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KROSS RENTAL’S INNOVATIVE APPROACH 
TO CRM IMPLEMENTATION



Challenge

Implementing an effective system in Kross Rental required an approach that would integrate a complex 
set of business processes. These include:

•  Sales
•  Offering
•  Bike delivery
•  Servicing
•  Insurance
•  Bike repurchase

Another challenge was to complete the implementation project within a specific time frame:  together 
with the Client we assumed that the Kross Rental service would be ready for use within 8 weeks.

The aim of the project was to quickly 
create a central solution supporting all 
processes of bike leasing

Project assumptions: 
- team: as small as possible 
-  implementation: as smooth as 

possible
- training time: as short as possible
- starting from scratch

Kross Rental was created for safety, mobility, and 
for the healthy and active lifestyle of corporate 
employees. Kross Rental is a simple and conve-
nient bike rental system:

- without long commitments
- instalment as an expense
- payment only for the declared rental period
- bikes tailored to users
- new bikes only
- promotion of an active and healthy lifestyle
- an up-to-date employee benefit
- service covered by the instalment (assistance)
- insurance covered by the instalment
- winter parking covered by the instalment
- helps maintain social distance

Lead management/ 
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Solution
Flexibility and quick implementa-
tion of the system were key issues.  

The Client chose the following 
Salesforce solutions: 
•  Sales Cloud  
•  CPQ & Billing 
•  Community

In addition, the “Community” section was added to the solution to improve data collection from custo-
mers in the form of a questionnaire.

Implementation
One of the primary needs signalled by the Kross Rental team was the necessity to track contracts and 
equipment subject to contracts. During the first week of implementation, we adapted the system in or-
der to enable the sales team to enter data about customers and equipment.

In the following week, we automated the price calculation process. Instead of performing complicated 
operations in Excel, the sales team could select a product from the base and the system automatically 
calculates the rental price based on the value of the equipment and a number of other parameters indi-
cated by the team as important in the valuation process. The system would calculate the price for all va-
riants, allowing the sales team to mark which option the customer had decided on and, therefore, which 
should appear in the order summary. 



We used Salesforce Community to enhance the 
selection of equipment in accordance with the 
specific requirements of the bike user. It allows 
customers to complete questionnaires automa-
tically linked to a specific company and person 
(assuming that the user has expressed a desire to 
rent a bike in the questionnaire).

In order to enhance the process of acquiring 
new customers who so far had contacted the 
company mainly by phone, we have created 
a form placed on the company’s website. It 
communicates with the Salesforce database, 
registering all requests in the system and re-
minding the sales team to contact the custo-
mer.

At the last stage of implementation, we pre-
pared an offer template and templates for 
the order summary. This functionality allows 
the sales team to generate, with just a few 
clicks, a pdf document with an offer, which they can immediately send by email to the interested custo-
mer.

Tomasz Kurzątkowski, President of Kross Rental

At ground zero we got a working database to which we can enter customers and 
bikes and where we can modify the whole process as we go along. For someone who 
wanted to start a business in days rather than months, Salesforce was the only solu-
tion I could think of” said Tomasz Kurzątkowski, President of Kross Rental.

Implementation stages:
•  Adaptation of the system to entering data about customers and products
•  Automation of price calculation
•   Implementation of Salesforce Community used by customers to complete questionnaires on their 

preferred equipment
•  Creation of a contact form for new customers of Kross Rental placed on the website
•  Creation of offer templates and order summary templates
•  Gmail integration



Benefits
•  Kross Rental operates throughout Poland and abroad
•  Each week, the Kross Rental team sends out more than 100 complex offers prepared for its customers
•  The process of generating an offer document has been shortened from several hours to several minutes
•  The sales process and order history is available in one place
•  The list of the equipment released to customers is available in the system together with a QR code
•   The solution is based on declarative tools, which allows flexibility in case of deviations from the stan-

dard process

Scaling was done by automating processes, not by hiring new employees

In addition, we have introduced Gmail integration, allowing 
employees to view communications and events related to 
a specific customer from the Salesforce level and provides an 
overview of the negotiation history.

As the part related to sales grew, so did the needs related to 
equipment servicing. First, we introduced the possibility to link 
equipment not only to the company with which the contract 
has been signed, but also to the user who will be responsible 
for the equipment.

Each purchased product is recorded in the system after the 
sales team member marks the offer as accepted. The person 
responsible for releasing the equipment to the customer is 
then able to tag the actual user in the system. This ensures that 
the bike user receives regular reminders about the equipment 
servicing. In the near future, Kross Rental plans to launch an 

additional platform for the “Community” section, which will facilitate closer cooperation with business 
partners (bike repair shops). 
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About Limitless Technologies
The strength and main competitive advantage of Limitless Technologies lies 
in our unique team of experts. We have developed our competencies through 
years of work at our Salesforce headquarters in San Francisco (USA) and at our 
European headquarters located in Dublin (Ireland). Years of experience in so-
ftware development departments – going up the career ladder, from junior 
programmer to senior manager positions, and managing teams dealing with 
the development of the Salesforce platform – have provided us with complete 
knowledge of this system and a deep understanding of the possibilities provi-
ded to entrepreneurs by each of the solutions offered.

By establishing Limitless Technologies, we have created a space for entrepre-
neurs that will enable them to seamlessly step onto the path of digital trans-
formation. We quickly and accurately identify the specifics of a given company, 
we approach clients’ needs individually and believe that properly implemented 
technology can elevate the management in every company to a new level.
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