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CUSTOMER SUCCESS

USCO and Sage Saleslogix: Distributing
Success

Sometimes it seems all the credit for a successful business goes to the people who invent the
product, build the product, or market the product. But what about those who distribute the

product? Customer:
Uusco

Helping businesses manage that critical “last mile” is what USCO Logistics does. Working

primarily with customers in the high-tech, retail, and pharmaceutical industries, the company offers Industry:

customized integrated suites of services, including warehousing, transportation, and information Logistics Solutions

management solutions. Location:

Sales Force Buy-in Vital Hamden, Conneticut

USCO had been using ACT! by Sage, the popular contact manager solution from Sage Software,
for several years to manage its outbound direct mail databases. By 1997, USCO was accessing
seven different ACT! databases, containing tens of thousands of records, for every campaign. The
company’s director of new business development, Mary Ann Jacob, recalled that one database System:

had about 26,000 contact records in it. “We knew we were stretching the system’s capabilities Sage SalesLogix

Number of Employees:
3,000

and we really needed to find another way to track our relationships.”

In the course of her search for the right CRM solution, Jacob investigated GoldMine,Onyx and
Siebel. Because the company had been successful with ACT! thus far, they also contacted Sage
Software and learned about Sage SalesLogix, a natural progression for ACT! users that have
outgrown contact management and need CRM.

Bob Whyte, a Sage SalesLogix Business Partner from Brainsell demonstrated the product’s ease
of use and customization capabilities for USCO’s account tracking activities and performance
measurement needs.

“It was obvious that Sage SalesLogix had the capability to grow with us,” said Jacob. “And, we
also liked the fact that we had a dedicated CRM advocate in Bob as our needs changed and
evolved.”

CHALLENGE SOLUTION RESULTS

USCO Logistics needed a complete view of its Consolidation of USCO’s seven databases into one Critical information is now shared throughout the

customers and prospects for more efficient using Sage SalesLogix was necessary in order to make company. Selling and management processes have

management and planning. company wide communications more effective. been simplified and automated, allowing long range
planning using sales pipeline and forecasts.
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Similarities between the Sage SalesLogix and ACT! interfaces made
Jacob confi dent that USCO'’s salespeople could be productive )
with the new system immediately. “We knew the only way we could Sage SalesLogix has enabled our company to

succeed was with acceptance from the field,” she said. “For that . . .
. . communicate more effectively with current

to happen, we had to make their processes better. One of the first

customizations included the automation of a complicated reporting customers and prospects.”

process. This provided management the ability to create and store

complex price quotes in Sage SaleslLogix, streamlining the review,

revision, and approval process.”

Pipeline Visibility Aids Strategic Planning

Before implementing Sage SaleslLogix, the view USCO had of the
sales pipeline was very limited. “We did not have the visibility that
allowed for future business decisions, however now | can look at
prospects with closing dates a year or more away,” said Jacobs.
That kind of visibility is available throughout the company—to
140 Sage SalesLogix users in a half-dozen USCO business units.
The Premier Sage Software Business Partner

Finance shares contracts and customer information with Operations.

e

Transportation uses the data to manage rate structures for small-

parcel customers. And, Marketing tracks which programs are
bringing in which leads.

National Presence
“USCO employees use the system via traditional LAN connections, &@@@H T@Uﬂ @[m

from remote offices, and over the Web,” Whyte noted. “For example,
before Sage SalesLogix, the company’s five locations in Mexico
operated essentially as a separate company,” said Jacob. Now,
those locations are tied into the same databases used to manage
the U.S. operations. With Sage SalesLogix, USCO is now a more

truly unified company.
Sage Software Business Partner of the Year

“We’re Light Years Ahead” Corporate Offices
“Sage SalesLogix has enabled us to communicate more effectively Grange County, California Q;'gg‘;;hﬁzg'fgw Road, Ste. 450
with current customers and prospects,” said Jacob. “We've replaced Loeuna (:1';') Callornie 92699 ,ﬁ‘h'zgf(igj;géjfgjjg

our ineffective processes with the streamlined efficiency of Sage l‘;lirgjggi%‘gggig%‘“’ lz'iimg‘ﬁgff;‘”’ﬁs
SalesLogix.” www.blytheco.com solutions@blytheco.com

Complete Sage Sofware Solutions

“We are lights years ahead of where we were, in terms of being able Soge BusinessWorks o Seg SalesLogix CRM o ACT! by Sage
o f . . Sage ABRA HRMS © Sage FAS © Sage MIP Fund Accounting & Fundraising
to manage and share critical information, and quantify and target our Offices In these cltles & states:
. . . . . Atlanta, GA o Chicago, IL © Los Angeles, CA © Orange County, CA © Tampa, FL
marketing campaigns. Sage SalesLogix has really revolutionized our Colorado © Missouri o New Jersey © Ohio © Oklahoma o Pennsylvania o Tennessee

Texas o Washington

operation.”

ABOUT SAGE SOFTWARE

Sage Software supports the needs, challenges, and dreams of more than 2.7 million
small and midsized business customers in North America through easy-to-use, scalable,
and customizable software and services. Our products help manage a complete range of Your business in mind.
business functions including: accounting, operations, customer relationship management,
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