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Seller – SPHERE OF INFLUENCE 

Seller – PAST CLIENT 

Seller – PEOPLE FARM 
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Seller – PROPERTY FARM 
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Seller – EXPIRED  
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Seller – FOR SALE BY OWNER 
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Seller – LUXURY 
 

 



 156

Seller – INVESTOR 
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Buyer – SPHERE OF INFLUENCE 

Buyer – PAST CLIENT 

Buyer – PEOPLE FARM 
Buyer – MOVE-UP, DOWN, OVER 
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Buyer – RENTER 
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Buyer – LUXURY 
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Buyer – INVESTOR 
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Way 25:  Mail – SPIF – Recipe Card 
 
Targets: Sellers and Buyers. 
 
Cost:  High.  $1 - $2 per mailed piece. 
 
Description: SPIF = Sales Promotion Incentive Fund. 
  Send a marketing piece with shelf-life (usable). 
  Recipe card (postcard) with an imprint of message 

and your contact information. 
  Simplest form is business card reprinted on back of recipe card. 
  Drive leads to phone, email, IVR, or website. 
 
Best Offer: Free CMA and Free List of Homes. 
 
Advantages: Practical.  People use and keep recipe cards. 
  Shelf-life.  Kept for a long time. 
  Impressions.  Multiple impressions seen over the years. 
  Color.  Can be 1,2,3 or full color.  Can be photographs. 
  Brand.  Use to build brand identity. 

Leverage.  Broadcast your message to any number of prospects. 
Long lasting.  Impressions for many years. 

 
Disadvantages: Cost.  It is expensive if it does not work. 
   Copy.  Short copy.  Limited space. 
   Brief.  Need quick message like a billboard. 
   Results.  Slow tracking results over time. 
 
Advanced Technique: Include an offer on recipe card (i.e. Free CMA and Free List of Homes). 

Hire a mail house to mail. 
 
Preferred Vendor: Company: In Touch Today 

Address: 530 Compton St 
  Broomfield, CO  80020 
Phone:  800-433-3755 
Website: InTouchToday.com 
Product: Excellent at printing and mailing recipe postcards. 

 
Sample: 
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Seller – SPHERE OF INFLUENCE 

Seller – PAST CLIENT 

Seller – PEOPLE FARM 
 

 
 
Seller – PROPERTY FARM 
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Seller – EXPIRED  
 

 
 
Seller – FOR SALE BY OWNER 
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Seller – LUXURY 
 

 
 
Seller – INVESTOR 
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Buyer – SPHERE OF INFLUENCE 

Buyer – PAST CLIENT 

Buyer – PEOPLE FARM 
Buyer – MOVE-UP, DOWN, OVER 
 

 
 
Buyer – RENTER 
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Buyer – LUXURY 
 

 
 
Buyer – INVESTOR 
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Way 26:  Mail – SPIF – Schedule 
 
Targets: Sellers and Buyers. 
 
Cost:  High.  50 cents to $1 per mailed piece. 
 
Description: SPIF = Sales Promotion Incentive Fund. 
  Send a marketing piece with shelf-life (usable). 
  Schedule (postcard) with an imprint of message 

and your contact information. 
  Common schedules: sports teams, local school events, etc. 
  Simplest form is business card reprinted on bottom of schedule card. 
  Drive leads to phone, email, IVR, or website. 
 
Best Offer: Free CMA and Free List of Homes. 
 
Advantages: Practical.  People use and keep schedule cards. 
  Shelf-life.  Kept for the term of the schedule. 
  Impressions.  Multiple impressions seen over the schedule term. 
  Color.  Can be 1,2,3 or full color.  Can be photographs. 
  Brand.  Use to build brand identity. 

Leverage.  Broadcast your message to any number of prospects. 
Long lasting.  Impressions for term of schedule. 

 
Disadvantages: Cost.  It is expensive if it does not work. 
   Copy.  Short copy.  Limited space. 
   Brief.  Need quick message like a billboard. 
   Results.  Slow tracking results over time. 
 
Advanced Technique: Include an offer on schedule (i.e. Free CMA and Free List of Homes). 

Hire a mail house to mail. 
 
Preferred Vendor: Company: Magnets USA 

Address: 817 Connecticut Avenue N.E. 
  Roanoke, VA  24012 
Phone:  800-869-7562 
Website: magnetsUSA.com 
Product: Prints a wide selection of sports schedules. 
  Magnets USA can mail the schedules to your list. 

 
Sample: 
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Seller – SPHERE OF INFLUENCE 

Seller – PAST CLIENT 

Seller – PEOPLE FARM 
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Seller – PROPERTY FARM 
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Seller – EXPIRED  
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Seller – FOR SALE BY OWNER 
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Seller – LUXURY 
 

 



 173

Seller – INVESTOR 
 

 



 174

Buyer – SPHERE OF INFLUENCE 

Buyer – PAST CLIENT 

Buyer – PEOPLE FARM 
Buyer – MOVE-UP, DOWN, OVER 
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Buyer – RENTER 
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Buyer – LUXURY 
 

 



 177

Buyer – INVESTOR 
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Way 27:  Mail – SPIF – Coupon 
 
Targets: Sellers and Buyers. 
 
Cost:  High.  50 cents to $1 per mailed piece. 
 
Description: SPIF = Sales Promotion Incentive Fund. 
  Send a marketing piece with shelf-life (usable). 
  Coupon (postcard) with an imprint of message and 

Your and merchant’s contact information. 
  Contact local merchants and arrange a joint marketing venture: 
   You perform mail out and merchant provides free item. 
  Common coupons: free pie, free pumpkin, free service, % off, 

buy one get one free, etc. 
Simplest form is business card reprinted on back of coupon card. 

  Drive leads to phone, email, IVR, or website. 
 
Best Offer: Free CMA and Free List of Homes. 
 
Advantages: Practical.  People use coupons. 
  Shelf-life.  Kept for the term of the coupon. 
  Impressions.  Multiple impressions seen over the coupon term. 
  Color.  Can be 1,2,3 or full color.  Can be photographs. 
  Brand.  Use to build brand identity. 

Leverage.  Broadcast your message to any number of prospects. 
Long lasting.  Impressions for term of coupon. 

 
Disadvantages: Cost.  It is expensive if it does not work. 
   Copy.  Short copy.  Limited space. 
   Brief.  Need quick message like a billboard. 
   Results.  Slow tracking results over time. 
   Participation.  Must convince merchant to participate. 
 
Advanced Technique: Include an offer on coupon (i.e. Free CMA and Free List of Homes). 

Hire a mail house to print and mail. 
 
Preferred Vendor: Company: Got Print 
   Address: 7625 San Fernando Rd., 8B 
     Burbank, CA  91505 

Phone:  1-877-922-7374 
Website: GotPrint.com 
Product: Super cheap do-it-yourself coupon postcards. 

 
Sample: 
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Seller – SPHERE OF INFLUENCE 

Seller – PAST CLIENT 

Seller – PEOPLE FARM 
 

 
 
Seller – PROPERTY FARM 
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Seller – EXPIRED  
 

 
 
Seller – FOR SALE BY OWNER 
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Seller – LUXURY 
 

 
 
Seller – INVESTOR 
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Buyer – SPHERE OF INFLUENCE 

Buyer – PAST CLIENT 

Buyer – PEOPLE FARM 
Buyer – MOVE-UP, DOWN, OVER 
 

 
 
Buyer – RENTER 
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Buyer – LUXURY 
 

 
 
Buyer – INVESTOR 
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Way 28:  Mail – SPIF – Pen 
 
Targets: Sellers and Buyers. 
 
Cost:  High.  $1 to $2 per mailed piece. 
 
Description: SPIF = Sales Promotion Incentive Fund. 
  Send a marketing piece with shelf-life (usable). 
  Pen with an imprint of message and your contact information. 
  Simplest form is your name, company, and phone number. 
  Drive leads to phone, email, IVR, or website. 
 
Best Offer: Personal Promotion, Free CMA or Free List of Homes. 
 
Advantages: Practical.  People use writing pens. 
  Shelf-life.  Kept until ink runs out. 
  Impressions.  Multiple impressions seen the life of pen. 
  Color.  Can be 1,2,3 or full color. 
  Brand.  Use to build brand identity. 

Leverage.  Broadcast your message to any number of prospects. 
Long lasting.  Impressions for life of pen. 

 
Disadvantages: Cost.  It is expensive if it does not work. 
   Copy.  Short copy.  Extremely limited space. 
   Brief.  Need quick message like a billboard. 
   Results.  Slow tracking results over time. 
    
Advanced Technique: Include an offer on pen (i.e. Free CMA or Free List of Homes). 

Hire a mail house to mail. 
 
Preferred Vendor: Company: Amsterdam Printing 

Address: 166 Wallins Corners Road 
  Amsterdam, NY  12010 
Phone:  800-203-9917 
Website: AmsterdamPrinting.com 
Product: Excellent printer of customized writing pens. 

 
Sample: 
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Seller – SPHERE OF INFLUENCE 

Seller – PAST CLIENT 

Seller – PEOPLE FARM 

Seller – PROPERTY FARM 

Seller – EXPIRED  

Seller – FOR SALE BY OWNER 

Seller – LUXURY 

Seller – INVESTOR 
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Buyer – SPHERE OF INFLUENCE 

Buyer – PAST CLIENT 

Buyer – PEOPLE FARM 

Buyer – RENTER 

Buyer – LUXURY 

Buyer – INVESTOR 
Buyer – MOVE-UP, DOWN, OVER 
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Way 29:  Mail – Holiday Card 
 
Targets: Sellers and Buyers. 
 
Cost:  High.  $1 to $2 per mailed piece. 
 
Description: Mail a different Holiday Card through out the year. 
  Send a marketing piece with shelf-life (usable). 
  Holiday Card with an imprint of message and your contact information. 
  Common Holidays:  New Year, President’s Day, Valentines Day, 

1st Day of Spring, Saint Patrick’s Day, Easter/Passover, 
Memorial Day, 1st Day of Summer, Independence Day, 
Back to School, Labor Day, Columbus Day, Halloween, 
Veteran’s Day, Thanksgiving, Christmas/Holiday Season. 

  Simplest form is business card reprinted on back of Holiday Card. 
  Drive leads to phone, email, IVR, or website. 
 
Best Offer: Personal Promotion (low key). 
 
Advantages: Thoughtful.  People appreciate the thought. 

Shelf-life.  Kept a few weeks. 
  Impressions.  Multiple impressions seen during holiday. 
  Color.  Can be 1,2,3 or full color. 
  Brand.  Use to build brand identity. 

Leverage.  Broadcast your message to any number of prospects. 
Long lasting.  Impressions for life of card. 

 
Disadvantages: Cost.  It is expensive if it does not work. 
   Copy.  Short copy.  Limited space. 
   Brief.  Need quick message like a billboard. 
   Results.  Slow tracking results over time. 
    
Advanced Technique: Include an offer on card (i.e. Free CMA and Free List of Homes). 
    Use postcards instead of envelope and card. 
     Cheaper.  Already opened. 

Hire a mail house to mail. 
Bonus:  Send Birthday Cards.  Three ways to get birth date: 

1. Ask client, 
2. Ask mortgage broker (on loan application), or 
3. Ask title company at closing (copy of driver’s license). 

 
Preferred Vendor: Company: Cards Direct 

Address: 200 Chisholm Place, Suite 220 
  Plano, TX  75075 
Phone:  866-700-5030 
Website: CardsDirect.com 
Product: Printers an assortment of holiday greeting cards. 

 
Sample: 
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Seller – SPHERE OF INFLUENCE 

Seller – PAST CLIENT 
 
Buyer – SPHERE OF INFLUENCE 

Buyer – PAST CLIENT 
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Way 30:  Door Hanger – General 
 
Targets: Sellers and Buyers. 
 
Cost:  Low.  5 cents to 10 cents per piece. 
 
Description: This is the shy agent method. 

Walk neighborhood. 
Walk up to door and hang door hanger on door. 
Walk to next house.  Repeat. 
Make sure you have your contact information on one side 

and an offer on the other. 
  Drive leads to phone, IVR, email, or website. 
 
Best Offer: Free CMA or Free List of Homes. 
 
Advantages: Cost.  Cheap.  Very low cost. 

Speed.  Faster than door knocking. 
Predictable.  On average, 1 in 1000 door hangers will result in a call. 

  Brand.  Use to build brand identity. 
Impression.  People will know you are the area expert. 
Trust.  People begin to know and trust you. 

 
Disadvantages: Time Intensive.  Takes a lot of time.  About 50 doors per hour. 
   Brief.  Need quick message. 
   Results.  Slow tracking results over time. 
    
Advanced Technique: Hire someone else to walk and place door hangers for you. 
 
Preferred Vendor: Company: Got Print 
   Address: 7625 San Fernando Rd., 8B 
     Burbank, CA  91505 

Phone:  1-877-922-7374 
Website: GotPrint.com 
Description: Super cheap, full color door hangers. 

 
Sample: 
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Seller – SPHERE OF INFLUENCE 

Seller – PAST CLIENT 

Seller – PEOPLE FARM 
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Seller – PROPERTY FARM 
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Seller – EXPIRED  
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Seller – FOR SALE BY OWNER 
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Seller – LUXURY 
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Seller – INVESTOR 
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Buyer – SPHERE OF INFLUENCE 

Buyer – PAST CLIENT 

Buyer – PEOPLE FARM 
Buyer – MOVE-UP, DOWN, OVER 
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Buyer – RENTER 
 

 



 198

Buyer – LUXURY 
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Buyer – INVESTOR 
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Way 31:  Door Hanger – Just Listed 
 
Targets: Sellers and Buyers. 
 
Cost:  Low.  5 cents to 10 cents per piece. 
 
Description: This is the shy agent method. 
  Door hanger advertises your new listing and offers a CMA or List of Homes. 

Walk neighborhood. 
Walk up to door and hang door hanger on door. 
Walk to next house.  Repeat. 
Make sure you have your contact information on one side 

and an offer on the other. 
  Drive leads to phone, IVR, email, or website. 
 
Best Offer: Free CMA and Free List of Homes. 
 
Advantages: Cost.  Cheap.  Very low cost. 

Speed.  Faster than door knocking. 
Predictable.  On average, 1 in 1000 door hangers will result in a call. 

  Brand.  Use to build brand identity. 
Impression.  People will know you are the area expert. 
Trust.  People begin to know and trust you. 
Listing.  Advertising a listing in area shows you work the area. 

 
Disadvantages: Time Intensive.  Takes a lot of time.  About 50 doors per hour. 
   Brief.  Need quick message. 
   Results.  Slow tracking results over time. 
    
Advanced Technique: Place on apartment doors looking for buyers. 

Hire someone else to walk and place door hangers for you. 
 
Preferred Vendor: Company: Got Print 
   Address: 7625 San Fernando Rd., 8B 
     Burbank, CA  91505 

Phone:  1-877-922-7374 
Website: GotPrint.com 
Description: Super cheap, full color door hangers. 

 
Sample: 




