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SUCCESS STORIES
Building Products



Overcoming Sales Rep
Challenges in Wood
Product
Manufacturing

Manufacturing Cloud Account Engagement CRM Analytics

Challenge Solution Results
A wood products manufacturing company | Hunley implemented the following solution: The following results were achieved:
was encountering the following
challenges: e  Abest-in-class sales & marketing e Improved sales team efficiency and
buildout with consistent measurement. accountability.
e Heavy reliance on "black book” e Integration to JD Edwards with e  Provided management with
sales methods. Analytics. real-time analytics for informed
e  Aligning sales teams with best decision-making.
practices.
e  Providing management with “Salesforce has given us an essential tool
oversight. to help transform a legacy sales force into
the high impact team that is our vision.”
SVP of Sales & Marketing
TheHunleyGroup




Commercial
Refrigeration Supplier:
From Sticky Notes to
Efficient Case
Management

Challenge

A commercial refrigerator supplier was facing
challenges with:

) Dissatisfied Customers.

. Sales representatives lacking product
knowledge, leading to missed sales
opportunities.

) Customer Service was tracking inquiries
with yellow stickies which caused delays
and inefficiencies.
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Service Cloud

Solution

Hunley presented and implemented the following
solution:

Call center case management with
integration to SAP sales data.
Implementation of MuleSoft and Service
Cloud.

Mulesoft

Results

With the implementation of MuleSoft and Service
Cloud, the following results were achieved:

Enhanced customer satisfaction with
streamlined case management.
Improved sales performance through SAP
integration for informed sales reps.
Efficient customer service operations,
replacing sticky notes with Service Cloud.



“Salesforce has given us an essential tool
to help transform a legacy sales force
into the high impact team that is our
vision.”

SVP of Sales & Marketing
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Leading Electrical Wiring
Manufacturer

Makes Efficiency Leap With
Real-Time Quoting & Portal
Access for Distributors

Manufacturing Cloud Account Engagement Experience Cloud

Challenge Solution Results
A manufacturer of electrical wires and cables The Hunley Group presented and executed the The following results were witnessed:
for various applications faced significant following solution:
challenges with their existing Legacy QAD CRM . o . . The custom quoting solution led to
and portal, which were cumbersome and *  Acustom quoting solution integrated with significant improvements in productivity
restrictive in nature. their QAD ERP system which allowed access and satisfaction.
e This hindered productivity and resulted to commodity pricing and available e  Real-time access to critical data facilitated
in lower customer satisfaction (CSat) inventory. quicker and more accurate quote
scores. *  leveraging the Salesforce platform generation, enhancing sales process
e  Users found it difficult to navigate and capabilities to streamline the quoting efficiency and improving customer
efficiently utilize these systems, process, and provide users with efficient experience.
negatively impacting their workflow. tools for generating accurate quotes.
“The Salesforce platform allowed us to build a
quoting solution that actually meets our needs;
we’ve gained huge productivity.”
Th eHunlevGroup Director of IT




Loyalty Rewired:
Mobile App for
Composite
Building
Materials Firm

Challenge

A renowned outdoor living and
building materials firm was
seeking to build more loyalty with
a highly mobile customer base.

TheHunleyGroup

° Experience Cloud

Solution

To meet their objectives, Hunley
recognized the necessity of a mobile
app to foster customer loyalty.
Loyalty programs were integrated
into the platform and surfaced
through the mobile Community.

Results

The following results were achieved:

e Over 10,000 logins per month.

e Enhanced customer loyalty
with mobile app integration.

e Strengthened engagement
with loyalty programs.

“We’ve gotten to 10,000 logins per

month!”
Salesforce Administrator



Improved Account
Forecasting with a
Spray Foam Products
Firm

Challenge

A spray foam product manufacturer
was lacking demand visibility for S&OP
forecasting
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Manufacturing Cloud

Results

Solution

Hunley identified and presented the
following solutions to aid in their
challenge:

Integration of Manufacturing
Cloud.

Enhanced Rebate Management
system.

The following results were witnessed:

Integration of Manufacturing Cloud
streamlined account forecasting
and optimized resource allocation.
Rebate management processes
were streamlined.



“Great experience running this project
through their professional services
model, great communication and we met
our deadline. Two thumbs up!”

- Salesforce Admin
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Insulation Products
Company Increases
Customer Delivery
Visibility

Challenge

An insulation products company
was facing the following
challenges:

e Alack of differentiation in a
competitive market.

e Customers needed delivery
visibility.
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;OE Where's My Truck? 7 Gusstions! We'e e to elp
- B Q. Deonmerus>
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° Experience Cloud

Solution

Hunley implemented the following
solution:

e Transportation Management
System (TMS) integration for
delivery info retrieval.

Results

They can now efficiently deliver
information via a Community
platform, offering customers
improved visibility into delivery
logistics.

“Great experience running this project
through their professional services
model, great communication and we

met our deadline. Two thumbs up!”
Salesforce Admin



Outdoor Living
Building Materials
Firm Increases
Customer Traffic with
Deadler Locator

Challenge

A renowned outdoor living and
building materials firm sought a
reliable solution to guide
homeowners through the process
of obtaining accurate quotes and
purchasing materials for their
projects.

TheHunleyGroup

@ Account Engagement @ Sales Cloud

Solution

Hunley enacted the following
solution:

e Integration of Hunley's
Contractor/Dealer Locator to
power their website.

e Development of a mobile

application.

Results

The following results were achieved:

e Increased customer traffic.

e Enhanced accuracy and
dynamic management.

e Praised by Marketing Manager.

This is so much more accurate and
dynamic to manage than a siloed

database on our website
Marketing Manager




