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Topics Covered
• What’s Your Why?

• Lead Generation Ideas

• Why You Need Your Own Website

• Website Posts

• Setting Up a CRM

• Drip Campaigns for Buyers

• Drip Campaigns for Sellers

• Treat Clients Like Gold

• Post Transaction Follow Up

• Reviews – You Had a Choice, Why Did You Use Me?
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Why?

• 77% of sellers did not use the agent who helped 
them buy the home. #1 complaint = lack of 
communication

• I make money from your past clients since most 
agents forget clients after the transaction

• Master the art of providing exceptional customer 
service throughout the transaction, executing 
relevant post transaction touch points and 
saying thank you because most of our business is 
gleaned from repeat clients

• Being more efficient frees you up to have a life or 
get new clients
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Be Authentic

• What’s your why?

• Be real

• Attract clients like you

• I donate money to animal 

rescue groups and schools 
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How to Afford It

• Stop spending money on shiny new objects

• Stop buying technology – it’s not a magic bullet

• Start spending money on past clients

• Start partnering with vendors

• Negotiate, negotiate, negotiate

• Involve clients who own businesses

• Stop buying leads, start earning them
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How To Start – Get Clients Through 

Creative Lead Generation Ideas
1. Networking Groups
2. HR Opportunities
3. Classes
4. Adwerx.com
5. Altos Research Reports
6. HomeBot
7. Use Facebook Wisely
8.Facebook Ads 
9. Census Data
10.School carnivals and events
11.Client appreciation events
12.Bonus ideas!  



Create a Networking Group

• $250 buy in to cover expenses (lunch)
• Services that people need during major life changes: 

insurance provider, jeweler, lender, appraiser, 
doula, OBGYN, divorce attorney, will/trust 
attorney, real estate attorney, CPA, therapist, 
preschool expert, child proofing expert, etc.

• Meet every month or at least quarterly
• Must give a minimum of 12 referrals a year
• One on one coffees



Target HR of small to medium companies

• Target companies that aren’t big enough to have 
relocation services

• Offer to tour prospective new hires around the area 
and rebate them a closing cost credit – partner with 
a lender and have him/her do the same

• Offer to hold Lunch and Learn classes such as 
budgeting, wealth building, first time buyers, first 
time sellers, etc (you provide the food)



Classes
• So You Want To Buy a Home (mortgage lender, 

insurance agent)
• So You Want To Sell Your Home (mortgage lender, 

stager)
• So You Want To Buy an Investment Property 

(mortgage lender, financial planner)
• So You Want To Start a Family (doula, baby store 

owner)
• So You Want To Be A Millionaire (financial planner)



Classes
Possible Locations:
• WeWork and other co-working spaces
• Small to medium sized companies
• Upscale gyms
• Country Clubs
• Your office/restaurant for your sphere

Marketing Your Classes:
• Start a Facebook group with the same title to help 

connect with people before and after the class
• Make a Facebook Event for the page
• Partner with companies to promote it to their 

employees
• Mailers to high end rental buildings



Adwerx – Stay top of mind

• Online ads for your sphere to keep you top of mind.  
2500 impressions per month so no more than 500 
people in a campaign.  $79 per month.

• Ads by zip codes to farm areas you want to be
• Ads for listings – advertises near that listing.  $59 per 

week



Altos Research 

Reports

• Send to prospective 
sellers and buyers by 
zip code weekly, 
monthly, or quarterly

• Shows whether it’s a 
seller or buyer’s market

• Also use with current 
buyers and sellers

• $79/month for 10 zip 
codes or $149/month 
for all zip codes in a 
county



HomeBot – must partner with a lender

Monthly emails with automated home values and 
money saving tips: Input a starting value







Use Facebook Wisely

• Join local Facebook groups:  Local Mom’s Groups, 
Neighborhood Groups, Group for your Kid’s School 

• Start One If These Don’t Exist
• Source your A clients and ask them what groups they 

are in. Invite clients to these groups
• Search daily for real estate/realtor: Tag your clients 

and get them to rave about you on these posts!
• Create a Client List and check it regularly – send gifts 

and notes for milestones, comment regularly
• Create Targeted Facebook Groups: Investments, 

Families, Moms
• Facebook Retargetting campaigns (must have a biz 

page)



Send Gifts for Milestones



Census Data

1. Find out where people in your city/state are moving 
to and from. Create relationships with top agents in 
those markets

2. Share content and tips with destination market 
agents to drive referral business

3. Movingoutofchicago.com – long distance moving 
recommendations, recommending relators in other 
markets, tips on buying and selling in different 
markets

4. Attend conferences in those markets



School Carnivals and Events

• Sponsor well attended school events
• Wheel with branded prizes at the event (phone 

chargers are a hit)
• Send postcards to homes in the area as a specialist in 

that school and donate a portion of your commission 
back to the school

• Ice Cream Truck around the neighborhood on 
summer days or the last day of school (also local hair 
salons)



Client appreciation events

• Rent a movie theater in the winter

• Summer family BBQ 

• Thanksgiving pie pick up

• Pumpkin patch event

• Christmas Tree and Wreath pick up with Santa

• Valentine’s Day Blow Out Party & restaurant res.

• Driving range outing

• Give away sports and theater tickets on Facebook

• Indoor kid friendly play event before Halloween

• Axe throwing, indoor skydiving 

• Mani pedi parties for VIP clients and their friends

• Professional photographer for all events
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Client appreciation event tips

• Send a free evite out 6 weeks in advance

• Send a reminder out 2 weeks in advance and follow 
up with a text

• Call each person 2 days in advance

• Have referral partners sponsor the events to keep 
costs down

• Have a professional photographer at each event. 
Post the photos to Facebook and tag your clients

• Have nametags so people can get to know each 
other

• Hire staff to work the event (check people in, take 
coats, pour drinks, etc) so you can mingle

• If you have extra seats have VIP guests bring 
friends
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Now That You Have Clients, What 

Do You Do With Them?
• Automating administrative tasks frees you up to 

focus on money making activities

• Provides a consistent level of service

• Protects you legally/avoids cyber fraud

• Gives your clients a superior customer service 
experience

• Earns you referral business

• Sets you apart from other realtors in your market

• Helps with work life balance



You Need A GREAT Website

• Create hyper local content

• Explain the home buying process with separate 
steps for buyers and sellers

• Utilize a blog – articles for your target market 
(empty nesters, first time buyers, new parents, 
etc) 

• Have a resource page

• Give neighborhood perspective others can’t give

• Use local photos

• Write your own content
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I use Placester.com

Make sure your website is mobile responsive
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Steps to Buy a Home
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Steps to Buy a Home….
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Steps to Buy a Home….
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Steps to Sell a Home….
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Steps to Sell a Home….
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Steps to Sell a Home….
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On Your Website – Explain 

Neighborhoods to Out of Towners
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On Your Website –

Explain Closing Costs
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On Your Website –

Have a Resource Page (including 

your clients’ businesses)
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Have a Blog: Mix RE content with 

non RE content and post regularly
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On Your Blog Answer Common 

Questions (Zestimates, Inspections 

Foreclosures, Short Sales etc)



Use Google Forms – FREE!







Use a CRM to Organize Your Contacts
• Use a really good CRM 

• Research: Contactually, Realvolve, Wise Agent, 
Property Base, Skyslope, Boomtown

• Segment by type of client:
A – Fans that need no reminders of you.
B – Clients that need a “nudge.”
C – Clients you never want to see again.
Convert B’s to A’s constantly.

• Have their phone number, email and address

• Tag with likes and dislikes to sort later

• Take detailed notes

• Must have a drip campaign feature



Use a Checklist To Organize Your Processes

• Use a transaction management system – paper, 
Excel, Insightly, Top Producer, Realvolve, etc.

• Figure out each step of a transaction from start 
to finish and write it down – delegate if you have 
a team

• Automate your tasks and communications

▫ What do you regularly have to communicate to 
clients? 

▫ What tasks are the same for each transaction?

▫ Create email templates for those tasks
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Create Email Templates for Each 

Category
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Link Each Email Back To Your Blog Post
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Win More Sellers

• Ready to Sell Survey
• What stresses them
• Look for inspection items
• Pull MLS comps together
• Top 10 List
• Take stress off them – oversee all rehab work
• Sell As Is, Sell with minimal rehab work, Sell with a 

lot of rehab work – Net sheet for all three
• Tour comps in person
• Price adjustment signed up front
• Adwerx
• Facebook ads
• Altos Reports



Stand Out

48



Stand Out
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Stand Out
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Seller Communication

Steps to Sell a Home  automated emails

Communicate daily the first two weeks

Mon: Call sellers with an update (Slydial)

Tues: Open house for this weekend

Wed: Email MLS/Zillow status report

Thur: Altos Reports

Fri: Seller search w/new competition and pending



Seller Gifts

• Shari’s Berries when they start working with you

• Tiffany glasses once inspection closes

• Moving boxes

• Let them pick their closing gift

• Pizza on moving day (google form)

• Christmas ornament with a photo of their new 
home

• Watercolor painting of their old home
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MLS Feedback Questions
1. After seeing the photos and description, in 

person was the home what your buyer 
expected it to be?

2. How did this property compare to others your 
client has seen in person?  

3. What did the buyer like about the property?

4. What did the buyer NOT like about the 
property? 

5. How many homes has your buyer seen so far?

6. Do you have any comments on the price or 
condition of the home?
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How to Wow Buyers

• Concierge Style Service

• All About You Form

• Welcome video via BombBomb before you meet them

• Welcome Board at buyer consultation to make them 
feel special.  Have their favorite snacks and drinks 
there

• Gift delivered the day after (Shari’s Berries)

• Aggressively look for off market listings

• Give them “busy work” books  (Rich Dad Poor Dad)

• Give them “homework” through blog posts
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How to Wow Buyers

• Starbucks and snacks at showings

• Clean car / a car that works for your market

• Water and snacks always in your car

• Kids packs in your car

• Car seat for kids

• Ask them for their referrals!
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Treat Them Like Gold Once Under 
Contract
• Google email account and voicemail for their property

• Get estimates for them (renovations, moving)

• Send Tiffany champagne flutes

• Have resources for full service packing, unpacking, 
organizing, interior design

• Closing gift of their choice (handyman, cleaner, gift 
card, photographer, house warming party)

• Talk to them every day to ease their nerves 

• Meal for the Move (Google Form)

• Updater.com & Free Boxes from other clients

• Lockbox on the property at final walk through
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Make Their Lives Easier

• Arrange a cleaning person/carpet cleaning for them

• Champagne at closing – make it fun

• After closing, home address stamp, just moved 
postcards and home owner book

• Check in with them a week after moving in and then 
a month after that

• Holiday ornament from Mpix.com

• For VIP clients: Take out to dinner or host a house 
warming party.  

• Donation in their name
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Don’t Forget the Kids



Buyers Once Under Contract
Mon: Slydial

Tues: reach out to lender for status update

Wed: update all parties including buyer/lender

Fri: Email to check in

Blog posts for each next step
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After the transaction closes 
• Targeted content for renters, buyers, sellers

• Celebrate home buy anniversaries - CMA and gifts.

• Closed Clients (10 year follow up program every 
month) - save them time/money:

1. Claim your home on Zillow

2. Maintenance reminders

3. Appeal your property tax reminders

4. Protect your pipes from freezing

5. Free money from city and state programs

6. Copy of ALTA statement in January

7. File homeowner’s exemption
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Mailings

• Postcard with upcoming local events every other 
month

• Starbucks gift cards in the fall

• Lottery tickets in January

• Cupcake coupons in the spring
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Connect with your clients

• Facebook – targeted client lists.  Twitter, 
Instagram. Pay attention and be aware of 
milestones. Send gifts (baby onesies, 
engagement gift, pet gift, etc)

• Reviews and recommendations (Real Satisfied)

• If your passion and charities align, help them!

• Celebrate home buying
anniversaries with a
CMA and gifts.
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Reviews and Recommendations

I use Real Satisfied; syndicates to Realtor.com, 
Facebook and Twitter.  $99/year

Ask Clients if they use Zillow or Yelp and send 
them a link

Friend them on Facebook and tag them in the 
reviews
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Thank you!
Shay Hata  |  BuySellLoveChicago.com
Berkshire Hathaway Homeservices
KoenigRubloff Realty Group  |  Chicago, Illinois

312-600-7510  shay@shayhata.com
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