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AEROMOTIVE 
FLIES HIGH 
WITH FAYE
Some eat steak.
We eat software.
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FOundEd In 1996, AEROMOTIVE SERVIcES FILLS An 
OFTEn-OVERLOOkEd nEEd In THE TRAnSpORTATIOn 
WORLd: REMAnuFAcTuRInG And MAnuFAcTuRInG 
WIRE HARnESSES FOR VEHIcLES OF ALL TYpES.  
AS THEIR buSInESS GREW, THE cOMpAnY MOVEd  
InTO OTHER FIELdS, SuppLYInG HIGH-quALITY  
WIRInG SOLuTIOnS FOR THE AuTOMOTIVE,  
AVIATIOn, And HEAVY cOMMERcIAL InduSTRIES.

Average time to make a quote

4X FASTER
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BEFORE IMPLEMENTATION 
3-5 MInuTES

After encountering 

shortages of older 

components, the 

company also began 

manufacturing 

connectors and other 

components to replace 

hard-to-find parts.  

As the company’s list 

of services grew, so did 

their need for a scalable 

CRM solution.

AFTER IMPLEMENTATION 
1 MInuTE
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Currently, one of Aeromotive’s biggest challenges is keeping up with 

lead generation and prospective sales. According to Tom Carroll, 

Aeromotive’svCFO, the company spent years using QuickBooks 

as their primary sales management tool. When the company was 

relatively small, it wasn’t a huge problem. But as the business grew to 

include new services and products, it soon became clear they’d need 

a better solution for managing their sales.

“ThE cuSTOMER FOLLOw-uP hAS ALwAyS BEEN 
A STRuggLE FOR uS,” cARROLL SAyS. “wE 
wOuLd PERFORM PRESENTATIONS, cuSTOMER 
vISITS, TRAdE ShOwS, ETc. ANd BuILd A gREAT 
LIST OF LEAdS. wE wOuLd hIT A hOMERuN wITh 
PROSPEcTS, BuT AFTER ThE INITIAL FOLLOw uP 
ThE LEAdS ARE NOT NuRTuREd IN ThE MONThS
TO FOLLOw. wE NEEdEd A BETTER wAy TO 
dOcuMENT ANd SchEduLE FuTuRE FOLLOw uPS 
ON ThESE LEAdS.”

Another challenge was the changing nature of Aeromotive’s 

core business. As the company moved into the manufacturing of 

connectors and wire assemblies, the demand for their products 

rapidly grew. Originally, their but as they moved into distributing,  

they started getting a much higher number of inquiries.

cHALLEnGES
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“OuR cORE STRENgTh IS ThE SALE OF INdIvIduAL 
ELEcTRIcAL cOMPONENTS,” cARROLL SAyS.  
“wE gET ThOuSANdS OF REquESTS MONThLy 
FROM cOMPANIES LOOkINg FOR OEM 
REPLAcEMENT PARTS OR cuSTOM cONNEcTORS. 
A MAjORITy OF ThOSE REquEST cOME FROM 
wEBFORM SuBMISSIONS OR EMAIL INquIRIES. 
BEFORE wE hAd A cRM, SOME OF ThOSE 
REquESTS wOuLd gET LOST AFTER INITIAL 
cONTAcT. NOT hAvINg ThE ABILITy TO EASILy 
AccESS PAST REquESTS wAS hAvINg A NEgATIvE 
AFFEcT ON OuR OvERALL SALES.”

Another problem comes from the fact that many of Aeromotive’s 

customers are in heavily regulated industries. In other words, their 

products must meet strict quality standards.

For instance, a rebuilt wiring harness for an aircraft must meet

quality standards of large-scale corporate clients. As a result, 

document control plays a major role in their day-to-day operations.

Their QuickBooks-based sales management approach just couldn’t 

scale with their needs. “We knew there was a better way,” 

Carroll says. “I gave FayeBSG a vision of what I wanted, and they 

implemented it perfectly.”

cHALLEnGES
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When Aeromotive contracted with FayeBSG to implement their 

new CRM, they were mostly looking to improve their sales results. 

However, they didn’t expect an overall improvement in their internal 

communications.

“IF yOu ASk ANy BuSINESS ABOuT ThE 
chALLENgES ThEy FAcE, yOu’RE gOINg TO 
hEAR ThAT cOMMuNIcATION IS ALwAyS AN 
ISSuE,” cARROLL SAyS. “ThAT’S ONE PLAcE 
whERE ThE cRM REALLy hELPEd uS OuT. 
OuR STAFF IS cONSTANTLy cOMMuNIcATINg 
wIThIN SugAR. uSER AccOuNTABILITy hAS 
INcREASEd TREMENdOuSLy, whIch hAS AIdEd IN 
MANAgEMENT dEcISION MAkINg. MANAgEMENT 
cAN NOw ASSIgN TASkS wITh dEAdLINES ANd 
uSERS cAN ShOw ThE cOMPLETEd TASkS 
wIThIN ThE dAShBOARd. cOMMuNIcATION hAS 
BEcOME LESS OF AN ISSuE FOR uS SINcE ThE 
IMPLEMENTATION.”

The company is also in a much better position to track “all the little 

tidbits” of customer information they once missed. So following up 

on new leads has also become a much less confusing, error-prone 

process. Instead of relying on QuickBooks and individual salespeople to 

keep track of everything, they now have the right tool for the job.

Sugar has also played a major role in streamlining Aeromotive’s 

document control, which is essential for a company trying to meet ISO 

and regulatory standards. Instead of requiring individuals to keep track 

of these documents, CRM can include everything within the job order. 

For our Tier-one customers, this strategy is a major selling point.

SOLuTIOnS



6

“whEN OuR cuSTOMERS wANT TO kNOw hOw 
wE’RE MANAgINg ThESE dOcuMENTS, wE SIMPLy 
dEMONSTRATE OuR cRM’S vAST cAPABILITIES,”
cARROLL ExPLAINS. “ThEy cAN LOOk uP 
whATEvER ThEy NEEd, ANd ThEN SIgN OFF ON 
IT. IT’S PERFEcT. ANy cuSTOMER ThAT hAS ThIS 
kINd OF quALITy-cONTROL REquIREMENT cOuLd 
dEFINITELy BENEFIT FROM A cRM.”

Perhaps most importantly, by adopting Sugar as their primary sales-

management tool, Aeromotive took a major step towards simplifying 

their workflows and sales-related operations. “We have integrations 

that have really helped us streamline different processes, and we have 

better recognition of what’s in the system,” says Carroll. We went 

from having five different systems that we had to use five different 

processes for to now having just one: Sugar.” 

Since implementing SugarCRM, Aeromotive has increased sales by 

17.2%, and they’ve significantly increased their total quotes per month. 

SOLuTIOnS
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“BEFORE wORkINg wITh FAyEBSg, SOME 
OPPORTuNITIES uSEd TO FALL TO ThE wAySIdE,” 
cARROLL SAyS. “cuSTOMER RELATIONShIP 
MANAgEMENT IS ALL ABOuT NuRTuRINg 
PROSPEcTS ANd cONSISTENT FOLLOw uP.  
NOw ThAT wE hAvE SugAR, wE’RE ABLE TO 
TuRN EvERy LEAd INTO A cONTAcT. wE cAN SEE 
whEN wE LAST cONTAcTEd ThEM ANd uSE ThAT 
INFORMATION ON hOw TO APPROAch OuR NExT
ROuNd OF cOMMuNIcATION.

“EvERy SINgLE ORdER REquEST IS NOw 
AuTOMATIcALLy AccOuNTEd FOR wITh A
REFERENcE NuMBER ANd cORREcT cuSTOMER 
INFORMATION. FROM ThAT MOMENT, wE hAvE 
ALL ThE NEcESSARy INFORMATION TO gIvE AN 
AccuRATE ANd TIMELy quOTE.”

LASTInG  
RESuLTS



FayeBSG is a global technology 
company that helps companies grow 
by successfully creating, customizing, 
implementing, and managing industry 
leading customer experience, CRM, 
and ERP software platforms to meet 
ever evolving business needs. 

As a SugarCRM Elite partner and awarded the 2020 

SugarCRM Global Reseller of the Year, FayeBSG is also 

a leading partner with Sage, Zendesk, Ytel, Hubspot 

and a variety of custom software solutions. FayeBSG is 

known for their SugarCRM integrations with Sage 100, 

Quickbooks, NetSuite, Acumatica, Intacct, Constant 

Contact, Authorize.Net, Hubspot, Ring Central, Box, Jira, 

Ytel, and more. Services include project management, 

software implementations, consulting, training, custom 

development, and support. Specializing in software 

implementations for a variety of industries, FayeBSG 

has customized successful CRM, ERP and Marketing 

Automation platforms for a variety of mid-market and 

enterprise businesses.

fayedigital.com

818-280-4820

Fayedigital.com


