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PART 1: Contact Information:  Simple but Critical. 
 
The nature of contact information is fairly finite (i.e. Company, URL, Name, Title, Email, Phone, Social Network 
membership, etc). In addition, the concept of contact information is a simple one to grasp. It is so simple, in fact, that 
ƛŦ ƻŦǘŜƴ ƎŜǘǎ ƻǾŜǊƭƻƻƪŜŘΦ  hƴŜ ƻŦ ǘƘŜ Ƴƻǎǘ ƛƳǇƻǊǘŀƴǘ ŎƻƴŎŜǇǘǎ ƛƴ ōǳǎƛƴŜǎǎ ƛǎ άōŜ ōǊƛƭƭƛŀƴǘ ŀǘ ǘƘŜ ōŀǎƛŎǎέΦ  LŦ ȅƻǳ ŀǊŜ 
brilliant at your basics many more complex processes will fall naturally into place.  Sales, marketing, business 
developmŜƴǘ ŀƴŘ ǊŜŎǊǳƛǘƛƴƎ ǇǊƻŦŜǎǎƛƻƴŀƭǎ ƪƴƻǿ ǘƘŀǘ ǉǳŀƭƛǘȅ ƻŦ ƛƴŦƻǊƳŀǘƛƻƴ ƛǎ ǘƘŜ άƭƛŦŜ ōƭƻƻŘέ ƻŦ ŜǾŜǊȅ ōǳǎƛƴŜǎǎΦ  {ƻ 
how are you treating contact information?   The mishandling of contact information can lead to dire consequences 
across your company. 

 
Company X; Does your company look like this? 
 

 You have massive errors in your CRM. 

 Over 30% of your records are duplicates. 

 ¸ƻǳ ŘƻƴΩǘ ƘŀǾŜ ŀƴȅ ǎǘŀƴŘŀǊŘ ǇƭŀƴκŦƻǊƳŀǘκǇǊƻŎŜŘǳǊŜ ŀŘƻǇǘŜŘ ŀǘ ȅƻǳǊ ŎƻƳǇŀƴȅ ŦƻǊ ŜƴǘŜǊƛƴƎ ŎƻƴǘŀŎǘ 

information. Every person wings it with their own unique style, adding as many duplicates as there are 

unique personalities. 

 When contact information is entered, your team enters the bare minimum (name, title, email, and phone) 

but not the details desired (phone extension, location, secondary phone number, cell phone, and address). 

 Since short cuts are taken entering contact information, important information like lead source and notes are 

ignored when entering contact information into your CRM 

 There are lost leads/opportunities because the contact information entered were incorrect and you have no 

way of contacting them 

 Sometimes sales reps are working on the same accounts and they didn't know it. 

 Reporting is a nightmare.  You want to do it, you really want to, but, because of the duplicates- reporting is 

inaccurate. 

 Once every few years or so, you make it "your mission" to remove the duplicates from your system. 

 You, and your team, keep manually typing in contact information. 
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Company X has the following attributes: 

 10 sales reps 

 Each sales rep enters 10 new contacts per day into their CRM system. 

 Hand entering contact information takes an average of about 2 minutes per contact. 

Company X Metrics: 
 20 minutes per day, per person, manually entering contact information. 

 100 minutes per week, per person, manually entering contact information 

 At 48 selling weeks per year, 2 weeks per year, per person, entering contact information. 

 Organizationally that equates to 20 weeks per year entering contact information 

 At 48 selling weeks per year, that means that 1κнпǘƘ ƻŦ ŜŀŎƘ ǇŜǊǎƻƴΩǎ ǘƛƳŜ ƻǊ ŀǇǇǊƻȄƛƳŀǘŜƭȅ п҈ ǎŜƭƭƛƴƎ ǘƛƳŜ 

is taken up doing data entry.    

 Assuming a $60,000 annual salary for a sales rep, Company X loses $2500 per person per year through loss of 

efficiency 

 Total direct loss of revenue for Company X:  $25,000 
 

Company X Realities: 

 Humans are fallible.  20% of records hand entered into a CRM or ATS are miss-keyed. 

 Humans take shortcuts.  Most people enter the absolute basics: name, email, and phone.  Usually full titles, 

locations, full company names, etc are skipped. 

 Miss-keyed information causes addition errors and degradation in data quality. 

 People get tired.  Towards the end of the day, the 2 minutes that it takes to enter a record becomes 3 or 4. 

 People don't usually look up the record in their CRM first before entering it.  Thus duplicates are introduced. 

 We all get interrupted.  This causes a break in the work flow, more keying errors, more duplicates, less 

homogony. 

 9ŀŎƘ ǇŜǊǎƻƴ Ƙŀǎ ǘƘŜƛǊ ƻǿƴ ǎǘȅƭŜΦ  ¸ƻǳ ǎŀȅ ά¢ƘŜ /ƻƴǘŀƛƴŜǊ /ƻƳǇŀƴȅϦΣ L ǎŀȅ Ϧ/ƻƴǘŀƛƴŜǊ /ƻƳǇŀƴȅΣ ¢ƘŜϦΦ  !Ǝŀƛƴ 

more duplicates!    The scary thing is that there many, many ways to write "The Container Company".   

Container Company 

Container Co 

Container Co. 

The Container Company 

The Container Co 

The Container Co. 

Container Company, The 

Container Co, The 

Container Co., The 

Container Company Incorporated 

Container Company Inc. 

The Container Company Incorporated 

The Container Company Inc 

The Container Company Inc. 

Container Company Incorporated, The 

Container Company Inc, The 

Container Company Inc., The 

Container Co Inc, The 

Container Co. Inc, The 

Container Co. Inc., The 

Container Co Inc., The 
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PART 2: A Case for Implementing Contact Capture  

 

Contact Capture is the premiere Contact Information parsing technology used for sales, marketing, recruitment, 

business intelligence, competitive intelligence, research, and list generation.    Contact Capture is wholly owned and 

developed by Broadlook Technologies and is available as an installable application, SaaS implementation or licensed 

technology.    Contact Capture automates the entry of contact information into a CRM, SFA or ATS.  

This document will detail the benefits of making Contact Capture an integral part of any CRM, SFA, ATS, proprietary 
database or related system. 
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Point 1:  Compatibility ς The Key to Customer Value and Adoption  
 
Contact Capture is the choice of leading CRM and Applicant Tracking System vendors.  Contact Capture seamlessly 
integrates with target systems by using Broadlook Universal Exporter (BLUE).  BLUE is middleware technology which 
supports desktop, Client-Server, Web-Based, Embedded, Mobile, and mashable technologies. 
 
Contact Capture brings value to the end user with proven technology that has an outstanding track record.  Examples 
ƻŦ /ƻƴǘŀŎǘ /ŀǇǘǳǊŜΩǎ ǎǳǇŜǊƛƻǊ ǊŀǘƛƴƎǎ Ŏŀƴ ōŜ ǎŜŜƴ ōȅ ƛǘǎ 5 out of 5 stars on the salesforce.com appexchange and 4.6 
out of 5 stars on the SugarCRM SugarForge. 
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.ǊƻŀŘƭƻƻƪ ¢ŜŎƘƴƻƭƻƎƛŜǎΩ Contact Capture is the world leader in integrating contact information ƛƴǘƻ /waΩǎ.  Contact 
Capture supports integrations ranging from simple, such as Microsoft Outlook to market ƭŜŀŘƛƴƎ /waΩǎ ǎǳŎƘ ŀǎ 
salesforce.com and Netsuite.   Broadlook Technologies is the technology and thought leader on best practices 
relating ǘƻ ŎŀǇǘǳǊƛƴƎΣ ŎƻŘƛƴƎ ŀƴŘ ƳƻǾƛƴƎ ŎƻƴǘŀŎǘ ƛƴŦƻǊƳŀǘƛƻƴ ƛƴǘƻ /waΩǎ ŀƴŘ ŀǇǇƭƛŎŀƴǘ ǘǊŀŎƪƛƴƎ ǎȅǎǘŜƳǎΦ  To date, 
Broadlook Ƙŀǎ ŦŀŎƛƭƛǘŀǘŜŘ ƻǾŜǊ млл ƛƴǘŜƎǊŀǘƛƻƴǎ ǊŀƴƎƛƴƎ ŦǊƻƳ ŎƻƳƳŜǊŎƛŀƭ /waΩǎ ŀƴŘ !¢{Ωǎ to proprietary in-house 
databases.     
 
Here is a partial list of supported formats by category. 
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