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Advocate marketing: Learn how to create groups in outlook, how to import into
outlook, how to set up folders and rules for incoming mail to make the management of your
prospects easier, how to find properties and create labels in tax rolls, how to collect names of
REALTORS in your farm area and contact information, how to do reverse prospecting to find
buyers for your listings, how to search for rentals in NTREIS Listings and create labels from
rentals. How to find advocates using the MLS database with a custom search and custom
report. Learn what 1 change you could make that will guarantee referrals from your current
clients.

Outlook Groups

We use groups in outlook for various reasons. For today’s class we are planning for your
farming and networking opportunities. The process is the same. The contacts should be in
outlook. You may import a list of contacts from any list to the Address Book

Import a list of contacts into Outlook

1. In Word, create or open the list of contacts you want to import into Outlook.

The information for an individual contact should be separated by tabs or commas, such
as name, address, city.

2. On the File menu, click Save As.

3. Inthe Save as type box, click Text Only (*.txt), and then click Save.
4. Close the document.

5. Switch to Outlook.

6. On the File menu, click Import and Export.

7. Follow the instructions in the Import and Export Wizard.

8. If you have your list in Excel,

9. On the File menu, click Save As.

10. In the Save as type box, click as Comma Separated Value. (CSV)
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11. Close the document.

12. Switch to Outlook.

13. On the File menu, click Import and Export.

14. Follow the instructions in the Import and Export Wizard.

15. Note: You may need a system disk when trying to import. Now that you have a list of

contacts in your outlook program, you may group them in appropriate and useful ways.

Create a group in the Address Book

1.

On the Tools menu, click Address Book. (Or CTRL + SHIFT + B to open the Address
Book.)

On the File menu, click New Group.

In the Group Name box, type the name of the group. (This might be a subdivision
name or “Family” or a committee name or all of the managers. You see the idea? Think
of groups that would be useful. Maybe people in certain zip codes or areas?

To select one or more names from the Address Book, click Select Members.

Click a name in the list, and then click Select.

Using a group in the Address Book

1.

To use a group from the Address Book in Outlook. Start as you would to create a new
e-mail message. Then you may either type the name of the group or click the TO button
and click on the name of the group.

Remember to respect your groups and give them an opt-out of the group in your e-mail,
every time. If you are sending Flyers for Just listed, Just sold, information or even Open
houses, please use ADV: in the subject line. This respects the anti-spam rules set out by
the government and is a requirement.
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Tools/Rules:

When you start to use groups you will increase the amount of “Good e-mail” so it’s important
to be able to find it when it appears through all of the spam that may be in your mailbox. MS
Outlook has a neat tool that will help you do this. It’s called the Rules Wizard. This wizard
will let you decide where to find inbound mail. So if you set up a rule for a particular
subdivision (name) it may say that any mail received from a particular person or with a
particular word in the subject line should go into a particular folder. Then all you will do is
visit that folder each day. This is particularly useful in conjunction with the prospecting
function of NTREIS listings, as you’ll see later.

The long way works: Select multiple items

e To select adjacent items, click the first item, and then hold down SHIFT and click the
last item.

e To select nonadjacent items, click the first item, and then hold down CTRL and click
additional items.

o To select all items, click the Edit menu, and then click Select All.
Notes

e The Select All command is available only in a table, card, or icon view.

e To select items in a card view, click the card heading for each item you want selected.
If the item isn't visible, click a letter or number on the right side of the window. For
example, to view a contact filed under the last name Myers, click the m button.

Tools/ Rules Wizard (find this while in your Inbox)

Most of the instructions say just follow the rules in a wizard, but I want to share some things
I’ve learned about this Wizard.

1. Click on NEW (button on the right)

2. Select the kind of rule that you want to create. It will highlight “Check messages

when they arrive” This is a good rule to start with.

3. Click on NEXT (at the bottom of the box)

4. Select the “condition”. If you slide down the list you will see “with specific words in

the subject line, you may click on the box to the left of the condition. You will see it added to
the box at the bottom of the bigger gray box. (This is where you are creating the entire rule.)
5. Next click on the underlined words Specific words (in this example).

6. Now type the words that you are expecting. (It might be a subdivision name or names of a
family “Jones”, maybe a committee name.) Then click add and ok.

CAWinNT\Profiles\Dak\Persona\REMAX Classes\Advocate Marketing.doc 3/24/05 2:44 PM Dak
4



7. When you click next it will ask you what you want to do with the message. It will highlight
“move it to the specified folder.”

8. Remember to click the box to the left of the specified folder and when it moves to the
bottom box click on specified folder to select a folder where these messages will be sent upon
arrival.

9. This same procedure will help you control the unwanted spam message that you receive.
Just use the keywords that are in the subject line of junk mail. You may add to any rule at any
time.

10. Before you send the first message think of the opportunities in sending that message and
include a signature. It’s

Free Marketing: Create multiple signatures for messages

1. In a Word document or an e-mail message, click Options on the Tools menu, and then
click the General tab.

2. Click E-mail Options, and then click the E-mail Signature tab.

3. In the Type the title of your e-mail signature or choose from the list box, type a
name for your signature. (It might be business, family, buyers, sellers, designations,
etc.)

4. Under Create your e-mail signature, insert the text and/or pictures you want to use for
a signature. (Yes photos too! Remember the file sizes are important.

5. Click Add.

6. To create another signature, click New, and then repeat steps 3 through 5.

Note You can now insert a signature in a specific message, or automatically add a signature to
the end of every message.

Create stationery

This procedure is only available if you use HTML as your message format. For information

about selecting a message format, click:

1. On the Tools menu, click Options, and then click the Mail Format tab.

2. In the Send in this message format box, click HTML.
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Notes

Click Stationery Picker, and then click New.
In the Enter a name for your new Stationery box, enter a name.

Under Choose how to create your Stationery, select whether to start from scratch or
use existing stationery.

To select a file to base your stationery on, type the path and file name in the Use this
file as a template box or click Browse to select from a list.

Click Next.

Select the options you want to use.

For Help on an option, click the question mark , and then click the option.

If you like the stationery in a message that you received from someone, you can save it
as your own stationery. In the message, click the File menu, click Save Stationery,
enter a file name, and then click OK.

Searching taxes and creating labels.

1.

Login to NTREIS listings or Listing Manager Pro. Select Tax from the menu.

2. Select the county and choose the search criteria. To select a residential farm, you may
want to search by subdivision. Note: the common name may not be the legal name of the
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subdivision so an address search to verify the name may be a useful starting place.

NTRE'S Search Again Preferences Help

Dallas County

Choose a County 0

Search Clear
| |

[T show Advanced Search Features

Certified Tax Raoll Update: 2003
Cwnership Update from County Assesson03/21/2004

Street Mo Street Street Street Unit
From - To Pre Dir St Malme Post Dir  Designator MNumber

Parcel ID (PIN) |

Cwwrier Mame |

Subdivision:
¥ Starts With |
 Contains

Save this search as |

PROPERTY Data iz provided by third parties and is presumed refible, but not warranted, guaranteed ar verified.
: INFD"’ © 2002-2004 by REl Data Inc. All Rights Reserved Rights and Use Information Privacy Policy

=
If there is more than one version of the subdivision name they will all present for you to
choose from. Just click the correct one and click search. The list will appear on the
screen.
3. Notice the total is at the top left of the screen. Also note that there may be more than 1

page at the bottom left. Labels will print 1 page at a time. Click on select page and then
proceed to create labels by moving to the bottom of the page:

2.

4. Select the label style, which address to use, if you would rather not use the name of the
owner, use a phrase like Dear neighbor, resident or friend and hide the owner’s name
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(check the box!)

Create PDF file for printing labels

Get.l.l:mhat:Lt
Avery Label format: & s1i50 O S161 Reader
& ) Requires Acrobat Reader 6.0
% Click here to download.
Address to use:  property & Owner
Print with phrase? | Mo Selection =] @ Laser Printer € Ink let Printer
Hide Owner Name [
(The city in property address iz not 100% populated) Create Label FPDF |
Gg_p;n'ry Data is provided by third parties and is presumed reliable, but not wwarranted, guaranteed or verified.

FD"’ @ 2002-2004 by REl Data Inc. Al Rights Reserved Rights and Use Information Privacy Policy

Then click Creste Label PDF | Repeat the process for each page of labels that

you desire. When the labels appear on the screen you may print them. You may use a
generic label just match the Avery code number to the package and it will be the proper
size. When this document was created the labels were not appearing on the screen. It
has been reported. 10/05/04.

Custom Searches give you complete control.

To set up a search that will give you the contact information for other REALTORS that work
the same areas that you do.

1.

Search Custom search and reports

In the center box type ARE then click on AREA in the bottom center box it will move
this field to the right.

Repeat for subdivision,

Repeat for status. (This status will give you the Listing agent and the Selling agent
(buyer agent) on each listing, you might want to include a date field to narrow the
number of listings returned to your search.)
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5. Name the search “Subdivision”

= NTREIS
Listings

My Page | Search | Reports | Prospects | Tax | Transactions | Financial | Member Info E E

o

\_MLS # Search | Quick Search | Custom SearchiReports| Archive Search

Home

Residential Multi-Family \ Lots & Acreage \ Commercial \ Res Lease \ All \

Saved Search List: Search for Field: Selected Fields:
Fhata Al [Aure] Status

poal Subdivision
Eﬂffm Available Fields Listing Data
remaks # Dining Areas
remarks # Living Areas

Sandi Arag/hub Araa

schoals
sell agent
sellertype
style

Sub listings
subdivision

Delete | Up | Down |

Sawe Search | Delete Search |
Search Name: Subdivisionl
Cancel Changes |

MarketLinx 70T ¢ g0 Copyright @ Interactive Data Development, Inc.1997-2004 All Rights Reserved W3.0
The databaze information herein iz provided fram and copyrighted by the Morth Texaz Real Estate Information Systems, Inc. HTREIS data may not be reproduced or redistributed and is onhy for people viewing
this site. All information provided is deamed reliable but is not guaranteed and should be independently werified. The adwerti ts herein are merely indizations to bid and not offeis to s2ll which may be
accepted. All properties are subject to priorsale orwithdrawal. All rights are reserved by copyright. Copyright @ NTREIS 2004 All Rights Resenved
Support: helpdedi@ntraic. net

6. Then Click on The screen will change and return the actual search
screen where you will fill in the criteria. Status SOLD, Subdivision name, if you need a
wildcard, use the %. Enter the Date.

My Page | Search | Reports | Prospects | Tax | Trans: | Member Info E E!

MLE # Search | Quick Search | Custom Search/Reports | Archive Search
Home:

Residential Multi-Famihy \ Lots & Acreage \ Commercial \ Res Lease \ Al \

Active

Status Active Contingent

Active Dption Contract = |

‘SudeVISIDH ‘
‘Llstmg Date ‘Min b Maxl

Savel Search | Stafistics | Download | Map Search By Map

Fevise Search | Delete Search |

| Attach to Prospect
| Attach to Existing Prospect | ‘ Attach to New Prospect

MarketLinx 738 5 pmare Copyright @ Interactive Data Dewelopment, Inc. 19972004 All Rights Reszned V3.0
The database information herein is provided fram and copyrighted by the Narth Texas Real Estate Information Systems, Inc. NTREIS data may not be reproduced or redistributed and is anly for people viewing
thiz site. All infarmation provided is deemad raliable but is not guarantead and should be indep verifizd. The i hersin are merely indications to bid and not effers to sell which may be
acoepted. All properties are subject to priorsale or withdrawal, All rights are reserved by copyright. Gopyright @ NTREIS 2004 All Rights Reserved
Support: helpdesk@ntraiz.net
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6. When the search results return to the screen you will have a choice at the bottom to
create a custom report.

7.

— Results List Functions

Uncheck &)l Listings |

Marrows Listingls] |

E-mail Listingls) |

b ap |

Download

Revise Search |

|
Statigtics |
CM& Wizard |

— Report Functions

Please click hereﬂ

Cne-Line Report
Two-Line Repart

Agent One-page Repont
Agent Full Repont
Customer Brief Report

il | Lustom Heports i

View Search Criteria |

Tempo Report Editor |

Custormer Brief wiRemarks Report =]

8.

[

It will look very familiar when the next screen appears.
You will want to type Agent and select the fields that will give you the contact

information on the agents. Their name, id, phone numbers, address, e-mail, web info.
This is the competition so take what you can and learn about them. They may have
some ideas that you need to know about! You are in a good position to be able to
compete powerfully against them.
10. Here is an example of the fields that are available for your use:

Residential Custom Report: Agent Report
RES

Res| Mis# || Stotus | LOPhone | LAEmail | LAFulName | SOPhane || SelingAgentip | LA Web

1 10149249 Sold (214)376-7000 loneald37 Simaol com LIMEA, OREAL (972) 222-5227 0407 236

2 10055266 Sald [(972)270-4411 tomtsmithE@hotmail com THOMAS SMITH (972) 222-5227 0407236

2 M0124354 Sold [972)224-9221 rusty@rustygraham.com Rusty Graham (972)476-6706 0207383

4 10028871 Sold (972)712-96893 janrichey@kywy .com Jir RICHEY [972)931-3000 0454760 ey janrichey .com

5 [10042700 [ Sold (972)732-6000 joynessi@shcglobal net Joy Mees (214)363-2500 0266779

& 10053694 Sald (972)355-05:30 hicolei@selrttygrp.com H.J Cole (972)315-7993 0307636 hittp: fwenieye zelritygrp.com

7 10059335 Sold (972)596-9100 mattharg@airmail net Martha Robertzon (972) 589-7000 0507522

& 10051183 Sold (972)735-9600  [charleneshippy@ebbyhalliclay com | CHARLEME SHIPPY [¢372) 595-7000 0445422

9 10028226 Sold [972)589-7000 barb@harbglass.com Barbara Glass V\L\BTEJSBU-BBUU 0202979

0 10145254 Sold (9727931-9000 maryellen peter@prurealtty .com Mary Ellen Peter (972)735-9600 0237687 hittp: M maryellenpeter com
11 10062904 Sold (972)712-96893 janrichey@kywy .com Jir RICHEY [972)208-3200 0327320 ey janrichey .com

12 10041763 Sold (972)735-9600 maudegleasoniebby com Maude Gleason (972)608-0300 0496595

13 10097412 Sold (972)367-0300 cincyogorman@@ebby com Cincly O'"Gorman (972)208-9200 0327320 hittpa: ffebby . comiagenticindyogorman
14 10060729 Sold (9727403-2000 tracyeg@trhomes com Tracye Levit (972)991-1616 0409018

15 10042827 Sold [972)991-5478 andrewi@bigDreaty .com Andrew Mortoya (972)735-9600 0245234 vy bigDrealty . com
16 10091368 Sold [972)931-3000 diimm@prurealty com Dona Timm [972)618-7500 0496066 hittp: Menaey clonatimm.com
A7 10139731 Sold (972)732-6000 bettymckean@comcast net Betty McKean (972)312-9000 0428712

13 10050027 Sold (972)574-1903 monigqued@koe .com Monique Dykstra (972)574-1903 0305110

19 10089512 Sold (972)387-0300 poEpauletteselsdallas.com Paulette Greene (214)692-0000 0429771

20 10055861 Sold (972)732-6002 donlind 3@juno.com Lincla Ooden (972)732-6002 0465954

21 10040353 Sald (972)248-8800 jstallerig@shogiobal net Jack Stoller 214-800-8420 58999999

22 10044384 Sold (972)712-9893 harbd@lw .com Barbara Dettuva (972)387-0300 0417258

23 10064505 Sold [972)574-1903 shirleysw @k .com Shirley Williams [972) B67-8355 0241317

24 10068106 Sold (972)387-0300 po@pauletteselsdallas .com Paulette Greens (972)380-0022 0411560

23 10066937 Sold (97 21357-0300 cindyogormani@@ebby com Cindy O'Gorman (972) 593-7000 0372516 it ffebby .comiagenticindyogorman
26 10043706 Sold (972)712-9398 janrichey @k com Jan RICHEY (972)387-0300 0363087 sy janrichey .com

27 10101465 | Sald (972)596-9100 cindybcampi@aal com Cindy Camp (972)769-9400 0495047

28 10037354 Sold (972) 867-7666 fenwick-reators@airmail.net WAL FERWICK (972)403-2000 0485879 planatxhomes cam

11. Remember to save the report and then to use the report just slide down the reports list in
the search results screen and click on the REPORT that you have named “agent report”.

It will generate a popup report like the one you see above. To print just click File,

Print.
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12. You may save the file to your hard drive or desktop by clicking on the

button. It creates a text file that can be imported into Outlook. When you
click the download button it will try to place the file on the desktop.

Reverse Prospecting

Once a listing agent has entered a listing and saved it as active, they may then reverse prospect
to locate other users who have prospects in the NTREIS Listings system with matching custom
search criteria. Note: The listing agent will NOT see the prospect’s name, but rather, they will
see the other user’s name and a prospect id.

To reverse prospect:

Step 1: Click the Reverse Prospecting tab, which appears in the Prospect area, or can be
accessed by pointing at Prospects on the Navigation Bar and then clicking on
Reverse Prospecting.

View Prospect List Add Hewr Prospect Reverse Prospecting

Step 2: Choose a listing(s) to view potential prospects for by clicking in the checkboxes in
front of your active listings OR click the “Check All Listings” button and then
click “Search.”
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;-:zéﬂew Prospect LiW Add New Prospect Reverse Prospecting

]

Your Current Active Listings:

I___ .............................................................................................................................................................

(O 701480 4840 OLD MOUNTAIN PARK RD 425,000 | Commercial
l: [ 842963 (3905 SPALDING ELUFE $459,000 Residential
l! [0 650761 490FIRELITE DRIVE $ 209,900 Residential

!D 654068 (230 PARKSIDE CLUB COURT $ 269,900 Residential
.! O 701228 (3646 CHURCHWELL COURT $479,900 Residential
.I [0 702487 5096 BEROADGREEN DRIVE $ 265,000 Residential
.: [0 704840 157 SPRUCE STREET $ 249,000 Residential
_ll [0 709725 9090 CAMPESTRAL CT $529,900 Residential

[ CheckAll Listings | [ Search |

If no matching prospect information was found, the system notifies you with a short prompt.

Step 3: To contact the potential prospect, click the other agent’s name link and their
Information Screen will appear. You could either phone the agent, or click the
agent’s email link and send an email message. Your message should mention that
you found them through a reverse prospect on the MLS system and they are
working with a buyer whose search criteria matches your listing. You’d like to tell
them a little bit more about the listing and (maybe send a flyer with lots of photos).
You might reference the Prospect ID so that they might identify the buyer.

Step 4: Clicking the agent’s email address link will open your email client software, with the

1 CAREEIN A CATTWELL 5403
1 B e P ETERCE il 7220

prospect agent’s name already typed in the “To:” field.

While doing a reverse prospect and making the call or sending e-mail may seem unfamiliar or
perhaps (not your job) it will give your seller an extra value added service that you
provide. It demonstrates that you are willing to go the extra mile to get your listing

sold. Sometimes it takes action to move a listing.
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Rentals and how to locate them.

I would choose Listing Manager Pro for this operation because you can set up the Label
formats including the fonts very easily. (We will do this in the “Taking the listing every time
class” next week.) You can perform the search in NTREIS Listings and do a download to the
desktop, which will let you create labels in Microsoft Word.

W N

Res Lease i

Search Quick search, rentals (select the tab RES LEASE) | «. Enter the
area and select LEASED from the status box.

At the bottom of the list select Check all listings.

To get there quickly look to the top right for these buttons. Click on the down arrow to

jump to the bottom quickly.j

¥
Revize Search | Printer Friendly I —I

’f&earch Functions
4.
5

At the bottom of the screen to the right there is a Custom Report button. Click it.

. Type Street and click on it in the big center box it will move to the right column and

e S S

11.

0.

become part of the new format

Repeat #5 for Street num, Street name, Street dir, City, and Zip code.

Save the search as “Label”.

Go to your desktop and look at the file. It may need some adjustment.

Open the file in MS Excel and save the file as an Excel file.

It will act like an import. Use the space delimited format and then fix any errors in the
columns.

Now you can perform a mail merge with MS Word.

Select a mailing label size in MS Word:

1.

On the Tools menu, click Envelopes and Labels, and then click the Labels tab.
Click Options.

Under Printer information, click your printer type.

In the Label products box, click the brand of label you want to use.

In the Product number box, click the number of your label.

Click print.
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Searching for Advocates in the MLS

You have probably learned something from Steve Goft’s classes about advocates that you will
be able to apply with just a little help today. When Steve talks about advocates he means
people who know you and also know a lot of other people who might be moving. The goal is
for you to identify those people and establish a working relationship with them so that they
consider you when it’s time for referrals.

When I learned about Steve’s goal to make your life easier by teaching you to identify
Advocates, I started to wonder how I might be able to help you through using the MLS. After
an AAHHHAA moment, here it is.

Create a custom search, SEARCH, CUSTOM SEARCH,

I chose Area, Price, and Status. You might want to add Subdivision, Map page or Zip
code to narrow the results.

3. Name the search “Advocates”.

N —

= NTREIS r‘\ My Page | Search | Reports | Prospects | Tax | Transactions | Financial | Member Info [&] [
T it rul,
LIStlngs = MLS # Search | Quidk Search | Custom Search/Repors | Arshive Search
Home S~
Residential Multi-Famihy N Lots & Acreage N Commercial N Res Lease N Al A
Saved Search List: Search for Field: Selected Fields:
arch [-] Im Area/Sub Area
agtid Status [%
gﬂ;‘g:&mds Available Fields
CB-ritter List Price
Chdds Low Frice
commission Original List Price
debhiel Frice Per Acre
arnail Price Per Acre (Sold)
expired Price per SgFt (Sale)
Finance Fange Pricing
foreclasura Sale Price Withheld
farmal Sales Price
Giated community = SgFtPriceContract Delete | Up | Dawn |

Sawve Search | Delets Search |

Search Mame: IAdvocates
Cancel Changes |

MarketLinx TF0 sottuare Copyright @ Interactive Data Development, Ine.1987-2004 All Rights Reserved V.0
The database information herein iz provided from and copyrighted by the Morth Texas Real Estate Information Systems, Inc. NTREIS data may not be reproduced or redistributed and is only for people viewing
thiz zite. All information provided is deemed reliable butis not teed and should be independently verified. The adverisements herein are merely indications to bid and not offers to sell which may be
accepted. All properties are subject to prior sale orwithdrawal. All rights are reserved by copyright. Copyright @ NTREIS 2004 All Rights Reserved
Support: helpdeski@ntiais.net

4. When the search results appear on the screen it’s time to create a custom report and
here is where you “find” the advocates. See page 7 for all of the steps in creating a
Custom Report. Here are the fields that I chose for this exercise:
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Residential Custom Report: AdvocatesREPORT

RES
Res| Mis#|  ClsTiteCo || TilePhn || TiteCo | | MonCo | IstLoan“ears | LAFul Name
CLAUDIA SHUGAR'
1 (9697324 Luna & Luna HUD APPROYED AER, GRI
2 | 9717343 REPUBLIC TITLE GARLAND 1 ARMER TITLE g wictor Richetti
CLAUDIA SHUGAR
2 (9717735 Luna & Luna HUD APPROYED 30 AR, GRI
4 (9718215 |  Republic Title (- REPLIBLIC Tiftany Sharkey
3 | 9007387 A 0 30 DUC MGUYER
B | 9017937 AMERICAR (972) 248-1131 AMERICAR 0 30 Lari LaParche
79023031 REPUBLIC 0 30 MARY PRITCHARD
& | 925842 | REPUBLICTITLE  |(972) 483-4358 | REFUBLIC TITLE ] a0 CARY VWNEGARDEL
SAFECO LAND SAFECO LAND
3 | 9133967 TITLE (972) 357-4535 TITLE 0 Ted Jorgensen
10 [ 9148857 HEXTER FAIR REPUBLIC i 0 MICHAEL HAMBURT
SAFECO LAND SAFECO LAND
11 | 9149372 TITLE [972) 357-4535 TITLE a Ted Jorgensen
COMMORAESLTH COMMORMNESLTH )
12 | 8059391 TITLE (972) B13-7878 TITLE ALA 30 James Kinder
13 [ 9313560 CHICAGO CHICAGD ABC 20 Marman Melancon
14 | 9669600 | STEVWART TITLE  [(972) 396-4011 | STEWART TITLE ABN AMRO 30 DEBBIE PIZZITOLA
) MORTGAGE
15 [ 9268329 | COMMOMNAEALTH ABM MORTGAGE 30 WAL FEMAICK
16 | 9556158 TEXAZ TITLE (972) TSE-1101 | TEXAS TITLE AEI;:NR[IJEIIEDI;TSED 30 Roger Hawk

5. Remember that after you have created a CUSTOM REPORT you may sort by any of
the headers. In this case you may sort by Title Company, Mortgage co, 1* Loan years
or Listing Agent. You may want to sort and print by all of them. I included the 1* loan
years to try to identify first and early time homebuyers. 15-year mortgages are more
common in the last home to be purchased than the first home purchase.
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When you sort the title companies and lenders you might notice which ones are doing

the most closings in your area. These might be good people to get to know. All of them
have a marketing person for your area. So the phone call could be as simple as “Hi
could you tell me who your marketing person is?” Referrals are still a great way to
meet the affiliates who will become important to your business, but it’s nice to know
how successful your preferred affiliates are.
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Guaranteed Referrals

al | Member Info E E

My Page | Add/Edit

| Search | Reports | Prospects | Tax | Transactions | Fi

Listings

Home | adeliEcit

My Page Office Broker " Hew Ranking Reports \

Preferences
Chi& History

-

-

4 Confidential Listing Report
4 Edit Assistant Permissions
r

Change Your Password

MarketLins T 0FT 5o tare Copyright @ Interactive [ ata Development, Inc.1987-3004 All Rights Reserved Y30
The database information herein is provided from and copyrighted by the Morth Texas Real Estate Information Systems, Inc. NTREIS data may not be reproduced or redistibuted and is only for people viewing this
site. All information provided is deemed reliable but is not guaranteed and should be ind denthy verified. The adverti: ts herein are merely indications to bid and not offers to sell which may be accepted.
All properties are subject to priorsale orwithdrawal. All rights are resenved by copyright. Copyright @ NTREIS 2004 All Rights Reserved
Support: helpdeski@ntreis net

1. The one thing that you can do to guarantee referrals that you may not have thought of
yet is to ask for them every time your client gets any information from you.

2. Click my page, Preferences, E-Mail preferences,
= NTREIS ~. My Page | Search | Reports | Prospects | Tax | Transactions |
@

Listings

neial | Member Info [&] [

My Fage | Add

Home ————

My Page Office Broker N Hew Ranking Reports \

General Preferences | Use Signature for Email @ Yes © No
* Emnail Preferences

YOU[’Ema”Signature: L R R e e e e e R s ] ;I
Sort Preferences Doris Barnett, Recruiter/Trainer 972-567-4747

L e e ]

Save |

MarketLinx 737 ¢ oare Copyright @ Interastive Data b evelapment, Inc.1007-2004 Al Rights Reserved V2.0
The database information herein is prowided fram and copyrighted by the Narth Texas Real Estate Information Systems, Inc. NTREIS data may not be reproduced or redistributed and iz anly for people viewing this
site. All information provided is deemed reliable but is not guaranteed and should be independently verified. The advertisements herein are merely indications to bid and not offers to sell which may be accepted.
#ll properties are subject to priorsale or withdrawal. All rights are reserved by copyright. Copyright @ NTREIS 2004 All Rights Resened
Support: helpdesk@ntreis.net
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3. Now enter information that asks for the referral. Perhaps: “Who else do you know that
1s moving? My business is more successful due to my current and past clients and
friends, thanks for your help.”

Notes:
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