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Dear Jim.

CIMTEK beganl i research jeading Customer Relationship Managamunl tools in the industry to

gupport our growing pusiness demands. WwWe had hort listed three CRM products ut required @

thorough un nderstanding of the capabilities of each. 10 order 1@ r:nncapwﬂﬁze ine software

features and integration with other software applications. CIMTER received 3 rac.ummﬂndaﬂnn to
work with \Jox Wireless.

ow Wi prov ed C EK with nume s dﬂmﬂnguahoﬂﬁ th ics 3 product
to allow mﬂu‘lvmantimm different user 9 ps within Each pre as conducted
with a cOT‘IEIﬁ’lET'I’i ap e CO f ctmna iy, UNiGUE features, friendly interface and

CIMTEK angaged a30day.fi ed scope fixed price statement of work that clearly defined the
afforts and ré itz for @ CRM ummmantauon

Therefore | am writing this jetter o {hank the {he Vox prol pject team for leading 2 successiul
'Lrnpl.emenl.atlnn of Microsoft Dymamics CRM. Each of the project team members from Wox
Wireless provi rovided 8 pm'[asa'lnn‘uai appr roach o ouf needs DY palancing the industry mndards fora
CRM nmplman‘tahun

One of ouf key as user adoplion Yo ught tneir skills to the table which allawed
usto approach the busmass recjuire ments in 3 simplified put yet puwaﬂu'l way to gain user
tion. Wox SU je arly 3 jculated he pest @ mﬂﬁguraﬂoﬂwh n

; of
mapping our sales process 1o the WS Dyna amics CRM tool, The jmpact that CRM has made on
our day 1o day activities 15 readily a-ppare pt and We have an jmmediate user acceplance level.

WWhen we started 1his project we imposed 2 a tight (imeline on ihe project in order 10 deliver @ high
user acceptance |eve! which drives tne sales forecast report. YO was able 10 meet the challenge
el inGC i




