Project-base Case Study

Marley Eternit

Marley Eternit is part of the worldwide Etex Group and is the leading provider of roofing and
cladding solutions to the construction industry. Formed in 2005 after the amalgamation of two
market leading companies, Marley Roofing and Eternit
Building Materials, their unrivalled product portfolio
includes all types of concrete and clay tiles, double and
single lap slates, decorative cladding, profiled sheeting
and a range of building boards.

With over 100 years experience Marley Eternit have an
industry knowledge that is second to none and can offer
their customers complete confidence in the products and
services they provide. Committed to sustainable
manufacturing, they are an environmental leader within
the industry and have built a reputation for quality of
product and service. Through careful product innovation
they will continue to develop roofing and cladding systems that enhance the built
environment.

Project-base has been in use at Marley Eternit for around 11 years. Users are located across
the country, office-based Sales and Technical staff access the system directly via the LAN,
whilst over 50 users have local copies on their home pc’s or laptops, synchronising updated
information to a centrally held server via VPN.

The use of Project-base has allowed them to qualify projects more effectively, be it size,
importance to business, sector focus etc.. This has meant that originally where they may have
been dealing with 3000 projects per year to win 1000, they now manage 1500 projects per
year to still win 1000.

“Project-base has helped us qualify and target which means that we have stopped
chasing our tails”- lan Barclay (Marketing Manager)

Over the years Marley Eternit have seen many changes, be it staff members, project offerings
and product types. Over a Project lifecycle there are also many changes. However, the
constant through all of these has been Project-base. Its
detailed history has meant that no matter what changes
affect a Project, the detailed history remains and can be
progressed easily. This means that the sales and technical
staff can pick up and handle a project knowing that they
have the most up-to-date and complete information.
Technical enquiries are also logged into the system, and
these could be percieved as being amongst the “hottest”
leads. As this information is captured at source the sales
staff can act upon this information making timely calls.

Project-base has allowed them to build a complete picture of their customers, as well as
manage the complex project relationships that often occur. The detailed call history has
meant that new staff can pick up their project information quickly and easily and thus
approach their clients in a professional manner.

“even though people/staff change we are still able to maintain a detailed
history allowing us to treat the customer in the correct manner and keep them
fully updated” - lan Barclay (Marketing Manager)



