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OUR MISSION Our Mission is to help

To serve as d technology beacon that .
empowers organizations to enrich lives. you accompllsh yours.












Why CaseWorthy?
BENEFITS TO CLIIEENTS

Staff are supported in their daily work

Increased operational efficiencies

Ability to report and utilize data for
performance improvement as well as
grant and compliance based reporting

Better help the clients they serve/have a
greater impact on the community they
serve

Be able to provide a 360 degree view of
the services each client needs
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S CaseWorthy

YOUR SCALABLE CASE MANAGEMENT SOLUTION

CUSTOMER SUCCESS TEAM:

WHAT WE DO

CaseWorthy's Customer Success Team is
dedicated to building meaningful
relationships that support our customers
in their technological endeavors as they
serve within their communities.

An account Managers is assigned to each customer as
they are the customer’s primary contact and advocate.
The Account Manager is dedicated to developing and
maintaining relationships with the customer’s System
Administrators, and meets with the customer on a
monthly basis.

While working with System Administrators, the Account Manager works to understand the needs of the
customer in terms of data collection and how they use CaseWorthy.

Their understanding of the system allows them to support the customer by:
» Addressing questions about topics covered in the System Administration classes
* Following up on open projects and SOWs
* Updating issues in the Customer Support Portal in a timely manner
* Promptly communicating any concerns the customer might have to the Team Manager










































CUSTOMER REQUIREMENTS

If you plan to import data into CaseWorthy, your contract
will include a Data Conversion clause similar to this.

The Data Conversion services require Customer to provide
the data in a format compatible with CaseWorthy's "staging
table” methodology.

CaseWorthy's staging tables are a group of baseline tables
that contain a format for the data you will be importing into
CaseWorthy. These tables have predefined fixed data types
and often have predefined values that must be used in
certain fields. Let me give you an example.

The Data Conversion
services require
Customer to provide
the data in a format
compatible with
CaseWorthy's "staging
table” methodology:.







CASEWORTHY ETL PROCESS

I}_

Customer SysAdmin:
Configure the
CaseWorthy application

!

“* Data validation includes
* Primary key constraints
= Fareign key constraints
= List values

= Table values

= Dates

: Map the data to one of
the CaseWorthy standards
(Excel or SQL)

\— & ] Customer ETL Resource:
Submit data to
CaseWaorthy

The ETL process begins as the customer's System Admin and ETL Resource work together to
identify the data that needs to be imported into CaseWorthy, A CaseWorthy team member will
provide guidance during this process. The customer will populate the staging tables and send them

to CaseWorthy for review.
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