


1. INTRODUCTION



2. WHO OWNS THE CONTACT INFORMATION?



3. FINDING YOUR TARGET MARKET
In most industries the biggest challenge is to get information on who actually works in
it.

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



4. THE RIGHT TYPE OF FIRM
When a firm registers with the FCA they have to say what types of business they want
to conduct and the FCA then gives them appropriate Permissions.

These Permissions cover a wide range of activities such as:

Accepting deposits Managing investments
Advising (ex Pension
Transfers/Opt Outs)

Issuing electronic money
Advising on regulated
mortgage contracts

Advising on a home
reversion plan

Credit broking Debt-collecting
Advising on P2P
agreements

Administering a
benchmark

Issuing Electronic Money Insurance Distribution
Effecting contracts of

insurance
Advising on Pension
Transfers/Opt Outs

Underwriting



5. THE RIGHT PERSON
In the same way that firms have
permissions, people have designated
activities that they can do within the firm.

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



6. THE RIGHT TYPE OF ADVISOR



7. MANUAL OR AUTOMATED UPDATES?
Once you understand the types of firms and individuals you want to talk to you now need to

add them to your CRM system, so how are you going to do that?



8. THE INFORMATION YOU NEED



9. THE EARLY BIRD CATCHES THE WORM…



10. A BETTER CRM SYSTEM



11. REPORTING



12. MANAGE THE BUSINESS



13. TEAM




