
 

 
 
 
 

The Customer Benefits at a 
Glance 
 

 Clear overview of each 

customer 

 Quick estimate of projected 

sales 

 Targeted customer approaches 

(sales, implementation and 

marketing) 

 Consistent and easy customer 

contact by means of templates 

Industry: Hi-Tech Software

Targeted customer approach 

” From my point of view, I cannot imagine a working day without SuperOffice. The system 
gives access to all necessary key figures regarding sales performance. I can draw sales 
reports and monthly reports, obtain estimates of the projected sales results covering the 
entire division or the sales representatives”  
Interview with Thomas Brandt-Knudsen, Sales Manager, A+ 

1 

 

SuperOffice CASE STORY:  A+  

The Challenge 

A+ provides broadband connections 

to antenna associations and 

businesses.  

The company’s challenge is to keep 

track of the committee members of 

the different associations, who all 

have influence on the decisions on 

purchasing, expansions etc. At the 

same time, there is a continuous 

need for evaluating the effect of the 

sales performance. Consequently, 

and immediately after the establish-

ment in 2001, the company began 

looking for a system that could 

provide an overview of the contract 

and potential with each particular 

customer. 

 

The Solution 

“It was an important requirement on 

our part that it was easy to incor-

porate data in and draw reports from 

the system. I held experience from a 

CRM system of another company, 

which was so complicated to use that 

no one entered the data they were 

supposed to. We wanted to prevent 

such a situation,” says Thomas 

Brandt-Knudsen, Sales Manager, A+. 

 

A+ ended up choosing SuperOffice. 

The system’s user-friendliness was 

the decisive factor, and at the same 

time the system made it possible to 

obtain the functionality demanded by 

the company (and much more). 

“Generally, we are not advanced 

users of SuperOffice, but the tools 

and facilities that we use are crucial 

for us to be effective,” says Thomas 

Brandt-Knudsen. 

Initially, SuperOffice was only imple-

mented in the sales division. All 

master data related to customers are 

today available here and are easy to 

find or change. Among other things, 

this provides us with the demanded 

overview of who are chairmen and 

who are committee members of the 

antenna associations. 

In addition, all appendices, offers and 

documents are collected in the 

customer’s case file in order for the 

history to be easily available. 

 

The Results 

“SuperOffice ensures for our sales 

representatives to always be provi-

ded with accurate information about 

the solution, the most recent actions 

etc. 

Moreover, it is important to us that 

offers etc. are available as fixed tem-

plates in SuperOffice so that we are 

able to distribute consistent material 

to our customers, no matter which 

sales representative has been 

involved,” says Thomas Brandt-

Knudsen. 

The good experience with Super-

Office means that the system is 

today a central tool in respect of the 

general customer relations at A+. 

The implementing division and the 

marketing division are also con-

nected to the system and accordingly 

benefit from the overview of master 

data and customer history. All vital 

customer information is gathered in 

one place. 

“When our implementing staffs are 

performing an operational task with a 

customer, they can find the technical 

contact person in SuperOffice and 

also get all the information that is 

relevant for the day-to-day opera-

tions. When it launches campaigns 

and newsletters, the marketing divi-

sion may also target its offers and 

information in accordance with the 

information in SuperOffice, and see 

who they should address,” says 

Thomas Brandt-Knudsen.  

 


