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There is a broad acceptance among business leaders 
that automation can streamline businesses and fully fit 
them for the future. “

What isn’t so generally understood is the exact nature 
and process of an automation project, particularly in 
terms of the clear benefits it can bring, the change and 
disruption that can be expected, and what resource 
is needed during the several stages from concept to 
implementation. 

In this document, to address this, we 
describe a recent, exciting, complex, 
ongoing and expanding project with 
a Private Equity company.
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Each with a different financial system, a different customer relationship management system, 
differing methods of interaction with those systems, and a responsibility commercially, and as a 
publicly listed company, to provide accurate forecasting every quarter. 

In order to build financial reports, 15 separate systems have to be prompted for information, in 15 
different ways. The resulting data then isn’t easily compatible and much more work must be done 
to enable business-wide reporting. 

A central decision is made to procure a financial platform and a CRM for the whole company. 

And then - a pause. 

The overall goal of smooth company-wide reporting appears straightforward, and there 
is an understanding that automation will form part of the solution, but the company just 
don’t really know how to move forward. 

And although they have a technical team in house, data migration and automation isn’t 
their specialism.

Starting Point
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A Private Equity house with 15 companies

This is where we come in. 

And a question.

Where do we start?



The first piece of work we do is to look at the the data. 

Our initial aims - 
 
 gain an understanding of what the data looks like around all of the different companies.
 
 discover what exact data is needed in order to provide accurate forecasting and reporting. 

 discover where that data is, 

 and map existing processes.  
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We ask 

 how do the component businesses operate? 

 How do they each do month-end? 

 What does month-end look like to each business practically, and in great detail, such as   
 ‘a person goes into this system, or into this spreadsheet, and updates these numbers, and  
 then does this, and that and the other.’

We are precise and methodical. 

We don’t immediately ask ‘What 
what are we going to automate?’ 
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We used an open source data migration tool. We always look for free or open source software. We 
are technical as a business, so we don’t need pre-packaged UIs and integrations to make things 
work. We make efficiency and cost savings for a companies by doing the heavy lifting ourselves. 

And we used some middleware. So we only had to create one interface from the middleware to 
the to the CRM, and one interface from the middleware to the financial platform. Everything then 
talked through the middleware, and every time we wanted to add a new application, it was just 
a case of adding that interface into the middleware, and then it would automatically talk to both 
either all of those platforms. 

There were 15 to 20 different pieces of software that were integrated into the platform. 
As part of our ongoing partnership with this PE house, we are slowly shutting down some of these 
integrations, as we build up capabilities within the CRM and capabilities within the financial system. 
But to start with, we needed to make all the systems talk. 

Some businesses were less sophisticated, particularly around sales, where they weren’t tracking, 
or forecasting opportunities and new business. Some were still working on spreadsheets, so the 
benefits of a new financial platform and new forecasting and reporting functions brought a clear 
and immediate benefit. 

Other businesses were operating very sleek systems already and were unwilling to change systems.

We came up with a master data model, that could map across all of them. 

Master Data Model
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We start with the data. 

We integrate the systems. 

Then we look for automation opportunities within existing processes. 

It took us about 15 months to bring all 15 
companies onto the CRM and financial 

systems. 

We are now working with each of the 
individual brands with a view to automating 

their businesses better now that they have 
those key systems integrated.

Automation

Ongoing Partnership

And it’s going very well. One of the MDs reported that he no 
longer has to worry about putting together reports, formatting 
them and sending them off to the group. All of this is now done 
for him, and he can spend time looking at what the numbers 
actually are, and looking at the insights and opportunities that 
the more sophisticated platforms provide.

We’re looking at integrating other systems 
like marketing systems and additional 
financial systems. 

We are looking for ways to add additional 
value on top of the original project context.
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 We make our interventions as small as possible. 
 We don’t make grand gestures when small quiet ones will work better. 

 Amberley is software agnostic - we owe no allegiance to any provider, so we can go out  
 and find the best tool for any given task. 

 Amberley’s model is one of ongoing partnership. We see ourselves as an outsourced in- 
 house automation team.  

Key takeaways

How we did it, and how we repeatedly achieve our 100% success rate. 

This huge project is still ongoing, developing and changing as we partner with the PE house.

There will always be adjustments to make and new iterations to accommodate. 

We are on hand to support business changes and developments as they happen. 


