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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.
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The Challenge

Robby’s company serves governments and private industry, providing economic
and demographic data that supports strategic planning and policy decisions.
Before Pipedrive, the team relied on WorkflowMax, which wasn’t built to function

as a CRM. They lacked a holistic view of each customer relationship, and metrics

and reporting—things like upcoming invoicing activities and lead conversion

by type—were hard to see. Producing reports meant exporting data to Excel
and stitching tfogether multiple tools just to understand how the sales funnel was

performing.




The Results

Faster Reporting: Reports are now generated directly in
Pipedrive instead of exported to Excel, cutting out extra

tools and steps.

Major Time Savings: Quarterly client check-in emails used
to cost roughly 10 hours a week. With Pipedrive, the same

work now takes less than an hour.

Data-Driven Decisions: “When you don’t measure, you

don’t change,” Robby says. The team now decides which

products to focus on, and which to retire, using real data.

Confident Goal-Setting: The team can now set goals and
accurately track progress toward them, grounded in facts

rather than gut feel.

Strong Endorsement: “It's a no-brainer,” Robby says.
“MinorCo were able to save us time as we got the
fundamentals right from the get-go.” One word for

working together: “reassuring.”




MinorCo.

It’'s a no-brainer. MinorCo were able to save us time as we got
the fundamentals right from the get-go rather than having to
rebuild everything later. Knowing that | can call on them when |

need help and that I’'m not alone, is very comforting.

Robby Jennings | Director of Product & Development
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Book a Consultation Today

Book Consultation Call


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

