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GEOGRAPHIG FARMING:

PLANTING THE SEEDS Ur
CLIENT RELATIONSHIPS




Farming is marketing
outreach based on a smali
geographic area or niche.
It results in increased
brand awareness and
long-term growth.





Geographic Demographic/Niche
Focused solely on a Targeted by
defined geographic interests or other

area (i.e., zip code). characteristics.






* How much competition is
in the area?

* How many households are
in your farm?

« What is the turnover rate?



In order for a farming strategy to
be effective, it needs to include;

* Consistent contact
» Relevant messaging/impact
* Visible branding

Farming techniques must also be affordable.
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» People are likely to work with the first
agent they think of.

* Focus on offering value to your
ideal clients.

 With each exposure to your brand,
people are more likely to remember you.

* |ncreases brand awareness.






By sending 12 direct mail pieces
to your farm over 12 months, you
should receive 1 transaction for
every 50 recipients.*

*The Millionaire Real Estate Agent



Response Rates

Direct mail gets a response
rate 5 to 9 times higher
than email, social media, or
paid search.

ANA/DMA Response Rate Report 2018

Consumer Trust

76% of consumers trust
direct mail when making a
purchasing decision. They
also trust direct mail more
than digital channels.

*MarketingSherpa, 2017

Neurological Impact

Direct mail is 21% easier
for the brain to process
than digital media, and
garners higher recall.

It is 20% more persuasive
than digital media.

“A Bias for Action,” CanadaPost, 2015



January: Winter selling tips

February: Best home improvements
March: Home analysis

April: Home search starter kit

May: To sell or not to sell

June: Summer selling tips

July: Your ideal home style

August: Back to school selling
September: Boost your home worth
October: Choosing location
November: Questions to ask Realtor®

December: Energy saving tips

These are just some suggestions—
the possibilities are endless!



» Farming is a long-term approach to
brand awareness/growth.

* Choose the best farm for you.

» Use effective strategies:
» Consistent connection, relevant
messaging, and visible branding.

« Convert more clients with a consistent
12-month plan.



Customizable, content-rich postcards.
Cost-effective (cheaper than online competitors).

Purchase a list (multi-use), or
upload your own.

Printed on high-quality gloss paper.
Printed and shipped for you.



* Purchase a list through
ReminderMedia, or
upload your own.*

 Send to individuals or
local businesses.

 Target by zip code.
» Specify demographics

(e.g., Income, Homeowner or Renter).

*Minimum 250 recipients per mailing.



Your neighbors are moving.

| \
» Come to an open house 1o find out!

\
STAGEY SHANNER

REALTOR® | |

»

8733 STONE MILL CT | LEWISTOWN, OH

Modern Luxury meets Breathtaking Views. Here is your opportunity to own a unique, custom home renovated to today’s
 standards of living. Nestled in a private block, you will be astounded by the size and charm of this home. The country
Kitchen with a brick floor boasts quality cabinetry and high end new appliances, lots of counter space, knotty alder cabinets
18" tle which carries throughout the entire home, and gas range. Enjoy the enormous dining room, especially fora
quintessential holiday feast. Offered at $1,050,000

organize your chores 39 y== {‘ "
minimize stress and enjoy wha
each season brings.
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WINTER
sink, toilet, and
-mh.mdmll
tile grout.
1 Wipe down baseboards and

B Flush your hotweter bestet doors, and touch up peeling

Imdmmln.p-md
and cleaned.

W Repair cracks around

paint where necessary.

B Change air filters in
HVAC system.

external doors and windows.

Imd-hrkhmvm

I Service HVAC systems.

G? LET'S TALK TODAY!

QUESTIONS ABOUT HOME BUYING OR SELLIN

Stacey Shanner
REALTOR® | (610) 878-50
www.remindermedia.com

jice@ edia.com
00 | customerservice@ remindermedi

New Listings, Just Sold,
Open House.

Seasonal home
improvement checklist.

Contact information and
specific CTAs.

Direct people to your
landing page or to call you.



e hos 4 be
an open foyer, den.formal
Foom with a replace Offered

HONT FOR A HO LOOK AT NEIGHBORHOODS AN OFFER

STACEY SHANNER
REALTOR:

Cell(610) 878-5000
office:(610) 878-5000
customersenice@remindermedia com
wwvw remindermedia com

MY LISTINGS

FEATURED LISTINGS WHY YOUNEED A

NEGOTIATION SKILLS

If you don't fancy yourselt on
expert negoliatos, fhat's where
a real esfate agent comes in
REALTORS” have mastered fhe
art of negofiatng and
ensue your home sels for @
foi price.

5487 Rambler Road 89 Fischer Avenue 58 Level Street
yn i nr PA ne PA

REAL ESTATE AGENT

PAPERWORK GUIDANCE

Insfeat of spending houss on
the femet fo find out what
scrow means. your ogent can

TRUSTED ADVOCATE

Agents are required fo have
Your best inferest In_mind,
which can be a breath of fresh

forms and con handie the ofien
aificut process of navigating

aiways bensficial fo have on
expert opinion and markefing
reriise

av

NEIGHBORHOOD AUTHORITY

Choose on agent with extensive
knowledge of theneighborhood
you'a inferested in. The agent
il know the price of homes in
he oreo, plus extra information
You might nof be abe fo fnd in

STACEY SHANNER
REALTOR?

IFYOUH
Assuming you've saved eno wn payment of at
least 1 d ntin your ability to

STUCK IN THE
RENTING RUT?

It's normal to be afraid to take.
the plunge into home buying
territory, but with the help
of a great agent and a little
research, you can determine if
the time is right for you.
LEWISTOWN,

custom home renovated fo today

his beautiful home.

STACEY SHANNER will e asfounded by the
REALTOR®

www.remindermedia.com

5 2,512

Featured Liting .

3293 Ferry Way This home has professionaly landscaped ar
Lansdale, TX for group entertaining. The owners ha

unds and 3 wrap
e pride in main:

ound porch, which alows
ing this beautful home.

REALTOR

Col:(610) 8785000 - Office: (510) 878-5000
customerservicearemin

wwwreminder

8733 STONE MILL CT
OH

5 BEDS | 3.5 BATHS | 1,450 SQ FT
Modern Lusury meets Breathtaking Views.

INTERESTED IN BECOMING A HOMEOWNER? GIVE ME A CALL! e e i e

Offered ot $1,050,000

wwwiemindermedia.com

stom hom

of lving.

SOLD LISTINGS

9836 N. BLUE PRAIRIE
LEWISTOWN, OH
3 BEDS | 2.5 BATHS | 2,223 SQ FT

Modern Lusury meets Breathtaking Views.
fore is your opportunity fo own a unigus,
novated fo foday's standards

led in @ privete block, you

will bs astounded by the size and charm of

his beautiful home.

Offered at $549,000

Dok niis's
MOVING!
Doawalkthrough of your

neighbor's home.
It could soon be yours.

LOOKING FOR A REAL ESTATE AGENT? GIVE ME A CALL!

STACEY SHANNER
LL: @10)
www.remindermedia.com

KING of PRUSSIA OFFICE
1100 FIRST AVE. STE. 200
KING OF PRUSSIA, PA 19406

3 INEXPENSIVE oy st o o e e e v o o ot o e

An aver 0 25%of 2 home's annual heatir are elated to heating the home's
w I take itte time, and you will hardly notice a difference. When

save up to $400a

SEAL ANY CRACKS AROUND DOOR AND WINDOW FRAMES WITH CAULK | COST: S5
ke

Eliminating cracks il take only a few hours and could pay you dividend:

% f 2 home's eneray loss happens at an entryway. If you'e looking

1543 GREEN STREET, HOPEWELL, N

5 Bedrooms + 4 Bathrooms + 2,547 5. Ft.

53 PRINCETON AVENUE, HOPEWELL, N

3 Bedrooms + 2 Bathrooms + 1,854.5q. Ft.

INSULATE YOUR HOT WATER HEATER WITH A BLANKET | C:
Especialy

ou have an older ystem, this smal actcould save up to 25% to 45% on

Here s your

Look for water heater blankets made specificallyfor your

2 unique,

©

.

Offered at 51,081,000 +

this home.

you
this home.

STACEY SHANNER

Cell:(510)878-5000 | Office: (610) 878-5000
Emall: customerservice@remindermeda.com

remindermedia.com

* Dozens of
compelling designs.

» Easily customize with your
photo and branding.

* Choose a new design to
send each month.



January: Winter selling tips

February: Projects for increasing
home value

March: Find out what your home
IS worth

April: Why you should sell

May: Energy saving tips for the home

June: Pros and cons of renting

July: Summer selling tips

August: ABCs of Real Estate
September: Fall home maintenance
October: Thanksgiving recipes
November: DIY projects

December: Thank you for a great year

These are just some suggestions—
the possibilities are endless!






200

Postcards

200

Clients Targeted

$200,000

Avg. Sale Price

330,000

12

Months

80,240

o5

i

Clients

\=2i

%

s Commission

80,240
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*$1.08 per postcard sent, based on rate for minimum 250 postcards.

**Per The Millionaire Real Estate Agent. Convert 1/50 customers targeted,

for a rate of 2%



Gkl 20% OFF

YOUR FIRST POSTGARD ORDER

by using code FARMING4U until 7/7
at print.remindermedia.com




 When it comes to referrals, the first 12
months after a transaction are critical.

* In the 12 months after closing:

* Your 5 farming transactions
will each know 3-5 people
who need your services
(15-25 potential clients).

» 70% of people forget their
agent’'s name.

» Top-of-mind awareness is crucial.



GET 20% OFF

YOUR HIRST MAGAZINE MAILING




(UESTIONS?

Luke Acree
@lukeacree | @lukeacreeRM



Recorded session, slides, and resources will be emailed to you.

@ReminderMedia | ReminderMedia | @ @ReminderMedia | {fJ ReminderMedia



