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Definition of CRM
 Customer Relationship Management (CRM) Customer Relationship Management (CRM) 

is a broad term that covers concepts used is a broad term that covers concepts used 
by companies to by companies to manage their relationships
with customers, including the capture, with customers, including the capture, 

d l i fd l i fstorage and analysis of customer storage and analysis of customer 
information.information.

 A strategic approachA strategic approach whose goal is to get whose goal is to get 
everyone in an organization, not just the everyone in an organization, not just the 
marketer, to marketer, to recognize the importance of 
customers.

Definition of CRM Continued

 Set of methodologies, software, and usually Set of methodologies, software, and usually 
Internet capabilities that help an enterprise Internet capabilities that help an enterprise 
manage customer relationships in an 
organized way. It includes all business 

i l k ti d iprocesses in sales, marketing, and service 
that touch the customer. In contrast to . In contrast to 
customer care, Customer Relationship customer care, Customer Relationship 
Management tends to be used to deal more Management tends to be used to deal more 
specifically with the specifically with the integration of all 
business functions with each other.
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Definition of CRM Continued

 Customer Relationship Management is not Customer Relationship Management is not 
a software program but a software program but a holistic business a holistic business 
philosophy.philosophy. The aim of CRM is to create The aim of CRM is to create 
added value for both customers andadded value for both customers andadded value for both customers and added value for both customers and 
suppliers on the basis of longsuppliers on the basis of long--term business term business 
relationships. The customer relationship is relationships. The customer relationship is 
intensified at all process levels and tailored intensified at all process levels and tailored 
to the customer in order to to the customer in order to strengthen 
customer loyalty and raise relationship exit 
barriers

Office Management System
(a.k.a. Client Relationship Management) 

Complete Data “Warehouse”

 Tracking and QUICK/EASY Access to ALL client Tracking and QUICK/EASY Access to ALL client 
informationinformation
 Important notesImportant notes
 ActivityActivity
 Personal informationPersonal information Personal informationPersonal information
 Financial information, including Account Information, Financial information, including Account Information, 

Assets, Liabilities, Insurance Policies Assets, Liabilities, Insurance Policies 
 FavoritesFavorites
 Financial plan maintenanceFinancial plan maintenance
 Estate documentsEstate documents
 Future OpportunitiesFuture Opportunities
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Complete Data “Warehouse”

Workflow and Productivity Tools

 Recording & Tracking Recording & Tracking 
TasksTasks

TT D Li tD Li t ToTo-- Do ListsDo Lists

 Recurring TasksRecurring Tasks

 Systematized Systematized 
ProceduresProcedures

Workflow and Productivity Tools
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Integration with Popular Applications 
(www.YourSilverBullet.com)

We Believe:
You should have the freedom to select the best 
software for each of your core applications 
from different vendors without paying the price 
of repetitive data entry and systemof repetitive data entry and system 
incompatibility.

Our Commitment:
To make our separate programs “play well” 
together; so that you can spend more of your 
time managing your client’s money and not 
managing incompatible software.  Our 
programs will produce “Data Nirvana”.

Office and Client Management 
Capabilities

Office and Client Management Capabilities



5

Business Management

 Time Studies:  How is Time Studies:  How is 
Time Spent?Time Spent?
 By Client, Employee, By Client, Employee, 

Activity TypeActivity Type
 Monitor EmployeeMonitor Employee Monitor Employee Monitor Employee 

ProductivityProductivity
 Evaluate and Identify Evaluate and Identify 

Sources of New BusinessSources of New Business
 Track Business Track Business 

OpportunitiesOpportunities
 Prospecting and MarketingProspecting and Marketing
 Business AnalysisBusiness Analysis

Business Management



6

Business Management - Opportunities

Client Communications via
Private Web Portal

What Does This Look Like for Client 
Relationships, Client Service, and 

Profitability?
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Implementing CRM In Your Office

CRM initiatives often fail because CRM initiatives often fail because 
implementation was limited to implementation was limited to pp

software installation, without providing software installation, without providing 
the context, support and understanding the context, support and understanding 

for employees to learn, and take full for employees to learn, and take full 
advantage of the information systems.advantage of the information systems.

Issues in Implementing 
Successful CRM Strategy and 

Software

Benefits of a Good CRM (Office 
Management) Application

(Holy Grail)




