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IT DOESN’T MATTER
whether your operation is
local or national, geography
is important. As road traffic
increases, so do journey
times. Like it or not, sales
staff spend more time on the
road than they do with
potential customers. It’s
inefficient and it eats into
margins.

There’s no point in winning a
new account if it’s going to be
difficult maintaining it. That’s
why it pays to choose your
targets with care. Sniper fire
versus scatter gun, and all that.
Focus is what matters. It’s easy
enough to choose a region of
the country and tell your team
you’re going to concentrate on
it this quarter, but how do you
choose your region?

Easy enough if you’re based
in the middle of Manchester, or
in Guildford, but it’s our road
system that ultimately

determines how we keep in
touch. Our motorway system,
in fact. 

Windowbase recognise this,
allowing customers to pick and
choose areas they want to
target. Take the M62, for
example…

The M62 runs between
Liverpool and Hull. At the
western end, you can’t get
moved for industry. Head east
from Manchester and, after
twenty minutes of moorland,
half of West Yorkshire is within
striking distance. Once you’ve
passed the A1M, it goes quiet.
Unless you sell agricultural
machinery, there won’t be
much business along the
Humber.

The fact is that postcode
areas are a very good way to
target sales, and the more
businesses per square mile the
better. Postcode areas such as
BD, HX, LS and WF are

crammed with them. Not just
the M62 either. The same goes
for the M25, the M5 or the M6,
and so on.

If you’re looking to
concentrate on areas of high
activity, all within easy reach of
a motorway, these are the
corridors of power to travel
along. 

House-building has to pay
attention to commuter routes.
Houses within striking distance
of a motorway attract
customers, so that buyers can
travel to work every day. Maybe
it’s time you did the same. If
you want the details of your
potential customer base along
any motorway, all you have to
do is visit www.winbase.co.uk
and take a look at the data we
can offer, or ask Mike Davis on
01706 644308. The alternative
is to wander around, like
headless chickens… until you
walk across a motorway.
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THERE’S A NICE STORY of two
Canadian lumberjacks, Jake and
Pierre, arguing about who is the
meaner, tougher and stronger.

They agree to a challenge - who
can fell and log the most trees in eight
hours. The referee starts them off and
for the first hour it’s neck and neck,
with two piles of timber roughly equal.
Then Pierre takes a break, and
disappears behind the cabin. Jake
redoubles his efforts and when Pierre
reappears ten minutes later Jake is
ahead. 

The pattern is repeated throughout
the day - every hour or so Pierre
takes a break behind the cabin, while
Jake determinedly hacks on. When
time’s up, the ref blows a whistle and
the loggers take a hard-earned rest.
Huge piles in front of each of them.
Jake’s is good, but Pierre’s is better,
and Jake has to admit it. He turns to
Pierre and says, “I don’t understand, I
was working my butt off all day - but
every hour or so you took a ten-
minute break. How come you’ve
won?”

“Quite simple,” says Pierre, “I was
sharpening my axe!”

Each quarter we get a call from a
customer (thankfully different each
time) - who complains that they’ve
sent out a mailing and - because they
take our advice about putting return
to addresses on the envelope - some
come back. We ask for examples.
Some were removed from the
database last year, others earlier this
year, and some with the last update. 

We ask if they removed the
records that we indicated as gone. “I
don’t know,” is the frequent reply. “We
just gave your data to the IT
department.”

With each update (particularly
window industry data), we provide a
file with the ‘gone-aways’ -
companies we can’t track down, or
which have been reported missing.
These are marked as gone - and
clearly need to be removed from
existing data. If someone neglects this
simple job, the data becomes
unwieldy, especially as we won’t
mention them again.

What’s more, if you have a sales
force chasing new customers, they
waste time finding out what we’ve
already told you, and there’s no better
way to demoralise a sales team than
to send them on a wild goose chase.
So sharpen your axe - remove
dead data - with each update.

SIX HUNDRED QUID buys you the
names of 200 housing associations, if
you know where to go. Which 200? The
biggest? The most active, developing or
modernising their stock? Who knows?
Not us. We wouldn’t pay for information
like that. Is it information at all?

Windowbase has already updated its
database of housing specifiers twice this
year. Local authorities and housing

associations, and we haven’t even finished
yet! There’s more to come. We wouldn’t pick
a few names out of a hat and sell them. It’s
just not the way we do things. You know
that. The Windowbase maps prove that
every local authority is covered. The last
edition of Issues showed you. Housing
associations are not always quite so easy to
track down. They don’t all want their names
in yearbooks. What we know for sure is that

if they have more than 200 dwellings, they
should be in our database. If they aren’t, they
certainly will be by the end of this year.

It’s the old bull and the young bull story,
all over again. Young bull fancies running up
the hill and sampling a few of the cows. The
old bull suggests walking up and having the
lot.

Maybe you’re only looking for Freisians,
though, or pedigree Charrolais. You’re not

alone. Sales managers come to us, asking
for specific geographical areas, for their own
specific marketing reasons. Maybe they’re
targeting London because they make vertical
sliding sash windows, or Scotland for steel
doors . . . whatever. Windowbase offers
virtually all the names but you can cherry
pick the parts of country that suit your
particular market. 

200 housing associations indeed!

The cattle market

OBSESSION WITH GETTING
IT RIGHT can be a really
depressing business. We can
send out a new database and,
the very next day, we learn of
changes to one company or
another. 

On the other hand, we were
able to tell a PVC-U profile
supplier that company ‘X’ had
changed systems, to them,
before they knew it themselves.
Occasionally, someone asks,
“how did you find us?” That
happened recently, within weeks
of Paul Moll - a respected name
in the window industry - starting
up a new trade fabricating
company in Hinckley; Cardine
Windows & Doors. Our research
team rang to find out what they
did. It helped us too, reminding
Paul of what we did. He rang -
“You’re quick off the mark, aren’t
you? I’ve only just started up!”
and placed his order, of course!

DID YOU KNOW that over the past two
years many Irish telephone codes have
changed? Just the odd couple of digits
here and there, but enough to confuse
us all.

You see, Windowbase ring the telephone
number given in the database - it makes
sense - to confirm that the number is in use.
That way we get round the risk of taking a
number down wrong. Then, of course, if
parallel (old and new) numbers are in use, the
danger is we confirm the old number. And
everyone is happy . . . until the switch is
made. Then the old numbers don’t work.

About 150 of our 2002’s Irish Republic
numbers recently stopped ‘working’, so
we’ve issued a free update with the new
numbers. Now we can all get hold of the
companies who are still out there (and there’s
a new Irish database due soon). All records
will show the correct phone numbers from
both the UK and the Irish Republic, as you’d
expect from Windowbase.

Ireland - were
our faces green!

IS A LACOSTE polo shirt
actually better than one from
Matalan? What are you
paying for, apart from the
name? They’re all probably
made by half a dozen low-
paid women in Turkey,
anyway. Some names have a
reputation they don’t
necessarily deserve.

One “name” [and we’d
better not name it] is
synonymous with quality yet,
according to their database
information, Wimbledon is in
Manchester! Another “name”
sorts its data - and this is a free
sample to show how good they
are - with Darlington in Northern
Ireland.

Buried within Big Name
organisations are girls who don’t
necessarily care about the
quality of their work - whatever
it is. They get paid anyway, and
not much either. If you’re
looking for active house-
builders, for example, wouldn’t it
be reassuring to know that
someone had phoned to check
the name deserves to be in the
record you’re paying for? 

Yes, it’s only one record, but
it’s one you’re paying for, and
it’s one that someone is
supposed to be targeting. It’s a
wasted journey or literally junk
mail, and it’s money down the
pan. How many more are
there? Is your sales force failing

you or are you failing your sales
force? Give them the right
information, and most of them
will bust their buns for you,
trying to get a result. Just think
twice before you shell out good
money to a Big Name, because
what they offer might be a spin-
off way of making a few quid
from a lousy database. It’s not
how they got their Big Name,
but building complete, accurate
and date-stamped data is how
we got ours!

If you want to buy a quality
car, you don’t go to Calvin Klein.
It’s horses for courses. When
you want quality data, everyone
comes to Windowbase, sooner
or later… everyone.

Famous name
brands
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