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A lasting impression sets your brand apart from the rest,

positioning yourself as an industry leader and an active member

of your community. This status requires consistent and effective
communication. However, remaining in your clients” minds and
reaching out fo new prospects or your centers of influence

consistently can be time-consuming.

To help you foster these relationships and build advocates for your
business, American Lifestyle provides these seven key benefits:

e Markets your business and your brand when it is more
important than ever.

* Ensures consistent delivery of your brand using a 100%
turn-key marketing plan—taking almost no time out of
your schedule.

* Evokes a positive emotional response among recipients
and all secondary audiences.

¢ Allows you to establish and strengthen extensive social
and business relationships.

* Enables you to maintain an active presence within
the community by sharing your local insight.

Makes your contacts feel individually important by using
a high-end, personalized marketing approach.

Says thank you more often to loyal clients.

“I find American Lifestyle magazine ro
be my most successful marketing tool
next to the MLS. With every issue sent

out, I have received either a new listing

or a new referral from someone who

receives the magazine. I also send it to
some target homes where I'd love to get

Sfuture business.”

—Nancy Haack, RE/MAX Affiliates
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SUMMARY TABLE OF CONTENTS
Key Benefits 4
American Lifestyle magazine celebrates the flavor
and flair of life in the United States. This 48-page The Front Cover 6
publication features seven new articles every issue,
The Front Inside Cover Letter 7
covering a broad scope of topics valuable to any
audience. Each issue is branded with your photo, The Back Cover 9
logo, and contact information. In addition, each issue is addressed
) ) ) The Back Inside Cover 10
personally to your top contacts. American Lifestyle will enhance your key
relationships and increase your likelihood of receiving referrals. The Tear Out Cards 1
We hope this guide, coupled with an actual magazine, will lead
Why it Works 13

to a better understanding of this well-established and impressive

marketing tool.



What makes this marketing

approach unigue”

KEY REAL ESTATE PROFESSIONAL ADVANTAGES

PERSONALIZED COVER
e Brands each issue with your name.

CUSTOMIZABLE WELCOME LETTER

* |deal for target marketing, saying thank you, and encouraging referrals.

CUSTOMIZABLE COLLATERAL
* Turns each issue into an appropriately targeted tool that allows you
to clearly communicate the benefits of your service, local market
insight, and valuable information in a well-received context.

CONTENT OF THE MAGAZINE

* Non-real estate related (other than the above branding opportunities).

* Broad array of lifestyle articles and recipes.

The above offers a unique and innovative marketing approach that is personalized
at the client level, yet turn-key.

Please reference the following pages to learn more about the above benefits

and fo view the beautiful images pulled from the fopics found in the magazine.
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My clients rave to me
about this publication!

[ receive at least 3 calls after every
issue I send and at least one referral
with every other issue. Just closed

a $1,000,000 sale from a referral

[from the latest edition.”

—Daniel Kennedy;
Coldwell Banker Bain ¢ Associates
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Persondalized,

stand-outr marketing

THE FRONT COVER

Standard marketing pieces sent to our clients rarely cause much of an impact
because they are, well, just that—standard. They serve their purpose, but

among the clutter, are forgotten as quickly as they are received.
So what makes this marketing approach stand out from the rest?

Beyond the quality and elegance of this unique magazine, customizing
the cover puts your name at the forefront. This adds a personal touch that
resonates and connects with each individual recipient, ultimately elevating

their perception of your brand.

THE COVER

*  Your magazines come addressed “Compliments of you” or
“Compliments of your team.”

*  American Lifestyle always appears to come straight from your
desk to their coffee table, making the individual recipients feel
valued as your clients.
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Compliments of Stacey Shanner

AMERICAN LIFESTYLE

'I'HE NLWNE CELEBRATING LIFE IN AMEIHCA NCJ\-'EMBER.‘"DECEM&ER

Compliments of Dan Shanner

AMERICAN LIFESTYLE

Looking Down - pg. 44




Making It personal with

a Targeted approach,

THE FRONT INSIDE COVER LETTER

The ability to tailor your message based on spcciﬁc client or prospect needs adds increased personalization to every issue, targeting all of your key relationships.

Solidifying these relationships enhances your clients and prospects’ positive perception of your brand. Opening their magazine to find a personal letter with market

updates, financial news, or an individual note reminds them of your distinct ability to meet their specific needs.

American Lifestyle
r11:l!.',ii/|1ll.'

Customizable letters allow
Talcieiain fmedois Dimtamipie! you to tailor portions to

1 wanted va rake the opportuniry w conncet amid share this verrifie gt a5 a thank you for your continued sippos throgh business and reach specific target markets:

referrals. American Lifesyle is a celebrarion of the flavor and Auir of life in the Unired Stares. and rskes the resder on a joarney of the
nation's sights, sounds, smells, and rastes. This 48-page publication feaures aricles on interior design, travel, technology, rescaurans,

and culture. Entertaining writing coupled with gorgeous photography makes this magarine a must read, . Clients

1 hope you will enjoy reecivi

is ansgasine periodically and that you will allow e w0 continue e provide great service 1o you in the . Prospects
fumure. Mexse feel free o share this isue with friends and ul|h“|-|. I would bove 1o bear whar they think of the magazing toa,

. Centers of influence
“Thislk s g o by Reing e il

Dieie Scwwer

[Man Shanner

Toll Free: (860) 4584226
e (610) 578-5000

Faxz (610 H78-2000

E-mails infofremindermedia com
wwwremindermedia.com

@ The
Shanners

B DAN SHANNER

s
1160 Fera Avmue

Soszee 200

King of Prussia, PA 19406
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Each letter begins with your desired

salutation (Dear Jim/Dear Dr. and Mrs.).

Your first issue will be a standard welcome
letter that will introduce recipients to

the magazine.

The letter is updated every issue by American
Lifestyle editors to reflect the content of the
current articles. You can then choose to edit
portions or customize the entire letter to

reach specific target markets.

The individual letters always say thank

you with a personal touch.
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Leveraging collar
fO orand your bu

THE BACK COVER

The perfect time to make your statement is when you already have their attention.

American Lifestyle
Your Mome

1100 Frad Ave

S0 200

Ging of Prusia, PA 19406 seeessssse AUTO"5-DIGIT 19406

Their Name
1100 FIRST AVE 5T 200
KING OF PRUSSIA, PA 157406

L e
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AN SHANNER,

DAN SHANNER,
CSC. EPRO®
BROKER ASSOCIATE

B64.458.4224

info@remindemedio.com

‘eral pleces
siNness

COMMUNICATE INFORMATION.

Keep everyone in the loop. Inform your
clients about local events that may interest
them, or about a change of address they’ll
need to be aware of. Share a pre-moving
checklist, or tips about setting the stage for
a sale. Make them aware of all news that

adds value to your service.

SAY THANKS. RECEIVE REFERRALS.

Show that you appreciate their business.
A simple thank you goes a long way. Use
the space to remind them of their value to
your business. Place an ad that says thank
you and communicates the value of their

referrals to your business.



ACd value through the
collateral pieces

THE BACK INSIDE COVER

Present valuable information to your target when they are already engaged.

FEATURE LISTINGS AND SALES IN A
WELL-RECEIVED CONTEXT.

Soft selling your message by tying it to
a gift ensures it is well-received. Buyers,

sellers, and investors are all more likely to

work with an agent/broker that they feel

TOP 10 REASONS they can trust. Promoting listings and sales
YOU NEED A REALTOR

in an appreciated context inspires a positive

and trusting response.

0 EDUCATE RECIPIENTS ABOUT
INDUSTRY TOPICS AND TRENDS.

Informed clients tend to be satisfied ones.

DAN SHANNER, Position yourself as an industry leader by

C1C. B PO
BROEEN ATLOCIA

communicating valuable information to

B8 458708

clients and the community. Maybe you're

using a new marketing tool, or have valuable

Z Q...

i o acn 11308

SUTIAG, SHLING, OB NVEATING—5A0 Y008 SALTGH® insight on short sales—make everyone aware

www.remindermedio.com with consistant and effective communication.

Contsct Stacey boday 1o learn more about this fine property

FEATURES

Stacey Shanner i iw

' The Cell: 8664
Shanners it i

ndermedia.com
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Redch more clients,
more offen, more effectively

THE TEAR OUT CARDS

Increase your exposure—a brand with greater visibility will benefit from greater opportunity.

AMERICAN LI

| Sty s
Fax 610478 2008
Toll Fove: 1860438420

o GIVING MORE THAN THEY EXPECT.

That’s how you turn content clients

mbet! bl e
c into loyal ones. Tear Out Cards are a
Shanners perfect example of how a little something
] extra can be very rewarding. Presenting

King o Prossia. PA 19406

recipients with content worth tearing out

opens the door to more opportunities

beyond an appreciated extra. Your contact

information will be passed along with the

card, increasing your exposure.

o A RECIPE CARD FROM A REALTOR®?
Amongst the complex real estate details,
sharing a recipe to enjoy bridges the gap.

Including something everyone can relate

to reminds them that you're a real person

working on their behalf, not just a name

behind a company, and helps them to feel
AMERICAN LI

Stanry St
Fa 6104752000

individually important.

Tl Hove 186 ASRAIE
bt e o

A The
Shanners

1100 Firm Avemss
| e 300
King of Prossia. PA. 19406
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Ihe overall payoff for
redl estate professionals.

FOUR GREAT REASONS: WHY IT WORKS

CONTACT

ReminderMedia

866-458-4226

Email:

info@remindermedia.com

TO REQUEST A
SAMPLE, GO TO:

www.remindermedia.com

AMERICAN LIFESTYLE

01.

02.

03.

04.

Personalization yields high levels of customer loyalty.
Ultimately, people value a service that makes them feel understood and

individually important. Understand the mind set of your audience.

Sustainability first. Retain your most profitable relationships while gaining
new prospects, maintaining an active presence in the community, and touching
base with your centers of influence. Bi-monthly communication, with
one effort that reaches them all.

Communicates your message through an appreciated context.
This ensures that your targeted content and brand perception are not just
visible to your audience, but well-received. Send your message when

you already have their attention.

Says thank you. Your magazine stands out from standard marketing pieces,

showing your most profitable relationships that you appreciate their business.

o CALL TODAY TO SPEAK WITH ONE OF OUR MARKETING ADVISORS ABOUT HOW TO LEVERAGE THIS UNIQUE OPPORTUNITY TO YOUR ADVANTAGE.
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