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Microsoft Business Solutions CRM Helps Maximum Impact Achieve Maximum Business Success 
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Maximum Impact, Inc., based in Atlanta, Georgia, USA, provides values-based leadership training to a wide range of clients via books, videos, CDs, live seminars, satellite-based events, and more. With the company’s revenue and client base expected to increase dramatically in the next few years, the time had come for Maximum Impact to replace its previous customer relationship management system. The company chose Microsoft CRM, which is paying off with easier administration, increased access to information, and greater employee satisfaction.

Situation


“The Jalopy” had to go. The term, which refers to a clunky automobile, was one Maximum Impact’s president often used to describe the company’s previous customer relationship management (CRM) solution. The old Telemagic system, built on FoxPro, had a limited amount of records and provided little flexibility or access to critical sales and customer information. “With that system, we were basically locked down,” says Joey Smith, Maximum Impact’s Chief Technology Officer. “We couldn’t add new units to our business because it took so much effort. Our business was literally being stifled by our IT systems.”

Maximum Impact couldn’t afford for that to happen, especially since it expected double or even triple revenue growth over the next two to three years. So Maximum Impact decided to junk the jalopy and seek out a new CRM solution. “We needed a CRM solution that would help us keep up with our growth, capitalize on opportunities, and help us automate those opportunities so we’re working smarter, not harder,” Smith says.
Solution

In seeking a new CRM solution, Maximum Impact outlined a number of important selection criteria, including ease of use, ease of customization, total price, implementation cost, and integration with other systems. The company placed the highest weighting on integration. 

After reviewing many CRM solutions, Maximum Impact chose Microsoft CRM. “Integration is one of the biggest reasons why we chose Microsoft CRM over all the other competitors we’d identified,” Smith says. “Our organization is building applications on the Microsoft .NET architecture, and we were really keen on the tight integration with the other platforms we have in the Microsoft arena.”
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Also working in favor of Microsoft CRM was its flexibility and ease of customization. “Microsoft CRM allows us to implement our sales methodology in the system, instead of having the system dictate the sales methodology we need to use,” Smith says.

In addition, Maximum Impact was impressed with the speed with which it was able to implement Microsoft CRM—only about three to four weeks. Equally important, the total cost of owning Microsoft CRM has been less than Maximum Impact had budgeted.
Benefits

By implementing Microsoft CRM and standardizing on other Microsoft technologies, Maximum Impact is realizing numerous benefits, including:

Easy information-sharing

Tight integration between Maximum Impact’s Microsoft CRM and Microsoft Business Solutions–Great Plains back office system provides easy access to powerful information. “Now, we can pull product and history information from our accounting software, which allows our customer service representatives to enter orders, take notes, follow up with customers, and upsell—all things which we couldn’t do before,” Smith says.

Greater employee satisfaction

Maximum Impact’s employees are finding the system remarkably easy to use, which is helping boost employee satisfaction. Microsoft CRM’s powerful integration to Microsoft Outlook® puts employees in an environment that they’re already familiar with.  Smith says, “Employees can use it immediately, with little or no training.”

Improved marketing efforts


By adopting Microsoft CRM and standardizing on Microsoft technologies, Maximum Impact has the power and flexibility to step up marketing efforts. “Microsoft CRM is giving us the ability to gather more intelligence and the agility to change on a dime with the use of that intelligence,” Smith says. “We’re able to do more marketing campaigns—and more successful marketing campaigns—than we’ve ever been able to do.”

For More Information

For more information about Microsoft products and services, call the Microsoft Sales Information Center at (800) 426-9400. In Canada, call the Microsoft Canada Information Centre at (877) 568-2495. Customers who are deaf or hard-of-hearing can reach Microsoft text telephone (TTY/TDD) services at (800) 892-5234 in the United States or (905) 568-9641 in Canada. Outside the 50 United States and Canada, please contact your local Microsoft subsidiary. To access information using the World Wide Web, go to: http://www.microsoft.com/ 

For more information about Maximum Impact’s products and services, call 678-225-3399 or visit its Web site at: http://www.maximumimpact.com/
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Solution Overview


Customer Profile


Maximum Impact, Inc. is a successful provider of leadership training that emphasizes such attributes as integrity, honesty and character.





Business Situation


Maximum Impact sought a new customer relationship management system that could accommodate its rapid growth and position it for additional success.





Solution


Microsoft CRM helps provide Maximum Impact with powerful, decision-driving information about its customers, products, and business. 





Benefits


Ease of administration and lower cost of ownership.


Increased employee satisfaction through unparalleled ease of use.


Improved marketing efforts through 360o customer view.





Software and Services


Microsoft® Business Solutions CRM 


Microsoft Business Solutions–Great Plains®


Microsoft Windows®


Microsoft Office


Microsoft SQL Server™


Microsoft Exchange Server


Microsoft Commerce Server


Microsoft Windows Server





Hardware


Dell Xeon





Partner


I.B.I.S., Inc.


Atlanta, Georgia, USA 








“Microsoft CRM is giving us the ability to gather more intelligence and the agility to change on a dime with the use of that intelligence.”


Joey Smith


Chief Technology Officer


Maximum Impact, Inc.











Microsoft Business Solutions Customer Solution
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Microsoft Business Solutions offers a wide range of integrated, end-to-end business applications and services designed to help small, mid-market and corporate businesses become more connected with customers, employees, partners and suppliers.





For more information about Microsoft Business Solutions, go to: �http://www.microsoft.com/BusinessSolutions























