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Your Database IS Your Business 
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Building your contacts on a spreadsheet 

• Open a new spreadsheet 
• Build column headers for: 

 Name 
 Address 
 City 
 State 
 Zip 
 Home phone 
 Cell phone 
 Business phone 
 Email address 
 Email address #2 

• Add as many contacts as you have  
• File, Save As; change file type to .CSV (comma 

separated value) 
• Import into your database 
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Building your Database 

Add new contacts regularly.  Nurture relationships you have and actively pursue new ones.  Build a 100% 
Sphere of Influence business without ever having to make cold calls, calling strangers or must pay 
exorbitant referral fees.  The more people you know who card-carrying members of your fan club are, 
the more business you’ll have. 

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 
4. Export the people registered from your MLS new listings announcements. 
5.  Add people you know from your church or place of worship. 
6. Add friends from your high school and college. 
7. If you have adult children, add the names of their close friends. 
8. Add the names of the parents of your minor children’s close friends. 
9. Add names of acquaintances of your spouse from work, personal friends, classmates, etc. 
10. Add names of people you know in civic organizations you participate. 
11. Add names of people you know from your social activities. 
12. Add friends from Facebook to your list. 
13. Look at friends of your Facebook friends for people you know in common. 
14. If you still have a Rolodex, go through it and reconcile it to your contact list. 
15. Add any names you might have in spreadsheets that you used for mailings. 
16. Add the names of the cards you have with a rubber band around them. 
17. Look at directories of any organizations you belong. 
18. Professionals that you do business with like doctors, dentists, accountant, etc. 
19. Real estate affiliates you do business with like title, mortgage, insurance, etc. 
20. Merchants that you do business with personally like cleaners, grocer, restaurants, etc. 
21. Contractors that you do business with like painters, HVAC, and plumbers. 
22. Former bosses and co-workers.  
23. News media who could identify you as an authority on local real estate issues. 
24. Out-of-town agents who could refer business to you. 
25. Identify “Movers & Shakers” who know what’s going with their friends and acquaintances. 
26. Add people each day as you meet them.  
27. Add people that you receive email from.  
28. Registrations at open houses (ask for email address).  
29. Offering free reports from website or blog.  
30. Subscribe to newsletter button from website or blog.  
31. Have a subscribe button on your email signature  
32. Have a subscribe button on your Facebook page  
33. Have a subscribe button on your Twitter page  
34. Friends of friends  
35. Consciously aware to add 5 names per day  
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Talk to the People in Your Database 

No other marketing tactic has a higher return on 
investment ROI 

Start with people you know – past customers, friends, 
neighbors 

Phone Campaign scripts 

Area Activity – “…I noticed there has been some sales activity in the area and wondered if you might be 
interested in knowing what those homes sold for? (look them up while you’re talking and mention a 
few) Would you like me to email this list to you?  Let me confirm that I have your current email 
address.” 

Service Provider – “Almost every time we sell a home, there are things that need to be done to either 
improve the marketability or required by inspections.  Over the years, we developed an impressive list 
of service providers that do great work at reasonable prices.  Anytime you need a recommendation for a 
service provider, please give me a call.  I’ll be your personal ‘Angie’s list.’   In fact, let me confirm I have 
your current email address and I’ll send you a brief list of some of my recommendations.” 

Household Inventory – “Recently, I heard about a person who filed an insurance claim who wasn’t as 
prepared as they could have been.  The house was covered but where the issue came up was with the 
personal belongings.  The adjustor originally asked for receipts which the homeowner didn’t have.  
Then, he wanted an inventory of the personal belongings which unfortunately, the homeowner didn’t 
have either.  If you don’t have an inventory or it has been a while since you updated it, I can send you 
one that you can complete and document with pictures.  Let me confirm that I have you current email 
address.” 

Area Activity – “…I noticed there has been some sales activity in the area and wondered if you might be 
interested in knowing what those homes sold for? (Look them up while you’re talking and mention a few) 
Would you like me to email this list to you? Let me confirm that I have your current email address.”  

Refinance – “When was the last time you refinanced your home?  Interest rates are low and it might 
make sense for you to consider it now.  I have a refinance analysis calculator that will tell you how much 
you’ll save and how long it will take you to recapture the cost of refinancing.  I can either help you over 
the phone or I can send you a link so you can do it yourself.  Let me confirm that I have you current 
email address.” 

Mortgage Accelerator – “Have you ever thought about pre-paying your mortgage?  If you pay as little as 
$100 to $200 extra each month, it will save interest, build equity in your home and shorten the term of 
the mortgage.  I have an online app that will let you make some projections and if you’re interested, I’ll 
send you a link so you can check it out.  Let me confirm that I have you current email address.” 
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Five-Star Review 
 
• After a good experience, ask for a five-star review 
• Not too early…not too late 
• Be appreciative 

• “would love for you to share your 
experience…” 

• “…will also help others make informed 
decisions.”  

• Make it simple 
• Link directly to the review form 

• Do not offer an incentive 
• Be clear what you want – five-star review. 

  

Asking for a 5-Star Review Procedure 

1. Ask a favor 

2. Be specific 

3. “Won’t take long” 

4. Hyperlink 

5. Gratitude. 
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Annual Data Scrubbing 

• Once a year, open each contact record in your 
database; cannot by delegated to an assistant 

• Update Customer Info 
• Consolidate Duplicates  
• Check relevance and consistency of categories. 
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 ______________________________________________ 

8 x 8 Campaign – Newly Added Contacts 

Strategy – weekly messages that reinforce meeting a 
person and familiarizing them with your brand and 
services. 

1. Point of difference statement 
2. Home Inventory 
3. Social media request 
4. Phone call 
5. Equity accelerator 
6. Homeowner’s Tax Worksheet 
7. Intro to rental property 
8. Service providers resource 
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Top of Mind Awareness Communication Plan 

26 Email newsletters 
6 Holiday greetings 
2 Change your clocks 

4-8 Fly your flag 
2-4 Birthday & Anniversary 
260 Social media posts 
52 Blog posts 
2-4 Annual phone calls 
2-4 Face-to-Face events 
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Your Database is Your Business - Summary 

• The objective of database management is to identify 
current and potential customers and market to them.  

• The principal function of a database is to communicate 
with your customers.  

• Consolidate your various databases.  

• Sync your database with your Smartphone.  

• Once a year, scroll through each record one-by-one.  

• Each time you make/receive a call, open the contact’s 
record to update and make notes.  

• Talk to each of your best customers/clients twice a year.  

• Consistently stay in touch with your database multiple 
times per month.  

• Add new names to your database daily.  

• What agents are not doing is costing them sales and 
money now and in the future.  
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A Month A Year 
Save 2 months! 

INCREASE REPEAT  
& REFERRAL SALES  

InTouch emails your contacts an article, links it along with four other timely messages to your Facebook 

and Twitter accounts and posts the same article to your blog every week AUTOMATICALLY!    

InTouch also emails birthday, holiday greetings and reminders throughout the year.    

Three Reasons to Get InTouch Today 

1. It consistently provides top-of-mind-awareness for the people who can do business with you.   

2. It gives you time to focus on more productive activities.   

3. It’s like continuing education for homeowners that shows you care about them. 

 First 30-days service 

 Waive $100 start-up  

 1-on-1 setup appointment 

 Customized template 

Articles Social Media BLOG Holidays 

Custom Mailings Drip Campaigns Financial Apps Presentations 

Three Reasons to Get InTouch Today 




