
Issues 33 page 1  

windowBASE®

Issues 33
inside

www.winbase.co.uk

…the sales builders

Circulate
this to...

1 .

2 .

3 .

4.

May 2005

Splash out or drip feed
page 2

This is important?
page 2

The Bran Tub
page 2

If undelivered…
who knows?
page 3

The ONE HIT wonder
page 3

Rubbish in, rubbish out
page 4

JOB ALERT -
check your CV
page 4

It’s not what
you know…

continued on page 2…

EVERY INDUSTRY has its
“inside knowledge” - the

information that Old Hands
know (or claim to know),
that can make all the
difference when it comes to
a sale. Some guys quietly
make use of their know-how,
while everyone else is
hiding behind bulk mailings.
There’s nothing like a good
rumour to sort the men from
the boys: “So-and-so’s in
trouble - they’ve been late
with deliveries and
customers are getting
upset.”

Plenty of Windowbase
customers ask for special
selections: a supplier of
mechanical handling equipment
finds that one customer is
using it in an interesting way on
a building site, so he needs
large house-builders, to spread
the word. Or, alternatively,
maybe there’s been a specific
problem with a conservatory
roof system, and a specialised
mailing list, targeting the
disgruntled, represents an
opportunity. Public sector
housing managers with a stock
of around 2,000 dwellings,
whatever. As often as not, a
set of mailing labels with
follow-up phone numbers can
be used to get a specific
message over, quickly, cheaply
and effectively.

(but what you do with it)

All we know, because we’re
told, is that it gets results. One
Windowbase customer
reported a 9% response rate!
People like that tend to come
back for more and, in the
course of time, convert to
making regular use of
information stored on disk. (It’s
nice to be associated with
success.)

So, when you know
something, your customers
might need to know what
you’re actually doing about it.
This is precisely the time to
open your sales information
database and check on all
those potential customers who
use So-and-So’s product. 

WHAT? You haven’t been
collecting that sort of
information? What on earth do
you collect? When word got
out that one of the better-
known window profile suppliers
had ceased trading, one
company reacted quickly,
sorted their data and targeted
every fabricator who might be
in need of a new profile
supplier - Synseal.

Synseal is, without doubt,
one of the country’s most
successful window and
conservatory systems
suppliers, but it’s not enough
to have the right products, if
nobody knows about them.
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EVERYONE LOSES CUSTOMERS,
even Windowbase. Sometimes
there isn’t much that can be done.
However, the axe has to fall in the
near future at a well-known PVC-U
window systems company. It’s a
good job and it pays really well.
What we can’t say yet is whose
job it will be.

The Sales Manager possibly. He’s
the one who says his company needs
to know more about its prospective
customers, and he doesn’t know
where to find that information. On the
other hand it might be the Sales
Director, whose taken his manager’s
word for it and is investing the
company’s money in a huge new
database of window fabricators. To a
jaundiced eye, this might sound like
Windowbase hasn’t been selling itself
well enough. Not really ...

Someone else, who’s already left
the systems company, was already
using Windowbase data to target
prospects - with the (expensive)
assistance of an agency. The left
hand didn’t know what the right hand
was doing. The right hand has gone,
so is the left hand going to be the
manager or his boss? 

New customers weren’t coming on
board as quickly as required, and it
always helps to come up with an
excuse that points the finger
anywhere but at yourself. “What we
need is a database of all our
prospects, so that we can do the job
properly.” That company had more
information than it knew what to do
with - literally - and their answer was
to create another version. Not a
better version, not a newer version,
and certainly not a cheaper version. 

If you think you could do with a
change of scenery and a new car, this
could be the opportunity for you. On
the other hand, you have to ask
yourself, would you want to work for
a company like that?

JOB ALERT
CHECK YOUR CV

The late night TV programme
Shameless isn’t where you’d expect to
find good advice, and it’s even less
likely that it would come from Frank
Gallagher!

He told the social worker the
difference between data and information,
and it’s very relevant. The latest version
of our Housing Specifiers database is,
very definitely, information.

The usual sources for local authorities
and housing associations are a couple of
yearbooks that can be found in most
libraries. They only contain the details that
the listed organisations are willing to
divulge and, far more important these
days, they only contain entries where there
was a response. The trouble with
yearbooks, as housing association
managers are discovering, is that they are
used mostly for the contact names, so a
huge proportion of them are now missing.
So, if you’ve been conned into lashing out
rather a lot of money for a couple of
directories, they aren’t going to be much
use unless you’re only
dipping your toe into the
specifiers water. Why send
out a mailshot to slightly
more than half when, for a
few quid more, you can be
certain you’re hitting the
entire market . . .
especially the ones with
BIG money to spend?

Compared with the
latest Windowbase survey,
only about half the names
are still in the yearbooks.
All the little associations welcome the
chance to have their names in print but the
bigger ones, where the money is, are not
listed at all. 

In many cases, you get the name of the
chief officer of a department, which sounds
great if you’re dumb enough not to realise
those names are about as much use as an
ashtray on a motor bike. Chief officers of
major organisations wouldn’t have the
faintest idea what products are specified in
their houses - they leave that to the guys in

the drawing office, who
actually get out on site and
know what they’re dealing
with.

When you think about
it, who’s more likely to
decide what door handles
(or whatever) get used: the
Director of Technical
Services or a maintenance
surveyor? So, instead of
listing scores of chief
officers, the Windowbase
housing specifiers are the

very names with whom technical reps
usually try to make contact. Or the desks
where information has more chance of
being read.

Data is five hundred names of senior
personnel, chosen from a random selection
of local authorities, ALMOs and housing
associations. Information is ensuring that
they’re all there, for a start, and the right
people’s names. Now you know why we
call ourselves The Information People - it’s
not just a cute one liner!

RUBBISH IN

Why send out a
mailshot to slightly

more than half when,
for a few quid more,
you can be certain
you’re hitting the 
entire market…

especially the ones
with BIG money

to spend?

RUBBISH OUT
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