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Notices

Telemarketing

WARNING! You must comply with the TCPA and any other federal, state or local laws, including for B2B calls and texts. Never
call or text a number on any Do Not Call list, and do not use an autodialer or artificial voice or prerecorded messages without
proper consent. Contact your attorney to ensure your compliance.

General

While Keller Williams Realty, Inc. (KWRI) has carefully prepared all materials, we do not guarantee their accuracy or make any
express or implied warranties about the information. KWRI may change the material at any time without notice.

These materials may contain hypothetical examples and exercises meant to illustrate aspects of Keller Williams’ financial,
growth and investment models, including

e calculation of profit share contributions and distributions;

e calculation of agent compensation;

e evaluation of a Market Center’s financial results;

e agent productivity strategies; and

e estimates of return on investment.
These materials and examples are provided for informational purposes only; they are not a guarantee or prediction of

performance, sales, or profits. Agent productivity strategies are models only, not requirements. Independent contractors
should set their own goals and strategies. You should not

(1) assume that the results of these exercises and models predict your or a Keller Williams Market Center’s financial
performance, or (2) consider or rely on the results of the exercises and models in deciding whether to make any investment.
You should consult your own legal or financial advisor and verify all information to your satisfaction.

Copyright

These materials are copyright © 2022 Keller Williams Realty, Inc., (KWRI) or its licensors. All rights reserved. You may not
reproduce or transmit these materials without the prior, express written permission of KWRI. If any part of this notice is
unclear, please contact compliance@kw.com.
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Welcome To The Newsletters Playbook

Newsletters are an effective way to consistently stay in front of your audience and provide
them with valuable content. By offering helpful information and resources, you establish
yourself as the go-to resource on your market and build trust with your sphere of influence.

ol

According to NAR’s 2022 Member Profile, on average, 42% of agents’ business comes
from the referrals and repeat business of loyal clients—people with whom they have
consistently remained in touch, building and nurturing relationships over long periods. The
median residential REALTOR® earned 19% of their business from repeat clients, and 23%
through referrals from past clients. The problem is that when polled, 89% of clients said
they probably would definitely use their agent again. There is a 47% delta between the two.
This delta exists mainly because realtors fail to stay in touch with past clients and their
database with high-value touches done consistently over an extended period of time.

Newsletters are an
effective way to build strong
relationships by delivering value to
people, which encourages them to
know and like you. These relationships
will lead to future business by way of
new clients and referrals.

This playbook is designed to teach you how to create and curate a best-in-class
newsletter.

The creativity and types of content you can use are limited only by your imagination. In
fact, in collecting newsletters from all over the country, the one thing we are sure of is

that each is unique in look and feel.

This playbook starts with a myriad of examples for you to start thinking creatively about
your newsletter. Take a few moments to review these examples and think about
what stands out to you as something you love and then dive into the model.

KWRI makes no warranties, either express or implied, with regard to the information and programs presented in these 3
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’_EM‘ll NEWS[ETTER EX‘MP[E #, (Audience: Database)

N
We Love Our Clients*
KELLER WILLIAMS NOVEMBER NEWSLETTER Lest woek we hosted one of our quarterdy
chent avents! Happy Me Dayl Wa love
partnering with our agents 1o shore the
; love with their peopie! Over 750 pies and
WELCOME 'U DUR countless meals to the community taday
in our two cifices. Agents give gifts or ples
November Newsletter T e
for supporting helr business. Our Annual
. {'{r‘ v M = Plo Doy Giveowoy wos o succass! Loved o
B oy i re "’Nf“ / i yummy potlck, time with clients, giving
= & = - Back to cur community and more!
i ') ;
This week, we ore gaing our first-ever pop-by
- r: e - workshop in Keller Wiliems Grealer Lexinglon.
gl Pop-Bys are small tokens of appreciation that
halp you estoblish connections with clients
and industry professionals. At this haolickry
pop-by workshop, we provided our agents
with the supplies needed to put together o
< : it toge for those who are helph
$5 Starbucks Card Giveaway for our Clients L CO PO [ IR OO, DR
10 grow thair business.
Exciting News! Becouse we love and value
our clents, we are ghing away $5
Starbucks Card! For a chance to win, you a‘l I l cl I -
Just need to fill out your contact information 85 Real Estate Articles
on the form provided below.  Wa must M
hove every guostion answered to be
afigible. Click the link below nowl Update Your Contact Info Nowll
Top 10 Tips for Selling Your Home ;
During the Holid ays Whet IS @ Lurury Home, and Whot Mekes 1 How To Buy and Sefl @ Home &t the Same
S0 Special? Time—in Teday's Haywire, High-intarest
HEY, HOW ARE YOU? By Usa Johnson Mondell RRena Holming Motk
Many believe that the worst time 1o list a nome for sale is Sy ieanaPal
during the holiday seasen, which runs from Novembar through
Jonuary. To attroct homebuyers even durmg the holidays, wm m
foliow these valuable tips by HOTV,
1. Deck the halls, but don't go overboard Featured Listingg
2. Hire a relicblo real estate agent.
3. Seek out, motivated buyers.
4. Price it to sell -~
5. Make curb appeol o top priority.
6. Take top-notch eal estote photos
7. Create o video tour for the Wb,
B. Give house hunters a place to escape from the cold.
9. Offor holiday cheer in the form of financing. .
10. Redax =~ the new year is just around the comar, =
Morket Update
' What's Your Home Worth?
5235.000K
mmﬁmﬁ
4% YOY Request for a property
mmmvm valuation now click herell
:  Want a rewarding career?
~ We have a free real
estate class for you!
Click The education and you
. . . . | Horn rﬂwum
Staging Tips for Selling During and build the career, life and future
5 you want starts hare.
the Holidays
BY: KARA WAHLGREN
Clean and stage. “Bofore you decorate, your houss needs to bo
staged.” Powers says. If your living room is aeady piled high with P
clutter and tchotchkes, your coramic reindeer cobection is only Work with us today
going to odd 10 the sense of overcrowding.
o ’ Join us in parson at Keller Wilioms Greater Lexingtan for Real Estate Career Night and
Create a cory Ub:. !'hohl::s s mu :\_ﬁmra af mh;!ci;ig earn everytning you need to become o icensed Reol Estate Agent in Kentucky. We will
encey IHETIER YOU 10 fongo Balickey ohaar Wiy ymar, SUF Q. 0 R eove: the Pro-Liconsing Process, Froe Real Extate Senool, Bast Practices fae Exam Prop,
loucl’ns like @ Dowl of PINGCONES, AN EVErgreEen wraalh, of o Wl. of and building & business around your unisus velse proposition
cider simmering on the slove can create o warm and festive
foaling in your homa,
Complement your palette. Before you start untangling your tinsal, LET'S CHaT!
make sure your holiday collection motches your curment decor. If
your living room is paintad o soothing ccean-blue hue, skip the
clashing red gorland and opt for white snowflakes of o siver
gloss-ball wreath. Iif you've got an earthy color scheme, accent HELLER WILLIAMS GREATER LEXINGTON HELLER WILLIAMS SEVEN HILLS
with tich tonas like cranbarmios, forest greens and gold. CONTACT US CONTACT US
© Kirwasagkw.com © Kinwi0Tegiow.com
Accentuate the positive. Too mary limmings may distract ® eseprn-nn © snInsore
buyers, but the right occessories con drow attention 1o your £  marketcentersites comimeasa @ marketcentersitescom/mel0T4
homa's best featuras. Dangle mistlatos in on archad doorway, or _ :
display your menorah on the ledge of o bay windaw; just don't o :2?"3"";:"‘?”' SR E30, o gfnmmk;;"?'w L]
block a beoutiful view with stick-on snowflake decals or clutter an
slagant firaplace with parscnalized stockings.
\ J
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We owe:ur client events and would bove b et your fedbach on what everts we shauld have i
0TV et ke & T et o 8 ot e ey anl e arteved 10w @ §150 Sacteacks gin

arniary 160! WE 1y SpIECe your oot and e ook

o Ths winrar will b sevnumced

Our Client Events Survey

HAPPY HOLIDAYS FRON} THE PETERS COMPANY!
ot shts o i ,".y for ,1.. Bagariid

FLY into your community in Mallards Landing and take the runway to your home! All you need to do
I bring your airglane (or twe!l. This wonderfl home has 4 beds and 3.5 baths! it is Nilled with natural
fight that beams across the large ceifings. The lower level is fully finished!

The backysrd has a pool and its very own hangar!

Interested in finding your dream home?

Click Here to View Active Listings

Happy Helidays from The Peters Company! Thark you for anather Increcible year

5 Pk £ b Bt b b 0 1 7L yor b ol it | W dew 56 il fos @ of you R B
Seen part of o [ourmy! Do sftar af Chase yari. cwer B0 08 ur Beaingss 51l comas e
Briends. family and referrals)

HAVE YOU EVER THOUGHT OF BUILDING
WEALTH THROﬁH_REAL ESTATE?
s

AL pand

WHAT INVESTORS LEARNED IN 2022

I the midst of & shaky and altogether
LRCEMan eConaMmic Landstape, underwored
By sky-high Inflation and rising nterest rates,
Inwestons hanve been faced with ne shartage of
harsh resiizations and tough decisions in 2022
While e traditonal irvessors remain either

sidielined or doing .. |

5 REASONS WHY REAL ESTATEIS A
GREAT INVESTMENT

Hiceically in real estate, you! risk of ks s
mled by the lengih of trre you hoid on 1o
yOUT proparty, When the murket impreves, 1o
Coes the walue of your home. and a5 & fesuL,
you build equity _. Lnad more)

ELY INTO YOUR NEW HOME
.r(nf.)f(y ,|" f .'."E‘J? LA -fv?u

’_EM‘ll NEWS[ETTER EX‘MP[E #2 (Audience: Database)

167 Pintail Way | Locust Grove, GA 30248

CAREER OPPORTUNITIES
ihing: [ e ey

. encelien? g e you .3
for that “wow” work ensin w\mmnuwﬂ\nm wummruwm can be?

The Peu el the ™ based.

nslogy o it rewirds sl starnei. C. are seeaing 4 long e career
TRPETILOSY, NGL 2 190, SN s, M| g ane canfidental
P o Gt Caree Soportini beicw.

ClBck Here far Career Oppertunities

THE

PETERS @) COMPANY

PREMIER REAL ESTATE CONSULTANTS

—THE PETERS COMPANY—
ETE.921.1470 | www. thepeterscompany, com
Kellor Williams Chattahoothee North
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THESE APE A_FW OF MY

44

_ FAOR[TE THINGS

17 1t By e o Ficeived sorme giR o e holidays ENAC My g0 SATaIght Lo the Fe gift of Goodwil
pike. A1 right? Oves the years. Pee ghven thase gts and feit territie about K. Pre wracked my brain
o find the perfect gift and anded up faling short, The secrat - & My Farvorite Things List. Anytime
somesns g

threaghat the ye

birthciay, thank you, congranslation, hobday. Here's the surver

11 v o the Tilomieg ameurt of morsy, what would you 3peed it 6!
"

L

0

s

50

#1100

500

Favorte Things
Fower?

Caler?

Cakw?

Camay?

Facd?
Reemarent?

What i you even fock this iz & step berther and hiad each chere complete the vy Sounds b 4
reat Reverse Beld idea for 2023

T,E,AM CELE BRATIQNS

self wants to
celebrated a little diferently and I'd Ly itwas & nu.(nmJ

and the gift. This year, we

W told our team that we were celebrating with an activty this yeas, rot an actual party. We had

Am{the only one who gets completely pranmdisired ot the holdays?:| My recovering perfectionist
fee!

’_EM‘II NEWS[E T TER EX‘MP lE # 3 (Audience: Referral Partners/Agents) )

The ruies:

1) You can only spend the money on yourself.

2) You have to give us back what you don't spend.
31 You have to share what you purchased at dinnert

Later that evening, we all met up for dinner and | can't tell you how much | loved seeing what esch of
them purchased that natt iy puirchased for Then. we moved ino
Secret Santa with one another. Side note, | learned about a cool anline 1ol calied

7 that allowed s to each draw virtually and it even managed the entire process.
Definitely check itout if you need an easy way 10 manage the Secret Santa process.

wovse dran

Whethar you're looking ahead to next year's holday party o for a way to cebebrate 3 816 WIN for
your team in 2023, | highly recammend this surprise sctivity.

TIME MANAGAMENT WITH THE 4-1-1
Thasy charged - [

I 2014, the 41-1 changed my Iife. Actually, Gene Rivers changed my life. We hired Gere as our
consultant in 2014, We had tatally hit MREA status in 2013 entrepreneurly and our business was
runming our e, The first order of business from Gene - implementing a 4-1-1, | remember printing
the KWU content on Time Manageement with the 2-1-1 and being 5o overwhelmed, | hadn't had a
vacalion since 2008 when | had goeten into the business. | barely had time to sheep, and my poor kids
£t thewarst of me. Adding a Tepart” seemed like 3 waste of time, Time that | didn't have,

Fast forward to the and of 2014, the 411 focused us on bulding a purpossful business. | had more
leverage, more time with my chidren, and an actual vacation (on & boat with no phone). And, most
importaritly, | had my lie back. The transformation was understanding that the 4-1-1 was nota
report. It was a tool to focus on what matters most. There is no question the 4-1-1 got us to net one
milllion from our real estate team, lead market centers, and build wealth through real estate.

This moneh, | taught Time Managemant with the 4:1-1 for our market centers. & was a great
reminder of how far f'd come since thase initial deys of “reporting” my activities to Gene. If you've

11| haven't convinced you aireaty, here's an oid Harvard Study from the Harvard Class of 1575

B4% did not set goals
13% had written geals with o plan
3% had written goals with a concrete plan.

10 yrars later, the 13% with written goals and na plan earned 2x the income of the 84% with no
goak. A, the 3% that had weisten graks and & plan sarned 10x the incoma of the Bk,

What are you waking for? Make the 4-1-1 2 part of 2003 Your future self will thank you.

kw

KELLERWY
AMNUAL GOALS | YEAR
Erter st

Job Gosis
(Wrhae will you da?)

Enter Anmesi

Pt ———
Busitent or s do ]

MONTHLY GOALS | MONTH OF
Faer Monthly Frter Maor sy Enter anhly Persosal | Entier Monthy

ot Gools Buerss ot Finomsai ook Peranal Goal
WEENLY GOALS

WK ¢ WEEK 3 WIDH 4
Erier WeekyGools | Inmier WeeklyGons | Enter Wredly Gosl | Enter Werkly Goaly
. sob . xb . b .
» Butien * Businen » Buteens » Business
& Personal fisancisl | 8 Personel foncisl | @ Persanal Fnancial | @ Personsl Fingmciol
» Persena o Personal » Personal * Personsl

OPPDRTUNITV IS KNQFKING

A prais vuly rly

Do you sarive for encellence? Do you wank to be an integral part of samething big? Are you searching
flor ENag “wore' Wik, e B P
Pes i |

you can be? The

 Satters an edutstin based technalegy
hvan e it vt ¥ stane. Casckots o ave ‘Sealking 3 long-term carver
oppartuRity. not 3 b, thoulkd apoly. Al nguries are confidensal
Check out Gur career spportunities belaw.
Siteal Estat

THE

PETERS COMPANY

PREMIER REAL ESTATE CONSULTANTS

THE PETERS COMPANY-
STH521.1478 | www thepeterscompany.com

them meet us at 4pm at & wine bar™ for & drink and For a couple of leadng up to
the event. it was funmy to hear their chatier among one another about what the activity would be.
Same were convinced we were taking thern lce skating 2o showed up in sppropriate dothing,

As we erjoyed 3 glass of wine and o fow apRetisers, w It them in on the activity, They were each
BEIng an ervelope of Cash and in the NExt tAG NOLS. ey Wer 1o £ Shappng,

©2023 Keller Williams Realty, Inc.
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EPSTEIN PARTNERS
Real Estate Professionals
Keller Williams Realty | Montecito | Santa Barbara

Holiday season is upon us in Santa Barbara, Read on for December events and
discover lifestyle tips curated just for you!

Upcoming Events

15th Annual Holiday Sweater
Party

Holiday Pop Up Night Market

Annual Holiday Ice Show New Years Eve 2023 Bar Crawl

What's going on in Santa Barbara?

Market Update November zo22
South Santa Barbara County

SINGLE FAMILY HOMES

2021 YEAR TO DATE 2022 VEAR TO DATE
S1,846,000 T 52,000,000
$1,900,000 1 $2,165,000
Q1571 /RN + Q1 HR2 RRT

’_EM‘II NEWS[ETTER EX‘MP[E #4 (Audience: Database) )

Local Updales

Open Weekend at Arroyo Hondo
Preserve

The Arroyo Hondo Preserve is open to the
public with reservations on the first and third
full weekend of the month,

READ MORE »

SBIFF Brings Another Mini
Festival to the Riviera Theatre
Films are open to the public for $20 per film

and include Q&A's with key players

READ MORE =

Holiday Performing Aris Evenls
Abound in Santa Barbara

Santa Barbara's theatre and ballet companies
will be performing A Christmas Carol, The
Neterocker and mary others.

READ MORE =

Sanla Barbara Backslage
Comedy Night Every Thursday

Enjoy stand-up comedians performing their
newest o kes and mmmy live on the road to
stand-up comedy specials, concerts, and
comedy venues woridwide

READ MORE »

Lifestyle & Tips
25 Living Room Holiday Decor
Ideas by Interior Designer,

Margarita Brave

Festive Cocktails to Celebrate
the Holiday Season

7 Best National Parks to Visit in
Winter

12 New Years Eve Theme Party
Ideas to Start the New Year

Local Business
Spotlight

experience. featuring a wide

ol agave spirits, crafts

i, fresh local Food, supert
service and strong community
ergagemEnt. Augie's mision i to

revitalize the mid State Street area

of Santa Barbara

Our Featured Lislings

S

401 Chapala Street #215
Open Saturday 11-1 pm
$1,613,000

1231 East Valley Road
00

5396 E. Camine Clelo 6636 Sabado Tarde Road
$2.495,000 1,995,000

Fergle's Solvang Estate:
1418 Ribe Road
€3 750 000

229 San Napoli Drive
$1.985,000

Request your Free
Buyer or Seller Guide

A resource o help guide you through the home selling or home
buying process. Sign up to receive your free copy.

REQUEST SELLER'S GUIDE

J

7
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RECENT SALES IN 85212

BOULDER CREEK.
! ESTRTES

AT
HIGHLANDRIDGE

£ 04 gl o
MOUNTAIN RANCH
MOUNTAINHEIGHTS

klausteam corm‘aﬂusflrst
us today at 481

Is a Real Estate Market Shift Coming?

Thngs e changing in She real extase matket in Aizon,

The Market Is Cooling.

i mich |nMn5u."tl
ey

e i
e T —

apamon we havwe e seen”

e F gaing sg....._ .mr_mq docide okt 1ok homes

lI!m

Mutipte Selling Solutions

Putting your home on the market is not the
only way to sell. In today’s market, sellers
have many options with the Klaus Team.
Wie think outside the bax.

We have more solutions today than ever before 1o nel

home sellers ransition 1o a new living space.
mwhalnmrsmywnmmhmomorlummm
ke as possibie!

0 Busei) s

Gorolluked | Ingtatttors

Geta free copy of our eBook, MUlpis
Methods for ur
Home by scanning this OR code or at

imeght s o Wes ey ot o o aprectasoy e 3, e
e o il 7 doescases |6 0% bia

oy e —y

-«n»«wo«.

T biggyest ke .-Hd.r.,wwm o Erpncti] dupeciston,
prices a |mhrg|\:bc..n|o\

Mchadicen Thasy vkl oy st ising bang for o

achang
it s cooles deovwn.

Tha Econary is Uncertain

n m, e Cotarsmen Prican i sttt ousecsl indiaticen o & 3% o B 5%,
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ey kst In May, o e .
i 1 s by 171 e e

s s hes
Cenid 10 oulbress

Thias sl nuasies Samand in Prosnt maten 1o atsusition ol pOpte o o
st s rantis a8 3% o all heumes saies, which is an e rasa of 5% cvr Sl
2021, Purchases of croperty for 2 second home, Mowewer. decreased by 8.1%

of purchasss foe cnar cocopmin daelined 19 4% lom Aprl 171-Agel 2022,
Overall sales in Agri 2021 April 2032 ceclined 1%

Th Way to Hedge inflation

Tl s rhhad o st e i
et from s ket
= ippy s

yheict a it mave power.

. Bl oA whees Duyers

o it P s o ekt 1 iy i e ot clges
e y 11, ihere wor 2,314 Extings in i wil
coven 30 dlrys o e |||summ e bruyers who Last v wees ning
Yl i it nﬂﬂnmr(rf"wn e w—lsmn whan peasant

v of the e
ka5 halr your homa for  yoas or
st AT Sonenard pe N
ek In yous menthy housrg
Py haNE S ths B 0 the
ican. This alcers yeu o ensure
et yaur housing peyment
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e 1 oo S v For s o vl G 1t oG 1

Prices are Predicted to Continue 1o Rise

-U‘\\pkt-\'\\« s Buigat i

gage
o i) 3 16

Besca e boand apens an fmmeasing
amare moderale orice appeciaton

TR DAVIGUS YOS, B0 pRRiRng Bn

S PRI o) St o WP

e seraeio

b,
= yourssl uphr slongeem
i

What if | Want to Move But Have a Home to Sell?

Tt when buying and seling

s
Nejgh bo,q;q"?: |
June 21-7:3028,

Dedicated to
Getting It Done!

My team and | joined
CrossCountry Mortgage

to give you:

+ Mare lozn aptions

b Closings in 21 days or le=s

b Highly comptitive rates

+ Tach sacin by experts

SPRING CLEANING -
CanlDonate?

CLEANING OUT YOUR PANTRY?

Mesa Hydration

Donation Campaign
HELP THE VULNERABLE DURING TRIPLE DIGIT HEAT

orepping Team
o & 2010 5 Ellowoeh St 13, on e scathaast
oW earaais, CANNGLAL & chicken, Wxis, AANGT
vegetsbles ar i, of ice and posta.

[ need,

¥

¥

-
oo 4 S B SACo X3 150 FnCs 10 gt e
roap home for ohildren who st saparsted from thell

DONATION DROPOFF

¢#mesahydrates

P e F e (T, B

Listen orbine st

Listen o M @ e P

or e ke te.
podcasta
TR KIALIE TRAM IS FHOLCT 10 B 3 PATINAT 1N I8 MASA Hyrmesn CAmpagn
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f PRINT NEWS[ETTER EX‘MP[E #2 (Audience: Geographic Area) — )

KWELITE

b
/Bartlert & ‘
KELLER

Associares

YOUR LOCAL MOMTHLY MARKET RESOURCE | ISSUE 1 Soptember 2022

Housing Market Low imsaniory o he past two years has  oparaens af Martgags Bank of Calforin

Conditions and e pi for RAMOOWMTS,  ~Tg Fig I romised Ao NtATesL
et st S B A e,

Predictions wat becasso prises wen t headed

Doyery are hawing in ewen hode bime

dramabically downmards o what our
Andng an affrdatie harme

peeents pakd. Thisgs might 0p & bil,
DUt Miira's no CHT dive Tat's poing to
hégpen.*

Parry ol you get our mehly newslstter vy
amal with market updates. Bekom s an
atbredams atice hat recently came oul
o Foades. It ghies @ groat oweneine of
what bt happasieg in e markel and what
I epectd in the futurs. | hepe It ghass
ou some insight info il i€ curnestly
hapresing in Me real estae markst

There are sy mare who are hogeng
prices wil drop—tbut thal might net
happen amylme soon. *H youne waiing
for prices W saddenly plammt 1o what
they were in e past, you'ne making a
mistake,” says Tadine Mazzees, deechor of

The cost of buyng a sngie-taniy hone
jumped more than 20/% nalismaics in Aprl
frarn the sane mon™ sl prr, acconfieg
0 e lateest SAP Coralogi: Case-Shiler
Index.

Market

LEELBY6 (L0
& KEpaj 0 (€3 ‘'UoREnEs
dumcy J3W4 € Wl PAISRIU] A4,00K )|

uoniepunod §OH
lopesseqy pueig
sbujuaddey |eoo
sBunsr wesey
ajepdn ey

opIsu] s, Jeym

But these igher Co8ls e pullirg pressure
On the housing maraet Tee Mongige
Barken Assocabon IMBA) recently
reported that a steep decrease in martzage
appbcatns ke bay md minance *pashed
e masket NCE S0WN 1 £5 lowest ievel i
Wy’

=

CORTIN 250 3% FARE 3

KELLERWILLIAMS.
REALTY ELITE

;

ANDREW BARTLETT

“"30ISNI S:1YHM

LOCAL HAPPENINGS HOUSING MARKET PREDICTIONS

e ene 2300 Annal LititZ Arszans’ Parkwalk - Littz Springs Park

1041 - Gam to 4pm.... -
s Loeal Makers Marke? ot Shops & Rockvale - 35 Wilowdale Dr, Lancestar

W1 - 10am to Jpm..

1043 10 WT... -
1046 « Spm o Sam
1047 - 5pm 4o Spm
10414 - Spen to Opm.,

0/ - Spen 10 B

41 1o 1112 (MOST Friday & Saturday evoni

T svesne MBADEIM Community Farm Shew - S02 Adele Ave, Mistheim
First Thersday n Mashers - Manhem Dowmows Historc Market Squane
First Friday in Downlown Lancaster - 120 N Duke 51 Lancasher
Levn' Linkz Every Second - Second Friday In Litftz - Dowstown Lititz
Sacend Friday In .
Wine & Cheesa Train Rides - Strastung Railroad

301 Gap Foad. Strasburg

... Ditvid - Sight & Sound Thestres - J00 Hartmas Bridge Aosd, Renks

1001 to 2.

Ecarorenly of Pesltor Com recantly revsed Tt fgmces!
for mdie sabet (vicn Ap(raciion on cosiing o 1
6.6% In 2022, up Fom har previous proacios of ast
29

Riging reat prices and new fagher morigage ralss—which
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’_ PRINT NEWS[ETTER EX‘MP[E # 3 (Audience: Geographic Area) ~— )

YOUR LOCAL MONTHLY MARKET RESOURCE | ISSUE 4 | November 2022
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’_ PRINT NEWS[ETTER EX‘MP[E #4 (Audience: Geographic Area) ~— )

e WSS

Sunset Lakes Single Family Homes and Townhouses Sold inthe Month of November 2022

Acsdress List Price Sale Price Beds. Bartu  |Malf bath| 3q Friiing |Garage | Pooi | Waterfrom [Short

8740 SW 35th €1 1345000 | 1080000 | & 3 1 wn 3 | wm No e N

"nTOP AGENTSJNWES! MIRAMAR Decamber 2022/ h>ulle el Bawasl tyee | 8 £ L L L L e - =

ASSOCIATE haz0 sw 29t smopm | stesoon | 8 3 1 2,804 3 | = he e bo

umn\s‘rluc.manurmsmmsmsuum Nelg hborhood News
i Note rfommanen i CAUNAT VDU The MLS syl and o Deleent 1o e SOCLTI DUt @ NO1 wrsady L]
Dear Neighbors Your Sunset Lakes Real Estate Specialists Join Our December Raffle!

g » p A huge cong 0 our ¥ 3 Car especially To be a part of our raffle send an
As we head into the busy month of raffle winner! Bob Engelman won a §50  if you're the one who is doing the hosting!  email  to:  SunsetLakes@SandraRathe.
December with holiday parties, end of ANOYHER NEW LISTING BY THE SANDRA RATHE TEAM Gift Certificate to Doughboys Pizzeria. We  We've got the perfect answer for you com. Please make sure to include your
semester recitals, winter break for the hope that they enjoy a little family time, with thn months raffle item of a ssogm name, address, phone number, and put
th:lmlng Mg the yaas with this gor whether it was a pizza and movie night, or  certificate to The *December Raffle” in the s line.

i,
our goals for the upcoming year.

Whether your goal includes a home
remodel, a home sale, or a home
purchase we are here 1o help you in
any way that we can. Iif making a move
great news

h In your ﬁmn- we have

you! Currently in Sunset Lakes
thm are onh- 15 homes for sale which
means your competition within the
neighborhaod |5 low. We often see this
around (7‘:; Mlmys n pcopl( norﬂ

want to

busy spring season hits in February,

making a move is 3 priority, don't walt

until after the holidays, call us now 1
make a plan that works best for you

Qbandra Rathe

CONTACT US TODAY!
\- 954.547 4801

Sunietlakes@ Sandraflathe com
-mujmdﬂﬁatho com

Raving Fans!

The Sandra Rathe fmmmdmdm:g
agents and is led by a powerhouse leader.
WWMT'MM

let’s all remember to determine

home. This mﬂullw un acl\m bc l
huge mistake. During December, we
usually see a much higher percentage
of those looking be serious buyers. This
means that it takes fewer showings to
find our perfect buyer, and that perfect
buyer has less to chose from until our

L

geous five bedroom, three and a half
bathroom, two story home located on
a quiet cul de sac. With no neighbors in
the front or back of the house, this pri-
vate location offers spectacular views of
the enormous lake from every angle. As
an added bonus, this home includes a
large loft that can be used as a study, a
reading area, or even a child’s playroom.
The numerous, oversized windows al-
low & flood of natural light and provide
the perfect frame for the picturesque
Flotida skies and sparkiing blue lake.
The chefs kitchen is complete with gran-
ite counter-tops, wood cabinetry, decora-
tive back-splash and a snack barfor casual
meals or doing homework. An upgraded
wrought Iron stair railing leads to the mas-
ter suite with a private balcony and two
* additional bedrooms on the second floor.
Crown molding, beautiful chandeliers
and upgraded blinds throughout add
lovely Gehlng 1o the interior, You will
absolutely love the fenced-in backyard
and its South Florida vacation vibe! With
the large pool, spa and patio, it's the per-
fect place to relax and is ideal for outdoor
entertaining. Additional features include
huricane impact windows, doors on the
lowier level and accordion shutters on the

Mn

Shani d.

the

they
respect, love, and repeat referrals from hundreds
of past clients. Sandra and her team understand
the importance of this purchase for clients buying
understand that the
stress for clients who have purchased 5+ homes is
equally the same in many ways. Their attention to
detail communication and overall desire to
each transaction seamless keeps their door revolv-
ing with repeat business. The Sandra Rathe Team
takes great care in not only marketing your home,
but also making you feel important l.hmugdm:
the transaction by paying attention to the things

for the first time. They also

Happy Holidays!
Amidst all of the hustle and bustie that the holidays inevitably bring, it
also encourages us 1o take a moment and reflect on the gifts of the past
year. Whether it's nes financial or $im-
plya deeper mmmn for all u‘utm have, there r.amu arecognition
thatwe are all in this together. Qur team wants to remind you that if you

rthat are for each client and find yourself in need of any assistance that we might provide this Holl-
that o ifts and small tokens of appreciation.  day. just give us a call our elves are here for all of your real estate needs.
Enrmn ra Rathe Team for all your real es- Our team would also like to express our heartfelt gratitude for allowing

Late needs - both residential and commercial They
are top tier in the Real Estate industry.

- Happy Seller & buyer

ustobe a part of your story this past year and to wish you and your fam-
Hies a holiday filled with peace, love, and moments of joy that take your
breath away! May your New Year be filled with health and prosperity!

Help Spread Some Holiday Cheer With Our Annual Toy Drive

As stressful as the holidays can be for
some of us, imagine those families who are
struggling to bring a little holiday magic into
their own homes. We are working with KW
Cares collecting new and unwrapped 1oys
10 spread some holiday cheer 1o those who
might otherwise be feeling left out. This
is such a wonderful opportunity to teach

mmmnmm how grateful we
are for each one of you that has
trusted uslnbe-pmofwmlm
Journey! Our client appreciation events are
truly one of our favorite ways 1o show our
thanks and to reconnect with the families
who we have come to ¢ friends. We
want to thank those of you who came out
1o enjoy our “Holiday Pictures in the Park’ it
wmmmhuﬂsmdmw

pMmA mmlmm-mwwn
professional
p!uhdedlmumuin!hﬂulﬂd‘!ld'ﬂ

this complimentary service to our clients!
We would also like to thank the following

Clawson Insurance, Homelight Simple Sale
Hfud!hﬁwmww'x'mn

Norcom Mortgage. We
mm mltmm you next year!

The Sandra Rathe Team | Keller Williams Legacy | 954-547-4601 | SunsetLakes® om

your children about the gift of giving. Shop
together and pick out a small gift 1o donate,
teach them early the importance of taking
care of sach other! We would be happy to
pick up donations, or gifts can be dropped
off at our office. Call or text 954-547-4601 1o
coordinate. Gifty cards are also appreciated!
Thank you in advance for your generosity!

Making Our Clients Smile!

& night out in the cazy pizzerial We know
this for sure, the food was good. it was hot.
and no one had to cook! It doesn’t get any
better than that! Make sure to :hecknwl
the next time youre in the mood for pizzal

courtesy of Clawson's Insurance. ll & ham
o turkey isn't on the menu, they offer a
‘wonderful assortment of side dishes and
desserts perfect to take to the holiday
potiuck! You won't want to miss this one!

wunTHE e
HONEY, BAKED
ait;°

if you have a small business and would
like to provide a raffle item to help make
someane smile and to get your name out
there, we would love to feature your store,
restaurant, of company! Please email us!

Sweet Treats For Any Occasion

It seems every time you tum around, there's
a party of an event 10 go 1o this month.
Wha has time to bake that perfect dessert,
o1 decorate cookies to hh to work for

treat for the eyes and the taste-buds! Check
it out @ sweettreatsbyjulie onlineweb.shop.

2022 - An Award Winning Year!

way o end an already

companies
quality service to their clients
r community, make Weston a

believe that the heart of any ity Is

this award encourages
us even further 10 continue our focus on

great pla work. We recognize
that Weston is full of top notch real
mmlndwbemwlisl
distinction that we are thrilled

The Sandra Rathe Team | Keller Williams Legacy | 954-547-4601 | SunsetLakes@ Sandrafathe com | www SandraRathe.com

Sunset Lakes
Closed at $1,350,000
& Bedroom, 4 1/2 Bath
W ksted it and brought
the buyer|

S Bedroom, 3172

Suniet Lakes
Offered at $930.000
§ Bedroom, 3 Bath
Undler Contract First

Week over list!

Lavge Pool

Imagination Farms
Offered a1 §1,450,000
§ Bedroom, 4 Bath
Hurncans impact
Windowy/Doon!

“andra Rat

Real Estate Team
T

Sunset Lakes
Closed at $1.400,000

Second Highest Sale In
Sunuet Lakes this Year!

Suniet Lakes
Offered at 365999
3 Bachoom, 2 1/2 ath

Fenced o Backyard

Sunset Lakes
Closed at 51,185,000
§ Badroom, § Bath
Highest Sale EVER in

Vircaya

strong with our
clients as well our local business friends!
Thank M"md m-. we look

the

Harbor tslands Sunset Lakes Sunset Lakes
Offered at 53,595,000 Offered at 51,174,000 Offered at 51,250,000
§ Bedroom, 3 1/2 Bath S Badroom, 3 1/2 Bath

Sunset Lakes
Offered at $1,275,000
Cash Buyer
Undier Contract First

Riverstons Chape! Trail Triple H Ranch Parkland
Offered at $1,700.000 Offered at §799.000 Offered at 51,199,000
6 Badoom, 4 172 Bath Lk Front § Bedroom, 4 Bath

Lake Front Smart House Lake Front

Pocd

Widde Lake, Pool, New roof
and impact windowrs

Sunset Lakes
Offlered at 51,350,000
7 Bedroom, 6 Bath
Pol
Spacns Backyard

NEWS

FO———

The Sandra Rathe Team | Keller Williams Legacy | 954-547-4601 | SunsetLakesgSandraRathe com | www. SandraRathe.com

e et s e

NEIGCSEBORHOOD

Lake 8 Pooll Impact
Windows & Doors

Sitver Lakes
Offered at 5799000
§ Badoom, 2 1/2 Bath
Freshly Paintad
Raam For Poal

New Construction

¥t o
Southwest Ranches Sunset Lakes Sunshine Ranches Sitver Lakes Riviera bsles
Clased at $4450,000 Rented at 7500/ Month Closed at $4.950,000 Offered at 51,050,000 Closed a1 $1.350,000
§ Bedroom, 5 Bath Muitiple Offers § Bedroom, 4 1/2 Bath § Bedroom, 4 Bath Paghest sale ever i
Pool and acreage & 172 acres Lake Front Riviera isles! § 250K over
Cash Buyer! Cath Buyert Poal

the last highest 'aé

J
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’_BON”S: VIRT”AI M‘GAZINE (Luxury) A‘
== ‘

» AN

012022| APRIL 2022

“hatira givas 10 ey Bme and season some besdties of its own,
-Charles Dickens-

Spring is here, and the hils of Califomia ars verdant green and pepoered
with wildRawars] Sprng (s a wondarful sme of heasy and rebirh. W sarms as
# joyful reminder fo me each year of how spacial this ses is 2 call home. Far
me, as | embark on this spring season, | wil be focusing on narraring my
kedy, mird, roluliceships and spiriual resss, raloaching ey surouedicgs
and taking the fime fa breathe and just.. be.

Inside this issue, we cffer aur Spring Refresh fips on how o make your home
Feed naw. Then aka o Trp 13 Healdsburg with us and see some of aur Favanise
wirmes i have i ey, and Chaese WildMowers with cur guide an whees i find
them. Finaly, Meot Lucky Choy, @ homegrown grocery delivery service with a
Tocas @n B Aaian commmmnily, jusl s wa colibiiate BAP] Harilags Mtk in
May. Az aways, keen up with your market with car 2022 Q1 Market Update,
and o much marel

‘Wishing you 2l 2 healthy, joy filled, and advenfenous spring and beyand!

3 @ B arclinelHucGroup
Cadire K Huo
REALTORE | Foundher, This Cansling K. Huo Group ﬂ SCarinekHucGroup

| WHAT’S INSIDE THIS ISSUE "

MAREET QUTLOGK

P8 Byl You Cun Expact From the Spring Huaing Markid,
o MARKET REPORT & 2022
o San Metec and Santa Clars Countise, plus Key Ciries
0 SPRING REFRESH
L Hala yeur home el like nes with cur Saring Refrash Tips
- DESTIMATION HEALDSBURS
o Recommendations an our favorite wines Fram a recent srip to Healdsburg.
3 MEET LUCKY CHOY
B Maal a bama grown grocery dalivary service with a focus as the Asian community.
o 1 CHASING WILDFLOWERS

H's prime wicsiower vimwing smasan, here arn the besl spets o see them Gefore hey's gone!

E: The Carcline
K. Huo Group

=

. San Francisco

\\\ Dy iy,
j !
. g s.\qu--ﬂw /;_,Fii‘arnunt\

WE ’RE _Experienced Agents with_
= o7 -ed groven history of-client

e - - Sl
H IRI NG! . care success.

AP0 HIUEWO ETATE FARK

2 o
- - -

I : gL
= 1
: PR
HIDFTMIMELLA REGIOMAL DPEN SPACE DISTRICT COEBRATES 55 YEARS i
o OF CORMMUNITY ACTOMALEHLERTS - £
OPEN 5 o i INTERESTED? :
-
A 4 CHASING WILDFLOWERS - '!‘PPLYDN lNDEED
LT e N SRR, OR g Lt Slres J -
SEMD YOUR CW AMD RESUME TO: e
HELLOECARDLINEHUC COM
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DETERMINE YOUR WHO AND How

1. Who Is Your Audience?
2. How Will Your Newsletter Be Delivered?
3. How Often Will Your Newsletter Be Delivered?

o

DESIGN AND PLAN

1. Design Your Newsletter
2. Plan the Content

Step One

Step Two

o

OPTIMIZE YOUR RESULTS

1. A/B Testing

o

CONSIDER ADDITIONAL LEAD GENERATION STRATEGIES

1. Growing Your Audience
2. Marketing Your Newsletter

o

ASSIGN THE WORK

Step Three

Step Four

1. Roles and Responsibilities

Step Five

kW . ©2023 Keller Williams Realty, Inc
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The success of your
newsletter depends on
answering three
questions:

Step 1: Determine Your Who and How

I 2. How will your newsletter be

1. Who is your audience?

delivered?

3. How often will your newsletter
be delivered?

~WHO IS YOUR AUDIENCE?

The first step is to identify your target audience. Getting specific on who is receiving your
newsletter allows you to curate content that fits your audience’s persona with timely news
and solutions. Audiences can be selected in a multitude of ways. In some cases it may be a
geographic territory, a shared hobby, businesses you are aligned with, your entire database, or
portions of your database depending on where they are in the sales cycle.
3 Most common audiences for real estate newsletters are:
1. YOUR DATABASE
2. REAL ESTATE REFERRAL PARTNERS
3. SPECIFIC ZIP CODES/NEIGHBORHOODS

~HOW WILL YOUR NEWSLETTER BE DELIVERED?

The two primary ways real estate agents distribute newsletters are via email and print.
Considerations when choosing between email and print;

CONS

e |ower Cost e | ower Response Rate
e Environmentally Friendly e Ability to Unsubscribe
1V Scalable e Geographic Farming Is More Difficult
e Flexibility to Update Content e Audience May Change Email Address /%/\
* Ability to Reach Any Audience —_%/
¢ Higher Cost e Higher Response Rate m mOSt CaSGS’ ‘
e Fasier to Do Geographic e Reliant on US Postal Service . Wer /|
PRINT B Farming e Not Environmentally Friendly the rlght anS
e Delivery Regardless of Subscription e Must Be Purposeful with Content iS both
e Easier to Get Sponsors for Print

Homeowners Change, but Addresses Don't

B

Print and email newsletters can reach different audiences and produce different average response rates. A
print newsletter may be best for geographic farming where you can concentrate on the group of people and
monitor response rates. Email newsletters can easily reach a large audience so email should be considered

for your referral partners nationwide.

©2023 Keller Williams Realty, Inc.
Rev. 8/23



1. Determine Your Who and How

~HOW OFTEN WILL YOUR NEWSLETTER BE DELIVERED?

Consistency is crucial to keeping your audience engaged. Real estate newsletters are sent weekly
or monthly depending on the chosen delivery method. Marketing Sherpa, a marketing firm that
analyzes consumer behavior, looked at a wider range of companies and areas of business and
determined that roughly 60% of consumers wanted to receive email newsletters at least weekly.

That being said, the number one reason why consumers unsubscribe from email
marketing is because they are receiving them too often.

The truth is there is no definitive data on how often a real estate agent should send their
newsletter. Suffice to say, choose a cadence that allows you to put out a quality product
with valuable and timely information. Be comfortable that no matter how amazing it is,
some folks will choose to opt out.

e ™
What we’ve learned is that there is no right answer! Just the right answer for you and

your business.

There are several factors you can consider when making a decision:
1. THE TIME you have to dedicate to planning, creating, and delivering your newsletter
2. THE AMOUNT of valuable content you have to share

3. THE AUDIENCE you've selected
\ Y,

15
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Step 2: Design and Plan

The success of
your newsletter ultimately Combine eye-catching design
. i with timely, quality information
depends on the visual quality and your newsletter will
of your design and the value become valued and anticipated

provided in the content. by your audience.

—DESIGN YOUR NEWSLETTER

First impressions are important. A good design will influence how your readers perceive your brand as well as
how likely they are to continue to read your newsletter.

There are several key components that every newsletter should have to encourage open
and click-through rates:

1. EYE-CATCHING SUBJECT LINE (ELECTRONIC)/ ABOVE THE FOLD GRAPHICS ( PRINT)

Add a personalized element to the subject line or above the fold headline to grab their attention. For email
newsletters, make sure your subject line hovers around 50 characters or less and leaves your audience
curious. For example, “The listing you’ve been waiting for.” This encourages your audience to click through

to find the gold at the end of the rainbow. For print, put an attractive image or headline above the fold.

2. ENGAGING TITLE
Stay away from calling your newsletter “Jason Abram’s Newsletter”. Instead, include the problem you are
trying to solve or information you are providing. Try something like “Jason Abram’s Real Estate Insider”. It

can be as simple as “The 78703 News You Can Use” if your audience is hyperlocal.

3. CLEAR AND BRIGHT GRAPHICS
Pictures are worth a thousand words. Your graphics should represent the section and tell a story. Bright

colors capture attention and the audience is more likely to stay on that section.

4. EASY-TO-READ LAYOUT

Make section titles and graphics larger in text so when skimming your audience’s eyes know where to go.
Keep section titles central and include plenty of white space between sections to improve readability.

5. CALL-TO-ACTION (CTA)

What do you want your audience to do when they are done reading? Include a clear CTA to help your

business. It can be as simple as “CALL ME” or “VISIT MY WEBSITE”. Whatever it is should tell your audience
what to do.

6. CONTACT INFORMATION
Including contact information shows your audience that you
are a real person and tells them how to get in touch with you.

\d\rect\\J 4
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2. Design and Plan

PLAN THE CONTENT

When deciding on the content you want to include in your newsletter, first think
about your audience and then what will provide them the most value.

—> If your newsletter is zip code or neighborhood focused, valuable "
information may be community events, market updates, or listings for sale.

—> If your newsletter is distributed to your entire database, you may want to focus on brand

awareness. You might include tips for buying or selling, real estate articles, or photos from an
event you recently ran.

CONTENT IDEAS: 8. Market Updates <
1 Community Outreach Opportunities 9. Crossword Puzzle If you think it,
5 Customer Testimonials or Reviews (best for Pflnt) you can add it.
. i d Content 10. Pet Highlights: Pets up for as long as it
3. Holiday-related -9 adoption at the local shelter -adds value.
4. Tips for Homeowners or clients’ pets
5. Recipes 11 Small Business Highlight
6. Vendor Spotlight 15 Career Opportunities
7. Upcoming Events
- Best Practices for Planning Your Newsletter Content: <
1. BY TEMPLATIZING

Systematize your newsletter design and content, you are creating an easy-to-update newsletter for
yourself and a consistent experience for your audience!

2. INCLUDE CLICK-THROUGH LINKS

Add links in your newsletter to lead your readers where you want them to go. These can be links that

will take the reader to a larger article, a website to register for an event, or a landing page to sign up
for a free home valuation.

3. KEEP IT SHORT AND SWEET.

Avoid writing really long paragraphs. Keep it concise and informative. If more information is needed,
use a click-through article.

4. USE DIFFERENT CONTENT ELEMENTS.

Use videos and images interchangeably to get your point across and keep the reader engaged. You
should have 80% text and 20% visuals.

5. USE TOOLS TO CHECK YOUR GRAMMAR, SPELLING, AND READING LEVEL.

Make sure your content is well written and at an appropriate reading level for your audience using
tools such as Grammarly or Hemmingway Editor.

-

J
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Step 3: Optimize Your Results

It is the best way to understand if your

Remember, readers are enjoying and finding value in your
i newsletters!
40 5 1Ene [ Bl There has never been a time in history where
Check the data! the access to data and the ability to make quick

changes has been as prevalent as it is today.

— A/B TESTING \

The idea of A/B testing is simple. You send two different newsletters to two groups of people in order
to determine which performed best. For email newsletters that may be dependent on open and click-
through rates. For print, it may be the response rate to a call-to-action or MOFIR (Make Offer For

Immediate Response).

.

. EMANL
e two best Ways to track emaj|
newsletter performance s open rate

and click—through rate.

1. Open Rate: The num
th?t 0pened an emaj|.

2. Cllck-Through Rate: The number

of people that clicked on a hyperlink
Orimage within g particular

PRINT

Response rate is the best way to
understand performance on a mailed

newsletter. Response Rate: The
percentage of people that
responded to a CTA.

A printed newsletter might generate

a 3-5% response rate. However, if
the goal of your newsletter is brand
awareness, you’re succeeding by
starting.

( Best Practices for A/B testing:
1. 1. SPEND TIME ON YOUR SUBJECT LINE.
Review the open and click-through rates on your newsletter to identify words and phrases that motivate clients to
open the email. Use only 6-10 words in your subject line.

2. 2. BE STRATEGIC WITH YOUR TIMING.
When you send the email is almost as important as what’s inside the email. Look at what days and times produced
the most successful open rates and use scheduled send. Your goal should be to meet your audience where (and when)
they are.

3. 3. USE MORE LINKS.
Keep your sentences short and use more links. Better yet, make them shareable to others!

4. 4. ENSURE YOUR NEWSLETTER IS MOBILE FRIENDLY.
People spend a lot of time on their phone and should be able to experience a great version of your newsletter.

5. 5. YOUR SENDER NAME SHOULD BE RECOGNIZABLE.
Use a real person’s name to increase the odds of your newsletter being opened.

6. 6. SEGMENT YOUR AUDIENCE.
The four main types of segmentation are demographic (education, occupation); psychographic (beliefs, values);
behavioral (actions taken on a website); and geographic (location).

Pro Tip: Track mail delivery through a USPS Informed Visibility® account to compare delivered mail to responses.

kw . ©2023 Keller Williams Realty, Inc.
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Step 4: Consider Additional Lead Generation Strategies

If you’re going to send
“How does my newsletter ne\évsle::terj,hit’s important tp t
become a multiplier for » understand how you are going to

. . . generate more leads from your
everything else I'm doing and efforts. An example of this is
vice versa?”

adding a link to your newsletter
to every email that you send.

(MAKE YOUR NEWSLETTER A MULTIPLIER

THREE simple ways to increase the power and reach of your audience:

1. ADD EVERYONE IN YOUR DATABASE

Everyone you know should be in your database and everyone in your database should be

receiving your newsletter. Every time someone new gets added to your database, they
should be added to your newsletter distribution list.

2. END TO REFERRAL PARTNERS

By adding your referral partners to your newsletter distribution list you are not only
keeping yourself top of mind as a referral partner, but you are showing them the kind of

information and care you give to your database. This instills in them more confidence
that you’re the right referral partner for them.

3. MARKETING YOUR NEWSLETTER

Your newsletter is a reflection of you and your brand. By showcasing it as much as

possible, you are marketing yourself to a wide range of people that may be looking to
buy or sell.

WAYS TO MARKET YOUR

[ int copies to open
TTER: 4. Bring prin
NEWSLE | e
: i n :
1. Agdoﬁ Sgﬁilsvnedggi%epage 051 . 5. Drop off print copies at small
u

businesses in your area
2 Dedicate a space for archives on _ ol media
your website or shared drive 6. Link/post on so

: 7. Talk about it!
3. Link at the bottom of your gmall
signature/marketing materials
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Step 5: Assign the Work

There is no right answer as
everyone should do what’s best

Who will do the work?

Hire to the organization chart for them and their business. The
OR biggest factors to consider are
hire it done. time, budget, and expertise.

- ROLES AND RESPONSIBILITIES

1. Hire to the Organization Chart

< Pros Cons
1. Do it yourself e Time consuming: You are creating and
2. Assign it to Do it yourself | ¢ Control over time, budget, and content sending when you could be meeting with
someone on clients
your team
ian i e |t may not have your voice
ASSIgn itto e You get more time back, while still y o Y o
someone on keeping creation inside the business e (Cost of their time (hourly or diverting
your team their time if they are salary)
1. Hire it Done
< Pros Cons
1. Leverage a Leverage , e language/tone difference
virtual assistant a virtual * You get some time back e Variability in skills/may require more
! o Lower cost y yTeq
2. Hire a assistant training
professional .
e You get more time back
Hire a e They know how to use the layout * Higher cost
professmnal software to make it look beautiful and e May have strong design opinions
intriguing

b

There are pros and cons to each; the biggest being cost and time. By creating and
sending newsletters yourself, you control the budget and the time spent on the
tasks. When leveraging someone else to do it, you now have added costs.

20

) ©2023 Keller Williams Realty, Inc
kw WM Rev. 8/23



GET STARTED!

You’ve done all of the planning you can do, now
it’s time to send your first newsletter!
Below is a list of companies and websites to help
you get started.

As always, your first stop should be Command!

Companies That Print + Mail Options

Print + Mail 1. Any office supply store +
1. Lob Post Office/UPS/FedEx
2. Postie L
3. Vista Print

<

Email or Print Design

Platforms
Email Design + Send Platforms 1. Canva
1. Command 2. Visme
(Email or Mailchimp) 3. Adobe Spark
2. GetResponse 4. Design Wizard
3. Mailchimp
4. Constant Contact
5. Moosend
6. Gmail
7.

ConvertKit J

Reference Tech Play #7. #15 and #17/ to learn more about how you can use technology in this section.

21
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One of the greatest ways to live up to the quotes above is to
create and curate your own newsletter.

The best way to be consistent in your audience member’s life

is to have valuable information delivered consistently turning
you into their local economist of choice.

({4

e keep the good stuff above the fold

e don’t be wordy with your headlines

e jfyou can say itin 2 lines, don’t use 4
e pictures sell

e and always cite your sources.

> b
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# SEND EMAIL lew
BULK KELLERWILLIAMS.

Command provides agents up to 5,000 emails monthly with the option to upgrade. Emails can be sent in bulk through an Email

Campaign. Email campaigns can use existing templates or custom templates created. Agents can choose to send immediately or
schedule for the future. Email lists can be created and saved by contact tags in existing database. Emails campaigns are tracked on

individual contact timelines.

CREATE EMAIL CAMPAIGN

1. Campaigns Applet > Email
Tab > Create Campaign

2. Choose Email

3. Name the campaign and select a goal

bl

SELECT A TEMPLATE

1. Browse existing templates

2. Create new template from scratch

CHOOSE EMAIL LIST

1. Choose previously saved list

2. Create new list
a. Filter contacts by tag

23
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#™¥ SEND EMAIL
BULK (CONT,)

kw

KELLERWILLIAMS.

Command provides agents up to 5,000 emails monthly with the option to upgrade. Emails can be sent in bulk through an Email
Campaign. Email campaigns can use existing templates or custom templates created. Agents can choose to send immediately or
schedule for the future. Email lists can be created and saved by contact tags in existing database. Emails campaigns are tracked on

individual contact timelines.

SEND EMAIL CAMPAIGN

1. Send immediately

2. Schedule send (optional)

@
2]
TRACK CAMPAIGN
PERFORMANGE g :m uz: zzzzz ;’ nnnnnnnnnnn g nnnnnnnn n‘i;;; sssssss Timeframe: | iietie 3
1. Track emails sent, opens, and clicks e . el | R MLl
2. Click on email campaign for detailed metrics: E T : o« EEEEEEEEEEEEEEEEEEE .
a. Who sent, delivered, opened, clicked, s o
unsubscribed, not sent, and not opened , -
o other
boad Octos, ther
el
UPGRADE GOMMAND EMAIL (o
1. Agents receive up to 5,000 m “’" ‘
emails complimentary - - -
. [ e ]
2. Upgrade for additional monthly
emails (optional) oo oo
4“00““ - _wmn - Buy Now
- 24
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# 1 5 CREATE MARKETING kw
MA TERIAL KELLERWILLIAMS

Command’s Designs applet allows agents to customize hundreds of social or print design templates. Preferred materials, DBA logo,

headshot, & team images can be saved as custom assets. Select collections offer design automation. Choose open house collection,

select listing, provide open house details, confirm agent info, and create six different templates automatically.

SELECT AUTOMATED COLLECTION ~ ~~

1. Browse automated collections on left menu

2. Choose “Auto-Create”

.........

Listing Search Open House Home Agent

c 0 NFIR M D ETA IL s Auto-populate ti:\nzl:\:ss with your own ‘ % ‘}é)

1. Search for Listing a

2. Confirm Open House details

3. Confirm property details
a. Brought in from MLS
4. Confirm Agent info

VIEW COMPLETED DESIGNS

1. All templates from collection s
will be added to folder sk

2. View, download, or save
any template desired

=
2 OPEN HOUSE -

OH.FL

=

07.0H L
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17

USE MARKETING
MATERIAL (PRE MADE)

kw

KELLERWILLIAMS

Command offers a variety of “ready to use” marketing pieces. HTML Email Templates, Social Media Posts, Direct Mail, & SmartPlans

are some examples.

QUICK SOCIAL POSTS

1. Campaigns > Social Posts
2. Browse “Quick Posts” and use share button

3. Choose to publish immediately
or schedule post

HTML EMAIL TEMPLATES

1. Campaigns > Email
2. Create Campaign > Email

3. Browse 70+ ready to use templates

® B
" o :
; o E

:
=
E
&

SSSSSSSSS

OTREBHOMI

o T o s Q = 83s@
POSTCARDS AND FLIERS
1. Designs > Create Design > Print
2. Lead Generation category > | @ KW
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