


 New Business Drive 

Win Back +$108,000 
- 403 letters sent, 371 called 

- 72 appointments made = 19% return rate 

- 26 sales – 36% close 

- Average $4,115 
 

Win Big +$419,000 
− Taught us to be creative and put together 

aggressive proposals 
 

Total SOLD +$527,000 
 

Win Back – re-engage with former customers 
Win Big – make big pitches anywhere to anyone 



 Letter from Terry Kroeger 



 Calling WinBack Clients 
The goal of these calls is to get appointments with 

people who used to do business with us  
but have not in at least 1 year 

 
The initial call should 
include the following: 
  

-Reference the letter from  
  Terry Kroeger, and assure 
customers the call will be short 
and you will respect their time. 
 

- Explain your mission. Simply 
educate on all our changes in 
recent years, and what we offer. 
  

-Remind customers to enter the 
$5,000 ad package drawing.  
 

-Inform customers you will 
provide some free information 
on their digital presence as a 
thank you. 
  

-Set a firm face-to-face 
appointment. 
 

  
We want to reach out as soon as possible after the 
letter drops to ensure a higher appointment ratio. 
  
Most customers only tried print or one other product 
with us, and thus most need to be educated about 
what else we offer. 
  
In addition to a letter that is going out to your client 
from Terry Kroeger you will be equipped with 
multiple offers. 
  
First, just for meeting with you, they are entered into 
a drawing for a $5000 ad package. 
  
Second, if they choose to advertise with us again they 
can do one of the attached great bundles or a 
standard 25% off all advertising. 
 




