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American Strategic Insurance

A Sage SalesLogix Solution

merican Strategic Insurance Corp.
(ASI) focuses on providing home-
owner and commercial insurance pol-
icies to customers in six states. The company
is financially strong and has a demonstrated
record of paying claims quickly and fairly, con-

Centralized Database
ASI set out to bring a higher level of efficiency to
their marketing operations, and the first step was
to implement a robust Customer Relationship
Management (CRM) solution.

ASI considered other solutions but ulti-

sistently receiving a rat-
ing of Excellent by the
insurance company rat-
ing firm of AM Best. ASI
is committed to deliv-
ering an exceptionally
high level of service both
to its policyholders and
to its network of inde-

mately decided on Sage
SalesLogix and SyncSite.

“I had used Sage
SalesLogix in a prior po-
sition,” Menon explains.
“Tunderstood its features
and inherent custom-
ization capabilities. In

working with SyncSite,

pendent agents. To help
ASI meet its commit-
ment, the company turns
to SyncSite and Sage
SalesLogix.

Separate And Inaccessible
Until a year ago, the marketing representatives
at ASI kept all details of their contacts and op-
portunities locally in spreadsheets and sent in
their weekly notes via e-mail.

Deepak Menon, director of marketing for
AS]J, recalls the difficulties the old system pre-
sented. “We were unable to transfer and ex-
change information easily between different
representatives or our representatives and man-
agement. With each person maintaining their
own data there was little consistency about the
information being tracked. We stood to lose vi-
tal information if a representative left the com-
pany or changed territories.”

With Sage SalesLogix, representatives have
anywhere, anytime access to the information
they need.

I recognize them to be
responsive, skilled, and
capable.”

Among the critical
elements, Menon says ASI looked for a new so-
lution to allow its marketing representatives to
work remotely, even while they were discon-
nected from the Internet.

“Our representatives take their laptops with
them everywhere, and with Sage SalesLogix they
have full access to their database with or with-
out Internet access. Hosted solutions can’t deliv-
er this anytime, anywhere access,” he says.

Streamlined Implementation
Menon praises SyncSite’s streamlined imple-
mentation of the new CRM solution. “We knew
what we wanted and SyncSite knew how to make
it happen,” he says. “They conducted on site and
Internet-based training to bring our staff quick-
ly up to speed. It all went very smoothly.”
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In the future, ASI would like to enlist SyncSite to develop
an interface between Sage SalesLogix and ASI’s licensing soft-
ware. Tying the two applications together will further leverage
the company’s technology investment.

Accountability and Accessibility

A Powerful Marketing Tool
ASI communicates frequently with its independent agents and
with prospective agents, informing them of new service offer-
ings and industry trends. ASI also is considering using Sage
SalesLogix to send targeted, personal-

Previously, the marketing representatives
sent weekly marketing notes to their man-
agers outlining their activities and leads.
The managers had no easy way to follow-
up and check whether promised activities
were pursued. Now, the representatives re-
cord the results of every customer inter-

action in Sage SalesLogix, turning it into

ized e-mail marketing messages to select
' groups within its database.

“With the ability to target our mes-
sages very precisely, we will be able to
give our customers more of the informa-
tion they’re looking for,” explains Menon.

“Sage SalesLogix allows us to see the rela-

tionships of our clients in a way we were

an invaluable database of corporate infor-
mation.

The reaction from the marketing
team at AST has been overwhelmingly positive. “They are start-
ing to recognize the value in having a complete history of cus-
tomer and prospect interaction. They are using the information
to generate more opportunities,” Menon says.

In addition, through the powerful reports and inquiries
within Sage SalesLogix, management is able to monitor and
measure the productivity of each representative, which Menon
says makes everyone more accountable.

“Sage SalesLogix serves as the tool for our representatives
to track contacts, tasks, and appointments. It also gives manage-
ment visibility into the representatives’ activities,” Menon says.

SyncSite helps ASI to maximize the return on
its technology investment. helps us tailor our message, to better

not able to previously. The information

serve each customer, and achieve better

results from our campaigns.”

Delivering Useful Information
Under the guidance of SyncSite, ASI also implemented a Busi-
ness Intelligence (BI) software solution. “Our BI application
acts as a bridge between pieces of information that might not
otherwise come together,” Menon explains. “It’s a strategic tool
we can use to meet our goals by identifying the areas where we
excel and conversely by highlighting areas where we need to ap-
ply more resources.”

He concludes, “SyncSite is a great partner, they help us get
the most from our technology investment.”

SyncSite is a premier provider of Customer Relationship
Management (CRM) and Business Intelligence (BI) solutions. Our
products and services allow companies to target opportunities that drive
business, improve efficiencies, and positively impact the bottom line.

Our strategic, consultive approach to every project ensures a
successful implementation that delivers tangible benefits from the
start. Combining a high level of technical expertise, superior product
knowledge, practical business experience, and proven deployment
methods, SyncSite successfully enables companies in a variety of
industries to manage their client data and leverage this information to
enhance profitability and strengthen customer relationships.
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