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Kort om SuperOffice

Relationships that matter. Revenue that grows.

+ 5.000 kunder

+ 10 års gennemsnitlig levetid på kunder

+ 350 medarbejdere

Lokal ekspertise Personlig kontakt

+35 års erfaring 

SuperOffice i tal



Vi hjælper 
virksomheder 
med at opnå 
følgende

Relationships that matter. Revenue that grows.

Få nye kunder

Sælg mere til eksisterende 

kunder

Reducer kundeafgang

Forbedre kundeoplevelsen

Forbedre produktivitet



SuperOffice hjælper virksomheder med at finde, fange og fastholde 
kunder med én CRM suite

Marketing
Automatisér og personalisér kommunikation til kunder 

for mere værdiskabende kundedialoger.

Salg
Øg omsætningen gennem optimerede salgsprocesser

CRM Suite
Opnå fantastiske kunderelationer

og øg loyaliteten. 

Service
Hold kunderne glade med 

ekstraordinær kundeservice

(Non-exhaustive)

Apps & 

Integrationer

Udvid funktionalitet, 

automatisér handlinger 

og forbedre 

kundeoplevelsen med 

integrationer og apps fra 

SuperOffice’s App 

Store  

Konsulent 

ydelser

Implementer CRM 

strategisk for at sikre

maksimal værdi

Collaborative workflow 

across company 

Centralized data with 

insightful dashboards
User-driven simplicity High ROI to customers 

Online education 

for client teams

Online resources

Expert CRM 

implementation

E-mail

Forms

AI Editor

Dashboards
Mobile 

CRM

Quote 

Management
Sales 

Intelligence

Pipeline 

Management

Customer 

Portal

Ticket 

Management
Support Chat

AI Service 

Copilot

Document 

Management

E-mail 

Management

Reporting

Contact 

Management

Diary and 

Activities
Dashboards

Status 

Monitors

Project 

Management

Event 

Management

Automation

Field Service Automation

Built-in AI

Én CRM Platform
Forbedret samarbejde, øget 

overblik og produktivitet – Med 

indbygget AI



Salgsprocessen
Hvad vi ofte oplever hos nye kunder

• Vi oplever tit manglende processer for 
indsalg, og eftersalg

• Hvis data er ustruktureret og/eller spredt på 
tværs af forskellige systemer og 
arbejdsgange, er det meget svært at sikre 
overblik og rettidig handling.  

• Salgsaktiviteter og CRM-registreringer 
udføres tilfældigt med varierende 
datapunkter. 

Relationships that matter. Revenue that grows.

• Har I styr på jeres processer?

• Er de system understøttet?



Datastruktur 
i CRM
Hvorfor er det vigtigt?

• Struktur → gør data brugbar

• Historik → gør dialog kvalificeret

• Opfølgning → skaber fremdrift 

Den gode datastruktur:

Relationships that matter. Revenue that grows.

• Struktur på hvilke step man skal 
igennem. 

• Detaljeret plan for hver step

• Træn jeres salgsprocess



SALES PROCESS – ONE CONFIG OVERVIEW

IMPACT CASE 40%

Get commitment on the impact 

case and story, ROI with a cost 

estimation and main solution 

idea with power.

IMPACT CASE AND 

STORY CONFIRMED

SOLUTION FIT (DEMO) 60%

Collaborate with pre-sales to 

get details on integration and 

specific CRM functions to 

include. Consider proof of 

concept. 

SOLUTION CONFIRMED

PROPOSAL 70%

Present proposal with cost, 

timeline, agreed solution and 

implementation plan.

PROPOSAL 

PRESENTED

REVISED PROPOSAL 80%

Rework proposal if needed to 

meet client requirements

PROPOSAL REVISED

CLOSED WON / LOST 

99/100%

Ger formal agreement of 

confirmed deal and 

implementation plan

CLOSED WON / LOST

DISCOVERY 30%

Stimulate interest, understand 

their business pain points, 

price range fit and commit to a 

timeline with sponsor.

PAIN & PLAN 

CONFIRMED

QUALIFY 20%

Identify and engage potential 

customers who fit the ICP. 

Determine if the prospect fits 

the ICP

MEETING BOOKED

O
N

E
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F
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P
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R
P

O
S

E

Discovery meeting 

confirmed

Qualify: Does this company fit 

our ICP criteria for 

engagement?

Send CRM needs survey & 

prep for the call with AI
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P
R

O
C

E
S

S

Demo 

presentation

Prepare demo: What features 

do we predict the prospect will 

want to discover?

Confirm that needs are met 

with demo presentation

Signature 

email

Do we understand the reason 

for won or loss?

Move deal to closed won or 

close lost in CRM

Discovery and 

planning 

Prepare meeting: What are big 

trends, and business pains for 

similar companies how have 

we helped them before? 

Send a follow-up email with 

high level impact case and plan 

for sponsor to confirm

Impact case presentation

Prepare presentation: What 

business issues does 

SuperOffice solve and how?

Get confirmation from power 

and engage pre-sales

Proposal 

presentation

Prepare proposal and clarity 

who needs to sign off on the 

proposal and in what timeline?

Confirm evaluation timeline and 

revise proposal

Proposal revised 

and sent

Send revision and clarify what 

were the areas of 

improvement in the proposal?

Send contract for signature

S
T

A
G

E
O

U
T

C
O

M
E

IN ONE - ACTIVITIES
Proposal Meeting

IN ONE DOCUMENTS
Proposal documents

IN ONE - ACTIVITIES
Proposal Meeting 

IN ONE DOCUMENTS
Impact Case Presentation
Proposal documents

IN ONE - ACTIVITIES
Qualification Call

IN ONE DOCUMENTS
Discovery prep AI Prompt
Discovery Meeting Agenda
Territory & Account Plan
Coming: Discovery Survey

IN ONE – ACTIVITIES
Handover Meeting

IN ONE DOCUMENTS
GetAccept + Invoice 

IN ONE - ACTIVITIES
Discovery Meeting
Customer Meeting

IN ONE DOCUMENTS
Discovery Presentation
Discovery Meeting Summary
Close-plan

IN ONE - ACTIVITIES
Impact Case Meeting 

IN ONE DOCUMENTS
Impact Case Presentation
Coming: Impact Case Survey

IN ONE - ACTIVITIES
Solution meeting

IN ONE DOCUMENTS
Impact Case Presentation 
+ Demo
Coming: Solution Survey



Relationships that matter. Revenue that grows.

Hurtig demo af 

processen i 

SuperOffice
Aktiviteter og faser på salgsmuligheden
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Relationships that matter. Revenue that grows.

Impact Case



Business case

Hypothesis

Assumption

Savings

Time savings in administration and coordination – Phase 1

By consolidating customers, 

sales, and activities in one

CRM system, Brink Transport 

can reduce manual work and 

create a unified overview.

It enables better

prioritization, systematic

follow-up, and reduces

dependency on individual

knowledge, supporting time 

savings and increased sales 

activity.

• Conservatively, Brink Transport 

can save 5–7 administrative 

hours per week by:

• Having one unified customer

database

• Automatic sync with Outlook 

and ERP

• Higher conversion and more 

relevant leads through better

prioritization

This corresponds to an annual

saving of approximately DKK 

75,000–100,000.

Conservatively, a structured

CRM can increase qualified

leads by 5–15% through better

prioritization and follow-up.

= 0.5–1% improvement in 

turnover

(40 mio DKK)



Solution owners and 
investment requirements

Relationships that matter. Revenue that grows.

TEAM & INVESTMENT

Implementation team

Requirements for monthly investment and delivery

Licenses Total

Sales Premium

Synchronizer 

for Outlook

Development tools

Total for licenser 4.149 kr

PR MÅNED

O
N

E
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T
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E
 C

O
S

T

4.149 kr.

SuperOffice licenser. pr. md

INVESTMENT

64.350 kr

Implementation

5.362 kr.

Mdr. Payment

Area Total

SuperOffice 

implementering

Total 64.350 kr

integration

Sales Manager

Mikkel Stisen, Net new sales manager

Projektleader & implementation responsible

Forretningskonsulent

Sabine Vest, Senior CRM konsulent

Integration



SCM

SuperOffice Consulting 
method

• Struktur → gør data brugbar

• Historik → gør dialog kvalificeret

• Opfølgning → skaber fremdrift 

Overdragelse til implementering

Relationships that matter. Revenue that grows.

• Alle information er laget ét sted

• Detaljeret plan for næste step

• Ingen information går tabt under 
overdragelse

• Synlighed for hele organisationen



Relationships that matter. Revenue that grows.



CSP

Customer succes 
program

• Vi slipper jer aldrig

Kontinuerlig udvikling 

Relationships that matter. Revenue that grows.

• Vi tilretter en udviklingsplan

• Løbende uddannelse 

• Health check

• Overskuelig og fast økonomi



Customer Succes Plan

Relationships that matter. Revenue that grows.



Dedikeret CRM-specialist

Proaktiv optimering

Kompetenceudvikling

Målbare resultater

Strategisk rådgivning

Udvidet team

Relationships that matter. Revenue that grows.

Samme konsulent gennem hele rejsen: 

én der kender jeres løsning, mål, KPIer og 

forretningen.

Vi planlægger mål år for år, evaluerer og 

sikrer kvaliteten i data og workflows

Regelmæssig træning af superbrugere (eller 

nye brugere) i nye funktioner, best practices 

og smartere CRM-brug, også i lyset af nye 

funktioner

Dashboards og KPI’er afspejler strategien, 

så effekten kan måles. Vi tager ansvar for, at 

I lykkes!

CRM kobles til forretningsmål for bedre 

beslutninger og stærkere resultater. 

SuperOffice bliver en praktisk forlængelse af 

jeres team.

Det får I
CRM Succes Program — 6 grundlæggende elementer og tydeligt ejerskab



SuperOffice Success Program 

(Managed Services)
JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC JAN FEB MAR

Implementation project

Process adjustments, Configuration, Import, 

Setup of Dashboards, Go live assistance 

Implement Implement

CRM Strategic review & Prioritization

Interview key-users, Analytics (funnel, lead 

sources, conversion, follow-up, lead 

qualification, pipeline, win rates, sales cycle, 

drop-off), stakeholder meeting with results and 

strategic prioritization

Meeting

Alignment  to do’s, priorities and 

prerequisites and follow-up Alignment Alignment Alignment Alignment

Optimizations and improvements 

Workflows, Configuration, Flows, Guides, 

Templates, Automation

Maintenance of existing scripts and 

automations

Training

Train new users or train new 

functionality/process based on input customer, 

Health check and surveys

Training Training

Survey

Distribution, analysis, report Survey

Health Check

Analysis, report
Health 

Check

KPI Analysis and adjustments
Analysis Analysis

Hvordan leverer vi på det? 



CRM planer

Systemunderstøttet 
plan for den enkelte 
kunde

• En levende plan i SuperOffice

Account planer gjort digitale

Relationships that matter. Revenue that grows.

• SuperOffice måler på alt og giver 
score, farver og indikationer på 
hvor man som kunde er i en plan 

• Digital termometer

• Fokus ændres fra indsalg til 
udvikling

• Sælges af SuperOffice



Relationships that matter. Revenue that grows.

CRM plan – DEMO
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