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1.  Write  handwritten notes to your top 25 revenue-producing 
     customers about a private sale, which is only for them, that is  
     being held for the next 14 days .

2.  Mail postcards to the top 500 revenue-producing customers 
     (excluding the 25 from idea #1) with a major incentive on a  
     popular item to get technicians in the door.  This is known as 
     ’Back of the Ticket Promotions.’

3.  Mail letters to customers of consummable items such as 
     Bio-Clean or water softener salt, and offer refills. Have the 
     technicians deliver the refills to get them in the door.  Include a 
     magnet that states “Is it time to re-order your ___? Give us a call!” 

4.  Coach the technicians to maximize every sale with training on 
     add-ons and upsells.   

5.  Review your list of financing customers to see who has available 
     credit.  Send those customers an envelope containing a flyer 
     and a magnet.  

6.  Send e-mails about specific relevant specials that your customer 
     may need.  If you're not currently collecting e-mail addresses, 
     start now.  With a slower call count, CSR’s have more time to 
     learn new scripts.

7.  Create a flyer for technicians to upsell or to refer another trade.  
     Offer them an incentive if it sells.
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At Red Click Marketing, we go to great lengths to know what works, 
and, just as important, what's waste! Once our time-tested techniques 
for tracking marketing materials is set in place, we work the plan, 
carefully filtering OUT the things that aren't working in order to shift 
more artillery to the things that ARE working. It becomes a time for 
diligent attention to details.
 
Two years ago, a new client, let’s call him Fred’s Plumbing, called us in 
a panic because his calls had dropped to practically nothing. Since 
we had just started working with Fred’s, he had just begun his 
program, although looking at his history - the drop didn’t make sense. 
Ever stop your process long enough to know what works? Do you 
know what phone number the majority of your calls come in on? Are 
your out-bound lines different from your in-bound lines, so your 
employees aren't blocking a call from a Customer while they're 
ordering parts from your vendor?  Have you tested your lines?
 
When you know there's a battle coming, you always check and 
double-check your ammo, right? What do you suppose our Client 
never checked? Exactly...the phone lines. "But Jill, I have 32 phone 
lines, counting my RCF (remote call forward) lines. Do you know how 
much a task that would be?" Four major phone lines down for who 
knows how long! Think about it, You're waiting to answer a call - Your 
Customer is getting a busy signal, over & over. How many busy signals 
do you get before you call someone else? Remember, we're in a 
"demand service business!” Customers will only wait so long for a 
Plumber!
 
We've since taken on the responsibility to work with one of Fred's CSR's 
to randomly check every phone line coming in. Fred doesn't need us 
to do this task, but I think he sleeps a little better knowing it gets done 
like clockwork, every month, month after month. Yes, we're checking 
the ammo. This time of the year is a battle. Are you ready?

Have You Checked Your Ammo Lately?
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TRACKS, the newsletter dedicated to your 
marketing and tracking efforts.

Knowing What Works with your customers' 
behavior will plan your future marketing strategies.
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