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―Now that we’ve provided easy access to standard-

ized sales collateral, account executives will better 

understand how to target and close deals with 

profitable customers.‖  

Varanya Vadakan, Director of Business Processes, Move 

To reenergize its Welcome Wagon sales force, Move replaced its 

inflexible Java-based sales portal with a more feature-rich portal 

based on Microsoft® Office SharePoint® Server 2007. Developed 

quickly, the new solution provides a shared knowledge base to 

increase efficiencies throughout the sales process. It is expected to 

help increase close rates and account executive retention, reduce 

training costs by 10 percent, and speed time-to-market. 
 

Business Needs 
Since acquiring Welcome Wagon in 2001, 

Move—the world's largest online moving 

community—has been revamping the 78-

year-old company to reach consumer and 

business audiences more effectively and 

increase value for advertisers. The tradi-

tional basket of gifts from local merchants 

has evolved into customized gift books filled 

with offers from many local businesses.  

 

Move employs approximately 250 Welcome 

Wagon account executives (AEs) throughout 

the United States to sell advertising in its gift 

books. The sales force works from home 

offices and connects to the corporate office 

through a virtual private network. Manage-

ment believed that isolation from peers and 

from the company environment played a 

major role in a high turnover rate among 

newly hired AEs. Because Move was 

investing approximately U.S.$2,500 per AE 

for three days of training, including airfare 

and lodging, the company was anxious to 

increase its retention rate.  

 

In the past, AEs accessed information on 

advertising inventory, sales scripts, and 

presentation materials through a Java-based 

sales portal that connected to an IBM 

AS/400. ―The sales portal was cumbersome 

to navigate and difficult to update; we 

depended on the technology department to 

push through even the most minor changes,‖ 

says Varanya Vadakan, Director of Business 

Processes for Move.  

Customer: Move 

Web Site: www.move.com 

www.realtor.com 

www.welcomewagon.com 

Customer Size: 1,600 employees 

Country or Region: United States 

Industry: Professional services—Real estate 

Partner: speakTECH 

 

Customer Profile 

Move, formerly Homestore, provides 

information and decision-support tools for 

consumers looking for home and real 

estate–related information on the Internet 

through the Realtor.com, Move.com, and 

Welcome Wagon.com sites.  

 

Software and Services 

Â Microsoft® Office  

− Microsoft Office Excel® 2003 

− Microsoft Office InfoPath® 2007 

− Microsoft Office SharePoint® Portal 

Server 2007 

Â Microsoft Server Product Portfolio 

− Windows Server® 2003 Standard 

Edition  

− Microsoft Exchange Server 2003 

Â Microsoft Visual Studio® 2005 

For more information about other Microsoft 

customer successes, please visit: 

www.microsoft.com/casestudies 

http://www.move.com/
http://www.realtor.com/
http://www.welcomewagon.com/
http://www.microsoft.com/casestudies
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The inflexibility of the portal made it difficult 

for AEs to access standardized sales 

presentations, collateral, and communication, 

and to track leads. Sales managers had to 

track AE performance manually using 

Microsoft® Excel® spreadsheets. ―We wanted 

to create a sales portal that mirrored the 

stages of the account executives’ sales cycle,‖ 

says Vadakan. ―We felt that by empowering 

AEs with all the proper sales tools at every 

stage of their sales process we could enhance 

their close rates.‖ 

 

Solution 
Move turned to Microsoft Gold Certified 

Partner speakTECH to develop a new sales 

portal based on Microsoft Office SharePoint® 

Server 2007 and the Microsoft Office 

InfoPath® 2007 information-gathering 

program. By choosing Microsoft, Move could 

gain fast time-to-market and have the 

flexibility to link legacy data to new easy-to-

use analysis, reporting, and collaboration 

tools.  

 

Phase one of Welcome Wagon sales portal 

development took about 12 weeks. ―It was 

quite easy to develop because Office 

SharePoint Server lends itself so well to this 

type of solution,‖ says Aaron Sloman, Chief 

Executive Officer of speakTECH. In late 

October 2006, approximately 21 district 

managers started testing phase one. Based 

on the success of that test, Move expects to 

roll out the portal to its 250 AEs and 80 

managers and corporate executives by the 

end of November.  

 

The portal provides a dashboard where AEs 

access selling tools and video training aligned 

to each stage of the AE’s sales process. AEs 

can easily browse libraries for product 

information, sales tips, and category-specific 

sales collateral and share best practices.  

 

Phase two of the sales portal, to be released 

by the end of 2006, includes a series of key 

performance indicators (KPIs), such as the 

number of sales presentations given to 

customers per week, and monthly sales 

performance. It also will link to Move’s 

customer relationship management applica-

tion and connect portal users to mainframe 

data such as available advertising inventory.  

 

With phase two, AEs will also be able to fill 

out Office InfoPath 2007 forms on the 

dashboard to report on their customer 

presentations. The sales portal will be fully 

integrated with Microsoft Exchange Server so 

that AEs can share their Microsoft Outlook® 

calendars with inside sales group 

representatives to support more efficient 

sales call scheduling and coordination. 

 

For phase two, speakTECH and Move took 

advantage of the integrated development 

management and tracking capabilities in the 

Microsoft Visual Studio® 2005 development 

system to create a more agile, collaborative, 

iterative process. 

 

Benefits 
The ability to quickly develop a targeted, 

flexible sales portal with collaboration and 

reporting capabilities will help Move increase 

its close rate, reduce training costs and 

account executive turnover, provide better 

visibility into sales operations, and speed 

time-to-benefit.  

 

Increased Close Rates 

Move determined that much of the gap 

between its lower performing salespeople 

and its top sellers could be attributed to 

inconsistency of sales materials. By 

providing all AEs with access to dynamic 

sales tools targeted to each type of 

customer, Move expects to substantially 

improve AE close rates. ―We needed to guide 

our AEs to sell the most profitable and 

relevant categories,‖ says Vadakan. ―Now 

that we’ve provided easy access to 

standardized sales collateral, account 

executives will better understand how to 

target and close deals with profitable 

customers.‖  

 

10 Percent Reduction in Training Costs, 

Increased Employee Retention  

Move expects that direct access to training 

and other AEs through a user-friendly sales 

portal will help increase retention rates and 

reduce training costs. By replacing in-person 

training with online training videos, the 

company hopes to reduce training expenses 

by 10 percent. Move also believes that 

providing an interactive atmosphere for AEs 

to share best practices will help reduce the 

feeling of isolation and increase retention. 

 

Better Visibility into Sales Operations 

The KPI dashboards, available through the 

sales portal, will present information on AE 

sales calls, available advertising inventory, 

overall sales performance, and other 

strategic and operational information in 

near-real time. This will help managers 

dynamically monitor critical business factors 

so that they can identify potential problems 

early and resolve them proactively.  

 

Rapid Time-to-Market,  

Expedited Time-to-Benefit 

The integrated development guidance from 

speakTECH helped Move finish the first 

phase of the Welcome Wagon sales portal in 

just three months. ―We saw a lot of value in 

working with a Microsoft partner to quickly 

deploy a sales collaboration environment 

using Office SharePoint Server,‖ says 

Sumeet Bhatia, Business Architect for Move. 

―We expect this deployment to serve as a 

foundation for future sales-support portals 

within Move.‖ 


