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I'm sure you know all about the importance of first impressions,
understanding someone’s role in the buying decision, assumptive closes
and the myriad of other factors that make a good account manager so we
aren’t going to cover those things.

What we are going to cover is
how to achieve a step-change in
the effectiveness of your
organisation’s account
management by simultaneously
expanding your reach while also
ensuring the right people are
being communicated with.
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JWNS THE CONTACT INFORMATION?

Historically account managers were paid as much for their
contact list as for their ability to generate sales, and these
lists were often closely guarded by the account manager.

Over the last few years firms have increasingly
implemented Customer Relationship Management (CRM)
systems to try to create greater organisational oversight
and consistency.

So is it up to the organisation to keep the information on
these systems up to date or the account manager?

And who is looking for new firms and individuals in your
target market to ensure your distribution reach doesn’t
shrink over time?
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3 .G YOUR TARGET MARKET

industries the biggest challenge is to get information on who actually works in

~ortunately for anyone working in UK Financial Services the Financial Conduct
Authority (FCA) are required by law to make this information publicly available.

- We are required by law to

Which means you can access E make thic information

if you want to.

the information of around ~ publicly available and |
: - extracts of the Register can
225,000 people at 75,000 firms e de e %

www fea.ong. ukfprivacy

You are unlikely to want all of these as your target mark-
be the Investment, Mortgage, General Insurance or C

sectors, a combination of these, or an entirely diffr rt.
So how do you make sure the account manager propriate
information about all the relevant firms and ir s they

should be talking to?
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4. JGHT TYPE OF FIRM

a firm registers with the FCA they have to say what types of business they want
-onduct and the FCA then gives them appropriate Permissions.

These Permissions cover a wide range of activities such as:

Accepting deposits Managing investments SN (3 L Issuing electronic mone ABRTENG S IEEEEs
PHing cep Eing Transfers/Opt Outs) 8 Y mortgage contracts
Advisi h Advisi P2P Administeri
wmngpna ome el ik Srelhimeslleating vising on ministering a
reversion plan agreements benchmark
. . o Effecting contracts of Advising on Pension
Issuing Electronic Money  Insurance Distribution g g

insurance Transfers/Opt Outs Underwriting

This makes it possible to create a segmentatior

model that allows you to contact all the
e right types of firms and not waste resour

on people in organisations that simplv
won’t be interested in your

products/services.

Mortgage

Manufacturer

Investment
Advice

General
Insurance
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5. JGHT PERSON

same way that firms have
.missions, people have designated
activities that they can do within the firm.

& CPD11 Pension transfer specialist

& CPD21 Advising or arranging equity release transactions

= CPD9a Advising on PZP agreaments

& CPD7 Persanal recommeandation an lang-term care insurancse

There are nearly 90 different activities that can be assigned to a person, some of
which are shown to the right.

This means you can make sure you are talking to
the right people in every firm.

Advisor (only)

i Chief Executive
Investment Director /

Customer Advisor Senior Leadership

Advice Adisor Team Some people focus on one while others cover

Investment Manager Director / Partner

/ Advisor Advong mu Itlple roles.

Multi-tasker

Advisor with Non Advising
Additional Multi-tasker

Responsibiltis For example, in the classic small advisory ©
i one person is the CEO, Compliance Off:
fndvanager (! Money Laundering Officer and client .his
Head of Insurance / Management

o e person is at the centre of the Venr (0
the left.




6. JGHT TYPE OF ADVISOR

So you know whether someone is an advisor or not, but what do

they advise on?

An asset manager or pension provider won’t want to talk to people
who can only advise on mortgages and similarly a mortgage lender

won’t want to talk to investment advisors.

If, however, you are a protection provider you will want to talk to
them all.

Investment Holistic
Advisor Advisor

Investment
Advice

29,600 8,895

Corporate
Financier
89

Mortgage
Advisor

27,631

Mortgage
Advice
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Being able to give the right message *
the right person is crucial to avoid
creating a negative impression

of your business and the
unsubscribes that will

inevitably follow.
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JAL OR AUTOMATED UPDATES?
ou understand the types of firms and individuals you want to talk to you now need to
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Hirrores,
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chem to your CRM system, so how are you going to do that?
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8. AFORMATION YOU NEED

The need to achieve more sales with less people is common, and this is best achieved by
really knowing your market. Automation makes this possible and is the only way to keep
the information accurate over time.

No Longer No Longer
Authorised Authorised

Previous Number of Changed
Employers Advisors Network

: Assets
Duplicate U

Record hvice

Mis-spelt Business
name Owner(s)

Email
address
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9. -ARLY BIRD CATCHES THE WORM...

CraFreams aF reeses acdwisaary Firrmm=s st g
=amae by rrveaesk i Th+«e —h&art t= The rigft
== thene mumiber=s Foa the Full we=ear

Hasww sranaresy 3 Tthhaese Foruarrmad their ww sy
e wsmnar R Sestermis, aread Booaes
lemrngr cHicd G Talbkee= =

Beimng ome oofF thhae first orpganisatiorss T
cxarvtEct thhermn is Far rmeare ke iy T
reswilt imn a husimess raelatiomsEipp theam
Ixe=immE theere lonEe after 2 ceudr
CEearrrpetitemr=._

Nealth Manager ]

Nealth/Investment Advisor |l

Holistic Financial Planner | N
I
Mortgage (only) Broker B

General Insurance Broker [ EE

0 100 200 300 400 500 BOO 7°

Mortgage Event Advisor

Credit Broking

Automated reporting is the only effective way to
know who is setting up and being able to contact
them quickly.
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10 LETTER CRM SYSTEM

.esn’t really matter whether you use Salesforce, Dynamics, Zoho, HubSpot or the
.yriad of other software options available.

What really matters is the data in the system and how well the account managers
are using it.

—

———

e CRM can boost conversion rates by 300% (Finances Online) "

e The ROI of a CRM software system, when properly implemented, can w
exceed 245%. (IBM) '

e 91% of companies with more than 11 employees use a CRM system
(GetBase)

e Overall CRM usage increased from 56% in 2018 to 74% in 2019 (Stellaxius)

e 22% of sales professionals are still unsure about what CRM is. (Finances
Online)

o 74% of companies say CRM technology gives better access to customer
data (Resco.net)

e In 2008, only 12% of businesses used cloud-based CRM — This figure has
now increased to 87%. (Software Advice)
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1] New Saies Opportunibes & Purchase Vaue
Time: Last Quarter

TOP 5 DEALS

SALES ACTIVITY
by Ty '

AVG CONTRACT VALUE
Call

$3,863 (+2
Preparation Lakeman Corp
AVG SALES CYCLE LENGTH Email $15,600

299 days (114 M Leadresearch

ber of Opcortunites -~ Purchase Ve

prtuntes & Avesage Purchass Vs By Package

o
. .
Presesscna

Proposal L $5n ountes @ Average Puchase Vaus

Negotiation -

Closing 46

gth: 34.1 days

SALES CYCLE STEPS

AVG CONTRACT VALUE McMary Jones
by Source

Opportunity 47

Alice Chan

P Acenriatec

CRM Pipeline Dashboard

Open Pipeline Value Open Pipeline by Product Package

AVG LEAD RESPONSE TIME

Proof of Concept
Negotiation Terms
Sales Rep inal Closing

Bradiey William

Ryan Ramos SN {5

Kaleb Wallis IR 1.4
Bradiey William I 1.0

Isabell Ramirez

Kaleb Wallis

il T — ACV: §1,393,747

€ 46.381 Actual
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Pipeline
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€400 .,v
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Profit per Acquisition o 3 A @Y o o

Sales Stage
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Search Profitability Indicator Ratios
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17 .NAGE THE BUSINESS
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If your organisation can’t give you the data you need to do your
job effectively please talk to us because we can.

ANDY MARSON

Having worked in Financial
Services for over 30 years Andy
really understands the market.

He has built a suite of market
leading products that really help
organisations turn 'data led' from a
slogan into reality.

GEOFF GREENSMITH

With 40 years’ financial services
experience, Geoff has comprehensive
knowledge of intermediary
distribution products and services.

He can help clients get the best from
their contact data.

PAMELA DAVEY

Pamela has enjoyed managing
relationships for over 25 year

Through integrity and b
trust with clients, -
successfully addre:
problems and
implemented - JS.



AN

Autus
Data Services

THANK YOU

= | Wl (9 contact(@autusdataservices.co.uk
"“ : & ‘ @ www.autusdataservices.co.uk
S — B 0203 649 8275

¥
i



