
Company Name: DBize Denim
Established: 1998
Location: Noida (New Delhi), India
Industry: Garments Manufacture & 
Exporter
Products: Shirts and Denim Products
Revenue: 20 million
Employees: 85 
Legacy System: Traditional Account-
ing and Microsoft Excel

Challenge and Opportunity

•	 Customer order tracking and delivery

•	 Customer invoice management

•	 Tracking customer wise sales

•	 Enhance the relationship and serve the 

customer

•	 Establish long-term relationships with 

customers while maintaining sales 

channel

Objectives

•	 Providing marketing department with 

timely and accurate data

•	 Implement uniform, secure processes 

for growing reseller partners, many with 

limited computing resources

•	 Build a platform for expansion

Mr. Varun MD says “Indian garments are known in the world and it is a perfect com-
petition market. It you have to survive you should have to be customer oriented in
approach. We have worked hard to build the business and now we feel to rework our
process. The experience tells us that we have to manage our customers with the flow
of business”.

“ We are consistently exceeding our customers 
expectations and delighting the customers ”



Why Novoally Software

•	 Flexible, adaptable solution to 
meet current and future busi-
ness needs

•	 Affordable, easy-to-learn solu-
tion

•	 Highly integrated Business 
System

•	 No IT infrastructure expendi-
ture

•	 Disaster recovery and mainte-
nance which comes as part 
of the Novoally On Demand 
model

The DBize Denim Company had been manufacturing 
shirts and denim clothing for last 10 years. The brand 
“Super” is sold in the local Indian market and major 
parts of the garments manufactured are for the big 
Indian Brands such as “Mustache” etc. The company 
own has a strong sales and marketing department of 
17 people.

Ask any progressive business executive to name his 
company’s most valuable asset. His most frequent 
answer will likely be “our customers.” The need for 
companies to be customer-focused is no longer ques-
tioned. Most realize that superior management of cus-
tomer relationships is the most important competitive 
advantage their company can develop.

Customer Relationship Management on novosales.
com

The CRM within a novosales.com is a complete so-
lution for Customer Life Cycle Management with a 
tight integration with sales and marketing force of the 
company. “We wanted a solution that could not only 
manage our customer and sales but could handle the 
other aspects like receivables inventory etc. Novo-
sales.com and its CRM module is the exact solution 
that we wanted” says Mr.Varun.” Using the manual 
process was really time consuming and requires lot 
of efforts and we wanted to maximize our customer 
relationship”.

The business solution provided by Novoally is afford-
able and easy to use. The availability of information 
and anytime anywhere accessibility makes it vary 
useful. The CRM comes with other package that can 
measure and track the performance of the business

Management of Customers Better than before

Most companies have attempted to better manage 
their customer relationships by automating existing de-
partmental processes. Customer service implements 
its own system and database. The sales force is “au-
tomated” with laptops and contact management soft-
ware. Sales people resell “blindly” to existing custom-
ers without being aware of their current service issues

On-Demand Benefits

•	 Improved response time and 
productivity

•	 Better organizational plan-
ning and control

•	 Reduced operating and in-
ventory carrying cost

•	 Wastage and rejection mini-
mization

•	 Smoother and faster process 
flow

•	 Improved customer man-
agement and receivables

•	 Better control over suppliers 
and payables



The timely delivery and payment processing is not only 
sufficient for gaining a customer satisfaction. The feed-
back over the customer queries and processing an ac-
tion over the customer issue generated completes the 
cycle.

“We have gained some new customers and the existing 
customers are really satisfied. The delivery of services 
and quality has improved due to better decisions and this 
has resulted in the 10% sale growth in the 1st quarter of 
the year after we have started to do business on novo-
sales.com” added Mr. Sudhir.

The sales and marketing is working in the unison with 
production and accounts and there is a decision which 
yields some sales results and more positive customer 
feedbacks”

Making the Most of Every Opportunity

Customer loyalty is earned one interaction at a time. To 
maximize the value of the customer relationships, DBize 
Denim is using a customer-focused business system 
which has provided total customer management. Com-
pany is consistently exceeding its customer expectations 
and delighting the customers.

Product defect requests are lost in a chasm between service and engineering. Mar-
keters struggle to gather customer information from various “islands” of data. To be-
come customer-focused, we have to stop automating disparate systems for sales, 
marketing, customer service, and quality assurance. “We had to implement an en-
terprise-wide customer management system to have a competitive advantage”, says 
Mr.Sudhir Vice-President Sales.

“We can now resolve the issues related to the bills raised and the payments made 
and more over we can now set our delivery schedule according to the customer 
needs” says Mr.Varun.” We have to make the delivery to some place and has to raise 
the invoice to other place and at this point, the irregular payment behavior and sched-
ule caused the problem which is very well taken care by using novosales.com Busi-
ness On Demand.

Increased Sales

The sale is directly related to the customer satisfaction. Mostly the customer is one 
time but an effective process can convert this one time buy to permanent one.
“Our Business is entirely based on the Customer Satisfaction. The numbers of options 
available to the customers are enormous in the field of garment manufacturing. Re-
taining a customer is more important” says Mr. Sudhir.

About Novoally Software.

From small to midsize to 
large business who can 
best judge IT objectives and 
investment with business 
goals and requirements are 
best positioned to achieve 
sustainable and profitable 
growth in this new competi-
tive world.  By working with 
Novoally and our experience 
partners in your local mar-
ket, you can get the sup-
port your company needs 
with a solution specifically 
designed for your business 
requirements and your bud-
get.

To find out how Novoally so-
lution can help your compa-
ny be part of new revolution, 
contact your local Novoally 
representative or visit us at 
www.novoally.com.


