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  Sugar has 
enabled our 
sales process 
to take a terrific 
leap forward. 
More focus 
on customers 
is generating 
better results. 
It’s a simple 
equation, but 
it’s absolutely 
true. 
Giorgio Minguzzi
Product Manager
Marini SpA

Marini SpA, a world leader in the 
design, manufacture and sale of 
hot-mix asphalt plants, needed a 
sophisticated customer engagement 
platform to manage its sales cycles 
and improve customer relationships. 
It chose SugarCRM for its ease of 
use, cost-effectiveness, flexibility 
and compatibility with existing 
systems. Working with Sugar partner 
OpenSymbol, the company launched 
a pilot with Sugar Community 
Edition before moving to Sugar 
Professional. Marini’s Sugar solution 
has increased sales, streamlined 
business processes, and made 
every area of the company more                        
responsive to customers. 

Business Challenges

Designing, building and selling an 
asphalt plant require a prolonged 
sales cycle and often extensive 
negotiations. Marini executives felt 
that during this time opportunities 
were not fully exploited. Post-sale, 
the relationship with clients typically 
continues for the life of a plant and 
includes servicing, parts replacement, 
technology upgrades, and managing 
environmental compliance in response 
to new legislation. 

These long-term customer 
relationships needed more focused 
and disciplined management, with 
coordinated procedures for sales 
staff to identify opportunities and 
track activity. Staff also needed to 
forecast the potential needs of their 
clients and opportunities that might                              
arise as a result. 

“We’d known for quite some time that 
we needed a CRM solution to help 
us deal more efficiently with potential 
and current clients,” explains Giorgio 
Minguzzi, product manager for Marini. 

The Solution: Sugar 
Professional

During a lengthy procurement 
process, Marini looked at most of 
the major CRM providers, including 
SAP, Salesforce and V-Tiger, as 
well as SugarCRM. Yet none 
except Sugar was found suitable 
for a variety of reasons: cost, 
speed of implementation, ease of 
use, flexibility and compatibility                                    
with existing systems.

Once Sugar was selected, Marini 
wanted the solution implemented 
in just a few months. Sugar was 
able to meet this requirement and 
Marini initially launched a pilot using 
Sugar Community Edition in a China 
subsidiary with 300 employees. The 
project went live in three months and 
was subsequently rolled out using 
Sugar Professional to the company’s 
more complex European organisation 
based in France and Italy. Sugar Gold 
Partner OpenSymbol assisted with the 
original implementation, which proved 
to be straightforward, requiring only 
minor customisations. The solution is 
hosted off-site on the Amazon Cloud. 

Sales staff found Sugar’s customer 
engagement platform extremely easy 
to use. Marini also integrated the 
solution with Basecamp, an online 
project management system the 
company uses for team collaboration 
across continents and time zones. 

“The user experience of our sales 
team with Sugar is one of the 
highlights of its success,” Minguzzi 
comments. “Today, Sugar is a tool 
used daily by our sales force.” 
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Company Profile
Headquarters:  
Alfonsine, Italy

Founded: 1899

Company Description: 
Part of the Fayat Group, 
Marini SpA is one of the 
world’s leading builders of 
asphalt plants. 

Website:  
www.marinispa.it

Solution:  
Sugar Professional

Solution Partner:  
OpenSymbol

Business Benefits

Marini now has a central database of 
client and sales information that can 
be easily accessed and shared. In 
turn, current, accurate information has 
led to a boost in sales and improved 
customer relations. Sugar also enables 
Marini sales staff to generate forecasts 
that allow them to target sales 
resources more effectively.

In addition, Sugar’s automated 
processes and user-configurable 
modules have virtually eliminated 
the need for consultants to modify 
the system. Future plans include 
expanding the use of Sugar. For 
example, the company would 
like to increase the efficiency 
of its sales campaigns using                             
Sugar’s campaign module. 

“Sugar was easy to implement in a 
reasonable time and flexible enough 
to adapt to the specific needs of each 
market,” Minguzzi concludes. “It’s 
done a lot to improve our sales and 
we’ve already demonstrated Sugar 
to several of our sister companies                       
in the Fayat Group.”

About Marini SpA

Founded in Alfonsine northern 
Italy in 1899, Marini began with 
the production of bicycles and 
motor bikes before adopting new 
technologies in the 20th Century 
which led to the production of asphalt 
plants. It’s now a world leader in 
the design, manufacture and sale 
of hot-mix asphalt plants with more 
than 370 employees in Italy, France 
and China and an annual turnover of 
90m euros. Since 1988 the company 
has been part of the French Fayat 
Group, which employs 18,000 
staff across five continents with                                  
head offices in Bordeaux.

About OpenSymbol

OpenSymbol is focused on the 
implementation of CRM eDocument 
Management software systems. In 
order to do this we use the most solid 
and innovative open source systems: 
SugarCRM and eKnowledge Tree. 
OpenSymbol is the only certified 
Italian Gold Partner of both products. 
We propose clear and accurate 
solutions by utilizing steady skills and 
well-advanced technologies. We also 
provide our products as a service 
by adopting the groundbreaking              
Amazon Web Services.
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