How Long Does It Take to Implement a CRM?

Let's address why you're here today. You've probably narrowed down your choices to a
few popular CRM and are wondering which one to pick. And you might also be
wondering how long it takes to implement a CRM.

That's why we've broken down the various factors and steps to keep in mind while
assessing the potential timeline for implementing a CRM.

Here's what you'll learn from this document:

-Insights into factors influencing the implementation timeline
-A step-by-step guide to implementing your CRM
-How to set realistic expectations and plan accordingly

While we cannot provide an exact timeframe, this document will equip you with the
knowledge you need to navigate your CRM implementation process effectively and how
to understand where a CRM Partner fits in to help your business achieve its goal.

Factors affecting CRM implementation time

Business size

The size of your business is a good indicator of the time frame you might need to
implement your CRM.

Remember that it's far easier for a small business to set up a CRM as opposed to, say, a
medium to large enterprise. There are fewer sales reps that need ramping up, fewer
customers to visualise on the dashboard, fewer workflows to set up, and fewer
customizations in play.

Smaller businesses typically have simpler operations, a lower volume of data, and a
smaller workforce that can be trained and onboarded onto the new CRM system easily.

External stakeholders involved

The number of external parties a business owner needs to deal with also plays an
important role in CRM implementation time. Generally, the more external stakeholders
involved, the longer the CRM implementation process takes.
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For example, a company may need to consider how it will manage relationships with
multiple vendors, distributors, or partners within the CRM system. This often requires
additional customization and integration work, which can extend the implementation
timeline.

Conversely, businesses with fewer external stakeholders can typically implement a CRM
more quickly. They can focus on core functionalities without needing to account for
complex external relationships or data flows.

The key is to identify all relevant stakeholders early in the planning process and
consider how they'll fit into your CRM strategy.

CRM implementation quadrant: A starting point.

The graphic below provides a general framework for estimating the time needed to
implement a CRM system, considering two key factors: the business's size and the level
of external stakeholder involvement.

Small businesses with few external stakeholders can often implement a CRM in a
matter of weeks or a few months, with fewer complexities and fewer parties involved.

On the other hand, medium to large businesses with significant external stakeholder
involvement are likely to fall in the "time-consuming CRM implementation” quadrant.

These organizations typically have more intricate processes, larger teams, and multiple
external parties (vendors, consultants, partners) to coordinate. As a result, the
implementation timeline could stretch from several months to a year or more.
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Remember, this graph provides a broad generalisation. The actual timeline for your CRM
implementation will depend on various specific factors unique to your business. This
framework can serve as a helpful starting point to gauge the potential scope and
duration of the project.

Once you determine which quadrant best represents your organization, you can then
assess how other factors might influence the timeline, which may shift your estimate to
a different quadrant.

Remember to exercise informed judgment based on your understanding of your
business's needs, processes, and resources.

Customisation and configuration needs

What you sell matters, as it determines your customisation needs. Businesses that
involve complex workflows, multiple sales touchpoints, and customized outreach will
require time and effort to set up a CRM. For example, consider a small consulting firm
that helps companies implement enterprise software.

Despite its size, this firm may have complex sales processes involving various stages
like lead evaluation, proposal creation, contract negotiations, and project planning. Their
sales cycle might also be lengthy.

To accommodate these nuances in the CRM, the firm might need to create custom
fields, configure tailored views, set up automated task reminders, and integrate the CRM
with project management tools.

Team competency

The level of competency within your team will also play a crucial role. Employees with
prior CRM experience can significantly speed up adoption across the organization.
Because these individuals are already trained on a CRM, their experience thereby
reduces the amount of training you need to provide them.

If you have employees without any CRM experience, the time it takes to train them and
get them accustomed to using a CRM will increase your overall CRM implementation
timeline.
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A Step-by-Step Guide to implementing a CRM for a company
with a 25 user requirement.

Implementing a CRM system for a company with 25 users requires careful planning and
coordination to ensure the system meets all user needs and integrates seamlessly with
existing processes. Here's a detailed guide on the steps involved and the estimated time
required for each stage.

1. Define Your Requirements (1-2 weeks)

Identify Business Needs: Conduct meetings with department heads to gather
requirements and goals for the CRM.

Stakeholder Involvement: Engage stakeholders from sales, marketing, customer service,
and IT.

Project Scoping: Compile a list of necessary features and functionalities or complete a
CRM scoping document to help clarify the majority of your requirements and business
needs.

Budget: Establish a budget for the CRM implementation.

2. Research and Select a CRM Solution (2-3 weeks)

Market Research: Investigate various CRM solutions that cater to mid-sized businesses.
Demos and Trials: Schedule demos and trial periods with shortlisted CRM vendors.

Evaluation: Assess CRM systems based on features, scalability, user-friendliness, and
cost.

Decision: Select the CRM and Software Partner to deliver your project that best meets
your requirements, budget, experience in your sector and culture fit
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3. Planning and Preparation (1-2 weeks)
Project Team: Form a project team with representatives from all user groups.
Project Plan: Develop a detailed project plan with tasks, timelines, and responsibilities.

Data Preparation: Cleanse, standardise, and prepare your existing data for migration.

4. Customization and Configuration (3-5 weeks)

Initial Setup: Install the CRM and configure basic settings.

Customization: Customize the CRM to fit your specific business workflows and
processes.

Integration: Integrate the CRM with existing systems (e.g., ERP, email, marketing
automation tools).

5. Data Migration (2-3 weeks)

Data Mapping: Define how existing data fields will map to the new CRM fields.

Migration Plan: Develop a comprehensive data migration plan, including data backup
strategies.

Data Import: Import data into the CRM, perform data validation, and correct any issues.

6. User Training and Adoption (2-3 weeks)
Training Program: Create a training program tailored to different user roles.

Training Sessions: Conduct training sessions for all users, ensuring they understand
how to use the CRM.

Feedback: Collect feedback during training and address any concerns or issues.
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7. Testing and Quality Assurance (1-2 weeks)

Testing: Conduct thorough testing to ensure all functionalities and integrations work
correctly.

User Acceptance Testing: Perform user acceptance testing (UAT) with a select group of
end-users.

Bug Fixes: Identify and fix any issues or bugs discovered during testing.

8. Go-Live and Post-Implementation Support (1-2 weeks)

Go-Live: Launch the CRM system for full user access and use.
Support: Provide immediate support to address any issues or questions from users.

Performance Monitoring: Monitor system performance and user adoption, making
adjustments as necessary.

9. Continuous Improvement (Ongoing)

User Feedback: Regularly gather and analyze user feedback to identify areas for
improvement.

Updates and Upgrades: Keep the CRM updated with new features and improvements.

Optimisation: Continuously optimize processes and workflows based on insights from
CRM data.
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Summary Timeline

Define Requirements: 1-2 weeks

Research and Select CRM: 2-3 weeks

Planning and Preparation: 1-2 weeks

Customization and Configuration: 3-5 weeks

Data Migration: 2-3 weeks

User Training and Adoption: 2-3 weeks

Testing and Quality Assurance: 1-2 weeks

Go-Live and Post-Implementation Support: 1-2 weeks

Total Estimated Time: 13-22 weeks (3 - 5.5 months)

The implementation timeline for a 25-user CRM configuration is more extensive than for
smaller setups due to the increased complexity, user training needs, and integration
requirements. However, with thorough planning, clear communication, and dedicated
resources, the implementation can be completed smoothly within this timeframe.
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