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7 Tips to Tame Your Sales Database      
  

Customer information is one of the most valuable assets your company owns.  Yet it is a highly perishable asset.  

In the data cleansing projects Greenfield has executed since 2003, we’ve found data accuracy diminishes at a 

rate between 15% and 60% annually.  Acquiring new prospect data is costly, so it makes sense to put processes 

in place to preserve your database assets.  

 

The following is a list of best practices we have compiled to help you better manage existing client data: 

1. Reduce the number of accounts your sales reps are responsible for: A recent LinkedIn poll found the 

majority of salespeople had more than 250, some even 500+ accounts under their initials in their company’s 

CRM.  That is way more than anyone can effectively manage.  CSO Insights reports that 100 accounts is 

probably the maximum number of actively managed accounts a rep can handle PER YEAR.  If you want your 

data to be better maintained, cut back on the number of records assigned to each person. 

2. Put the rest on auto-pilot:  So you have a team of 4-5 sales people.  This means you should be effectively 

communicating with 400-500 accounts and related contacts.  But what about the rest of your data, you ask?  

Put them on auto-pilot with Marketing Automation.  We wrote about this in one of our client e-newsletters (see 

tip #7), but this one is so important it bears repeating.  Marketing automation involves connecting your CRM 

with a tool that has the ability to (among other things) send regular email communication (e-newsletter, 

special offers), to build up your database of new interested contacts from sign-up forms on your website, and 

even track website visits through social media.   Our enewsletter for instance is sent to our customers and 

prospects from Pardot.  There are lots of marketing automation vendors out there, many with a wide array of 

functions that may or may not be suited to your needs.  If you want to know more about how it works, let us 

know. 

3. Audit your database:  Performance improvement expert Dr. H. James Harrington said, “If you can’t measure 

something, you can’t understand it. If you can’t understand it, you can’t control it. If you can’t control it, you 

can’t improve it.”  So give someone on your team the task to randomly call 30-40 contacts from your 

database.  How many are still at the organization, requiring no update?  How many have left the company 

and a new person is in place?  How many companies are out of business or can no longer be reached?  Use 

those metrics to benchmark what percentage of your data may need updating. 

4. Assign a chief data officer:  Salespeople are not very good at most admin tasks, especially updating data.  I 

can say this because I’m one too!  So make it ONE person’s job to enforce data hygiene.  Give the power to 

your sales coordinator or CRM operator to dole out rewards or punishment, and give that person a 

bonus/reward if they can maintain a certain level of data cleanliness.   

5. Have a mechanism to track & flush: If your CRM/marketing automation is used to send out regular 

communication to prospects and you must enter the data before the prospect is fully qualified, make sure you 

assign a source code and date.  That way you can easily send dedicated follow-up messages (e.g. Thank you 

for stopping at our booth…).  This also allows you to query your CRM to assess response to any campaign, 

organize a follow-up call campaign and eventually delete the data if there is no response.   
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For Canadian marketers, with the implementation of Canada’s new anti-spam legislation on July 1, 2014, 

marketers must track this information so you can distinguish between express and implied consent in your 

opt-in marketing practices.  U.K.-based and European marketers even have more stringent rules to abide by.  

Make sure you know the law for your jurisdiction! 

6. Make sure to nurture: Maybe that important planner who was interested in your hotel for their annual 

incentive just got let go.  How would you know unless you call as soon as you find out her email 

bounced?  Mix up the types of “touches” with email, direct mail, invitations to events, phone calls, etc. Not 

only will you generate leads but bounces and mail returns will tell you who is no longer there so you can 

update your data.   

7. With your regular communication, offer incentives to self-update: Ensure all your eblasts offer an 

opportunity to update their information online.  Consider publicly thanking people who have updated (e.g. 

“Congratulations to XYZ Planners Inc. on their recent office move, and thank you Sally for updating your 

information) and offering a reward.  Or make it into a contest (e.g. “We’ll award a $10 Starbucks card to the 

first 50 people who update their information!”). 

On behalf of the entire team here at Greenfield Services, we hope you find the above 7 Tips to Tame Your 

Database to be valuable and practical. We look forward to hearing about your success! 

 

http://www.ic.gc.ca/eic/site/ecic-ceac.nsf/eng/gv00569.html

