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A few simple but essential 

strategies can help G-Managers 

when facing a raft of challenges.  

A/ Keep a close eye the Key 

Performance Indicators.  Itôs im-

possible to keep an eye on eve-

rything all the time.  Instead, ask 

yourself, what are essential 

measures that determine the 

health of your Territory?  

Whether it is DI, lead generation 

or Sentinel consistency, ensure 

you use the systems in place that 

provide an easy way to check 

these numbers.   B/ Forget the 

five year plan.  Given the speed 

of business today and the impact 

of ever-changing technology,  a 

static business  

plan that last five years may be  

unrealistic.  Your plan should be a 

living document, updated at least 

annually with a rolling three-year 

forecast to make sure you stay on 

track..  C/ Understand how to read 

an income statement and balance 

sheet.  Make sure you are at ease 

about how to read and explain 

your financial statements. 

TOP BARRIERS to SMALL 

BUSINESS: 

Cash-flow managementð77% 

Managing customersð70% 

Government bureaucracyð70% 

Attracting staffð66% 

Retaining staffð64% 

Delegation and team workð50% 

INSIDE 

The stage is set for one of our 

most productive and fun filled 

conventions to date.  Not only do 

we have our first four day agenda 

filled with guest speakers and 

awards, but we also have activi-

ties planned, including 

 the 2nd Annual Muck-Ball 

Open at Northlands Golf Course 

and an ocean adventure  

in Howe Sound.   Our Team has 

been working hard for several 

months to ensure everyone has a 

productive and enjoyable time.  

We will have our largest group 

ever in attendance. 

Our list of achievements and 

milestones this year is second to 

none and our plans for continued, 

cautious growth now include 

California and the US Northeast.   

Jeff Smith, our honoured patri-

arch, said it best.   ñThe thing I 

like best about the convention is 

seeing my friends.ò  We could not 

agree more, Jeff. 



What is the ñSinister Attribu-

tion Error?ò  This is the com-

mon tendency for people to 

assume sinister motives rather 

than giving the person the bene-

fit of the doubt.  Letôs say Ben 

doesnôt return a phone call from 

Joan, a new colleague, because 

he accidentally deleted it.  Joan 

attributes Benôs not calling as a 

petty power play.  She is curt 

the next time they speak.  Ben 

does not know why she is act-

ing this way.  He makes his 

own attribution error, and 

things go from bad to worse.  

The Sinister Attribution Error 

can poison relationships, so it is 

good to be aware of it and avoid 

it in yourself. 

Work your DI to the max and 

you will be able to reward 

your VIP customers with our 

new VIP boxes, loaded with 

goodies valued at $250.00 

each! 

You sell, we score, and then 

we shower your VIP custom-

ers with branded swag. 

Each month you will submit 

names and we will ship them 

our Goodbye GraffitiÊ VIP 

Gift Boxes. 

 

Nice! 
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SALES TIP  

 

VIPs GET GIFT BOXES 

*wow*  

Do you have a full time Sentinel at your 

office?  This is by far the simplest and 

most effective way to ensure a steady sup-

ply for the job board and lead board.  Any 

other roll variation simply costs you sales.  

We have observed incredible sales gains in 

both EC and Contract sales in the markets 

with full time Sentinels.  Like putting gas 

in your tank, Sentinel will take you a long, 

long way to exceeding your sales goals. 

The Calgary Sentinel Andrea  

 

 

SOLD 10 NEW  

EVER-CLEAN SITES in September 
 

All from her Sentinel list. 

Sheôs at it again! 

WOW Andrea, you are the... 

$STAR OF THE MONTH$  
(again)  

TERRITORY Est. Per Day 

RED = INCREASE Oct 2010 

*Calgary 10 

Ottawa 14 

Vancouver 12 

Seattle 8 

Toronto East 5.5 

Toronto West 8 

Portland 5 

Surrey 3 

Kelowna 3 

Burnaby 2 

Hamilton 1 

Halifax 3 

Victoria 2 

Edmonton 1.5 

London 1.5 

Kingston  2 

Montreal 2 

TERRITORY Est. Per Day 

 June 2010 

*Calgary 18  

Ottawa 16 

Vancouver 12 

Seattle 10 

Toronto East 8 

Toronto West 7.5 

Portland 5 

Surrey 4 

Kelowna 3 

Burnaby 3 

Hamilton 3 

Halifax 2 

Victoria 1.5 

Edmonton 1 

London 0.9 

Kingston  0.8 

Montreal 0.7 

 

GAMES WE PLAY  



Something Salty 
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10 Questions 

Hey G-Manager? 

Jeff Smith 
KELOWNA OFFICE 

How long have you been 
with Goodbye Graffiti? 

12 yrs (no way!) 

Last job before Goodbye 
Graffiti? 

Grizzly Manufacturing 

making GG canopies 

If I didn't work for Goodbye 

Graffiti I would probably...? 

Hunt (what we are not sure) 

Favourite weekend activity? 

Hunting and fishing 

Favourite meal? 

Mac and Cheese with 

homemade tomato sauce 

Pet's name? 

No pets 

Craziest place you have ever 

removed? 

Mt. Boucherie 

Favourite quote? 

wŀǘŜŘ мп! ά.ƛǊŘ ŘƻƎƎƛƴƎ 

ŎƘƛŎƪǎ ŀƴŘ ōŀƴƎƛƴƎ ōŜŀǾŜǊέ 

Jack Nicolson  

Favourite Goodbye Graffiti 

memory? 

The trek across Canada with 

Ryan to open Ottawa.  

What are you looking 

forward to most at the 

convention? 

Seeing my friends 
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2010 Winners 
BRENT BOWMAN (left on left) 29.5 LB SALMON AND 

Trevor (dad) and Vaughn Wick WITH A 58LB HALIBUT  

Perfect pumpkins from  

Ben and Kim If you cover it  

they will come (still) 

Another difficult day as a GG Executive 

Community efforts by our Surrey Team 

GTs chill at Woodlands 

Montreal madness 

What a Team 

Out at the bar with the boys 



 

TRUCK SPECIALS  

 
 
EXTENDED UNTIL JAN 1ST 

 
ALL TRUCK BODY  

REPAIRS 
25% off 

 
DECAL PACKAGE  

REPLACE OR REPAIR 

25% OFF 
 

 
Suck-Truck  

Canopy - Version 3 

SAVE $2000.00 

 
 

 

New Landa  
Replacement Washer 

 

SAVE $750.00 

contact  

jchen@goodbyegraffiti.com 
GSI Vancouver 

8 Vehicles 

Wrapped  

So Far 

7 Vehicles 

Repaired 

So Far 

1st Unit Off  

The Line 

3 For Spring 





2010 Sales Steady So Far 
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Name: Pat Doyle  

       GG Hamilton  
How long have you been 

with GG?  

September 2010 

Last two jobs before 

Goodbye Graffiti?  
Crane operator , Knowledge 

Transfer Consultant 

Where would you work if 

you didn't work for 

Goodbye Graffiti? 

Dive instructor in Honduras  

Difficult Removal  
A LSBR on corrugated wall 

with trucks parked 4ft away, 

in a new city, on my first 

removal. 

Technical Tip 
When in doubt call Evan 

Why graffiti removal?  

It's interesting work, you're 

outside at different locations  

What is your favorite 

weekend activity? 
Mountain biking  

If this GT was a dog he 

would be? 
Golden Retriever - fast, 

smart, energetic and they like 

to have fun 

Favorite quote? 
"Two roads diverged in a 

wood, and I .. I took the one 

less traveled by, and 

that has made all the 

difference."R. Frost 
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The Pawn Shop 500      by Techboy 

The lunch routine.  Park the truck tight to the alley wall.  Shelper climbs over the center console.  

Before locking up we remove everything from view worth more that $5.00.  This is the magic num-

ber.  You can get to heaven for $5.00 in the alleys and motel rooms that fill the East side.  The 

Pawn Shops on every block take items to pawn 24 hours a day.  A junkie can pound on an un-

marked rear door of one of these establishments and a shop owner will give them five bucks for 

their smash and grab goodies, regardless of the actual value.  From flat screen TVs to Zippo light-

ers, $5.00 is the magic number.  Today we screwed up.  Thinking that a dive into 7-11 for 3 min-

utes would somehow protect our generator and digital camera was not wise.  Returning in 2.5 min-

utes we found the window smashed and the stuff gone.  The string of expletives used, in harmony, 

by Shelper and I were impressive but not particularly helpful.  Shelper lamented about having to 

replace these items, as the policy of ñstashing before dashingò was broken.  I had another plan.  

ñRelax for 5 minutes and weôll go pick up our stuffò I announced.  ñFrom whereò Shelper moaned 

with disbelief as he sat on a parking block and lit his cigarette.  ñWe just donôt want to win the 

Pawn Shop 500, we need to come in a close secondò  I explained.  Second to the junkie that is.  I 

paced as Shelper finished his smoke.  Then we took a relaxing stroll down the street to the nearest 

Pawn Shop.  All told this took about 10 minutes.  This was perfect, in my estimation, to ensure we 

came in second.  Sure enough we did!  We walked down the aisle of the shop to the counter.  There 

behind the counter, sitting close to the back door, was our generator and our camera.  Shelper no-

ticed this and sprang toward the clerk, about to demand our stuff.  I gently stopped him and then 

quietly told the operator that we needed a power washer, a digital camera and a generator.  Adding 

the power washer worked well to distract him form the obvious..  He proclaimed that he just got in 

a generator and a digital camera.  He placed both these items on the counter.  Shelper was boiling.  

There was no question they were ours.  I leaned over the counter and whispered to him that those 

items were stolen 10 minutes ago from our truck and that I was going to call the police if he did not 

give them to us.  ñIs that worth $5.00 to you?ò  It took us a little longer to get to the truck carrying 

the generator but it was worth it.    

GT Profile 
Five markets experienced sales in-

creases in the last quarter over the 

same quarter in 2009.  Declines in 

sales were, ONCE AGAIN, consistent 

with declines in estimate generation.  

Also, the separation of the Toronto 

market, our largest, has slowed growth 

in the Greater Toronto Area but with 

both new companies now on firm foot-

ing, we should see solid growth in 

2010/2011.  With our new fiscal year 

kicking off in October it seems clear 

we are off to a fantastic start in some 

markets.  Sales projections for 2011 

are set at  a 7% increase and with in-

creased estimate efforts of our G-

Managers we will make it. 

NA Department Raises the Bar 

With the growing demand for high national 

standards by our customers in the areas of 

safety, training, pricing and the environment, 

the NA Department is leading the demand that 

all offices comply to the highest standards in 

these areas.  These are the qualities that will 

allow us to grow and eliminate our competitors  

abilities to win bids.   



For the past two years, both 

GSI and GGI were facing the 

pressure of ever-increasing 

raw material prices and grow-

ing demand to keep the prod-

uct price at a competitive 

level.   To maintain the bal-

ance between the two, GGI 

and GSI decided to launch 

Phase One of its bulk produc-

tion project in April 2010. 

After 3 months of research, 

evaluation and negotiation we 

have finally selected 2 reputa-

ble partners from the bulk 

blending industry, Velocity 

Chemical Inc. in BC and Pro-

tective Barriers Inc. in On-

tario, to join us on this pro-

ject. 

We launched phase two of the 

project with Velocity Chemi-

cal Inc. in BC July 2010.  In 

this phase we are working 

together with the manufac-

turer to identify any potential 

problems during the produc-

tion, packaging and quality 

control process. GSI also 

needs to adjust itself from a 

Ontario and BC Production Update 
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QUIZZZZZZZZ 

 

CONVENTION topics - FRI/SAT/SUN/MON 

Awards Ceremony 

 

Group Exercise 

 

Guest Speaker, John 

Rogers 

 

New ClickOff Manual  

 

Municipality Pack  

 

Water Care 

 

Canopy Production 

 

GSI Graffiti Town Price 

Comparison 

 

Trip Workshop  

 

Insurance Presentation 

 

Sales Conferences 

AA Library Launch  

 

GGI Achievements 

 

G-Man and ClickOff 

Upgrades 

.AR&D  

 

VIP Client Boxes 

 

Specials 

Quiz #3: 

WHAT IS THE  

SIMPLEST WAY 

FOR A 

G-MANAGER TO 

MAKE MORE 

SALES?  
 

Answer to: 
 

aharrison@goodbyegraffiti.com 

 

òALL LASTING BUSINESS IS      

BUILT ON FRIENDSHIPó 


