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The AIM Institute

AIM is an innovative not-for-profit organization
that grows, connects and inspires the tech talent
ecosystem through career development and educa-
tional programs. Our efforts culminate in an array
of services for a variety of audiences. Being

a relatively small organization, we must strive to
leverage agile thinking to ensure our processes
and systems continually improve. Embracing this
mindset we will be able to continually deliver with
greater effectiveness.

Over time we have used various software solutions for different
business needs, but there are always limitations based on a solu-
tion’s designed value proposition and flexibility. In late 2016 we
set about to find a new solution that would not only provide us
the needed core functionality of a CRM but also empower us to
effectively cross-pollinate key business data across our disparate
systems. We realized that this was an opportune time to connect
these systems together for better business use and as a result



of this, set forth to integrate the Pipeliner CRM service with its
accounting, marketing automation, data warehouse, and select

web-based products. The goal was to have one primary system
populating and visualizing key information about the business and
its customers.

A key component of the selection of Pipeliner was its exhaus-

{{/‘L»”j”' tive API documentation. The service not only provides us with

the ability to import and update key business data but accommo-

dates for integration with multiple programming languages. Our
internal development team worked hand in hand with the support
team at Pipeliner ensuring integrations were complete using best

practices and greatest efficiencies.

Organizationally we leverage Mule ESB as our primary enterprise
service bus. Pipeliner’s Java SDK made it very easy for our team
to directly integrate with the ESB and create robust objects that in
turn directly integrate with our existing services.
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The results of our integration have culminated in the improvement
of three major business focuses.

1. Reduced licensing costs

2. Data access centralization

3. Data synchronization




The leveraging of Pipeliner across the company has reduced our
technology licensing costs. Through Pipeliner’s advantageous
pricing model, structured directly around user accounts, we have
been able to reduce the number of user seats for several of our
other SaaS solutions. This was only possible through our ability to
pull data from these other services directly into Pipeliner CRM.

Pipeliner has given our organization a centralized tool everyone in
the company has access to. It has increased the overall visibility
of our business data — whether it be following a lead through

the sales process, managing agreements, or even logging connec-
tions our staff has made in our community — we now have one tool
for all to use.

By leveraging Pipeliner’s robust API, we have the ability to support
continual synchronization between our CRM and other business
systems. Through this implementation we have been able to
greatly reduce daily synchronization tasks and replace them with
real-time data transfers.

We have been very pleased with the product, service team and
vision of the product. It has become an important part of our
business operations.
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Pipeliner CRM

Enabling Sales Teams, Minimizing Risk!

¥ TRY IT FREE ( FIND OUT MORE
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