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  I see a lot of 
possibilities 
in the future 
with our use 
of SugarCRM. 
I think we just 
scratched 
the surface. 
We’ve made 
the right long 
term decision 
by choosing 
SugarCRM 
and Highland 
Solutions.  

Steve Kaminski
Director of Customer Solutions
Castle Metals

Highland Solutions’ Custom Sugar Development 
Automates Sales Process 

A.M. Castle & Co. chose SugarCRM 
and Sugar Gold Partner Highland 
Solutions to provide a supporting 
architecture for its Castle Metals Plus 
sales initiative. Supported by Sugar, 
this initiative now enables quick and 
accurate decision making through 
streamlined processes that improve 
communication, collaboration, 
and visibility into forecasting and 
opportunity management, In addition, 
sales opportunity reports that used 
to require days of sifting through 
spreadsheets can now be done in a 
matter of minutes. 

Business Challenges

With revenues of $1.2 billion and over 
1,700 employees worldwide, A. M. 
Castle is one of the leading metals 
distributors in the world. Its specialty 
metals brand, Castle Metals, has 
been in business for over 120 years 
and has enjoyed tremendous success 
providing great value and customer 
service. It supports customers 
through a network of more than 200 
inside and outside sales professionals 
worldwide.

Castle Metals struggled with 
forecasting using Excel spreadsheets 
and lacked clear insight into customer 
strategy due to its fragmented 
customer information systems. “In 
order to grow we felt it was time to 
take a more disciplined approach 
to sales,” recalls Steve Kaminski, 
Director of Customer Solutions for 
Castle Metals.

To drive growth through improved 
sales efficiency, Castle Metals 
embarked on an initiative to transform 
its sales methodology. The initiative—
called Castle Metals Plus—was a 
strategy designed to support solutions 
selling through improved visibility into 
the company’s opportunity pipeline 
for forecasting purposes. “As we 
were training our sales organization, 
we were asking them to document 
their deal progression,” Kaminski 
continues. “But we quickly realized 
Excel was not the answer. We need 
to support Castle Metals Plus with a 
customized CRM solution.”

The Solution: 
Sugar Professional

The answer turned out to be 
SugarCRM and Sugar partner 
Highland solutions. Using Sugar and 
a select group of sales people, Castle 
Metals started with a proof of concept 
that provided a CRM blueprint for 
the entire sales force. “Highland 
Solutions quickly grasped our new 
sales methodology and produced a 
system that gave us the necessary 
fields and features to support Castle 
Metals Plus,” Kaminski explains. “We 
also have a lot of customer data. They 
were able to get our solution quickly 
loaded with data so our sales people 
could hit the ground running.”

In addition to delivering a real-time 
sales pipeline, the solution developed 
by Highland enables Castle Metals to 
share contact information, collaborate 
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Company Profile
Headquarters:
Oak Brook, IL

Year of Incorporation: 
1890

The Company: 
A.M. Castle & Co. is 
the foremost provider 
of specialty products, 
services, and supply chain 
solutions. It is the leading 
distributor of carbon, 
alloy, stainless steel, 
nickel alloys, aluminum, 
titanium, cast iron, brass, 
copper, and plastic, as 
well as a global resource 
for complex supply chain 
solutions.

Website: 
www.amcastle.com

Solutions Used: 
Sugar Professional

Implementation Partner:
Highland Solutions

on account strategy, and reinforce 
sales call preparation and debriefing. 
Highland also integrated Sugar with 
Microsoft Outlook, to support Castle 
Metals’ extensive use of email to 
transact business. 

Business Benefits

Supported by Sugar, Castle Metals 
Plus is fundamentally changing how 
Castle Metals’ sales organization 
operates. The solution has given 
the company improved visibility 
into forecasting and opportunity 
management, which supports quick 
and accurate decision-making. It 
has streamlined communication and 
collaboration between inside and 
outside sales reps while significantly 
decreasing email volume. And, 
sales opportunity reports that used 
to require days of sifting through 
spreadsheets can now be completed 
in minutes. Finally, on-boarding new 
sales people is much more efficient. 
With historical data for reference, they 
can contribute almost immediately. 
Territories are more defined and 
customer information is easy to find.

“One of the major reasons we chose 
Sugar was its open architecture, 
ease of implementation, and value. 
So I think we’ve just scratched 
the surface with what it can do,” 
concludes Kaminski. “For instance, 
we’re excited about the possibilities 
of using IBM Cast Iron to integrate 
information from other systems 
such as our Oracle ERP suite. We 
feel we’ve made the right long term 

decision by choosing SugarCRM 
and Highland Solutions.”

About A. M. Castle & Co.

A. M. Castle & Co. is a specialty 
metals and plastics distribution 
company. The company provides 
a range of products, and value-
added processing and supply chain 
services to an array of customers, 
principally within the heavy industrial 
equipment, oil and gas, aerospace, 
industrial goods, construction 
equipment, marine and military 
markets. The Company has 47 
operational service centers located 
throughout North America, Europe, 
and Asia.

About Highland Solutions

Highland Solutions assesses and 
solves business issues using 
technology as our tool for companies 
of all sizes. With a focus on creating 
effective business systems, we 
address a wide range of business 
needs including CRM, change 
management, custom application 
development, ecommerce, business 
technology strategy, hosting, process 
automation, communications, data 
management and technical support. 
Our experience customizing and 
integrating SugarCRM solutions 
means your CRM system can 
always meet your evolving needs. In 
business for over 12 years, Highland 
Solutions delivers consistency and 
expertise over the long term.
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