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I've used a lot of tools in this

space, and the difference with
Dodge is that it's actually easy for
salespeople to use. It gives my reps
a starting point every day, and it
eliminates the guesswork.

When it comes to who to call or
where to focus, the answer Is right
there: who's building what, who's
bidding, and where we should go
hunt next—all filtered to our markets,
our building types, and what's
actually happening in the field.

Without Dodge, we'd be back to
Googling contractors, guessing, and
cold-calling lists we can't trust. That's
not a strategy—it's chaos.

JASON MONDAY, VP OF SALES,
CENTRAL STATES BUILDING WORKS

The Challenge

Jason joined Central States to help grow Building Works, a specialized division focused on

delivering engineered metal building solutions for contractors across a range of project types.

But building a proactive sales motion required one thing fast: a reliable way to identify real
opportunities and the right people behind them. Jason was shaping the team to focus on
targeted outreach, tighter territories, and getting into the market — not waiting on referrals or
relying on outdated lists.

Without a dependable source of project and bidder intelligence, prospecting becomes
guesswork: searching online, building questionable lead lists, and chasing contacts with no
proof they are active in the right kind of work.

Jason needed a tool his team would actually use, so prospecting could consistently translate
into pipeline.

The Dodge Solution The Results

e Dodge made adoption simple with a platform Vo)
reps could navigate easily and quickly 60 /o
e Created aclear starting point for daily of qualified prospects

prospecting SO reps always knew who to identified through Dodge

target next

e Standardized 3—-4 core reports by territory 250 hrs

and build type to reduce overwhelm and keep saved annually (per rep) by

focus tight reducing manual research and

ifi ‘ddi ified lead list
« Identified the contractors bidding the unverimed lead lists
right projects, so outreach was based on

reality, not guesswork 50%

e Supported ramp +retraining as the sales team of targeted outbound activity
evolved, with refreshers and preset reporting supported by Dodge Reports
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