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situAtiOn

Brown Evans used Outlook and a 3rd party selling pro-
gram that required both duplicate data entry effort and 
manual data manipulation to create any usable reports. 
Trying to keep two separate systems up to date and in 
sync with each other was not a viable situation for keep-
ing Brown Evans on top of the market.

Brown Evans needed more. They needed more than just a program to store their calendar appointments and 
record sales and contact data. And their business partners needed more too. As a member of Chevron’s Signa-
ture Class Marketer program, they knew that they not only needed a better way to collect data, but also a new 
way to approach and analyze the data once it was captured. With this holistic business model in mind, Brown 
Evans started looking into CRM systems in early 2011.

sOlutiOn

After narrowing down their CRM search to Dynamics and Salesforce.com, Brown Evans heard from another 
Chevron Signature Class Marketer, that Ledgeview Partners had a CRM solution specifically tailored for their 
industry. Ledgeview Partners co-owners, Doug Fissell and Lisa Benson came out to Brown Evans to present this 
Microsoft Dynamics®CRM Energy Distribution solution in May 2011.

When Brown Evans saw what Ledgeview Partners did to tailor the Microsoft Dynamics®CRM to fit their industry, 
the deal was sealed that same month. The energy distribution system integrated with their current back end 
system along with Outlook and met a majority of their needs right out of the box. 

Out Of the bOx, the system wAs 

very rObust...exActly whAt we were 

lOOking fOr – Mark Panzica, Sales and 

Marketing Managerat Brown Evans

custOmer cAse study >> Brown Evans is a leader in the Petroleum Marketing 
industry. Unfortunately, when it came to keeping up 
with customer and sales data, they were lacking the 
technology to match.



Ledgeview Partners contin-
ued to be a valuable partner 
during the installation and 
early implementation days. 
Steve Reybrock, CRM Ap-
plication Consultant for Led-
geview Partners, worked with 
Brown Evans to create the files 
needed and share industry best practices while modifying their exist-
ing sales plan. An unexpected benefit to this exercise was that the end 
product was aligned to and mirrored the sales plan and cycle of their 
partner, Chevron, a giant in the industry. 

Brown Evans also worked with Ledgeview Partners to add some 
additional benefits and features like fuel price notification – eliminat-
ing manual pricing, and a custom opportunities report. Within a few 
months, Brown Evans was enjoying the benefits of an integrated CRM 
solution tailored to their industry.

benefits

increAsed PrOductivity

With complete data integration, Brown Evans can now enter infor-
mation once and access that information in real-time. No more time 
spend on redundant data entry.  And the employees are finding the 
system easy to use with familiar interfaces to their existing programs.

fAst rePOrts

Before Microsoft Dynamics®CRM, reports would be hand tabulated 
by specific personnel who had to put aside their normal responsi-
bilities for this cumbersome and time-consuming task. Now with the 
click of a button or the view of a dashboard, management can access 

the necessary information (and 
more!), without pulling some-
one off of important tasks.  The 
efficiencies gained in just the 
reporting tasks alone have re-
ally made a positive productivity 
difference.

A true PArtnershiP

Doing business with Ledgeview Partners has been a true partnership 
for Brown Evans. “Ledgeview never hesitates to bring new functional-
ity ideas or requirements to us to discuss,” according to Mark. They 
knew that Ledgeview Partners wasn’t going to give up until a process 
was fully discussed and examined and all of the issues resolved. “Ev-
eryone we have worked with has been great,” says Mark. And as with 
any business, keeping costs down is crucial. Mark said, “We know that 
Ledgeview Partners is not going to nickel and dime us for every little 
change in the system.” 

brOwn evAns

Overview

Brown Evans Distributing Co. is 
one of Arizona’s leading Petro-
leum Marketers serving wholesale 
and commercial customers from 
three bulk petroleum facilities. In 
addition to wholesale fuel, they 
offer a complete line of Chevron 
and MaxPro lubricants. As part 
of the Pacific Pride Commercial 
Fueling Network, they also offer 
commercial fueling (cardlock) 
solutions through many company 
owned fueling sites and a network 
of over 1,400 commercial 
fueling sites throughout the US 
and Canada.
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At Ledgeview Partners, we work closely with your business to implement breakthrough performance improvements 
that drive extraordinary added value in your customer relationships. We provide your company with a holistic, end-
to-end approach to customer relationship management through our sales and customer care professionals, and our 
expertise in Microsoft Dynamics®CRM.

visit us at www.ledgeviewpartners.com or call (920)560-5571 

we’ve hAd substAntiAl 

And drAmAtic time & 

cOst sAvings – Mark Panzica, 

Sales and Marketing Manager at 

Brown Evans

i dOn’t think we ever 

knew we were gOing tO 

get this much Out Of it! 

– Mark Panzica, Sales and 

Marketing Manager at Brown 

Evans

See if MicroSoft 
Dynamics®CRM 
if right for you. 

Take advantage 
of these 

opportunities

30 
day trial 

Call or visit 
ledgeviewpartners.com 
for a free, no obligation 

30 day trial.

free 
demo
Contact us for a 
consultation and 

one-hour 
demonstration.


