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THE LEADERSHIP CHALLENGE

The number one challenge associated with developing 
a successful canvassing program is without a doubt 
leadership.  Presidential candidate Ross Perot once stated 
“Inventories can be managed but people must be led!”  
This could not be more true when it comes to running a 
successful canvassing program.  All too often companies 
fail miserably when trying to implement a canvassing 
program by directing others to go out in to the field and 
begin generating leads without first showing them how to 
do so with live in-field demonstration.  This is the recipe for 
disaster!

In order to effectively 
prepare a canvasser for 
lead generation in the 
field, one must lead by 
example by demonstrating 
repeatedly how the 
process works. There 
are countless different 
scenarios, objections, 
questions, and challenges 
to overcome.

Therefore it is crucial 
to illustrate the proper 
handling of each of these 
possibilities so the new 
individual in training can 
begin to process 
these responses and 
prepare to recite them on 
their own. Furthermore, 
a belief system that is 
established as 

the result of watching someone 
go before them and conquer 
the task of facing rejection and 
converting it in to success. Once 
inexperienced knockers witness 
the profound probability of success 
that is the direct result of technique 
and persistence, they will have 
the confidence that they too can 
achieve the same level of success 
with the proper training and 
experience.

So do not attempt to send in-
experienced canvassers in to the 
field without the presence of an 
experienced leader to carry the 
torch and lead by example. After 
they have seen it done first hand, 
they will have the confidence and 
understanding to tackle to job on 
their own.



Profiling a Manager
Hiring a manager should be the first step you take 
in developing your canvassing program if you do not 
have the experience or the time to lead your new 
team out in to the field and show them how to get 
results on a regular basis.

Allow me to list some of the characteristics that 
good Canvassing Managers often exhibit:

LEAD BY EXAMPLE — the number one quality a 
manager should have is the willingness and ability 
to lead by example while canvassing in the field on 
a regular basis. If the manager is not both willing 
and able to lead by example in the field on a regular 
basis, sooner or later the results 
will suffer. Furthermore, having a manager who does 
not produce results to help offset the cost of his or 
her salary will ultimately contribute to much higher 
lead costs for the department as a whole
.
ORGANIZATIONAL SKILLS — It is very 
important that the manager have excellent 
organizational skills. All to often, companies 
promote their top canvasser to manage their 
canvassing program even though he or she may 
lack the Organizational skills to run a successful 
program. Many successful canvassers have issues 
with attention deficit and do not posses the skills 
to effectively manage a program. Be certain 
the attention to detail is present with respect to 
paperwork, scheduling, territory tracking, payroll 
and other administrative functions do not exceed 
your managers qualifications.

POSITIVE REINFORCEMENT — it is important to 
provide constant encouragement to canvassers as 
they encounter so much rejection in the field. The 
last thing they need is to field negativity from both 
prospects as well as their supervisor. Maintaining a 
positive attitude with a helpful coaching demeanor 
will yield the best results for your canvassing team.

CLEAN BACKGROUND — Managers should not only 
pass a drug and background Check, but they should 
also have a clean driving record. In order to drive 
company vehicles and or lead the team in to the 
field. This is important.

Finding a Manager
The most prominent place I have found for 
seeking a canvassing manager has been 
Craigslist.com. This is simply because of the 
sheer volume of traffic that exists from large 
numbers of people searching the site for work. 
Despite the prominence of decent candidates, 
there are a considerably larger number of 
unqualified and inadequate applicants posing 
as individuals with promise. Be certain to use 
extreme caution. Check references on all those 
candidates in serious consideration. It is also 
recommended that you conduct a drug test and 
background check before making a formal offer to 
any potential hire.

Other internet sites like Monster.com, 
CareerBuilder, and local job boards may have 
potential candidates as well. Even social media 
outlets could be another web outlet for recruiting 
talent. Placing ads or posts on Facebook could 
lead to possibilities. Regardless of the source, 
just be sure to take the above mentioned 
precautionary steps no matter how you come 
across your potential target.

Don’t forget to look internally. Either within your 
existing organization or perhaps within your social 
network Employee referrals are typically a great 
avenue for finding quality people, as long as the 
candidate in question meets the proper criteria 
and is willing to lead by example.

Let’s take a look at some sample classified ads 
that are designed to attract the right candidate to 
manage your canvassing program.

** THE FOLLOWING PAGES FOR SAMPLE 
CLASSIFIED ADS **



Canvassing Manager

The area’s fastest growing home remodeler is seeking a candidate with the “right stuff” to grow our 
door-to-door marketing program. Applicants should have a proven track record of success and pos-
sess the following attributes:
• Door-to-Door Experience
• Positive mental attitude
• Reliable & Trustworthy
• Strong work ethic
• Money motivated
• Ability to lead by example in the field
• Flexibility to work evenings & Weekends

For a qualified candidate who can pass both drug & background check, we are prepared to offer the 
following Compensation Plan:

• Annual Base Salary (30k Range)
• Strong Incentive Plan
• Aggressive Bonuses
• Rapid Growth Potential
• Cell Phone & Vehicle Allowance
• First year earnings $50,000–60,000

 

To qualify for an interview, please call: 
1-888-447-3969

Door-to-Door Manager

America’s most recognized name in siding insulation is seeking a high integrity candidate to manage 
our door-to-door marketing program. Applicants should have a proven track record of success and 
possess the following attributes:

• Door-to-Door Experience
• Positive mental attitude
• Reliable & Trustworthy
• Strong work ethic
• Money motivated
• Willing & able to lead by example DAILY
• Flexibility to work evenings & Weekends

For a qualified candidate who can pass both drug & background check, we are prepared to offer the 
following Compensation Plan:

• Annual Base Salary (30k + Range)
• Strong Incentive Plan
• Aggressive Bonuses
• Rapid Growth Potential
• Cell Phone & Vehicle Allowance
• First year earnings $50,000–60,000

To qualify for an interview, please call: 
1-888-447-3969



SAMPLE POSITION: 
CONTRACT CANVASSING 
MANAGER

Salary & Bonus Structure will vary based on the following:

• Size of company
• Size of canvassing program
• Products lines your company offers
• Amount of your company’s average sale
• Your market area
• Various other factors

The enclosed sample is just a guide or template to follow



Position Contract – 
Canvass Manager

Welcome to the Progressive Foam Marketing department! We wish you a long,
lucrative career with us. Before you get started, we would like to outline the 
responsibilities of your position.

RESPONSIBILITIES

Your job as the Canvass Manager for Progressive Foam is to generate the appropriate 
number of leads needed for our sales staff at the most cost effective means possible.

As the Canvass Manager, you will not only be expected to oversee all the employees 
in the canvassing program, but also to recruit, train, and hire new employees to work 
within your department as well.

HOURS 
The general hours for the Canvass Manager are as follows:

Monday – Friday  12-8pm
Saturdays    10am-3pm
Sundays   As Needed

As a manager, there may be additional hours that are associated with effectively 
running your department. Certain responsibilities may require your presence outside 
of the above listed hours in order to accomplish all of the necessary tasks associated 
with your position.

Acquiring satisfactory results is the primary concern. The hours required to 
accomplish them will ultimately dictate the terms of your schedule

______ 
Initials

6753 Chestnut Ridge Road   Beach City, Ohio 44608 
1-800-860-3626   www.progressivefoam.com



Position Contract – 
Canvass Manager

DRESS CODE  
Dress requirements can be defined as business casual:  
Dress pants slacks or khakis  
Plain colored collared shirts free of stripes or patterns  
No jeans. No T-shirts 

SALARY 
The base salary for this position is $600.00 per week.  
Salary is to be paid bi-week. 

BONUS PLAN  
There is substantial bonus opportunity available for cost effectively generating 
business from the canvassing department which is your specific focus. Outlined below 
is the schedule of bonuses: 

Bonus Schedule  
$20 per Demonstration (DEMO) on all personal appointments 2% commission on all 
net approved sales from the canvassing program  
**Demo** defined as meeting the following criteria: 
- Complete product demonstration and price delivery 
**Net Approved Sale** defined as meeting the following criteria:

- Good faith deposit equal to 1/3 of the sale price on cash jobs
- Good faith deposit of 10% and secured bank financing
- Beyond three day right to cancel rescission period

BONUS ELIGIBILITY
Bonuses are a reward for peak performance and not an entitlement. In order to justify 
awarding bonuses, there are certain minimum standards of acceptability that must be 
met in order to eligible to collect commissions and bonuses. 
They are outlined as follows:

6753 Chestnut Ridge Road   Beach City, Ohio 44608 
1-800-860-3626   www.progressivefoam.com



Position Contract – 
Canvass Manager

BONUS ELIGIBILITY REQUIREMENTS

• Monthly minimum of 100K net approved sales from canvass team
• Monthly minimum of 20K net approved sales individually
• Total sum of canvassers payroll cannot exceed 12% of net sales
• Manager’s salary & demo bonuses to be included in this

EXPENSE REIMBURSEMENT  
$50.00 per month toward cell phone usage. 0.25 per mile for business related auto 
motive expenses 

BONUS DISBURSEMENT 
Bonus pay will be calculated at the end of each calendar month and distributed once 
monthly after all commissions have been tallied and calculations have been finalized. 
Pending sales carry forward to the next calendar month. 

ACKNOWLEDGMENT & AUTHORIZATION  
I have read this position contract completely and I understand that by authorizing 
this agreement, I agree to all of the above outlined items as they relate to the 
responsibilities and compensation associated with the position.

_________________________  
 Employee   
_________________________ 
Progressive Foam Executive  

6753 Chestnut Ridge Road   Beach City, Ohio 44608 
1-800-860-3626   www.progressivefoam.com

_______________ 
Date 
_______________ 
Date



RECRUITING INDIVIDUAL 
CANVASSERS

Profile Target

IDENTIFY THE CHARACTERISTICS 
OF THE IDEAL CANVASSER:

• Attractive
• Energetic
• Enthusiastic
• Outgoing
• Talented talker
• Money motivated
• Work in retail or hospitality
• Trainable & Coach-able

IDENTIFY THE LOCATIONS AND 
VENUES WHO ARE LIKELY TO 

FURNISH CANDIDATES:

• Colleges & Universities
• Vocational Schools
• Campus Hangouts
• Government Agencies
• Online venues & Job Sites
• At Trade Shows Events
• Retail Stores & Kiosks



HOW TO RECRUIT CANVASSERS
The following pages contain the most proven methods 
for affectively recruiting canvassers in small or large 
quantities. It is important to keep in mind that this is 
a recruiting SYSTEM. So unless you follow each of the 
steps in the system, it is not nearly as likely to produce 
positive results. If you decide to alter or eliminate 
any of the steps in this proven model, then you will 
drastically change the results that it can provide.

The key fundamental to understand when recruiting 
canvassers is that we are targeting the “Under-
employed” not the unemployed. People searching 
for jobs on Craigslist or in other outlets are often 
unemployed and in some cases unemployable… You 
must target good candidates! Those people are often 
already working and not actively searching for a job. 
They will however explore a better opportunity if one 
presents itself. Let’s target those type of candidates 
with our opportunity. Follow the steps below in numeric 
order.

1. Distribute the “ultimate part-time job” post-it 
note by placing on vehicles at local community colleges, 
universities, shopping malls, movie theaters, youth 
groups, etc. Anywhere that your target demographic 
is likely to congregate. An example of this post-it style 
sticky note can be found in the pages to come.

2. Place these small fliers on the driver’s side 
window by sticking them to the glass. Only as a last 
resort, place them under the windshield on the driver’s 
side like a parking ticket. Use dull grey paper so they are 
not noticeable by anyone other than the vehicle owner 
-avoid issues with campus security. Make sure the fliers 
are printed on “card stock” business card thickness 
so it will be firm enough to slide in the crease without 
bending. You can also order these fliers in post-it style 
sticky paper which is very quick & easy to administer… 
The post-it style fliers are by far the best if possible.

3. Do NOT post similar signs or fliers on bulletin 
boards, job boards, guidance offices or career centers. 
THIS DOES NOT WORK!!!! In order to successfully recruit 
you must be visible to the masses. You will only get calls 
if you distribute hundreds of fliers on the vehicles of the 
people you are targeting.

4. You will find more rapid success if you pick 
and choose your venues carefully. Stick to the colleges 
where the students are money hungry. Avoid the high 
tuition schools where the parents and scholarship 
dollars are often subsidizing the students tuition.

5. Always ask for forgiveness before you ask 
for permission! What this simply means is do NOT 
approach the administration of schools, colleges, and 
universities to ask them for permission to place fliers in 
the student parking lot. They will ask five or ten superiors 
before they give you the answer of NO. Then they will 
offer to post the flier in their career center, which we 
already know does NOT work! There is no law against 
distributing fliers. It is a form of freedom of speech and 
more importantly the fliers work!

6. If and when approached by staff or security and 
you are asked to stop, simply ask for forgiveness. The 
likelihood of being stopped is very rare if you get in and 
out of each target location quickly. Especially when the 
small discrete fliers are used. The idea is for the fliers 
to be in plain view to the vehicle owner, but difficult for 
anyone else to see.

7. In cases where security is extreme at an ideal 
target location, rely more on the recruiting yards signs 
over the fliers. Simply place the recruiting yard signs at 
the entrance and exit of the parking lots and in various 
other strategic places where they will be highly visible. 
Several examples of these yard signs can be found in 
the pages ahead. Be sure to model the colors and font 
of these signs after the same format of the signage 
that already exists on campus. The signs are much 
more likely stay up for lengthy periods of time when the 
landscapers and custodians who handle the grounds 
keeping believe the signs were posted by the college…

8. Be certain to use the “Inbound Script” to field 
all of the calls that come in from the fliers, signs, and 
classified ads. Avoid over-explaining the job on the 
phone. Stick to the script. Schedule an observation 
day so that the applicant can see the job first hand. 
Remember, if you confuse them, you loose them. This 
is a unique position. It cannot be explained, it must be 
demonstrated. Avoid the TRADITIONAL INTERVIEW 
model! Only brief meetings followed by an observation 
day where the applicant shadows your existing staff!

9. You may also copy and paste the same text 
that is found on the vehicle fliers and send it in the 
form of an email through Facebook, Twitter, LinkedIn  or 
other social networking sights. Be sure to target your 
candidates carefully.

10. Familiarize yourself with one or all of the wildly 
popular social networking sites on the internet. It is 
very likely that one or many of the employees in your 
business already has an account established on one 
of these sites. Have them establish a new account for 
the person in charge of recruiting new canvassers. We’ll 
discuss online recruiting more later in this guide.



THE VEHICLE FLIER

Ultimate Part Time Job - $12-18 Per Hour

Marketing & Promotions - $12-18 Per Hour

We are seeking:

• Talented Talkers
• Positive attitudes
• Reliable
• Trustworthy
• Hard working
• Success Minded

We are offering:

• Solid base pay
• Bonuses & Incentives
• Rapid growth potential
• Mngmt. opportunity
• Flexible hours
• Relaxed atmosphere

• Guaranteed base pay
• Bonuses & Incentives
• Rapid Growth Potential
• Management Opportunity
• Excellent Experience
• Flexible Schedule
• Fun Atmosphere

(717) 885-3000
www.UltimateParttimeJob.com

(717) 885-3000
www.UltimateParttimeJob.com

Stick the post-it note with your 
unique recruiting message 
directly on the driver’s side 
window to ensure that it is seen!



STRATEGICALLY PLACED 
SIGNAGE

PLACE SIGNS AT....

Student parking lots
Popular student hangouts 

Busy intersections by malls and retail plazas 
High traffic areas in key targeted locations



Job fairs are great but unfortunately they are only 
held once or twice each year. As a result, they do 
not take place often enough to accommodate 
most companies staffing needs. An excellent 
alternative is to contact the local universities and 
colleges to speak with the individual in charge of 
career affairs or student placement. Explain that 
you have an excellent employment opportunity 
for members of their student body and express 
your interest in setting up a table or an exhibit 
on location at the university.  See if it is possible 
to set up a fold-out table with an apron and a 
sign in the student union, cafeteria, or other high 
traffic area on campus. Be certain to boast your 
company credentials as well as the strong career 
opportunity for the students.  These are the key 
elements to highlight when propositioning the 
point of contact at the college.

Also ask if there 
are any career days 
or recruiting fairs 
when they will  allow 
on-site recruiting. 
Be sure to come 
prepared to these 
types of events. 
Bring a clipboard, applications, pens, and other 
information on your company to legitimize the 
opportunity. You may also want to bring a bowl of 
candy , bottled water, or some other free gift that 
may catch the attention of the students. Be sure 
to bring your recruiting fliers as well as little maps 
to your office location. Don’t forget to encourage 
interested parties to tell their friends about the job 
as well.  Growing the staff by having friends come 
in pairs can help create a positive synergy and 
tends to increase employee retention.

RECRUITING DAY / FAIR

Fortune 500’s do it... The Military does it.. The FBI does it..

WHY NOT YOU?



RECRUITING DAY / FAIR

Be sure to 
bring plenty 
of collateral to 
promote the 
position

Be sure to 
bring plenty 
of collateral to 
promote the 
position

LEGITIMATE CAREER OPPORTUNITY
 
$12-18 Per Hour
Marketing & Promotions

• $10 per hour Guaranteed
• Substantial Weekly Bonuses
• Rapid Growth Potential
• Management Opportunity
• Full or Part-time holders
• Trade Show Marketing
• Event Marketing
• Retail Marketing
• Various Promotions

CALL FOR CONSIDERATION 1-888-447-3969



HOST RAFFLES & 
SWEEPSTAKES

ADVERTISE TUITION 
REIMBURSEMENT

Drive more traffic to your recruiting 
table by hosting a raffle or 
sweepstakes. Many companies that 
are very successful at recruiting on 
campus, often raffle off an item that 
is very appealing to the students 
who attend that college. 

In many cases they more than triple 
the number of applicants, simply 
by giving away a valuable prize one 
time each semester. 

Increase the performance of your on 
campus recruiting efforts as well as 
the performance of your classified ads 
by advertising a tuition reimbursement 
program. 
 
You make the rules, so this program 
can have many stipulations and 
performance standards that make 
it so only top performers and long 
lasting employees are ever eligible to 
collect the reimbursement. Just the 
simple fact that you offer this type of 
program will attract significantly more 
applicants than if you leave this detail 
out of the equation.



CLASSIFIED ADS

 “Far too often Managers become 
too complacent and strictly post 
ads on the sites where they are most 
comfortable and familiar .”

Classified ads should be posted 
on numerous online outlets.  Far 
too often Managers become too 
complacent and strictly post ads 
on the sites where they are most 
comfortable and familiar.  This is 
a major mistake!  Be sure to have 
a presence on both the proven 
national job sites as well as the 
many local college job sites and 
local job boards.



CLASSIFIED ADS

MARKETING AND PROMOTIONS
$12 - $18 Per Hour

A leading national franchise is seeking high energy individuals to work in 
their marketing department.  Responsibilities include passing out flyer’s 
and door hangers around our job site locations. 

Applicants should be clean cut, well groomed, and have excellent 
communication skills. Reliable transportation is a must!
Must be flexible to work evenings and weekends!

For consideration please call: 

1-888-447-3969

DREAM JOB
$12 - $18 Per Hour

Are you a high energy person? Do you consider yourself 
outgoing?  Would you like to find a way to get paid for your magnetic 
personality? Search no more! A top local employer is seeking enthusiastic 
people to work in our marketing department.  Responsibilities include 
passing out flyer’s, hanging door-hangers and talking with neighbors near 
our job-site locations. 

Applicants should be clean cut, well groomed, and have  
excellent communication skills. Reliable transportation is a must! 
Clean criminal background and drug free required

Must be flexible to work evenings and weekends!
For consideration please call: 

1-888-447-3969



THE ULTIMATE PART TIME JOB 
EARN MONEY TODAY

1-888-447-3969

CREATIVE RECRUITING

Recruiting from within!
Employee referrals are often the best channel for 
generating quality applicants that will both improve 
synergy among your staff and also increase retention. 
Be sure to remind and incentivize your existing staff 
with regular announcements and highly visible signage 
in and around your office.  Bringing in friends should 
always on the forefront of their minds.



There are countless government agencies that 
provide assistance with job placement and career 
development. These agencies are good alternatives to 
target when searching for people who are eager to get 
to work.

GOV AGENCIES

SOCIAL MEDIA
Use as many of the Social Media sites as possible!



CREATIVE RECRUITING
PART 2

Guerrilla Marketing
Guerrilla Marketing with sandwich 
board signage combined with the 
human element.

FAST FOOD RESTAURANTS DO IT...

NATIONAL RETAILERS DO IT...

LOCAL RETAILERS DO IT... WHY NOT YOU?



FIELDING APPLICANT CALLS - 
INBOUND SCRIPT

APPLICANT: I’m calling about the part-time job.

COMPANY: Great! We have had an overwhelming response. What is your 
name and telephone number just in case I have to put you on hold?

APPLICANT: Tom Jones, (216) 555-1212
 
COMPANY: How and where did you hear about the position?
 
APPLICANT: I found a flier on my car at XYZ Community College.
 
COMPANY: Can you tell me about yourself and your work experience?

***Disqualify any applicants that do not sound articulate***

COMPANY: Great! Just to let you know a little bit about us, we are 
Progressive Foam. We are a national leader in Siding Insulation. In addition 
to traditional forms of advertising, like TV, Radio, etc. we also use individuals 
to do marketing and promotions by passing out fliers around our job sites in 
local suburbs. When we get done installing a new project, we put a large sign 
in the front yard at our customer’s house and then we dispatch a group of 
4-8 staff members to that neighborhood to pass out fliers. We also do home 
improvement shows, home & garden shows, and other events and festivals 
like the state fair. This keeps us off of TV and Radio and saves us a lot of 
money. Does that make sense? Great!

We do NOT have traditional style interviews! Instead, we have what we call 
“observation days”. This allows you to come in and checkout the job first 
hand. We would send you out to a neighborhood with a group of people 
who already work here so you can see if this is the right job for you. These 
observation days last about 3 to 4 hours long. They start at 2pm and end 
about 6pm. We have openings Monday and Tuesday. When is the best day 
for you to come in and check it out? Would Today be good or is Tomorrow 
better for you?

APPLICANT: I Have a question…

COMPANY: (Provide Best Answer) The best thing is to schedule an 
observation day where all of your questions can be answered…

APPLICANT: Monday at 2pm sounds good.

COMPANY: Great! Casual dress is fine for the observation day, but no 
jeans or T-shirts please. Also, be sure to wear comfortable walking shoes. 
Remember the shift lasts 3 to 4 hours so please plan accordingly. We look 
forward to meeting you. Can I email you directions or dress requirements?



CANVASSING POSITION CONTRACT

Welcome to PFT’s canvassing department! We wish you a long, lucrative career with us. 
Before you get started, we would like to outline the responsibilities of your position.

Your job as a PFT canvasser is to book appointments with homeowners for free 
estimates on our products: Replacement siding etc..

As a canvasser you are to schedule as many appointments as possible during the 
course of each shift. PFT will provide all the necessary training that you will need in 
order to be successful in the field.

You will be paid at the training rate of ($10.00 per hour) during your training period of 2 
weeks. The hourly rate will remain at ($10.00) and you will become eligible for bonuses 
once you have successfully completed training and passed both oral & written exams. If 
you do not successfully complete the oral and written exams within that time frame you 
will be released. 

Canvassers are expected to be on time for their shifts. In the event a Canvasser is more 
than 5 minutes late for a shift, one DEMO bonus ($20.00) will be deducted from their 
bonus pay.

In the event that a canvasser is absent for a scheduled shift without management 
approval, they will be forfeit their bonus eligibility for that pay period. All unforeseen 
absences must be approved by calling the Canvassing Manager. Calling the 
administrator or other co-workers is unacceptable.

The PFT canvassing department offers the following six shifts:

Monday - Friday from
Monday - Friday from
Monday - Friday from 
Monday - Friday from 
Saturdays from  

2pm -Dusk(Spring) 
3pm -Dusk ( Summer) 
2pm -Dusk (Autumn) 
12pm -Dusk ( Winter) 
10am -3pm (Year Round)

Schedules are taken weekly prior to receiving your paycheck. Paychecks will be issued after 
receiving a written commitment regarding the following week’s schedules. Canvassers are 
required to work a minimum of four shifts each week. Canvassers are also required to work a 
minimum of two Saturdays every month.

Initials



CANVASSING POSITION CONTRACT
Canvassers are expected to be on time for their shifts. In the event a Canvasser is more 
than 5 minutes late for a shift, one DEMO bonus ($20.00) will be deducted from their 
bonus pay.

In the event that a canvasser is absent for a scheduled shift without management ap-
proval, they will be forfeit their bonus eligibility for that pay period. All unforeseen ab-
sences must be approved by calling the Canvassing Manager. Calling the administrator 
or other co-workers is unacceptable.

The Canvass Department Dress Code

1. Dress pants or dress shorts. No camouflage or denim jeans.
2. Collared Shirt, plain in color, free of stripes or patterns.
3. Bright colored safety Vest and company Issued lanyard I.D. Badge.
4. No exposed tattoos, no facial piercings, tongue piercings, or earrings.
5. No holey, torn, or faded clothing.
6. No baggy or loose fitting pants or other loose fit clothing.
7. Shoes must be tied at all times.
8. No hats, caps, or head gear unless company Approved.
9. No athletic sportswear or jerseys whatsoever.
10. Neatly and clean shaven.

Initials

FIELD STAFF

NAME: MICHAEL DEBOIS

ID: MDEBOIS



CANVASSING POSITION CONTRACT

*** Bonuses are a privilege. NOT a right! *** 

PFT reserves the right to revoke any and all bonuses for failure to 
comply with company policies and regulations. Canvassers must 
have a minimum of one demonstrated lead for every ten hours 
worked within each pay period in order to be eligible for bonuses. You 
may be placed on “Pay Plan B” for failure to qualify for bonuses in two 
consecutive pay periods.

• $10.00/hr regular base pay
• $20.00 per Demo
• 1% commission on all net approved sales
• Canvassers must have a minimum of 1 Demo for every 10 hours worked in  
 order to be eligible for bonuses
• $80.00 per Demo
• 2% commission on all Net Approved Sales
• There is no minimum number of demos on Pay Plan B.

Recruiting Bonus: $100.00 Awarded to any employee 
that brings in a new canvasser. This bonus is awarded 
upon the new canvasser’s first net approved sale

I have read this position contract completely and I understand that by authorizing 
this agreement, I agree to each of the following fifteen items outlined in the 
attached handbook.

_________________________ 
Employee

_________________________ 
Date



EXPLANATION OF PARENT LETTER
The letter on the following page should be sent home with all those 
applicants that are still in high school that intend to accept the 
position of canvasser and begin working with your company.  Many 
parents will be very skeptical of the position, so it is best that you take 
the initiative to describe the position to them in the best light possible. 
This will help increase the retention rate of those students who are still 
living at home with their parents.



Dear Parent,

I am writing this letter to express my interest in offering employment to 
your son or daughter. My company provides an excellent job opportunity 
to teenagers. The position offers high wages, flexible hours, and 
incredible work experience. Many students are extremely grateful for the 
opportunity and thankful to have an alternative to the fast food industry 
and similar retail positions with low pay and limited growth potential.

My intention is to offer your son or daughter a position working in our 
marketing department. The main responsibility involves passing out 
fliers and door hangers around our company job sites. This has proven 
to be a very affective form of advertising when done near one of our 
recently completed remodeling projects.

As a parent, I am sure you will participate in your son or daughters 
decision to accept the position. Therefore I hope to alleviate any of your 
concerns regarding safety or scholastic interference. 

First and foremost, we only conduct our neighborhood marketing in nice 
middle-class and upper middle-class areas. Secondly, we dispatch our 
student in groups of four or more. Lastly, our required uniform is a bright 
orange construction vest. Best of all, our students are done working in 
the field by some point in the seven o’clock hour. Furthermore, students 
are free to choose their own schedules to allow plenty of time for 
studies.

If you have any questions or concerns regarding this position, feel free 
to contact me personally at my office during business hours. I am 
confident that the opportunity we are offering is among the safest, 
highest paying, and future minded opportunities available for local 
teens.

Very Truly, 
Anthony J Hoty 
President 
(216) 374-7710



Audio CD Training
At PFT we are committed  
to providing you with all of the 
necessary tools that you will require 
in order to be successful. Our Audio 
Program on Canvassing has a 
wealth of information on the proper 
techniques to using while canvassing 
at the front door. Be sure to listen 
to it over and over until you have 
internalized the skills that are outlined 
in the contents of the CD. You will be 
given oral and written exams on your 
proficiency of this material.

Canvassing Exam



CANVASSING EXAM - 
AUDIO CD

1. Write out the proper introduction for the canvassing presentation: 
Good evening/afternoon, I  just want to apologize for any noise or debris – I am not sure 
if you have seen our trucks in the  area but we have been installing new windows for your 
one of your neighbors.  As a result , we have had a few folks stop down at the job site and 
ask for brochures and pricing information so as a courtesy we are going to be leaving 
that behind for several of the folks  nearby.  With that in mind, is that something you have 
ever thought about before?

2. What are the first transition phrases? 
 As a result  - so as a courtesy

3. What is the last transition phrase? 
 With that in mind

4. Why don’t we mention our personal name or the name of our company in the  
 introduction? 
 To avoid sounding like a sales pitch. Get to the point quickly.

5. What is an alternate choice question or a close ended question?
 A question that gives the prospect two choices and both choices elicit a positive  
 outcome.
6. What is the “Address Close”?  When should it be used? 
 When you begin to write down the address in very assumptive fashion   
 immediately after the prospect displays any sign of interest in your company or  
 your product.

7. What is the Rule of Six?  List each of the six components that you 
 are suppose to acquire: 
 The process of taking the homeowners information by acquiring 6 systematic yes  
 responses before asking for the phone number

8. What is the proper way to ask for an additional or alternative phone number? 
 In the event something were to come up last minute on our end, about the 
 appointment, is there another number where you could be reached?

9. Describe the “chicken nod” or the “Bobble Head” technique. When should it  
 be used? 
 A technique of emphatically nodding the head up and down that used in an effort  
 to elicit a positive response from the homeowner.



CANVASSING EXAM - 
AUDIO CD

10. What is the proper way to acquire the Federal Do Not Call List authorization? 
 Have you ever heard of the Federal Do Not Call List? Well Telemarketing laws   
 have gotten so strict that we cannot even give you a friendly reminder about the  
 appointment without your permission, so I just need your initials right here…

11. What is the Feel, Felt, Found, technique?  When & how should it be used? 
 I understand how you feel. The neighbors that live at the address on door hanger  
 felt the exact same way. What they found was that we have a perfect solution..... It  
 should be used in handling objections

12. What is an open ended question? When & why should it be used?
 It is a question that leaves the response possibility wide open for the consumer,  
 have you ever thought about replacing your gutters? It should be used only when  
 fact finding. Never use open ended questions when closing for an appointment.

13. Give two examples of a “buffer phrase”? 
 No problem 
 I understand 
 No worries

14. What is the proper transition to the Appointment Reminder form?
 Now that we know a little bit about you, it is only fair that you know a little bit   
 about  us…

15. What are the 3 main functions of the Appointment Reminder?
 Remind the both spouses about the appointment 
 Create trust and credibility about our company 
 Make the consumer feel relaxed & comfortable - estimate is free, no obligation,  
 valid for 1 year

16. What should you do to help “Seek to understand, before you wish to be   
 understood”? 
 Ask the prospect questions every time you are confronted with an objection.   
 Never feature dump or bombard the homeowner with features and benefits   
 until you have asked questions to fully understand their concerns and make the  
 interaction a conversation.



SCHEDULING CANVASSERS

When scheduling canvassers, 
there are three major 
factors to consider. First, it 
is important to identify the 
times when the contact rate 
to speak with homeowners 
is at the very highest so we 
maximize our efficiency. 
We have found that Spring 
and summer hours are best 
between 3PM–8PM. In the 
winter time people are most 
available and most receptive 
between 2PM-7PM. 

If you are going to attempt to 
canvass before 2PM, make 
certain that you identify a 
neighborhood that is filled 
with a demographic of people 
who will be at home. Retired 
people tend to reside in old 
single story brick ranches.

Stay at home moms are 
often reside in higher end 
neighborhoods where the 
husbands earn a significant 
enough income to justify 
having only one working 
spouse. Be sure to schedule 
your canvassing staff 
according to these guidelines.

The second big factor to keep 
in mind is the length of the 
shift. Canvassing requires a 
very high level of enthusiasm 
and it also subject individuals 
to large amounts of rejection. 
Both these factors suggest 
that shorter shifts of about 
5-6 hours long depending 
upon necessary travel time 
should be imposed.

Third, make sure to schedule 
only the minimum amount 
of canvassers needed to 
accommodate your lead 
requirements. If the sales 
department is short staffed 
be sure to factor that in to 
the overall equation and ask 
for volunteers to take the day 
off so you do not increase 
your lead cost any more than 
necessary.

Use the scheduling form on  
the following page to 
schedule canvassers for the 
shifts you have outlined in 
your position contract.



Canvassing Schedule 
Week of: ___|___|___ — ___|___|___

CANVASSER 
NAME M T W R F S S SIGNATURE



CANVASSING 
UNIFORM

CANVASS DEPARTMENT DRESS CODE

1. Dress pants or dress shorts. No camouflage or denim jeans.

2. Plain collared golf shirts are to be worn for all shifts.

3. Safety Vest and company Issued lanyard I.D. Badge.

4. NO exposed tattoos, facial piercings, tongue piercings, or earrings
.
5. NO holey, torn, or faded clothing.

6. NO baggy or loose fitting pants or other loose fit clothing.

7. Shoes must be tied at all times.

8. NO hats, caps, or head gear unless company approved.

9. No athletic sportswear of any kind whatsoever.

10. Neatly combed hair and clean shaven or well groomed facial hair.



This photo was taken at the office of one 
of my clients.  I took the photo because 
it displays my clients commitment to 
their canvassing program. This company 
has a large area in their office dedicated 
specifically to their canvassing program.  
This room has an area for all of the 
canvassing supplies Including: clipboards, 
fliers, vests, lanyards, maps, etc.  
Furthermore , there is sufficient room for 
the appropriate number of canvassers 
to train and role play there canvassing 
presentation at a simulated front door 
scenario.

Having a designated area that is adequate to accommodate your canvassing program is another 
important factor that will contribute to your success. Many companies treat their canvassing 
programs like the “red headed step child” of their company. As a result they get results 
commensurate with the effort they set forth to accommodate them. 

Just as any great team needs the proper practice and training facilities to foster a winning 
program so to will your canvassing team require acceptable resources allocated towards hitting 
its’ goals.   

THE LOCKER ROOM

LANYARD I.D. BADGE
Here is a sample of the Progressive 
Foam lanyard ID Badge. The unique 
format of this Permit ID is designed to 
instill comfort in the homeowners by 
creating a professional image and a 
giving the impression that all necessary 
prerequisites have been met in order to be 
canvassing in their neighborhood.

PERMIT

GROUP 
LEADER

NAME: MICHAEL 
DEBOIS

ID: MDEBOIS



THE PRE-SHIFT MEETING
It is imperative to host a pre-shift meeting each and every day prior to departing to 
the field to begin canvassing. This meeting will provide the structure, training, and 
focus that is needed to sustain long-term success with your canvassing program. 
Below is an agenda that contains a list of topics that should be covered each day 
during the course of each of these pre-shift meetings:

• Take role call to confirm that all scheduled employees are present
- Acquire individual schedules for each employee for the following week

• Review the results from the previous day’s canvass appointments
- Congratulate & celebrate those who had demonstrations and sales
- Discuss how to improve cancellations, not homes, one legs, etc.

• Practice and role play the presentation out loud on an individual basis
- Randomly select canvassers to present the presentation A-Z
- Critique the canvasser’s technique & make any necessary recommendations

• Break Canvassers up in to teams & assign them maps & territories
- Establish a goal for each individual canvasser for that particular shift
- Establish a team goal for the group total for that particular shift
- Announce any cash bonuses available for meeting these goals

• Announce the sales schedule to the canvassers
- Make sure canvassers are aware of all open dates in immediate schedule
- Make sure canvassers are aware of any dates & times that are totally full.

• Suit up & re-stock all individual supplies for the canvassing crew
- Dress up in vests and badges according to dress code requirements
- Load up clipboards with fliers, forms, brochures, door hangers etc.



THE POST-SHIFT MEETING
Conducting a very brief yet important meeting at the end of each shift is perhaps the 
one of the most neglected steps among canvassing programs around the country. 
Simply because the production aspect of the job is complete does not mean that the 
post-shift meeting has no value. In fact I believe it has equal or greater value than the 
pre-shift meeting. When you allow the canvassers to scatter as they wish from the 
field without being required to return to the office, countless issues arise from failing 
to hold them accountable in many aspects. The list below both outlines an agenda 
and the purpose for your post-shift meeting:

• Hold your team leaders and individuals accountable for results.
- Inquire with team leaders to see if they hit their projected daily goal
- Inquire with the individual canvassers to see if they hit projected daily goal
- Celebrate small victories and distribute cash bonuses for great performance

• Collect daily maps of the territories and record it in the master log of maps
- Acquire the marked maps from each of the team leaders
- Document the whereabouts of your teams on the maps and record it.

• Return materials and supplies to their proper areas for storage
- Collect all vests and lanyards & store them in the appropriate places
- Store all clipboards and related supplies in the proper location

• Stipulate that all canvassers must return for post shift meeting
- Do not allow canvassers to head home from the field without returning
- If possible, use finger print technology time clocks to verify their return

Many companies fail miserably at the task of hosting a post-shift meeting because no 
one in a leadership or supervisory role is willing or able to be present, late at night, to 
host this crucial and important meeting...



ACCEPTABLE TRANSPORTATION

Once you have established 
and proven that your 
canvassing program can get 
you results, then you will 
want to strongly consider 
acquiring a company vehicle 
to eliminate the employee 
dissatisfaction that arises 
from having to require 
company personnel from using 
their own vehicles.

Some companies invest in 
large cargo vans to transport 
their canvass teams out to the 
neighborhoods for knocking. 
Others purchase smaller 
compact cars like the Toyota 
Scion which may stand out in 
traffic because of its unique 
shape,  and also falls in line 
with their theme of being 
energy minded…

I recommend smaller 
vehicles. I believe it is easier 
for team leaders to manage 
smaller groups of three or 
four canvassers. The first 
reason I feel it is easier to 
manage smaller crews is due 
to neighborhood size.  Many 
neighborhoods or areas are too 
small for large groups which 
require lots of down time for 
relocation once the territory 
has been exhausted. 

Furthermore, in large crews, by 
the time you drop off each of 
the individual team members 
at their designated streets for 
knocking, the firs team member 
may be ready for a bathroom 
break. This keeps your team 
leader, who is often your best 
canvasser from spending 
any time knocking on doors. 
Instead he or she is baby sitting 
and facilitating.

Lastly, there are several other 
reasons why your shift may be 
interrupted.  You could run in to 
other competitive canvassing 
teams or possibly have a run 
in with bad weather or local 
law enforcement. Any of these 
could cause you to have to 
move your entire team to a new 
location. This is why the smaller 
the crew the easier to do so.

Which ever route you choose,  
I strongly recommend that 
you put systems in place for 
inspecting the vehicle on a 
regular basis. Establish a daily 
log for who drove the company 
vehicles. Establish a weekly 
and monthly regiment for 
inspections and maintenance 
of the vehicles. Lastly be sure 
to tie financial incentives 
to taking good care of the 
vehicles. For example,  team 
leaders or managers are not 
eligible for bonuses unless 
their vehicle passes a thorough 
inspection each week etc. 



SAMPLE
CANVASSING

FLIERS

POST-IT STYLE DOOR HANGERS

Sticky notes that resemble those that 
are left by the post office, Fed Ex, or 
UPS out-perform door hangers by a 
measurable margin. Be sure to keep 
this in mind. They can be ordered from 
this website: www.BicGraphic.com



PRODUCT SELECTION CHART
The most effective way to 
uncover the homeowners 
top priority while canvassing 
is to disarm them by taking 
money out of the equation. 
 
The best way to accomplish 
this is by asking “If you won 
it for FREE, which of these 
projects would you do next?” 

At that point, you will want to 
utilize a product selection chart.  
A product selection chart is a 
simple one page form which 
has a picture of each of the 
different product lines that your 
company offers.  

For example, if your company 
sells windows, siding, and 
doors, then your product 
selection chart should have 
three really good example 
images displaying each of 
those products. It is a good 
idea to laminate your product 
selection chart so that it stays 
in good form. 

SPECIAL OFFER FORM

After you have 
uncovered the 
homeowners priority, 
your next step will be 
to explain to them that 
you are able provide 
them with a special 
offer which is exclusive 
to those homeowners 
who live in close 
proximity to the job 
site that you are doing 
nearby.

It is a good idea to 
put your special offer 
in writing to give it 
more credence and 
credibility. 

Many of the companies 
I work with have 
decided to laminate 
their special offer to 
the back side of their 
Product Selection 
Chart. 

This makes it very easy 
for their marketers to 
flip over to the special 
offer immediately after 
the prospect chooses 
their priority project.



WARM CANVASSING

When canvassing around one 
of your company’s completed 
installations, use the: You’re 
Invited flier that is located 
below.  The philosophy behind 
using this type of invitation 
type flier is to begin to make 
your cold call approach begin 
to appear much more like a 
warm call. By using a specific 
address where you recently 
completed work for a neighbor 
you create trust and comfort 
and you begin to camouflage 
your cold  call and make it 
appear much more like a 
referral . 

This is huge, because 
a referral is commonly 
accepted as the best type 
of lead in our industry. 
Anything you can do to 
make your canvass leads 
give they impression that 
they are more of a referral 
will Strengthen the quality 
of your appointments and 
increase your conversion 
rates.

COLD CANVASSING  
Cold canvassing is the term used to describe 
canvassing in an area where you do not have 
any specific references or completed proj-
ects. The best way to approach these types of 
areas is to use the: Sorry About 
The Noise flier that is pictured below. 

This flier utilizes an excellent ice breaker to 
get the homeowners attention, while at the 
same time gives the impression that you are 
going to be doing work in the area in the very 
near future. This also creates trust and con-
fidence in the local homeowners and help 
solidify your appointments as well as increase 
their conversion rates.



Address:____________________________________________
 
City:__________________________ Zip:__________________

Home Phone: _______________   Cell Phone:  _______________  
             
Work Phone:______________________________

Email Address:_______________________________________ 

Homeowner:_________________________________________
 
Homeowner:_________________________________________

Day: ________________________________ Time: _______________

Date: _________________ 

Primary Interest:______________________________________ 

Secondary Interest:____________________________________ 

Additional Interest:____________________________________
 
Comments:__________________________________________ 

__________________________________________________________

__________________________________________________________

________________________________

Homeowner Initials:____________________________________ 
Permission to confirm appointment @ the information 
provided above

Appointment Form



This flier should be left behind with every scheduled 
appointment. The purpose is not only to remind homeowners 
about the scheduled meeting, but also to create trust and 
credibility as well as make them feel relaxed and comfortable 
that they are not obligated to buy or spend any money for the 
estimate. This is an excellent pre-positioning tool.



REFRIGERATOR MAGNETS



CANVASSING STREET SHEET

HOUSE NUMBER STREET 
NAME

DESCRIPTIONOPPORTUNITY/
NEED

RESULT



BEFORE YOU HIT 
THE STREETS,LETS 
TALK STRATEGY



CUSTOMER CARE CANVASSING
Before your canvass team 
actually hits the streets to 
start knocking, you should 
give some serious thought to 
your strategic approach. For 
optimal results, it is best to 
warm up your territory by taking 
a number of pre-canvassing 
steps first. In effort to build 
better customer relations, 
and increase the self esteem 
of your staff, it is advisable 
to have them visit a job in 
progress or recently completed 
project before they actually 
start knocking on doors. Just 
knowing that your installation 
crew is or was recently in the 
area improves the morale of 
your staff. 

Making sure that a company 
yard sign is clearly posted and 
posting additional caution 
signs with your company logo 
have also proven to increase 
awareness in the areas you 
are targeting. Having the team 
leader introduce himself to the 
customer at the job in progress 
or recently completed project is 
also a good idea. I recommend 
that he refer to himself and his 
team members as customer 
care reps or the customer care 
team.  

It should be explained that they 
have come to make the project 
go as smoothly as possible. 
They can start by cleaning 
the work areas and comb the 
yard for any loose debris etc.  
Furthermore they can clean 
any newly installed items like 
windows, siding, doors, to 
remove hand prints etc. 

Additional recommendations 
include having your team 
leader review the details 
of your companies referral 
program. Staff members 
with a marketing background 
are ideally suited for this 
task. Installers typically lack 
the communications skills 
and sales people are often 
too concerned with future 
prospects to focus on following 
up with their previously sold 
jobs. Your canvass team leader 
should solve all that for you and 
elicit countless referrals over 
time with this approach. 
Another huge opportunity 
is to have your team leader 
assist the homeowner in 
writing several online reviews. 
Websites like Facebook, Twitter, 
Google, Angie’s List are all huge 
opportunities to expose 

your happy customer to 
the world in viral fashion. 
Be  sure to upload any 
photos and videos to your 
customers pages as well as 
your company fan page. Use 
gift cards to incentivize the 
homeowner if required.

Lastly, after your canvassing 
shift has come to an end, I 
recommend returning to the 
job site for one last visit. Take 
the opportunity to clean the 
work areas again if necessary 
and complete any unfinished 
business with respect to 
any satisfaction surveys 
or collection of any final 
payments for the completed 
job. 



1. Place Yard sign in plain view.
2. Place caution signs throughout neighborhood.
3. Have the team Inspect and clean the work area.
4. Review the company referral program with the customer.
5. Take after photos with customer in front of yard sign etc.
6. Film a brief 30 second testimonial with the customer.
7. Have the customer upload job pictures to their Facebook page. 
 (If they do not  post them on their own, friend them so you can)
8. Have customer like the company fan page & write a review.
9. Assist the customer with Google and other online reviews.
10. Acquire a written customer satisfaction survey

CUSTOMER CARE CHECKLIST



CAUTION SIGNS
Caution signs are an excellent way of 
increasing your company’s exposure 
all throughout the neighborhood or 
subdivision in which you are working.

These 12 inch by 12 inch signs can be placed in 
high traffic areas like entrance and exit ways, near 
stop signs, or stapled to telephone polls.  Strategic 
placement in high visibility areas around your job 
site will warm up the reception for your  canvassing 
team as even those homeowners who live further 
away from the installation will have seen these 
signs will driving by or Walking the dog…



The photos and video 
thumbnails listed below 
are of real customers. I 
acquired them while working 
in the filed for my home 
improvement clients. I have 
made it a habit to take 
photos and film video with 
past customers, whether it 
is strategically planned in 
advance to do so, or even 
if I just so happen to come 
across a previous customer 
unexpectedly while knocking 
on doors in a given area. 

These photos can be 
extremely helpful to your 
entire company. They can 
be used by canvassers and 
sales people alike when 
attempting to bring on new 
business and they can be 
uploaded to countless social 
media outlets to reach 
thousands of potential 
customers while at the 
same time increasing your 
company relevance on the 
world wide web.

Whenever possible be sure 
take the photos or film 
the video in front of your 
company yard sign for 
authenticity and additional 
branding. Furthermore if 
you can include yourself 
in the photos or video it is 
advisable to display the 
relationships that you work 
hard to establish with your 
customer base.

ACQUIRING TESTIMONIALS



THE VIDEO PROCESS
When deliberately approaching or unexpectedly 
discovering that you are speaking with a previous 
customer , the obvious first step should be to ask 
them how satisfied they are with the work that was 
performed by your company. Assuming they are 
indeed happy with the completed project, it is time 
to gain the commitment that they would be willing 
to help you out by sharing their experience with 
others. If they say yes, you should tell them that you 
have found that the simplest and most effective 
way to share their experience is through a very brief 
30 second Testimonial. State that you would like to 
ask them 3 -4 simple questions and capture their 
responses on video with your cellular phone. It is 
advisable to use a cellular phone versus any other 
fancy gadgets that may make the process seem 
more formal or intimidating.

*Offer a dinner gift card or discounts on future work 
as incentive if necessary**

(In an ideal world, you already received their 
commitment to film a testimonial as part of a 
special discount that your company offered them 
at the time of the sale)

Once they have agreed to capture their responses 
on film, it is beneficial to have your customer stand 
in front of your company yard sign while filming. In 
the event of bad weather or some other factor have 
the customer hold your company yard sign. You 
can even make special signs for customers to hold 
during these video testimonials. Signage that says 
I am a BIG FAN OF XYZ REMODELING for example.

If you have an additional staff member present with 
you at the time of filming, it is advisable to have 
one of you stand arm in arm with the customer 
during the course of the video . This sends the 
message to all viewers that your staff builds long 
lasting relationships with your customers -not just 
in it for the quick sale.

The questions you will want to ask during the 
filming of your video are as follows:

1. Did XYZ Company live up to every promise they initially made to you?  
 ( They not We)
2. When the crew came out to install the work did they clean up after themselves?
3. What is the biggest difference you have noticed since the job was installed?   
 (older jobs)
4. If you could turn back the hands of time & do it all over, would you still chose   
 XYZ?

Close by saying thank you for sharing, we appreciate your feedback!

?



GETTING SERIOUS MILEAGE OUT 
OF YOUR TESTIMONIALS

Once you have acquired 
some excellent photos 
and testimonials from your 
customers, you are going 
to want to put them to work 
for you. This can be done 
by uploading them to not 
only your company Youtube 
channel and Facebook page, 
but equally as important, to 
the Facebook pages of your 
customers. This will help 
this valuable content reach 
countless consumers that you 
could never otherwise reach 
on your own. By incentivizing 
and assisting your customers 
to upload these images 
and videos to their personal 
pages, you will be exposed 
exponentially each time a 
friend

 or acquaintance comments 
or likes your customers new 
post. This is paramount! Now 
this compelling marketing 
material will reach countless 
people within your customers 
personal social network 
and those networks of their 
friends and families in viral 
fashion. Best of all it is being 
done in a casual and informal 
way which is likely to achieve 
greater reception than 
typical marketing efforts like 
direct mail, telemarketing or 
canvassing which can often 
be unwelcomed. Another 
phenomenal opportunity 
that you can take advantage 
of with your new video 
testimonials is the ability to 
title and

tag them in strategic ways. 
By titling and tagging your 
videos with the proper names 
which reflect those searched 
regularly by consumers, 
you will increase your social 
relevance on the web and 
position your company for 
success. For example, I have 
coached my clients to title 
their videos with names like:
“XYZ Company Reviews 
“ and “XYZ Company 
Complaints” . What this does 
is make your videos pop up 
on search engine sites when 
consumers search for those 
key phrases. So instead of 
finding independent reviews or 
complaints on your company, 
instead consumers will find 
planned commercials that 
you have pro-actively planted 
on the world wide web. A very 
powerful concept.



SCRIPTING AND REBUTTALS

CANVASSING SCRIPT

1. Ice Breaker – Public Service Announcement 
 Good evening/afternoon, I would like to apologize for any disruption we may  
 have caused. We have had our truck parked out on the street directly in front  
 of  one of your neighbors houses (specify)  We have been down there  
 installing new siding on their home. It has made it a little difficult for some  
 folks to get around us, so just wanted to give you a heads up…

2. Transition – Neighborhood Prompted Response 
 As a result, we have had a few neighbors stop down to the job site and ask us  
 for business cards and brochures, so as a courtesy we are  just  leaving that  
 kind of information behind for folks nearby.

3. Engaging Question – Product Isolation 
 Can I leave you with a brochure on any upcoming projects?
 I understand, if you won it for FREE in a home makeover contest which of  
 these projects would you do next? 

Homeowner: I’m not interested / No thanks / I’ll call you
 
Canvasser: I understand, is siding something you have ever thought about before?

Homeowner: Yes or No
 
Canvasser: Is replacing your siding something you think you will ever do?

Homeowner: Maybe some day
 
Canvasser: What type of time frame do you think you might have in mind?

Homeowner: A year from now.  Two years from now.  I am not really sure

Canvasser: Has anyone ever left you with an estimate before?
 
Homeowner: Yes or No

Canvasser: If you are going to update your siding someday, and you have never had 
a quote before, it is an excellent tool to help you plan and budget for the future! 
While we are here in the area, we are offering (use the Special Offer Form to describe 
the free services you provide and establish the value of the visit)



BUFFER 
PHRASES“THAT MAKES SENSE!”

“I DON’T BLAME YOU”
“I HEAR YA!”
“NO WORRIES!”
“I UNDERSTAND!”

PROBING QUESTIONS

• Have you ever had an estimate before?
• Have you ever thought about it before?
• Have you had any problems with your _____ before?
• Is this project something you are ever going to do?

NOT INTERESTED

• Have you ever had an estimate before?
• Have you ever thought about it before?
• Have you ever considered doing one story at a time?
• Have you ever considered a low monthly payment plan?
• Have you had any problems with your _____ before?
• Is this project something you are ever going to do?

NOT READY RIGHT NOW

• Have you ever had an estimate before?
• Have you ever thought about it before?
• Have you ever considered one story at a time?
• Have you ever considered a low monthly payment plan?
• Is this project something you are ever going to do?

CANT AFFORD IT

• What type of time frame do you have in mind?
• When you finally call, what project do you have in mind?
• Have you ever had an estimate before?
• Have you ever thought about it before?
• Have you had any problems with your ____ before?
• Is this project something you are ever going to do?

I’LL CALL YOU 

?



PROBING QUESTIONS

•  Are they usually  the one in charge of those types of decisions?
•  Have you folks ever had an estimate before?
•  Have you folks ever talked  about it before?
•  Have you had any problems with your _____ before?
•  Is this project something you folks ever going to do?
•  When is a good time to catch your spouse at home?
•  Affordability is usually the number one topic of discussion don’t you think having a price on file to   
 discuss makes sense?

I HAVE TO SPEAK WITH MY SPOUSE FIRST ?
• Oh wow, who do they work for?
• What type of work do they specialize in?
• Has your friend given you an estimate yet?
• What kind of product / material is your friend going to use?
• When are you thinking of having your friend get started?
• Have you had any professional quotes just to compare?

I HAVE A FRIEND IN  THE BUSINESS

•  Oh cool, so are you in the trades too then?
•  What kind of work do you do for a living?
•  Have you priced out the materials yet?
•  What kind of product / materials are you going to use?
•  When are you thinking about getting started?
•  Have you ever had a professional quote just to compare prices, ideas, and warranties?

I DO ALL OF THAT STUFF MYSELF

WE ARE MOVING

• Oh wow, where are you headed?
• What type of time frame do you have in mind?
•  I did not see a for sale sign - have you listed the house yet?
•  Do you know what low balling is?
 - - When prospective buyers make offers on a house they often low ball the current owner over-
 inflating the cost of repairs in order to acquire a better sale price. Having a professional estimate on   
 file protects you from that. So whether you stay or whether you move you will not what it will    
 truly cost…

GIVE ME A BALLPARK PRICE NOW

•  Have you ever heard of the Better Business Bureau?
 Well, we are members in good standing with the BB and one of the things that they strongly    
 recommend is that we never just through out ball park prices without taking proper measurements   
              and selecting styles colors and options first. When would you be around so we can get your feedback  
 and give you an accurate price?



CLOSING THE APPOINTMENT

I understand that you are not ready right now,  the estimate is totally free, no obligation, and good 
for one full year. We will have a representative out here tomorrow, would tomorrow evening 
be good or would the following night be better for you? (Chicken Nod)

We are going to be visiting with several neighbors nearby that have felt the exact same way. They 
have no intention of doing anything right now. They simply want a price quote to have on file so 
they can plan and budget for the future. We are going to be right here on your street tomorrow, will 
you be around tomorrow evening?? (Chicken Nod)

We are going to be visiting with several neighbors nearby that have felt the exact same way. They 
have no intention of doing anything right now. They simply want a price quote to have on file so 
they can plan and budget for the future. We are going to be right here on your street tomorrow, are 
you usually home in the evening like this or did I just get lucky today? (Chicken Nod)

I understand that you might be moving,  the estimate is totally free, no obligation, and good for 
one full year. We will have one of our representative out here tomorrow, would tomorrow evening be 
good or would the following night be better for you? (Chicken Nod)

THE WRITE UP

Now I can see that your address here is: 1234 
correct?

And we are still on: Cherry Hill right? 
And that is: Drive correct?  
And I am still here in: Any town right?

And the zip code out here is: 54321 correct? 
(Chicken Nod)

Now, we always give a courtesy call before 
stop out to measure the windows etc. The 
area code for your phone is: 304?

And the remainder? (Chicken Nod)

I am not sure if you could read my I.D. Badge, 
but my name is Tony, and your name? Paul 
And your last name: Jones

Now is it just you, or is there a Mrs. Jones as 
well? Yes

And her name? Now will she be around 
tomorrow night when stop out? Yes

Now, you said you folks will be around 
tomorrow night, is 5PM the best time or is 
later in the evening like 7PM better for you?



I want to leave you with this –it is just our appointment re-
minder!
I am going to write down the date and time of our appoint-
ment.
I am also going to write down my name on here as well.
As you can see, everything that I stated earlier is true & cor-
rect:
First, there is no obligation to buy anything at all.
Second, the estimate is totally free!
Third, the estimate that we leave behind for you will be in 
writing and valid for 1 full year. (Insert company credentials) 
So if your significant other comes home and is confused as 
to why you scheduled an appointment for something you 
may not be ready for just yet, please show this to them.
One last thing, my office is going to be giving you a call on 
this number in the next 5 -10 minutes. They are just going 
to ask you if I was polite and courteous, make sure that I did 
not twist your arm in any way, make sure you are okay with 
having the estimate. So if you see a number show up on 
your caller I.D. th at y thatou don’t recognize please make 
sure you pick up the phone. If you don’t answer the phone, 
my office is going to send me back over here to make sure 
that I got the right phone number and I would hate to have 
to bother you again. 
So can you do me that favor and definitely answer the 
phone?? 
Ok. Great! Thanks! It was very nice to meet you.

THE BUTTON-UP

I want to leave you with this –it is just our appointment 
reminder!

I am going to write down the date and time of our 
appointment.

I am also going to write down my name on here as well.

As you can see, everything that I stated earlier is true & 
correct:

First, there is no obligation to buy anything at all.

Second, the estimate is totally free!

Third, the estimate that we leave behind for you will be in 
writing and valid for 1 full year. (Insert company credentials) 
So if your significant other comes home and is confused as 
to why you scheduled an appointment for something you 
may not be ready for that just yet, please show this to them.

One last thing, my office is going to be giving you a call on 
this number in the next 5 -10 minutes. They are just going 
to ask you if I was polite and courteous, make sure that I 
did not twist your arm in any way, make sure you are okay 
with having the estimate. So if you see a number show up 
on your caller I.D. that you don’t recognize please make sure 
you pick up the phone. If you don’t answer the phone, my 
office is going to send me back over here to make sure that 
I got the right phone number and I would hate to have to 
bother you again
. 
So can you do me that favor and definitely answer the 
phone?? Ok. Great! Thanks! It was very nice to meet you.



CONFIRMATION AND VALIDATION 
OF APPOINTMENTS 

BEST PRACTICES
STEP 1:  Canvasser sets a specific date and time with the homeowner at the front door. Canvasser 
provides the homeowner with a written Appointment Reminder.

STEP 2: The Canvasser advises the homeowner that they will be texting / transmitting the 
appointment to the office to maintain an accurate and update schedule of appointments.

STEP 3: The canvasser should also make the homeowner aware that someone from the office will 
be calling to confirm the appointment within the next 5 - 10 minutes. The canvasser should be 
certain to encourage the homeowner to answer the phone. The best way to do this is by using the 
scripting listed below:

One last thing, my scheduling coordinator is going to going to give you a call in the next five to ten 
minutes, just to make sure that I didn’t twist your arm in any way and confirm that you actually 
have a genuine interest in getting an estimate.  If you would PLEASE answer the phone, because 
if you do NOT,  my office will contact me to stop back at your house to see if I wrote down the 
accurate phone number why you did not answer to confirm…  So can you do me that favor and 
answer the phone?

STEP 4: Canvasser should text / transmit / email the new appointment to the office for 
confirmation.  Example format of how this appointment should appear is listed below:

John & Mary Smith 
1234 Main Street 
Newark, DE 19702 
(302) 555-4321 
by WINDOW DEPOT 
Monday 6/15 @ 7pm 
Their hot button was XYZ…

STEP 5: The office staff should confirm the appointment with the script on the next page:



Hi Mr. / Mrs._________________, This is _______________ Calling. I’m The Scheduling Coordinator 
Here at Progressive Foam.  (GOOD MORNING-AFTERNOON). 
I understand that you spoke with our representative __________ at the front door today,  was he 
polite and courteous? So you didn’t catch him digging through your trash or your mail or anything 
like that?  Great! Well I see that we scheduled a time to stop out __(Day)____ at __:____ o’clock just 
to provide you with a free a no obligation estimate on your gutters / Replacement Windows?

Great! Well I just need to verify some information so that our representative can be on time for the 
appointment.

PRODUCT QUALIFYING QUESTIONS 
Now just so we come prepared, is the estimate for siding, Replacement Windows or both?

SPOUSAL CONFIRMATION 
My only remaining concern is that this being a _(DAY)_   at __:____ o’clock, that this is a time when 
both you and your (HUSBAND/WIFE)  will both definitely both be at home?

**ANYTHING OTHER THAN A “YES” OR “ABSOLUTELY” MEANS NO** 

So that will be good for (opposite spouse) as well?

FISH FOR TIME CONSTRAINTS 
One last thing,  we have had an overwhelming response in your neighborhood!  Normally we are 
right on time for our appointments, however our  representative may be running 10 -15 minutes 
behind, is it safe to say that you and _(Spouse)  will both definitely be available for the remainder 
of the __:___ 0’Clock hour? Great!  Generally speaking we are right on time but on occasion we can 
run 15-20 minutes behind and I did not want you to think that we had forgotten about you…  Well, 
thank you for your time and courtesy we look forward to seeing both you and (spouse) on _____ 
at__:____ o’clock.

BEST PRACTICES



OBJECTIONS
SHOULD BE, MIGHT BE, PROBABLY, I THINK SO 
Mr. / Mrs._______________, Please understand that for you, this visit is TOTALLY FREE. However, our 
representatives get paid by the company to provide you with a no cost estimate. It sounds like you 
might be a little unsure if __(DAY)___ at ___:_____ o’clock is definitely going to be a good time for 
you (or both of you). Because of our commitment to follow the better business bureau’s guidelines 
and recommendations, if either one of you were not at home for the appointment, we would be 
forced to reschedule and make another unnecessary return visit to the home. (If necessary explain 
the BBB’s recommendations for spousal presence / participation)

IF THE PROSPECT IS STILL UNSURE: 
Let me ask you this, is there anything in particular that would prevent either of you from being 
home on __(DAY)___at ___:______ o’clock? Great! Then can you do me a favor and put this on your 
calendar or schedule for that time and not plan anything else that would conflict with our visit? 
Thank you so much for your understanding. We look forward to seeing both of you on _(DAY)__at 
__:_____ o’clock.

HOW LONG WILL THIS VISIT / ESTIMATE TAKE? 
We know how busy most people are these days, so I promise we’ll be respectful of your time! The 
visit is really determined by how many questions that you may have. All that we’ll do is show you 
a sample of the window so that you can see and feel the actual quality. Then we’ll take a couple 
of measurements so that we can give you a written estimate that’s frozen for one full year. Now, if 
you have any questions, we’ll answer them; and if not we’ll be on our way to the next appointment. 
That’s all.

CAN YOU CALL BEFORE COME? 
Well Mr./Mrs.__________________, that’s a little difficult to so only because our representatives 
have their schedules set anywhere from 24-48 hrs. in advance. In that way, they can plan their day 
accordingly. However, let me ask you this. Were you asking us to call first because you are a little 
unsure if this is going to be a good time? (if customer is unsure-reset lead or call back)

WHY DOES MY HUSBAND/WIFE HAVE TO BE HERE? #1 
Mr. / Mrs._______________. Have you ever heard of the Better Business Bureau? Well we are 
members in good standing with them. In fact we currently have an A rating. One of the reasons 
for that is because we are careful to follow all of their guidelines and recommendations. One of 
the things that they STRONGLY recommend is that when we conduct an estimate, that we have 
both spouses present. I guess the reason for that is in the past when companies have visited 
with only one spouse there is an increased risk of miscommunication on things like styles, colors, 
options, and pricing. That has caused numerous complaints with the bureau. So now they strongly 
recommend that we visit with both parties to eliminate any confusion. We are extremely flexible. 
We can stop out in the morning, afternoon, evening, even on weekends. When would be a good 
time to catch the two of you at home, daytime or evenings?



OBJECTIONS

WHY DOES MY WIFE / HUSBAND HAVE TO BE HERE? #2 
In the past whenever we have met with just one spouse, it has never failed that the spouse who 
was not present, had questions that did not get answered. As a result  we needed to return to 
the house for an additional visit to answer questions or show samples. This causes numerous 
unnecessary visits which ultimately waste  your time and increase our costs. Not to mention 
this is a major project which is likely to require both of your input. Now, we are extremely 
accommodating. We can stop out in the morning, afternoon, evening, even on weekends. When 
would be a good time to catch the two of you at home, evenings or daytimes? 

HOW MUCH DOES IT COST / CAN’T YOU JUST GIVE A BALLPARK?
Mr./Mrs._____________________, honestly, I’m not sure about the prices because I am just a clerk 
on the telephone. However, I do know that the windows vary in price deepening not only on the 
size, but the style as well. Quite frankly, there over 50 styles to choose from. However, there’s no 
problem getting you a price. This is exactly what our representative will do when he stops by. He’ll 
show you a sample, takes some measurements, and have you pick the style so we can narrow 
down and exact price that will be frozen for one full year. So with that in mind, will __(DAY)_  at 
__:______ o’clock still work for you?

NOT INTERESTED / NOT READY RIGHT NOW 
That’s no problem Mr. / Mrs. ___________________. We’ve designed this service for people just like 
you who aren’t necessarily ready right now.  All we do is send out a representative who will not 
only give you detailed information on our windows, but will also provide you with a no obligation 
estimate that is good for one year. That way, when you’re ready, you have an estimate on file from a 
company that you  can rely on. So, with that in mind…

STILL NOT INTERESTED / NOT READY NOW
Are you familiar with the 2010 Energy Tax Credit? Do you know how it works?  
Well Mr./Mrs._____________ the government is willing to contribute to the cost  
of your windows up to $1,500.00 and the opportunity expires at the end of this year. At the very 
least, I recommend you get all the facts and figures, now while the tax  credit is still in affect then 
when the timing is better for you, just let us know. You’re the boss!  So, with that in mind….



CANT AFFORD IT OR NO MONEY AT THIS TIME 
I can understand that. Have you ever had an estimate before? Never? Well, I can  honestly tell you 
now that the government is willing to pick up 30% of the cost of your windows through the 2010 
Energy Tax Credit, there has never been a better time to take a look. With that in mind…

STILL CANT AFFORD IT NOW 
Have you ever considered just replacing a few windows at a time? Well we have  
a great program that allows you to start out with just a few windows and we will freeze the price 
on the remaining windows for up to two years down the road. The best part is that you can work 
at your own pace, beat out on inflation and still take advantage of the 2010 Tax Credit. With that in 
mind…

GIVE ME YOUR NUMBER AND I’LL CALL YOU WHEN I’M READY 
I’ll be happy to do that. Have you ever had an estimate before? Never? Well, I can honestly tell you 
now that the government is willing to pick up 30% of the cost of your windows through the 2010 
Energy Tax Credit, there has never been a better time to take a look. With that in mind…

JUST SEND ME SOME INFORMATION / GIVE ME YOUR WEB ADDRESS 
I’ll be happy to do that. Have you ever had an estimate before? Never? Well, I can honestly tell you 
the first thing your going to say when you receive it is wow! How much? So how about we bring you 
a brochure when we come to estimate the job? 

STEP 6:  Office staff should contact the canvasser via text message to update them on the status 
of all of their appointments. Office staff should be sure to be positive and up-beat congratulating 
them on their achievements.  Office staff should also advise the canvasser to return to the home 
if any phone numbers are inaccurate or if the homeowner is not answering to confirm their 
appointment.

OBJECTIONS



THE MAP REPORT

The photograph below shows an example 
of an effective map report. The whole that 
has been strategically cut in to the report 
is designed to allow a printed map to 
show through the transparent area of this 
laminated form. By placing the laminated 
map report on the photo copy machine 
with the specific territory that you worked 
showing through the transparent window, 
you will be able to print out a copy each 
day the area that you covered with details 
of your team’s performance as well 
as other relevant factors like what the 
weather conditions were etc. Please see 
the following page for a closer look at the 
completed form. Be sure to store these 
electronically or manually so that you can 
always reference your performance and 
last visit to a given territory.

MAPPING AND 
TERRITORY MANAGEMENT 



THE MAP REPORT

         Date Knocked           Install Address       Weather Conditions           Total Hours 

CANVASSER NAME RAW LEADS VALIDATED APPOINTMENTS

TOTAL

COMMENTS:



INCENTIVES

GRAB BAG

In the graphic below, there are eighteen 
dollar bills that are placed in to a bag in 
specific amounts. This bag should be used 
to incentivize canvassers by allowing them 
to reach in to the bag and pick out one of 
the bills immediately at the conclusion of 
a shift in which they have achieved above 
average performance. 

Simply set a reasonable yet ambitious 
goal, and those individual canvassers 
that accomplish that goal, are allowed the 
opportunity to reach in to the bag to grab 
one dollar bill out of the bag. The overall 
average dollar amount come to $22.00 
yet the canvassers work hard in hopes 
to pull out the $100 dollar bill when in all 
reality that is a 1 in 18 chance. The increase in 
performance that is created by this $400.00 
investment can be incredible.

RECOGNITION

Babies cry for it and grown men die for it – 
RECOGNITION! The plaques that are shown 
below are excellent examples on how to 
appeal to the hearts and minds of canvassers. 
The pride and ego that goes a long way in 
motivating canvasser is easily captivated by 
the minimal cost associated with the type of 
recognition being exhibited below. Once you 
reward canvassers for top performance, don’t 
stop there! Be certain to take pictures of them 
with their awards and post them on every 
social media outlet possible. This will help 
them to gain recognition from their friends, 
family, and peers and not just their co-workers. 
This will also prove to be a brilliant recruiting 
strategy.



THE ABC’S OF LEADS

A

B

C

In the Market now. Going to make a purchase within the next 30 days. These leads 
are mostly inbound leads coming from TV, Radio, Mailers Referrals, Yard Signs 
etc.

Have thought about it & talked about it. Have not looked in to it yet because they feel 
it is not in the budget now. Willing to take a look for planning purposes. These leads 
are a mix of outbound & inbound coming from various sources like trade shows 
etc.

Haven’t given it much thought but since you are in the area or are offering some 
great promotion we’ll take a look. These leads are entirely outbound coming 
only from very aggressive sources like cold calls & canvassing.

CANVASSING BENCHMARKS
1  DEMO FOR EVERY 10 HOURS WORKING 
1 SALE FOR EVERY 3 - 5 DEMOS

CANVASSING BENCHMARKS

100 hours x $10.00 per hour = $1,000.00
 
10 Demos x $20.00 each = $200.00
 
3 Sales totaling 20K in business @1% = $200.00

 Grand total of canvasser’s wages = $1,400.00

Percentage of payroll to net business = 7% Lead Cost

CANVASSING IT MAKES DOLLAR$   IT MAKES $ENSE



LEAD PERFORMANCE 
EXPECTATIONS

100 Set Appointments Will Yield

13 Gross Sales

55 Confirmed Appointments Will Yield

40 Product Demonstrations Will Yield



PLAN & REVIEW

Plan & Review sessions should be conducted weekly with both the 
canvassing manager as well as each individual canvasser with in your 
program.  Keeping a close eye on their performance and monitoring 
their results will prove to be very crucial.  Ignore this, and the program 
will suffer! Here is an example of the vital statistics that you should be 
reviewing each week: 

PLAN & REVIEW Week of: __|__|__

GOALS
 Raw Leads : 25
 Confirmed : 15

Issued :12
Demos: 9  
Issued: 3
Volume: $20,000

GOALS
 Raw Leads : 21
 Confirmed : 14

Issued :11
Demos: 7  
Issued: 2
Volume: $11,600



ACTION PLAN
If it is discovered that  an employee is achieving poor performance, 
an action plan should be put in writing after each plan and review 
session.  Below is a sample outline of what an action plan might look 
like: 

ACTION PLAN

CONCLUSIONS:
A. SHORT STAFFED
B. BAD WEATHER
C. OFF THE SYSTEM 

ACTION PLAN:
A. RECRUIT
B. CROSS FINGERS
C. TRAIN & ROLE PLAY

John Doe

Employee

John Doe

Manager



PAYROLL FORM

PLAN AND REVIEW
Week of: __|__|_

EMPLOYEE
NAME

HOURLY 
WAGE

DEMO 
BONUSES

SALES
COMMIS-
SIONS

MISC TOTAL
GROSS PAY

Total Amount of Payroll This Period Total of Net Canvass Sales This Period Percentage / Lead Cost



© 2011 Anthony J. Hoty
This company is a fictitious company that is used to 
illustrate use of various real world names in association 
with this program. The affiliation of Window Depot with any 
retailer, corporation, trade group, or web presence herein is 
for exemplary purposes only.


