
Surviving the downturn 
with Increased Sales and  

Reduced Overheads 

With the effects  of the current economic downturn forcing com-
panies to cut overheads  on a broad scale. The idea of outsourcing 
or creating a sales force  may not be the first thing that comes to 
mind. Outsourcing simultaneously addresses  all companies basic 
requirements for survival of the current downturn: Cutting Costs 
and Generating New Sales  
 
Don’t address this and your cash will dry up 
 
 
 Have your sales dropped off significantly? 
 Have your overheads stayed the same? 
 Is your Cash Flow tightening up?  
 Do you need more sales leads? 
 
If you have answered YES to any of the above we can help. 
 
 Can you or are you prepared to cold call businesses to in-

crease your sales? 
 Do you have a dedicated sales team? 
 Can your business survive on the current sales? 
 Do you know where to get your new business from? 
 
If you have answered NO to any of the above we can help 
 
 
Call us now on 
 
 

0870 803 3720 
 

For an informal chat to find out how we can help and how 
much it will save you. 

Phone: 0870 803 4956 

Fax: 0870 803 4756 

E-mail: 

sales@b2bsalesforce.co.uk 

Suite 2 Canford House 
Discovery Court Business Centre 
551-553 Wallisdown Road 
POOLE 
Dorset 
BH12 5AG 

“We needed to produce a 
revenue for our  aviation 
directory website. B2B Sales 
Force went through all our 
listings and sold them 
premium spots on the 
directory” 
Owner—My Aircraft World 

“When our business started to 
drop off in October, we needed 
more leads to price up our ser-
vices. Unusually in the con-
struction industry we employed 
a sales company to find build-
ing work for us. To my amaze-
ment the leads came flying in 
to the extent we had to limit 
the leads being generated. 
Great work I don’t know why 
we didn’t do this before."  
MD—Vivid Construction 



Partnering with  
B2B Sales Force 

Partnering 
 
You know your business and we know ours. To be successful we 
need to work together as partners. We will find and contact the 
businesses that you want to sell to and deliver those potential new 
customers to you. 
 
We will: 
 
 Implement a strategy to incorporate our specialist sales team 
 Dedicate one or many telemarketer/s to your business 
 Establish a firm grounding of your product or service 
 Only work for  one industry per area 
 Establish how many leads you can deal with 
 Deliver sales leads to you 
 
Contracts 
 
Our minimum contracts are one day per week with one months 
notice to terminate. 
 
Cost effectiveness 
 
Websites, magazine, newspaper have they been effective for you? 
Don’t sit and wait let us go and get those customers for you and 
build a relationship with your new customers at considerably less 
than putting an advert in a magazine. 
 
 
 
 
You will have questions, so have we. Find out how your partnering 
with us  could turn your business around! 
 

0870 803 3720 Phone: 0870 803 4956 

Fax: 0870 803 4756 

E-mail: 

sales@b2bsalesforce.co.uk 

Suite 2 Canford House 
Discovery Court Business Centre 
551-553 Wallisdown Road 
POOLE 
Dorset 
BH12 5AG 

“Launching a green initiative to 
offset carbon emissions to busi-
nesses was always going to be 
difficult. B2B Sales Force got 
their head around our service 
and got on it, great results” 
Owner—Carbon ZeroCertified 

“We are scaffolder’s not sales-
man, I cant do cold calling but I 
love it when I am given some-
one who wants us to price up a 
job, what B2B Sales Force call a 
HOT Lead. B2B Sales Force 
contacted just about every 
builder in our operational area 
and before we knew it we were 
busy again. Keep up the good 
work!” 
Darren Smith 
Contracts—Vivid Scaffolding 

“Half the money I spend on advertising is wasted, and 

the problem is I do not know which half” 

Lord Leverhulme 1851-1925, British founder of Unilever 


