
 

Short Term and Long-Range Strategies 

 

Nunn Telephone Company is a small business and does not have formal short term and long-range 
promotional and advertising strategies as it relates to Dedicated Services.  Our informal, overall strategy 
relies on being the local provider.  Our employees live, work and play in the serving area and rely on that 
as being a differentiator to our customer base.   

Nunn’s geographic scope is limited to its current franchise area and has no short term or long-term plans 
of expanding its geographic reach.  Nunn is dedicated to serving all business customers within its current 
serving territory, big or small.  If a specific business is targeted, it is done so on the types of services a 
customer may order.  For example, some of our best historical customers are community anchor 
institutions and locally-owned small businesses with multiple locations.  If potential customers meeting 
this criteria exist, we likely reach out to them periodically to see if they would consider meeting with us 
to discuss how we may help them achieve their goals.   

Our strategy is to listen to the needs of our customers and offer a solution that best fits those needs.  
We have found this strategy to be quite successful and do not try to push traditional TDM Dedicated 
Services or ETS Dedicated Services.   

Our overall strategy for retaining current customers is nothing more than to informally stay in touch 
through telephone calls, emails, periodic visits to their business establishment, or simply running into 
them at various local events.  We have found that this local touch and our extremely reliable service can 
really be the difference in retaining a current customer. 
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