
Best CRM Strategies for Small
Businesses to Drive Growth in 2025
written by Jude Campbell | January 1, 2025

The right digital strategy isn’t just about having software – it’s
about implementing systems that actually drive growth (another way
to say sell more stuff). –Jude K Campbell managing partner of
Selling Lane

Drawing from decades of experience in transforming businesses through
technology, let’s explore how small businesses can leverage modern software
solutions to thrive in today’s market.

The Menu Selling Revolution
Menu selling, once a game-changer in automotive sales, has evolved into a
powerful tool for all types of small businesses. Here’s why it works:

a great menu presentation standardizes your selling process, ensuring no
opportunities slip through the cracks or no employee short sells your
customers.
A compliant menu process presents options clearly to customers,
increasing average transaction value and customer satisfaction.
Selling off a menu, helps you track customer preferences and buying
patterns helping you evolve your sales process to maximize your growth
Sending a printed or interactive menu, eliminates the guesswork from
follow-up strategies, you always know what was presented even months
later.

What to see how creating a menu can help you sell more? Click here to watch a
short video.
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Success Stories: Real Businesses, Real Results

Local Service Provider Transforms Operations

A family-owned HVAC company implemented Selling Lane’s menu selling system
and saw:

47% increase in service contract renewals
3x improvement in response time
28% boost in average ticket value

As the owner, implementing Selling Lane was the best business decision we’ve
made in 15 years. The menu selling system revolutionized how we handle
service contracts and customer interactions.

Before Selling Lane, we were drowning in paperwork and missing renewal
opportunities. Now, our technicians can present service options right from
their tablets, and customers love seeing all their choices clearly laid out.
Our contract renewal rate jumped from 52% to 76% in just six months.

The biggest surprise? Our average ticket value increased by 28%.
Turns out, when customers can see all their options clearly, they
often choose better quality solutions and additional services.

What sets Selling Lane apart:

Dead-simple interface our whole team picked up in a day
Mobile app that actually works in the field
Customer history at our fingertips
Payment links that’s lightning fast

To any HVAC company struggling with outdated systems or paper processes –
make the switch. Your team will thank you, and your bottom line will too.

Retail Boutique Scales Customer Service
A growing boutique leveraged our CRM to:

Manage customers across multiple locations
Plan customer follow-ups
Track buying preferences for personalized marketing

Selling Lane transformed our three-location boutique from chaos to clockwork.
We were spending hours manually tracking customers between stores and losing
sales due to scheduling issues. Now everything syncs instantly.

The customer follow-up system is brilliant. It automatically lets us know
what to do and when, with our own customizable style preferences. Our repeat
customer rate is up 65% since implementation.



Best features:

Real-time customer sync across locations
Automated contact recommendations, including call, email, sme and email
Purchase history insights

ROI highlights:

40% reduction in customer churn
3x increase in repeat customers
85% faster BDC tracking

Worth every penny.

Integration Tips That Actually Work
Start With Core Features1.

Focus on customer data management
Set up basic automation workflows
Implement menu selling for core products/services

Train Your Team Effectively2.
Schedule short, focused training sessions
Create standard operating procedures
Designate a system champion

Measure What Matters3.
Track customer retention rates
Monitor response times
Analyze sales conversion metrics

The Power of Simplicity
The most effective CRM strategy is one your team will actually use. That’s
why Selling Lane focuses on:

Intuitive interface that requires minimal training
Mobile-first design for on-the-go access
Customizable workflows that match your business process

2025 Growth Accelerators
To maximize your CRM’s impact this year:

Integrate digital payment solutions
Implement automated follow-up sequences
Use data analytics for inventory management
Create customer feedback loops



Take Action Now
The best time to improve your customer relationship management was yesterday.
The second best time is now. Start with these steps:

Audit your current customer management process1.
Identify your biggest communication gaps2.
Implement a system that solves these specific challenges3.

Remember: Growth isn’t about working harder – it’s about working smarter with
the right tools.

Want to see how a modern CRM can transform your business? Book a demo with
Selling Lane and discover why businesses are switching to our simple,
powerful solution.

10 Essential Plumbing Tips Every
Apprentice Must Know
written by Jude Campbell | January 1, 2025

Here are some pieces of advice or wisdom that experienced plumbers might pass
on to their apprentices

These nuggets of wisdom not only help in mastering the trade, but also in
navigating the professional world of plumbing. They combine practical advice
with a bit of life philosophy, tailored to the unique challenges faced by
plumbers.

1- “Measure Twice, Cut Once”
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is the sacred scripture in the holy book of plumbing, where ‘twice’ is just
the starting bid, and ‘once’ means you’ve probably already messed up. Here in
the realm of pipes, fittings, and the ever-present threat of an impromptu
indoor water feature, this phrase isn’t just friendly advice; it’s your
lifeline. Forget it, and you’re not just looking at a redo, but potentially
auditioning for a role in “Waterworld: The Home Edition.” So, grab your
measuring tape like it’s the Excalibur of plumbing, because in this game,
precision isn’t just a virtue; it’s your only defense against turning a
client’s basement into an accidental aquarium. For more tales from the
trenches of tape measures and pipe cutters, swim over to the Measure Twice
page, where we measure our success by how dry the floors Visit the Measure
Twice blog post

2- “Righty Tighty, Lefty Loosey”

isn’t just a catchy rhyme to keep you from looking like a fool with a wrench;
it’s the alpha and omega of screw-based wisdom, the bread and butter of bolt
behavior. Imagine it as the secret handshake of the hardware world. Turn it
to the right, or as we say in the biz, clockwise, and you’re in for a snug
relationship between nut and bolt – it’s like they’re holding hands tighter
than teenagers at a horror movie. But, should you desire freedom, a release
from this mechanical embrace, you go left, counterclockwise, where things
loosen up faster than a belt after Thanksgiving dinner. This isn’t just
advice; it’s a universal law, like gravity, but for anyone who’s ever faced
the existential crisis of a stuck jar lid or a stubborn screw. Remember, in
the dance of the threads, getting the direction right means you lead; get it
wrong, and you’re stepping on toes, or worse, stripping screws.. Visit the
Righty Tighty Blog Post

3- Always Have Spare Parts
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Keeping extra fittings, washers, and common repair parts on hand can turn a
two-trip job into a one-trip success. In the plumbing world, time is as
precious as water, and nothing eats into your schedule like an unexpected
second trip for parts. A Plumber’s Best Friend: The Spare Part Stash isn’t
just advice; it’s a mantra for efficiency. By stocking your van with extra
fittings, an assortment of washers, and those frequently needed repair
components, you’re not just prepared; you’re setting the stage for a one-trip
success story. This proactive approach not only saves you the hassle and time
of additional store runs but also elevates your service quality, ensuring you
can fix issues on the spot. This readiness transforms potential setbacks into
seamless, swift resolutions, enhancing customer satisfaction and your
reputation as a reliable plumber. Visit the Always Have Spare Parts blog post

4- The Customer Is Not Always Right

But They Are Always the Customer – Teaching how to handle disputes or
misunderstandings with professionalism. In customer service, the adage “the
customer is always right” often leads to unrealistic expectations. Instead,
acknowledge the customer’s perspective with humor and empathy, even when
correcting them. Offer solutions professionally, maintaining the balance
between satisfaction and policy integrity. Remember, they’re always the
customer, deserving respect, not always agreement. Read The Ultimate Plumbing
Pro’s Guide to Problem Customers blog post

5- Water flows downhill, the Importance of Gravity
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Gravity, the unsung maestro of the plumbing world, dictates that water flows
downhill, shaping the very essence of how we design, install, and
troubleshoot plumbing systems. This fundamental force ensures that wastewater
leaves our homes, that drainage systems function without pumps, and that the
integrity of our structures is maintained through proper water flow
management. Beyond the pipes, this principle serves as a metaphor for life
and business; just as water seeks the lowest point, problems often originate
from overlooked or higher-up issues, cascading effects throughout any system.
Understanding and respecting gravity’s role is not just about preventing
floods or backups; it’s about recognizing the flow of consequences in every
action taken upstream. Read the full blog post on Water flows downhill, the
Importance of Gravity

6- “The Snake is Your Friend”

The drain snake isn’t just a tool; it’s your trusty sidekick in the battle
against clogs and earning easy money (or at least 50% of the time). Think of
it as the lightsaber of your plumbing toolkit, cutting through the dark side
of hairballs, grease, and who-knows-what-else. Master the art of the snake,
and you’ll unclog drains with the finesse of a Jedi, avoiding the dark path
of chemical drain cleaners which promise quick fixes but often lead to bigger
woes. Remember, with great power comes great responsibility – use your snake
wisely, young padawan. Visit the The Most Profitable Tool For Plumbers, The
Drain Snake blog post.

7- “Know Your Plumbing Codes”

Plumbing isn’t just about making things work; it’s about making them work
legally. Building codes are the commandments you didn’t know you needed in
your life. They dictate everything from pipe sizes to venting requirements,
ensuring that your work not only functions, but does so safely. Ignoring
these can turn your masterpiece into a code violation faster than you can say
“back to the drawing board.” So, study them like they’re the latest
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blockbuster movie plot – because in plumbing, knowing the codes is knowing
the future. Check out the “The Plumbing Code: Secrets to Legally Awesome
Plumbing” blog post.

8- “The Art of the Estimate”

Pricing your work is an art form, not just a number game. You’re not just
selling your time; you’re selling peace of mind, expertise, and the promise
of a leak-free future. Always factor in the unseen – those sneaky issues that
love to hide until you’re elbow-deep in a project. Your estimate should be
like a good story: compelling, believable, and with a bit of buffer for the
unexpected plot twists. Learn to quote like a pro with “Estimating
Excellence: The Plumber’s Guide.”

9- “Respect the Tools”
Let’s talk about the indispensable tools that every plumber relies on to
tackle everything from leaky faucets to complex pipe systems. Discover how
these tools not only enhance efficiency and precision, but are crucial for
maintaining the integrity of our daily water systems. We’ll cover the must-
have gadgets, their uses, and why investing in quality tools is as vital as
the skills of the plumber themselves. Whether you’re a DIY enthusiast or a
professional, understanding these tools will give you a deeper appreciation
for the art and science of plumbing.. The Tools of The Trade, a New Plumbers
Guide

10- “The Leak is Never Where You Think It Is”
This isn’t just a tip; it’s a plumbing proverb. The source of a leak is often
as elusive as a good pun in a serious conversation. When water appears,
remember, it’s just the symptom. The cause could be lurking anywhere, from
behind walls to under floors. Your detective skills are as crucial as your
wrench-turning abilities. Follow the trail of moisture, listen for the
whispers of drips, and you’ll uncover the truth. For more on this, check out
“The Leak Detective’s Handbook.”

Here are a few � bonus T.I.P.S for good measure
Never Bite Off More Than You Can Chew – Know your limits. It’s better to ask
for help or refer a job you can’t handle than to make costly mistakes.

Cleanliness is Next to Godliness – Keeping a work site clean not only
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prevents accidents but also shows professionalism. Also, clean joints make
for better solders.

Learn to Use Your Tools Properly – Knowing how to use tools efficiently and
safely can make a huge difference in job quality and time management.

Always Turn Off the Water – Before starting any work, ensure the water supply
is off to avoid unexpected floods.

Plumbing Isn’t Just About Pipes; It’s About People – Understanding customer
service, explaining issues in layman’s terms, and ensuring the client feels
heard and respected is as important as the technical work.

These nuggets of wisdom not only help in mastering the trade but also in
navigating the professional world of plumbing. They combine practical advice
with a bit of life philosophy, tailored to the unique challenges faced by
plumbers. There you have it, the complete set of plumbing commandments for
the modern apprentice. Follow these, and you’ll not only keep the water where
it belongs but also keep your sanity intact in the face of plumbing’s
unpredictable nature. Remember, in plumbing, as in life, always be prepared
for the unexpected – because that’s where the real adventure begins!

Unlocking Plumbing Secrets: The
Universal Rule of Righty Tighty
written by Jude Campbell | January 1, 2025

Ah, brave souls seeking the ancient wisdom of the pipes, gather ’round! For
today, we unlock one of the most guarded secrets in the realm of plumbing:
the mystical chant of “Righty Tighty, Lefty Loosey.”

https://sellinglane.com/success-stories/unlocking-plumbing-secrets-the-universal-rule-of-righty-tighty/
https://sellinglane.com/success-stories/unlocking-plumbing-secrets-the-universal-rule-of-righty-tighty/


Plumbers: Why is “Measure Twice, Cut
Once” So Important?
written by Jude Campbell | January 1, 2025

“Measure Twice, Cut Once” is like the ancient plumber’s proverb, but in the
world of pipes, it’s less of a suggestion and more of a ‘do this or enjoy
your new indoor swimming pool’ kind of deal.

Want CRM Success? Train Your Team
Immediately!
written by Jude Campbell | January 1, 2025

For any CRM system, like Selling Lane’s, to really thrive, regular team
training is not just beneficial—it’s absolutely critical. Imagine this: your
CRM system is a high-performance race car, and your team members are the
drivers. Without proper driving lessons, how can you expect to win any races?
This analogy brings us to the importance of continuous training in leveraging
CRM Success to boost customer relationships and meet ambitious targets.
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Why Regular Training Matters for CRM Success
First, let’s talk about the rapidly evolving landscape of CRM technology. CRM
systems today are far more sophisticated than they were even five years ago,
incorporating AI, machine learning, and advanced data analytics. This rapid
evolution can leave teams behind if they’re not regularly updated on the
latest features and best practices.

Training ensures that every team member is not only up-to-date, but also
proficient in using the tools effectively. It’s about transforming your team
from being just users of a system to being champions of your technology,
capable of extracting every ounce of value from the system.

Creating a Culture of Continuous Learning
Selling Lane needs to foster a culture where learning is ongoing. Continuous
improvement in CRM skills can lead to better customer relationship management
and a deeper understanding of customer needs and behaviors. Regular training
sessions can also be a great way for team members to share insights and
challenges, further enhancing collective knowledge and strategies.

A learning culture supports not only individual growth but also
organizational agility, allowing your business to adapt quickly to new
opportunities or market changes.

Training Formats That Work
Not all training formats are created equal, and what works for one team might
not work for another. Here are a few effective ways to keep your team’s CRM
skills sharp:

Workshops and Webinars: These can be done in-house or with the help of1.
external experts. They’re great for deep dives into specific features or
updates in the CRM software.
E-Learning Modules: Online courses allow team members to learn at their2.
own pace and according to their own schedule, which is great for busy
teams.
Regular Updates: Sometimes, small bites of information are easier to3.
digest. Quick, regular updates or bulletins about new features or tips
can be very effective.
Peer-to-Peer Learning: Encourage team members who excel in certain areas4.
to lead small group sessions or one-on-one training to help bring their
colleagues up to speed.
Real-time Feedback: Incorporate CRM training into day-to-day work with5.
real-time feedback. This helps team members immediately apply what
they’ve learned in practical, real-world scenarios.



Measuring the Impact of Training
To really understand if your training efforts are paying off, you need to
measure their effectiveness. Set clear metrics for improvement post-training.
This could be in the form of increased customer satisfaction scores, higher
sales conversions, or more effective data management. Selling Lane, for
example, could monitor the monthly viewer count or the engagement rate before
and after the training sessions to gauge their impact.

Integrating Training with Business Objectives
Link your training programs directly to your business goals. For instance, if
the aim is to engage 20,000 viewers per month, tailor your CRM training
sessions around strategies that enhance customer engagement and retention.
It’s also vital to communicate to your team why these trainings are important
and how they tie into the larger business objectives. This helps in securing
buy-in and more enthusiastic participation.

CRM Success Summary
In conclusion, for CRM systems like Selling Lane’s to deliver on their
promises, regular team training is indispensable. It’s not just about keeping
up with technology—it’s about mastering it to deliver real business results.
Cultivating a culture of continuous learning and ensuring that training is
engaging and aligned with business goals can transform how your team
interacts with your CRM, leading to greater success and closer to achieving
ambitious targets.

Remember, in the race to CRM success, regular training is your pit stop
strategy—it keeps your race car running at full speed, ensuring you’re always
ahead of the competition.

   The Easy  CRM FOR EVERYONE  Track leads, close deals,
turn customers into fans  Start Now - It's Free Your Business, Amplified
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How a CRM with Google Calendar Makes
You Money
written by Jude Campbell | January 1, 2025

https://sellinglane.com/product-updates/how-a-crm-with-google-calendar-makes-you-money/
https://sellinglane.com/product-updates/how-a-crm-with-google-calendar-makes-you-money/


The good news? CRM platforms like Selling Lane can seamlessly integrate with
Google Calendar. Setting it up is usually a breeze, and many platforms offer
free trials so you can test-drive the system before committing.

Stop The Mix-Ups! How To Organize Your
Customer’s Like A Pro
written by Jude Campbell | January 1, 2025

No More Mix-Ups: Imagine calling Mrs. Johnson for a roof repair, only to find
out she wanted the basement flooded (hopefully not!). Clean info means you
reach the right person, every time. No wasted time, just happy customers.

Maximize Lawn Care Profits with Menu:
It’s A Game-Changer
written by Jude Campbell | January 1, 2025
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Upsell Like a Pro: How Lawn Care Whisperers Win
with Selling Lane’s Menu System
Are you leaving money on the table with your current lawn care sales
approach? If you’re relying on rigid service packages or hoping clients will
ask you about additional services, you’re likely missing out on significant
revenue opportunities. It’s time to upgrade to Choice Selling with Selling
Lane.

Customers Crave Control (and You Should Profit From
It!)
Today’s customers want flexibility and personalized experiences. In the lawn
care industry, this means some homeowners may just need basic mowing, while
others desire a full suite of services, from fertilization and weed control
to seasonal cleanups and even landscaping add-ons.

Selling Lane’s Choice Selling System empowers your customers to build their
own ideal lawn care plan, while strategically guiding them to add
complementary services that boost your bottom line.

How Menu Selling Works: Simple for You, Effortless
for Them

You Customize Your Menu: Easily set up all your services (mowing,
edging, aeration, cleanups, etc.) as individual menu items within
Selling Lane.
Customer Builds Their Package: Your client adds their desired core
service, and Selling Lane’s smart recommendation engine suggests
relevant add-ons based on their selections.
Boost Average Order Value: Customers feel in control when they tailor
their package, and are more likely to spend on additional services that
provide true value.

http://sellinglane.com/choice-selling-system/


Real-World Lawn Care Business Examples

Scenario 1: Client selects recurring lawn mowing -> Using the Choice
Selling System, you recommend edging, weed-eating, or a fertilization
treatment.
Scenario 2: Customer books fall leaf raking -> Using the Selling System,
you suggest Power-washing or a pre-winter lawn prep service.

Beyond Upselling: Transform Your Lawn Care Business
with Selling Lane
Choice Selling is powerful, but it’s just one way Selling Lane streamlines
your entire lawn care operation:

Efficient Scheduling: Intuitive calendar with route optimization saves
time and reduces fuel costs for your crew.
Get Paid Faster: Automated invoicing and online payment options improve
cash flow.
Reduce No-Shows: Appointment reminders keep your schedule full.
Nurture Customer Relationships: Built-in CRM tools help you stay in
touch with clients, encouraging repeat business and referrals.

Why Selling Lane is the Right CRM for Lawn Care
Specialists
Most CRMs aren’t easy and built with the flexibility that service-oriented
businesses like yours need. Selling Lane is different. Our Choice Selling
System is designed to maximize upselling opportunities, and our platform
includes features crucial to efficient lawn care management.

Ready to See the Difference?

Experience the power of Choice Selling and take control of your lawn care
revenue. Try Selling Lane free for 30 days and discover how easy it is to
boost profits and deliver an exceptional customer experience.

   The Easy  SOFTWARE FOR LAWN SERVICE  Track Schedule, Upsell Jobs,
Turn Customers into Raving Fans  Start Now - It's Free Your Lawn Care
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Business, Amplified     





There Are 3 CRM Types, Choosing
Shouldn’t Be Scary.
written by Jude Campbell | January 1, 2025
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Customer Relationship Management (CRM) software is a powerful tool that helps
businesses build stronger relationships, streamline processes, and drive
growth. However, not all CRM systems are created equal, in fact, there are 3
CRM types. Understanding the three main types of CRM – operational,
analytical, and collaborative – is crucial for selecting the best fit for
your business needs.

1. of 3 CRM Types, An Operational CRM

Focus: Streamlining day-to-day sales, marketing, and customer service
tasks.
Key Features:

Contact management: Centralizes all customer information.
Lead management: Tracks leads through the sales pipeline.
Sales automation: Automates tasks like email sequences and
reminders.
Customer service ticketing: Helps manage support inquiries
efficiently.

Who benefits most: Businesses aiming to improve sales efficiency, reduce
manual tasks, and provide a consistent customer service experience.
Examples include sales teams, customer support centers, and marketing
departments.

2. of 3 CRM Types, An Analytical CRM

Focus: Harnessing customer data to uncover insights and trends.
Key Features:

Data collection: Gathers customer data from multiple sources.
Data analysis: Advanced reporting, sales forecasting, and trend
visualization.
Segmentation: Groups customers based on behavior, preferences, etc.
Data mining: Discovers patterns and correlations within large
datasets.

http://sellinglane.com/an-easy-crm/


Who benefits most: Businesses seeking deeper understanding of customers
to optimize marketing, identify growth opportunities, and make data-
driven decisions. Examples include marketing analysts, sales managers,
and product development teams.

3. of 3 CRM Types, a Collaborative CRM

Focus: Facilitating communication and collaboration across teams.
Key Features:

Shared customer data: All departments have access to a single
customer view.
Cross-functional collaboration tools: Internal messaging, project
updates, etc.
Document sharing: Easy access to contracts, proposals, and customer
resources.
Partner relationship management (PRM): Can include features to
manage external partners or distributors.

Who benefits most: Businesses where multiple teams interact with
customers, or where external collaboration is key. Examples include
businesses with both sales and field service teams, or those working
closely with channel partners.

Real-World Examples

Operational CRM Example: A retail store uses CRM to send automated
follow-up emails after purchases, track customer interactions, and
manage loyalty programs.
Analytical CRM Example: An online retailer analyzes CRM data to identify
best-selling products, optimize website design, and personalize
marketing campaigns based on buying patterns.
Collaborative CRM Example: A software company’s sales and support teams
work seamlessly using the CRM to resolve customer issues, track project
progress, and share feedback to improve their product.

Choosing the Right CRM Type (or a Blend!)
Many modern CRM platforms offer a hybrid approach, combining elements of all
three types. When making a decision consider:

Your primary goals: Do you want to streamline operations, mine data, or

http://sellinglane.com/an-easy-crm/


improve cross-team collaboration?
Business size and complexity: Smaller businesses may start with a focus
on operational CRM, scaling up later.
Specific features needed: Prioritize the features that directly solve
your pain points.

Unlocking the Power of CRM
By understanding the different CRM types, you’re empowered to select a system
that aligns with your business needs. The right CRM can become the backbone
of your operations, fostering customer loyalty, improving efficiency, and
fueling your growth journey.

Stop Losing Leads: Easy Way to Follow
Up & Close Deals
written by Jude Campbell | January 1, 2025

Tired of losing potential sales? Learn how CRM software boosts small business
growth by supercharging lead follow-up and closing more deals.
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