
3. New Homeowners and New Movers are “customers looking for businesses”.  
 They want to be loyal, long term customers in their new community. They  
 like “local”, but are risk averse… they knew and trusted service providers in their  
 “old” surroundings, but might not know (or trust) anyone in their new setting.  
 They are looking to establish lifetime relationships with new providers in their  
 new surroundings.

4. They can be targeted. In the case of New Movers, geographic targeting is  
 easy. Looking for a more upscale consumer to build your business???  
 New Homeowners can be demographically targeted by home type and home  
 value… just when they are in the market for a new provider.

1. 69% of new residents will or must change financial service providers. 
2. New residents are the lifeblood of every business. This is because:
   • Every business experiences “churn”… the loss of both satisfied and  
        unsatisfied customers over time.
   • Competitors and substitute services are always competing for the  
        professional financial service customer and dollars.

New Homeowners and New Movers = a steady stream of new customers.

$100 Marketing Services Certificate with our compliments.
Here’s a $100 “Head Start” on a new resident campaign customized to fit your business.
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Jim Carroll

expert new resident marketing

We needed a way to attract new customers to our business... regardless 
of the season... customers that were willing to pay premium prices for 
our premium brand. In short, we wanted to be in control of our business, 
and not be so dependent on weather and seasonality.
We tried everything (just like you have)... and finally found and 
perfected the tool that became the very foundation of our marketing 
plan. We found a way to market to new homeowners, right as they 
moved in, and made sure that they had a reason to visit our stores 
first... before the competition. It was trial-and-error at first, but we 
perfected our execution and came to rely on the steady stream of 
new customers that this program brought in to our stores.

New Homeowner / New Mover Marketing Works! 
If you are as serious about growing your business as I was 
about mine, you need to include this tool as a key component 
of your marketing mix... I believe in it so much that I’m willing to 
pay you $100 to get started. Use the $100 Certificate below, 
give us a call and we’ll get the ball rolling for your business.

In the summer of 1994, I opened a 
chain of independent paint stores in  
the Pacific Northwest.
The business was a “scratch start”... 
zero customers, zero revenue. We 
were acutely aware of every customer, 
every transaction, every day as we 
built the business.
July, August and September (Summer in 
Seattle) were good to our business. But 
the Winter / Spring months (November-
April) had us worrying about overhead, 
inventory, and wages until the weather 
gods blessed us again.



The number actually varies quite a bit depending on overall population 
density in your area, and there is also some seasonal variance in 
parts of the U.S... for the actual numbers in your trading area give us 
a call at 1-888-582-0101.

Based On The Date They Move Into Your Trading Area, Of Course! 
Our firm offers four options in terms of the timing of your new homeowner offer:

•  Weekly…we are one of the only firms in the US capable of securing and acting on new homeowner data  
   weekly. The benefit? You can be assured that your offer gets there first... well ahead of competition.

•  Monthly…if your offer is not urgent or time-sensitive…we also offer a monthly mailing option. The benefit?  
   It costs less than weekly mailings, but still delivers a high quality message to a qualified audience.

•  Anniversary of Move…usually 9-10 months after “move-in”... great for Auto and Home Insurance  
   Professionals.

•  Specific Dates…we can mail on birthdays (birth month) or on other specific dates, like January “Tax  
   Mailing” or a June “Graduation Mailing”.

Your signature product…of course! Put your 
best foot forward and  give your newest, 
best customer a meaningful sample of your 
product or service. Give them a FREE,  
no strings attached, absolutely no-risk way to 
try your product. If it’s as good as you think 
it is…they’ll be back again and again. (and, 
they’ll be willing to pay full price!)

Because of state and local licensing requirements, New Homeowners are often 
forced to change financial service and insurance providers when they move to 
a new locale. There are actually three sets of decisions:

• Pre-move - They often arrange insurance (home and / or auto) before move-in  
  due to mortgage / escrow requirements and auto loan requirements.
• Anniversary of Move - The new residents may or may not be happy with the service or rates provided  
  by their new provider. Many providers find it productive to market to New Homeowners / New Movers  
  on a time-delayed basis... 9 or 10 months after move in… just before their existing policy renews.  
  This is a valuable, affordable service we provide on a turn-key basis.
• Specific Date - Another key time for many financial decisions is “tax time”. (Jan 1 - March 31) If you  
  like, we can provide a list, with demographic sorts by property value, property type, and estimated  
  income... for folks that have moved into your trading area since last tax season.

New Homeowners
Choose:   q Weekly or q Monthly Mailing

    Ability to select by primary type: 
         q Single Family Home   q Condos   q Both

    Ability to select by property value (purchase price) 
         q Home Values Above $___________

New Movers
q Monthly Mailing

“Time Delay” Option
(Time Elapsed Since Move)

q Monthly Mailing

“Time Certain” Option
(New Residents Who Have Moved In By 
Your Target Date)

q Annual Mailing

Right away! “Start this week, new customers by next week” 
is our tag line. Our clients typically see a steady stream of 
new clients within 10 business days of their first mailing. 

We guarantee results.

Call 1-888-582-0101 for details.

1. Develop your new resident offer.

2. Draft personalized copy to accompany your offer.

3. Then, we’ll submit artwork and copy for  
    your approval.

4. We’ll mail your offer weekly or monthly to prime  
    new homeowners or new movers in your market area.

... All at one low price per piece mailed.

1. Select the area to mail (usually your zip code(s)  
    or a radius around your location(s))

2. Call us at 1-888-582-0101 and  
    we’ll give you the actual mailing count

Presented to:
$250.00  
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NEW 

ACCOUNT

BONUS
Redeemable in person at:

Bluegrass State Credit Union

822 Corporate Drive

Lexington, KY 40503

(859) 219-5576

Dear Lois:

July 17, 2014

Serial No: 1406000Expires October 17th, 2014

Robert
 Ellio

t

Rober
t Ell

iot

Robert Elliot

President

Lois Thompson

798 E Jersey Circle

Lexington, KY 40503

Lois Thompson

798 E Jersey Circle

Lexington, KY 40503

President

Aliquatem nusa se poriatem faceatiatur sero to voluptatur se et dolorem sitae ne nist, optas 

dios commoleseque nienihit eosaperum volorpore non nobit assequis si omnihit oditati 

buscid mostrunt rendebis perum rerferum rem. Ut voluptatur, ad que qui de aut aliquatque 

que plabo. Bis duciis iuscia sandios dem re, quis ped maximus, aut autas ullabo. On 

conemol endicimus dellum harchicatis doloruptios re denda qui dolora peribus, conserion 

num rehenti torro erunt ulpa debit vendign imporibus et quiatium eatur sam ea adi dolupta 

qui re sunt restem vid qui nonseque intia quae et fugit voluptatius magnis sundant et occum, 

ni res minvelitio il in expe nesed quatius ad qui dolende mquunte odis sitibus dolupti blaut 

harum, ulpa dolo velit eos sunt, utem reniminus, sus incidus.

Agnamen ecullat doluptatem doloren duntibus es plis et lanis aut escimin remporia 

explabora debis ne sandunt molorro te nos restrumque inctem hitasperibus abo. Hendaep 

udandio nsequi rectat eat latium late ipid mi, arum vitecerit aut auta dollenis volest quias 

incitae id que quam debistis sum quatesedi opta porempos dolupta corepud aeceptasime 

aliqui unt at mincient.

Neque volo te quam conserciatem volorehentem quat.

Ur? Pis etur ate aut aut mod quo tem qui de nimporio quid eum volupta tiossinverem 

estis mossitat quia nihicimus.Hendici psapit et lacerunt fuga. Namet elibusape maio tem. 

Dandam il incimus nim ium fuga. Itatus aut ullitatis verio. Otatisquid et volest, quiatibus 

sim vid ellaborit omnis rehentiore prepel erum quid utat.

Nam ellabor auteni ra volut atibusam sequo to tenis enis ent estioneseque dent etusam quo 

quatiorum

Sincerely

FREE Records Storage

Redeemable in person at:
The Collier Agency51 BroadwayFargo ND 58102(701) 237-1414

Presented to:

One offer per household. May not be combined with other offers. Void where prohibited. Cash value 1/20th of .01 cent. May not be reproduced without express permission.

© New Business Now 2014     888-582-0101     www.new-biz-now.com

$50.00 Value with Quote
Samuel Donovan132 W Church StFargo ND 58102

Samuel Donovan132 W Church StFargo ND 58102

Dear Samuel:

Serial No: 1406000

July 14, 2014

Expires October 14th, 2014

Bradley Collier

Bradley Collier
Bradley CollierPrincipal

Principal

Ta dolore, quos et, oditius imusda alit unt, omnimpo rehent res volorum quae volore aut ex-

ceatiist et ut audisint quis ulpa doluptamus ad que evel es ariatio. Nam faccat voluptio et haritat 

iurepudiae pa aut exero tempor a dolut is apeliquam et et estiaepta incienis sus eiuria deritiust 

ea dolecep udionseque magnisc itiume erspide voloruntin et essum rem cusae mil is exceperspid 

eos essimoluptas prendeb itates ea volupta tiossin corepe nos as etur, iduciatis erchilic temollam 

dollupisque qui seque dolupta tectior sollibus doluptur?

Upta dendia dolut omnihit verumet volupta tectempos num, offic tessita dolupta corumen dip-

sae. Ut il et quidus, velicime voluptae nis simagnis essimax imolut aci culparis dolorpo rehent 

essim nim fuga. Ut rerum sima qui am volum fugias cullaborerum natur aliquia spidendunda 

nimilibus ernam duntiis acimodit moditium fuga. Alicimentota enime provitatem haribus, cum 

lab id quam, offictet odi ius reiciae pro voluptatis inctor simillo ruptatetur, sit rectore icatur aute 

iminum atae veliquid endis a que cor ant odigent magniet dolorumquam quundero et fuga. Nam 

exernat aditiaspid modicimus etur? Ota volum quaest, si ut ulpa conemperae por aut archilitat.

Omnitio molo conse non periatibus, et faccatint rerem alias explam nitiureprae vita corpos eos 

doluptatio quid qui omnis molorro cone volupta spedio offici ut anturit, odia incias es sit acea-

quia id qui cone ni vellicia nihilig natiusa peratint.

Bisciae corepuda cus min por acerior ratet abo. Es que cusapel lacerep elitis ma quatque pa ex 

eos sitates tiaturecto moluptia consequae escid que dicim et unt, nis quas et audit lam et officati 

coreror as dolupidi que odignim incidel ligendic te volupta turibus et odipsam excerro min et 

laut qui officim sunt.Sincerely,

Presented to:

SAVE $100
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Redeemable in person at:

Kraft & Kramer, LLP
885 Main Street

Suite 200
Fort Worth TX 76102

817-322-8080

Dear Nancy:

July 17, 2014

Serial No: 1406000
Expires October 17th, 2014

Meredith Kraft

Meredith Kraft
Meredith Kraft, CPA

Ralph Goodman
1518 SW Plano Ct.
Fort Worth TX 76102

Ralph Goodman
1518 SW Plano Ct.
Fort Worth TX 76102

Meredith Kraft, CPA

Ga. Ut parcit a di blandesed quae. Nem accum nimus, suntissitem reiusap iendantio. Et pa 
suntiumquam deria quis ut omnimus etur?
Omnihilis simporitatus inctiis et eum cus, adis aut que et la nus sam, omnimaior 
magnimagnam, aut eum fugiae dolorecatus.
Ped quo dolest, qui dolupit re vidus, tet eos alibus sum quatemp ercienia sinctiostios el 
molorro in re velitio veritae ptatum sim et ati dolorum, aut re, id quianis ciistii squassendel 
inctatiatiis dolorem sitinve libernatur anda non re, occus eos minverorum rerae cus nam 
que cusapid ulluptation praeptatur? Qui illupta tecusan ihitae ratemporunt a vendiae eum 
sam, cor sitio. Id et venis earchit aepernatur aut et venda nem velenient.
Emporem adis moditia que excerfernam ime desti omnis quiat occulpa nonsequis delesecum 
arciis et as doluptates quostias reperferum quia sum facilla voles iunt ut aut alit esse deliquas 
non conet faceati onsequunt vel intem dolut imil eos am et dolo il magnis doluptium que 
natemque net aut molorita nim qui occabo. Unt ea nonem fugit la nimusan derunt ad et 
lam, et eum eium is perroreic tem volupta quiaecab ipiet dolorest ant labore se dolendae 
voluptae. Natur?
Alis dolorit iuntius vero qui opta voluptae persper oremqui cum aliatempe voluptatem 
dolorume labore, saescim oluptatur senimai onetur modit, suscil eri dolo errorumque que 
di ut am vendis as nonecus eum sedia as asint.
Mint magnam simusdae corpori iditatation cus dollite volo blacest, omnisqui dentium 
autenih illautaspis voloreh enisquis et volut aut modioria num non plit dellaut quis aceatur, 
soloressita dunderita conem aut fuga. Ugitatios et demporit moloria volorpore voluptae
Sincerely,

18x
A New Resident is

18x More Likely
To Respond1.

2.

3.



It is not uncommon for our clients to experience a 15-20% response rate. This flies in the face of “normal” 
direct mail response rates, where a ½ of 1% response rate is average, and a 3% response rate is 
considered wildly successful.

Our Certificate & Letter mailings have a 7X higher response rate than typical postcards, and they cost 
nowhere near 7X as much. It’s the biggest no-brainer in direct mail.

Why pay our competitors up to 25% more, when we offer a better, more professional looking product for less?

How do we offer Top Quality at a Lower Price?
1. We keep our overhead low.

Ø No Sales Commissions paid to telemarketers.

Ø No billing through third parties.

Ø No expensive full-page ads in trade magazines.

2. We require a commitment from you.

• By entering into a minimum service agreement with our customers, we are able to  
  spend more time on operating efficiently.

3. We use state-of-the-art printing technology.

• Digital Printing Presses allow us to print small, custom runs with exceptional quality.

Our New Homeowner files are derived from deed recordings; in other words after someone has 
purchased a single-family residence in their name. We secure this super-fresh data every Friday, and 
begin the mailing process for our clients right away. New Homeowner data is available by zip code, 
property value (purchase price), and property type (detached single family or condominium).

Our New Mover files are available two ways: 

a) United States Postal Service Change-of-Address files or 

b) Utility new connects (new phone, electric service, cable, etc.). These files tend  
    to contain about 50% renters and 50% new homeowners. New Mover data is  
    available by zip code, or radius from your store(s).

Which is better for your business? Give us a call at 888-582-0101 and we’ll provide you with the best 
choices to reach your target customer.

Presented to:

$250.00  
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NEW 
ACCOUNT
BONUS

Redeemable in person at:

Bluegrass State Credit Union
822 Corporate Drive
Lexington, KY 40503

(859) 219-5576

Dear Lois:

July 17, 2014

Serial No: 1406000
Expires October 17th, 2014

Robert Elliot

Robert Elliot
Robert Elliot
President

Lois Thompson
798 E Jersey Circle
Lexington, KY 40503

Lois Thompson
798 E Jersey Circle
Lexington, KY 40503

President

Aliquatem nusa se poriatem faceatiatur sero to voluptatur se et dolorem sitae ne nist, optas 
dios commoleseque nienihit eosaperum volorpore non nobit assequis si omnihit oditati 
buscid mostrunt rendebis perum rerferum rem. Ut voluptatur, ad que qui de aut aliquatque 
que plabo. Bis duciis iuscia sandios dem re, quis ped maximus, aut autas ullabo. On 
conemol endicimus dellum harchicatis doloruptios re denda qui dolora peribus, conserion 
num rehenti torro erunt ulpa debit vendign imporibus et quiatium eatur sam ea adi dolupta 
qui re sunt restem vid qui nonseque intia quae et fugit voluptatius magnis sundant et occum, 
ni res minvelitio il in expe nesed quatius ad qui dolende mquunte odis sitibus dolupti blaut 
harum, ulpa dolo velit eos sunt, utem reniminus, sus incidus.
Agnamen ecullat doluptatem doloren duntibus es plis et lanis aut escimin remporia 
explabora debis ne sandunt molorro te nos restrumque inctem hitasperibus abo. Hendaep 
udandio nsequi rectat eat latium late ipid mi, arum vitecerit aut auta dollenis volest quias 
incitae id que quam debistis sum quatesedi opta porempos dolupta corepud aeceptasime 
aliqui unt at mincient.
Neque volo te quam conserciatem volorehentem quat.
Ur? Pis etur ate aut aut mod quo tem qui de nimporio quid eum volupta tiossinverem 
estis mossitat quia nihicimus.Hendici psapit et lacerunt fuga. Namet elibusape maio tem. 
Dandam il incimus nim ium fuga. Itatus aut ullitatis verio. Otatisquid et volest, quiatibus 
sim vid ellaborit omnis rehentiore prepel erum quid utat.
Nam ellabor auteni ra volut atibusam sequo to tenis enis ent estioneseque dent etusam quo 
quatiorum
Sincerely

In reality, our service is free. That’s because it pays for itself! Many dealers experience a 600% return on their 
investment… that’s right... $6 back for every $1 they spent on our program! We offer a turnkey service at a flat price per 
envelope mailed. That includes everything… all artwork, copy writing, list procurement, printing, addressing, collation, 
postage and mailing. Call us at 1-888-582-0101 and we’ll be happy to provide you with a quote for your trading area.

16% of your satisfied customers leave your business every year. That’s right. You lose your best 
customers 52 weeks of the year. Why? Life happens. People die, get married, divorced, accept a 
promotion in another city, etc.

So...if you start the year with 100 satisfied customers, you will more than likely have 84 or 85 remaining 
at the end of the year. To get from 84 or 85 back to where you started requires almost a 20% increase in 
your customer base!

That’s why it makes sense to be in the market for new customers every day.

Our programs turn new residents into new customers.

$1.97

Weekly 
New Homeowners

• Your offer gets there first!

NBN 
EXCLUSIVE per piece 

mailed $1.77

Monthly 
New Homeowners

• Affordable New Homeowner option

per piece 
mailed $1.57

Monthly 
New Movers

• Best Value!

per piece 
mailed

$1.57

Time Delay / 
Moving Anniversary

• Great for Insurance Agents

per piece 
mailed $1.57

Specific 
Date

• Great for Tax Professionals, CPAs

per piece 
mailed

In all candor, we get a great response because of flawless execution.

We have a great list. We have used the same data provider since 
1994. This resource is normally only available to mega marketers, 
but we are able to provide it to you affordably.
The right customer is targeted. You select the zip code(s), the 
type of residence (e.g. single family and / or condo), home value, etc. 
This means we are mailing only to prime, demographically qualified 
candidates in your trading area.
We write compelling copy. We know what works. Our writers and 
graphics team work together to be sure your offer is timely, attractive, 
and action-oriented. The result... a steady stream of NEW customers 
to your store(s).
Totally turn-key process. Because this is our business…our only 
business... we focus on getting your mailings out on-time, every time, 
without fail. This means that potential customers receive your offer 
exactly when they are in the market. 
Proven Certificate / Letter Format – this commanding 8 ½ x 14 full color document containing a warm, 
welcoming Letter from you and an authentic high-value Certificate, both designed to encourage  
recipients to visit your establishment by a specific date.

Flawless Execution – some merchants feel they can handle a direct mail program on their own. In reality, 
it never becomes a top priority. You have a business to run. Our programs work well because we have a 
system that works! We do all of the work, we do it predictably, on time and on budget. Getting professional 
looking direct mail pieces printed, inserted, and mailed on time, every time is a key part of our success.

The Certificate / Letter format is a time-tested direct mail tool that outperforms a postcard mailing 7:1.  
That’s right… seven times better than a postcard!

(and it doesn’t cost anywhere near 7x as much!)

+

+

+

+

+

=



Large 8 ½ x 14 full color format allows for a  
full-sized letter and a check-like Certificate  
for a professional appearance

Your signature  
adds a personal feel6

Letter with warm, 
compelling copy  
from the owner

5

Disclaimer prevents stacking of offers.3

Unique serial # prevents duplication,  
protects against fraud.2

Expiration date creates a sense  
of urgency, drives redemption.1

Certificate and letter are 
fully personalized to the 
recipient (no “Occupant” 
or “New Homeowner At” 
language).

4

High value offer stimulates trial, 
changes brand purchase decision 7

Micro-perforated to allow easy 
separation and redemption of  
your certificate

8

Your Store(s), Address(es), and 
Phone(s) prominently featured 9

Mailed in a high-quality envelope  
with a real stamp (not an indicia).  
Looks like high value mail

10

Full size #10 security envelope (not a 
window envelope) with full, personalized 
laser-sharp address adds credibility which 
means your offer will be opened and seen.

11



It is not uncommon for our clients to experience a 15-20% response rate. This flies in the face of “normal” 
direct mail response rates, where a ½ of 1% response rate is average, and a 3% response rate is 
considered wildly successful.

Our Certificate & Letter mailings have a 7X higher response rate than typical postcards, and they cost 
nowhere near 7X as much. It’s the biggest no-brainer in direct mail.

Why pay our competitors up to 25% more, when we offer a better, more professional looking product for less?

How do we offer Top Quality at a Lower Price?
1. We keep our overhead low.

Ø No Sales Commissions paid to telemarketers.

Ø No billing through third parties.

Ø No expensive full-page ads in trade magazines.

2. We require a commitment from you.

• By entering into a minimum service agreement with our customers, we are able to  
  spend more time on operating efficiently.

3. We use state-of-the-art printing technology.

• Digital Printing Presses allow us to print small, custom runs with exceptional quality.

Our New Homeowner files are derived from deed recordings; in other words after someone has 
purchased a single-family residence in their name. We secure this super-fresh data every Friday, and 
begin the mailing process for our clients right away. New Homeowner data is available by zip code, 
property value (purchase price), and property type (detached single family or condominium).

Our New Mover files are available two ways: 

a) United States Postal Service Change-of-Address files or 

b) Utility new connects (new phone, electric service, cable, etc.). These files tend  
    to contain about 50% renters and 50% new homeowners. New Mover data is  
    available by zip code, or radius from your store(s).

Which is better for your business? Give us a call at 888-582-0101 and we’ll provide you with the best 
choices to reach your target customer.

Presented to:

$250.00  
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NEW 
ACCOUNT
BONUS

Redeemable in person at:

Bluegrass State Credit Union
822 Corporate Drive
Lexington, KY 40503

(859) 219-5576

Dear Lois:

July 17, 2014

Serial No: 1406000
Expires October 17th, 2014

Robert Elliot

Robert Elliot
Robert Elliot
President

Lois Thompson
798 E Jersey Circle
Lexington, KY 40503

Lois Thompson
798 E Jersey Circle
Lexington, KY 40503

President

Aliquatem nusa se poriatem faceatiatur sero to voluptatur se et dolorem sitae ne nist, optas 
dios commoleseque nienihit eosaperum volorpore non nobit assequis si omnihit oditati 
buscid mostrunt rendebis perum rerferum rem. Ut voluptatur, ad que qui de aut aliquatque 
que plabo. Bis duciis iuscia sandios dem re, quis ped maximus, aut autas ullabo. On 
conemol endicimus dellum harchicatis doloruptios re denda qui dolora peribus, conserion 
num rehenti torro erunt ulpa debit vendign imporibus et quiatium eatur sam ea adi dolupta 
qui re sunt restem vid qui nonseque intia quae et fugit voluptatius magnis sundant et occum, 
ni res minvelitio il in expe nesed quatius ad qui dolende mquunte odis sitibus dolupti blaut 
harum, ulpa dolo velit eos sunt, utem reniminus, sus incidus.
Agnamen ecullat doluptatem doloren duntibus es plis et lanis aut escimin remporia 
explabora debis ne sandunt molorro te nos restrumque inctem hitasperibus abo. Hendaep 
udandio nsequi rectat eat latium late ipid mi, arum vitecerit aut auta dollenis volest quias 
incitae id que quam debistis sum quatesedi opta porempos dolupta corepud aeceptasime 
aliqui unt at mincient.
Neque volo te quam conserciatem volorehentem quat.
Ur? Pis etur ate aut aut mod quo tem qui de nimporio quid eum volupta tiossinverem 
estis mossitat quia nihicimus.Hendici psapit et lacerunt fuga. Namet elibusape maio tem. 
Dandam il incimus nim ium fuga. Itatus aut ullitatis verio. Otatisquid et volest, quiatibus 
sim vid ellaborit omnis rehentiore prepel erum quid utat.
Nam ellabor auteni ra volut atibusam sequo to tenis enis ent estioneseque dent etusam quo 
quatiorum
Sincerely

In reality, our service is free. That’s because it pays for itself! Many dealers experience a 600% return on their 
investment… that’s right... $6 back for every $1 they spent on our program! We offer a turnkey service at a flat price per 
envelope mailed. That includes everything… all artwork, copy writing, list procurement, printing, addressing, collation, 
postage and mailing. Call us at 1-888-582-0101 and we’ll be happy to provide you with a quote for your trading area.

16% of your satisfied customers leave your business every year. That’s right. You lose your best 
customers 52 weeks of the year. Why? Life happens. People die, get married, divorced, accept a 
promotion in another city, etc.

So...if you start the year with 100 satisfied customers, you will more than likely have 84 or 85 remaining 
at the end of the year. To get from 84 or 85 back to where you started requires almost a 20% increase in 
your customer base!

That’s why it makes sense to be in the market for new customers every day.

Our programs turn new residents into new customers.

$1.97

Weekly 
New Homeowners

• Your offer gets there first!

NBN 
EXCLUSIVE per piece 

mailed $1.77

Monthly 
New Homeowners

• Affordable New Homeowner option

per piece 
mailed $1.57

Monthly 
New Movers

• Best Value!

per piece 
mailed

$1.57

Time Delay / 
Moving Anniversary

• Great for Insurance Agents

per piece 
mailed $1.57

Specific 
Date

• Great for Tax Professionals, CPAs

per piece 
mailed

In all candor, we get a great response because of flawless execution.

We have a great list. We have used the same data provider since 
1994. This resource is normally only available to mega marketers, 
but we are able to provide it to you affordably.
The right customer is targeted. You select the zip code(s), the 
type of residence (e.g. single family and / or condo), home value, etc. 
This means we are mailing only to prime, demographically qualified 
candidates in your trading area.
We write compelling copy. We know what works. Our writers and 
graphics team work together to be sure your offer is timely, attractive, 
and action-oriented. The result... a steady stream of NEW customers 
to your store(s).
Totally turn-key process. Because this is our business…our only 
business... we focus on getting your mailings out on-time, every time, 
without fail. This means that potential customers receive your offer 
exactly when they are in the market. 
Proven Certificate / Letter Format – this commanding 8 ½ x 14 full color document containing a warm, 
welcoming Letter from you and an authentic high-value Certificate, both designed to encourage  
recipients to visit your establishment by a specific date.

Flawless Execution – some merchants feel they can handle a direct mail program on their own. In reality, 
it never becomes a top priority. You have a business to run. Our programs work well because we have a 
system that works! We do all of the work, we do it predictably, on time and on budget. Getting professional 
looking direct mail pieces printed, inserted, and mailed on time, every time is a key part of our success.

The Certificate / Letter format is a time-tested direct mail tool that outperforms a postcard mailing 7:1.  
That’s right… seven times better than a postcard!

(and it doesn’t cost anywhere near 7x as much!)

+

+

+

+

+

=



The number actually varies quite a bit depending on overall population 
density in your area, and there is also some seasonal variance in 
parts of the U.S... for the actual numbers in your trading area give us 
a call at 1-888-582-0101.

Based On The Date They Move Into Your Trading Area, Of Course! 
Our firm offers four options in terms of the timing of your new homeowner offer:

•  Weekly…we are one of the only firms in the US capable of securing and acting on new homeowner data  
   weekly. The benefit? You can be assured that your offer gets there first... well ahead of competition.

•  Monthly…if your offer is not urgent or time-sensitive…we also offer a monthly mailing option. The benefit?  
   It costs less than weekly mailings, but still delivers a high quality message to a qualified audience.

•  Anniversary of Move…usually 9-10 months after “move-in”... great for Auto and Home Insurance  
   Professionals.

•  Specific Dates…we can mail on birthdays (birth month) or on other specific dates, like January “Tax  
   Mailing” or a June “Graduation Mailing”.

Your signature product…of course! Put your 
best foot forward and  give your newest, 
best customer a meaningful sample of your 
product or service. Give them a FREE,  
no strings attached, absolutely no-risk way to 
try your product. If it’s as good as you think 
it is…they’ll be back again and again. (and, 
they’ll be willing to pay full price!)

Because of state and local licensing requirements, New Homeowners are often 
forced to change financial service and insurance providers when they move to 
a new locale. There are actually three sets of decisions:

• Pre-move - They often arrange insurance (home and / or auto) before move-in  
  due to mortgage / escrow requirements and auto loan requirements.
• Anniversary of Move - The new residents may or may not be happy with the service or rates provided  
  by their new provider. Many providers find it productive to market to New Homeowners / New Movers  
  on a time-delayed basis... 9 or 10 months after move in… just before their existing policy renews.  
  This is a valuable, affordable service we provide on a turn-key basis.
• Specific Date - Another key time for many financial decisions is “tax time”. (Jan 1 - March 31) If you  
  like, we can provide a list, with demographic sorts by property value, property type, and estimated  
  income... for folks that have moved into your trading area since last tax season.

New Homeowners
Choose:   q Weekly or q Monthly Mailing

    Ability to select by primary type: 
         q Single Family Home   q Condos   q Both

    Ability to select by property value (purchase price) 
         q Home Values Above $___________

New Movers
q Monthly Mailing

“Time Delay” Option
(Time Elapsed Since Move)

q Monthly Mailing

“Time Certain” Option
(New Residents Who Have Moved In By 
Your Target Date)

q Annual Mailing

Right away! “Start this week, new customers by next week” 
is our tag line. Our clients typically see a steady stream of 
new clients within 10 business days of their first mailing. 

We guarantee results.

Call 1-888-582-0101 for details.

1. Develop your new resident offer.

2. Draft personalized copy to accompany your offer.

3. Then, we’ll submit artwork and copy for  
    your approval.

4. We’ll mail your offer weekly or monthly to prime  
    new homeowners or new movers in your market area.

... All at one low price per piece mailed.

1. Select the area to mail (usually your zip code(s)  
    or a radius around your location(s))

2. Call us at 1-888-582-0101 and  
    we’ll give you the actual mailing count

Presented to:
$250.00  
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NEW 

ACCOUNT

BONUS
Redeemable in person at:

Bluegrass State Credit Union

822 Corporate Drive

Lexington, KY 40503

(859) 219-5576

Dear Lois:

July 17, 2014

Serial No: 1406000Expires October 17th, 2014

Robert
 Ellio

t

Rober
t Ell

iot

Robert Elliot

President

Lois Thompson

798 E Jersey Circle

Lexington, KY 40503

Lois Thompson

798 E Jersey Circle

Lexington, KY 40503

President

Aliquatem nusa se poriatem faceatiatur sero to voluptatur se et dolorem sitae ne nist, optas 

dios commoleseque nienihit eosaperum volorpore non nobit assequis si omnihit oditati 

buscid mostrunt rendebis perum rerferum rem. Ut voluptatur, ad que qui de aut aliquatque 

que plabo. Bis duciis iuscia sandios dem re, quis ped maximus, aut autas ullabo. On 

conemol endicimus dellum harchicatis doloruptios re denda qui dolora peribus, conserion 

num rehenti torro erunt ulpa debit vendign imporibus et quiatium eatur sam ea adi dolupta 

qui re sunt restem vid qui nonseque intia quae et fugit voluptatius magnis sundant et occum, 

ni res minvelitio il in expe nesed quatius ad qui dolende mquunte odis sitibus dolupti blaut 

harum, ulpa dolo velit eos sunt, utem reniminus, sus incidus.

Agnamen ecullat doluptatem doloren duntibus es plis et lanis aut escimin remporia 

explabora debis ne sandunt molorro te nos restrumque inctem hitasperibus abo. Hendaep 

udandio nsequi rectat eat latium late ipid mi, arum vitecerit aut auta dollenis volest quias 

incitae id que quam debistis sum quatesedi opta porempos dolupta corepud aeceptasime 

aliqui unt at mincient.

Neque volo te quam conserciatem volorehentem quat.

Ur? Pis etur ate aut aut mod quo tem qui de nimporio quid eum volupta tiossinverem 

estis mossitat quia nihicimus.Hendici psapit et lacerunt fuga. Namet elibusape maio tem. 

Dandam il incimus nim ium fuga. Itatus aut ullitatis verio. Otatisquid et volest, quiatibus 

sim vid ellaborit omnis rehentiore prepel erum quid utat.

Nam ellabor auteni ra volut atibusam sequo to tenis enis ent estioneseque dent etusam quo 

quatiorum

Sincerely

FREE Records Storage

Redeemable in person at:
The Collier Agency51 BroadwayFargo ND 58102(701) 237-1414

Presented to:
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$50.00 Value with Quote
Samuel Donovan132 W Church StFargo ND 58102

Samuel Donovan132 W Church StFargo ND 58102

Dear Samuel:

Serial No: 1406000

July 14, 2014

Expires October 14th, 2014

Bradley Collier

Bradley Collier
Bradley CollierPrincipal

Principal

Ta dolore, quos et, oditius imusda alit unt, omnimpo rehent res volorum quae volore aut ex-

ceatiist et ut audisint quis ulpa doluptamus ad que evel es ariatio. Nam faccat voluptio et haritat 

iurepudiae pa aut exero tempor a dolut is apeliquam et et estiaepta incienis sus eiuria deritiust 

ea dolecep udionseque magnisc itiume erspide voloruntin et essum rem cusae mil is exceperspid 

eos essimoluptas prendeb itates ea volupta tiossin corepe nos as etur, iduciatis erchilic temollam 

dollupisque qui seque dolupta tectior sollibus doluptur?

Upta dendia dolut omnihit verumet volupta tectempos num, offic tessita dolupta corumen dip-

sae. Ut il et quidus, velicime voluptae nis simagnis essimax imolut aci culparis dolorpo rehent 

essim nim fuga. Ut rerum sima qui am volum fugias cullaborerum natur aliquia spidendunda 

nimilibus ernam duntiis acimodit moditium fuga. Alicimentota enime provitatem haribus, cum 

lab id quam, offictet odi ius reiciae pro voluptatis inctor simillo ruptatetur, sit rectore icatur aute 

iminum atae veliquid endis a que cor ant odigent magniet dolorumquam quundero et fuga. Nam 

exernat aditiaspid modicimus etur? Ota volum quaest, si ut ulpa conemperae por aut archilitat.

Omnitio molo conse non periatibus, et faccatint rerem alias explam nitiureprae vita corpos eos 

doluptatio quid qui omnis molorro cone volupta spedio offici ut anturit, odia incias es sit acea-

quia id qui cone ni vellicia nihilig natiusa peratint.

Bisciae corepuda cus min por acerior ratet abo. Es que cusapel lacerep elitis ma quatque pa ex 

eos sitates tiaturecto moluptia consequae escid que dicim et unt, nis quas et audit lam et officati 

coreror as dolupidi que odignim incidel ligendic te volupta turibus et odipsam excerro min et 

laut qui officim sunt.Sincerely,

Presented to:

SAVE $100
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Redeemable in person at:

Kraft & Kramer, LLP
885 Main Street

Suite 200
Fort Worth TX 76102

817-322-8080

Dear Nancy:

July 17, 2014

Serial No: 1406000
Expires October 17th, 2014

Meredith Kraft

Meredith Kraft
Meredith Kraft, CPA

Ralph Goodman
1518 SW Plano Ct.
Fort Worth TX 76102

Ralph Goodman
1518 SW Plano Ct.
Fort Worth TX 76102

Meredith Kraft, CPA

Ga. Ut parcit a di blandesed quae. Nem accum nimus, suntissitem reiusap iendantio. Et pa 
suntiumquam deria quis ut omnimus etur?
Omnihilis simporitatus inctiis et eum cus, adis aut que et la nus sam, omnimaior 
magnimagnam, aut eum fugiae dolorecatus.
Ped quo dolest, qui dolupit re vidus, tet eos alibus sum quatemp ercienia sinctiostios el 
molorro in re velitio veritae ptatum sim et ati dolorum, aut re, id quianis ciistii squassendel 
inctatiatiis dolorem sitinve libernatur anda non re, occus eos minverorum rerae cus nam 
que cusapid ulluptation praeptatur? Qui illupta tecusan ihitae ratemporunt a vendiae eum 
sam, cor sitio. Id et venis earchit aepernatur aut et venda nem velenient.
Emporem adis moditia que excerfernam ime desti omnis quiat occulpa nonsequis delesecum 
arciis et as doluptates quostias reperferum quia sum facilla voles iunt ut aut alit esse deliquas 
non conet faceati onsequunt vel intem dolut imil eos am et dolo il magnis doluptium que 
natemque net aut molorita nim qui occabo. Unt ea nonem fugit la nimusan derunt ad et 
lam, et eum eium is perroreic tem volupta quiaecab ipiet dolorest ant labore se dolendae 
voluptae. Natur?
Alis dolorit iuntius vero qui opta voluptae persper oremqui cum aliatempe voluptatem 
dolorume labore, saescim oluptatur senimai onetur modit, suscil eri dolo errorumque que 
di ut am vendis as nonecus eum sedia as asint.
Mint magnam simusdae corpori iditatation cus dollite volo blacest, omnisqui dentium 
autenih illautaspis voloreh enisquis et volut aut modioria num non plit dellaut quis aceatur, 
soloressita dunderita conem aut fuga. Ugitatios et demporit moloria volorpore voluptae
Sincerely,

18x
A New Resident is

18x More Likely
To Respond1.

2.

3.



3. New Homeowners and New Movers are “customers looking for businesses”.  
 They want to be loyal, long term customers in their new community. They  
 like “local”, but are risk averse… they knew and trusted service providers in their  
 “old” surroundings, but might not know (or trust) anyone in their new setting.  
 They are looking to establish lifetime relationships with new providers in their  
 new surroundings.

4. They can be targeted. In the case of New Movers, geographic targeting is  
 easy. Looking for a more upscale consumer to build your business???  
 New Homeowners can be demographically targeted by home type and home  
 value… just when they are in the market for a new provider.

1. 69% of new residents will or must change financial service providers. 
2. New residents are the lifeblood of every business. This is because:
   • Every business experiences “churn”… the loss of both satisfied and  
        unsatisfied customers over time.
   • Competitors and substitute services are always competing for the  
        professional financial service customer and dollars.

New Homeowners and New Movers = a steady stream of new customers.

$100 Marketing Services Certificate with our compliments.
Here’s a $100 “Head Start” on a new resident campaign customized to fit your business.

© New Business Now 2014 • 888-582-0101 • www.new-biz-now.com
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Jim Carroll

expert new resident marketing

We needed a way to attract new customers to our business... regardless 
of the season... customers that were willing to pay premium prices for 
our premium brand. In short, we wanted to be in control of our business, 
and not be so dependent on weather and seasonality.
We tried everything (just like you have)... and finally found and 
perfected the tool that became the very foundation of our marketing 
plan. We found a way to market to new homeowners, right as they 
moved in, and made sure that they had a reason to visit our stores 
first... before the competition. It was trial-and-error at first, but we 
perfected our execution and came to rely on the steady stream of 
new customers that this program brought in to our stores.

New Homeowner / New Mover Marketing Works! 
If you are as serious about growing your business as I was 
about mine, you need to include this tool as a key component 
of your marketing mix... I believe in it so much that I’m willing to 
pay you $100 to get started. Use the $100 Certificate below, 
give us a call and we’ll get the ball rolling for your business.

In the summer of 1994, I opened a 
chain of independent paint stores in  
the Pacific Northwest.
The business was a “scratch start”... 
zero customers, zero revenue. We 
were acutely aware of every customer, 
every transaction, every day as we 
built the business.
July, August and September (Summer in 
Seattle) were good to our business. But 
the Winter / Spring months (November-
April) had us worrying about overhead, 
inventory, and wages until the weather 
gods blessed us again.




