, approach Integrated CRM, Creator

and integration to create a and PandaDoc for seamless
seamless and flexible sales contract management and process
process with the following: visibility

- CRM provided improved user
experience and data for customized
coaching plans for employees

- Enhanced reporting capabilities for
better understanding and
diagnosing business processes.

The Search

During his two-year search for A trusted Zoho partner, Hero Technical

a CRM system, Fauser Solutions, recommended Zoho CRM,

received a $1,000,000 quote initially dismissed by Fauser due to time
! ' constraints. However, after a

from a C°n§UItanCy firm for consultation with Hero, he

implementing Salesforce, discovered that implementing Zoho

which he considered risky due would cost only $30,000, including

to potential low user adoption. customizations and active partner

involvement. Despite giving Salesforce
another chance, the lack of insights
from Salesforce led Fauser to choose
Zoho CRM, collaborating with Hero
Technical Solutions for implementation.




