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Executive Summary
 

 

After encountering shortages of older components, the company also began 

parts. As the company’s list of services grew, so did their need for a scalable 
CRM solution.
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Challenges
Currently, one of Aeromotive’s biggest challenges is keeping up with lead 
generation and prospective sales. According to Tom Carroll, Aeromotive’s 
CFO, the company spent years using QuickBooks as their primary sales-
management tool. When the company was relatively small, it wasn’t a huge 
problem. But as the business grew to include new services and products,  
it soon became clear they’d need a better solution for managing their sales.
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“The customer follow-up has always been a struggle
for us,” Carroll says. “We would perform presentations, customer
visits, trade shows, etc. and build a great list 
of leads. We would hit a homerun with prospects, but 
after the initial follow up the leads are not nurtured in the months 
to follow. We needed a better way to document and schedule
future follow ups on these leads.”    

 

  

Another challenge was the changing nature of Aeromotive’s core business. 
As the company moved into the manufacturing of connectors and wire 
assemblies, the demand for their products rapidly grew. Originally, their 

but as they moved into distributing, they started getting a much higher 
number of inquiries.

“Our core strength is the sale of individual electrical components,”
Carroll says. “We get thousands of requests monthly from
companies looking for OEM replacement parts or custom
connectors. A majority of those request come from webform
submissions or email inquiries. Before we had a CRM, some of
those requests would get lost after initial contact. Not having the
ability to easily access past requests was having a negative affect
on our overall sales.” 

Another problem comes from the fact that many of Aeromotive’s customers 
are in heavily regulated industries. In other words, their products must meet 
strict quality standards. 
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For instance, a rebuilt wiring harness for an aircraft must meet 

quality standards of large-scale corporate clients. As a result, document 
control plays a major role in their day-to-day operations.

Their QuickBooks-based sales management approach just couldn’t scale  
with their needs. “We knew there was a better way,” Carroll says. “I gave 
FayeBSG a vision of what I wanted, and they implemented it perfectly.”

Solutions
When Aeromotive contracted with FayeBSG to implement their new CRM, 
they were mostly looking to improve their sales results. However, they didn’t 
expect an overall improvement in their internal communications. 

“If you ask any business about the challenges they 
face, you’re going to hear that communication is always
an issue,” Carroll says. “That’s one place where the CRM really
helped us out. Our staff is constantly communicating within
Sugar. User accountability has increased tremendously, which
has aided in management decision making. Management can
now assign tasks with deadlines and users can show the
completed tasks within the dashboard. Communication has
become less of an issue
for us since the implementation.”

 
 

The company is also in a much better position to track “all the little tidbits”  
of customer information they once missed. So following up on new leads has 
also become a much less confusing, error-prone process. Instead of relying 
on QuickBooks and individual salespeople to keep track of everything, they 
now have the right tool for the job.

Sugar has also played a major role in streamlining Aeromotive’s document 
control, which is essential for a company trying to meet ISO and regulatory 
standards. Instead of requiring individuals to keep track of these documents, 
CRM can include everything within the job order. For our Tier-one customers, 
this strategy is a major selling point.

“When our customers want to know how we’re managing these 
documents, we simply demonstrate our CRM’s vast capabilities,”
Carroll explains. “They can look up whatever they need, and then
sign off on it. It’s perfect. Any customer that has this kind of
quality-control requirement could definitely benefit from a CRM.”



Case Study · Aeromotive 15

FayeBSG is a global technology company that helps companies grow by successfully creating, 
customizing, implementing, and managing industry leading customer experience, CRM, and ERP software 
platforms to meet ever evolving business needs.

As a SugarCRM Elite partner and awarded the 2020 SugarCRM Global Reseller of the Year, FayeBSG is 
also a leading partner with Sage, Zendesk, Ytel, Hubspot and a variety of custom software solutions.

FayeBSG is known for their SugarCRM integrations with Sage 100, Quickbooks, NetSuite, Acumatica, 
Intacct, Constant Contact, Authorize.Net, Hubspot, Ring Central, Box, Jira, Ytel, and more. Services include 
project management, software implementations, consulting, training, custom development, and support.

Specializing in software implementations for a variety of industries, FayeBSG has customized successful 
CRM, ERP and Marketing Automation platforms for a variety of mid-market and enterprise businesses. 

For more information, please visit www.fayebsg.com.
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Perhaps most importantly, by adopting Sugar as their primary sales-
management tool, Aeromotive took a major step towards simplifying their 

really helped us streamline different processes, and we have better recognition  

 
just one: Sugar.”

Since implementing SugarCRM, Aeromotive has increased sales by 17.2%, 

Lasting Results
“Before working with FayeBSG, some opportunities used to fall to the 
wayside,” Carroll says. “Customer relationship management is all about 
nurturing prospects and consistent follow up. Now that we have Sugar,  
we’re able to turn every lead into a contact. We can see when we last 
contacted them and use that information on how to approach our next  
round of communication. 

“Every single order request is now automatically accounted for with a 
reference number and correct customer information. From that moment,  
we have all the necessary information to give an accurate and timely quote.”
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