	[image: image2.jpg]



	
	[image: image1.jpg]Microsoft





	
	
	Microsoft Dynamics

Customer Solution Case Study

	
	[image: image2.jpg]
	

	
	
	[image: image3.jpg]‘Microsoft Dynamics




	Global Marketing Firm Integrates Systems to Boost Productivity

	
	
	
	





“This real-time exchange of data empowers the worldwide staff of Cision US to serve customers better and be more effective in pursuing organizational goals.”
Jim Bertler, Principal, Cornerstone Solutions

Business Needs
Cision US (formerly Bacon’s Information), a subsidiary of Swedish firm Cision AB, focuses on helping marketing and public relations professionals boost performance and manage their company’s reputation via information services. With around 800 employees in the United States and a client list that includes many Fortune 500 firms, Cision US needed an effective way to input, manage, and share customer data among its United States–based sales, service, and marketing units.

Having grown through acquisition, Cision US was using a variety of customer relationship management (CRM) applications that were not compatible with each other. Employees often duplicated data entry and found it difficult to gather information quickly for reports. In addition, sales staff and executives could not always identify cross-selling opportunities because some of the large customers were fragmented into several smaller accounts.

“We needed a complete solution that allows us to share client information more readily across different business units,” states Peter Granat, Executive Vice President of Cision US. “Having one comprehensive system for all our needs strengthens our continued growth and the ability to support the evolving business requirements of our clients.”

Solution

Cision US worked with Microsoft® Certified Partner Cornerstone Solutions to deploy Microsoft Dynamics™ CRM and extend an existing deployment of Microsoft Dynamics GP. Cornerstone Solutions took a phased approach to the deployments so that Cision US could take advantage of sophisticated reporting capabilities for all business roles.

Extension

Cision US had been using Microsoft Dynamics GP for basic accounting functionality. Cornerstone Solutions extended the original implementation of Microsoft Dynamics GP to reach across all business units. The extension upgraded Cision US’s original accounts payable and general ledger systems, and standardized the management and integration of finances, field service and customer relationships.
Deployment

In addition, Cornerstone Solutions deployed Microsoft Dynamics CRM across all business units. Cornerstone Solutions customized Microsoft Dynamics CRM to support newly changed and improved processes and habits at Cision US. As a result, adoption of Microsoft Dynamics CRM was rapid and widespread. 
Jim Bertler, Principal of Cornerstone Solutions, notes that the customization process was remarkably straightforward. “All we needed to customize the implementation of Microsoft Dynamics CRM were the basic configuration tools that it came with,” says Bertler. “We didn’t have to buy any additional tools to customize the software.”

Integration

The ability to share data between Microsoft Dynamics CRM and Microsoft Dynamics GP—as well as between Microsoft Dynamics GP and the company’s core line-of-business system—helped Cision US effectively implement fully consolidated solutions across key business units. 

Microsoft Dynamics CRM and Microsoft Dynamics GP can share more than a dozen types of information, including product pricing, location, availability, orders, and invoices. Customer information entered into Microsoft Dynamics CRM can be accessed and modified in Microsoft Dynamics GP. In addition, Cornerstone Solutions integrated the core of Cision US’s business—its legacy media monitoring system—with Microsoft Dynamics GP.
Reporting

Cornerstone Solutions provided Cision US access to powerful Microsoft SQL Server™ 2005 Reporting Services. These services provide customizable report templates for sales, purchasing, and analyses that pull information from databases operating on Microsoft Dynamics CRM and databases operating on Microsoft Dynamics GP, making it easy to quickly build reports and manipulate information. Cision US also uses Microsoft SQL Server 2005 Reporting Services to author, manage, and deliver both paper-oriented and interactive Web-based reports.
Benefits

Together, Microsoft Dynamics CRM and Microsoft Dynamics GP have provided Cision US a powerful business management solution that provides employees with easy access to critical information where and when people need it. Cision US is now in a position to process a variety of day-to-day transactions more efficiently while reducing data entry work.

Improves Access to Customer Information and Reporting Capabilities

With information available from both Microsoft Dynamics CRM and Microsoft Dynamics GP, Cision US can create sophisticated reports that measure business activities, forecast sales, analyze services, track leads and gauge customer service performance. With the increased reporting capabilities, Cision US not only benefits from greater access to important information, but also enjoys innovative new ways to push that information out to employees at all levels and across all business units, which leads to more effective decision making.

Increases Customer Satisfaction and Retention

Microsoft Dynamics CRM helps ensure that customer needs are met while Microsoft Dynamics GP keeps the organization moving from an operational standpoint. Integration between the two business management solutions helps staff members across many departments serve customers more efficiently. Employees now have visibility into purchase history of each customer to enhance sales and customer service.

“Now when a sales associate creates an order in Microsoft Dynamics CRM, the order populates a sales transaction entry in Microsoft Dynamics GP, allowing accounting or sales managers to view the entry,” says Bertler. “This exchange of data empowers Cision US’s worldwide staff to serve customers better and be more effective in pursuing organizational goals.”

Saves Time and Boosts Productivity

Prior to deployment of Microsoft Dynamics CRM, information at Cision US could only be shared between systems if it was manually entered into each system. Now data that is entered into one system is available in all systems without additional data-entry work. Web Site Requests for sales or product information automatically flow into Microsoft Dynamics CRM, where the workflow engine generates activities reports, allowing the accounting department to process the order quickly. This flexibility between applications helps employees work efficiently by giving them access to vital information.



























For more information about other Microsoft customer successes, please visit: �HYPERLINK "http://www.microsoft.com/casestudies"��www.microsoft.com/casestudies�
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Customer: Cision US


Web Site: �HYPERLINK "http://www.cision.com/"��www.cision.com�


Customer Size: 800 employees


Country or Region: United States


Industry: Professional services


Partner: Cornerstone Solutions





Customer Profile


Cision US focuses on helping marketing and public relations professionals improve performance and manage their company’s reputation via information services.





Software and Services


Microsoft Dynamics™


Microsoft Dynamics CRM


Microsoft Dynamics GP


Microsoft® Servers


Microsoft SQL Server™ 2005


Technologies


Microsoft SQL Server 2005 Reporting Services
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