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MinorCo has worked with over a hundred

sales teams around the world to successfully
implement and rollout Pipedrive. By building the
right pipeline structure, follow-up systems and
reporting, we’ve helped our clients close more
deals, shorten sales cycles, and get real visibility

info what's driving revenue and where deals are
being lost.



MinorCo.

David Phillips
Advantage Business
Capital

Position: Executive Vice President
of Originations
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Case Study | Advantage Business Capital

The Challenge

Advantage Business Capital, a regulated lender, serves operating companies that
can’t access traditional financing—often fast-growing businesses reliant on a single
customer, each with unique and complex financing needs. Before working with
MinorCo, David’s team had no shared system: everyone kept their own version

of the truth in Excel, Outlook folders, or a free CRM, and nothing was unified

across the team. They had previously tried Salesforce, but found it foo clunky and

laborious for what they needed.

David and his team felt they weren’t as effective as they could be: deals were

falling through the cracks, follow-ups weren’t happening, and there was a

nagging sense that revenue was being lost in the gaps. When Advantage Business
Capital went through an acquisition and merged with another company, leadership
decided there was no point continuing with Salesforce—it had always been more

system than they needed.




The Results

» Confidence & Calm: David compares having Pipedrive in
place to having a personal assistant, with more calmness

knowing good systems are in place.

Improved Organization & Efficiency: The team is more

organized and more efficient day to day.

Confident Remote Hiring: The team feels more confident
hiring new remote workers, since they can now see what

everyone is doing.

Performance Visibility: For the first time, David’s team
can see what's generating results and why deals are lost,

including conversion rates.

Positioned to Double: “Now they're ready to double,”
David says. “They have the system in place to actually do
it.”

MinorCo Partnership: David describes working with a
“small, accessible team, competent, responsive, bespoke

service,” and sums it up in one word: “easy.”
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We loved working with a small, accessible team, competent, inor Co,
responsive, bespoke service. Felt really seen and MinorCo
really care.

They are a partner and expert who can hold your hand to get
the most out of the system. It's too risky taking the time to
figure it out on your own.

David Phillips | Executive Vice President of Originations

Case Study | Advantage Business Capital
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Book a Consultation Today

Book Consultation Call


https://minorco.com/consulting/pipedrive-consulting/%20

