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Simplus worked with Lucid Software to develop a custom solution that satisfied 
Lucid’s needs and Salesforce practices before reimplementing Salesforce. 
Simplus trained key Lucid Software team members, including the Director of 
Sales Operations, who is now successfully training all new reps. Due to the 
complex nature of the parent and child accounts (in terms of free vs. paid users 
and multiple users being tied to one organization), Simplus and Lucid Software 
created a custom account management setup. Simplus was able to set up 
many different report types and dashboards. Lucid Software’s current forecasts 
are accurate up to 0.5 percent. Although the main project is complete, Lucid 
Software still reaches out to Simplus occasionally for additional support. Their 
team enjoys the immediate response and help Simplus is able to provide.

We went from basically no user adoption to our full sales team using 
Salesforce; our forecasting is accurate and we went from spending half a 
day each week to build a report to just a click of a button.

THE CHALLENGE

THE SOLUTION

THE OUTCOME

Make complex things simple with Simplus and Salesforce. Visit Simplus.com

Lucid Software helps 
companies and individuals 
solve complicated problems 
through its cloud-based 
visualization apps. Lucidchart, 
a diagramming application, 
and Lucidpress, a design 
solution, are utilized by over six 
million users, including Netflix, 
Dropbox, USA TODAY, and 
Staples, making them two of 
the most popular productivity 
apps on the web.  

INDUSTRY:
Software

CLOUD:
Sales Cloud 

SERVICES: 
Implementation
Custom Configuration
Change Management 

HQ:
South Jordan, UT

WEBSITE:
www.golucid.co

SUCCESS STORY

Lucid Software used a different organization to implement Salesforce originally. 
After the first implementation, the team at Lucid Software did not feel 
trained or ready to use Salesforce, resulting in low user adoption across the 
organization. As the Lucid team grew quickly, their original Google Doc setup 
did not prove a scalable solution. In addition to issues with data integrity, their 
Google Docs “CRM” had no reporting, reminders, workflows, or automation. 
Lucid Software wanted to allow both free and paid users to be associated with 
a single organization.
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