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Drop-dead EASY

Database
the what, why & how!
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Join Pat Zaby, [
nationally known speaker
and CRS instructor
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Drop-Dead EASY Database

A database is the information itself
and NOT the program used to manipulate it.
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e DIEIFE

A sustainable database provides
the listings and sales to run an agent’s business.
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Common Agent Beliefs

* “Most of my business comes from referrals
from past customers and people | know.”

* “| have a database of past customers and
people | know with contact info and notes.”

* “| stay in touch with the people in my database
on a regular basis.”

* “Mly friends are different. | only have to tell
them once that I’'m in real estate. They’ll
remember if they need my services.”

TOMA
Your Income = # of contacts

FragwdfwpIw
Social Media
Sphere of Influence

Database
Address Book

Holiday List
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Drop-Dead EASY Database

CREATIVE
LISTING
HANDBOOK

A Guide to Marketing
Residential Real Estate

Ken Revhons, CRB, CRS
Art Godi, CRB, CRS

© 1980

MAGIC LIST

. Write a list of everyone you know
. On 3” x5” cards, write each person’s

name, address and phone number

. File the cards alphabetically
. Type a duplicate list in case the file is lost
. Set a specific time each week to service

the magic list four times a year either in
person, by phone or through the mail

. Mark the date of each contact on the card.
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A database reaches critical mass
when the repeat & referral business
generated adequately supports the
agent’s goals & lifestyle.

Critical mass is the point
when a business becomes
sustainable and profitable.
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1 Reason for a Database/CRM

To make salespeople more productive

A database is a strategy, not a tactic.

Increase your Productivity...Lower your expenses.

11

Reasons for a
Database Overhaul

* No single place to store data

* You're losing information on
customers/transactions

* Costs to acquire new customers
are too expensive

* Lead conversion rates are
deficient

* Repeat & Referral business is
lacking

* Risk reduction protocol.

12
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Relationships Drive Business

5%
2020 28% Sellers

Profile of Home
Buyers and Sellers Exhibit 7-1

M Past Customer, Friend, Referral
B Other Internet

41% ) Buyers

Exhibit 4-12

Total number of contacts

Move rate — 10% 20
Conversion — 15% 3
Average commission $6,000
Value $18,000

Total number of contacts 200
Conversion — 15% 30
Average commission $6,000
Value $180,000

@ InTouch Systems
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N > ala People You
You've Met \ ¥X._ 5+  Haven't Met

* Less expensive to capture More expensive to capture
* Less competition More competition

5-20% Source: 60-70%

Marketing
Metrix

Probably of Selling
a New Prospect

Probably of Selling
an Existing Client

16
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Price/Trust Relationship

Develop Prospects

Buy Prospects

(lead generation & paid referrals)

More Expensive...Less Time More Time...Less Expensive

17

89% of Sellers & 91% of Buyers

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

Source — 2020 Profile of Home Buyers and Sellers - Exhibit 7-12
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The typical REALTOR®
earned 15% of their
business from repeat
clients and customers,
and 20% through referrals
from past clients and
customers.

2/3

~ FALLOUT

Why does
his happen?

21

2/3 of sellers & buyers
have recommended their agent
once since selling and buying

their home in the past year.

1/3 of sellers & buyers
have recommended their agent

three or more times.

Source — 2020 Profile of Home Buyers and Sellers
Exhibit 7-13 & 4-23
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Tenure in Home

Exhibit 6-25 Median Seller Tenure in Home, 1985-2020

(Median Years)

[+]
FELEF S FS IS ES LS L LR 0

15 years expected tenure in home by buyers — Exhibit 2-32

23
Open the calculator
on your phone
12 # of years in real estate SR
12 X Average deals per year
144 - Total Past Customers
.88 X .88 (saythey’ll use you again)
127 = Potential Repeat & Referrals
10 + 10 (average turnover in years)
13 = Annual Repeat & Referrals
.65 X .65 (Fallout due to no TOMA)
8.45 = Annual Lost Sales
At $6,000 avg. commission, it’s over $50,000
24
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Who.is in

&
’
[
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25

O oo NOOULLTDE WN -

. Compile a list-of every-past buyer and seller

. Address books from each email program you have

. Add holiday greeting lists 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.

. Add friends from your high school and.college.

. If you have adult children;’add the names of their close friends.

. Add the names of the parents of your minor children’s close friends.

. Add names of acquaintances of your spouse from work, friends,
classmates, etc.

10. Add names of people you know in civic organizations'you participate.

26
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11. Add names of people 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.

15. Add any names from spreadsheets used for mailings.

16. Add the names of business cards you.are saving.

17. Look at directories of.organizations you belong.

18. Professionals you do business with like doctors, accountant, etc.

19. Real estate affiliates you do business with like title, mortgage, insurance,
etc.

20. Merchants that you do business with personally likecleaners, grocer,
restaurants, etc.

27

21. Contractors you do business with like painters, HVAC, and plumbers.
22. Former bosses and.co-workers.

23. News media-whocould identify you as an authority on local real estate.
24. Out-of-town agents who could refer business to you.

25. Identify “Movers & Shakers” who know what’s happening around them
26. Add people each-dayas 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

28
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InTouch

Contact List Builder - complete the list with names only before adding other contact info

Closet friends

Neighbors (current home)

Neighbors (previous home)

Church members

Clergy

Social activities (golf, tennis, etc)

High school friends

Teachers from school

College friends

Work Associates.

29

Save As

T OneDrive - InTouch Systems
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Copy ~
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Would you take a part-time job for three
days at 5250 hr?...to work on your database?

$250/hr. x 24 hours = $6,000

Christmas card list

Directories

Email address book(s)

Phone address book(s)

Mailing lists on spreadsheets (Excel)
Have Fiverr consolidate lists

Social media & relationship tabs

All past customers

Open house lists.

fo Lo s o mil es B e

CUSTOMER
LIFETIME

$403,175
$604,762

Customer Acquisition
& Retention Value

$300,000

Listing

$812,750
$1,219,125

Total Value $4,978,215
3%/ 70% split $104,543
5%/ 100% splic $149,346

$1,638,402

Listing

Sale & Sale & Sale Listing
>
Today 10 years 20 years 30 years
3% Appreciation
32
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Top 5 Customer Acquisition Channels Used

L

Website
N
. 00e
Email TaRhn
I
Social m

Direct Mail b
"5

The path is predominantly digital

33

@ People don’t want
to be in a database

E or on a mailing list...
e

... they do want
to receive things
that will help or
entertain them.
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Offer a homeowner newsletter

& explain why and what it will do for them

Why should an agent do this?
* Commitment to mission

* Provides continual service

* Builds customers for life
What would a contact receive?

* Valuable info:
* Maintenance
* Minimizing Expenses
* Manage debt & risk
* Add to enjoyment

Better Homeowners

SUBSCR\BE to
s
Better Homeowner

info

Strategies
* Website capture form
Market multiplier capture form

BWIBLUON they were fortunate
WIE years, they missed out on close to
owner realized instead of them.

* Facebook capture form
* Requests from lead generation sites

37
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Trade for Info Guides

Financial Calculators Annual Appreciation

Someth | ﬂg White Papers
consumers want

* Blog

Purchase Price

Annual Maintenance
Annual HOA
Rent

38

B To
Send Ce
Subject

Susan Anthony, Certified Residental Specialist
Stars & Stripes Realty | 5023 Sea Pines, Dallas, TX 75287
972-407-1337 | Cell 214-850-7308
Susan@SusanAnthony.com | www. h com
Better Homeowners' Resource

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

Online Home | .
Valuation [*

L‘A‘ Aonty, Aty Wy adha, o A

s

:

Offer Something with every email

To
Send Ce

Subject

Susan Anthony, Certified Residental Specialist

Stars & Stripes Realty | 5023 Sea Pines, Dallas, TX 75287
972-407-1337 | Cell 214-850-7308
Susan@SusanAnthony.com | www.SusanAnthony.com

Better Homeowners' Resource

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

Schedule
appointment

P YR WV W W PP VR

|

39
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Drop-Dead EASY Database

Consciously
collect
birthdays
and
anniversaries
of contacts

. Go the Facebook
> Friends >
Birthdays

. Collect info from
every closing

Pay attention and
record it in your
database

Reconcile

your Contacts

with Social

Media

41
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*smost WOﬂ t

Sttategles

8 L|ke/Comm

* Bo

* Face

e to showcaﬁ expertise.

42

Services buyers and sellers want

6. 6.6 &

 How much is my home worth?
* New listing alerts
* Service providers (recommended)
* Comparable sales data
* To lower my property tax assessment
* To make a fair offer on a purchase
* Real estate review

43
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Wm'

- -
Contests can appeal to existing and new customers
and should have a substantial give-away.

44

*Blog
*Speaker

* Webinars
*Facebook Live
*Videos

Showcase your expertise

45
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Email Signature

Nk ]
Send Cc {
{

Subject

Susan Anthony, Certified Resid, ISp

Stars & Stripes Realty | 5023 Sea Pines, Dallas, TX 75287
972-407-1337 | Cell 214-850-7308
Susan@SusanAnthony.com | www.SusanA
Better Homeowners’ Resource

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

0 .9 6
M

| £ [Win]

Selling a home can be confusing

process s valable

Susan Anthony
N

Stors & trges Reaty
@72 aor.1351

46

Susan Anthony
Home Valuation

In this meeting, we'll pull information from
property tax records and the Multiple Listing
Service in order to indicate the fair market
value of your home.

You'll receive copies of this information. We
can also address other concerns like market
conditions, market time as well as other
questions.

Pat@PatZaby.com | www.PatZaby.com | 972-743-9887x101

Select a Date & Time

December 2020

& cCentral Time - US & Canada (7: 02am)

© 30min

@ Web conferencing details provided upon
confirmation.
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a o AL
i . - .

Susan@SusanAnthony.com Stars & Stripes Realty

Agents are much more efficient
when their database is more than
just a storage bin for contacts.

The goal is to build better
relationships to grow a business.

A major challenge for agents is
staying organized and following-up
with their customers and prospects.

¢ InTouch Systems

Automated Digital Marketing
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RULE OF 33

For every 12 people in your
database that you contact 33
times a year, you'll have 2
transactions.

Contacts  Units Value*
144 24 $144,000
264 44 $264,000
600 100 $600,000
900 150 $900,000

1,500 250 $1,500,000

*Average 1 6_7%
commission $6,000 .
conversion

50

Contact Upgrade Process

L

Referring
Customer

Repeat
Customer

51

Pat@PatZaby.com | www.PatZaby.com | 972-743-9887x101

InTouch Systems

Automated Digital Marketing

1-13/21

23



Drop-Dead EASY Database 1-13/21

Don’t think of a database
as technology

but a business philosophy.

52

*.

How many people should H'

be in your database... *‘*'*

*Everyone knows at least
200 people

*How long have you been *-
in business? “ ‘ﬁ.

*How many sales a year do xm
you make? : l I

*.

3 G
ot

o
i

:
g

53

. InTouch Systems

' Automated Digital Marketing
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A Database is a work
In progress...

*Daily
* Adding Names
* Updating Information

54

R O =
REALTOR® m

Median Transactions Median Income Marketing Expenses
12 units $49,700 5-15% = $2,485 - $7,455
Median Gross Income
< 20 hours a week $10,000
40 hours a week $78,800
> 60 hours a week $113,900

Source — NAR 2020 Member Profile Exhibits 2-8, 3-13, 3-16

55
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Maximize your income potential
by spending the majority of your time at the 20% rate.

Median Gross Income $49 700

Average hourly work week

Pareto Principle

Net average hourly wage $24.85

2020
Member Profile

EFFORTS

Source — NAR 2020 Member Profile

Selecting a Database

* Simple to use
* Works seamlessly with your email

* Syncs with your phone

« Online/Offline ﬂi Outlook

* Collaborative learning

* Multiple users N Wise Agent
* Auto-update. Real Pro Q
P @ RealtyJuggler
P XACTCONTACT®
/\
{= Contactually TopProducer  AgentOffice

57

@ InTouch Systems
utomated Digital Marketil
Pat@PatZaby.com | www.PatZaby.com | 972-743-9887x101 S R anethg 26




Drop-Dead EASY Database

&

Contact dstails

[:3)
=
S

Richard Putnam

Past Customer

Production Manager, American Flywheels
RichardP@gmail.com - Home
972-555-5555 - Home @)

(469) 456-8484 - Monile @)

5047 Sea Pines Dr

Dallas, TX 75287
US - Home

February 7, 1962

March 24, 1982 - Anniversary

September 15, 2014 - Home Anniversary

9/12/19 - I was talking to Richard and he told me that he was interested in buyin

next year.
4/1/20 - made a C-19 call to see how he is doing - status quo; working at home

@z Outlook

Fle  Contact

save & Close | [lI] Delete

Full Name...

< Richard Putnam - American Flywheels - Contact

Insert  Draw  FormatText  Review  Help

B save & New ~

Delete (Ctri+D)

A5 Forward ~ OneNote

@  Tell me what you want ta do

K= General

Delete this item il

Internet
B emait.. | v | [0 Ricnarep@gmait.com
J— [Richarcp@ gmait.com

Web page address
IM address

Phone numbers

Richard Putnam
American Flywheels

A (214 5555555 Work
M (972) 555-5555 Home
RichardP@gmail.com

2635 Altoid Avenue
Dallas, TX 75214

Notes

wwnw facebook. com/sichard putnam fref=search

e —

Business.. | v | [214 555.5555 |
Home.. v | 1972 5555555 ]
Business Fax. | ¥ | | ]
Mobile... v | |69 4585404 ]
Addresses
Home + | [5047 sea Pines
Dallas, TX 75287
This is the

maling address

Map it

[=

NV17jpg 3116 Spring Grove
Appraisal,PD...

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

6/14/19 - 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

&

58

59

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

Pat@PatZaby.com | www.PatZaby.com | 972-743-9887x101
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Examples of Categories

o] !

* Past customers

* Top 50 0:5
*Top150 _ . < é;

* Referral Sﬁ&@g

* Friends * “For Sale by Owners

_I.‘E.’EXpired Listings

u-troﬁTown Agent

« Buyers N dy ¥et~ o5 —,Agents In Town

« Sellers Not ﬂgady YQ gf@d Professionals
* Investors* rf":—‘ Q o-‘f@rrmae Providers

o) o ﬂqréha nts

Categories are used for targeted marketing

60

Do you need all these features?

o

Marketing

.

ESSENTIALS

61
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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.

62
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When You're Not At

Your Computer...
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Drop-Dead EASY Database

File Contact Insert Format Text Review Help Q Tell me what you want to do
) i o) n ize~
t)J x R 5as 8 Hew ©) . i Email | 3} ¢@ '// R aus Categorize ers Fis B
L_‘ Forward ~ %Meeting ‘ [* Follow -
Save& Deiste Show A Address Check Business Picture o ~ustomers Tricia Luther
Close Y || Book Names | Card i ~ast Customers Steve Stovall
Actions Communicate Names Options Past Customers Mark Wolfe
N (Gl | Pt Customers  Delois Smith ,.
Full Name... Richaru Putriam ye| Past Customers Darlene Stouder l
- &3] Past Customers Lee Jinks
Company American Flywheels
2] Past Customers Greg Waldhour
Job e 23 Past Customers Scott Biechele
LRcas SR X = Past Customers Kelli Johnson
'"t”"e_' ‘ [E5]  Past Customers Gaye Brown
(= Email.. v | |RishordPeomal.com 23] Past Customers Pete Galbraith
Display a. Fidwa@gmalesn B Past Customers Carolyn Grimsley
Web pag: 1ddres 83 Past Customers Denise Price
(M address E Past Customers Cade Fowler
Phone numbers Past Customers Darlene Price Bailey .
E— } « | [[212 5555555 - Past Customers Rebecca Fletcher q
* Cyﬁtomers Jody Kautz
Home... ‘v (972) 5555555 i B, e s
64
Your contacts are likely a S|gn|f|cant urce of your business
but poor contact management resul.t&. n ost sales
qQ "
10 2. -+ f 3. 5.
Keep Consistent Use the unicate Automate
Contact data input system our Tasks
Info in & updates right f cts |
}
ONE Place you
65
(@ | InTouch Systems
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Customer
Communication
is the principal

CEN I ROEVEE:
database

66

The average homeowner
knows 10-12 agents

* If you don’t stay in touch,
someone else will

* People tend to do business
with the one who appreciates
their business.

67

@ | InTouch Systems

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

68

Resource for
Real Estate Information

Pat@PatZaby.com | www.PatZaby.com | 972-743-9887x101

Buying & Selling
Maintenance
Minimize Expenses
Financing

Energy Efficiency
Taxes

Manage Debt
Security

Service Providers
Remodeling
Rental Homes
Insurance

A

InTouch Systems

Automated Digital Marketing
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Contact Plan for Your Database

CONTACT US

(0

u'-,\g’

%
=
®
e
w
Q
=
a
.

InTouch Systems  Digital Marketing

" Automated Digital Marketing

for Top-of-Mind Awareness CO m p O n e n ts & F re q U e n Cy

Automated Automated Automated
Email Social Media Landing Page

Newsletters, Holidays () Gn) & (@ﬂ Aggregates Content
Special Occasions bt Additional Resources

- InTouch Systems

Automated Digital Marketing
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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

RESIDENTIAL
QQ REAL ESTATE
/ COUNCIL

RRC Approved Vendor

} Minimize
—~ ' b Expenses <

"o @ s

Marketing

)
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Automated eMail

Newsletters

You've done your homework, conlacted a morigage company and believe you are pre-approved. That part

== vantages from he amoriizaton of the mortgaga and i it
goa rom the 200 antlie Apprac of the process is finished and you can concentrate of finding a home and moving._or can you?

enjoyed by most homes 2 take the interest and

property tax deduction. nd two but . including some in . use

the terms interchangeably. Pre-qualfied is an opinion of ikelihood that a borrower will be approved based
Thira .20 adage, “Rant or Buy, Y0u D6 or e odse Yol G0CR.” YOU A TR yERodl o e your on preliminary information about their income and credit. Whereas, in a pre-approval, the borower's credit
landiord. The people who have job security, Sufficient income, ood credit and the funds for the down payment 5 e e i e i A A AR .

g can enjoy the many benefits of
Even when you have a highly qualified loan officer, the real decision maker is the underwriter who can

Looking at a $350,000 home purchased with an FHA monigage with 3.5% down payment at 3.25% interest for commit the lender. Generally speaking, a person wh has been pre- E—————

:@: InTouch Systems
! W/ Aunomar =

ANvears the total navment would ba 83 490 2 mont Nhurion e first vear the avarane manthiv ntincioal

Automated eMail

Newsletters -
@MM Settings - Contacts~ Marketing~ Financial Apps

Atonated gl ikeing Hefping homesunenrs wh\ythey o\ Wl
8 Publish Date:
Y Tags

# Summary (1/2 sentence)

# Socil Post Comment:

T
Blog

Selectthr Fe~ Yed\ Y A ©
O~y , | & -Z0p® 630px

@ InTouch Systems

InTouch Systems

Automated Digital Marketing

Pat@PatZaby.com | www.PatZaby.com | 972-743-9887x101 35




Drop-Dead EASY Database 1-13/21
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Holidays & Special Occasions

Home
Anniversary

.

BRTHDAY!

 CRS. Susan Anthony, CRS

Stars & Stripes Realty A Stars & Stripes Realty A
5023 Sea Pines, Dallas, TX 75287 857 NN, 5023 Sea Pines, Dallas, TX 75287 a

972-743.9887 - NG

e H N\
972-743-9887 -
il.com SusanA@gmail.com

Stars & Stripes Realty Stars & Stripes Reakty

InTouch Systems

Autamated Dt Morketing

Social Media
Infographics

ﬁSusan Anthony aSusan Anthony

‘ Who Pays the Commission? Fixed-rate payments
- can go up because of:

Preparation

> Property tax assessment
» Homeowner’s insurance avment
- » Escrow account shortage

— » Lendererror 2 Home Buying Process

The fact is, it is negotiable but regardless, a > Usually you can pay the higher payment or ( * ‘ ‘
commission is paid in nine out of ten sales. = challenge the cause to save money and y \
. . : % minimize your cost of housing.
If a buyer deals directly with the seller, it — el ccupaney [N
&
<€

Negotiate
doesn’t mean they'll get the home for less

Inspections
than if there was not an agent involved.

BetterHomeowners.com

Execution

www.BetterHomeowners.com
W Comment # Share @ Like W Comment 4 Share il Like W Comment % Share
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Social Media

Short stories

, Susan Anthony, Realtor
Published by InTouch November 12 at 4:00 PM - @&
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

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

Videos
NEW

Opens in
Landing Page

Social Media

No extra

charge

Reasons to
Refinance
Your
Mortgage

"~
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Millennials Do Understand It - 11/12/2019

A recent survey from Bankrate reported that 36 percent of millennizls 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
largest share of new mortgage loans. Here's why millennials are betting on real estate, and
you should too.

Unlike stocks, which can completely lose value, o cars which depreciate in value over
time, real estate stays valuable no matter what. Because its 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
entirely out of your control and incredibly volatile

In buying a home, you will never lose the full value of your investment and you'll enjoy a
rare kind of investment flexdbility. 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.

HIBUIVU AL Y, WIILHEVEL B WIS LI 1USL

= EE D,

. W gyl DIGITAL
- - Marketing

What'te, Avoid-Before
Closing Your New Home

. InTouch Systems

Automated Digital Marketing
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3 snare on Facenook

Share to News Feed or Story ~ Ctrl + V to paste
pre-written
" PatZaby i i
g | social media
comment

Daily Post Reminder

In 30 seconds, it will be on your
Facebook personal page.

‘
HENE
S

: chedule for
BETTERHOMEOWNERS.COM 3tng Setings vall

Regular Principal Contributions
Making regular, additional principal contributions with each mortgage payment.

& ragFrienas @ checkin (=) Feelingiactivity
L B News Feed Click to post 3 i
~ —
@ & Your Story /m;v
- 2

ancel Post to Facebook

‘@ InTouch Systems
|\~

Social Media

Posting to Instagram I@'

Instagram will post to your Facebook
personal page at the same time

Looking for an inve
$10,000 into $80,000 in sevs

& isisrre

InTouch Systems
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Social Media

Blog

* Weekly articles
* Can be posted automatically

W)

BLOG

JR—
- “

@ InTouch Systems
L Atomated Digtat Morkting

- Market Multiplier

Pace bl b oo _— " \.'“ 3 Home Loans  Agent finder azi"ow
Don’t lose your readers @

when they click
ononeofyourpoﬂs Il

Selling a House First and Then Buying Another

"""Cj- InTouch Systems

N T

Original Content w/landing page vs Curating

AAAAAAAAAAAAA
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Beller ffomeswnens

//e{nwy homeswners when lhey buy, sell and.all he years in belween:

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

Personalized landing page

One More Reason to
Refinance

aking cash

the equity of your
home could be a legitimate way to
fund a temporary cash because
you need the money now or want to
have it on-hand just in case.
4/29/2020

Loaded with consumer content

Protecting your contacts

Points on Refinancing

Can be embedded into your
website.

tile higher.

- Market Multiplier

Income s the caring cost o he nvestmert

Equity Build-up amortustion of mortage
Appreciation  incresses in vaive.

Leverage Increses el positie

Rental are IDEAL
Investments

]
I Depreciation  contributes a non-<ash deduction.
i

4128/2020

—~——

A parent can give

without gift t:
...that can be used for
down payments on
homes.

Susan Anthony
CRS

Stars & Stripes Realty
(972) 4071337

Subscribe to Newsletter

84

Information Guides

Lfromeownens when

- Market Multiplier

Betlern ffomeswners

bug sell and.all Uhe yeans in beliveen:

FACTS-,

“Its impessible to get low down
A

@ may e
S6me 0% down paymént USDA loans
avatsble, FNWA 3nd Fieame Mac
Dave 3% down paymen programs,

TMYTHS

“Ittakes peetect crecit o get 8 ISan." - FACT! There s &
Fetaions ip-of Datler ates 10 beller Credil DUt many Scues on

ure 515 speak 10 reliablo lender.

circumatances. R oniy takes 3 few axpensive” -FACT) Usual, 810 more axpensive than
p = . pacT!
e cost can
o .
quaity for 8 new morigage. coudbe around $35. The Tate merigages 1 buyers
advantage s mat you it crcumstances waeran i 2
Al lenders are-the same= - PACTI  Parbcular morigage amount
Retsbie |endng professionals wil

1 sould wait 1o qualty unti
fnga vy

quastying peocess earty i your
heme search.

Buyers ana Sailers need safid Information to.maks pood decisions. Call s With your

quostions o

Coutesy of Susan Aoy |Stars & Stripes Roaty
| SusangSusansnthony.com
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- Market Multiplier

Rent vs. Own

Financial Apps

* 18 different apps o
frequently used in
articles e

e Consumers can input e T
their own numbers : = i

* Get their answers grrred —_

* Prints with your { e
contact info | .

. ¥

* Can be embeded into > el

Stars & Stripes Realty.

your website.

5023 Sea Pines » Dallas, TX 75287

Stars & Stripes Realty

Susan Anthony
CRS

Stars & Stripes Realty
(972) 407-1337
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InTouch Systems will
consistently brand you
as their real estate pro
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If you don’t have the time,
resources or just don’t
want to do it...

A ~—

4 /" Automated Digital Marketing

do it for you!
$39 a month

o $399 a year

88

Setup is EASY!!!

using the step-by-step wizard
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1-on-1 Setup

We’ll take control of your
computer and do it for you

In about

90

Setup is EASY!!!

IMPORT
_. Auto-Update

G

. : \ InTouch Systems
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Supporting REALTORS® for over 30 years

ystem THE PREMIER SALES & MARKETING SOFTHWARE Automated Digital Marketing

The E n
D1 1P Soitware IS ey

i P i, RS R T

>

RESIDENTIAL
REAL ESTATE
/ COUNCIL
RRC Approved Vendor

InTouch Systems InTouchSystems.com

Automated Digital Marketing

Join NOW

to get 30-days FREE instead of 14-days

START FREE TRIAL REQUEST A DEMO

@ InTouch Systems
d Digital Marketi
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