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If — as is currently the case for remodelers in most areas of the country — you're finding business slower
than usual, you may be asking: What can |, as the owner of my company, do about it?

You know you'll always need sales leads, but the first thing to figure out is how soon you'll need them. It can
take as long as a year from the time you receive a lead until the job actually starts. Comparing your backlog
with the time it takes a lead to become a new job should give you the proper sense of urgency.

Here are four things you can do in every communication or conversation you have with anyone from a
subcontractor to the members of civic or social groups:

1. Ask the person what they do and how you can be of service to them. You can skip the first half of this if
you already know them, but the point is to send the message that you are interested in their welfare and are
prepared to assist in any way you can.

2. Let the person know what kind of work you do and ask for their help in obtaining that type of work with
anyone in their sphere of influence.

3. Before the conversation ends, make sure they know that you would appreciate the opportunity to be of
service to them and that you would also appreciate any help that they might be able to give you.

4. Follow up on a consistent basis to see how things are going with them, continuously repeating steps 1
through 3.

Once you are comfortable using these four steps, teach employees the technique and ask them to use it with
their friends and peers. Steady use of this practice should generate the business your company needs in this
tough market.

—Les Cunningham is president of Business Networks, a peer-review organization for the remodeling and
insurance restoration industries. les@businessnetworks.com.

Save/Share

& 2

Related Articles

Related Topics

» Sales Leads
« Marketing

« Wooing Architects: Joining the AIA to Garner
More Work

« Strength in Numbers: Professionals Band
Together to Generate Leads

« Making Staff Aware of the Big Picture for Your
Company

« How to Avoid the Legal Pitfalls of Green
Marketing

Services: Bookstore, Events, Leads, RemodelingTV, Webinars

LEVIT.s

Slim is in.

THEFUTURE IS ON

Bl ermoac ZSIMONTON

The

Season Window.

Propane Virtual Home

Tour the Virtual
Propane Home
To learn how propane
can deliver all of the
amenities and
performance today's
homeowners demand,
o to
FROPANE ’
COUNCIL

buildwithpropane.com/virtualhome

Sponsor Video

The Weight Has Been Lifted.
Introducing SHEETROCK®
Brand UltraLight Panels.
Watch USG COO Jim Metcalf
unveil the biggest innovation in
drywall since USG invented
drywall. SHEETROCK®
UltraLight Panels are up to 30% lighter and also
stronger pound-for-pound than standard 1/2" drywall.
That's 15-24 Ibs less per panel...




« With Social Media, Remodelers Who Friend Now View Al S vid
Will Sell Later lew ponsor Videos

All Related Articles

Education Video Series

The Insider's Guide to the
EPA's Renovation, Repair and
Painting Rule

This seven-part series, hosted by
= industry consultant Shawn
McCadden, covers all the
important facts you need to know
about the Environmental Protection Agency's RRP rule,
the certification process, and how it will affect your
business.

Comments

Be the first to add a comment to this article.

COMMENT ON THIS ARTICLE

Post your comment below. If you wish, enter a username and password though they are not required.
Please read our Content Guidelines before posting.

Comment: =

View All Videos
Enter code: |:| =

Username: ‘

" . g Enter the code shown in the image
GHO;
£ Y

e A Bt

Username is optional

Password: ‘ ‘ Enter a password if you want a username

Ads by Google

Insurance Leads Call You
Insurance Leads, Get 20 Free Today Qualified & Verified Hot Leads
InsuranceLeads.com

Free Insurance Leads
Zip-Code Targeted Insurance Leads Search Engine Generated Leads!
www.Locallnsurance.com/FreeLeads

Sick of Low Quality Leads
Try 15 Free Leads from the #1 Lead Provider Let us Give you Good Leads
QualityLeads.NetQuote.com/15FreeNow

Want Contractor Leads?
Get Customers Who Need Contracting Help to Call You. Free Consultation
webvisible.com/ContractingCustomers

Insurance Marketing Tools
Start Generating Your Own Exclusive Lleads - and Close More of Them
www.Norvax.com

Annuity Agent SPEND Our $
Yes, Please spend our money, not yours, for leads and prospecting
67.225.207.135/benefits-map.

L oreenHOUSE

AN IDEA HOME CREATED WiTW MARTHA STEWART

Builder «ccpt Home 2011 Click here for a sneak preview.

Opinion | Management | Marketing ‘ Sales ‘ DesignBuild ‘ Green ‘ Facts&Figures ‘ Products ‘ LeadPaint | HomePerformance | Upscale

Hot Topics: Cost vs. Value 2010-11 , Remodeling Virtual Conference hanleylwood

About Hanley Wood Contact Us Business Media Privacy Policy Work for Us

Services: Bookstore , Events , Leads , RemodelingTV , Webinars A
Advertise

Remodeling: The Magazine Subscriptions Newsletter Advertise Contact Us

Search: Site Map

Remodeling Relevant Sites: JLC Online | EcoHome | Tools of the Trade | Professional Deck Builder | Replacement Contractor | Coastal Contractor | Custom Home |
residential architect | ebuild | HW Market Intelligence | DreamHomeSource | ePlans.com | New Homes

© 2010 Hanley Wood, LLC. All rights reserved.



