
MEET US AT THE FIT SHOW

Milwood Group will be at the 

FIT Show again this year and 

we hope to see you there. If 

you are thinking about 

becoming a Milwood reseller, 

then this is a great 

opportunity for you to meet 

us and find out more about 

how we can grow your 

business together. Come and 

see us on Stand S10.

We have just completed our 

most successful year and we 

want you to benefit from our 

proven knowledge and 

expertise to help grow profits 

in your business in 2017. 

If you are already working 

with us, then come along and 

ask us about the exciting new 

plans we have for this year.

What' s happening at the 

Show?

We will be able to give you 

an exclusive preview of our 

new bioclimatic pergola 

product. This stunning new 

addition, with its rotating 

blades, protects against 

overheating while still 

providing beneficial 

ventilation and stunning 

visuals. We think you will love 

them!

You can also meet our newest 

team member Joel Jueanville. 

Joel will be able tell you more 

about our products, including 

the new Simplicity 35 with its 

integrated lighting and cable 

ways for our heaters, which 

will allow you to wow your 

customers even more with a 

neat and practical solution. 

Meet Joel on Stand S10.

Help from our marketing 

expert to grow your business

Milwood Group has a lot to 

offer our resellers. Part of 

that unique package is our 

unrivaled marketing advice 

that is proven and practical. It 

will help you drive leads and 

sales without spending huge 

amounts of money. If you 

want to make the most of the 

opportunities of direct and 

digital marketing, then read 

the essential marketing tips in 

this newsletter.

LAST YEARS' FIT SHOW 
WAS A HUGE SUCCESS

Last years FIT SHOW, which was held at the 

International Centre, Telford was a huge success and this 

year should be even bigger!

We had a number of verandas and glass rooms on show 

with samples, so you could see our products in person 

and see how they are manufactured.

Below: Photos from last years FIT show

 Issue 1  |  May 2017



© Copyright 2017  |   www.milwoodgroup.com   |    0333 305 5272  |   Page 2

Easily Int roduce Verandas, Canopies and Carports to 
Your Exist ing Customers, using 'FREE' Mailchimp 

Have you let your existing customers know about your Verandas, Canopies or Carports, or any other new products you may have, that 
your existing customers might be interested in? If not, Mailchimp is an excellent tool for 'Bulk' Emailing your Customers, for FREE.

One of our resellers, Able Canopies (see pages 4 &  5 for details) used Mailchimp to keep their customers up to date with their new 
products and recent news etc., which in turn, doubled their repeat sales from their existing customers, over a 12-month period.

We use Mailchimp here at Milwood Group too, so we know first hand how powerful it is and we recommend you take a look.

HERE'S A 5-STEP GUIDE TO CREATING A 
FREE MAILCHIMP ACCOUNT.

Step 1)

Go to www.mailchimp.com &  click 'Sign Up Free'  

There are 3 Options:

- Forever Free ? Start with this
- Growing (Starts at $10 p/ m) ? We now use this as it links to our 

CRM (Capsule CRM)
- Pro Additional $199 p/ m ? Not tried this

Step 2)

Get started with your account

- Add your details
- Click Get Started button
- Check your email, click Activate Account button
- Confirm you?re not a robot and follow instructions
- Follow the instruction for Password formatting.

Step 3)

Tell Mailchimp about yourself, using the following info and Click Continue 
between Steps

- First and Last Name
- Business Name, Website Address
- Postal Address
- Online Selling Details ? If you don?t have an Online Shop, click No
- Connect Social Media or Skip for Now ? click Continue
- Subscribe to ?Getting Started? or ?What?s in Store? if you want to 

learn more ? and click ?Let?s go?

Step 4)

Follow the 2-Step Tour by clicking ?Next?

To return to the Dashboard at any time, click the Mailchimp logo (top 
left of the screen).

- Read the ?Learn More? Guides to find out more
- Click View Verified Domains if you need to send emails from 

a different website address

You will now be ready to create a list of customers and send your 
first email. Remember, if you had 20, 200 or even 2000 customers 
in Mailchimp, you could email them all in 'one click'  at no cost, if 
you' re on Mailchimp's free plan - give it a try!
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A HOT UPGRADE 
FOR YOUR 
CUSTOMERS

To ensure that your customers can 

get the maximum from their Milwood 

system, and enjoy their outside space 

to the full, we have added excellent 

upgrade products to our range.

These high-quality options will allow 

you to offer practical, profitable 

solutions to your customers, ensuring 

you build long lasting relationships.

To take the chill off the evening air, 

we have a range of infrared 

wall-mounted heaters. These will give 

customers more time outside enjoying 

their gardens and will come into their 

own for those barbecues or evening 

events that carry on once the sun has 

gone down.

The heaters generate heat quickly and 

come with two year guarantees. They 

are a stylish and practical addition to 

any canopy or veranda.

For customers who like to read 

outside or add some additional 

security around their property then 

our LED lighting that can be added to 

the Simplicity 6 and Simplicity 

A lfresco verandas, is a must have 

upgrade. These efficient lights are 

incorporated in the back of the eaves 

beam and provide efficient light for 

the whole space.

Combined with the heaters, they 

extend the amount of time that 

customers use their outside space and 

therefore the value they get from 

their purchase from you making them 

more likely to recommend you and 

buy again!

THE SIMPLICITY 6 IS GETTING BETTER

HAVE YOU COMPLETED THE 
INSTALLATION OF THE YEAR?

In recent weeks, we?ve informed you 

about the improvements to our trade 

partner schemes, website, and new 

products. Now we can tell you about a 

new development with one of our 

most popular products: Simplicity 6.

New Fixings Cover System.

The most promising improvement 

we?ve added to the product is a 

brand-new fixings cover system. This 

eliminates the visible fixings along the 

veranda making it more attractive for 

your customer?s homes.

These improvements add to the already 

stylish product that can be used as a 

veranda, canopy, or carport system. 

The product includes elegant posts and 

can have glass roofing.

Glass roofing provides improved 

acoustic properties and reduces noise 

from raindrops during heavy 

downpours.

The glass panels are also easy to 

maintain, and give the product a 

sparkling finish ? an excellent addition 

to any home.

The product is glazed with a choice of 

6mm toughened glass, or solid 

polycarbonate. The framework for the 

Simplicity 6 product is made from 

durable aluminium.

Customers can have the option to 

powder coat the structure to any RAL 

colour or BS colour of their choice.

The Ideal Garden Feature.

The Simplicity 6 is a stylish addition to 

any domestic garden; perfect for 

alfresco dining and garden parties.

It has a large span, up to 3.2 metres 

from the supporting wall and can be 

any length. Therefore, a customer can 

customise their product to suit their 

needs.

With a full 10-year guarantee and a life 

expectancy of 25 years, this product is 

now one of the best on the market.

Did you know the FIT Show are running an installation of the year competition? 

Upload your installation picture to Twitter using the hashtag #FITInstallation and 
you could be a monthly winner.

A ll monthly winners then go forward to the Installation of the Year Final.

The winner will be announced at the Fit Show Gala Dinner 24th May.

For rules and how to enter visit the FIT Show website:

www.fitshow.co.uk/ installation-of-the-year
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The m arket ing approach I am  about  t o share is so easy 
& cost  ef fect ive t o im plem ent , m ost  businesses laugh it  
of f  as t oo-good-t o-be-t rue... but  if  you're not  doing t h is, 
you have an unt apped gold-m ine... you could be leaving 
t housands or  even hundreds of  t housands on t he t able.

There are 3-Par t s t o m ak ing t h is work  for  you, (t h is w il l  
work  for  any business, not  just  Canopy suppliers)  
before I t alk  about  t he 3 Par t s, check  out  t he 
"Knock-Knock"  below , bet ween m yself  ' in  black ' and m y 
cust om er  'in red' which t ook  place at  2 separat e 
m arket ing m eet ings, 12 m ont hs apar t .

Knock Knock!  Who?s There?

Lettuce!  Lettuce Who?

Lettuce try emailing your customers once a month, to see if they 
can help you get more Leads. 

We?ll give them some useful information, update them on your ?new 
product of the month? and ask them if they know anyone else who 
might be interested in what you do. 

What do you think? 

Sounds complicated & expensive to me?  I?m not sure. 

Plus, I don?t want to upset my customers, they give me a lot of 
business and I have worked very hard to earn their trust over the 
last few years. 

I can understand that, but I am not talking about spamming them 
with lots of sales messages, I am talking about giving them some 
useful information, keeping them up to date?  and asking them if 
they know anyone who could also benefit from doing business with 
you. I think you should give it a go! 

How long is all this going to take, and how much is it going to cost 
me? 

The Marketing Guys are already run off their feet as you know, and 
we?re already spending money left and right on other ?Marketing? 
things?  including you! 

I have already written a guide that your Marketing Department can 
follow, which is pretty straightforward, so that?s going to save time 
there.

You already have the bulk of the info on your Website, which most 
of your customers don?t even see?  so we?re just talking about 
re-purposing your blog content, adding up-to-date product info and 
sending it to your existing customers. 

It might take your staff a couple of hours a month to do this.

And?  if you use Mailchimp, we can do this without spending any 
money, as we can use their Free Plan. What do you think? 

Ok, lettuce give it a try :-)

Getting more Leads through the door is always a good thing, I will 
leave it to you to liaise with Marketing. 

Knock Knock!  Who?s There?

Remember!  Remember Who? 

Remember you agreed, 12 months ago, that we were going to email 
your existing happy customers once a month, to see if they could 
help us get more Leads?

Err?  Oh Yes! 

What?s going on? 

Your Repeat Sales have gone through the Roof! 

In the 12-month period before we started our ?Ongoing Customer 
Communication? Test?  sales from existing customers was around 
£220,000?  

After keeping in touch with your customers every month, for 12 
months, Repeat Sales have increased to £468,000?  an increase of 
£244,000. 

NO WAY! 

Can you remind me?  how much time and money did this cost me? 

About 3 Days Time and ZERO £?s Spent.

So to put it another way, your Marketing Assistant spent about 24 
hours in total, following your new Ongoing Customer 
Communication process, and it generated over £10,000 in sales, per 
hour spent. 

AWESOME! 

You?re not paying me enough! 

NO COMMENT! 

K nock -K nock ... 12 Emai ls Sent, 
£ 10,000 Earned Per Hour Spent

How Able Canopies (Milwood's first 
reseller) Doubled t heir  repeat  sales 
adding £244,000 t o t heir  Turnover , 
spending only 3 Days & Zero £'s...

12 M onths Later... 

Written by Leonardo Wood, first published in the Installers iMarketing Guide 2017.

Testimonial from Able Canopies. Article continued on Page 5...
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As you were reading the '£244,000 Knock-Knock' on the 
previous page... you may have had the same immediate 
reactions to my suggestions as my customer did...

"sounds complicated and expensive" "I don't want to upset 
my customers as they give me a lot of business" "I have 
worked very hard to earn their trust" "how long is this all 
going to take" "how much is it going to cost me" "we're 
already run off our feet and spending too much as it is"

This is a normal reaction, so if your immediate reaction was 
similar, it 's because you are normal... but seriously, please 
give this some serious thought, it 's serious.

Tracy from Able Canopies says in her Testimonial "last year 
alone we generated... £464,000 in repeat sales" to clarify, 
this was as a direct result of sending one email per year to 
their Customers...

To achieve an increase in repeat sales for your business, the 
3 parts listed below will help you:

1. A Dat abase of  Cust om ers
2. New Product s t o Prom ot e
3. A Sim ple Plan t o Follow

Once you have those 3 Parts in place, you'll need a member 
of your team to implement this. You can do it yourself, but 
to ensure it gets results, I suggest you tell one of your staff 
members to follow this, so it gets done religiously. 

1) Database of  Customers... 
On average, 68% of Customers that leave a typical business, 
to then go and buy stuff from a competitor, will do so 
because they feel ignored and unappreciated. 

So in the example above, if Able Canopies had not 
organised their Customers into a Database, and let them 
know about their developments, news and new products, 
many of their customers may have been enticed away by 
their competitors, especially if their competitors were doing 
a better job of keeping them up to date.

It is not your customers job to keep asking you "what 's new" 
"what else do you do"; it 's your job to keep them up to date 
and in the loop.

So, the first thing you need to do is put your Customers' 
Names, Phone Numbers, Email Addresses and Postal 
Addresses into a Database and Tag them as Customers, so 
you can easily pull up a list of Customers and send them 
something of interest to encourage them to buy again, or 
refer you to someone they know, who might benefit from 
your products and services.

If you're getting started with customer databases, and you 
do not yet have a CRM (Customer Relationship Manager), 
the easiest way to get started is to use 
www.Mailchim p.com .

Mailchimp will allow you to store the Names, Emails and 
other Contact Details of up to 2000 Customers at no cost.

Note: Able Canopies used the free Mailchimp plan to email 
their Customers once a month, doubling their repeat sales.

2) New  Products to Promote...
It is often quoted that it 's 10 times easier and much more 
profitable to sell stuff to your existing customers, than it is 
to sell stuff to people who have not heard from you before. 
This is because your existing Customers already know and 
trust you.

So, instead of putting all of your energy into prospecting 
and quoting people who have not used you before, it makes 
a lot more sense to continually develop new products to 
offer to your existing customers.

This is how many of the new Milwood Resellers kick-start 
their Veranda, Carport and Canopy Sales... by using a 
system like Mailchimp, to let their Customers know about 
their new range of 'Milwood' products.

So whether you're letting your Customers know about a new 
range of Windows and Doors, or Verandas & Glass Rooms, 
the key to success is to let them know. Try sending an email 
to your existing customers once a month like Able Canopies 
did, it really can make a huge difference to your bottom line.

3) A  Simple Plan to Fol low ... 
As I mentioned at the start of this article, with a litt le bit of 
guidance, this is so simple, it 's often overlooked as 
too-good-to-be-true, but as I have demonstrated, it could be 
worth £1000's to you, for just a few hours work.

Here's what you need to do...

1. Collect your Customers' Names, Emails etc. and 
upload them to Mailchimp or similar

2. Add one new product to your product range each 
month that your existing customers might be 
interested in

3. Send an email to your customers once a month, 
letting them know the following... a) What you've 
been up to recently... b) Introduce your new 
product-of-the-month... c) ask if they know anyone 
else who might be interested in your products

This simple 3-Step process is proven to increase repeat sales 
and generate more word-of-mouth recommendations.

Check out the getting started with Mailchimp on page 2.

If  you would l ike m ore inform at ion 
about  t he Inst allers iMarket ing Guide, 

go t o www.Inst allersMarket ing.com

Double Your Repeat 
Sales: 3-Part Guide

http://www.Mailchimp.com
http://www.installersmarketing.com/
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New  Product Check l ist

Looking to offer new products from a new supplier? Here are 2 checklists...

Is the new product simple to install?
A complicated slow installation could knock a large percentage off your profit.

Does it have a guarantee?
A guarantee shows the company has confidence in the quality and longevity of their product, and this also 
allows you to pass the guarantee onto your customers ? giving them more confidence in your new 
offering.

Does the product bring something new to the market?
To move your business forward, choose a product that is at the forefront of design and uses the latest 
technology.

Is it the highest quality product on the market?
This will ensure your good reputation for excellent products is maintained and can be developed further.

Is the product versatile?
Does the product offer the most flexibility, covering a wide range of sizes and/ or colours to meet all your 
customers' requirements? The more versatile the product, the more customers you are likely to be able to 
serve.

Does the product look good?
It is important, especially in the fenestration industry, that the product looks attractive as customers don't 
want to add a new feature to their home and not be happy with the finished result.

Does the product fulfill your customer's requirements?
It is a good idea to take on a product that is related to your industry, but is a development of what you do 
? e.g. if you install conservatories, you may like to consider offering verandas as a more open garden cover 
option, or perhaps your customers are also looking for outdoor cover for their vehicles?

Does the product sit comfortably in your existing range?
Choose a product that is closely enough aligned to your existing market, but different enough to bring in 
new customers too, who might in turn find they want to buy from your existing range too!
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Does the supplier offer a fast reliable delivery service that meets your requirements allowing you to 
continue to offer the best service to your customers?

Is the supplier interested in developing a long term, valuable partnership?
Choose a company that will pledge their full support &  work with you to help your business grow.

Does the company use the latest technologies and continually evaluate and improve their products?
This will allow you to offer the most advanced products to your customers and position you ahead of 
competitors.

Does the company offer products which are value for money?
Try to choose a company that has value engineered their products as they will be able to pass these savings 
onto you, increasing your profitability.

Do they have proven products?
Ask for evidence such as case studies and testimonials from customers to back up all that a company is 
telling you.

Does the company have the relevant technical data about their products to satisfy your installers and 
more technically minded customers?
This could include calculations such as wind and snow loadings which are vital for your team to follow in 
order to install safe and stable structures.

Does the company offer any training support?
A training session can help familiarise all your staff with a product and how to install it correctly ? ensuring 
every installation is perfect and professionally completed.

Does the company supply marketing literature to help promote the product?
It is important to check if this literature is unbranded as this will allow you to use it straightaway ? meaning 
you don't have to spend time and money creating your own brochures.

Does the company offer any assistance to help get your new product seen online?
Help writing content and publishing it online can prove invaluable, as this allows you to focus on selling the 
product whilst their experts concentrate on making your new product look good online.

Can the company offer you and your team any sales training?
The supplier is in the best position to show you the most effective sales strategies to use to sell their 
product, plus they can give advice on who to target and what has worked best for them? A company that 
has had experience selling to your market in the past, will have priceless information about how best to 
pitch their product. Choose a company that is happy to share that advice with you.

Does the company have documents such as order forms which will help you process orders more 
effectively?
This will ensure a smooth, quick and accurate process that will allow you to deliver the product to the 
customer in a timely manner.

Do they have an easy pricing system?
This should include clear price lists to help you price products and provide instant quotes for your 
customers. Providing fast quotes will ensure you can compete with other companies in your market.

Is the company happy to share their terms and conditions?
Choose a company that is transparent in their business arrangements and offers all information about their 
product up front as this will show they are a reputable company who value your business.

New  Partnership Check l ist
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10 REASONS WHY YOUR CUSTOMERS SHOULD BUY AN AWNING

An awning is a great addition to any building, whether for 

commercial premises or homes and as a Milwood Trade 

Partner, you can sell our awnings to your customers as an 

additional revenue stream.

Once you decide to add commercial awnings to your product 

list, you will need to know the key selling points; we have 

therefore listed below just 10 of the great benefits of awnings 

that you can pass on.

1. Shade &  Shelter From the Weather
Awnings often only provide shade from the sun, however our 

awnings also provide shelter from light rain too.

2. High UV Protection
The sun provides us with many health benefits however, too 

much sun exposure can be harmful to our health and our 

awnings provide high UV protection.

3. Wide Range of Colours and Patterns
Awnings can be supplied in a wide range of colours including 

plain or striped patterns.

4. Covered Outdoor Seating Areas
Whether your customers are residential or business, an 

awning can be used to create a covered outside seating area. 

This is perfect for the hospitality trade, especially cafes and 

restaurants. Care homes can also take advantage of this by 

having an outside space that is accessible all year round.

5. Retractable Units
Awnings do not have to be used all year round. Instead, they 

can be retracted when the weather is too bad or there is no 

need for them.

6. Flexible Sizes
Our awnings are not a one size fits all product, they are made 

to order and therefore can fit above your customers doors or 

windows as required.

7. Protection from the Wind
As an advantage, awnings can be retracted when the weather 

is poor avoiding any risk due to strong winds, ensuring the 

longevity of the product.

8. Aesthetically Pleasing
If your customer is looking for an outside addition that is 

aesthetically pleasing, then the awning is second to none. They 

are very striking and the aluminium can be powder coated to 

add an extra dimension.

9. Long Lasting
Our awnings are made to last. With a lifespan of up to 10 

years, your customers don?t have to think about replacing 

them anytime soon.

10. An Outdoor Lifestyle
A great advantage of awnings is that they increase the 

accessibility of your outside space all year round. For example, 

schools can use them as outside learning areas, and cafes can 

gain an extra seating area.

Call us today to add our awnings to your product 

range &  start earning more £££'s with little effort.

0800 389 9072  |   0333 305 5272 (std. call rate)

Last month we closed the doors for the last time at our office in A lbion Place and moved 
ourselves into our brand new office just down the road by the beautiful River Len.

Our new office is much more spacious and is just off the
A20 making it easy for our clients to find.

Our location is: 

First Floor, South Wing, 1 James Whatman Court,
Turkey Mill Business Park, Ashford Road,
Maidstone, Kent, ME14 5PP 

WHEN ONE DOOR CLOSES, ANOTHER ONE OPENS


