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Introduction

RealtyJuggler comes with hundreds of letter templates that you can use in your marketing activities.  Some of the letters are bundled Drip sequences allowing you to send a series of time-released letters.  Other letters are geared for rental management and prospecting.  All of the letters come in two versions – an English version and a Spanish version.  These letters can be used as-is or tweaked to fit your needs.  They can be used in printed form or sent as e-mails.  In either case, appropriate formatting of the letter is automatically applied for you.  You can edit and proof individual letters before they are sent, or printed.  Finally, you can use your own custom graphical header and footer as a letterhead.  This letterhead can include company logo, a photo of yourself and anything else that you would like to include in all of your correspondence.

This document contains a full list of letter templates and their contents for your easy reference.  Many realtors will start with the standard letter templates and tweak them for their own needs.

Using Variables in Letters

Letter templates can have variables embedded in them.  These variables get filled in before you send your letter and can include your signature line at the end of the letter, the name of the person that the letter is to as well as a number of other variables.  These variables can be used in either the subject or body of the template.  Below is a list of the variables that are available:

The two most common variables are:
· %Salutation% - the combined first name and spouse first name of the person you are sending the Email to.  Can be personalized by going to the Main:Contacts:Address section of the Contact record and modifying the Salutation field.
· %Signature% – goes at end of email and is your contact information
The comprehensive list of all mail merge variables available is listed at this link:

https://www.realtyjuggler.com/Variables
We vs I
The letters are written in a personal style, but also imply you (the author) are part of a larger team.  For example:
I would like to thank you for contacting us.

This combination tends to provide a personal appeal, while also providing assurance that an entire organization is ready to assist in the selling or buying of a property.

Tweaking the Letters
The letters in the RealtyJuggler letter library can easily be tweaked to suit your own needs.  Take a look at Video Tutorial 16 and 17 for instructions on to how to adjust the letters to your own specific requirements.

Letter Library

The letter library is listed below, one page per letter.  Keep in mind that there are Spanish versions of all of these letters.  You can use these letters for both Email and printed mails.  You can use these letters as a starting point for your own letters.  They are completely customizable.

Blank Letter

Subject: email subject

Dear %Salutation%:



LETTER GOES HERE


Sincerely,

%Signature%

Referral - Confirm Referral ???
Subject: Thanks for the referral

Dear %Salutation%:

This Email is to confirm the referral of:

???Client Name???
from our office to yours.

The terms of the referral are as follows:

???Referral Terms???
Thank you.

Sincerely,

%Signature%

P.S. I would appreciate it if you could keep me updated as to progress.
Referral Solicitation

Subject: Are you looking for a great Realtor?

Dear %Salutation%:

My name is %AgentFirstName% %AgentLastName% and I am with %AgentCompany%.

Please think of me should you, or anyone you know, need a real estate agent.

I have worked in %MarketArea% for the last several years and am familiar with many of the neighborhoods and the surrounding community.

It would be a privilege to assist you in any way that I can.
Sincerely,

%Signature%

Referral Solicitation - Garage Sale

Subject: Are you moving?

Dear %Salutation%:

A garage or yard sale sometimes can mean you're moving.  If you are moving and you would like to know the current market value of your home, please email or call me.  I can complete a complimentary market evaluation of your home's value.
I have sold many homes in %MarketArea% and have established a reputation as a hard working real estate agent who cares enough to follow-through and get the job done.

If you're searching for a new home, I have contact with professionals throughout the area that will be very helpful to you.

Thank you,

%Signature%

Referral Solicitation - Employer

Subject: Real Estate counseling available

Dear %Salutation%:

I am a real estate agent with %AgentCompany% in %MarketArea%.  I specialize in finding housing for relocations and new hires for local businesses. Real estate counseling can be an extremely valuable service that you can offer your employees.

Because job transfers can often be stressful for the entire family, I can help by showing new hires the area, housing opportunities close to work, and the relative benefits of living in the vicinity.

A qualified real estate agent is also an excellent source of information regarding available rental housing and other short-term lodging opportunities. Please give me a call or email me if I can be of assistance. 

Sincerely,

%Signature%

FSBO - New Listing

Subject: Is your House Priced Right?

Dear %Salutation%:

I noticed that your house is for sale. I am a real estate agent specializing in homes in %MarketArea% and would like to introduce myself. You may have seen my For Sale and SOLD signs in the yards around your neighborhood.

Determining the right price to ask for a house is critical. A price too high and the house will sit unsold.  A price too low and you could be walking away from profits.

I would like to offer my professional Comparative Market Analysis (CMA) services in determining the best price for your home.

As a real estate agent who has sold many houses located in your vicinity, I have unique insight.  I would be glad to share market statistics from our Multiple Listing Service and information about recent sales in your neighborhood.  I could also introduce you to some of the additional services that I offer my clients, such as pre-qualifying buyers, broker caravans, as well as negotiating and handling all the necessary paperwork for a transaction.

I'd like to call for an appointment in order to provide you with a complimentary CMA.

Sincerely,

%Signature%

P.S. You are under no obligation to use me as your listing agent.  By offering this free CMA service to the area, it allows me to keep on top of the market and better service the clients I do have.

FSBO - Slow Selling

Subject: Is your House still for sale?

Dear %Salutation%:

I haven't seen an ad for your house in a while. I would like to offer my assistance as real estate agent that specializes in selling homes in %MarketArea%. Whether you'd like to know about all the paperwork or you're interested in a referral to an escrow company, I'd be happy to help you without obligation.

If you are looking to make a change, why not give me the opportunity to sell your house?  I only receive payment when I produce results, which means you can be assured that I am highly motivated to find as many qualified buyers as possible to look at your property.

I have an extensive list of contacts and a lot of experience that can be helpful to you. Just phone or email me to discuss what is possible.

Thank you,

%Signature%

P.S. I am in constant contact with buyers looking for houses in your neighborhood, so I know I can help you.

FSBO - I Can Sell Faster

Subject: I can sell your house faster

Dear %Salutation%:

Because of the attention and time that selling your own house demands, you may not have noticed how quickly similar houses in %MarketArea% have sold.  The average days on market for houses listed using our Multiple Listing Service is ???DAYS??? days.

Listing a home with a Realtor provides you with the fastest way of reaching the largest number of qualified buyers. Having the most buyers interested and looking at your home with the intention of buying, translates into higher and more competitive offers.

As an agent that specializes in selling homes in %MarketArea%, I have expertise in local market conditions and am in constant contact with a large number of buyers who are looking to purchase a home in your neighborhood.

Why not give me a call or email me so we can discuss how I can help you?  I can provide a complimentary Comparative Market Analysis (CMA) and also give insight into the local market conditions.

Sincerely,

%Signature%

P.S. I frequently bring buyers into the neighborhood to see other homes.  If none of the homes that are listed on the MLS meet my client's needs, would you mind if I send them to you?

FSBO - Noticed Your Ad

Subject: I noticed your Ad in the local newspaper

Dear %Salutation%:

I noticed your For Sale by Owner (FSBO) ad in the newspaper today. I'm a real estate agent that specializes in selling homes in %MarketArea%.  I'm sure you've already discovered how much work goes into selling a house.

Determining the right price, qualifying buyers, negotiating, legal fees, advertising, paperwork and all of the follow-up with prospective buyers takes a lot of time. That's time you probably don't have or time you'd rather spend doing other more enjoyable things. If you find progress is slower than you'd like, or you're looking to make a change, please consider my services.

Why not give me a call or send a quick email so we can discuss how I can best serve you? Of course, you are never under any obligation. I'm always happy to share my insights into the local market conditions and latest sale prices of houses in %MarketArea%.  
Sincerely,

%Signature%

P.S. I frequently bring buyers into the neighborhood to see other homes.  If none of the homes that are listed on the MLS meet my client's needs, would you mind if I send them to you?

Prospect - For Rent

Subject: Are you interested in Professional Rental Management or a Fast Sale?

Dear %Salutation%:

Recently, I noticed a For Rent ad in front of your house.  Renting a house is risky business, especially when you aren't available to supervise the property yourself.

As a real estate agent, I specialize in rental management as well as home sales.  In the course of my job as a professional real estate agent, I am frequently in %MarketArea%.  I would like to help you.  I already manage several properties in the area and can keep a close eye on your property to assure that it is properly maintained.  Additionally, I can place your rental property on our Multiple Listing Service (MLS) and do credit and background checks for potential renters.  This is the fastest way for you to find qualified renters.

If you are looking to get out of the rental business, I'm also in an ideal position to quickly sell your property.

Why not give me a call to discuss your specific needs?  Or if you prefer, just send a quick email. You already have much invested in your vacant property, so let me offer to help you in any way I can.

Sincerely,

%Signature%

P.S. I am only paid if I sell or rent your house.  So, you have nothing to lose!

Prospect - Confirm Appointment

Subject: Confirm Appointment with %AgentFirstName% %AgentLastName%

Dear %Salutation%:

This is to confirm our appointment on:

???MEETING DATE???
at:

???MEETING LOCATION???
I'm looking forward to working with you and your family.  What we should accomplish is to understand your home needs, your price range, the time frame for your purchase, and the areas you might be interested in.  We can then focus on seeing the homes that meet your criteria.

There are so many excellent homes to select from.  I am confident that I will be able to find just the right home for you.

Thank you for your confidence,

Sincerely,

%Signature%

P.S. If you need contact information for a mortgage professional, I know some great ones in %MarketArea% and can provide that information for you. 

Prospect - Expired Listing

Subject: Is your house still for sale?

Dear %Salutation%:

Your real estate listing on the local Multiple Listing Service (MLS) has expired, and frankly, I'm surprised.

I'm an agent who's known for selling homes that have been on the market for a while and I would like the opportunity to meet with you and show you how I can quickly sell your home.

Sometimes even the most desirable houses do not sell right away. Sometimes it's due to circumstances, but usually it's due to poor marketing on the part of the listing agent.

I've seen your property and have reviewed your listing. After some careful consideration, I believe I have a new plan that you're going to like. I am a person who faces a challenge head on and I'll work tirelessly for you to get your property sold at the right price. You deserve to get a fair return for your house, something I can assure using my skills as a negotiator.

As you know, most homes are sold in the spring-summer months. Time is a factor, and acting quickly is important to implement this new strategy. Missing even one single potential buyer could mean the difference between selling now and selling next year.

I'd like to call you shortly to set up a time when we can discuss how I can best serve you.

Sincerely,

%Signature%

P.S. I don't get paid unless your house sells.  With my past track record, please be assured that I won't go hungry!

Prospect - Sell Side Thanks for Preview

Subject: Thanks for the Preview

Dear %Salutation%:

Thank you for allowing me to visit with you and preview your beautiful home. I know that this property will be very easy to sell in today's market.

I know you are interested in what %AgentCompany% and I have to offer you. We will do everything possible to ensure a quick sale for the best price.  We do this through extensive marketing and contacts.  I specialize in selling homes in %MarketArea% and am frequently in contact with buyers looking for a home just like yours.  Therefore, I am confident that we can quickly generate interest and buyers to your house.

Our office and sales associates have an excellent reputation in %MarketArea%. We pride ourselves on excellent service and satisfied customers. It's what our business is built on.

I'll be calling in a couple of days to further discuss your terrific possibilities. Again, thank you for your time and consideration.

Sincerely,

%Signature%

P.S. It was my pleasure to personally meet with you and view your beautiful home.

Prospect - Chamber of Commerce

Subject: Moving Assistance Available

Dear %Salutation%:

In speaking with the Chamber of Commerce, I've learned that you are interested in moving to our community. Let me be the first to welcome you to the area. I am a real estate agent with %AgentCompany% and specialize in relocations. Our relocation assistance can make the difference between a stressful move and a smooth one.

Some of the special services I extend to out-of-town buyers is pre-screening homes and scheduling several back-to-back showings to save you time. This can be particularly helpful if you are only in town for a day or two. I can even pick you up and drop you off at the airport!

My experience in %MarketArea% is unparalleled. Whether it's information on up-and-coming neighborhoods, places of worship, schools, or just questions about the local housing market, I can help.
I know from personal experience how overwhelming a move can be. There are so many things to consider and so many questions that come up. Since I've lived and worked in this community for years, I'd be glad to show you around and answer any questions you may have. I invite you to call or email me today to discuss your real estate needs.

I look forward to visiting with you.

Sincerely,

%Signature%

P.S. I also am in close contact with many mortgage brokers that can help you get pre-qualified for a home loan.
Prospect - Looking for Fast Sale?

Subject: Are you looking to Sell your House quickly?

Dear %Salutation%:

I specialize in helping individuals get their home sold quickly with maximum return on their investment. 

Is there a move in your future? If so, please call me to set up a convenient time to discuss how I can help.

Sincerely,

%Signature%

Prospect - Let Me Introduce Myself

Subject: Let Me Introduce Myself

Dear %Salutation%:

My name is %AgentFirstName% %AgentLastName% and I am a real estate agent with %AgentCompany% in %MarketArea%.  I am active in the community and have an in-depth understanding of market conditions. This allows me to meet the needs of my clients, whether they're purchasing a home, selling, or even renting. Sellers know they can rely upon me for an unbiased Comparative Market Analysis (CMA) of their home's value.

I am dedicated to meeting your every need and going the extra mile. Your best interests are my number one priority. With the backing of the most respected company in the area I can help make your dreams a reality.

Call or email me today so we can discuss your real estate needs.

Sincerely,

%Signature%

Prospect - Thank You

Subject: Thank You

Dear %Salutation%:

Thank you for taking the time to talk to me about our real estate market. I have been fortunate to serve many happy clients and it is my hope to someday serve you.

When you need a competent real estate professional or advisor, please keep me in mind. Or, if you know of others who are looking to buy or sell a home, please give them my name.

If you have any further questions, please don't hesitate to call or email me.

Thank you

%Signature%

P.S. We have many services to offer if you should need us in the future.

Prospect - CMA Results

Subject: %HomeAddress% Comparative Market Analysis (CMA) Results

Dear %Salutation%:

The enclosed Comparative Market Analysis (CMA) indicates a preliminary market value for your property. I feel that the properties used for this comparison are fairly close in nature to your own property as well as being located in the same or a similar neighborhood.

%AgentCompany% considers a professional CMA an important first step in putting a house on the market. There are a number of additional factors that can positively affect the sale price of a home, which I would like to share with you.

I'll give you a call soon to see about scheduling a time convenient for you to meet and discuss any questions you might have.

Sincerely,

%Signature%

P.S. The CMA value varies by the time of year, so to get top dollar for your house you don't want to wait.

Prospect - Offer to Do a CMA

Subject: Are you thinking of selling your house?

Dear %Salutation%:

I am a real estate agent who specializes in selling homes in %MarketArea%.  I have done so successfully for the past several years. I would like to offer you my Comparative Market Analysis (CMA) services. A CMA is the best way to determine what your home is worth.  Regardless of which real estate agent you use to sell your home, it is important to have a several agents provide you with a professional Comparative Market Analysis.

Just give me a call or email me and we can set up an appointment for your complimentary CMA.

Sincerely,

%Signature%

P.S. Deciding how much to sell your home for can make the difference between a quick sale and your house sitting on the market with no offers.  I promise to give you an honest appraisal of what you can get and I won't sugar coat the results.
Prospect - Agents Own Neighborhood

Subject: Are you Thinking of Moving?

Dear %Salutation%:

You may have noticed my SOLD signs on some of the homes in your neighborhood, but you may not know that I am also a neighbor.  I have lived here for many years and have had the good fortune to represent friends and neighbors in selling their homes.  I am personally aware of the advantages of living in this neighborhood which is exactly why I live here myself!
If your family is contemplating a move, I would appreciate the opportunity to discuss with you the services that %AgentCompany% has to offer.  I can be of assistance in explaining the current buying and selling trends, methods of financing, and can help you determine the current market value of your home.
I hope you'll give me the opportunity to be of service to you.

Thank you,

%Signature%

P.S. If you know someone who's looking to sell a home in our neighborhood please let me know.

Prospect - New Job/Transfer

Subject: Congratulations on your new job assignment!

Dear %Salutation%:

Congratulations on your new job assignment!

My name is %AgentFirstName% %AgentLastName% and I am with %AgentCompany%.

If you have a need to sell your home, I would be happy to offer my professional services. As a real estate agent I can:

- Market your property and provide you with a qualified buyer

- Arrange financing and handle all the paperwork

- Negotiate the best possible sale price for your house

Please call or email me for a free, no obligation analysis of your home's value and current market conditions.

Thank you,

%Signature%

P.S. Again, Congratulations!

Prospect - Interested in Buying?

Subject: Looking for a New Home?

Dear %Salutation%:

There are many exciting things happening in the current real estate market in %MarketArea%, and since you are considering the purchase of a home, I wanted to offer my services.

Since the market is active, now is a good time to make a move.

Just give us a call or send an email.  I would love to speak with you!

Thank you, 

%Signature%

P.S. Owning a home is the best investment you can make.  You live rent-free in an asset that appreciates over time.  And best of all, it's yours!

Prospect - Thinking of Moving?

Subject: Are You Thinking of Moving?

Dear %Salutation%:

If you are considering a move, I'd like to help to make your home buying experience easier and more convenient!

%AgentCompany% and I have one of the most advanced real estate systems in the market today. I can give you the competitive edge to quickly find the home that fits your lifestyle and I'll make sure your real estate transaction is a smooth process from beginning to end.

Let me show you how I can help put your family in your new home sooner than you might ever have thought possible.

I'd like to give you a call to discuss your real estate potential. In the meantime, if you've seen a property that you're interested in, just call or email me and I'll set up an appointment to view it.

Thanks for your consideration,

%Signature%

P.S. I have relationships with several excellent mortgage brokers who can provide assistance in getting a loan.

Prospect - Investor

Subject: Investment Properties

Dear %Salutation%:

My name is %AgentFirstName% %AgentLastName% and I specialize in working with investors. Over the span of my career, I have worked with many clients. Some have established large real estate portfolios, some have liquidated their holdings, and others have just had questions or called me for a bit of advice.

I'd like to offer these same services to you without obligation. Call or email me with your questions so I can help.

Thank you for your consideration,

%Signature%

P.S. I can find properties for you with positive cash flow and current renters.

Prospect - Purchasing Foreclosed Properties at Auction
Subject: Auction Hunters
Dear %Salutation%:
In today's market many foreclosed properties are being offered at auction.

While there are deals to be made, this tactic can also backfire if you haven't properly prepared.

Know the area where your potential properties are located.  Check out what other properties in the area have sold for.  Find out if any zoning changes have been approved in the area.

Make sure you research every property you're interested in as far as what's owed.  Is there more than one mortgage, any other liens against the property, what about property taxes, are they up to date?

Make sure you've inspected the subject properties.  You don't want to end up having to spend tens of thousands of dollars on repairs once you've become the proud new owner.

Have a set price you will pay, and walk away if the bidding goes over that price.  Auctions are notorious for the bidding frenzy that takes place.

You need to have financing in place.  Most auctions expect the full purchase price to be paid within thirty days. 

Auctions can and are, cancelled at the last minute.  Make sure you call the auction house the day before and the day of the auction to make sure it's still on.

Did you notice I've always mentioned 'properties' not just one property?  That's because at an auction, there's a good chance you'll be outbid by someone else.  Having more than one property on your list of prospects will keep you from thinking that you MUST get a specific property.

The above are just tips, but you really shouldn't go it alone.

As a licensed real estate agent, I've been through the process many times.  I'd be happy to be your guide from beginning to end, and help set up property inspections, discussions with contractors, and review the areas where you're looking to purchase.

Call me today.

%Signature%  

P.S.  Let's discuss what you're looking for, I have quite a few listings, one might be just the property for you. 

Prospect - Working with an Investor
Subject: Real-Estate Investment
Dear %Salutation%:
I am a real estate agent who specializes in working with investors.  Are you looking for an agent who can work quickly, and help you sell a property?  

If you're looking to flip a property for a quick profit, I can work both the purchase and sale of the same property, offering a special commission discount.

I know the areas that have the best resale potential, as well as the strongest real estate rental markets. 

I have worked with other investors on like-kind exchanges, and larger deals, such as apartment buildings.

If you're looking for properties within a specific price range, with certain characteristics, or even distressed situations, I have multiple listings, one will surely interest you.  

It can be helpful to have a real-estate agent in your corner.

Give me a call today.
Sincerely,
%Signature%

Prospect - Like-Kind Exchanges
Subject: Like-Kind Exchanges

Dear %Salutation%:

One of the benefits of owning property for investment purposes is the ability to take advantage of a 1031 like-kind exchange, sometimes called a tax-deferred exchange.
Instead of selling the existing units, paying capital gains, and then purchasing new units, you can use a like-kind exchange to swap a similar property with another owner.  While it does not eliminate the taxes, it can defer them indefinitely.

I specialize in working with investors and can help if you are interested in pursuing a tax-deferred exchange. 

If you are thinking about replacing existing rental units with units in a different location, I may be able to find a like-minded investor for you to work with.

Call me today to discuss your options.

Sincerely,

%Signature%

Prospect - University Investment Property Opportunities
Subject: University Investment Property Opportunities
Dear %Salutation%:

Do you have a high-school son or daughter who is thinking of going to college?  Have you considered purchasing a property on or near the campus?  

If the property is multi-unit, your child could live in the unit rent-free and act as a property manager.  This could be an affordable way to defray the costs of college, while at the same time providing long-term investment opportunities.

Taking responsibility for the maintenance and upkeep of a rental property is an excellent way for your son or daughter to learn common-sense business skills.

College towns are traditionally stable real-estate markets, particularly for rental dwellings.  Students, faculty, and the campus personnel all need a place to live. 

Give me a call if such scenarios interest you.  I specialize in putting deals like these together and can help identify target properties that meet these unique criteria. 

Sincerely,

%Signature%

Prospect - Low Interest Rates

Subject: Now is the Time to Buy a New Home!

Dear %Salutation%:

With interest rates lower than they've been in years, many of my clients and friends are thinking about moving to a larger home.

With this in mind, I would like to prepare a FREE market analysis of your property. This thorough evaluation will reveal the estimated present market value of your home along with the estimated net proceeds resulting from a sale at that price.

Call or email me for this no obligation service.

Sincerely,

%Signature%

P.S. Knowing the value of your home is essential for profitable results.

Prospect - Why Rent when you can OWN?

Subject: Why Rent when you can own your own home?

Dear %Salutation%:

Are you tired of paying rent without getting anything back?  Why not pay a mortgage instead and start building equity in your own home?

Now is a great time to consider the advantages of home ownership.  I am a real estate agent specializing in helping first-time homebuyers.  

Why not give me a call and we can talk about finding your dream home?

I look forward to hearing from you.

Sincerely,

%Signature%

P.S. There are many home loan programs available for first time homebuyers.  I can put you in contact with some great Mortgage Brokers that specialize in low or no down payment options.

Buyer - Service Report
Subject: Your Buyer Service Report
Dear %Salutation%:

I am including a web link to a password protected and encrypted report with information on the homes we have previewed.   I thought you might find this information helpful in narrowing down your home search.
%ServiceReportURL%

Sincerely,

%Signature%

Buyer - From Out of Town

Subject: I have found some Great Homes for you to see

Dear %Salutation%:

It was a pleasure speaking with you again.

I have begun previewing some homes that meet your requirements and price range, and I've found several that I believe you should see.

Please call or email me if your plans change. I'm looking forward to meeting with you and showing you the sights!

Sincerely,

%Signature%

P.S. You have picked a perfect time to purchase a home.  There are many great choices available and excellent prices.

Buyer - Here's the Info You Asked For ???
Subject: Here's the Info you asked for

Dear %Salutation%:

Thanks for the request for information on the property located at:

???PROPERTY ADDRESS???
I have enclosed an informational sheet that covers all the amenities and details. Along with that, I'm sending other informational sheets showing homes with similar amenities, all within the same price range and area. Please take a look and call or email me so I can set up appointments for you to view the ones that interest you.

If you should come across any other property that may be of interest to you, just let me know. I'll be more than glad to research it for you and set up an appointment.
Again, thank you. I'll be in touch in a couple of days to see which of the enclosed properties you might like to see.

Sincerely,

%Signature%

Buyer - Thanks for Meeting

Subject: Thanks

Dear %Salutation%:

Thank you for allowing me to spend time with you and your family to discuss the purchase of your new home. It was helpful in allowing me to gain a better understanding of your personal preferences and how I can best serve you.

When we meet next, I'll have a list of properties that match your requirements.  You can then decide which properties you would like to visit.

I look forward to seeing you soon. If you have any questions, don't hesitate to call or email me.

Sincerely,
%Signature%

P.S. I am sure the perfect home is out there, waiting for you!

Buyer - Lets Keep Looking

Subject: Lets Keep Looking

Dear %Salutation%:

This is just a note to follow up with our progress.

We've not found the home that is right for you just yet. However, I believe if we narrow the search criteria and prioritize the items most important to you, we can eliminate the unacceptable choices and key in quicker on exactly what you're looking for.

I am constantly finding new listings, so if there are any changes in your original preferences, just call or email me. We'll keep looking!

Thank you,

%Signature%

P.S. Your new home is just around the corner!

Seller - Thanks for Listing

Subject: Your House is as good as Sold!

Dear %Salutation%:

Thank you for allowing me the opportunity to list your property.

While viewing your exceptional home, it was apparent that you've spent considerable time, effort, and expense on improvements. Because of your house's many features, we should have no trouble finding interested buyers quickly who will pay a satisfactory price.

I will be in contact with you often to discuss the activity on your listing. In the meantime, if there is anything I can do for you, please don't hesitate to call or email me.

Sincerely,

%Signature%

P.S. Please make sure that the house is spotless at all times.  Most agents will call ahead and give you time to pick up before a buyer comes visiting.  But some may not and we want to be sure to make an excellent first impression.
Seller - Service Report
Subject: Your Seller Service Report
Dear %Salutation%:

I am including a web link to a password protected and encrypted report with information on your property and what we are doing to market and sell it.  I'll be updating this report periodically as feedback comes from agents and potential buyers who have seen the home.  You will also be able to see what promotions and other activities have been scheduled.  All you need to do is click on this link periodically to see the latest information.
%ServiceReportURL%

Sincerely,

%Signature%

Seller - Renew Listing Agreement

Subject: Renew Listing Agreement for %HomeAddress%

Dear %Salutation%:

The original term on your listing agreement is about to expire.  In general, inquiries have been good and market activity is on the increase.   I am also following-up on a number of leads as well and am optimistic that we will have an offer within the next few weeks.

Enclosed you will find a listing extension form.  Please sign it and return it to me as soon as possible.

If you have any questions, please give me a call.

Sincerely,

%Signature%

Seller - Listing Release

Subject: Listing Release

Dear %Salutation%:

At your request, this letter is your unconditional release from, and termination of, your listing agreement.

If we can be of further assistance to you, don't hesitate to call or email me.

Sincerely,

%Signature%

Seller - Request Price Adjustment

Subject: Price Adjustment for %HomeAddress%

Dear %Salutation%:

I'm concerned that we have not had many showings of your property, not to mention an offer.

As we discussed in our initial meeting, there are four main factors that make your home attractive to buyers.  They are: location, features, appearance, and price. We can't change the first or second.  You have taken care of the third by keeping your house tidy and clutter-free.

I believe a price adjustment is the best way to spark renewed interest in the property.  It is your decision as to how much of a change we should make, however, based upon other listings and recent contracts I would recommend a new price of:

???NEW PRICE???
I will call you this week with more information regarding recent listings and contracts in your neighborhood and %MarketArea% in general.

If you have any questions in the meantime, please give me a call.

Sincerely,

%Signature%

Seller - Confirm Price Adjustment

Subject: Confirm Price Adjustment for %HomeAddress%

Dear %Salutation%:

I received the signed price adjustment and have already notified the MLS computer system.  For your convenience, I have enclosed a copy of the changes.  The adjustment has also been widely circulated to the agents in our office.  This should bring an increase of activity on your property.

Sincerely,

%Signature%

P.S. I will contact all agents who have seen the house so far with the price adjustment information.  A price adjustment can sometimes sway an uncertain buyer into making an offer.

Seller - Price Adjustment

Subject: %HomeAddress% price Reduction
Dear %Salutation%:

The home at ???PROPERTY ADDRESS??? has just been reduced to:

???PRICE???
Please give me a call if you are if you have any questions or are interested in scheduling a showing.

Sincerely,

%Signature%

Seller - Introduce New Neighbors ???
Subject: Please help me welcome your new Neighbors

Dear Homeowner:

It is my pleasure to introduce your new neighbors, the ???CLIENT LAST NAME??? family.

We've had the distinct pleasure of having just sold them the home at:

???CLOSING ADDRESS???
Sincerely,

%Signature%

P.S. If you know anyone who is interested in buying or selling, just call or email me.

Seller - Thanks for Preparing Open House

Subject: Thanks for preparing for the Open House

Dear %Salutation%:

I appreciated the time and effort spent in preparing your home for the recent Open House. Your home is quite lovely and is a pleasure to show potential buyers.

There were many terrific comments concerning your property and I am truly optimistic about our marketing plan.

Please don't hesitate to call or email me with any questions or comments.

Thanks again for all your help!

Sincerely,

%Signature%

Seller - Thanks for Preparing for Caravan

Subject: Thanks for Preparing for Open House Caravan

Dear %Salutation%:

Thank you for your efforts in preparing your property for the showing that we recently held for our sales associates.  

There were many terrific comments concerning your property and I am truly optimistic about our marketing plan.  I will contact you within the next few days to discuss progress.

Sincerely,

%Signature%

P.S. Should you have any questions, just call or email me.

Seller - Thanks for Listing

Subject: Your house is as good as sold!

Dear %Salutation%:

Thank you for giving me the opportunity to work with you in marketing your home.

Over the next day or two you will see a flurry of activity surrounding your house. We will be entering your listing into the Multiple Listing service, placing yard signs, preparing flyers, installing a lockbox on your front door, scheduling advertising and an open house, as well as taking photos of the exterior and interior of your home.

I'd like to get all these things done quickly in preparation to meet buyers.

Many homebuyers will acquire a lasting impression of your home within the first 30 seconds of walking through the door. So you'll want to keep the house as clean and neat as possible. It can make a big difference in the offers you'll receive. 

Thanks for your help. If you have questions just call or email me.

Sincerely,

%Signature%

P.S. Keeping the outside presentable also gives potential buyers a good view.

Seller - Tell Neighbors of Listing ???
Subject: Help Pick your New Neighbors

Dear %Salutation%:

Because you own a property in the area, I thought you would like to know that the owners at

???LISTING ADDRESS???
have decided to sell their home and have selected me to represent them in the sale.

So, if you know of a friend, relative, or an associate who is interested in living in your neighborhood, please give me a call or send a quick email.

Sincerely,

%Signature%

P.S. If you're considering selling your own house or purchasing another, I would appreciate the opportunity to share the latest sales information with you about the neighborhood. I could also give you a no cost market analysis of your own property's value.

Seller - Business Cards

Subject: Can you please save the Agent's Business Cards?

Dear %Salutation%:

An important component of my marketing effort is the timely follow-up with agents who have shown your property to buyers.

Once showing your house, an agent will typically drop off a business card.  Please keep these cards for me.  If you have a chance, you can use the link below to enter the agents contact information:

%SellerShowingURL%
Once I have spoken with the agents, I'll give you a call and let you know what the feedback was.
If you have any questions, please give me a call.  I'll be happy to assist in any way I can.

Thank you,

%Signature%

P.S. First impressions count.  Please keep your house as neat and clean as possible.

Seller - Forward MLS Listing

Subject: Here's Your MLS Listing

Dear %Salutation%:

Attached is a copy of your property listing. This is how it appears in the Multiple Listing Service (MLS) database for the entire Board of Realtors and to Realtors in the surrounding areas.

If any agents or brokers come to view your property, please let me know so that I can follow-up with them.

In the meantime, I will continue to aggressively market your property.

If you have any questions, please call or email me.  I am always happy to assist you.

Sincerely,

%Signature%
Seller - Notify About Lockbox 

Subject: Your lockbox is UP

Dear %Salutation%:

I have installed the lockbox for your house. This lockbox allows agents to show your home to potential buyers.

We are using new high-security lockboxes that records the name of agents who visit your home.  All agents who show your home are members of our board of Realtors and they accompany any potential buyer at all times.
If you have any questions, please call or email me.

Sincerely,

%Signature%

P.S. Please keep your house as spotless as possible, it will make a good first impression.

Seller - Price Reduction
Subject: %HomeAddress% Price Reduction
Dear %FirstName%,
I wanted to let you know the home at %HomeAddress% has just been reduced to %SellerAskPrice%.
If you liked it at the old price, then you are going to LOVE it at this new, reduced price.
As a courtesy, I am contacting everyone that expressed an interest in the home previously.
Please let me know if you would like to take another look at this home or have any questions.
Sincerely,
%Signature%

Seller - Obligation to Present All Offers
Subject: Obligation to Present All Offers
Dear %FirstName%,

As your representative in the sale of your property at %HomeAddress%, I am obligated to present all offers to you.
These offers must be presented to you, regardless of how competitive they may seem.  Even a low-ball offer must be presented.  I cannot decide which offer is competitive, and which is not.  It is your decision to accept or reject any offer.
It is standard practice that all offers and rejections of offers are in writing.  This makes everything clear to both parties as far as what is being accepted and/or rejected.

I can discuss these offers with you personally, or over the phone.  However, final rejection or acceptance of an offer must be done in writing.  A telephone agreement is not an enforceable agreement in the case of real estate. 
Sincerely,
%Signature%

Seller - Explanation of a Counter-Offer
Subject: Explanation of a Counter-Offer
Dear %FirstName%,
Below is an explanation of the counter-offer process. 

A counter-offer is actually two things:

1. Rejection of the initial offer

2. A new offer which modifies the original offer
The legal implication of a counter-offer is that you have rejected the initial offer.  Once a counter-offer is made, you cannot accept the original offer.
Typically, counter-offers involve modifying the original offer by crossing out specific lines and writing in changes.
Please carefully review any offer or counter-offer.  Small changes can have a large impact. 

Ideally, a counter-offer is a process of negotiation: 

One party gives on one issue, the other party gives on another, and both parties meet in the middle.
I would be happy to help you prepare and present any counter-offer.  If there is anything else I can do to help along the way, please do not hesitate to ask.
Sincerely,
%Signature%

Seller - Home Warranty
Subject: Home Warranty
Dear %Salutation%,

I would like to share with you the benefits of a home warranty.  
A home warranty is one of the best ways to make your house stand out from the rest. It offers buyers peace of mind - they feel they're getting a little something extra.  

Buyers can sometimes have a hard time comparing an older home against one that is new or nearly new.  
They might be concerned about major appliances failing, or unexpected expenses for replacement of a water heater or furnace.  
By including a home warranty, you remove this concern. Buyers then see the benefits of an established neighborhood: mature trees, schools with a proven track record, and more convenient amenities; instead of worrying about replacing that old refrigerator if it dies.

If you are interested in offering a home warranty with the sale of your home, let me know.  I would be happy to get a price quote for you.  
I could then add a sign rider with the "Home Warranty" in front of the house and update the brochures and MLS listing. 
You might be surprised at how such a small thing can help turn a "maybe" into a "yes".
Sincerely,

%Signature%
Seller - Notify About Flyers

Subject: Real Estate Flyers

Dear %Salutation%:

As part of our marketing campaign, we have attached a real estate flyer box to your signpost containing information about your property. This brochure box has proven very successful with other properties we've sold.

I'll check and replenish the flyers periodically. However, sometimes a sudden burst of activity can leave the flyer box empty.

If you find the box is running low, can you please call or email me?

Hope to speak with you soon.

Thank you,

%Signature%

Seller - Inform of Advertising

Subject: Advertising for %HomeAddress%

Dear %Salutation%:

Attached you will find copies of the latest ads we've run in the area about your property.

Our advertising is one of the most effective tools that we have so I'll continue to send you a copy of the ads that %AgentCompany% publishes.

We've selected the local home magazine and newspaper because we receive the most effective response from them. This advertising generates many phone calls on properties that we have for sale. When we get a call about your property, we'll tell you about it immediately and schedule a showing.
Thank you,

%Signature%

P.S. Because most homebuyers make up their mind about a home within the first 30 seconds, it's crucial to keep everything as neat and tidy as possible.

Seller - Sign is Up

Subject: Your For Sale Sign is UP!

Dear %Salutation%:

The For Sale sign is up for your house.

A yard sign is an important marketing tool for us because it helps create a buzz in the neighborhood. Additionally, homebuyers will see our listing when they visit others in the area.

The sign indicates that you are represented by %AgentCompany%, a trusted name in the real estate industry.

Thanks for showing your confidence in me, and %AgentCompany%.

Sincerely yours,

%Signature%

P.S. If you can, leave your porch light on in the evenings.  You never know when a potential buyer might drive by.

Seller - Ask Seller for Improvements

Subject: Showing Feedback for %HomeAddress%

Dear %Salutation%:

There have been several prospective buyers looking at your property, however none have decided to make an offer.  When following up with these potential buyers and their agents, they have provided the following feedback:

???REASONS???
Since it appears that these are minor repairs, I would strongly suggest that they be done as soon as possible so that we may quickly sell your property at the best possible price.  Buyers can get hung up on small issues, as they look at them as extra work they would need to do, if they purchase your home.  If we can eliminate these small nagging issues, I think they potential buyers will be able to focus on the positive aspects of your home.
Sincerely,

%Signature%

P.S. I know of a number of handymen who can make these fixes at a minimum cost.  Let me know if you would like their contact information.

Seller - Open House

Subject: Open House Scheduled

Dear %Salutation%:

To continue our marketing efforts pertaining to your property, we have scheduled an open house on:

???DATE???
Please make sure that the house is in showing condition and all cars are out of the driveway and away from the front of the house.

I will be there during that time to supervise the showing. It would also be best if the property could be vacant at that time.

If this date is inconvenient, please call or email me as soon as possible so I may reschedule.

Thank you,

%Signature%

P.S. Having everything looking neat inside and outside makes for a good first impression.

Seller - Open House Progress Report

Subject: Open House Progress Report

Dear %Salutation%:

I want to thank you for the time and effort that you spent in preparing your home for the Open House. The house showed beautifully! We had a number of prospective buyers visit the home.  

We don't always know what motivates buyers to buy, but I personally will do whatever I can to answer questions and help any prospective buyers who are interested in your house. 

We made a number of contacts that seemed promising so I'll follow up with these and report to you soon.

Sincerely,

%Signature%

P.S. Open Houses are an essential part of our aggressive marketing strategy.

Showing - Ask for Feedback

Subject: Thank You for taking the time to show: %ShowingAddress%

Dear %Salutation%:

Thank you for showing my listing at: %ShowingAddress %
%HomePhoto%
Showing Date: %ShowingDate%
If you or your buyers have any questions, please call or email me anytime. I'll be glad to contact the owner or do whatever is necessary to get your questions answered.

Could you take a few moments to let me know what you and your buyers thought of the home?  You can respond directly to this email, or better yet, click on the link provided below:

%AgentShowingFeedbackURL%

Sincerely,

%Signature%

P.S. Thanks again for showing the home. I'll be sure to contact you should there be a change in asking price or other particulars.

Showing - Feedback to Seller

Subject: Showing Feedback for %ShowingAddress %

Dear %Salutation%:

The general consensus from the agents touring your home was:

???FEEDBACK COMMENTS???
Some of the suggestions for improvements were:

???IMPROVEMENT COMMENTS???
As always, please give me a call me if you have any questions or comments.

I'll keep you informed as we progress.

Sincerely,

%Signature%

P.S. Usually the best showings are within the first two weeks of listing a home.

Showing - Letter to Showing Agent
Subject: Just a Quick Note Regarding: %ShowingAddress%
Dear %Salutation%:


Thank you for showing my listing at: %ShowingAddress%


%HomePhoto%

Showing Date: %ShowingDate%


LETTER GOES HERE


Sincerely,



%Signature%
Showing - Letter to ALL Showing Agents
Subject: Just a Quick Note Regarding: %ShowingAddress%
Thank you for showing my listing at: %ShowingAddress%


%HomePhoto%


LETTER GOES HERE


Sincerely,



%Signature%
Showing - Letter to Buyer
Subject: Just a Quick Note Regarding: %ShowingAddress%
Dear %Salutation%:


I wanted to follow-up on: %ShowingAddress%


Showing Date: %ShowingDate%


LETTER GOES HERE


Sincerely,



%Signature%
Showing - Letter to Listing Agent
Subject: Regarding your Listing at: %ShowingAddress%
Dear %Salutation%:


I have a question regarding your listing: %ShowingAddress%



Showing Date: %ShowingDate%


LETTER GOES HERE


Sincerely,



%Signature%
Showing - Ask Seller for Agent Contact Info

Subject: Agent Contact Info Form for: %ShowingAddress %

Dear %Salutation%:

When a potential buyer visits your property, the agent will usually leave behind a business card. I like to follow-up by calling the agent, in order to determine the interest of the buyer and to also get additional feedback on the property. Please save these business cards for me and I will periodically pick them up.

If you have the time, an even faster way to get this information to me, is to fill out the attached online form. Just click on the link below and fill out the information from the showing agent's business card.  I will be immediately notified and can then make the follow-up call right away.

%SellerShowingURL%

Sincerely,

%Signature%

P.S. Do you believe in love at first sight?  Buyers often fall in love with a property (or not) within the first 30 seconds.

Spanish Showing - Ask Seller for Agent Contact Info

Subject: Información de Contacto del Agente para: %ShowingAddress %

Estimado %Salutation%:

Cuando un comprador potencial visita su propiedad, el agente por lo regular deja su tarjeta de presentación. Quisiera dar seguimiento llamando al agente, para poder determinar el interés del comprador y también para obtener su retroalimentación adicional sobre la propiedad. Por favor guarde estas tarjetas de presentación y periódicamente las recogeré.

Si tiene tiempo, un manera más rápida de proporcionarme esta información, será llenando el formulario en línea adjunto. Solo haga clic en la liga de abajo y llene la información de la tarjeta de presentación del agente de exhibición. Seré notificado inmediatamente y podré hacer el seguimiento rápidamente.

%SellerShowingURL_sp%

Sinceramente,

%Signature%

P.D. Cree en el amor a primera vista?  Los compradores por lo regular se enamoran de una propiedad (o no) en los primeros 30 segundos.

Spanish Showing - Ask for Feedback

Subject: Gracias por tomarse el tiempo para mostrar: %ShowingAddress %

Estimado %Salutation%:

Gracias por mostrar mi listado en: %ShowingAddress %
%HomePhoto%
Si usted o sus compradores tienen alguna pregunta, por favor llámenme o envíenme un correo electrónico en cualquier momento. Estaré complacido de contactar al dueño o hacer lo que sea necesario para responder sus preguntas.

Podría tomarse un momento para dejarme saber lo que usted y sus compradores piensan de la casa?  Puede responder directamente a este correo electrónico, o mejor aún, haga clic en la liga de abajo:

%AgentShowingFeedbackURL_sp%

Sinceramente,

%Signature%

P.D. Nuavamente gracias por mostrar la casa. Le aseguro que me pondre en contacto con usted si hay un cambio en el precio que se está pidiendo u algún otro particular.
Offer - Letter to Buyer Agent
Subject: Regarding your Offer on: %OfferAddress%
Dear %Salutation%:


I wanted to follow-up on your offer on: %OfferAddress%

Offer Date: %OfferDate%


LETTER GOES HERE


Sincerely,



%Signature%
Offer - Letter to Client Regarding Buyer
Subject: Regarding an offer on: %OfferAddress%
Dear %Salutation%:


I wanted discuss with you an offer on: %OfferAddress%

Offer Date: %OfferDate%


LETTER GOES HERE


Sincerely,



%Signature%
Offer - Letter to Listing Agent
Subject: Regarding our Offer on: %OfferAddress%
Dear %Salutation%:


I wanted to follow-up on our offer on: %OfferAddress%
Offer Date: %OfferDate%


LETTER GOES HERE


Sincerely,



%Signature%
Offer - Letter to Client Regarding Their Offer
Subject: Regarding your offer on: %OfferAddress%
Dear %Salutation%:

I wanted to follow-up on your offer on: %OfferAddress%

Offer Date: %OfferDate%


LETTER GOES HERE


Sincerely,



%Signature%
Open House - Notice to Neighbors ???
Subject: Open House in your Neighborhood - Pick Your Neighbor!

Dear %Salutation%:

This coming ???DATE??? from 1PM to 4PM, I will be having an Open House at:

???OPEN HOUSE ADDRESS???
I want to take this opportunity to personally invite you to attend.

This is a fantastic opportunity to see this great home. Please bring any friends, co-workers or relatives who are interested in moving into the neighborhood.

I'll see you there!

Sincerely,

%Signature%

P.S. Are you interested in getting a comparative market analysis of the value of your home?  As a special service to neighbors, I am offering a complimentary analysis of your home's value.

Open House - Thank You Liked Home ???
Subject: Thanks for visiting our Open House

Dear %Salutation%:

Thank you for attending my Open House last ???DATE??? at:

%HomeAddress%

I'm glad you appreciated this terrific home!

If there are any additional questions that I can answer, please don't hesitate to call or email me.

Thank you. I'll look forward to talking with you soon.

Sincerely,

%Signature%

P.S. If you'd like to see this property again, just let me know.

Open House - Sorry Did Not Like Home ???
Subject: Open House %HomeAddress%

Dear %Salutation%:

Thank you for attending my Open House last ???DAY??? at:

%HomeAddress%

Even though the home was not what you and your family were looking for, I know we can find a home in the price range that best suits your needs.

In the past, we've listed and sold many homes in this area. I'll keep in touch with you as new properties in this vicinity become available.

It was nice talking with you. When you see another home that interests you, please give me a call or email me and I'll make arrangements to view it. I can show you any home that is listed in our Multiple Listing Service (MLS) and even For Sale By Owner (FSBO) homes.

Thank you,

%Signature%

Open House - Thank You Neighbor ???
Subject: Thanks for visiting the Open House

Dear %Salutation%:

I enjoyed meeting you at our recent open house for:
???OPEN HOUSE ADDRESS???
An Open House is a wonderful way to meet the neighbors!

If you know of anyone who might be interested in this property or this neighborhood, please call or email me. I'd be happy to answer their questions.

Thank you,

%Signature%

P.S. Again, it was nice meeting you.

Open House - Invitation ???
Subject: Open House Invitation

Dear %Salutation%:

I would like to invite you to an Open House at:

???OPEN HOUSE ADDRESS???
this ???DAY???, from 1PM  to 4PM.

Sincerely,

%Signature%

Sold - Tell Neighbor

Subject: Looking to sell? Now is the time.

Dear %Salutation%:

A few weeks ago the home located at:

???HOME ADDRESS???
was sold in your neighborhood.

I was fortunate enough to represent the seller. As a result of that sale my agency, %AgentCompany%, was able to identify a number of potential buyers interested in purchasing homes in your neighborhood. 

Since there is currently a shortage of homes within your neighborhood but an abundance of prospective buyers, have you considered selling your home?  

If you are interested, please call or email me. Thank you for your consideration.

Sincerely,

%Signature%

P.S. If anyone else you know is considering selling, please let me know.

Sold - Inform Neighbor About Fast Sale

Subject: Looking to sell? Now is the time.
Dear %Salutation%:

A few weeks ago, I listed and sold a home at:

???HOME ADDRESS???
 within just a few days!

As a result of this sale, my agency has compiled a list of a number of homebuyers who are interested in living in your neighborhood. The real estate market is strong in %MarketArea%, with fewer houses for sale than there are homebuyers.
If you are interested in selling your home, please call or email me.  I would enjoy sharing your property value in today's seller's market.

When considering the sale of a property, a real estate agent can get you top dollar and provide the most up-to-date facts regarding the latest sales activity.

Thank you for considering this information.

Sincerely,

%Signature%

P.S. With the present market activity, now is a great time to buy or sell.

Sold - Neighbor Looking to Sell?

Subject: Please welcome your new neighbor

Dear %Salutation%:

Perhaps you noticed the SOLD sign in front of your neighbor's yard at

???LISTING ADDRESS???
We have other clients who are just as interested in buying a home in this neighborhood. If you are thinking of selling your home, now is an ideal time.

For information on how I can assist you with the sale of your property, please call or email me at your convenience. Working with a real estate agent can help you quickly get top dollar for your property. 

Sincerely,

%Signature%

Sold - Tell Neighbor About Hot Market

Subject: The Real Estate Market is HOT

Dear %Salutation%:

%MarketArea% is a hot real estate market. A number of your neighbors have entrusted me to sell their homes and I've found buyers for these homes quickly. Some of my recent sales have been:

???HOME ADDRESS???
???HOME ADDRESS???
???HOME ADDRESS???
Concentrating on selling within your neighborhood allows me to understand local market conditions and stay in contact with potential buyers and sellers. As a result, I know of a number of potential homebuyers who are still looking to purchase a home in your neighborhood.  

Have you considered selling your house? If so, I would appreciate the opportunity to share some information with you about the market value of your home. 

Sincerely,

%Signature%

Closing - Rental Property Thanks

Subject: I am glad I could be of service to you

Dear %Salutation%:

Thank you for using %AgentCompany% for your recent real estate investment purchase. 

Now that you are in the "rental" business, you may have some questions. I am available for any advice or consulting needs that you may have and to serve you long after the transaction is completed.

As you realize success with your new investment, you may want to add to your portfolio. I would appreciate the opportunity to continue to serve you with other investment purchases and future transactions you'll have.

Sincerely,

%Signature%

P.S. We can also help with rental management, too!

Closing - Service Report
Subject: Your Closing Service Report
Dear %Salutation%:

I am including a web link to a password protected and encrypted report with information on the Closing of your property.  I'll be updating this report periodically as we make progress towards final closing.  All you need to do is click on this link periodically to see the latest information.
%ServiceReportURL%

Sincerely,

%Signature%

Closing - Follow Up

Subject: It's been a year

Dear %Salutation%:

A year has passed since you purchased your lovely home. I hope all has gone well for you in your new surroundings. I'd be interested to see any changes that you may have made after settling in.

The opportunity I had in serving you was much appreciated.

Sincerely,

%Signature%

P.S. If I can serve you, or any referrals you may have, please call or email me at your convenience.

Closing - Multi-Year Follow-Up

Subject: My, how time flies by

Dear %Salutation%:

I hope things have been going well for you and your family.

It has been a number of years since we worked together on the purchase of your current home. I imagine that there have been lots of changes. With changes comes the need to re-evaluate housing needs, so I thought this might be the case with you as well.

If you've been thinking about a change, now is the perfect time. We know many buyers who are looking for a property such as yours.

If you'd like to discuss it, I'm available anytime.
Thank you,

%Signature%

Closing - Buyer Thanks

Subject: Thanks %Salutation%

Dear %Salutation%:

Congratulations on the recent purchase of your home! I am confident that you'll be pleased with the decision you've made, and your new friends and neighbors. 

Thank you for buying through %AgentCompany%. Personally, I'd like to thank you for allowing me to represent you, and for your confidence in me. I hope that you'll recommend %AgentCompany% and my services to others.

Thanks again, and I hope you have many years of happiness and memories in your new home.

Sincerely yours,

%Signature%

Thank You - Other Agent

Subject: Thanks for the smooth sale!

Dear %Salutation%:

Thank you for your professionalism throughout our latest transaction.  I am glad we had this opportunity to work together.
Again, thanks for helping make this transaction between us such a smooth one.

I hope that we'll have the opportunity to work together again soon.

Sincerely,

%Signature%

Thanks You - For Your Help

Subject: Thanks for your Help

Dear %Salutation%:

Thank you for your efforts in making our recent transaction a success. It is gratifying to work with someone who is dedicated to doing a good job in such a timely manner. I look forward to our next opportunity to work together.

If you know of anyone who is interested in buying or selling their home, I would appreciate your kindness in giving them my name.  Of course, I will be happy to do the same.

Again, thanks for making my job easier.

Sincerely,

%Signature%

New Agent Announcement

Subject: There's a new Agent on the Block!

Dear %Salutation%:

As you may have already heard, I have been pursuing a new career as a real estate agent. It is my pleasure to announce that it is official and I am now a licensed real estate professional. Thanks to everyone who's been so supportive. 

I'm happy to announce I have recently joined the real estate office of %AgentCompany% and will be assisting homeowners with the purchase and/or sale of their homes.

As an active member in our community, I am confident I can provide the best service and personal attention to all of my friends, neighbors, and future clients.

Just call or email me if I can be of assistance in your real estate needs.

Thank you,

%Signature%

P.S. If you know of anyone who has real estate needs, please give them my name.

Agent Moving to New Firm

Subject: I am moving to a new Firm

Dear %Salutation%:

After much thought and planning I have decided to change real estate agencies. I am very excited and proud to call %AgentCompany% my new home!

My new agency has built an outstanding record of customer service and commitment to the community and I believe it will suit me well.

I look forward to continuing to meet your real estate needs. 

Thank You.

Sincerely,

%Signature%

Congratulations - Merry Christmas/New Year

Subject: Merry Christmas and happy New Year

Dear %Salutation%:

I wish you and yours a happy Holiday Season and continued health and happiness throughout the New Year.

Sincerely,

%Signature%

P.S. Does your New Year's resolution involve a move?  Let me know.

Congratulations - Engagement

Subject: Congratulations on your Engagement

Dear %Salutation%:

Congratulations on your engagement!

I'm one of the top sellers of real estate in %MarketArea%. I know making plans for your future can be an exciting and hectic time, including deciding on your housing needs after your wedding.

Have you considered the purchase of a home, a condo, or other real estate?  If so, I'd be happy to assist you without obligation.

Just give me a call or send a quick email so we can discuss the benefits of homeownership. I've enclosed my business card for your convenience.

Sincerely,

%Signature%

Congratulations - New Baby

Subject: Congratulations on the birth of your new baby!

Dear %Salutation%:

Congratulations on the arrival of your new family member! This must be an exciting time for you.

The addition of a new family member can sometimes also mean that you have outgrown your current residency.

If you're considering a move, please give me a call or send an email. As a specialist in %MarketArea%, I can answer your questions and give you a no obligation consultation.

Sincerely,

%Signature%

P.S. I also handle rentals as well!

Congratulations - Happy Birthday

Subject: Happy Birthday

Dear %Salutation%:

This is a quick note to wish you a very Happy Birthday. I hope that this last year has been the best for you and your family.

Sincerely,

%Signature%

P.S. As time speeds by, we don't always realize when a change is needed in our current housing situation. If you've discovered your circumstances require a change, please call or email me. I'd be happy to be of service.

Condolences - Sick

Subject: Sorry you aren't feeling well

Dear %Salutation%:

I understand that you're not feeling well. I've been thinking of you and wanted to drop a quick note. It's never fun being sick but I'm sure you'll be up and around in no time.

If there's anything that you need or any way in which I can be of help, please don't hesitate to call or email me. I wish you a speedy recovery!

Sincerely yours,

%Signature%

Request for Updated Contact Information
Subject: Request for Updated Contact Information
Dear %FirstName% %LastName%,
We at %AgentCompany% pride ourselves on doing the absolute best job for all of our clients. 

In order to better serve you, we want to make sure we have your correct contact information on file. 

The information on our files for you is listed below:

Mailing address:

%MailingAddressComplete%

Home Phone:

%HomePhone%

Mobile or Cell Phone:

%MobilePhone%

Work Phone:

%WorkPhone%

If any of this information is incorrect, please reply to this email with the correct information.

As always, all information sent to this office is kept in the strictest confidence.

Sincerely,
%Signature%

Rental - Enter Unit

Subject: Notice of Intent to Enter Dwelling Unit

Dear %Salutation%:

This notice is to inform you that on ???DATE???, at approximately ???TIME AM/PM???, the landlord, or the landlord's agent, will enter the premises for the following reason: ???REASON???.

You are, of course, welcome to be present. If you have any questions or if the date or time is inconvenient, please contact me.

Sincerely,

%Signature%

Rental - Pet Policy
Subject: Pet Policy
Dear %Salutation%,
Please review your copy of the lease agreement, specifically, the NO PETS clause.  Our office has been notified that you are keeping a pet at %HomeAddress%, which is a violation of the terms of your lease. 

You MUST remove that pet from (%HomeAddress%) within thirty (30) days.

Please call the office with any questions.

Sincerely,

%Signature%

Rental - Yard Maintenance
Subject: Yard Maintenance at %HomeAddress%
Dear %Salutation%,
Your lease terms state that you are responsible for maintaining the outside appearance of the property at %HomeAddress%.  This means keeping the grass mowed, and the trees and shrubs trimmed. 


It has come to our attention that the yard and lawn at %HomeAddress% has not been maintained to the level as required by your lease agreement.

Two options are available to you:

· You will mow the yard and trim the trees and shrubs weekly, in accordance with your original agreement.

· We (%AgentCompany%) will make the necessary arrangements with a lawn service to have the yard mowed, and trim the trees and shrubs, weekly.  Payment for this option will be added to your monthly rental payment and will require a new lease agreement be created and signed.  

Please call the office within five days (5) of receipt of this letter to let us know which option you have selected.

Sincerely,

%Signature%

Rental - Rent Increase ???
Subject: Rent Increase for %HomeAddress%
Dear %Salutation%,

You have been a wonderful tenant at %HomeAddress% and we appreciate it.

In order to maintain our current level of service, we must increase the rent on your unit to ????.

This was not an easy decision.  We have avoided making this increase for as long as possible, but our costs have increased.

Because you have been a good tenant, your increased rate is still less than the rate for new tenants.

Enclosed you will find a new rental agreement. 

Please sign and return the enclosed self-addressed, stamped envelope.  Alternatively, you can drop the new agreement by our office.

Sincerely,

%Signature%
Rental - Late Rent Policy ???
Subject: Late Rent Policy for %HomeAddress%
Dear %Salutation%,

Please review your rental agreement, specifically the section dealing with payment conditions.

Payment is due on the first of the month.  Payments not received by the fifth of the month are considered late and will incur a late fee of ????.

Partial payments are not accepted, payment - in full - must be made on the first of each month.

Any payment thirty days past due becomes delinquent and eviction proceedings will begin on day thirty-one.    

Please stop by or call the office if your circumstances have changed and you find you can no longer afford the payments on %HomeAddress%.

We will try to work with you to transfer your lease to another party. 

Sincerely,

%Signature%

Rental - Preventative Maintenance Policy ???
Subject: Preventative Maintenance Policy
Dear %Salutation%,
Preventative maintenance is performed every Fall.  A representative from our maintenance staff will need to access your apartment at ???TIME??? on ???DATE???.
We will check for water leaks, and inspect the smoke detectors, furnace, air filter, and water heater.

We may need to schedule an additional follow-up maintenance visit, to conclude repair or replacement of any items as needed.
If you have noticed any specific items that are in need of repair, please leave a note on your kitchen counter and our personnel will investigate. 

This is one way that we are able to maintain competitive rents, while at the same time maximizing your comfort and the quality of the property.  By fixing items before they become a problem, we can avoid more costly repairs.
Sincerely,
%Signature%

Rental - Tenant Recommendation Letter ???
Subject: Tenant Recommendation Letter
Dear %Salutation%:
%FirstName% %LastName%  has been a tenant at %HomeAddress% from %RentalMoveInDate%  to %RentalMoveOutDate% and paid a monthly rent of ????.

They have paid their rent on time and complied fully with the rental agreement.
They have been excellent tenants and showed respect to the property and other tenants.  We are going to miss them.
There have been no complaints from neighbors, and we have not served them with any notice to move or other legal notices.
If you have any further questions, please feel free to contact me at the number below.
Sincerely,
%Signature%
Rental - Warning letter ???
Subject: Warning Letter for Violation

Dear %Salutation%:

This is a reminder that our lease prohibits ???PROHIBITED ITEM???.  It has come to my attention that, starting on ???DATE???, and continuing to the present, you have broken this condition of your tenancy.

It is our desire that you and all other tenants enjoy living in your rental unit. To make sure this occurs, we enforce all terms and conditions of our leases. So please immediately ???CHANGE REQUESTED???.

Please contact me if you would like to discuss this matter further and clear up any possible misunderstandings.

Yours truly,

%Signature%

Rental - Breech of Contract ???
Subject: Breech of Contract for rental of %HomeAddress%
%FirstName% %LastName%,

This serves as your official notice that you are in serious breach of the Lease agreement between you %AgentCompany% for %HomeAddress%.

You have violated the terms and conditions of the lease agreement  by:

??? Failure to Pay Rent

??? Non-maintenance of Property

???

Please provide written documentation as to why AgentCompany% should not take any further legal action to cancel this contract and seek reimbursement for financial damages accrued during this time period.

You have until ???DATE??? to remedy this situation or eviction proceedings will begin.

Sincerely,

%Signature%

Rental - Notice to Perform or Quit ???
Subject: Notice to Perform or Quit

Dear %Salutation%:
Your rent for property %HomeAddressComplete%  is in arrears $???

We have not received a rent payment from you in quite some time, despite repeated attempts by this office to collect.

This is your official notice to "Perform or Quit".

You have five (5) days to remit your rent payment to this office.

If we have not received the payment within that time period, eviction proceedings will be started.

Please call the office immediately upon receipt of this notice.

Sincerely,
%Signature%

Rental - Eviction Notice
Subject: Eviction for %HomeAddress%
Dear %Salutation%,
This is to notify you that the final stages of the eviction process are beginning for the address %HomeAddress%. 

The eviction process is an ugly one, starting with the process server coming to your door with the notice.  Then, they post the notice on your door for all the neighbors to see.  The second step is the actual court proceeding. You are required to attend the eviction hearing.  After the court ruling, the local sheriff will arrive at your place of residence with the formal eviction notice.

The eviction affects your credit history.

Future landlords might not rent to you.

If a monetary judgment is entered against you, the landlord can force you to come to court multiple times to explain your current financial situation (what kind of car you have, how much money you have in the bank, where you work).  If you don't appear in court when summoned, a warrant for your arrest will be issued and served.  And don't forget, the landlord also has the ability to garnish your wages. 

You still have a small window of opportunity in which to correct this significant problem.  We strongly suggest you come into the office immediately. 

Sincerely,
%Signature%

Rental - Returned Check Notice ???
Subject: Returned Check Notice

Dear %Salutation%:

Your bank has refused to pay your check dated ???DATE??? in the amount of ???AMOUNT???, and the check is now being returned to us.  Hopefully, this matter was a simple mistake that can be quickly corrected. Because of the returned check, your rent is now past due and delinquent.

Please remit a new check, within ???#Days??? after receipt of this letter.  You will also need to include a late fee of ???AMOUNT??? as per your rental agreement.
Sincerely, 

%Signature%

Rental - Late Fee ???
Subject: Rental Late Fee

Dear %Salutation%:

Thank you for your rent payment. As stated in your Rental Agreement, however, when rent payments are not received by ???DATE???, you must pay additional rent because of a late charge.  The required additional amount was not included in your payment and is therefore now due.

Please send the additional required late fee in the amount of ???LATE FEE??? at once to bring your credit balance up to date and remove it from the delinquent list. This amount must be paid within ???#DAYS??? from the date of this notice.

Thank you for your prompt cooperation. 

Sincerely,

%Signature%

Rental - Rent Not Paid ???
Subject: Rent Not Paid for %HomeAddress%
Dear %Salutation%,
Our records show that your payment for this month's rent has not yet been received.

Rent is due on the first of the month.  On the fifth, a late fee of ???LATE FEE??? is assessed.  The fifth of the month has passed.

To bring your account back into good standing, remit the original rent agreement amount plus the late fee.

Eviction proceedings will begin if we do not receive this payment immediately.  

Please give me a call immediately to arrange payment.
Sincerely,
%Signature%

Rental - Move-Out Letter

Subject: Move-Out Information

Dear %Salutation%:

I am sorry to hear that you will soon be leaving us and I want to let you know how grateful I am to have you as a tenant.  In order to make your move as straightforward as possible, below are summarized move-out procedures.
We expect you to leave your rental unit in the same condition it was when you moved in, except for normal wear and tear. To refresh your memory on the condition of the unit when you moved in, I've attached a copy of the Landlord/Tenant Checklist you signed at the beginning of your tenancy. I'll be using this same form to inspect your unit when you leave.

Specifically, here's a list of items you should thoroughly clean before vacating:

- Floors – sweep, vacuum and shampoo carpets if necessary

- Walls, baseboards, ceilings, and built-in shelves

- Kitchen cabinets, countertops and sink, stove and oven - inside and out

- Refrigerator inside and out, empty it of food, and turn it off, with the door left open

- Bathtubs, showers, toilets, and plumbing fixtures

- Doors, windows, and window coverings

If you have any questions as to the type of cleaning we expect, please let me know.

Please don't leave anything behind--that includes bags of garbage, clothes, food, newspapers, furniture, appliances, dishes, plants, cleaning supplies, or other items that belong to you.

Please be sure you have disconnected phone and utility services, canceled all newspaper subscriptions, and sent the post office a change of address form.

Once you have cleaned your unit and removed all of your belongings, please call me to arrange for a walk-through inspection and to return all keys. We will also need your forwarding address so we may mail your security deposit.

It's our policy to return all deposits either in person or at an address you provide within 30 days after you move out.

Sincerely,

%Signature%

Rental - Time Estimate for Repair ???
Subject: Time Estimate for Repair

Dear %Salutation%:

Thank you for promptly notifying us of the following problem with your unit: ???PROBLEM???.

We expect to have the problem corrected on ???DATE???, due to the following: 

???FIX???.

We regret any inconvenience this delay may cause. Please do not hesitate to point out any other problems that may arise.

Sincerely, 

%Signature%

Rental - Security Deposit ???
Subject: Rental Security Deposit

Dear %Salutation%:

Here is an itemization of your ???DEPOSIT AMOUNT??? security deposit for the property at %HomeAddress%.

As you left the rental property in satisfactory condition, I am returning the entire amount of the security deposit of ???DEPOSIT REFUND???.

Sincerely,

%Signature%

Drip Letter Library

The drip letter library is a little different from regular letter library in that a bundle of several letters are all together and are sent in sequence.  Below are the letters that are available.  Like the regular letter library, Spanish versions are available and you can use these for printed letters as well as emails and can customize the letters as well.

DripGroup: ProspectGeneral

This Drip group is ideal for general prospecting.

Thanks (DripDay: 0 DripGroup: ProspectGeneral)

Subject:Thanks

Dear %Salutation%:

Thank you for contacting me regarding the purchase or sale of a home.  Owning a home is one of the best financial investments you can make.  Not only that, but it provides shelter for you and your family, rent-free.  My goal is to assure your complete satisfaction in what is likely to be the largest financial transaction in your life.

Please contact me if you have any questions.

Sincerely,

%Signature%

P.S. I will forward you some information over the next few weeks that you should find helpful.

How Can I Help? (DripDay: 7  DripGroup: ProspectGeneral)

Subject: How Can I Help? 

Dear %Salutation%:

Take a few minutes and collect your thoughts.

If you are looking to purchase a home, ask yourself: How many bedrooms, baths, and other amenities?  Do you need to be within driving distance of specific places of work?  What kind of environment are you looking for - urban, rural or suburban?

If you are selling: Look around your neighborhood for other homes for sale.  What are their asking prices?  Are they selling or just sitting?  Contact your mortgage company and find out the payoff amount on your loan.  Do you have a second mortgage or any liens on the property?

Once you know what you want, give me a call.  I can find your perfect home before you know it.  Or if you are looking to sell, I will quickly find a buyer who will appreciate your home as much as you.

Sincerely,

%Signature%
Selecting the Right Real Estate Agent (DripDay: 14  DripGroup: ProspectGeneral)

Subject: Selecting the Right Real Estate Agent
Dear %Salutation%:

What is the best way to select a real estate professional?  Ask neighbors, relatives, and friends.  There's nothing better than a personal recommendation.  Most of my business comes from recommendations and referrals.  Just give me a call or reply to this email and I will forward you a list of clients I have worked with recently.

Your satisfaction is my number one priority!

Sincerely,

%Signature%
What's the Real Estate Market Like? (DripDay: 21  DripGroup: ProspectGeneral)

Subject: What's the Real Estate Market Like? 

Dear %Salutation%:

An important factor in any real estate transaction is an understanding of the market.  What are the interest rates?  How healthy is the economy and what are employment conditions like? Are houses selling faster than they are being put on the market?  Or is it the other way around?  In more concise terms, is it a Buyers' or Sellers' market?

But most importantly, what are the local real-estate market conditions like?  Market conditions can differ dramatically based upon region and even by neighborhood.  That's where local expertise and understanding of desirable neighborhoods, and local market trends is invaluable.  I keep a close eye on local employers, construction of highways, and other infrastructure, as well as what's going on within individual neighborhoods.

Give me call.  I am happy to share my expertise with you.

Sincerely,

%Signature%

Do you need a Good Real-Estate Advisor? (DripDay: 35  DripGroup: ProspectGeneral)

Subject: Do you need a Good Real-Estate Advisor? 

Dear %Salutation%:

For most people, purchasing or selling a home is the single largest financial transaction in their lifetime.  It is also easily the most complicated as well, with piles of paperwork, legal requirements and numerous pitfalls.  A real estate agent in your corner can make a huge difference.

I always look out for the interests of my clients.  If I am uncomfortable with some aspect of a deal, I will make sure that your interests prevail and that you receive accurate and reliable information.  If there's an inspection that I think you should do, I will let you know.  I will also negotiate for your best interests - with bare knuckles, if necessary, but always with integrity.

I will always be ready to fight for you.

Sincerely,

%Signature%

DripGroup: ProspectBuyer

This Drip group is ideal for prospecting buyers.

Thanks! (DripDay: 0  DripGroup: ProspectBuyer)

Subject: Thanks! 

Dear %Salutation%:

Thank you for contacting me regarding the purchase of a home.  Owning a home is one of the best investments you can make.  Not only that, but it provides shelter for you and your family.  My goal is to assure your complete satisfaction in what is likely to be the largest financial transaction in your life.

Please contact me if you have any questions.

Sincerely,

%Signature%

P.S. I will forward you some information over the next few days that you may find useful in your home search.

Make a List (DripDay: 7  DripGroup: ProspectBuyer)

Subject: First Make a List 

Dear %Salutation%:

Finding the perfect home can sometimes feel like finding a needle in a haystack.  The best way to start is by making a list. That's right, a simple list.  Start with the things you want, like how many bedrooms, baths, garages and other amenities.  Next, list places of work and other locations that you must commute to.  Describe any preferences as to home type, and community type: rural, urban, condo, etc.

Now that you have a good idea of what you are looking for, give me a call.  I can quickly provide you a complete list of homes for sale that meet your criteria, with photos and home details.  I am constantly tracking new homes that come on the market, or are about to come on the market, and will be sure to contact you as soon as something shows up that might interest you.

I can show you ANY house on the market.  Just ask and I will set up a showing for homes listed in the MLS, new construction, as well as For Sale By Owner (FSBO) homes.  In all cases the seller pays the commission, so you have nothing to lose and everything to gain by working with me.
It all starts with a simple list.

Sincerely,

%Signature%

P.S. When you visit a home, take a digital camera, tape measure, and a notebook.  That way you can take pictures of the home, and make a few notes of your impressions.  After a day of visiting homes, they all start looking the same!

Make sure your Credit is Good (DripDay: 14  DripGroup: ProspectBuyer)

Subject: Make sure your Credit is Good 

Dear %Salutation%:

Before going on a cross-country trip, what's the first thing you would do?  Top off the gas tank!  Purchasing a home is no different.  The first thing you should do is to check your credit rating.  The better your credit rating, the more easily you will qualify for a loan, and the better the interest rate you will get.  In effect, start your house-hunting trip with a full tank of credit!

Did you know that roughly 30% of all credit reports have some kind of inaccuracy in them?  Make sure that everything is accurate.  If there's a blemish on your credit report - like a late payment, see what you can do to fix it.

Information on getting a free copy of your credit report from one of the following websites:

https://www.equifax.com/personal/
https://www.experian.com/
https://www.transunion.com/
Sincerely,

%Signature%

How Large a Down Payment do you Need? (DripDay: 21  DripGroup: ProspectBuyer) **USA**
Subject: How Large a Down Payment do you Need? 

Dear %Salutation%:

Are you worried about the down payment to purchase your home?

It is likely you are going to need some money for a down payment.  The days of 0% down are pretty much over.  The amount of down payment necessary depends upon the kind of loan you get. FHA loans can be had for as little as 3-5% down, when Private Mortgage Insurance (PMI) is used.  However, there are many loan types available with varying minimum down payment requirements.

A second factor to consider is the source of your down payment.  You may be able to negotiate with the seller to help pay closing costs.  Relatives may also be a good source of funds for a down payment.  You should also consider year-end bonuses and tax refunds as sources for your down payment.

The best thing to do is to contact a mortgage professional and get an individual analysis of your mortgage options.  I can recommend a number of excellent mortgage professionals who we have had good experiences with.  Just let me know and I can provide you a list.

Sincerely,

%Signature%

Getting Preapproved for a Home Loan (DripDay: 28  DripGroup: ProspectBuyer)

Subject: Getting Preapproved for a Home Loan 

Dear %Salutation%:

An important first step in the process of purchasing a home is getting preapproved for a loan.  I recommend that you do this even before looking at homes.  Why?  There are three reasons.

Getting preapproved for a loan will show you, in writing, precisely the loan amount you can get.  This allows you to calibrate your home price range and narrow your home search.

When it comes time to make an offer, being preapproved gives you a stronger bargaining position.  A seller will prefer your offer, because they know that the loan will not fall through.  Your offer will also be more credible.

Being preapproved also means that your loan application will be accelerated.  You will be in your perfect home quicker and with less stress.

I can recommend some excellent mortgage professionals who I have worked with before.  It's a lot easier than you think.

Sincerely,

%Signature%

Preapproval vs. Pre-qualified for a Home Loan (DripDay: 50  DripGroup: ProspectBuyer)

Subject: Preapproval vs. Pre-qualified for a Home Loan 

Dear %Salutation%:

The difference between being prequalified and preapproved is simple:

If you are prequalified it means that you POTENTIALLY could get a loan for the amount stated to you, assuming that all of the information given was accurate and true.
If you're preapproved, it means that you have undergone the extensive financial background check - which includes looking at your credit history, previous tax returns, and verifying your employment - and the lender is willing to give you a loan.  You're APPROVED!  So, they give you a letter that states such and it is valid for approximately 60 days thereafter.

Most sellers prefer buyers that have been preapproved because they know that there will not be any problems with the purchase of their home.

Sincerely,

%Signature%

Finding a Real Estate Agent with Local Knowledge (DripDay: 60  DripGroup: ProspectBuyer)

Subject: Finding a Real Estate Agent with Local Knowledge 

Dear %Salutation%:

For most people, finding their perfect home can seem like an impossible dream.  With thousands of homes on the market, the challenge is how to zero in efficiently on just the right home.  A good real estate agent will show you a sampling of homes for sale that meet your requirements.  They will then take your feedback, along with knowledge of neighborhoods and what is for sale to zero in on the right home.

Local knowledge is the key.  This comes from years of experience in %MarketArea%.  It comes from attending brokers' open houses and maintaining relationships with neighbors, businesses, and builders.  These relationships provide valuable insight into the current market conditions and future trends, which may affect home prices when it is time to sell.

An agent with good listening skill and knowledge of the local market will make your home search painless and efficient.

Sincerely,

%Signature%

Real Estate Negotiation (DripDay: 70  DripGroup: ProspectBuyer)

Subject: Real Estate Negotiation 

Dear %Salutation%:

Negotiation can save you thousands of dollars in the purchase of a new home.  The key is experience in brokering deals, and understanding the needs of the both parties.  Make sure to select a real estate agent who can effectively represent your position at the negotiating table.

It is also important to understand who has the power in the negotiation.  In real estate, rarely do both parties have an equal bargaining position.  What are the local market conditions?  Are there multiple buyers all vying for the same home or is this the only offer that the seller has?  Is the seller desperate to sell?  Are home prices rising or declining?  In short, is this a Buyers' or Sellers' market?

Sincerely,

%Signature%

Pitfalls of Purchasing a Home (DripDay: 80  DripGroup: ProspectBuyer)

Subject: Pitfalls of Purchasing a Home 

Dear %Salutation%:

The home buying process is complex.  Finding the perfect home is just one step in your journey.  You must next negotiate the deal, get loan approval, and do appropriate inspections.  What happens if something goes wrong along the way?  Will the deal unravel?

While we all hope for the best, it is important to plan for the worst.  Having a real estate advisor in your corner is a great way to be prepared.  Your agent can recommend inspections, be aware of zoning issues, and help assist in a smooth loan approval.

Sincerely,

%Signature%

DripGroup: ProspectBuyerOpenHouse

This Drip group is ideal for prospecting buyers you have met at an open house.

Thanks for Visiting (DripDay: 0  DripGroup: ProspectBuyerOpenHouse)

Subject: Thanks for Visiting 

Dear %Salutation%:

Thanks for visiting our recent open house.  If you have additional questions, please do not hesitate to call. 

Open houses are a great way to learn about different neighborhoods and their price ranges.  If you are interested in taking your house hunting to the next level, please contact me.  I would love to learn more about what your needs are.  That way, we can do a Multiple Listing Service (MLS) search and find ALL the current listings that meet your criteria.  That will give you the most complete picture of your available options and I can then arrange private showings for the homes that interest you.

Sincerely,

%Signature%

We can save you Time House Hunting (DripDay: 7  DripGroup: ProspectBuyerOpenHouse)

Subject: I can save you time house hunting 

Dear %Salutation%:

I wanted to check back with you and ask how your house hunting is going?  Last time we spoke was at an open house.  Open houses can be a great way to get a feel for what is available.  However, they often provide a limited view.

You can get the most complete picture by working with a real estate professional.  We can pull up the listings that meet your requirements using the Multiple Listing Service (MLS) and arrange private showings at your convenience.

A real estate professional can also be a valuable source of expert knowledge of neighborhoods and local market trends, and can assist you in getting pre-approved for a mortgage.

I would love to share with you this wealth of information.  Just give me a call.

Sincerely,

%Signature%

Expert Knowledge of Real-Estate Market (DripDay:14 DripGroup: ProspectBuyerOpenHouse)

Subject: Expert Knowledge of the Local Real-Estate Market 

Dear %Salutation%:

I spend a lot of time previewing homes before they go on the market, and talking with potential home sellers.  New home builders also provide me with advance information regarding new developments before they open, as well as pricing changes.

This information, along with my expert knowledge of local market conditions allows me to hone your house search with precision.  The first step is to understand your needs.  I will then use my expert knowledge to assist you in finding your perfect home.

Sincerely,

%Signature%

Home Loan Pre-Approval (DripDay: 21  DripGroup: ProspectBuyerOpenHouse)

Subject: Home Loan Pre-Approval 

Dear %Salutation%:

A great first step in home ownership is to get pre-approved for a home loan.  This is often the last thing people think of, but it should really be the first.  A buyer who is pre-approved is in a better bargaining position than one who is less prepared.  Sellers like to know that the buyer won't be turned down for the loan.  It also shows that you are serious.

Another advantage of getting pre-approved is that it reduces your stress.  Once you are pre-approved, you will know, in writing, the price of home that you can afford.  All you need to do is pick one out.  That's significantly less stressful than finding the perfect home and making an offer only to find that your loan application is denied.

If you need to find to a mortgage professional, give me a call.  I have worked with some excellent mortgage brokers and would be pleased to provide you with an introduction.

Sincerely,

%Signature%

DripGroup: ProspectEmptyNester

This Drip group is ideal for prospecting a buyer who is looking to downsize after the kids have left the house.

A Change for the Better (DripDay: 0  DripGroup: ProspectBuyerEmptyNester)

Subject: A Change for the Better 

Dear %Salutation%:

With the kids gone, does the house seem empty?  Or perhaps you are looking to move to a new environment, away from the daily grind.  As your children have grown, so have your needs.  Perhaps it is time to find a new, smaller, and more maintainable home in a community that better suits your new lifestyle?

Give me a call.  I welcome the opportunity to work with you and find your new dream home.

Sincerely,

%Signature%

P.S. I will forward some information over the next few days that I hope you will find helpful.

A New Lifestyle (DripDay: 7  DripGroup: ProspectBuyerEmptyNester)

Subject: A New Lifestyle 

Dear %Salutation%:

Have you ever considered what it would be like to live in a newer, smaller home with less maintenance?  Or perhaps you are looking for less yard-work or a home with fewer stairs that is more accessible?  Downsizing can be economical as well as convenient.  You also have the opportunity to find a home within a community that offers enhanced leisure opportunities such as golf, tennis, entertainment and fine dining.  Why not take advantage of what life has to offer?

If you are ready to consider a lifestyle change for the better, give me a call.

Sincerely,

%Signature%

A Change of Pace (DripDay: 14  DripGroup: ProspectBuyerEmptyNester)

Subject: A Change of Pace 

Dear %Salutation%:

During the hectic years when raising kids, your priorities were focused around work and school.  But as the kids have grown, perhaps your priorities have also changed.  Have your interests shifted to more leisure activities?  Perhaps you are looking to get away from a congested high cost of living location and move to a place that is warmer and less expensive.

Give me a call.  I welcome the opportunity to work with you and find your new dream home.

Sincerely,

%Signature%

Capital Gains Tax on Home Sale (DripDay: 21  DripGroup: ProspectBuyerEmptyNester) **USA**
Subject: Capital Gains Tax on Home Sale 

Dear %Salutation%:

Making a change by selling your current home and purchasing a new one can sometimes have tax consequences.  It is important to consider any tax ramifications before you make your move.  You can exclude up to $250,000 in gains ($500,000 for married couples) on the sale of your current residence.

For example, if you purchased your current home for $70,000 and sell it for $280,000.  The gain would be $210,000. You have an exclusion of $250,000 (if married, it is $500,000), and therefore would not pay capital gains tax on the sale.
I specialize in downsizing.  Give me a call and we can find your perfect new home together.

Sincerely,

%Signature%

Cost of Living Considerations (DripDay: 28  DripGroup: ProspectBuyerEmptyNester)

Subject: Cost of Living Considerations 

Dear %Salutation%:

If you are an considering downsizing, it is important to review any cost of living differences between where you live now and your new home.

If you are no longer tied to a job in an expensive metropolitan center, you can benefit by moving to a less expensive location.  Of course, downsizing to a smaller home is also likely to lower your costs, both in purchase price, as well as maintenance and utility bills.

You should also review any differences in local taxes, if you are considering a move to another part of the country.

If you would like to learn more about how you can benefit from a move, give me a call.  You might be surprised at how economical a downsizing move can be.  I would love to show you some of the excellent opportunities that are available.

Sincerely,

%Signature%

Different Priorities (DripDay: 38  DripGroup: ProspectBuyerEmptyNester)

Subject: Different Priorities 

Dear %Salutation%:

While raising your children, your priorities were oriented around them and your job.  Now that they have grown, you have the opportunity to indulge yourself.  Perhaps you are looking to downsize and would like to find a home that is more manageable, and requires less maintenance.  Perhaps you are looking for a home that is closer to top-flight medical care and leisure activities.

If you are considering a change in lifestyle, please give me a call.

Sincerely,

%Signature%

Home for the Holidays (DripDay: 48  DripGroup: ProspectBuyerEmptyNester)

Subject: Home for the Holidays 

Dear %Salutation%:

Is your home the hub of holiday fun and family?  Or perhaps you enjoy entertaining?  Downsizing doesn't mean you need to give up anything.  We can find a home for you with ample dining and entertaining space.  Looking for a guest room?  We can handle that too.  In fact, we can help you find the perfect home that fits your priorities.

Let's get together and take a look at what's available.

Sincerely,

%Signature%

DripGroup: ProspectBuyerMoveUp

This Drip group is ideal for prospecting buyers who are looking for a larger home.

Making the Move Without Stress (DripDay: 0  DripGroup: ProspectBuyerMoveUp)

Subject: Making the Move Without Stress 

Dear %Salutation%:

Upgrading to a larger home is an exciting time.  A larger home means more space, and new neighbors.  However, it can also be extremely stressful.

Working with a professional real estate agent can help this process go smoothly.  This is especially the case if you have tight deadlines in the simultaneous sale and purchase of your new home.  Delay on either end by a few weeks can be a big deal.

Give me a call and we will make sure everything stays on track and your move goes as smoothly as possible.

Sincerely,

%Signature%

P.S. I will forward some tips over the next few days on how to keep your move as stress-free as possible.

Make a List (DripDay: 7  DripGroup: ProspectBuyerMoveUp)

Subject: Make a List 

Dear %Salutation%:

Finding the perfect home can sometimes feel like finding a needle in a haystack.  The best way to start is by making a list. Start with the things you want, like how many bedrooms, baths, garages, and other amenities.  Next list places of work and other locations that you must commute to.  Describe any preferences as to home type and community type: rural, urban, condo, etc.

Now that you have a good idea of what you are looking for, give us a call.  Thanks to the Multiple Listing Service (MLS), we can quickly provide you a complete list of homes for sale that meet your criteria, with photos and home details.  If you are interested in a particular neighborhood, I can keep an eye on it.  I am constantly tracking new homes that come on the market, or are about to come on the market, and will be sure to contact you as soon as something shows up that might interest you.

I can show you ANY house.  Just ask and I can set up a showing.  I can set up a showing for all homes listed in the MLS, new homes, as well as For Sale By Owner (FSBO) homes.  In all cases, you never pay a dime - the seller pays our commission.  So, you have nothing to lose and everything to gain by working with a real estate agent.

But, it all starts with a simple list.  Give me a call and let me know what you are looking for.  That way, I can keep an eye out for your perfect home!

Sincerely,

%Signature%

Buy or Sell First? (DripDay: 14  DripGroup: ProspectBuyerMoveUp)

Subject: Sell or Buy First? 

Dear %Salutation%:

A classic dilemma for homeowners is whether to sell their existing home before purchasing another, or the other way around.  In the latter case, the advantages are that you can first find your perfect home, and then once that is taken care of, sell your previous one.  That approach while appealing, has a few significant drawbacks.  Can you pre-qualify for a second mortgage?  If not, your bargaining position in purchasing your new home will be reduced as you will need to make your offer contingent on the sale of your existing property.  What happens if your current home doesn't sell right away?  You might be stuck with two mortgages.

I recommend first selling your home and then purchasing another.  This is the most prudent approach and puts you in the best position for both transactions.  If your house sells quickly, there are numerous properties on the market to select from.  If you need more time, you can always move to temporary housing while selecting your perfect home.  In either case, you will be pre-approved for a mortgage and can negotiate for the best price.

I am here to make your transition a smooth and stress-free one.  Give me a call when you have a chance.

Sincerely,

%Signature%

When is the Best Time to Buy a Home? (DripDay: 21  DripGroup: ProspectBuyerMoveUp)

Subject: When is the Best Time to Buy a Home? 

Dear %Salutation%:

Purchasing a home can be daunting.  Prices can fluctuate due to the economy in general.  A poor economy can often mean lower home prices.  Home prices also vary seasonally, with slightly lower prices in the middle of winter.  In general, these fluctuations are the result of imbalances in supply and demand. When there are more sellers than buyers, prices go down. Prices can also bounce up as well, if demand exceeds supply.

Most importantly however, is consideration of your individual situation.  Are you ready both financially and emotionally for a move?  Think about what you hope to achieve with your purchase.  Perhaps you are looking for a place to raise your family; perhaps you are tired of paying rent and the lack of freedom to personalize your living arrangements.  Many families with school-age children prefer to move in the summer, so as to minimize stress on the children.

Regardless of the time of year or the state of the economy, there are always opportunities available to those that look for them.  If you would like my assistance in finding your perfect home, please let me know.

Sincerely,

%Signature%

Down Payment (DripDay: 28  DripGroup: ProspectBuyerMoveUp)

Subject: Down Payment 

Dear %Salutation%:

It is likely that you will use the proceeds from the sale of your existing residence for the down payment on your new home.  Your real estate agent or a Mortgage Broker can calculate an estimated seller net for you, which are the expected proceeds from the sale of your existing residence.  Some of the information, such as your mortgage payoff amount will be known. Other information, such as the expected sale price, and other closing costs can be estimated.

Other sources of down payment you may want to consider are additional savings, tax refunds, and year-end bonuses. It may also be possible to have the seller pay some closing costs as well.
The amount of down payment you will require will depend upon the kind of loan you get.  Your mortgage broker can give you a better idea of the specific loan programs that would be appropriate for your specific needs.  However, a good rule of thumb is a minimum of 3-5%.

Give me a call and I can help you calculate your expected seller net and help you find a reliable mortgage broker.

Sincerely,

%Signature%

Getting Preapproved for a Loan (DripDay: 38  DripGroup: ProspectBuyerMoveUp)

Subject: Getting Preapproved for a Loan 

Dear %Salutation%:

An important first step in the process of purchasing a home is getting preapproved for a loan.  I recommend that you do this even before looking at houses.

Getting preapproved for a loan will give you, in writing, precisely the loan amount you can get.  This will allow you to calibrate your home price range.

When it comes time to make an offer, being preapproved gives you a stronger bargaining position.  A seller will prefer your offer, because they know that the loan will not fall through.  If you are inclined to bargain for the best price, your offer will also be more credible.

Being preapproved also means that your loan application will be accelerated.  You will be in your perfect home quicker and with less stress.  This is especially crucial if you are looking to time the sale of your existing home with the purchase of another.

I can recommend some excellent Mortgage Brokers who I have worked with before.

Sincerely,

%Signature%

Home Ownership: Preapproval vs. Pre-qualified (DripDay: 48  DripGroup: ProspectBuyerMoveUp)

Subject: Home Ownership: Preapproval vs. Pre-qualified 

Dear %Salutation%:

The difference between being prequalified and preapproved is simple:

 If you are prequalified it means that you potentially could get a loan for the amount stated, assuming that all of the information given was accurate and true. 

If you are preapproved, it means that you have undergone the extensive financial background check - which includes looking at your credit history, previous tax returns and verifying your employment - and the lender is willing to give you a loan.  You're already approved!  So, they give you a letter that states such and it is valid for approximately 60 days thereafter.

Most sellers prefer buyers that have been preapproved because they know that there will not be any problems with the purchase of their home.

Sincerely,

%Signature%

DripGroup: ProspectBuyerRelocation

This Drip group is ideal for prospecting buyers who are relocating to a new city.

Picking the Right Real Estate Agent (DripDay: 0  DripGroup: ProspectBuyerRelocation)

Subject: Picking the Right Real Estate Agent 

Dear %Salutation%:

Selecting the right real estate agent can be challenging.  Initially they may all seem the same.  However, there are a number of factors you should weigh before selecting the right real estate professional to work with.

- Look for a real estate professional who knows the area you are moving to.  Local knowledge is crucial in determining the right neighborhoods and understanding local market conditions.

- Be wary of agents who are too busy to personally work directly with you.  This is especially important if you have a limited amount of time to find a new home.

- Ask for references.

- Spend some time talking with them.  Do they talk about themselves and how great they are, or do they listen and ask you what your needs are?

Sincerely,

%Signature%

P.S. I will forward you some information over the next few weeks that I think you will find useful in your home search.

Do You Need School Information? (DripDay: 3  DripGroup: ProspectBuyerRelocation)

Subject: Do You Need School Information? 

Dear %Salutation%:

As a service to our clients, we provide free school reports on the local schools in the area.  We can provide you with information about student/teacher ratio, test scores, and demographic information.  We can also provide a list of local private schools as well.

Even if you do not have school-age children, this is information that is worth knowing.  One factor in the value and appreciation potential of a home is the quality of the school system.

Just let me know the areas you are interested in and I can forward you the appropriate school reports.

Sincerely,

%Signature%

Relocation Assistance is my Specialty (DripDay: 7  DripGroup: ProspectBuyerRelocation)

Subject: Relocation Assistance is my Specialty 

Dear %Salutation%:

Selecting a new home from a distance can be a challenge.  You may face time pressure as well as have limited access to your new town.  We understand these needs and specialize in relocations.

I can brief you on the different neighborhoods, availability of shopping, places of worship, and other community resources.  I can even direct you to local sports clubs like little league.  Some of this we can do over the phone, allowing you to gather as much information as possible before a house-hunting visit.

I can also pre-screen homes for you to see, based upon your criteria and arrange a full itinerary of showings.  That way, we can make maximum use of your time.

Just give me a call.  I love to share my love of our local community and what it has to offer.

Sincerely,

%Signature%

P.S. If you are flying into town, for a day of house hunting, I can pick you up, show you the town and some homes and drop you back at the airport.

What kind of Home are you Looking for? (DripDay: 10  DripGroup: ProspectBuyerRelocation)

Subject: What kind of Home are you Looking for? 

Dear %Salutation%:

Take a few minutes and collect your thoughts.

Ask yourself: How many bedrooms, baths, and other amenities?  Do you need to be within driving distance of specific places of work?  What kind of environment are you looking for - urban, rural or suburban?

Once you know what you want, give me a call.  We can find your perfect home before you know it.
Sincerely,

%Signature%

P.S. I specialize in relocations. Thanks to modern technology, a lot can be done remotely.   I can keep you up-to-date on the latest listings via e-mail and also brief you on neighborhoods and the area in general via phone.  At your request, I can also pre-screen homes and take photos, which I can send to you.

We Know the Neighborhoods (DripDay: 14  DripGroup: ProspectBuyerRelocation)

Subject: I Know the Neighborhoods 

Dear %Salutation%:

Sometimes the hardest part is finding the right neighborhood.  Are you looking for a large lot with mature trees?  Or perhaps you are looking for an older house with some character?  How about a cul-de-sac with lots of families with kids?  
Give us an idea as to the character and style of the neighborhood you are looking for.  I pride myself in knowing all the neighborhoods, their character and what they have to offer.  We can then do a Multiple Listing Search (MLS) and pull up all the houses for sale that meet your criteria.

Your perfect home is waiting for you.

Sincerely,

%Signature%

Picking a Real Estate Agent - Ask for References (DripDay: 21  DripGroup: ProspectBuyerRelocation)

Subject: Picking a Real Estate Agent - Ask for References 

Dear %Salutation%:

What is the best way to select a real estate professional?  Ask neighbors, relatives, and friends.  There's nothing better than a personal recommendation.  Most of our business is from recommendations and referrals from fellow real estate professionals.  Just give me a call or reply to this e-mail and I will forward you a list of clients I have worked with recently.

Your satisfaction is my number one priority!

Sincerely,

%Signature%

Relocation can be Stressful  (DripDay: 28  DripGroup: ProspectBuyerRelocation)

Subject: Relocation can be Stressful  

Dear %Salutation%:

Relocation can be a trying time for the entire family.  Perhaps the most affected are children.  Their world revolves around their family, their neighborhood, and schoolmates.  A move changes two of these three things and can be traumatic. There are several things you can do to help smooth this transition.

Talk with your children about the move.  Show them your new hometown on the map.  Ask them what they would like to see in a new home and include this feedback in the home search.  When looking over a property with your children, engage them by discussing the amenities that interest them and discuss potential room assignments.

Discuss plans for decorating each child's room and seek their input.  Keep in mind that your son may not automatically assume that the room colored pink can be repainted after you move in.  So, make sure to discuss what can be changed.

Spend a few minutes walking around the neighborhood.  Talk with neighbors.  Inquire about potential playmates.  Knock on the next-door neighbor's house and introduce yourselves.  You can learn a lot about a neighborhood in just a few minutes.

If your children play sports, inquire about local little league, soccer clubs, and other sports leagues.  If you can, arrange to talk with someone playing sports locally and watch a game.

Visit the school your children will attend.  Talk with the principal and teachers.  Ask about an orientation session for new students.  Contact the local PTA.  They are often a great source of information regarding after-school programs and other extra-curricular activities that your children can get involved with.

When it comes time to pack, have your children pack and unpack their personal belongings.

Sincerely,

%Signature%

DripGroup: ProspectBuyerInvestor

This Drip group is ideal for prospecting buyers who are looking for investment properties.

Real Estate Investment (DripDay: 0  DripGroup: ProspectBuyerInvestor)

Subject: Real Estate Investment 

Dear %Salutation%:

There are numerous ways to use real estate as an investment vehicle.  The most common is purchasing a single-family home for rental.  However, some investors purchase run-down houses, fix them up and resell them.

Regardless of the kind of investment you are looking for, working with a real estate agent who specializes in real-estate-investment is crucial.  There are many factors that go into a successful real estate investment.  A wrong choice could mean smaller profits, or even a loss.  Having a real estate professional with expert knowledge of neighborhoods, rental and occupancy rates as well as zoning requirements can be a real benefit in finding and closing a good deal.  If you are looking to flip a home, there are ways we can help reduce your commissions.

I am also well connected with contractors and inspectors and can help identify and resolve potential pitfalls before they become emergencies.
Give me a call if you are interested in learning about real estate investment opportunities.

Sincerely,

%Signature%

What Makes a Good Rental Property? (DripDay: 7  DripGroup: ProspectBuyerInvestor)

Subject: What Makes a Good Rental Property? 

Dear %Salutation%:

The key for any rental property is cash flow.  A positive or neutral cash flow is what you are looking for.  To calculate cash flow, tally up your rental income.  Next, tally up your expenses such as mortgage payments, taxes, insurance, and upkeep costs.   Subtract your expenses from your income.  You want to have something left at the end of the day - a rainy day fund, if you will.  That way, you can handle unexpected repairs.

As a general rule, it is unwise to invest in a property that has negative cash flow, as with negative cash flow you need to come up the difference out of your own pocket.

There are additional tax benefits to owning a rental property, which can allow you to take a marginally negative cash flow situation and still make it viable.  So, a cash-flow neutral or even slightly negative cash-flow situation might be workable depending upon your individual tax situation.

Your profit comes from the appreciation of the property when you finally sell.

I can help you find positive cash flow situations.  Give me a call and we can start the ball rolling.

Sincerely,

%Signature%

Pitfalls of the Rookies (DripDay: 14  DripGroup: ProspectBuyerInvestor)

Subject: Pitfalls of Rookie Real Estate Investors 

Dear %Salutation%:

There are a number of pitfalls that a rookie real estate investor must avoid.  The most critical thing to remember is to keep emotions out of the decision.  
To determine if a real estate investment makes sense you need to determine some basic facts to determine cash flow and expected appreciation of the property.  An experienced real estate agent can help you determine appropriate rental rates for a property as well as expected occupancy rates.  They can also give you a good idea as to the potential for appreciation for the property and point out some of the possible repair expenses that you should plan for over time.

I can keep you on the right track.  Give me a call to learn more.

Sincerely,

%Signature%

Fixer Upper - Flipper (DripDay: 21  DripGroup: ProspectBuyerInvestor)

Subject:  Making money Flipping Properties 

Dear %Salutation%:

A great opportunity for a real estate investor with construction experience is the purchase of a property that needs some work.  After improvement, the property is immediately sold.  There are a few important factors to consider when looking for properties to flip.

The neighborhood will have a natural ceiling price.  It may not pay to take a run-down house in a run-down neighborhood and fix it up.  Instead, find a house that needs some work that's priced considerably below its peers in that same neighborhood.

Avoid homes with structural defects, as these are the most costly, and most risky to repair.  Make sure to do your due diligence before making a purchase.  Get inspections.  Have contractors come out and give you a bid on proposed improvements before you make an offer.

Be aware that homes with undesirable floor plans are going to be difficult to sell, even after getting a face-lift.

Think about your financing needs for the purchase, as well as financing for improvements.  Ideally, you should get a single loan to cover both costs.

Look for a real estate agent with expertise in finding undervalued homes that need some work.  It's like finding a diamond in the rough.  With the proper polishing you could have a real gem.

Sincerely,

%Signature%

Time IS Money (DripDay: 32  DripGroup: ProspectBuyerInvestor)

Subject: Time IS Money 

Dear %Salutation%:

As a real estate investor, you appreciate the value of a quick sale, finding a tenant without too much delay, and closing a deal with minimal trouble.  I can work with you to assure that your transaction goes smoothly.  I know mortgage brokers who specialize in financing real estate investors.  I also have the ability to screen rental clients, and perform credit checks.  Rental properties can be listed on the Multiple Listing Service (MLS), providing you with the largest and best-qualified pool of rental applications.

I would love to be in your corner the next time you do a real estate transaction.

Sincerely,

%Signature%

5 Rookie Investing Mistakes (DripDay: 41  DripGroup: ProspectBuyerInvestor)

Subject: 5 Rookie Real-Estate Investing Mistakes 

Dear %Salutation%:

Real estate investors sometimes get caught up in the deal and make mistakes that cost them.  Here are some of the most common mistakes I see:

_ Paying too much for a property

_ Underestimating remodeling costs

_ Hiring unlicensed contractors for repairs

_ Buying an out-of-town property

_ Lacking an exit strategy

Working with a real estate agent who specializes in real estate investments will help you avoid these mistakes.  Give me a call.  I would love to work with you.
Sincerely,

%Signature%

1031 Like-Kind Exchanges (DripDay: 51  DripGroup: ProspectBuyerInvestor) **USA**
Subject: 1031 Like-Kind Exchanges 

Dear %Salutation%:

Successful real-estate investors need to keep an eye on tax consequences of their transactions.  If you own an investment property that has appreciated significantly, selling it can have unintended tax consequences.

A little known provision of the IRS Tax Code allows for "like-kind" exchanges.

Section 1031 of the Internal Revenue Service is the answer. Section 1031 provides that "no gain or loss shall be recognized if property held for productive use in trade or business, or for investment, is exchanged solely for property of a like-kind to be held either for productive use in trade, business, or for investment".

What this means is that you can defer taxes on the sale of an investment property if you purchase a different property in its place.

If you are interested in taking advantage of a 1031 'like-kind' exchange, give me a call and we can discuss the opportunities available.
Sincerely,

%Signature%

P.S. Here's a link the IRS web site on 'like-kind' exchanges:

https://www.irs.gov/uac/like-kind-exchanges-under-irc-code-section-1031
DripGroup: ProspectRenterHouse
This Drip group is ideal for a buyer looking to rent a house.

Rent a House (DripDay: 0 DripGroup: ProspectRenterHouse)

Subject: Rent A House
Dear %Salutation%,
You might think that all a real estate agent can do is sell houses.  However, I am a real estate agent in %MarketArea% who specializes in rental housing and I promise that's not the case.  I can show you any home that is listed in the Multiple Listing Service (MLS), and that's a lot to choose from.

Here are some major advantages of renting a house:

· Often the cost to rent a house is close to what you are paying for your current apartment

· More living space

· More storage – even a small house is typically larger than the biggest apartment

· Quieter – more distance between you and your neighbor

· More freedom to do what you want

· Better parking, perhaps even a garage.

We can also find tenants for homeowners who are looking to rent out their house, or townhouse.

Tired of renting apartments with noisy neighbors and cramped quarters?  Give me a call and we can start looking.

Sincerely,

%Signature%

 Finding a House to Rent (DripDay: 14 DripGroup: ProspectRenterHouse)

Subject: Finding a House to Rent
Dear %Salutation%,

I am a real estate agent who has access to all of the rental houses that are listed in the Multiple listing Service (MLS). Finding a house to rent is a lot like finding a house to purchase.  I can show you any house that is for rent.  I know the neighborhoods in %MarketArea% and can narrow down your search quickly.

This is a free service with no cost (or risk) to you.  You can just look and see what is available with no obligation to rent.  You have the freedom to decide if moving to a house is right for you, or not.  I'll even drive you around to see the properties that interest you and we can inspect them in detail.

You might be surprised at how easy this is to do.  Let me know if you are ready to move up to a house.

Sincerely,

%Signature%

Schools (DripDay: 28 DripGroup: ProspectRenter)
Subject: Schools
Dear %Salutation%,
Living in a house can really change the way you raise your kids and change their perspective on life, especially when it comes to schools.  If you have kids, a good school district is likely one of the FIRST things that you will think of.

Unlike apartment locations, renting a house in a neighborhood where other school-age children live means that the schools are likely to be better and less congested.  There are likely more playmates for your kids as well as the peace-of-mind that your child can play safely in their own back-yard.  Perhaps it could mean a new best friend for your son or daughter.

Living in an apartment can seem so temporary with tenants constantly moving in and out.  Living in a house provides a level of permanence and stability that is important in raising a child.

Let me know if renting a house is something you would like to pursue.  I can help you start your search today.
Sincerely,
%Signature%

Rent-To-Own (DripDay: 35 DripGroup: ProspectRenterHouse)

Subject: Rent-To-Own
Dear %Salutation%:
Suppose you rent a house and end up falling in love with it.  You want to explore the option of making it yours.  Did you know that some landlords will offer a rent-to-own option?

The way this works is that a portion of your monthly rent is set aside.  After 2 years or so, the total of this set aside rent is added up and can be used towards a down payment to purchase the house.

I am a real estate agent who specializes in house rentals in %MarketArea%.  I can help negotiate a lease with a Rent-To-Own option.  It's a great option to have.  And, if you decide that you don't want to own then you don't have to.

Just give me a call and let me know.  I will make the search for a new rental house easy.
Sincerely,
%Signature%

Rent-vs-Own Calculation (DripDay: 49 DripGroup: ProspectRenterHouse) **USA**
Subject: Rent-vs-Own Calculation
Dear %Salutation%:
Does it make more sense to own a home or to rent one?  Owning a home is particularly appealing if you are looking to save money on taxes.  The interest paid on a mortgage as well as any property taxes paid are fully tax deductible.

Millionaires have many ways to reduce their tax bill, but these benefits are one of the few options that working-class, tax-paying Americans can use to lower their tax bill.  Why not see if it makes sense to take advantage of these tax benefits?

The first thing we will do when we start looking for a home for you to rent is to do a rent-vs-own calculation.  This allows us to determine what makes the most financial sense for you.  The factors that go into this calculation are: the interest rates, the price of the home, the monthly rent of an equivalent home as well as how long you would be staying using either option.

Renting may make the most financial sense.  It all depends upon market conditions and how long you intend to stay in the home, interest rates and a few other details.

Let's get together and run the numbers.  You might be surprised at what we find out.

Sincerely,

%Signature%

The Secret to Negotiation with a Landlord (DripDay: 63 DripGroup: ProspectRenterHouse)
Subject: The secret to Negotiaion with a Landlord
Dear %Salutation%,
Do you think the most important thing to a landlord is getting the highest possible rent?  Not at all!  A landlord is looking for a stable tenant who is able to pay their rent on time and doesn't damage the house.  They are also looking for someone who will stay for a while. 

The largest risks in being a landlord are the cost of a vacant property and the potential damage that a tenant might do to a property.  Are you a stable tenant, willing to stay for a while, pay your rent on time and take care of the property?  If so, you are gold to a landlord.

With that secret to negotiation in mind, I am certain we can find the perfect rental house for you.  I specialize in finding rental housing in %MarketArea%.

Just give me a call and we can start looking.

Sincerely,
%Signature%

Breaking Your Old Lease (DripDay: 77 DripGroup: ProspectRenterHouse)
Subject: Breaking Your Old Lease
Dear %Salutation%,
Are you wishing you could rent a house, but you're worried about your current lease?  I work with new tenants every day who are looking to switch from an apartment into a house.  There are several ways to terminate your lease early.

I am a real estate agent who specializes in finding rental houses in %MarketArea%.  Let's set up a house hunting appointment today.  Bring your current lease we can discuss a strategy that will help the transition from a cramped apartment to a spacious rental home.

Give me a call.  I would love to show you what rental houses are available in %MarketArea%.

Sincerely,
%Signature%

DripGroup: ProspectBuyerSecondHome
This Drip group is ideal for someone looking for a vacation home or second home.

Let Me Introduce Myself (DripDay: 0 DripGroup: ProspectBuyerSecondHome)

Subject: I Specialize in Vacation Properties in %MarketArea%
Dear %Salutation%:
If you are interested in finding the perfect second home, the ideal property that will make your dreams come true, then perhaps I can help.

I am a real estate agent who specializes in finding vacation properties in %MarketArea%.
In these changing economic times, no one is more knowledgeable about what is available and what is possible.

I know the neighborhoods and I know when houses come on the market.

Based on your interests and needs, we can find the vacation home you are looking for.
Please give me a call or just reply to this email.
Sincerely,
%Signature%
P.S. If you are not looking for a second home, perhaps you know someone who is?
Home is Where Your Heart is (DripDay: 14 DripGroup: ProspectBuyerSecondHome)

Subject: Home is Where Your Heart is

Dear %Salutation%:

A second home is not only a great way to bring the family together, it's also a place to create memories and family traditions.

Kids grow up so fast and Grandparents aren't getting any younger.  Sometimes we are all too busy with our daily routines to spend family time together.  We just don't take the time to slow down and savor what is important.  A second home is a great way to share quality time with those you love.

As well as a vacation retreat, a second home is also a social hub for special occasions such as birthday parties, family reunions, and spring or summer vacations.  It could also be used for entertaining business associates and colleagues.

Give me a call and let's talk about your new second home retreat.

Sincerely,

%Signature%

You Control your own Destiny (DripDay: 35 DripGroup: ProspectBuyerSecondHome)

Subject: You Control your own Destiny

Dear %Salutation%:

The best thing about owning your own vacation home is that you control it.  It's all yours to make and to mold as you furnish and decorate it exactly as you wish.  You can keep it all to yourself or use it to produce income as a rental property.

There aren't many investments that have the practical benefits of ownership, while at the same time being a good investment.  And there's always the possibility that the home will appreciate in value.

There's nothing like being on vacation, and yet still feeling at home.

Give me a call and we can start looking.

Sincerely,

%Signature%

Success has Benefits (DripDay: 63 DripGroup: ProspectBuyerSecondHome)

Subject: Success has Benefits
Dear %Salutation%:

After weeks of exhausting work, don't you deserve to treat yourself?  You could waste your hard earned cash on a cruise to the Bahamas, but once you return you have nothing to show for it.  Or...you could invest in a vacation home.
Don't you deserve a vacation home?  A vacation home provides more opportunities for you to recharge your batteries with great weekend getaways.  You will return home refreshed, more productive, and relaxed.

As an added bonus, what better way to enjoy something now and then sell it later for a gain?

Give us a call and we can find the perfect getaway retreat for you and your family.

Sincerely,

%Signature%

Shake Things Up (DripDay: 90 DripGroup: ProspectBuyerSecondHome)

Subject: Shake Things Up

Dear %Salutation%:

Feeling trapped in your job and getting tired of the same old things?  Tired of the same old house and surroundings?

Shake things up by getting a second home.  Imagine your vacation property as a way to experience new sights, find new friends, and see life from a different point of view.  Feel energized and recharged after spending time in your vacation home.  

Give me a call and we can talk about your future second home.

Sincerely,

%Signature%

Let Me be Your Guide (DripDay: 120 DripGroup: ProspectBuyerSecondHome)

Subject: Let Me Be Your Guide

Dear %Salutation%:

I specialize in vacation homes in %MarketArea%.  I know what neighborhoods are up-and-coming and which to avoid.  Are you looking for that special vacation property?

The best homes are snapped up by buyers that know what they are looking for.  I can let you know right away when the perfect property comes on the market.

If you would prefer to build from scratch, I also have good relationships with builders.  My knowledge of undeveloped land can help you build the perfect vacation home. You can pick your own plot of land, design your home, and watch it being built from start to finish. 

I can help you make sure that your perfect home is exactly that – perfect.  Give me a call and we can get started!

Sincerely,

%Signature%

Take a Vacation that Feels Like Home (DripDay: 140 DripGroup: ProspectBuyerSecondHome)

Subject: Take a Vacation that Feels like Home

Dear %Salutation%:

Do you find it hard to fully relax while taking vacations in strange places?  Why not take a vacation in a place that is yours?

There's nothing better than that feeling of comfort you get from sleeping in your own bed at night.  You can get that same feeling and still go on vacation by purchasing a vacation home.  Even packing is simplified since nearly everything you need is already at your vacation home, including a toothbrush.

I specialize in vacation homes in %MarketArea%.  Let me know about your dream vacation property.  I am sure I can find what you're looking for.

Sincerely,

%Signature%

The Weekend Vacation (DripDay: 170 DripGroup: ProspectBuyerSecondHome)

Subject: The Weekend Vacation

Dear %Salutation%:

You have probably heard the expression "They aren't making any more land", but what's even more scarce is TIME.  Most people can't take weeks off for a vacation.  What's a busy professional to do?  

Imagine leaving Friday after work and you're on vacation by dinner.  The solution is to own a vacation property that's just a few hours away.  What a great way to spend time doing what you want, when you want, and even at the last minute. 

I have that solution.  I specialize in vacation/second homes in %MarketArea%. 

Give me a call and we can plan your next weekend getaway.

Sincerely,

%Signature%

Let me Help Your Find your Dream Home (DripDay: 200 DripGroup: ProspectBuyerSecondHome)

Subject: Let Me Help You Find your Dream Home

Dear %Salutation%:

A primary residence is dependent upon factors that are outside of your control, such as where you might work. A vacation home can be anywhere and anything that you want.  The only limitation is your imagination.

BUT, sometimes that second home can be harder to find than your first!  I specialize in finding second/vacation homes in %MarketArea%.

Give me a call and let me help make your dreams a reality.  

Sincerely,

%Signature%

Make A List (DripDay: 230 DripGroup: ProspectBuyerSecondHome)

Subject: Make a List

Dear %Salutation%:

Are you looking for a vacation property in %MarketArea% and not sure how to start?

Start with a list of the important features and let me do the rest.  

Waterfront, number of bedrooms, view, access, distance to primary home or office, style, fireplaces, and investment potential may be a few items you could include on your list. You will be surprised how easy and affordable a vacation home in %MarketArea% can be, and how quickly your dreams can become a reality.

Just give me a call.  Financing is available and prices have never been so affordable.
Sincerely,

%Signature%

Build Your Dream Home (DripDay: 260 DripGroup: ProspectBuyerSecondHome)

Subject: Build Your Dream Home

Dear %Salutation%:

It all starts with finding a location; a buildable lot or existing structure with potential.  That's just the beginning of making your dream a reality.

Are you looking for a new vacation/second home in %MarketArea%?  Do you perhaps have specific needs and are tired of compromises.  I can help.  I know all the builders and I can make sure that the process of constructing your new home goes smoothly.

I can help with the enjoyment of creating your dream from scratch.  Even if you are not around to keep an eye on things, I am always on-hand to make sure your dream home remains YOUR dream.

Give me a call and let's get started.

Sincerely,

%Signature%

No Compromises (DripDay: 300 DripGroup: ProspectBuyerSecondHome)

Subject: No Compromises
Dear %Salutation%:
Perhaps you are looking for that perfect weekend getaway, or a place where you plan to retire.  You have compromised with previous homes, but now you have achieved a certain level of success and you have worked hard to get there.  This time... No compromises!

This time you are looking for the perfect dream home.  You are already settled in your primary residence so there's no pressure to settle for less than exactly what you want.

I specialize in finding vacation homes in %MarketArea%.  I'll make sure we find your dream home.

Give me a call.  Your dream home is just around the corner.
Sincerely,
%Signature%

Pets Are Like Family (DripDay: 330 DripGroup: ProspectBuyerSecondHome)

Subject: Pets are Like Family
Dear %Salutation%:
Do you struggle finding the right kennels for your pet when you go on vacation?  Having your own second home means your pet can go on vacation with you!
I specialize in vacation homes in %MarketArea%.  I can help you find that perfect vacation location for both you and your pet.

Give me a call.
Sincerely,
%Signature%

Family Traditions (DripDay: 360 DripGroup: ProspectBuyerSecondHome)

Subject: Family Traditions
Dear %Salutation%:
What better way to start your own family traditions than with a vacation home.  A home designed for comfort and fun, free from the stress and chaos of everyday life, is the magnet that will bring children, grandchildren, and parents together.

Summer vacations, long weekends, holidays, surprise parties, reunions.... the possibilities are limitless for creating festive family traditions.
I specialize in making your second home dreams a reality in and around %MarketArea%.  Why not give me a call and we can start looking for your dream home.  
Sincerely,
%Signature%

The Comfy Chair (DripDay: 400 DripGroup: ProspectBuyerSecondHome)

Subject: The Comfy Chair
Dear %Salutation%:
While on vacation does it sometimes not feel as comfortable and cozy as your own home?  Perhaps you miss your favorite cozy lounge chair or your favorite slippers.  You can make your second home so much better than an impersonal hotel.
Having your own vacation home means that you can make it feel like home.  It's a chance to decorate in a quirky or relaxed style, while still being comfortable and familiar.
I specialize in vacation homes in %MarketArea%.  Whatever choices you make, your vacation paradise is closer than you may think.
Give me a call and we can find that perfect home for your comfy chair.
Sincerely,

%Signature%
DripGroup: ProspectBuyerShortSale
This Drip group is ideal for someone looking for a deal and who is interested in purchasing a short-sale property.  It can be applied to investors, flippers or even homeowners looking for a good deal.

Are You Looking For A Good Deal? (DripDay: 0 DripGroup: ProspectBuyerShortSale)

Subject: Are You Looking For A Good Deal?
Dear %Salutation%:
You're a savvy investor with a diverse portfolio.

One possibility that may have escaped your notice is the short-sale.

The time is right and opportunity is knocking on this strategy.  Short-sales are in abundance right now, but the trick is to get in on the right deal.   

As a licensed real estate agent, with multiple short-sale successes, I can guide you through the short-sale process, making sure a short-sale provides you with a great return on your investment.

Call me today - I know of immediate opportunities right now.
Sincerely,
%Signature%
Location, Location, Location (DripDay: 7 DripGroup: ProspectBuyShortSale)

Subject: Location, Location, Location
Dear %Salutation%:
The most important consideration for purchasing any property is location.  The neighborhood will determine if there's appreciation potential.  If you find a home in an up-and-coming neighborhood, the prospects are bright.
I have knowledge of which neighborhoods have potential and which to avoid.  I know about projects that the city has planned and can help make sure that any purchase you make makes sound financial sense.  I also know the best school districts, which can be an important consideration as well.
These are the things that can't be determined through an internet search and come from living in the area for many years and having exhaustive knowledge of the neighborhoods.

Give me a call and we can find what you are looking for.

Sincerely,
%Signature%

Just Needs A Little Work (DripDay: 14 DripGroup: ProspectBuyerShortSale)

Subject: Just Needs a Little Work
Dear %Salutation%:
Sometimes you get a deal so good on a short-sale you just can't pass it up.

The place might need paint, maybe new carpet, or even some minor repair - updating faucets, lighting fixtures, you get the idea.

Having a contractor who can come in and get those repairs done quickly and at a fair price is what will allow you to make the best offer to take advantage of this good deal.

As a licensed real estate agent, specializing in short-sales, I know several licensed contractors that specialize in this kind of work.

Let's get together and start looking at short-sales.
Sincerely,
%Signature% 

Look Before You Leap (DripDay: 21 DripGroup: ProspectBuyerShortSale)

Subject: Look Before You Leap
Dear %Salutation%:
There's more to investing in a short-sale home than just making an offer to the homeowner.

Many homes have a second mortgage or are the collateral for a line of credit.  Research is the only way to discover just how much money is really owed on the property.

Your offer will need to be enough to satisfy both the original mortgage holder and the second mortgage/line of credit holder.  Short-sales can be a lengthy process - your first offer should be your best offer.

I am a licensed real estate agent, specializing in the short-sale market.  I know how to research these properties, and how to structure the proposed price so it will be accepted in the shortest amount of time.

Call me today and I will start working with you on a short-sale investment strategy.

Sincerely,
%Signature%

Bring Your Own Financing (DripDay: 28 DripGroup: ProspectBuyerShortSale)

Subject: Bring Your Own Financing
Dear %Salutation%:
A lot of people think that a short-sale property is already in foreclosure.  That is not true.  The short-sale happens before foreclosure.  It gives the homeowner a chance to sell the home before foreclosure proceedings begin, but the bank holding the mortgage must approve the sale.

The bank usually is not aware of the asking price until someone makes an offer.  Many homeowners list the home with an attractive low price.  When a buyer makes his offer for this price, it is usually rejected by the bank.

Being a licensed real estate agent, I know how to work with the bank on a short-sale offer.  My knowledge of current market values enables me to determine what would be an acceptable offer on a home - acceptable to the bank, the seller, and especially to you, the buyer.

Banks are more likely to work with someone who's already got financing and is ready to sign the papers.  If needed, I can refer you to some loan officers so you can get pre-approved for a loan.

I have some properties that are priced right for a short-sale.  Give me a call so we can get started right away.
Sincerely,
%Signature% 

Motivated Seller (DripDay: 35 DripGroup: ProspectBuyerShortSale)

Subject: Motivated Seller
Dear %Salutation%:
Let's look at the seller's reasons for a short-sale.

They can no longer afford the mortgage.  Maybe they purchased too much house in the first place; maybe they lost their job, a divorce, death in the family.  The reasons are many.

The seller may have already fallen behind on the mortgage payments.  The short-sale will make less of a negative impact on their credit than foreclosure.

If the house goes into foreclosure, it will be seven years (or longer) before they can purchase another home.  If they sell with a short-sale, chances are good that a new home can be purchased in as few as three years.

The bank will usually forgive that portion of the debt not covered by the short-sale.

The seller retains his dignity, doesn't have to go through the humiliation of a foreclosure.  This is a very big motivator.

I know of several properties where a short-sale would be acceptable.  Call me today.

Sincerely,
%Signature% 

A Fixer-Upper (DripDay: 42 DripGroup: ProspectBuyerShortSale)

Subject: A Fixer-Upper
Dear %Salutation%:
Yes, there can be a negative side to purchasing a short-sale as an investment.

You might actually pay more than what the property is worth.  The short-sale is probably happening because the original owner is upside down on the loan.  Just because the property is now listed for less than the original payment amount doesn't mean you're making a great deal.

The home is sold 'as-is', so if the roof needs repair, there's termite damage, or the appliances are worn out, you, the new owner, is the one who'll be paying for repairs and replacement.

It could take months for the lender to accept your offer, then even longer for the closing to take place. The bank that holds the mortgage is in charge of every aspect of the sale.  From accepting the offer, to what's required at closing, to the closing date.  They can even change the terms on closing day.

As a licensed real estate agent, I know which banks will work with you.  I know the market value of properties in my area, and have access to the entire MLS.  I know what steps to take to ensure that the home you are considering will be a worthwhile investment for you.

Call me today so we can find the best short-sale for your investment.

Sincerely,
%Signature% 

DripGroup: ProspectVABuyer
This Drip group is ideal for a Military Veteran who might be looking to purchase a home.  The sequence describes the advantages of a VA loan and how you specialize in helping Vets find the perfect home.

VA Loan Eligibility (DripDay: 0 DripGroup: ProspectVABuyer) **USA**
Subject: VA Loan Eligibility
Dear %Salutation%:

First, I want to thank you personally for your service to our country.

Are you considering purchasing a home?  I specialize in helping Veterans find their perfect home.  

One of your benefits as a veteran is that you can qualify for a VA Loan.  VA loans make owning a home more affordable and your dream easier, particularly if you don't have a lot of cash for a down-payment.  I can help work through the paperwork and make sure that your home qualifies for a VA loan with a minimum of hassle. 

As with any government program, it pays to work with someone who knows how to cut through the red tape.

Let me help you make the purchase of your new home as easy as possible.  Give me a call and we can see about getting started.

Sincerely,
%Signature%
P.S.  Make a list of the qualities that you are looking for - number or bedrooms, baths, and location.  I'll punch that list into our Multiple Listing Service (MLS) and we can start looking at homes.  I can show any home that is listed FOR SALE - even if they are listed as FOR SALE BY OWNER.
Paperwork (DripDay: 7 DripGroup: ProspectVABuyer) **USA**
Subject: Paperwork
Dear %Salutation%:

A VA Loan can be a great benefit.  It provides low interest rates, and can help vets qualify for homes more easily.  

However, these benefits do have a few drawbacks.  There is paperwork that needs to be filled out, and not every home can qualify for a VA loan.  I help Vets purchase homes every day and have first-hand knowledge as to what deals sail through and what deals get hung up due to incorrectly filled out paperwork.

For example, you won't be able to purchase a home that's a 'fixer-upper'.  VA Loan rules specify that the home be in good condition at the time of sale.  Small things like peeling paint or a missing hand-rail can mean the home will not qualify for a VA Loan.  This can seem silly, but that's just the way the system works.  I know the rules and can help steer you toward properties that will sail through the VA loan process.

If you think about it, these are good rules that protect you, the buyer, from getting a home that needs a lot of work and extra expenses.

Let me be your guide and we can find you the perfect home.

Sincerely,

%Signature%
What Qualifies for a VA Loan? (DripDay: 14 DripGroup: ProspectVABuyer) **USA**
Subject: What Qualifies for a VA Loan?
Dear %Salutation%:

One of the most common questions I get regarding the VA Loan Guarantee Program is if it is possible to buy non-traditional housing such as a mobile home or farm?

A VA loan must be used to purchase a home with a fixed, permanent foundation.  Anything that moves such as a mobile home would not qualify.  However, a modular home with a foundation, or a farm with a house that is used for a residence would qualify.

You aren't restricted to just a single family home.  If a lender approves, the VA allows loans on condominiums, mixed-use properties, multi-family units, and even manufactured homes.  The key words here are "if a lender approves".  Just because the VA allows it does not mean that every lender is obligated to offer it.

Let me get you into the home of your dreams by navigating through the red tape and finding the right lender for you.

Sincerely,

%Signature%
Renewing Your VA Loan Entitlement (DripDay: 21 DripGroup: ProspectVABuyer) **USA**
Subject: Renewing Your VA Loan Entitlement
Dear %Salutation%:

Many veterans aren't aware that if you pay off a home purchased with a VA loan, or the home is sold, you can get your eligibility for a VA loan entitlement renewed.  In fact, there's no limit on the number of times that you can renew your eligibility. 

However, it isn't automatic and there is some paperwork that will need to be filled out.

If you need any help renewing your eligibility for a VA Loan, I would be happy to help you get that process started.  

Give me a call.
Sincerely,
%Signature%
P.S.  In the meantime, we could take a look at a few homes that might be perfect for you.

A Low Down Payment (DripDay: 28 DripGroup: ProspectVABuyer) **USA**
Subject: A Low Down Payment
Dear %Salutation%:

One of the most attractive features of your VA loan eligibility is the no-down-payment option.  You can get a loan for the "full reasonable value" of the home you want to buy.  Other loan programs for first time homebuyers generally require at least a 3.5% down payment.  An FHA loan for example, only covers 96.5% of the value of the property.

This is a highly desirable advantage of a VA Loan if you are looking to minimize your cash outlay when purchasing a home.  The catch is that most VA Loan Appraisal's are typically conservative.  The government wants to make sure that you are getting a good deal on your home.  An appraisal for a VA Loan might be below the asking price for a home and even below a traditional appraisal.

If this happens, it can be used to your advantage when negotiating a purchase.  A seller might agree to lowering their asking price to where the VA appraisal came in.  However, it is even better to find a good deal with a home that will appraise below the asking price. 

I know what VA Appraisers look for when they appraise homes.  I can steer you toward homes that will appraise right in the first place and help your deal sail through without delay.

Let's get you started on the road to home ownership!

Sincerely,
%Signature%
Finding the Perfect Lender (DripDay: 35 DripGroup: ProspectVABuyer) **USA**
Subject: Finding the Perfect Lender
Dear %Salutation%:

You might be surprised how smoothly a deal will go through when you know the right people.  Not all lenders are eager for the extra paperwork that a VA Loan entails.  The process of using a VA Loan is a bit more complicated than a traditional home loan. 

I know lenders that will treat you with respect and will help you through the VA Loan process.  I can point out a few mortgage brokers that have helped Vets such as you qualify for a loan.

It's great if you have already found a company to handle your mortgage.  However, if you are in the process of gathering choices, let me help you.  

I look forward to helping make your dreams come true. 

Sincerely,
%Signature%
Other Benefits of a VA Loan (DripDay: 42 DripGroup: ProspectVABuyer) **USA**
Subject: Other Benefits of a VA Loan
Dear %Salutation%:

Thank you for your service to our country!  Now let me serve you in finding your new home.
There are more benefits of a VA Loan that you may not be aware of.  For example, no down payment, 100% financing, plus lower interest rates.

Most conventional loans require 10-20% down.  As an added monthly expense, PMI (Private Mortgage Insurance) is also required for financing more than 80% of the home's value.  PMI is not required for a VA Loan.  

Let me know how I can help you take advantage of the benefits you deserve as a Veteran.  

Sincerely,
%Signature%
P.S.  The combination of these facts means that your monthly house ownership expenses will be lower.

DripGroup: ProspectSeller

This Drip group is ideal for prospecting sellers.

Getting Ready to Sell your Home (DripDay: 0  DripGroup: ProspectSeller)

Subject: Getting Ready to Sell your Home 

Dear %Salutation%:

Thank you for contacting me regarding the sale of your home.  You probably have many questions that you would like answers to.  Such as: How much can my home sell for?  How long will it take?  What is the state of the market? What legal and tax implications will my sale have?

My goal is to assure your complete satisfaction in what is likely to be the largest financial transaction in your life.  I can help you, one step at a time in preparing your home for sale, finding likely buyers, negotiating the sale, and finalizing the deal.

I am confident that we can quickly find a buyer for your home who will appreciate it as much as you do.

Sincerely,

%Signature%

P.S. I will forward you some information over the next few weeks that you should find helpful in preparing your home for sale.

Are you Planning a Move? (DripDay: 7  DripGroup: ProspectSeller)

Subject: Are you Planning a Move? 

Dear %Salutation%:

Take a few minutes and collect your thoughts.  Why are you selling your house? Are you looking to upgrade, or perhaps you need to move to a new city due to a new job?  Do you need a quick sale?  Will you be living in the home while it is for sale?  Do you have an asking price in mind?

Your motives for selling are important because they provide your real estate agent feedback regarding the relative urgency of the sale and an appropriate pricing strategy.  It is wise to share these motives only with your real estate agent.  It would be unwise to let potential buyers know them as they could gain a bargaining advantage from this information.

Just give me a call and we can start the ball rolling.

Sincerely,

%Signature%

Comparative Market Analysis (CMA  DripDay: 14  DripGroup: ProspectSeller)

Subject: Comparative Market Analysis (CMA) of your House 

Dear %Salutation%:

The best first step in selling your home is to contact a real estate agent who specializes in selling homes in %MarketArea%.  Ask for a Comparative Market Analysis (CMA) for your home.

A CMA involves homes that are similar to yours that have sold recently.  Based upon this market information, and local knowledge of market trends and specific differences between your home and the comparable homes, a market price for your home can be determined.
The real estate agent will also present their proposed marketing strategy and provide feedback regarding how to stage the home for maximum appeal to potential buyers.
It's not a bad idea to invite more than one real estate agent to provide a CMA.  That way, you can feel comfortable with your pricing strategy.

Sincerely,

%Signature%

Picking the Right Real Estate Agent (DripDay: 21  DripGroup: ProspectSeller)

Subject: Picking the Right Real Estate Agent 

Dear %Salutation%:

Selecting the right real estate agent can be challenging.  Initially they may all seem the same.  However, there are a number of factors you should weigh before selecting a real estate professional to work with.

Ask for references.  A good agent will be able to provide a list of satisfied clients you can talk with.

Look for a real estate professional who knows the area.  Local knowledge is crucial in determining the right neighborhoods and understanding local market conditions.  Have they sold any homes in your neighborhood recently?  How close to asking price was the final settlement price?

Spend some time talking with them.  A good agent will tell you the good, the bad AND the ugly.  Be wary of agents who seem too optimistic, or provide a CMA that seems unusually high.

Like anything, it pays to shop around.

%Signature%

Fix Anything Broken (DripDay: 35 DripGroup: ProspectSeller)

Subject: Selling Real Estate: Fix Anything Broken 

Dear %Salutation%:

Your home is going to need some preparation before its ready.  Have your real estate agent do a walk-through and help you put together a to-do list.  Take care of the things that take the most time first.

Fix anything broken.  If there are structural defects, such as a cracked foundation, bring someone in to take a look and have it fixed.  There is nothing worse than having a deal fall through because of a failed inspection that reveals a major structural defect.  When in doubt, consider having a home inspector do a pre-listing inspection.  You can then provide the inspection as proof that the home is in good shape.

If the walls are not in pristine condition or the paint color is unique, paint them a neutral color.  A fresh coat of paint will make the place look better and a neutral color will appeal to the most people.  Scuffmarks can be cleaned with a cleaning product called the Mr. Clean Magic Eraser.

Homebuyers will usually make a decision not to purchase a home within the first 30 seconds.  If the landscaping and outside appearance of the home is uninviting, they may make that decision without ever leaving their car.  Take a critical look at your yard and lawn.  Prune dead branches, pull weeds, and fertilize.  Curb appeal is crucial.

Sincerely,

%Signature%

P.S. Avoid large remodeling projects, unless advised by your real estate agent.  Usually your money is better spent elsewhere.

First Impressions (DripDay: 42 DripGroup: ProspectSeller)

Subject: Selling Real Estate: First Impressions 

Dear %Salutation%:

Potential homebuyers often decide about their interest in a home within a few seconds.  This is usually based upon first impressions, especially impressions as they enter the home.  There are a few things that you can do to make a good first impression.

If the carpets have stains or are worn, consider having them replaced.  Have the carpet professionally cleaned.

Eliminate clutter.  Take a good look at your closets and remove 1/2 of their contents.  This will make the closets look larger.  Remove extra furniture and other items.  A home with fewer items looks larger.

Remove all personal items and personal photos.  You want the homebuyers to picture themselves as owning the home.

Sincerely,

%Signature

What's the Real Estate Market Like? (DripDay: 63 DripGroup: ProspectSeller)

Subject: What's the Real Estate Market Like? 

Dear %Salutation%:

An important factor in selling a home is to fully understand the market.  What are the interest rates?  How healthy is the economy and what are employment conditions like? Are houses selling faster than they are being put on the market?  Or is it the other way around?  In more concise terms, is it a Buyers' or Sellers' market?

But most importantly, what is the local market condition like?  Market conditions can differ dramatically based upon region and even by neighborhood.  That's where local expertise and understanding of desirable neighborhoods, and local market trends is invaluable.  We keep a close eye on local employers, construction of highways, and other infrastructure, as well as what's going on within individual neighborhoods.

Give me a call.  I am happy to share my expertise with you.

Sincerely,

%Signature%

A Fast Sale (DripDay: 75  DripGroup: ProspectSeller)

Subject: Selling Real Estate: A Fast Sale 

Dear %Salutation%:

To get the best price for your home, there are four factors to consider:

- Picking the right Asking Price

- The home's condition

- The real estate market

- Marketing, Promotion, and Follow-Through
We have discussed the first three.  The fourth is potentially the most crucial because it's what makes the deal happen.  Your real estate agent will spend considerable effort making your home stand out from the others.  Marketing should include open houses, agent caravans, and advertising in newspapers.  Flyers, a yard sign, Multiple Listing Service (MLS), Email, and Internet marketing are also part of a good real estate marketing blitz.  Good photos of your home, both inside and out should be used throughout this campaign.  When a potential buyer visits your home, your real estate agent should follow up and solicit feedback.

Based on feedback, your real estate agent can make sure your home is priced right.  A home priced too low could lose you thousands.  A home priced too high, will sit and not sell.  The right price is a fine balance and is the best way to a quick sale for the maximum price.

A properly choreographed marketing campaign will bring a steady stream of potential buyers to your home and lead to one or more offers to buy.

Sincerely,

%Signature%

DripGroup: ProspectSellerEmptyNester

This Drip group is ideal for prospecting sellers who are looking to move after the kids have left the house.

A Change for the Better (DripDay: 0  DripGroup: ProspectSellerEmptyNester)

Subject: Selling your House: A Change for the Better 

Dear %Salutation%:

With the kids gone, does the house seem empty?  Or perhaps you are looking to move to a new environment, away from the daily grind.  As your children have grown, so have your needs.  Perhaps it is time to find a new, smaller, and more maintainable home in a community that better suits your new lifestyle?

Give me a call.  I welcome the opportunity to work with you.

Sincerely,

%Signature%

P.S. I will forward some information over the next few days that I think you will find helpful.

Buy or Sell First? (DripDay: 7  DripGroup: ProspectSellerEmptyNester)

Subject: Real Estate: Buy or Sell First? 

Dear %Salutation%:

A classic dilemma for homeowners is whether to sell their existing home before purchasing another, or the other way around.  In the latter case, the advantages are that you can first find your perfect home, and then once that is taken care of, sell your previous one.  That approach while appealing, has a few significant drawbacks.  Can you pre-qualify for a second mortgage?  If not, your bargaining position in purchasing your new home will be reduced as you will need to make your offer contingent on the sale of your existing property.  What happens if your current home doesn't sell right away?  You might be stuck with two mortgages.

I recommend first selling your home and then purchasing another.  This is the most prudent approach and puts you in the best position for both transactions.  If your home sells quickly, there are numerous houses on the market to select from. If you need more time, you can always move to temporary housing while selecting your perfect home.  In either case, you will be pre-approved for a mortgage and can negotiate for the best price.

I am here to make your transition a smooth and stress-free one.  Give me a call when you have a chance.

Sincerely,

%Signature%

A New Lifestyle (DripDay: 14  DripGroup: ProspectSellerEmptyNester)

Subject: A New Lifestyle 

Dear %Salutation%:

Have you ever considered what it would be like to live in a newer, smaller home with less maintenance?  Or perhaps you are looking for less yard-work or a home with fewer stairs that is more accessible?  Downsizing can be economical as well as convenient.  There are also many opportunities to find a home within a community that offers enhanced leisure opportunities such as golf, tennis, entertainment and fine dining.  Why not take advantage of what life has to offer?

If you are ready to consider a lifestyle change for the better, give me a call.  I can get your current home sold quickly and at best price possible.

Sincerely,

%Signature%

Thinking About Selling your House (DripDay: 21  DripGroup: ProspectSellerEmptyNester)

Subject: Thinking About Selling your House 

Dear %Salutation%:

Take a few minutes and collect your thoughts.

Take a look in your neighborhood for other homes for sale.  What are their asking prices?  Are they selling or just sitting? Contact your mortgage company and find out the payoff amount on your loan.  Do you have a second mortgage or any liens on the property?

Once you know what you want, give me a call.  I can quickly find a buyer who will appreciate your home as much as you.

Sincerely,

%Signature%

A Change of Pace (DripDay: 28  DripGroup: ProspectSellerEmptyNester)

Subject: A Change of Pace 

Dear %Salutation%:

During the hectic years when raising kids, your priorities are focused around work and school.  But as the kids have grown, perhaps your priorities have also changed.  Have your interests shifted to more leisure activities?  Perhaps you are looking to get away from a congested high cost of living location and move to a place that is warmer and less expensive.

Give me a call.  I welcome the opportunity to work with you.

Sincerely,

%Signature%

Capital Gains Tax on Home Sale (DripDay: 35  DripGroup: ProspectSellerEmptyNester) **USA**
Subject: Capital Gains Tax on Home Sale 

Dear %Salutation%:

Making a change by selling your current home can sometimes have tax consequences.  It is important to consider any tax ramifications before you make your move.  You can exclude up $250,000 to in gains ($500,000 for married couples) on the sale of your current residence.

For example, if you purchased your current home for $70,000 and sell it for $280,000.  The gain would be $210,000. You have an exclusion of $250,000 (if married, it is $500,000), and therefore would not pay capital gains tax on the sale.

I specialize in downsizing.  Give me a call. 

Sincerely,

%Signature%

Cost of Living Considerations (DripDay: 45 DripGroup: ProspectSellerEmptyNester)

Subject: Cost of Living Considerations 

Dear %Salutation%:

If you are considering downsizing, it is important to review any cost of living differences between where you live now and your new home.

If you are no longer tied to a job in an expensive metropolitan center, you can benefit by moving to a less expensive location.  Of course, downsizing to a smaller home is likely to also lower your costs, both in purchase price as well as maintenance and utility bills.

You should also review any differences in state taxes, if you are considering a move to another state.  Some locations, such as Florida, attract empty nesters through preferential tax rates.

If you would like to learn more about how you can benefit from a move, give me a call.  You might be surprised at how economical a downsizing move can be.

Sincerely,

%Signature%

Different Priorities (DripDay: 55  DripGroup: ProspectSellerEmptyNester)

Subject: Real Estate: Different Priorities 

Dear %Salutation%:

While raising your children, your priorities were oriented around them and your job.  Now that they have grown, you have the opportunity to indulge yourself.  Perhaps you are looking to downsize and would like to find a home that is more manageable, and requires less maintenance.  Perhaps you are looking for a home that is closer to top-flight medical care and leisure activities such as golf and tennis.

If you are considering a change in lifestyle, please give me a call.

Sincerely,

%Signature%

DripGroup: ProspectSellerExpiredListing

This Drip group is ideal for prospecting sellers who have listed with another agent and their listing has just expired.
What went wrong? (DripDay: 0  DripGroup: ProspectSellerExpiredListing)

Subject: Selling your House - What went wrong? 

Dear %Salutation%:

Did you know that many listings end up expired?  I specialize in getting slow-selling homes sold.  I have reviewed your listing and would like to discuss with you a fresh marketing approach focused upon getting results FAST, while at the same time maximizing your sale price.  By now, you may have an idea as to what went wrong.  Perhaps we could get together and compare notes?  I am sure we can come up with a plan that will get your house back on the market and ready for an offer.

Sincerely,

%Signature%

P.S. I will be forwarding you some information over the next few days that you will find helpful while you are reviewing your options.

Is the Price Right? (DripDay: 5  DripGroup: ProspectSellerExpiredListing)

Subject: Selling your House - Is the Price Right? 

Dear %Salutation%:

Determining the correct price for your home involves taking a look at similar homes that have sold recently and doing a Comparable Market Analysis (CMA).  In today's rapidly changing marketplace, it is also important to consider the current market conditions.  What homes are on the market today and what are they selling for?

Some real estate agents will suggest a high initial asking price.  This is NOT a good approach.  During a 3-month listing, most of traffic will occur within the first 2 weeks.  Homebuyers will quickly spot a price that is too high and simply scratch that home from their list.

A price that is too low can cause a homebuyer to suspect that there is a problem, or could cost you thousands of dollars.

I will help you find the right price.  I can give you an honest assessment, based upon current market conditions.  Give me a call for a free consultation.

Sincerely,

%Signature%

Picking the Right Real Estate Agent (DripDay: 7  DripGroup: ProspectSellerExpiredListing)

Subject: Picking the Right Real Estate Agent 

Dear %Salutation%:

Selecting the right real estate agent can be challenging.  Initially they may all seem the same.  However, there are a number of factors you should weigh before selecting the right real estate professional to work with.

Ask for references.  A good agent will be able to provide a list of satisfied clients you can talk with.

Look for a real estate professional who knows the area.  Local knowledge is crucial in determining the right neighborhoods and understanding local market conditions.  Have they sold any homes in your neighborhood recently?  How close to asking price was the final settlement price?

Spend some time talking with them.  A good agent will tell you the good, the bad and the ugly.  Be wary of agents who seem too optimistic, or provide a CMA that seems unusually high.

Like anything, it pays to shop around.

%Signature%

Fix Anything Broken (DripDay: 10  DripGroup: ProspectSellerExpiredListing)

Subject: Selling your House - Fix Anything Broken 

Dear %Salutation%:

Buyers are looking for a home that is well maintained and will require minimal maintenance on their part.  To make a good first impression, you should fix anything that is broken.  If there are structural defects, such as a cracked foundation, bring someone in to take a look at and have it fixed.  There is nothing worse than having a deal fall through because of a failed inspection that reveals a major structural defect.  When in doubt, consider having a home inspector do a pre-listing inspection.

If the walls are not in pristine condition or the paint color is unique, paint them a neutral color.  A fresh coat of paint will make the place look better and a neutral color will appeal to the most people.  Scuffmarks can be cleaned with a cleaning product called the Magic Eraser.

Homebuyers will usually make a decision not to purchase a home within the first 30 seconds.  If the landscaping and outside appearance of the home is uninviting, they may make that decision without ever leaving their car.  Take a critical look at your yard and lawn.  Prune dead branches, pull weeds, and fertilize.  Curb appeal is crucial.

Sincerely,

%Signature%

P.S. Avoid large remodeling projects, unless advised by your real estate agent.  Usually your money is better spent elsewhere.

First Impressions (DripDay: 15  DripGroup: ProspectSellerExpiredListing)

Subject: Selling your House - First Impressions 

Dear %Salutation%:

Potential homebuyers often decide about their interest in a home within a few seconds.  This is usually based upon first impressions, especially impressions as they enter the home.  There are a few things that you can do to make a good first impression.

If the carpets have stains or are worn, consider having them replaced.  Have the carpet professionally cleaned.

Eliminate clutter.  Take a good look at your closets and remove 1/2 of their contents.  This will make the closets look larger.  Remove extra furniture and other items.  A home with fewer items looks larger.

Remove all personal items and personal photos.  You want the homebuyers to picture themselves as owning the home.

Sincerely,

%Signature%

Staging your Home (DripDay: 21  DripGroup: ProspectSellerExpiredListing)

Subject: Selling your House - Staging your Home 

Dear %Salutation%:

Staging can make a big difference in how a homebuyer feels about your home.  It's the art accentuating the positive and minimizing the negative.  It means placing furniture and decorations in a room to give the proper impression.  Staging often involves removing up to 1/2 of the contents of a room to make it feel larger and more inviting.

If you have a garage, make sure that it is clean and nearly empty.  You want to give the impression that your buyer's car will fit just fine in the garage.

Sincerely,

%Signature%

P.S. A survey by Coldwell Banker Real Estate Corp. Found that staged homes spent half the time on the market than non-staged homes and sold for more than 6 percent above the asking price.
Clean and Neat (DripDay: 28  DripGroup: ProspectSellerExpiredListing)

Subject: Clean and Neat 

Dear %Salutation%:

An experienced real estate agent is the perfect person to help you stage your home.  Staging can make a big difference in how a homebuyer feels about your home.

While your home is on the market, make sure that everything is clean and neat.  Wash dishes, sweep floors, and make the beds.  Your home needs to be in spotless condition at all times.  It may see silly, but always close the lid on your toilet and put all toothbrushes and other personal items out of sight.

Sincerely,

%Signature%

Promotion & Follow-Through (DripDay: 30 DripGroup: ProspectSellerExpiredListing)

Subject: Selling your House - Promotion & Follow-Through
Dear %Salutation%:

There are 4 key factors that determine if a home sells or sits:

- The asking price

- The home's condition

- The real estate market

- Promotion and Follow-Through
The fourth is potentially the most crucial because it's what makes the deal happen.  A good real estate agent will spend considerable effort making your home stand out from the others.  Promotion should include open houses, agent caravans, and advertising in newspapers.  Flyers, a yard sign, Multiple Listing Service (MLS), Email, and Internet marketing are also part of a good real estate promotional campaign.  Good photos of your home, both inside and out should be used throughout this campaign.  
When a potential buyer visits your home, your real estate agent should follow up and solicit feedback.  Based on that feedback, your real estate agent can make sure your home is priced right.  A home priced too low could lose you thousands.  A home priced too high, will sit and not sell.  The right price is a fine balance and is the best way to a quick sale for the maximum price.

A properly choreographed marketing campaign will bring a steady stream of potential buyers to your home and lead to one or more offers to buy.

Sincerely,

%Signature%

We Guarantee Results (DripDay: 35  DripGroup: ProspectSellerExpiredListing)

Subject: Selling your House - We Guarantee Results 

Dear %Salutation%:

Most agents will ask you to sign a multi-month listing agreement. This makes sense, as marketing costs require a significant multi-month investment and cannot easily be cancelled at a moments notice.  However, this does not give you the flexibility to fire your agent if they are doing a poor job.  You must wait until the end of the contract and find a new agent.

We are so confident in our ability to sell your home that we are willing to put a guarantee in writing.   You can fire us at anytime, no questions asked.  This is a risk on our part, but it speaks volumes about our confidence in meeting and exceeding your expectations.

I know we can sell your home.  Give me a chance!

Sincerely,

%Signature%

DripGroup: ProspectSellerRelocation

This Drip group is ideal for prospecting sellers who are relocating.

I Specialize in Relocations (DripDay: 0  DripGroup: ProspectSellerRelocation)

Subject: I Specialize in Relocations 

Dear %Salutation%:

Relocating can be stressful, especially if you are worrying about selling your current home while at the same time looking for a new one in a different city.  I specialize in relocations and understand your needs.  I will find a buyer for your current home quickly, at the best price possible.  I will keep you informed, even when you are out-of-town.  I can also keep an eye on your home, should it be vacant.

Give me a call and we will get your house SOLD!

Sincerely,

%Signature%

P.S. I will forward you some information over the next few weeks that you will find useful.

Ask for References (DripDay: 3  DripGroup: ProspectSellerRelocation)

Subject: Finding a Real Estate Agent - Ask for References 

Dear %Salutation%:

What the best way to select a real estate professional?  Ask neighbors, relatives, and friends.  There's nothing better than a personal recommendation.  Most of my business is from recommendations and referrals from fellow real estate professionals.  Just give me a call or reply to this e-mail and I will forward you a list of clients I have worked with recently.

Your satisfaction is our number one priority!

Sincerely,

%Signature%

Picking the Right Real Estate Agent (DripDay: 7  DripGroup: ProspectSellerRelocation)

Subject: Picking the Right Real Estate Agent 

Dear %Salutation%:

Selecting the right real estate agent can be challenging.  Initially they may all seem the same.  However, there are a number of factors you should weigh before selecting the right real estate professional to work with.

Ask for references.  A good agent will be able to provide a list of satisfied clients you can talk with.

Look for a real estate professional who knows the area.  Local knowledge is crucial in determining the right neighborhoods and understanding local market conditions.  Have they sold any homes in your neighborhood recently?  How close to asking price was the final settlement price?

Spend some time talking with them.  A good agent will tell you the good, the bad and the ugly.  Be wary of agents who seem too optimistic, or provide a CMA that seems unusually high.

Like anything, it pays to shop around.

%Signature

Fix Anything Broken (DripDay: 14  DripGroup: ProspectSellerRelocation)

Subject: Selling your Home - Fix Anything Broken 

Dear %Salutation%:

Buyers are looking for a home that is well maintained and requires a minimal maintenance.  To make a good first impression, you should fix anything that is broken.  If there are structural defects, such as a cracked foundation, bring someone in to take a look at and have it fixed.  There is nothing worse than having a deal fall through because of a failed inspection that reveals a major structural defect.  When in doubt, consider having a home inspector do a pre-listing inspection.

If the walls are not in pristine condition or the paint color is unique, paint them a neutral color.  A fresh coat of paint will make the place look better and a neutral color will appeal to the most people.  Scuffmarks can be cleaned with a cleaning product called the Magic Eraser.

Homebuyers will usually make a decision not to purchase a home within the first 30 seconds.  If the landscaping and outside appearance of the home is uninviting, they may make that decision without ever leaving their car.  Take a critical look at your yard and lawn.  Prune dead branches, pull weeds, and fertilize.  Curb appeal is crucial.

Avoid large remodeling projects, unless advised by your real estate agent.  Your money is usually better spent elsewhere.

Sincerely,

%Signature%

Selling your Home - First Impressions (DripDay: 21  DripGroup: ProspectSellerRelocation)

Subject: First Impressions 

Dear %Salutation%:

Potential homebuyers often decide about their interest in a home within a few seconds.  This is usually based upon first impressions, especially impressions as they enter the home.  There are a few things that you can do to make a good first impression.

If the carpets have stains or are worn, consider having them replaced.  Have the carpet professionally cleaned.

Eliminate clutter.  Take a good look at your closets and remove 1/2 of their contents.  This will make the closets look larger.  Remove extra furniture and other items.  A home with fewer items looks larger.

Remove all personal items and personal photos.  You want the homebuyers to picture themselves owning the home.

Sincerely,

%Signature%

Selling your Home - Bright Lighting (DripDay: 28  DripGroup: ProspectSellerRelocation)

Subject: Selling your Home - Bright Lighting 

Dear %Salutation%:

An old real estate trick is to replace lower wattage light bulbs with higher wattage bulbs in hallways, bathrooms, and other locations that would be otherwise dimly lit.  A brightly lit room looks larger and more inviting.  It's an inexpensive trick that is well worth it.

Leave the porch light on at night.  You want people to notice that your home is for sale.  You never know when a potential homebuyer will drive by.

Sincerely,

%Signature%

Selling your Home - Clean and Neat (DripDay: 45  DripGroup: ProspectSellerRelocation)

Subject: Clean and Neat 

Dear %Salutation%:

Ask your real estate agent for help in staging your home.  Staging can make a big difference in how a homebuyer feels about your home.
While your home is on the market, make sure that everything is clean and neat.  Wash dishes, sweep floors, and make the beds.  Your home needs to be in spotless condition at all times.  It may see silly, but always close the lid on your toilet and put all toothbrushes and other personal items out of sight.

Sincerely,

%Signature%

Promotion & Follow-Through (DripDay: 55 DripGroup: ProspectSellerRelocation)

Subject: Marketing, Promotion and Follow-Through 

Dear %Salutation%:

There are 4 key factors that determine if a home sells or sits:

- The asking price

- The home's condition

- The real estate market

- Promotion and Follow-Through
The fourth is potentially the most crucial because it's what makes the deal happen.  A good real estate agent will spend considerable effort making your home stand out from the others.  Promotion should include open houses, agent caravans, and advertising in newspapers.  Flyers, a yard sign, Multiple Listing Service (MLS), Email, and Internet marketing are also part of a good real estate promotional campaign.  Good photos of your home, both inside and out should be used throughout this campaign.  
When a potential buyer visits your home, your real estate agent should follow up and solicit feedback.  Based on that feedback, your real estate agent can make sure your home is priced right.  A home priced too low could lose you thousands.  A home priced too high, will sit and not sell.  The right price is a fine balance and is the best way to a quick sale for the maximum price.

A properly choreographed marketing campaign will bring a steady stream of potential buyers to your home and lead to one or more offers to buy.

Sincerely,

%Signature%

DripGroup: ProspectSellerFSBO

This Drip group is ideal for prospecting sellers who have for sale by owner property.

Congratulations! (DripDay: 0  DripGroup: ProspectSellerFSBO)

Subject: Congratulations! 

Dear %Salutation%:

Congratulations on your decision to sell your home yourself.  I am a real estate agent in your local neighborhood and would like to introduce myself. You have probably seen my name throughout your neighborhood on FOR SALE and SOLD signs.  I pride myself on getting the best price possible for my sellers.

I would like to offer you a complimentary Comparable Market Analysis (CMA) of your home.

A CMA will give you an accurate analysis of the current market value of your home.  I can also share with you the local market conditions and trends.

You are probably wondering why I would offer you a complimentary service.  Not all FSBO homes sell.  Should that happen to you, I would be pleased if you would consider me your backup plan.

Give me a call for your free analysis.
Sincerely,

%Signature%

P.S. I will forward you some information over the next few days that you will find helpful in selling your home.

Fix Anything Broken (DripDay: 7  DripGroup: ProspectSellerFSBO)

Subject: Selling Your Home - Fix Anything Broken 

Dear %Salutation%:

Buyers are looking for a home that is well maintained and that will require minimal maintenance.  To make a good first impression, you should fix anything that is broken.  If there are structural defects, such as a cracked foundation, bring someone in to take a look at and have it fixed.  There is nothing worse than having a deal fall through because of a failed inspection that reveals a major structural defect.  When in doubt, consider having a home inspector do a pre-listing inspection.

If the walls are not in pristine condition or the paint color is unique, paint them a neutral color.  A fresh coat of paint will make the place look better and a neutral color will appeal to the most people.  Scuffmarks can be cleaned with a cleaning product called the Magic Eraser.

Homebuyers will usually make a decision not to purchase a home within the first 30 seconds.  If the landscaping and outside appearance of the home is uninviting, they may make that decision without ever leaving their car.  Take a critical look at your yard and lawn.  Prune dead branches, pull weeds, and fertilize.  Curb appeal is crucial.

Avoid large remodeling projects, unless advised by your real estate agent.  Usually your money is better spent elsewhere.

Sincerely,

%Signature%

P.S. I know some excellent vendors who can help with repair and inspection.  Give me a call if you need the name of someone.

First Impressions (DripDay: 20  DripGroup: ProspectSellerFSBO)

Subject: First Impressions 

Dear %Salutation%:

Potential homebuyers often decide about their interest in a home within a few seconds.  This is usually based upon first impressions, especially impressions as they enter the home.  There are a few things that you can do to make a good first impression.

If the carpets have stains or are worn, consider having them replaced.  Have the carpet professionally cleaned.

Eliminate clutter.  Take a good look at your closets and remove 1/2 of their contents.  This will make the closets look larger.  Remove extra furniture and other items.  A home with fewer items looks larger.

Remove all personal items and personal photos.  You want the homebuyers to picture themselves as owning the home.

Sincerely,

%Signature%

P.S. We sometimes get buyers who are looking for a home in a specific neighborhood.  After searching the Multiple Listing Service (MLS) sometimes they find that none of the homes listed meet their needs.  In cases such as these, we sometimes refer our clients to For Sale By Owner (FSBO) properties in the neighborhoods they seek.  Would you mind if I send clients to you, from time to time? 

Safety First (DripDay: 30  DripGroup: ProspectSellerFSBO)

Subject: Selling Your Home - Safety First 

Dear %Salutation%:

Safety is a frequent For Sale By Owner (FSBO) concern.  After all, you are letting a complete stranger into your home. You don't know anything about this person.  Are they a thief, or a serious buyer?  One never knows.

Real estate agents use several measures to assure your safety.  They always get full contact information, including name, telephone number, and license plate information from all buyers.  Buyers are pre-screened by determining place of work and getting the buyer preapproved for a home loan.  Buyers are never left alone in your home. A real estate agent accompanies prospective Buyers at all times.

Therefore, when a real estate agent brings a potential buyer into your home, they have been carefully qualified and pre-screened. We know them inside and out.

Security is an important consideration whenever dealing with strangers.  Make sure you have a plan before letting anyone into your home.

Sincerely,

%Signature%

Bright Lighting (DripDay: 40  DripGroup: ProspectSellerFSBO)

Subject: Selling Your Home - Bright Lighting 

Dear %Salutation%:

An old real estate trick is to replace lower wattage light bulbs with higher wattage bulbs in hallways, bathrooms, and other locations that would be otherwise dimly lit.  A brightly lit room looks larger and more inviting.  It's an inexpensive trick that is well worth it.

Leave the porch light on at night.  You want people to notice that your home is for sale.  You never know when a potential homebuyer will drive by.

Sincerely,

%Signature%

Staging your Home (DripDay: 50  DripGroup: ProspectSellerFSBO)

Subject: Staging your Home for a Fast Sale 

Dear %Salutation%:

Staging can make a big difference in how a homebuyer feels about your home.  It's the art of accentuating the positive and minimizing the negative by placing furniture and decorations in a room to give the best possible impression.  It often means removing up to 1/2 of the normal contents of a room, to make it feel larger and more inviting.

If you have a garage, make sure that it is clean and nearly empty.  You want to give the impression that your buyer's car will fit just fine in the garage.

Sincerely,

%Signature%

P.S. A survey by Coldwell Banker Real Estate Corp. Found that staged homes spent half the time on the market than non-staged homes and sold for more than 6 percent above the asking price.
Clean and Neat (DripDay: 60  DripGroup: ProspectSellerFSBO)

Subject: Selling Your Home - Clean and Neat 

Dear %Salutation%:

While your home is on the market, make sure that everything is clean and neat.  Wash dishes, sweep floors, and make the beds.  Your home needs to be in spotless condition at all times.  It may see silly, but always close the lid on your toilet and put all toothbrushes and other personal items out of sight.

Sincerely,

%Signature%

Follow-Through (DripDay: 70  DripGroup: ProspectSellerFSBO)

Subject: Selling Your Home - Follow-Through
Dear %Salutation%:

An important job for any real estate agent is following up on leads.  This means calling everyone who has visited the home and asking what they thought.  Did they feel that the home was priced right?  Are they interested in making an offer?  What could be improved or changed to make the home more competitive?
Selling a home requires constantly listening and learning.  The difficulty with For Sale By Owner (FSBO) properties is that potential buyers are uncomfortable telling the owner what they really think.  They are worried the owner will be insulted or offended.  Working with a real estate agent avoids this problem.  Buyers have no problem telling a real estate agent when they think the price is too high, or the carpet color is ugly!

Sincerely,

%Signature%

P.S. There's no stronger marketing tool than the Multiple Listing Service (MLS).  Most buyers use the MLS as their only tool to find homes that are for sale.  Working with a Realtor gets you access to the MLS and vastly improves the visibility of your home.

Another Plan? (DripDay: 80  DripGroup: ProspectSellerFSBO)

Subject: Selling your Home - Another Plan? 

Dear %Salutation%:

It's been a few months and your home has not sold. The homes that we had FOR SALE when you started your effort now have SOLD signs on them.  Why not give us a chance?

Give me a call and we can start the ball rolling.

Sincerely,

%Signature%

P.S. I work on a commission basis.  This means that if I don't sell your home, I don't eat.  That's pretty good incentive to get your house sold.

DripGroup: ProspectSellerShortSale
This Drip group is ideal for someone who has become delinquent in their mortgage payments and who may be unable to continue with their mortgage.  It explores the options available, with a focus on trying Short-sale first.

Are you Interested in Selling your House? (DripDay: 0 DripGroup: ProspectSellerShortSale)

Subject: Are you Interested in Selling your House?
Dear %Salutation%,

I'm contacting you because I know you have reached an uncomfortable situation in your life -- the foreclosure of your home. 

I know from the county records that foreclosure proceedings have already begun.  As a real estate agent in %MarketArea% I am interested in helping you sell your property and avoid foreclosure. 

I work with investors who look to purchase homes and are able to close quickly.  Selling your property to an investor would get you out from under your mortgage debt and the financial burdens of the foreclosure process.

If you want to already consider your house SOLD, please give me a call and we can discuss this further.  I look forward to hearing from you.
Sincerely,
%Signature%
There Are Solutions Available (DripDay: 7 DripGroup: ProspectSellerShortSale)

Subject: There Are Solutions Available
Dear %Salutation%:
Life sometimes brings on many unfortunate circumstances that are not pleasant to work through. Being behind on your mortgage and no longer being able to afford the payments is one such circumstance.
There are a number of options that are available to you:
1. Refinance
2. Mortgage Modification
3. Repayment Plan
4. Forbearance Plan
5. Reinstatement of Mortgage
6. Short-Sale
7. Deed in Lieu of Foreclosure
8. Bankruptcy
Depending upon the circumstance, some options may work better than others.  If your finances have deteriorated (loss of job, etc.) and you can no longer afford the loan terms, you may need to leave the house.  A short-sale is your answer!

A short-sale works best if you need to leave the home and would just like to get out from under your crushing debt.  If you have some equity in the home, or slight negative equity, a short-sale also protects your credit and makes the best of a bad situation.
Give me a call and we can discuss your options.  I look forward to hearing from you.
Sincerely,
%Signature%

Financial Help (DripDay: 14 DripGroup: ProspectSellerShortSale)

Subject: Financial Help
Dear %Salutation%:
Do you need to get out from under the financial stress of a mortgage that you can no longer afford?
I am a real estate agent that specializes in short-sales in %MarketArea%.  Your home at %HomeAddress% is a perfect candidate for a short-sale.  Rather than foreclosure or declaring bankruptcy, a short-sale is the most effective way to get out from under crushing debt without ruining your credit.
The process involves negotiation with both the bank and a buyer and is more complicated than just putting the house on the market.  However, I specialize in short-sales and can help. 

I will help you negotiate with the mortgage company and rather than tying up your house for months or even years in foreclosure proceedings, I offer your bank a quick short-sale.  They get their money, a buyer finds a good home at a fair price, you to walk away without a debt following you.

Give me a call and we can get the ball rolling.

Sincerely,
%Signature%

So, What's A Short-Sale? (DripDay: 21 DripGroup: ProspectSellerShortSale)

Subject: So, What's a Short-Sale?
Dear %Salutation%:
A short-sale means that the total sale price of your home is not sufficient to pay the outstanding loan balance plus closing costs.  The difference between the value of the home and the outstanding loan amount is called negative equity.  The bank may forgive this difference and you walk away with no debt.

The amount of negative equity will determine how appealing a short-sale will be to the bank.

I specialize in convincing banks that it is in their best interest to forgive the negative equity on your loan and to allow a short-sale to proceed.  I find a buyer willing to purchase the home, and all the bank needs to do is to take a slight loss on their loan.

A foreclosure is expensive, takes months to complete, and results in a vacant property on the bank's books for several months.  In the end, the foreclosed property will be sold at a distressed price anyway.  A bank can find a short-sale more appealing when they compare it against other alternatives and weigh which option causes them the smallest loss.

Give me a call.  We don't have a moment to lose!
Sincerely,
%Signature%

Foreclosure as a Last Option (DripDay: 28 DripGroup: ProspectSellerShortSale)

Subject: Foreclosure as a Last Option
Dear %Salutation%:
Foreclosure is the process where the bank will take back your home, destroy your credit rating, and still leave you with the stress of debt.

Did you know that banks will still go after you for your mortgage debt long after the house has been foreclosed? They will even charge you for their attorney fees!  Foreclosure is a rather drastic option that always leaves the bank in control.

Many homeowners with a burdensome mortgage feel trapped with no way out.  One alternative to foreclosure is a short-sale.  A short-sale allows you to negotiate your debts and the bank to minimize their losses.  The final result -- both parties come away with the best possible outcome.

One final thought.  Putting your house up for sale as a short-sale costs you nothing.  It's a way for you to take control of the situation and minimize your financial loss.  Foreclosure is a last resort option, and only something to consider after we have exhausted all other possibilities, including a short-sale.
Sincerely,
%Signature%

Three Secrets of a Successful Short-Sale (DripDay: 35 DripGroup: ProspectSellerShortSale)

Subject: Three Secrets of A Successful Short-Sale
Dear %Salutation%,
A short-sale can be considered successful when the homeowner sells their home before a foreclosure happens and walks away both debt and stress free.
THERE ARE THREE SECRETS TO A SUCCESSFUL SHORT-SALE.  
You might think it's about price or perhaps about presenting a deal that will maximize the banks profits.  But that's not it at all.

It's about being persistent.  Banks are large organizations that move slowly.  Constant follow-up and communication with the bank is critical to the success of the short-sale.  As your property goes through each stage of the short-sale process, the transaction is successful by properly communicating with everyone involved.
The second secret -- banks want all the i's dotted and t's crossed.  Banks are sticklers for paperwork and forms.  Submitting an incomplete package to the lender will more than likely cause your paperwork to be put on the bottom of the pile.
This is where I come in.  Controlling the success of those secrets is my expertise.  I specialize in short-sales and have negotiated similar deals with dozens of people, just like yourself.

So, the first secret is persistence and the second is making sure the forms are filled out properly.  What's the third secret?  Give me a call and I'll be glad to tell you.
Sincerely,
%Signature%

Negotiation For Success (DripDay: 42 DripGroup: ProspectSellerShortSale)

Subject: Negotiation for Success
Dear %Salutation%,
People negotiate for different reasons.  While some people are looking for the best price, we are looking to negotiate for success.  This means that we are looking to find a buyer to agree to purchase your property at %HomeAddress% for a specific price.  Then, I will work with the bank to get them to accept that price.

Sounds easy, right?  There's a bit of negotiation involved but that's what I am good at.  I will be in your corner every step of the way.  Remember, our goal is not for you to make money, but I can promise you will get a square deal from both the buyer and the bank.

In the end, the buyer gets a fair deal, the bank gets out from under an underperforming loan, and you get to walk away from a burdensome debt.  Everyone walks away satisfied that they have gotten a fair shake.

Give me a call right now.  I really want to make this deal work for you.
Sincerely,
%Signature%

Deed In Lieu Of Foreclosure (DripDay: 49 DripGroup: ProspectSellerShortSale)

Subject: Deed In Lieu Of Foreclosure
Dear %Salutation%:
Deed in lieu of foreclosure and short-sale are alternatives to foreclosure.  Though similar, there are some key differences that depend on the details of the situation.

With a Deed in lieu of foreclosure you are sending the keys to the bank and abandoning the house in exchange for the bank taking over the loan.  What happens next is the bank will fix up the house and sell it.  You will then owe the difference between the sale price and the balance outstanding.

Though it sounds simple, there's a catch.

The Bank will charge you for all kinds of things that are not under your control such as costs incurred in fixing the house up, maintaining it as well as any closing costs to sell it.  In effect, you allow the bank to take control of the process and you are still burdened with expenses.

With a short-sale you are actively negotiating your loan forgiveness with the bank.  This means that you can get the bank to reduce the amount you owe them, perhaps even to the point of not owing anything!  You also minimize extra expenses that the bank would otherwise charge you.

We don't have a moment to lose.  Give me a call.  The more time we have between now and foreclosure, the more time we have to make a Short-Sale work.
Sincerely,
%Signature%

What About Bankruptcy? (DripDay: 56 DripGroup: ProspectSellerShortSale)

Subject: What About Bankruptcy?
Dear %Salutation%:
Many people facing foreclosure are contemplating filing for bankruptcy as a way to gain more time before losing their home.  A bankruptcy on top of a foreclosure is more damaging to your credit than a foreclosure alone.
If a foreclosure is the only financial obligation for which you're delinquent, bankruptcy is unlikely to be helpful.  Keep in mind that in bankruptcy, debts are not completely erased.  Courts will work out a repayment plan and require you to liquidate assets to pay off your creditors.  This option is your last resort ONLY if your financial situation is far more serious than just a bad mortgage.

With bankruptcy, not only is your credit ruined for many years, many employers look at bankruptcy as an unfavorable factor in employment decisions.  Also, a short-sale is difficult during the bankruptcy proceedings since assets are frozen and a sale can not proceed. 

It is to your benefit to attempt a short-sale BEFORE declaring bankruptcy.  This would allow for the possibility of the short-sale to proceed and loan forgiveness from the bank using the short-sale process.

Give me a call now -- we really don't have any time to waste.
Sincerely,
%Signature%

Never Give Up (DripDay: 63 DripGroup: ProspectSellerShortSale)

Subject: Never Give Up!
Dear %Salutation%:
Some people tell me that I have a fault.  It's that I never give up.  I never give up trying to make a sale, close a deal, or negotiate that last bit of advantage for my clients.  Though an irritating personality trait to my friends and relatives -- my clients just LOVE it!

I am here to negotiate the best deal for you.

Give me a call - we really need to get started right away. 
Sincerely,
%Signature%

Financial Hardship (DripDay: 70 DripGroup: ProspectSellerShortSale)

Subject: Financial Hardship
Dear %Salutation%:
In order to agree to a short-sale, banks need to see your financial hardship.  Hardships include changes in your employment situation, medical expenses, changes in loan terms that make the loan no longer affordable, or any other situation which makes it impossible to continue paying the mortgage.

The key to this is a financial hardship letter.  A hardship letter is a written explanation as to what "event" has caused you to fall behind on your mortgage.  If a bank feels they can continue to squeeze you and you can keep paying your mortgage, then they have less incentive to agree to some form of loan forgiveness.
I can help you put a hardship letter together, along with the other necessary materials to start the short-sale process.  Give me a call.  It's a lot easier than you think, especially with me in your corner.
Sincerely,
%Signature%
Its Just Business (DripDay: 100 DripGroup: ProspectSellerShortSale)

Subject: It's Just Business
Dear %Salutation%:
To your bank, a short-sale is just a business decision where they select what makes the most sense financially to minimize their loss.  There's no emotion involved.  Our job is to present a short-sale as the best option available to the bank.

A bank doesn't want to be a landlord, and a short-sale means that the bank is out from under owning a foreclosed property.  A foreclosure not only takes time but results in a vacant property for several months.  With an eventual distressed sale anyway, why not just agree to a short-sale months earlier and avoid all of the delay, expense, and hassle?

Finally, a short-sale means that we have already found a buyer and all that is needed is an OK from the bank.  Not knowing how much the house would sell for under foreclosure, a known solution is less risky to the bank.

I have extensive experience in negotiating with banks and other lenders and have learned how to make deals like this work.  Let's talk about how we can convince your bank to accept a short-sale.
Sincerely,

%Signature%
DripGroup: BuyerClient

This Drip group is ideal for buyers who you are now working with as their agent.

Thanks! (DripDay: 0  DripGroup: BuyerClient)

Subject: Thanks! 

Dear %Salutation%:

I just want to say, Thanks!  I am thrilled to be helping you find your perfect home.

If you haven't done so already, put together a list of what you want.  Start with the home features, like how many bedrooms, baths, garages and other amenities.  Next list places of work and other locations that you must commute to. Describe any preferences as to home type and community type rural, urban, condo, etc.

Thanks to the Multiple Listing Service (MLS), we can quickly pull up a list homes for sale that meet your criteria, with photos and home details.  If you are interested in a particular neighborhood, I can even keep an eye on it and let you know when a house comes up for sale that meets your criteria.

I can show you ANY house.  Just ask and I can set up a showing.  This includes any home in the MLS, new homebuilders, as well as For Sale By Owner homes.  In all cases, you never pay a dime - the seller pays my commission. So, you have nothing to lose by working with me.

Sincerely,

%Signature%

P.S. When you visit a home, take a digital camera, tape measure, and a notebook.  That way you can take pictures of the home, and make a few notes of your impressions.  After a day of visiting homes, they all start looking the same!

First Get Preapproved for a Home Loan (DripDay: 2  DripGroup: BuyerClient)

Subject: Get Preapproved for a Loan 

Dear %Salutation%:

Rest assured, we will find your perfect home.  Once we do, there will be a few additional steps yet on the road to homeownership.  There's negotiation, inspections, escrow, down payments, legal paperwork, and loan approvals.  But don't worry, we will be there every step of the way, representing you and making sure your interests are protected.
An important first step in the process of purchasing a home is getting preapproved for a loan.  We recommend that you do this as soon as possible.  Getting preapproved for a loan will give you, in writing, precisely the loan amount you can get.  This allows you to calibrate your home price range and narrow your home search.

When it comes time to make an offer, being preapproved gives you a stronger bargaining position.  A seller will prefer your offer, because they know that the loan will not fall through.  Your offer will also be more credible. Being preapproved also means that your loan application will be accelerated.  You will be in your perfect home quicker and with less stress.

If you need a recommendation, I know of several excellent Mortgage Brokers who I have worked with before who would be pleased to work with you.

Sincerely,

%Signature%

P.S. If you would like to make sure your credit rating is good BEFORE meeting with a Mortgage Broker, you can get a free credit report from the three credit reporting agencies:

equifax.com
experian.com
transunion.com
Preapproval vs. Pre-qualified (DripDay: 3  DripGroup: BuyerClient)

Subject: Preapproval vs. Pre-qualified 

Dear %Salutation%:

The difference between being prequalified and preapproved is simple:

If you are prequalified it means that you POTENTIALLY could get a loan for the amount stated to you, assuming that all of the information given was accurate and true. 

If you're preapproved, it means that you have undergone the extensive financial background check - which includes looking at your credit history, previous tax returns and verifying your employment - and the lender is willing to give you a loan.  You're APPROVED!  So, they give you a letter that states such and it is valid for approximately 60 days thereafter.

Most sellers prefer buyers that have been preapproved because they know that there will not be any problems with the purchase of their home.

Sincerely,

%Signature%

New Construction vs. Pre-Built (DripDay: 10  DripGroup: BuyerClient)

Subject: New Construction vs. Pre-Built 

Dear %Salutation%:

When purchasing a home, often the list of features and location you are looking for will dictate whether a new home is right for you.  New home construction may not be available in the neighborhoods you are looking at.  You may want a larger lot or mature trees, which are more common in more established neighborhoods.  Or perhaps you are looking specifically for new construction with the ability to customize the floor plan and amenities any way you want.

In either case, I can help you navigate your options.  All reputable homebuilders work with real estate agents.  Since the seller pays the real estate commission, working with a real estate agent costs you nothing and opens up full range of opportunities for you.  I can help you negotiate the best deal and make sure that you find what you are looking for.

Sincerely,

%Signature%

Fixer Uppers: Are they Worth the Trouble? (DripDay: 15  DripGroup: BuyerClient) **USA**
Subject: Fixer Uppers: Are they Worth the Trouble? 

Dear %Salutation%:

Are you looking for a way to build some "sweat equity" by buying a home that needs some improvement?  That's a great idea, as long as you keep in mind a few important factors.

The neighborhood will have a natural ceiling price.  It may not pay to take a run-down house in a run-down neighborhood and fix it up.  Instead, find a house that needs some work that's priced considerably below its peers in that same neighborhood.

Avoid homes with structural defects, as these are the most costly, and most risky to repair.  Make sure to do your due diligence before making a purchase.  Get inspections.  Have contractors come out and give you a bid on proposed improvements before you make an offer.

Be aware that homes with undesirable floor plans are going to be difficult to sell, even after getting a face-lift.

Think about your financing needs for the purchase, as well as financing for improvements.  Ideally, you should get a single loan to cover both costs.  Loans like these are available via the FHA 203(k) program, Fannie Mae's HomeStyle loans and Freddie Mac's Renovation Mortgage loan.  HUD also has a plan called Title 1 for homeowners looking for a loan.

Sincerely,

%Signature%

Home Inspections (DripDay: 20  DripGroup: BuyerClient) **USA**
Subject: Home Inspections 

Dear %Salutation%:

One you have found the right home, and are ready to make an offer, it's a good idea to make your offer contingent upon a home inspection.  A home inspection provides you with a more complete understanding of problems or defects with the home and it's money well spent.

Below are a few informative facts about Home Inspections.  This information is from the American Society of Home Inspectors (ASHI) web site:

https://www.ashi.org

77% percent of all recent homebuyers obtained a home inspection prior to the purchase of their homes.

Among these home buyers:


81% had a contingency placed in the contract for the inspection.


79% attended and participated in the home inspection.

97% believe that the home inspection was a good value for the price they paid.

99% of all real estate agents recommend that the buyer get a home inspection, with 92% saying they ALWAYS make this recommendation, and an additional 7% saying they OFTEN make this recommendation.

Sincerely,

%Signature%

P.S. I will be sure to let you know about any specialized inspections that you should get.

Selecting a Home Inspector (DripDay: 30  DripGroup: BuyerClient)

Subject: Selecting a Home Inspector 

Dear %Salutation%:

A home inspection reduces the risk of your real estate transaction.  A good home inspection will identify problems with the home, before they become your problems.  To select a home inspector, there are a few things to consider:

- Home inspectors should belong to a professional organization such as the American Society of Home Inspectors (ASHI), NACHI (National Association of Certified Home Inspectors), National Association of Home Inspectors (NAHI), or Canadian Association of Home and Property Inspectors (CAHPI).

- Most states have state certification requirements.  If your state has such requirements, make sure your inspector is certified.
- Ask for a report from a recent inspection that the inspector has done.  Take a look at it and review for thoroughness.  Typical reports contain a significant amount of boilerplate text.  The important thing is to look for the inspector's notes and photos.

- You should accompany the inspector when the inspection is done.  Often this is the easiest way for the inspector to point out problems.  Do not work with an inspector that does not want you to accompany him.

- Ask what the inspection will cover - will the inspector be going into crawl spaces, the attic and the roof? Will the chimney be inspected?  Be suspicious of an inspector that lacks a ladder, flashlight and looks too neat.  A good inspector will need to get into dirty places to do his job.

- Experience is valuable.  Ask about the inspector's background.  Does he have prior experience in construction?

- An inspector should give you a firm price for the inspection.  Prices tend to vary, as does quality.  Be suspicious of an overly inexpensive inspection bid.

Sincerely,

%Signature%

P.S. If you need a recommendation for a home inspector, just let me know.

Home Warranty (DripDay: 40  DripGroup: BuyerClient)

Subject: Home Warranty 

Dear %Salutation%:

Some homes are sold with a home warranty.  A home warranty is insurance against the failure of major appliances as well as against structural defects.  It can provide peace of mind, especially when considering an older home with appliances or systems that are nearing their end of life.

While hard to predict when the roof will start leaking, or the water heater will fail, the below expected lifetime information might be helpful for you to know when considering the value of a home warranty:

Refrigerator: 15 years

Electric range: 15 years

Dishwasher: 10 years

Water heater: 10 years

Washer and dryer: 8 years

Air Conditioner: 8 years

Microwave: 5 years

Asphalt Roof: 20 years

Warm-Air Furnace: 10 years

Septic System: 15 years

If you have found the perfect home, but have concerns about appliances or structure, a home warranty can provide peace of mind.

Sincerely,

%Signature%

P.S. If a home does not come with a home warranty, you can have one added by specifying it in your offer.

Counter-Offers (DripDay: 50  DripGroup: BuyerClient)

Subject: Counter-Offers 

Dear %Salutation%:

Let's say that you have made an offer on a home and the seller has turned you down.  There are two possibilities to continue with the negotiation.  The seller may make a counter-offer or the buyer may make a counter-offer.  In either case, a counter offer is considered a fresh offer.

If you make the offer, (or counter-offer) the seller is under no obligation to only consider your offer.  This means that there is always the risk that the seller will get a better offer and accept it.  They may inform you of this better offer, allowing you to compete, but they are under no obligation to do so.  For this reason, lengthy negotiations carry a certain amount of risk to the buyer, and are advantageous to the seller.

The best approach is to determine your walking away price.  This is the price you have decided is the most you will pay for the property.  Tell no one this price.  Instead negotiate the best price possible.  If negotiations fail to meet or beat your walking away price, walk away.  Do not get drawn into lengthy negotiations.

Sincerely,

%Signature%

DripGroup: SellerClient

This Drip group is ideal for sellers who have decided to use you as their listing agent.

Thanks! (DripDay: 0  DripGroup: SellerClient)

Subject: Thanks! 

Dear %Salutation%:

I just wanted to write a quick note to say, THANKS!  You won't be disappointed.  I am already hard at work on getting your home sold.

Over the next few weeks things are going to happen pretty quickly.  We will get your home listed on the Multiple Listing Service (MLS), flyers will be prepared, and a lockbox and sign will be installed.  We will also be scheduling an open house as well as an advertising campaign.
Sincerely,

%Signature%

P.S. I will keep you posted as to progress and will also forward some information that will be useful for you to know

Bright Lighting (DripDay: 2 DripGroup: SellerClient)

Subject: Selling Your Home - Bright Lighting 

Dear %Salutation%:

An old real estate trick is to replace lower wattage light bulbs with higher wattage bulbs in hallways, bathrooms, and other locations that would be otherwise dimly lit.  A brightly lit room looks larger and more inviting.  It's an inexpensive trick that well worth it.

Leave the porch light on at night.  You want people to notice that your home is for sale.  You never know when a potential homebuyer will drive by.

Sincerely,

%Signature%

Get Rid of Odors (DripDay: 3 DripGroup: SellerClient)

Subject: Selling Your Home - Get Rid of Odors 

Dear %Salutation%:

Nothing turns off a homebuyer more than unwanted odors.  We need to eliminate and neutralize unwanted odors as much as possible.  Below are some things you can do to eliminate unwanted odors:

Steam-clean your carpets and drapes.  Clean bedding and towels regularly, and do not smoke inside while the house is for sale.  Keep pets outside as much as possible, clean kitty litter daily and keep the windows open as much as possible.

If you have some warning before a buyer will visit, bake some cookies or bread.  There's nothing more inviting than fresh-baked cookies.

Sincerely,

%Signature%

Pets (DripDay: 4 DripGroup: SellerClient)

Subject: Pets 

Dear %Salutation%:

If possible, relocate your pets when a potential homebuyer is viewing your home.  This will be less stressful for your pets as well as the buyers.  See if your neighbor or a friend is able to take your pets during open houses and other times when a buyer is viewing the home.

We are trying to minimize distractions when a buyer is visiting the home.  Buyers won't know if your dog is friendly and really don't want to try to find out!  Did you know that dogs bite over 4.5 million people each year?

Sincerely,

%Signature%

Think About Donations and a Garage Sale (DripDay: 5 DripGroup: SellerClient)

Subject: Selling Your Home - Think About Donations and a Garage Sale 

Dear %Salutation%:

Putting your home up for sale is a great opportunity to go through all of your belongings and get rid of everything that you no longer need or want.  If you have items stacked in the garage, attic, or basement that you have been saving for a garage sale, now is the time to sell them.  Pull everything out and stack into three piles - trash, donations, and garage sale.
Getting rid of these items is going to help you sell your home.  Less clutter makes a home look more inviting.

A general rule of thumb is that a home with fewer contents will show better.  This is because it will look larger and also will allow the buyer to focus on the home and not be distracted by your possessions.

Sincerely,

%Signature%

P.S. When it comes time to move, fewer belongings will also mean a lower moving cost. 

Should you Rent a Storage Unit? (DripDay: 6 DripGroup: SellerClient)

Subject: Selling Your Home - Should you Rent a Storage Unit? 

Dear %Salutation%:

Moving some of your possessions into temporary storage will allow you the flexibility to showcase your home and present it to best effect.  It is important that the star of the show be your home, and not your possessions.  Another thing to consider - closets and storage locations (like basement and attic) will look larger if mostly or completely empty.  A buyer may be considering turning an unfinished basement or attic space into livable space.  Having these areas empty, allows the buyer freedom to imagine the room in alternative ways.

A new innovation in storage is:
https://www.pods.com/

which is a storage unit that is delivered directly to your door.  You can pack your belongings into the unit, lock it and have the unit picked up.  The unit can then be transported directly to your new home, or returned to your current home when you are ready to move.

If you are wondering whether your home will sell faster if some items are placed in storage, give me a call and we can arrange a walk-through and talk about what makes the most sense for you.

Sincerely,

%Signature%

Staging your Home (DripDay: 7 DripGroup: SellerClient)

Subject: Staging your Home for a Quick Sale 

Dear %Salutation%:

Staging can make a big difference in how a homebuyer feels about your home.  It's the art of accentuating the positive and minimizing the negative.  This is the art of placing furniture and decorations in a room such that it is inviting and gives the proper impression.  It also often means removing some of the normal contents of a room, in order for it to feel larger and more inviting.

If you have a garage, make sure that it is clean and nearly empty.  You want to give the impression that your buyer's car will fit just fine in the garage.

Sincerely,

%Signature%

P.S. When Coldwell Banker Residential Brokerage in Los Altos, Calif., looked at nearly 2,800 properties in eight U.S. cities in 2004, they found that the staged homes, on average, sold in half the time that the non-staged homes did. The sellers with staged homes ended up with 6.3% more than their asking price, on average, while sellers with non-staged homes sold for 1.6% more than the asking price.

Clean and Neat (DripDay: 8 DripGroup: SellerClient)

Subject: Clean and Neat 

Dear %Salutation%:

If you have a garage, make sure that it is clean and nearly empty.  You want to give the impression that your buyer's car will fit just fine in the garage.

While your home is on the market, make sure that everything is clean and neat.  Wash dishes, sweep floors, and make the beds.  Your home needs to be in spotless condition at all times.  It may see silly, but always close the lid on your toilet and put all toothbrushes and other personal items out of sight.

Sincerely,

%Signature%

P.S. Buyers will assume that a neat home means that it has been well maintained.  This means a higher selling price for you.

Be Ready! (DripDay: 9 DripGroup: SellerClient)

Subject: Selling Your Home - Be Ready! 

Dear %Salutation%:

Real estate agents will call ahead of time before showing your home.  They will try to be considerate and give you at least an hour's notice.  However, sometimes plans change.  So, the best approach is to have your home in showing condition during normal showing hours.  If you need to limit the hours available for showing the home, we can do that.

Remember, we only need a single buyer.  So, think of each time someone visits your home as your one-and-only opportunity to make a good first impression.  Keep all of the beds made, keep dishes washed and the kitchen clean.  Toys should be picked up.  Keep toilet seats down.

Before you leave your house, even if it is just for a few minutes, make the house spotless.  That way, you are always prepared.  People will notice fresh vacuum marks, and freshly mopped floors.  These little things can make a big first impression.  They tell the potential buyer that your home is well cared for.  If there's one thing you can do to help sell your home, it's this.

This may sound like too much, but it really isn't.  Think of your home as a showroom.
Sincerely,

%Signature%

Agent Contact Info Form for: %HomeAddress% (DripDay: 10 DripGroup: SellerClient)

Subject: Agent Contact Info Form for: %HomeAddress% 

Dear %Salutation%:

When a potential buyer visits your property, the real estate agent will usually leave behind a business card. We like to follow-up by calling the agent, in order to determine the interest of the buyer and to also get additional feedback on the property.  Please save these business cards for us and we will pick them up.

If you have the time, an even faster way to get this information to us is by using the attached web form, click on the attached online link and fill out the online form with information from the showing agent's business card.  I am then immediately notified and can then make the follow-up call right away.

%SellerShowingURL%

Sincerely,

%Signature%

It's been a Month (DripDay: 30  DripGroup: SellerClient)

Subject: Selling Your Home - It's been a Month 

Dear %Salutation%:

It's been a month since we started marketing your home.  Based upon feedback of buyers and agents seeing your home, I have some information I would like to share with you.

Give me a call when you get a chance.
Sincerely,

%Signature%

It's been 2 Months (DripDay: 60  DripGroup: SellerClient)

Subject: Selling Your Home - It's been 2 Months 

Dear %Salutation%:

It's been two months since we started marketing your home. Several potential buyers have visited and we now have enough feedback from them and other real estate agents to get a good feel for the position of your home in relation to the others on the market.  There have also been some changes in the local market conditions since we last got together that I think we should review.

Give me a call when you get a chance.

Sincerely,

%Signature%

It's been 3 Months (DripDay: 90  DripGroup: SellerClient)

Subject: Selling Your Home - It's been 3 Months 

Dear %Salutation%:

It's been three months since we started marketing your home.  I think we should get together to discuss progress so far as well as current market conditions.  There have been some encouraging signs lately; however current market conditions continue to change and I think we should review our strategy, especially in regards to pricing, to assure that your home is competitive with other similar homes on the market.

Give me a call when you get a chance.

Sincerely,

%Signature%

P.S. Buyers are in the best possible position to spot a home that is priced wrong.  They can do this because they usually visit several homes all at once.  So, even small differences between homes can be noticed.  I think it would be worthwhile for us to take a field trip to some homes that are comparable to yours that are for sale right now.  That way, we can directly compare and see just what the buyers are seeing.

DripGroup: SellerShortSale
This Drip group is ideal for someone who has decided to move forward with listing their property as a short-sale.

Lets Start! (DripDay: 0 DripGroup: SellerShortSale)

Subject: Lets Start!
Dear %Salutation%:
I'm glad you have decided to proceed with the short-sale of your property at %HomeAddress%.
Here are the next steps:
1. I'll do a comparative market analysis (CMA) to determine the market value of the property based upon sales of similar properties in the past few months.
2. We need to determine what repairs are needed to the property to bring it to the same level of condition of the comparable homes that have sold recently.
3. We can then calculate your seller-net based upon any loans outstanding and closing costs.
With that information you can contact your bank, and together we can work through the necessary paperwork.

I have extensive experience and can help you through this short-sale procedure.
Sincerely,

%Signature%

Its All In The Numbers (DripDay: 7 DripGroup: SellerShortSale)

Subject: Its all In the Numbers
Dear %Salutation%:
Banks will want to verify the value of your home.  The value is then compared against the balance owed to determine how much of a negative balance there is.

The one initial factor that your bank doesn't know yet is if any repairs are needed on the property.  For example, needing a new roof would probably lower the value of your house by the cost of that repair.  Any comparable home that is sold would presumably have a fully-functional roof, while yours would not.

Therefore, your bank could be overestimating the price that your home will fetch.  The higher the cost of these repairs, the more wiggle room there will be in negotiating with the bank.  There's no need to do any of these repairs, but you can document the fact that the repairs should be done. 

The best documentation is a written bid from a contractor for the repairs.  If you would like to get bids, I can help provide references to qualified contractors.

Give me a call and we can get started. 
Sincerely,
%Signature%

Documentation (DripDay: 14 DripGroup: SellerShortSale)

Subject: Documentation
Dear %Salutation%:
The first step in a short-sale involves collecting the necessary paperwork.  You will need to provide the bank with certain required documentation in order for them to review and approve the short-sale.  You will need to collect the following:

1. Loan information including the account number, contact information for the noteholder, and the amount outstanding.
2. All loans including any home equity loans. 
3. Any liens or back-taxes.
4. Collect any repair bills or estimates of costs for repairs.
While you are collecting this information, I will proceed with a Comparable Market Analysis (CMA) to determine the market value of your property.  A CMA, combined with your loan information will allow me to create a Seller-Net calculation.  This calculation will tell us exactly how much negative equity you have, and exactly what is owed.

We can then approach the Bank and ask for a Short-Sale packet.  After filling out the short-sale packet, the bank will be able to process the short-sale and we can move forward with finding a Buyer. 
Sincerely,
%Signature% 

Financial Hardship (DripDay: 21 DripGroup: SellerShortSale)

Subject: Financial Hardship Letter
Dear %Salutation%:

One of the most important documents that the bank will need for a Short-sale is a Financial Hardship letter.  The hardship letter is your best opportunity to explain to the lender why you can no longer afford your mortgage.  Hardships include changes in your employment situation, medical expenses, changes in loan terms that make the loan no longer affordable, or any other situation which makes it impossible to continue paying the mortgage.

Your Hardship Letter should include any supporting documentation that applies.  If medical issues are your hardship, then include copies of medical bills and other medical documentation.  If it is job loss, then employment information as well as W2's will be helpful.  If it is divorce, then include copies of the divorce documents.

I have included at the bottom of this letter an example of a financial hardship letter.  Please keep in mind this is only so that you can see what the letter looks like.

Sincerely,

%Signature% 

Dear BANK:
I have gotten behind in my payments for loan # property address #

The reason is

xx

Unfortunately, I am not in a situation to start payments again.  Further, my financial situation is not likely to immediately change.  Therefore, I would like to sell house for less than the loan amount of LOANAMOUNT.

Sincerely,

%Signature%

Short-Sale Application Process (DripDay: 28 DripGroup: SellerShortSale)
Subject: Short-Sale Application Process
Dear %Salutation%:
After gathering the appropriate paperwork, I will work out a Comparable Market Analysis (CMA) home value.  We can then contact the bank and request a Short-Sale Application Form.
Each bank is slightly different and has their own application process, but overall, the process is the same.  The important thing is to provide all the information requested, including supporting documentation. 

Any missing documentation or any forms not completely filled out will delay the application process and cause your Short-sale to get stuck in limbo.  It is critical that we go through each document and provide all of the information requested.
I have extensive experience with this process and can be of great help.  Though the process is not hard, it is a bit tedious and requires patience.  A little effort at the start will make the full process go much smoother later on.
Sincerely,
%Signature%

What's a BPO? (DripDay: 35 DripGroup: SellerShortSale)

Subject: What's a BPO?
Dear %Salutation%:
As part of the Short-Sale application process, the bank will require a Brokers Price Opinion (BPO).  This is an estimate of what the house will sell for in today's market.
Most BPO's are not as elaborate as a full appraisal, and are geared towards the price of houses recently sold in your neighborhood.

Remember, your goal is to get out from under your burdensome debt.  A low or high BPO is not a concern when you are looking for a realistic price.  The idea is to ensure all parties have a good understanding of the current market value of the property.

If contacted by the BPO agent, be honest regarding any repairs that may be necessary.  Oftentimes, these things are not immediately obvious but yet can affect the total BPO value of the property.
Sincerely,
%Signature% 

There's A Program For That (DripDay: 42 DripGroup: SellerShortSale) **USA**
Subject: There's a Program for That
Dear %Salutation%:
Did you know that there are several government and bank programs that make short-sales easier? 

For most property owners on the verge of foreclosure, the short-sale remains the most effective way to protect your credit and walk away from burdensome debt.  These programs are geared toward helping homeowners, both buyers and sellers, take advantage of short-sale incentives.

Some programs offer moving assistance and help with closing cost for the seller who completes a short-sale.  Other incentives include reduction in paperwork that streamlines the short-sale procedure.

Give me a call and we can discuss which programs will work best for your situation.
Sincerely,
%Signature% 

DripGroup: ClosingBuyer

This Drip group is ideal for buyers who have a signed purchase agreement and are waiting for closing.

Congrats, we are under contract (DripDay: 0  DripGroup: ClosingBuyer)

Subject: Congrats, we are under contract 

Dear %Salutation%:

Congratulations!  We now have a signed contract.

But, don't pack quite yet.
We still have a few steps yet to go.  If we had any contingencies in the contract - such as a home inspection, and getting loan approval, we now need get those met.

I'll keep you posted as new information comes in.

Sincerely,

%Signature%

Deposit in Escrow (DripDay: 5  DripGroup: ClosingBuyer) **USA**
Subject: Deposit in Escrow 

Dear %Salutation%:

The deposit on your home has been placed in escrow with the title company.  The title company places a critical role in closing.  They take care of the numerous paperwork tasks that need to be completed before we can close.

The title company will make sure that the title for your home is clear of encumbrances.  They will also prepare loan closeout documentation for the previous owner, verify title insurance, and prepare other legal paperwork.

They are likely to request information as they go through these items.  Please make sure to get back with them promptly.  We certainly don't want to delay closing due to some paperwork issues!

Sincerely,

%Signature%

Loan Pending Approval (DripDay: 7  DripGroup: ClosingBuyer) **USA**
Subject: Loan Pending Approval 

Dear %Salutation%:

You lender is working on approval of your loan package.  They are going to verify that they have all necessary documentation and get an appraisal done on the property.

They may need some last minute documentation, such as latest monthly bank statement or tax documents.  Please make sure to get back with them promptly with any requests that they have.

Once the loan has been approved, it will be sent to the title company, who will arrange for a closing date with you.

Sincerely,

%Signature%

P.S. Let me know if you need to visit your new home to take measurements for drapes or blinds or to check on room dimensions and I can arrange it for you.

Selecting a Closing Date (DripDay: 14  DripGroup: ClosingBuyer) **USA**
Subject: Selecting a Closing Date 

Dear %Salutation%:

Once your title company gets all their paperwork in order, they will set a closing date.  If you have a particular preference as to a closing date, you should let them know and they can try to accommodate that.

There are a few considerations to consider when selecting your closing date.

If you have locked your interest rate, you will be constrained by the lock-in expire date (usually 30 days).  Make sure to close before your lock-in expires.

A second consideration is your current living and moving arrangements.

A third consideration is minimizing 'per diem interest'

The interest on your loan will start on the day you close.  However, your payment booklet will start on the first of the month.  Therefore, there is a gap between your close date and the first of the next month.  The interest for this gap in time is called 'per diem interest' and will be included with your closing costs.  So, the closer to the end of the month you close, the less the 'per diem interest' and the lower your closing costs.
Sincerely,

%Signature%

Homeowners Insurance (DripDay: 16  DripGroup: ClosingBuyer)

Subject: Homeowners Insurance 

Dear %Salutation%:

One of the requirements for a mortgage is proof of insurance.  If you haven't done so already, I would recommend shopping around for homeowners insurance.  A good place to start is by talking with the company that you are using for automobile insurance.  They usually offer a discount if you have both homeowners insurance and automobile insurance from the same company.

You can use your possession date (usually that's your closing date) as the start date of your insurance.  Once you have proof of insurance, please fax the documentation to your loan company.

Sincerely,

%Signature%

Closing Disclosure Form (DripDay: 20  DripGroup: ClosingBuyer) **USA**
Subject: Closing Disclosure Form 

Dear %Salutation%:

Once your loan has been approved and the settlement company has processed your documentation, they will prepare a Closing Disclosure form. This is your final itemized breakdown for the purchase of the home and will include all costs including down payment, taxes, loan amount, and all other miscellaneous items.

You should compare this form against your Good Faith Estimate from your loan company.  There are going to be some differences as the Good Faith Estimate is used to estimate values for taxes.  However, the other important terms should match up.  You will want to especially double-check the interest rate points, and any miscellaneous expenses that loan companies charge.  These should not change.
Sincerely,

%Signature%

Final Walk-Through (DripDay: 21  DripGroup: ClosingBuyer)

Subject: Final Walk-Through
Dear %Salutation%:

We should schedule a final walk-through of your home right before closing.  The primary purpose of this walkthrough is to verify that the condition of your home is as expected and that all conveyances (items like drapes, fixtures, playsets etc.) that are to stay with the home are indeed there.  I recommend that you do this after the previous owner has moved out, but before closing.

Sincerely,

%Signature%

DripGroup: ClosingBuyerAfterClosing

This Drip group is ideal for buyers after you have closed.

Thanks! (DripDay: 0  DripGroup: ClosingBuyerAfterClosing)

Subject: Thanks! 

Dear %Salutation%:

I just wanted to take a moment to say: THANKS! As a homeowner, I am sure you will have a bit of settling in to do.  Once you are unpacked and have had a chance to decorate, I would love to see what you have done with the place.  You have selected a wonderful home that I am sure will provide many years of enjoyment for you and your family.

If there's anything that I can do to help, don't hesitate to call.

Sincerely,

%Signature%

P.S. Most of my business comes from recommendations.  If you know of someone looking to move or purchase a home, please let me know.

A Few Thoughts (DripDay: 7  DripGroup: ClosingBuyerAfterClosing)

Subject: A Few Thoughts 

Dear %Salutation%:

It's been a few days and you are probably still digging out from under your packing boxes.  I wanted to mention something.  You may want to consider re-keying your locks or having the locksets changed.  I don't want to alarm you, but it's something worth thinking about.  You never know whom the previous owner gave copies of keys to, or what copies of keys were made while the home was on the market.

Sincerely,

%Signature%

Fire extinguishers - and an Escape Plan (DripDay: 90  DripGroup: ClosingBuyerAfterClosing)

Subject: Fire extinguishers - and an Escape Plan 

Dear %Salutation%:
Now that you are a homeowner, I wanted to mention something.  Did you know that each year, over 10,000 people are injured in house fires?  It's a good idea to have at least one fire extinguisher in the home.  Areas that are prone to fires, such as the kitchen, fireplaces, furnace area, garage and workshop, should have a fire extinguisher readily available.  Another fire extinguisher should be accessible from your sleeping quarters.

The kind of fire extinguisher ideal for home use is called an A-B-C extinguisher, and can be used for wood, grease, as well as electrical fires.

In addition to a fire extinguisher, your family should discuss a home evacuation plan in case of fire.

Sincerely,

%Signature%

P.S. The fire department recommends that you first call 911, before attempting to put any fire out with a fire extinguisher.  Remember, safety first.  Your belongings can be replaced, but your loved ones cannot.

Furnace Air Filters (DripDay: 180  DripGroup: ClosingBuyerAfterClosing)

Subject: Furnace Air Filters 

Dear %Salutation%:
It's been a few months since you have moved in.  If you have a forced air furnace, have you inspected the air filter?  It's a good idea to check the air filter every three months.  A clean air filter can lower your energy bill, as your furnace has to work less.

Sincerely,

%Signature%

P.S.  If you don't have a carbon monoxide detector, it's a good idea to get one.  A carbon monoxide detector will detect carbon monoxide in the air that is caused by incomplete combustion from your furnace or other appliances.  Carbon monoxide is odorless invisible gas.  In high concentrations carbon monoxide can be deadly.

Don't Forget to Inventory your Belongings (DripDay: 250  DripGroup: ClosingBuyerAfterClosing)

Subject: Don't Forget to Inventory your Belongings 

Dear %Salutation%:
I wanted to drop you a quick note letting you know that it's a great idea to keep an inventory of your belongings.  This can then be used for insurance claims in the event of a fire or burglary.  Now that you are in a new home, many things have changed and I am sure you will need to update your inventory.

Sincerely,

%Signature%

It's Been a Year (DripDay: 365  DripGroup: ClosingBuyerAfterClosing)

Subject: It's Been a Year 

Dear %Salutation%:

I can't believe it's been a year since you purchased your home.  I hope you are enjoying your home!

Now that you are settled in, I wanted to mention something that is well worth doing.  With ever-increasing energy costs, a home energy audit can help you identify ways to save energy and lower your utility bills at the same time.  A home energy audit will analyze your current heating, cooling and electricity requirements and make a series of recommendations to improve your energy efficiency.  
The audit involves using instruments to identify drafts in the home and a thermographic scan to show heat loss.  A scan can identify areas that are under-insulated by showing the energy loss.  The resulting report will list areas where energy efficiency can be improved, estimated costs of the change and the amount it will take for your investment to be repaid in lower energy bills.
Sometimes small changes like weather-stripping and caulking can make big differences.

Sincerely,

%Signature%

P.S. It's a good idea to change your smoke detector batteries every year.  Since it's been a year since you have moved it, you might want to take a look at them.

It's Been Two Years! (DripDay: 730  DripGroup: ClosingBuyerAfterClosing)

Subject: It's Been Two Years! 

Dear %Salutation%:

It's hard to believe it's been two full years since you purchased your home.  It seems just like yesterday!

If you are like many people, you thinking about projects around the house to improve the value of your home, and to make it more comfortable.  According to Remodeling Magazine these are the top 10 remodeling projects homeowners take on:

Major kitchen remodel

Siding replacement

Bathroom remodel, mid-range

Deck addition

Bathroom addition, mid-range

Bathroom remodel, upscale

Window replacement, mid-range

Window replacement, upscale

Attic bedroom addition/conversion

Bedroom addition, upscale

Some projects can really pay off in increasing the value of your home, while others may not.  If you are thinking of making a major change, feel free to give me a call and I can give you an idea as to how your project might improve your homes resale value.

Sincerely,

%Signature%

P.S. Most of my business comes from recommendations.  If you know of someone looking to move or purchase a home, please let me know.

It's Been 3 Years! (DripDay: 1095  DripGroup: ClosingBuyerAfterClosing)

Subject: It's Been 3 Years! 

Dear %Salutation%:

Well, it's been 3 years since you purchased your home.  It just seems like yesterday.  I hope you are well and your home is continuing to provide you warmth and comfort!

I am sure you have been able to decorate your home and made it beautiful.  If you ever need a recommendation for a contractor to help with fixing something broken, or a remodeling project, just give me a call.  I work with many contractors and would be pleased to recommend someone for you.

Sincerely,

%Signature%

P.S. Most of my business comes from recommendations.  If you know of someone looking to move or purchase a home, please let me know.

It's Been 4 Years! (DripDay: 1460  DripGroup: ClosingBuyerAfterClosing)

Subject: It's Been 4 Years! 

Dear %Salutation%:

I hope you are doing well these last four years.  It's hard to believe that it was just four years ago you purchased your home.
I hope you are well and your home is continuing to provide you warmth and comfort!

Sincerely,

%Signature%

P.S. Home process have fluctuated these past four years.  It's not a bad idea to update the insurance amount on your home every few years.  That way, you are covered at today's prices, should something happen.

It's Been 5 Years! (DripDay: 1825  DripGroup: ClosingBuyerAfterClosing)

Subject: It's Been 5 Years! 

Dear %Salutation%:

I can't believe it's been 5 years since you purchased your home.  The seasons have flown by.  I hope you are well and your home is continuing to provide you warmth and comfort!

It's hard to predict when the roof will start leaking or the water heater will fail.  Below we have listed typical lifetimes for some major systems:

Refrigerator: 15 years

Electric range: 15 years

Dishwasher: 10 years

Water heater: 10 years

Washer and dryer: 8 years

Air Conditioner: 8 years

Microwave: 5 years

Asphalt Roof: 20 years

Warm-Air Furnace: 10 years

Septic System: 15 years

If you haven't already done so, I would recommend taking a good look at your water heater.  It is important to keep an eye on it for possible failure.  If you see rust or leaking toward the bottom of it, you should have a plumber come out and take a look.  For something like that it's a great idea to replace before failure, rather than after.

Sincerely,

%Signature%

P.S. Most of my business comes from recommendations.  If you know of someone looking to move or purchase a home, please let me know.

It's been 6 Years (DripDay: 2190  DripGroup: ClosingBuyerAfterClosing)

Subject: It's been 6 Years 

Dear %Salutation%:

I can't believe it's been 6 years since you purchased your home.  The seasons have flown by.  I am certain that you have made so many wonderful memories in your current home.

I can't recall if you needed to get Private Mortgage Insurance (PMI) with your home loan?  If you did, you may want to see if you qualify to have the insurance removed.  PMI is required for home loans of over 80%.  Over time, the value of your home will appreciate and your principal will also be increasing.  So, eventually you will reach a point where the insurance can be eliminated, saving you quite a bit in monthly mortgage payments.

Sincerely,

%Signature%

P.S. Most of my business comes from recommendations.  If you know of someone looking to move or purchase a home, please let me know.

DripGroup: ClosingSeller

This Drip group is ideal for sellers who have a signed contract.

Congratulations! (DripDay: 0  DripGroup: ClosingSeller)

Subject: Congratulations! 

Dear %Salutation%:

I just wanted to take a moment and say CONGRATULATIONS!  We have a signed contract.  There are still a few hurdles yet and I'll keep you posted as these are met.  We are waiting for the buyer's loan approval, scheduling of inspections and any requested repairs, an appraisal, and title search.

I'll let you know as things progress.
Sincerely,

%Signature%

Deposit in Escrow (DripDay: 5  DripGroup: ClosingSeller) **USA**
Subject: Deposit in Escrow 

Dear %Salutation%:

Your buyer's deposit has been placed in escrow with the title company.  The title company is also preparing your loan payoff documents.  I'll let you know as the information becomes available.

Sincerely,

%Signature%

Loan Pending Approval (DripDay: 7  DripGroup: ClosingSeller) **USA**
Subject: Loan Pending Approval 

Dear %Salutation%:

I just wanted to update you that the buyer is in the process of getting loan approval.  Part of this approval process is getting an appraisal and doing a title search.
Once the loan has been approved, it will be sent to the title company, who will then arrange for a closing date.

I'll keep you updated as things progress.

Sincerely,

%Signature%

Will you Attend Closing? (DripDay: 15  DripGroup: ClosingSeller) **USA**
Subject: Will you Attend Closing? 

Dear %Salutation%:

I wanted to check with you and see if you will be attending the closing for the sale of your home?

You are not required to attend.  If you don't attend, the title company can send you the paperwork via overnight mail.  You will need to then have it signed and notarized and sent back.  Alternatively, you can have someone attend in your stead, if you give him or her power of attorney.

Either way, please let me know what you decide.

Sincerely,

%Signature%

Prepare for Closing (DripDay: 21  DripGroup: ClosingSeller)

Subject: Prepare for Closing 

Dear %Salutation%:

I just wanted to remind you of a few things as your closing date approaches.  Don't forget to bring all keys to closing.   If you won't be attending closing, I can pick up the keys and take care of getting them to the Buyer at closing.
You can leave any garage door openers with the house.  Don't forget to cancel your homeowner insurance and have your utilities cancelled as of the closing date.
If there were any repairs that were done as the result of the inspection, make sure to bring a receipt for the repairs to the closing.

Sincerely,

%Signature%

DripGroup: ClosingSellerAfterClosing

This Drip group is ideal for sellers after closing.
Thanks Again! (DripDay: 0  DripGroup: ClosingSellerAfterClosing)

Subject: Thanks Again! 

Dear %Salutation%:

I wanted to take a moment and just say THANK YOU!  It was great working with you and if there's anything more I can do, please let me know.

Sincerely,

%Signature%

It's been two months now! (DripDay: 60  DripGroup: ClosingSellerAfterClosing)

Subject: It's been two months now! 

Dear %Salutation%:

It's been two month since you sold your home.  I hope you are settled in.

If you or anyone you know is in need of a real estate professional, I would appreciate it if you would please keep me in mind.

Sincerely,

%Signature%
DripGroup: RentSecondHome
This Drip group is ideal for someone looking solicit rental management opportunities with owners of second homes / vacation homes.
Let Me Introduce Myself (DripDay: 0 DripGroup: RentSecondHome)

Subject: I specialize in Vacation Properties in %MarketArea%
Dear %Salutation%:
As you may already know, I am a real estate agent who specializes in Buying and Selling vacation properties in %MarketArea%.  But, did you know that I also can handle rental management as well?  I am a long time resident in the area and take pride in supporting the local community.

Owning a vacation home is an immensely rewarding experience.  Renting it out is an excellent way of defraying and supporting the expenses involved in maintaining a vacation property.  You would be surprised how easy it is to do and how desirable your home would be for just the right kind of tenants.  

If you would like to explore the opportunities of renting your second home, please give me a call.  I am able to personally manage and supervise the rental of the property and can assure it is taken care of as if it were my own.

Sincerely,
%Signature%

P.S.  If you know anyone looking for a vacation home in the area, please don't hesitate to give them my name.  I will work hard to find the perfect vacation property for them.
Home is Where Your Family & Friends Are (DripDay: 30 DripGroup: RentSecondHome)

Subject: Home is Where Your Friends & Family Are
Dear %Salutation%:
They say that misery loves company.  I think that a good vacation loves company too!  A second home or vacation home is a great way to bring family together.

Perhaps you have additional family members who would like to have their own piece of heaven?
I would be pleased to help a friend or relative find the perfect dream home in %MarketArea%.  Give me a call if you know of anyone looking or considering investing in a second home.
Sincerely,
%Signature%
Have You Ever Considered Renting? (DripDay: 60 DripGroup: RentSecondHome) **USA**
Subject: Have you Ever Considered Renting?

Dear %Salutation%:
Did you know for less than 14 days a year, you can rent out your property and the IRS doesn't even care?  You can pocket the rent, no questions asked.  The first two weeks are pure profit for you.
If it works out, this is a great way to rent your second home.  We have qualified short-term renters available who would love to rent a quality property like yours.
Give me a call if you are interested in exploring the options of renting your second home.   

Sincerely,
%Signature%

Vacation Rental Management (DripDay: 90 DripGroup: RentSecondHome)

Subject: Vacation Rental Management
Dear %Salutation%:

Are you looking for a way to rent your second home without the hassle?  I can handle rental management for you.  I handle contracting maintenance, finding renters, managing schedules, collecting and returning security deposits as well as housekeeping services.
If the tenant needs anything, they call us and we will take care of it.  No more late night calls about missing keys or sheets.  No more worrying if the tenant left the lights on or the heat turned up full-blast.  This allows you to focus on enjoying your vacation rental yourself, without worrying about the many details of rental management. 
I handle it all.  Give me a call.
Sincerely,
%Signature%
P.S.  Feel free to pass this letter to anyone you might know that would benefit from qualify Rental Management Services.  Good help is hard to come by!
What Kind of Tenants? (DripDay: 120 DripGroup: RentSecondHome)
Subject: What Kind of Tenants?

Dear %Salutation%:

If you do decide to rent out your second home, there are a few things to consider.

Who would you like to rent to?
- Executives
- Long-term rental
- Short-term rental
- Families

We can find the best solution that meets your needs, both financial and otherwise.  

Give me a call and we can discuss the pros and cons of each approach.  

Sincerely,

%Signature%

P.S.  After all this is your vacation home - you need to be happy!

Ownership Has Its Privileges (DripDay: 150 DripGroup: RentSecondHome)

Subject: Ownership Has Its Privileges

Dear %Salutation%:

If you do decide to rent out your second home, you decide who to rent to and when.  Usually when you first start, you are bringing in all new renters.  But, after a while, you will begin to develop regular clientele where you know what to expect and so does the renter.

Here are the reasons you should let me handle it for you:

- I can find renters
- I can make sure the property is always taken care of
- I make sure that it is properly cleaned
- I take care of all maintenance
- The renter calls me for any problems

Beyond that, I can also do credit checks, collect security deposits, check references, and manage the day-to-day operations of finding qualified renters.
Give me a call and let's explore the possibilities!
Sincerely,

%Signature%

Renting To Friends (DripDay: 180 DripGroup: RentSecondHome)

Subject: Renting To Friends
Dear %Salutation%:

Renting to friends or relatives is one of the benefits of owning a second home.  But how can you do that in a way that makes financial sense?
I live in the area and can make sure that all is perfect when your guests arrive, with the bed turned down and fresh towels in the bathroom.  Having someone manage the property for you allows you to delegate the task of making sure that cleaning fees are paid and the property is in tip-top condition between visits.  

You can set the rental rates, and even offer special discounts to friends and relatives.  If there is a problem, there is someone local that your friends and relatives can call and get immediate attention.  You can share something special with those you care about and be confident that the experience is the best possible.

Something as small as leaving lights or air conditioning on can be a big deal over days or even weeks.  After each visit, I will get the property cleaned, inspected, and report to you if there is anything to report.  You can sleep soundly knowing that your vacation property is being taken care of.
Give me a call if you would like to explore the benefits of having your vacation property professionally managed.

Sincerely,
%Signature%
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