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Where is your next sale
coming from?

Which database program you’re using is not as
important as who and what is in it!

www.InTouchSystems.com
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Don’t think of a
database as technology

but a philosophy of
business.

Less than 40% of REALTORS®
have any kind of database

- contact manager

- address book

- scraps of paper
The 40% earn

251% more
than the 60%
without a database.

ﬁ Datangg-

www.PatZaby.com | Pat@PatZaby.com
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Shift from “Selling” to “Marketing” |
Connecting with others while being productive

“People don’t care what you know,
until they know how much you care!”

The reason is
not having a

list of past
of buyers/sellers
say they would use customers

their agent again and not

But...only consistently

12-29% staying in
do! touch.

www.PatZaby.com | Pat@PatZaby.com Source: Profile of Buyers & Sellers
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The typical seller has
recommended their agent
once & 32% have
recommended their agents
three or more times since
selling their home in the
past year.

50% of agents will lose

9 sales this year because they

don’t consistently stay in touch with
their past customers & friends!

What are 9 sales worth to you?

www.InTouchSystems.com
972-743-9887 x 101 | Sales@InTouchSystems.com 4
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“If you don’t have a database, you

are not serious about this career;
you are a hObeISt” Larry Kendall, Ninja Selling

www.PatZaby.com | Pat@PatZaby.com

Scalability — the ability to deliver high

quality at high volume ,’

To have a high level of income and a life, =

you can’t achieve scalability without a _
database!

Low-volume REALTORS®, trying to grow their
business, will often become overwhelmed and
experience burn out without a database

www.PatZaby.com | Pat@PatZaby.com E
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1 RESIPP

Real Estate
Sales Income
Protection Plan

www.PatZaby.com | Pat@PatZaby.com

$100 for every name of someone
you know, added to your database
in the next 48 hours.

100 names = $10,000

200 names = $20,000

11

$300,000

www.PatZaby.coifi'| Pat@PatZaby.com

www.InTouchSystems.com
972-743-9887 x 101 | Sales@InTouchSystems.com

$403,175
$604,762

6 transactions
Total Value $4,978,215

3%/ 70% split $104,543
3%/ 100% split $149,346
$812,750  $1,638,402
$1,219,125
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Value of Adding Names

Added names to your database
Move ratio

Sales

Transaction sides

Share

Transactions

Average commission

Value of adding names

www.PatZaby.com | Pat@PatZaby.com

200
15%

30

60

10%

6
$8,000
$48,000

4/16/20201

Your Income = # of contacts

y

<«

Top of Mind Awareness affects conversion ratio

www.PatZaby.com | Pat@PatZaby.com
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@ TOMA

Rule of 33 50

Annual Transactions

g,i%oz(g X 33 = Conﬁlaetrgion Contacts

o,
People You Know Touches per year Sales 1 6'7 e 300
multi-channel

www.PatZaby.com | Pat@PatZaby.com

15
Transactions are proportional
to the number of contacts in the database.
Annual Transactions Annual Transactions Annual Transactions
Conversion Contacts Conversion Contacts Conversion Contacts
Rate Rate Rate
16.7% 100 16.7 300 16.7% 900
Q Rule of 33
www.PatZaby.com | Pat@PatZaby.com
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Remaining Top of Mind
is critical during this crisis

* Valuable content keeps you relevant

Purposeful Touches

relevant content branding you a real estate professional

Helping homeowners
when they buy, sell and all the years in between

* Newsletters
¢ Social Media Posts

* Holiday greetings, reminders, special
occasions

* Annual Advisory
* Tax assessment challenge
* New listing alert — FYI

* Referrals — allied professionals & out
of town REALTORS®

* Service Providers Recommendations.

18

www.InTouchSystems.com
972-743-9887 x 101 | Sales@InTouchSystems.com 9



Where is your next sale coming from?
Pat Zaby, CCIM, CRS

www.PatZaby.com | Pat@PatZaby.com

4/16/20201

Conversion Ratios

Cold Direct Mail 2,000:1
Cold Internet Lead Generation 1,600:1
Cold Phone Solicitation 500:1
Door Knocking 100:1
Personal Contact with Friends 50:1
Ad Calls 25:1
Sign Calls 20:1
Open Houses 15:1
Walk-ins 10:1
Past Buyers Highest 9:1
*_
Referrals |nvestmeht 3:2

www.PatZaby.com | Pat@PatZaby.com
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What’s the Difference?

Top of Mind Awareness

Lead Generation

* Strangers * People you know

* In the market but not necessarily * Probably not in the market
ready to buy/sell currently to buy/sell

* Must establish trust * Established trust

* Lower conversion ratio * Higher conversion ratio

* Higher cost to acquire * Lower cost to acquire

* Less likely to receive referrals. * More likely to receive referrals.

www.PatZaby.com | Pat@PatZaby.com
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www.PatZaby.com | Pat@PatZaby.com

g‘I ...one way to sell a consumer something in the
future is simply to get their permission in advance.

AUTHOR OF PERMISSION MARKETING

22
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If you changed companies,
how would you let people know?

* How long would you wait before
you told them?

* Would you only tell them once?

* Would it be important to tell
them what you can offer now
that you couldn’t before?

www.PatZaby.com | Pat@PatZaby.com
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How do you keep track of the people you know?

* Email program(s)
* Phone
* Contact manager(s)

* Excel spreadsheet
* MLS — listin

* Rolodex
* Loose business cards

www.PatZaby.com | Pat@PatZaby.com
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Richard Putnam

erican Flywheels

°ce

work
(214) 555-5655

home.
(972) 555-5555.

mabile
(469) 458-8484

email
RichardP@gmail.com

homepage

hitp:/fwww.facebook.comjrichardputnam

work

2635 Altoid Avenue
Dallas TX 75214

United States of America

home.

5047 Se8 PiNQSmm—

InTouch Systems

Automated Digital Marketing

Contact
Managers

4/16/20201

Finding & Adding Contacts

1.

Compile a list of every buyer and

seller you’ve had transactions

with since you’ve been licensed.

Address books from each email

program you have

Add your holiday greeting list of

friends and relatives

Export the people registered from

your MLS new listings
announcements

Add people you know from your

church or place of worship.

www.PatZaby.com | Pat@PatZaby.com
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OYour holiday card list
UYour relatives

UYour friends

OYour past customers
My listing alert
OMailing lists in spreadsheets
UBusiness cards
URolodex

UEmail address book(s)
Email Inbox/Sent

UCell phone address book
OYour neighbors

OYour former neighbors

OYour classmates from
school/college

www.PatZaby.com | Pat@PatZaby.com

Checklist is in

Building Your Database your handouts

OSearch friends of your FB friends QIf your children are grown, their

for people you know friends
USpouse’s friends OYour church members
USpouse’s email address book(s) OMembers in your social circles —
UEmail Inbox/Sent gott,

OSpouse’s cell phone address book QMembers in your civic clubs
OFriends and associates from

7
OSpouse’s classmates from former employment

school/college a . : .
QSpouse’s associates from work \Izlri%f}essmnal s you do business

, .
USpouse’s associates from former  Qnerchants you do business with

employment 0 o
USpouse’s social circles Eﬁ?ilneess:c?wi?h iliates you do

USpouse’s civic clubs

UThe parents of your children’s
friends

QPTA rosters

27

Reconcile
your Contacts
with Social
Media

28
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Excel Workbook

Excel Workbook (*xlsx)

www.PatZaby.com | Pat@PatZaby.com

CSV (Comma delimited) (*.csv)

29

Collecting Contact’s Info

Essential Information

* Contact info — address, phones,
emails, socials media

. Additional Information
* Family — names, dates, pets
* Occupation — employer, title, longevity

* Recreation — hobbies, restaurants,
wines, sports, vacations

* Dreams — goals, 2" home, rental
homes, college

Real estate — info on what they own.

www.PatZaby.com | Pat@PatZaby.com

—_—

30
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HOME  SELL v BUY v M

BEST OF
NORTHERN
VIRGINIA

INFORMATION [ o]
you need to '
[ ]

KNOW

www.PatZaby.com | Pat@PatZaby.com

Pat,

Thanks for putting on the webinar. | found it very useful and stimulating.

(
{
{

You probably expect that we have a database, yes we do, with more than 4,000
entries.

Couple of things you might find useful: | mail, yes real mail, every other month to
everyone in the database with a valid address. | ask USPS to provide an update
address for returned mail. Every time | send something | get a couple of change of
addresses. We mail to people as long as we can keep up with them. Earle once
got a card from someone saying that they had moved 7 times since we sold their
house in Northern Virginia, divorced and remarried, had 4 children, changed jobs
twice and Earle was the only constant in their life.

Another very useful feature of the database is | keep up with what people have
bought and sold over the years. Someone calls in | can rapidly look up their sale or
purchase data, who they sold to, price, etc. Very useful.

Again, thanks for the webinar and aIIIhe best.
Stan

Stanley Whitmore

Long & Foster | Christie's International Real Estate
Phone: 703-750-2900
Stan@BestofNorthernVirginia.com

Licensed in Virginia

PN S ‘,.-#J-"“J ...’-—A-'-)

31

Selecting a Database

* Simple to use

* Works seamlessly with your email

* Syncs with your phone
* Online/Offline
* Collaborative learning
* Multiple users.

vww.PatZaby.com | Pat@PatZaby.com

' Real Pro

€

——

/4

{= Contactually

Google
8= Outlook

. Wise Agent

salesforce

QRealtyJuggler

SYSTEMS

\ IXACTCONTACT®

g FOR REAL ESTATE PROFESSIONALS

Age/n\tOfﬁce

Powered by Emphasys Software

Top Producer

32
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Keep It Simple

* Less categories
* Less fields

* Less functions

 Focus on what matters. “Perfection is achieved not
when there is nothing more to
add, but when there is nothing
left to take away.”

Antoine de Saint-Exupery
French philosopher

33
Do you need all these features?
|
<
— ;
=
Z  Marketing .
Z
)
Wi I
S|
www.PatZaby.com | Pat@PatZaby.com
34

www.InTouchSystems.com
972-743-9887 x 101 | Sales@InTouchSystems.com

17



Where is your next sale coming from? 4/16/20201
Pat Zaby, CCIM, CRS

~  Richard Putnam - American Flywheels - Cont...
File Contact Insert Draw Format Text Review Help
utioo — 85 Categories
't_ﬂ m & Save & New ~ = E Email ~8 oo g
&l A3 Forward ~ [ Mestin =
Save & Delete Show 9 | Address Check . Fri d
Close N M E‘C‘MWE“ Book MNames rienas
. . Actions Communicate Names
Essential Information — B Past Customers
. Name(S) Full Name... [Richard Putnam | . Famlly
* AddreSS(es) Company American Flywheels
* Phone(s) Jon trie B Investors
. File as Putnam, Richard -
* Emall(s) Internet . Prospects
oae . @ Email... ~ | |RichardP@gmail.com
Additional Information _
. Display as RichardP@gmail.com . Out of Town Agents
i PICtUre Web page address | www.facebook.com/richardputnam?fref=search
* Family names — B Allied Professionals
* - i i usiness... - - . .
B d‘_’:\VS & Anniversaries ’ 214 5559553 [ Service Providers
* Social media Home.. |~ | 19725555555 0 )
. . Business Fax. | ¥ Categones
Company/occupathn Mone. Sy
* Real estate owned (in notes) Addresses [ Categories
Home... - 5047 Sea Pines
Notes — date and record This s the palles, T 73257 mo .
. mailing address . oo All Categories...
conversations . ] |

www.PatZaby.com | Pat@PatZaby.com

35
Richard Putnam
w / 3 X
o g e \ - Past Customer
Contact details
Essentlal |nf0rmat|0n B Production Manager, American Flywheels
* Name(s)
i RichardP@gmail.com - Home
* Address(es)
* Phone(s) % 972-555-5555 + Home
* Email(s) (469) 458-8484 - Movile )
ons . 10} 5047 Sea Pines Dr
Additional Information e
* Picture US - Home
° Famlly names =) February 7, 1962
. B_days & i March 24, 1982 - Anniversa
* Social media () 9/12/19 - 1 was talking to Richard and he told me that he was interested in buying a
. rental next year.
° CompanY/OCCUpathn 4/1/20 - made a C-19 call to see how he is doing - status quo; working at home
¢ Real estate owned (in notes)
Notes — date and record Gaogle profile
conversations '
www.PatZaby.com | Pat@PatZaby.com
36
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Customer
Communication
is the principal
reason to have a

database

They don’t care how much you know
until they know how much you care.

38
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> 80%

of an agent’s

business comes
from repeat and
referral customers

Source: NAR Member Profile

Source: Yes Marketing

www.PatZaby.com | Pat@PatZaby.com

39

Multi-channel/Multi-touch
Communications
* Digital marketing
* email
* social media
* Print - postcards
* Hand-written notes
* Phone calls

* Face-to-Face
* Lunches/dinners

* Customer appreciation «
events il

www.PatZaby.com | Pat@PatZaby.com

40
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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.

4/16/20201

41

When You’re Not At

Your Computer...

9/12/19 — | was talking to Richard
Putnam and he told me that he was
interested in buying a rental home next;
year.

4/18 - FORD calls — talked ab

www.InTouchSystems.com
972-743-9887 x 101 | Sales@InTouchSystems.com
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Talk to the People in Your Database

* No other marketing tactic has a
higher Return on Investment

e Start with the people you know
* Top 50
* Past customers
* Friends
* Neighbors

www.PatZaby.com | Pat@PatZaby.com

43

Recreation, Desires),
g about something

www.InTouchSystems.com
972-743-9887 x 101 | Sales@InTouchSystems.com
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(listen & respond ft
with an e)iceﬁtio, J
happy to share a re

www.PatZaby.com | Pat@I

I’m curious...do you have any home projects

45

_(ed but an issue ca

hold Inventory

up with the personal
ed receipts or an inventory of

46
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DIY

Do It Yourself

Hire It Done

Knows real estate

May know how to write
May not know social media
May not know graphic arts
Time better spent selling

May know social media
May not know real estate
May not write in your voice
Takes time to supervise

www.PatZaby.com | Pat@PatZaby.com

DIFY

Do It For You

Expert qualifications
No management
Effective design
Price efficient

47

)\ InTouch Systems  Djgita| Marketing

Automated Digital Marketing

for Top of Mind Awareness COmpOﬂeﬂtS & Frequeﬂcy

Automated
Email

Automated
Social Media

Automated
Landing Page

www.InTouchSystems.com
972-743-9887 x 101 | Sales@InTouchSystems.com

* Not automated but very easy
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Automated Digital Marketing

What Makes It Different?

Transcends buying and selling to owning

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

RESIDENTIAL
o REAL ESTATE
COUNCIL

RRC Approved Vendor

4/16/20201

Marketing

-

@ Financing @

e

Reminders

-

. Moving ) @ |
e
S Gy

Buying
Special LS w
. 0 ‘ b Decor

@ Calculators )

-

InTouch Systems
Automoted Digital Marketing

Minimize

Expenses

Helping homeowners when they buy, sell and all the years in between.

50
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& eMmail

Upload your contacts —

* At a frequency you choose

* Single topic

* Short sentences

 Short paragraphs

* Easy to read/Easy to understand
* Modify title or content

* Choose from multiple templates
* Match to your company colors.

we’ll send your NEWS|etter s oot )

P |

Better Homeowners

I's understandable; you're excited; you've found the right home, we have helped you
negotiate a contract, you made a loan application and the house passed

inspections. Closing is not that far away, and you are making plans to move and put
personal touches on your new home. Itis so easy to get caught up in the dreaming and
planning for after the closing!

Even if you have an initial approval on your mortgage, little things can derail the process
which isn't over until the papers are signed at settlement and funds distributed to the
seller. The lender will usually do verifications en your credit score and your employment
status just prior to the closing to determine if there have been any material changes to

51

@ eMail

Newsletter Features

* Hyperlinks for more information
* Goes directly to you landing page

* Buttons link directly to your
website

* Custom newsletters for any topic
you want.

Make other services available

o)) InTouch Systems ... - conices- Marketing - Financial Apps

\=/ Automated Digital Marketing

,y Article Title:
/

A

EJPublish Date:
T Togs
# sur 172 sent
Y
Sodial Post Comment: -
\‘
P -
ity

52
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& eMmail
Holidays

* You decide whether a specific
card goes out or not

* You’ll be reminded just before
they go out to your contacts

Susan Anthony, CRS
Stars & Stripes Realty

5023 Sea Pines, Dallas, TX 75287
972-743-9887
SusanA@gmail.com
www.SusanAnthony.com

5
3

H
\ 3

- N
Stars & Stripes Realty

53

@ eMail

Reminders,
Birthdays, Anniversaries

* Change Clock - Spring Forward
* Change Clock - Fall Back

* Happy Anniversary

* Happy Birthday

* Thank you

Susan Anthony, CRS

Stars & Stripes Realty

5023 Sea Pines, Dallas, TX 75287
972-743-9887
SusanA@gmail.com
www.SusanAnthony.com

54
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& email a
d P%/
So\d ;374

Listing promotion

Pre-designed, ready to use $279,000 - Call for Sales Price
templates

Personalize with listing
information, picture &
description

Push them out to your contacts
already in the system.

usan Anthony
ipes
5023 Sea Pines
las.
{972) 407-1337 Susan@SusanAnthony.com
b
-

55

& eMail
FREE Pictures with Santa
Customer Events

Saturday, December 15, 2019 r
9am - Noon

Personalize with your date and 2748 Trammel R (P
Iocations Dallas, TX 75287

* Shredding event

* Easter

. Call (972) 407-1337 for more details or RSVP at
° TrlC k 0 r Tre at Susan@SusanAnthony com
* Movie Night

* Picnic Event
* Pie Give-away

. St AN
* Santa Pictures 525 Seapies PAGN

Dallas, TX 75287 A
(972) 4071337 Susan@Susananthony com

Bounce house and games

56
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@ Social Media
infographics
BSus_an Antlufmy

[ Who Are the First-Time
Home Buyers?

‘.

® Married couple
= Single female

= Single male

BSusan Anthony

Fixed-rate payments
can go up because of:

E3

f |¥lin

aSusan Anthony

-

Preparation

Down realesate [N Home

> Property tax assessment
Payment Report Agent Approval Search

» Homeowner’s insurance
» Escrow account shortage
» Lender error

Home Buying Process

Unmarried couple = = i= /an / y Y |
. Usually you can pay the higher payment or | * ‘ « |
=] challenge the cause to save money and = N/ N |
— " 'Y
= minimize your cost of housing. Negotiate.
= L S — — Occupancy  IEGTUY | Appraisal  WIETROLEY  Contract
Source: 2019 Profile of Home Buyers & Sellers Exhibit 1-19 £ (=) [
= Execution
[ TR TR R R ‘ www.BetterHomeowners.com
& Like W Comment 4 Share & Like W Comment A Share Wl Like W Comment # Share
ial Medi
) Social Media
= £ |Win|
h t t . Millennials Do Understand It - 11/12/2019
/BN susan Anthony, Realtor e
\ Published by InTouch [?] - November 12 at 4:00 PM - Q&
With surefire ways to see a return on your investment, relatively low initial
costs. and the potential for a lifetime of memories. buying a home now is a
strategic and exciting thing to do
o '
I I !
~
h Arecent survey from Bankrate reported that 36 percent of millennials prefer investing in
= —— real estate over all other options. including the stock market, cash investments, and
. cryptocurrency. According to Business Insider, the generation is also responsible for the
Opens n largest share of new mortgage loans. Here's why millennials are betting on real estate, and
Landlng Page you should too
Unlike stocks, which can completely lose value, or cars which depreciate in value over
time, real estate stays valuable no matter what. Because it's a tangible asset and
completely in your hands, you have the power to improve its value over time through
repairs and renovations. That's a huge benefit compared to the stock market, which is

BETTERHOMEOWNERS.COM
Millennials Do Understand It
A recent survey reported that 36 percent of millennials prefer investing in...

entirely out of your control and incredibly volatile.

In buying a heme, you will never lose the full value of your investment and you'll enjoy a
rare kind of investment flexibility. Buy earlier on in your life, and not only will the value of
your home increase over time, but the risk of loss will decrease the longer you hold onto it.
That means the window for building equity is wide open

S Sa yTar, IS Y SIS S S L
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@ Social Media

Daily Post Reminder = weee Hanvupme
—— &IMZ"’ social media
. — o comment
* In 30 seconds, you'll have it on m— i
your Facebook personal page — -
’ . . I
 Each day, you’ll receive an email ===
reminder, click on icons — —
* A new browser page opens st ‘
* Click on the social media icon you = rwrmsoscovon g
WiSh to pOSt to (FacebOOk DS Qv 1y piends @ Checkin (@) FeslinglActivity
|) | E
personal). OF o T Clickto post .
— =
m— £ You sy ﬁ-
I Cancel Post to Facebook
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Posting to
Instagram @

Instagram requires you post
from your phone

In less than a minute, you can
have the powerful InTouch content oQv
patzaby Looking for an investment tha

on Instagram and simultaneously .
send it to your Facebook personal

page.

I thisisrre
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racy Kirkley's Real Estate In

@ Social Media
Blog

Personal Finance Review

* Can be posted automatically
* 52 articles a year

on a Home

Mortgage

B 7 Reasons to

BLOG

W
e

Arch
Evenif Benjamin Frankiin never actually used the expression “a penny saved is a penny eamed”, the reality is
that it has been a sentiment for frugality for centuries. He did say: “Beware oflitle expenses; a small leak wil
sink a great ship.” At the end of the day, it is not about how much you make as much as it is about how much
you keep.
The first step in a personal finance review s to discover where you are spending your money. It can be very

eye-opening to have a detailed accounting of all the money you spend. Coflee breaks, lunches, entertainment,
happy hour. groceries and the myriad of subscription services you have contribute to your spending.

= August 2019
= July 2019
“This revelation can lead you to obvious areas where savings can be accomplished. The next step is to diga = June 2019
litlle deeper to see if there are possible savings on essential services. = May 2019
+ Get comparative quotes on car, home, other insurance.
« Review and comoare utility providers

would have a $10,500 Acquisition debt is the

ABOUT TRACY

= Personal Finance Review
| an Investment Perspective
B Understanding the

Interest Deduction

= Title Insurance

Buy a Home

= December 2019
= November 2019
B October 2019

B September 2019
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Content w/landing page vs Curating

Managerentals  Advertse Signin or Jo

Original

W £ sson anenony. reanc

Page

Y By Rem sel  Homeloms  Agentfinder 2Zillow

Home Sellers Guide  Timing Your Sale  Preparingto Sell  Pricing Your Home  Getting Noticed  Offers, Closing & Moving  Sell With Zilow Offers

R ——
iy A

RELATED ARTICLES

Selling a House First and Then Buying Another

when they click
on one of your posts

Susan Anthony,
Realtor

| .

Q

— SELL WITHOUT THE HASSLE
———— Skip the showings, repairs and open houses.
== e — Get a free, no-obligation offer
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) Market Multiplier

* Personalized landing page

* Loaded with consumer content

* Protecting your contacts

* Can be embedded into your
website.

oY
~ Establisha Daily
P’ at Home” Routine

 Set time toWake up and g to sleep
s Bxercise

- Clean up and dress for the day
althy

Stay at Home Routine
4/9/2020

DIGITAL gl
Marketing Plan %J’W

Online estin o discus the proess,he
© rarietng pian timean dnd 3y concems vou have.
You'l receve  deaed vhatonrepor asedon
S dorepadnaiy
] Mot anbesgoed g s
and you receve scopy ol everthig

& Profesions photos will b taken 9 crete vitual
& —uumnmmz;mmmm.

Careful showings,when possibe, should b lited
1o serious parties only and a minimum of people..
ettement can be done usngonlne meetings,
‘digital signatures and electronic banking.

, ,,/77/:
@

Mortgage Closing Scams

The FBI, in their 2018 Internet Crime
Report, stated victims lost over $149
million in real estate transactions.
41812020

safe

Stuck at home!

Beller
Helping homesuwners when they buy, sell and allthe geans in betveen

HOME BUYER'S GUIDE SELLER'S GUIDE INFO GUIDES~ FINANCIAL APPS

Stars & Stripes Realty

Susan Anthony
CRS

Stars & Stripes Realty
(972) 407-1337

Contact Me Visit Website
Subscribe to Newsletter
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) Market Multiplier
Information Guides

Better

Helping homeounens when they
HOME BUYER'S GUIDE SELLER'S GUIDE INFO GUIDES~ FINANGIAL APPS

selland.all the yeans in belivcen.

FACTS-

“Its impossibie to get low down
--FACTI FrA
%

i 7% Gown paE OGS,

= TMYTHS

i takes parfoct credit £0 got a loan™ PACT) Thee is

FEBONSNID of beler B1es 10 belter ereitbut many 55085 00 &

or comectad, The way 1o knowfar

foreclosure, | can't quality™ - FACT!
‘Crecst hstory folowing.a barkmupley
o foreciasuse i very ipariant

curo ks 10.5pask 10 8 rliable lader.

cumstances. R only takes 3 lew

expensive.” -PACT! Usualy,

whin

il slowyouts ol

436 Tre

aqualtyfor

‘advantage 1 that you wil

a8 landers are the same. - FACT!

‘expiain the ente process belore

parvcular mestgage smourt

1 shoukd wait to:

quality untit
FacT! 1

home for  few years befcre

Buyers and Sellers nee solid information to make gos

questions o fo get & recommendation

WhiEh ype ef oan 10 finance
your hame purcnase,

o decisions. Coll us with your
0@ relabio londer who can aive you the real facts.
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Financial Apps T -

$201566
5158130
$ 43750

25245
$ 36216

18 different apps
frequently used in
articles

* Consumers can input
their own numbers

* Get their answers

* Prints with your
contact info

* Can be embed into .
your website.

o sty i

$ 75000
$ 20000

s 2500
$1,34029
s 2250

$ %0071
51091657

% siom0

assn < 10500 a

58.14% $ 63896 -

e & 35510 n \® mm \@
¥/ un

Cumulative Lost Rent -

Stars & Stripes Realty

Susan Anthony
CRS

Stars & Stripes Realty
(972) 407-1337

Subscribe to Newslefter

65
If you don’t have the time,
resources or just don’t
want to do it...
. -
Let
. '\ InTouch Systems
v 4 Automated Digital Marketing
do it for you!
$39 a month
o $399 a year
66
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Setup is EASY!!!

* Intuitive Recognition
* Setup wizard

* 1-on-1 Setup Appointment who
can take control of your computer

* Easy import & Auto-update from
Google/Outlook

* Custom color sets for major

companies and franchises. ]‘““0 “I][Iata
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InTouch Systems InTouchSystems.com
\J Automated Digital Marketing

POWERFUL CONTENT DESIGNED TO
MAXIMIZE TOP OF MIND AWARENESS
BY HELPING PEOPLE BE BETTER HOMEOWNERS

WHEN THEY BUY, SELL AND ALL THE YEARS IN BETWEEN.

There's no reason to spend hours creating marketing content when you have InTouch.

REQUEST A DEMO
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InTouch Systems
Automated Digital Marketing

www. InTouchSystems.com

Sales@InTouchSystems.com

972-743-9887 x 101
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