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Direct Mail to Geographic Farm
At a Glance

Market: Eastvale, CA

::::::::

| | Leads Appointments
Annual GCI from Direct Mail & per Month per Month

$900,000 15-20 115-20

Closings Years in
Monthly Investment per Year Coaching

$10,200 bo-70 b
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Direct Mail to
Geographic Farm

The Lessons Learned

What were the 3 biggest stumbling blocks / mistakes you made along the way?
1. Tried to do it by myself.

2. Should have started with a larger number of homes from the beginning.

3. Inconsistency; it needs to be systematized.

What are the 3 tips you'd give to someone starting out on this lead source?

1. Go big or go home. We've gained more market share by increasing our frequency of
distribution from 2X a month to 3X a month.

2. Keep innovating. We change our messaging constantly and by adding more community events
and retargeting on our site, we've been able to increase our commission rates.

3. Hire someone to manage it for you :)
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Direct Mail to
Geographic Farm

The Backstory

Why did you decide to add this lead source?

| needed duplicable results. Once | was able to prove it worked on a smaller scale | opened up
the flood gates.

How long have you heen working this lead source?

4 years

What's the expected time frame to see a positive ROI?

Plan out 6 to 12 months, but don’t be surprised if it is sooner.
Do you run this campaign by yourself?

No, | work closely with my marketing coordinator.
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Direct Mail to
Geographic Farm

The Process

How many homes are in your farm?

15,500

What's the annual turn over % in your farm?

3.80%

How often do you mail?

3 times per month

What is the content of your direct mail pieces?

Information on the homes that sold, social proof of our sales, and case studies of how we've
done it. We also include our monthly stats to show why we out-produce and out-sell our
competitors.

What type of Call To Actions do you have on your pieces?

We drive traffic to our website and ask the client to fill out a form for a free home valuation. Of
course our phone number is there for those who want to call.
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Direct Mail to
Geographic Farm

The Process

Once the lead is generated - what is your process for initial contact?

1. If they call us directly, we ask qualifying questions and set an appointment. Most of these
calls are “come list me” calls.

2. If they go to our website and get a current market value:
A. We drop off our listing package and door knock their home
B. We put them in our BoomTown database
C. We start emailing them until they sell with us
What’s your follow up process?
Most of the time if we go to the appointment, they list their home with us. If it was a web lead
from the farm, we send email drip campaigns, and continue to direct mail and retarget to them
for 6 months until we book an appointment.
What is your process for pre-qualifying your leads?
Client motivation is key. We want to discover their motive for action and press that button.

What do you do with leads you don’t convert?

If they list with someone else, then nothing. If they don't list, we continue with our follow up
process until we get an appointment.
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market,
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Call Nazar Today!
951-444-8020
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4 Tips For Getting Your Home Ready to Sell
Upgraded kitchens and bathrooms sell homes

» Guap vt your ald tountar tap Wik Granita cruntar togn
* Upgrade s Stanloss Sieal Applances
» Chian rosscs, replica the old mimos wieh & pictun Insme mimor, buy raw towls

De-Clutter
* Buyers love o home that o cloan and does not hevwe 100 much clutter
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Re-paint the heuse, inside & out
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Maximize lighting

& Rameve hosvy drapanes, buyen vales grest lghtng
= Clean all windoen inside and out
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Before you start with any prajects, call te set up a free walk-through with Mazar at (951)444-8020
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Hire the local expert, sell for more!
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Call Nazar Today!

: !
Hire the local expert, sell for more! (951) 444-800

hil =, Hire the local expert, (®
a=a sell for more!

I D NT Call Nazar Today!

REAL ESTATE (951) 444-8020
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Reason #88 why your neighbor trusted us to sell their home.

“Provident is the best com-
pany EVER to list your
home in the Eastvale areal
You will never be sorry if
you enlist Mazar Kalayji and
his team to help you buy
and sell. They are a service
oriented company with big
hearts and a huge work
ethic. Nazar's marketing is
second to none. Our heme
sald in less than 48 hours
due to his savvy strategy.
His team is your best bet
for buying and selling fast”
-Knight Family

@@ Hire the local expert, sell for more!
PR V D rNT Call Nazar Today!

(951) 444-8020
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= Hire the local expert,
sell for more!

REAL ESTATE Call Nazar Today!
(951) 444-8020

n 5 STAR REVIEW

“We used Nazar to sell our home in Eastvale and he sold our home quickly with
innovative advertising. As a result, he sold our home with a higher than expected
sales price. We highly recommend using Provident real estate!”

*Your Zillow Home Value Has Changed.
Visit Zestimate2016.com For Your Most Recent Home Value!

Hire the local expert, sell for more! Call Nazar Today
3 of your neighkbors have recently trusted Nazar to get thﬁv_i.rmh.cr.me sold. (951) 444-8020
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Like locking at model homes?
We do too, let's go together!
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3 Reasons Why You Shouldn't Look At Model Homes Without Us

A AT

D

We know where all of the model homes are and their pricing, We can show you the ones that
would be a perfect fitl

The nice sales people that work there, don't work for you, they work for the builder, They will
always do what's best for them. You need someone to represent your best interest through-
out the buying process.

9 Clients who buy a new home from the builder through us, take advantage of our Mew Buiider
Incentive Pregram. Call to learn maore.

Q@OO® Nazar Kalayji  WarovidemfeslEsate [ comiprovidentrealestateca [ Mazar@ProvidentRealEstate.com
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Residential Customer

YOU'RE READY TO START YOUR NEXT CHAPTER.

YOU'RE THINKING ABOUT SELLING YOUR HOME.

YOU KNOW THIS IS THE RIGHT TIME.

YOU WANT TOP DOLLAR. CALL NAZAR TODAY!
951-444-8020

YOU NEED SOMEONE WHO SPECIALIZES IN EASTVALE.

YOU KNOW WHO YOU SHOULD CALL.

This case study is the opinion of the featured real estate professional. The underlying claims have not been evaluated by Tom Ferry — Your Coach “TFYC". Any testimonials
are the opinion of the featured real estate professional and not of TFYC. This case study is not to be understood as an endorsement by TFYC. These results may or may not
be the average or typical results. Please be advised that results may vary. Tom Ferry and/or TFYC may have a financial interest in, or may be sponsored by, a company

mentioned. Reliance on this case study is at your own risk. TFYC and its owners, affiliates, officers, agents, and employees will not be liable for any damages, losses or
causes of action of any nature arising from any reliance upon this case study.
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Want More Free Resources?
Click Below!

Coaching Consultation

Live Events ®
Agent Tools ®
Training Videos ®

Tom’s Blog ®
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http://www.tomferry.com/blog/?utm_source=download&utm_medium=internal&utm_campaign=blog&utm_content=directmail-casestudy-download
https://www.instagram.com/coachtomferry/
https://twitter.com/tomferry
https://www.youtube.com/user/RealEstateTrainingTF
https://www.facebook.com/CoachTomFerry



