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Commercial profile

“There are many steps
businesses can take to en-
sure they continue to at-
tract new customers and
keep existing customers
coming back. One of these
is implementing a CRM
solution that integrates
fully with the organisa-
tion's other business sys-
tems,” said Alex Reeves,
managing director for Ac-
cess Ireland.

“This not only saves
time and money for the
business by reducing the
complex nature of modern
customer management,
but also provides the foun-
dation of better customer
experience and service le-
vels. Used intelligently, the
time and resources in-
vested in a joined-up ap-
proach to sales, marketing
and service provision can
pack a much bigger punch
— and provide a better re-
turn on investment.”

A winning combination
Access, which recently
re-branded as a mid-mar-
ket consultancy and busi-
ness software developer,
has a great deal of exper-
tise in this arena. Access
holds the crown as the lar-
gest GoldMine CRM resel-
ler in EMEA, with more
than nine years of imple-
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to help businesses get the most from their GoldMine CRM solution

mentation experience. As
youd expect, the compa-
ny'’s particular specialisa-
tion is integrating this
solution with its own
award-winning business
and accounting solution,
Access Dimensions.

The powerful combina-
tion of GoldMine CRM and
Access Dimensions unites
the key operational areas
of marketing, sales and fi-
nance, providing a centra-
lised environment where
tasks can take place
quickly and effectively. For
example, lead data can be

automatically imported so
telesales teams can follow
up on calls straightaway;,
while customer records are
created automatically and
updated across all systems
in one hit.

Information crucial to
effective account manage-
ment, such as customer
spending, credit limits and
accounts on stop, is avail-
able on demand — all
without needing access to
the accounts.

“We're able to provide a
unified system, operating
on one central database

Good CRM is good for

and from one single inter-
face,” said Reeves. “This
provides businesses with
instant visibility of custo-
mer-related data and helps
them to easily manage the
full prospect/customer
lifecycle, through effective
marketing campaigns,
field sales, telesales, and
account management.”

Information on demand

“By combining all this
key data, managers can be
sure that teams have all the
information they need to
provide an informed ser-
vice — whether they're
dealing with frontline en-
quiries, taking orders,
managing stock or credit
control. For example, in-
built rules ensure orders
are placed in accordance
with availability, agreed
pricing and customer
terms while workflow pro-
cedures ensure orders are
fully authorised prior to re-
lease.

Integration with other
elements of the Access
portfolio, such as service
management, completes
the picture by ensuring
that operatives have full
purchase and service his-
tory at their fingertips. It
impacts on the reputation
of the whole business so a

usiness

good CRM system is good
for business too.”

Portfolio development

The recent introduction
of Access new web-based
Dashboard is taking the
Goldmine CRM solution to
another level. It can quickly
turn raw real-time data
into customisable visual
charts and graphs and al-
low trends to be easily
identified via a simple traf-
fic light system. Views can
also be built to compare
information from different
data sources beyond the
SQL based finance system
such as Oracle, Microsoft
Access and even flat files
like Excel. This information
can be pulled together in
single charts to allow com-
parisons, for example, be-
tween CRM and sales
data.

KPIs can be allocated to
individuals and teams

across the organisation
and progress tracked and
monitored in real time.
This allows more time to
be spent analysing data
and trends or addressing
any issues, rather than
data gathering and admin-
istration.

“We're continually devel-
oping and expanding our
portfolio but every new
addition sits neatly within
our suite of solutions. By
providing solutions that
extend into every area of
the organisation, we can
help our customers take a
joined-up approach and
get the best from their I'T
investment.”

To read about how your
company can achieve CRM
success, download the free
guide below.

To find out more about
Access’s consulting, soft-
ware and solutions, call 01
885 5777.

10 Steps to CRM Success

Profiting from CRM is more than
choosing the right software.
Discover 10 proven tips to maximise
the return on your investment.

To download a free white paper visit:
www.theaccessgroup.ie/crm
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