
ABOUT TREK

Trek believes in bicycles. The company sees the bicycle as a simple solution to 
challenges as complex as climate change, urban congestion, and human fitness. 
Founded in 1976 in Waterloo, Wisconsin, the company has grown into a top de-
signer and maker of high-end bikes, which it sells through independent specialty 
bicycle shops worldwide.

SOLUTION AND BENEFITS
As a global leader in bicycles and related gear, Trek has found success by main-
taining close relationships with their retailers, partners, and customers. With 
Microsoft Dynamics CRM, they have built a strong foundation for their sales, 
marketing, and customer support along with a clear vision to drive user adop-
tion, build knowledge sharing, and increase efficiency throughout all areas of the 
organization. 

Dynamics CRM is Trek’s “one-stop-shop” for information and helps them stream-
line and track their customer information and communications. Trek wanted to 
extend the functionality of their CRM system by integrating a CTI solution. They 
decided to use PowerObjects PowerPack Add-on, PowerPhone, which stream-
lines communications a by tying incoming phone calls to records in CRM. When 
a call comes in, PowerPhone pops open and pulls up a caller’s CRM record. If 
there is more than one related record, they are displayed in a grid and users can 
select which record they would like to open. 

PowerPhone helps Trek representatives connect with their customers efficient-
ly by providing them with instant access to caller account information. Pow-
erPhone’s screen pop feature saves their users from having to scramble and 
search through different areas of CRM when they receive a phone call, which 
helps Trek provide their customers with fast, effective, and personalized service. 
It is also easy for Trek’s users to keep track of incoming and outgoing calls with 
the PowerPhone log, which helps ensure that no communications fall through 
the cracks. 

Trek has also seen increase in CRM use within the organization after implement-
ing PowerPhone, and with their dedication to always driving user adoption this 
is a win for the Trek team. Trek values their customer and partner relationships, 
and PowerPhone helps the organization continue to provide effective and 
personalized service by providing instant access to caller information in CRM, 
streamlining the process for outgoing calls, and allowing easy call tracking. 
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“Our users love the functionality and ease of use of PowerPhone 

and this has led to more user adoption within Trek.”


POWERPHONE 

ABOUT POWEROBJECTS 

Established in 1993, Power-
Objects is one of a handful of 
organizations recognized as a 
leader in delivering Microsoft 
Dynamics CRM/xRM solutions 
to customers. PowerObjects 
fully embraces the power of 
customer choice and offers 
hosted, on-premise and online 
CRM deployment options.

PowerObjects provides CRM 
solutions to businesses and 
non-profit organizations in 
multiple industries including 
healthcare, life scienes,
insurance, financial services, 
publishing, distribution, man-
ufacturing and professional 
services.
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