
 

Rosendals state of knowledge has  
increased considerably 

”One of the wishes was to gain access to pipeline estimates in order for Rosendahls to be 
better at estimating future sales, which is something that is of great importance considering 
the current crisis”  

Interview with Karl Johan Olsen, Graphic IT Supporter at Rosendahls  

1SuperOffice CASE STORY:  

The Challenge 
Rosendahls undertake graphic pres-

entation, and for different reasons 

they ended up having two CRM sys-

tems. The 5 employees of the media 

department at the head office in Esb-

jerg were using SuperOffice, while 

the estimators and project managers 

in the same house as well as at the 

subsidiary HT Odense were using a 

completely different system.  

“Instead, we decided last year to aim 

for one combined CRM system. Su-

perOffice was chosen because the 

solution was far more user-friendly”, 

says Karl Johan Olsen, Graphic IT 

Supporter at Rosendahls. 

 

The Solution 
Initially, Rosendahls had the stan-

dard SuperOffice solution imple-

mented; however, there was soon a 

wish for further functionality. 

 

The acquisition of a graphic business 

in Copenhagen, made the need for 

integrating SuperOffice into the tele-

phone system topical, and in addition 

there was also a wish for increasing 

the knowledge sharing in order for 

the sales representatives and the 

management to gain quickly access 

to all information relevant to the 

sales.  

Earlier, SuperOffice was only used 

by a few employees, but now it has 

become an important tool to the en-

tire organization. So far, 32 users are 

connected to the system, and this 

number will increase to 42 users as 

soon as the subsidiary in Odense 

also connects to the system.   

 

The Results 
When, today, the media people at 

Rosendahls carry through direct ad-

vertisement sales, it takes place via 

the monitor. The telephone system 

and SuperOffice are integrated. Calls 

are made through a subject index on 

the monitor where all information 

about the customer is accessible. 

The system also helps keeping track 

of appointments and automatically 

reminds you as to when it is time for 

addressing the customer again. 

Additional modules such as SuperA-

dress simplify the process when new 

customers are being created. 

SuperAdress gets all the contact data 

from NN Markedsdata and transfers 

them to the customer database in 

SuperOffice,  

“This reduces the risk of entry errors 

and ensures for us to always get the 

newest contact information and to not 

have the customers created twice”, 

says Karl Johan Olsen. 

SuperAdress also makes it possible 

to quickly look up accounts and find 

credit ratings of different businesses.  

“It is cost consuming to produce 

printed matters or magazines. This is 

why we always credit rate our new 

customers”, says Karl Johan Olsen. 

The biggest challenge throughout 

this process has been to integrate 

the Hiflex production system into 

SuperOffice. The integration was a 

condition of obtaining the wanted 

knowledge sharing across the organ-

ization. The highly specialized sys-

tem is used by production managers 

and estimators to calculate offers and 

register orders.  

“Hiflex and SuperOffice cannot im-

mediately communicate. This is why 

Commsoft has handled the neces-

sary programming that makes the 

integration possible. When data from 

offers and orders are entered into 

Hiflex, they are now also being pre-

sented to the sales representatives 

via SuperOffice. This means that the 

sales representatives always know 

which offers have been placed and 

what to follow-up on”, says Karl Jo-

han Olsen. At the same time, the 

management has gained access to 

extract almost any possible key fig-

ures and statistics for assessments 

of current status and pipeline.  

 

 
 
 
 

The Customer Benefits at a 
Glance 
 

 Access to pipeline estimates 

and status reports 

 More targeted sales efforts 

 Knowledge sharing (integration 

into the production system)  

 More efficient telemarketing 

(integration into the telephone 

system) 

 Simplified updating of customer 

data base 
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