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Section Three

Letters/Emails

Note:  Though the actual documents are in letter format, the text can be easily cut and pasted into emails as well.  Some may need slight wording changes to convert into email.

Introduction

Mail merge

Refinances

Refinance—Direct Consumer
3.1

Refinance—Previous Customer
3.2

Refinance—Referral Previous Customer
3.3

Refinance—Lower Rates
3.4

Refinance—B-D Credit
3.5

Refinance—Cash Out
3.6

Refinance—FHA/VA Streamline
3.7

Refinance—Adjustable to Fixed
3.8

Refinance—Fixed to Adjustable
3.9

Refinance—Eliminate Mortgage Insurance
3.10

Refinance—Ending Balloon
3.11

Refinance—Real Estate Agent
3.12

Refinance—Financial Planner
3.13

Refinance—Second Mortgage
3.14

Refinance—No Equity, No Problem
3.15

Refinance—20-Year Mortgage
3.16

First Time Buyer—Direct Consumer

First Time Buyer—Rent Increase
3.17

First Time Buyer—Tax Benefits
3.18

First Time Buyer—Inflation Protection
3.19

First Time Buyer—FHA Purchase
3.20

First Time Buyer—Local Bond Issues
3.21

First Time Buyer—Fannie-Freddie Low-to-Mod
3.22

First Time Buyer—No Down Payment
3.23

First Time Buyer—Pre-Approval Program 
3.24

First Time Buyer—B-D Credit
3.25

First Time Buyer Automated Follow-up
3.26

First Time Buyer Open House Follow-up
3.27

Move Up Buyer

Move Up Buyer—Jumbo Program
3.28

Move Up Buyer—Pre-Approval Program
3.29

Move Up Buyer—Home Sale Support
3.30

Move Up Buyer—Leverage Equity
3.31

Move Up Buyer—Lower Rates
3.32

Move Up Buyer—Adjustables
3.33

Move Up Buyer—Temporary Buydown
3.34

Move Up Buyer—Pre-Purchase Locks
3.35

Move Up Buyer—Rate Cap
3.36

Move Up Buyer—FSBO Support
3.37

Move Up Buyer—Investment Property
3.38

Realtors(
Realtor General Support
3.39

Realtor Sales Manager
3.40

Realtor Open House Flyers
3.41

Realtor Open House Support
3.42

Realtor Advertise Your Listings
3.43

Realtor Meeting Follow-Up
3.44

Realtor Special Programs
3.45

Realtor Sales Meeting Topics
3.46

Realtor First-Time Homebuyer Seminar
3.47

Realtor Seminar Solicitation
3.48

Realtor Someone Else’s Money Seminar
3.49

Realtor Networking Group
3.50

Realtor Pre-Approve Buyers
3.51

Realtor Pre-Approve Sellers
3.52

Realtor Warranty For Listings
3.53

Realtor Automated Pre-Qualification
3.54

Realtor Refer Leads
3.55

Realtor FSBO Support
3.56

Realtor Internet Support
3.57

Builders

Builder General
3.58

Builder/Realtor Controlled Business Arrangement
3.59

Builder New Home Lender-Consumer
3.60

Builder Construction Loans
3.61

Builder Project Approvals
3.62

Builder On-Site Pre-Approval
3.63

Builder Advertise Site With Realtors
3.64

Builder Long-Term Locks
3.65

Builder Prospect Follow-up Services
3.66

Builder Follow-Up Site Visit
3.67

Builder Refer Leads
3.68

Partners

Partners—Financial Planners
3.69

Partners—CPAs
3.70

Partners—Insurance Agents
3.71

Partners—Settlement Agent
3.72

Partners—Human Resource Professionals
3.73

Partners—Loan Officers
3.74

Partners—General Business
3.75

Applicants

Applicant—Purchase Application Prep
3.76

Applicant—Refinance Application Prep
3.77

Applicant—Items Needed After App-Purchase
3.78

Applicant—Items Needed After App-Refinance
3.79

Applicant—Referral After Application
3.80

Applicant—To Referring Party After Application
3.81

Applicant—Approval Notification
3.82

Applicant—Pre-Approval Notification
3.83

Applicant—Approval Notification—With Conditions
3.84

Applicant—Approval Notification To Referring Party
3.85

Applicant—Not Locked—Refinance 
3.86

Applicant—Refinance Settlement Preparation
3.87

Applicant—Referral After Closing—Purchase
3.88

Applicant—Referral After Closing—Refinance
3.89

Applicant—Post Closing Survey
3.90

Previous Customer Series

Previous Customer—Keeping in Touch
3.91

Previous Customer—Synergy Partner
3.92

Previous Customer—Purchase Anniversary
3.93

Previous Customer—B/C Refinance Anniversary
3.94

Previous Customer—Tax Notification
3.95

Website Notification

Website Notification—Previous Customer
3.96

Website—Prospect Follow-up
3.97

Website—Sweepstakes Notification
3.98

10-Week Builder Campaign

Builder-1 Introduction
3.99

Builder-2 Synergy Rule #1
3.100

Builder-3 Synergy Rule #2
3.101

Builder-4 Synergy Rule #3
3.102

Builder-5 Synergy Rule #4
3.103

Builder-6 Synergy Rule #5
3.104

Builder-7 Synergy Rule #6
3.105

Builder-8 Synergy Rule #7
3.106

Builder-9 Referring Leads
3.107

Builder-10 Programs
3.108

10-Week Alternative Resource Campaign

Alternative Resource-1 Introduction
3.109

Alternative Resource-2 Synergy Rule #1
3.110

Alternative Resource-3 Synergy Rule #2
3.111

Alternative Resource-4 Synergy Rule #3
3.112

Alternative Resource-5 Synergy Rule #4
3.113

Alternative Resource-6 Synergy Rule #5
3.114

Alternative Resource-7 Synergy Rule #6
3.115

Alternative Resource-8 Synergy Rule #7
3.116

Alternative Resource-9 Referring Leads
3.117

Alternative Resource-10 Programs
3.118

10-Week Purchase Referral Campaign

Purchase Referral-1 Amortization Offer
3.119

Purchase Referral-2 Newsletter
3.120

Purchase Referral-3 Retirement Vehicle
3.121

Purchase Referral-4 Tax Assessment
3.122

Purchase Referral-5 Home Improvements
3.123

Purchase Referral-6 Home Improvement Value
3.124

Purchase Referral-7 Tax Advantages
3.125

Purchase Referral-8 Vacation Home
3.126

Purchase Referral-9 Debt Management
3.127

Purchase Referral-10 Credit Score
3.128

10-Week Refinance Referral Campaign

Refinance Referral-1 Amortization Offer
3.129

Refinance Referral-2 Newsletter
3.130

Refinance Referral-3 Retirement Vehicle
3.131

Refinance Referral-4 Tax Assessment
3.132

Refinance Referral-5 Home Improvements
3.133

Refinance Referral-6 Home Improvement Value
3.134

Refinance Referral-7 Tax Advantages
3.135

Refinance Referral-8 Vacation Home
3.136

Refinance Referral-9 Debt Management
3.137

Refinance Referral-10 Credit Score
3.138

10-Week New Realtor Campaign #1 Top Traits

New Realtor-1 Top Traits
3.139

New Realtor-2 Attitude
3.140

New Realtor-3 Asking
3.141

New Realtor-4 Change
3.142

New Realtor-5 Communication
3.143

New Realtor-6 Goal Orientation
3.144

New Realtor-7 Hard Work
3.145

New Realtor-8 Honesty
3.146

New Realtor-9 Knowledge
3.147

New Realtor-10 Value
3.148

10-Week New Realtor Campaign #2 Networking

New Realtor-1 Networking
3.149

New Realtor-2 Personal Contacts
3.150

New Realtor-3 Associations
3.151

New Realtor-4 Previous Customers
3.152

New Realtor-5 Previous Prospects
3.153

New Realtor-6 Coworkers
3.154

New Realtor-7 Professionals
3.155

New Realtor-8 Vendors
3.156

New Realtor-9 Database
3.157

New Realtor-10 New Asset
3.158

10-Week Listing Agent Approach Campaign #1 Open House

Listing Agent Approach-1 Introduction
3.159

Listing Agent Approach-2 Frame of Mind
3.160

Listing Agent Approach-3 Goals
3.161

Listing Agent Approach-4 Safety
3.162

Listing Agent Approach-5 Plan
3.163

Listing Agent Approach-6 Preparation
3.164

Listing Agent Approach-7 Advertise
3.165

Listing Agent Approach-8 Value
3.166

Listing Agent Approach-9 Ask
3.167

Listing Agent Approach-10 Follow-up
3.168

10-Week Listing Agent Approach Campaign #2 Obtain Listings

Listing Agent Approach-1 More Listings
3.169

Listing Agent Approach-2 Sphere
3.170

Listing Agent Approach-3 Warranty
3.171

Listing Agent Approach-4 Education
3.172

Listing Agent Approach-5 FSBO Approach
3.173

Listing Agent Approach-6 FSBO Package
3.174

Listing Agent Approach-7 FSBO Vendors
3.175

Listing Agent Approach-8 Pre-approval
3.176

Listing Agent Approach-9 Association Leadership
3.177

Listing Agent Approach-10 Survey
3.178

10-Week Top Producer Campaign #1 Synergy

Top Producer-1 Introduction
3.179

Top Producer-2 Synergy Rule #1
3.180

Top Producer-3 Synergy Rule #2
3.181

Top Producer-4 Synergy Rule #3
3.182

Top Producer-5 Synergy Rule #4
3.183

Top Producer-6 Synergy Rule #5
3.184

Top Producer-7 Synergy Rule #6
3.185

Top Producer-8 Synergy Rule #7
3.186

Top Producer-9 Referring Leads
3.187

Top Producer-10 Programs
3.188

10-Week Top Producer Campaign #2 Time Management

Top Producer-1 Time Management
3.189

Top Producer-2 Priorities
3.190

Top Producer-3 Goals
3.191

Top Producer-4 Have a Plan
3.192

Top Producer-5 Interrupt
3.193

Top Producer-6 One Task
3.194

Top Producer-7 Organize
3.195

Top Producer-8 Assistant
3.196

Top Producer-9 Tomorrow
3.197

Top Producer-10 Schedule It
3.198

10-Week Broker Approach #1 Sales Meetings

Broker Approach-1 Sales Meetings
3.199

Broker Approach-2 Participation
3.200

Broker Approach-3 Leaders
3.201

Broker Approach-4 Focus on Sales
3.202

Broker Approach-5 Product Knowledge
3.203

Broker Approach-6 Speakers
3.204

Broker Approach-7 Benchmarking
3.205

Broker Approach-8 Quiz
3.206

Broker Approach-9 Event
3.207

Broker Approach -10 Positive
3.208

10-Week Broker Approach #2 Recruiting

Broker Approach-1 Recruiting
3.209

Broker Approach-2 Recruiting Synergy #1
3.210

Broker Approach-3 Recruiting Synergy #2
3.211

Broker Approach-4 Recruiting Synergy #3
3.212

Broker Approach-5 Recruiting Synergy #4
3.213

Broker Approach-6 Recruiting Synergy #5
3.214

Broker Approach-7 Recruiting Synergy #6
3.215

Broker Approach-8 Recruiting Synergy #7
3.216

Broker Approach-9 Present Agents
3.217

Broker Approach -10 Programs
3.218

10-Week General Realtor Approach #1 Marketing

General Realtor-1 Marketing
3.219

General Realtor-2 Reluctance
3.220

General Realtor-3 Infinity
3.221

General Realtor-4 Goals
3.222

General Realtor-5 Believe
3.223

General Realtor-6 Sales Skills
3.224

General Realtor-7 Quality
3.225

General Realtor-8 Ask
3.226

General Realtor-9 Evaluation
3.227

General Realtor-10 Deliver
3.228

10-Week General Realtor Approach #2 Telephone Sales

General Realtor-1 Telephone Sales
3.229

General Realtor-2 Rise Up
3.230

General Realtor-3 Listen
3.231

General Realtor-4 Questions
3.232

General Realtor-5 Ask Permission
3.233

General Realtor-6 Benefits
3.234

General Realtor-7 Ask
3.235

General Realtor-8 Objections
3.236

General Realtor-9 Practice
3.237

General Realtor-10 Thank You
3.238

10-Week General Realtor Approach #3 Public Speaking

General Realtor-1 Public Speaking
3.239

General Realtor-2 Importance
3.240

General Realtor-3 The Fear
3.241

General Realtor-4 The Subject
3.242

General Realtor-5 Value
3.243

General Realtor-6 Humor
3.244

General Realtor-7 Goals
3.245

General Realtor-8 Practice
3.246

General Realtor-9 Preparation
3.247

General Realtor-10 Passion
3.248
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Section Three‑Letters/Emails
Introduction

Note: The printed letters/emails are not contained in this section because there are almost 250 letters. The actual documents are contained on the CD. 

This section consists of a complete compilation of letters/emails for almost every marketing situation within the mortgage industry. It is subdivided into several sections: Refinances, First Time Buyers, Move Up Buyers, Realtors(, Builders, Partners, Applicants, and Previous Customers.  While it is very comprehensive (as 95 letters would seem to be), it certainly does not cover every possible letter/email. For example, within the Partner Letters you could easily have letters approaching bankruptcy attorneys or credit counselors. In other words, we could easily have had 200 letters in this section. However, the content of the letters/emails here should help you build any letter that is necessary within the industry.

While you have the content of the letters/emails on disk in a Word for Windows format for easy cutting and pasting into your contact management system, or emailing, keep in mind that you will have to accomplish some editing to customize them to your situation. This editing will consist of more than just changing the names and dates. We give you many choices of services and programs to advertise—you must pick among these and/or add choices of your own. Where there is a quote from a satisfied customer, you will need to add your own quote or remove that portion of the letter/email. 

These documents are not just examples of marketing letters/emails. They use the rules of synergy marketing again and again to be more effective—

· The letters/emails advertise more than just rates or programs. See how many times the word “partnership” is utilized? You want your solicitation to be unique and contain an offer of value. 

· The letters/emails utilize response mechanisms—offers you make to prompt someone to call. This is the purpose of a letter—to entice someone to call. Because this is the “Complete Synergy Marketing Kit,” of course we also give you the materials to offer—articles, seminars, certificates and more. 

· Note that most letters/emails contain a headline. People only read 2% of what you write. It is important to catch their eye quickly with a strong (but true) statement. 

· Many letters/emails have a testimonial. Testimonials are an important synergy-marketing tool. If you don’t have any—you should obtain them quickly. Note the wide variety of testimonials, from previous customers to partners. You should never market without them. 

The Complete Mortgage Marketing Kit

