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Orion Energy Systems
 
Orion Energy Systems is a leading provider of high-e�ciency energy solutions. 
The company’s suite of proprietary energy-e�ciency technologies reduces 
energy consumption by 50 percent or more, without compromising opera-
tions. Since 1996, the company has saved its customers hundreds of millions of 
dollars in energy costs and signi�cantly reduced their greenhouse gas 
emissions.

Orion’s customer base includes over 100 Fortune 500 companies and ranges 
from cold storage facilities and aircraft hangars to grocery stores and automo-
tive centers. To date, the company has retro�tted more than 800 million square 
feet with its technologies, at more than 5,000 facilities around the United 
States. Its high-ROI technologies deliver dramatic energy-cost savings and a 
signi�cant reduction in environmental impact.

Business Situation

Orion Energy Systems’ strong value proposition makes it uniquely suited to 
capitalize on such converging market trends as the growing need for secure, 
low-cost energy, worries over grid reliability, and concerns over greenhouse 
gas emissions and environmental sustainability. As a result, interest in the 
company’s products is rising sharply, putting a signi�cant strain on a rapidly 
growing sales force.

“When we looked into Dynamics CRM,” said Jesse Dickert of Orion Energy 
Systems, “we saw we could go mobile at the same time by deploying CWR 
Mobile CRM.” CWR Mobile CRM is the leading mobile client for Microsoft 
Dynamics CRM. The product leverages the power and �exibility of the 
Microsoft Dynamics CRM platform. It also o�ers the most advanced smart 
clients for �eld sales and service teams to use on their iPhone, BlackBerry or 
Windows Mobile devices.

CWR Mobile CRM provides Orion’s mobile sales force immediate access to 
account and contact data as well as information on potential opportunities. It 
also gives them the ability to implement the company’s sales process while on 
the road. CWR pushes follow-up tasks directly to individual sales reps, stream-
lining the sales process and resulting in more face time with customers. Orion 
sales reps previously struggled to manage high volumes of data on sales leads 
but now access and track leads with just a few clicks on their phone.

Orion Energy Moves Light Years Ahead with  
Microsoft Dynamics and CWR Mobile CRM

Solution

CWR Mobile CRM combined with 
Microsoft Dynamics CRM

Additionally, sales reps no longer lose valuable service or selling time with 
customers to managing paperwork and producing sales reports for manage-
ment. Instead, CWR Mobile CRM gives Orion management immediate 
visibility into all sales activity. Communication between the sales force and 
home base is constant and immediate.

“Neal Verfuerth, our CEO, is very hands-on at every level,” says Girts Rubenis, in 
Business Development with Orion. “He wants to see what’s going on at a 
moment’s notice. He looks at opportunities, checks on the last time a 
customer was touched, and wants immediate communication with the sales 
team. From a management perspective, the CWR tool provides the greatest 
value by scheduling activities for our sales reps and keeping management 
totally up to date.”

Deployment

Orion sales reps began using CWR Mobile CRM as soon as they downloaded it. 
The intuitive nature of the tool eliminated the need for special training.
“The �rst impression when we give the tool to sales reps is that it has a lot of 
sex appeal,” says Keven Sprehe of Ledgeview Partners. “Their job is to make a 
sale. It’s hard to ask them to do back-o�ce functions. CWR is easy to use and 
makes their job easier. Sales reps like that.”

The multi-platform functionality of CWR Mobile CRM made Orion’s transition 
to mobile devices seamless. Unlike web-based products, CWR’s tool is built to 
take advantage of the native user experience of each mobile platform, 
providing a familiar and comfortable experience to every member of the sales 
force, whether they use iPhone®, BlackBerry®, Windows® Mobile or another 
device. CWR Mobile CRM also provides full o�ine capabilities, so users can 
complete sales and service tasks with their CRM system anywhere, anytime – 
even deep in a factory or on a plane when they have no data connectivity.

“One of the requirements that led us to CWR Mobility as the premier choice 
was its ability to run on multiple platforms,” adds Sprehe. “The �eld teams can 
interact with it within �ve minutes, because the experience is so familiar for 
each device.”

Orion Energy Systems follows the philosophy espoused by CEO Verfuerth that 
sales is about making a promise and keeping it. CWR Mobility CRM helps 
management and sales reps alike know instantly what they need to do to 
satisfy a customer.

“I’m amazed at the development of this technology,” says Girtus. “Our sales 
process hasn’t fundamentally changed, but CWR Mobile CRM really makes it 
much more e�cient and friendlier for everyone involved. It’s an incredibly 
powerful tool.”

Whether in improved lighting, reduced greenhouse gas emissions, or lowered 
operating costs for its customers, Orion Energy Systems has built a business 
around e�ciency. Armed with the powerful functionality of CWR Mobile CRM, 
the company’s sales reps are becoming as e�cient as the products they sell. 
Like their business, they too are “Light Years Ahead.”®
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About CWR Mobility

At CWR Mobility our mission is to give you 
the Power of Close™, the power to get closer 
to customers and stay there, to increase 
customer satisfaction and loyalty, to reduce 
the costs of customer interaction, and to create
a more agile and e�ective customer-facing 
organization.   Our market leading product, 
CWR Mobile CRM, puts the power of Dynamics 
in the palms of your employees’ hands, on their 
own mobile devices.

About Ledgeview Partners

Ledgeview Partners delivers customer 
relationship products and services for small-to-
enterprise-sized businesses in a variety of 
industries. The company applies its proven 
business development expertise and industry-
leading Microsoft Dynamics® CRM technology in 
the development and execution of inside sales 
and customer care strategies that lead to 
enhanced revenue, stronger customer 
relationships and higher pro�tability for its 
clients. Ledgeview Partners is a Microsoft Gold 
Certi�ed Partner with a recognized competency 
in Microsoft Dynamics CRM and a member of 
the 2009 President’s Club for Microsoft 
Dynamics®. For more information, contact 
(920) 560-5571 or visit 
www.ledgeviewpartners.com.

About Orion Energy Systems

Orion Energy Systems Inc. (NYSE Amex: OESX) 
is a leading power technology enterprise that 
designs, manufactures and implements energy 
management systems, consisting primarily of 
high-performance, energy-e�cient lighting 
systems, controls and related services for 
commercial and industrial customers without 
compromising their quantity or quality of light. 
For more information, visit www.oesx.com.
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