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Chase Hotel Group 
Setting the Stage for
Growth
Chase Hotel Group, a leader in the Hospitality industry, is renowned for
offering world-class accommodation and services across a variety of
locations. However, as the company grew, the need for a more
sophisticated and streamlined sales process became apparent. Their
existing system struggled with lead tracking, client engagement, and deal
closures, leading to inefficiencies. 

Chase Hotel Group reached out to us for a solution that would enhance
their sales capabilities, capture leads more effectively, and close deals faster.
The goal was clear: create a seamless process from lead generation to
opportunity closure, allowing their team to focus on delivering exceptional
service to their guests.



From Lead to 
Loyalty –Revamping
the Sales Process
Our approach focused on creating an end-to-end sales process within
Salesforce to ensure that every lead, account, and contact could be
captured, nurtured, and converted into opportunities. 

We implemented a Web2Lead form that allowed leads to be directly
captured from Chase Hotel Group’s website, automatically logging into
Salesforce for easy tracking. Each lead was categorized by source and
stage in the sales funnel, ensuring that the sales team could quickly
prioritize and nurture leads. 

The system also enabled the creation of opportunities linked to deals,
allowing the team to track every interaction from start to finish, with the
flexibility to add custom client details, ensuring personalized service at
scale.



Automating Deal
Closures with
Precision
For Chase Hotel Group, closing deals often involved complex
requirements, from room bookings to large-scale event spaces. To
streamline this, we created a comprehensive Pricebook and
product catalog within Salesforce, featuring customizable options
such as room type, banquet halls, and service add-ons. 

This allowed the sales team to quickly generate quotes tailored to
each client’s needs. With the integration of a document
generator, they could produce professional, personalized quotes
in Microsoft Word, ready to send directly to clients. This
automation of the proposal process not only accelerated deal
closures but also ensured a consistent, high-quality presentation
that reflected Chase Hotel Group's brand.



Tracking the
Pipeline with Real-
Time Data Driven
Insights
To further enhance decision-making, we implemented powerful
reporting tools within Salesforce, giving Chase Hotel Group real-
time insights into their sales pipeline. 

The system was designed to track opportunities by stage, monitor
lead sources, and generate reports that detailed revenue
projections and potential deal closures. By centralizing all sales
data, the leadership team gained unprecedented visibility into
their operations, allowing them to adjust strategies in real time,
optimize resource allocation, and ensure that sales efforts were
aligned with the company’s growth objectives. This data-driven
approach empowered the team to make informed decisions and
stay ahead in a competitive market.



With the Salesforce solution now embedded in Chase Hotel Group's
operations, the company is well-equipped to handle future growth. The
implementation has streamlined their lead management, opportunity
tracking, and deal closure processes, significantly improving operational
efficiency. 

As the hospitality landscape evolves, Chase Hotel Group now has a scalable,
flexible system that can adapt to future market demands. The next phase of
growth includes deeper automation and enhanced customer engagement
tools, ensuring that Chase Hotel Group remains a leader in delivering top-tier
hospitality experiences for years to come.

Room for Growth – 
Building a Future-Ready
Hospitality Solution
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