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•  Fragmented Workflows
•  Inconsistent access
•  No source of truth
•  Manual reporting and data gathering
•  Internal communication is too dependent on 
   shoulder taps, email, and manual interactions

EMPLOYEE EXPERIENCE

 LIMITED VISIBILITY ACROSS
DEPARTMENTS

  BUSINESS CHALLENGES
 TECHNICAL DEBT

PROFILE
‘CRM’ SOLUTION
PURCHASED: 2014
BUSINESS CHAMPION: N/A
PLATFORM: NOBODY KNOWS

PROFILE
‘ERP’ SOLUTION
PURCHASED: 2002
BUSINESS CHAMPION: N/A
PLATFORM: LEGACY

PROFILE
‘CUSTOM’ SOLUTION
HOMEGROWN
BUSINESS CHAMPION: N/A
PLATFORM: NOBODY KNOWS*
(Except for Bob who built it) 

SALES TEAM
‘WE DON’T USE IT’
INACCURATE INFORMATION
NO PERCEIVED VALUE
TAKES MORE TIME THAN IT’S -
WORTH

ACCOUNTING TEAM
‘WE NEVER GET INFO FROM SALES’
SPEND TOO MUCH TIME IN-
SPREADSHEETS
HARD TO TRAIN NEW STAFF

OPERATIONS/EXECUTION TEAMS
TOO MUCH INSTITUTIONAL 
KNOWLEDGE REQUIRED
LIMITED ACCESS AND CLUNKY
LIMITED REPORTING CAPABILITY
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DON’T LET YOUR LEGACY APPLICATIONS HOLD YOUR BUSINESS HOSTAGE!

PERCENT
of customers say connected processes, such as seamless 
hand offs or contextualized engagement based on earlier 
interactions are very important to winning their business.

PERCENT
of companies believe digital transformation will disrupt their 
industry, but only 44% are prepared for the potential 
disruption.

DATA IS KING
As business, employee, and consumer demands evolve more rapidly 
than ever, data accuracy and visualization is king. Organized and 
relational data will provide your organization the information it required 
for decision-making and speed to market. 

70

87

  BUSINESS JUSTIFICATION
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Alignment is key to a great employee and customer satisfaction. Requiring 
phone calls, shoulder taps, and emails to source information is a thing of 
the past. Empower your employees to spend their time providing outcomes, 
not chasing down information.

EMPLOYEE & DEPARTMENT ALIGNMENT

Happy customers will look for ways to do business with brands they trust 
and have history with. It is easier to create growth withing existing 
accounts than net new business.

INCREASED CUSTOMER SATISFACTION

Hard work doesn’t directly correlate to accuracy and efficiency. Further-
more, hard work will only get you so far as your business continues to grow. 
Deploying process-related systems to complement your employees, will 
help ensure efficiency and accuracy throughout your lead to cash cycle. 

OVERALL EFFICIENCY

Grit and hustle will only take an organization so far before employees reach 
burnout or become ineffective. By deploying effective business processes 
in conjunction with business applications, your top-talent can be aligned 
where it matters most.

INCREASED TOP-LINE

Engaged and empowered employees consistently lead to increased bot-
tom-lines. Providing employees with a 360-degree view of your customers 
both empowers your employees to take action while providing an excep-
tional customer experience. 

INCREASED BOTTOM-LINE

BUSINESS OPPORTUNITIES
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STEP

1
STEP

2
STEP

3
STEP

4

Too many companies are delegating technology 
decisions to a single department stakeholder or 
passing it off to the ‘IT Department’. Technology 
needs to be based on business strategy and 
business process, not the latest shiny products a 
salesperson just provided a demo for. 

Upon determination that software is required, convene 
a team of decision-makers. Define the ultimate goals 
(even outside of the immediate need) based on busi-
ness strategy. Additionally, include your front-line 
employees needs in the requirements. Document 
these needs.

1-MAKE TECHNOLOGY A BUSINESS DECISION...

While your business transformation will likely take 
years, plan with the future in mind. Identify 
potential future integration goals as well as work-
flow and business process objectives. Assume 
you have no limitations. 

3-DESIGN FOR THE FUTURE

2-JUSTIFY THE BUSINESS NEED
AND INVOLVE KEY STAKEHOLDERS 

Interview multiple vendors and technologies. Ensure 
they specifically address your requirements but also 
discuss how their products are positioned for the 
future. Have them identify various ways they would 
suggest tackling your business requirements and 
challenges. Find someone local that can represent 
your needs, even if their software is a national or 
global software manufacturer. 

4-VENDOR SELECTION

NEXT STEPS
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Finance & OperationsField Service

Marketing AutomationCustomer Experience

Customer Relationship
Management (CRM)

Business Process
Strategy & Automation 

After 20 years serving our employees and customers, we value our relationships and our reputation in the community. 
DPT employs a team of visionaries, business strategists, and technology innovators who have held senior leadership 
positions across various industries and business sizes. Our combined business strategy team has over 100 years of 
experience working in senior leadership positions. Because of this experience, we don’t only talk strategy, we under-
stand the challenges and have the knowledge and network to solve them.

Leading with “why” is what makes us di�erent. Technology alone is not going to solve business challenges, and in fact, 
it might compound them. With our industry expertise, combined with our approach to innovation, you are sure to have 
a solution that will solve today’s business challenges and help you grow into tomorrow.

dptsolutions.com
info@dptsolutions.com

CONTACT US
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