In this issue: A New Twist on the Same Market

We work specifically with janitorial contractors to increase their market penetralZlon, acquire new ser-
vice contracts and boost their revenues through cold calling and appointment sell ng. A successful
cold calling campaign begins with the right message and the right contact list. A strong contact list de-
termines the success of your program. Criteria
for contact lists vary based upon our client’s
needs and market.

Type of business—Our greatest successes
have occurred with the following:

¢ Non residenllal property managers
e Private schools

o Offices of all types

e Manufacturing

e Banks and financial insRtullons

e Churches

e Medical faciliZes

Number of employees—We can pursue all businesses in your area with 20+, 50+, or 100 or more em-
ployees. We want to select the business size that is most likely to meet your square footage require-
ments.

Geographical market—We will work within your current service area. We can define your service ar-
ea by the metro area, city, county, zip code, or within a specific number of miles from your office loca-
Elon.

Next steps—Determine your niche and market. What geographical area do you serve? How do you
feel about pursuing maintenance agreements with governmental enBRes? What types of businesses
are most likely prospects for you? In formulaling your contact list, these factors need to be consid-
ered.

Should you have any quesllons regarding staring your program, please do not hesitate to contact us
at any Bme.

Sign up for our newsle
our regular updates.

www.LeadsForCommercialCleaning.com
www.JanitoriallnsideSales.com
888-868-8624



