How CLTD Secured Its Hybrid Workforce
Without Disrupting the Way People Work

At a glance
Challenges

o Keeping critical data secure everywhere
o Integration into existing systems
o A system that would work for all staff

Results

o User-friendly systems and strong protection
¢ Fall in detected threats
o Reduced Board reporting time

No Time To Lose: The Challenge

"I had nights when I'd stare at the ceiling and
wonder if a hacker had got into our systems,' says
James Delarn, Operations Director at CLTD.

Remote work has become the 'new normal, but with
that comes 'new concerns' about keeping systems
and data safe as staff work from home.

"Our workforce was now working from home in the
UK and Europe, using company and personal
devices," DeLarn explains.

"Offering work-from-home has allowed us to attract
the best people for our company as it has become
a valuable benefit."

However, hybrid working also creates significant
security challenges.

A larger attack surface

When the company started WFH (Work From
Home), its security team noticed an increase in
phishing emails and social engineering attempts.

"It's like having several small offices in different
countries, all with their own security needs," DeLarn
says.

The company wanted a specialised approach, so
their hybrid security would integrate seamlessly
with their existing security systems.

They chose RT Security because it had experience
handling this type of situation.

Integrating new security into
existing systems

"We were concerned we'd have a
complex security system that staff
would find difficult to use.”

Martin Davies, RT Security's Director of Customer
Installations, explains that "we did a thorough
assessment of CLTD's existing infrastructure and
what would work for both staff and the company.

Once we'd finished our assessment, we sat down
with James and staff from different departments to
create a security strategy that works for everyone."

Davies goes on to say: "This is important. If systems
and procedures are overly complicated, staff will
avoid using them or find their own solutions.

In both cases, this can create gaps in a company's
security posture, which is the last thing you want.

Our role was to balance keeping the systems as
secure as possible, installing new hybrid security
and making it all as user-friendly as possible."

Need a case study like this? www.sandsedlington.com

This is a worked sample.



Multiple security measures

Staff use several devices and often travel to the
office with them. RT installed a new system, giving
them 'endpoint protection'.

Now, every device connecting to the company's
system is secure, and new rules are also in place to
prevent unauthorised access to sensitive data.

A more powerful Virtual Private Network (VPN)
encrypts traffic moving over the network and allows
staff to access company data securely.

Staff now use passwordless authentication, which
has proved popular because they no longer have to
remember lots of different passwords as they did
before.

In turn, this has strengthened security across the
company.

Customised training makes
security easier to learn

RT also created customised training that met the
specific needs of different staff members, so
everyone learned practical ways to protect their
devices and data.

This was a change from our usual one-training-for-
everyone approach, DelLarn explains.

"We'd never used customised security training
before, and it was a success. Staff found it easy to
follow, and several commented that it was practical
and much more user-friendly than they expected.

Added to this, several staff have since spotted and
reported unusual activity."

Another problem RT helped solve was reports for
Boards and stakeholders.

Delivering even more value

As Martin explains: "Our clients often have to report
to their Board, so we provide them with the facts
and data they need, in an easy-to-understand
format, with a business focus.

This way, they can explain to stakeholders,
shareholders and suppliers how the new security
systems benefit the company and keep them up-
to-date going forward."

An unexpected benefit: increased
productivity.

The Results Are In

DelLarn says, "Detected threats have dropped, staff
feel more confident to report anything suspicious as
the new reporting system is much easier to use.

And then there was another unexpected benefit,
increased productivity.

"We found that staff were waiting to come into the
office if they needed to access sensitive information.

With the new security in place and having taken the
training, they felt confident accessing data away
from the office."

RT kept downtime to a minimum and worked with
the company's other security suppliers to ensure all
the systems worked smoothly together.

DelLarn says, "With RT's solutions in place, I sleep
better knowing that our data and systems are
secure.

Now, our staff can work in a way that's right for them
and means we can attract and keep talented people,
helping our company to thrive."

At a glance - the results

Drop in detected threats

Increased staff confidence in reporting
Unexpected productivity boost
Reduced Board reporting time
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	15% increase in targeted offer acceptance
	Faster, more confident decision-making across departments

	No Time To Lose: The Challenge
	For staff at The Main, a mid-sized electronics company, decision-making felt like solving a jigsaw puzzle without the picture.
	Staff had to manage stock levels, track customer behaviour, and try to offer the right promotions at the right time.
	"We knew there were patterns in the data," says Robert Davies, Operations Director, "but it often felt like guesswork trying to find them."

	A Fragmented View
	Experienced team members understood what might work, but their insights were siloed and challenging to scale.
	"We believed our customers would spend more if we got the timing and offer right. But we didn't have a system to help us do this," says Davies.
	Davies' team was also reluctant to make these decisions because they lacked the tools to interpret the data.
	"We knew we were missing data and information that would help us deliver more value to the business and customers."

	Missed opportunities
	The company couldn't see which campaigns were working, what offers worked with which segments, or how customer preferences shifted.
	As a result, hidden opportunities in the data were being missed.
	The Main contacted BridgesData, a provider of AI-powered business intelligence tools.

	Finding the right solution
	When we first reviewed The Main setup, we saw great potential," says Lesley Moore, BI Solutions Lead at BridgesData.
	"They had a wealth of customer and sales data. But, they needed a way to bring this together and analyse it so that they could act on it."
	The Main wanted a solution to integrate with its existing ERP and CRM tools and avoid major disruptions to its day-to-day operations.
	Need a case study like this? www.sandsedlington.com
	After a system audit, BridgesData recommended its BI platform, which consolidates data from multiple systems and provides real-time, personalised insights.
	Sales managers and product teams can access dashboards that suggest customised offers based on buying behaviour, regional trends, and inventory levels.
	Staff can adjust or approve these offers before they're emailed as they’re displayed in the company's customer portal.


	Staying safe and secure
	One of Davies' key concerns was data security, particularly when combining customer and transactional data across departments.
	"We need compliance and control," says Davies.
	"I have to be confident our data stays within our environment and that nothing is being processed outside our secure network."
	BridgesData provided a live demo of the data flow, showing on-site processing, with no external access or third-party dependencies.
	"Once we saw how it worked, we could see our data working for us, not just sitting in spreadsheets," says Davies.

	Stress-free implementation
	To help The Main's staff, BridgesData provided them with a one-to-one helpline they could call whenever they needed it.
	"I didn't think we could do personalisation or predictive analytics at this scale. It has freed up our team to focus on strategy, not spreadsheets."

	Keeping up with changing markets in real-time
	Operations team member Asha receives an alert from the new dashboard:
	Regional sales of one product line are dropping. Meanwhile, customers in the same segment are increasing their orders of a related stock-keeping unit (SKU).
	With a few clicks, Asha organises a promotional bundle based on this information. Within a month, the product's sales had stabilised.
	"Before, this would have taken days of checking reports and hoping the trend was real. Now I can act quickly and know it's the right move," Asha says.
	Davies feels positive about the future: "We're able to adapt to customers' needs much more quickly, and we have more time to learn what they want from us now and in the future."
	BridgesData worked directly with The Main's IT and operations teams to create a step-by-step rollout that started with one product line and expanded across the business.
	They also resolved compatibility issues with legacy systems and worked with The Main's CRM provider to streamline data sharing between platforms.
	BridgesData also provided staff with in-person training on a practice system configured with data similar to what they use daily.
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	Keeping Customers Loyal in a Competitive Market
	The retirement challenge
	And that issue was that several senior client managers were nearing retirement.
	These team members had well-established client relationships, and the company risked losing their valuable knowledge.
	With rival firms already using advanced platforms, Low wondered if they'd left it too late.
	He contacted Insight-Team, a BI-powered CRM and analytics tool provider, to help them solve this problem and stay competitive.
	"We had no idea how to convert reams of paperwork, which contained valuable customer information, into our network."
	Brand & More is a mid-sized professional services firm with a highly regarded reputation and long-standing client relationships.
	However, as competitors changed their operations, John Low, Client Services Director at Brand & More, faced a growing challenge: keeping strong relationships while working with fragmented, outdated systems.
	The company was known for its personal approach to client service. However, its internal CRM setup was slow, disjointed, and difficult to manage.
	It relied on older staff members sharing information with newer staff members if they couldn't find what they needed on the network. In addition, the company was facing another challenge.

	Turning Legacy Data Into Competitive Insights
	Tom Elliott, Head of Implementation Services, says, "Brand & More relied on multiple systems, including spreadsheets, legacy CRM tools, and paper records.
	This was about more than centralising data; we needed to make the data work for those who needed it."
	Insight-Team's specialists visited Brand & More's offices, mapped their processes, and developed a step-by-step migration and training plan.
	"They walked us through how we could clean and migrate our data without losing the personal history our client relationships rely on," says Low.
	Need a case study like this? www.sandsedlington.com


	Uncovering Hidden ‘Treasure’
	The results arrived quickly.
	"Having all our client data in one place changed everything," says Low.
	"Our account and marketing teams were more effective. We now have insights into our clients and market that we've never had before."
	Some of Brand & More's clients have been with the company since before it began storing data digitally, and some of their information is still kept on paper records.
	Additionally, several of their senior client managers had client information that wasn't documented.
	"They work with their clients regularly and have never written down that information," he says.
	Low didn't know how they could bring all this information into their system.
	Thankfully, Elliott had a solution: they would interview the managers, transcribe the results, and scan and convert the paper records.
	As Elliott says: For Brand & More, this turned out to be a treasure trove of information.
	"We never expected to discover so much useful information about our customers. it has changed the way we market the company."

	An Unexpected Win
	And there was a surprise benefit.
	"By analysing our communications data, we realised many of our high-value clients actually prefer printed briefings and in-person follow-ups," says Low.
	"We'd assumed digital would be quicker and more convenient, but the data told us something different."
	The new system also enabled Brand & More's team to access data wherever they were - in meetings, working remotely, or from client sites.
	Access to this information means staff can respond to clients faster, wherever they work.

	Stronger Team Collaboration
	Client services, sales, and support teams can now share notes, flag preferences, and coordinate follow-ups using Insight-Team's collaboration features.
	Managing client expectations across the company and delivering a consistent experience is much easier and more effective.
	Low says, "I think we've only just got started, there's so much more we can offer our clients now."

	The Competitive Edge They Needed
	We thought we were too far behind," says Low.
	"But Insight-Team helped us move forward fast. We're no longer worried about losing customer insights when team members retire or leave the company.
	We've improved loyalty and increased revenue, and we have the breathing room to focus on our future growth.
	Our staff find the system easy to use, and help is always there if they do get stuck.
	Most importantly, this system gives our team more time to do what we do best - take care of our clients."
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