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2006
Region Gross Net
Northeast 10.32¢ .23%
Southeast ~ 12.55¢ 7%
Midwest
Southwest 12
West ‘
International .
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2006
Company Size  Gross  Net
3-50 103._ 5.88%
51-100 14.7¢ Yo
101-200 12.C
201-500
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Source Gross  Net
Dealer 11.41% 8.09%
Traditional ~ 11.6 %  10..
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Reason

Cancellation Reason
Collection — Non-payment
Moved within Market
Moved Outside of Market
Poor Service o
Lost to Competitic
No Longer Using ¢
Sold/Out of Busine:
Financial Difficultie:
Property Abandoned
End of Contract Term
Deceased/Rest hc
Price Increase Resc|
Natural Dis '
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