businessprofile

Raisanen Family
Does Business

‘By The
Numbers’

Airpark contractor
creates own CRM tool

by David M. Brown

30 | Scottsdale Airpark News July 2012

en years ago, Warren Raisanen of

Airpark-based Trades Unlimited

was searching for a system that

would tell him which of his

home-improvement company’s
sales reps were effective and which were
not. He also wanted a robust “customer
relationship management” tool to optimize
his prospecting, marketing and sales, and to
help retain existing clients.

“I searched hundreds of the off-the-shelf
CRM software packages and found nothing
that would give me the crucial data I needed,
so I created my own,” says Warren.

At first, he used a modified version of
Microsoft Access-based software, hosted on
his server, to track the processes and costs of
converting leads to customers. Not for sale, the
tool was for his use.

But after finding there was a market for
it, he expanded the concept a few years later,
contracting with a programming company to
develop the final product: By The Numbers.

Measure of Happiness

By The Numbers also gave Warren other
tools he required, including the capability of
gauging existing customers’ satisfaction and
coordinating his employees’ performance and
job happiness.

The new enterprise came none too soon:
Warren’s company would require every
marketing edge as recession-strapped clients
began postponing their remodeling and
roofing plans.

His brother, Randy Raisanen, began using
By the Numbers for his company, Noraxon
U.S.A. Inc., a specialty medical-devices
company he founded in the Airpark in 1994.
Prior to that, in 1984, Randy had started his first
Airpark company, SunVek.

Then Randy’s son, Todd Raisanen, began
using the application for his remodeling busi-
ness, TraVek, also in the Airpark.

Todd explains that when a lead comes in,
he enters all the information he can into the
system—name, address, project type, where
the prospectheard of TraVek, and other details.
Thelead is then assigned to a salesperson, who
becomes responsible for converting it.

“If the lead becomes a sale, then we hand
it over to the production team, who uses the
system as a management tool,” Todd says.
“We can track the timeline, schedule, materials
and warranties from the system. We also have
internal tracking capabilities that allow us to
measure employee performance over time.”

And, he adds, the system does more than
improve productivity and efficiency. “We are






