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Q: How important do you
think Business Activity
Monitoring is to the success

of a company like Administaff?

Answer: Because my department’s
primary focus is on improving our sales
process, we felt that a system like
KnowledgeSync would have a
tremendous impact on our sales
organization. We needed a way to
keep our sales force apprised of critical
business situations.

Q: Can you provide an
example of an business
activity event?

Sure. One significant way
KnowledgeSync benefits Administaff is
by alerting our sales consultants when
a new lead comes in. Most of our leads
come though a call center located at
our Kingwood campus; the records are
then created for our sales consultants
around the country. In the past, it was
between 24 and 48 hours before a
sales consultant was made aware of
the lead and that delay hampered our
sales efforts. With KnowledgeSync, our
consultants can now respond to these
leads immediately.

Another scenario pertains to cities
where Administaff has multiple sales
offices. Sometimes when one office is
working on a lead we receive an
Internet lead from another person within
the same company, but that person
doesn’t use the exact same
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“KnowledgeSync is our
invisible worker . . . we
were able to implement it
easily and get our return
on investment almost
immediately.”

Lori Haynes.
Administaff.

company name; as a result, the lead
is assigned to another office.

With KnowledgeSync, all offices are
immediately notified about new leads
and can use their CRM application to
check that record against potential
duplicates before a sales consultant
has a chance to make that first
phone call.

This allows our offices to see that a
lead already belongs to someone
else, and avoids any possible
confusion or duplication of effort.

Q: What applications are
you using KnowledgeSync
with, and what are your
plans for the future?

Right now we are using
KnowledgeSync with GoldMine

http://www.nexdimension.net

Who is Administaff?

http://www.administaff.com

Administaff is the nation's
leading Professional Employer
Organization (PEO) and has
been helping businesses for
more than 15 years.

Administaff provides high-
performance human resource
solutions and administrative
relief for busy entrepreneurs
and managers who want to
spend more time achieving
their goals and less time on
employer obligations.

The Challenge:

Administaff’s challenge was to
identify a solution that would
provide them with a
competitive edge in
dynamically identifying and
distributing critical business
information to their employees.

KnowledgeSync 2000 was
selected as Administaff’s
answer to this challenge.

The Interviewee:

Lori Haynes, Director of
Marketing Research &
Automation, Administaff
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only, but we are looking at the
possibility of tying KnowledgeSync
into our proprietary software for the
PEO industry. Also, we're talking
with our Client Service group to
explore what KnowledgeSync can
do for them.

Q: Can you give me a little
background on your use of
GoldMine?

We started with GoldMine in the
fall of 1995 and rolled it out to our
district offices shortly thereafter. In
1998 we automated our entire
sales force. We currently have
250+ sales consultants using the
application and over 140,000
records in the database.

Q: Can you describe your
experience with the use of
KnowledgeSync?

| was personally able to set up
everything that we needed in
KnowledgeSync. Although |
wouldn’t expect a casual user of an
application to be able to fully
configure KnowledgeSync,
someone with an understanding of
an application’s database schema
should have no trouble setting up
KnowledgeSync. It's also helpful to
have a general knowledge of what a
query is, but for someone like me
who is not a heavy query developer,
is was fairly easy.

Q: So would someone like
yourself, typically the
administrator for a product
like GoldMine, be able to
set up KnowledgeSync?

Yes, they would.

Q: What do you think of the
“cost-to-value” ratio of
KnowledgeSync, in terms of
comparing what you paid

for KnowledgeSync to the
value that you have received
from it?

| probably shouldn’t tell you this, but |
think you have under-priced the

product. It's amazing — the low cost for
what it brings. We got our return on our

investment immediately.

Q: So what’s your favorite
thing about KnowledgeSync?

| think that it's the idea of having an
“invisible worker.” If we didn’t have
KnowledgeSync, it would be the sole

responsibility of a worker to do nothing

other than monitor client data and go

around and tap people on the shoulder

to remind them of what they should or
shouldn’t be doing. KnowledgeSync

takes the place of a person who would
be going through all the different client

files and paperwork looking for
information to pass on to our people.

“l probably shouldn’t
tell you this, but | think
that you have under-
priced the product.”

Q: If you were to speak
with a company reviewing
KnowledgeSync for their
own business, what would
you say?

I'd tell them that the key thing
about KnowledgeSync for us was
that we were able to purchase and
implement it almost immediately. If
we had gone with another
business activity monitoring
solution, we probably would have
been looking at months for
implementation, plus an exorbitant
cost before we even got anything
implemented. And, if we had
wanted to add on additional
events, the cost

involved would just have grown from
there.

With KnowledgeSync, there was the
initial cost — and that was all. There
were no hidden costs, and we could
get immediate value from it. With our
sales organization, when we want
something, we want it now. And
when our management sees it, they
want it implemented today.
KnowledgeSync met those needs.

Q: Can you give me an idea
of how it was to work with
your KnowledgeSync
Business Solution Provider,
Harris Technology?

Harris has been working with us
since earlier this year. They've
brought us solutions without even
being our solution partner. They
have been absolutely patient, faithful,
and incredibly knowledgeable.
Working with an organization that is
both knowledgeable and gets us a
quick response has been a
tremendous benefit to us.

And the fact that they were willing to
answer questions and assist us with
our projects prior to being formally
engaged says something very
special about their service and the
culture of their company.

Q: Was it Harris Technology
who first introduced you to
KnowledgeSync?

Yes —in fact, | don’t know if Ron
Harris will remember the meeting we
were in when he first started
describing the different types of
things that KnowledgeSync could do
for us, but my eyes lit up and | just
said “| want it — and | want it today.”

Q: KnowledgeSync is a
relatively new product in the
software industry (it was
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| test a lot of software and take a look at
a lot of different products that are out on
the market. And | can say that
KnowledgeSync is one of the few that |
got tremendously excited about.

Steve Chipman, President, Lexnet Consulting

“KnowledgeSync’s pre-configured
events gives clients a fully-configured
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