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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
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effective way to build strong
relationships by delivering value to /
people, which encourages them to \

know and like you. These relationships @ \\\s

will lead to future business by way of S\G\teYS ese“
new clients and referrals. NeW \J \
mazm%me aeWs:

4 )

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 2

kww . materials. KWRI will not accept liability for any loss or damage of any kind that you incur as a result of the use of any ©2023 Keller Williams Realty, Inc.
lhene 7ﬁ‘“f'comem provided by KWRI. Rev. 2/23



—Email Newsletter Example #1 wusience: vatabase)

N
We Love Our Clients*
KELLER WILLIAMS NOVEMBER NEWSLETTER Last wook wi hosted one of our quarterty
client avents! Happy Pie Dayl Wa love
portnering with our ogents to share the
love with their people! Over 750 pies and
WELCOME 'g ouR countiess meals to the community tadoy
1 In our two offices. Agents give gifts or ples
ovember Newsletter SRS
for supporting thélr busingss. Our Annual
- o ey ; /‘/ e p(dr\‘-/ = Plo Day Ghaawoy wos o succoss! Loved a
I gt e n’.ﬁ’;"‘ f;-_: e 1l yummy potluck, time with clients, giving
e = Ew back to cur community and mare!
F i j . X
. | & This week, we ore going our tirst-ever pop-by
- e . 3 workshop in Keller Wiliams Greoter Lexinglon.
= w Pop-Bys are small tokens of appreciation that
halp you estoblish connections with clients
and industry professionals. At this holicky
pop-by workshop, we provided our agents
with the supplies needed to put together o
: : it koge for those wh helpi
$5 Starbucks Card Giveaway for our Clients [:;;:'ifm‘;f“‘: RS DY
Exciting News! Becouse we love ond volue
our clenls, we are ghing oway S§5
Starbucks Card! For @ chance to win, you Stark ks Card 2
Just need to fill out your contact informatian 85 Real Estate Articles
on the form provided below.  Wa must M
hove every question answered to be
afigible. Click the link balow nawl Update Your Contact Info Nowl
Givsmway Form
Top 10 Tips for Selling Your Home L e
During the Holid ays WGt Is @ Lurury Home, and What Mekes i How To Buy and Sell a Home et the Same
5o Special? Time—in Teday's Hoywire, High-intarest
HEY, HOW ARE YOU? By Uisa Johnson Mandsil 008 o e ke
Many believe that the worst time to list a home for sale is By Meara Fol
during the haliday seasen, which runs from Novembar through
January. To attroct homebuyers even durmg the holicays, mm w
foliow these valuoble tips by HETY,
1. Deck the halls, but don't go overboard Featured Listingg
2 Hire a reliable real estate agent.
3. Seek out, motivoted buyers. "
4. Price it to sell ~
5. Make curb appeol o top priority.
6. Take lop-notch real estote photos
7. Croate o video tour for the Wob.
8. Give house hunters @ place to escape from the cold.
8. Oftor holiday cheer in the form of Mﬂﬂl:"'\g .
10. Redax — th new year is just around the comar. ~ 319,200
Market Update
e 4t BNt - What's Your Home Worth?
BT - AVERAGE OF
1,153 4 $235,000K 29 o
| OCTOBER HOME SALES MEDIAN SALES PRICE * DAYSONMARKET
ST szaxvoy || ) ta%voy . tasmvoy Request for a property
i IEfEABEYEAR ] $226000K LAST YEAR 20 LAST YEAR valuation now click here!!
28
MONTHS OF INVENTORY
- 140% YOY
ST
Staging Tips for Selling During
the Holidays
BY: KARA WAHLGREN
Clean and stage. “Eofore you decorate, your houss needs to bo
staged.” Powers says. If your living room is aready piled high with
clutter and tchotchkes, your coramic reindeer coboction is only Work with us todqy
going to odd 1o the sense of overcrowding,
oy : Join us in person at Keller Wilioms Greater Lexington for Real Estote Career Night and
Sreine, @ ey "":‘ ’“h'::: . 'm‘ :‘_"""" oliho M&slo%:g ! YOu need to b a licensed Real Estate Agent In Kentucky. We wil
O 0 e eover the Pra-Liconsing Process, Free Real Extate Senool, Best Prectices far Exam Prop,
touches like a bowl of pinecones, an evergreen wreath, or a pot of N building @ bUSINSS GIOUNd YOuUr UNKILE ValLe Broposition
cider simmering on the stove can create a warm and festive
fooling in your homa.
Complement your palette. Before you start untangling your tinsel, LET'S CHaT!
make sure your holiday collection motches your current decor, If
your living room is pointed o soothing oceon-blue hue, skip the
clashing red gorand and opt for white snowllakes of o siver
Rl el e 8 et ke e el KELLER WILLIAMS GREATER LEXINGTON | HELLER WILLIAMS SEVEN HILLS
with rich tones like cranberries, lorest greens and gold CONTACTTS CONTACT US
© KirwasBikow.com © KinwI0Tegbkow.com
Accentuate the positive. Too many limmings may distract ® sy © sn3INS070
buyers, but the right occessories con drow altention to your &  marketcentorsites eomimeass @ marketcentersites.com/mel0T4
homa's best leatures. Dangle mistletos in on arched doonway, or o = K Rd, Suite 100
display your menarah on the ledge of a bay windaw; just don't 3?‘?";”;::;0&?@“ = Cineinnati, OH 45236 =
block a beoutiful view with stick-on snowflake decals or clutter an
ﬂﬂgﬂn‘ firaplace with personalized glockingg
\ J
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167 Pintail Way | Locust Grove, GA 30248

2023 CLIENT EVE!\;T? SURVEY

AR T e a2 S0 "

Wt hove our dlient evenis and weuld bove b9 pet your feedback on what events we shaukd have in
023 Piase Lakor 8 Moment 1 T 0ut 0ur Brief survey 30d be antared 10 win 3 $100 Sastecks i
Carc Tho wierer il e a0 Jarasiry 16EA] We fealy DI BCULE your Teeohack and we lnck

Termard 16 seeing you 2 sur hest chent event!

HAPPY HOLIDAYS FR?N} THE PETERS COMPANY!
wts 8Bl o Jriond fo yants bugantss

FLY into your community in Mallards Landing and take the runway to your home! All you need to do
Is bring your airglane (or twol). This wonderful home has 4 beds and 3.5 baths! it Is filled with natural
light that beams across the large ceilings. The lower level is fully finished!

The backyard has a pool and its very own hangar!

Interested in finding your dream home?

Happy Helidays frem The Peters Company! Thank you for anather increcible year Click Here to View Active Listin,

i fox @ of you that Banve

5 P b Db Bt s 15 0w 17Uy b raad et | W ar
e part of our [ourmyl Dven sftar 31 these years. over B0 of o butinass 51 comas frem
Briends, famiy and refesrals!

i s ke vt earyine ks 7 geaiple
Yau b remerber us for o 7, could you fust ren

HAVE YOU EVER THOUGHT OF BUILDING
WEALTH THROWGH REAL ESTATE?

e ,.\— B [t ot

WHAT INVESTORS LEARNED IN 2022

In the midst of a shaky and aogether
P Cenain ecoramic Lindscape, underucored
by siy-high inflation and rising ntenest rates,
Invesiors have been faced with no shartage of
harsh reslizations and tough decisions in 2002
While maore traditonal irwestors remain either

sidielined or doing ... (e marel

5 REASONS WHY REAL ESTATEIS A
GREAT INVESTMENT

Histerically in real estate, your risk of ks is
nimined by the length of tame you held on 1o
YOUT proprty. When the market improves, 50
©oes the vakue Of your home. and a5 & resut.
you build equity _. (regd more:

ELY I TO YOUR NFW H.OME
nu.}‘ 3 Y“'ﬁ h.lr | .."’\ v

—Email Newsletter Example #2 uusience: vatabase) \

CAQEER ODDPPTUNITIES
ytr foty maf Flo poipfors

for thae “won yau ane chalenged erson you can be?

The Peters Company. ane of the ratien's top real extase teams, losters an sducsion- based,

oy o st rewirds el starer. C. are sesking 4 long e canesr
TRPIUREY, MOt # o E0w 30y, M| mquries a1y confdantl
P oul Gur Caree copartenE brew

Click Here far Career Oppertunities

THE

PETERS () COMPANY

PREMIER REAL ESTATE CONSULTANTS

a9, -

=

—THE PETERS COMPANY—
E78.921.1470 | www.thepeterscompany.com
Kelber Williams Chattahoochee North

©2023 Keller Williams Realty, Inc.
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THESE ARE A FEW OF MY

1 1t By v o Ficeived Lorma giRt o e hotidays ERat My g0 SAraight Lo the Fe gif of Goodwal
pike. A1 right? Oves the years. Pve phven those péts and feit Lerritie about K. Pre wracked my brain
to find and endea 'mu.ul Y Things List. Arptime
samesns i a2 It comes in handy
IArCRghout theyear - DGy, hank you,Congrat.Astens, hobday.Here' e sirvey:

11 ave yons the Tilowieg amourt of morey, what would yoi sperd i en?
"

#

#10

s

50

#1100

500

Farvorte Things
Fower?

Calar?

Cade?

Canoy?

Faod?
Resemarart?
Brand?

Rore?

Gty Plesure?
Spars Team?

What I you even took this bt  step barther and had each chert complese the survey? Sounds be &
Freat Revorse Bekd idea for 2013

TEAM CELEBRATIONS

A the only one wh gets completely overwheimed at the holdays?:) My recovering perfectionist
feel

self wants to
celebrated a litle differently and I'd say it was & wc.nmJ

and the gift. This year, we

W told our team that we were celebrating with an activity this yeas, rot an actual party. We had
them meet us at 4pm at & “wine bar™ for & drink and For a couple of leachng up to
the event. it was funmy to hear their chatter among one another about what the activity would be.
Some were convinced we were taking them ice skating £ showed up in sppropriate dothing,

As we erioyed 3§55 of wirse 30 3 Tew SPREtioers, we 1ot U if on the Sceivity, Thy were sach
[BetEing an emveiope of cash and in the NEst DA MO, ey Wert 10 £0 shopping,

’_E m a | I N eWS I ette r Exa m p | e # 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.
3 You have to share what you purchased st dinner!

Later that evening. we all met up for dinner and | cant tell you how much | loved seeing what esch of
them purchased that they would nat have narmally purchased for themsehes. Then, we moved into
Secret Santa with one another. Side note, | learned about a cool anline 1ol calied

7 thiat allowed us to each draw virtually and it even managed the entire process.
I::e'm.my check Lout if you need an easy way 10 Manage the Secret Santa process.

Whethar youTre lcoking ahead to next year's holiday party or for @ way to celebrate 3 BIG WIN for
YOUF team in 2023, | highly recommend this surprise sctivity.

TIME MANAGAMI}NT WITH THE 4-1-1
~Thigy r‘?’ | Lt

In 2014, the £-1-1 changed my life. Actually, Gene Rivers changed my life. We hired Gene as our
consultant in 2014, We had totally hit MAEA status in 2013 entrepreneurly and our business was
runeing our life. The first order of business from Gene - implementing a 411, | rememiber printing
the KWU content on Time Managesment with the £-1-1 and being so overwhelmed. | hadnt had a
VaCation since 2008 when | had gotten into the business. | barely had time to skeep, and my poor kids
£t theworst of me. Adding a “repart” seemed like 3 waste of time. Time that | didn't have,

Fast forward to the and of 2014, the 4-1-1 focused us on bulding a purposeful business. | had more
leverage, more time with my children, and an actual vacation (on & boat wih no phone). And, most
importarty, | had ry life back. The transfarmation was understanding that the 41-1 was not a
report. It was a tool to focus on what matters most. There is no question the 4-1-1 got us to net one
million from our real estate team, bead market centers, and build wealth through real estate.

This manth, | taught Time Managesmant with the 4-1-1 for our market centers, It was 3 great
reminder of hvow far 'd come since those Initial days of “reparting” my acthvities to Gene. If you've

1| havent convinced you aiready, bere's an oid Harvard Study from the Harvard Class of 1575:

B4% déd not set goals
13% had written geals with no plan
3% had written goals with a concrete plan.

10 years later, the 13% 2x the in f withno
goals, Arl, the I that had wristen grals and & plan earred 10x the income of the B4%.
What are you waiting for? Make the 4-1-1 2 part of 2003 Your future self will thank you.
KELLERW
AMNUAL GOALS | YEAR
Enter Ansuel Enter Asmuel Fntes Anl Periasal Enter Anvewsel
Job Gosts

(Wrhae il you do?) [rr—p——

Business or team do )

Reaith, fomdy, writue,
wdwcationsl, et 7]

MONTHLY GOALS | MONTH OF
Fraes Mosthly Enfre Marhly Frfer Maonthy fresosa’ e Monrivy.

18 Gosly Businss Goal i Gk Perional Goals
WEBKLY GOALS

weE | WEEX 1 WEEK 3 WEDK 4
Erter Weekly Goals Emter Weedly Goals Enter Weeky Goals Emter Weekly Goats
. b . b . b -
® Busiws Bunness * Bemne ® Business
® Personal feancisl | 8 Perional Finoncisl | @ Persanal Finoncil | ®  Personel Fingnciol
» Persenal » Personal * Persocal ® Personsl

onpop'rupu'rv 1S KNOG ch

A o prsie oty pig]ftagh

Do you sarive for encellensce? Do you wank to be an Integral part of something big? Are you searching
e Enat “wow” werk

e person you can be? The
Pe i |  Satters an edutstion based technalegy
iven cuure it revends #¥-staners. Candidoos who are kg 3 oag-benm Carer
eppartunity, nat 3 job, thould 4pply. Al inguiries are confidensial
Check out Gur career apportunities belw.
el Estate Agents

Cllck Here for Cpportuni|

THE

PETERS COMPANY

PREMIER REAL ESTATE CONSULTANTS

ETERS COMPANY.
S70.521.1478 | www. thepeterscompany.com

Kefler Wiiams Chattahooches b

©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 Holiday Pop Up Night Market

Party

Annual Heliday Ice Show New Years Eve 2023 Bar Crawl

What's going on in Santa Barbara?

Market Update November 2022
South Santa Barbara County

SINGLE FAMILY HOMES

2021 YEAR TO DATE 2022 YEAR TO DATE
51,846,000 T $2,000,000
$1,900,000 1T $2,165,000
€1 571 REN + Q1 RET RRT

—Email Newsletter Example #4 uusience: vataase)

Local Updales

Open Weekend at Arroyo Hondo
Preserve

The Arroye 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 Q8&A's with key players

READ MORE =

Holiday Performing Arts Evenls
Abound in Santa Barbara

Santa Barbara's theatre and ballet companies
will be performing A Christmas Carol, The
Nuterocker and many others,

READ MORE =

Sanla Barbara Backslage
Comedy Night Every Thursday
Enjoy stand-up comedians performing their
newest jokes and comedy live on the road to
stand-up comedy specials, concerts, and
camedy venues worldwide

READ MORE »

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

Margarita Brave

Festive Cocktalls 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

Auighe's is il sar

e. featuring a wide

ction of agave spiits, crafts
cociails, fresh local food, superb
service and strong community

engagement. Augie's mission is o

revitalize the mid State Street area

of Santa Barbara

Our Featured Listings

5396 E. Camino Clelo
$2.495,000 1,995,000

s

229 San Napoll 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 BUYER'S GUIDE

~N

401 Chapala Street #215

Open Saturday 11-1 pm

6616 Sabado Tarde Road

Fergle's Solvang Estate:

1418 Ribe Road
£3 750 AN

J

6
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’_P”nt NeWSIQtter Examp|e #1 (Audience: Geographic Area) )

klausteam. corm‘:al\usflrst
Callus today at

Is a Real Estate Market Shift Coming?
Things ore changng in e real extate market in Az,
The Market s Cooling.

Samwsaon 1116 Dcaniber ancd mic Masch, w Sanw & fowmwed 1 i s
stz Michael O i e Crommfon Repert. o, 35 has oot

e e haws e s

Teass ara & couiple masans lor this

lI!m

s rsted, cver the couple months, in s cooling svent which s shilting Ihe
et from 8 ‘e msth - e
s . it e whees Duyers

e
el e gaing 1S o, and ihey dockde o st thek homs

Vi s s aing & sigedieant drop in barpar demand aher s
‘sudder jump In et rles, 0N Unoeran economy, and with
prices Pt sre harc 1o swallow by new cweer occupsrs buyer
TLCTANE 1 b (e et CHAITAT] i otk vemiess

heict a it move power.

. b
s 100 WAy 11, therc ware 2314 Estings in Fhvoenic w
e 30 clrys orimarket, L 8 stark chenge for buyers who last veer wess ining
40190 it i it lrunaees O O biiyers. Wl Pom s than peasant

Mutiple 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.
We think outside the box.

We have more solutions today than ever bed'ore:o el

home sellers transition 1o a new lving spa g
onwhal MEaliers 10 you most, we hamonporlunlm o

@«*w ‘sel_l-_'- 4

Golelllarkel | Instudofters

KT stas 1EAM

Want More Info?
Gt a fren copy of our oBook, MuiNpie
Metheds for

ur
Home by scanning this OR code or at

averngn of al 7 doeacases (6 0 - 8 sreatia s
e (et h v P el I A2 42 o Ay 20021 86 My 2092

The biggest takssacty s 1
Bl WG 10 i 3 il

=2y Wichac Cer.
it s ook down”

1 s o the sprs e prgacting depeesistion,
atraling|

ahar tha

Tha Econary s Uncertain

i iy, o Coanma Prics Inci st pasasl inflaticn s 6 3% o BL5X,
bt

1% Tha sk marker wip vary wiatila in May, od ihe
s Pt OOt 15 I s 1 o in 20121 fow
Conkd 10 oulbress:

Thas saie, Inudsiss Samand in Phosnis Mates o acsuisinon of pope
sl a5 rantaks & af 1% of all home-saies, which is @ inemasa of RS% o
2021. Furchases of Groperly for 2 second home, however. decreased by &.1%
of purchass for carar oocpanion declinad 10 4% lom Apri| 2007140 2072
Overall s Nt 2021 A 2002 eeelined 1%,

The Smart Way to Hedge inflation

One of

1w b hesckge 1
i 0 b I o

amea fos & ycars o mon, y

st kAT dencnard £ MONER
sexkerg In your monthy howsng
L L)
icen. This allces yeu o ensure
hat yaur howsing payment

ek are priced figh e i Ml
iy, It i kanger @ givan for omes o sell quididy o soovs i prica.

Prices are Predicted to Continue to Rise

Hhoree Pkt R s S 1779 Coraaaithin il o yo oy acsmssis
balance of mose buyers than sollers continues ever wilh inaroased

ey, i wish ) Incimse moreh-cuse-manth 15 85212 fram 4 ronts's
amantiry 1 Ayl 10 9 menh's inwassey in My, tha imbalancs i et
et o horma preas.

SIS oAt T Hppeiatn ! .

il curd tht
£an haip bosp o

it e i) & oo
%9 being @ buyes makes serae 1o
st yurssl upbor 8 kangraeem
i

o

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

The Kaus Teamcsn Yo s seling
'awwewl!lr"eﬂ.* el ———
s Klasss Tasam At AR 354 7344 30

Pastal Cavtamer
ECRWSS

There is ne cost te
this event.
e Gt St
Nejghbor pod e
etworking A e

My team and | joined
CrossCountry Mortgage
to give you:

+ Mare lean aptions

b Closings in 21 days or fess

b Highly compatitive rates

» Tach smcead by expers

Call or emall today to get started!

Steve Farrington | s ssizs
| 480205 5590
KT xLaus TEAM

m.au.n-u 4| laustramcom

SPRING CLEANING -
What CaniDonate? .

CLEANING OUT YOUR PANTRYT

Mesa Hydration

Donation Campaign
H’ELP THE VULNERABLE DURING TRIPLE DIGIT HEAT

crappy Toam
aifion 3 2018 § Ellwon Suto 133, on e southaast
i

O ESWALE, EANNAG Tud e chiCkan, S, SN
vepetsbles ar inut, of rice and posta.

‘OR TEEN CLOTHING

B sumr

Junel September 30

L ]

o home fur ohildren who s saparsted from thelr
pevenes.

IS WEEX'S EPISODI

#mesahydrates
W E P e D -

v, &

TRA KIALIE TRAM 15 FOLCT 10 B 3 PATINGT 1N T8 MASA HyTRnen CAmpagn

©2023 Keller Williams Realty, Inc.
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Pr|nt NeWSIQtter Example #2 (Audience: Geographic Area) — )

Bar[lct‘l &
Associates

KW ELITE

YOUR LOCAL MOMTHLY MARKET RESOURCE | ISSUE 1 September 2022

Lows imwsndory cear e past teo years has Oparaions st Mo Bank of Calformia
ousing gage
Conditions and e e R et s 100 Mo premieod et e
" e rali beassl I you're resdy W buy, den'l
Predictions home. Now with inferest rales ORI, ¢ hecause prizes arent headed

Doyery sre Bawing &0 ewen Besder lime

dramatically cowrmmards o whal our
Ardng an affordatie harme

pasents paid. Things might 0p a bit,
Bt hara's ne CI die TEls pang o
There s mamy mare who are hogeng heppen.”

prices wil drop—tul thal might nat
happen amytime soon. *H youne waitng
for prices o suddesly plammet 1o what
they mere in T past, you're making a
mistae,” avs Tabite Mazzeea, dieciod of

Mary of you get our menhiy newsletter via
amail with market updates. Below & a0
atbreaans atice Nat recently came oul
from Fodes. 1t ghaes & groat ovendme of
whal b8 bappasing in e markel and whal
s capeciad inthe fulura | hepe it ghees
you sme Fspht o wihal & currentty
happering in e real astate market

The cost of buying a single-faniy hone
jumped more than 20% natiemaids in April
from the sane men™ ksl prar, accondieg
10 i Istedt SAP Caradogh: Case-Shiller
Inde

Jaruary June 2022

¢ County Market Stat

CIID G €I G

LBEL-608 (L1
1€ KEDO) 11 |93 'UDEN[EA
Suoy JIWJ ¥ W) PAIsRU) anok §|

uonepunod gOH

Jopesseqy pues,
sbujuaddey |00
sbunsn weoey
olepdn 10%el

ER P

Bt therke igher 008t are pulling pressure
o the housing maret TR Mongage
Barken Assucuabon IMBA) rcenlly
reported that 2 steep decrease in marigage
apuicatns ko bay mnd rifnance *pashed
M market NS S0WN 1 £3 lowest evel
W2 ypars”

CONTIG 45 O FAGE §

KELLERWILLIAMS
REALTY ELITE

ANDREW BARTLETT

“"30ISNI S:LYHM

LOCAL HAPPENINGS HOUSING MARKET PREDICTIONS c:vinie

.. 23 Annal Lititz Artzans’ Parkwalk - Litkz Springs Park
Lor.d MB! Market a1 Shope & Rockvals - 35 Wilowdale Dr, Lancestar

1041 - fiam to dpm....
1041 - 10am to Ipm.

1073 1o 1007,

1046 - Spm to Sam
1047 - 5pm o Bpm.
10714 - Spm to Spm...
10714 - Spei 10 Bpm...... -
W1 1o 1112 (MOST Frlﬂ.lu & h:tuld:lr evenings). ..

suenne MSDEIM Community Farm Show - S02 Adele Ave, Matheim

llrsl Thersday n Marhers - Manbem Dowriows Histonc Market Squane

First Friday in Downlown Lancaster - 120 N Duke 51 Lancaster

Lovin' Lz Every Second - Second FWW’ I Littz - Dowstown Lititz
_Sacend Friday in =)

.. Wine & Chensa Train Rides - Strastung Railmad

301 Gag Foed. Strasburg

... Divid - Sight & Seund Thestres - 300 Hariman Bridge Aosd, Renks

-.PA Renakissncs Faire - 2775 Lebanan Rd, Manham

... Fourth Frigary in Mount Jay - Dowrsown Mount Joy

P\lmwn lmnm m:w strr;—crm Adveriture Farm - 150 Cherry kil Road, Ronks

1071 to 12/,
1041 10 W30 (Satmdn! & Sumhyy-
10/28 - Spm to Spm
11/5 - T2pm to Spm.

BRAND AMABASSADORS

(hreck oul some of aur lacal partners whe we ot Bortie®t & Assocaxies afien ubios for ther eecelert and rakable services.

Ecarmrsaty al Fealior corn recerthy revaed i fomces!
for s sabes (rice ag(recfion an cesting ames 1
6.6% In 2022, up om IHar prewous preaction of ust
20m

Rising reat prices and new hugher morigage rales—which
sowed rom 3 peerage of jus? 3.2% 2t the 2371 of e pear
1o SAT% by mid-Jare—lsam driven w0 e Gost of howsing,
ricing many peopie oul of the market This has causes
home saks 10 DEG 1ANNG 35 MSFD PRECIE BN N3 AQEr
PAPE omes 31 e Currant exed grices

For 1 T el? o i 0w @G o sdies dhaooed.
=hdirg L0% e My Yom Apel and dewn BLEY, Inam e same
pried st yeae. acconding 1 NAR

“The morvity [princpel and sl peymest requeed for e
sy b purchass is 1 rarly $H00 sece e st of
e yead. ae Dachring in cumen] noame ves hsaseg s e
it o whasper ol 18 mcord bow atinddudiey seen o T
peak.of e markes 0 Z006," s34 Ben Graboske, preserd ol
Bheck Kaghe (19 & Arsiytics, in 3 staberers, “Even modest
creeses in ether rates o° hore prices ot s pord waukd pust
5 over tat e *

Ther B cions v iy horwnsnd vnds & a5 cfvanga i
oy frorm g begrerg of e ey e, e from
D.3% rise in ipweniory 13 T curmon! preciction of 3 16% Jmp.
VP o sk Peaging ShSR

| N
W st ] Baphly recommend Paese bocal Dusinedass i are fapry 1o ik o ou fecdmmiAdalons ) o Bartlett &¢ ELITE ANDREW BARTLETT REALTOR / TEAM OWNER
A relett IWV BARTLETT & ASSOCIATES AT KELLER WILLIAMS ELITE
KaagHT ¢ HADLER Ssociates 4 Al LICENSE #RS337521 | DIRECT: (717) 949

JUNK REMOVAL
717.799.4998
KNIGHTHAULER, COM

———

—

o
]

DESCLANER: Alfogh we recorrevind, basl, ard often olifue Pusd bosrasses, we 3] noreat] S sk

ERSHEY

HEATING & Ak CONDITIONNG

HCB FOUNDATION

HCB Foundation i & S01C3 nosprofit ceganiztion that exsts in help people whe are struggiing by providing rapid financisl

assstance Here's how it works, sverytima Bartie®! & Associates has a real estate sale, a percamtage of the commssion
earned & doratnd tn HOB. Semesmes an cutsde donor wil make a confribution fo HEB as well

190172 K Charkotee AW N Owintenn AR We have formed commenity partnerships with pastors. social workers and ofher nonprotis in our area. Whan we e cans

$200,900 $929.000 @n applicalion for 3 need the board woles en o recommendsion regarding thal request If approved, funds sre distursed
directly 10 heip with Mat saed. If you know of S0MB0Ne Speriencing & Simie siation, pleass 1EACh oul and we (uids you
on net sheps.

62 Ridings Wey 33 Ry

©2023 Keller Williams Realty, Inc.

Rev. 2/23



’_ P”nt NeWSIQtter Example #3 (Audience: Geographic Area) — )
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’_ P”nt NeWSIQtter Example #4 (Audience: Geographic Area) — )

#1 TOP AGENTS INWEST MIRAMAR
BROKER - ASSOCIATE
#1TOP LISTING and BUYERS AGENTS IN SUNSET

Dear Neighbors,
As we head into the busy month of
December with holiday parties, end of
semester recitals, winter break for the
kids, let's all remember to determine
our goals for the upcoming year.
Whether your goal includes a home
remodel, a home sale, or a home
purchase we are here to help you in
any way that we can. Iif making a move
Is in your future, we have great news
for youl Currently in Sunset Lakes
there are emy 15 homes for sale which
means your competition within the
neighborhaod |5 low. We often see this
around the hol-dly;. a3 people wn
want to be bothered showing

home. This mnullw can auul! be 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
busy spring season hits in February. if
making a move is a priority, don't wait
until after the holidays, call us now to
make a plan that works best for you

Qbandra Rathe

CONTACT US TODAY!

L 9545474601

@ Sunsetlakes@Sandraflathe com
www.SandraRathe.com

The Sandra Rathe ?mmmdmdm&g

w;'dﬂ'hdbyapm

Your Sunset Lakes Real Estate Specialists

ANOTH(_R NEW LISTING BY THE SANDRA RATHE TEAM
-

comber 2022/ Violume

Nlelghbnrhoéd News

We are :Imlng up the year with this gor-
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 a flood of natural light and provide
the perfect frame for the picturesque
Florida skies and sparkling blue lake.
The chefs kitchen is complete with gran-
ive counter-tops, wood cabinetry, decora-
thve back-splash and a snack barfor casual
meals or doing homework. An upgraded
wrought iran 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 detailing to 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
hurricane impact windows, doors on the
lower level and accordion shutters on the
second floor. All of this for $1,250,0000

Mn

-~ o

the

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

for the first time. They also

TO KNOW YOUR
HOME VALUE!!

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

addres UstPrie | Salefrice | Beds | Bashs |sa bath| S Friiing |Garage| Pool | waterfrome [Short
B740 SW 35tk (1 $1244.000 | $1.090000 | & 3 1 A 3 | W Mo Mo Mo
19012 $W §5th 51 $1049000 | $870.000 13 s [} 1361 1 e o o )
RO270 W 29t Ct $M0po0 | $768.000 3 3 1 1606 2 | Mo Mo N

Iots réoamon in Dotanee TYoUZ) e VLS 8aiee B 8 Debevd 1o be MLrie EUL 8 O Qarrsed Tha avertsement i nel I wACH Sy baied Sraperier, e CIaperiis W i beker
Join Our December Raffle!

- Y
rfymn:lhtm-muhdningmlnmng
We've got the perfect answer for you
with this months raffle item of a $50 gift
certificate to The Baked Ham Co.
courtesy of Clawson's Insurance. If a ham
of turkey isn't on the menu, they offer a
wonderful assortment of side dishes and
desserts perfect to take to the holiday
pothuck! You won't want to miss this onel

wnTHE i
HONEY, BAKED
st

Sweet Treats For Any Occasion
It seems every time you tum around, there's
a party o an event to go to this month,
Who has time to bake that perfect dessert,
of decorate cookies to take to work for

To be a part of our raffle send an

email  to: Sunm!{ahms.mdmmtm
com. Please make sure to include your
name, address, phone number, and put
“Dec Raffle” in the subject line.
if you have a small business and would
like to provide a raffle item to help make
someone smile and to get your name out
there, we would love to feature your store,
restaurant, of company! Please email us!

A huge g 0 our

raffle winner! Bob Engelman won a $50
Glft Certificate to Doughboys Plzzeria. We
hope that they enjoy a little family time,
whether it was a pizza and movie night, or
a night out in the cazy plzzerial 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 check it out
the next time youre in the mood for pizzal

order seasonal cookies that will make you 3
favorite at every party! These cookies are a |
treat for the eyes and the taste-buds! Check

it out @ sweettreat: onlineweb.shop.

2022 - An Award Winning Year!
What a wonderful way 1o end an already bbelieve that the heart of any dity is

spectacular We are incredibly
nmecmm’::fmmmzm to their

this award encourages
us even further 1o continue our focus on
developing strong relationships with our
clients as well our local business friends!

forward o ncthes st yead

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

NEIGHEBORHOOD
NEV‘J’S

ation free market analysis of your home!

“andra Rathe

Real Estate Team
T

Call us today for a no obli;
Current Listings And Recent Sales By The Sandra Rathe Team

equa
detail communication and overall desire to make
each transaction seamless keeps their door revolv-

takes great care in not only marketing

the transaction by paying attention to the things
that are meaningful for each client and capturing

Choose the

tate needs - both residential and commercial They

ily the same in many ways. Their attention to HBPPY Holidays!

Amidst all of the hustie 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 ne new financial oppos sim-
plya deeper appreciation for all that we have, there comes a recognition
thatwe are all in this together. Our team wants to remind you that if you
find yourself in need of any assistance that we might provide this Holi-
day. just give us a call, our elves are here for all of your real estate needs.
Our team would also like to express our heartfelt gratitude for allowing
us to be a part of your story this past year and to wish you and your fam-

ing with repeat business. The Sandra Rathe Team
wr home,
but also making you feel important 1 3

ifts and small tokens of appreciation.
dra Rathe Team for all your real es-

are top tier in the Real Estate industry.

Sunset Lakes
Closed at $1.350,000
© Bedroom, 4 1/2 Bath

Sunset Lakes
Closed at $1,400,000

 Bedroom, 31/2 Bath

Harbor Islands
Offered at 53,595,000

& Bedroom, § 1/2 Bath

Sunset Lakes
Offered at 51,174,000
5 Bedroom, 3 1/2 Bath

Sunset Lakes
Offered at $1,250,000
5 Bedroom, 3 1/2 Bath

- Happy Seller & buyer

Hlies a holiday filled with peace, love, and moments of joy
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 litthe holiday magic into
their own homes. We are working with KW
Cares collecting new and unwrapped toys
10 spread some holiday cheer 1o those who
might otherwise be feeling left out. This
is such a wonderful opportunity to teach

We think it's pretty clear how grateful we

Journey! Our client appreciation events are
truly one of our faverite 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

Holiday
photo. A big thank you to Photos by Suky,
the professional photographer  who
provided her services so that we might offer
this complimentary service to our clients!
We would also like to thank the following
bumnmnhmmmhm

to provide raffle prizes and gmdu [
ensure this was an event to remember:
Clawson Insurance, Hanullthslmphs-ﬂo

Norcom
can't walt to see you next year!

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

Making Our Clients Smile!

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

that take your

Lake & Pooll Impact
Windows & Doors

Intracoastal with direct
ocean access!

Wide Lake. Pool, Mew roof
and impact windows

We listed t and brought
the buyer

Second Highest Sale In
Sunset Laies this Year!

o

Sunet Lakes Suniet Lakes Suniet Lakes Sunset Lakes Sitver Lakes
Offered at $930,000 Offered at $699.99% Offered at $1.275,000 Offered at $1,350.000 Offered at 5799000
§ Bedroom, 1 Bath 3 Beckoom, 2 172 Bath Cash Buyer 7 Bedroom, & Bath 5 Bedroom. 2 1/2 Bath
Under Contract First Large Pool Under Contract First Paal Freshly Punted

Week over list! Fenced in Backyasd Weekend! Spacious Backyard Raom For Pool

Imagination Farmas Sunset Lakes Riverstone Chapel Trall Triple H Ranch Parkland

Offered at $1,450,000 Closed at §1,185,000 Offered at $1,700,000 Offered at §799.000 Offered at $1,199,000
§ Badroom, 4 Bath § Badroom, § Bath & Bedroom, 4 1/2 Bath Lake Front 5 Bedroom, 4 Bath
Hurricane impact Highest Sale EVER in Lake Front Smart House Lake Front
Windows/Doon! New Construction

Vizcaya Pool

Southwest Ranches SunsetLakes Sunshine Ranches Sitver Lakes Riviera lsles.
Closed at 54.450,000 Rented at $7 500/Month Closed at $4.950,000 Offered at $1,050.000 Closed at $1.350,000
§ Bedroom, § Bath Multiple Offers 5 Bedroom, 4 1/2 Bath § Bedroom, 4 Bath Highest sale ever in

Pool and acreage 4172 acres Lake Front Riviera sles! § 250K over
Cash Buyer! Cash Buyer! Pool the last highest salg!
N e et e e et et e ey i e et
The Sandra Rathe Team | Keller Williams Legacy | 954-547-4601 | Sunsetiakese . com | www. om

J
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— Bonus: Virtual Magazine

"Nature gives fo every time and season some beauties of its own."”
-Charles Dickens-

Spring is here, and the hills of California are verdant green and peppered
Q12022 | APRIL 2022 with wildflowers! Spring is a wonderful time of beauty and rebirth. It serves as.
a joyful reminder to me each year of how special this area is to call home. For
me, as | embark on this spring season, | will be focusing en nurturing my
body, mind, relationships and spiritual needs, refreshing my surroundings
and taking the time to breathe and just...be

Inside this issue, we offer our Spring Refresh tips on how o make your home
feel new. Then take a Trip to Healdsburg with us and see some of our favorite
wines you have to try, and Chase Wildflowers with our guide on where fo find
them, Finally, Meet Lucky Choy, a homegrown grocery delivery service witha ~ CAROLINE K. HUG -

focus on the Asian communiy, just as we celebrate AAPI Heritage Month i~ "AU°R0 [FONOER
May. As always, keep up with your market with our 2022 Q1 Market Update, # ¥ B

650.627.3769
and so much more! DRE# 01419566

Wishing you all a healthy, joy-illed, and adventerous spring and beyond!

@ @CarolineKHuoGroup
Caroline K. Huo rj
REALTOR® | Founder, The Cardline K. Huo Group n @CarolineHuoGroup

WHAT'S INSIDE THIS ISSUE

MARKET OUTLOOK

P4 \hat You Can Expect from the Spring Housing Market.
MARKET REPORT Q1 2022
San Mateo and Santa Clara Counties, plus Key Cities

10 SPRING REFRESH

L Help your home feel like new with our Spring Refresh Tips.
DESTINATION HEALDSBURG

QB Re:ommandations on olr Favorils wines from @ racent rip fo Healdsborg

DESTINATION HEAL-DSBURG :
vorite wines and 13 MEET LUCKY CHOY
Healdsbuvg. i Meet a home grown grocery delivery service with a focus on the Asian community.
i i .

CHASING WILDFLOWERS

Pg. 14

It's prime wildflower viewing season, here are the best spos fo see them before they're gone!

1430 Howard Avenue, Burlingame, CA 94010 - 16 East Third Avenue, San Mateo, CA 94401 - DRE #01906450
Hello@CarolineHuo.com - 650.627.3769 : www.CarolineHuo.com

E: The Carolme
K. Huo Group

LOOKING
A¢ TEAM?

-
San Francisco

PINE RIDGE TRA
GOLDEN GATE
NATIONAL
RECREATION AREA

Daly City,

PILLAR POINT LC PEARSON-ARASTRADERO

OF : e {
PILLAR POINT BLUFF \@ J : T X PRESERVE
d 3

by ——

RUSSIAN RIDGE OPEN

WAVECREST OPEN SPACE PRESERVE

SPACE | e ' »' : ; 5
: CALI.éR;C‘Our;v' PARK ‘ : ;
WE RE Exioerlenced Agents W|th
ARROWHEAD LOOP . -
COYOTE VALLEY OPEN ol prﬂven hi’§t0ry offchent

SPACE PRESERVE ' : E
HlRI NG ' care success.

TR
HENRY COWELL : . & s 4 <
REDWOODS STATE PARK ; ; : =

PURISIMA CREEK
REDWOODS OPEN

ANO NUEVO STATE PARK

»L;‘j' 5 INTERESTED?

MIDPENINSULA REGIONAL OPEN SPACE DISTRICT CELEBRATES 50 YEARS : 2

e OF COMMUNITY ACCOMPLISHMENTS APPLY ON INDEED
o p EN SPACE In 2022, the Midpeninsula Regional Open Space District invites you o join in o ==mi OR sl =
marking 50 years since its founding. It is & remarkable milestone of communty

foresight and continued shared values, and something to be celebrated SEND YOUR CV AND RESUME TO
- HELLO@CAROLINEHUO.COM

=l

PAGE 14 | CHASING WILDFLOWERS
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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

Step One

1. Design Your Newsletter
2. Plan the Content

Step Two

o

Optimize Your Results

1. A/B Testing

o

Consider Additional Lead Generation Strategies

Step Three

1. Growing Your Audience
2. Marketing Your Newsletter

o

Assign the work

Step Four

1. Roles and Responsibilities

Step Five

12
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Step 1: Determine Your Who and How

1. Who is your audience?
The success of your y

newsletter depends on

answer"?g three 3. How often will your newsletter
questions: be delivered?

2. How 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
EMAIL RSN * Geographic Farming Is More Difficult
e Flexibility to Update Content e Audience May Change Email Address /2/\
* Ability to Reach Any Audience ——%/
* Higher Cost * Higher Response Rate In moSt Cases’
e Fasier to Do Geographic e Reliant on US Postal Service .
LI ¢ Farming e Not Environmentally Friendly the r’ght anSWer
e Delivery Regardless of Subscription e Must Be Purposeful with Content iS both
e Easier to Get Sponsors for Print
e Homeowners Change, but Addresses Don’t
S et

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.
13
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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
N Y,

14
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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\\l
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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.

Contentldeas: 8. Market Updates <
Community Outreach Opportunities 9. Crossword I_’uzzle If you think it,
Customer Testimonials or Reviews (best for print) you can add it...

' i Content 10. Pet Highlights: Pets up for as long as it
- Hollday-related 500 ¢ adoption at the local shelter Zdds value.

or clients’ pets
11. Small Business Highlight
192. Career Opportunities

. Recipes
~ Vendor Spotlight

1

2

3

4. Tips for Homeowners
5

6

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
Reference Tech Play #15 and #17 to learn more about how you can use technology in this section.
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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!
4 5 1E0e [0 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).

. Email
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. CMck-Through Rate: The number

of people that clickeq 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

l starting.

Best Practices for A/B testing:
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. 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. Use more links.
Keep your sentences short and use more links. Better yet, make them shareable to others!

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. Your Sender Name should be recognizable.
Use a real person’s name to increase the odds of your newsletter being opened.

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.

17
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Step 4: Consider Additional Lead Generation Strategies

If you’re going to send
“How does my newsletter newsletters, it’s important to

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. Send 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
newsletter:

1. Add a link/landing page 0 sign
up on your website

4. Bring print copies to open
houses

5. Drop off print copies at small

%
% businesses in your area

2 Dedicate a space for archi_ves on
your website or shared drive

3. Link at the bottom of your gmail
signature/marketing materials

6. Link/post on social media
7. Talk about it!

18
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Step 5: Assign the Work

. There is no right answer as
] Who will do tl_]e work? everyone should do what’s best
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 ,  language/tone difference
virtual assistant avirtual | 'ou 98t some time back « Variability in skills/may requir
! o Lower cost y y require more
2. Hire a assistant training
professional .
e You get more time back
Hire a e They know how to use the layout * Higher cost
software to make it look beautiful an e May have strong design opinions
professional ft t ke it look beautiful and May h t desi ini
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.

Reference Tech Play #23 to learn more about how you can use technology in this section.
19
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~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!

<
e

Companies That Print + Mail Options

Print + Mail 1. Any office supply store +
1. Lob ' Post Office/UPS/FedEx
2. Pf)stle | |
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

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

news bIz,

66

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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# 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 P

CONFIRM DETA IL s Auto-populate ti:,n,:;':::s with your own

1. Search for Listing C—
arct [FLMFRWMLS-06058578)

2. Confirm Open House details

3. Confirm property details
a. Brought in from MLS

4. Confirm Agent info

KW~ Templates Images MyDesigns  Assets Qo 0 G @

3%

iz

VIEW COMPLETED DESIGNS

1. All templates from collection T
will be added to folder el Sribecaiy

OPEN HOUSE

2. View, download, or save . S gpppousE
any template desired ] ) e

06,0116 :
pll oPEN HousE b
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# 1 7 USE MARKETING kw
MATERIAL (PRE MADE) "~

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

are some examples.

9 QUICK SOCIAL POSTS

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

3. Choose to publish immediately
or schedule post

é HTML EMAIL TEMPLATES

1. Campaigns > Email

2. Create Campaign > Email

3. Browse 70+ ready to use templates

K- Templates images  MyDesins  Assets Q = 8C62@

POSTCARDS AND FLIERS

1. Designs > Create Design > Print

2. Lead Generation category > | ® KW
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KELLERWILLIAMS.

# MANAGE DAILY TASKS  kw
23

Command'’s tasks applet helps agents stay on top of daily tasks. Tasks can be related to a contact, opportunity (transaction), or
general. Tasks created from SmartPlans and Opportunity checklist templates will appear in the tasks applet. Team rainmakers can
manage tasks for themselves and team members. On the go, agents can quickly see what is due today, soon, or past due using the
Command App. The Command App can be used by agents to complete, reschedule, or delete tasks.

ot O (OBARES) O v, (BRI (Owaios

MANAGE DAILY TASKS

1. See contact tasks or opportunity
tasks using tabs

@0RE2E800MiN PO

2. Check off tasks to complete a bulk
action (complete/reschedule)

3. Check off tasks when done

4. Filter by due date or priority pe———

) O ® ® 0 ®© 00 060 0 0 0

Create Task

CREATE A NEW TASK

1. Tap “Create New Task” button

2. Associate contact(s) (optional)
a. Will log to contact’s timeline

. Provide task description

. Determine priority level

. Due date + time

. Add hyperlink (optional)

. “Create Task”

N O O~ W

as28 s as28 D a5z v as28 ]

© RoprisBrockmen © Tosks © Tasks X New Contact Task Save

MANAGE DAILY TASKS
(COMMAND APP)

1. View Due Today, Soon, and
Past due on dashboard

2. Click tasks applet to filter specific
tasks by status or due date

3. Use menu to edit, complete, reschedule,
or display associated contact

4. Use blue + to create new task

kw (pene Zlﬁufmm; ﬁwk Rev. 1/23
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# SEND EMAIL kw
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

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
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# SEND EMAIL kw
BULK ( CON 7:) 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)

® o K

TRACK CAMPAIGN I ol
PERFORMANCE - P — T o
1. Track emails sent, opens, and clicks ;ﬁ
T -
2. Click on email campaign for detailed metrics: . - _—
a. Who sent, delivered, opened, clicked, s o —
unsubscribed, not sent, and not opened G [ -
[ B o b
R— [0 ] Abvrtaa g
 Command Emal
UPGRADE COMMAND EMAIL [orasan s
1. Agents receive up to 5,000 sjm "“"“ ,31 N
emails complimentary P [ -
- [ e ]
2. Upgrade for additional monthly
emails (optional) e e

Plan Includes Plan Includes
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