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Project scope and
business needs

JHSF Participaciones is a leading
company in the high-income real
estate sector in Brazil. The company
operates in the residential and
commercial markets incorporating
large-scale mixed-use business. The
company is recognized for pioneering
in innovation and the ability to identify
new business opportunities  to
generate highly positive impact on the
regions.

In recent years, JHSF has introduced
new types of businesses and services,
such as management of shopping
centers and luxury hotels, in addition
to further developing residential and
commercial projects.

JHSF hastakenthe lead among the real
estate companies in the technological
world, when making the decision to
implement Microsoft Dynamics CRM
2015, the latest Microsoft version of
software management in the cloud.

Case Study
JHSF
Real Estate

The implementation process led by
AlfaPeople,Brazil, was divided into four
phases and lasted 15 months. The
main objective of the company was
to offer a customized service to their
current and future customers as of
managing processes in every area with
contact or related with customers, and
offer a unique experience of customer
support.

JHSF includes four business units:
Development, mall, hotel and airport.
Among its real estate projects, stand
out large luxury projects in one of
the largest cities in Latin America, Sao
Paulo, Brazil, also in Punta del Leste,
Uruguay and San Roque.

Their large volume of products and
services in combination with a large
number of areas in contact with
customers, transformed  managing
customer relations in a challenge,
once the company had no history of
customer service and information is
not centralized.

This was the time when JHSF realized
that to offer services and products in

“A key point is that Microsoft Dynamics CRM is able
to run on any platform on the Internet, which gives us

the possibility of portability and mobility”

Rogeério Pires Prado, JHSF's IT director.

accordance with reality and interest
of its current and potential customers,
it would be necessary to adopt
a system allowing a 360 degree
view of their customer, in addition
to centralize their database and
provide a convenient way to view
all the information generated by
the different areas of the company.
The solution was to implement a
pioneering CRM system of high
quality, to build a unique database
of customers from all divisions from
JHSF, able to analyze every piece of
information, focusing on the needs
of those customers and to treat them
different.
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“With the implementation
of Dynamics CRM Online,
JHSF will learn more and
more about our customers,
enabling us to understand
their needs and offer a
better and different
service since the first
contact. Offer products
capable of add value to
them. “

Rogério Pires Prado,
JHSF's IT director.

Solution

The Department of Information
Technology of JHSF was responsible
for finding a solution for the sales
department, marketing and after-sales
service, able to offer a wide view of
customers at every stage and phase
of the relationship service, not only
identifying sales opportunities, but also
providing better services and loyalty.
After a market research, the chosen
solution was Microsoft Dynamics CRM
2015. The choice of a new generation
product is exactly in line with the
philosophy of the company JHSF
innovation. It is no coincidence that
JHSF was one of the first customers to
adopt the latest version of the software.

"With the implementation of Dynamics
CRM Onling, JHSF will learn more and
more about our customers, enabling
us to understand their needs and offer
a better and different service since the
first contact. Offer products capable
of add value to them. Salespeople will
consult a database interconnected
between all areas of the company look
up for analysis purposes the profile,
and with this synergy, we will know
whether a customer is interested in
a property in Boa Vista or in our new
company, Cataring, for example “, says
Rogerio Pires Prado, JHSF's IT director.

Choosing AlfaPeople as consultant
to carry out this implementation was
also a decisive factor, according to
Pires. “We search for a high reference
in our market and also we have the
commitment of Microsoft itself, which
supported us all the timeg,” says the
executive.
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“We search for a high ref-
erence in our market and
also we have the commit-
ment of Microsoft itself,
which supported us all the
time,”

Rogério Pires Prado,
JHSF's IT director.

Benefits
Productivity

Having centralized all information
about current and future customers,
updated and available to different areas
of the company, allowed JHSF to offer
a better attention to clients, but also to
speed up productivity.

Focus on customers

With Microsoft Dynamics CRM 2015,
JHSFwasabletofocusits businessand
plan launching products and services
based on the needs and interests of its
clients. In addition, the company was
able to provide better services on the
basis of centralization of information
and historic service.

Leadership

JHSF was the first company in the real
estate sector to invest in a CRM project
inthe cloud in ordertofocus on the best
interests and needs of its customers.
This decision was important for the
company branding as well as for its
relationship with current and future
customers.
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GLOBAL OFFICES

AlfaPeople - Headquarters

Teglholm Alle 13

2450 Kgbenhavn SV.
Denmark

Phone: +45 70 20 27 40
Email: info@alfapeople.com

AlfaPeople Germany

Elsbach Haus, Goebenstral3e 3-7

32052 Herford

Phone: +49 5221 28440-0
Fax +49 5221 28440-44
info.de@alfapeople.com

AlfaPeople Chile

Avda. Nueva de Lyon 072
Oficina 801, Piso 8
Providencia, Santiago
Phone: +56 (2) 2 75190 00
Mobile: +56 9 75296062
Email: info.cl@alfapeople.com

AlfaPeople Costa Rica
Calle 36. Av4y6.

Edificio Don Bosco. Tercer Piso
San Jose

Phone: +506 2233 7000

Fax +506 2233 3238

Email: info.cr@alfapeople.com

AlfaPeople India
Landmark Tower, 4th Floor,
Plot No. 2, Ashok Marg,

C - Block, South City - |
Gurgaon - 122001, India
Phone: +919811089731
Email_info.in@alfapeople.com

AlfaPeople

United Arab Emirates
Sidra Tower (1503)

Sheikh Zayed Road

PO Box 9588, Dubai

Phone: +971 4 5585066

Fax: +97144405988

Email: info.me@alfapeople.com

AlfaPeople United Kingdom
Century House

100 Oxford Street

W1D 1LL, London

United Kingdom

Phone: +44 2072 551 228

Email: info.uk@alfapeople.com

AlfaPeople Switzerland
Hohenbuhlstrasse 2

8152 Glattbrugg

Phone: +41 43 355 30 60

Fax: +41 433553061

Email: info.ch@alfapeople.com

AlfaPeople Colombia

Ave Cra 9 # 123-86

Edificio Uraki - Ofi 401

Bogota

Phone: +571 6054222

Fax: + 5712082198
Email.info.co@alfapeople.com

AlfaPeople Guatemala

5ta Avenida 4-55 Zona 14

Edificio Europlaza Torre 1, 2do Nivel
Oficina 208/209

Phone: +502 2386 9981

Fax: +502 2386 8800

Email: info.gt@alfapeople.com

AlfaPeople India

South Office

#26/1, 1st floor,

Regus gem business centre,

Ibis hotel, Bommanahalli,

Hosur road, Bangalore - 560068
Phone: +918040980841
Email:_info.in@alfapeople.com

AlfaPeople Brazil

Av. Maria Coelho Aguiar, 215
Jd. Sdo Luiz - Sdo Paulo/SP
CEP: 05805-000

Phone: +55 (11) 3741-5181
Email: info.br@alfapeople.com

AlfaPeople US
Chrysler Building

405 Lexington Avenue,
26th Floor New York

NY 10174

Phone: +1(917) 368-8088
info.us@alfapeople.com

AlfaPeople Mexico

Baja California # 245 Piso 8
Colonia Hipodromo.

Condesa C.P.06170

Meéxico, D.F.

Phone: +562 5265 6030

Email: info.mx@alfapeople.com

AlfaPeople China

Four Seasons Square, Building 2
No. 503 NingGuo Road,
Shanghai

200090

Phone: +966 2 6929450

Email: kle@alfapeople.com

AlfaPeople Saudi Arabia
King Road Tower (1106)

King Abdulaziz Road - Jeddah
PO Box 11787, Jeddah 21463
Phone: +966 2 6929450

Fax: +966 2 6068744

Email: info.me@alfapeople.com
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