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Why Ready to Go Newsletters Will Bring Your
Agents More Leads and Listings

Content you'll be proud to send. Your newsletter represents your YOU,

so you want something that people like, respect... and enjoy. Something they’ll
look forward to reading, even if they're not ready to list right now. Check out
the samples here and see how they compare.

A format proven to work. With 10 years in business and thousands of satisfied
customers, we know what works. Don’t get fooled by “pretty” newsletters. Our
newsletters work because they use sound marketing principles and look like
real communications, not supermarket flyers. That means people read and
act on them, not throw them in the trash or hit the spam button.

Dedicated to helping you succeed. You don't get listings unless you send a
newsletter. We can send them for you automatically by email, and we can
arrange printing and mailing (we have years of experience mailing to your SOI
and your neighborhood.) We know you're busy, so we can help.

Customer service that's there for you. We pick up the phone. We answer
emails. We even jump on the phone with you to show you around when you
join.

Everything you need is here. Fresh content every month. A huge library of
extra articles. Web forms. Database management. Branded banners.
Bonus reports.

No-Risk Free trial. Why pay until you like it? We give you 30 days to give
everything a go.
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Proven Results From Other Real Estate Agents

& David Kaseman | listed more properties this year than any other year and any
\ ‘ other agent.

Like - Reply - © 1 - August 9 at 4:24pm

€ David Kaseman | would be out of the business if not for my Ready to go
‘ newsletter. 2000% return

Like - Reply - @ 1 - July 11 at 6:22pm

“My income has increased by 60%, partly as a result of the newsletter.”

Sandra Caton

“One of my earliest leads gets my newsletter and due to him | have sold multiple
properties to his friends and the most recent was a $2m apartment building.”

Joan Hillegas

“Using the newsletter, once a month to a subdivision, and within the first three
months Curtis had six listings out of that subdivision.”

Barbie Riley

Barbara Johanson My husband and | have been realtors for 10 years doing

: business as the Johanson Team in Palm Coast, FL. We have used Ready to
Go Newsletters from the start. It is our greatest source of recognition and
referrals. It's a great newsletter without doing any changes but it is also easy to
customize.

Like - Reply - @ 2 - November 4 at 5:03pm

Listen to interviews with our happy clients
by clicking this link.
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What Each Account Gets

«  Print format newsletters
. 2 and 4 page templates
. Envelope and mailer formats
. Email format newsletters
« Fresh content every month
« Residential and Commercial newsletters
« Hundreds of extra articles
« Full email sending capabilities
« Spam law compliance
« Email tracking
. Bonus reports to attract leads
« Response-generating devices
« Web forms to collect leads
. Optional expert printing and mailing service
« Optional automatic/hands-off email sending
« Optional local real estate statistics
« Optional ready-made Facebook posts
« Fully customizable, but ready to send as they are
« Nosetup fee
« 30-day free trial

« Customer service by phone and email
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Special Broker Pricing

Brokers (and team leaders) who pay for newsletters for multiple agents get
special pricing.

Each agent gets their own account with their own personalized print and email
newsletters—just like regular accounts.

Deep Broker Discounts—Call or Email to Join

Per Month Per Year
First Month Free! First Month Free!

Number of Accounts

1 (regular price) $97 $697
2 $129 $1238
(save $65) (save $155)
3 $159 $1526
(save $132) (save $564)
$199 $1910
save $1574
Upto > (save $286) ( )
$229 $2198
Upto 10 (save $741) (save $4771)
$250 $2400
Up to 20 (save $1690) (save $11,540)
- $12 extra each $115 extra each
Each additional (save $85 each) (save $582)

For pricing on optional real estate market stats, Facebook posts and printing/
mailing, please contact us.
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Click the links to see larger email format samples

Residential Commercial

Typical residential email newsletter Typical email newsletter

Another email newsletter

Email newsletter with listing added

And another email newsletter

Email newsletter with optional statistics
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- The restaurant industry generally is following the (unfortunate) pattern of many
HONY retilers. They re trapped by bricks and mortar and arc umwilling or nable to
leverage technology. Notes a recent article in Bloomberg News: “The stakes are
high to make restaurant technology as effortless—and fun—as possible.
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Next Page:
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With Listings Added
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“The restaurant industry generally is following the (unfortunate) pattern of many

HONY retilers. They re trapped by bricks and mortar and arc umwilling or nable to
leverage technology. Notes a recent article in Bloomberg News: “The stakes are

\y 'V high to make restaurant technology as effortless—and fun—as possible.

The past few year
owners of retail

environment uz rl'lsl "
owners need to

When
PSitopjeq. thoy,

attractive their L br,
aurant technol customers wh/ "f,;’hd
i Customers,cspecialy millenials, ars 1o longer conent (0 Gal upa sz Pice | xunerscan /10l iy
O\ and dictate an order over their phone i of tonay decq O
e, . . 5 Aibr "k‘m
. arkets 'S what has given savy pizza chains an edge. The chains are used o fierce onsumer e o,
ove 10 DUYETS 0 o) competition. know their way around the millennial market, and are comfortable | When detc;, Marcy o,
with the ‘“.“ want yOur fOF ¥ with changing technology. They know, for example, that a buill-in click-and- ana ’WP ,L.“immcr.
- YON L that roquires T095 % order feature with online ads makes it casicr for customers. As Brandon Rhoten, growthy ™ Saig the 5. Vv b,
st. Al . chief marketing officer of the Papa John’s Pizza franchise, notes in the Tow m,llb L ey gy ir g 1o 3 P lariy, /0 Ui g Cl b 3
5 e ging. 12 can increase | Blooniberg article. it's a“fundamental shift that most in the category haven't cshibl'h;’. Cjgy, ::u Pou . ’u,,} 1o Suryey b&fp.,b,, res: vty rm.‘.,‘.:':t Whey
sy 15 of your BOMEC, " ccording taken advaniage of have gy e n.,',,%’ﬂmg 5 :0'37'." Chcgyy e J,,SI’TI" Sourge, "ec,s,o'n’: Py ity "Meny ,,,_?,"L"'\_zv.,,sc’“ iy, 2;’_”'6: o
upt© B ing it well A ks—to st syt U ot Realo® 's latest approach i rder on Dusitgg o age s g K i g PiSses Ang o Woury e, Oy 15 1Sy D thing
they e S UL ine. . epany people A5 1 ASSOC g BUUY Facebook—is a huge i, and Facebook orders now constituie some 60% of emarg 0 2 10 S0, € hogg K thay e 1, l’c it of,
the decisio Globe and Meil: RS can'Lvait o of HOM® 0 aah 10 5128 sales. Meanwhile, rivals Domino’s Pizza and Pizza Hut have tumed (0 bots 0| G likey,"Msing g, "lopg " s g g il g 1
retirement- ¢inthe e e iteasy o med about -y the time engage customers on Facebook Messenger and Twitter; the bots “ask” cq lion x " L0 gy the y8h the S fecg, m‘gup asy, ag Wy ":1,1\,,“‘
Notes writer W“‘:;‘\ 10 g0l \mc\»so\ ‘é\ e avays N s that p CUSIOmerS i thy want “their usual” or would prefer (0 sce the ltest deals. (ac;:?l St ¥ Tary ”'Zna% ‘c"’:hc teapg pﬁ“’blc nojgy st begpe.
(o relire- T\\cyo‘:“ o the busines < of E‘\\NP‘““““\‘:&,;.“s in 1":"-0 ver | youfousot “‘c,‘x‘o“a;om“ W By at least one key industry benchmark, Domino’s and Papa John's are doing m,,,',"‘, Sty s Ol > 30 e i ng‘a':{; dos@,g"or:, (,,'::?"foud: -
retdre o7 K IS 2y o CMEREC oy 3437 | Dattons. A S G chen something right:both boast aesome sane-sore gais, The akeaway forthe. | Bankg'.® ierg, *15cs et j & © .ty &l
According ©© mz(l4 ccounted 07 25 - entreprenet™ | o bt a-:‘::‘“ " deal-bred rest of us is simple: be prepared to think outside the (piz7z) box. oW iy c’hc ”’t’izi:::,n - Aa%‘“ P
5 and 04 500 54 -vear G| O person Dufgy €L oy iy G AS vy
poaween 9300 or20- 108 o and wore RTEY i Wil g O L Signies S0 |0
o the nun thicr a1 jously bad t liong, Loy Paricg p cang, e kg,
‘;‘;‘1‘\-3’6““ e o (aho 31 “‘,:‘:\\\\p\) be T riss, a,a“b",’"@ in ”'::2 ay,
71may o etirement, OF 1L T How to Win Big in S  Visitorg,
i £ ¢ market Today's Economy hOu/ d ’
1) Mﬁ“;; e have a 10110 works and H
it older The altered economic landscapy Ome Y.
Ina e presents innovative and nimbl-
ol businesses with opportunities
InnOt SRSt gs. thrive. Dig
what O ossibly SOV 105¥0u
network Find out how by requesting sei 50,
things <©! free report “How to Win F o thejy,
USINCSS Today s Econos eSSty
{hei! me at sheila@sheilayace “Ca][ 20,
or calling 203-555-898" Shoggs 0
y"‘_"xenyf“
Pe FS)

Click the links to see more print format samples.
Links are PDF files.
Please contact us if you would like to see Word files.

Residential

4-page (self-mailer)

4-page (envelope)

2-page (self-mailer)

2-page (envelope)

ReadyToGoNewsletters.com
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Commercial

4-page (self-mailer)

4-page (envelope)

2-page (self-mailer)

2-page (envelope)
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CASE STUDY: DAVID KASEMAN

$225.000 in Commissions from His Newsletters

David Kaseman started in real estate in June 2010. In
the country club area of Lincoln, Nebraska, David
was the new kid in town — going up against some
agents with 20-plus years of experience who were
well-known in the area.

Within that first six months, David made only about
six sales and earned about $19,000. In that area,
buyer agents make 30 to 40 percent less than listing
agents. David did not have any listings — he was a
virtual unknown in the area and needed to figure out
a way to compete with those other agents.

After that first six months, David subscribed to Ready

to Go Newsletters and started distributing newslet-

ters on a monthly basis. David makes his newsletter marketing campaign a family
affair by having his kids put in jokes. He also offers up gardening tips,

information on local businesses and places to shop locally in order to personalize
the letter and establish himself as a brand.

David and his wife print off and walk 325 newsletters each around their
neighborhood, thus creating a farm area and slowly becoming a well-known face
in his target area.

David’s personalized marketing campaign is paying off, as he is now viewed as an
authority around the neighborhood, and even gets information on listings before
they are listed. One seller told him that even though they did not know David
personally, they chose to list with him because he really works hard for his
business.

David began to see a steady increase in sales year after year, which he attributes
to his newsletter campaign. For example, in 2011, the first year he started
handing these out, he had three sales resulting from the newsletter, and earned
$12,000. In 2013 he sold over $8 million in total and was in the top 5 percent in
the Lincoln market. For 2015 (up until April) he had two places under contract

ReadyToGoNewsletters.com 877-976-6368  support@ReadyToGoNewsletters.com



https://readytogonewsletters.com
mailto:support@readytogonewsletters.com

@, READYTOGO
4 NEWSLETTERS

877-976-6368

CASE STUDY: DAVID KASEMAN (CONTINUED)

and has sold two others for a total of $1 million in sales, has two more houses
listed and has four more on the way. David states that his return on investment
(ROI) with newsletters is a huge number: He incurs $10,000 in hard costs for
printing and the annual fee for Ready to Go Newsletters, and attributes
approximately $225,000 of commissions to those newsletters.

The biggest ROI for David is being able to finally relax a bit, knowing that the
newsletter and the farm area it created are like a savings account: they just keep
earning interest. David states that he would not be in real estate today if he had
not started newsletters and become an expert in his farm area.

CASE STUDY: CURTIS RILEY

Persistence Pays

Curtis Riley was starting a new career in real
estate after 21 years of working at USMC. He
knew he needed a way to jump-start his business
in a big way. As part of his marketing plan, he was
looking for something that he could get in front of
people that would be nice and informative and
that people would hold on to.

He decided newsletters were the solution he
needed. Curtis signed up for Ready to Go
Newsletters in April of 2014 and incorporated the
newsletter into his marketing plan. He uses the
four-page self-mailer and has consistently mailed
them to his subdivision as well as to any past
clients on a monthly basis.

Curtis credits his persistence with mailing and the
quality of the newsletters for his success. Because of his newsletter marketing
campaign, he has six new listings in his subdivision. With such a large farm area,
Curtis can now measure the impact of sending out newsletters and getting his
name in front of people.
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CASE STUDY: SANDRA CATON

Became the ‘Celebrity’ Expert in Her Area

Sandra Caton is a real estate agent in Banning,
California. Before she began using newsletters as
a marketing campaign, Sandra was a sheep in a
flock of many placing ads in a home community
magazine. She had been doing a full-page color ad
every month for approximately a year, but knew
that in order to lead the pack she needed to send
a newsletter to potential clients to take her
business to the next level.

Sandra has been with Ready to Go Newsletters
since 2013. Monthly, she prints and mails a four-
page color newsletter to her clients and prospects.
She sees the value of mailing to prospects as a
way to keep her name and face front of mind —
and as a way to gain referrals.

Every month Sandra brands her newsletter to suit her audience.

She often changes up the articles in the newsletter to better suit her specific mar-
ket of 55-plus active seniors. Once in a while she will include stories and anec-
dotes that she feels would benefit her readers.

After two years of printing and mailing her newsletter to clients and prospects,
she is now one of the most successful realtors in her niche.

She credits her newsletter campaign for helping her become a knowledgeable
expert in her area, one whom people feel they know personally. A minor celebrity
of sorts.

Sandra’s income has increased by 60 percent, and she credits this partly to her
newsletters, which helped her break away from the rest of the herd.

To hear interviews with these agents, click here.
Your results may vary.
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CASE STUDY: JOAN HILLEGAS

Leads, Referrals... and a $2m Transaction

As a brand-new real estate agent in 2006,
Joan Hillegas was as green as green could
be. She had zero clients, and knew that she
needed to find a low-cost method of
promoting her business.

Ready to Go Newsletters provided a way
for her to contact not only past clients, but
also prospects and leads. Joan faced, and
still faces, a big problem when it comes to
the city of Fort Lauderdale: It is a heavily
farmed area of agents with 30-plus years
of experience that also passes the baton to
the younger generation.

That is why the best tool for her has been
the email newsletter — she is able to send
out just solds, area information and statis-
tics on an ad hoc basis. This information, plus keeping

in consistent contact with leads, has been very beneficial.

A great bottom line for a real estate agent is to be recognized, and be recognized
as an expert. Because of her newsletter, Joan often has people say to her that
she is the only one they know in Florida. Because she is a recognized face,

she often gets referrals.

Most recently, an early lead of hers that receives her newsletters referred her
and she was able to sell multiple properties to his friends, including a $2 million
apartment building in an affluent area of Fort Lauderdale.

To hear interviews with these agents, click here.
Your results may vary.
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CASE STUDY: VINCE GRAVES

Focusing on a Neighborhood Pays Off

When Vince Graves started his real estate business,
he had a huge hurdle to jump. He had just moved to
Columbus, Ohio, from Cleveland and found that his
entire sphere of influence was already in the real
estate industry. He knew he had to make new
contacts in order to survive, but living in a downtown
neighborhood, he found it was not easy to meet the
neighbors and create those relationships he needed.

Vince decided he needed to get personal. He started
his subscription with Ready to Go Newsletters in
February of this year and printed and mailed the
ready-made Every Day Direct Mail (EDDM) newsletter.
He sends the EDDM to 755 people in his neighbor-
hood once a month, as well as the self-mailer to his
past clients and those who have requested a home valuation through his email
marketing channels. He chose to focus on his neighborhood because it had a
very high walk score, and he wanted to send the newsletter to people who would
see him out and about where they could say hi or ask him questions.

Within two weeks, Vince began to see results. He had his next-door neighbor
stop by to ask him to help them buy a home. They were renters and new parents
and were ready to head to the suburbs. His neighbor then put him in touch with
her landlord to list the rental home when their lease was up.

Two more neighbors also approached him and will be listing their homes with
him as well. Because he was viewed as an expert, he offered renovation advice to
upgrade their homes and help them gain an edge in a competitive market.

From that first newsletter, Vince was able to add four new clients and will earn
somewhere around $10,000-$15,000 in commissions. His outgoing costs were
the Ready to Go Newsletters subscription fee ($97 a month) and $138 in postage.

By investing in a newsletter marketing campaign, Vince was able to get new
contacts, become a resident expert and increase his commissions without break-
ing the budget.
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Questions?

Call 877-976-6368
Email support@readytogonewsletters.com

Printing and Mailing Quote?

We have an optional printing and mailing service
Call 877-976-6368

Email support@readytogonewsletters.com

For Special Broker Pricing

Call 877-976-6368

Email support@readytogonewsletters.com
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