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What New Business Do You Want to Win?

New Account Growth Development Planner

Build Your Floor-Care System Around the Work You Want to Pursue

CONSIDER More Services. More Applications. More Account Opportunities.

Carpet. Hard floors. Upholstery. Stairs. Entryways. Corridors. Restorative cleaning.

Then build the equipment system to support the opportunity.

a What Work / New Business Do We Want to Win?

[] What types of accounts are we targeting?

[] What new services could we sell to current customers?

[] What floor types and cleaning applications will those accounts require?
[] How much new work could those opportunities generate?

[] What seasonal or periodic cleaning will customers need?

[] Which opportunities fit our current strengths?

0 What Capability Do We Need?

[] Can our current equipment handle the work?

[] What applications require additional equipment or tools?

[] Can one equipment system handle multiple surfaces?

[] Can additional wands or tools expand what we already own?

[] What new capability would help us pursue more accounts?

[] What equipment gaps could prevent us from winning or servicing new business?

o What Cleaning Performance Produces the Result?

[] Does the equipment recover water effectively?

[] What pressure and vacuum lift does the application require?
[] What reach does the crew need from one machine location?
[] How quickly can cleaned areas return to use?

[] Can the equipment handle routine and restorative cleaning?
[] Will the equipment help reduce repeat cleaning?
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Plan the Equipment Around the Opportunity

Use each section to connect new-business goals with capability, cost, crew readiness and timing.

What Will the Equipment Really Cost?

Look beyond purchase price.

[] What is the expected productive service life?

[] What maintenance will the equipment require?
[] Are parts readily available?

[] What service support is available?

[] How often will the equipment need replacement?
[] What is the estimated cost per productive year?

What Should We Invest in Next?

Let new capability follow new revenue.

[] Which purchase supports the largest share of current work?

[] Which investment opens the strongest new business opportunity?
[] Can a new tool expand the capability of equipment we already own?
[] Does projected revenue support the investment?

[] Should we expand capability before purchasing another machine?
[] When will utilization justify a second system?

Can Our Crew Support Growth?

[] Do employees have the training required for the new applications?

[] Can we schedule equipment and crew training at customer locations?

[] Which employees are best suited for specific machines or applications?
[] Can current crews cover additional work without reducing service quality?
[] At what business volume will we need additional employees?

[] How quickly can new employees be trained and productive?

Are We Ready for the Next Six Months?

[] What work will current accounts require?

[] What new contracts or renewals are coming?

[] Will seasonal conditions change cleaning requirements?

[] Can current equipment handle the expected workload?

[] Do we have enough equipment available during peak periods?

[] What tools, training or equipment should be in place before demand increases?
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