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Founded in 1926, Hampshire,-Hased W.R.
Meadows, Inc. designs, manufactures and
markets high quality products and systems
for construction professionals. The
company has branch locations throughout
North America and sells products geared
toward every facet of the construction
industry, including protecting and sealing
concrete, expansion joints and concrete
restoration.

Business Needs

-Automation of Data Entry

-Centralization of Relevant Sales Information
-Solution for Identifying Targeted Leads
-Method to Increase Relevant Sales Targets

Impact of SalesLogix

-A More Effective Sales Process
-Improved Data Quality
-Increased Amount of Sales

Impact of Partnership with TAI

-CRM Expertise

-Industry Expertise

-Future Enhancements to SalesLogix

W. R. MEADOWS Works With
Technology Advisors and Reed
Construction Data to Boost

Sales Efficiency

Critical
Business Capabilities

Understanding of the
Industry Issues

As an established and trusted
manufacturer of building products,
W. R. MEADOWS had a strong,
effective sales strategy to reach high
quality prospects using Reed
Construction Data. The service
provided access to relevant
information on construction projects
and indications of where their product
might be needed, but the process for
finding and documenting this
information was manual.

Although the data sales reps received
was useful, too much time was focuse
on manually finding and entering data
into their CRM system. This tedious
data entry process wasted time better
spent selling, and often caused many
good leads to be overlooked
altogether. Without a centralized
system, the data was rarely updated
and little sense could be made
between how one project related to
another.

Realizing they were missing key

Technology Advisors had worked with
W. R. MEADOWS for over eight years
on the implementation and support of
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were quickly identified as the ideal
partner to help streamline the sales
process.
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5 According to Glenn Tench, Director of
Marketing at W. R. MEADOWS,
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initial SalesLogix integration, so they

had a deep understanding of how we

use it, why we use it and the

d customizations that we had done and
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Using SalesLogix, Technology
Advisors worked with W. R.
MEADOWS to define the necessary
business processes and build the right
tools for automated lead entry in a
centralized location.

Improving the Sales Process
with Automation

opportunities, W. R. MEADOWS and
Reed decided it was time to enhance
the system and find a solution that
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process to the next level. They turned
to Des Plaines, dhased Technology
Advisors, Inc. for assistance.

With a solid understanding of the
issues, Technology Advisors worked to
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integrate the Reed data into
SalesLogix.




