
Salesforce Implementation for a
SAFETY SOLUTIONS PROVIDER
IN THE FOODSERVICE COMPANY

is a prominent safety solutions 
provider in the foodservice and 
hospitality industry in the UK. 
They specialize in delivering 
cutting-edge digital safety 
management systems, field 
service solutions, and compliance 
tools to streamline operations 
and ensure adherence to 
stringent safety standards.

Our Client:



Fragmented Sales Processes: Inconsistent handling of 
leads, opportunities, and accounts hindered the sales 
pipeline and impacted conversions.

Manual Case Management: Delayed customer 
support due to manual tracking of service requests, 
surveys, and installations.

Integration Gaps:Integration Gaps: Disconnected third-party systems 
such as Mailchimp, Gmail, and Xero created 
inefficiencies in data synchronization.

Limited Field Service Management: A lack of 
centralized tools to manage field service tasks like 
installations, maintenance, and repairs.

Reporting and Insights Deficiency:Reporting and Insights Deficiency: Absence of 
actionable insights from sales, service, and field 
activities due to inadequate reporting mechanisms.

Data Migration and Scalability: The need to migrate 
legacy data into a scalable Salesforce platform without 
impacting ongoing operations.

Streamlined Sales and Service Operations: Designed and configured 
Salesforce Sales Cloud, Service Cloud, and Field Service Lightning (FSL) to 
centralize and automate key business functions, including sales processes, 
lead management, and service requests.

Integrated Third-Party Systems:Integrated Third-Party Systems: Connected Salesforce with Mailchimp for 
campaign management, Gmail for seamless email tracking, Xero for billing 
synchronization, and Unleashed for inventory management to ensure 
unified data handling across platforms.

Customized Field Service Management:Customized Field Service Management: Implemented tailored workflows 
and record types in FSL to handle diverse service tasks like surveys, 
installations, maintenance, and repairs, along with optimized scheduling for 
field agents.

Optimized Data Migration: Migrated legacy data into Salesforce using 
Salesforce Data Loader, ensuring data accuracy and minimal operational 
disruption during the process.

Enhanced Reporting and Dashboards:Enhanced Reporting and Dashboards: Developed intuitive dashboards 
and reports to track critical KPIs such as lead conversion rates, service 
progress, and sales performance, enabling data-driven decisions.

User Training and Support: Delivered comprehensive user training sessions 
and provided a 4-week post-deployment support period to ensure smooth 
system adoption and operational continuity.

The client was experiencing the following 
operational and technological challenges:

To address these challenges, we 
implemented a robust Salesforce CRM solution 
tailored to the client’s unique needs:

Challenges Faced: What We Did:



Enhanced Operational Efficiency: Automation of lead management and service workflows improved efficiency by 45%.

Faster Customer Support: Integrated case management reduced resolution times by 40%, significantly enhancing customer satisfaction.

Improved Sales Pipeline Visibility: Streamlined sales processes increased lead conversion rates by 30% and opportunity closure rates by 25%

Seamless System Integration: Third-party integrations enabled 100% synchronization of critical data across platforms.

Actionable Insights: Advanced reporting and dashboards provided clarity on performance metrics, reducing decision-making time by 50%.

Scalability Achieved:Scalability Achieved: The new Salesforce solution handled a 60% increase in service requests without additional resources.

Our implementation delivered tangible business value across the client’s operations:

Value We Offered:

Our tailored Salesforce implementation empowered the client to streamline operations, enhance customer engagement, and achieve 
measurable improvements in efficiency and sales performance. By integrating third-party systems, automating workflows, and leveraging 
advanced analytics, we provided a scalable, future-ready platform. This project underscores our commitment to delivering innovative 

solutions that drive business transformation and long-term success.

Conclusion:


