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Introduction 
 

My seven year old daughter greeted me when I arrived home from work.  She ran up to me, 

hugged my legs, and declared, “We’re having pizza.” 

 

It was Domino’s night. 

 

This was not a special night for the family to order pizza, but a special night for the elementary 

school’s PTA.   My daughter brought a Domino’s Pizza coupon home in her binder, which meant 

that either the teacher put it there or passed it out and instructed the kids to put the coupons in 

their binders.   

 

Domino’s didn’t offer a discount.  Domino’s merely offered to pay the school’s PTA $2 for every 

pizza ordered on Thursday night with a school “coupon.”  I’m fairly sure the coupons were 

photocopied on a school copy machine.  So not only did I not save money by using the coupon, but 

as a taxpayer, I paid to print it. 

 

There was a time when I considered Domino’s one of the four major food groups.  Those days 

were as long gone as my 32 inch waist.  While I’d still eat Domino’s, it wasn’t my first pizza choice 

or even my second (or third or fourth).  When a seven year old is hugging your legs, your 

preference doesn’t matter. 

 

Domino’s used a two prong marketing approach.  First, the local store donated money to the PTA.  

What parent won’t support their child’s school?  Thus, parents were motivated to support the 

program.  The donations also motivated the PTA and teachers to push the program. 
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The second part of Domino’s strategy was to donate a class pizza party for the classroom raising the 

most money.  This motivated the kids. 

 

We received better offers from Domino’s in our regular shared mail coupon envelopes.  The cost 

of the normal offer exceeded Domino’s cost for the school coupon, including the pizza party.  In 

addition, the pizza company avoided the cost of shared mail. 

 

It was an incredibly manipulative promotion.  Even knowing I was being manipulated, I still 

bought.  Welcome to affinity marketing. 

 

 

 

Affinity Marketing Defined 
Affinity marketing is the partnership of your company with a group sharing an affinity, such as 

parents with kids attending a certain school.  The affinity is often a charitable organization, though 

there are no hard and fast rules. 

 

Affinity programs vary, but generally share the following characteristics: 

 

• An affinity organization with an interest group of people identifying with it. 

 

• A business willing to provide activity based financial support (e.g., a percent of sales or flat 

dollar donation for purchases by the interest group). 

 

• Promotion of the business by the affinity group. 
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Consider these examples of affinity marketing in action… 

 

Bank of America offers credit cards where a percent of the purchases is donated to a specific college 

(over 100 have signed up for the program).  The college promotes the credit cards in alumni 

magazines, websites, meetings, and mailings.  

 

Grocery store chain, Tom Thumb, donates a percentage of any customer’s purchases to any charity 

that registers with Tom Thumb.  Customers must register with the store and present an 

identification card at the time the purchase is made. 

 

CiCi’s pizza restaurant holds a “Universal Academy Night” once a month where a portion of the 

evening’s proceeds is given to the school when patrons identify themselves with the school.  The 

school promotes the “special night” at CiCi’s in newsletters, meetings, and flyers.   

 

Brink’s Home Security company offers a small discount and a cash contribution to the Sherwood 

Estates homeowners association when someone in the neighborhood switches home security 

monitoring to the security company.  The HOA promotes the security company to everyone in the 

neighborhood. 

 

Braum’s ice cream parlor donates a small percent of purchases on a particular Sunday to a 

Methodist church.  The minister stands in front of the congregation and asks everyone to eat ice 

cream after church. 

 

Each of these examples is real.  Affinity marketing occurs every day, in every community, with 

every size and type of business.   
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Everyone Wins With Affinity Marketing 
Affinity marketing is so attractive because everyone wins.  Companies that participate in affinity 

marketing programs attract new business and improve customer retention for a relatively low 

investment.   

 

Beneficiary groups receive needed revenue.  Moreover, the revenue comes without the need to ask 

for donations or conduct fund raisers.  A supporter of the beneficiary group does not need to spend 

more than he or she is already spending.  The affinity program merely requires that buyers shift 

from one company to another.  Purchasing and behavior is not changed. 

 

Consumers also win.  Depending on the promotion, the consumer may or may not receive a 

discount or special offer from the company.  Regardless of any personal benefit, the consumer does 

help the beneficiary group, which is intrinsically rewarding. 

 

 

 

It’s Pay As You Go 
Affinity marketing programs are as different from traditional charitable support programs as 

Internet marketing differs from traditional advertising.  In traditional advertising, companies pay 

media and hope to generate enough sales to cover the cost of the advertising.  Internet marketing 

changed the landscape by charging per click.  It was pay for performance rather than pay per hour.  

It was commission sales rather than salaried salespeople.  It was pay as you go rather than pay and 

pay and… 
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Most charitable company donations involve blanket gifts.  The charity benefits.  Maybe the 

company benefits… maybe.  With affinity marketing programs, the beneficiary benefits whenever 

the company does and not otherwise.  

 

If this seems tawdry, it’s not.  Only companies that benefit from the community can afford to 

support the community. 

 

In Paul’s second letter to the Corinthians, he wrote that “God loves a cheerful giver.”  With affinity 

marketing, companies can be cheerful givers to the community.  Giving to the community through 

an affinity marketing program means growth for the company, protection for the company’s 

employees, and returns for the company’s investors. 

 

 

 

Cannibalization is Not Significant 
Some company managers worry that existing customers might qualify under affinity marketing 

programs.  The company is already doing business with these customers and their use of the affinity 

marketing program to support a beneficiary organization or cause hurts company profitability.  

Viewed in isolation, on a case-by-case basis, this is true.  It’s also true for any coupon or discount. 

 

Yet, the affinity program should also increase customer retention.  It may result in more repeat 

business from an existing customer because the affinity program motivates them to act now, rather 

than later.  The affinity program might also motivate the existing customer to refer the company to 

friends and neighbors.  In short, even on a case-by-case basis with existing customers affinity 

programs may increase company profits more than the program costs. 

 



The Comanche Marketing Guide to Affinity Marketing 8 

© 2008 Service Roundtable 

Of course, affinity programs should not be viewed in isolation, on a customer-by-customer basis, 

but as an overall program.  The affinity program should attract new customers who share an affinity 

to an organization or cause supported by the program.  The cost of acquiring these customers is far 

less than the cost of acquiring customers through traditional advertising and marketing.  The 

strength of the customer relationship is automatically stronger due to the affinity support and the 

likelihood that the customer learned about the affinity program from a friend who shares the 

affinity or from the beneficiary organization itself. 

 

If some cannibalization occurs in an affinity program, it pales next to the overall benefits.  Plus, 

even when cannibalization does occur, on a case-by-case basis, it’s not certain that it results in a net 

loss for the company. 

 

 

 

Affinity Marketing Activity Jumps In 
Economic Downturns 
 

In a tough economy, charitable and cause related giving drops.  Charitable organizations find it 

difficult to raise funds in general, but especially challenging during economic slowdowns.  This 

makes affinity marketing all the more attractive.  Charitable executive directors who might not 

consider affinity marketing will take a second look in a soft economy.  They will also do more to 

support affinity programs since it is easier to ask patrons to shift spending from one company to 

another.  The patron would spend the money anyway, so it’s easy for the charity to ask the patron 

to spend the money in a way that helps the organization. 
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Creating an Affinity Marketing Program 
Affinity marketing is simple in concept, but can be challenging to execute.  Because it takes extra 

effort to set up, few contractors bother.  It’s simpler to buy bigger yellow page ads, with more 

color, in more books.  It’s simpler, but not nearly as beneficial.   

 

Affinity marketing involves a seven step process: 

 

 I. Select An Affinity Group 

 II. Create A Program 

 III. Identify The Decision Makers 

 IV. Approach Them 

 V. Present The Program 

 VI. Execute 

 VII. Repeat 

 

 

 

I. Selecting an Affinity Group 
Any cause or organization can qualify for an affinity program, but not all groups are equal.  The 

following selection criteria for an affinity group will boost the chances of success. 

 

 

Size 

The affinity group should be supported by a substantial number of patrons.  A youth soccer team is 

not substantial enough for much of an affinity program.  The effort to set up and track the program 
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is too great.  The team is likely supported by no more than 18 families.  A youth soccer association, 

on the other hand, might be supported by scores of teams, giving it an attractive size. 

 

Individual teams still solicit businesses for support.  How should the business owner respond?  

Peaden Air Conditioning, in Panama City, Florida asks the donation solicitors to provide a list of 

team parents who buy from Peaden, the amount requested, and the purpose of the funds.  The list 

of customers is matched against the company’s customer rolls and Peaden makes a determination of 

how much support to provide based on the support of Peaden by the team’s parents. 

 

 

Prospects 

The affinity group’s patrons should include a high incidence of prospects for the company.  It would 

do little good for a plumbing or air conditioning company to create an affinity program for an 

organization filled with apartment dwellers or renters.  They’re not prospects for the company.  A 

homeowners association, on the other hand, is comprised of nothing but homeowners.  

Homeowners associations have a high incidence of prospects. 

 

The quality of prospects matters too.  An HOA for a brand new development is not as attractive as 

one filled with 10 to 15 year old homes.  The older neighborhood is nearing or at product 

replacement age for air conditioning contractors and kitchen and bath remodeling age for plumbing 

contractors.   

 

 

Relationships 

The patrons should have strong relationships to the organization, group, or cause.  A strong 

relationship implies a greater proclivity to act when called upon by a leader of the beneficiary. 
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Members of churches and synagogues typically have strong relationships with the organization.  

Parents of school age children also feel strong relationships with the school. 

 

 

Communication 

The affinity group must have a good means of communicating information about the program to 

patrons.  This is essential.  Otherwise, how will anyone know about the program? 

 

While it’s true that the company can take on the role of communicating an affinity program, this 

should be a last resort.  First, part of the justification of an affinity contribution is the elimination or 

reduction of marketing communication costs.  Second, part of the strength of an affinity offer is the 

implicit endorsement that comes when the beneficiary organization encourages its patrons to buy 

from the company. 

 

Fortunately, most organizations have means of communicating with supporters today.  The 

organization can communicate by direct mail, email, websites, meetings, door-to-door flyers (e.g., 

HOA’s often distribute meeting announcements door-to-door), and events.  

 

 

Identification 

It should be easy to identify group patrons.  The easiest patrons to identify are members of a 

neighborhood.  The neighborhood has fixed boundaries.  For this reason, HOA affinity programs 

tend to credit all homes in a neighborhood, whether the homeowner is a member of the HOA or 

not. 
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Other groups have membership cards.  

With these, it’s simple to instruct the 

member to present the card to receive the 

discount. 

 

When all else fails, the company provides 

a coupon or card to the beneficiary 

organization.  The organization must then 

distribute these to its patrons. 

Service Roundtable “Affinity Marketing Charitable Patron Discount 
Card” (Plumbing, PHC, and HVAC Versions are available) 
Content Release Date: October 17, 2008 

 

 

Possible Affinity Groups 
• Churches and synagogues  

• Church choirs  

• Country clubs and social clubs 

• Libraries 

• Schools 

• School/community bands & orchestras 

• Community theaters  

• Employers 

• Food banks 

• Friends of ________ 

• Garden clubs 

• Humane societies 

• Homeowners associations 

• Local trade or business association 

• Youth sports associations 

• Service clubs 

• Veterans organizations 
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II. Creating an Affinity Program 
Creating an affinity program is simple.  Keep it 

simple.  For every purchase made by a member 

of the affinity group, the group benefits 

financially.  It can benefit in strict dollar terms 

or percent terms. 

 

When the late Tom McCart developed the 

“Sanctuary Agreement,” he based the payment 

to the church on the standard spiff paid to a 

technician.  When a member of the church 

purchased a Sanctuary Agreement, the church 

received $10.  Simple. 
 

 
Service Roundtable “2008 Sanctuary Agreement” (Color and 
black & white versions are available) 
Content Release Date: July 24, 2008 

 

Most affinity credit card programs are based on a percent of purchases.  Typically, it is a small 

fraction of a percent, but that can still add up for the organization. 

 

More difficult is tracking.  It is incumbent on the company to track purchases, report to the affinity 

group, and send a check.  For small businesses, tracking may consist of little more than an Excel 

spreadsheet.   
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Service Roundtable “Affinity Marketing Tracking Sheet” 
Content Release Date: October 30, 2008  

 

Tracking is not only important for payments to the affinity group, but it helps the business owner 

track the costs and revenues of the program.  Usually affinity programs are a company’s most 

lucrative marketing programs. 

 

 

III. Identifying the Decision Makers 
This can be the trickiest aspect of an affinity marketing program.  Who can make the decision?  

Often, more than one person is involved since charitable and cause related organizations tend to be 

consensual with many, seemingly simple decisions requiring approval by a board of directors.  Even 

when a board is involved, someone takes the lead.  The goal is to identify the executive director,   
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The Internet and the telephone are the two best tools for identifying decision makers.  Most 

organizations have a website (those without a website are probably not good candidates for an 

affinity program).  The website should identify the president or executive director.  Hopefully, 

there will be a phone number or one can be found through a web search or directory assistance.  

Call to confirm the individual still occupies the leadership role.  In volunteer organizations, this 

may change from year to year and the website’s information page often lags. 

 

For the first attempt, it might be best to start with individuals the company owner or a company 

manager knows personally, even if the organization is not the best candidate for an affinity 

program.  This can ensure a hearing.  Once a program is established, it can be used as a case study 

in the approach of other organizations. 

 

 

IV. Approaching Decision Makers 
When approaching decision makers to discuss a potential affinity program, a personal touch is 

necessary.  Typically, a phone call follows up a letter.  Unfortunately, most business owners 

struggle with this type of solicitation.  They shouldn’t.  With an affinity program, the business 

owner is offering the affinity group free money.  What charity or cause related organization isn’t 

interested in hearing about possible donations? 

 

The goal of the phone call is to sell a meeting, not to sell the program.  The meeting gives the 

business owner a chance to present the program, to answer questions, and to adjust the program to 

the needs of the affinity organization.  This can be accomplished in 30 minutes or less. 

 



The Comanche Marketing Guide to Affinity Marketing 16 

© 2008 Service Roundtable 

 
 

 

Service Roundtable “High School Athletic Director Affinity 
Marketing Introductory Letter”  
Content Release Date: July 26, 2008 
 

Service Roundtable “Sanctuary Agreement Letter To Senior 
Pastors”  
Content Release Date: July 24, 2008 
 

  

Service Roundtable “PTA Program Introduction Letter” 
Content Release Date: August 27, 2004 

Service Roundtable “HOA Affinity Program Solicitation 
Letter” 
Content Release Date: July 29, 2004 
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The best approach for setting a meeting is a personal introduction.  If the owner can identify 

someone who knows the decision maker, he or she should see if a lunch introduction can be 

arranged where all three individuals meet over lunch to talk about the program.  The business 

owner picks up the tab, of course. 

 

 

V. Presenting the Program 
Presentation of the program will vary depending on the audience.  In some cases, the program 

should be presented as a painless fund raiser.  In others, it may be presented as donations.  In some 

cases, the emphasis might be on the members.  The presentation should include the following 

elements… 

 

1. Organization Background 

2. Program Overview 

3. Company Overview 

4. Developing Specifics 

5. Summarizing Action Steps 

 

 

1. Organization Background 

The opening of the presentation should focus on the affinity organization.  The company owner 

might share a little of what he knows about the organization (and with the Internet, it’s usually 

possible to learn a lot), followed by questions.  Get the organization executive to talk, drawing 

attention to the need for the organization to raise revenue and the difficulty raising it.  Questions 

are the key.  Some possible questions (use discretion) include: 

 

• What’s your mission?  What would people do without your organization? 
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• How large is your organization?  How many employees and volunteers? 

• What’s involved with running an organization of this size? 

• What are the biggest challenges you face? 

• How are you funded or supported?  

• What are some of the fundraisers you’ve done?  How have they worked? 

• What’s the biggest problem you have with fundraisers? 

• How committed are your patrons to your organization? 

 

 

2. Program Overview 

Talk about the program in general terms.  Describe why it was created, why affinity marketing is 

preferred, and how it works in broad terms.  It might help to have a preso prepared in advance.  

For example, consider saying the following:  

 

We developed an affinity program to allow us to give back to community organizations like 

yours.  As a small business, we’re limited in the amount of support we can provide through 

direct donations so we thought we could make a bigger impact with a fundraiser.   

 

The problem is everyone in the community seems to be suffering from fundraiser fatigue.  No 

one wants to sell anything.  No one has time for another car wash.  There are already too 

many golf tournaments.  Besides, organizing a golf tournament is not our expertise.   

 

We decided to create a fundraiser that doesn’t require anyone to do anything different than 

they’re already doing or to buy anything that they aren’t already buying.  We wanted to 

create a painless fundraiser.   And we did.  We created a program where we make a donation 

to an organization whenever one of its patrons uses our company. 
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Since everyone needs our services from time to time, no one is asked to make a purchase that 

wouldn’t be made anyway.  In fact, all people are doing is buying from us rather than another 

company.  If they would rather buy from someone else, they certainly can, but if it doesn’t 

make a difference, why not buy from us and help support a good cause? 

 

 

 

Because some people are visual and some are 

auditory, it helps to have supporting collateral 

literature to use while presenting the program.  

A three panel brochure explaining the program 

helps provide an overview and gives the decision 

maker a degree of safety.  If the program is 

common enough to necessitate the generation of 

literature, it appears less risky.   

 

 

 

 

 
Service Roundtable “Affinity Marketing Organizational Brochure” (Plumbing, PHC, and HVAC Versions are available) 
Content Release Date: October 17, 2008 
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3. Company Overview 

Ask the decision maker what he or she knows about the company.  Unless he’s a customer (and the 

customer records should be checked before the meeting), he probably doesn’t know much.  Fill 

him in.  Tell the company story.  Tell how the company was formed, and when.  Talk about past 

and future growth.  Talk about plans and vision for the future.   

 

If the business is family owned, state it.  Stress the company’s ethics and community orientation.  

Talk about the connections between company employees and the community.  Paint the picture of 

a caring community oriented business. 

 

Note that technical expertise isn’t part of the company overview.  By all means talk about it if 

asked, but competence is assumed.  The goal is not to persuade the decision maker that the 

company is superior to other companies.  The goal is to stress the relationships and community 

involvement. 

 

A decision maker will make the decision to proceed or not based on whether it’s good for his 

organization and easy for him, not because the company is the best contractor in town.  The 

company overview should provide reassurance that the company is safe to become involved with.  

Safety comes not from the number of NATE certifications or the quantity of jetters and cameras, 

but from the company’s relationships within the community.   

 

The company overview should provide just enough information to provide reassurance.  And, it 

should be brief.  Technical capabilities, brands carried, and other factors that may matter to 

industry peers represents too much information for a company overview when presenting an 

affinity marketing program. 

 

Once the company overview is complete, ask the decision maker if there’s anything else he would 

like to know.  If not, assume he wants to proceed. 
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4. Developing Specific Characteristics of the Program 

 

Each beneficiary organization is different.  Each will have its own requirements.  This is the time to 

identify the specifics.  Ask if the organization prefers a percent of purchases by its patrons or a fixed 

dollar amount per call.  One way to frame the question is to ask the decision maker which he thinks 

would be easier to communicate to his audience. 

 

 

Ask how organization patrons could be 

identified.  In absence of a membership card, 

suggest a coupon that could be given to patrons 

to present to the company. 

 

Remind the decision maker of the need to 

communicate the program in order to make it 

effective (and lucrative) for the beneficiary 

organization or cause.  Then, ask if the 

organization mails or emails a newsletter to 

members.  Ask if the decision maker would be 

willing to place an announcement in the 

newsletter. 

 

Service Roundtable “Affinity Marketing Charitable 
Organization Newsletter Announcement Text” (PHC, 
Plumbing, and HVAC versions are available)  
Content Release Date: October 17, 2008 

Not everyone reads newsletters, so ask about meetings.  See if there’s an opportunity to speak 

about the program before a group of organization patrons.  See if brochures or flyers about the 

program can be passed out, placed on bulletin boards, left on counters, or otherwise distributed.  
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See if the decision maker will send one or more email notifications to all patrons about the 

program. 

 

  

Service Roundtable “High School Athletics Affinity Marketing 
Flyer” (Color and black & white versions are available)  
Content Release Date: July 26, 2008 
 

Service Roundtable “PTA Fundraising Flyer” (Color and black 
& white versions are available)  
Content Release Date: August 27, 2004 
 
An HOA version of the same flyer (“HOA Affinity Program 
Flyer”) is available with a content release date of July 29, 2004. 
 

  
 
Service Roundtable “HOA Affinity Program Direct Mail Postcard” 
Content Release Date: August 2, 2004 
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Service Roundtable “Sanctuary Agreement Announcement Flyer 
Content Release Date: July 24, 2008 
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Service Roundtable “High School Athletics Affinity Marketing Email Promotion” 
Content Release Date: July 26, 2008 
 

See if the decision maker would be interested in issuing a joint press release about the program.  

This has the potential for everyone to gain a little press and could lead to other organizations 

soliciting the company, seeking to enroll in affinity programs for their cause or organization. 

 

Best of all, see if the organization will provide a list of patrons for the company to contact to 

announce the program.  This ensures that all patrons are “registered” with the company for 

discounts and benefits, while also building the company’s customer list.  It also ensures that all 

patrons are informed about the program. 
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Service Roundtable “Affinity Program Press Release” (PHC, Plumbing, and HVAC versions are available) 
Content Release Date: October 30, 2008 
 

In all cases, ask the decision maker for his preference.  What would be better for you?  What do 

you think would work best for your group?  Would this be helpful? 

 

The goal is to be, and appear to be, helpful.  Everyone wins when the program succeeds and raises 

lots of money for the organization (and generates lots of sales for the company). 
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5. Summarizing The Action Steps 

Once the program specifics have been nailed down, it’s time to close the sale.  This is done 

assumptively by outlining the action steps.  Write down actions as they are discussed.  Identify the 

steps the company needs to take and the steps the decision maker will take.  Always start with an 

action step for the company to take.  If the decision maker accepts the steps assigned to him, he’s 

accepted the program. 

 

The decision maker may stop the discussion, stating a need to run the idea by the board of directors 

or some other party.  Probe to find out if this is a formality, stall, or legitimate barrier to program 

acceptance.   

 

Ask if it would help to meet with the third party.  If so, set the meeting date and time.  If not, ask 

when the decision maker will meet with the third party and confirm a date for follow up. 

 

Try to confirm the decision maker’s acceptance of the basic terms of the program.  If the terms are 

acceptable, ask if approval by the third party is all that’s necessary to move forward.  If the basic 

terms are not acceptable, ask what would be needed to make them acceptable. 

 

In some cases, it might be helpful to use a fundraising application as a guide through the specifics.  

The application shows the decision maker that the questions are following a structured guide.  Also, 

the application can be used a way to “close the sale.”  If the decision maker signs the application, 

he’s committing to the program. 
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Service Roundtable “Affinity Marketing Charitable Organization Application” 
Content Release Date: October 17, 2008 
 

 

VI. Executing the Program 
Once the beneficiary organization’s decision maker has given final approval to more forward, 

create a term sheet so that everyone clearly understands what’s involved.  Identify the collateral 
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that must be prepared in support of the program, set dates for the completion of the collateral, and 

assign responsibility. 

 

 
 
Service Roundtable “Affinity Marketing Term Sheet” 
Content Release Date:  December 8, 2008 
 

Launch the program internally at a service meeting with all field service and office personnel 

present.  Describe the beneficiary organization, how it benefits, and how to recognize one of the 

organization’s patrons (e.g., neighborhood, ID card, coupon). 
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VII. Repeating The Program 
Once an affinity program is established and running, identify related organizations and approach 

them.  The first program is the hardest.  In general, few people like to be first to try a program.  

This is especially true among the types of individuals who run charitable organizations and non-

profits.  Success in affinity marketing tends to generate its own momentum. 

 

After the opportunities with one set of organizations are exhausted, identify the next best group 

and target it.  Move from churches to schools to homeowners associations. 

 

 

 

Letting Opportunities Come To You 
Not all affinity marketing opportunities will be those sought out by the company.  Some will find 

the company.  These are far easier to set up since the beneficiary organization is seeking an affinity 

partnership and doesn’t require persuasion. 

 

Companies who want to be approached about affinity marketing opportunities must make it simple 

for beneficiary organizations.  Distribute company affinity marketing brochures with invoices on all 

service calls.  Add descriptions about the program and an application form to the company website 

for prospective beneficiary organizations to download and submit. 
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Service Roundtable Resources 
The Service Roundtable has developed a powerful toolbox for members to use in creating an 

affinity marketing program.  In similar material could be found elsewhere in the industry, the cost 

would run in the thousands.  Content available on the website includes (click on the hyperlinks – 

login if the hyperlinks do not work): 

 

 
Title 

 
Date Added Thumbnail File Type 

 
Trade 

2008 Sactuary 
Agreement - Black & 

White Version 
July 24, 2008 

 

 
 

Publisher HVAC 

2008 Sanctuary 
Agreement - Color 

Version 
July 24, 2008 

 

 
 

Publisher HVAC 

Affinity Business 
Card Program 

July 21, 2004 

 

 
 

Publisher Plumbing 

Affinity Marketing 
Charitable 

Organization 
Application 

October 17, 2008 

 

 
 

Publisher HVAC 
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Date Added Thumbnail File Type 

 
Trade 

Affinity Marketing 
Charitable 

Organization 
Newsletter 

Announcement Text 
- HVAC Version 

October 17, 2008 

 

 
 

Word HVAC 

Affinity Marketing 
Charitable 

Organization 
Newsletter 

Announcement Text 
- PHC Version 

October 17, 2008 

 

 
 

Word 
HVAC 

Plumbing 

Affinity Marketing 
Charitable 

Organization 
Newsletter 

Announcement Text 
- Plumbing Version 

October 17, 2008 

 

 
 

Word Plumbing 

Affinity Marketing 
Charitable Patron 
Discount Card - 
HVAC Version 

October 17, 2008 

 

 
 

Publisher HVAC 

Affinity Marketing 
Charitable Patron 

Discount Card - PHC 
Version 

October 17, 2008 

 

 
 

Publisher 
HVAC 

Plumbing 

Affinity Marketing 
Charitable Patron 
Discount Card - 

Plumbing Version 

October 17, 2008 
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Affinity Marketing 
Organizational 

Brochure - HVAC 
Version 

October 17, 2008 

 

 
 

Publisher HVAC 

Affinity Marketing 
Organizational 

Brochure - PHC 
Version 

October 17, 2008 

 

 
 

Publisher 
HVAC 

Plumbing 

Affinity Marketing 
Organizational 

Brochure - Plumbing 
Version 

October 17, 2008 

 

 
 

Publisher Plumbing 

Affinity Marketing 
Program 

Introductory Letter 
For Charitable 
Organizations 

October 17, 2008 

 

 
 

Word 
HVAC 

Plumbing 

Affinity Marketing 
Program 

Introductory Letter 
For Charitable 
Organizations 

October 17, 2008 

 

 
 

Word HVAC 
Plumbing 
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Affinity Marketing 
Term Sheet December 8, 2008 

 

 
 

Word 
HVAC 

Plumbing 

Affinity Marketing 
Tracking Sheet October 30, 2008 

 

 
 

Excel 
HVAC 

Plumbing 

Affinity Program 
Press Release - 
HVAC Version 

October 30, 2008 

 

 
 

Word HVAC 

Affinity Program 
Press Release - PHC 

Version 
October 30, 2008 

 

 
 

Word HVAC 
Plumbing 

Affinity Program 
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Plumbing Version 
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Word Plumbing 

 

https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2068&URL=/members/downloads/default.asp
https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2068&URL=/members/downloads/default.asp
https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2068&URL=/members/downloads/default.asp
https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2058&URL=/members/downloads/default.asp
https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2058&URL=/members/downloads/default.asp
https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2058&URL=/members/downloads/default.asp
https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2059&URL=/members/downloads/default.asp
https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2059&URL=/members/downloads/default.asp
https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2059&URL=/members/downloads/default.asp
https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2061&URL=/members/downloads/default.asp
https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2059&URL=/members/downloads/default.asp
https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2059&URL=/members/downloads/default.asp
https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2059&URL=/members/downloads/default.asp
https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2059&URL=/members/downloads/default.asp
https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2060&URL=/members/downloads/default.asp
https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2060&URL=/members/downloads/default.asp
https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2060&URL=/members/downloads/default.asp
https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2060&URL=/members/downloads/default.asp
https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2068&URL=/members/downloads/default.asp�
https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2058&URL=/members/downloads/default.asp�
https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2061&URL=/members/downloads/default.asp�
https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2059&URL=/members/downloads/default.asp�
https://www.serviceroundtable.com/members/downloads/contentdetails.asp?PCID=2060&URL=/members/downloads/default.asp�


The Comanche Marketing Guide to Affinity Marketing 34 

© 2008 Service Roundtable 

 

 
Title 

 
Date Added Thumbnail File Type 
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Employee Discount 
Flyer For 

Commercial HVAC 
Customers – Black & 

White Version 

February 27, 2007 

 

 
 

Publisher HVAC 

Employee Discount 
Flyer For 

Commercial HVAC 
Customers - Color 

Version 

February 27, 2007 

 

 
 

Publisher HVAC 

Employee Discount 
Flyer For 

Commercial 
Plumbing Customers 

- Black & White 
Version 

February 27, 2007 

 

 
 

Publisher Plumbing 

Employee Discount 
Flyer For 

Commercial 
Plumbing Customers 

- Color Version 

February 27, 2007 

 

 
 

Publisher Plumbing 

Food Drive 
Announcement 
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Food Drive Call 
Script June 19, 2008 

 

 
 

Word Plumbing 

Food Drive Direct 
Mail Letter December 4, 2002 
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Food Drive Incoming 
Call Script December 3, 2002 

 

 
 

Word`` HVAC 

Food Drive Online 
Mailing Image File December 5, 2002 
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Food Drive Post Card December 5, 2002 
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Food Drive Press 

Release 
December 3, 2002 

 

 
 

Word HVAC 

Food Drive Press 
Release June 19, 2008 

 

 
 

Word Plumbing 

Food Drive 
Technician Flier 

December 3, 2002 

 

 
 

Publisher HVAC 

Food Drive Truck 
Flier June 19, 2008 

 

 
 

Publisher Plumbing 

Food Drive USPS 
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Date Added Thumbnail File Type 

 
Trade 

High School Athletic 
Director Affinity 

Marketing 
Introductory Letter 

July 26, 2008 

 

 
 

Word 
HVAC 

Plumbing 

High School Athletics 
Affinity Marketing 
Email Promotion 

July 26, 2008 

 

 
 

Word 
HVAC 

Plumbing 

High School Athletics 
Affinity Marketing 

Flyer – Black & 
White Version 

July 26, 2008 

 

 
 

Publisher 
HVAC 

Plumbing 

High School Athletics 
Affinity Marketing 

Flyer - Color Version 
July 26, 2008 

 

 
 

Publisher HVAC 
Plumbing 

HOA Affinity 
Marketing Flyer – 

Black & White 
Version 

February 19, 2008 
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Date Added Thumbnail File Type 

 
Trade 

HOA Affinity 
Marketing Flyer - 

Color Version 
February 19, 2008 

 

 
 

Publisher Plumbing 

HOA Affinity 
Marketing 

Introduction Letter 
to an HOA's Officers 

February 19, 2008 

 

 
 

Word Plumbing 

HOA Affinity 
Marketing Post Card 

February 19, 2008 

 

 
 

Publisher Plumbing 

HOA Affinity 
Program Direct Mail 

Postcard 
August 2, 2004 

 

 
 

Publisher HVAC 

HOA Affinity 
Program Flyer – 
Black & White 

Version 

July 29, 2004 

 
 
 

 
 

Publisher HVAC 
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Date Added Thumbnail File Type 

 
Trade 

HOA Affinity 
Program Flyer - 
Color Version 

July 29, 2004 

 

 
 

Publisher HVAC 

HOA Affinity 
Program Solicitation 

Letter 
July 29, 2004 

 

 
 

Word HVAC 

PTA Fundraising 
Flyer - Black & White 

Version 
August 27, 2004 

 

 
 

Publisher HVAC 

PTA Fundraising 
Flyer - Color Version August 27, 2004 

 

 
 

Publisher HVAC 

Sanctuary Agreement March 30, 2007 

 

 
 

Publisher HVAC 
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Trade 

Sanctuary Agreement 
Announcement Flyer July 24, 2008 

 

 
 

Publisher HVAC 

Sanctuary Agreement 
Announcement Flyer 

July 24, 2008 

 

 
 

Publisher HVAC 

Sanctuary Agreement 
Letter To Senior 

Pastors 
July 24, 2008 
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