7 Things To Get Your Call Counts Back Up'\ /

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 .

. 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.’

. Mail letters to customers of consumable 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!”

. Coach the technicians to maximize every sale with training on

add-ons and upsells.

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

. 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.

. Create a flyer for technicians to upsell or to refer another trade.

Offer them an incentive if it sells.



