
Case Study

Intelligent 
Custom-Made 
Sales Support 
Application

The Intelligent Custom-Made Sales Application delivers a streamlined experience 

across the sales team by managing client accounts, back-office processes, lead 

generation, payments, complex approval processes and even Google maps 

integration in one place. The tool improves the general sales process and is now 

the primary sales technology used by the organization. 
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Hungary

Country

Get location data for 

ten-thousands of 

addresses.

Google Maps 
integration

Manage client sales 

and back-office processes 

on the spot.

Client visit view

Keeping data 

synchronized between

multiple sources.

Multi system 
integration

Sales campaigns created 

by file upload.

Bulk lead generation 
and management

Unique 
Features



Case Study

Solution 
Capabilities

Created integrations with two other systems to synchronize 

customer data, keep it up to date, remove duplicates, and 

avoid conflicts.

Synchronizing data 
from multiple systems

Built a connection with Google Maps to get location data for 

all customer, so managers could optimize their visits using 

location date, and automatic recommendations based on 

last visit travel time and distance to planned client visits.

Managing and planning 
partner visits

Created a client friendly user interface for client visits 

according to company brand/style guide. Made possible for 

the manager to view, trigger back-office processes during 

visits, and assign tasks and next steps.

Record client visits and 
initiate next steps 
on the spot

Created a customizable and robust rights management 

system (create, view, modify, delete) according to the 

company policies, which was based on a dual organization 

hierarchy and connections to the objects.

Comprehensive
hierarchy-based 
rights management

Created the function to generate sales processes by 

uploading spreadsheets, with advanced validation process 

to flag possible duplicates or to avoid over engagement.

Bulk lead generation



Customer Story

In this case, our client is one of the major public utility companies in Europe 

and the world's largest investor-owned energy service provider. The com-

pany is organized into the following business areas: Customer Solutions, 

Energy Networks, Renewables. It operates in over 30 countries and serves 

over 33 million customers. Oriana created the Intelligent Custom-Made 

Sales Support Application for the Hungarian operation that has over 1000 

employees.

The company had an existing, manual, process to control special sales 

activities. This lacked end-to-end process transparency and took too long to 

close deals, compared to other sales teams. The sales team and manage-

ment therefore demanded a better solution. 

They wanted to support their sales team with a custom tool. Their existing 

tool wasn’t comprehensive enough and had a poor user experience.

Company

Key takeaways

Pain Points

With the use of low-code, we delivered to our client a fast solution to 

control special sales activities, that previously were made manual.

The human error from managing documents or filling-in reports was signifi-

cantly reduced by creating a user friendly interface.

Big increase in the speed of the process, by synchronizing data from 

multiple systems and by implementing a function to generate sales proces-

ses by uploading spreadsheets.

Less time needed for the sales team to close deals due to a clear 

overview of their customer journey. Using Google Maps to optimize client 

visits according to route planning recommendations.
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The client needed a fast solution to keep pace in a rapidly evolving digital 

landscape. The short deadline of 6 months for a new tool wasn’t possible 

using traditional coding. Also, the client didn’t have a concrete plan about 

what they will want to include in the tool so they needed a flexible process 

that would allow them to add, improve and delete features as the project 

developed. 

Development took place incrementally, so every 1-2 weeks 

there was a client meeting with all the key stakeholders. 

They reviewed the status of the project and gave immediate 

feedback and issued change requests. 

This helped ensure delivery of a fit-for-purpose solution. 

Although the deadline of 6 months was tight, the scope of 

the project could be flexible due to the incremental 

approach.

Why low-code

Why Oriana

What Oriana delivered

Several companies were invited by open tender to offer alternative solutions. 

There was an open tender for the project and several development companies 

applied.

During the following evaluation period, the client requested a very complex 

demo, which was helped by the use of the faster low-code approach. The client 

asked for two demo rounds to provide a better understanding of the low-code 

platform and its capabilities.

Oriana was chosen on the basis of the comprehensive proof of concept in the 

given approval process timescale, including extra functionality such as a 

complex pricing matrix model.
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There were two unforseen challenges during the project. The structure of the 

basic data scheme was modified right after implementation. Secondly, the 

company had such a complex approval process that they found it difficult to 

describe and specify exactly what was needed. Existed BA consultancy were 

therefore required to deploy the platform exactly as it would be used in the 

future.

The development team had to integrate and use existing databases (such as 

geolocation coordinates, Microsoft AD, excels, ERP, etc) to build a complete 

sales support tool, but also had to work on restructuring input fields and 

cleansing client data. During the first development period, the client asked for 

the inclusion of an Outstanding Payments function as well, because it gave 

them extra help in managing their clients within one tool.

The ongoing cooperation includes support activities as well, and covers 

security and general maintenance. The company now uses the tool as their 

primary sales support application, and management has come to signifi-

cantly rely on it.

The Results

Conclusion

Due to the collaborative nature of the build phase, the go-live process was 

relatively smooth. The buy-in from the main stakeholders during the build also 

ensured faster training of additional users.

Additional features were requested following an initial ramp-up period as the 

company realized that new functionality could be added easily (such as offer 

templates, document management, a reporting tool, dashboard, complex 

approval process, etc.) without setting up a new and lengthy development 

process. 

To facilitate further changes, a quarterly roadmap review was established, with 

needs and functional requests always being validated with managers and key 

users. 

The company used external sales and IT consultants to verify processes and 

the whole development of the project, which really helped in its success. This 

involvement may have cost extra in the short-term, but will pay off mid-term.


