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Grupo El Derecho Centralizes Client Data On 
SugarCRM And Boosts Sales Performance By 20%
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  We didn’t want 
the sales team to 
have to change 
successful work 
practices in order 
to adapt to a 
CRM system. So 
with the flexibility 
of SugarCRM 
and REDK’s 
expertise, 
we found our 
solution. 
Luis Ortiz 
Sales Director
Grupo El Derecho

Sugar Partner REDK.NET’s Expertise Drives 
Interdepartmental Collaboration at Grupo El Derecho

Grupo El Derecho, an online legal 
publishing specialist, worked with 
Sugar partner REDK.NET and 
deployed SugarCRM. Sugar’s 
flexibility and ease of integration 
provides centralized business 
information that supports existing 
sales processes and improves 
customer service while increasing 
profitability. It has also delivered real-
time visibility into the sales pipeline 
and improved collaboration between 
marketing and sales. Since deploying 
Sugar, Grupo El Derecho has grown 
the average revenue per salesperson 
20 percent annually and increased 
new account revenue by 12 percent 
with 25 percent fewer sales reps.

Business Challenges

Grupo El Derecho offers its legal 
publishing services through four 
brands: El Derecho, for attorneys; 
Quantor, for businesses; Derecho 
Local, for public administration; and 
its recently launched Suite Jurídica, 
which integrates all its services and 
enables mobile access. The company 
organizes its marketing efforts along 
three channels: general accounts, large 
accounts, and telemarketing. Its sales 
and marketing team has a staff of 130 
and an additional 30 employees work 
in customer service.

In 2006, when Luis Ortiz joined Grupo 
El Derecho as head of the sales 
department, business information was 
scattered across paper documents, 
Excel spreadsheets, and custom 
Access databases. “The sales reps had 
their own preferred working practices,” 

Ortiz explains. “And when they left the 
company, all the information went with 
them.” With no single point of access 
to client information, time was wasted 
and there was no sustained focus on 
sales activities. As a result, revenue 
generation suffered.

In addition, communication was one-
way and very poor, with no feedback 
or collaboration. Marketing efforts 
were frequently duplicated. Calls and 
visits to the same client were not 
coordinated and marketing campaigns 
were not synchronized with sales 
activities. “Almost everything was a 
surprise at the end of the month,” 
adds Ortiz. “There was no possibility of 
taking action to correct discrepancies.” 

Ortiz realized that the company 
needed a CRM solution to centralize 
client information, streamline its 
business processes, and allow full 
interdepartmental collaboration. It was 
also important that the solution could 
be adapted to Grupo El Derecho’s 
business model and integrated 
easily with the company intranet and       
other systems.

“I didn’t want my sales team to have 
to change its work practices because 
they were successful,” notes Ortiz. 
“Our market penetration was very high. 
I wanted a tool to help the sales reps. I 
didn’t need to audit their work.” 

The Solution: Sugar 
Professional

Ortiz considered eight CRM solutions 
before finding SugarCRM. “The 
solutions we evaluated before Sugar 



Case Study - Grupo El Derecho 3

Company Profile
Headquarters:  
Madrid, Spain

Founded: 1994

Company Description: 
Since 1994, Grupo El 
Derecho, a company 
specializing in legal 
publishing, has been 
marketing and distributing 
legal information,    
primarily online.

Website:  
www.elderecho.com

Solution:  
Sugar Professional

Solution Partner:  
REDK.NET

did not fit our business model and 
would have required our sales team 
to change its work practices,” Ortiz 
comments. “Sugar was the most 
flexible CRM we found.”

Sugar met all of El Derecho’s 
requirements and the company 
engaged Sugar partner REDK.NET to 
deploy its solution. The REDK solution 
centralizes all business information 
on a single platform for managing 
sales, marketing, and customer 
service. “REDK was able to identify 
our problems immediately and offer 
perfect solutions,” says Ortiz. “That’s 
why we’ve been working together 
for the last five years. I would not 
hesitate to recommend REDK to other 
companies because of their reliability, 
expertise, and professionalism.”

Business Benefits

Since REDK began development and 
implementation of Sugar for El Derecho 
in 2006, all the prospect and customer 
data a sales rep needs is contained in 
Sugar. Information is entered once and 
refined by various departments, which 
reduces processing time and data 
entry errors. And, Sugar provides real-
time visibility into the sales pipeline and 
significantly improves sales forecasting 
by quickly identifying discrepancies in 
sales data. 

As a result, the average revenue per 
El Derecho salesperson has grown 
20 percent annually, while costs for 
employee turnover and recruitment 
have dropped. “Since using Sugar in 
the last three years, we’ve increased 
new account revenue by 12 percent 
with 25 percent fewer sales reps,” 
remarks Ortiz.

In addition, marketing and sales 
activities are coordinated, boosting the 
effectiveness of both.

Sales administration and marketing 
information integrated via Sugar 
have streamlined workflow, simplified 
processes, and improved the 
collaborative relationship between 
departments. Customer service also 
shares its information via Sugar, which 
has improved the group’s ability to 
meet client needs more effectively. 

“SugarCRM has been a key factor in 
our growth,” concludes Ortiz. “Now, 
sales reps can manage the information 
they need. They have complete 
visibility during every stage of the 
pipeline and are more accurate in    
their forecasts.” 
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About Grupo El Derecho

Since 1994, Grupo El Derecho, 
a company specializing in legal 
publishing, has been marketing and 
distributing legal information, primarily 
online. Although the company’s 
original mission was to provide a 
service to attorneys and law firms, it 
later expanded its offerings to other 
businesses. In its short career, the 
company has won tenders to provide 
exclusive service to major public 
organizations such as the General 
Council of the Judiciary, the Tax 
Agency, the Ministry of Justice and 
various local administrations within 
Spain. In 2010, with a revenue of over 
21 million and a profit on sales of 
more than 30 percent, the company 
became part of the multinational 

corporation, Francis Lefebvre. 

About REDK.NET

REDK Software Engineering is one 
of SugarCRM’s leading partners 
in Europe, with several success 
stories across the continent. REDK 
focuses on helping companies attain 
their business objectives through 
understanding the real nature of their 
business challenges. Thus with a real 
understanding of the business issues, 
REDK can create practical solutions 
based on the most recent and relevant 
technologies. REDK has chosen 
SugarCRM since it understands the 
flexibility and versatility. Additionally, 
SugarCRM is proven to be easily 
scalable and sustainable as many of 
REDK’s customers have experienced 
over the years.  
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