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ASYMA

When Ryan Peterson moved back to Lethbridge to
be closer to his family, he was thrilled to find a
position with Asyma. It was important to him to find
a company that was focused on helping clients
succeed first and foremost. “This was a great fit for
me”, stated Ryan, “Asyma really understands the
customers’ needs and makes sure any product or
service is the best fit for them. It's important to me
to work for a company that values long lasting
relationships.”

Prior to joining Asyma as Sales Manager just over
a year ago, Ryan attended the University of
Lethbridge and worked in the U.S. He was the
manager of an Alarm Sales Company and he
oversaw offices in Chicago, Washington D.C.,
Detroit, and Nashville. However, Ryan and his wife
wanted to settle down close to their home and

families.

Ryan is excited by Asyma’s growth and the positive aspects of that for current and
new customers. “We'll be able to provide even better service and value to our
clients as a result of our expansion, while maintaining our tradition of being a trusted
advisor”.

“I knew Ryan was going to be a perfect match for Asyma,” stated CEO, Keith
Greeno. “Not only did he have the knowledge and experience needed, but he
shared our philosophy of ‘no prescription without a diagnosis’. It also didn't hurt that
he was a sports fanatic, just like me”.

Ryan is a self proclaimed sports nut and especially likes football and basketball. He
even participates in a Fantasy Football League! During the summer you will often
find him on the golf course or wakeboarding and snowboarding in the winter. “I view
sports and athletes much the same way | do my job. In sports, a player may be a
great player, but he may not be a great fit for a particular team. Likewise, if a
software product isn’t a great solution for a customer, we don't try to make it work
just because it's a great product”.
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Founded in 1982 originally as Albert Sunflower Seeds, Ltd, the company
first marketed their sunflowers as bird feed. After seeing sunflower seeds
being sold in stores as confectionery items, the founders realized that they
had an outstanding opportunity in the consumer market. They were the first
company in North America to produce flavored sunflower seeds and also
the first to market them in re-sealable bags. Officially renamed Spitz
International Inc. for their 25" Anniversary, the company has grown by
leaps and bounds. Their goal is to be number one in North America, with
plans underway to start distributing in China and other countries.

(Continued on page 2)



The Problem

Spitz International has been using Accpac products for 20 years. When they decided to
upgrade to the windows based products, their previous service provider had a great deal of
trouble and the process lasted 3 months. This resulted in manual data entry of historical
sales data, as they were upgrading in the middle of a fiscal year. Spitz was also frustrated
with the lack of service provided by their reseller. Instead of finding existing products that
solved their various needs Spitz was always offered a custom solution with large price tags
that were very static. Any changes or growth in the company required new reports and
more fees.

The Solution

Spitz needed a service provider willing and able to come to their
site more regularly, provide solutions for their business that would
grow and change with the company and someone who understood
computers as well as business. A call from Asyma Systems one
day turned out to be a breath of fresh air!

“Asyma Systems provides more than just an accounting program

. they offer a full service support team!” proclaimed Heather
Walsh, Controller for Spitz International. “The decision to hire Asyma is an investment in
knowledge and support. They will get to know your business, your people and your needs. “

For the full story, keep an eye on your mail in November!
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Sales Managers, under pressure to do more with the same or less resources are
increasingly upgrading existing CRM systems or turning to CRM for the first time to remain
competitive according to a recent survey of Sales, Marketing and IT Executives

Interviews that targeted a population of over 20,000 large, mid-sized and small firms
revealed that 4 out of 10 firms (42%) currently use CRM systems to increase the efficiency
and effectiveness of their sales staff. In addition, 13% are either currently in the process of
implementing or have recently implemented or upgraded a CRM System. In terms of
market activity, nearly 1 company in 4 indicated that they were either buying or investigating
either a new CRM system or an upgrade over the next six to twelve months.

Historically, convincing the Sales force to actually use a CRM tool has been one of the most
serious hurdles in achieving the promise of Return on Investment. The current data however
shows a marked increase in adoption rates with 3 out of 4 respondents indicating usage
rates in the 75% - 100% range. This is attributable to dramatic increases in both the ease of
use and increased functionality offered by the new generation of systems that have come on
the market. Sales people see more real utility and value in terms of helping them access the
right information at the right time and that translates into closing more sales.

When asked about their opinion as to the future direction of how companies will access
CRM capability, Web based delivery was the big winner, with over half (55%) of the
respondents indicating that On-Demand would be the delivery system of the future. Only
14% picked On-Premise, with the remaining 31% undecided.

Before implementing a new CRM system or upgrading, Asyma Systems urges you to take
all of the decision making factors into consideration. Call us for your free “How to Choose a
Customer Relationship Management (CRM) System”. We are also always happy to talk to
you about your needs and which system is best for you.

Article adapted from “CRM Grows, Pressure Goes Up” on CRMToday.com
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Essential Management
Skills for Project
Management

Asyma Systems Ltd. is please
to invite you to a free
presentation focusing on how to
meet your requirements for
management information. Don't
miss this opportunity to see how
information technology tools
can help you to make timely
and more effective decisions.

You will learn how to:

-Manage the simplest to the
most complex contract or job.
-Review procedures to handle
and document change orders.
-Reduce estimating time and
reduce errors.

-Review automated billing and
streamlining of  customer
invoicing.
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