
Ultraflex Systems Incorporated creates flexible, durable, and show-stopping 
soft signage, building wraps, banners, floor and wall coverings, and graphics 
used by retailers and brands around the world. Sold through a network of 
resellers, Ultraflex is a master marketer, generating demand for its unique 
creations and routing the leads to its dealers. The company backs its products 
with outstanding service and support. To keep the presses humming, resellers 
empowered, and customers buying, Ultraflex relies on Microsoft Dynamics 365 
CRM and Net at Work.

THE RIGHT CRM FOR THE JOB
“We have used two other CRM applications over the years,” recalls Kylie 
Schleicher, Product Manager for Ultraflex. “Like many companies, we struggled 
to get everyone to use the system, and ended up using it for simple contract 
tracking and not much more. If you just want to consolidate all your email 
communications, that’s fine — but we wanted more from CRM. Marketing and 
lead generation is our lifeblood, and we need powerful automation tools to keep 
business flowing.” 

Net at Work was already a partner to Ultraflex, supporting its Sage 100 
ERP application. “We turned to them to strategize about CRM applications,” 
Schleicher explains. “We trust them and know they would help us make the 
right decision for our business.” 

Net at Work evaluated multiple applications, including Sage CRM and 
Salesforce, before recommending Microsoft Dynamics 365 CRM. “Net at Work 
assured us they could integrate Dynamics 365 CRM with Sage 100, which was 
very important to us,” says Schleicher. “In addition, Dynamics 365 CRM has an 
intuitive interface that’s familiar to Microsoft users. That shortened the learning 
curve and boosted user adoption rates right from the start.” 

MEASURING MARKETING IMPACT
Ultraflex invests heavily in its online marketing campaigns, and Microsoft 
Dynamics 365 CRM is helping the company optimize the results of those 
campaigns through tailored messaging to targeted segments. “We’re tracking 
information in Dynamics 365 CRM, like which printers our customers use, and 
then create campaigns speaking specifically to them,” says Schleicher. “It’s super 
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easy to do and much more effective at 
raising conversion rates than blasting 
emails to everyone in our database.” 

Net at Work incorporated 
ClickDimensions, a marketing 
automation solution, into Ultraflex’s 
implementation. It allows the 
company to capture web analytics 
from its website, providing deep 
insight into the pages visitors linger 
on and the links they click. 

Smart web forms created by  
Net at Work gather prospect details 
which feed into Microsoft Dynamics 
365 CRM for segmentation and 
dealer assignment. “Depending 
on the prospect’s interests and 
location, the lead automatically 
routes to one of our distributors for 
follow-up,” explains Schleicher. “And 
with the analytics we’re collecting, 
we can hone our messaging to 
better reach prospects.”

AUTOMATION SAVES 500 
HOURS ANNUALLY
One of the web forms Net at Work 
designed is a sample order form to 
speed and automate getting product 
samples into prospects’ hands. As 

soon as a prospect completes the 
web form, a seven-step automated 
workflow kicks off. First, a sample 
order is created in Sage 100, followed 
by customer communications, dealer 
assignment, and ultimately — the 
creation of a new sales opportunity. 
“Net at Work helped us automate 
five out of the seven steps in that 
workflow,” says Schleicher. “We 
estimate that automation saves us 
500 staff hours every year.”

Because Ultraflex sells through 
distributors, it was always difficult for 
the company to directly correlate its 
marketing activity with sales. Now, the 
company has gained insight it never 
had before. “Previously, we didn’t 
know what opportunities our sales 
staff was working on until we got an 
order,” Schleicher says. “Now we can 
see the pipeline — the value of each 
opportunity, the products proposed, 
any competitors for the deal, and 
ultimately why we won or why we 
lost. This insight has made us more 
effective marketers.” 

SUPPORTING INSIGHTS
Ultraflex provides tier one support 
directly to its customers, and  

Net at Work helped streamline and 
automate this process. A custom 
web form allows customers to 
initiate a service ticket or request 
a return. What was previously 
an entirely manual process is 
now nearly fully automated. The 
workflow captures data entered on 
the web form and populates both 
Microsoft Dynamics 365 CRM and 
Sage 100, eliminating the need for 
duplicate data entry and ensuring 
that the company’s sales team has 
visibility into the support tickets.  

“Before, this information was 
completely segregated,” says 
Schleicher. “Our sales staff doesn’t 
have access to Sage 100, so this gives 
them the information they need to 
offer better service and support.”

UNLEASHING THE POWER
“Net at Work helped us create a 
marketing machine, unleashing 
the power by automating manual 
processes and providing visibility and 
insight we use to convert more leads 
into sales,” concludes Schleicher. “We 
continually benefit from their technical 
expertise and collaborative approach.”

“Net at Work helped us create a marketing machine — unleashing power by 
automating manual processes and providing visibility and insight we use to 

convert more leads into sales.”
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focus on their core competencies knowing they can fully rely on Net at Work to implement technology solutions 
that unleash new levels of efficiency, performance and success. With experience across virtually every business 
discipline, the Net at Work team supports over 6,000 organizations in making software, systems and people work 
together in achieving their core organizational objectives. Their comprehensive range of services and solutions 
include ERP, CRM, Employer Solutions, eCommerce, Payments, to Cloud and IT Managed Services. From the 
company’s founding in 1996, Net at Work has garnered wide industry recognition as problem-solvers and promise-
keepers, which are the foundational principles on which all their client relationships are based, and that their clients 
say they value the most. 

http://www.netatwork.com

