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i ADAPTIVE CLOUD SOLUTIONS ¢

(Salesforce.com and Google) we have only

one goal in mind : understand your business

and make it a success !



"Look what | found under all these
reports and forms: a customer!”
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oWithout customers, you do not have a
busi ness. Y- 0L Xl 3 Vv eJestie kG

D. Peppers & M. Rogers



How can we help you :

AProject scoping & strategy e DAPTI
AGeneral setup and configuration

ASet -up helpdesks, call centers, CTI integrations
Mata-integration : SAP, iSeries, Navision, websites or

any other third party tool

Mata-migration: excel sheets or Outlook contacts

ATraining, change management and user adoption

AE-mail marketing

Avisual Force or APEX programming (Force.com)
AOutsourced administration

Addvise on AppExchange products



When working with us you benefit from:

AKnowledge gained from different
salesforce.com implementations in small —
and large organizations in a wide variety of industries.

AMore than 10 years general CRM experience,
resulting in valuable best -practices and a unique
SCRUM project approach.

AExtensive experience with complex
Integration and data migration
projects (SAP, iSeries, Navision etc)

AConsultants who are trained and certified by
salesforce.com

AA consulting partner that runs its entire
business O0in the cloudd us.i nc(



| ADAPTIVE CLOUD SOLUTIONS

Watch out for common pitfalls !
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Unrealistic expectations

No customer strategy

No involvement of a CRM implementation partner

Poor preparation for Change and no communication

Bad or invalid data (number 1 cause of CRM system
failure according to Gartner)

Absence of Executive Leadership.Top -management has
to support the project completely

No involvement of sales & marketing in the project

The system is not  user -friendly

Big bang approach

Too many information, too much clicking .

S7TKH-YWDII LV QRW DZDUH RI RXU EXVLQH
No integration with the traditional software (ERP, ...)

32XU 6DOHV ODUNHWLQJ SURFHVVHY DUH
DXWRPDWH EHFDXVH WKH\ DUH VR XQLTX

,PSOHPHQWDWLRQY DFFRUGLQJ WR WKH u
principle.
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