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Estimate Summary Report

What are we looking for?
• Where are the leads coming from?
• Incomplete leads.
• Estimates that need to decide on services (status 2).
• Closing rate.
• Are the campaigns we are doing worth it?
• Allows us to allocate resources & funds to the highest performing sources/campaigns.
• This can be determined based on:
• Closing rate
• Cost per sale vs. spend per sale

This report is run by individual branch as well as combined to see data for the 
whole company.

Mark looks at the sales reps individually as well to ensure they are staying on 
top of open leads. This is reviewed at the same time every week.
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Weekly Productivity by 

Date This week over week snapshot allows us to look at key information to measure the business:
• Production stops
• Value of  stops
• Optional $
• Service Calls
• # of leads that came in & that were completed
• # in $ for sales & cancels
• Optional sales
• Net sales

With this information, we can assess:
• Did the business grow or shrink?
• Are we consistent in productivity?

• If not, why?

This is also used for year over year planning.
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Customer Growth Analysis

We look at the CGA from 11/1 of the previous year through Saturday of the previous week.
Why November 1st? We start our sales campaigns for the next year as well as renewals.

MT looks low because we do not focus on that until May.

We are looking at:
• Old customer count; which are the customers from 10/31 & before since the beginning of time
• Revenue by $ old & new
• % of cancel rate
• Customer count
• Growth tracking
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Weekly Productivity by 

Tech

Snapshot of tech productivity & what is going on in "their business":
• How many cancels in the route?
• Who is producing well for technicians?
• Who is producing well for sales?
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Season Summary by Service
This gives a snapshot of everything we are doing & the total revenue for the entire company.
• We look at all services individually by branch as well as combined data for the company (shown below).
• Watching for when services should be completed at that time of year & if we are on schedule to complete them?
• Why are we scheduling the next service when we're not done this round?
• Are services getting done on time?
• Are we leaving revenue on the books?
• Allows us to track product needs for all services.

< 1st section of #s gives revenue scheduled for 
the whole company.

< 2nd section shows possible revenue loss due 
to Service Holds & Credit Holds.

< 3rd section is projected revenue based on 
what we have now. This is "less important" as 

this can change due to cancels, skips, & 
removal of 1-time services.
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Winter Renewal Status Tracker 



Winter Communication Schedule

Before renewals are processed, we 
outline what our communication will be 
throughout the winter. This is used as a 

guideline but can be adjusted as needed 
at any point. The changes are tracked to 
use as reference the following year when 

we prep for the next winters 
communication.
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Angela Corrado

Executive Assistant

MissionGreen Services

EMAIL ADDRESS

acorrado@missiongreenservices.co
m
PHONE NUMBER

(603) 689-6229
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