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A CRM can be a performance driver or a productivity drain. For asset and wealth managers, success comes down to how 
well the CRM fits your workflows, integrates with your systems, and supports your team. 

Here are six best practices top firms use with SatuitCRM:

Make Your CRM Work For You
Firms that follow these best practices achieve better service, faster decisions, and scalable growth. 
SatuitCRM helps asset managers stay client-focused, compliant, and ready for the future. 
Request a personalized demo today.

Configure the CRM Around Actual Workflows
No two firms manage clients the same way. Customize dashboards, 
fields, and workflows to match your real processes from 
onboarding to compliance to boost adoption and productivity.

Centralize All Investor Communication
Keep all emails, calls, meeting notes, and documents in one secure 
place. Centralized communication improves responsiveness, builds 
trust, and strengthens investor relationships.

Invest in Training and Support
Provide role-specific onboarding and ongoing training to maximize 
user confidence and CRM effectiveness. Continuous support keeps 
your team skilled as your firm grows.

Automate Repetitive Tasks and Reporting
Use automation for outreach, scheduling, and investor reporting to 
reduce administrative work. Free your team to focus on strategic 
client interactions and growth opportunities.

Keep Data Clean and Secure
Maintain accurate, up-to-date records with regular CRM audits, 
role-based access controls, and audit logs. Strong data hygiene 
ensures compliance and protects sensitive information.

Prioritize System Integration
Integrate your CRM with Outlook, DocuSign, and portfolio 
management systems to eliminate duplicate data entry, keep 
information consistent, and simplify workflows.


