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Agenda

• Strategic Vision – Mission and Culture
• RE Imagined CRM
• Our CRM Experience
• Next Steps



APG Mission  and Culture

• Values, respects and rewards hard work and innovation

• Provides every associate the tools necessary, such as crm, to be 
successful in his or her job – including ongoing training, technology and 
more



Before we invested the 
time into launching CRM, 
we needed to RE Imagine 
a new process and change 

perceptions.

Sales Staff without CRM Sales Staff with CRM



Our CRM Experience

• Initially sales reps thought it was 
only for Big brother watching

• Reps did not see the benefit for the 
investment in time

• Previous CRM tools were 
cumbersome requiring extra steps 
outside the crm



Todays sales rep has to multi task while selling a variety of products 

Change was needed.



Customer Relationship Management is not just a 
software tool, it’s a strategy!

• Forecast for a longer period of time into the future
• Manage a visible pipeline 
• Integrate with our current systems 
• Replace spreadsheet tracking of sales
• Get to a point of predictive modeling for the future 



Team

Individual

Easy to read 3-month view of actual, goal and pipeline



Detailed revenue totals by type combined with forecasted 
and pipeline revenue projections.

The Pipeline



We are now booking revenue opportunities and these can be 
viewed easily over a three month period.

All Open Opportunities. All Open Opportunities. All Open Opportunities.



Many 
Benefits 
of CRM

Sales 
Activity 

Emails Sync 
with CRM

Create 
Opportunity

Book Order from 
Opportunity



One step conversion from Opportunity to entry of sale-No overlap with 
forecast

Comparative Reporting by Product and Sales by Ad Rep



APG Q2 Initiatives

Reports
• Forecast model will be at the account level and roll up to become the forecasting reports for our CEO
• Track trends in business sectors
• Performance ratios 
• Understand opportunities within revenue segments and trends
• Budget from forecasted data

Predictive Modeling
• Using historical data to predict revenue from opportunities and orders scheduled to show sales reps many  

customers need to be entered in their pipeline to meet their sales goals. 

Proposal Writing Tool
• Sales staff will be able to create their custom proposals based on demographics, digital and print  product 

offerings and promotions. 

Third Party Integration Email Blasts
• Sales staff will be able to send email blasts to email customers, prospects and segments in their list from 

customers in pipeline, orders booked or proposals sent.



Questions?
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