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The Sweet Challenge
of efficiency 
Sweeties Candy Cottage, a prominent player in the retail candy
industry, is known for its wide variety of gourmet sweets and dedicated
customer base. Widely regarded as Long Island’s original true candy
store experience, it has become a must-visit for tourists who welcome
visitors by their guiding principle: "Life is short, make it sweet." At
Sweeties Candy Cottage, they're dedicated to crafting exceptional
confections for all sorts of celebrations. Each handmade gourmet treat
is crafted with care and an eye for detail. Their ultimate goal is to bring
joy and sweet grins to the faces of all their customers. 

However, with the company’s growing operations, they encountered
inefficiencies in managing their sales process, customer
communication, and lead management. Their existing system did not
allow for smooth tracking of sales orders or an integrated view of
customer data. To address these challenges, Sweeties Candy Cottage
turned to DTC Force to implement Salesforce and modernize their sales
and customer management processes.



Building a Unified
Sales Process for
Sweeties
DTC Force focused on implementing a Salesforce platform
that could bring efficiency and structure to Sweeties Candy
Cottage’s operations. One of the primary goals was to create
a lead management system that would allow Sweeties to
capture detailed customer data and stage leads through the
qualification process. This included building out a web-to-
lead form directly linked to their website, enabling real-time
logging of potential customers into Salesforce. Internal sales
reps could track communication and interactions with leads,
while automated follow-ups ensured that no opportunities
were missed.



Revamping he 
Entire Sales Process

From Lead to Loyalty

DTC Force focused on implementing a Salesforce platform that could bring
efficiency and structure to Sweeties Candy Cottage’s operations. One of the
primary goals was to create a lead management system that would allow
Sweeties to capture detailed customer data and stage leads through the
qualification process. This included building out a web-to-lead form directly
linked to their website, enabling real-time logging of potential customers
into Salesforce. Internal sales reps could track communication and
interactions with leads, while automated follow-ups ensured that no
opportunities were missed.



Streamlining Products and Price Books

A major focus of the Salesforce implementation was to
enhance the product and price management system. DTC
Force worked with Sweeties to build out a standard price
book for all of their candy offerings, enabling the creation
of standardized quotes directly from Salesforce. 

This automated quoting process improved turnaround
time and ensured accuracy in pricing. With all products
and services logged in Salesforce, Sweeties could easily
update, manage, and share product information across
the sales team, streamlining the entire sales process from
inquiry to fulfillment.

Automating the
Sweet Spot



With Salesforce now at the core of their operations, Sweeties Candy
Cottage is poised for continued growth. The implementation has
significantly improved their ability to manage leads, customer
relationships, and sales orders efficiently. The streamlined process
has not only enhanced customer satisfaction but also allowed the
company to scale its operations with ease. Looking ahead, Sweeties
plans to further expand their use of Salesforce by integrating
marketing automation and enhanced reporting features to continue
delivering sweet experiences to their growing customer base.

Implementing
Scalable Strategies
For Exponential
Growth

A Sweet Future Ahead
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