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Section Six‑Sales Articles

Introduction
This section consists of ten “Sales Reports” that represent the ultimate in synergy marketing for anyone selling mortgages. These reports target Realtors( specifically (especially with regard to the articles on capturing FSBOs or open houses) but some topics will be appropriate for others in sales or owning their own business. For example, if you solicit business from other loan officers, settlement companies or financial planners—the report on asking for the business will be right on target. 

Each report has a place to insert your name and contact information on the first page. Or, you can just copy the report with your business card. A few of the reports are excerpts from a book and the book itself is cited at the end of the article. This lends additional credibility to the report—but since the marketing kit and book are both authored by the same individual, the overall copyright is fine if you would like to remove this information.  For those using the electronic version, these are word documents which can be emailed as well. 
Why do these reports represent the ultimate in synergy marketing? It is a question of value. Synergy dictates that you present maximum value to your clients and prospects. There is no greater value you can impart than helping your prospects increase their income. These reports are designed to do just that. 

You have an article that goes over all of the seven maximum synergy rules. Note rule number four—some tools are more effective than others. These sales reports not only represent a very effective synergy-marketing tool because of their high value quotient, they also enable the use of another effective tool—public speaking. One reason many of us do not excel in front of a group is because we do not have enough value to present. These reports give us an excellent basis for valuable talks at weekly Realtor( and other business-oriented sales meetings. Realtors( are tired of mortgage personnel coming in and pushing their products. Maximum synergy rule number seven relates value to uniqueness. Try a different approach. 

Note that many of these reports are used as response mechanisms in the series of letters contained in Section Three. No sense sending a letter if you are not going to evoke a response. This is maximum synergy rule number six. 
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