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Founded in 2010, Agio provides comprehensive managed IT services to 

the financial community, specifically servicing alternative investment 

managers through technology hosting, monitoring, management, disaster 

prevention and recovery, security and other high-end technology services. 

Agio’s corporate headquarters is in New York, NY with operational 

headquarters in Norman, OK and regional offices in Boston, Dallas, Raleigh, San Francisco, 

Seattle, and London, with over 120 employees. 

A Non-Traditional Industry Platform Decision  

Professional Services Automation (PSA) tools in the managed services space are traditionally 

chosen for their industry specific tailored fields, but offer limited flexibility in customization and 

automation. Agio’s long-term vision to be fully automated steered the company away from these 

traditional systems, and towards salesforce.com’s solution for sales, ticketing, collaboration, 

communication, and other system and data integration. “We didn’t consider any other option. 

The institutional knowledge of Agio should be documented, and we wanted a tool which would 

fulfill our need. In doing our due diligence, our CIO and I saw it was very clear Salesforce is a 

platform in which to provide the level of automation and control we need,” said Bart R. 

McDonough, CEO of Agio.  

 

Partner Enabled Deployment  

Agio took advantage of salesforce.com’s wide array of network partners for implementation of 

Salesforce into their environment. The partners worked quickly with Agio, leaving the company 

highly satisfied with the service and support they received.  McDonough stated, “The partners 

have been solid with good communication, and we are in the business of helping customers 

implement and work with technology. We understand 

good support from bad support; it’s what we do and 

what we know.” 

 

The solution was implemented during Agio’s start-up 

stage and has realized incremental benefits throughout 

its iterations of deployment. Within four weeks of the 

initial deployment, Agio had a solid foundation for 

account, contact, opportunity management, and 

support. Their ticketing system took just one month to 

fully integrate into day-to-day business operations.  

On average, Agio processes 2,000-2,500 customer 

cases a week, rendering their ticketing system a critical 

component to the business, as well as a driving factor 

for the decision to work with the Salesforce solution. 

With 40% growth year over year, the organization was 

looking for a platform they could build their intellectual 

property around and support how they wanted to 

service customers. Salesforce.com had the foundation to build on. 

Salesforce: A key enabler for 

growth and survival!  

 2,000-2,500 customer cases a 

week processed, requiring a 

robust ticketing platform. 

 40% growth year over year, in 

an environment where many 

managed services providers 

reach a typical breaking point 

due to their inability to scale 

 An estimated 70% reduction in 

email by using Chatter. 

 The Salesforce platform enabled 

Agio to scale and grow past the 

typical breaking point, setting 

the stage for long-term success. 
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A Robust Solution used as a Business Platform  

The benefits of using Salesforce as the platform for the business has enabled Agio to create a 

more collaborative and forward thinking culture. Currently, anything key to Agio’s business goes 

through its Salesforce system. From their ticketing system, sales integration, HR functions, 

communication, document management, knowledge store, and financial data, Agio has been 

able to plug in the pieces to work seamlessly together.  

 

For example, Agio recently moved over to Intacct Finance Management for their accounting 

system. The main motivation for picking this system was its strong integration with Salesforce. 

As a result, there has been better communication, generating efficiencies within the Finance 

department. The use of real-time information flow through a single thread has enabled Finance 

to produce more accurate projections for the organization with awareness of hiring, deals 

closing, and business opportunities on the horizon. 

 

Big Reductions in Email Volume  

On any given day, Agio’s 120+ employees are spread out within 40-50 different locations. As a 

result of the geographically dispersed environment, communication and collaboration between 

employees and business was a challenge - until the introduction of Chatter. Chatter has enabled 

Agio’s workforce to operate at great speed with more accurate information filtering in from all 

four corners of the company. McDonough estimates a 70% reduction in email as a result. “I 

used to think it was a competitive advantage, and now I think it’s a matter of survival. Chatter 

enables us to operate and collaborate at lightning speed, where other geographically dispersed 

firms may have issues,” commented McDonough.     

 

The Future of Salesforce at Agio 

With its focus on integration and automation of its Salesforce platform, Agio plans to make 

Marketing a focal point in the coming year. While Agio already stores sales and marketing 

material in Salesforce, the company will begin to automate marketing workstreams and lead 

generation functions. Additionally, Agio plans to improve integration and enhance the solution 

platform for knowledge management to provide customers with faster and consistent service 

levels. “Salesforce is our entire platform – from documentation libraries, communication, to the 

dissemination of intellectual capital. It’s almost as if Salesforce is our Internet and Intranet. It’s 

interactive, transparent, and extremely collaborative. And I stress collaborative because the 

real-time nature of Salesforce reinforces teamwork every day,” said Kate Wood, Director of 

Marketing at Agio. 


