


Rod Johnson, Principle of CFS Financial 

Group is passionate about surfing, water 

skiing, his family and just about everything 

he does. So it was no surprise that Rod 

was passionate when it came to making a 

decision about which software he was 

going to use to manage the business he 

had built over the last 20 years. 

+  A  s t r o n g  f o c u s  o n  c u s t o m e r  i n f o r m a t i o n  m a n a g e m e n t   

+  G r e a t e r  e f f i c i e n c i e s  t h r o u g h  b u s i n e s s  w o r k f l o w s  

+  C o m p r e h e n s i v e  c o m p l i a n c e  m a n a g e m e n t  p r o c e s s e s

+  A  d e s k t o p  e x p e r i e n c e  t h a t  i s  i n t u i t i v e  a n d  e a s y  t o  u s e  

+  U n s u r p a s s e d  d o c u m e n t  m a n a g e m e n t

+  E a s y  t o  c r e a t e  r e p o r t i n g  a c r o s s  t h e  b u s i n e s s

+  I n t e g r a t i o n  w i t h  o t h e r  b u s i n e s s  a p p l i c a t i o n s

+  A  s i n g l e  v i e w  o f  a l l  c u s t o m e r  p r o d u c t s  &  a c t i v i t i e s   



Revenue Generation Process Revenue Management Process Business Process Management

Automate Revenue Generation

Revenue growth is determined by your 

business stage. Do you need to acquire 

more customers? Maybe you already have a 

large customer base and need to identify 

product cross sale opportunities? Or maybe 

you just want your customers to know you 

care. 

Prioritize Revenue Returns

Time and resources are always limited and 

greater business efficiency is part of the 

answer. INSYTE answers the question of 

where you should focus to bring the greatest 

return in the shortest time.

Manage Activities

These days customers expect 

communication through internet, email, 

telephone, direct mail, and face-to-face ïat 

a minimum. Business results are determined 

by how effectively you convert opportunities 

into sales. What combinations of activities 

are needed, when they are needed, and 

what is needed are all managed by INSYTE.

Customer Value Modeling

INSYTE manages a lifetime of events 

that build value generating relationships. 

Relationship management activities are 

executed before the planner provides the 

customer financial advice via planning 

tools.   

Build Customer Lifetime Value 

INSYTE enables revenue opportunity 

triggers to be created based on customer 

life stage. Each trigger automatically 

generates an activity and each activity a 

revenue generation process.   

Product Marketing Planning

As the business grows the adviser begins 

to get a complete view of current and 

future product marketing opportunities 

and where their product strengths are 

strongest and weakest.

Business Value Generator

The net value of the business is 

determined by the current and potential 

future value of its customers. Only with 

INSYTE can a business realize its true 

value.   

Vision and Strategy

The need to improve business 

performance impels business change. 

To bring about successful change, the 

business must have a well-articulated 

vision to provide shape and direction. 

It must also have focusða strategy 

that identifies, prioritizes, and plans

discrete change programs aligned with 

primary business processes.

Business Performance Model

The health of the business is 

dependent on a number of factors ï

its people and leadership, marketing 

and communications, internal and 

external relationships, how well it 

manages investment in infrastructure, 

and how well it innovates. INSYTE 

provides a flexible scorecard to help 

identify and prioritize and manage 

business related performance 

activities. 

.  

Donôt want to settle for anything less than a complete CRM solution 

that del ivers maximum business performance? 



OPPORTUNITY ANALYSIS

New business opportunities are triggered in the system as a result of events such as;

�ƒMarket Based: Changes in economic conditions

�ƒPersonal: Changes in customer lifestages 

�ƒProduct: New insurance, funds, credit products

�ƒCompetition: Price, rate, percentage changes

PROFILE GENERATION

As opportunities are created they are matched to customer types. Each customer type can be set up with specific profiles 

such as;

�ƒContact method: Email, telephone, mail

�ƒLead times: Short-to-medium-to-long term sales

�ƒOpportunity Value: High potential-to-low-potential

PRODUCT MATCHING

Sales opportunities are dependent on the customers financial profile available through;

�ƒPotential customer data captured on forms

�ƒExisting customer product information

�ƒDetailed ñlistsò from list brokers 

COMMUNICATION DELIVERY

The generation of opportunity based communication can be automated within the system so that;  

�ƒTelephone lists are produced

�ƒEmails or mail is generated 

�ƒActivities are distributed based on workload

�ƒIntegration with modelling tools

RESPONSE MANAGEMENT

As opportunities convert into potential sales they need to be managed with efficiency;

�ƒSales opportunities are scored on potential

�ƒPriorities can be set based on value or timeline

�ƒResponse processes can be automated

PERFORMANCE ANALYSIS

Business performance is measured on effectiveness and efficiency based indicators as well as other customized 

scorecards. The system will help;

�ƒRemove bottlenecks in efficiency and effectiveness

�ƒIncrease satisfaction and sales

�ƒIncrease staff retention


