



MarketWatch and HomeLoan Marketing Plan…

Step 1.
 Get request via email   -   take off of GetResponse.com

Step 2.  Call immediately, if you have phone number


  If no phone #, email immediately 

Call – If you get them, 

(Have a notepad with you so you can take some notes and start asking questions. It’s not even so important what YOU say…it’s more important what THEY say.  If they answer the phone, or initiate the call, they’ve automatically passed the first of our 5 tests…willing to engage in a dialogue.)

 

________________________________________________________   ? (Name) 

Hi, it’s Barbara Farner calling from Living In ______________________________________.com – 

I got your message about our MarketWatch subscription… is now a good time to talk for just a few minutes?

If YES, get them talking about their plans. 

What’s bringing you to our area? 

_____________________________________________________________________________________

 

Determine if they know what they want, realistic and if they’re moving in the next 12 months.

We’re going to know this BEFORE we start offering to do ANYTHING for them.
 

Can you tell me about your plans?  ________________________________________________________

_____________________________________________________________________________________

or

What are your plans for your move?  _______________________________________________________

_____________________________________________________________________________________

If they’re coming from out of town…Have you been to DFW?  …Or know much about the Metroplex area?  _____________________________________________________________________________________

or

Do you know what areas you like?  ________________________________________________________

What areas are you considering ___________________________________________________________

Are there any other areas would you consider? _______________________________________________

When are you coming to town?____________________________________________________________

What kind of house are you looking for? ____________________________________________________

__________________________________________________________________________________________________________________________________________________________________________

When do you plan on moving?  ___________________________________________________________

Have you seen anything you like?  _________________________________________________________

Is YOUR house on the market now?  _______________________________________________________

How can I best help you right now?  _______________________________________________________

Play detective - are they 5-star prospects?

NO now is not a good time to talk, you want to find out when would be a better time.
You’ll know in the first 30 seconds whether someone is going to pass test #2 – are they friendly and cooperative?  You can tell a lot by someone’s tone and responsiveness on the phone whether they’re friendly, cooperative and willing to share with you, or whether they’re going to be difficult or are using you for information.

Call - leave message – 

Hi, I’m calling for ___________________… this is Barbara Farner from Living in North Dallas.com 

or Living in Flower Mound.com 

or Living in Coppell.com 

or Living in Frisco.com 

or Living in Dallas Texas.com along with Robin Cooper

I’m putting together you market watch subscription today and I have a couple of quick questions… can you give me a call at 214 293-3436 (cell) 

or 1 800 929-8354   press 1 then extension 9200.  (for out of town requests)
It is ____________ o’clock now and I’ll be here until ________________.  If you do not catch me today, I’ll be back in the office tomorrow morning at ___________, ok?    Thanks.

After leaving message send them email:

Hi ___________,

I just left a message on your voice mail…

I’m putting together your marketwatch subscription and I have a couple of quick questions.

Can you give me a call at 214 293-3436    or  1 800 929-8354 press 1 then extension 9200

Or let me know if there’s a time and a number where I can call you …

Thanks.

Until next time,

Barbara Farner

Livingin_________________________.com

No reply from either left message or email –

Forward the original email above to them at the end of the next day with a short pre-message…

Is this the correct email address for  _________________________________?

 + original email following…

Marketwatch request with no phone #

Use the script for the phone message

I’m putting together you market watch subscription today and I have a couple of quick questions… can you give me a call at 214 293-3436 (cell) 

or 1 800 929-8354   press 1 then extension 9200.  (for out of town requests)

It is ____________ o’clock now and I’ll be here until ________________.  If you do not catch me today, I’ll be back in the office tomorrow morning at ___________, ok?    Thanks.

Then go through the rest of the steps as normal…

If you haven’t heard back from them, about a week later send an email…

To:

Subject:  Your ____________________ MarketWatch Subscription…

Hi __________________,

I didn’t have any luck trying to reach you by phone or email this week…and I just wanted you to know there’s a real person behind these emails (.

Are you still interested in a Free MarketWatch subscription for the _________________ area?

The reason I was trying to reach you is because we have two different MarketWatch programs.  If you are going to move in the next 4 – 6 months or more, we’ll send you updates by mail every two weeks of ALL the homes that come on the market in that 2 week period.

It’s great for getting familiar with the market, area and keeping informed.

If you are going to buy a home in the next couple of months, you may want to get more frequient updates on more specific areas, neighborhoods or a narrower price range.

This is called our HomeSearch Program.

Would you just reply to this message and let me know a little about your plans, so I know the best kind of information to send you?

Thanks.

Until next time,

Barbara Farner

Livingin  ___________.com

972 355-5629

800 929-8354  press 1  then extension 9200

MarketWatch Plan…once on it…
NOW prospects – Put on HomeSearch Program  

Put on lead generation sheet and in weekly tickler file

Mail Tuesday to receive by Thursday – 

Cover letter + This week’s newsletter + MLS Sheets

Follow up call (or email if do not have phone #) on Monday – + Robin’s call

Did they get information?

Have a chance to review or drive by any of them?

Anything look interesting enough to make an appointment to see?

LATER prospects – Put on MarketWatch Program 

Put on lead generation sheet and in every two-week tickler file

Mail every two weeks on Tuesday to receive by Thursday - 

Cover letter + This week’s newsletter + MLS Sheets

Follow up call (or email if do not have phone #) on Monday – + Robin’s call

Did they get information?

Have a chance to review or drive by any of them?

Anything look interesting enough to make an appointment to see?

NEVER or 6 months + prospects – Put on MarketWatch Monthly Program 

Put on lead generation sheet and in monthly tickler file

Mail every month on first Tuesday to receive by Thursday - 

Cover letter + This week’s newsletter + MLS Sheets

Follow up call or email the next Monday

Did they get the information?  Do they have any questions?

HomeLoan Plan…once on it…

NOW prospects – Put together Home Loan Report 

Mail Tuesday to receive by Thursday – 

Cover letter + HL Report

Follow up call (or email if do not have phone #) on Monday – 

Did they get information?

Have a chance to review?

Do they have any questions?

Would they like to subscribe to the FREE HomeSearch Program?  

Put on lead generation sheet and in next week’s tickler file to ask again if no answer

LATER prospects – Put together Home Loan Report  

Mail Tuesday to receive by Thursday – 

Cover letter + HL Report

Follow up call (or email if do not have phone #) on Monday – 

Did they get information?

Have a chance to review?

Do they have any questions?

Would they like to subscribe to the FREE MarketWatch Program?

Put on lead generation sheet and in two week’s tickler file to ask again if no answer

NEVER or 6 months + prospects – Put together Home Loan Report  

Mail Tuesday to receive by Thursday – 

Cover letter + HL Report

Follow up call (or email if do not have phone #) on Monday – 

Did they get information?

Have a chance to review?

Do they have any questions?

Would they like to subscribe to the FREE Monthly MarketWatch Program?

Put on lead generation sheet and in next month’s tickler file to ask again if no answer

(Any that we can’t reach by phone or email will automatically go on the LATER plan.)

Additional items to send potential prospects  - the LATER and NEVER ones…

Maybe the NOW ones if the relationship doesn’t feel quite solid or they are out of town buyers…

Always ask that they pass the information on if they know of anyone that might be interested…

EOS post cards

Newsletter

Endorsement letters

Letters from the heart

Information about my new listings

Information about my homebuyers class

Articles or web site links of local interest

Virtual tours of homes that fit their criteria

