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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 
into what’s driving revenue and where deals are 
being lost.



The Leneker Team, a leadership consulting firm serving public and private sector 

clients, was already using Pipedrive when they engaged MinorCo, but had only 

scratched the surface of what the platform could do. Asked to describe the 

business before getting expert help, Amy put it in one word: “chaos.” The 

team was turning down work because they didn’t have capacity to process 

every request, and there was no clear system for tracking what needed to be 

done. Amy managed much of her workload reactively through her email inbox—

exhausting, with constant mental energy spent worrying about things slipping 

through the cracks.

Before Pipedrive, the team had tried Microsoft Tasks, Monday, Asana and Trello, 

and none of them stuck. A 60-day trial helped them get more organized, but they 

knew there was more value to unlock. After discovering MinorCo on YouTube, they 

reached out to learn how to get more out of the platform.
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Working with MinorCo, The Leneker Team moved 
from a barely-used Pipedrive instance to a system 
built around how they actually wanted to work. As 
Amy describes the shift: “We can name a problem 
without having to know the solution. We can 
share our ideas of what we want to do, MinorCo 
can then say what’s possible and present 
options.” Rather than trying to become Pipedrive 
experts themselves, the team leaned on MinorCo 
to translate their goals into the right setup—a 
process that also pushed them to rethink their 
broader business processes, not just the tool.

• Revenue Growth: The business has grown from six to seven 

figures since implementing Pipedrive. As Amy puts it, “We 

wouldn’t be the company we are without it.”

• Reclaimed Admin Time: Big savings on admin freed up the 

project manager’s time on invoicing. It took time upfront, 

but paid off later.

• Increased Capacity: The team no longer turns away work, 

giving them room to grow without adding chaos.

• Clearer Client Experience: Options are now packaged and 

presented more clearly for prospects, and clients regularly 

say how easy the team is to work with.

• More Personal Time: Freed-up time let Amy finally start 

writing a book she’d wanted to write for ten years.

• MinorCo Partnership: Amy went from feeling 

overwhelmed to feeling “the sky is the limit,” and describes 

working together in one word: “rewarding.”

The Solution The Results
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We can name a problem without having to know the solution. 
We can share our ideas of what we want to do, MinorCo can 
then say what’s possible and present options. I don’t want to 
have to become a Pipedrive expert, we want the experts to be 
able to tell us what to do.

Amy Leneker | Co-Founder & Managing Partner
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Book a Consultation Today

Book Consultation Call

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

