
The New Era of Microsoft Dynamics 365 in the IT company GAMO

Thanks to the delivered solution, we have helped improve the operation of key areas 



Microsoft Dynamics 365 for IT company GAMO

Starting Point

GAMO had already implemented Microsoft Dynamics 365 – a CRM system, which had been adopted to the needs of the company 

relevant back then. The original solution was implemented in-house supported by external cooperation. Later on, the work with 

this system became more necessary than pleasant and CRM served only as a storage of business relationships, contacts, business 

opportunities and associated documents. The system did not allow to create managerial reports with the insight on current status 

of business, was not able to predict what will happen in business and finances both from short- and long-term perspective and 

evaluate it.

At the same time, the marketing department did not dispose with the information for better targeting of marketing campaigns  

or tracking their outcomes. Data were stored in various systems without contextual interconnection and insights. The CRM system 

did not fulfil its original purpose anymore – e. i. to manage business processes and agenda in one place.

Administration of business relationships and opportunities was too complicated, since it required to enter unnecessary data. 

Even though sales representatives saved their contacts and notes into CRM, the work with the system was too lengthy. The FinStat  

database was used as a source of contact details as well.

Among other things, GAMO sales hardware and provides related services, and the original CRM could not be used to record internal 

purchase of goods. Therefore, employees had to work with the technically obsolete application IBM Lotus Notes.

The company lacked a well-operating application, data and procedural support for a new company strategy and its functioning across 

multiple areas. To our customer, we recommended to build a new solution based on the verified Microsoft Dynamics 365 platform 

with a fully functional application for sales and marketing which could be later connected to project and resources management.

Thanks to the Microsoft Dynamics 365 solution, we have gained a tool for effective tracking and evaluation of business 

activities what has a positive impact on the progress of our business. Managerial dashboards in CRM provide us with  

a detailed overview of current status of business opportunities and, at the same time, the data help us make strategic 

decisions. The CRM system has brought us plenty of new functionalities, which have simplified the work not only  

of the sales department but also of marketing team.

Peter Luby 
A board member and a sales director  
GAMO



Project Objectives

The main goals of the project were to improve and strengthen cross-departmental operation of the company, including sales, 

economic, marketing, logistics and production department. The previous CRM should have been replaced with a strong tool 

Microsoft Dynamics 365, which would:

 • provide the management with insight into the current status of the business;

 • carry out consolidation of client data in connection with business opportunities;

 •introduce simpler and visually better-arranged CRM environment using a native functionality;

 • provide data migration: client – contact - opportunity;

 • adopt existing business processes, methodology and implement new ones;

 • improve internal communication and cooperation on pre-sales projects;

 • actively engage the marketing department with the aim to improve lead processes (notifications).

Case study

Customer Profile

GAMO provides its IT services and solutions to smaller as well as larger customers requiring 

continual operation of their IT systems. GAMO has been operating on the market for more 

than 25 years and, thanks to its long-term experience, has always been delivering high-quality 

services based on the latest cloud solutions.



Case study

Solution Description

GAMO was determined to continue with the verified product Microsoft 

Dynamics 365, developed on and connected with Microsoft Office 365, 

SharePoint Online and FinStat from the beginning.

As the most important functionalities of the implemented solution, we can 

consider: 

 • more effective internal processes;

 • creation of centralized management of client and contact data;

 • tracking and evaluation of business opportunities;

 • a view on business development in a form of charts;

 • management of employee work agenda;

 • active involvement of the marketing department into business activities; 

 • simpler administration of internal orders and goods; 

 • transfer of communication between sales and economic department 

into the CRM environment;

 • sharing of business documents and connection of the CRM solution 

with SharePoint Online, Microsoft Outlook and the Office Word and Excel 

applications;

 • online updates of client data from the FinStat database;

 • recording history of contacts and activities related to clients;

 • elimination of redundant email communication.

Course of the Project

Our cooperation with GAMO started with business consultations, during which we were 

mapping the current status of the CRM system and summarizing requirements and 

managerial expectations. The outcome of these consultations was an impact study, 

which determined further direction of the CRM system.

Together with the customer, we came into conclusion to leave the current CRM system 

and not to modify it and to build a brand new CRM system instead, which could 

provide:

 • a comprehensive administration of business opportunities for the sales 

department;

 • tracking of sales progress for the management;

 •         management of marketing activities covered by the marketing department;

 •      support of project management and planning sources for the project  

management department.



The project was implemented in two phases. It took two months to implement 

each of them:

1. phase

The aim of the first phase was delivery of the following functionalities:

 • for the sales department – segmentation of clients and opportunities,  

simplification of opportunity management, set-up of processes and their 

partial implementation from the sales process point of view, pre-preparation 

for managerial dashboards with the aim to promote tracking of business 

opportunities development and prediction of financial development;

 • for the marketing department – use of marketing lists and improvement  

of the lead process.

2. phase

During the second phase, we finished implementation and deployment  

of functionalities for sales department – end-to-end business processes (recor-

ding and tracking of the sales process status – from an opportunity to invoicing). 

We implemented a unified process of internal purchase of goods and finished 

dashboards serving for simpler managerial decision-making. The functionality 

for collaboration with the pre-sales team and GAMO team of specialists was 

added into the sales process during this phase. By completing the functionalities,  

the economic, logistics and production department were also involved  

in the entire business process.

The solution is planned to be expanded in the future. 



Used Technologies

Are you interested in the solution?  

If you want to know more about our solutions, contact us immediately. 

We will pass your requirements and prepare the most appropriate solution for your company.

obchod@millennium.sk 
www.millennium.sk  
+421 2 59 100 300

Prípadová štúdia

Thanks to the solution, the customer has gained the following benefits

1. “ The only place of truth” for the sales department from the perspective of orders and finances.

2. A centralized system enabling access to information from anywhere and any device.

3. Online updates of client data from the FinStat database.

4. Effective management of internal and business processes.

5. Advanced functionalities helping improve marketing activities.

6. Reports for managerial decision-making.

7. Change of competencies and responsibilities within the business process across the departments involved. 
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