Case Study: Wilson Consulting Group - Streamlining
Growth with Integrated Solutions

Client Profile

Wilson Consulting Group is a mid-sized management consulting firm with a team of 15 consultants, specializing in
operational efficiency for manufacturing clients. As the firm experienced rapid growth, it faced challenges in
maintaining high-quality service while scaling operations. The leadership team sought innovative solutions to
address inefficiencies in client acquisition, communication, and financial management.

Challenges

Wilson Consulting Group encountered several obstacles as they expanded:

¢ Missed Client Opportunities: Consultants frequently missed calls from potential clients while engaged in
meetings, leading to lost business opportunities.

¢ High Client Acquisition Costs: Traditional marketing methods were proving costly and inefficient, straining the
firm's budget.

e Cash Flow Gaps: Long client billing cycles created cash flow challenges, limiting the firm's ability to invest in
growth initiatives.

Solution

To address these challenges, Wilson Consulting Group adopted an integrated platform tailored to their needs,
leveraging three key tools:

o ReceptAl: A call management system that ensures all client calls are handled promptly and professionally, even
during meetings. ReceptAl uses intelligent routing and automated responses to capture inquiries and schedule
follow-ups, ensuring no opportunity is missed.

e LeadLogic: A lead generation tool designed specifically for the manufacturing sector. LeadLogic streamlined
Wilson's client acquisition by identifying and qualifying high-potential leads, reducing reliance on expensive
traditional marketing channels.

o CapitalCatalyst: A financing solution that provided Wilson with the capital needed to expand to two new
locations. By bridging cash flow gaps caused by long billing cycles, CapitalCatalyst enabled the firm to invest in
growth without financial strain.

Results

The implementation of the integrated platform delivered transformative outcomes for Wilson Consulting
Group:

. pImproved Client Acquisition: ReceptAl reduced missed calls by 95%, ensuring potential clients were always
connected with a consultant or scheduled for a follow-up. This led to a 30% increase in new client engagements
within the first six months.

o Cost-Efficient Marketing: LeadLogic lowered client acquisition costs by 40% by focusing on high-quality, targeted
leads in the manufacturing sector, allowing Wilson to reallocate marketing budgets to other growth areas.

« Financial Stability and Expansion: CapitalCatalyst provided flexible financing that eliminated cash flow gaps,
enabling Wilson to open two new offices without compromising operational budgets. This expansion increased
their market reach by 25% and boosted annual revenue by 15%.

e Enhanced Service Quality: With streamlined operations, consultants could focus on delivering high-value



services, resulting in a 20% improvement in client satisfaction scores.

Conclusion

By adopting an integrated platform featuring ReceptAl, LeadLogic, and CapitalCatalyst, Wilson Consulting Group

overcame critical growth challenges. The firm not only improved operational efficiency but also achieved sustainable
expansion while maintaining its commitment to exceptional client service. This case study demonstrates the power of
tailored technology and financial solutions in driving success for mid-sized consulting firms in competitive industries.



