
CHECKLIST
7 SIGNS YOUR CRE FIRM NEEDS A CRM

Technology is changing the way that CRE firms engage, communicate, and 
conduct business with investors, and customer expectations are higher than ever 
before. A CRM enables firms to provide a winning investor experience, as well as 
drives efficiency in the office.

If you can relate to one or more of the following indicators, you may want to 
consider a CRM solution for your firm.

   Client data is chaotic. Information is stored across multiple systems, its 
    accuracy can’t be confirmed, records are incomplete, and / or there is 
    duplicate data. 

>> A CRM unifies data between the CRM, investor dashboard, and back
office in a central location, enabling you to simplify and scale your investor
management and engagement efforts.

             You are unable to track history of engagements. You lack insights about 
    activity history, key decision makers, frequency and types of  
    communications, content of conversations, and internal notes about 
    next steps. 

>> With a CRM, automatically track, store, and display emails you send for
a complete view of investor communications. Instantly access a full, accurate
record of your entire interaction history with an investor or business associate.

   It is difficult to access client data on the go. You have a hard time 
    retrieving critical data about clients and their investments when you are
    out of the office. 

>> No more searching through old emails, a Rolodex, or even sticky notes on
your desk. A CRM places all important information for your contacts right at
your fingertips.



    Your team lacks consistency and accountability. Some team members do 
    things one way and some another, and there is no real process in place.  

>> A CRM formalizes data entry and standardizes recording processes,
removing silos of information and establishing consistent procedures for the
whole team. This also removes friction should team members shift roles.

    You miss key opportunities because you are unable to get automated
    alerts in your current system.

>> Set tasks and enter notes to ensure contact history is captured and you
fulfill commitments to clients. This feature will also improve internal
communication efforts.

    You have a one-size-fits-all approach to investor relations. You engage 
    with all of your investors or potential investors the same, regardless of 
    key differentiators that could impact your invite-to-invest success rate. 

>> With a CRM, you can easily save key information about each investor,
including asset type preferences, regional preferences, and investment criteria.
With these insights, you can tailor your approach to investors.

    You are struggling to adequately scale your firm. Manual processes, such  
    as searching through your email for a refresher on past conversations with 
    investors, are slowing you down and becoming even more time consuming 
    as you acquire new investors. 

>> Managing relationships and meeting investor expectations is critical to the
success of your CRE firm, but these tasks become increasingly difficult as
your company grows. A CRM helps you to compile and streamline data,
identify trends among your investors, and communicate at scale.
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 WHAT ARE THE NEXT STEPS?

Investor Management Services (IMS) is the leading investor experience platform for CRE 
owners and investment firms. Today we have over 400 customers who have been able to 
reallocate thousands of hours back to value-add activities for their 50,000+ investors. The IMS 
Platform is being used to calculate $3+ Billion in distributions and $35+ Billion in equity.

To learn more about how commercial real estate firms have used IMS’ CRM to efficiently 
manage client relationships, drive value, and save time and resources, click here. 

If you are ready to take the next step, schedule a free demo today!




