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DRIVING REVENUE GROWTH

Using CRM Technology to Generate New Revenue and
Manage Resulting Business Growth
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Managing Growth

Your business is growing steadily, thanks to effective sales and marketing strategies. New customers pour in
and existing customers make more repeat purchases. Success brings another series of business challenges - can
the rest of the business deliver? To sustain business growth, executives must look further than CRM when plan-
ning for technology. Rapid growth can test the limits of existing technologies in each department. Every critical
software system must scale to support the expanding business. Limited financial systems, lack of integration,
and a need for better business intelligence are some of the technology challenges that managers encounter dur-
ing periods of business growth.

Financial Management

A growing customer base and increased orders can overwhelm a small business accounting solution. As your
business grows, you will likely require a more powerful accounting package. Signs that your company might
benefit from newer accounting technology include:

» You want to integrate e-commerce into your financial system

» Your system is based on outdated technology - DOS or legacy databases can be difficult and expensive to
maintain while offering little or no flexibility

» The accounting team relies heavily on spreadsheets
» Itis difficult to create, distribute, and share key financial reports

» You have foreign operations that require international currency features

When the time comes to adopt a new accounting solution, plan for a system that can scale with your business as
you continue to grow. Work with a local solution provider to assess your specific business needs, such as key
integrations, international features, flexible reporting tools, or e-commerce functionality. The right accounting
solution will serve as a foundation for future growth and deliver immediate business benefits, including:

» Better decision-making capabilities - Sound accounting software provides a snapshot-in-time view of com-
pany performance, and detailed reports for long-term planning.

» Improved cash flow - Integrated billing, inventory, accounts receivable, and accounts payable enable you to
manage cash flow more easily and efficiently. Better cash management adds agility for revenue-generating
campaigns and long-term growth.

» Greater data accuracy -Integrated accounting software greatly increases financial accuracy by eliminating
duplicate data entry, automating calculations, and centralizing data (often replacing an assortment of ledg-
ers and spreadsheets).

Front & Back Office Integration

As your company grows, so does the need for integration between computer systems. Most mid-sized busi-
nesses make initial software purchases at the departmental level. A variety of factors influence these purchasing
decisions, most notably price and ease of use. In a smaller business, integration does not often factor into the
equation because communication flows easily between departments in close proximity and with smaller staffs.
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During periods of growth, staff size increases, possibly involving multiple business locations. Verbal
communication or e-mail will not suffice to move much larger quantities of data across the business. Data
becomes trapped within disparate software systems, unable to flow between departments, and accuracy
suffers. Operating in this fashion, executives will see productivity decline as the IT department and other
staff struggle to create access to essential information.

Integration between software systems eliminates these “data silos” to
create a single, customer centric view of the entire business. Custom CONSIDER THIS: \

integration, built specifically for your company, can tie existing sys- ) .
To remain focused on growth objec-

tives, rank integration tasks in order of
their importance fo the customer
rather than convenience inside your
company. Every integration initiative
you undertake should have the goal of

munication allows software systems to exchange data automatically improving customer interactions with
at scheduled intervals. Often, software systems designed by the your people, products, or processes. /
same software vendor feature this type of integration. ~

/

In order to keep your company growing and manage that growth effectively, you need access to key busi-

tems together. This process takes time and often requires the exper-
tise of consultants.

When planning for new technology, include integration as a consid-
eration in your strategy. This allows you to take advantage of seam-
less integrations that will save your company time and money during
implementation. Seamless integration occurs when pre-built com-

Strategic Insight

ness performance metrics. More to the point, you need critical data at the right time and presented in a
way that helps you easily cut to the bottom-line. Business Intelligence (BI) tools can help you clear away
the clutter to get at the most important information to guide your business decisions. By converting key
performance data into easy-to-understand, graphical reports, your management team can seize opportuni-
ties to fine-tune financial performance and boost growth.

Most small and midsized businesses do not require a complex, high-end BI package in order to stay abreast
of business operations and take advantage of growth opportunities. Many affordable, easy-to-use BI tools
are available as an add-on or module to ERP or CRM software, enabling you to use the power of integrated
technology for better analysis and reporting. Using business intelli-
gence tools to identify areas for improvement and reduce business

risk, executives can pave the way for smoother future growth. \
CONSIDER THIS:
CONCLUSION Always evaluate Bl tools with an eye
A steadily growing company provides both professional satisfaction for the simplest-to-use solution that is
and critical challenges for its leadership. In an increasing competi- still comprehensive enough to meet

tive marketplace, too little growth can cause a business to quickly your analytical needs. You should be

able to evaluate and use data in real-
time without waiting for assistance

lose pace with its peers. But rapid expansion can lead to unex-
pected ‘growing pains’. From a technology perspective, executives
must strive to balance the need for tools that enable business growth

with the solutions that support it. In order to create optimal cus- eI FC! A ST J
tomer (and employee) experiences, plan not only for your CRM ini- ~

tiative, but also for scalable back-office applications, such as ac-
counting, as well as data integration and tools for performance
analysis.
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About Axis Global Partners

AXIS Global Partners (AGP) is comprised of experienced and passionate professionals that assist
small and medium sized enterprises perform at the highest levels so they can create sustainable
value for their customers and stakeholders. From strategy to execution we listen to your needs and
strive to deliver solutions that exceed expectations.

WHY WE'RE DIFFERENT

Leadership: A company where employees are proud to work, and customers, partners and suppliers
want to do business with.

Team: Our team of consultants and teaming alliances allows us to deliver consistently exceptional
service to our clients anywhere in the world.

Methodology: Our proven methodology provides our clients with a blueprint and set of business tools
for closing the gap between actual and potential performance.

Approach: Our approach delivers measurable results by achieving predictable quality—while
radically reducing costs, mitigating risk and improving client satisfaction.

Focus: Our focus to solve your most pressing challenges fuels our passion to deliver innovative and
effective solutions.

Integrity: Our people inspire trust by taking responsibility, acting ethically and encouraging honest
and open debate.

Learn more at www.axisgp.com or by calling (305) 418-9440.

To Learn More About our CRM Solutions, Contact:

Miami Office Chicago Office Ontario Office
Manny Buigas Tim Veach Richard White
Manny.buigas@axisgp.com Tim.veach@axisgp.com Richard.white@axisgp.com
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