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  We are already 
making 
great strides 
with Sugar. 
Sales knows 
immediately 
with fewer 
clicks what 
was addressed 
at customer 
meetings and 
how that affects 
the quality of 
a customer 
contact. 
Gawain MacMillan
Co-founder and Managing Director
Juwi MacMillan

Sugar Partner GIS Provides Custom Sugar Solution that 
Improves Sales Performance and Tracking

Juwi MacMillan, a leading medical 
marketing and IT service provider for 
the pharmaceutical industry, chose 
Sugar to replace a system based 
on IBM Lotus Notes and engaged 
Sugar partner GIS to assist with 
implementation. Juwi MacMillan 
administrators leveraged Sugar’s 
flexibility to streamline communication 
processes, improve reporting, and 
increase sales efficiency. In addition, 
Juwi MacMillan can now securely 
share joint customer data with its 
resellers—a much more efficient             
use of sales resources. 

Business Challenges

Juwi Macmillan IT develops content 
management systems (CMS) and 
enterprise applications for tablets 
and smartphones that support the 
sales and marketing efforts of global 
pharmaceutical companies such as 
AstraZeneca, Bayer, and Novartis. Juwi 
MacMillan also founded ayeQ in May 
2012, a company that provides mobile 
solutions to other industry sectors.

With the addition of a new company 
and its interest in expanding the 
company’s CRM consulting services, 
Juwi MacMillan decided to replace its 
Lotus Notes solution and introduce 
a more comprehensive, flexible, 
and easy-to-use CRM system for 
the entire group. Executives and 
sales management needed the 
new solution to provide reports 
showing which customer contacts 
resulted in an agreement, the 
status of the sales pipeline, and the                                   
prospect-to-customer conversion rate.  

Additionally, the company’s CRM 
consulting services group required 
social and mobile CRM capabilities. 
Since consultants needed a solution 
that enabled them to help customers 
who were already using web-based 
CRM such as Siebel or Salesforce, a 
web-based system was preferable. 
“Many of our customers use Siebel 
or Salesforce,” explains Gawain 
MacMillan, co-founder and managing 
director at Juwi MacMillan Group. “To 
provide accurate support and advice 
for their CRM projects, our solution 
needed to be web based and suitable 
for enterprise deployment.”

The Solution: Sugar 
Professional

Juwi MacMillan’s IT managers 
engaged Sugar partner GIS to find 
a CRM solution that could meet the 
company’s rigorous demands. One 
option was to expand the existing 
Lotus Notes-based system, but it 
became clear this would not satisfy 
the requirements of a location-
independent mobile distribution 
system. Moreover, Lotus Notes 
could not be integrated with social 
media channels, and this limitation 
would impair the company’s plans to 
focus on social CRM. “We wanted to 
integrate social channels like Twitter, 
LinkedIn, and XING because they 
are becoming more important for our 
marketing,” notes MacMillan. 

The company shortlisted Salesforce 
and Sugar, with Sugar prevailing 
due to better support in German 
and a more cost-effective licensing 
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Company Profile
Headquarters:  
Walsrode, Germany

Founded: 2007

Company Description: 
Juwi MacMillan is a 
leading medical marketing 
and IT service provider 
for the pharmaceutical 
industry.

Website:  
www.juwimm.com

Solution:  
Sugar Professional

Solution Partner:  
GIS

policy. “The decision for Sugar over 
Salesforce was first and foremost a 
matter of cost,” MacMillan comments. 
“GIS also showed us that we could 
customize Sugar to our business 
requirements faster and more easily 
than with Salesforce. As an IT 
service provider, we could take over 
customization ourselves since Sugar 
is an open-source platform.” 

The project started in April 2012 with a 
four-month test phase. It only required 
one pass to transfer the data from 
Lotus Notes as CSV files to Sugar’s 
contacts and sales status modules. 
Also, certain fields were configured to 
make it easier to record information 
via mobile services. “We benefited 
from Sugar’s good import processes,” 
stresses Conrad Herklotz of GIS 
regarding the smooth implementation. 
Juwi MacMillan now uses Sugar in 
sales and marketing. The software 
is used on desktop PCs, iPhones, 
and iPads. In late August, the test 
implementation was converted to a 
production environment. 

Business Benefits

With the flexibility of Sugar, Juwi 
MacMillan customized its solution with 
drop-down menus, check boxes, and 
special reports. Juwi MacMillan can 
now securely share joint customer 
data with its resellers, which is a much 
more efficient use of sales resources. 
To achieve this, it created a user rights 
management (URM) function within 
Sugar. As a result, the company’s 
Sugar solution has streamlined 
communication processes, improved 
reporting, and boosted sales efficiency. 

Although Juwi MacMillan currently 
uses Sugar On-Demand, the company 
also wanted a CRM solution with 
an on-premise deployment option. 
This was another crucial factor in 
choosing Sugar. “It would not have 
been possible to use Salesforce,” 
emphasizes MacMillan, “particularly 
if we want to work more closely with 
our customers in the area of CRM 
and provide support implementing the 
software. The cloud is still a ticklish 
issue for many decision makers.” The 
company’s data is currently hosted 
in Sugar’s Great Britain data center, 
where it is subject to EU information 
governance regulations.

Juwi MacMillan’s confidence in 
Sugar has paid off. “We are already 
seeing great strides with Sugar,” 
concludes MacMillan. “Sales knows 
immediately with fewer clicks what 
was addressed at customer meetings 
and how that affects the quality of 
a customer contact. Sugar has also 
created the foundation for our new                          
venture, ayeQ, to be successful.” 
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About Juwi MacMillan 
Group

The Juwi MacMillan Group emerged 
in 2000 from the merger of the 
technology agency MacMillan Media 
Systems GmbH and the marketing 
agency Juwi Konzept. The managing 
directors are founders Peter Jungblut-
Wischmann and Gawain MacMillan. 
The company has its headquarters 
in Walrode and is represented 
worldwide in strategically important 
markets with its own offices as 
well as partner agencies. Juwi 
MacMillan’s employees, numbering 
over 160, are experts in marketing, 
communications, life sciences and 
IT technologies. Juwi MacMillan has 
developed a platform for tablets 
called ayeQ, which optimizes 
processes in sales and marketing 
in the B2B and B2C environments. 
The various applications allow 
flexible and tailored customization for                                   
different user requirements.

About GIS

For more than 15 years, GIS has 
provided solutions in integrated 
social collaboration and information 
management with the goal of 
making companies more successful. 
GIS analyzes information-related 
processes and optimizes them 
jointly with the customer. As an 
IBM Premium Business Partner, the 
company develops IBM software-
based solutions that distinguish 
themselves through innovation, 
a high level of integration, and 
flexible customization. Trusting 
cooperation and long-term customer 
relations based on partnership 
are the cornerstones of the                                 
GIS business philosophy.
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