Trane are optimizing the management

of their sales power
with Sage SalesLogix

International specialist in air conditioning, Trane use Sage

SalesLogix to automate,

optimize and centralize the

management of their sales force and Customer Service.

As a branch of the American Industrial
group Ingersoll-Rand, Trane specialize
in designing and marketing air
conditioning solutions. This multinational
company employs 29,000 people in
almost 100 different countries and turns
over €6.9 billion per year. In Europe,
Trane's marketing strategy is put into
action by in-house engineers and
technicians and its field sales team.
“The coordination of the work led by
the various teams and the complexity
of the projects means that we need
an effective sales force management
(SFA) solution” explains Tina Verstuyft,
Sales & Distribution Systems Team
Leader. “We were also looking for a
solution in line with the development
of our sales activity, as it is moving
from product sales towards the sale of
solutions and services. We need
sales force management software that
allows us to automate and centralize
certain sales procedures such as
opportunity management and sales
forecasts. We hope to improve our
project monitoring and management
and to make it easier for our teams
when working on more complex
projects. Sage SalesLogix meets
these needs.”

Sage SalesLogix benefits

m 17 countries equipped in 5
months

Once the specifications were defined,
the choice of editor and software was
determined based on the experiences of
internal employees with other SFA
solutions. “SalesLogix was chosen for
its adaptability. The size of the editor
and the software’s ability to integrate
in to the tools we already use and into
the structure of our business, as well
as the price, were all key elements
when making out decision”, says Tina
Verstuyft.

In collaboration with Absys Cyborg, the
rollout of the software in the 17
European countries concerned took only
5 months, between November 2006 and
March 2007.

“As well as the rollout, Absys Cyborg
also trained our IT team, who then
trained the solution’s 320 users”, she
adds.

m Automatic, centralized
sales force management
Developing in the construction sector,
Trane have experienced an especially
varied, two-stage sales cycle. The
influence cycle checks whether Trane
have

* Performance of the sales force management module (SFA)
« Ticketing module historization and traceability
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a technical solution to best meet the
customer’s specifications. Only
success in this initial approach will
enable the second bidding step to
get underway.

“SalesLogix met the complex nature
of these procedures and adapted to
the exact specifics of our work. We
have also synchronised all the
procedures linked to our sales force",
added Tina Verstuyft.

“These new procedures along with
SalesLogix allow

us to simplify and standardise
opportunity management and our
current projects in progress. As our
sales force management is now
centralized, the European directors
are given a full view of the company’s
sales activity and can also carry out
analyses using the data managed.
Through centralising information onto
a single database, the Sales
engineers are more

aware of the customer’s needs. The
possibility to manage targeted
forecast campaigns and the sales
forecasting tool allow us to
significantly improve our commercial
productivity", Tina Verstuyft
explains.

m An optimized

technical support

Trane use the Ticketing

module in SalesLogix to follow

up the complaints received by
technical support more closely.
“This module allows us to track the
calls made to Customer Service and
to resolve problems” she states. "It
means we can precisely trace the
calls managed by technical support,
and thus improve our customer
knowledge and external
communication. We use SalesLogix
for all our sales procedures, from the
creation of a project right through to
an after-sales follow-up process”
Tina Verstuyft concludes.

S0P CRM Solutions

Sage
10, rue Fructidor
75834 Paris Cedex 17

Phone:

X

Fax: + 33 1 41 66 25 55
Internet: www.sage.fr

Sage is lessee manager of Sage companies Coala, Adonix KDP Informatique and Xperts. The names of products or companies mentioned in this document may only be used for identification purposes, and may be trademarks registered by their respective owners.

Ltd company with a registered capital of 500,000 Euros with head office at: 10, rue Fructidor F75017 Paris 313 966 129 R.C.S. Paris.
The information contained in this document may be altered without prior notification. MSQ 01/08



