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Program Area: Sales Performance
Category: Best Use of a Customer Relationship Management (CRM) Solution

The category Best Use of a Customer Relationship Management (CRM) Solution is for a written description of best practices in how your sales departments are successfully using these systems to improve sales force effectiveness in the following ways: 

· Account management 
· Improving win/close ratios 
· Process for follow up
· Reporting
· Aligning with marketing and better process for managing campaigns and outreach 
· Increase revenue results                                          

Sales training, corporate training, learning, talent, HR, or operations, or other related department can enter either alone or together with a helping organization (such as a vendor aka solution provider, or consultant). Helping organizations cannot enter alone.


Instructions:
1. Use only this Word document for your submission.
2. Enter your content in the designated sections.
3. Maintain Helvetica 12pt font formatting (size, color, style). Use bullets or numbering as needed to organize content.
4. Do not remove any sections of the application. 
5. Leave non-applicable fields blank or mark "N/A."
6. Review the Judging Criteria below — judges will evaluate your submission using these standards.
7. Write in complete paragraphs with correct spelling.
8. Use third person only. Avoid "we," "our," "us," etc.
9. Focus on specific details and measurable outcomes rather than promotional language.
10. Insert images, charts, and graphs directly within your responses or in a document appendix. Do not submit separate files.
11. Provide supporting materials (reports, videos, course links) with proper access details. Ensure passwords remain valid for one year minimum and links are web-accessible. List all URLs and access information in your online application only — not in this document.
12. Target 15-20 pages in Helvetica 12pt (excluding instructions, questions, and graphics). Additional information may be included in appropriate sections or an appendix.
13. If you granted publishing permission but want certain content excluded, highlight those sections in red.
Save with this file format: "Company Name – Category – Title." Submit via the HCM Excellence Awards portal: https://excellenceawards.brandonhall.com/hcm



Submission Checklist
Before you submit, ensure you have completed all four steps:
[image: ]

☐ Upload your completed entry form
· File saved as: "Company Name – Category – Title"
· Document is 15-20 pages in Helvetica 12pt font
· All required sections completed
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☐ Complete the online application
· All form fields filled out
· Category selection confirmed
· Publishing permissions indicated
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☐ Provide supporting links and access information
· All URLs listed in online application (not in Word document)
· Access credentials provided for password-protected content
· Passwords valid for minimum one year
· Links tested and web-accessible



[image: ]☐ Confirm payment processed
· Payment method accepted
· Transaction completed successfully
· Confirmation received


Final verification: 
Review your submission to ensure all steps above are complete before final submission.


Please direct any questions to: awards@brandonhall.com. 

Do not send any applications via email, but only through the award application site.

	Judging Criteria: The judges will evaluate your entry on a scale of 1-6 on each of these criteria below.

	(1) Fit to the Needs
	The use of the CRM effectively supports the needs of the sales team and the organization.

	(2) Design and Delivery
	The benefits of using the CRM and supporting processes provide effective support for the sales objectives. This CRM and supporting processes were executed effectively for the sales team.

	(3) Change Management
	There was an effective change management strategy that produced positive organizational outcomes.

	(4) Measurable Benefits
	The use of the CRM and supporting processes produced measurable benefits and outcomes for driving sales force effectiveness.

	(5) Overall
	Overall, the use of the CRM and supporting processes demonstrates a positive impact on the sales team and the organization.




Entry Overview:
Please make sure all information matches the online application.

	Entry Title
	(insert text here)

	Name of Entering Organization
	(insert text here)

	*Name of Helping Organization (Vendor) if submitted jointly
	(insert text here)

	*OPTIONAL PR
	(insert text here)

	Date
	(insert text here)

	Brief Description of Entry (2-3 Sentences)
	(insert text here)




Company Background	
(of entering organization, not the solution provider)

Insert company logo here

Use the grid below to give information about the organization, size and scope, and industries served.
	Company-at-a-Glance

	Headquarters
	(insert text here)

	Year Founded
	(insert text here)

	Revenue
	(insert text here)

	Employees
	(insert text here)

	Global Scale (Regions that you operate in or provide services to)
	(insert text here)

	Customers/Output, etc. (Key customers and services offered)
	(insert text here)

	Industry
	(insert text here)

	Stock Symbol
	(insert text here)

	Website
	(insert text here)




*Optional: Solution Provider Company Background
(if submitted jointly)‹

Insert company logo here

Use the grid below to give information about the organization, size and scope, and industries served.
	Company-at-a-Glance

	Headquarters
	(insert text here)

	Year Founded
	(insert text here)

	Revenue
	(insert text here)

	Employees
	(insert text here)

	Global Scale (Regions that you operate in or provide services to)
	(insert text here)

	Customers/Output, etc. (Key customers and services offered)
	(insert text here)

	Industry
	(insert text here)

	Stock Symbol
	(insert text here)

	Website
	(insert text here)





Budget and Timeframe

Please fill out the following grid with your best ability. You may offer an estimate or range for each. If this information is confidential or not applicable, enter N/A. Your entry will not be judged based on this information, however this offers the judges a greater understanding of your entry, complexity, and/or maturity.

	Budget and Timeframe

	Overall budget
	(insert text here)

	Number of (HR, Learning, Talent) employees involved with the implementation?
	(insert text here)

	Number of Operations or Subject Matter Expert employees involved with the implementation?
	(insert text here)

	Number of contractors involved with implementation
	(insert text here)

	Timeframe to implement
	(insert text here)

	Start date of the program
	(insert text here)




Entry Details:
Judging Criteria 1: 
Fit to the Needs
Use this area to describe the business conditions and business needs that led your organization to implement the customer relationship management (CRM) solution.

Details: 
Enter Your Text below the line





Overview
Use this area to provide a description of the CRM and its implementation in your organization. What goals did you establish and were they achieved?

Details: 
Enter Your Text below the line









Judging Criteria 2:
Design and Delivery
Use this area to discuss how the CRM implementation was designed and how it was delivered to your organization and your customers.

Details:
Enter Your Text below the line









Judging Criteria 3:
Change Management
Describe any challenges or obstacles that you may have encountered and how you overcame them. What was your process for addressing change management?

Details:
Enter Your Text below the line












Judging Criteria 4:
Measurable Benefits
Use this area to discuss the measurable benefits as seen by your organization. How do you measure ROI/impact and what were the results? How did you prioritize and identify what was important?

Details:
Enter Your Text below the line











Judging Criteria 5:
Overall
Use this section to provide a summary of key findings. What lessons did you learn? What is next/future outlook?

Details:
Enter Your Text below the line
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