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CRM Scoping Services:
Build a Roadmap to Success

New Priorities for CRM

New Questions to Answer

CRM System Usage
Simple
Advanced

For many firms, the vision for what you want to accomplish through
client relationship management (CRM) has changed. Initially, you may
have implemented software to run e-alerts and seminars. But in an
increasingly complex and competitive market, you are likely looking
to use CRM to support traditional priorities as well as drive business
development and sales (see the figure below).

Knowledge Store

Business Development

 Tracking billing information
 Managing targets
 Managing experience
and credentials

 Tracking pipeline–opportunities
and matter management
 Business planning and targeting

CRM
Tactical Marketing

 Managing lists in one place
 Centralizing contacts
 Event management and
email communications

New

To meet today’s expectations
for growth, many successful
businesses are placing client
data at the heart of all effective
decision-making. Firms are looking
at CRM as a program with the
objective of combining data from
multiple systems to deliver insights
that stakeholders can use to
enhance service and performance.
As such, firms are looking to
answer questions such as:


Where is the work going to
originate?



What are the most influential
business development and
marketing activities?



How do we track our experience
and present the most relevant
credentials to our potential
clients?



Which of my colleagues has
relevant experience that I can
recommend to my clients?

Marketing Database

 Dynamic list creation
 Tracking responsiveness for
communications
 More targeted campaigns

CRM System Maturity
How CRM Can Support Today’s Business Objectives

Developed

Rely On Expert Guidance Every Step of the Way
To find the answers to the questions now being asked, your
firm can leverage its existing investments in technology,
data, and people. The challenge is, how do you unlock the
value of your firm’s extensive repositories of relationship
intelligence, knowledge, and expertise?

 Invest in a new CRM system or a complementary

marketing and business development system, such as an
experience management tool
 Implement add-on technology to re-invigorate the CRM
platform, such as an enterprise relationship
management tool
 Develop analytics to extract more data out of the systems
to put into the hands of the decision-makers, typically
using tools such as Microsoft Power BI and Azure
Cognitive Services
 Focus on change management to tie the use of CRM
to other programs of activity through tools such as
scorecards, performance evaluation, and key
client programs

Wilson Allen offers a full range of consulting and advisory
services that help firms do just that. For example, with our
CRM Scoping services, our team of CRM experts will review
where your firm is on its CRM transformation journey, capture
where it wants to go, and, most importantly, guide you on
how to get there (see the table). We’ll guide each step of the
journey for whichever path best meets your firm’s needs.

CRM Scoping Services At-A-Glance
PHASE

Market
Landscape

High-Level
Roadmap

Detailed
Requirements

DURATION

GOALS

OUTPUTS

CLIENT INVOLVEMENT

2-hour strategic workshop

To educate the key
stakeholders on the art of
the possible and the state
of the current technology
landscape

An executive summary
presentation following on
from the workshop

Participation in the workshop

2-3 weeks

6-8 weeks

Understand the business
objectives, processes, and
information that are required

A high-level roadmap
outlining estimated time,
budgets, and workstreams

Document the information
flows and primary systems
within the firm

A presentation to key
stakeholders, outlining the
current situation, the firm’s
goals and recommendation
on how to achieve them

Create a detailed
implementation plan

A set of business
requirements

Undertake an initial
evaluation of vendors for
budgetary pricing and
functionality

A set of business scenarios
against which to do formal
vendor evaluation
An implementation plan

One two-hour workshop with
key stakeholders
10 to 15 30-minute
interviews with other
stakeholders
One 90-minute presentation
on the business case and
roadmap
A core team of stakeholders
will need to participate in
gathering the requirements
and evaluating vendors,
which would equate to about
10-12 hours per person.

Why Wilson Allen
By aligning software and drawing data from a wide array
of systems, firms can manage the full life cycle of client
engagement more effectively to strengthen relationships
and run more profitably. These are areas where Wilson Allen
excels. Wilson Allen has combined the collective expertise of
our data and practice management system specialists with a
focused CRM practice. We’ve completed more than 200 CRM

projects for firms worldwide and have created a portfolio
of best-in-class services and solutions. What differentiates
us is our unique mix of strategic consulting expertise and
an unrivaled technical team skilled in CRM integrations,
report building, training, data management, and data quality
services. Call on us to help you use software, data, and
processes more effectively.

Learn more
To learn more about how we can help your firm make the best use of CRM technology to support its strategic objectives, please
contact us or visit our website at www.wilsonallen.com.

