
 

Optimizing sales efforts 

“The opportunity of obtaining a more targeted follow-up on sales is one of the strategic 
advantages of gathering B-2-B knowledge in SuperOffice” 

Interview with Jørgen Oldenburg, Sales Manager, FolkeFerie.dk 
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The Challenge 

FolkeFerie is both a travel agency, 

the owner of vacation rental homes 

and the supplier of conference 

facilities. This combination gives 

FolkeFerie an advantage when it 

comes to business customers. 

Whether a business intends to 

arrange a seminar or offer a holiday, 

home or abroad, FolkeFerie is able to 

provide the whole package. At the 

turn of the year 2007/2008, 

FolkeFerie changed its business 

strategy and organization in the B-2-

B field to enhance the effort towards 

this segment. In future, business 

customers should only have one 

contact with FolkeFerie instead of 

three. As part of this organizational 

change, it was necessary to create 

easy access to all information about 

business customers and their 

respective agreements. 

 

The Solution 

“We have worked with SuperOffice 

for a couple of years within our B-2-

B-sales, but in the beginning it was 

only used to a limited degree. In 

continuation of our new “One 

company” strategy, we have now 

chosen to up-date the system and 

enhance the use. In the B-2-B field, it 

is very important that we are able to 

control the customers. Among other 

things, SuperOffice shall provide us 

with detailed knowledge of whom we 

should spend our resources on,” 

says Jørgen Oldenburg, Sales 

Manager at FolkeFerie.  

 

“Initially, we wanted to obtain a good 

overview of the customer’s history 

and equip our sales representatives 

with the most efficient tools possible 

for the transverse sales effort. By 

gathering all customer relevant 

knowledge in SuperOffice, we e.g. 

ensure for the customers to receive 

offers as quickly as possible. Great 

value lies in the fact that our offers 

are received before the ones of our 

competitors,” says Jørgen 

Oldenburg, Sales Manager at 

FolkeFerie. The central point at 

FolkeFerie is the sales and booking 

system, and it will continue to be so 

in future. Here, all agreements for 

both personal and business 

customers are reserved, booked and 

concluded. 

 

“The new feature is that all B-2-B 

data are automatically sent from the 

sales and booking system over to 

SuperOffice. All information about 

business customers are gathered 

here: offers, agreements, emails etc. 

This is why the system is today the 

B-2-B sellers’ main tool. 

 

The Results 

The opportunity of obtaining a more 

targeted follow-up on sales is one of 

the strategic advantages of gathering 

all B-2-B knowledge in SuperOffice. 

At the moment, FolkeFerie is working 

on integrating the key economic data 

into an overall solution. When that 

happens, the business will have a 

good and easy-to-use management 

tool for controlling the effort towards 

the business customers. 

 

“We can dive into the business 

volume and the activities of the 

individual customer. Is the 

engagement increasing or 

decreasing? How many courses 

have the customer held? This is a 

valuable indicator for us. Should we 

spend more time on or focus more on 

this customer? Or should we hold our 

horses, as the cooperation is going 

well,” says Jørgen Oldenburg. 

 

If we are not able to control the 

customer, where should we go then? 

With the key figures in place in 

SuperOffice, we can ensure for 

ourselves to spend the resources 

and time in the right way.  

 

 
 
 
 

The Customer Benefits at a 
Glance 
 

 Quicker quoting 

 Supports the transversal sales 

effort 

 Full overview of the B-2-B 

history 

 Targeted follow-up on 
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