
 

A 60-70% increase in new customer 
acquisitions per year with SuperOffice 
 "Thanks to SuperOffice a whole new department for customer acquisition has evolved with three 

employees, providing optimum support to the field staff and offering further potential!"         
Marcus Lamhardt, IT Manager at IP Gansow in Hamm.  
 

SuperOffice Reference:  

The Challenge 
Founded in 1967, Gansow was one of 
the first manufacturers to establish 
itself in the cleaning industry and was 
bought by the Italian group IPC in 
2002. With more than 1,200 
employees and annual sales of over 
€300 million, IPC counts among the 
world's five most successful and 
largest suppliers in this field. IPC 
Gansow serves over 3,000 customers 
in Germany every year, including 
major enterprises such as food store 
chains, cleaning contractors, industrial 
clients, hotels and airports. The 18 
field staff at IPC Gansow in Hamm 
offer their customers many years of 
specialist experience in cleaning 
technology and guarantee a high level 
of consulting quality, continuity and 
reliability.  
All customer information, contacts, 
activities and documents, not to 
mention customer acquisitions, used to 
be administrated by the sales team on 
their own individual notebooks; there 
was neither a standard system nor a 
central database, let alone uniform 
templates.  
Data and statistics supplied only 
limited material for evaluation by the 
company management. Even 
controlling in Sales was possible only 
to a certain extent. Whenever 
members of the field staff stood in for 
each other, information would 
frequently prove to be patchy and 
offers could not be followed up.  
When it became apparent that a great 
deal of sales potential was not being 
realized, the company decided to look 
for a professional CRM system that 
would enable them to meet these 
challenges. By chance they stumbled 
across a magazine article about 
SuperOffice winning an innovation 
prize, and promptly got in contact with 
the CRM provider. 
 

The Solution 
"We wanted a professional CRM 
system with a clearly structured user 
interface and an emphasis on user-
friendliness, so that documents such 
as offers and visit reports could be 
organized easily," explains Marcus 
Lamhardt, IT Manager at IPC Gansow. 
"So I put together a project team with 
the company management and three 
sales staff, who would be able to judge 
everything from a user point of view. At 
the very first presentation it was the 

simple handling and clear look and feel 
of SuperOffice that won us over!" adds 
Managing Director, Giuseppe Mariani: 
"Our goal was to achieve regulated 
sales processes, an effective 
exchange of information between 
departments and a clearly presented 
forecast at the click of a mouse, and 
finally sales statistics and activity 
reports for management level. We 
could see that this would be no 
problem with SuperOffice." The 
decision was made. Gansow then 
worked with SuperOffice on defining 
the processes used by the Sales back-
office and field staff. An emphasis was 
placed on improving the standard of 
reporting and increasing customer 
activities and customer satisfaction. 
The complete sales process, from the 
first enquiry by a potential customer 
via IP Glansow's "Info Account", the 
subsequent contacting of the customer 
by a sales rep, the planning of a 
product demonstration on the 
customer's premises and the drafting 
of an offer, through to the follow-up 
and closure of the deal - all of this was 
to be visualized in SuperOffice and 
made available to all staff. Another 
major requirement was that customers 
were to be placed into three categories 
in SuperOffice: A, B and C, according 
to machine updates, maintenance 
contracts, etc.  
 

The Success 
SuperOffice is meanwhile used by 43 
employees at IP Gansow: the 
managers, the Sales back-office and 
field staff, Accounting and Marketing. 
All sales processes are visualized and 
automated in the system. "Particularly 
in Sales, we could see the first signs of 
success after SuperOffice was 
introduced," says Marcus Lamhardt. 
"There used to be lots of things that 
could only be done manually, such as 
reporting or call scheduling. With 40-
50 appointments a month per team 
member this was very time-consuming 
and important information could easily 
get lost.    
Now the staff save at least 2 hours a 
week, because everything is possible 
at the press of a button. This time is 
directly reinvested, so our Sales team 
has been able to increase its efficiency 
by 20%!" 
 

 
 
 

The Customer Benefits at a Glance 

• 60-70% more new customers per 

year 

• 10% growth in sales  

• 20% increase in efficiency in Sales   

• 2 hours saved every week per 

sales rep   

• Development of a new department 

for customer acquisition with three 

new staff 

• Increase in communication and 

transparency between sales back-

office and field staff 

Sector: Engineering 

 IP Gansow GmbH 
 

 
The company is particularly proud of 
the creation of a new department for 
the task of new customer acquisition. 
"There's no way we could have put 
this idea into practice without 
SuperOffice. We had actually 
planned to use the system just to 
improve our performance with regard 
to new customer acquisition – and 
now, after a year and half, we've got 
three new staff working in the Sales 
back-office. They set up the 
appointments for the Sales team, 
record and track contacts, etc. This 
amounts to an annual increase in 
new customer contacts of 60-70%," 
continues Lamhardt. This in turn led 
to a further sales increase of 10% this 
year. 
 
IP Gansow plans to rely even more 
on SuperOffice in the future. "Our 
next goal could be to introduce 
SuperOffice's new Pocket CRM 
solution. This will improve the support 
of our field staff even further because 
they'll be able to enter appointment 
details directly into their mobile 
device on site. I hope that will mean 
an end to paperwork once and for 
all", reveals Marcus Lamhardt.  
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