
GLC engaged with IMS and was eager to get started. Traditionally, software onboarding is a  
grueling process that oftentimes slips off schedule. Matt Powell, Director of Operations at GLC, 
has had a variety of experiences with software initiatives in the past, many of which did not go as 
planned. IMS needed to provide a positive onboarding experience in a time effective manner so 
that GLC could quickly get a return on their software investment. 

BACKGROUND

Great Lakes Capital is a private equity real estate 
firm based out of South Bend, Indiana. Working with 
nearly 100 LP investors, GLC provides them with 
real estate investments opportunities across a broad 
spectrum of asset classes. GLC focuses on value 
add, recapitalization, restructure, new development,  
portfolio transactions, and complex distressed  
situations. Their ability to leverage experience,  
capitalize on breadth of market knowledge and  
geographic presence allows GLC to react quickly to 
the changing markets.

Onboard & Start Seeing Results in Under 30 Days with IMS

See how IMS Client, Great Lakes Capital, experienced “refreshing” onboarding with IMS

THE CHALLENGE

Matt Powell
Director of Operations

Great Lakes Capital

“Setting timeline and 
client expectations  
in order to meet
project deadlines  
was very clear.

“ My experience with IMS has been refreshing in comparison to other recent  
software initiatives I have undertaken ... and the entire process was professional. 
I was pleased. 



THE SOLUTION

Onboarding is crucial to success on any software  
platform. You can’t start being successful  
without properly building the foundation. At  
IMS, we believe it is crucial to start our  
partnerships on the right foot. Every business  
is different and we take the time to learn how  
our clients operate. From data structures to  
reporting metrics, it is our goal to provide your 
business and investors with an unrivaled  
software experience that aligns with your  
individual business needs. Onboarding includes,  
but is not limited to, implementation, training,  
and providing best practices to improve 
processes. Our Customer Success group wants  
to make sure every customer gets maximum  
value out of their investment in IMS.

GLC was launched in 29 days. “My experience with IMS has been refreshing in comparison to 
other recent software initiatives I have undertaken. The implementation and project management 
came across as simple, which provided a sense of trust. The Customer Success team displayed 
experience and the entire process was professional. I was pleased.” said Matt Powell. 

ONBOARD QUICKLY WITH THE 
“CONTRACT-TO-CLOSE” PROCESS

IMS has developed a process to  
minimize the time and effort to  
onboard your data so you can get value 
from your investment in IMS as quickly 
as possible.

THE RESULTS

Interested in learning more? Give us a call at 1-800-239-3398 

1-800-239-3398
info@imscre.com
www.imscre.com

Steps Necessary to a Successful Onboarding:
Properly Set Expectations:
A mutual understanding of what defines success is key.  
With any software that manages historical data,  
onboarding is going to be a partnership. Timelines need 
to be established and adhered to from both sides.

Promote Collaboration:
Have a product champion. Give one person the keys to 
the relationship. Have a point person that can streamline 
the communication process.

Organize the Data:
We provide clients with a template that they can use 
to help organize and submit data to IMS. However, in  
an effort to expedite the process, we accept historical  
investor and investment data in varying formats.

Engage in Product Training:
We want you and your team to feel comfortable using 
our product. We will show you how those who have had 
success are using the platform.


