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Company is engaged in manufacturing 
of bulk drugs addressing to various 
high poten�al therapeu�c segments 

Company u�lize Salesforce to 
op�mizing sales processes, enhancing 
customer management, and facilita�ng 
ethical growth, aligning with their 
vision to be a respected 
pharmaceu�cal leader with global 
reach and integrity.

Customer  Life Cycle Management 
Automated customer onboarding and lifecycle management 
with defined milestones.

Effec�ve Ac�vity Management
Task priori�za�on  and email integra�on improves 
produc�vity and focus for sales teams.

Be�er Decision-Making 
Ac�onable insights enable informed decision-making and 
strategic planning.

Enhanced Data Accuracy 
Standardized fields and automa�on improves the reliability of 
customer informa�on and decision-making

Intelligent Repor�ng 
Real �me reports and dashboards for the business owners 
and opera�ons team to keep a check on business health 

Personas
• Sales Team

Products & Technologies Used

Value Crea�on Modules

Pharmaceu�cal

sales cloud



• No view of customer unified data across 
different business ver�cal.

• Duplicity of customer accounts and contacts 
causing manual errors

• The process of managing sales opportuni�es 
lacks clarity and automa�on, leading to 
challenges in tracking and progressing deals 
effec�vely.

CHALLENGES

• Develop standardized fields and processes for 
lead, account, opportunity, and quote 
management to ensure consistency and 
reliability in sales data, facilita�ng be�er 
decision-making and analysis.

• U�lize Salesforce's capabili�es to automate and 
streamline the management of sales 
opportuni�es and quotes, improving efficiency 
and accuracy in deal tracking and quo�ng.

SOLUTION

• Automa�on of lead, account, opportunity, and 
ac�vity management processes reduces 
manual effort, accelerates sales cycles, and 
improves produc�vity.

• Standardized fields and automated workflows 
ensure consistent and accurate data capture.

• Streamlined opportunity and quote 
management processes enable sales teams to 
focus more �me on selling ac�vi�es, resul�ng 
in increased win rates.

BENEFITS

• The quote management process is manual and 
lacks standardized fields, resul�ng in delays 
and inaccuracies in genera�ng and tracking 
quotes.

• Lack of unified business health dashboard 
across sales, service and marke�ng.

• Implement automated task assignment and 
priori�za�on with email integra�on in Salesforce to 
streamline ac�vity management, enabling sales 
teams to focus on high-priority tasks and 
opportuni�es.

• Integrate Salesforce with ERP systems for seamless 
data synchroniza�on.

• Create comprehensive reports and dashboards, 
providing ac�onable insights for decision-making 
and performance monitoring.

• Efficient management of sales ac�vi�es and 
�mely follow-ups lead to improved customer 
engagement and sa�sfac�on, fostering long-
term rela�onships and loyalty.

• Comprehensive repor�ng and analysis 
capabili�es provide ac�onable insights into 
sales performance and trends, enabling 
informed decision-making and strategic 
planning.

Pharmaceu�cal

I N D U S T RY

C A S E  S T U DY

Follow us on Quadrafort Technologies


	Page 1
	Page 2

