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CRM OPTIMIZATION
WEDNESDAY,  JULY 25TH 8:30 - 11:30 AM

LEARNING OBJECTIVES

¡ Understand how to properly evaluate CRM platforms

¡ Discover what steps need to be taken prior to implementation

¡ Understand the right structure to support implementation success
¡ Discover solutions for collaboration and long-term success

¡ Learn how to remove the sting from typical training pains

SMILE IT’S PICTURE TIME

EVALUATE CRM PLATFORMS

EVALUATION OF SYSTEMS

¡ Competitive Analysis Worksheet

¡ Survey/Research Results

¡ Checklist to Assist with Evaluation

¡ Supportive Material or “Ammo”

Feature Deltek VisionExplanation Cosential 

Cloud Based

Outlook Integration

Project Management

Proposal Automation

Mobile Application

Work Flows 

Personnel

Publishing

Reporting

Email Marketing

Revenue Forecasting

FDC

API/Integrations

Contact Management

Custom Fields

Customer Success

Pre-Built Dashboard

Implementation

Monthly Pricing Per User

Spreadsheet-Like Interface 

Support

Card Scanner Mobile App  

Document Storage

Website

Live Chat

Contact Us Form

Searchbar

Webinars

Deltek Ajera

®

CRM Competitive Analysis Worksheet

$25, $55, $95                Hidden                     Hidden

Access database on any device with web access

MS Exchange, Ethos plugin, full Outlook contact sync

Project Life cycle tracking

Integrate accounting, project records to prepare marketing proposals

Add/edit, activities,contacts, opportunities. Search project records, mapping capabilities

Trigger alerts/notifications to assigned users. Workflow assignments based on stages

Personnel module for resume data

Generate documents in Word or InDesign

Flexible reporting engine, no programming required

Targeted email marketing campaigns based on contact mailing lists

Soft backlog revenue forecasting

Data Connector with an AEC Centric Accounting System

Integration with all essential database systems through JSON Based API

Associate key relationships between personnel and contacts

Customize, create or rename existing fields

Dedicated customer success rep for on demand assistance

Pre-built interactive dashboard widgets

Implementation staff with AEC experience, background

Pricing per user

Editable spreadsheet-like user interface

24/7 online, phone support included in all plans at no added cost

Business card scanner to capture companies and contacts

Unlimited cloud storage of documents at no cost

Access to live support on website

Submit help requests and trouble tickets

Quick search for records

Regular training webinars

winning and keeping clients!

All CRM efforts need to be in line
with the main purpose of marketing and

business development …
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PRIOR TO IMPLEMENTATION / RE-IMPLEMENTATION

PRIOR TO IMPLEMENTATION / RE-IMPLEMENTATION

¡ Know your firm’s why and how you will use it 

¡ What are the benefits for your firm

¡ Who are your champions and users

¡ Build and nurture a culture of change

FIRM’S WHY AND USE OF THE SYSTEM

Document
Document
Document
Document
Document
Document
Document
Document
Document
Document
Document
Document
Document

Document
Document
Document
Document
Document
Document
Document
Document
Document
Document
Document
Document
Document

Access to Centralized Data Smart, Categorized Data

Effective and Efficient

1 2

3

BENEFITS OF A CRM

Time / Labor 
Efforts

Effectiveness / 
Efficiency

Digital Resource – Excel, Word, InDesign, CRM

People Resource – Face-to-face, internal meetings

IDENTIFY YOUR CHAMPIONS AND USERS

Champions 
- Influential, Non-Influential 
- No Champion

Responsible Department

Users

1

2

3

BUILD AND NURTURE A CULTURE OF CHANGE 

01

02 03

01
02
03

You

Others

Market the Change

Slow down to go FAST
Document and pay it forward

Actions are contagious
Encourage others to join you

Market your CRM 
Campaign the change  
Communicate, communicate, communicate
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STRUCTURE FOR A SUCCESSFUL IMPLEMENTATION

PHASES OF A SUCCESSFUL IMPLEMENTATION

01
Process

02
Capture

03
Automate

04
Export

• Begin the client relationship
• Get a project lead
• Who’s responsible?
• Who needs to be notified?

Is the right data being captured?
Integrations with other systems?

Capture
Where are the areas of 

automation?

Automation
Identify the 

desired output

Export

Implementing the PA PhasesPhase 1 - ProcessPhase 2 - Capture

• Court clients / build relationships
• Prepare the submittals
• Who’s responsible?
• Who needs to be notified?

• Complete the project
• Repeat the process
• Who’s responsible?
• Who needs to be notified?

• Win the client/project
• Collect data on the project
• Who’s responsible?
• Who needs to be notified?

Phase 3 - AutomatePhase 4 - Export Workflow Notification Example
Email sent to accounting when 
an opportunity is won

Questions for the Process

Process Mapping Checklist

Notification Examples

CHECKLIST RESOURCES

Prioritize 
Your Goals

Celebrate 
Your Wins

Review 
Your Map

REMEMBER TO…
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Implementing the PA PhasesChecklist and Hands-On Work Pages 17-18

COLLABORATION AND LONG-TERM SUCCESS

Integrations Build 
Accountability

EvaluateTrack

COLLABORATION AND LONG-TERM SUCCESS

Act

ABD
Always
Be in your
Data

MAINTENANCE AND AUDIT REPORTS

CRM TRAINING

CONSISTENCY IS KEY

Stay Current

Keep CRM Top of Mind

Training Do’s and Don’ts

1

2

3
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IDEAS, MISTAKES AND RESULTS

Training Session Ideas

Training Mistakes

Survey Results

Courtney Kearney, CPSM
CKearney Consulting | Founder & Owner
Courtney@ckearneyconsulting.com
Twitter@ckearneyconsult

Thank you for attending, please reach out and connect!


