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BluEnergyControl Counts on Sugar Professional™  
When it Comes to Sales

  Thanks to 
Sugar, we are 
gaining insight 
into potential 
customer data 
and support 
data in one 
place. In one 
year, we also 
realized a 
time-saving of 
approximately 
80% in 
our work 
processes 
and were able 
to double 
our new 
customers.  

Beatrice Fioraso, Marketing Manager 
BluEnergyControl

The Italian company 
BluEnergyControl is a supplier 
of photovoltaic systems and a 
developer of solar parks. Apart 
from planning and building 
solar power installations, the 
company’s service portfolio 
also includes the operation 
and maintenance of these 
installations. BluEnergyControl 
represents an imaginative 
approach to technology involving 
renewable energy and the 
environment. The company favors 
holistic concepts such as the use 
of existing resources, economic 
efficiency, and the peaceful 
coexistence of the environment 
and human beings. 

Project Objective 

Strengthening customer loyalty and 
gaining new customers are among the 
greatest challenges facing companies. 
Relevant customer information (e.g. 
arrangements or appointments made in 
the past, future projects being planned, 
customers in need of consultation) 
used to be noted and processed in 
numerous Excel files by employees at 
BluEnergyControl in a time-consuming 
and confusing manner. Before the 
introduction of Sugar in 2008, a large 
number of Excel-processed customer 
inquiries were therefore discussed by 
BluEnergyControl staff members in time-
consuming meetings. Consequently, 
the project objective was to achieve 
sales optimization and improve sales 
monitoring with the help of a new 
system solution. There was a demand 
for a uniform database so that data in 
the sales department would be easier 
to follow. For example: Which employee 

is involved with what customer right 
now? What new sales opportunities 
are opening up? As a result of the new 
structures, all work processes related to 
customer management were expected 
to shorten and the overview of the 
latest customer and market situation 
was also expected to improve. The 
sales department will therefore receive 
customer-specific information quickly, 
for example: Who is the customer? 
What product is the customer interested 
in? Does the customer require (more) 
intensive consultation? 

The Solution 

Until very recently, BluEnergyControl did 
not have any Customer Relationship 
Management (CRM) system at all. 
Every employee and every manager 
should be able to quickly gain an 
overview of every customer and be 
constantly and optimally informed 
about the latest status of a business 
relationship. For example: What 
appointments are coming up? Which 
employee is involved and familiar with 
what customer order? This is the only 
way to establish a successful customer 
relationship. Members of the sales and 
marketing staff need to simultaneously 
and independently access this type 
of data pool. However, without a well 
functioning CRM system, an overview 
of customer data is almost impossible. 
BluEnergyControl chose Sugar 
Professional, because this solution 
best met the desired requirements, 
i.e. creating clearer structures and a 
database covering all departments – all 
at an excellent price/performance ratio. 
Furthermore, the solutions by Sugar 
are characterized most notably by their 
ease of use via the Internet. The Sugar 
solutions help their users to centrally 
document customer relationships 
with other organizations and contact 
persons. There are modules such as 
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Company Profile
Headquarters:
Vicenza, Italy

Year of Incorporation: 
2004

The Company: 
BluEnergyControl is a 
supplier of photovoltaic 
systems and a developer of 
solar parks.

Industry Sector: 
Energy

Website: 
www.bluenergycontrol.it

Solutions Used: 
Sugar Professional

Introduction Period: 
3 Months

Project Objectives: 
Implement Sugar to 
optimize sales and improve 
sales monitoring. Create 
a uniform database in the 
sales department, a central 
database for the collection 
and processing of customer 
data, and a simplified 
evaluation of acquired data.

Implementation Partner:

Contact Persons, Organizations, Offers, 
Notes, Phone Calls, Meetings and 
Tasks, and the possibility of evaluating 
information statistically are also present. 
Sugar Professional also offers workflow 
automation as well as access control 
mechanisms. These features optimize 
information flow in the corporation and 
ensure the protection of confidential 
data. Another advantage is access 
to Sugar partners and to the support 
team. BluEnergyControl is more than 
happy with the choice, and this is 
why Sugar is now its data platform. 
All changes added within the system 
are reconciled and updated using 
SugarCRM. Within a very short period 
of time, SugarCRM has become an 
integral part of BluEnergyControl. The 
entire project was completed in the 
span of only three months.

The Advantages 

With the help of SugarCRM 
system solutions, the employees 
at BluEnergyControl can react with 
flexibility to the needs of their customers 
and always maintain a perfect overview 
of customer data. The solution enables 
BluEnergyControl to make its sales 
processes more transparent and 
effective. Steps in the work process 
can now be viewed and traced in 
detail. Based on data collected by 
Sugar, comprehensive evaluation is 
now possible. For example: What is the 
status quo of a particular sales process? 
Which employee is in the middle of 
what processing activity? Where can 
individual documents be found? What 
new sales opportunities are available? 

About BluEnergyControl: 

BluEnergyControl is a supplier of 
photovoltaic systems and a developer 
of solar parks. Apart from planning 
and building solar power installations, 
the company’s service portfolio 
also includes the operation and 
maintenance of these installations. 
BluEnergyControl represents an 

intelligent and imaginative approach 
to technology involving renewable 
energy and the environment. The 
company favors holistic concepts 
such as the use of existing resources, 
economic efficiency, and the peaceful 
coexistence of the environment 
and human beings. Circumstances 
change. Lessons from the past have 
been heeded. The damaging effects 
of ruthless exploitation and short-term 
emphasis on profit have only recently 
became apparent. Whoever makes 
a fast profit through exploitation 
will pay for it in the long term. Not 
everyone has found this to be true, 
but BluEnergy AG certainly has. The 
market for renewable energy and 
sustainable technologies is growing 
proportionally. It is a multi-billion 
dollar market of the future, and not 
just for idealists. BluEnergyControl 
is ready to meet these challenges. 
With its mature products and 
patented developments, BluEnergy 
is technologically ahead of the game. 
The bar is set high, and BluEnergy is 
constantly raising it higher and higher. 
A better world is possible and can be 
realized with the work of BluEnergy.

About Opensymbol Srl

Description: OpenSymbol with 
its team of 30 specialists is the 
main partner of SugarCRM in Italy. 
With offices in Milan and Vicenza, 
OpenSymbol implemented more than 
150 CRM projects (on-site and on-
demand) in the insurance, automotive, 
manufacturing, commercial services 
industries. Unique Italian company able 
to provide a full range of SugarCRM 
services: consulting, custom code 
development, integration with other 
systems, training, on line tech support 
and hosting. OpenSymbol is part of 
Partner Advisory Board of SugarCRM, 
to adjust the product strategies with 
the real need of the customers. 

In 2012 OpenSymbol awarded as 
“Partner of the Year” at SugarCON 2012. People, solutions, software, services

OpenSymb l



SugarCRM

Customer relationship management (CRM) software for 
business. In the cloud, online, on-demand, or on-site— 
the best sales, email, and mobile CRM integration.

www.sugarcrm.com

10050 North Wolfe Road | SW2-130 
Cupertino, CA 95014  
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