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About Leonard Curtis 
We were pleased to work with business recovery experts Leonard Curtis to 
help them to implement a CRM system that helped them to focus on the 
day job, be more efficient and find more opportunities. Leonard Curtis has 
over 21 locations across the UK and provides struggling businesses with 
positive strategic advice that enables their clients to retain control of their 
business, helping them with debt and financial problems. 

•   Identified that the current CRM system wasn’t up to scratch with what the 
business required 

•   Advoco implemented a Maximizer and Synergy CRM bespoke combination 

•   Leonard Curtis is now enjoying a more efficient way to work and capitalising 
on seeing more sales opportunities thanks to the new CRM set-up 

The Challenge 

A gap in systemisation meant that Leonard Curtis was leaving money on the 
table. Missed upsell, cross sell and renewal opportunities across multiple 
business units were just the start of the challenge. They also needed a 
better way of handling the valuable relationships with referral partners to 
ensure they were generating new leads consistently and effectively, plus 
better reporting to ensure all divisions and functions in the business were 
performing efficiently. 

Advoco help Leonard Curtis recover precious 
business hours with efficient CRM solutions 
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The Solution 
During our initial process, we discussed a range of options, not just with 
Christian but also with Leonard Curtis’ Finance Director, and after examining 
the pros and cons of numerous solutions, settled on a combination of 
Maximizer and Synergy.  

Using both for Leonard Curtis meant that we could deliver a unique custom 
functionality to their service that they were looking for and all without the 
expense and risk of a bespoke build. It was a solution that ultimately catered 
to Leonard Curtis’ specific needs as a business to achieve both internal results 
and aid with the needs of clients.  

The Results 
Using a combination of Maximizer and Synergy meant that Leonard Curtis is 
now able to use a case management system for the commercial finance team 
that covers the whole customer lifecycle. From prospect to loan approval, to 
renewal - it’s all easy to view and covered. 

Using Synergy allows Leonard Curtis to take advantage of other levels of 
customisation, with an added ability to drive efficiencies and assist with finding 
more opportunities than ever before. 

However, perhaps the best aspect was that they were able to do all of 
this within budget, and not at the cost of extra hundreds or thousands of 
pounds that would’ve been spent if they had chosen to develop a solution 
from the ground up. 

“Aside from the technical capabilities offered by Synergy, Advoco 
themselves are very good at getting a true understanding of business 
processes. Their developers seem to be able to make anything work and 
their infrastructure experts know literally everything about their area to 
support the project.” 

“They’re nice people, they’re good at what they do, there’s not much more 
you can ask for!” 

Leonard Curtis Case Study 
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“Aside from the technical capabilities offered by Synergy, 
Advoco themselves are very good at getting a true 
understanding of business processes.”  

Christian Waller, Group IT Manager, Leonard Curtis 

 
•   Instant, accessible information: A scalable platform for commercial 

contact with customers, prospects and referral companies, providing 
instant information for key staff.

•   Accurate, comprehensive data, easy management: Automation of 
data addition and editing, automated reporting, and alerts when data 
has not been entered at all or correctly, plus workflow automation, email 
notification and dashboard technologies. 

The Results 
•   Eliminating missed revenue opportunities: Deal tracking through the 

whole lifecycle including automated alerts when renewals are coming 
up. Systemises both the sales and renewal elements of financial services 
products that provide cash to help keep businesses going. 

•   Building stronger relationships with referrers: Incorporating events 
management to help document, manage and build better relationships 
with key referrers, plus tracking all business development team meetings 
and outcomes with referral parties. 

•   Identifying new cross selling opportunities: Centralising multiple 
businesses in the group to hold CRM and process data in one place allowing 
other parts of the business to leverage this for cross selling opportunities. 

•   Creating commercial success through communication: Used 
for marketing to promote their brand, existing and new business 
opportunities to their referral partners. 

•   Better business management: Use extensively for reporting to track and 
manage how business comes in, who it comes from and what types of 
business, increasing visibility and agility in decision making.

Leonard Curtis Case Study 


