


• These home buying movers are eager to spend money and build new relationships 

with retail and service businesses in their area, including grocery stores, banks, 

health clubs, restaurants, auto shops, and more.  

• Mover Trends reports that on average, new movers spend more in the first six 

months after a move than a typical consumer does in three years. 

• Which is why they are five times more likely to become long-term custom-

ers compared to the average customer. Plus they have good to high credit rating! 

• The New Resident Magazine Program puts your marketing message directly into 

the hands of a deed verified new homeowner. It doesn’t get any better than that!  

• Creating loyal, active customers from a constantly changing supply of new movers 

can make a big difference to your bottom line, making this a key audience for grow-

ing your business—and a perfect one to target with your marketing efforts.  

• The potential rewards are well worth the investment. 

• To find out more about how to effectively reach new movers, or for help in putting 

together a successful New Resident Magazine Program of your own, contact Don 

at 480-797-0133! 

Quick Facts About Reaching New Movers That Buy Houses! 



Want a fast-growing, ever-changing, endless supply of willing customers to target with your marketing efforts? 
If so, don’t overlook the lucrative “New Resident Magazine Referral Program” to reach the new movers  
segment. 
  
These home buying movers are eager to spend money and build new relationships with retail and service 
businesses in their area, including grocery stores, banks, health clubs, restaurants, auto shops, and more. It’s 
a highly motivated, receptive audience that represents a tremendous marketing opportunity—if you know how 
to reach them. 
  
Mover Trends reports that on average, new movers spend more in the first six months after a move than a 
typical consumer does in three years—totaling nearly $170 billion each year. And not only do they spend 
more, they also tend to be more loyal. Their interest in getting settled and establishing new relationships 
means new movers generally stick around when they find businesses they like. Which is why they are five 
times more likely to become long-term customers compared to the average customer. 
  
Components of an effective new home buyers program 
  
A high-quality list of prospects. Having an up-to-date, high-quality prospect base is probably the number one 
key to success. The New Resident Magazine Program puts your marketing message directly into the hands 
of a deed verified new homeowner. It doesn’t get any better than that! Your personal invitation to each new 
home buyer is guaranteed to be delivered to the best prospect at the time they need your service most  
using First Class Mail and the United States Postal Service. 
  
Frequent timing. Because of the shifting nature of the audience, it’s important to keep your marketing efforts 

going constantly, all year round. You should get in front of them as soon as possible—especially during the 

early months when movers are establishing relationships with businesses that may last many years. If you 

don’t stay top of mind with new move in home buyers, somebody else will. 

Attention-getting full size magazine gets results 
  
New move in home buyers receive a fair amount of marketing pieces from neighborhood businesses. To 
reach them effectively, you need to stand out from the pack. This is the time to be creative, try something 
new, and ensure your marketing investment will get noticed. The New Resident Magazine Program stands 
out above all others because your business information is delivered directly by First Class mail to the new 
home buyer right as they move in using a beautiful styled magazine format! 
  
A friendly approach. New home buyers are an excited group. They’re happy to be in their new home and  
eager to learn about their new neighborhood. Don’t be too formal with them. A comfortable, friendly tone will 
go a long way toward breaking barriers and building relationships. 
·   
Small investment. Big potential 
 
Creating loyal, active customers from a constantly changing supply of new movers can make a big difference 
to your bottom line, making this a key audience for growing your business—and a perfect one to target with 
your marketing efforts. The potential rewards are well worth the investment. 
 
To find out more about how to effectively reach new movers, or for help in putting together a successful New 

Resident Magazine Program of your own, contact Don at 480-797-0133! 

M O B I L E  M E D I A   New Resident Magazine  
Information and Rates 



Full Page Sample Ad 



New Resident Specials Rates & Information 

Annual Circulation New Move In Home Buyers 7,200  

Direct mailed monthly to approximately 600 New Home Owners located in the  

Killeen, Harker Heights & Nolanville Zip Codes: 76541, 76542, 76543, 76548, 76549 76552, 76559.  

Number of new home owners may vary each month. If the total amount of new home buying movers 

reached are below the estimated 7,200 in 12 months then   

additional  magazines will continued to be mailed past the original 12 month  

agreement at no extra charge to advertiser to reach the circulation number. 

Terms and Rates  

Every new advertiser receives a full page ad  rated at $349 at a half page rate of  

$249 per month for 12 month agreement.  

Plus a one time account set-up and advertising layout fee of $49. 

Total deposit of $298 to design advertising layout and cover first month’s payment.  

Each business is guaranteed exclusive for their category. 

Save 15% on full annual payment at time of order. 

Monthly payments must be set up on auto pay with a credit or debit card. 

Start Participating in the  

“New Residents Specials” Magazine  

& Receive a Full Page Ad at Half Page Rate!  

We know who your new 

customers are and they’re 

moving in now! 

Reach New owners Monthly in This! Pay Half Page Rate Get Full Page Ad! 


