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Success Story 



Industry 
Construction 

 

Objectives/Requirements 

• Improve the degree of digitalization 

• Digitalize customer data management, sales manage-
ment, customer loyalty and customer services, as well as 
the corresponding work processes 

• Interfaces between all necessary areas need to secure 
efficient work processes 

• Create consistent processes 

• Central knowledge basis for employees 

 

Benefits and advantages 

• Digitaler und transparenter Wissensstand 

• Provides a digital and transparent knowledge base 

• Creates a transparent, 360-degree view with the central 
and always-up-to-date customer dossier 

• Saves costs and resources by automating routine tasks 

• Valuably extends expertise 

• Creates a better understanding of customer needs and 
increases customer loyalty 

 
 
 
 
 
 
 
 
         
  
 
 
 
 
 
 
 
 
 
 
  
 
  
  
  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  

Reliability and quality, along with a collaborative approach 

and a high level of trust, are values Trepka’s customers can 

rely on, as a general contractor and in every one of its spe-

cialist divisions. These values played a key part when it 

came to choosing the right CRM solution: a reliable part-

ner and a powerful product, CAS genesisWorld. 

 

Trepka is a family-owned construction company grown o-

ver four generations. They are a pioneer in precast con-

crete components based in Ober-Grafendorf, Lower Aus-

tria. With SALDO EDV-Beratung GmbH in nearby St. Pöl-

ten, the company found the ideal partner to implement 

the CRM project, including the integration of its existing 

ERP systems, Auer and Betsy. 

  

Project goal 

The goal of the project was to fully connect and digitalize 

sales processes, creating a central hub for customer infor-

mation, communication histories, and sales activities, while 

increasing transparency and improving efficiency. The idea 

was for a CRM solution to realize these goals by standardi-

zing and partially automating workflows to sustainably op-

timize day-to-day sales operations and create a solid foun-

dation for effective management and future growth. 

To build is to 
Shape the future 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Initial situation 

Before the CRM project, the level of digitalization at Trepka 

was extremely low. The first step of the value chain could 

not be represented digitally at all. The main objective was 

thus to connect and digitize all areas in order to create 

transparency, capture knowledge and information within 

the company, and significantly advance digitalization 

throughout the organization. 

 

One click away from the goal  

The digital and transparent knowledge status of each indi-

vidual employee is kept up to date every day thanks to the 

CAS genesisWorld CRM system. Thanks to centralized 

customer data management, the required information is 

quickly available at just one click. 

Internal workflows are transparent and run smoothly thanks 

to automated reminders for deadlines and appointments. 

Competitive advantage 

With the data transparent and available at any time, custo-

mers can now be understood better. This creates a clear 

competitive advantage, since it has also enabled more 

effective sales processes that strengthen customer loyalty 

while optimizing business processes. 

By automating routine tasks, Alfred Trepka GmbH saves 

time and costs and can use its resources more effectively. 

This enables the construction company to bring products 

and services to market faster and respond more quickly to 

changing customer needs. 

 

Project data 

• CAS genesisWorld Premium 

• Modules: Form & Database Designer, Report 

• Integrations: ERP system, Auer, Betsy 

• In live operation since 2023 

• 19 employees work with CAS genesisWorld 

 

Customer 

• Alfred Trepka GmbH, www.trepka.at  

• Trepka – a family-owned construction company that 
has grown over four generations and is a pioneer in the 
field of precast concrete components 

• Founded in 1920  

• More than 225 employees  

 

Project partner 

• SALDO EDV-Beratung GmbH, St. Pölten, AT 

• www.saldo.at 

 

CAS genesisWorld 

• Benefit from corporate processes and access the latest 
customer data in one central CRM + AIA® solution 

• Professional customer management increases efficiency 

• Specially designed for the requirements of SMEs 

• Mobile CRM solutions with CAS SmartDesign for smart-
phones, tablets and browsers 

• Very good price-performance ratio 

• Flexible, easy to integrate, extendable 

• Established product – winner of several awards 

• Over 200 CRM specialists provide on-site support 

• CAS products being used successfully by more than 
35,000 companies worldwide  

 



Implementation steps  

Data integration: All relevant customer data from different 

sources such as Excel sheets, Word documents, phone calls, 

were integrated into the CRM system. 

 

Workflow: The entire sales process is mapped in the CRM 

solution and is thus digitalized. This creates transparency 

and reliability. The CAS genesisWorld CRM system supports 

all interactions in digital form, making it possible to easily 

create workflow chains between internal and field sales 

teams, among other things.  

 

Automation:The CRM solution enables  

Alfred Trepka GmbH to automatically track and manage 

customer interactions. This includes managing sales pro-

cesses, scheduling sales meetings, lead generation and 

qualification, as well as follow-up activities. 

 

Reporting: CAS genesisWorld enables precise analyses, for 

example to measure and evaluate the effectiveness of 

customer relationships. The system creates reports on key 

performance indicators (KPIs) such as customer revenue, 

average order value, customer satisfaction, and customer 

loyalty. This makes it possible to assess the effectiveness of 

sales and marketing activities and make better decisions. 

 

 

 

  
 

 

 

 

 

Conclusion 

Efficient work processes: The central digitalization of the 

areas of customer data management, sales management, 

customer loyalty, and customer service, as well as the 

associated workflows and processes, enables more efficient 

work. Required information is available at the click of a 

mouse. This helps ensure that individual employees are al-

ways up to date. Internal workflows become transparent, 

and automated reminders for deadlines and appointments 

also eliminate potential error sources and missed tasks. 

 

Cost savings: By automating routine tasks, Alfred Trepka 

GmbH saves time and costs and can use its resources more 

effectively. This enables the company to bring products and 

services to market faster and respond more quickly to chan-

ging customer needs. 

 

Quality improvement: The CAS genesisWorld CRM solution 

offers the ability to automatically generate analyses. This 

enables Alfred Trepka GmbH to develop a better under-

standing of customer needs and use the data to improve 

products and services. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

SALDO EDV-Beratung GmbH 

3100 St. Pölten 

+43 2742 / 751 10 0 

www.saldo.at 

» The automation of routine tasks in customer and sales man-

agement leads to more efficient processes and time saved. In 

addition, analyses at the touch of a button enable an even bet-

ter understanding of customers and therefore faster optimiza-

tion of our products and services. « 
 

Mag. (FH) Martina Faukal 

Commercial managing director 

Find out more 

www.cas-crm.de 


