
 
 
 
 
 
 

 
 
 
… by using 
GoldMine 
software… 

 
 
 
 
 
 
"Since 1993, Wizard Systems have been providing a complete Installation and 
Support service for GoldMine.  We provide consultancy to ensure your system 
is specified correctly, Install/Configure GoldMine to your requirements, Import 
your existing Data, Train your staff, Support your system and provide 
Upgrades.  We are an Authorised Training Centre (one of very few outside the 
US) and Authorised Solutions Partner." 
 
Contact Information: 
 
Voice:  +44-1454-316800 
Fax:  +44-1454-313448 
E-mail: wizard1@wizard-systems.com  
Web: www.wizard-systems.com 
 
 
 
 
 
COPYRIGHT NOTICE 
 
No part of this publication may be reproduced, transmitted, transcribed, stored 
in a retrieval system, or translated into any language or computer language, in 
any form or by any means, electronic, mechanical, magnetic, optical, 
chemical, manual, or otherwise without the prior permission of Tim Wilmot, 
Wizard Systems, Tel +44 1454 316800. 
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75 Ways to increase your sales by 
using GoldMine software… 
 
 
 
Contact Management 
…managing your contacts! 
 
….enables you and others to 
effectively share and manage 
business-critical information on 
your organisation’s contacts.  
Whether you’re a professional 
managing your own accounts, or 
an individual working with others, in 
either a networked or distributed 
laptop environment, GoldMine is 
the only contact management 
solution for your business. 
 
Contact managers are based on a 
customer or client database 
containing records in the hundreds 
or even the tens of thousands. 
Since a business or individual must 
keep track of all contact with each 
client, contact managers are adept 
at initiating, performing and 
tracking such bread-and-butter 
tasks as calling, writing, faxing, 
quoting, mailing, meeting and 
reminding. 
 
The main purpose of these 
programs has been to organise a 
company to track sales, thus the 
programs are also known as sales 
force automation (SFA) software 

1. Who are your contacts?  The most obvious thing about 
GoldMine is that immediately you will be able to see 
exactly who your customers are, check how many you 
have, find out when you last called them, when they last 
purchased and what they have bought…..all available 
with a click of a mouse!  Now you have a central 
resource for all the information you’ll ever want to know 
about your customers. 

2. Those contacts that are not Customers may be tracked 
through GoldMine as maybe Prospects or Suspects.  
Keep a track of their status in GoldMine so everyone 
knows what is going on. 

3. Keep a track of your suppliers in GoldMine, who are the 
buyer contacts.  Log your purchase prices against their 
records. 

4. GoldMine allows you to find records instantly, even while 
you are on the phone.  Your response time will impress 
your customers, plus your ability to recall through 
GoldMine exactly what happened last with this client. 

5. GoldMine allows you to log all incoming calls with a 
couple of mouse clicks.  Now you know exactly who took 
the call plus time and what the call was about. 

6. The Company Organisation Tree in GoldMine allows you 
to track all the relevant contacts within a company.  
Record who the main decision-makers and influencers 
are, plus who reports to who.  You could end up knowing 
more about the reporting structure of their company than 
they do! 

7. GoldMine automatically tracks when you last contacted 
your clients or updated their records – a good way of 
monitoring activity levels and regularity of contact!  When 
was the last time you called your top ten customers? 

8. A mailing code field in GoldMine allows you to easily 
organise targeted mailings to your clients.  E.g. put 
‘XMAS’ in this field if you want this client to receive a 
Christmas Card, NL, if you want them to receive the 
company newsletter etc… 

9. Track your client’s interests, even those interests that you 
may not be able to fulfill today.  Chances are that a new 
product or service might come along and you will 
instantly have a group of prospects to sell to. 

10. Keep a track of who your clients are buying from now.  
Who do they purchase from?  Create records for your 
competitors and start tracking them! 

11. Track the ownership of Contacts with say an ‘Account 
Manager’ field.  That way, if the client calls in out of the 
blue, they can be immediately referred to the right 
representative. 

12. Track the status of your clients in GoldMine and where 
they may be in your sales cycle.  Then you can instantly 
know how many New enquiries you have, how many at 
quote stage and how many installations are going in right 
now. 



Page 3 of 8                                      © Wizard Systems, 2005.    www.wizard-systems.com 

13. GoldMine allows you to store unlimited phone numbers 
for your contacts. When you link your PC to your phone 
system (which can be done with any basic modem) you 
can then ‘AutoDial’ from your PC.  Surveys show that by 
Auto Dialing, you can increase the amount of calls you 
are making by 15% 

14. GoldMine can allow you to store detailed marketing 
information about your clients including Business activity, 
Location/Territory, SIC Code, to allow you to target your 
activities more accurately 

15. GoldMine’s import function allows you to easily integrate 
data from other databases or accounting systems. Once 
imported, GoldMine can automatically assign the correct 
Account Manager and assign initial sales activities. 

16. GoldMine tracks the source of all your leads, so you’ll 
know automatically how many leads you had from that 
source, the value of sales from that Source and the cost 
& profit per lead.  GoldMine even makes sure you have 
followed up all your new leads with a phone call. Leads 
analysis allows you to see which are the most profitable 
sources of business are. 

 

Management of Activities 17. GoldMine can instantly tell you what you have to do 
today and who you’ve got to do it to.  Everyone’s 
activities are viewed through the Activity list tracking what 
Calls you have, Appointments, messages to respond to, 
outstanding quotes and other miscellaneous activities.  
Nothing ‘slips through the net’. 

18. Every activity has a due date, this ensures you call the 
client when you said you would call them.  Get in there 
before the competition. 

19. The use of optional Activity Codes in GoldMine allows 
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you to prioritise your time effectively so the important 
tasks are done first. 

20. Activities can be alarmed so you don’t forget important 
phone calls.  When a customer says call back at 3.00pm, 
you are faithfully reminded! 

21. Completed activities can be coded as regards their 
outcome – for example, was the result of a call that an 
appointment was gained.  Using the result code feature 
in GoldMine will allow you to find out how many calls 
result in appointments, sales, requests for literature etc… 

22. Outstanding activities can be sent to your Pager so you 
never forget that all-important call. 

23. Even when you are not using GoldMine, if any important 
activity becomes due, it can remind you and pop up on 
screen on top of your open applications. 

24. Use the calendar in GoldMine to manage your time more 
effectively.  Accurate details can be displayed about 
everyone’s appointments, including location details and 
objectives of the meeting. 

25. The ‘Planner’ view in the calendar allows you to plan your 
team’s time more effectively and check on people’s 
whereabouts – who are they seeing and why are they 
seeing them. 

26. The PegBoard in GoldMine allows you to see who is in 
and who is out.  If they are out, GoldMine will tell you 
where that are and when they are coming back. 

27. GoldMine’s phone message taking facility will ensure that 
every phone call coming into the organisation is logged 
with a few mouse clicks.  Now you know when the call 
came in, who took it, who it was from and who has to call 
the client back! 

Communications and the Internet 
Improving communications, 
Internal and External can impact 
your bottom line.  It makes it easier 
and quicker to communicate with 
other people. 

28. Use GoldMine E-mail to improve internal communications 
and pass messages to your colleagues 

29. The Phone Message Taking facility in GoldMine is a 3-4 
mouse click solution to getting every call logged in your 
company.  You need never miss a message now, 
GoldMine will record who took the call, the contact’s 
details and the name of the person who has to call them 
back. 

30. Use GoldMine’s Internet E-mail or link to Outlook/Notes 
to organise your online activity by tracking all e-mails 
sent and received against the customer record.  This is a 
great way of sharing information 

31. GoldMine’s e-mail merge facility allows you to send an e-
mail message to a group of contacts in one go.  Use it 
with GoldMine’s Automated Processes, to automatically 
send out information to your clients every month. 

32. Use GoldMine to intelligently search the web for more 
information on your suppliers and prospects.  GoldMine 
will search the web for any word or phrase relating to one 
or many contacts.  E.g. do a search on the phrase ‘New 
Office OR New Building AND UK’ to get GoldMine to 
warn you of any location moves on your contacts. 

33. GoldMine’s e-mail template facility allows you to merge 
Contact information into the body of a message to make 
it look more personalised to the client. 

34. GoldMine’s web capture facility will automatically suck in 
enquiries received from your web site and initiate an 
automated response e.g. send a ‘thank you’ e-mail back 
to the prospect. 
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35. Use e-mail signatures – a simple section of text at the 
bottom of every e-mail – to advertise your company and 
it’s services.  It’s rather like having your Business Card 
attached to every message. 

Sales Automation 36. GoldMine’s sales forecasting facilities allow you to keep 
on top of all your sales opportunities to see how likely 
sales are and when they are due. 

37. GoldMine’s forecast analysis screen will help you focus 
your attention on the sales pipeline coming up in the next 
4 weeks and over the next 4 months. It will automatically 
multiply your expected sales values by the percentage 
probability of each sale, to give you a sales potential. 

38. Forecasted sale’s codes can help you analyse and 
measure what type of sales you are expecting or what 
source they came from. 

39. GoldMine’s built in Quota Analysis will keep a track of 
your sales targets and also calculate automatically 
performance against Target or the expected forecast. 
Quota Analysis will also keep a track of your goals on a 
month by month basis. 

Reports 
“What you can measure, you can 
manage………what you can’t 
measure, you can’t manage” 

40. Sales Forecast reports help you get a global picture of 
sales expected by month, by salesperson, by Company 
and by Product.  This is great for handling your cashflow 
and using as a tool to plan product supply requirements. 

41. A leads summary report, can show leads received by 
month and by source. 

42. If you are tracking your completed sales through 
GoldMine, you can also easily report on number of sales 
conversions and percentage Conversion ratio – helpful to 
see how your sales are heading. Another critical report 
might be the Tracking of Average number of Sales per 
Month and the Average value of Sales each Month….to 
make sure both values are increasing!  This is quite easy 
to set up in GoldMine as long as you are tracking all of 
your completed sales and logging their values (revenue 
or margin achieved) 

43. Activity reports can also be produced showing Calls 
made, Appointments made and the outcome.  They can 
answer questions such as “how many of our calls 
resulted in Literature Requests?”,  “How many calls does 
it take to make an Appointment?”, “How many 
Demonstrations resulted in Orders?” and so on… 

44. A simple Label printing feature can automate sending out 
leaflets etc… It’s also possible to print out one label at a 
time…ideal for shipping labels or large parcels. 

45. If you run Seminars, Exhibitions or Roadshows, then why 
not get GoldMine to manage the event by printing out 
confirmation letters, attendee lists, delegate badges (e.g. 
a label), and then managing the after event activities, 
such as follow up calls or sending information packs to 
non-attendees. 

Integration with other systems 46. Why not integrate your sales information into GoldMine.  
At a simple level you could get GoldMine to show you the 
sales made to a customer, such as YTD, MTD, last 
invoice date, last invoice value.  At a more detailed level, 
you could bring over detailed information on every 
invoice raised, displaying Value, Customer Order 
Number, Invoice Number etc…Potentially any information 
in your company accounting system could be brought 
over into GoldMine.  
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47. Powerful and easy to use Import features can help you 
get new Contact data into GoldMine.  All database 
brokers now offer data in electronic format (ASCII or 
dbase format is best).  These can easily be imported into 
GoldMine (or a separate ‘Suspect’ file) where you could 
then carry out a mailing/faxing/e-mailing campaign with 
them.  Companies such as Dun & Bradstreet can offer 
you regular updates to keep your data clean and can also 
help ‘profile’ your existing customer database, and then 
provide new contact information for you that matches 
your profile….e.g. Telecommunications companies and 
under £10m turnover 

48. Using a Sales Automation tool like GoldMine normally 
allows you to do more regular marketing in house (in fact 
always do your mailings yourself unless an outside 
agency is cheaper).  If however you want to give your 
customer names and addresses to an outside agency, 
these can easily be exported.  What’s more, if an agency 
cleans your data in the process, the new data can be 
used to update records in GoldMine.  

GoldMine’s Infocentre 
This is the ‘products, prices, 
policies’ of GoldMine allowing you 
to easily share non-contact related 
information.  Liken it to a simple 
Company Intranet. 

49. Keep a track of Product information.  One topic per 
product. 

50. Keep a database of Technical issues or common service 
problems or FAQ’s.  Information here could easily be cut 
and pasted into another application. 

51. Keep a track of your customers products – including 
strengths and weaknesses when compared to yours. 

52. Have your price list on line or use the Infocentre attached 
file facility to point to your price list in Word.  Also record 
your company’s Terms & Conditions 

53. Keep your sales team’s job responsibilities in the 
Infocentre – that way everyone knows the demarcation 
lines 

54. Make a record of Sales Tips.  Remember, everyone can 
contribute to the Infocentre, so that over time it becomes 
an invaluable resource of sale information 

55. Keep tracks of all of your marketing activities, so the 
whole team knows what adverts are running at the 
moment, up and coming exhibitions and seminars etc.. 

56. Keep a track of the ‘Internal Systems’ of the company 
and use the Infocentre like a Quality Procedures Manual.  
Create Topics for ‘How to log a sales enquiry’, ‘How to 
log a Customer Service call’, ‘How to Process an Order’, 
etc… Also use it to store your, ‘Directions to the Office’ 
documents. 

Use Telephone Scripts 57. GoldMine’s Branching scripts can be used as training 
tools for new employees or as guides for telemarketers or 
customer service representatives.  In a simple way they 
can also be used for measuring responses from your 
clients and also to automatically update fields in 
GoldMine as you are going along the script.  That way 
you save time, and as soon as one call is finished, you 
can start the second (no need to take time out, to update 
GoldMine with previous call) 

Correspondence 58. GoldMine makes it easy to create regular targeted 
mailings.  GoldMine also records automatically mailings 
which were sent out to a contact. 

59. Use a Quote template with GoldMine to help you create 
quotes quickly.  The quote may also include all of your 
company’s products and services, and the user would 
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just delete the ones not needed.  GoldMine’s ‘Linked 
Document’ feature allows you to easily store Quotes 
against the customer record.  These can then be recalled 
instantly from within GoldMine – no more searching 
through filing cabinets when a client rings in.  We can 
also provide some additional Sales Quotation software 
that creates these quotes effortlessly and tracks your 
margins and ensures that all quotes are followed up.  No 
quote is forgotten about. 

60. While paper-mail and fax are a large part of business 
communication, they often consume too much labour to 
be efficient.  Employees wait in line at fax machines to 
send simple memos and highly paid executives spend 
time formatting documents in MS Word.  Even faxing a 
product brochure can take 3 to 6 minutes of staff time.  
GoldMine users have a true document automation tool 
for faxing and printing.  This offers seamless faxing and 
print-merge from GoldMine and eliminates word 
processor and fax software on user stations. 

61. Keep an ‘on-line’ sales library in GoldMine, and use this 
to fax product information to clients with a couple of 
mouse clicks. 

62. GoldMine supports fax broadcasts and automatic faxes 
based on triggered events by using GoldMine Group 
Scheduling and Automated Processes.  Broadcasts of 50 
to 5000 (or more) faxes can be easily queued using a 
GoldMine Filter or Group (to make targeting your fax 
easier).  This makes GoldMine a very inexpensive and 
instant way of communicating with a large audience. 

63. When faxing, use the ‘Follow up with a call’ feature to 
ensure nothing slips through the net. 

64. Have GoldMine ‘link’ all important documents to the 
Contact record, automatically, which gives you a really 
quick way of retrieving documents. 

Automated Processes 
“Automated process in GoldMine 
are rather like having a free Sales 
Administrator, constantly creating 
activities and scheduling 
reminders….” 
Routine tasks like handling new 
enquiries, processing orders, 
tracking long sales cycles etc can 
be completely automated -- 
therefore nothing is forgotten 
 
 

65. A basic Automated Process, would be to send out a letter 
(may be a mailshot or a new enquiry letter), and have the 
process schedule a follow up call after a certain number 
of days. 

66. Prospects on a long sales cycle could be made to have 
automatic touches from your company say every month.  
This may be by a simple letter.  After a certain number of 
months, a ‘wake up’ phone call could be scheduled to 
establish the interest status of the client.  If the interest 
were still long term, then automated letters and faxes 
would continue. 

67. A process could be set up to send out a ‘thank you for 
your order’ letter after every sale. 

68. If much of your business comes via ‘word of mouth’, why 
not set up a system for referrals.  E.g. after a sale or 
implementation, GoldMine processes would send out an 
‘asking for referral’ letter.  This could be followed up with 
another reminder letter say 3 months after that. 

69. Set up a process for clients who have not purchased for 
some time to remind them of your products and services. 

70. Set up a process for handling lost sales.  If you lose 
business, GoldMine would send out a thank you for your 
interest letter, followed up 3 months later with ‘how are 
things going…?’ letter.  You never know, it might result in 
a response, and well worth a letter. 

71. Set-up a process for checking the validity of your contact 



Page 8 of 8                                      © Wizard Systems, 2005.    www.wizard-systems.com 

data.  GoldMine could remind you about any record not 
correctly filled in.  E.g. missing ‘Dear’ field. 

Miscellaneous 72. Get your Support and Technical services people using 
GoldMine.  That way, Sales are knowledgeable about 
any all the support issues before calling on a client, and 
vice versa, Service personnel taking a Support call will 
easily be aware of any sales issues (e.g. outstanding 
quotes) when taking a call. 

73. Use GoldMine to manage relationships throughout the 
sales process. E.g. keep a track of all the contacts who 
may influence the sale – have GoldMine ‘link’ them 
together, so everyone else in your team is aware of the 
situation 

74. If you sell through Dealers, use GoldMine to track whom 
your Dealers are and who your End-Users are.  
GoldMine will then track which Dealers look after which 
End-users and which End-users report to which Dealers. 

75. Important documents received from the client can be 
faxed into GoldMine.  Then anyone on the network can 
easily see and retrieve them.  These could be customer 
purchase orders, quotes from suppliers, invoices, 
complaints letters etc… 

 
 
 
 


