
 
 

 

 

 

How often has your office received communication addressed to a person who left the firm months 
ago? A poorly targeted communication does the exact opposite of what it’s designed to do – it 
alienates the target. As CRM adoption gathers pace in the private equity and venture capital sectors, 
focussing efforts on ensuring the highest level of data quality will be fundamental to CRM strategy 
success. Clean data drives business. London-based venture capital firm Albion Ventures is an avid 
user of CRM technology for deal tracking, relationship management and marketing communications. 
Victoria Scott, Head of Marketing at the firm says, “Not only does unclean data not provide any 
value to business, it can be detrimental to the organisation, its reputation and its brand.” 
 
“Electronic communication is easy and inexpensive and as a result there is an excess of unnecessary 
information distributed. In the current economic climate, it is important that we put the ‘the right 
information on the right desk’ so that communication wastage is reduced and business targets met. 
This cannot be done without impeccably accurate data,” Scott adds. 
 
Today, Albion Ventures is benefitting from its CRM tool, Lexis InterAction. The firm uses InterAction 
to manage communications with a range of target groups, track a large number of deals and event 
management. 
 
One of the reasons for Albion Ventures’ success with the tool is the data change management 
functionality offered by InterAction. It uniquely ensures a balance between people sharing their data 
and their control of it. This encourages professionals to share their data while ensuring its integrity. 
In fact, a lack of such a balance is what often causes firms’ CRM strategy to fail.   
   
Professionals keep control of their contacts 
InterAction allows professionals to control their contacts by generally or selectively preventing users 
from making incorrect revisions to their contacts list. Professionals can also opt for different 
predispositions to sharing their list of contacts. For instance, some users may allow sharing of the 
majority of data while others may prefer to share the knowledge of the existence of the contacts, 
without sharing the exact contact information. Furthermore, individuals can control where to add 
their contacts – i.e. data could be included in the firm’s contact list or remain in their own contact 
list in Outlook with only select information added to the firm’s contact list such as business phone 
number, deliberately excluding the home contact details.  
 
In addition to controlling what information is visible to the firm, professionals can review changes 
made to their contacts by colleagues prior to letting the amends apply to their business associates 
and partners contacts. 
 
Managing data quality centrally 
Some changes are more pertinent than others, which means that there must be varying levels of 
control placed on firms data. For example, a change to the address of an office supply company is 
unlikely to cause issues compared to say a change made to a client’s primary address. Distinguishing 
between important contacts and destructive changes is necessary to allow firms to apply the most 
optimal amount of resources to protect the most critical data. 
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To accommodate such day to day changes, the data change management facility in InterAction 
allows data stewards to establish a set of submission rules so that amends are flagged for review or 
submitted to a data steward to evaluate before making the change in the database. Similarly other 
controls too can be instituted within the rule set to ensure that incorrect changes to a client’s name 
are prevented, e-mail addresses for contacts on emailing lists aren’t removed and crucially, changes 
made by users don’t corrupt the data quality. This functionality also highlights changes that are 
suspect – for example, if the state and country combination is not valid, it will get flagged for review 
to the data steward.  
 
Given the size of databases in private equity and venture capital firms, it is unrealistic to submit a 
large number of changes to data stewards for processing. There are a number of data quality 
features provided within InterAction that perform data quality clean-up on a large set of contacts. 
These tools prevent data quality problems from entering the database and fix data quality issues 
that creep in over time. 
 
The business ramifications of poor data can be many. After all, the primary objective of CRM is to 

leverage relationships for business advantage – inaccurate data can discredit that goal. It is 

therefore important that users of CRM feel secure regarding the controls offered by the tool to 

maintain the quality of their data. This increased sense of control and assurance will encourage 

users to share lists, thereby growing the relationship intelligence of the firm and leveraging it for 

deal making and business expansion.   
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Leading private equity firms around the world use Lexis® InterAction® to help them leverage 

relationship intelligence to increase revenue potential, reduce costs and make sound investment 

decisions. For more information on InterAction, click here or email fiona.jackson@lexisnexis.co.uk. 
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