Company:  A Net Presence, Inc.
Name: Grant Kreutzer
Title: Director of Sales & Marketing
Industry:  Computer Solutions

Solutions Partner:  Access Direct Marketing LLC

Corporate Profile
A Net Presence, Inc. has been one of Colorado’s leading Internet Solutions providers since 1993.  A "Virtual Webmaster," A Net Presence balances Internet marketing, graphic design, and technological expertise with a complete site management and maintenance offering. ANP uses Internet technology to dynamically enhance a business’s marketing position, providing a corridor through the next millennium.

A Net Presence is a privately held corporation founded in 1993 by Kurt Eherenman and Randy Barnett. They started ANP out of their homes with a vision, to produce a top quality product with superior customer service. ANP prides itself on staying at the crest of the technological wave, using the latest in hi-tech applications to produce the finest in Internet web products. 

Some of ANP’s diverse clients include Sun Microsystems, T.A. Barron, Compaq, the National Sports Center for the Disabled, Eldora Ski Resort, Visa, and the Native American Rights Fund. 
Business Need and GoldMine Solution:
As ANP grew from a two-person operation to a team of more than ten, the company quickly began to face a number of challenges. They were no longer able to manage inter-office communication because of their growing size.  Gone were the days of only two employees sitting in the same room. While Microsoft® Outlook did a good job of handling e-mail and keeping a company calendar, the product was not able to provide the background story on ANP’s clients and prospects. There was no way to quickly review company information and the interactions ANP already had had with them. 

Another, perhaps more critical issue for ANP was the management of their sales process while maintaining their intense workload. How were they to keep the pipeline full when they were focused on so many projects? How were they to avoid a letdown when a big project ended? The company realized that they couldn’t keep people on board if they didn’t have a steady supply of work. ANP’s sales and marketing team was effective – but they needed a tool to help them organize their schedules. 

As it happened, ANP’s neighbor was Access Direct Marketing, a GoldMine Solutions Partner. Access Direct Marketing introduced ANP to GoldMine and after seeing the product in action, the company was convinced of it fit their needs.  ANP started out with just two seats of GoldMine 4.0 in 1997, which fit their start-up budget and needs. Over time, they added licenses and now have 7 employees on GoldMine 5.5. 
One key feature for ANP is GoldMine’s connectivity with Microsoft® Word. The Director of Sales & Marketing, Grant Kreutzer, and his team have to prepare extensive proposals for web projects, which may involve months of work. These proposals become quite involved, and GoldMine helps them organize and automatically generate many of the supporting documents, which is a tremendous time-saver. Before, documents used to be buried in people’s private folders. Now, it is easy to find boilerplate templates in GoldMine’s Document Management Center. Once a proposal has been created, GoldMine’s Links tab provides an easy way for anyone to quickly pull up and review what has been sent to an account.


With over 42,000 records in GoldMine, it is clear that ANP’s sales team keeps very busy. GoldMine keeps them on track by managing both initial and follow-up calls to their large pool of prospects. Grant Kreutzer, ANP’s Director of Sales, says that what he likes best about GoldMine is that he can really keep track of lots of prospects. “I can talk to someone who says, ‘get back to me in three months,’ schedule it in GoldMine, then basically forget about it.  I move right on to the next call. You can really talk to a lot more people, in less time, using this tool.”
The sales team also uses GoldMine’s sales forecasting tool, so that everyone in the company is on the same page. This is very important in maintaining sound business operations, which helps management keep the right resources on hand for the work coming in the door. “Even though we design websites, we are basically just like a manufacturing company,” says Grant Kreutzer, Director of Sales & Marketing.  “We have to make sure we have the human and physical resources to do the work. So if our sales team forecasts $50K in sales for the next month, our management team needs to have the resources in place for us to carry out the work. With GoldMine, this communication is easy and automatic, because forecasting is part of the process – it is automatically built into every activity that we schedule. In addition to supporting us in making the sale, GoldMine also makes sure we can fulfill our promises to our customers. In more than one way, GoldMine is a critical factor in our ability to maintain a healthy cash flow.”

While ANP does most of its traveling in the virtual world, the sales team has occasionally taken GoldMine out of the office, either on a Palm or to a home PC. GoldMine’s built-in synchronization functions are there when needed.

Because some of the designers continue to be heavy users of Microsoft Outlook, GoldMine’s integration features with Outlook have proven particularly helpful in the ongoing communication between the sales team and the developers. Being able to see the Outlook folders from within the GoldMine E-mail Center is one example. While ANP uses Outlook for many e-mailing tasks, they turn to GoldMine when they want to personalize broadcast fax sales messages and marketing information to their clients. This ensures they have a record for each of these communications, and GoldMine’s templates make it easy to re-use the same messages for different audiences. 

It is interesting to note that ANP has needed to perform very little customization to GoldMine to use the tool effectively. Most of their changes have been simple things, such as changing field labels to match their own terminology and adding ANP templates and resources. GoldMine is so feature-rich that it was put to immediate use with its off-the-shelf characteristics intact. The speed of deployment and the ease of ongoing maintenance proved vitally helpful in a small organization where both time and financial resources are limited. For the future, Grant sees the potential, and plans to add Automated Processes™ to streamline their more common sales and office tasks. 
GoldMine has quickly proved invaluable as a way for ANP to manage its ever-growing task of prospecting. The rich accumulation of customer relationship management information in their GoldMine database is a key business asset for ANP. GoldMine’s tools help the sales team meet their mission of bringing in a steady flow of high quality projects. 




