
 

In our rapidly changing, ever more com-

petitive Information Age economy, every 

organization that wants to grow must 

sooner or later develop an effective sales 

system .  

A sales system is a set of principles, proc-

esses, strategies and tools that are put into 

place to bring the company results day-in 

and day-out. It is a far more effective ap-

proach than the typical hodge-podge of 

programs and structures that are most of-

ten vestiges of earlier times.  

Goodbye GraffitiÊ has developed these 

systems.  The components include Senti-

nel, Customer Care Calls, Direct Impact, 

The Pollution Solution, Specials, Clickoff 

and more. 

Margins - Blended Analysis the Only Choice 

SALES ISSUE - SYSTEMATIC AND GOAL CENTERED APPROACH A WINNER 

Inside this issue:  

Are you ready to take a closer look at 

which goods and services generate 

your best profits? Always consider 

the blended margin.  Here are four 

tips:                                               

Verify the integrity of your data.  
Unless you have a good handle on 

your true cost inputs, you can't hope 

to calculate profit margins accu-

rately.  Include jobs next door and 

jobs 3 hours away.                       

Share your findings with other de-

cision makers in your organization 

who can impact what it costs to pro-

duce your goods or services and 

what you charge.                         

Consider the indirect consequences 

of any changes you make. Just be-

cause one product has lower profit 

margins than another doesn't neces-

sarily mean it should be dumped.  To 
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build your business both high and 

low margin items are critical. This 

is especially true when one client 

gives you both types of jobs.  And 

in sufficient volume, low-margin 

products can generate more profits 

than high-margin products that are 

moving slowly.                        

Make margin analysis an ongo-

ing discipline. Your product offer-

ings, costs and pricing power are 

constantly shifting. Depending 

upon the nature of your business, 

consider monitoring margins on a 

quarterly or monthly basis. 
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As a best-practice, process develop-

ment and continuous improvement 

allows a sales system and its resources 

to be scalable, highly adaptable and 

operationally prepared to succeed in 

good or bad economies. Our process is 

the foundation of every effective busi-

ness system. Developing, implement-

ing and being accountable to opera-

tional processes helps us to create re-

peatable actions that are designed to 

effectively generate revenue and re-

duce expenses.  

Often, if your processes are not thor-

oughly documented and implemented  

it makes training new employees and 

maintaining consistency a challenge. 

Our systems work.  Use them to keep 

competitors running and clients happy.        

With over 13 years of sales data now 

available to us one thing is crystal clear: if 

you want to increase your sales, in both 

contract and Ever-Clean, you must run the 

systems consistently. 

 

Failure to do this results in flat or declin-

ing sales in all cases.   

Expanded Issue 
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The National Customer Care 

Center programming is noth-

ing short of amazing.  Once 

fully operational (June 1st, 

2010) the system will receive, 

track, manage and deliver 

100s of calls each day. 

Our customers will get fantas-

tic service and our account-

ability will be exceptional.   

This is the only national cus-

tomer service center for graf-

fiti removal in the world.  

Beginning in June Goodbye 

GraffitiÊ  will be making 

The Can available for out of 

town guests to use on a 

nightly basis.  The Can is in a 

fantastic, well appointed stu-

dio located in downtown Van-

couver.  This offer is limited 

to Members of the Goodbye 

GraffitiÊ  Group only.  This 

beautiful spot must be booked 

in advance through Kathryn at 

GGI.  This is a great spot for 

training, conventions, trade 

shows and more.  The rate is 

$80.00 per night for two.   

Company wide same- 

office sales were up over 

6% from last year.  This 

is great news as 2009 

sales were also up from 

2008.  As a group Good-

bye GraffitiÊ franchisees 

and licensees have had 

continuous growth 

throughout the global re-

cession.   

customers cared for regardless 

of the many distractions ex-

perienced by the G-Manager.  

With some offices now hav-

ing as many as 50 

Sentinel Routes, 

knowing these im-

portant sites are 

cared for eases the 

stresses of hitting 

monthly budgets 

G-Manager Customer Care 

Calls are a critical part of the 

Goodbye GraffitiÊ sales 

process.  By taking a few 

minutes, after your GT launch 

and prior to running your 

route, to make 10 calls to your 

customers you will not only 

help to build the relationship 

but you will also find oppor-

tunity exists everywhere.  

These ñhi, how are thingsò 

calls show you care about the 

business relationship. 

The Star of the Team - Sentinel  

By producing over 1000 esti-

mates every single week, in all 

types of weather from snow 

drifts to horizontal rain, the 

Sentinel Team is truly 

the Star of our operat-

ing system.   It is 

always comforting to 

know that these hard-

working GTs can 

keep the board full and the 

/ƭƛŎƪƻŦŦϰ 5ŜǾŜƭƻǇƳŜƴǘ - Customer Care 
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Convention  
Announcement  

 
 

When: 

November 19th to 22nd, 
2010 

 

Where: 

North Vancouver 

The Domecile 

 

Times: 

Friday 10-4 

Saturday 9-1 

Sunday 10-4 

 

In  attendance: 

Franchise Owners and 
Licensees 

 

Other Events: 

Friday 

Reception 

Saturday 

Indian Arm Boat Tour 

Sunday 

Guest Speaker 

Dinner 

Monday 

2nd Annual Muck-ball 

Open 

 
*ALL OWNERS TO ATTEND* 
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MARCH SALES UP 6% OVER 2009 

This is exciting news.  

Several offices including 

Toronto, Calgary, Seat-

tle and Portland had re-

cord setting sales in 

March. 

 

 

SALES TIP  - G-Managers 

THE CAN -  Available for 

Overnight Accommodations 



West Coast Adventure 
Trips for charity kick off 
this month with over 
$20,000 expected to be 
raised through donations, 
contests and incentives.  
The beneficiary this year is, 
once again, Covenant 
House. 
Along with 36 days of char-
tering there will also be 
the return of the One Day 
Salmon Shootout with as 
many as 100 rods battling 
for a host of prizes.  This 

popular Tofino event takes 
place on August 14th at 
the Weigh West Resort. 
Again this year we are 
planning for celebrity con-
testants, local charter 
guide support and a whole 
lot of fun. 

Growth continues with 

Goodbye GraffitiÊ work-

ing with new franchisees to 

open up Saskatoon/Regina 

and the Windsor/Sarnia 

markets in 2011. 

This will further expand 

our ability to help our na-

tional customers while pro-

viding local customers with 

much needed professional 

graffiti removal services. 

Openings in 2011  

Right now, do some-

thing that takes you 

closer to your DI 

goal. There is always 

something to do now, 

however small. This 

brings your goal set-

ting to life. This will 

open the next step to 

you, a step that may 

be unseen until that 

first act is taken. Act 

deliberately and with 

awareness so that 

each act takes you 

closer to your goals... 

Act with purpose.  

Always remember 

that you are the one 

who will win in the 

end.  Win step by 

step. 

Something Salty 
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10 Questions 

Hey G-Manager? 

G-Manager Hilario Nevarez,  
Goodbye Graffiti Seattle, WA  

How long have you been 

with Goodbye Graffiti? 

Almost 5 years. 

What was your last job 

before Goodbye Graffiti? 

A cook.   

What would you do if you 

didnôt work for Goodbye 

Graffiti? 

Construction 

What is you favorite 

weekend 

activity? 

Playing soccer and MMA. 

What is your favourite meal? 

Salmon Caesar salad. 

What is your petôs name? 

Dog is Moco.  Cats are 

Reeses, Mysterio and Puka. 

Where is the craziest place 

you have ever removed 

graffiti from? 

It was on a wall with poop 

all over it.  It was at a 

training session.  The GT 

trainee said ñI'd rather quit 

than do it.ò   He quit the 

next week anyway. 

What is your favourite 

quote? 

ñWhat goes around comes 

around.ò 
What is your favourite 

Goodbye Graffiti memory? 

Whistler.  Was good to feel 

like part of something. 
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 This year GGI is hosting 
franchisees, staff, custom-
ers, vendors and a lucky 
2009 winner.  
For more information  
contact Amy    
(aharrison@goodbyegraffiti.com) 

and we hope to see you 
on the water this year.  
The fishing forecast is one 
of the best in decades and 
experts agree this will be 

 

GOAL SETTING  

FRANCHISE TERRITORY 

FOR SALE 

WINNIPEG, MANITOBA 
 

HARD WORK  
GREAT TEAM  

COUNTLESS REWARDS 
 

BE PART OF A GROWING 

INTERNATIONAL BRAND 

STARTED IN CANADA 

 

CLEAN UP YOUR TOWN 

Ask for Perri  

1-877-684-4747 

Franchise Needed  

in Winnipeg 


