
“Simplicity in design, economy in 
production.” That’s the philosophy 
of the Smallpeice Trust, an 
independent educational charity 
founded in 1966 by Dr Cosby 
D P Smallpeice, a brilliant, self-
taught engineer who invented the 
Smallpeice Lathe and founded 
Martonair Ltd, a pneumatic 
equipment specialist. 

Today, the Trust is governed 
by trustees and members from 
engineering, industry, education 
and promotes engineering as a 
career choice for young people 
through in-school and after-school 
Science, Technology, Engineering 
and Mathematics (STEM) days 
and residential courses. These 
programmes are carefully planned 
and implemented by the Trust’s 
experienced educational team, 
working in partnership with 
leading industry, academic and 
professional bodies.

Increased demand

Demand for the Trust’s educational 
services has increased significantly 
in recent years, as Dr Kevin 
Stenson, CEO, explains: “We’ve 
seen massive growth in our 
student numbers over the last 10 
years, from around 500 to 20,000 
a year. This has presented us 
with many challenges, not least 
in terms of the systems we use. 
In particular, we had outgrown 
the CRM (Customer Relationship 
Management) system that we 
used to manage our key day-to-
day activities.”

In September 2013, shortly after 
he became CEO, Dr Stenson 
continued a project to replace the 
outdated CRM system. Although 
his predecessor had made some 
recommendations for the new 
system, Dr Stenson wanted 
to cast the net wider. He was 
introduced to Hart Square.

“We invited Hart Square to come in 
and see us and I was immediately 
impressed by their knowledge and 
experience of CRM in the for not-
for-profit (NFP) sector.”

Dr Stenson was so impressed 
with Hart Square’s capabilities 
that he immediately committed 
to a programme of requirements 
gathering and analysis to help 
identify what was required from 
the new CRM system.

Workshops

He explained: “Within days of 
our first meeting, Hart Square 
organised three separate one-
day workshops at our offices in 
Leamington Spa, talking to all 
of our key stakeholders, from 
marketing to educational leaders 
and administration. They were 
very thorough in questioning them 
about their day-to-day activities 
and needs, and what they 
expected from a CRM system.”

A few days after that, Hart Square 
produced a requirements analysis 
document that captured all the 
outputs from the Trust team, 
and which would form the basis 
of an ITT (Invitation to Tender) 
document to be sent out to CRM 
system vendors.

“Hart Square’s CRM market 
knowledge was such that they 
came up with no less than 11 
potential suppliers that we could 
sent the ITT to. If we had been 
working on this project on our own, 
we would never have known that 
there were so many out there!”
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Hart Square helps with selection of new CRM system

“The fact that they are 
independent meant 
that we could get a 
completely unbiased 
view of the CRM system 
marketplace.”



Vendor selection

The ITT was sent out at the end 
of October, and eight vendors 
responded. Dr Stenson added: 
“Hart Square helped us with bid 
management and assessing 
the responses. We shortlisted 
down to three suppliers whom 
we agreed met the criteria and 
Hart Square invited them in at the 
end of November to present their 
solutions.”

Just before the Christmas break, 
Hart Square helped the Trust to 
make a decision on the selection 
of the new CRM system – 
Checkpoint’s sTarget. “We simply 
would not have been able to 
specify a CRM, let alone select 
one, without Hart Square’s help,” 
added Dr Stenson. “They delivered 
the project to a very high standard 
and within very short deadlines, 

and ensured that we have a system 
that will meet our needs now, and 
well into the future. We had the 
confidence that our project plans 
had been reviewed by real experts. 
Now we’re really excited by the 
potential of the new system.”

He added: “Without Hart Square’s 
help we would not have got the 
project to the level it is now.”

Phase Two plans

Stenson was so impressed with 
the first phase of the project that 
he is considering engaging with 
Hart Square for Phase Two – the 
implementation of the new CRM, 
starting in February 2014.

“We know that Hart Square has 
a successful track record of 
implementing and integrating CRM 
systems, and we are considering 
working with them on this 
development, which we would like 
to go fully live with in September 
2014, ready for the new academic 
year,” said Dr Stenson.

Dr Stenson sees the new CRM as 
very much underpinning the Trust’s 
plans for further extensive growth. 
“Having a new CRM system will 
help us to reach more students, 

and ensure on-going growth. Our 
aim is to reach 100,000 students 
per year in the next five years. 
Thanks to Hart Square’s help with 
selecting this new system, we’re 
confident that we’ll get there.”

Conclusion

He concluded: “I am delighted 
that we chose to work with Hart 
Square. They are incredibly 
professional and an absolute 
pleasure to work with. We are all 
left with the feeling that working 
with them was absolutely the right 
thing to do. I couldn’t recommend 
them strongly enough.”

www.hartsquare.net

Key services provided

• Requirements gathering

• ITT

• Vendor selection

Key benefits

•  CRM supplier insights

• Delivered project within short 
deadlines

• Ensuring ongoing growth

“Working with Hart Square 
was one of the best 
decisions I’ve ever made.”


