
Notes 
 
-Start with local clients before expanding regionally/nationally. You need a business with 
systems in place and a good process for getting clients on board and campaigns running 
smoothly before you go after bigger deals. Bigger deals can “snuff out the fire” if added to your 
business too soon. 
 
-Regional and National deals require more information mining than local client calls. 
 
-Positioning is KEY. You’re a regional company expanding nationally. Know this and say this 
with authority. 
 
-On the data mining, you’re looking for help, to be able to speak with the right person. Ask the 
front desk person to help you out: “I have live phone calls for [INDUSTRY] in your 
region/nationally coming in, who would be the right person to speak with about this?” 
 
-You’re currently in talks with multiple regional/national companies for these live phone calls, 
and they need to go to a reputable company that can take care of them. 
 
-Starting small can be a lot bigger when it comes to a regional/national deal. You want to “start 
small “ and test a few areas/stores/etc. And then do a rollout ONLY if it makes sense for both 
you and the company you’re going to work with. Communicate this clearly to the person in 
charge of the decisions for the company. 
 
-You’ll be using the same script for 90%+ of what you already have. The only 
tweaks/adjustments will be in the form of speaking the language of a regional/national company. 
At this point: You ARE a regional company expanding nationally. Or a local company expanding 
regionally. And you’re speaking to a regional/national company. 
 
-Language: “Department” Titles such as ”Director” and “Founder”, “Paperwork”, “Process”, 
“Programs”, “Application”, “Vendor”, “Partner”, etc. This language is in addition to the normal 
language you have with local clients and doing deals with them.   
 
-This is not a 1 call close process. It will in most cases take several calls (usually with several 
people involved in the decision). Totally worth it in the end, given the nature of the volume that 
comes with regional and nation deals. 
 
-Never do just one deal, always keep multiple deals moving through the “process”. This is so 
your business isn’t dependent on any one source of revenue. Never lock your company into one 
deal only without an agreement of some kind and some serious volume. Long term here (after a 
test/rollout period). 
 
-NEVER speak to franchisees about a “finalized deal” with corporate if it isn’t true. Saw this 
happen and it can cost you the whole national deal if you’re not careful. Never use high 



pressure tactics like this to get a client on board. Slow and steady wins the race when it comes 
to regional/national level deals. 
 
-Listen to all the regional/national call recordings to get a better feel for the process and how to 
use it yourself! 
 
 
Resources 
 
http://linkedin.com 
http://corporate-office-headquaters.com 
http://manta.com 
 
 
-More to come 
 
*Last updated 9/6/17 


