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TURNING AN EXPENSE INTO A REVENUE

Dear Client,

Successful businesses and organizations always look to find
creative and unique ways to be competitive and profitable. Would
you like to eliminate an annual expense or turn that expense into a
profit? Of course, you would.

SouthData is the leader in payment coupon book production for
the Community Association Management industry. Our books are
called FlexBill Coupon Books™ We constantly strive to improve
services and products for our clients, which is why we have
developed this guide entitled, “How To Market FlexBill Coupon
Books™” This booklet illustrates how to turn SouthData’s FlexBill
Coupon Books™ into marketing tools for your local businesses and
ultimately into revenue streams for your organization. Let us show
you a new way to use an old product.

For decades, our clients have used Message Coupons inside
FlexBill Coupon Books™ as a way to communicate to homeowners.
Message Coupons are extra pages placed into the payment coupon
books that contain information instead of payment coupons.
For example, a Message Coupon might be information on how a
homeowner signs up for automatic payment for their association
fees. A second Message Coupon could contain the management
company'’s hours of operation, staff names and contact information.
Message Coupons can be any message that needs to be conveyed
to all the homeowners in an association.

Innovative property management companies are also using
Message Coupons as a powerful advertising platform for business
partners in their area. The advertisers actually pay for the total or
partial expense of the payment books, while also employing one of
the most targeted marketing tools available.

You can match an advertisers’ product or service to a specific need
or desire of a homeowner because you have the demographic
profile of the residents in your associations.

If done properly, this form of target marketing can produce
amazing results for all parties involved. Homeowners receive
information and/or discounts on products and services that match
their lifestyles. The advertisers gain a much higher return rate than
simple “broadcast marketing.” And, the management company has
someone else reimbursing the costs of producing payment coupon
books. Everyone wins!

Before you get started, here are a couple of suggestions:

® Businesses will be more inclined to participate if they are the only
company in their category. For example, allow only one bank,
restaurant or insurance agency to advertise per association.

® Make the cost of ad placement attractive. Markets vary, but a
good guideline is 25 to 50 cents per placement per Message
Coupon. One payment book can accommodate up to five
Message Coupons. At 50 cents per ad, that's $2.50 per book in
advertising revenue.

® Explain to advertisers that their actual cost at 50 cents is really
around 4 cents per ad exposure. Their ad will usually be viewed
12 times per year, each month when the homeowner reaches for
their payment coupon book to pay bills.

® Advertisers can also track their results by offering a redeemable
coupon, a unique phone number or website address in the ad.

This might sound like an oversimplification, butit's really not difficult
to partner with other companies that are anxious to place their
message in front of your homeowners. To help you be successful,
this guide contains everything you need to get started. If you need
additional materials or have any questions, please contact the
SouthData Sales Department at 800.549.4722 or email us at sales@
southdata.com.

Good luck!

SouthData, Inc.




POTENTIAL ADVERTISERS

Companies that are willing to advertise in FlexBill Coupon Books™
can be found anywhere in many different markets. A first great
resourceisthe phonebook'syellowpages.Secondly,youcanusually
obtain business listings by researching chambers of commerce
websites. Some chambers sell their business directories, while
others give them away. A third way to find potential advertisers
is by looking through the newspaper. And lastly, don’t forget to go
through your own list of vendors. -

To help you get started in the right direction, we have included a

list by category.

Appliance Dealers Investment Advisors
Attorneys Kennels

Auto Dealers Landscapers

Auto Repair and Servicing Mortgage Companies
Banks Movie Rental Stores
Beauty Salons Opticians

Boat Dealers Paint Stores

Carpet Cleaning Painters

Caterers Paving Contractors
Childcare Services Pest Control Services
Cleaners Pet Groomers
Cleaning Services Pet Stores

Deck Cleaning Services Pharmacies

Dentists Plumbers
Electricians Pool Maintenance Services
Furniture Companies Real Estate Offices
Garden Centers Restaurants

Gift Shops Security Companies
Grocers Storage Companies
Handy Men Theatres

Hardware Stores Tire Dealers

Home Improvement Centers Travel Agents
Heating & Cooling Contractors Veterinarians
Insurance Companies Video Stores

Interior Decorators Weight Control Services




REASONS TO ADVERTISE

Potential advertisers may need a little help understanding why they should advertise in FlexBill Coupon Books™. You should show them
a book sample and more specifically, an actual Message Coupon so they will see the advertising space and its usefulness.

Why a company should advertise in FlexBill Coupon Books™ ?

Top 10 Reasons:

TARGET CUSTOMERS: FlexBill Coupon Books™ are mailed
to homeowners in specific neighborhoods who usually fall in

MEASURABLE  RESULTS:  FlexBill Coupon  Book™
advertisements are measurable. Advertisers can track their

similar demographics. Advertisers can target their marketing 9 results by offering a redeemable coupon, a unique phone
messages to the best potential clients instead of using the number or website address in the ad.
broadcast approach of other mediums such as newspapers,
TV, billboards, radio and the Internet. As an example, an HVAC TARGET MESSAGES: The ad can carry messages that apply
contractor may wish to target an association where homes 6 just to a particular neighborhood’s residents. A restaurant
are 15-18 years old and ready for new heating and cooling can offer a coupon with directions to their location from the
systems. neighborhood.
ADVERTISER EXCLUSIVITY: FlexBill Coupon Books™ have EASY TO DO: Most businesses have advertisements that can
five slots for Message Coupons, which limits the amount of 7 be adjusted to fit the message coupon window, which does
advertising. Allow only one type of advertiser per book and not require extra design costs.
give your advertisers exclusivity in their markets and lock out
their competition with this premium ad space. EDUCATE CONSUMERS: Businesses can use the ad space
8 to educate consumers about their products and services,
INEXPENSIVE: Advertising in FlexBill Coupon Books™ doesn’t announce new products or offer special deals.
require a large investment. Markets vary, but a good guideline
is 25 to 50 cents per placement per Message Coupon. The 9 IMPROVED FAMILIARITY: Remind homeowners that their
actual cost at 50 cents per ad is really around 4 cents per ad business is “local” even if they are part of a national chain.
exposure.
10 COMPETITION: If they don't choose this opportunity, their

REPEATED EXPOSURE: Advertisements in FlexBill Coupon
Books™ have a longer shelf life than most mediums. The
homeownerhastokeeptrackoftheirbookallyearlongandrefer
toiteach month whenthey pay bills. Theirad could be viewed at
least 12 times per year. Usually spouses see the books as well.

competitors will.




CREATING A MERGED LETTER

Approaching potential advertisers is easy. You probably have a list
of contacts with which you already have relationships. They would
be your first contacts, but you may want to reach out to others as
well. One method is through a simple but personalized letter. On the
next page you will find a suggested letter. Use it, modify it or create
your own from scratch. Either way, once you have a satisfactory
letter, send the letter to SouthData, and we will print, fold, insert
and mail it for you.

How to Merge a Letter:

1. Typetheletterandsaveitonyourcomputer.Checkyouralignment
to ensure text will not conflict with your letterhead or logo.
When you are ready to print the letter, be sure to load your
printer with your company'’s letterhead.

2. Create an Microsoft Excel spreadsheet with the variable data.
Variable data would be the company name, the person you are
mailing to, etc. Using the sample on the next page, the variable
data would include: Name of Potential Advertiser (a person’s
name) Company Name, Street Address, City, State and Zip. Save
the Microsoft Excel spreadsheet somewhere on your computer
where you will remember the location.

3. Open Microsoft Word. On the Tool Bar near the top of the
page, go to Tools.

4, Choose Letters and Mailings and then select Mail Merge Wizard.
The Mail Merge Wizard will take you through the steps to merge
your letter with the variable data and then print your solicitation
letters. If you need additional assistance go to
www.microsoft.com and in the search box type “merged
letters” and click on GO. Multiple links will be shown with
detailed step by step instructions.




SAMPLE
LETTER

)

[Name of Potential Advertiser]
[Company Name]

[Street Address]
[City, State, Zip]

Dear [Name of Potential Advertiser]

Superior Management Company is recognized as one of the leading companies in the field of property management in
the greater Houston area. We achieved that reputation by providing exceptional service to over 5,000 homeowners and
offering innovative solutions to their needs.

Each year, normally in November, we send the members of our homeowners associations a payment coupon book for
their monthly association assessments. Each homeowner is guaranteed to open and read the booklet, normally 12 times
per year.

Imagine for a moment that each time the homeowner opens that payment book they see [Potential Advertiser] with your
customized message, advertisement or offer? That type of targeted message is virtually unheard of through any other
medium — regardless of the cost.

Our research has shown that [Potential Advertiser] advertises to the same area where many of our homeowners live and
work. We also know how difficult — and expensive — it is for you to capture the undivided attention of those homeowners
with your message. That is why Superior Management Company is looking to partner with carefully selected companies
like [Potential Advertiser] to deliver your message directly into their home via a vehicle they are sure to read — their
payment coupon book.

It is our intent to offer this unique opportunity to five non-competing companies in the Houston market. The five companies
will provide their own ad to highlight their service in this uncluttered and powerful marketing tool.

At Superior Management Company, we are genuinely excited about this new service and look forward to discussing the
details with you soon. When we call next week, we sincerely hope you will take the time to discuss the specifics of how
this program works and explain the truly affordable rates.

Sincerely,
John Q. Smith
Superior Management Company

P.S. If you want to discuss this opportunity right away, please call me at 800.555.1212
or email me at JQS@superiormgmt.com

All items in BLUE will be listed on a
Microsoft Excel spreadsheet created by you.



of Pittssburgh

Sporting events

City/ Town/ #of | #of Adult AVf.:' i of Ave. Average Community General %o of
CAM Name Market Homes | Residents Children Home Age- Description Interests Permanent
per Home | Value$$ | Adults P Residents
Forest Oaks | North Houston 158 297 2 $295,000 37 Upscale, gated gsg’i:gmﬂy’ 100
Travel,
The Glens Boca Raton 220 402 0 $325,000 61 Retirement investments, 82
tennis
Spring Valley | Be1vue - suburb | g 164 1 $180,000 | 45 |BlueCollar | Children. 100

This is an example of a worksheet you could create to show Create your own worksheet in Microsoft Excel or use the attached
potential advertisers the audience who will be receiving the
Message Coupons. Advertisers will select communities best suited

to their product or service.

worksheet on the following page.




CAM Name

City/ Town/
Market

# of
Homes

# of Adult
Residents

Ave. # of
Children
per Home

Ave.
Home
Value$$

Average
Age -
Adults

Community
Description

General
Interests

% of
Permanent
Residents




For all your Plumbing and Electrical needs

Call
Gammons the

Plumbt¢trician

111-867-5309
$20 off with this coupon.

wch%njefb- ‘s

60¢G-L98

Special announcement to members of
Jurtle Gove ?.'{';meewer s Association

This is your annual payment coupon book for 2003.
When you have sent in your final coupon in
December, a new book will be issued to you. You
do not need to call the property management
company for a new book. All payments
should be mailed directly to ABC Lockbox
service. !:‘}T you C(ll']\'ll(.'ﬂi:l.‘ return L'll’.l{.]'n.'h'h'
stickers are located in the back of this book.
For other questions you might have, contact
us at: 111-867-5309

—
s ; Jan. 1 New Year's dinner and dance at the
Rnottingham Pavilion
Iﬂ?u meotoners Feb. 14 ﬁ\\'CL"l l.h:url Ball at the Pavilion
g : ; Mar. 17 St. Patrick’s Day Gala on the Square
ssociation \ Mar. 31 Easter Brunch in the main club house

May 12 Sunday Luncheon - Davis Hall

mm m ﬁn’f m May 27 Pool opens and Memorial Day cookout
: June 14 Flag Day

June 16 Father’s Day cookout at the pool

July 4  Independence Day pool party

Sept. 2 Memorial Day Tennis Tournament

Oct. 31 Halloween Party in the Pavilion

Dec. 15 Neighborhood Christmas gift exchange on

If you have any questions, please contact usat: 2
iT'you YA UESHONSHIEAsS the Square




ADVERTISEMENT SAMPLES

Ads may be created in various formats including, but not limited
to, WORD, Publisher, EXCEL, PageMaker, InDesign, lllustrator,
PhotoShop, Quark and others.

Many companies already have “camera ready” ads that can be
dropped directly into the Message Coupon.

AD AREA

Specs for Ads are 2.25" High by 5.5" Wide





