Could I ask for your help? 

Do you wonder how I have the time to give you the best in customer service? Most Real Estate firms train their agents to spend 60% of their time culling for new clients. 

I prefer to spend 80% of my time working on your behalf, prioritizing my time for contracted clients, those looking for the best service experience. 

My business is built on Relationships, Repeat Business, and Referrals. 
Friends ask friends who they should work with! You can help! 
[bookmark: _GoBack]
Do you know anyone looking to move right now or in the near future?

Do you know anyone who appreciates 5 star service?  

Do you know anyone that would appreciate the level of service and care that you have received? Professional service with a personal touch? 

If you don’t already have someone that you refer your friends to when they have a real estate question, can I be that person?

 Who do you know that I can take care of? 

I’d be honored if you’re take a quick second and like me on my Facebook Page and follow me on Instagram. 

For a referral, a warm introduction (a 3 way email or permission to call) works best. Could you think of at least 2 people while we work together? Your referrals allow me to continue to offer high levels of service.   

You are just the kind of person I want to work with again, and again, and other great people like you. 

Each referral I receive, I make a donation to Habitat for Humanity.  Would you help me raise money for Habitat for Humanity? 

Thanks in advance!  
Susan
Susan Mogren Realtor GRI, SRS, SRES, ABR
Results That Move You
wwww.DoorbellRealty.com
Text/Call 508-269-7677
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