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The “Coach”



Greetings Flooring Success Systems Member,

I developed the e-Neighborhood Advisor system to give Platinum members a powerful tool to stay in constant contact with their past clients with fun, informative, welcome, value-added communication. Using this system, you will be able to “touch” contacts on your list every single week with virtually no cost. 

WARNING: The e-Neighborhood Advisor does not replace mailing the printed Neighborhood Advisor each month to your list. It’s a supplement to the printed newsletter. I’m a big believer in using email as part of an overall marketing mix, along with direct mail and other marketing. However, if you rely strictly on email, your results will suffer. So I’ll say it again: the e-Neighborhood Advisor is a supplement to, not a replacement for, the printed Neighborhood Advisor. Ignore this advice at your own peril. 

Having said that, just between the e-Neighborhood Advisor and the printed Neighborhood Advisor, you’ll touch the contacts on your list 64 times per year! There are a LOT of benefits in doing this, including: 

· You’ll make more money
· You’ll get more referrals
· Total “top of mind awareness”
· Differentiates you from all the other floor dealers
· Positions you as a Trusted Advisor
· Helps lock your clients in an “iron cage” away from competitors

The e-Neighborhood Advisor is designed to help you profit from many segments of your list: 
· Past clients
· Referrals
· Prospects
· Delayed leads
· Joint Venture partners

Everyone who comes through your business should be subscribed to the e-Neighborhood Advisor as well as the printed Neighborhood Advisor. Many of the prospects that leave without buying will buy from you in three to twenty-four months…if you stay in front of them. 

Audio Tutorial
To learn how to maximize profits with the e-Neighborhood Advisor, as well as get tips on setting it up to run on auto-pilot, listen to the “E-Neighborhood Advisor” coaching calls on the Platinum members-only site. 

Instructions
1. Email manager. If you don’t currently have a system for managing bulk email, you need to get one. A couple of free/inexpensive options are Constant Contact and Mail Chimp. I’ve used Constant Contact, it works well, and I’m familiar with its functions. 
a. To make email marketing easier, your email manager should be able to send out bulk emails on dates you specify ahead of time. For example, you should be able to create four e-Neighborhood Advisor emails for December. Then specify which date each email will get sent. Constant Contact does this. 
2. Copy and paste the tips into the blank email editor. 
a. You’ll notice that the e-Neighborhood Advisor email messages are formatted so they are only about 1/3-page width, and they are broken up into 1-3 sentence paragraphs. This is done on purpose so the emails are easier to read. If someone opens your email and sees big blocks of text, they are less likely to read it. 
b. Always use Ariel font or another sans serif font. Sans serif fonts are easier to read on computer, and marketing tests have shown that marketing messages get better response when using this kind of font. 
3. Import the e-Neighborhood Advisor graphic. 
a. Use this as the email header
b. An easy way to do this is to create an e-Neighborhood Advisor template in your email manager. Paste the graphic into the template and save it. Now you can just copy this template each time you create a new e-Neighborhood Advisor message. 
4. Subject line. The subject line is the “ad for the email.” These function as attention-grabbing headlines, just like you’d have in a good direct response sales letter. These should make the contact curious, so they open the email. We’ve included subject lines with each installment. 
5. The P.S. The Postscript contains a different U.S.P. each week. Feel free to change these as the situation warrants. 
a. Use testimonials in your P.S. Include photos and a link to an audio of the testimonial. 
6. Special offers. 
a. You can put in a special offer for the P.S. instead of the message we’ve provided. Keep in mind that the e-Neighborhood Advisor is using the “infotainment” strategy. It should be a mix of 80% fun, informative, valuable information, with 10%-20% about your services. If you make it into 100% sales pitch, your contacts will get bored and simply delete the messages. That’s why the special offer is in the “P.S.” Keep the special offers about the same length as the P.S. we’ve provided.
b. Option: Refer them to your printed Neighborhood Advisor when making an offer. For example, “P.S. Don’t forget that until November 15th you get every fourth room of flooring FREE! See the insert in the November Neighborhood Advisor for details.” 
7. Sending it out. The easiest way to do this to take 30 minutes and load up an entire month’s worth of e-Neighborhood Advisor messages into your email manager and schedule them to go out automatically. Do this once per month. 
8. Managing your subscriber list. There are lots of ways to do this, so I’ll outline how I did it when I used Constant Contact (before I switched to specialized software for managing my marketing campaigns). 
a. Create an “E-Neighborhood Advisor” subscriber list in your email manager. 
b. Import all the contacts that you want to get the e-Neighborhood Advisor. 
i. Past clients
ii. Referrals
iii. Prospects
iv. Delayed leads
v. Joint Venture partners
c. Work directly in this list whenever you add or delete subscribers. 
d. Again, there are other ways to manage your list, but this is the simplest without getting into using specialized software. 
9. SPAM compliance. There are two parts to SPAM compliance: 

1) Permission. Whenever you send out bulk email messages, you have to have permission from everyone on your list to email them. If someone gives you their email address, this constitutes permission. (i.e. when you get their email address during the Design Audit, or if someone opts in to get the Consumer’s Guide via your website, or if someone signs up for a contest and gives you their email address, etc. These all constitute permission.) 

2) Opt out method. You must provide a method for them to opt out. The nice thing about Constant Contact is it manages opt outs for you. It includes an opt-out link at the bottom of every message you send. It also manages the opt outs in the database. For example, let’s say a person with the email address Grumpy@Grump.com opts out. Constant Contact tags this email address as having opted out and blocks emails from ever being sent to it. Even if you don’t delete this contact, or if you accidentally upload it again, Constant Contact recognizes this address and blocks emails from being sent to this address. Bottom line: the SPAM management happens automatically so you don’t have to mess with it. 

Send Out An E-Mail Version Of The Monthly Insert

Another effective way to market to your list is to convert the Neighborhood Advisor insert into an email and blast it out to your list. 

Platinum Member, Mike Phoenix of Orange Connecticut, took a November Neighborhood Advisor insert and converted it into an email campaign. He sent me the following message:

Jim, this is an email version of this month’s Neighborhood Advisor insert. So far we have $31,365.51 in sales on ten orders. We still expect to write more sales as we have until 11/19.

We give everyone that shops our store a copy of the Neighborhood Advisor along with the insert and tell them about the promotion which helps close orders by putting a sense of urgency on it.

In a time when I have had several sales reps come in and tell me how bad business is throughout Connecticut, we are up 44% over last year.

Thanks,

Michael J Phoenix
Flooring Design Specialist
Floor Décor


Think about this… so far Mike has made over $31k with a marketing strategy that cost him ZERO! Way to go, Mike! 

Below is the email Mike sent out. This is a virtual word-for-word email version of a Neighborhood Advisor insert. He used Constant Contact for this. 


			







		

			




		 Floor Decor's 
Thanksgiving for All



	Floor Decor
363 Boston Post Road
Orange, Connecticut 06477
203-298-4081




	Dear Michael,

Thanksgiving is one of my favorite holidays, but for some less fortunate families, Thanksgiving is not so great. While the rest of us are enjoying turkey, sweet potatoes, gravy, and stuffing there are many families going hungry.

This holiday season, Floor Decor has teamed up with the Connecticut Food Bank for their annual "Thanksgiving for All Food Drive." The good people at CFB are collecting hams and turkeys to distribute, but they need side dishes and other fixings.

Now you can get a Thanksgiving Discount on Gorgeous New Floors for the Holidays AND Help a Family in Need at the Same Time!

Your Friends at Floor Decor
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	So for every 5 canned food items you bring to Floor Decor from
11/1/11 through 11/19/11
 you'll get a special appreciation discount on your flooring purchase:

 Donate 5 Cans - Purchase $ 997 in New Flooring - Get a $103 Discount.
 Donate 10 Cans - Purchase $1997 in New Flooring - Get a $211 Discount.
 Donate 15 Cans - Purchase $3997 in New Flooring - Get a $327 Discount.
 Donate 20 Cans - Purchase $5997 in New Flooring - Get a $451 Discount.
 Donate 25 Cans - Purchase $6997 in New Flooring - Get a $583 Discount.

All the food will be donated to the Connecticut Food Bank's East Haven Warehouse. We need your food donations in time for Thanksgiving, so you must bring your donation to our showroom by Saturday November 19th
 to get the discount!
 
Don't need new floors right now? You can still help! Just bring your canned food items to Floor Decor by November 19th and we'll make sure it gets delivered to the Connecticut Food Bank.





		Happy Thanksgiving! 







		 

		 
	Any Friend of Yours Is A Friend of Mine!!
 
Who is the next person you know who is in need of new flooring for the Holidays? You'll be doing them a really big favor by recommending a flooring professional that they can trust. 
Plus, I'll send you your choice of a gift certificate for two passes to the Connecticut Post 14 Cinema De Lux or a $50.00 Gift Certificate for dinner for two.

	Offer Expires: November 19th, 2011












TIP: If you send out a promotional email like this and get good results, send it out again a few days before the deadline, but include the following message above the original email: 
Subject line: Did I forget you?

Hi <first name>,

I sent out an important, time-sensitive message last week explaining how you can help a family in need this Thanksgiving AND get a big discount on your holiday flooring. Here’s the message again in case you missed it.

Mike

Message I sent last week:

(original email)




This Month’s e-Neighborhood Advisor Installments 
Begin On The Next Page





Week #1
Subject line: The Small Money Leaks Hiding in Your Home
When people think about saving money at home, they usually think big like refinancing, major upgrades, or cutting big expenses. But in most homes, the real money drain comes from small, everyday leaks that quietly add up over time.
One common culprit is energy use. Lights left on in empty rooms, old bulbs that burn more power than necessary, or electronics that stay plugged in around the clock can slowly inflate utility bills. Simple habits like turning lights off when you leave a room or unplugging unused devices make a noticeable difference over the course of a year.
Water is another area where money slips away unnoticed. A dripping faucet or running toilet might not seem urgent, but even small leaks can waste hundreds of gallons over time. Fixing them early saves both water and money.
Then there’s what many people call “convenience spending.” Extra trips to the store because things aren’t organized, replacing items that were lost or broken, or buying quick fixes instead of long-lasting solutions all chip away at the budget. Often, a little organization or better-quality choice upfront prevents repeat spending later.
Homes can also lose money through wear and tear. Dirt and grit tracked inside can shorten the life of floors, rugs, and furniture. Simple habits like using mats, removing shoes, and cleaning high-traffic areas regularly help protect what you already own.
The good news is that none of these fixes require big investments. Paying attention to the small leaks and plugging them one by one keeps more money in your pocket and helps your home work smarter, not harder.
Sometimes the easiest way to save is simply noticing where money quietly slips away.


Your Flooring Consultant for Life,
Jim Armstrong
President of Jimbo’s Floors

P.S.  With our ZERO REGRETS guarantee you’ll love your new floors or we’ll replace them FREE!

Jimbo’s Floors
479 Park Ave., Yuba City, CA 95993
530-790-3338



Week #2
Subject line: The Messiest Month of the Year Isn’t December, It’s March!

December gets all the blame for messes. Wrapping paper, decorations, guests, and full schedules make it feel chaotic. But if we’re being honest, the messiest month of the year usually isn’t December at all.
It’s March.
March brings a perfect storm of dirt, moisture, and movement. Snow turns to slush. Rain replaces frost. Shoes get heavier, coats get wetter, and everything that comes through the door seems to land on the floor.
Unlike winter, when snow stays frozen, March messes spread. Mud tracks farther. Puddles linger longer. Grit sneaks into places you swear you just cleaned. And because the weather changes daily, homes never quite settle into a routine.
March is also when life speeds up again. Kids are in and out more. Pets are outside more. Windows start opening on warm afternoons, only to be shut again at night. All that activity adds up fast.
The good news? March mess doesn’t mean your home is out of control, it just means it’s being lived in.
This is the month when simple habits matter most. Mats by the door. Shoes kicked off early. A quick sweep instead of waiting for the “big clean.” Small resets done often work better than one big cleanup that never quite happens.
So if your house feels messier than usual this month, you’re not doing anything wrong. You’re just moving through the most unpredictable season of the year.
March doesn’t last forever, and neither does the mess.



Your Flooring Consultant for Life,
Jim Armstrong
President of Jimbo’s Floors

P.S.  When you buy floors from us, you are protected by our Installer professionalism guarantee!

Our installers are neat, clean, well-groomed, well-spoken and professional.  They are trained and certified.  They are guests in your home, and they conduct themselves as such.  They respect your home by using wall and corner guards, shoe covers and drop cloths.  

You’ll receive the highest-quality installation in the business.  And after they’re finished, they will leave your home as neat and clean as when they arrived!

Jimbo’s Floors
479 Park Ave., Yuba City, CA 95993
530-790-3338


Week #3
Subject line:  Spring Cleaning Is a Lie (Try This Instead)

Every year around this time, we’re told it’s time for spring cleaning. Deep clean the whole house. Open every cabinet. Scrub everything from top to bottom.
And every year, most people quietly ignore it.
Here’s the truth: the idea of cleaning your entire home all at once isn’t realistic, especially when life is busy and the weather can’t make up its mind. The good news is that you don’t need a full-blown cleaning marathon to make your home feel better.
Instead of spring cleaning, try spring focusing.
Pick just one or two areas that affect daily life the most. For many homes, that’s the entryway, living room, or kitchen. These are the spaces that collect clutter, dirt, and frustration without us even noticing.
Start small. Clear one surface. Shake out the mats. Do a quick sweep or vacuum. Wipe down what you touch every day. Ten focused minutes in the right place often does more than hours of unfocused cleaning.
Floors are a perfect example. When they’re dirty, the whole house feels off, even if everything else is in order. A quick refresh makes the entire space feel cleaner and calmer almost instantly.
The goal isn’t perfection. It’s momentum. Small wins build motivation, and motivation makes the next task easier.
So if the idea of spring cleaning feels overwhelming, feel free to ignore it. Focus instead on a few high-impact spots and let the rest follow naturally.
Sometimes the best way to refresh your home is to do less, just a little more intentionally.


Your Flooring Consultant for Life,
Jim Armstrong
President of Jimbo’s Floors

P.S.  End the headache of shopping for new floors with our FREE Design Audit!™  

The Design Audit™ is a diagnostic tool that allows my expert floor consultants to help you choose the right floor for your decorating taste and lifestyle.  

They’ll walk you through a series of questions that will help narrow down the thousands of options to the two or three that exactly match your unique situation.  

They’ll also give you a written, customized “maintenance” plan with their professional recommendations for getting the longest life and beauty out of your floor.  

Call or visit us today for your FREE Design Audit!™

Jimbo’s Floors
479 Park Ave., Yuba City, CA 95993
530-790-3338


Week #4
Subject line: Everything Is Wet

A message from Sully the Squirrel
Hello humans. It’s Sully.
I have an important March update for you: everything is wet.
Not snowy-wet. Not frozen-wet. Just… damp. Everywhere. All the time.
I don’t know who approved this season, but I would like to file a formal complaint.
One minute, the ground looks dry enough to walk on. The next minute, it’s mud. Deep mud. Sneaky mud. The kind of mud that clings to your paws and refuses to let go. Naturally, I tracked some of it onto your porch while investigating a suspiciously quiet bird feeder.
That’s when I noticed something interesting.
You humans are having the same problem.
Boots come inside dripping. Coats hang there forever and never quite dry. Floors get mysterious footprints that no one remembers making. And every time the door opens, a little more March sneaks in with you.
I watched as you tried to keep up. Wiping, shaking mats, sighing deeply, then wiping again. You seemed surprised by the mess, even though it’s the same thing that happens every March.
Here’s what I’ve learned: March isn’t trying to be neat. It’s a transition. Winter is leaving, spring is practicing, and everything in between gets tracked indoors.
So if your home feels a little messier right now, don’t worry. You’re not failing at cleanliness. You’re just living through the wettest, muddiest, most unpredictable month of the year.
I suggest towels, mats, patience… and possibly snacks. (For humans. Definitely for squirrels.)
Hang in there. Spring is coming. Eventually.
Muddy but optimistic,
Sully the Squirrel


Your Flooring Consultant for Life,
Jim Armstrong
President of Jimbo’s Floors

P.S.  Who is the next person you know who needs new flooring right now?  Can I count on you to pass my name along to them?  You’ll be doing them a tremendous favor by referring them to a professional they can trust.  Plus, you’ll be rewarded for your referrals!  Thank you!

Jimbo’s Floors
479 Park Ave., Yuba City, CA 95993
530-790-3338
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