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Building and maintaining your Database.
Building
1.  Build a list of everyone you know – Break down your life into your different hats.  Ex. Home life, clubs, sports leagues.  By fragmenting your life into phases or groups, it allows you not leave anyone out.
2. Enter all contact information for each person – You should have a phone number, email, physical address, and social media contact info.  If you are missing any info, it’s a great time to touch base to retrieve it.
3. Call each person – Let them know you just started Real Estate or just joined Genesis Real Estate Group and are their market expert.  You have vast access to training and tools that will make their experience the best.  
4. Classify each contact – buyer, seller, neither or potential.  Hot, cold, neither or potential.  If someone is a hot buyer, we need to contact them immediately to ensure all needs are met.  If someone is interested in selling a year from now, we put them on a marketing campaign and maintain contact until that time arrives.  We want to be atop their list when they are ready to sell.

Maintaining
1. Schedule the time for Database management – This must be a block of uninterrupted time.  We need to call 3-10 people on our database daily.  After the phone call asking for business or referrals, we need to send a follow up thank you card.  There is much power in a hand written note.
2. Add to your database daily – Find 3-10 people daily to add to the database.  Classify them and put them on a marketing campaign.
3. Keep in Clean – As you maintain your sphere, you will realize some folks have moved, hired other agents, or haven’t referred to you in years.  Whatever the reason, don’t waste time on them.  Remove them and save your energy for the folks feeding you business. 
4. Be Systemic and diligent – Set up a campaign that works for you.  My recommendation is a monthly mailer of value, Cards on major Holidays, minimum 3 phone calls annually followed up with hand-written notes.
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