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ADMA's old agency software was littered with problems; namely,
inaccurate information, difficulty in producing reports and a time-
consuming data entry process. A former CAS user, agency owner
Brian Doherty says, “Our old software was extremely tedious and
time consuming.”
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Doherty watched a dynaMACS demo at the OPRA conference, and
immediately saw the software’s potential. He purchased dynaMACS

_ shortly thereafter and is pleased he made the switch.

4 ' “dynaMACS is such a well-thought-out software. It has taken the
guesswork out of inputting the manufacturers’ data,” Doherty says.
“The speed with which you can input sales and commissions with

complete accuracy is amazing! dynaMACS has certainly made life
! easier.”

T ! # % ADMA also purchased dynaMACS Mobile, which enables
% sales reps to view sales, commission and performance data
from their computer while they are at the office, at home or on
A ] $ ANEE the road. The agency is able to provide fast reporting and
) ALY ensure salespeople have complete and timely information on
) S the activity in their territory. “The software is user-friendly,
L even for the computer challenged,” Doherty says. “The reps
) x on make use of this software much, much more than the
previous one.”
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Y#% (1 % One of Doherty’s fa_tvo_rlte _features_ is the h_|stor|cal comparison
of sales and commission information. He is able to select
2 $3 data for any previous point in time and can view sales history
for up to 5 years. Additionally, he can compare sales
information to any prior month or year.

In a nutshell, dynaMACS has improved ADMA's operations,
enabling the agency to organize, manage and report sales
and commission information quickly and easily.




