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HOW ARE YOU MEASURING 
SUCCESS?  

 
Your company’s advertising budget is crucial to its growth and continued success. However, are you 
measuring your return on marketing investment (ROMI)? RFMS can help you with tracking the 
effectiveness of your advertising and with reporting that can assist in directing future advertising 
spends. RFMS can also help you to identify strategic objectives for more impactful advertising. 

 
 

Advertising Approaches 
 

1. Brand Awareness 

2. Demand Generation Marketing 

3. Remarketing  

4. Customer Relationships 

 

 

Brand Awareness 
 

Brand Awareness is the ability of your potential customer to recall your product or service. The goal is to 
have “top of mind” recall so that your company is the first one that they associate with flooring. 

Why does this matter? 

Companies with strong Brand Awareness can grow revenue more easily because they are able to 
command a higher price, produce more sales volume, or both. In this way, Brand Awareness maximizes 
revenue and profits. 

This is key performance indicator (KPI) for your marketing but it is also the most difficult to measure. It 
is most often measured using surveys and focus groups, which can be outside the budget of small 
businesses. Technology gives us another way to “reverse engineer” this metric. 

 

   Best Practice Tip: 
Require the customer to be entered in the Customer File 
System Options > Admin System Options > Require Customers to be in Customer File > YES 
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You can get a high overview of your demographics by zip code in the following report: 
Sales Reports > Marketing > Demographics  
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Exercise: 
Identify geographical areas in which you would like to have Brand Awareness. Make a list of zip codes 
or surrounding towns/cities that you expect to have high Brand Awareness. 

Download a CSV of your Customers 
Order Entry > Customers > Customer List Report 

 
 

Now, let’s compare your expected areas of high Brand Awareness to your Customer File.  

 

You can upload up to 2000 customers into Google Maps. In this case, you may want to limit your 
customer file to a specific date range, such as the last year. 

http://www.google.com/mymaps 

 

 
 

 

For larger data sets, there are a number of paid services available online, such as 
mapmycustomers.me. These services offer more sophisticated options such as different color pins by 
the customer’s default store and heat maps. 

 

This is an excellent visual representation of your customer density and will help you to more easily 
identify the towns or cities in which you may need to increase your Brand Awareness through additional 
advertising. 
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Demand Marketing 
These are the traditional methods used within in the flooring industry of using sales, coupons and 
events to drive revenue. For most companies, this represents at least 50% of their advertising budget. 
How do you track and quantify the success of your demand marketing? Recording this data in RFMS 
orders will allow you to make more informed decisions about the focus of your advertising spend. 

 

Best Practices Tips: 
Set up Ad Source 
Order Entry > Utilities > Set Up > Ad Source 
 
Your first source should be _UNKNOWN. This will default it to the top of the list. Be clear with 
salespeople to use this option if they cannot accurately report. Skewed metrics are worse than no 
metrics! Review your list for clarity and completeness. 
 

 
 
 
You can also REQUIRE the ad source in System Options. 
System Options > Admin System Options > Ad Source Required on Orders > New Orders Only 
 
If you are a CMM user, please note that additional reporting is available to you. Be sure to set up your 
Ad Source and Ad Campaigns. Ad Source should be the broader category and Ad Campaign should be 
the detailed information. Consult with the training department to fine tune this structure. 
 
 
 

   Exercise: 
Run a Materials Analysis Report by Ad Source  
Sales Reports > Materials Analysis  
Export to CSV 
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Open your CSV in Excel and create a pivot table. 
 

 
 
 

 

Insert > Pivot Table 
Choose the first option to select table or range 
Click OK 
 
In the Pivot Table Fields, check LineTotal and AdSource 
In Row Labels, use the dropdown arrow to show all of the AdSources that 
are presented in your data. Uncheck No Ad Source and any other labels 
you do not want included in your data. 
Select the Sum of Line Total Column and convert to currency by clicking 
the dollar sign. 
 
The resulting table will show you the total sales for each ad source 
as well as a grand total. 
 

 
 



6 
 

We can also look at which type of advertising yields orders with the highest gross profit. To do so, we will 
use the same Materials Analysis report but handle the data differently. 
 
In Excel, turn on filters for your entire sheet. 
Filter on Column AN, Ad Source 
Click the Select All button to unselect all sources and then check only one specific Ad Source you want to 
analyze 
Them, filter on Column U ProfitPerc 
Uncheck any outliers to provide more consistency in the data, This may include lines with a negative GP 
or a GP of 100%, for example. You will need to determine the threshold for your data. 
Autosum the remaining lines. 
Divide the autosum total by the number of filtered lines. 
This will result in your average GP for that ad source. 
 
(If desired, you can get more granular data by filtering on Column G, PC, which allows you to include only 
material or only service based on your product codes.) 
 
Now, let’s analyze the ad source data. 
For example, Pro Biz and Radio had comparable revenue totals. However, the average GP was higher 
for Pro Biz. So, we can identify Radio as a preferable method of advertising to increase profitability. 
 
This is useful for general decision making about where to funnel advertising dollars and how to allocate 
the spend that you have available. 
 
We can get even more detailed in determining both the efficacy and profitability of specific ads by using 
Product Sets.  
 
 
 
Best Practice Tip: 

Create a product set for your advertising campaign. 
Products > Utilities > Product Sets 

 
Exercise: 
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Run a Materials Analysis Report by Product Set 
Sales Reports > Materials Analysis 
 
This will show you the total sales for the products you advertised as well as the profitability of the 
associated orders. 
 
These can be set up and run on past advertising. Create the Product Set and then run the report for the 
appropriate date range associated with that advertising campaign. 
 
Additional Tip: 
Run a Top Sellers Reports 
Sales Reports > Marketing >  
 

 
 

 
You can run this report with a variety of criteria, but when you run it by Product Code with a ranking of 
Quantity, you will easily be able to see where sales volume and gross profit percentage intersects. 
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Use Sales Trends to Plan Marketing Efforts 
 
Look at graph and identify months with lower sales. Plan marketing campaigns to grow revenue in those 
months. 
 

 
 

 
 

Benchmarking Your Advertising Spend 
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Business Insights  
Contact bi@rfms.com for more details. 

 
 
 
 
Additional Information on Advertising Spend 
 

 
 

 

mailto:bi@rfms.com
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Remarketing 
 

Email is your least expensive form of customer remarketing. 

 
Best Practice Tip: 
Require customer email address 
System Options > Admin System Options > Email Required on Orders > New Orders Only 
 

 
 
 
You should have a pre-sales funnel of optimal, scheduled email contact from your sales people to 
increase your conversion rate. This funnel can easily be set up in Client Management. Contact the 
training department for more details. 
 
In addition to personal contact from the sales person, you can use the email addresses to remarket 
directly to unconverted prospects. 
 
Exercise 
Order Entry > Sales Reports > Quote Information Report 
Specify Quotes Not Exported, Customer Name, Include Marketing Information 
Then, output to CSV 
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Open your CSV and clean it up to just include the name and email address. The minimum number for 
Facebook is 100 email addresses. 
 
You can then push advertising to those Prospects on Facebook to increase your sales conversions. 
 
https://www.facebook.com/adsmanager/ 
From the menu, select Audiences 
 
 

 
 

 
 
 
 
 
 
 

https://www.facebook.com/adsmanager/
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Create audience > Custom Audience > Customer File > Add customers from your own file or paste data 
 

 
 
 
Once you’ve set up the image and collateral information, you will be able run an ad for these users. 
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The same technique can be applied to Google AdWords in Audiences 
https//adwords.google.com 
Tools > Shared Library > Audience Manager 
 
Use the blue plus to add a new audience 
 

 
 
 
This method can be used in a variety of ways using the email addresses from your RFMS database. For 
example, you could target specific segments of your business by exporting just the email addresses of 
builders and customize an ad to them. The possibilities are endless! 
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Customer Relationships 
 

Engagement and follow up with your customers has been proven to increase the Customer Lifetime 
Value (CLTV). Reducing churn rate in your customer base can directly translate into improved sales 
and profitability. Due to the long lifecycle of flooring, this impact will have an extended time horizon. 
 

A post-sales funnel maintains customer engagement and encourages repeat business and referrals. 

If you are CMM user, you can automate your customer follow up, but we can also do a simplified 
version of this within order entry. Filter on a variety of criteria and send an email directly from RFMS. 
CMM users, can also set up templates for these follow up emails. 

 

 
 

Examples: 

• Send floor cleaner coupon six months after job closes 

• Send email at 1 year anniversary of installation 

• Send email at 3 year anniversary to encourage repeat business 
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Reward your best customers! 
Sales Reports > Marketing > Top Customers 

 
 

This is useful for planning special events or loyalty programs. 
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