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CAS Software AG at a glance 

Facts  Awards  Sharings  
Å German market  leader  for  CRM for  
SMEs 
Å CAS Group turnover  of  ú 39 Mio.  
Å 220 employees  (over  400 all over )  
Å 25% growth  in 2010  
Å Innovations  >20% of  turnover  
Å 19% growth  in 2011 (May 2011)  
Å 200,000 users  worldwide  
 

Excellent  relationships  for  successfull  companies  
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Å More than 7,500 customers worldwide  

 

Å Over 200,000 users work daily with our products  

 

Å CAS genesisWorld CRM is available in 12 different languages 
D, EN, FR, IT, ES, NL, TR, RO, HU, CZ, PL, HR 

 

Å Several CRM products and dedicated CRM industry solutions 
and more than 100 add-on solutions to common systems 

 

CAS Software AG at a glance 



CAS Software AG worldwide 

 Presence in 25 Countries in EMEA & LATAM 

   
 Over 200 Business Partners Worldwide  
 (145 partners in Germany and 60 international)  
 with more than 500 consultants for CAS products 
 

EMEA 

LATAM 



ÁStrong presence in BeNeLux with partners 

CAS Software AG in BeNeLux 

Utrecht 

Antwerpen 

Luxemburg 

Arnhem 

Brussel 



CRM for Service Providing Industries  

Is there any differenceé 



éwhen it comes to CRM? 

Sales 

Support  

Customers 

Marketing 



Products 

Turnover 

éwhen it comes to sales? 

Invoices 

Quotations 

Forecasts 



Áéyou are not selling ñjust productsò but services like 

But what ifé  

system integrations  



individual industrial machineries  

Áéyou are not selling ñjust productsò but services like 

But what if é  



any kind of consultancies  

Áéyou are not selling ñjust productsò but services like 

But what ifé  



But what ifé  

ÁThe ñdealò covers 

Products: ~ 30%  Services: ~ 70%  

+  



Á It takes several months (years) to finish a sales cycle ? 

ÁYou need to involve all kind of resources (internal/external, 
human/tools/budgets) in order to deliver the sale ?  

ÁYou need to plan everything very detailed and keep track of 
every single detail ? 

ÁYou need to treat your customer with the same ñflavorò as 
is always used with your company ?  

ÁHaving the same CRM approach with all your customers ? 

Áé ? 

 

 

And é  



Than é  

shipping products writing quotations  doing forecasts 

simply wonót be enough to be effective! 

and writing invoices 

Project Management approach of all processes  



Managing projects meansé 

Start  End 

Time records Risks Targets Milestones Documents Workflows Controlling Monitoring 

Costs Quotations Orders Billing Planning Budgets Resources Skills People 



And é  





Unless é  

you have the right tools  



CRM for Service Providers covers a lot functionality 

Sales 

Support  

Customers 

Marketing Project Management 

HelpDesk / Ticketing 

Cooperative portals  
Customers / Consultants  Full range Mobility 



ÁProjects need to be performed and delivered under certain 
constraints: 

 

 

 
 

 

 

ÁOne side of the triangle cannot be changed without  
effecting the other 

ÁA further refinement of the constraints separates product 
"quality" or "performance" from scope, and turns quality 
into a fourth constraint  

Project Management Triangle 

Scope 

Time 

Cost 

Quality 



ÁRegardless the scope or the complexity, any project goes 
through a series of stages during its life cycle 

ÁStarting phase ñProject Acquisitionò covering the 
initiating, planning and design phase and means simply 
ñselling the projectò 

 

CRM supports Project Management  

Start  End 

Project Acquisition Project Execution 



ÁMostly individual project prices  

ÁMany different quotations needed (e.g. alternative, partial, 
different departments etc.)  

Á Involving all kind of different internal and external resources  

ÁDifferent criteria for negotiations  

ÁAccurate budget calculation (time, products, resources, 
people)  

ÁOrder scheduling 

Á Invoicing and Payments  

Project acquisition é  



ÁThe CRM should be able to define and use individual list 
prices, individual discounts, volume discounts etc.  

Project acquisition phase 

Every customer in the CRM system is having 
a special place where own conditions for 
prices and discounts can apply (different than 
the standard ones). When writing a quotation 
service or product prices should then be 
calculated automatically. 

Quotations 



ÁThe CRM should be able to handle flexible quotations 
(e.g. alternative, partial, different departments/different 
items) 

 

Project acquisition phase 

é 

Quotation A001 
Quotation BC51 é Quotations 



ÁThe CRM should be able to support during acquisition 
phase and not only save important information but also 
calculate itôs values or create activities 

 

It should be possible to place any criteria 
thatôs important for the individual project in 
the CRM system, to give it a value of 
importance and create transparancy for next 
steps. 

Project acquisition phase 



ÁThe CRM should be able to work with sophisticated 
workflows  

Project acquisition phase 

Workflows 



Project acquisition phase 

ÁThe CRM should be able to track all the Sales Planning 
criteria  

 



ÁThe CRM should be able to set clear individual delivery 
dates for every offered item and create an overview of 
the payments (per item)  

Project acquisition phase 

Orders 



ÁWhile the Sales process goes on through different stages 
é execution for the delivered items should be performed  

 

Project execution phase 

End 

Project Acquisition Project Execution 



ÁCRM should keep it simple and clear   

 

Project execution phase 

Project Execution 

Job (Action) 

Time 
Money People 

é 

Logic Planning  

Planning 



ÁThe CRM should be delivering actions (partial delivering), 
acceptance of delivered services and parts, etc.)  

Project execution phase 

Order Processing  



ÁThe CRM should be able to show the optimal skilled 
persons per different jobs 

Project execution phase 

Every single Employeeós Skills can be 
underlined and marked out    



ÁThe CRM should be able to use the optimal skilled 
persons per different jobs 

Project execution phase 

The most skilled and best available persons can be delegated for 
actions or jobs. Besides that exact time schedules can be planned 

for executing those jobs. Planning 



ÁThe CRM should be able to record time, project costs 
and create invoices 

ïTime Recording 

 

Project execution phase 

The staff can record their working times in the CRM system and itôs easy to set up 
correlations with the respective resource plans.  

Time records 



ÁTransform those recorded working times in costs of the 
project 

ïTime Recording 

 

Project execution phase 

Different rates per different activity types and different users.  
Makes it possible to calculate the real internal costs and the rate 

value for selling.  

Time records 



ÁThe CRM should be able to record project costs and 
create invoices 

ïExpenses  

 

Project execution phase 

The staff can also record their expenses  
(e.g. per diem costs, travel costs, lump sums, receipts, etc.)  

Costs 



ÁCRM should be able to record project costs and create 
invoices  

ïExternal Services  

 

Project execution phase 

External Services can be recorded per job/project when necessary 
(e.g. equipment costs , personal costs, other costs, etc.)  

Costs 



ÁThe CRM should be able to plan the budgets very 
detailed 

 

Project execution phase 

For all type of cost classes and for any period segmentation  
(Week, Month, Quarter, Year) possible. 

Budgets 



ÁThe CRM should be able to make/suggest decisions for 
possible alternative actions based by risk factors 

 

Project execution phase 

Risks 



ÁThe CRM should be able to track closely target fulfillments  

 

Project execution phase 

Targets 



ÁThe CRM should be able to track the actual costs & turnovers 

 

Project execution phase 

Controlling 



ÁThe CRM should be able to track the actual costs & turnovers 

 

Project execution phase 

Controlling 


