Turning Connections Into Clients 12/13/23
A Sphere of Influence Guide

Grow Your Business

TURNING
CONNECTIONS
INTO CLIENTS

Sphere of Influence
Step-by-Step Guide

Sphere of Influence Past Customers/Clients

Agent Referrals

PPC/Subscription FSBO & Expired

Open Houses Direct Mail

Allied Professionals Fee Based/3™ Parties

© InTouch Systems Systems
www.InTouchSystems.com 1



Turning Connections Into Clients
A Sphere of Influence Guide

Fee Based Subscription
Town!
2 Zillow 66 REALGEEKS
Zillow Flex Program
2 PREP\iJIIIEIR AGW
REDFIN
S realtor.cony
@5 Endorsed
Local Providers market le?ger.

e trulia

Real Estate Exchange

@ oPCITY
Ed

REFERRALEXCHANGE

=~ Follow Up Boss

Pay Per Click

What does the future hold?
DISRUPTORS

Private Business and Class Action Lawsuits

Commission on $400K 6%
Sales side — 50% $12,000
Referral Fee — 35% 4,200
Net Commission 7,800
Agent split — 70% 5,460
Agent % of Sales Price 1.37%
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SOIl/Past
Customers

Portal/Referral Pay Per Click*

$11,200 $12,000

*Google PPC to a landing page that converts traffic into leads. Leads vary in price depending on area costs
$10-20 to as much as $50. Assuming a 2.5% conversion on a $20 lead, a closed transaction is $800.

Agents must control their leads to avoid the
downward pressure on commissions
and the shrinking margins.

The solution is to establish yourself with a
select group of people with whom you expect
to do business.

© InTouch Systems Systems
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It’s the quality, not the quantity
of the people in your Sphere of Influence.

Raving Fan

Exceed expectations | the unexpected gift | Give them more

Providing more value than dNYONE else

Ken Blanchard coined the term “raving

fan” to describe a customer who is so
Good & Bad
overwhelmed and floored by the .
customer service they’ve received that aving rans
they can’t stop telling everyone about it.

"Your customers are only satisfied because their expectations are so low and because
no one else is doing better. Just having satisfied customers isn't good enough
anymore. If you really want a booming business, you have to create Raving Fans."

© InTouch Systems Systems
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Value of a Raving Fan

Average Average Brokerage X Tenure _ Connection
Home Price Commission Split Rate - Value
$400,000 0.275* 0.80* 0.10* $880

(275%) X (80/20) X (10%)

*For example purposes only

200 Raving Fans in your SOl would earn $176,000

Page 3
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N |
SN ,cﬂ
; = ' Purchase Today $400,000
" * ///’\\\ Sale & Purchase  Eend of vear 10
...... C USTO@ \\ Sale & Purchase  End of Year 20
_//.../ / f Sale End of Year 30

Total Value of Properties
2.75% commission/80% split
4% appreciation 10 year holding period

100% split - $222,365

11
Estimating Your Production
People in your database 200
Potential Transactions x .11
Available Transactions Annually 22
Conversion probability x .50
Probable Transactions Annually 11
Times Average Commission $8,800
Income $96,800
What do you have to do to increase production?
Variables — # contacts, turnover, conversion, avg commission
12
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OBJECTIVE

Page 4
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Identifying the Contacts for your Sphere of Influence

Gathering Contact Information

Organizing your Sphere of Influence Data

Continually Growing your SOI

Developing the Communication Plan
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_ Identifying the Contacts for your Sphere of Influence Page 5

A Sphere of Influence is a network of individuals and contacts with
whom you have a personal or professional connection.

e FEriends 65% of Sellers & 56% of

* Family Buyers selected their

* Colleagues agent because they has

* Acquaintances some form of relationship

NAR 2023 Profile of Home Buyers & Sellers

* Past Clients
* Anyone within your existing network
who might be interested in your real estate service.

15

- Identifying the Contacts for your Sphere of Influence

71% of Buyers and 81% of Sellers
only contacted one agent.

NAR 2023 Profile of Home Buyers & Sellers

It is essential that your friends

know you are in the real estate
business and that you’re good at it.

16
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87% ofSe//ers & 90% of Buyers

say they would use their agent again or recommend them to others.

Source — 2023 Profile of Home Buyers and Sellers — Exhibits 4-21 & 7-12

~_ FALLOUT

Why does
his happen?

Source — NAR Member Profile

© InTouch Systems Systems
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Now, Your Spouse Goes
Through the Same Exercise

s =

© InTouch Systems Systems
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‘Go through the address book on your ceii phone
your email programi(s)

Sphere of InFluence Worksheet
1

e rogram Addres ook

[ET——

If you were getting married, is there anyone you'd i1

Download
Sphere of
Influence
Worksheet

int, cleaners, restaurants,

=nvironmental group
: to
any people you know, ar want to

s not on the list yet?

Basic info needed:

Name

Spouse’s name
Home address
Cell phone(s)
Email address(es)
Birthdays
Anniversaries

© InTouch Systems Systems
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Personal Contacts:
Begin with the people you already know well, such as friends,
family members, and close acquaintances. Request their
contact information directly if you don’t already have it.

Social Media:

Phone Calls:
Reach out via phone to reconnect with individuals from your
SOI. During the conversation, kindly ask for their updated
contact information.

Gathering Contact Information

Engage them through social media

Follow them and comment on their posts & “like” them
Ask them to follow you

When you locate them on social media, check their
contact info for email and phone numbers

Facebook is great for getting birthdays.

23

Gathering Contact Information
If you have a phone number, call them on the phone to
reconnect by saying something like “I was thinking about
you and that we hadn’t spoken in a while. How are
things going?”

After you have sincerely reconnected, tell them that you

= =R S ) [t R 1] IR R [l 3 ATl = =TT A
send out a newsletter with market updates and need

their email.

Here's a polite and subtle approach;
mention your own social media activity as
a way to open the door. "I recently shared
some great home staging tips on
Facebook. Do you follow real estate
updates on Facebook?"

24
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- Gathering Contact Information

Events and Gatherings:

Attend or host gatherings or events to personally interact with your SOI
Online Forms:

Newsletters, Home Value, etc. Interactions should
Business Cards: be respectful and

Exchange business cards at networking events focused on building
Professional Networks:

Leverage professional networks
Networking Apps:

Tools like LinkedIn to connect with individuals from your SOI
Ask for Assistance:

If you're struggling to obtain contact information, consi

trust.

27

Organizing your Sphere of Influence Data

© InTouch Systems Systems
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e Sales

e Sales

s ++++++++++

Customer Relationship Management

Force Automation

Contact Management

* Contact management * Contact Info
* Sales Team Opportunities * Notes

* Lead Management * Mail Merge
* Reports & Dashboards * Email

* Sales Analytics * Calendar

* Mobile CRM * Sync with phone
¢ Lead Automation

Forecasting * Transaction Mgmt.

* Marketing

* Campaigns

Email Management

Contact Info
Notes

Mail Merge
Email

Calendar

Sync with phone

29

Contact details

Producti

(469) 45

- Richard Putnam
\ﬁ Past Customer

972-555-555!

on Manager, American Flywheels

5. Q
8-8484 - M Q

February 7, 1962

- made a C-19 call to see how he is doing - status quo; working at home

o} Outlook

3 5 Richard Putnam - American Flywheels - Contact
Help  Q Tell me what you want to do

[ onenote | RE General

Contact  Inset  Draw

Fi
&9 save &Close | [i] Delete =

m_ Smatwr

Full

amencan Fywheets

Putnam, Richarg

=)
4

;3

RichardPS gmail com

o] March 24,1982 -
- | [214 555-5555
September 15,2014
v | [§72) 555.5585
D 9/12/7% - | was talking to Richard and he told me that he was interested in buying ar -
next year v || 4en asssan

~ 5047 Sea Pies
Dallas, TX 75287

Format Text

Save & New -

RichardP@gmail.com

Review

A3 Forward ~

mem Putnam
Amencan Fiywheels
1214 555.5555 Work
(572) 5555555 Home
RichargP@gmailcom

v

265 Anoid Avenue
Dallas, TX 7521

EI B

NY1Zjpg

Appraisal PO...

9/12/ 1%~ 1 was talking to Richard Putnam
and he told me that he was interested in
buying a rental home next year

6/14/1% - FORD calls  talked about their
youngest daughter, Allison, going off to
North Texas majoring in business. He told
me that he was interested in buying a

30
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3 Organizing your SphrelmfluI
Every Time
You Talk to a Person
* Open their contact record
* Quickly scan the notes
* Verify email address & add
others
* Try to complete or update info
in the fields
* Make a dated note about what
you talk about
* Schedule a follow-up.
32
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_ Organizing your Sphere of Influence Data

Cleanup the Records with a Spreadsheet

(x|

S - -

Home

aries » Documents »

j = i save + folder
K3 Copy -
| cupboars - - Documents library
M29 & Open
A [ Close

Na

: Richard Putna My Documents (34)

3 "“ C:\Users\Pat

: -+ —Ghange——
3 | 1} |

: File Type

5 Bookl xdsx

T (Excel Workbook (“udsq) _
12 Excel Workbook (*.xlsx)
i e el

CSV (Comma delimited) (*.csv)

33

When You’re Not
At Your Computer...

New iMessage

o: Pat Zaby

I was talking to Richard Putnam, and
he told me that he was interested in
buying a rental home towards the end
of the year|

o -t was tatking to Richard
Putnam and he told me that he was
interested in buying a rental home
towards the end of the year

uuuuu

.......

34
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- Continually Growing your SOI

Create & Implement an established procedure to add names like
open house visitors, closings, etc., door knocking, etc.

If your communications are considered valuable,

YOUR SPHERE OF INFLUENCE WILL INCREASE.

Page 13

35

- Continually Growing your SOI

The “Home Team Advantage”

Annual Home Valuation
Monthly Market Snapshot
Monthly Homeowner Newsletter
Service Provider Recommendations
Remodeling Consultations
Property Tax Challenge Advice
Refinancing Analysis
Equity Accelerator
Rental Property Guide & Notifications
Homeowner’s Tax Guide with Improvement
Register
Additional services available at our office:
a. Free color copies (up to 50)
b. Free black and white copies (up to 100)
c. Free faxing
d. Free notary service
Invitation to Annual Customer Appreciation Events

Page 13

36
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- Continually Growing your SOI

Much of our business

comes from friends,

past customers, 6
and their referrals.

Please keep us in mind if you hear of
someone wanting to buy or sell a home.

wur plan is simple: exceed our
Jstomers’ expectations so they:

‘ill not only use us again for their
ext move but refer us to their
iends also.
for
your
referral

lease keep us in mind if you hear
f someone wanting to buy or sell

for your referral

Occasionally, share referral
posts to your social media

0DEOOE

Referrals from loyal customers makes our business a

success. Your confidence in us is greatly appreciated.

" Susan Anthony
ors

oom

37

_ Continually Growing your SOI
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Page 6

Handout:
Property Flyer
Neighborhood Stats
Profile page on you

40
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4 Continually Growing your SOI

Finding & Adding Contacts

1. Compile a list of every buyer and seller you’ve had transactions
with since you’ve been licensed.

2. Address books from each email program you have
3. Add your holiday greeting list of friends and relatives

Export the people registered from your MLS new listings
announcements.

o

Add people you know from your church or place of worship.

41
4 Continually Growing your SOI
oNCILE
A% @I o (@)
1. Open 4 browser windows; 1 each for
Facebook, Instagram, LinkedIn, & Twitter
2. Start with your contacts and search their
name on each platform
3. Send a friend request to each one who is
not currently following you
42
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The cornerstone to working you
of Influence is the Communicatior

A well-thought-out communication p
ensures you remain top-of-mind,

nurturing these connections and
positioning yourself as their trus
estate expert.

real

At any one time, only about 10% of
SOI will be considering a move.

5 Developing the Communication Plan

ﬁContent Mix

Media

. Educational/Informational
Brands you an authority/helpful

Educational - Local Interest
Identifies you as knowing the area

. Testimonial/Reviews
Shows what your customers think

. Product Marketing

Promotes what’s available/activity

Personal
Reveals your personality/values

© InTouch Systems Systems
www.InTouchSystems.com
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- Developing the Communication Plan Page 15

“You can have everything in life you want, if you

will just help other people get what they want.”
Zig Ziglar

Offer something that directly benefits the
homeowner so that it remains relevant to your
relationship.

© InTouch Systems Systems
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ng the Communication Plan

~

Connect ‘ Convert Retain

\ Know Like Trust TOMA /

47

Conversion | (&) &[o 6
Rate

16.7% =11
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Developing the Communication Plan

N
I

Bi-weekly newsletter
Weekly blog

Social media posting — 5 times a week minimum

Holiday & special occasions greetings
Periodic video market updates
Home equity review

Market Update — quarterly or monthly; print and/or video
Service providers — do a featured provider monthly or bi-weekly: email or video

Financial calculators

. Refinancing Analysis
Equity Accelerator
I nformation Guides

Moving Guide

Home Inventory

Homeowner's Tax Guide

Seller's Guide

Buyer's Guide

Rental Property Guide
stomer Appreciation Events

Annual shredding event

Holiday Pie

Pumpkins

Wine get-togethers

5t. Claus pictures

Family picnic

1Rl

Page 16
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Developing the Communication Plan

Newsletter Topics Benefitting Homeowners

* Informed Decision Making
* Money-Saving Tips

* Increased Property Value
* Tax Tips

* Financing Opportunities

* Home Maintenance Tips

* Energy Efficiency

* Home Safety

* Market Insights

* Community Engagement

Minimize
Expenses

Page 16

51

Developing the Communication Plan

Bi-Weekly Newsletter

[ w & IRE=RN D
Rental Home IL“ICStI‘I'Iel'IB

on preliminary information about their income and credit. Whereas, in a pre-approval, the bomower's credit
thirty yoars. Thay appreciate in value, Currently exCoscing marry other aEsels: hive defined Lux advantages

and

reportis updaled and pulled, income and assets verified and involves pre-undervtiting

Even when you have a highly gualified loan officer, the real decisian maker is the undenvriter who can
Most lenders requre 20.25% Gown payment and wil fnance the balance al rates dase 1o ownar-occupied
commit the lender. Generally speaking, a person who has been pre-approved receives a writien letter
_ homes. Buyer closing costs wil add anather free (0 four percent fo the amount of cash nesded o close. Nis

Reatal homes whather they be singie-tamiy detached propedies, condos, wo. Bree or four-unit ploperies You've done your omework, contacted a mongage company and balieve you are pre-approved. That part

‘share many of 1he same benefits. Most Peopia INSENCEVely UNGOTSIand man of 1he Workng Darts ocause of tha process is finished and you can concentrale of finding a home and maving._.or can you?

mey They have of vaiue and how 1o maintain the

property. The sesvice providers for 3 home wiksd be (e sams for 3 rental home. Pre-qualified and pre-approved are two different things but some peaple, including some in the business, use
the terms P if ion of i that a borrower il be approved based

‘These properties alaw an investof 1 oblain a k ' modgage at Toruplo

Page 16

52
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5 Developing the Communication Plan

* Improved SEO & Rankings

* Increased Website Traffic

* Positioned as an Industry Expert
* Showcasing Skills & Services

* Market Differentiation

* Lead Generation

* Build Relationships

* Content Repurposing

E Blogger @WORDPRESS

53
Developing the Communication Plan
Social Media Posting Benefits
* Increased Brand Visibility
* Wider Reach
- Educational/Inf tional
io I o o
[ Educational - Local Interest
" Identifies you as knowing the area
. Testimonial/Reviews
Shows what your customers think
. Product Marketing >
° etwo I’kl ng O p po rtu n |t ies Promotes what’s available/activity
. Personal
O TeSti monia IS & Reviews Reveals your personality/values
* Lead Generation o @ @ ®
54
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Developing the Communication Plan

Social Media Postings

Understar

these dyn
is crucial'f
homeowners

looking

to accumulate

wealth through
their home

or rental properties.

Developing the Communication Plan

Holiday & Special Occasions Greetings

- Happy.Home -
Anniversary

“Home is where
love resides,
memories.are

created, friends

always belong,
and Tatghter
never ends.”

Susan Antheny, CRS
Stars & Stripes Realty

5023 Sea Pines, Dallas, TX 75287 A7
_ 972.743.9887

s

© InTouch Systems Systems
www.InTouchSystems.com

" H N\
*

ail.com o =
Stars & Sripes el
nAnthe == o

Less to
Own
thanto
Rent

Projections based on
3% appreciation, $350,000
sales price with 10% down

payment and a 3.5%,

30-year mortgage

Wishing you the best on this special day!

Susan Anthony, CRS

Stars & Stripes Realty

5023 Sea Pines, Dallas, TX 75287
972.743.9887
susanA@gmail.com

‘W SusanAn

o\e

Stas . Sripes ealty

12/13/23
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12/13/23

5 Developing the Communication Plan

Periodic Video Market Updates

* Periodic Video Market Updates
* Featured Service Provider Interview
* Business Owner Interview

North Dallas
Market Up,

* Community Events/Facilities

November

Brought to you by
Susan Anthony, CRS
Stars & Stripes Realty

Page 16

North Dallas
Market Update

November 2023

Brought to you by
Susan Anthony, CRS
Stars & Stripes Realty

57

5 Developing the Communication Plan

Home Equity Review Benefits to Owner

Richard & Mary Putnam
614 Stonebriq,
e Gt 13 g0y 1

* Financial Planning

Estimated marg,

b et Valy,
Unpaid balance "
Equity Availapje

* Home Renovation Planning
* Selling Decision

Stats
Bt MIS section 37

* Refinancing Opportunities
* Borrowing Power
* Peace of Mind

RPR

HOME EQUITY REVIEW

Page 16

$725,000
183,000
$542,000

18
£
5747,000

58

© InTouch Systems Systems
www.InTouchSystems.com

27



Turning Connections Into Clients

A Sphere of Influence Guide

Developing the Communication Plan

Service Providers

3¢
(ofF]
i Hez

W
e HVAC - ELECTRICAL - PLUMBING
>l Guaranteed Right, Day or Night!
[ ]
=% A#1AIr

(214) 390-7470

info@anumber1air.com

www.anumberiair.com

(@]

AT

1] < = NG
- ‘— “

Stars & Stripes Realty

Susan Anthony
CRS

Stars & Stripes Realty
(972) 407-1337

Page 16

59

© InTouch Systems Systems
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Rent vs. Own

Purchase Price $300,000
Down Payment @ 3.50% $ 10500
Mortgage @ 5.00% for 30 years 294,566

Monthly Payment (P & 1) $158130
Monthly Tax & Insurance Escrow $ 150

Total Monthly Payment (PIT) $225045
Less Monthly Principal Reduction $ w216
Less Monthly Appreciation $ 75000
Plus Estimated Monthly Malntenance s 20000
Plus Estimated Monthly Homeowners Association s 200
et Cost of Housing 5134029

Monthly Rent for Comparison s 2250

Monthly Cost of Renting vs. Owning $ o097t
‘AnnualCost of Renting vs. Gwaing 51091657

Efectof Leverage
Estimated Equiy after 7 Years 109,906

Cumulative Lost Rent

7 _ Sonfees
b _ i
* _ e

Susan Anthony
Stars & Stripes Realty.

5023 Sea Pines « Dallas, TX 75287

-

Stars & Stripes Realty

Susan Anthony
CRS

Stars & Stripes Realty
(972) 407-1337

Subscribe to Newsletter

12/13/23
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Developing the Communication Plan Page 16

Information Guides

Steps in Listing Process

E
L INCOM
R gpeRTIES_—

Y, CRS | Stars & Stripes Realty | 972-743-9887

61

Developing the Comn Page 16

ppreciation Events

Annually

62
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5 Developing the Communication Plan

Customer Appreciation Events

-
(FREE PARKER

pict I's REAL ESTATE GROUP
Ictures

Sivefu) 625 HUFF

*REALTY:-
A Berkshine Hathasway Affitiate @0

=t

Page 16

63

Rotating host for event

Each guest

5 Developing the Communication Plan

_ Customer Appreciation Events

Neighborhood Wine Gathering
Agent Organizes ‘

Promotion/Invitations

3 dozen wine glasses

3 dozen appetizer plates
Napkins

Several serving trays

Fruit, Cheese, Crackers, Bread

YOU’RE INVITED!

Wl

Supplies the home; location

RSVP
Bring 1-2 bottles of wine
Possibly a dessert

Page 16

64
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Developing the Communication Plan

Customer Appreciation Events

Free Paper Shredding Event
‘Sponsored by Susan AnthonyiStars & Siripes, Inc.

Saturday, November 15 %1
‘9am - Noon

IDENTITY

Stars & Strpes, Inc.
5023 Sea Pines
Dallas, TX 75287

Call (872) 407-1337 for more details or RSVP at
‘Susan@SusanAnhony com

Reserve
Sponsorad by Susan Anthony/St

a Pines
Dalias, TX 75287

Gl (972) 4073357 for move detais or RSVE® ot

Saturday, August 15 4
:30 am

Cineplex Theater #4
12748 Frankin Mills Rd.
Dallas, TX 75287

Call (972) 4074337 for more details or RSVP at
‘Susan@SusanAnthony com

0222¢

Saturday, March 15, %04
Starts promptly at 10 am
Firebrook Clubhouse Lawn
2474 Lakeside Dr.
Dallas, TX 75287

Call (972) 407-1337 for more detalls or RSV at
‘Susan@SusanAnthony.com

&
Easter
 Egg
) Hunt

Saturday, September 15 4.
2pm - 5pm

verside Park
2748 Trammel Rd.
Dallas, TX 75287

Call (872) 4071337 for more cetais or RSVP at
Susan@SusanAnthony.com

Page 16

Developing the Communication Plan

© InTouch Systems Systems
www.InTouchSystems.com

12/13/23

31



Turning Connections Into Clients
A Sphere of Influence Guide

B e

InTouch Systems will
consistently brand you
as their real estate pro

InTouch Systems
Automated Digital Marketing

67

InTouch Systems
Automated Digital Marketing

Automated Email

Newsletters, Holidays, Special Occasions

Automated Social Media
f in X &

Personalized Landing Page

Additional Resources for Your Website

=)

68
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InTouch Systems

Automated Digital Marketing

Why Is It Different?

* The consistent theme is
“Helping people be better homeowners”

* Content is always fresh and up-to-date

* Pat Zaby develops all the content.

BBA in Real Estate — University of North Texas

CCIM, CRB, CRS

Past President — REALTORS® National Marketing Institute
Past President — Residential Real Estate Council

National Speaker/Instructor — 40+ years

RRC Approved Vendor

InTouch Systems

Automated Digital Marketing

Set-it & Forget-it OR Micro-Manage
..It’s Your Choice

Manually post/email

for ultimate control

Add personalized hashtags
Personalize articles

Customize Info Guides
Custom articles
Custom mailings
Schedule mailings
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Turning Connections Into Clients 12/13/23

A Sphere of Influence Guide

If you don’t have the time,
resources or just don’t

want to do it...
—
Let
{%’fé‘iw InTouch Systems

]

%}::r/;?;j’ Automated Digital Marketing
do it for youl!

$39 a month

ot $399 4 year

No Contract
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Setup is EASY!!!

using the step-by-step wizard

InTouch Systems

Y Automated Digital Marketing
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Turning Connections Into Clients
A Sphere of Influence Guide

1-on-1 Setup

We’ll take control of your
computer and do it for you
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| @ InTouch Systems
4 Automated Digital Marketing

Join NOW

to get 30-days FREE instead of 14-days

| REQUEST A DEMO

USE PROMO CODE SOI

www. InTouchSystems.com | Pat@InTouchSystems.com
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