Instructions for easy use 

of this Realtor® Newsletter

1. This Realtor® Newsletter is ready for you to add your contact information to, as well as your photograph if you so choose.  

a. We have typed, in red font where you need to change information (i.e. Your contact information, Date of the Newsletter, Company Name, Logo and Tagline).  Once you have made those corrections, just highlight the red font, and change the color to “Black”.

2. You can either print your client’s mailing address on the space indicated on Page 4, or delete that information and affix mailing labels with their information.

3. To print this document in black and white, you will need to do the following:

a. In your print screen, click on “Properties”, and then click on the “Grayscale” or 
”Black & White” button.  And hit apply.

4. To print this document, you will have to print out all 4 pages (pages 2-5), and then copy Pages 1 and 4 together on a 11” x 17” sheet of paper, and then on the reverse side, copy 

Pages 2 and 3 side-by-side.

a.  If you are having a printer do this job for you, they should know just by looking at the finished product, how to print the job.

5. Fold the paper in half, to make it 8 ½” x 11”, and then fold in half again, and seal the mailing opening with a sticky tab or piece of tape.
a.  Check with the post office to determine postage before sending out.
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Your Name

Return Mailing Address

City, State, Zip

 
The REal Deal





The REal Deal Newsletter





Brought to you by:  Business Name





Points of Interest…





Latest Loan Modification Scams…Protect Your Clients!


Write More Sales Contracts when Using Facebook


Use Stories to Sell Your Listings!








This is the section where you can write a bit about yourself or your company:





How long you’ve been in business in the area.


Your areas of expertise (niches).

















You are the trusted real estate advisor, so it’s likely that past clients will contact you when they are struggling with their mortgage payment or have received information in the mail on loan modification or avoiding foreclosure.  Here’s some information on the latest scams out there:





Phony Counselors – 


Scam artists present themselves as “counselors” who will negotiate a deal with the lender IF the borrower pays a fee first.  Some scammers even require that all the mortgage payments be made to them while they negotiate on the borrower’s behalf.  





Fake “Government “ Modifications – 


Scammers will claim to be approved or affiliated with the government.  Their documents and website will use terms like “federal” and “TARP”.  They will claim a fee is necessary to use the modification program.  Borrowers should call their lenders directly to find out if they qualify for a government loan modification.





Bait and Switch – 


The scam artist tells a borrower that by signing loan                                                  modification documents the existing mortgage will become                                           current.  What the borrower is really signing surrenders title                                       to the scammer in exchange for a “rescue loan”.  





Rent-to-Own or Leaseback Schemes  – 


Scammers tell borrowers that if they will surrender title to their home that they can stay there as a renter, and then buy the home back in a few years.  The scammer then raises the rent over time to the point they can’t pay.  The scammer evicts the borrower and sells the home.  Another variation is when the scammer has the borrower sign over title and move out.  They promise to find a buyer for the home and share part of the profit once the home is sold.  What really happens is that the scammer rents out the home, never making the mortgage payments and lets the lender eventually foreclose, while they walk away with all the rent money. 


 


Bankruptcy to Avoid Foreclosure – 


The scammer promises to negotiate a refinance with the lender for a fee.  He pockets the fee and files a bankruptcy in the name of the borrower without the borrower’s knowledge to temporarily stop the foreclosure process.   The borrower thinks things are going well because the collection calls stop.  


 











Protect Your Clients from the Latest Loan Modification Scams!
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Your mission statement…





Fill in your 


mission statement here.





Contact Information:





Name


Title





Address


City, State, Zip





Phone #:


Email Address:


Website Address:
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How to Write More Contracts Using Facebook





About (fill in your name or company name)…





Social media experts are saying you should:





Use Facebook to get “exposure”


Not talk about business


Connect with thousands of people





I don’t know about you, but you can’t “spend” exposure at the grocery store or pay for your kid’s college education.   Facebook is all about making money—otherwise, why bother? 





Plus, Facebook has awesome SEO (search engine optimization) and here are some tips to help you get found…and make money!  





Gaining Exposure – 





You probably already know that the first thing you have to do is set up a “friend” page.  But the big bucks are made with your “fan” page.  Choose a distinct name that specifically identifies the services that you offer and what you do.  For example: “Selling Homes In Houston” or “Realtor Helping Veterans In Connecticut” or “First-Time Buyer Expert In Chicago.”  The cool part is that even though you have one “friend” page, you can have an unlimited number of “fan” pages so you can set up fan pages for different niche services that you offer.  


 


Talking Business – 





On your fan page, discuss your real estate business 80% of the time. For the other 20%, ask a loan officer, title rep and/or home inspector to regularly post info pertaining to buying and selling real estate.  





Post local sales stats. 


Post your listings and homes that you sold. 


Talk about how you helped someone buy their first home.  


Testimonials are a definite post, too.   





 If you have several fan pages, only post information that is specific to that niche.  Yes, every once in a while, post something personal (that builds rapport) but post only positive comments.  Nobody cares, they can’t do anything about it anyway, and negative people will not buy! 


 


Strategic Friending – 





Don’t accept every single friend request just because you want people to know how many friends you have. Yes, it’s tough to determine whom you might get referrals from, but a magician in South America?  Come on!  Strategic friending also includes YOU identifying whom you want to be friends with.  Once they accept your request, ask them to become a “fan” of yours and give them the link to your fan page.  If you have several fan pages, determine which niche they fall into and direct them to that specific fan page.  


 


Making Money – 





Offer webinars, seminars, video tips. Offer free reports or white papers. Free credit reports (work with your loan officers for this one).  Free CMA.  Give them links to opt in and join your email list.  Make it a goal to add at least 10 people a week to your email list and I’ll guarantee you that if you stay in touch with your fans, you’ll write more contracts.
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Include your


photo here.





Include your


contact info here.








Longer copy, especially in the form of a story, sells.  





Take out a ¼ page ad.  Include the story in the listing description (MLS).  


Post the story of your listing on Facebook.  


Send it out in an email with the subject line:  Do You Know Anyone Who Wants a Big Back Yard?  


 


Well, you get the idea.  Your challenge is to find the story of the home.  Marketing your listings is part story telling!  Tell the story well.





Let’s face it, we all love stories. What’s more, stories can be used effectively to help sell your listings.  So, have you considered telling the “story” of the home, instead of the property address, square feet and number of bedrooms?


 


Let’s assume that you’ve just listed a home in a subdivision that has 3 others that are similar in price.  You have to do some digging, but find out what’s different with your listing (versus the others) and write the story.  But first, some tips.


 


The headline must be written in such a way that people want to                                                     read more 


Headlines or copy in all capital letters are hard to read 


Use short sentences and bullet points 


Start with the negative 


Pictures should reinforce the story 


Write for a specific audience


 


Here’s an example of a story-selling ad where there is no family room, but a big back yard!  











Big Back Yard To Die For!





Do you need a family room?  Or would you rather have one of the largest back yards in the neighborhood?





In addition to 3 bedrooms & 2 baths, your family will love the outside living space, with


Concrete Patio for dining & barbequing


Space to play with your children


Both shady and sunny areas to enjoy





Invite the neighbors.  There’s enough room for entertaining your family and friends.  Oh, and don’t forget the house—just painted and new appliances!





Story Selling: How to Sell Your Listings Using Stories!

















