
ABOUT THE ORGANIZATION

For over 65 years, Danos has served as a strategic partner to oil and gas  
operators across the globe. From specialized workforce support to coatings, 
construction and fabrication, Danos has the resources to deliver consistent 
results. Through an unequaled commitment to safety and well being in the field, 
they are able to ensure limited downtime, increased production and a greater 
overall value to their customers.

CHALLENGE
Danos was utilizing a very basic system that lacked any reporting functionality. 
The system could not export data into Excel, and the team was unable to run 
metrics or create charts and graphs—requiring them to look through hard data. 
This system created inefficiencies within the organization and without the ability 
to easily view and track data, employees had to spend a lot of time digging for 
the information they needed. 

Overall, Danos needed a CRM solution that would:

+ Consolidate data and make it easier to search, view, and run reports 

+ Improve sales productivity by automating and streamlining processes 

+ Have the flexibility for easy customizations and integrations 

+ Provide a familiar look and feel with an intuitive user interface to improve   

   user adoption
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CHALLENGE

The organization was  
lacking an integrated CRM  
solution that would allow them 
to automate tasks, better man-
age customer accounts and 
clinical services, as well overall  
record keeping and billing.

CASE STUDY

CONCERN: EAP  

IMPROVES CUSTOMER 

SERVICE, STREAMLINES 

BUSINESS  

OPERATIONS AND  

ADVANCES SALES  

CAPABILITIES WITH  

MICROSOFT  

DYNAMICS CRM

SOLUTION

PowerObjects implemented 
acustomized, reliable  
on-premise Microsoft  
Dynamics CRM/xRM.

BENEFITS

+ Integrated solution easily  
   accessible by all staff and 
   teams

+ Centralized location for all data

+ Improved customer service 
   capabilities 

+ Streamlined work processes

+ Flexible security and  
   compliance
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CHALLENGE

Danos needed a customizable 
CRM solution that would adapt 
to their unique business 
processes, provide a centralized 
database, boost sales produc-
tivity, and streamline processes.

DANOS USES THE XRM 

CUSTOMIZATION  

CAPABILITIES OF  

MICROSOFT DYNAMICS 

CRM TO OPTIMIZE THEIR 

SALES PRODUCTIVITY, 

STREAMLINE PROCESSES, 

AND ENSURE CUSTOMER 

SATISFACTION

SOLUTION

Microsoft Dynamics CRM and 
PowerObjects PowerPack 
Add-ons

BENEFITS

+ A centralized database and  
   improved ability to search, 
   view and run reports on data

+ Improved sales productivity by 
   automating and streamlining 
   processes

+ A flexible system that allows 
   easy customizations and 
   integrations

+ A familiar look and feel with 
   an intuitive user interface for  
   better user adoption

+ A CRM partner that provides 
   on-demand CRM support

SOLUTION

The team at Danos realized they needed a CRM solution and started researching 
potential solutions. The Danos IT department narrowed their choices down to 
two options: Microsoft Dynamics CRM and Salesforce.com. “We chose Dynamics 
CRM over Salesforce.com and the main reason was because of the team’s famil-
iarity with Microsoft products. During the decision process, we found PowerOb-
jects and the fact that they could host our CRM on their servers and provide us 
with customer support was a major factor in our decision. We had very limited 
IT resources at the time, and we needed a third party to take care of it for us—
PowerObjects was the partner we needed,” says Melanie Toups, Business Analyst 
at Danos.

Another big decision came up for Danos last year when they decided whether 
they would upgrade to the next version of Dynamics CRM or take the opportu-
nity to switch to a different solution. “When the topic came up, it came down 
to Dynamics CRM and Salesforce.com once again. We looked at both options 
and although both solutions had functionality we could use in our organization, 
the customization capabilities and the customer support that we received from 
PowerObjects really convinced us to stick with Dynamics CRM and upgrade to 
the next version,” says Toups.



ABOUT POWEROBJECTS 

Established in 1993,
PowerObjects is one of a hand-
ful 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,
manufacturing and
professional services.

“The flexibility and ease of use of Dynamics CRM really improved the way we operate 

at Danos. When we first implemented Dynamics CRM, we began with a data dump 

and immediately we could see everything in a much more organized way. It would 

be impossible for our sales organization to be where we are today if we had kept our 

previous system.”

MELANIE TOUPS
Business Analyst

Danos

BENEFITS

With PowerObjects as their Dynamics CRM partner, Danos can now request 
customizations and quickly receive support for their system. With their previous 
system, the organization had to rely on their IT department for any database 
support. “We had to get in line if there was an issue because we only had two IT 
resources and they weren’t experienced in database administration. We rarely 
made any customizations to the system because it took too much time and no 
one had the time or energy to deal with it. We had to rely on using what came 
out of the box. Now we have PowerObjects who can suggest solutions for us, 
solve issues, or help with customizations. Instead of having to wait, we can put 
in a support ticket and get it resolved within a couple days. This also saves us 
money since having a partner to work with is a lot cheaper than hiring an inter-
nal resource strictly focused on CRM,” says Toups. 

Danos primarily uses Dynamics CRM for sales and marketing. The organization 
tracks all customer data and opportunities in CRM, utilizes the sales pipeline, 
and creates customized dashboards for their sales representatives to track their 
goals in real time. “From the beginning of our sales process to the handover of 
projects, we use CRM. We have opportunity reports that are scheduled to be 
emailed once a week and we use workflows a lot to streamline our processes 
and save time,” says Toups. Danos has also started using the case function in  
Dynamics CRM to track their customer feedback. “We’re using the case feature 
in a different way—but its working out very well for us. If we have customer 
comment, complaint, or recognition we open a case for it,” adds Toups. 

Danos also utilizes PowerObjects’ PowerPack add-ons to extend the function-
ality of their Dynamics CRM system. “All of our users use PowerOneView and 
PowerGlobalSearch on a regular basis. We also use PowerSurvey and Power-
MailChimp as a part of tracking customer satisfaction in Dynamics CRM.”

“We are in the process of becoming ISO9000 certified and in order to do that, 
we must have documented improvement of our customer satisfaction and feed-
back. With CRM we can now breeze straight though those requirements to get 
the certification. PowerSurvey and PowerMailChimp have completely revolution-
ized the way we track our customer survey data. Because they are integrated 
with CRM, it’s now a lot easier for us to track customer satisfaction,” adds Toups, 
“We are at the point where we are doing all of our customer surveys within 
Dynamics CRM and because of that we have been able to increase our response 
rates. It has streamlined the entire process and the add-ons have made it that 
much more powerful.”
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BENEFITS |CONTINUED|

As a part of the Microsoft stack, Dynamics CRM’s familiar look and feel and  
intuitive user interface helped the team at Danos with user adoption. “The  
flexibility and ease of use of Dynamics CRM really improved the way we  
operate at Danos. When we first implemented Dynamics CRM, we began with a 
data dump and immediately we could see everything in a much more organized 
way. It would be impossible for our sales organization to be where we are today 
if we had kept our previous system.” 

The team at Danos has been able to tailor their Microsoft Dynamics CRM solu-
tion to fit their business needs by using its extensive xRM capabilities. “I really 
like the fact that it’s easy to make customizations in Dynamics CRM as I go. 
There is a lot we can do with Dynamics CRM and we have found ways that it can 
adapt to the way we run things—we’re trying to utilize it as much as possible 
throughout our organization,” says Toups. 

With Microsoft Dynamics CRM and PowerObjects as their partner to provide 
CRM support, Danos has a scalable solution that adapts to their unique busi-
ness processes, provides a centralized database, boosts sales productivity, and 
streamlines processes. 

“I really like the fact that it’s 

easy to make customiza-

tions in Dynamics CRM as I 

go. There is a lot we can do 

with Dynamics CRM and 

we have found ways that 

it can adapt to the way we 

run things—we’re trying to 

utilize it as much as  

possible throughout our  

organization.”

MELANIE TOUPS 

Business Analyst 

Danos


