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A. Duie Pyle is the Northeast’s premier transportation and logistics provider, offering solutions for LTL, Truckload, Custom Dedicated and Warehousing & 
Distribution. A family-owned and -operated business for more than 92 years, A. Duie Pyle provides a complete range of integrated transportation and 

distribution services supported by 22 transportation service centers and 9 warehouses throughout the region.
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The Challenge

Disparate and
manual systems

Bad reporting and
tracking practices

There are several different departments involved in different types of sales. These departments handle 
leads and pending deals differently. As such, all sales-associated activities were tracked in individual 
documents (i.e., notes, spreadsheets, Outlook, etc.) and then transferred by sales reps monthly into a 
spreadsheet template. Additionally, shipping, manifest, and claim data were not stored in the same 
system as pending sales deal information. 

With a Service Cloud instance already implemented, A. Duie Pyle found that it wasn’t getting the most out of its solution:

A. Duie Pyle needed a way to accommodate different service offerings within the transportation 
industry (3PL, Brokerage, Dedicated, etc.). It also needed a way to distinguish between corporate
accounts, divisions and shipping locations. Additionally, it had no reliable pipeline reports.
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The Solution

The Results

Simplus implemented Sales Cloud using different record types to track different types of leads and 
opportunities. Using Salesforce activities, tasks, and events, Simplus gave A. Duie Pyle the ability to 
track deal-related activities associated to leads and pending deals. Lastly, Simplus created different 
sales processes and statuses within leads and opportunities to track what service offerings accounts 
were interested in.

Created a single
source of truth

Sales and service data relating to accounts is now stored in one system. Manual spreadsheets 
and data stored in multiple areas have been eliminated. Sales reps now enter sales activity into 
Salesforce, and the reporting tools handle the rest.

Set up better lead and 
opportunity tools

Simplus was able to help A. Duie Pyle in the following ways:

+

Simplus used this new sales information to create high-level reports at the account level to track all 
associated risks, opportunities, and activities.

Improved reporting 
tools

Salesforce was integrated with homegrown logistics systems to pull relevant manifest, claim, and 
invoice data into Salesforce, where it is associated with appropriate accounts and opportunities.

Integrated with existing 
systems

Increased transparency
for all stakeholders

Sales teams can now see all account-level, logistic-speci�c and deal-related data on one screen. 
Management is now able to easily see at-risk and pending claim data. 

Improved reporting Management has reliable pipeline reports available in real time. Commission reporting is now 
more accurate because all data related to the deal is stored in one system and can be reported on 
collectively.


