ProspectSoft CRM Case Study

Haines Watts

Business

Haines Watts is a national group of accountants, consisting of more than 40
independently managed offices nationwide. They are one of the top 15 Chartered
Accountants in the UK. Haines Watts’ mission is to provide their clients with high-
value services and advice, ensuring the welfare of their businesses and private
affairs.

Challenge

The Haines Watts marketing team has long tried to improve their information flow
and analysis, telesales, telemarketing and marketing efficiency. The marketing
personnel were charged with generating leads for three offices. The flexibility of
independent practices brings significant benefits to Haines Watts’ end customers,
but makes it difficult for the marketing team to monitor efficiency and track the
progress of leads from each of the offices.

Solution

After carefully considering several CRM solutions, Haines Watts selected
ProspectSoft CRM, provided by Microtrading Ltd. Microtrading has more than 25
years experience in the competitive IT solutions marketplace and are long-standing
ProspectSoft CRM Gold Partners.

Results

Since implementing ProspectSoft CRM in 2005, Haines Watts has greatly enhanced
their business management and have considerably improved 4 key business areas:

1. Information flow

“ProspectSoft CRM has shown that you can now track the leads easily and follow
them up promptly and accurately. Work efficiency and productivity has greatly
increased.” Samantha Davies, Marketing Executive

2. Information analysis

Reports are now easily and accurately created at the push of a button. Production of
bespoke reports allows the marketing team to receive exactly the information they
need.

3. Marketing

“We are doing marketing for the three sites and ProspectSoft CRM provides us with
full visibility. We can be a lot more creative now and can manage all sorts of
campaigns and monitor in real-time how successful our activities are.” Samantha
Davies, Marketing Executive

4. Telesales and telemarketing

Using the replicated data from all three sites, the marketing team can create easy-to-
follow to-do lists to assist with telemarketing.
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“I have used CRM systems
before but with ProspectSoft
CRM, my call rate has
increased by 60% and my
appointment rate has
dramatically improved”

Susanne Akers, Telemarketing Executive
of Haines Watts

Next Steps

e Campaign Manager Module to further
increase the efficiency of marketing
campaigns, and more reporting, are
future considerations.

CRM System Details
* No. of Sites: 3

* No. of Network Users: 9

* No. of Modules: 5

Number of Employees — 70

CRM solution — ProspectSoft CRM

ProspectSoft
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