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• You may feel…
– Uncomfortable
– Guilty
– Lonely
– Not Good Enough

• Remember…
– You will be as successful as you want & 

believe through consistency & hard work
– Financial rewards are limitless

The Beginning



The glass is half 
FULL

Remember…



• Working alone vs. with a team
• No support systems (IT, HR, etc.)
• Doing it all (marketing, service, etc)
• Quieting the “little voice”

Mental & Emotional Aspect



• Where to work
• Hours to work

– Commitment & prioritization

• Appearance 
– Feeling good = professional

• Privacy
– Traditional vs. home office

Physical



• Start-up capital (3-6 months in bank)

– Rent

– Equipment (PC, peripherals, phones, 
software, etc.)

– Marketing Materials (business cards, 
letterhead, advertising, etc.)

– Outside services (copy, insurance, FedEx)

– Travel (air, ground, conferences, etc.)

Financial 



• “Elevator” speech
– “What do you do?” (in 15 seconds or less)

• Specialize vs. generalize
• Keep it simple
• What are you best at?

Expertise



• Previous employers
• Previous vendors/service providers
• IFMA members
• Local businesses
• Attend conferences and local networking 

groups

Marketing



• Be a speaker or sponsor
• One page e-brochure (short & sweet)

• Postcards
• Keep it Simple!

Marketing



Sample e-Brochure



Sample Postcard



• Weekly Calendar
• Write goals on paper

– Review & revise frequently
– Short term goals (1-3 months)

– Long term goals (6-12 months)

• Follow the plan
– Discipline a MUST!

Business Plan



• Listen to what the customer needs/want 
– Address those needs/wants first then suggest 

other ideas
• Set deadlines to get back with customer
• Create master timeline & review regularly
• Its all about what the customer wants, not 

what you want
• Create customer deadlines
• Listen, listen, listen

Customer Service



• Remember what the customer 
wants/needs
– Write it down – get it right

– Continually confirm overall goal throughout 
project – it may change

– Follow up is always your responsibility
• No excuses

Vendor vs. Employee



• Determine and adapt to customer’s means 
of communication
– Email (keep it simple & concise)

– Telephone (cell or office)
– Status reports (detail vs. summary)

– Budget review
– Face-to-face meetings

Communication



• Create a weekly plan & stick to it
• Build & nurture relationships
• Get out of your environment and meet & 

talk to people regularly – Network
• Always thank clients at end of project

– Cards, chocolates, wine, tickets to events

– Lasting impression

Tips for Success



• Stay in touch with past and prospective 
clients

• Reward yourself
• Join IFMA FMCC Council
• Have fun!  Enjoy the freedom & flexibility

Tips for Success
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PRAYER



Niche

– Manageable 150 – 200 Customers
– Personal contact
– Defined segment – small to medium school districts 
– 2 ADM (students) to 5,500 ADM
– 93 Single Facilities
– 34 Unified / Union very small facilities
– 56 Medium Districts – Less than six facilities
– TOTAL Potential School Customers - 183



Other Niche

– Non-Profits

– Religious Based Organizations
• Catholic Diocese of Phoenix
• Catholic Cemeteries
• Episcopal Diocese of Arizona – Clerke of the 

Works
• Non-denomination Religious Institutions



Select Private Customers

– Selective Private Customers
• Referral only
• Narrowly targeted
• Must be Very Interesting



Business Makeup After 
Twelve Years

– Seventy – eighty percent K-12 schools

– Eleven – fifteen percent religious/non-profit
– Five – seven percent private

– Eighty percent owners agent
– Fifteen percent facility & transportation

– Eight – ten percent fixing problems



Marketing Plan

• Ultra white paper
• Reflex Blue
• Heavy weight card stock – FOIL
• Smile / dress
• Know the customer & their business
• 32oz ultra white heavy weight paper for proposals
• Three ring binder



Selling

– Knock on doors

– Always carry your business cards
– Face to face

– Business is always personal
– Associations ASA / ARSA / AASBA / ASBA

– Takes five knocks for the first Purchase Order
– Be an instructor or presenter at their 

conferences



Customer Association Conferences

– Booth

– Pop-up displays, inexpensive
– $800 including art work

– Flowers
– Chairs

– Target your audience



Conference Handouts

– School bus erasers – yellow
– #2 pencils – reflex blue with copper foil (test taking) 
– Maps of early Arizona w/ picture of my Grandfather 

from 1908 
– Writing pads – Writing pads (1/4” grid in a blue field)
– Tri-fold brochure – almost no one reads them when 

they go home
– Booth prize – 10 children's books in English & 

Spanish
– Free consulting time – hard to believe



Christmas Presents for Customer 
Staff

– Butter cookies
– Ginger snaps – ordered from Sweden
– Hand them out yourself !!!!!!



The Little Things

– Freebies 

– Post cards
– Photos – horses & golf courses – e-mail

– Articles – cut and send
– Newspaper – e-mails

– Phone calls
– Thank you notes



Mistakes

– Bus with no white roof

– Computer basket
– Don’t cry to your customer

– Marana USD Well – Do it Right and Eat the 
Cost



MORE 
PRAYER
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When

• After 10 years
• Facilities Closing

– Planned ahead

• Decision to Consult
• Joined FMCC



Why

• Work for myself
• Flexibility

– Hours
– Jobs

• Less Complex
– 144 processes (VFI) vs. simpler Client specific needs

• Gratification & acknowledgement
– Client appreciation
– No Board Room battles for dollars



Hopes

• Wanted to be:
– In-Demand

– Help
– Make money

– Build a reputation
– Own Successful Company



Reality

• Running a Business
– Marketing
– Finance
– Accounting/books

• On our own
– Insurance
– Corporate Taxes
– Travel/Conferences

• No Support Group



Lessons & Challenges

• Better Funding/Financial backing
• Business Plan/Work it
• Never let go of your dream
• Understand what you’re in for
• Difference between clients wants & needs
– How much they’re willing to spend

• Accept responsibility for Company
• Giving it all away
– Too much information
– Prospective clients implemented on their own



Relative Success

• Impressed clients
– Referrals

• Hired by client



Current Status

• Maintained network
• Geographic challenge
• Economic challenges
• Resource Directory
• FMCC support group
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