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Owner’s Note

Thanks for taking a look at this first issue of the newsletter. Read on for

notes on sales, marketing, business, and leadership that are helpful for

starting and building your services business.

First, an introduction. Who am I? My name is Mike, and I’ve been

building Quote Cactus since 2020. You can read a little about me and

why I started building this business here. It’s just me right now. And I

have a day job.

I work on Quote Cactus at night after bedtime, on the weekends, and

during naps (I have an almost 4-year-old). Quote Cactus is not a

startup in the traditional sense. I’m not chasing investors. I’m not

hustling to build a company at the expense of my family and everything

else. Like you, I’m trying to build a long-term, sustainable business I

own. It’s going to take a while to build, and I’m OK with that.

I’m proud to say that, after 5 years, Quote Cactus is real software you

can use to build your services business with a unique approach to

sales and marketing. There’s a lot more to come. Stay tuned.

Best, Mike D

Owner and developer, Quote Cactus

This Week's Sales Tip

Whatever your role or experience with sales, it’s worth it to give some

serious thought to how you approach selling your services to people,

not just focusing on specific things you can say. Your approach has a

big impact on your reputation and your business’s reputation.

https://dashboard.mailerlite.com/preview/1928561/emails/176491767122625549
https://quotecactus.com/about/


Selling is about persuasion. If you're selling new roofs or anything

else, ultimately, your work really starts with persuading someone

to pay you to do it.

“The question in the world of sales is: how do you persuade?

Answer: You don’t persuade by telling, you persuade by asking.”

(Ziglar, 2013)

Ask questions. Listen for answers. Sales influencers tend to

focus on tactics and aggression to overwhelm people, so

they ultimately agree to whatever they’re selling just to get

them to go away. This is not the way. And ultimately, it

leaves people with a bad impression of you and your

company. Are they likely to recommend you in the future?

Probably not. Instead of overwhelming people, start by

learning how to listen to them.

“A salesperson without integrity is inclined to overstate the

benefits and persuade people to overpriced products they neither

need nor really want. Selling with integrity is the only way you can

build a long-term career with the same company selling the same

product to the same people–which brings sales stability and

financial security.” (Ziglar, 2013)

One of the best things about running your own business is that you get

to decide what’s important. One of the most essential qualities for a

local services business is integrity. Local businesses and

businesspeople who operate with integrity are recommended to

others. Recommendations and referrals are worth their weight in gold.

It’s the most important kind of marketing you can do, and it costs

almost nothing. How you handle the sales process sends a strong

message to prospective customers that your business is trustworthy

and that integrity is a high priority.

This Week's Marketing Tip

https://www.porchlightbooks.com/products/selling-101-zig-ziglar-9780785264811
https://www.porchlightbooks.com/products/selling-101-zig-ziglar-9780785264811


This point is true for everyone who works at your business… from the

owner to the person who handles marketing to the person swinging the

hammer:

Anchor “...your work deeply in the dreams, desires, and

communities of those you seek to serve. It’s about changing

people for the better, creating work you can be proud of, and it’s

about being a driver of the market, not simply being market-

driven.” (Godin, 2018)

Obviously, you want your business to do well. But how does

that happen? Fundamentally, it’s about the impact of your

work on other people's lives. You may solve big problems,

like a leaking roof. Or you might document an important part

of someone's life: photographing a wedding. What you do

matters to people. It changes lives for the better.

Read the full article here.

This Week's Business Tip

Over the next couple of months, I’m going to dive into some practical

stuff to help you get started with your business idea. This week, I’ll

start with business plans.

https://www.penguinrandomhouse.com/books/600458/this-is-marketing-by-seth-godin/
https://quotecactus.com/business/anchor-your-work-in-the-dreams-of-others/


Do you need one? Yes, you do. Should you make one? Yes, you should!

“...writing a business plan gives you an opportunity to thoroughly

evaluate your idea…Your goal is to create a roadmap for your

business that helps you navigate the opportunities and inevitable

obstacles you’ll face, and perhaps most important, develop

strategies to avoid problems before they arise.” (HBR, 2014)

Many people fall into the trap of thinking their business idea isn’t

grand or serious enough to require a business plan. It absolutely

is.

Next week, I’ll go into greater detail on where to start.

This Week's Leadership Tip

Lately, I’ve been reading about appreciation and how important it is for

leaders, in particular, to get better at expressing appreciation as part of

their job. This is especially true in service businesses.

“Kindness… is free. Among the small and very easy-to-implement

things you can do to make a big difference in an organization very

quickly, appreciation is high on my list. The cost is next to nil, and

the benefits are big.” (Weinzweig, 2014)

https://store.hbr.org/product/creating-business-plans-hbr-20-minute-manager-series/16998
https://www.zingermanspress.com/product/two-book-bundle/


The benefit here is that once you hire a great employee or

assemble a good team this is just one way to help ensure

they stay. Everyone wants to feel appreciated.

When employees “feel their work is contributing positively”

toward work that makes a difference, they’re far more likely to

reach way beyond the norm of what most people would otherwise

do in their work. By maintaining an appreciative culture, we set a

positive example for everyone who comes to work with us.”

(Weinzweig, 2014)

Customers will notice this too. And they’ll be even more

likely to repeat business or even better refer a friend or

family member to you.

Read the full article here.

Mission Notes

I really kicked off serious marketing efforts for Quote Cactus this week.

Over the past couple of months, while I worked on my marketing plan, I

looked for resources available to people starting or running a services

business. It was a disappointing exercise. There was a lot of noise and

not much that was specific, detailed, and useful that you didn’t have to

pay someone for.

My approach to marketing here is to connect with people like you who

might find Quote Cactus helpful. Right now, I’m doing this by writing

about sales, marketing, business, leadership, and other topics useful to

service business owners, salespeople, and people aspiring to become

them. Most of this writing is my own thoughts on things I’ve read,

conversations I’ve had, or experiences I’ve had working over the last

15+ years, first in the painting business and later in marketing and sales

in the corporate world. I hope it’s helpful.

Quote Cactus WIP

https://www.zingermanspress.com/product/two-book-bundle/
https://quotecactus.com/leadership/are-you-an-appreciative-leader/


After a brief break from active product development to focus on

marketing, I resumed development this week. I use Stripe to handle

subscription payments for all our customers. I’d like to offer discount

codes for a few free months, but my current implementation doesn’t

support it. I’ll be working on this here and there over the next couple of

weeks. If you’re interested in a discount code, just reply to this email or

DM me on social. I’ll send it to you when it’s ready.

Quote Cactus
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