
Building an Application on
Salesforce Platform for Jumpin Heights
India’s first Extreme Adventure zone



About the Client:

Jumpin Heights - India’s first Extreme Adventure zone established at Rishikesh in 2006, it was for the purpose of bringing 
to India something its youth could be proud of. Jumpin Heights has cited the most astonishing bungee jumping platform in 
Rishikesh, justabove the river Ganges to make your jump more happening and refreshing. 

A team from New Zealand, the place native to this sport, was flown in to design the Jump Zone based on the original 
model.

Challenges:

Client was using a custom-built .Net system, however, was not getting consolidated views to empower all the bookings and sales details. 
• The existing system was designed on client-server architecture and due to the low internet connectivity at the Jump site the system was      
   runnin slow or was not accessible.
• System was not accessible from mobile.
• For prompt response to the users when the net speed is low, all the bookings were done manually.
• Facility to import data into the system was not provided.
• Doing the booking and ticket printing was a time-consuming process.• Doing the booking and ticket printing was a time-consuming process.
• Inventory management was not provided for their Merchandise and Cafeteria.
• Data consolidation was a major issue as some details are captured in the system and other was manually entered in excel.
• Reports were not showing correct figures since complete data was not in the system.
• Sending SMS for daily Sales report to management was a manual process.



The Aress Approach

Aress analysed the process and the pain areas for all the stakeholders. After understanding the requirements in detail, we have
provided below solution:. 

• Since this was a custom requirement, Aress suggested the Salesforce’s Force.com platform and complete solution was custom
   developed in Salesforce.

• Designed system in such a way that the common features are developed from one module. For Example – All types of bookings
   were done from “Booking” module.

• Inventory management system was developed to keep track of all Buy, Sell and Transfer of products.• Inventory management system was developed to keep track of all Buy, Sell and Transfer of products.

• Developed simple interface with minimal need of inputs from booking clerk for doing the various bookings.

• Provided attractive interface for Online bookings with responsive web design which works from all browsers and devices.

• Provided the mobile access to users for using the system on tablets with mobile data network in case of loss of wired internet
   connectivity.

• All the reports were generated from system. Custom filters applied to reports to meet the critical business requirement.

• Integrated the AppExchange product for sending SMS from the system.

• Same system was using at all the users (Jump site, Marketing, Agents), so the data was maintained in one system only.• Same system was using at all the users (Jump site, Marketing, Agents), so the data was maintained in one system only.



Online Booking built on Force.com site







Benefits:

Aress's helped company achieve following benefits:

• Simple interface made all the users using the system from browsers and tablets.

• Printing of booking tickets/invoices were done in uniform format along with facility to print from tablets.

• Booking team spending less time on bookings entries and printing of tickets and invoices.

• Clear visibility of booking count for all the jumps which helped in taking decision of blocking the bookings from Online booking
   (Force.com site).

• Improved efficiency and uniformity for all bookings and inventory.• Improved efficiency and uniformity for all bookings and inventory.

• All the stake holders were on a single platform, i.e., Sales and Marketing team, Jump site, Management team.

• Enabling sales & marketing to engage in more business generating activities.

• Eliminated manual systems and paperwork.

• Seamless booking process with mobility flexibility.

• Reports and dashboards to analyze ROI.

• Management was getting auto SMS at the day end with summary of daily sales.


