Paradyme Human Resources Corporation — Streamlined Pricing System Results In Increased Sales Productivity and Quantifiable Cost Savings





	Paradyme Human Resources Corporation is one of the fastest-growing Professional Employer Organizations (PEO) in the United States. Headquartered in Columbia, S.C., Paradyme has three offices and 150 employees, providing employee-related functions such as payroll administration, human resources, workplace safety, workers’ compensation and employee benefits to customers in more than 30 states


Like many successful mid-sized businesses, Paradyme was experiencing rapid sales growth, and found its existing internal to be very limited. In particular, the cumbersome price quoting process required excessive data entry, involved up to five people and multiple fax and phone calls, and often took up to three days to complete. Paradyme executives recognized that a more efficient quoting process would accommodate the company’s sales growth and increase employee productivity.








Business Operations System Provides Functionality and Customization





Paradyme’s Vice President of MIS Kevin Kohel and Vice President of Sales Jimmy Cauley knew that the company’s existing process for creating price quotes was in need of a major overhaul -- especially in light of the fact that the company’s sales staff increased by 500 percent and is expected to double in the next year. The two turned to IntelliNet Corporation, an Atlanta-based Microsoft BackOffice consulting and education firm, for help.  After reviewing Paradyme’s needs, IntelliNet consultants worked with Kohel and Cauley to develop SALES, a Microsoft Exchange and Outlook-based collaboration application, that would allow Paradyme sales and risk management staff to work together to create timely price quotes to customers.


Paradyme chose IntelliNet for its proven capabilities in developing productivity-enhancing collaboration functions.  IntelliNet had already developed a small collaborative application in Exchange for Paradyme’s customer service employees. The application, called HELP, was quickly and successfully adopted. Based on that experience, Kohel sought IntelliNet’s expertise in solving the larger problem of a streamlined price quotation system. “The STAR application IntelliNet developed for internal sales purposes had the exact functionality we were looking to implement,” he explained.


SALES uses custom interfaces in Outlook forms so that territory sales consultants, sales managers and risk managers could all enter their data in an easy-to-use application that was stored in a single Exchange Public Folder. And because it was developed in Exchange, the process does not require the purchase of any additional hardware or installation of additional software.  SALES now supports 17 territory sales consultants, three sales managers and two risk managers successfully.








SALES Offers Accessibility, Faster Response, Savings





Before SALES was implemented, the pricing process was extremely time-consuming because of the time it took for Paradyme's territory sales consultants and sales managers to enter data and collect information from risk management. The new system has cut pricing request turnaround from three days to eight hours or less. Now, territory sales consultants and managers have gained an additional 10-15 hours per week in which to generate additional sales and respond to prospective customer’s requests.  In addition, Paradyme’s risk managers report that SALES is easier to use than the previous process and has improved data accuracy.


SALES has also made offline and remote access possible for employees in the field. Territory sales counselors can now enter data into SALES offline, and then synchronize with Exchange or connect to the Exchange server from any remote location. 


Dramatic time and cost savings have been achieved since implementation of SALES. The application has eliminated the need for at least four phone calls and the approximately four to 10 faxed pages that were previously required in order to generate a price quote, resulting in a savings of up to $5 per quote in communications costs. SALES has eliminated the need for the company to ship quotes overnight to internal employees from sales consultants in the field, which saves an additional $10 per quote.


Paradyme reports that employee satisfaction has increased due to the ease of use of the SALES application.  And administration costs of implementing the system were kept to a minimum, as the company already had the Outlook and Exchange products in use.








Planning for Future Enhancements





SALES has been so successful in streamlining Paradyme’s price quotation process and in achieving increased productivity and cost savings, that the company plans to utilize IntelliNet’s resources to further enhance the application.  SALES will be augmented in order to provide analysis of customer data and experience modifiers to identify trends in comparing a quote against the customer’s actual purchase.


Paradyme is also working with IntelliNet to integrate SALES with Lawson ERP, creating a self-service online community for Paradyme clients.


