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ITAGroup’s New Emerging Markets Division Simplifies Incentives, Drives Loyalty for Middle Market Companies
West Des Moines, Iowa – Dec. 1, 2011 – ITAGroup announced the launch of its Emerging Markets Division, focused specifically on helping middle market businesses effectively use incentive and recognition programs to create loyalty among employees and customers. This new division consults with companies currently operating or interested in operating corporate recognition and incentive programs and is offering a specially designed app for companies using Salesforce CRM.

“This means that middle market businesses can now get direct access to ITAGroup’s 50 years of experience in incentive and recognition programs rather than running internally created or custom incentive programs, which are often more labor-intensive and expensive,” said Jeremy Bielski, ITAGroup manager of Emerging Markets. “It’s important to offer these initiatives to the middle market because this sector has historically driven the success in the U.S. economy.” 

Bielski pointed to a recent Deloitte survey that shows a majority of executives in that sector expect both revenue (61.2 percent) and profitability (52.6 percent) to increase in 2012 despite limited expectations for the national economy. He added that the U.S. Census Bureau reported that middle market companies added 2 million jobs while large companies lost 3.7 million jobs from 2007 through 2010. 
ITAGroup’s PerformanceSuite® App was designed for the 70 percent of Salesforce CRM users in small to medium sized companies. The app enables users to easily integrate point-based sales incentive platforms into Salesforce, providing a new way to build and enhance sales and loyalty solutions, employee engagement and other productivity strategies, ultimately magnifying the company’s return on investment. 


“Our traditional incentive programs have helped organizations improve sales production,” says Bielski. “We can now integrate our new app to help middle market companies achieve similar results.” 

For more information about ITAGroup’s New PerformanceSuite App, go to www.itagroup.com. 
About ITAGroup

ITAGroup combines incentive programs, rewards and recognition, group travel and event management to engage employees, motivate channel partners and ignite customer devotion. And we rely on traditional business values like hard work, integrity and great client service to make sure our clients are successful. Founded in 1963, ITAGroup is headquartered in West Des Moines, Iowa, with sales offices in Atlanta, Boca Raton, Chicago, Dallas, Des Moines, Detroit, Indianapolis, Los Angeles, Minneapolis, Philadelphia, San Francisco and the greater New York City area.
Visit www.itagroup.com or follow ITAGroup on Twitter at www.twitter.com/itagroup.
About the Force.com Platform and AppExchange

Force.com is the trusted social enterprise platform for building and running any employee app in the

cloud. Force.com powers the Salesforce CRM apps, the more than 200,000 custom apps used by

salesforce.com customers such as Japan Post, Kaiser Permanente, KONE and Sprint Nextel and the

more than 1,200 ISV apps built by partners such as BMC, FinancialForce.com and Fujitsu.

Enterprise apps built on the Force.com platform can be easily distributed and marketed through the

salesforce.com AppExchange http://www.salesforce.com/appexchange/.

The salesforce.com social enterprise platform delivers the most trusted and comprehensive cloud

technologies for social, mobile and open apps. It includes Force.com, the cloud platform for employee

apps, Heroku, the cloud platform for customer apps and Database.com, the cloud database to

integrate the social enterprise.

Salesforce, Dreamforce, Force.com, Heroku, AppExchange and others are trademarks of

salesforce.com, inc.
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