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FREE SPRING & SUMMER RESOURCES

MARKETING TO MELT 
YOUR COMPETITION
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This spring, begin planting the seeds of interest 

and engagement with your real estate clients to 

generate more listings and sales this summer. 

Using a multi-focused approach across various 

platforms, you will demonstrate your ability to 

meet clients where they are. 
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 SPRING
REAL ESTATE BUSINESS CHECKLIST
Update your real estate business for spring with this easy to follow checklist.

Create or update your lead generation systems.

 ý Update and schedule social media ad campaigns

 ý Select and order note cards for clients ready to buy or sell now

 ý Select and order thank you note cards for all referring parties (title agents, 

escrow agents, real estate agents, business network, past clients, etc.)

 ý Select and order gifts for your recently closed clients

 ý Create and schedule email drip campaigns

 ý Create and schedule your summer newsletters for print or email delivery

 ý Create and schedule delivery of market reports for select clients

 ý Select and order postcards for direct mail campaigns to specific farms

Create or update your lead management system.

 ý Create or update system for leads ready to buy or sell now

 ý Create or update system for leads ready to buy or sell in 3-6 months

 ý Create or update system for leads who are not ready to buy or sell

 ý Purge any leads that are inactive

 

Complete general business maintenance for the quarter.

 ý Review and update your business plan

 ý Review and update your marketing budget and plan

 ý Add all upcoming community networking events to the calendar

 ý Add all upcoming club or association networking events to the calendar 

 ý Conduct an inventory of all signage and replace outdated or damaged materials

SPRING REAL ESTATE BUSINESS CHECKLIST
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FREE SPRING SOCIAL MEDIA GRAPHICS
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FREE SOCIAL MEDIA GRAPHICS
We’ve created several series of social media posts based on the designs of our hottest 
postcards just for you. Click the link to a series below, right-click on the image you’re 
interested in to download and save it. Then share it on all of your social media platforms. 

PRO TIP: Save yourself some time and schedule your posts ahead of time.

Market Trends & Hot Market

Springtime Real Estate Farming

Springtime Bright Side

Easter Real Estate Prospecting

GO TO IMAGES >>

GO TO IMAGES >>

GO TO IMAGES >>

GO TO IMAGES >>

https://www.corefact.com/
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THREE-MONTH BRAND 
MARKETING PLAN

THE STEPS TO BECOMING 
THE DOMINANT AGENT 

IN YOUR FARM

Want to kick start your marketing? 
Use the following suggestions to create impactful brand impressions 

within your farm and sphere of influence.

https://www.corefact.com/print/catalog?utm_medium=downloadable_pdf&utm_source=funnel_marketing_calendar_plan&utm_campaign=agents_marketing_calendar_plan&utm_content=link_to_store
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THREE-MONTH BRAND MARKETING PLAN
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MONTH ONE

POST THIS:
Combine your postcards with these new Market 

Trends images on your social media to share the 

latest news on the real estate market.

EMAIL THIS:
Let your farm know that you are the expert in home 

values in the area.

MAIL THIS:
Home Estimate postcards are some of our best-selling postcards. They feature several strong calls to action, 

giving you insight into which homeowners you should follow up with. The unique key code feature allows you to 

track your leads’ actions. You’ll receive notifications whenever a homeowner logs in to view their free estimate so 

you can take action and follow up.

https://www.corefact.com/
mailto:cs%40corefact.com?subject=
https://www.corefact.com/academy/articles/freesocialmediaposts-markettrendsboldimages
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THREE-MONTH BRAND MARKETING PLAN

MONTH TWO

POST THIS:
The V-shaped recovery is happening. Prices are 

rising, supply is low, and demand is high. Use these 

social media images to let sellers know why now is 

the perfect time to sell their home and get the most 

out of their equity.

EMAIL THESE:
Hot Open House Leads

Let Corefact help you follow up with your open house 

leads. We have created a free email template just 

for you! All you need to do is customize, copy, and 

paste and then send it to your hot open house leads. 

Our goal is to help you remain at the forefront of your 

neighborhood’s minds for all their real estate needs. 

Now is the Time to Sell

We have created this free email content for you to 

send to your database to make a case for why now is 

the perfect time to sell.

MAIL THIS:
Prep your farm for spring with humor! Our Spring Home Estimate postcard reminds customers that spring is a 

wonderful time to put their home on the market.

https://www.corefact.com/
mailto:cs%40corefact.com?subject=
https://www.corefact.com/academy/articles/freesocialmediaposts-hotmarket
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https://www.corefact.com/academy/articles/freecontent-acaseforsellingnow
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https://www.corefact.com/print/catalog/466-seasonal/products?code=PCM
https://www.corefact.com/print/catalog/1544-landscape/products?utm_medium=downloadable_pdf&utm_source=funnel_marketing_calendar_plan&utm_campaign=agents_marketing_calendar_plan&utm_content=link_to_business_cards
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THREE-MONTH BRAND MARKETING PLAN

MONTH THREE

EMAIL THIS: 
We have created this free email content to send to 

your database, reinforcing your value as their real 

estate agent, and requesting feedback about their 

experience working with you.

POST THIS: 
The Hot Market postcards have been insanely 

popular, and now we’ve added new images for our 

NEW Market Trends Postcards you can share on your 

social media accounts.

CELEBRATE CLOSINGS WITH THIS: 
Closing props are the perfect way to show off 

your recently sold homes! Take pictures of happy 

customers in front of their new homes as free 

advertising for social media. Build your online 

presence and show how many satisfied homeowners 

you’ve worked with.

MAIL THIS: 
A neighborhood market report postcard is one of 

the best real estate direct mailing postcards to get 

potential seller’s attention. This card highlights the 

stats that count!

https://www.corefact.com/
mailto:cs%40corefact.com?subject=
https://www.corefact.com/academy/articles/freeemail-askingfortestimonials
https://www.corefact.com/academy/articles/freesocialmediaposts-markettrends-hotmarket
https://www.corefact.com/print/catalog/2034-closing-props/products
https://www.corefact.com/print/catalog/products/select/36118
https://www.corefact.com/print/catalog/products/select/36118
https://www.corefact.com/academy/articles/freesocialmediaposts-markettrends-hotmarket
https://www.corefact.com/academy/articles/freeemail-askingfortestimonials
https://www.corefact.com/print/catalog/2034-closing-props/products
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SET UP YOUR MARKETING FOR 2021 WITH THIS:

Consider setting up a 12-month automated program for 2021 so you have a consistent 

marketing impression all year long. This would ensure that you stay top-of-mind with your 

past clients and farm. Schedule a free consultation with a Corefact Elite specialist today 

to learn more about this personalized marketing program.

SCHEDULE A CALL

THREE-MONTH BRAND MARKETING PLAN

www.corefact.com  |  866.777.3986  |  cs@corefact.com

SET UP YOUR MARKETING FOR 2021 WITH THIS:
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FOLLOW UP:
Use one of these methods to follow up with any 

homeowner that checks their home estimate.

STAY UPDATED:
Keeping Current Matters blog is a great place 

to get the latest information on the market 

including charts and graphs you can cut and 

paste into social media or email messages. 

GOING THE EXTRA MILE:
Be generous with your thank you gifts through-

out the year to remind clients how important they 

are to you. One of the simplest ways we can share 

gratitude is through a handwritten note.

COMMUNICATE:
Tap into housing market data recovery data and 

other stats you can cite in your communication to 

your sphere or farm.

BONUS TIPS!

GOING THE EXTRA MILE:
Send out handwritten cards during life events: birthdays, anniversaries, etc. 

Prove you’re the agent who cares. 

THREE-MONTH BRAND MARKETING PLAN
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FIRST QUARTER EMAIL SERIES
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SECOND-QUARTER EMAIL SERIES
Let Corefact help you become the best agent in town. Now, following up with homeowners during 
quarter two has never been easier All you need to do is copy and paste, then send to your database. Our 
goal is to help you remain at the forefront of your neighborhood’s minds for any and all real estate needs.

Second Quarter Check-In 
Email Content

Use this email to check in with your farm and 
find out if homeowners are thinking about 
selling during the spring selling season.  

Email Subject Line: 
What’s Your Plan?

Hi [[HOMEOWNER]],

Spring brings rain and flowers—and possibly 
extra green in the final sales price of your 
home. Families like to move during the summer. 
During this time, there’s a break in the school 
calendar so they don’t have to pull their 
children from class, so they are well-settled 
before the new school year. Plus, it’s often 
easier to move in the warm spring and summer 
months than during holiday-packed winter.

If you’re thinking about selling your home, 
let’s compare your home to similar homes that 
have recently sold. I’d be happy to provide that 
information to you! Just call, text, or email me. 

Second Quarter Follow Up
Email Content

Our goal is to help you remain at the forefront of 
your neighborhood’s minds for any real estate 
needs.

Email Subject Line: 
One More Thing

Hi [[HOMEOWNER]],

Last week I emailed you about your [[YEAR]] 
plans, but I forgot to mention one thing. Our 
area’s home values have increased by [[average 
for your area]] over the last 12 months.

I am putting together an updated home value 
report for you that includes all the recently sold 
homes nearby with insight on how much equity 
you’ve gained.

Just a quick question: did you make any 
notable home improvements over the last year?

I am looking forward to hearing from you. 

[[Agent Signature]]

https://www.corefact.com/
mailto:cs%40corefact.com?subject=
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PROSPECTING LETTER TEMPLATES
Geographic farming is a great way to build a brand and create name awareness, so when people are 
thinking about selling, they think of you. Also, targeting specific groups of people based on life events 
and other circumstances is a smart move. 

Here are four targeted groups of sellers you should be connecting with right now. If you need a list of 
any of these groups, you can visit ReboGateway to purchase a formatted list for your Corefact account. 

Divorce/General Interest Letter Template

Hello [homeowner],

I am a [your location] Realtor. I am writing to you today to ask you a very important question:

Have you considered selling your home this year but are concerned about:

• No place to go?
• Getting your home ready for sale?
• Staging your home?
• Don’t want open houses?
 If YES, please give me a call.

It is the perfect time to catch what may be the highest possible sales price for your home. Interest 
rates are low, and so is inventory, which means you have more buying power, and your home is likely 
worth more.

My colleagues and I all are working with several buyers, and we have little to show them. 
Competition among buyers drives up home prices, and sellers are in the ‘command chair.’ Many are 
getting well over the asking price for their homes.

OPTIONAL: I have enclosed some informational sales material about the [your location] market. 
Home values keep increasing.

Now is the time! If you would like to talk about your options, or maybe you know someone in the 
area who is considering selling, please give me a call at one of the phone numbers above.

Thank you very much.

PROSPECTING LETTER TEMPLATES

https://www.corefact.com/
mailto:cs%40corefact.com?subject=
http://www.rebogateway.com/intro/products
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PROSPECTING LETTER TEMPLATES

Absentee Owner Letter Template

Dear [contact name],

Being an out-of-town property owner is no pic-
nic! Could we talk about your property located 
at [property address]?

When your property sits empty, I’m sure you 
worry about everything from whether the lawn 
is being mowed to whether the local kids are 
using it as a hang out while you’re dealing with 
expenses like taxes, insurance, repairs, and 
monthly payments.  When you have tenants, 
you have to deal with long-distance manage-
ment, maintenance, and rent collection.

Either way, an out-of-town property can be a 
headache. I can help!

Most folks I talk to don’t become out-of-town 
owners on purpose. Instead, something hap-
pened that forced them into the situation. 
Maybe one of these sounds like you:

• You tried to sell your property before you 
moved but didn’t get a good offer.

• You thought your home was sold before you 
moved, but the deal fell through.

• You got a good job offer and had to move 
before you really had time to get the prop-
erty sold.

• You inherited the property and then waited 
months for the court to permit you to sell.

• You had tenants in the property and thought 
you’d hold onto it for income, but it turned 
out to be more trouble than you thought.

Or, who knows? Maybe your story is unique. In 
any case, if your out-of-town property is causing 
you grief, pick up the phone and give me a call. 
Tell me a little about the property, and I’ll tell you 
right away what it’s worth. And the amazing thing 
is when I sell your home:

• You’ll never have to worry about making a 
single repair again.

• You’ll stop sinking money into a property you 
don’t want.

• You’ll get a fast and smooth closing.
• And best of all, you don’t even have to come 

back to [your city] to sign the papers! We will 
handle everything.

It’s simple. Pick up the phone and call now, and 
you could be rid of your out-of-town headache 
by this time next month.  Call today at [phone] or 
email me at [email].

I look forward to hearing from you!

https://www.corefact.com/
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For Sale by Owner Letter Template

Dear [contact name],

Hello there. My name is [name], and I helped a 
client find a property in [name of town]. I drove 
past your home at [address] and noticed that 
you’re selling it yourself.

Wow! That’s pretty impressive. As a 
professional Realtor, I know how much work 
that takes, and I admire your efforts and 
entrepreneurial spirit.

I want to help you out by giving you a free up-
to-date market analysis for your neighborhood. 
Having this extra information can help you get 
the best price and results possible.

If you’re starting to feel overwhelmed by the 
process (and no one could blame you for that!), 
feel free to give me a call or shoot me an email. 
This free market analysis is just the beginning 
of what I can offer if we work together.

As you consider your options, keep these facts 
in mind:

• You can benefit from my extensive network 
of potential buyers.

• Marketing your home to the right and the 
biggest audience is crucial.

• Scheduling viewings is a pain when you’re 
busy or at work. Also, potential buyers tend 
to feel more comfortable with agents.

• 90% of homes these days are staged 
before going on the market. It could be a 
disadvantage if you don’t. Plus, beautiful 
photos help potential buyers fall in love with 
the idea of living there.

• Homes listed on the MLS get more buyer ’s 
eyes on them.

Whether you might want to work with me or 
plan to continue selling on your own, give me 
a call at [number] or get in touch by email at 
[email] if you have any questions about the 
market analysis when you receive it.

Foreclosure Letter Template

Hello [contact],

My name is [name], and I’m a real estate agent 
with [company]. I’ve been helping homeowners 
escape from underwater mortgages for [time peri-
od] years, and I think I can help.

Several decisions have to be made when your 
financial well-being is challenged. Just know that 
this roadblock is temporary and that you have op-
tions for getting around it.

Whether we’re pursuing the foreclosure process or 
opting for a quick sale, I’ll be with you every step 
of the way. You have many options available and 
a lot to understand with each, so it’s important to 
have an expert guide you through the process.

If you’re interested in discussing your options and 
the next steps, please don’t hesitate to give me a call.

www.corefact.com  |  866.777.3986  |  cs@corefact.com

PROSPECTING LETTER TEMPLATES
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