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Our Members Giving Back to 

the Community 

Longtime No B.S. Marketing member and Cleveland 
Mastermind member John Turnbull was 
recently recognized by the Rotary Club 
of Strongsville as the club’s Rotarian of 
the Decade! 

John is the General Manager at       
Thunderstone Software in Cleveland and 
the owner of Immortal Palm Cleveland 
martial arts school.  

I’m proud to say I invited John to join the Strongsville 
Rotary club in 2009, since he has been very active in all 
areas of the club and a valued member today. 

Congratulations John and thanks for your service! 
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Some Things Never Change Not all Advertising From the Past Was Good!! 

        1969  Dodge Challenger                            1963 Corvette Stingray                      1966 Ford Mustang Fastback 

                 1957  Chevy Belair                                      1936 Packard Twelve                         1969 Chevy Camaro 



The Power of Nostalgia in Marketing Your Business 

You Can Use nostalgia to market your business! 
Why is nostalgia good for marketing? 

Nostalgia is something we “feel”, surely you can’t bottle it up 

and use it in a marketing strategy?  

Or can you?  

Absolutely you can, essentially, nostalgic marketing makes 

people (your customers and prospects) smile while thinking of 

a better time.  

You want your target to smile when thinking about buying 

from you! 

Another reason why Nostalgia Marketing is very effective is it makes advertisements,   

promotions, and campaigns look more down-to-Earth and more authentic to the audi-

ence. Reception for these kinds of marketing tend to be highly positive, as it is influenced 

by the positive emotions and memories of the users. 

Who doesn’t love that warm fuzzy feeling you get when you see something that reminds 

you of something good from the past? Perhaps that special something was an object or 

moment that you really cherished, or maybe it represented happier and simpler times. 

Whether it’s the smell of your mom’s cooking, hearing a song from your senior year of 

high school, or seeing an icon (be it a favorite toy or celebrity crush) from your childhood, 

there are many occasions, sensory inputs, and social situations that have the ability to 

ignite the yearning of yesterday. 

Nostalgia Marketing works to jog our memories and leverage an already established                     

virtue of a brand or an idea, to connect with those positive, warm and fuzzy emotions. 

In a world where 71% of buyers are more likely to buy a product that appeals to them on 

a personal level, nostalgia marketing is your chance to connect with your audience 

through the emotions that are linked to their deepest, fondest memories. By taking the 

experience to social media, you increase the impact of your campaign instantly, by                      

naturally starting conversations about those memories. 

There’s a saying in the advertising world – “Old is Gold” 

It can be understood why companies would want to use a tried-and-tested formula, but 

why do we, as human beings fall for the gimmick?  

We all have a “grass is greener” outlook, which is why we think back to lower gas prices, 

lower movie ticket prices, and reminisce about past times. we imagine times were sim-

pler then because technology wasn’t as revolutionary or integral. 

Nostalgia has something special to offer all customer groups                                                     

that’s what makes it such a powerful marketing strategy. 

http://www.business2community.com/social-media/106-amazing-social-media-marketing-statistics-2014-2015-01151764#zSjJGYbwIFqzVibp.97


 

Ways to Connect With Customers During the Holidays 
 

As we enter the holiday season, it can be difficult to maintain connections with customers. Increased sales demands and a 

focus on the bottom line can sometimes take a toll on customer relationships. In order to counteract the natural tendency 

towards customer abandonment during busy seasons, here are a few quick, personal, and creative ways to let your customers 

know that they’re the stars on your holiday tree.  

 

Holiday Greetings—No matter how busy your clients seem to be, everyone has time to open a handwritten card. 

As brands become more and more focused on electronic messages of holiday cheer, a holiday card is fantastic 

(and shiny) proof that you truly care about your customers. In a U.S. Postal Service survey suggested that personal 

letters were at an all-time low. Today, you need only look at your own mailbox and consider how such a greeting 

would stand out. If you don’t think you have the time or the money to spare on writing a card, consider the return 

on investment of setting yourself apart from the competition. When it comes time for a client to renew their 

contract, are they more likely to go with the person who took the time to personally connect through a card, or the 

person who sent along an email?  

 

Electronic Greetings—We live in an age of the Internet, so electronic greetings are both welcome and and 

ubiquitous. There are several companies that allow you to create personalized e-cards that incorporate your choice 

of branding, images, music, and messaging to ensure that each client gets something special. E-greetings also 

have the benefit of integrating with CRM software. You don’t have to worry about manually sending each email: you 

can personalize and customize using a matrix, which makes it cost-effective and scalable to other seasons. 

 

The Drop In—Nothing can replace the powerful quality of taking a few minutes out of your sales day to share your 

holiday greeting in person or via a phone call. This is an especially important tactic for those high-yielding clients 

who make up the majority of your sales book.  If your clients are all over the country a personal call is ideal. 

 

Text It In—Although leaving holiday phone messages was previously a big part of managing customer 

relationships, the last decade has seen a drastic decline in the use of phones for calling. The New York Times 

recently reported that newer generations are listening to voicemail less and less. Voicemails are not always the 

most reliable way of reaching customers  A Ipsos survey revealed that only 3 in 10 people generally prefer to 

text.  Still, because texting is a non-traditional way to connect with clients, make sure that any texts 

are personalized, specific, and supported with another, more traditional greeting. 

 

 

Merry Christmas and Happy New Year 

Results Marketing is wishing you Blessed, Joyous and Prosperous Holidays  

Best Wishes from: 

Dan, Lois, Alicia, Rene and Dottie 

https://www.huffingtonpost.com/2011/10/03/postal-service-annual-survey-personal-letters_n_992432.html
https://www.avidian.com/features/crm-integration
https://www.nytimes.com/2014/06/15/fashion/millennials-shy-away-from-voice-mail.html?_r=0
https://www.ipsos-na.com/news-polls/pressrelease.aspx?id=6259


The Key Elements for a Successful Year 
Even During This Ever-Changing Environment  

 

BREAKING NEWS… Even Though the Calendar 

Clicks Over to 2022 With a Ton of Uncertainty that 

Doesn’t Mean You Can’t Have a Plan in Place 

 

You’ll Discover  Elements AND Action Items 

That Have Helped Small Businesses Grow Their Sales 

AND Increase Their Profit Margins! 

Plus 

THE Big mistake businesses are making NOW that WILL 
hurt their business in 2022                                                                                                                        

 
Here’s some of what I’ll be sharing LIVE during our Virtual No B.S. Marketing Meeting:  

• What successful business owners are doing that has helped them continue to 
grow sales even in the middle of the last lockdown and beyond.    

• What your customers want to know about doing business with you.                               

• What new customers must know before buying from you for the first time.                                                                                                                              

• What it takes to get better responses to your marketing/advertising.                                                                                           

• The real truth of why business owners ride the sales roller coaster of a great 
month (or two) of sales followed by a slow month AND how to fix it.  
  

   

Join us on Wednesday, December 8th from 11:30 - 1:00 P.M. 

  

Make plans now, to attend this month’s 
“No B.S. Marketing Virtual Meeting! 

Register NOW at www.NoBSCleveland.com  
 

NOW is the time to put plans in place for 2022 

 

You can invite a fellow entrepreneur to 
attend the December Meeting --- First time guests 

attend for FREE, register them now. 

http://www.nobscleveland.com/
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