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 January 23, 2007  Rich Enterprises, Inc. 
Newsletter  
Providing sales tips, industry 
news, and company updates 

 Dear Melissa,  
Rich Enterprises, Inc. provides our 
small to mid sized clients with 
qualified leads and new sales 
appointments through our cold calling 
and telemarketing services. Our goal is 
to help our clients expand their 
business by locating new prospects and 
customers. 

This newsletter is designed to keep our 
clients informed of new developments 
within our industry, new legal 
requirements, company and staff 
updates, and new marketing 
techniques that may enhance their 
sales. Should you have any questions, 
please do not hesitate to contact us any 
time.   

 Business Initiatives for 2007  



By Tracy Rumsey 

(staff)    As we enter 2007, it is time to 
plan our marketing and 
business initiatives for 2007.  
The purpose of marketing is to let 
prospects know about the product or 
service you offer and to persuade them 
to buy or use it. Effective marketing is 
letting people know about your product 
or service repeatedly.  

• Analysis is the first step to 
developing an effective 
marketing strategy. What 

are my goals for my business? How do I accomplish 
those goals? What do I hope to accomplish this year? 
At the end of 2007, where do I want to be? 

• Is it time to penetrate new markets? Do your 
research and capitalize on a market that has 
customers who are accessible, that is growing fast, 
and is not owned by one company. Develop an 
opportunity to provide products and services to a 
group that other businesses have overlooked. 
Examine the primary target market for your product 
or service, including geographic location, 
demographics, your target market's needs and how 
these needs are being met currently? 

• Analyze Your Database. Are you adding new 
clients to your customer base? Your existing clients 
are your best source of referrals and your best source 
of advertising. Remember, referrals are made based 
on personal reputations and solid relationships. 
Once a successful project has been completed for a 
client, let your clients know how much you 
appreciate them. 

• Management Focus. Review your business 
structure and management resources, including your 
internal management team, external management 
resources, and human resources needs. 

• Finances. Budget for a successful new year. 
Regardless of your budget size, it will go much 
further if you plan ahead. A strong financial plan will 
prevent headaches and guarantee success.  

• Marketing materials. Maybe a new image for the 
New Year will give you the business makeover you 
are seeking. Have you considered why a competitor's 
business gets more attention than yours? The 
answer just may just be marketing materials and 
collateral. You have given a great deal of time to 
select your company name and believe it speaks to 



who you are and what you do. Now you need to 
choose a graphic image that stays in your customer's 
mind. Use this for flyers, business cards and any 
type of advertising for your business 

Success is a result of setting goals and taking clear steps 
towards those initiatives. Strong entrepreneurs achieve 
success by developing a step-by-step marketing plan to 
ensure that they reap the ultimate business rewards.  

 Warm Leads  
By Cloren Royal 

(staff)    As entrepreneurs, you may be familiar with warm leads. In 
many experiences, an initial cold call can pose as a 
challenging feat; therefore, getting past the cold call would 
open the door for the next best type of prospect, the “Warm 
Lead.”  
A warm lead is what most business people dream of getting 
so that the challenge of the cold call has been overcome. 
Now, the guard is down because we assume there will not be 
any resistance. We are now in a position, where we feel that 
the contact has some interest and with any level of comfort 
and interest, this poses for an ideal situation.  
When a call transitions from a cold call to a warm lead, we 
can now communicate with our prospect with a greater 
chance of success.  
Don’t Let the Warm Leads Go to Waste!  
If an initial call can be converted into a warm lead, there is 
still opportunity for future business. A warm lead could 
potentially develop into a conference call, getting 
information to the prospect, a future networking event, a 
referral, or an in-person appointment, there are many 
opportunities, and it is certainly a step in the right direction.  
Consider your warm leads as a chance to communicate with 
your prospect. Although it is necessary to have good 
communication skills and control of the conversation with 
your warm lead; if the proper technique is applied, your 
chance of success is great.  
One of the great attributes of a warm lead is once you and 
your contact have spoken on the initial call, you now have 
the ability to refer back to the previously noted conversation. 
This gives your contact the confirmation that the two 
conversing are no longer strangers and that your contact has 
apparently “opened their book” up to you previously. (even 
in the slightest way).  
Now that we know the importance of the warm lead, let’s 
make sure that they are also on the priority list. Now, you 
can expect good or even great conversion rates!  

 New to our Rich Worldwide newsletter!!!  



By Melissa Rich 

(President)    Question and Answer section  
This question and answer section is 
designed to provide brief answers to 
frequently asked questions relating to 
B2B Telemarketing and marketing 
questions in general. Please email your 
questions to 
Melissa@richworldwide.com and we 
will answer your questions in upcoming 
newsletters.  
Question for this week:  
Why do we need a trial period?  

Answer:  
Each account is unique and the trial period is used to adapt 
our services to your account, your expectations, and your 
industry.  
During this time, your program is monitored closely each 
day and your program manager will make modifications as 
needed to maximize desired results.  
Our minimum trial period is 4 weeks so that we cannot only 
adapt to your industry but so that we can start to realize 
typical program results.  
Once the trial period has been completed, Rich Enterprises 
and the client will be able to make an educated decision 
regarding the program future.  
Be sure to look in the next newsletter for more 
questions and answers.  

 About Our Company 
 

    
Rich Enterprises, Inc. was 
founded in 1999 on the 
premise that businesses 

must not only maintain, but must always seek new revenues 
and opportunities in order to succeed.  
We certainly look forward to answering your questions and 
meeting your outsourcing needs. We are proud to be an 
active member of our local Chamber of Commerce and 
professional business associations. 
In August of 2004, Rich Enterprises, Inc. was certified as a 
Women Owned Business Enterprise with the State of Kansas 
Department of Commerce. 
Our primary website for cold calling services can be viewed 
at www.richworldwide.com. In 2004, Rich Enterprises, Inc. 
also established www.richcrm.com to handle customer 
service calls or warm calls. 
Our sales team is anxious to provide information about 
products, pricing, and answer your questions. Rich 
Enterprises, Inc. is responsible for a wide range of sales 
outsourcing services and looks forward to creating a sales 
solution and program that best suits your needs. 
Please feel free to contact us via any of the following 
methods: 
 
Learn More  



   
  

 

Contact Information  

email: 
support@richworldwide.com  
phone: (888) 443-5247  
website: 
http://richworldwide.com  

Join our mailing 

list! 

Join
 

  
 

  

 

 

*****Marketing 

Special******* 

Free Scripting to start 
your campaign off right! 
(coupon is not necessary-
we offer Free scripting 
w/all programs)    

Offer Expires: January 29, 2007  
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