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Database Organization

All the greatest marketing tools in the world are worthless unless you organize your contacts to receive the valuable tools we provide in the Kit. You cannot keep in touch organized through sticky notes anymore.  You must market consistently to your sphere of influence. If you build your database around these groups your list will be more complete and your marketing more efficient. 

Present and Previous Customers. Your present and previous customers should be the most lucrative source of continuing business. Make sure they are segregated within your database and highlighted within your marketing efforts—

using the tools provided within this Kit. 

Present and Previous Prospects. All too often we ignore those we did not sell previously. Previous prospects can become valuable referral sources and just because they did buy from us today does not mean they will not tomorrow. 

Personal Contacts. Your database should be a derivative of your sphere of influence. Your strongest referrals will come from those you with which you have the strongest relationships. There are no stronger relationships than your friends, relatives and neighbors.

Associations. Synergy dictates that some targets are more effective than others. If you market to builders, then you should be marketing to the local builder association. You should include the personal associations with which you are associated—churches, schools, etc. 

Present and Previous Coworkers.  Remember those who used to be loan officers and worked in real estate? To whom do they refer their previous customers? How about your receptionist? Make sure all bases are covered. 

Vendors. Make sure vendors are providing value to you. This includes vendors who call upon you and vendors who call upon your targets. The latter are excellent targets to become your synergy marketing partners.

Professionals. Doctors, lawyers, accountants, etc. are not only great targets, they also know many other doctors, lawyers and accountants. Their purchase prices are higher and their networking capacity is greater than the average public. 

Synergy Marketing Partners. Those who call upon your targets selling a non-competing product can be your most lucrative source of referrals. If you are marketing by yourself you are wasting synergy. 
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