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Introduction

CRM offers advantages in customer engagement, employee
productivity, and operational optimization. We're dedicated
to guiding you in selecting and implementing a tailored
CRM solution to suit your organization's unique needs.
Businesses often rely on software like ERP and CRM for
seamless operations. CRM software provides a comprehensive
customer view, benefiting internal efficiency and external
customer experiences. However, successful CRM requires
the integration of people, processes, and technology to
avoid adoption issues.

Successful CRM projects demand alignment with unique
processes, thorough training, ongoing support, and
customization. Addressing the human aspect is essential
for ROI, and Maximizer supports all these aspects.

Here is a comprehensive guide that covers the essential
factors you must consider to ensure a successful CRM
implementation journey.

Determine Your Core Needs

The process of selecting CRM software involves several
important aspects to ensure that the chosen solution
aligns with your organization’s needs and objectives.
Choosing the right provider involves assessing your specific
processes and budget, and considering integrations,
timelines, and ROI objectives.

Gathering intel from every department and seeking employee
feedback is crucial to understanding the company'’s needs
and defining areas of improvement. Is there a short list

of 3-5 features that you can define that will satisfy the
company'’s primary tasks and workflows? Armed with this
information, you can avoid investing in bloated CRM
software packed with unnecessary features, or a generic
CRM that demands complex (and costly) configurations to
align with your industry-specific workflows.

Here are 12 questions to ask when
starting your CRM journey:
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. What are my main business objectives for implementing a CRM?

. What specific features are essential for my business operations?

. What is my CRM budget, covering initial costs and ongoing expenses?
. Can the CRM easily grow with my business as it expands?

. Does the CRM integrate well with my existing tools and systems?

. Is the CRM user-friendly and intuitive for my team?

. Do | need help with importing my data?

. Does the CRM offer a seamless mobile experience for remote usage?

9. Can the CRM be tailored to match my specific workflows?

10. Does the CRM provide robust reporting and analytics capabilities?

11. What is the vendor’s reputation, and what kind of support do they offer?
12. When do | need to go live with the CRM?




CRM Checklist

Core features of CRM

Contact Management: Centralizing customer data is
critical for making informed business decisions. It fosters
collaboration, targeted marketing, and improved sales
tracking — allowing you to build authentic customer
relationships and keep a record of your activities and
conversations.

Lead Management: By organizing leads, assigning tasks,
and providing insights into their interactions, CRM enhances
sales team efficiency and promotes timely follow-ups, resulting
in higher conversion rates and increased revenue.

Pipeline Management: CRM provides a comprehensive
view of what revenue is in the pipeline to increase visibility,
forecasting accuracy, and revenue. Monitor, manage, and
track deals in the pipeline so that you never lose a deal to a
missed follow-up.

Task and Activity Management: Organized scheduling,
timely follow-ups, and efficient task completion are
foundational to any CRM. This feature nurtures meaningful
interactions, minimizes missed opportunities, and enhances
productivity for stronger relationships and better business
outcomes.



Automation and Workflows: Automating tasks based on
triggers improves efficiency, reduces errors, and enhances
customer interactions by saving time and ensuring
consistency. This boosts productivity and overall customer
experience.

Email Integration: Linking communication channels to
track and log email interactions ensures a comprehensive
history for improved understanding, quicker responses,
and personalized customer engagement. It also allows you
to continue working with your favorite email app!

Reporting and Analytics: Measuring data is a key compo-
nent to improving performance, understanding customer
behavior and market trends, and evaluating the health of
your business. What you do with that data is what matters
most — hire new employees, run marketing campaigns,
increase ad spend, or target a specific customer segment,
to name a few.

Collaboration and Communication: Teamwork and
communication empowers employees to collaborate for
sales success. Happier employees with minimized silos
and optimized workflows generally transcend through to
happier customers.

Real-Time Alerts and Notifications: Real-time alerts
enable swift actions, prevent missed deals, and foster
collaboration to stay promptly informed about critical
events, updates, and tasks.

Data Security and Privacy: Robust security measures not
only protect customer trust and compliance with regulations
but also prevent potential legal and financial repercussions,
maintaining the reputation and integrity of both the CRM
provider and the businesses using the system.

Mobile App: Salespeople are mobile beings. Whether on
the road, attending a conference, or being in the office,
accessing your data while on the go is table stakes. It's
also an easy way to communicate with your customers
via text and update your pipeline if you're away from
your desk.

Advanced CRM Features

Goal Setting and Quota Management: Create and oversee
sales targets and performance expectations to align with
strategic and financial goals. Without goal setting in the CRM,
you'll still be using Excel for reporting and commission payouts.

Sales Dashboards and Reporting: Visual insights and
comprehensive reports enhance business learnings,
decision-making, and evaluation of team performance.
Analyze your top performers and their activities to replicate
success across your business.



Forecasting: Analyzing historical data enables informed
decisions, enhances strategies, and defines financial goals
for internal alignment.

Coaching and Playbooks: Setting up playbooks ensures
that users get value from the software and your teams
start talking to customers quickly. You can enjoy the time
saved on training and rest easy knowing that employees
will adopt the software and make your investment worthwhile.

Sales Pipeline Visualization: Increase your revenue
potential with Kanban boards to clearly visualize what
stage the revenue is at in your sales process. Check

in on your team for sluggish deals and help close key
opportunities when needed.

Performance Benchmarking: Measure your performance
against industry standards and best practices. Insights
into KPIs and metrics aid in identifying areas for

improvement, setting achievable goals, and enhancing
strategies for better results.

Al Features: Artificial intelligence is now commonly
embedded in CRM platforms to spark interactions and boost
productivity to help enhance customer communications
and streamline workflows.




Additional Consideration

Customizable Dashboards: Users can tailor their interface
to display relevant information and key metrics that align
with their specific roles and objectives. This feature empowers
users to access and visualize the data that matters most to
them, enhancing efficiency, decision-making, and overall
productivity.

Integrations: Integrations are vital to connect data between
systems and enable you to continue to use your favorite
apps. They facilitate cross-department collaboration,
enhance productivity, automate tasks, and improve
customer experiences.

Maximizer Benefits

Customer Service: A good customer experience team is
essential for a CRM software company to ensure prompt
assistance, effective issue resolution, and personalized
guidance. Customer satisfaction, loyalty, and the company'’s
reputation are at stake!

Onboarding: A personalized onboarding process is essential
for properly integrating new users and driving satisfaction

from the start. Onboarding is the first step to getting users
to love the software that they will use on a daily basis!

Customization: Customization can be prohibitively expensive due to the high cost
of specialized third-party consultants. At Maximizer, our product is highly-rated on
user configuration and customization to re-arrange or hide modules and tabs to cre-
ate a personalized view that is unique to how you work. You can set permissions
to prevent users from modifying saved deals, custom fields, features, interaction
logs, notes, documents, and more. For more in-depth customization, we also offer
in-house professional services at cost-effective rates.

Integrations: Explore our ecosystem of pre-built integrations to streamline workflows
and boost productivity.

Customer Service: With a 100% in-house and award-winning customer experience
team, Maximizer's complimentary email and live chat support are readily available
during regular business hours.

Onboarding: Combining Maximizer's in-product onboarding and customer service
with a variety of online tools and video tutorials for how-to questions and technical
issues, customers are well supported from implementation to onboarding and beyond.



https://www.maximizer.com/api-integrations/?utm_source=pdf&utm_medium=ebook&utm_campaign=crmchecklist

CRM Matrix

This matrix is designed to help you evaluate and compare different CRM vendors based on various criteria, along
with some information about Maximizer. Please use the other columns to help rank each feature’'s importance to your
organization.

You can score each line on a scale of 1 to 5, with 1 being the least important and 5 being the most important. This
will help you prioritize your CRM requirements effectively. You can adjust the criteria and weighting based on the
importance of each factor to your organization. The “Total Score” column provides a quantitative way to compare and
evaluate different CRM options based on their overall performance in the selection criteria.

CRM Selection Matrix

1. Business Needs
Key Requirements
User Roles

Sales Process Fit

2. Functionality

Lead Management Available
Contact Management Available
Opportunity Management Available
3. Integration

Email Integration Outlook
Social Media Integration Not Available
API Availability Available
4. Customization

Custom Fields Available
Workflow Automation Available
Reporting Capabilities Available

5. User Experience
User Interface
Learning Curve
Mobile Compatibility

See Product Tour

Easy
Available


https://www.maximizer.com/crm-product-tours/?utm_source=pdf&utm_medium=ebook&utm_campaign=crmchecklist 

CRM Selection Matrix

6. Cost

Licensing Fees
Implementation Costs
Additional Charges

7. Support

Training Resources
Customer Support
Community Forums

8. Security

Data Encryption

User Access Permissions
Compliance Standards

9. Advanced CRM Features
Goal Setting & Quota
Management

Sales Dashboards &
Reporting

Forecasting

Coaching & Playbooks
Sales Pipeline
Visualization
Performance
Benchmarking

Al Features

10. Vendor Reputation

Reviews and Ratings
Client Testimonials

Total Score

Maximizer Prices
Variable
Variable

Maximizer Support Page

Available
Available

Available
Available
Available
Available
Available
Available
Available
Available

Available

Available

G2
Capterra


https://www.maximizer.com/how-to-buy/?utm_source=pdf&utm_medium=ebook&utm_campaign=crmchecklist 
https://docs.maximizer.com/home/en-us/?utm_source=pdf&utm_medium=ebook&utm_campaign=crmchecklist
https://www.g2.com/products/maximizer/reviews#reviews?utm_source=pdf&utm_medium=ebook&utm_campaign=crmchecklist 
https://www.capterra.ca/software/154610/maximizer-crm#reviews?utm_source=pdf&utm_medium=ebook&utm_campaign=crmchecklist

Deployment and Adoption

The success of CRM implementation relies on both your
team and the solution you're acquiring. This is where
your “Adoption Team” comes into play, consisting of
CRM advocates from diverse departments who lead
educational and outreach initiatives.

After selecting your CRM solution, the focus shifts to
ensuring effective usage across your teams. Here are
strategies to enhance adoption:

Garner initial employee engagement: Employ your adoption
team to gather support from various departments prior to
installation. Present a clear, cohesive vision of how CRM
enhances their roles to gain their buy-in.

Customize the platform to mirror your processes:
Occasionally, users resist adoption due to unfamiliar
terminology and workflows. Tailoring the CRM system
through customization and configuration aligns it with
your established business methods, thereby reducing the
learning curve.

Ready to see how
can
revolutionize your

sales process”?

Establish the CRM as the hub: Integrate and centralize
customer data in your CRM, allowing stakeholders to
access information where they need it. This streamlines
sales procedures, promotes adoption, and simplifies training.

Eliminate redundant processes: As you work towards
centralizing information, contemplate transforming your
CRM into a unified gateway to other solutions. By seamlessly
integrating with your business processes, you simplify data
entry and accessibility. This obviates the necessity to switch
between windows for copying and pasting information.
The more seamlessly staff can fulfill tasks within the CRM,
the higher the likelihood of its utilization.

Continuously evaluate your education requirements: Don't
solely rely on your vendor for employee education. Entrust
your adoption team with delineating practical, real-world
use-case scenarios pertinent to your business and identify
areas necessitating training. Ultimately, your training curriculum
should harmonize with your team’s objectives to ensure
optimal adoption.

Witness firsthand how Maximizer can
streamline your workflow, enhance customer interactions,
and drive results.

Dive into our interactive product tour
to explore the intuitive interface, powerful features, and
seamless integrations that make Maximizer a game-changer.

Don’t miss out
on the opportunity to grow your business.

Start Product Tour
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