Software

Risk Management Solutions specialist National Britannia
needed a highly exible information management
system that could meet hugely diverse needs from
telemarketing to appointment scheduling, billing to
work ow management.

The company thought it was asking the
impossible ... until they spoke to Achiever Software
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Information Management

The National Britannia Group provides risk
management services to 40 of the UK's FTSE 100
companies and its client base includes most of
the UK’s major food retailers, property
managers, manufacturers and nancial
institutions.

This involves National Britannia’s 780 employees
in a wide range of diverse business activities
from conducting safety assessments and
asbestos inspections to marketing and training
provision. Various disparate systems supported
some business processes but most were
handled manually.

The lack of a single view of the customer
resulted in vital information being diluted and
in some cases missing. Often, if someone left
the company, important information
disappeared with them. National Britannia was
unable to measure sta performance reliably,
identify trends, manage quality and capitalise
on sales opportunities. Recognising that the
right Customer Relationship Management
(CRM) system could help it function more

e ciently, National Britannia embarked on its
search for a solution.

The

The company had very demanding
requirements. Any CRM solution would need to
meet the functional requirements of all National
Britannia’s departments, integrate with its

nance system, Sage Line 500, and allow remote
access to its consultants.

Although National Britannia considered several
suppliers, Achiever stood out as, explained by
Information Systems Manager Linda Gatehouse,
“It was the only supplier that could provide the
all-round solution we needed for our business.
We went to Achiever with a wish list and
Achiever customised its system to meet all our
requirements. We didn’t have to compromise by
forcing our business processes to t a standard
product — Achiever tailored its solutionto tus”

A Smooth

Achiever worked in close collaboration with
National Britannia throughout the development
and implementation process. Achiever Director
Lisa Chick explains, “Years of experience have
shown us that involving customers at all stages
instils con dence in the system, helps transfer
knowledge and encourages buy-in from users.”

The system was introduced on a phased basis,
department by department, over a two-year
period from October 2000. The Achiever solution
has evolved over the years as National Britannia
has grown both organically and through
acquisitions.

Today, Achiever is used across the organisation to
ful l'amultitude of di erent functions. Linda
Gatehouse comments, “We rely on the system in
S0 many areas, it is no exaggeration to describe it
as the backbone of our operation. It's used by
everyone from administrators to the MD.”

Linda Gatehouse, Information Systems Manager
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