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It’s readily apparent that the use of mobile computing
devices has exploded in the past few years, and the
way people do business and connect with one another
has been a revolution from within, rather than a well-
executed business plan, from the top down.

The improvement in hardware, operating systems,
and network bandwidth has been nothing short of
spectacular, especially when you consider that the
iPad launched less than two years ago—April 2010.
Smartphones are becoming ubiquitous, and most are
able to quickly access the Web with 3G technology
or better.

Along with your customers, your employees have
migrated to an always-on, always-connected lifestyle,
which your organization can leverage by providing
support for their mobile devices. Providing access to
company databases and customer information

through mobile applications is essential for improving
productivity during those moments of downtime,
while your sales force is waiting in a customer’s lobby,
for example, and checking inventory or customer
service issues. 

The following section offers two examples of what
you should consider as you make plans to support
your employees anywhere they work, which is likely
not at a desk down the hall. 

This section is also available for download at
www.destinationCRM.com/BestPractices.
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Go Mobile! 
With AT&T’s Award-Winning

Mobile CRM from SalesNOW.

In today’s business environment, building
positive customer relationships can be
critical to your success.  Having real-time
access to customer information and the
ability to stay connected with your sales
teams can help build better relationships and
manage your business more effectively.   
AT&T delivers a portfolio of solutions to

help businesses mobilize their workforce.
AT&T now offers an award-winning
mobile CRM solution - SalesNOW from
AT&T - a robust yet affordable mobile
customer relationship management and sales
force automation solution.  
SalesNOW from AT&T allows sales

teams, management and executives to
manage all aspects of the sales cycle
including contact management, company
tracking, lead management, deal
management, activity and sales reporting.
As a result, the solution offers improved
sales effectiveness, better sales manager
visibility of activities with access to real-
time sales and funnel data and helps to
reduce the burdens associated with
traditional, manual reporting tools.  
“It is no secret that sales teams are

constantly on the road,” said Chris Hill, Vice
President, Advanced Enterprise Mobility

Solutions, AT&T Business Solutions.
“Whether they are in the lobby waiting for
appointments, in the airport en route to
opportunities or at home researching new
leads, it is crucial for these employees to
maximize efficiency and manage sales
activities on their schedule. The addition of
SalesNOW to our portfolio of mobile
applications can help our business customers
to increase effectiveness of their sales cycle
and ultimately help their business grow.”
SalesNOW from AT&T is available for

purchase today through AT&T or sign-up
for a 30-day, no obligation FREE TRIAL
directly through the SalesNOW website –
www.salesnow.com.  Regardless of your
existing Wireless Service Provider, AT&T
can deliver SalesNOW to your mobile RIM,
Android and Apple devices or tablets.  

SalesNOW from AT&T received Frost &
Sullivan’s “2011 Customer Value
Enhancement Award” Demonstrating a
solution rich in features and functionality
delivered at a very low-cost to our customers. 

What our customers are saying…
Why SalesNOW from AT&T?
“From 22 different systems that met our basic criteria, and 3 that met our specific set of
criteria, the cost to deploy SalesNOW was only 1/3 the cost of other solutions.  The platform
was very flexible and allowed for a highly scalable hierarchal structure.  The mobile clients
were not only robust, they were attractive and broadly supported our end-users."

Bob Pogue, Director of IT, Outdoor Living Brands - Franchisor

What results have you seen since deploying SalesNOW?
“Since we deployed SalesNOW, our sales teams have truly increased their level of
engagements with customers. We have benefited from a significant decrease in our sales-
cycles and our executives love the new reporting tools available.”

Mike Roemerman, Managing Partner of Greenway Insurance and Financial

Would you recommend SalesNOW from AT&T?
"Any company that is not looking at SalesNOW as a potential solution, should immediately
put them in the mix and evaluate them. Not only did we choose the right platform, it has
more extensibility than we ever imagined and its cost is lower that we had anticipated. The
development and support team has been outstanding to work with."

Bob Pogue, Director of IT, Outdoor Living Brands - Franchisor



January 2012  | CRM Magazine Sponsored Content

The mobile marketplace for
CRM users has been an
ever growing an ever
changing business since its
inception, and it will
continue to be ever
changing in the foreseeable
future.  Regardless of
change, the importance
of mobile CRM speaks
for itself. 

Just ask yourself, how many days a week
do you spend out of the office, on the
road, and on airplanes.  If you are like
most traveling CRM professionals, you
spend a decent portion of the week out of
the office.  In the past, while traveling out
of the office you did not necessarily have
the means to carry with you the vital
information needed to help interact with
clients, unless the information was on a
laptop you carried in the bag (over a
decade ago), a disconnect mobile device
with a local database (a decade or so ago),
or a smartphone (most recently).
Regardless of the device, we could argue
that they were not necessarily built for the
specific CRM features needed to run your
business.  Since the inception of the
smartphone this has all changed.
However, just because we have
smartphones, or better yet, mobile devices
including the tablet, it does not mean they
are necessarily beneficial to your business.  

In order for a mobile device, smartphone
or tablet, to be beneficial to your business
you may wish to consider a few areas of
importance.
First and foremost, you must consider

what the main purpose of the mobile device
is.  Communications.  Whether it was the
phone calls we made on the first mobile
phone invented, or an email communicated
from the latest tablet device, the mobile
device has always been, and will continue to
always be based on a major, central point of
mobile usage, communications.  The
communications, a phone call, email, or
social interaction initiated from the mobile
device should be tracked in the CRM
system since a lot of vital information is
transmitted in each communication.  Once
captured, this information can then be
leverage to perform its appropriate duty in
the CRM business.  
Secondly, you need to consider features

capable of being leveraged on a mobile
device.  A mobile CRM application should
not be a shrunk down version of the main
CRM solution, nor should you need every
piece of feature available in the main
CRM solution.  Why not?  Because the
mobile device interaction with the end
user is vastly different than the interaction
of an online CRM system used in the
office.  Effective mobile functionality
should take into consideration time,
format and touchscreen gestures best
suited for the device of choice, as well as
the industry you’re in.    
Last, but not least, security.  With

mobile CRM you have dozens if not
hundreds of mini-offices traveling around
the world disguised as a smartphone or

tablet.  With anything mobile, you need a
way to transfer the data safely to and from
the core online systems, and if the data is
on the mobile device ensure its safety.
Consider the quickest, least intrusive way
of deploying the mobile application and
data, as well as the most convenient way of
destroying the information when the
device gets lost, which they all end up
doing (which begs the question, where do
all the lost devices go?).
To wrap things up, you may wish to

contemplate a few relevant aspects when
embarking on your mobile CRM journey.
First, you may want to consider leveraging
concepts the mobile device has done since
its inception, such as managing phone
communications, and activities commonly
used on the device like phone calls / notes
and social interactions.  Second, consider
providing smartphone or tablet functions
which are relevant to your mobile user set
and based on your industry needs.  Lastly,
as with anything not in your immediate
line of site, ensure the safety of the CRM
information while it’s traveling around
the world. 
Drive more return on investment out of

your CRM or Service Management
deployments with mobile applications
from FrontRange Solutions.  Take your
vital information with you wherever you
go, at anywhere and at any time, and in a
secure fashion.  Integrate with the native
device communication mechanisms and
provide the features needed by those users
performing high value field activities.  

www.frontrange.com 

FrontRange Solutions
– GoldMine

Mobile Edition 9.0


