
Use Case: Modernizing 
Geospatial Operations with 
Integrated Systems, 
Customer Self-Service, and 
Digital Growth



Overview
A provider of geospatial and surveying solutions serving small and mid-sized 

survey contractors needed to modernize its digital infrastructure to support 

growth, improve operational efficiency, and deliver a better customer experience.


The company supplies surveying instruments, software, and services used in land 

surveying, construction, and mapping. As the business expanded, its operational 

processes and digital systems struggled to keep pace with the growing product 

portfolio and customer demand.


To address these challenges, the company partnered with Codup to design and 

implement a comprehensive digital transformation strategy that aligned sales, 

marketing, service, and customer experience into a unified digital ecosystem.

The Challenge
Fragmented Sales and Service Systems


Sales, service, and customer data were managed across multiple disconnected 

systems. This created operational inefficiencies, limited visibility into customer 

interactions, and made it difficult for teams to track opportunities, service 

requests, and ongoing relationships.


Lack of CRM Integration


The company needed a centralized CRM capable of managing leads, opportunities, 

service workflows, and customer records while integrating with existing operational 

systems.


Without a unified CRM, sales processes were inconsistent, and customer 

engagement lacked structure.



Complex Product and Service Portfolio


The organization offered a wide range of surveying equipment, software tools, and 

technical services. Structuring this diverse offering into a clear digital buying 

journey proved difficult.


Customers often struggled to navigate products, services, and support options.


Limited Customer Self-Service


Customers lacked a convenient way to access product information, register 

equipment, schedule service, or receive training. The lack of a digital self-service 

portal added pressure to internal teams and slowed support workflows.


Inefficient Digital Marketing and SEO


The company’s website lacked structured SEO optimization and schema markup. 

As a result, search engine visibility was limited, and digital advertising spend was 

not generating optimal lead generation results.





The Solution
Following a structured discovery and strategic consulting process, Codup 

designed a multi-layered digital transformation program focused on operational 

alignment, digital infrastructure, and customer experience.

CRM Implementation and Business System Integration

Codup implemented a centralized CRM platform integrated with the company’s 

business management system.


This integration enabled the organization to:


     • Track leads, sales opportunities, and service requests in one unified system


     • Automate follow-ups and sales workflows


     • Improve visibility into customer engagement across the lifecycle


     • Establish structured lead qualification and sales processes


By connecting CRM and business systems, teams gained better operational 

visibility and improved coordination between sales, service, and operations.


Custom eCommerce Platform and Customer Portal

To simplify product discovery and purchasing, Codup developed a custom e-

commerce experience integrated directly with the CRM and backend systems.


The new platform allowed customers to:


     • View real-time product and service availability


     • Request quotes and manage accounts online


     • Access subscription-based support services


     • Manage purchases through a simplified digital interface


This digital buying experience reduced friction in the purchasing process while 

enabling customers to interact with the company more efficiently.




Training and Knowledge Management Platform

To support product adoption and workforce development, Codup built a digital 

training ecosystem that included:


     • Online learning modules for surveyors transitioning from field operations to    

digital workflows


     • Training bundles tailored to specific product users


     • A centralized knowledge base


     • AI-assisted support capabilities


These resources helped customers and internal teams build product expertise 

more quickly while reducing support demands.

Service and Warranty Automation

Codup developed a custom warranty and service-tracking system that enabled 

customers to manage equipment lifecycle events more easily.


Customers could:


     • Register equipment warranties


     • Schedule maintenance and calibration services


     • Receive automated notifications and service reminders


This system improved transparency, increased customer trust, and reduced 

downtime for critical surveying equipment.



Advanced SEO and Search Optimization

To improve digital visibility, Codup implemented a structured SEO framework 

focused on technical optimization and search performance.


Key improvements included:


     • Structured schema markup for products, reviews, and business information


     • Improved page indexing and crawlability


     • Metadata and heading optimization


     • Enhanced internal linking architecture


These changes improved search visibility and made it easier for potential 

customers to discover the company’s offerings online.

Digital Advertising Optimization

Codup also restructured the company’s digital advertising strategy to improve 

lead generation and marketing ROI.


Key initiatives included:


     • Google Ads campaign optimization


     • Keyword research and search trend analysis


     • Improved ad copy and targeting


     • Enhanced conversion tracking


     • Backlink cleanup and authority improvement


These changes increased advertising efficiency and reduced acquisition costs.



Performance Reporting and Data Analytics

To support data-driven decision making, Codup implemented custom reporting 

dashboards that consolidated business performance data across systems.


These dashboards provided insights into:


     • Sales pipeline performance


     • Customer engagement trends


     • Marketing effectiveness


     • Inventory and operational patterns


Leadership gained real-time visibility into business performance and could make 

more informed strategic decisions.



Results
Streamlined Sales and Service Operations


The integrated CRM and business systems significantly reduced manual data 

entry while improving visibility into customer relationships and sales activity.


Improved Customer Experience


Customers gained 24/7 access to product information, training resources, and 

support through the new digital platform.


Data-Driven Business Decisions


Centralized reporting and analytics provided leadership with better insights into 

performance trends and operational opportunities.


Automated Equipment Service and Warranty Tracking


The warranty management system improved service reliability and reduced 

operational friction for customers managing surveying equipment.


Stronger Digital Marketing Performance


Search visibility increased through structured SEO improvements, while optimized 

advertising campaigns generated stronger conversion rates and improved 

marketing ROI.


Scalable Foundation for Growth


The company now operates on a connected digital infrastructure capable of 

supporting regional and national expansion.



Conclusion
This digital transformation demonstrates how integrating CRM, eCommerce, 

customer self-service, marketing infrastructure, and operational systems can 

modernize specialized B2B organizations.


By aligning technology, processes, and customer experience, Codup helped create 

a scalable digital foundation that improved operational efficiency, customer 

engagement, and long-term business growth.

See what a connected digital ecosystem can do for your business.

Schedule a Strategy Consultation

https://codup.co/contact-us/?utm_source=email4-use-caseasset&utm_medium=email-and-landing-page&utm_campaign=evergreen-complex-configuration-q2-2026&utm_content=email4-use-case


