
JC PAPER
As a premier organization in a highly competitive industry, 
JC Paper is continuing to deliver on customer needs and 
cementing their industry leading position with sales-i.



Since 1956, California based JC Paper has provided janitorial supplies, printing 
paper, food service products and packaging items to a customer base spanning 
through California and Nevada.

In such a competitive industry, the dedication and passion at JC Paper for 
excellent customer service, quality products and their industry is truly tangible. 
Over 15,000 items are being sold via a 25 strong sales force. 

WHO IS JC PAPER?

THE CHALLENGE

The two primary sales divisions 
at JC Paper both posed different 
challenges to the team. While 
the printing paper division had 
historically been more data driven 
with accurate order taking and 
reporting, the janitorial side of the 
business had often been based 
around a more demonstration-
led model. This meant that sales 
representatives needed to know 
the types of demonstration and the 
precise tailored product needs for 
each customer they met with.

This information would previously 
be anecdotal, undocumented 
and not easily shared among 
colleagues as the existing reporting 
systems did not offer the ability to 
track and trace this key information.

“sales-i allows us to take a detailed look at sales and how we interact with our 
clients. The knowledge we have gathered from using the system has allowed 
us to understand our customer’s needs far better than we ever could before. ”

MICHAEL CLARKE
PRESIDENT



With a growing need for business 
data that was easy to access and 
use, sales-i was recommended to JC 
Paper through the Network Services 
Distribution system.

Following a web demonstration 
explaining the dynamics and 
functions of sales-i, JC Paper was 
excited at the prospect of having 
instant and easy access to their 
valuable business information.

When needed, the team at JC Paper 
can analyze their key accounts in just 
a few clicks. Accessing a granular 
level of detail is a simple process in 
sales-i. Creating efficiencies, driving 
sales and helping the team to sell 
smarter has added real value to the 
company.

sales-i has allowed JC Paper to share 
vital information about customers 
throughout the entire business. 
Sales managers, directors and 
regional heads now have complete 
and easy access to their business 
data. A customer’s buying  behavior 
including spending patterns, trends, 
potential competitive threats, any up- 
and cross-selling opportunities are all  
instantly available in sales-i.

Ultimately, this has allowed JC Paper 
to gain a far more sophisticated and 
detailed grasp of who their clients 
are, what they are buying, why they 
were buying it and where the leakage 
or growth areas lie. 

JC Paper uses sales-i to report, 
measure and track orders, monitor 
sales personnel and customers. The 
system ensures they are always on 
top of spending trends.

Month end reporting is no longer a 
time consuming, manual process 
with sales-i. This frees up the sales 
team to do what they do best - sell, 
rather then becoming bogged down 
with administrative work.

Today, the sales operation at JC 
Paper is much more integrated 
following the adoption of sales-i. With 
clearer routes for sharing valuable 
and relevant information, the sales 
team is armed with all the customer 
account insight they need to close 
deals; meeting customer needs 
quickly and with accuracy.

THE SOLUTION THE BENEFITS SELLING SMART



UK HEAD OFFICE
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0845 508 7355
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1-847-868-8175
tellmemore@sales-i.com

#SELLSMART
Our sales performance tool makes every call more 
personal and more profitable, effortlessly turning any 
good salesperson into a great one.

Request your demo 
today at www.sales-i.com


