
 Page 1 

Contents 
 

 
PART 1:  
 

    SECTION 1:  JUMP-START YOUR SUCCESS  
 

7 Marketing Secrets For Building A $6-Figure Referral Income Using  
   Your Service For Life!® Direct-Response Marketing System ................................ 
Secret Strategy #1: How To Make “Numbers” Make You Money .................................. 
Secret Strategy #2: Make Your Success A Mathematical Certainty .............................. 
Secret Strategy #3: Consistently Increases The QUALITY Of Your Power List™ ......... 
Secret Strategy #4: Why Consistency Is Critical ............................................................ 
Secret Strategy #5: How PERSONAL Contact Pays $$$ .............................................. 
Secret Strategy #6: Systemize The Process So It Takes Little Time ............................. 
Secret Strategy #7: Yes, You CAN FARM With This Tool ............................................. 
TWO Important Tips Before Using This Tool ................................................................. 

 
PART 2: 
 

   SECTION 2:  WAYS TO USE Service For Life!® 
 

How ONE Marketing Tool Works Like 10+ Tools To Generate Quality  
   New Clients, Unlimited Referrals and Consistent Repeat Business .................... 
Use #1 – MAIL: Top 20% Power Players™ for a steady flow of referrals ...................... 
Use #2 – MAIL: Target Farm to dominate high-potential areas ..................................... 
Use #3 – EMAIL: Your Power List™ as a free follow-up tool ......................................... 
Use #4 – POST: To Your Website to get more traffic and leads ................................... 
Use #5 – POST: On Your Facebook Page or Profile for free viral leads ....................... 
Use #6 – INSERT: Listing Info-Tubes as a low-cost client-generator ............................ 
Use #7 – INSERT: Listing/Buyer Packages to be their go-to agent ............................... 
Use #8 – INSERT: Local Publication to become a “household name” .......................... 
Use #9 – PLACE: Public Areas (Doctor offices, local shops) for exposure ................... 
Use #10 – HAND OUT: In Person (open houses, neighbors, groups) ........................... 

 
   SECTION 3:  YOUR MARKETING TOOLKIT 
 

Everything You Need To Use Service For Life!® Successfully .............................. 
Special Reports To Identify Hot Prospects And Motivate Them To Contact You ........ 
Marketing Tools To Generate Leads & Effortlessly Convert Them To Clients ............ 

 
   SECTION 4:  YOUR LIST-BUILDING TOOLKIT 

 
How To Build Your Power List™ And Your Income ................................................. 
3 Powerful Strategies To Quickly Grow Your Power List™ ........................................... 
Quickly Build Your Email List With This  ........................................................................ 

 
   SECTION 5:  FREQUENTLY ASKED QUESTIONS 

 

Answers To The Most Commonly Asked Questions  ..................................................... 

 
Pg. 

 
 
 
 

3 
5 
9 

13 
17 
19 
21 
23 
29 

 
 
 
 
 
 

31 
33 
58 
65 
81 
85 
90 
95 
97 
99 

101 
 
 

 
103 
105 
111 

 
 
 

113 
115 
117 

 
 
 

119 
 



 Page 2 



 Page 3 

Jump-Start… 
 

 

Your Life and Business Is About  
To Change In a Very BIG, Very  

PROFITABLE Way… 
 
 

Congratulations on your decision to use Service For Life!® in your 
business, and WELCOME to a valuable resource for growing your production 
using this one-of-a-kind tool.   

 
I created this Marketing Guide to share with you essential knowledge, and 

powerful “ready-to-use” marketing tools and strategies designed to help you 
capture a steady stream of new clients, referrals, word of mouth and repeat 
business into your practice using Service For Life!®. 

 
This manual is the result of over 14 years of painstaking effort creating, 

testing and perfecting Service For Life!® with our agent-members.   You’re 
holding the “best of the best” from all those years of hard work.   

 
So I hope you’ll take a few moments to review and use it. 
 
This guide is divided into TWO MAJOR PARTS: 
 
PART 1, titled “Jump-Start Your Success” will give you 7 Marketing 

Secrets designed to help you understand how and why this strategy works so 
well, and how to use Service For Life!® to its greatest potential.    

 
It’s divided into short, easy, readable segments so you can read it 

completely without spending a lot of time. 
 
PART 2 will give you tested and proven ways to use Service For Life!® in 

your business, plus “ready-to-use” marketing and list-building tool kits, and 
the most frequent questions and answers agents have using it.  

 
These are fast, easy marketing tools and strategies tested and proven by 

our member-agents that you can start using immediately.  The templates are 
easily accessible on our member website. 

 
PART 2 should be used as a “Reference Guide” of the many ways our 

member-agents have used Service For Life!® successfully in their businesses.   
 
Service For Life!® is like having “10 powerful marketing and prospecting 

tools in one” working to generate clients, referrals and repeats almost 
automatically for you – so you spend your time working with quality clients, 
closing deals and getting paid.  
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There’s nothing else like it, and I look forward to hearing about your 

success using Service For Life!®. 
 
 
Best wishes, 

Craig Forte, president 
Forte Communications, Inc. 
(Publishers of the Service For Life!® Personal Marketing and Prospecting System for REALTORS®) 
 
 
P.S.   I almost forgot to mention quite possibly the most important “Success 
Factor” for using Service For Life®.   And it’s this… 
 

Service For Life!® Requires  
An Honest COMMITMENT 

 
Please don’t be like so many agents who want to achieve success but do little to 
make it happen.  Now that you own a tool that’s “done for you,” please don’t let 
it sit on your shelf gathering dust, while other agents are raking in huge profits 
using it. 
 
This system is about deep relationship…the single greatest reason why a client 
will use your services.  And it’s about building “personal market share” that 
grows your production steadily for the long haul.  It is not a one-shot trial.   It’s 
a commitment that requires continual nurturing month after month.    

 
Your Power List™ will become more and more responsive over time, and Service 
For Life!® will become more and more profitable for you.  But if you “short 
circuit” the process with inconsistency or by quitting, you’ll lose critical 
momentum – and with that a fortune in lost commissions.  

 
Service For Life!® is a very sound, very proven marketing strategy that will 
reward you for years.  Agents using this tool have found it to be the most 
profitable marketing they’ve ever used in their businesses, but it needs to be 
used consistently and correctly each and every month, without fail.   
 
Do that – nothing more, nothing less – and you’ll discover an easier, much more 
profitable and enjoyable way to practice real estate. 
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Jump-Start… 
 

 

Secret Strategy #1: 
 

How To Make “Numbers”  
Make You Money 

 
 If you’re like a lot of agents, you might be asking whether investing in 
Service For Life!® makes financial sense.  It’s a valid concern, so let’s handle it 
right up front.  

 
As a businessperson, you have limited resources of time and money.  You 

want to know that the time and money you invest on any business-building 
strategy will have the greatest impact on your sales and profits.  
 

So let’s examine whether or not Service For Life!® is the very best 
investment of your time and money… 
 
 As you (hopefully) already know, there are THREE ways to use Service For 
Life!® in your business:  1) Print and Mail, 2) Email, and 3) Social Media 
(included with your email version). 
 
 Because the Email version costs you virtually no money to send, you 
should be sending the email version to everyone on your Power List™.  The 
drawback to email is that deliverability of emails is much lower than the print 
and mail version.   People open and read mail much more predictably than 
email. 
 
 This is why I recommend you send your highest quality Power List™ 
contacts (most likely to send you business) the mail version – it’s almost 100% 
certain to get delivered and read.  The drawback to mail, however, is that it 
costs money to send. 
 
 So the question is, does it make sense to invest the money to Print and 
Mail Service For Life!® in your business?   
 
 Let’s answer the question by using a simple example.  If you like, you can 
replace the numbers I use with your own from your business… 
 
  First, if you print and mail Service For Life!® you’re going spend about 
$1.00 to $1.50 per issue depending on how you produce it (“do it yourself” vs. 
using a Printer, etc.) and the number of people on your Power List™ (or Farm).   
 

For example: If you have a list of 300 people, let’s assume it’s going to 
cost you about $375 (or $4,500 per year) to send it out each month (printed, 
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posted and sent) to those 300 people – assuming you don’t use our sponsorship 
program, which is available on our membership site.    
 

So knowing this, let’s calculate some simple numbers and do a quick 
and easy analysis… 

 
First the simple numbers:  You want to know the price of the average 

home you sell.   The national median price is currently about $240,000, so let’s 
use that number for our example.  Yours may be higher or lower. 

 
Second, from the median price above, you’ll be able to calculate your 

average commission, assuming a 3% co-broker.   Multiply the median price of 
the average home you sell by your average commission percentage to get your 
average gross commission (Example: $240,000 x .03 = $7,200). 

 
OK, now let’s do the quick analysis:   
 
Take your average commission ($7,200 in our example) and divide it by 

the cost to send Service For Life!® each month for the year ($4,500 in our 
example), and you’ll understand the number of years you can send Service for 
life!® before it becomes unprofitable for you (getting just one deal from it). 

 
In our example, $7,200 divided by $4,500 = 1.6 years, or about 19 

months.   This means you need to generate ONE client every 1.6 years of 
sending Service For Life!® for it to NOT be profitable for you. 

 
That’s the “Downside.”  But hold on.  Let’s think about this just a little 

deeper. 
 
Ask yourself, “How many transactions could I get by cultivating my list of 

300 people?”   What’s the upside? 
 
Let’s take a look… 
 
First, calculate the average home ownership period in your community.  

Nationally it’s about 5.5 years, but for our example let’s just say 7 years.   
 
Next, calculate the potential TOTAL number of transactions that will 

“statistically” come from your list of 300 people:  Simply divide 300 (or 
whatever the size of your Power List™) by the average homeownership period.  
Using our example: 

 
300 / 7 years = 42 Transactions per Year 

 
 This means, from a list of 300 homeowners, approximately 42 homes 
“will” sell EACH YEAR, assuming an average ownership period of 7 years.  If its 
5.5 years, then 54 homes would sell.  If its 10 years, then 30 homes would sell.  
You get the picture. 
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NOW THINK ABOUT THIS:  If you’re the person keeping in contact, 
building solid relationship, bringing on-going value, sharing helpful tips and 
resources, demonstrating your professionalism and follow-through, and making 
yourself “the stand-out REALTOR®”… 

 
When It Comes Time to Buy Or Sell, Or 
When They Hear of a Friend Or Family 

Member In The Same Situation… 
 

WHO WILL THEY THINK OF FIRST? 
 

How many of those 42 transactions will YOU get each year?  It’s hard to 
know for certain, but ask yourself, if YOU were in that situation, WHO would 
you want to use – the stranger who cold-calls you over dinnertime, or the agent 
I mentioned above? 

 
Do you see the extraordinary profit potential of Service For Life!®?    
 
It’s almost impossible to lose using it.  And if you do it right, you can 

gain an impenetrable market share that keeps growing and growing every 
year…and with that, so do your commissions. 

 
See, the number of people (out of the total size of your Power List™) who 

would actually use and refer your services above anyone else is what I call… 
 

Your Personal Market Share™ 
 

Your Personal Market Share™ is controlled exclusively by YOU.   And 
when you use it consistently and correctly, Service For Life!® becomes the MOST 
PROFITABLE form of marketing you’ll ever do in your business. 
 
 The higher your Personal Market Share™, and the LARGER your list of 
homeowners who consider you to be their “Personal REALTOR®”, than the more 
money you make – automatically each and every year. 
 

This is also why I ask you to BELIEVE in the marketing and understand 
the importance of nurturing not just the SIZE of your Power List™, but the 
QUALITY of your list. 
 
  You’ve now learned one of the most valuable lessons for making money 
in real estate.  You’ve learned how to harvest the power of RELATIONSHIPS into 
COMMISSIONS.  And you have the perfect tool for making it quick and easy. 

 
Pretty cool, don’t you think?  Well, it gets better!  Let’s now figure how 

to make your Income Goals a MATHEMATICAL CERTAINTY... 
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 “Last Year I Had A 25 Times Return On My 
Investment...” 
 
“I just wanted to say thank you for helping me make a living.  
You and many other real estate trainers have really preached 
how the key to success in this business is through relationships.  
It seems that we all know quite a few people.  But keeping in 
touch with clients has always been the constant challenge for me.  
I can sincerely say that thanks to you, that problem has now 
disappeared. 
 
I've been using Service For Life!® for a couple of years now, and 
it really is one of the greatest tools I've ever come across.  What 
it does for me is it keeps me in touch with my contacts in a non-
threatening and even a welcoming way.  I'm constantly amazed 
when someone I know thanks me for a recent article.  I'm 
amazed, because it confirms to me that people actually read the 
thing.  I've used other newsletter services in the past, but I don't 
think anyone has ever even read them. 
 
I do my mailings every 3 to 4 weeks, in the exact manner 
prescribed by the stupidly-simple instructions.  For now, it costs 
me about $1 per person, per issue, to send.  So that works out to 
about $2,500 per year to generate over 25 times return on 
investment.  Even my little pea-brain here can do it. 
 
I really can't say enough about the newsletter and all your 
programs.  So Craig, thanks again.  I really do appreciate it.” 
 
Greg L., REALTOR®, CA 
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Jump-Start… 
 

 

Secret Strategy #2: 
 

How To Make Your Real Estate Success 
A “MATHEMATICAL CERTAINTY” 

 
  

A few minutes ago, I showed you why I believe Service For Life!® is the 
most profitable Personal Marketing System you’ll ever use in your business. 

 
In this section, I want to take those simple ideas and bring them all down 

into “brass tacks” that translate into creating lifetime business and achieving 
the Commission Goals and Personal Freedom you always dreamed about from 
your real estate career. 

 
Many agents, especially new agents, or agents who are new to 

“relationship marketing” believe they don’t have enough Power List™ members 
to successfully use Service For Life!®.   
 

My answer is always the same:  Where you start doesn’t matter.   
 
It reminds me of the insightful Zig Ziglar quote, “You don’t have to be 

great to start, but you have to start to be great.”   
 
It’s your willingness and commitment to BUILD and NURTURE a quality 

Power List™ that matters most (Yes, you can also Farm with it – I’ll get to that 
in a minute). 
 
 One of our “beta testers” who was flat broke and initially had 24 people 
on his entire Power List™ started using Service For Life!® and within 9 months 
built a Power List™ over 400 and closes an average of 3 to 7 deals a month. 
Service For Life!® is his primary Personal Marketing System.    
 

So I want to share with you exactly what I told him.  In fact, there’s a 
simple 3-Step formula for knowing how to make your real estate production 
goals a mathematical certainty.   

 
And in the process of doing this little exercise, you’ll gain a great vision 

and “plan-of-attack” of where you want to take your business. 
 
So let’s take a look at perhaps the most valuable “numbers” you’ll ever 

use in your business (don’t worry, it’s really easy)… 
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How to Make Your Success a Mathematical Certainty… 
(In just 3 easy steps) 

 
Step 1: Identify the Number of Transactions you’ll need to close to achieve 
your Income Goal.   
 
It’s a simple little calculation:  Decide how much gross production you 
ultimately want to make in your practice, then divide it by the average 
commission per transaction, and you’ll get the number of transactions you 
need to close to reach your Income Goal.   
 
For example: If you want to make $200,000 a year in gross commissions, and 
your average commission is $5,000 (net of broker split, etc.), then you need to 
close 40 deals in a year to reach your goal ($200,000/$5,000 = 40). 
 
Pretty simple, don’t you think?   
 

Step 2:  Calculate the “NET SIZE of your Power List™” required to meet your 
Income Goal from Step 1.   
 
Here’s how you do it:  Multiply the number of deals you need to make your 
Income Goal (from Step 1 above) by the average length of home ownership in 
your area.   
 
Remember we talked about this in the last section?  This will give you the NET 
SIZE of Power List™ you’ll need to build in order to reach your Income Goal.   
 
Using our example above, if you need 40 deals to make your Income Goal, and 
the average home ownership in your area is 7 years, then you should plan on 
building a Power List™ of at least 280 homeowners (40 deals X 7 years = 280).   
 
Make sense?  Well, HANG ON for just a second. 
 
That number assumes you’ll get ALL of the transactions from your Power List™.  
We both know that’s not going to happen.  As much as they love you, some will 
go FSBO, some will go with another agent (for shame!), and some will give the 
listing to “struggling Uncle Harry.”   
 
It just happens, and that’s why we need to make an adjustment...    
 
Step 3: Adjust For Your Personal Market Share™.   
 
Remember Personal Market Share™ from earlier?  It’s the percentage of your 
Power List™ that considers YOU their “Captive REALTOR®” and will use and 
refer your services above and beyond anyone else.   
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Because your Personal Market Share™ is going to be less than 100%, you will 
need more than 280 people on your Power List™ to meet your Income Goal, 
right? 
 
So how do you calculate the number of people you need on your Power List™, 
adjusted for your Personal Market Share™? 
 
Simple.   Just divide your Power List number (from Step 2 above) by the 
percentage of people in your Power List™ who either did business with you, or 
sent you a referral last year.  
 
And if you have no idea what that number is because you haven’t tracked it, 
don’t worry.  We’ll estimate it using some guidelines I’ll give you.  Then you can 
start tracking your referrals and direct business from your Power List™ and 
watch your Personal Market Share™ grow over the years. 
 
Here’s a quick example to help you understand the process and “estimate” your 
Personal Market Share™.   
 
Example: If you’re new to the process, or have neglected your Power List™ (or 
farm) for some time, you’ll probably get 20% or less of those transactions when 
you start using Service For Life!®.   
 
As you continue to grow and nurture your Power List™ with Service For Life!®, 
your Personal Market Share™ will grow as well.  Here are a few examples for 
you to use for your own simple calculation…  
 

• If you harvest only 20% of your Power List™, then you won’t meet your 
goal of 40 transactions with 280 people, you actually need 1,400 (280 / 
.20 = 1,400). 

 
• If you harvest 40% Market Share of your Power List, then you’ll need 700 

people (280 / .40 = 700) 
 

• If you harvest 60% Market Share of your Power List, then you’ll need 467 
people (280 / .60 = 467). 

 
Do you see what’s happening here? 
 
The higher your Personal Market Share™, the FEWER people you need on your 
Power List™ to reach your Income Goals.    
 
And the fewer people on your Power List™, the LESS MONEY you’ll spend 
nurturing them, which means the more NET PROFIT you make in your business 
– because your cost to generate the sale goes way down, leaving more for you. 
 
Does this make sense?   It’s also why I say your success is NOT just about the 
size of your list, but also the QUALITY of your list. 
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IMPORTANT TIP:   
 
For more ideas to GROW and NURTURE the quality of your Power List™, 
including using “strategic alliances” and other brilliant strategies, read my 
marketing system titled, “The Ultimate Real Estate Success Secret™”. 
 
I gave you this amazing system for Free as part of your membership, and you 
can locate it on the Member’s Website under the “BONUS” section.   Check it 
out; you’ll be glad you did. 

 
Let’s now dig deeper into how to consistently increase the QUALITY of your 
Power List™ – so that it starts spinning off client after client, referral after 
referral... 
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Jump-Start… 
 

 

Secret Strategy #3: 
 

How To Consistently Increase The  
QUALITY Of Your Power List™ 

 
 
 This topic is probably the most important “Secret” to making a consistent 
six-figure income from your Service For Life!® Personal Marketing System. 
 

Some agents who start using Service For Life!® get referrals and new 
clients right out of the blocks with their very first issue.  For others it takes 
months.  There’s a very good reason for this… 
 
 One agent I know received 7 referrals from her very first issue from a 
Power List™ of 74 people, while another agent got 0 transactions after 5 
months mailing to a Power List™ of over 2,000.   What went wrong? 
 

The answer is simple.  Actually there were 2 issues here, and they’re 
BOTH very important to your success.   
 

FIRST:  The “quality” of the list of the first agent (her Personal Market 
Share™) was infinitely better than the “quality” of the second agent.  By 
“quality” I mean that the FIRST agent had a deeper RELATIONSHIP with her list 
than the second.  She had been in contact with her list on a regular basis.  She 
invested time and money to nurture a value-oriented (not “salesy”) relationship, 
which paid off in huge multiples.   
 

And when any of them thought about “real estate” for themselves or their 
friends, they naturally thought about her.  So when she started sending our 
Service For Life!®, with value-oriented articles, helpful tips, and over 14 
response elements implanted in it, she got an immediate rush of business (and 
still gets consistent business every month using it!).   

 
SECOND: After investigating what happened with the second agent, it 

became clear that she lacked “REFERRAL WORTHINESS.”  I actually spoke with 
a friend of this agent who told me “the scoop.”  This agent was very arrogant 
and lacked even the most remote sense of a personality.  She was snooty to her 
clients.  She had a negative attitude and complained about everything to anyone 
who would listen.  And her service standards were clearly inferior.    

 
So the FIRST lesson to be learned from our pompous agent-friend is:  
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This marketing system (or any other marketing tool) will NOT undo the 
damage you may be doing by being completely unworthy of referrals.  Let’s face 
it, when people send you a referral, they’re endorsing you.  And that reflects 
back on them.  No one is going to refer friends and family to you (or conduct 
repeat business) if you’re arrogant, negative or deliver substandard service.   

 
But there’s more to our little story.   
 
I later learned she also did something else that further damaged her 

results using the newsletter: SHE CHANGED IT!   
 
My staff told me she called our offices one day, in her snooty voice, and 

complained, “this newsletter needs to be fixed if it’s going out to MY clients.”  
Then she proceeded to use “professional” articles (her words), removed some 
tips and teasers, and eliminated most of the direct response elements.   

 
Do you know what happened when she made those changes?  Actually 

NOTHING happened.  Nothing at all.  No referrals.  No word of mouth.  No 
repeat business.  It was money down the drain because (even if she had been 
referral-worthy) “her opinion” totally destroyed the very elements that make 
Service For Life!® successful.   

 
So the SECOND lesson in this experience is this:  
 
Don’t try to “fix” what doesn’t need fixing.  Don’t waste valuable time you 

should be using working with clients and closing deals.  This newsletter works 
great just as is.  The only thing you’ll do by “changing” it is compromising your 
results.  So please, don’t “mess” with it. 

 
Listen…this is important:  To repeat: The QUALITY of your list is the 

single most important element of this (or any) personal marketing system.     
 
If you’ve been maintaining quality contact with your Power List™, then 

the system will work quickly for you.  If not, you need to do a few things to 
“supercharge” the quality of your list (and the good news is, you NOW have a 
great tool to boost your list quality and keep it there forever!).  But it may take 
some time and a little effort.  Be patient, because the results will blow your 
mind! 

 
Here are a few ideas to quickly boost the QUALITY of your list (and 

you’ll be getting more as part of our REALTOR® membership): 
 
 
w Start A Personal Call Program...   

 
No, I’m not talking about cold calling, or asking them, “are you planning on 
moving soon?”  None of that nonsense.  When you first start sending out 
your newsletter, you need to do something in GET YOUR READERS TO 
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KNOW WHO YOU ARE.   You need to wake them up.  One of our “beta test” 
agents was stunned to find out that most people whom he thought he knew 
DIDN’T RECOGNIZE THE NEWSLETTER WAS FROM HIM!   
 
When he started a personal call program he accomplished 2 things:  
 
1) His Power List™ now knew who the newsletter was from and it instantly 
increased his business, and 2) He was able to remove any “weirdoes” or 
other people who didn’t want to get his newsletter – thereby cleaning his list 
and sending his newsletter only to the highest quality people.   

 
With a personal call program, all you’re do is asking if they’re getting your 
newsletter and what they think about it.  Then strike up a conversation and 
build a relationship.  That’s it.  Nothing more, nothing less.  Just do it. 

 
w Do Something Unique That Will Make You Stand Out... 

 
The very same agent I mentioned above then started a very unique program: 
he started giving away free gifts to his Power List™ – UNRELATED to 
procurement or referrals (don’t worry, he’s not violating any state laws or 
regulations).   

 
In one month, he gave away a ½ price oil change.  In another he gave away 
free pizzas.  Another, he gave out 200 free horse-back rides to kids.  Believe 
it or not, it worked, and he now does a new “give-away” every month.  All his 
“prizes” are given FREE to him from vendors who want to give away a free 
sample to generate a new client (SMART vendors who realize it’s much less 
expensive to give away free samples than to advertise).  It’s a win-win 
situation.    

 
This whole process is about… 

 
Building And Nurturing Such A Strong RELATIONSHIP  

That When Your Power List™ Members Think About Real  
Estate, They AUTOMATICALLY Think About YOU… 
BEFORE Any Other Agent Even Knows They Exist! 

 
 You don’t propose marriage on the first date.  You don’t buy a new car 
without a test drive and feeling confident its right for you.  And you don’t 
choose a REALTOR® until you have a trusting, confident feeling the agent has 
your best interests at heart.    
 

Think about that when building and nurturing your Power List™ or 
farming area. 
 

Next up, why CONSISTENCY will make or break your results... 
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“I Don't Want My Competition to Find Out...” 

“My first 5 years in the business I didn't have any type of 
prospecting or referral newsletter.  When I started using Service 
For Life!®, I was amazed at the results.  I can't believe how 
many people read it religiously. 
 
When I first got Service For Life!® I was a bit skeptical because I 
have an interest in doing graphics and things, and I wanted to 
polish it up.  In fact, the first few issues I sent, I did them in full 
color and changed some of the graphics.  But then I realized that 
people really enjoyed the newsletter when they thought I wrote it 
myself.  So the way it comes, in black and white, it looks like I 
wrote it myself – and people really respond to that. 
 
I've found is it really starts to increase my client loyalty, and I've 
been getting not only repeat business but referrals.  Everybody 
feels like they're part of my group and I'm their REALTOR®.  And 
it really has been quite a phenomenal response. 
 
I actually hesitated telling you this because I don't want my 
competition to find out that it's so effective.  I spend a lot of 
money on all kinds of different advertising, but this is BY FAR the 
most productive money I spend.  I've actually built a business 
using Service For Life!®, it's unlike anything else.  It's really, 
really well done.” 
 
Tony E., REALTOR®, CA 
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Jump-Start… 
 

 

Secret Strategy #4: 
 

Why Consistency Is Critical 
 

 
 OK, by this point you should understand your numbers and know the 
profitability of this tool – chances are you need only ONE transaction to finance 
your entire newsletter for an entire year or longer (even without sponsorship).   
 

It’s more likely you’ll be getting 2, 4 even up to 17 clients per month once 
you’re up and running. 
 

And you should know how building a Power List™ is the single, most 
important marketing strategy you can employ in your business.  A strategy that 
practically guarantees a consistent, ever-growing income in real estate. 

 
And that follows perfectly with knowing that you should constantly work 

to build the QUALITY of your Power List™.  The greater the quality of your list 
(your Personal Market Share™), the greater the number of referrals, word of 
mouth and repeat business for you. 
 
 There is ONE simple strategy that will not only build initial quality of 
your list, but continue to increase it over time, thereby ensuring you have a 
predictable and ever-growing flow of clients month after month – year after 
year.  And that one strategy is… 
 

CONSISTENCY! 
 
 You may be tempted to send your newsletter out every 2 months or so.  
You may want to “slack” a little.   Some months you’re going to feel tired or a 
little lazy and you’ll think to yourself, “Oh, if I miss this month just once, it won’t 
hurt anything.  Besides, I’m too busy to do this now.”   
 
 Fall into that trap, and you’ve started down a deadly slide.   
 

Response rates increase over time when marketing to a Power List™ or 
target farm area.  That’s because the quality of your Power List™ (or farm 
area) increases with each frequent, cumulative contact.  Interrupt the 
cycle, and you quickly decay your market share with those groups. 
 

Multiple studies show that for every month you fail to communicate with 
your Power List™, you lose 10% of them.  The bottom line is… 
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You’ll Lose Much More Money By NOT Communicating With 
Your Power List™ Than You’ll Ever Spend Nurturing Them  

With Frequent, Value-Oriented Contact 
 

Don’t be “penny-wise and pound-foolish” (as my mother used to say).  
Don’t be short sighted.  Don’t think you can “skate” for a month or so and NOT 
lose out big. 

 
Remember, this is all about RELATIONSHIP.  Think about the 

relationships in your life with friends and family.  If you feed them, they grow.  
If you ignore them, they die.   And so it will be with your production if you fail 
to use this tool consistently.    
 

And remember, because the Direct Marketing Association reports that the 
optimum contact time is every 21 days, I define “consistency” as once a month. 

 
Let’s now talk about how to make your contact so personal it gets 

opened, read, and motivates people to call you before other agents... 
 

It Subtly Communicates Your Services Without 
Being Pushy or “Salesy” 
 
“Both my wife and I are in business together, and have been 
using Service For Life!® for over a year now.  I think one of the 
things our clients like about it is that it's not pushing real estate 
and it's not glossy and 4-color and all that.  It's kind of low-
keyed and it's accepted very nicely. 
 
One of the things it does for us, we think, is that it lets all the 
people that we send it to know, on a monthly basis, that we're 
really in the real estate business.  It's not a part-time activity for 
us.  We're serious about it and we're full-time, and we want them 
to be a part of our family of real estate users. 
 
So that's the big thing.  We always do a little bit of customizing 
in it, and it's easy to do.  It's really quite an easy process to go 
ahead and put things in there that are customized, not only in 
the cover letter but in the newsletter itself. 
 
But again, we're really quite pleased with it.  It has produced 
results.  Most of our business comes as a result of the Service 
For Life!® tool.  So thanks again for its usefulness, and we'll look 
forward to using it on and on again in the future.” 
 
Jim D., REALTOR®, Burnsville, MN 
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Jump-Start… 
 

 

Secret Strategy #5: 
 

PERSONAL Contact Pays $$$ 
 
 
 There’s another temptation you’re going to have when using Service For 
Life!®.   
 
 Because most agents are so “obsessed” with looking “professional,” they 
unintentionally compromise the personal relationship with their clients and 
Power List™.  It happens all the time, and you’ll be tempted to mess this whole 
thing up with your “professionalism” if you’re not careful. 
 
 Of course it’s important to be a competent professional.  But extensive 
studies show that people select one REALTOR® over another because of the 
PERSONAL CONNECTION they feel with the agent.   
  
 Which gives you a more personal feeling: Receiving a personal note from 
a friend, written in their OWN handwriting, specifically to you…OR some slick, 
4-color brochure or a stolid, boring form letter written on some fancy 
stationery and signed with a stamp? 
 
 If you go to a Physician, are you focused on their 4-color brochures or 
what kind of clothes they wear... OR how talented they are at their profession, 
their track record, or how good is their bedside manner?    
 
 Well, it’s the same with you.   
 
 I’ve tested this six ways to Sunday, and in every single case the “personal” 
approach always out-pulled the “professional” approach by at least 3 to 1.   
 
 So please stop obsessing over your “professional” image.   Stop worrying 
about trying to be a cold, stodgy agent – when all along people are really 
looking for a PERSONAL RELATIONSHIP anyhow.   
 
 Relax…people are going to know you’re a professional by the article 
content and real estate Q & A in Service For Life!®.  Know that people are really 
looking for a Personal, Trusting Relationship, and that can be demonstrated by 
getting it out every month! 
 
 I also want to give you a few quick suggestions for making your 
newsletter more PERSONAL each month… 
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Homeowner Calls REALTOR® “Friend For Life”, And 
They've NEVER MET... (Now Gets 98% Of Clients 
From Referrals) 
 
“I've used Service For Life!® both as a farming tool and with my 
sphere of influence.  I've actually received notes from people 
thanking me for the different articles in it, and for just the 
uniqueness.  Several people told me they receive mailings from 
other REALTORS® that don't even compare to Service For Life!®.  
They think I'm totally amazing for being to create something like 
that. 
 

I make every cover letter very personal, so my friends who see it 
feel like they're staying caught up with my life and stay close to me.  
And the people in my farm feel like they know me personally.  In 
fact, I received a card last week from a homeowner in my farm are, 
thanking me for a story that was in Service For Life!®, and she 
signed it “best friends for life!”  The funny thing is, we've never met! 
 

Because of Service For Life!®, I now do 98% of my business from 
referrals.  I can't imagine not using it in my business.  It's a great 
tool.”      -- Jane W., REALTOR®, Tulsa, OK 
 

w Use an envelope to send the newsletter, personally addressed to your 
recipient (NOT “occupant”) with FIRST CLASS postage stamp (even use 
commemorative stamps, but NO bulk mail or indicia’s), and if possible use a 
handwriting font or have the envelope hand addressed by students or 
whomever you hire to do your mailing.  If using our printer and mailing 
house, have them use a “Courier” font if they can’t use a handwriting font.  
Remember, people OPEN mail that looks personal.  Junk mail goes in the 
trash.   

 
w The VERY FIRST THING someone should see when opening the envelope 

should be a PERSONAL COVER LETTER addressed and written specifically 
to them.  Don’t say “Dear neighbor” or “Dear resident.”  Be personal.  You 
already have their name on your database, so use your MAIL MERGE function 
to make your cover letter personal.  Many agents physically sign their cover 
letters, and some put a little PS in their own handwriting.  It takes very little 
time.  If you use a signature, use BLUE ink. 

 
w Recognize clients and program for referrals in your newsletter.  I’ve already 

designed Service For Life!® with special space for these items, so make sure 
you make the most of them. 

 
OK, so let’s now talk about how to systemize the process of sending 

your issues so you spend more time with clients, closing deals and making 
money... 
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Jump-Start… 
 

 

Secret Strategy #6: 
 

SYSTEMIZE The Process So  
It Takes Little Time 

 
  
 Do you know the one single difference between top producers and 
everyone else?   
 
 Top producers spend the majority of their time working with clients and 
closing deals.  They spend their days doing the “highest and best use” of their 
time. 
 
 Very few cold call or cold door.  They’re not caught up in paper work.  
They’re not wasting time on social media sites.  They’re working with clients 
and closing deals – for as many hours in the day as possible.   
 

And since I believe “success leaves clues,” there are TWO VERY 
VALUABLE LESSONS to be learned here…   

 
First, your Service For Life!® system is a simple way for you to “leverage” 

your ability to generate clients.  It’s a SYSTEM designed to get you new clients 
automatically from the most profitable market you control – without your 
constant, personal attention – so you spend your time working with clients and 
closing deals (and making money, right?). 

 
The second lesson you should take from this is…do as little of this 

process as possible.   My goal for you is to spend as many hours in the day 
closing deals, not stuffing, addressing and licking envelopes.  And that’s why 
you need to SYSTEMIZE the production of your newsletter each month. 

 
How do you do this?   
 
By using a reliable and affordable source to do most or all of Service For 

Life!® for you.  Check out the “Printing Options” page (under the MAIL section) 
on the Member’s Website to find the right printing company for your practice. 

 
 Oh…and as an aside, there’s actually a THIRD lesson you can learn from 
the biggest producers.  And that is…over 73% of top producer business comes 
from referrals, word of mouth and repeat business.  It’s the market share 
they’ve built in their businesses – the Power List™ that consistently brings them 
a multi-six-figure income.   
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Yet, most agents don’t recognize this.  And those who do recognize it, 
don’t have the right tool to maximize their relationships and income—they end 
up spending 10  or more years to build their referral business, instead of just a 
few.  

 
You now own the most powerful tool available to REALTORS® for 

building and cultivating market share in your area.  Use it to profit like never 
before. 
 

So let’s talk about how to properly “Target Farm” using Service For 
Life!®... 
 
 

“The Most Powerful Marketing Tool We've Ever 
Seen...” 
 
“We got tired of constantly having to be “up and on” for dealing 
with cold prospects, and it became emotionally and physically 
draining month in and month out.  There had to be a better way 
to generate loyal, high-quality clients without all the pressure 
and anxiety of a “salesperson.” 
 
Then we discovered the “Service For Life!®” marketing tool.  
Quite frankly we were skeptical that such a simple tool could get 
these results.  But once you understand how it all works, it 
makes so much sense. 
 
It's incredibly easy to personalize and send.  And it looks like it 
came from us personally – not some “canned” newsletter.  We've 
tried other newsletters and mailers out there, but nothing 
brought us even a fraction of the business that this tool does.  
It's easy reading and provides close interaction with our database 
of people. 
 
Bottom line:  this system helped us effectively tap into our 
database, and in just a 3-month period we've numerous referrals 
from relatively small database. 
 
This does not count business from returning clients as well. 
 
Our referral business is just booming.  This has become the most 
valuable and powerful marketing tool we've ever seen.” 
 
Lois L., REALTOR® Orange County, CA 
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Jump-Start… 
 

 

Secret Strategy #7: 
 

How To TARGET FARM  
With Service For Life!®

 
 
  

I never thought I’d say that.  When I first created Service For Life!®, I told 
our “beta test” group to ONLY use it with their highest quality list – their Power 
List™.   

 
When people asked if they should farm with it, I originally said “no.” 
 
But I was wrong.  
 
While I still don’t think a “target farm” area is as profitable as your 

“Power List™” (because your Personal Market Share™ with a Power List™ is 
clearly higher), a number of agents have been “target farming” and getting 
spectacular results. 

 
And since you may want to TEST using Service For Life!® on a targeted 

farm, I thought I’d give you a few proven pointers to get the very best results 
possible when farming. 

 
But remember, you’re starting with a COLD list when farming – not a 

warm Power List™.  The difference is most people in your farm area won’t know 
you (even if you think they do), so you’re going to have to adjust your 
expectations and strategies up front when working a farm.   

 
Nevertheless, if our “beta testers” are any indicator, Service For Life!® will 

still be the most profitable farming tool you’ve ever used. 
 
So let’s cover a few pointers for Target Farming correctly using Service 

For Life!®… 
 
Target Farming Secret #1: Select A Small, Highly Profitable Farm “NICHE”.   
 

Did you notice I’ve been saying “target farm” and not “mass farm?”  
There’s a big difference.  See, most agents destroy their chances of success 
when farming – before they even begin – because they select the WRONG 
MARKET.  Let me explain. 
 

Most agents select a farm capriciously or with little “strategy.”  I 
frequently ask agents how they selected their farm area, and they’ll tell me 
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something like, “Oh, it just seemed to be a good area,” or “I live there,” or “It’s 
conveniently located between work and home.”   
 

Wrong.  Most agents don’t have any strategy behind their decision, so 
most of the time they select the wrong area(s) – doomed up front.   
 

The first “secret” to Target Farming successfully is to select the right 
market.   

 
You never want to “mass farm” because you simply don’t have the 

resources of time and money to get any market penetration that way.  You want 
to select a farm area of about 300 to 600 homes (each market), and plan on 
dominating the area with continuous, value-oriented contact.   Bottom line… 
 

You Either WORK Your Way Into Markets, 
Or BUY Your Way In 

 
 Selecting the right market is 70% of your “marketing battle.”  So BEFORE 
you spend a nickel on farming, you need to hop on your trusty MLS computer 
and start looking at the differences between various farm markets in your area.   
 

What kind of information do you want to examine?   
 

How about... 
 
1) The total # of homes that sell there each year,  
2) Average market price,  
3) Average time on the market,  
4) Average difference (%) between list price and sale price,  
5) How frequently the subdivision turns over,  
6) How many agents are in the market for you to compete with?   

 
In short, you want to know if the market you’re selecting has the absolute 

highest PROFIT POTENTIAL (remember, we’re looking for the “highest and best 
use” of your time). 

 
A good market has enough home sales to make it worth your while, 

higher than usual prices, fairly high turn-over of homes (at least enough to 
make you a decent living with a reasonable market share), shorter time to sell, 
and market share spread between several agents.   

 
If you take a little time to analyze and examine just 5 or 6 markets this 

way (using a spreadsheet) you will see that certain farming areas will stand 
out heads and tails BETTER than others.  And it’s THOSE markets you want 
to select for farming. 
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Target Farming Secret #2: Create Promotions That Make You STAND OUT 
And Quickly Get People To Know You Personally. 
 
 This secret is simple.  Start by sending out Service For Life!®, and 
remember to use all the “personalization” strategies I talked about earlier.   
 
 But you need to go further, because a farm doesn’t know you at this 
point.  So you need to implement a number of strategies that will make you 
stand out and get people to notice you – NOT just who you are, but HOW you 
are beneficially different from other agents. 
 
 So refer to a few of the strategies I talked about earlier in “Secret 
Strategy #3: Increasing the QUALITY of your list.”  Doing just a few things on 
a regular basis will have you dominating your farm in no time.   
 
 Remember, your ultimate goal is to take these people in a farm (who 
don’t know you right now), and ultimately convert them into your Power List™ – 
when they do business with you or send you a referral.  And the only way to do 
this is by creating a RELATIONSHIP with them.    
 
Target Farming Secret #3: Create Personal, Memorable Contact.   
 

This one is simple in concept, a little more difficult in practice.   
 
Use the very same strategies I mentioned earlier to personalize your 

newsletter for your Power List™.  Only this time, you need to adjust your 
expectations because you’re working with a cold list.    

 
Don’t assume these people know WHO you are or would work with you 

just because you’re sending them something once a month (which, by the way, 
is light-years better than what other agents are doing – but still not enough).  
You need more.   

 
You need personal follow-up.  Or consider using little give-away’s, or 

children’s programs, or anything to build the relationship.  That’s because… 
 

The Single Greatest Way to Differentiate Yourself From 
The Masses Of Agents Out The Is To Have A 
PERSONAL RELATIONSHIP With Your Market 

 
 It’s not who’s been in the market longer.  Or who produces more.  
 
 The spoils of the market go to the agent who has the deeper relationship 
with the most people in the market.  Here are a few examples from some of our 
top producers in our agent family… 
 
w One agent places flags in front of all neighbors yards on Memorial Day (by 

the way, she also sells over $20 million a year!). 
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w Another sends out themed mailings with her Service For Life!® newsletter for 
special holidays each month – St. Patrick’s Day, Easter, Halloween, July 4th, 
Thanksgiving, etc. 
 

w Another creates a web site with the neighborhood name as the URL 
(example: ShadowBrookCommunity.com).  Then she puts important 
community and home sales information on the site, so neighbors know 
where to look anytime they want to know anything about the community.   
Any time residents want community information – they have to go through 
her. 
 

w Another calls each neighbor and asks them for their birth date.  You’d think 
people would hang-up the phone, but they don’t because he tells them 
they’ll get a free birthday cake each year from him (he gets the cakes for free 
from a local bakery who participates to gain new clients). 
 

w Another agent holds a comedy club party – she rents out a local comedy club 
and holds a night of laughs and fun for her Power List™ and top farming 
areas. 

 
Target Farming Secret #4: Be Consistent With Contact. 
 
 The very same rules that apply to your Power List™ apply DOUBLY to any 
target farm area.  So make sure your contact is very consistent – every single 
month. 
 
Target Farming Secret #5: Name Your Newsletter Specifically For The Farm 
Area You’ve Targeted. 
 
 People always prefer a “specialist” over a “generalist.”  You don’t go to a 
Dermatologist if you have a toothache.  And so it is with your farming efforts. 
 
 The more you “specialize” in an area or situation perfectly matched to 
your intended prospect, the more inclined they’ll be to want your assistance.   
 

When farming using Service For Life!®, you want to specifically package it 
for the area you’re farming.  You can do it in the pre-headline, or in the post-
headline, or even change the name of your issues.   
 
 An example of a pre-headline: “Bob Realtor’s ShadowBrook…” 
 
 An example of a post-headline: “Insider Tips For My ShadowBrook Friends 
and Clients" 
 
 An example of a different title: “ShadowBrook Gazette" 
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You also want to specialize the offers in the newsletter for the farming 
area you’ve targeted.   

 
For example, on your “Insider’s Resources Page” instead of offering a 

report titled, “How To Avoid 7 Costly Mistakes When Selling Your Home,” you 
want to specialize the report to something like, “How To Avoid 7 Costly Mistakes 
When Selling Your ShadowBrook Home.”  Simply changing the titles on your 
reports does the trick. 
 
 If you have created a web site for the area you’re targeting, then make 
sure it’s at the bottom footer of each page in your newsletter.   Think about all 
the areas where you can make small modifications to the newsletter and make 
it perfectly match the area you want to target. 
 
Target Farming Secret #6: Always Include An Area Home Value Analysis 
With Your Newsletter Each Month Showing Statistics Of Active, Pending And 
Sold Properties  
 
 There’s a template on the “Marketing Toolkit” page in the member’s 
website with a market overview, and it’s called “MARKET WATCH™” (look under 
the MAIL section and select “Inserts”).   
 
 People always want to know how much their home has increased in value.  
They also want to know what’s happening around the neighborhood.  With the 
MARKET WATCH™ template, you can give them market updates every single 
month, in an easy to understand format. 
 

OK, I have to TWO final tips for making Service For Life!® bring you a 
steady stream of clients and commissions.  Read the next section before you 
start using this tool... 
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“You Made A Very Tough Business A Lot Less 
Stressful For Me...” 
 
“The first thing I did when I got out of real estate school was 
become a member of the Service For Life!® prospecting system. 
 
I used it primarily to farm a specific area, and I found in a very 
short period of time that I was generating a lot of response in the 
entire area, which ultimately led to a great first year in the 
business.  I can say I averaged at least a deal per month in 
farming alone. 
 
I know for a fact Service For Life!® contributed to a good amount 
of referrals and made me out to be an instant expert in the entire 
farming area.  I now use the letter for farming and to keep in 
touch with my past clients.  People are truly excited when they 
receive the envelope, and they can't wait to see what's in the 
next issue. 
 
Thank you, Service For Life!®.  You made a very tough business 
a lot less stressful for me.” 
 
Andy G., REALTOR®, AZ 
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Jump-Start… 
 

 

TWO Important Tips 
Before Using This Tool 

  
 

 First, I almost forgot to mention something that’s very important to this 
whole process.  And that is a Database.   
 

The great news is that an online contact database program comes with 
your membership to send the email version of the newsletter.  And you can 
easily “import” your contacts into this secure system if you already have a 
database program. 
 
 You will quickly learn that your database is the single most valuable 
asset you possess in your business.  You can use a spreadsheet or a software 
program…just make sure you can export your contacts to Mail-Merge with your 
word processor and create “personalized” cover letters when mailing to your 
list.  
 
 Second, I’ve made a Herculean effort creating this tool.  Then we tested it 
for YEARS with our agents.  And now we’re making it available to you.   
 
 But you’re getting something our “beta test” agents didn’t have.  They 
didn’t have years of tweaking, tuning and perfecting the newsletter for years 
BEFORE they got it.  So you’re getting the best of the best delivered on your 
door step. 
 
 What I’m getting at here is this: You need to trust in this process.  It 
works.   
 
 It’s been proven in every market, with every type of agent, under nearly 
all circumstances.  Please be persistent when using it – remember, if the quality 
of your Power List™ poor, it’s going to take a little more time before you start 
seeing results.   
 
 Either way, you’re going to find this tool to be the most profitable 
prospecting tool you own.  Like many of our agents, you might even start 
abandoning other, less productive methods of prospecting in favor of Service 
For Life!®. 
 

But if for some reason it doesn’t bring you the results you want on your 
first, second or third mailing, re-group and follow the directions in this guide or 
any other materials we send you.   
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And please don’t hesitate to watch the videos on the Member’s Website or 
call our office at (520) 546-1349 or (800) 622-2540 if you need assistance or 
guidance with Service For Life!®.   

 
You are a VERY IMPORTANT person to me.  I am invested in your success.  

We have trained staff members who work with agents all day long, and chances 
are, we have the right solution to your challenge. 

 
In closing, the other day I was having a conversation with an agent who 

produced $42 million last year.  During the conversation, he revealed 
something very smart that I want to share with you.  He said… 
 

“You know, Craig, I’ve learned hundreds of ways to 
‘make money’ in this business, but it’s been just a 
HANDFUL of sound, reliable systems I’ve established 
that have contributed to my large production and a 
profession and lifestyle I absolutely love. Service 
For Life!® has been by far the most profitable of any.  
It’s made all the difference in the world.” 

 
I hope these seven marketing secrets have given you helpful direction 

and a few simple, but powerful ideas on how to build a consistent, ever-growing 
$6-figure real estate practice.  I’m anxious to hear about your success, so please 
keep me posted on your progress. 
 
 Oh, and one more thing... 
 

If you want to learn how to make your Service For Life!® newsletter work 
to bring you consistent referrals for FREE, please refer to the Sponsorship 
Toolkit section on the Member’s Website.  There are templates and ideas for 
getting sponsorship from vendors and (best of all) THEY WORK! 
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Ways To Use… 
 

 

How ONE Marketing Tool Works Like  
10+ Tools To Generate Quality New  

Clients, Unlimited Referrals And  
Consistent Repeat Business... 

 
 

If you’re thinking the “only” way to use Service For Life!® is to spend 
money printing and mailing it – you’re in for a PLEASANT SURPRISE.   
 

When I first created it, I engineered it primarily as a prospecting and 
referral-generating tool for use with your Power List™. 
 

Of course, it's the best marketing investment you’ll ever make if you mail 
it – paying off in a never-ending stream of new clients, referrals, word of mouth 
and repeat business from these folks. 
 

But I never realized I had created a tool so powerful, it's now being used 
as 10 OR MORE TOOLS IN ONE by our agents.   
 
Here's how agents are using it...and many of them are spending $0.00... 
 

1. MAIL: Top 20% Power Players™ (best clients) and send issues FREE with sponsorship... 

2. MAIL: Strategic Farm Area to dominate high-potential areas… 

3. EMAIL: Power List™ (including leads) because it takes 1-minute a month and is FREE… 

4. POST: To Your Website to get people to visit your website and become a lead… 

5. POST: On Your Facebook Page or Profile for FREE, viral marketing... 

6. INSERT: Listing Info-Tubes as a low-cost client-generating machine... 

7. INSERT: Pre-Listing Packages/Buyer Qualifying Package to be their go-to agent… 

8. INSERT: Local Publication to become a "household name" in your area… 

9. PLACE: Public Areas (Doctor offices, local shops) to reach captive audiences... 

10.  HAND OUT: In Person (open houses, neighbors, local groups) to instantly bond 

people to you & capture more new clients... 

 
 

On the following pages, you’ll see CASE STUDIES and EXAMPLES from 

our member-agents for each of these methods to use Service For Life!®... 
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Ways To Use… 
 

 

 
Client-Multiplying Use #1:  Print and Mail Service For Life!® Issues To 

Your Top 20% Power Players For A Steady 
Stream Of Referrals 

 

 
Real-Life CASE STUDY... 

 
David J., a REALTOR® in Sacramento, California, told us: “I can attribute 
80% of my business to Service For Life!®” 

 
 
Here’s WHAT HE DID... 
 

To generate a steady, predictable stream of new clients, referrals and 
repeat business from your “Power List” (Sphere of Influence) of Clients, 
Friends, Family and Acquaintances...   

 
Segment them by QUALITY and send them “physical mail.”  

 
People who send you referrals are in a special group called your “Top 20% 
Power Players.”  These people deserve special attention because they’re 
the most likely to send you ongoing referrals and repeat business. 
 
Here’s how the step-by-step process works: 

 
STEP 1: Identify each person in your database who has sent you a 
referral, and mark them as an “A” client. 

 
STEP 2: Mail Service For Life!® to this group monthly – they’re worth 
spending money on to have it printed and mailed, and you can even do 
this for free with sponsorship.   

 
Even without sponsorship, printing & mailing Service For Life!® has the 
highest ROI of any marketing investment you’ll ever make. 

 
Your “Power List” is looking for an agent they can trust – shouldn't it be 
YOU?   By getting something in their hands, they can’t miss your issues 
and you can harvest your just share of commissions from people you 
know. 

 
 
Here’s HOW IT WORKED FOR HIM... 
 



 Page 34 

“Service For Life!® has made a huge difference in my 
business.  I felt somewhat detached from my clients, 
and the Service For Life!® prospecting and referral 
newsletter made us all kind of like a family.   

 
Last year, I had one of my best years in real estate, 
and I can attribute 80% of my business to Service 

For Life!® as a result of the referrals I received from my clients. 
 

It’s really quite easy to use.  In fact, I used to write articles for a 
newspaper.  This is so much fun, because I get to edit my own 
newsletter and send it out with a few touches of my own to personalize 
it. 

 
And the client response has been amazing.  Every time I bump into 
somebody at the grocery store or somewhere else, they say, “Oh, I 
get your newsletter and I love it.”  I have a contest on the back page, 
and it’s really quite interesting to see how many people enter. 

 
So I want to thank you for putting together such a wonderful product.  
It has so many ways that it causes people to want to respond to it.  
There’s something for everybody in each newsletter.  It’s amazing, 
also, how often it gets passed around to other people and I get calls 
from them as a result of the newsletter too.  So thank you so much for 
a great product.” 

 
 
Now let’s look at some examples on the next few pages so you can see how 
it all works – and do the same thing in your real estate practice... 
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EXAMPLE #1 
 

Anatomy of a Successful Service For Life!® PRINT Issue 
To Your “Power List” 

 
 
 
 
Envelope 
 

• 6x9 envelope size (looks like personal mail – like it could be a greeting 
card or note from a relative).  Here’s what a good example looks like... 

 
 
 
 
 
 
 

First-Class 
Postage Stamp 
 

(not an indicia) 

Handwritten address 
 

(how can you not open this?) 

Personal Address  
 

(no logo or brokerage 
name – this is personal 
mail) 
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Cover Letter (FRONT SIDE)	   
 

• Goes in front of issue.  Here’s what a good example looks like... 
 

 
 
 
 

 

Headline 
grabs 
attention 
 

Personal 
salutation 
 

This is a 
message for 
your first 
issue  
(to introduce 
newsletter) 
 

P.S. that 
draws 
person into 
issue 
 

 

Hand-sign 
or make a 
digital 
version of 
your 
signature 
(also put 
your contact 
information) 
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Insert page (FRONT SIDE) 
 

• Put “between” issue booklet (or on BACK SIDE of Cover Letter).   
Here’s what a good example looks like... 
 

 
 

 
 
 
 
  

 

 

Offer free 
consumer 
information 
(positions 
you as the 
expert agent, 
and 
generates 
leads) 

Get 
referrals 
(and remind 
people to 
think of you) 

Offer free 
consumer 
help (to 
generate 
warm leads) 

Make it easy 
to respond 
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Print Issue (page 1) 
 

• Here’s what a good example looks like... 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

	  

Instantly Recognizable Shockingly Down-Home 
Looking – As If YOU 
Wrote It!	  

“Grabber” Article 
Headlines 	  

Direct-
Response 
Offer For 
Consumer 

Guide 	  

HARD 
CONTENT 
ARTICLE 	  

Quick 
Involvement: 
Here’s WHY 
They Should 
Read it 	  
	  

Light Humor 	  

Direct 
Response Offer 
For Consumer 
Guide 	  

Drive To  
Website 

Or Hotline 	  
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Print Issue (page 2) 
 

• Here’s what a good example looks like... 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

	  

“Grabber” Headlines  
and Copy	  

	  
Involvement 

Device 	  

Left-Margin 
“One-Two 
Punch” Copy 	  

Direct-
Response 

Offer 	  

Drive To  
Website 

Or Hotline 	  
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Print Issue (page 3) 
 

• Here’s what a good example looks like... 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

	  

“Grabber” Headlines  
and Copy	  

	  
Involvement 

Device 	  
	  

Left-
Margin 
“One-Two 
Punch” 
Copy 	  

	  

Recognition 
and  
Appreciation 
(and referral 
programming)	  

Drive To  
Website 

Or Hotline 	  
	  



 Page 41 

Print Issue (page 4) 
 

• Here’s what a good example looks like... 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

	  

Trivia Contest  
(Important Response Device)	  Social Proof 	  

Positions YOU  
As Expert 	  

Referral 
Programming 
(Warm Gesture, 
plus Contact 
Info)	  

Left-Margin 
“One-Two 
Punch” Copy 	  
	  

Drive To  
Website 

Or Hotline 	  
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EXAMPLE #2 
 

Anatomy of a Successful Service For Life!® PRINT Issue 
To Your “Power List” 

 
 
 
 
Envelope 
 

• 6x9 envelope size (looks like personal mail – like it could be a greeting 
card or note from a relative).  Here’s what a good example looks like... 

 
 

First-Class 
Postage Stamp 
 

(not an indicia) 

Handwriting “font” address 
 

(see how this is still more 
personal than a label?) 

Personal Address  
 

(no logo or brokerage 
name – this is personal 
mail) 
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Personal 
update 

(bonds people 
to you and 

builds a real 
relationship) 

Cover Letter (FRONT SIDE) 
 

• Goes in front of issue.  Here’s what a good example looks like... 
 

 
 
 
 
 

Real estate 
update 

(positions you 
as the expert 

agent) 

P.S. that 
draws 
person into 
issue 
 

Hand-sign 
or make a 
digital 
version of 
your 
signature 
(also put 
your contact 
information) 
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Cover Letter (BACK SIDE) 
 

• Don’t waste the reverse side of your cover letter – use it to put your 
free resources insert, promote your listings, highlight sponsors, or put a 
personal update.  Here’s what a good example looks like... 

 
 
 

 

Personal 
note with 
photos 
(bonds 
people to 
you) 
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Insert page (FRONT SIDE) 
 

• I recommend putting an insert “between” your issue booklet.  You can 
use the standard “Free Resources” Insert, the Property Highlight 
Template, or a combination of them, as this example shows...   
 

 
 
 
 
 

Promote 
listings  
(you can use 
a hotline w/ 
extensions) 

Offer free 
consumer 
information 
(to generate 
warm leads) 

ORANGE 
paper – 
stands out 
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Insert page (BACK SIDE) 
 

• Here’s a great example of using the reverse side of an insert to 
highlight sponsors using “Ultimate Service Provider Rolodex” (this 
sponsorship strategy can cover the entire cost of printing & mailing!). 

 
 
 
 
 

 

Message to 
introduce 
why these 
are being 
included 
(positioning 
yourself as 
people’s 
advocate, 
there to help 
them) 
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Print Issue (page 1) 
 

• Here’s what a good example looks like... 
 

 
 
 
 
 
 

 

 

 

Black and 
White (even 
photo) – 
usually want 
a more 
personal 
photo of just 
you. 

Printed on 
ivory paper 

Drive 
people to 
your 
website 
(update this 
footer) 
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Print Issue (page 2) 
 

• Here’s what a good example looks like... 
 

 
 
 
 

Added 
sponsor 
below 2nd 
page article  
 
(you don’t 
want to 
change too 
much on the 
newsletter 
because it 
works the 
way it’s 
designed, 
but this is 
OK...) 
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Print Issue (page 3) 
 

• Here’s what a good example looks like... 
 
 
 
 

 

Direct 
Response 
offers  
 
(add your 
contact info 
to these in 
the offers in 
the 
newsletter to 
get inbound 
calls and 
new leads) 
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Print Issue (page 4) 
 

• Here’s what a good example looks like... 
 

 

 

Trivia 
contest  
 
(LEAVE THIS 
IN.  And by 
the way - 
this is NOT 
procuring a 
client – 
you’re just 
running a 
fun contest, 
but it can be 
a great way 
to get 
inbound 
calls and 
you can ask 
people who 
they know 
who’s 
thinking of 
buying or 
selling) 

 

Real Estate 
Q&A article  
 
(LEAVE THIS 
IN.  This 
positions you 
as an expert – 
showing is 
better than 
telling, and 
this 
demonstrates 
your expertise) 
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EXAMPLE #3 
 

Anatomy of a Successful Service For Life!® PRINT Issue 
To Your “Power List” 

 
 
 
Envelope 
 

• 6x9 envelope size (looks like personal mail – like it could be a greeting 
card or note from a relative).  Here’s what a good example looks like... 

First-Class 
Postage Stamp 
 

(not an indicia) 

You can use teaser copy 
“Current Issue Enclosed...”  
 

(people feel like it’s something 
they may have paid for and 
will open it) 

Personal Address  
 

(no logo or brokerage 
name – this is personal 
mail) 
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Cover Letter (FRONT SIDE) 

 
• Goes in front of issue.  Here’s what a good example looks like... 

 
 
 
 
 
 
 
 

Personal 
salutation 
 

 

Share what 
articles are 
in the issue 
to get 
reader 
involved 
 

Real estate 
update 
(positions 
you as 
expert) 

Could have 
listings on 
BACK side 
(to promote 
homes for 
sale) 
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Insert page (FRONT SIDE) 
 

• Put “between” issue booklet (or on BACK SIDE of Cover Letter).   
Here’s what a good example looks like... 
 

 
 
 
 
 

 

 

Offer free 
consumer 
information 
(positions 
you as the 
expert agent, 
and 
generates 
leads) 

Get 
referrals 
(and remind 
people to 
think of you) 

Offer free 
consumer 
help (to 
generate 
warm leads) 

Make it easy 
to respond 
 

YELLOW 
paper – 
stands out 
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Print Issue (page 1) 
 

• Here’s what a good example looks like... 
 
 
 
 
 

Black and 
White (even 
photo) – 
usually want 
a more 
personal 
photo of just 
you. 

Printed on 
ivory paper 
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Print Issue (page 2) 
 

• Here’s what a good example looks like...	   
 
 
 
 

 

 

Added a 
way for 
people to 
share a 
subscription 
to his 
newsletter 
below 2nd 
page article  
 
(you don’t 
want to 
change too 
much on the 
newsletter 
because it 
works the 
way it’s 
designed, 
but this is 
OK...) 
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Print Issue (page 3) 
 

• Here’s what a good example looks like...	   
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Print Issue (page 4) 
 

• Here’s what a good example looks like... 
 

 

 

 

Trivia 
contest  
 
(LEAVE THIS 
IN.  And by 
the way - 
this is NOT 
procuring a 
client – 
you’re just 
running a 
fun contest, 
but it can be 
a great way 
to get 
inbound 
calls and 
you can ask 
people who 
they know 
who’s 
thinking of 
buying or 
selling) 

Real Estate 
Q&A article  
 
(LEAVE THIS 
IN.  This 
positions you 
as an expert – 
showing is 
better than 
telling, and 
this 
demonstrates 
your expertise) 

 



 Page 58 

Ways To Use… 
 

 

 
Client-Multiplying Use #2:  Mail Service For Life!® Issues To Small, 

High-Potential Farm Areas & Generate 
Quality Listings (and Buyers) 

 

 
Real-Life CASE STUDY... 

 
Wilson & Marla M., REALTORS® from Manassas, Virginia, said: “We got 3 
calls, 2 appointments, and 1 listing using Service For Life!® in a farm 
we had never worked before!” 

 
 
Here’s WHAT THEY DID... 

 
Service For Life!® was not originally designed to be a “farming tool.”  But 
many of our agents have grown their production by sending issues to a 
“Target Farm” area. 
 
You see, there's a right way and a wrong way to farm, and we've cracked 
the code on how to do it RIGHT.   
 
You no longer need to tolerate the dismal response rates from post cards, 
recipe cards or other “slick” newsletters or “market update” mailings.   
 
Use Service For Life!® to a “Target Farm” and start dominating high-
potential farms in your area.  Here’s how the step-by-step process works: 
 
STEP 1: Select the right area to farm by doing research on your MLS.  It 
needs to an area with enough sales activity to show potential for new 
listings and fewer dominant agents. 
 
STEP 2: Get a mailing list of homeowners from your title company. 
 
STEP 3: Put together your Service For Life!® issue using “A-Pile” mail 
strategies – using a “blind” envelope that does not include your name or 
brokerage name instead of using self-mailers that just look like junk mail. 
 
STEP 4: Include the “Market-Watch” template with recent home sales 
prices in that area. 
 
STEP 5: Adjust your expectations and keep mailing.  It can take 6 months 
or more for people you don’t know to start to recognize your mailings 
and even respond to the trivia question. 
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Best of all – I'll provide you with a special “Sponsor Package” (everything 
you need – done for you) where you can farm properly spending $0.00!  
Some agents actually MAKE MONEY farming using our Sponsor Package! 

 
 
Here’s HOW IT WORKED FOR THEM... 
 

“My wife and I decided to go into a farm of 1500 homes 
that we had not worked before.  We did this our first 
Service For Life!® mailing and it was a big investment.  
We were prepared to go for 6 months without seeing 
any results, but on the very first mailing we got 3 calls, 
booked 2 appointments, got 1 listing, and that was on 
the very first mailing to a farm we had never worked 
before! 

 
I was shocked because this was an average market of $412,000.  Most 
people don’t think the newsletter will work for high-end markets.  
These people were so impressed with the newsletter – that’s what they 
were calling on. Having written my own newsletter for 4 years in a 
row, no agent can do this themselves for the price you charge.  

 
Marla and I got goose pimples in anticipation when we started sending 
it out.  We thought, “Is it really going to do what we think it is?”  And 
then when it did…we realized you can’t duplicate that newsletter – 
anywhere!  This is phenomenal!  Thank you from the bottom of my 
heart.” 

 
 
Now let’s look at an example on the next few pages so you can see how it all 
works – and do the same thing in your real estate practice... 
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EXAMPLE #1 
 

Anatomy of a Successful Service For Life!® PRINT Issue 
To A “Strategic Farm” Area 

 
 
 
 
Envelope 
 

• 6x9 envelope size (looks like personal mail – like it could be a greeting 
card or note from a relative).  Here’s what a good example looks like... 

 

First-Class 
Postage Stamp 
 

(not an indicia) 

Personal Address  
 

(no logo or brokerage 
name – this is personal 
mail) 
 

Handwriting “font” address 
 

(see how this is still more 
personal than a label?) 
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Cover Letter (FRONT SIDE) 
 

• Goes in front of issue.  Here’s what a good example looks like... 
 

 

For a farm 
area, tell why 
they should 
read (valuable 
information 
that’s not all 
about real 
estate) 
 

P.S. that 
draws 
person into 
issue... 
 
Also, you 
can position 
yourself as 
a specialist 
in the area. 
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Insert page (FRONT SIDE) 
 

• Put “between” issue booklet.  Here’s what a good example looks like... 
 
 
 

When 
farming, 
you’ll want 
to include 
this type of 
template 
with home 
prices -- so 
people 
welcome 
your mail 
even more 
and see you 
as the area 
expert. 
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Insert page (BACK SIDE) 
 

• You can put this on the back side of another insert, and a great use is 
to highlight sponsors to offset the cost of printing and mailing to a 
farming area, as this example shows...   

 

IMPORTANT: 
You don’t 
want to 
endorse 
sponsors, 
you’re just 
including 
their 
information 
and any 
special offer 
as a benefit to 
readers of 
your 
newsletter. 
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Print Issue (page 1) 
 

• Here’s what a good example looks like...	   
 
 
 

 

 Lake Lure Gazette 

GREAT 
FARMING 
STRATEGY: 
 
Change the 
“name” of the 
newsletter to 
match the 
area you’re 
mailing. 
 
(the rest of the 
newsletter can 
be the same) 
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Ways To Use… 
 

 
	  
Client-Multiplying Use #3:  Email Service For Life!® Issues To  

Every Contact In Your Power List 
(Including Leads) To Generate New 
Business For FREE 

 
 
Real-Life CASE STUDY... 

 
Blaine T., a REALTOR® in Blairsville, Georgia, told us: “I made $350,000 
in commissions using Service For Life!® as a follow-up tool.” 

 
 
Here’s WHAT HE DID... 
 

What's the biggest mistake agents make in their businesses?   
 
Failure to follow-up with leads and inquiries.   
 
The result?  Enormous amounts of business are slipping through your 
fingers.  You're busy, and real estate is a frantic business – so it never 
gets done.  Not any longer – because now it's DONE FOR YOU. 
 
With Service For Life!® you now own a powerful tool to easily follow-up 
and convert leads to clients. 
 
Here’s how the step-by-step process works: 
 
STEP 1: Export your leads from your email program or current database.   
 
STEP 2: Import these contacts each month to your Service For Life!® 
online account.  Simply add them to a “Leads” list or to your main 
“Master List.” 
 
STEP 3: Send the email version once a month as a free, automatic follow-
up tool so motivated prospects remember to contact you before other 
agents. 
 
Also, you should be sending Service For Life!® by email to everyone else 
you have an email address for to generate referral and repeat business 
spending $0. 
 
You get an email version of the newsletter with your contact details and 
photo automatically merged in, so you can email the newsletter to your 
“Power List” in less than 5 minutes flat.   
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Here’s HOW IT WORKED FOR HIM... 
 

 “I’ve been a Service For Life!® member for a long time.  I 
wouldn’t operate my business without this amazing tool.   

 
I’m a strong believer in the fact that people do business 
with people they know, they like, and they trust.  But I 

generate most of my business from my websites, and most of my 
buyers are out of the area buyers.  There’s often a time delay from the 
time they first contact me and the time they are actually here to 
consider and make a buying decision.  
 
Now I have to say, I feel I’m a pretty good sales person but I learned 
a long time ago, I don’t have time to follow-up with everyone.  And my 
goal is to provide buyers with the very best follow-up and personal 
attention that we can possibly deliver.    

 
The Service For Life!® follow-up system does just that, so when they 
actually do get here, I want their first stop to be at my office.   

 
I have a power list, or as we call it, our network, of just over 300 
contacts that we made all hard copies for the newsletter.   But I also 
send the newsletter out via email to over 800 Service For Life!® 
contacts every month.   

 
Just today I received a call from a prospect in South Florida. They 
received the copy of the Service For Life!® email from another person 
already in our network. They called and made an appointment to see 
one of my homes in two weeks from the home information I included 
with the newsletter.   
 
I never make a cold call, never call a FSBO, or chase down expired 
listings.  

 
I am not a big brokerage operation but my 18-year old son and I 
produce over $350,000 in gross annual commissions using your 
exceptional tool.  Please keep up the great work.” 

 
 

Now let’s look at some examples on the next few pages so you can see how 
it all works – and do the same thing in your real estate practice... 
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EXAMPLE #1 
 

Anatomy of a Successful Service For Life!® EMAIL Issue 
To Everyone Including Leads 

 
 
 
 
HTML email 
 

• Your From Name & Subject Line should be personal so more people 
open your email. 
 
Here’s an example... 
 

 
FROM NAME: Craig Forte 
 

(Use your name – not company name –  
and don’t use initials after your name.) 

 
SUBJECT LINE:  Your April Issue 

 
 
 

On the next few pages, I’ll show you a good example of an email that has 	  
useful tips, our persuasive "psychological triggers", involvement devices, and 
direct response offers... 
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Continues On Next Page... 
 

	  

Instantly Recognizable 
+ WHY They Should 
Read It... 

Personal Message 
Builds Relationship 
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Continues On Next Page... 	  

Involvement Device 

Hard Content Articles 
People Welcome & Read 

	  

Viral Marketing Strategies 
	  

Direct-Response Offers 
	  

Hard Content Articles 
People Welcome & Read 

	  



 Page 70 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Continues On Next Page... 

	  

Direct Response Offers 
	  

Involvement Devices and 
Welcomed Content + Humor 	  

Client Recognition and 
Subtle Referral 
Programming 	  

	  

Viral Strategies (Sharing) 
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Trivia Challenge and 
 Direct Response  
Device 

Involvement Device 	  
	  

Real Estate Q&A –  
Positions YOU As Expert 	  

Warm Message –  
Creates Bonding 

Viral Strategies (Sharing) 
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EXAMPLE #2 
 

Anatomy of a Successful Service For Life!® EMAIL Issue 
To Everyone Including Leads 

 
 
 
 
HTML email 
 

• Your From Name & Subject Line should be personal so more people 
open your email. 
 
Here’s an example... 
 

 
FROM NAME: John Smith 
 

(Use your name – not company name –  
and don’t use initials after your name.) 

 
SUBJECT LINE:  {FIRST_NAME} - Your April Issue 

 
(You can also merge in people’s name in the  
subject, if you have their first name in saved.) 
 

 
 

On the next few pages, I’ll show you a good example of an email that uses 
the email version to promote listings and share local market information 
between articles, so people still welcome each email you send... 
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Continues On Next Page... 
	  

Instantly Recognizable 
+ WHY They Should 
Read It... 

Personal Message 
Builds Relationship 

Photo & Contact 
information 
(gets attention and 
traffic to your website) 

Direct-Response Offers 
	  

Your Name 
 
Phone: 555-123-4567 
 
Search For Homes At: 
www.MyRealtySite.com  
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Continues On Next Page... 
	  

Can include local stats 
(positions you as expert) 

Promote Your Listings 
(find a qualified buyers 
from your own contacts) 

	  
	  

	  
	  

Direct-Response Offers 
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Continues On Next Page... 
	  

Direct-Response Offers 
	  

Hard Content Articles 
People Welcome & Read 

	  

Hard Content Articles 
People Welcome & Read 

	  

Viral Marketing Strategies 
	  

Viral Marketing Strategies 
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Continues On Next Page... 
	  

Direct Response Offers 
	  

Involvement Devices  
and 

Welcomed Content  
+ Humor 	  

Client Recognition and 
Subtle Referral 
Programming 	  

	  

Viral Strategies (Sharing) 
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Continues On Next Page... 
	  

Trivia Challenge and 
 Direct Response  
Device 

Involvement Device 	  
	  

Promote Your Listings 
(find a qualified buyers 
from your own contacts) 
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Warm Message –  
Creates Bonding 

Viral Strategies (Sharing) 
	  

Real Estate Q&A –  
Positions YOU As Expert 	  

Client Recognition and 
Subtle Referral 
Programming 	  
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EXAMPLE #3 
 

Anatomy of a Successful Service For Life!® EMAIL Issue 
To Everyone Including Leads 

 
 
 
 
HTML email 
 

• Your From Name & Subject Line should be personal so more people 
open your email. 
 
Here’s an example... 
 

 
FROM NAME: Austin Sams 
 

(Use your name – not company name –  
and don’t use initials after your name.) 

 
SUBJECT LINE:  Your April Issue (photos of hike) 

 
(You can put something after the main subject  
that will make people want to open your email.) 
 

 
 

On the next few pages, I’ll show you a good example of an email that uses 
the opening message area to add personal photos – a very powerful strategy 
to get more opens and involvement with your emails... 
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Added note above articles, 
and made it “highlighted” 

so it gets attention 

People LOVE photos,  
so share some from a 

recent event... 

Use the text below your 
photos to keep people 

reading... 
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Ways To Use… 
 

 
	  
Client-Multiplying Use #4:  Post Your Service For Life!® Print Issues 

To Your Website To Get People To Visit & 
Become A Lead... 

 
 
Real-Life CASE STUDY... 

 
Jenny H., a REALTOR® in San Diego, California, told us: “I’m a busy mom 
and I went from new agent to top producer in 26 months using Service 
For Life!®...” 
 

 
Here’s WHAT SHE DID... 
 

In addition to sending your print and email issues out monthly, one way 
to quickly enhance your website’s value to people who visit is to add your 
Service For Life!® issue to it each month.  It’s easy and fast to do... 
 
Here’s how the step-by-step process works: 

 
STEP 1: Convert your print issue from a word document to a .pdf file.   
 
You may have this built-in to your computer by just going to File --> Print 
to PDF, but if your computer doesn't have this option, try using one of 
these free file converters online:  www.freepdfconvert.com or 
www.zamzar.com 

 
STEP 2: Place a simple link on your website for people to download the 
PDF file.   

 
People love each issue, and it motivates them to return to your website 
(and see your listings and other information) again and again. 

 
 
Here’s HOW IT WORKED FOR HER... 
 

“I started using Service For Life!® the first month that I 
was in real estate.  Even with 4 kids, I used Service For 
Life!® pretty much exclusively as my only advertising and 
was able to make a large income very quickly. 

 
Everybody I send it to just loves it.  You’d be amazed at 
the comments I hear.  People practically stand by their 
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mailbox waiting for it to show up.  It’s just the highlight of their life to 
read it.   

 
It’s fun to have a cover letter that we can customize and kind of tell 
about our family.  A lot of my relatives get it and that’s fun for them to 
hear everything that’s going on, along with our friends and clients.  
Service For Life!®  has been awesome for me and I will always use 
it.  Definitely, it’s my number one marketing tool.  It’s been great.” 

 
 
Now let’s look at some examples on the next few pages so you can see how 
it all works – and do the same thing in your real estate practice... 
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EXAMPLE #1 
 

Anatomy of a Successful Service For Life!® PRINT Issue 
Posted To Your Website 

 
 
	  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

When people click to see an 
issue, it opens as a PDF... 
 

(ask your website 
designer how  
to add a PDF 
to your website) 
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EXAMPLE #2 
 

Anatomy of a Successful Service For Life!® PRINT Issue 
Posted To Your Website 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

When people click to see an 
issue, it opens as a PDF... 
 

(ask your website 
designer how  
to add a PDF 
to your website) 
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Ways To Use… 
 

 
	  
Client-Multiplying Use #5:  Post Your Service For Life!® Email Issues 

To Your Facebook® Page or Profile For 
Free Viral Leads... 

 
 
Real-Life CASE STUDY... 

 
Cathy M., a REALTOR® in Englewood, Ohio, told us: “My referral business 
has gone way up using Service For Life!®” 

 
 
Here’s WHAT SHE DID... 

 
Service For Life!® works like a magnet to attract attention, involve people, 
and motivate quality prospects to become YOUR clients.   
 
And now by using it on social media websites, you’ve got the most 
effective marketing tool on earth!    
 
Here’s how the step-by-step process works: 

 
STEP 1: Send your email newsletter.  Also, make sure to include yourself 
in your email list so you get the newsletter as well. 

 
STEP 2: Open your email newsletter in your email program, and then click 
one of the Facebook® “viral sharing” buttons (they big blue ones).  You 
can post a link to a “web page” version of your email newsletter for 
friends and fans to see. 

 
 
Here’s HOW IT WORKED FOR HER... 
 

 “The results of the newsletter are positively 
overwhelming!  I took the newsletter and ran with it 
the first issue we got with our test group.   

 
I added a link on my web page for the newsletter.  I 
put a form on my web page that allows people to sign 
up for my newsletter.  What I also did in my web site 

was say “Because these materials are copyrighted, I will need your 
name and address in order to mail it to you.”  Well Bingo!  I’ve got 
their name and address on my database and they’re now on my 
mailing list and they get the newsletter monthly.  Even if they order a 
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special report or other information off my web site, they still get the 
newsletter every month no matter what.    
 
I took 5 listings in the first few months, and 3 of the 5 were directly 
from the newsletter.  My referral business has gone way up.  And now 
that I’m posting issues on my Facebook page, I get people I don’t 
even know contacting me.  It’s incredibly viral!” 

 
 
Now let’s look at some examples on the next few pages so you can see how 
it all works – and do the same thing in your real estate practice... 
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EXAMPLE #1 
 

Anatomy of a Successful Service For Life!® SOCIAL Issue 
Posted To Your Facebook Page 

 
 
 
Facebook post 
 

• After your email issue is sent, you can post a link to it on Facebook. 
 
Here’s an example of what this looks like... 

Image 
 
(choose to 
show an 
image to 
display) 

Title 
 
(this is  already created 
for you) 

Share 
 
(this posts  a 
link to your 
issue on 
your wall) 

Message 
 
(this is optional) 
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EXAMPLE #2 
 

Anatomy of a Successful Service For Life!® SOCIAL Issue 
Posted To Your Facebook Page 

 
 
 
Facebook post 
 

• After you post a link to your email issue, it shows up on your 
Facebook wall and in the “newsfeed” for your friends to see. 
 
Here’s an example of what this looks like... 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

Link To Issue 
 
(When people click 
this, a web page 
opens with your 
“full” email issue) 

	  

	  

Like button 
 
(If this is clicked, your link will show up 
in your friend’s newsfeed for their 
friends to see!) 
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EXAMPLE #3 
 

Anatomy of a Successful Service For Life!® SOCIAL Issue 
Posted To Your Facebook Page 

 
 
 
Facebook post 
 

• After you post a link to your email issue, you can also post it on your 
Facebook “business page” for your fans to see. 
 
Here’s an example of what this looks like... 

	  

Bonus for reading 
 
(You can also give people 
another reason to read your 
issue – besides the helpful 
information!) 



 Page 90 

Ways To Use… 
 

 
	  
Client-Multiplying Use #6:  Insert Service For Life!® Print Issues In 

Your Listing Info-Tube To Capture 
Qualified Buyer Leads... 

 
 
 
Real-Life CASE STUDY... 

 
Lee M., a REALTOR® in Edgewood, Washington, told us: “Service For 
Life!®	  is the most powerful tool I’ve seen in my 25-year real estate 
career.  PERIOD.  Thanks a MILLION.” 

 
 
Here’s WHAT HE DID... 
 

You'll be shocked when you start generating buyers (and listings) by 
placing extra Service For Life!® issues in all your listing info-tubes and 
boxes.   

 
Best of all, it costs you less than $20 per month for each listing.   

 
The “secret” is to use your “Free Recorded Home Information Insert” 
(from the Member’s Website) inside your issue – it's the best targeted, 
“almost Free” prospecting you’ll ever do, spending almost no time, no 
money and no work! 	  

 
Here’s how the step-by-step process works: 

 
STEP 1: Create a customized “Free Recorded Home Information Insert” 
showing other similar homes and a 1-800 phone number for people to 
learn more. 
 
STEP 2: Print out extra copies of your newsletter. 
 
STEP 3: Staple the insert and your newsletter to each listing flyer in your 
info-tube for EACH listing.  

 
 
Now let’s look at some examples on the next few pages so you can see how 
it all works – and do the same thing in your real estate practice... 
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EXAMPLE #1 
 

Anatomy of a Successful Service For Life!® PRINT Insert 
To Promote Your Listings 

 
 

Extra Direct 
Response 
Offers 
 
(Free Reports 
to collect 
buyer and 
seller leads) 

Include up to 
6 listings 
 
(A lot of 
agents use a 
1-800 hotline 
number with 
a separate 
extension for 
each home.) 
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EXAMPLE #2 
 

Anatomy of a Successful Service For Life!® PRINT Insert 
To Promote Your Listings 

 

	  

	  
	  

You can 
customize 
this template 
to include 
more 
listings! 
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EXAMPLE #3 
 

Anatomy of a Successful Service For Life!® PRINT Insert 
To Promote Your Listings 

 

	  
	  

	  

	  
	  

You can also 
focus on a 
few listings, 
and add 
more detail... 
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Ways To Use… 
 

 
	  
Client-Multiplying Use #7:  Insert Service For Life!® Print Issues In 

Your Pre-Listing & Buyer Qualifying 
Packages To Win More Clients... 

 
 
Real-Life CASE STUDY... 

 
Joyce W., a REALTOR® in Littleton, Colorado, told us: “I’ve stopped other 
forms of marketing because I’m getting better results with Service For 
Life!®” 

 
 
Here’s WHAT SHE DID... 
 

Buyers and sellers want to work with the most knowledgeable and 
professional agent.  They’re looking for someone they can rely on for one 
of the largest financial purchases of their lives. 
 
When you insert your newsletter into your pre-listing and buyer 
packages, you’re demonstrating you’re a true professional and invested in 
bringing value to your clients.   

 
Nothing differentiates you better than Service For Life!®.  Other agents 
are NOT doing this and it works to helps you stand out and get the 
listing. 

 
 
Here’s HOW IT WORKED FOR HER... 
 

“I'm just getting ready now to send out another issue of 
the Service For Life!® newsletter.  But I just wanted to 
let you know something.  When I get a lot of hype about 
something, I think, “Oh, it can't be that good.”  But I 
wanted you to know that you didn't exaggerate when 
you claimed that this newsletter would bring me more 
business, because it really has. 

 
I'm just getting my taxes ready, and I looked back on 

last year's sales and I realized ALL BUT 2 OF THEM were a direct result 
of Service For Life!®.  And those 2, they were personal friends who 
would have used me anyway. 
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I want to tell you, also, that I've stopped other forms of marketing 
because they just really weren't working.  The postcards and all the 
usual stuff.  But except for holiday cards and magnet calendars that I 
send out at Christmas, I've really stopped everything else because I'm 
getting the results that I need with Service For Life!®. 

 
I've been called, too.  A lot of my clients have called me to thank me, 
because they love the articles.  It's not all real estate, its things that 
they need for their everyday life.  But their favorite part is the trivia 
contest.  They really think that's a lot of fun. 

 
I want you to promise me that you won't ever stop sending it.  I love 
editing them and I'm no geek when it comes to computers, either.  But 
it's easy for me to edit them.  

 
And when I put extra copies in my buyer and seller presentation 
folder, people really DO see my as a professional, that I send all of 
these things out to people, that I'm not a beginner, so that they'll have 
some faith in me. 

 
Anyway, thanks Craig, for doing Service For Life!®.  I really do say you 
did not exaggerate.  It is great!  Thanks a lot.” 
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Ways To Use… 
 

 
	  
Client-Multiplying Use #8:  Insert Service For Life!® Print Issues In A 

Local Publication To Become An Instantly 
Recognizable Agent In Your Area... 

 
 
Real-Life CASE STUDY... 

 
Diana H., a REALTOR® in Fernandina Beach, Florida, told us: “I’m a 25-
Year broker and I finally discovered the ONLY marketing tool that 
doesn't get thrown in the trash!” 

 
 
Here’s WHAT SHE DID... 
 

When I first created Service For Life!® I had a number of agents who 
insert it into their local bedroom newspapers and magazines – and their 
businesses multiplied as a result.   
 
There's no better way to become a household name – and no one else is 
doing it! 

 
Here’s how the step-by-step process works: 

 
STEP 1: Identify a “bedroom newspaper” or other print 
newspaper/magazine that goes to a certain area of your community. 
 
STEP 2: Contact the advertising rep to ask the rates to include a “Free 
Standing Insert” (also called an FSI). 
 
STEP 3: Print extra copies of your newsletter for the publication to 
include as an insert when they deliver it or put it on newsstands. 

 
 
Here’s HOW IT WORKED FOR HER... 
 

“I cannot tell you how much I have really enjoyed 
the Service For Life!® referral newsletter.  It has 
been so quick and easy to use and to personalize it 
with my own information.  Everyone thinks that I've 
done the letter myself, that I've spent hours 
personalizing it. 

 
It's so much better received than any of the 
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newsletters I've ever done in the past, like those big, shiny, glossy 
letters that all look great.  But people look at them and it's like, “Eh,” 
and throw them in the trash.  

 
With this newsletter, I get so many customers that call me and say, 
“Hey, I really like that article that was in there.  I really appreciated 
your hints about this or that.”  And they love the personal information 
on the cover letter, about the current real estate market in our area.  
 
And most of all, I think the reason that it works so well is that there's 
so little real estate in there that they don't feel like I'm pressuring 
them to use me for their real estate.  And because I'm not pressuring 
them, what happens is they're calling me and thinking of me. 

 
It has worked so much better than anything I've ever used, and I've 
been in this business now for 25 years.  It's really helped me build 
closer relationships with all of my past customers.  In fact, I've even 
had people that I've met that I've sent the newsletter to who have 
called me and said, “Diana, I get your newsletter and I've never 
bought anything from you, but I'm going to have you list my house for 
me.” 

 
It's just been incredible.  I've been very, very pleased with it.  I'm 
very, very happy with it.  It's worth ever penny that I spend on 
producing this newsletter, and there’s so many other ways to use it.  
It’s amazing.” 
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Ways To Use… 
 

 
	  
Client-Multiplying Use #9:  Place Service For Life!® Print Issues In 

Public Areas To Reach Captive 
Audiences... 

 
 
Real-Life CASE STUDY... 

 
Gabe C., a REALTOR® in Arizona, told us: “Service For Life!® accounted 
for at least 10 sales last year.” 

 
 
Here’s WHAT HE DID... 
 

Retail stores, doctor and dental offices, banks and similar places where 
potential clients can learn about you are great places to leave copies of 
your Service For Life!® newsletter. 

 
You can also use it as a “Strategic Alliance” tool where other businesses 
promote your services to their clients and vice versa – and they can have 
extra copies of your newsletter sitting in their waiting room or place of 
business. 

 
 
Here’s HOW IT WORKED FOR HIM... 
 

“I've think Service For Life!® is terrific.  All of my clients think it's 
terrific.  It's accounted for – I've been tracking it – at least 10 sales 
last year and 2 this year so far in the first 2 months. 

 
My clients just love it.  If I've taken them off the list and I don't think 
that they're a quality person to be on my sphere of influence, I've 
deleted them and I've had call-backs several times requesting 
potential clients to be placed back onto that list. 

 
It's been so successful for me, that I've also ordered additional copies 
of that letter from our printer, and I use them as part of my open 
house packet.  I include a newsletter in each of my open house 
packets, along with several other marketing materials that I've used 
with your program. 

 
Now, I'm starting to get into the different mortgage companies and 
other service providers, advertising in my newsletter, so that I can get 
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them to compensate me back for some of the costs to cover the 
newsletter. 

 
It's excellent, easy to use.  All I do is put my headings and tweak 
everything the way that I want it.  I don't hardly ever change anything 
of the content.  Once in a while, I may add something in, or something 
really personal. 

 
The cover letter is excellent.  I include personal photos of trips with my 
family, pets, things going on in my personal life, which my clients feel 
is very important on letting them inside my personal life and builds 
that solid relationship. 
 
It's a great tool for keeping your name in front of all of your clients on 
a regular basis, at least once a month.  I would recommend it to 
everybody, except for anybody in my area, because I would not want 
them to use it here. 
 
But kudos to this newsletter.  I could not get anybody to say anything 
bad about this newsletter.  You place all the real estate comments and 
triggers throughout the newsletter, in the right places, comes across 
with nothing to do with real estate except those little trigger places 
where you put the real estate asking for reports.  That’s really smart, 
and it’s very effective.” 
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Ways To Use… 
 

 
	  
Client-Multiplying Use #10+:  Hand Out Service For Life!® Print Issues 

To Instantly Bond People To You & 
Capture More New Clients... 

 
 

 
Want more uses for Service For Life!®?  OK, here are 4 more... 

 
 
Use It As a “Secret Weapon” When Manual Prospecting.   
 

I don't usually recommend manual prospecting, but this is the exception. 
True story: One agent told me she loves to get exercise by walking 
neighborhoods in the mornings.    
 
So she takes copies of her Service For Life!® and uses them as a “hand-
out” tool – and generated an average of 5 transactions a month!   
 
Now when she mails her issues, everyone knows her and welcomes her 
newsletter.  Brilliant strategy! 

 
 
Place Copies Around The Home At Your Open Houses 
 

If you hold open houses (or hire others to hold them), place Service For 
Life!® issues around the home – including private places like bathrooms, 
laundry rooms, etc.   

 
Studies show people will take along materials when they're NOT placed in 
a public area. 

 
 
Place Copies Next To Your Sign-In Sheets 
 

Place Service For Life!® next to your listing sign-in sheets as a “take 
along” for people.   
 
They'll love your content and you'll be getting Free publicity. 

 
 
Leverage Local Organizations For Massive Exposure 
 

Deliver issues to community groups to read – they’ll distribute to their 
members.  More free publicity. 



 Page 102 

“We Don't Have To Compete For Listings Anymore – People 
Just Call Us And Say, “Come Over And List My Home” – They 
Know Us, See Us And Trust Us...So Why Go With Anyone Else?” 
 
“I just wanted to give you some feedback about your Service For Life!® 
newsletter.   
 

I love it, and our clientele anxiously await its arrival every month.  For me, it 
has become my main source of contact between me, my clients, sphere and 
farm.  It opens the door for conversation when I see folks out in my farm 
area.  I distribute other market-related materials throughout the month, but it 
is the newsletter, with its variety of articles that are non-real-estate related, 
that the people remember and want to talk about. 
 

I firmly believe that personal interaction is the key to building 
relationships.  Since the creation of the Do Not Call List, I've stopped calling 
and instead make it a priority to see homeowners face to face.  I went back to 
the old-fashioned way of farming and actually walk the farm once a month, 
armed with the Service For Life!® newsletter. 
 

The people love it.  When they see me out walking, they make an effort to 
stop and talk instead of run into the house and hide, like they used to 
do.  They comment about the helpful tips, like adding salt while boiling eggs to 
make the shells come off easily, and pouring boiling water down a slow-
running drain to clear it out.  They are ecstatic when they try these things and 
they actually work. 
 

Other comments I often hear from my clientele are, “We really enjoy your 
paper.  It's so informative and light, not the usual hard-sell real estate bulletin 
that we used to get,” and “thank you for keeping us informed.  We actually 
look forward to receiving them every month.”  And the best one of all is 
several people have actually told me that they've kept every issue in a file, so 
they won't lose the valuable information.  My eyes got big when I heard that 
one! 
 

When we first started over 2 years ago, we only mailed out 300 to our 
sphere.  We have been so pleased with the returns, that we're now at 1,300 
and have set a goal to be at 2,000 by the end of the year.  The best part of all 
is that our business volume has grown consistently each year, and we don't 
have to compete for listings anymore.  People just call us and say, “Come over 
and list my house.”  They know us, see us and trust us.  So why go with 
anyone else? 
 

Your newsletter is an awesome marketing tool.  I would never consider being 
in business without it.  I can't thank you enough.  Keep them coming!” 
 

Nancy, REALTOR®, Norwalk, CA 
 

 
 



 Page 103 

Marketing Toolkit… 
 

 

Everything You Need To Use  
Service For Life!® Successfully 

 
 

Because I want to give you everything you need to make using Service For 
Life!® wildly profitable, I’ve put together a Marketing Toolkit with your 
membership and it includes: Special Reports and ready-to-use Marketing Tools.   

 
I spent over 2 years and 200 hours creating, testing, and tweaking every 

single report and tool you can use with your newsletter marketing system. 
 
And these tools are the reason why I call the Service For Life!® tool a 

“complete” client-generating SYSTEM. 
 
Here’s how it works... 
 

• When a person gets your print or email issues and starts reading, 
they’ll see “direct response offers” between the articles or on the 
inserts you use. 

 
• These offers are written for you and they motivate people to call 

(or email) you to request a free report on buying and selling real 
estate.   

 
• You’ve now identified a buyer or seller prospect who’s in the 

market for your services, and you can send them the report they 
requested. 

 
• The reports are already written for you and they position you as 

THE real estate expert they can trust because you’re demonstrating 
your knowledge, expertise, and follow-through by sending them the 
informative report. 

 
• At the end of each report, there’s another offer made to prospects 

to contact you about a unique service you provide that further  
demonstrates why they should hire you to buy or sell. 

 
 
 

On the following pages you’ll get an overview of the Special Reports 
and Marketing Tools that are available to download on the Member’s 
Website... 
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Marketing Toolkit… 
 

 

Special Reports To Identify Hot Prospects 
And Motivate Them To Contact You 

 
 
 Special Reports are powerful “response magnets”, and will become one of 
the most valuable marketing tools in your arsenal.  
 
 These are not a bunch of bland, boring reports with generic real estate 
information – they’re detailed, quality reports that give compelling real estate 
information and (because they’re personalized as if YOU wrote them) position 
you as a true expert and professional. 
 

What’s more, each is a special “Consumer Awareness” report written by 
me – a 36+ year marketing expert and professional copywriter – and each 
includes irresistible offers for readers to automatically use your services! 
 

To use your special reports, you’ll first need to save them on your 
computer.  To do so is very EASY.   

 
Just follow the steps below: 

 
 
STEP #1:    
 
Open your Internet browser and LOGIN to the Member’s Website.  Simply go to 
www.ServiceForLife.com and click “Login” to be taken to the login screen to 
enter your username and password.   
 
 
STEP #2:    
 
Click on “Special Reports” from the Dashboard screen to be taken directly to 
the Special Reports download page.  Or, you can click on “TOOLKIT” (middle of 
top navigation menu) and then click on “Special Reports”. 
Here’s what it looks like... 
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STEP #3:    
 
Select The report you wish to use.  The “Special Reports” page on the Member’s 
Website will show a list of the reports available.  Open the report by left-
clicking the link to the report you wish to open, and select “open” the file. 
Here’s what it looks like... 
 
 
 
 
 
 
 
 
 
 
 
 
 
STEP #4:    
 
You’ll need to SAVE the report on your computer before you make any changes.   
 
You’ll want to save the file on your computer’s desktop or hard drive (in most 
cases, it’s your “C:” drive).   
 
To do so, with your Special Report open in MS Word, simply click on “File”, then 
“SAVE AS”. Go ahead and save your Special Report on your C:/ drive anywhere 
you want – it’s best to create a separate folder that says “Special Reports” or 
something like that, so you can locate your report in the future.  
 
Here’s what the “save as” function will look like... 
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STEP #5:    
 

Here are important tips for modifying and personalizing your Special 
Reports... 
 

There are THREE important elements that I intentionally built into your 
Special Reports. 
 

First, I wanted the reports to be informative and compelling – thus 
motivating people to read them, and positioning YOU as a true real estate 
expert. By being a REALTOR® you should have a basic understanding of the real 
estate and home finance terms and calculations I used in these reports.  Read 
through them and make sure you are familiar with the content. 
 

The second element I “engineered” into these reports is the “down-home” 
look of them.  The last thing you want is to use some slick, 4-color, “canned” 
special reports in your practice.  Why?  Because people instantly know that you 
didn’t write them – you just bought them.  And that hurts your credibility.  
 

I wanted these reports to look like you researched, tapped your brain, 
and toiled hours over your computer to bring your prospects and clients the 
very best information possible.  That’s why they look the way they do. 
 

And finally, EVERY report not only gives compelling real estate 
information to your readers, but all the reports transition into an OFFER to use 
your services.  No one will ever respond to anything you do without a 
compelling, almost irresistible, self-serving REASON for doing so.  That’s why 
most agent marketing fails to work and is a complete waste of money. 
 

Each of these reports transitions into an important and compelling OFFER 
to use your services – so in reality, these are not just informative reports, but 
TRAINED SALESPEOPLE out in the marketplace working to bring your clients. 
This is how you leverage your ability to get business. 
 

In order to make your reports work best for you, you’ll need to 
PESONALIZE them.  This is a very easy process.  Here are a few tips:  
 

1. As you read through your reports, look for brackets << >> where you’ll 
need to add your name or other customized information.  It’s very 
easy to enter your information and then save your personalized 
Special Report on your hard drive – ready for print. 
 

2. As I mentioned above, each report is designed to give helpful 
information, but then (at the right time) transitions into an offer for 
your services. The transition usually occurs in the last few pages of 
the report – it will start giving people information about you and 
reasons WHY they should contact you. I’ve provided you with a 
SAMPLE of these tips – and if they apply to you, feel free to use them. 
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Otherwise, you will want to take a few minutes and personalize them 
for your practice. 
 

3. Finally, most (if not all) of the reports have a little coupon or boxed 
area that outlines a specific OFFER for your services – it basically tells 
people what they get when they do business with you.  You’ll want to 
personalize the small coupon as well. 

 
SPECIAL NOTE: Since most of the reports have a very similar format in the 
sales transition (at the back of the report), you will only have to go through the 
modification process only once or twice – then you can copy and paste your 
personalized OFFER into the other reports (with a few minor updates for each 
report). 

 

STEP #6:    
 

When someone requests a report, you can print it and mail it to them, or 
email them the PDF of the report as an attachment. 

 
How To Convert Your Special Reports to PDF format… 

 
Some printers require you to put your documents in Adobe Acrobat (PDF) 

format. Or, if you’d like to email a special report, the PDF format allows person 
to read and print your document without being able to make changes.  

 
Here are a few useful tools to convert your MS Word newsletter into a 

PDF.  NOTE: these are third party resources and are suggestions not 
endorsements. 
 

PC Users: Use a free file converter online such as:  
www.freepdfconvert.com or www.zamzar.com 
Mac Users: Click “File” and “print to PDF” to convert your newsletter. 

 
 
 

 
 
 
Turn to the next page to see a complete list of all the special reports 
available to download from the Member’s Website under  
TOOLKIT and “Special Reports”... 
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Here are all the reports available to download  
from the Member’s Website under  
TOOLKIT and “Special Reports”... 

 
BRIEF REPORTS (2 pages): 
 

Buyers 
• 8 Secrets For Saving Thousands When Buying  
• 7 Secrets For Saving Thousands When Financing  
• 4 Quick Ways To Buy A Home With Little Down  
• “Top 10″ First-Time Homebuyer Mistakes To Avoid  
• 8 Dumb Mistakes Even Smart Investors Make  

 
Sellers 

• 7 Costly Mistakes When Selling Your Home  
• 6 Steps For Selling Your Home For TOP DOLLAR  
• 4-Steps To Stage Your Home For A Fast Sale  
• Make Your Home Show Like A Model Without Breaking The Bank  
• 7 Insider Tips To Net More Money Selling Your Own Home  
• 4 Tips To Guarantee Your Home Sells The Second Time  
• 10 Options To Avoid Foreclosure  

 
General 

• 12 Questions You Should Ask BEFORE Your Hire A Real Estate Agent 

 
FULL-LENGTH REPORTS (10 to 20 pages):  
 

Buyers 
• 8 Secrets For Saving Thousands When Buying  
• 7 Secrets For Saving When Financing  
• 49 Essential Buyer Tips  

 
Sellers 

• 7 Costly Mistakes When Selling  
• 44 Moneymaking Tips For Prep To Sell  
• Home Seller’s Guide To Moneymaking Fix-Ups  
• Sell For Top Dollar With or Without A Real Estate Agent  
• 28 Facts Every Struggling Homeowner Should Know 

Insert:  Home Rescue Plan Coupon 
Checklist:  10 Options To Avoid Foreclosure  

 
General 

• 12 Questions To Ask Any Agent  
• FTC Glossary of Real Estate Terms  

 
 
Remember, each of these reports is a MS Word document available to 
download from the Member’s Website under TOOLKIT and “Special Reports”.
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Marketing Toolkit… 
 

 

Marketing Tools To Convert 
Leads Into New Clients 

 
At the end of each special report, there is another offer made to 

prospects to have them take one step closer to you. 
 

The following templates are available to download as powerful “lead 
conversion” tools (find them under the TOOLKIT section and “Marketing 
Tools”): 
	  
 
1. “Maximum Value Home Audit” 
 

You can offer a FREE “Maximum Value Home Audit” service to prospects. 
This service is designed to personally identify tips and tactics to sell their home 
for top dollar in the least time. Personalize and use this template to leave with 
the seller.  It’s a powerful tool to close prospects or further assist your sellers.  
And it differentiates you because all other agents only offer a “CMA” when this 
like a CMA on steroids.  Here’s what the template looks like (see next page)... 

 
 
 
 
 
 
 
 
 
 
 
 
 
2. “28-Step Home Marketing Plan” 
 

Presenting your marketing plan is the final step before signing the listing 
agreement. Here’s an extremely powerful tool for bringing all of the elements 
together into closure.  
 
 Go to the next page to learn more about this unique marketing plan...
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This “28-Step Home Marketing Plan” is a reference you can use to create 

your EXCLUSIVE PLAN for your prospects and clients.  
 
Your plan can have a different number of steps, but it should be enough 

to impress the sellers, specific enough to beat-out your competition, yet not so 
burdensome that you can’t accomplish all of them.   

 
Here’s what this plan looks like... 
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List-Building Toolkit… 
 

 

     How To Build Your Power List™  
And Your Income 

 
 
Why should you build the size of your Power List™?   
 
Because it is the single greatest asset in your business.  It will be your 

ongoing source of referrals and repeat business.  Building a big Power List™ is 
easy if you put your mind to it.   

 
Here’s the best way to start building your Power List™… 

 
STEP 1: Write down everyone you know and create the “Big List”, including: 

 
§ Every current and past client.  Don’t forget to add your friends, family, 

and other close contacts. 
 

§ Leads you generate on your list.  Many successful agents make it a point 
to add 2 people a day, and soon have 500 contacts their first year (and 
got 10 to 20 deals just by putting people on the list). 
 

§ Also, the other parties to any transactions you complete go on the list 
(hint: their agent will forget about them, so they’ll easily be yours when 
they buy or sell again).  

 
STEP 2:  Add all your existing contact information to a database. 

 
You may already have database software to store contact information.  
And you probably have an email program that stores the email addresses 
for most of your contacts.   
 
See resources in the Member’s Website to export this data and import it 
in to the online database that comes with your membership (under the 
BONUS section).   
 

STEP 3:  Continue to add more contacts to your Power List™. 
 
There are dozens of ways to grow the size of your existing Power List™.   
 
On the next few pages, I’ll highlight the most effective strategies our 
agents use to grow their production 33% to 400% within 6 to 12 months 
by building their list of contacts who receive Service For Life!® 
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List-Building Toolkit… 
 

 

3 Powerful Strategies To Quickly 
Grow Your Power List™ 

 
 

On the Member’s Website there are links to the following strategies that 
are proven to grow your Power List™ into the hundreds (or thousands)... 
 

Go to the “BONUS” section and under the “How To Build Your List of 
Contacts” there is a section called WAYS to get more contacts... where you’ll 
find links to the following resources: 
 
 
The Strategic Alliance System 
 

What if you could tap into a “gold vein” of clients, and harvest as many 
quality buyers and sellers as you could handle? I’m talking about loyal clients, 
who are bonded to you, and who qualify and close at the highest rates.  Life 
would be a whole lot easier, don’t you think?  I’m going to share with you all the 
details about how you can harvest millions of dollars of business from creating 
“Strategic Alliances.” 

 
 
The Change of Address System 
 

Whenever a buyer closes, we all know the one thing they must do:  
Change their address.  This presents a HUGE opportunity for you to help them 
with this chore and accumulate a lot of names on your database.  Here’s a quick 
and easy strategy to WOW your clients and build your business by sending out 
“Change of Address” notices. 
 
 
The Million-Dollar Strategy 
 

This system has brought agents millions in gross commissions. After a 
buyer goes into escrow, begin to get them excited about my ‘After Sales 
Program’ and tell about things like: How you will keep in touch with them, send 
them referrals of trade people they might need, monthly newsletters with 
valuable information, and the Client Appreciation Parties they will be invited to.  
Then us this step-by-step system to get introduced to all of your buyer’s friends 
and family. 
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List-Building Toolkit… 
 

 

Quickly Build Your Email List With 
This Special Guide 

 
 
On the Member’s Website there is a link to download a special guide for 

exporting your current email contacts along with ways to get more email 
addresses. 

 
Go to the “BONUS” section and under the “How To Build Your List of 

Contacts” click on this image to download this guide as a PDF...  
 
 
 

SECTION 1:  How To Get Your 
Current Contacts In The Online 
Marketing Center 
 
STEP 1:  EXPORT Current Contacts from 
your EMAIL PROGRAM (Gmail, Yahoo, 
Hotmail, AOL, or another email service); 
and from your DATABASE SOFTWARE 
(MS Excel, MS Outlook Address Book, 
MS Outlook Express, ACT, or Top 
Producer)... and then... 
 
STEP 2:  IMPORT Contacts In To The 
Online System, including editing your 
CSV file and adding new contact 
records. 
 
 
SECTION 2:  15 Easy Ways To Get More Email Addresses 
 
Using the Online Marketing Center you can send your Email Newsletter version 
of your issues spending $0.00.  If you don't have email addresses of your past 
clients or would like to get more from acquaintances and prospects that could 
do business with you, here's a list of ideas organized by 4 categories:   
FREE, CHEAP, BIG BANG, and LEVERAGE strategies. 
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Frequently Asked Questions… 
 

 

Here Are Answers To The Most 
Commonly Asked Questions 

 
 Flip through the following pages to find answers to questions about the 
Service For Life!® Direct Response Personal Newsletter Marketing System, 
including: 
 

• What's The MOST IMPORTANT Thing I Need To Know About This 
Strategy? 

 

• I've Seen All Kinds of “Marketing Strategies and Tools” Out There for 
REALTORS®, and Most of Them Don't Work.  Why is THIS so different? 

 

• How Many Different Ways Can I Use Service For Life!® In My Practice? 
 

• How Much Money Will it Cost to Send Out my Service For Life!® Issues 
Each Month, and How Do I Understand The FINANCES Of Marketing This 
Way? 

 

• Can I Send Service For Life!® For FREE? 
 

• Is It Better To Send Service For Life!® by MAIL or EMAIL? 
 

• How Long Will it Take To See Results? 
 

• Are There Any Situations Where Service For Life!® Will NOT Work So Well 
For Agents? 

 

• How Do You Manage “Areas” Between Agents Using Service For Life!®? 
 

• Can I Send Service For Life!® Outside My Assigned Area? 
 

• Why Did You Make the “Look” of Service For Life!® The Way It Is? 
 

• Do Any Agents FARM Using Service For Life!®? 
 

• What Kind of Computer Software Will I Need to Personalize My Issues? 
 

• Couldn't I Write My Own Newsletter Each Month? 
 

• How Do I Create A List of People To Send It To? 
 

• How do I get my Service For Life!® newsletter printed, stuffed and sent 
each month? 

 

• Can I Share My Service For Life!® with Other Agents? 
 

• WARNING!: My Mortgage Broker Friend Offered To Give Me A Newsletter 
To Send For FREE If I Send Them Business – Why Don't I Use That In My 
Business? 
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What's The MOST IMPORTANT Thing I Need To Know About This 
Strategy? 

There's a very important “marketing lesson” that less than 4 out of 100 Real 
Estate Professionals understands – and just by hearing it can literally multiply 
your profits overnight. 

Do you know where 73% (the lion's share) of all real estate clients come from? 

If you knew that answer, you could pinpoint your marketing efforts like a laser 
and generate as many clients as you could possibly handle...spending a fraction 
of the time, energy and stress you currently spend.  Agreed? 

Well...several years ago, I found that source.  And here's proof... 

The National Association of REALTOR'S® “Profile of Homebuyers and Sellers” 
revealed that 73% of all clients are generated from direct knowledge of the agent 
or a referral from a trusted source. 

That's nearly three-quarters of all clients! 

They don't come through the internet or a web site (less than 7% do).  Or from 
some fancy “high image” ad, post card or brochure (only 3%).  Or even from a 
yard sign, cold call or cold door (only 4% combined). 

What's more, 68% of sellers and 66% of buyers report working with the very 
FIRST agent they meet. 

But here's the shocker... 

Only 4% of all agents have any type of reliable marketing system in place to 
prospect and capture quality clients, automatically follow-up to close leads, 
stimulate referrals word of mouth and repeat business, and be the first agent 
available to prospects and clients. 

Meaning that... 

The Top 4% Of Agents Capture 73% Of All Clients, While 
The Remaining 96% Wrestle Each Other For The Leftovers! 

Pardon my bluntness, but...Which Group Are YOU In? 

Like it or not, statistics say you're not in the top 4%.  Which means you're 
missing out on a windfall of profits...millions of dollars of real estate 
commissions that could easily be yours. 

The FACTS tell you the true secret to success in real estate is by simply having... 

A Relationship So Deep, So Different, You're the 
Automatic Choice for Buyers and Sellers 
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Yes, that's the ONE ingredient that positively differentiates YOU from every 
other agent in your market and automatically generates a non-stop flow of new 
clients, referrals, word of mouth and repeat business... 

...That's what puts you in the elite 4% of all agents who snare 73% of all real 
estate transactions, and gives you rock-solid market share in your area... 

...That's the ONE ingredient that gets you face-to-face with prospects FIRST 
(before other agents), and practically forces people to think YOUR NAME when 
they think “real estate.” 

...And it's the ONE thing that will simplify your business and finally get you off 
the real estate treadmill – bringing you consistent, lasting profits and BALANCE 
to your life. 

The truth is...real estate is not a technology business.  It's not a cold-call 
numbers game – especially with the recent no call lists.  And it's not even an 
“image” business.  That's because... 

The Single Greatest Reason Why Someone Will Do Business With You Is 
Because They Either Know You Personally, Know OF You In A Positive Light, 

or Are Referred To You From a Trusted Source! 

Remember, 73% of ALL clients come this way. 

So the question you should ask yourself is...Why Would You Spend Most of 
Your Time, Energy And Money Struggling After Just 27% Of The Market, 
When The Most Profitable 73% Can Easily Be Your Fingertips? 

Stop “selling.”  Stop exposing yourself to unneeded stress.  Stack the deck in 
your favor.  Let all the other agents waste 95% of their time and money chasing 
just 27% of the market. 

You go after the real profits...you go after the 73%. 

But there's another important point you need to know.  And it's this... 

The only way to maximize the money you make in real estate is by working with 
clients and closing deals for as many hours in the day as possible.  The more 
time you spend directly working with clients and closing deals, the more money 
you make... 

But when you spend your time doing anything other than directly working with 
clients and closing deals...paperwork, previewing, and yes, even 
prospecting...you're giving yourself a pay cut...even working for FREE. 

Service For Life!® is a “marketing system” targeted to the highest priority 
“prospects” and clients...specifically designed to bring you a steady stream of 
new clients, referrals and repeat business...while you spend your time working 
with clients and closing deals.  Ask yourself.... 
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What “Systems” Do You Have In Place To Keep New Clients Coming While 
You Work With Clients, Close Deals and Maximize Your Income? 

There's no better tool for nurturing deep relationships, bringing frequent, value-
oriented contact, while ALSO using proven strategies that motivate prospects 
and clients to respond, refer, and do business with you and only you than the 
Service For Life!® direct response prospecting and referral producing newsletter. 

It works.  It's incredibly fast.  It's completely turn-key.  It's easy and 
inexpensive to send (even FREE).   

And there's nothing else like it available for REALTORS® – anywhere! 

 

I've Seen All Kinds Of “Marketing Strategies and Tools” Out There For 
REALTORS®, And Most Of Them Don't Work For Me.  Why Is THIS 
Different? 

I've seen what's out there and I don't blame you for being skeptical.  It's also 
natural to be cautious about something that's not used by “everyone.”  In fact, 
that's what motivated me to create this tool for our REALTORS® in the first 
place. 

But thinking Service For Life!® is “just another marketing tool” is like believing 
the Space Shuttle is “just another airplane.”  Let me explain... 

First, the single greatest piece of advice I could give an agent looking for steady, 
consistent business is: FOCUS ON THE HOT PROSPECT FIRST. 

Most agents are looking for the magic bullet...the “gimmick” that's going to 
skyrocket their business.  When, in reality, the secret to success is to first find 
people who are most predisposed to work with you.  Then market to THEM. 

Prioritize your marketing according to PEOPLE, not gimmicks.  Remember, it's 
ALL about relationship. 

Service For Life!® positions you as a trusted advisor...a friend and true expert 
bringing welcomed value to prospects and clients each and every month.  Then 
we provide more than 14 reasons to contact you – making your issues a 
powerful direct-response client generation tool.  So when it's time to buy or 
sell...OR...to give a referral...you are the naturally choice – even before other 
agents. 

It makes perfect sense, doesn't it? 

Service For Life!® is specifically designed to build a family-like relationship with 
clients and prospects and to motivate them to contact you first. 

It's NOT a marketing course or tool that's going to sit on your shelf waiting for 
you to “study” it.  It's DONE FOR YOU. 
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Every single month, you'll be getting the very best of my 36+ years of real estate, 
marketing and direct-response experience delivered on your doorstep, complete, 
ready to go to work for you. 

I'll be your personal marketing department.  You simply download the issue 
each month (from within the Member's Only Website), personalize it on your 
computer so it looks like YOU took the time, energy and effort to write it (very 
important!), and send or email it over to your printer or the printer our agents 
are using – out the door.  You'll be shocked by its simplicity. 

“Simply put, this is the BEST real estate marketing 
tool EVER!  I've tried many other real estate 
newsletters with mostly dismal results.  I've gotten 
more positive responses and more business from your 
newsletter in a few months of use than I did from all 
other newsletters and years of use.  Your system is 
awesome!”  (Ken J., REALTOR®, Bozeman, MT)  

Second, this is one single, simple tool that acts as 10 or more marketing tools 
in one.  There's nothing to research.  Nothing to write.  Nothing to interfere 
with your highest priority each day – selling real estate! 

Service For Life!® is ONE, SIMPLE tool that's now bringing up to 70%, 80% even 
90% of agent business.  It's almost impossible to make a mistake using it.  In 
fact, most of our “beta test” agents using Service For Life!® have abandoned all 
other forms of personal promotions.  It's that profitable. 

Third, most of those “fancy” 4-color, self-mailer newsletters agents buy are 
nothing more than Junk Mail destined for the trash – and that's where most end 
up.  This is very, very different. 

Service For Life!® has been developed scientifically – from the ground-up – 
based on time-proven psychology, marketing and direct-response strategies to... 

1. Get delivered, opened and read (hint: up to 97% of all REALTOR® direct 
mail FAILS this hurdle – we've unlocked the secret on this one!)... 
 

2. It INVOLVES the reader using secret strategies and “hard” content that 
bonds your reader like super glue – because the longer someone spends 
reading your newsletter, the greater the likelihood they'll act on it, and... 
 

3. It creates predictable client flow, referrals, word of mouth and repeat 
business for you by using over 14 different response offers, teasers and 
elements in every single issue. 

Bottom line: there's never been an easier, faster, more profitable way to finally 
break through the “income” barrier you've desired for so long.  To get to the 
next level.  To build your personal market share.  To finally get a stable, ever-
growing production month after month, year after year. 
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How Many Different Ways Can I Use Service For Life!® In My Practice? 

When I first created this tool back in 1998, I engineered it primarily as a 
prospecting, stay-in-contact and referral-generation tool to be used with your 
clients and sphere of influence (I call your “power list”).  And it works like 
gangbusters to bring you a never-ending stream of referrals and repeat business 
from these folks. 

But I never realized that I had created a tool so powerful that it's now used as 
10 or more marketing tools in one by agents.  You can see more than 10 ways 
agents are using Service For Life!® by going to www.ServiceForLife.com and then 
clicking on our “Ways To Use”. 

 

How Much Will It Cost to Send My Service For Life!® Issues Each 
Month and How Do I Understand The FINANCES Of Marketing This 
Way? 

My “beta testers” asked this question when they first started using it years 
ago.  And it's a good one.  Read closely because this is important.  I have a  
2-part answer... 

The FIRST part is this:  There are a number of ways you can send out Service 
For Life!® spending $0.00, including sending out the HTML version of the 
newsletter with email credits we give you each month, and by using our special 
“Sponsor Program” (which I'll cover in the next question). 

But it's also a tremendous tool to use in other areas, including sending through 
the mail, door hangers, public displays and more.  So let me answer that 
question too... 

I understand your concern for money.  But the problem you're facing is NOT 
that you're spending too much money with your marketing.  The problem is 
you're getting NO RESULTS.  Consider this... 

If you knew for every $1 you spent on marketing you got back $3 or $5 or even 
$20 in sales, you'd spend marketing money day and night, wouldn't you? 

You'd beg, borrow and steal to invest into marketing...BECAUSE IT'S 
MULTIPLYING YOUR INVESTMENT. 

So the real problem you're facing right now isn't the amount of money you're 
spending, it's the return you're NOT getting on your hard-earned dollars. 

“...Your newsletter has become the backbone of my 
business.  In 1 year, I sent 175 newsletters each 
month and increased my income by $51,473 that 
year.  I'd say that's a pretty good return on 
investment of just over $1,600.” (Michael B., 
REALTOR®, Whittier, CA)  
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That said, I also understand you have a limited budget and you want to invest 
your money where it will have the greatest potential to bring you profits. 

So here's the SECOND part of my answer... 

Let's Do Some EASY MATH: 

Let's say your going to send about 300 issues a month to either your sphere of 
influence (past clients, friends, family and acquaintances – all homeowners), OR 
a specific farm where you specialize (don't forget, there are dozens of ways you 
can use Service For Life!®, and many of them cost you $0). 

Step #1:  Calculate your monthly investment to send Service For Life!®.     
If it costs about $1.20 per issue on average (print, stuff, post and send), or less 
depending on your list size, you'll invest about $360 per month + the cost of the 
newsletter (about $97) = $457 per month.  Write that number on a piece of 
paper. (REMINDER: These numbers depend on your list size...AND...You can send 
Service For Life!® spending no money at all beyond your membership price – I'll 
explain more below)... 

Step #2:  Calculate out the average length of home ownership in your 
area.  Nationally it's about 5.5 years, but let's be conservative and say 7 years 
on “average.”  Write that number on a piece of paper. 

Step #3: Calculate how many transactions will come from your contact list or 
farm area EVERY year.  It's easy: simply divide the size of your list by the 
average home ownership length in your area. 

For example, if you have 300 people and the average home ownership is 7 years, 
then at least 42 transactions will come from that group every year (300 ÷ 7 = 
42).  And this does NOT include all the referrals these folks will be sending 
you – it's just direct business from the group. 

Step #4:  Calculate Your Break-Even and Return on Investment.  Take Your 
monthly investment to send Service For Life!® and multiply it by 12 – to get your 
annual investment.  Then, divide the total cost by the average commission you 
make from selling a home to determine how many homes you'll need to sell in a 
year to pay for your Service For Life!® system. 

Using our example:  $457 x 12 = $5,484 per year to send Service For Life!® 
(that's to make 3,600 contacts over 12 months!).  Now, if your average 
commission on a $250,000 home is 3%, that's $7,500 (if it's a $400,000 home, 
it's $12,000; a $600,000 home, it's $18,000). 

Now, divide the total cost of sending it for one whole year by your average 
commission.  In this example, you're dividing $5,484 by $7,500 and you get 
73%.  This means... 

You Only Need To Sell About “3/4ths of ONE” home (Out Of The 42 That 
WILL Sell From This Group) To Finance The ENTIRE YEAR of Your Service For 
Life!® Marketing System! 
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Remember, that's ONE deal out of 42 to make a profit.  Do you now see how 
and why this tool quickly became the mainstay marketing tool for my “beta-
testers?” 

What's more likely to happen?   

Think about this: If the average homeowner owns their home 7 years, then of 
those 300 people, 42 homes will go on the market EVERY YEAR. 

Of those 42 homes, you need ONLY ONE to profit with Service For Life!®.  We all 
know the agent who gets the business is the one who's built the closest 
relationship, who's kept in contact, who's brought on-going value to people, and 
who's demonstrated competence and the level of commitment each month – so 
WHO do you think will get the lion's share of those 42 homes that will go on the 
market? 

Hint: it won't be the agent who sends out a recipe card or pumpkin seeds every 
3 months OR the agent who thinks people will automatically call them because 
they did a previous deal with them (by the way, 81% of clients report they'd use 
an agent again – but only 11% actually do! – why?  Failure to follow-up. 

It'll be the agent who's THERE!  It will be YOU. 

How many of those deals do you think you're likely to get if you're the one 
who's there? (Certainly not all of them, but more than ONE, I'm pretty confident 
of that!). 

Our agents end up capturing up to 65% of that market – getting 25 or 30 of 
those transactions.    And imagine what happens when your list grows?  So too 
does your income.  That's why I say your success can be... 

A MATHEMATICAL CERTAINTY! 

IMPORTANT NOTE #1: Remember, unlike other “slick” newsletters who charge 
you for every issue you send out, you pay a FLAT RATE for Service For Life!® to 
be written for you each month.  You can send 10 or 10,000 issues, you pay 
nothing more for the actual newsletter (you'll only pay printing and postage).  I 
wanted to give you the flexibility in how you'll use it. 

IMPORTANT NOTE #2:  Did you know you can actually send out Service For 
Life!® for FREE?  We provide you with a way to EMAIL your issues for FREE, plus 
a special Sponsor Kit with your membership – you get a proven sponsor 
solicitation letter, instructions, a phone script and a sample ad agreement. It's 
all done for you. 

This is clearly the MOST PROFITABLE marketing tool available – at least 9 times 
more profitable than cold-calling...once you account for the value of your time. 

So the REAL Issue isn't whether you can afford it, but can you afford NOT to use 
it? 
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What are you doing to build market share...to demonstrate continued VALUE to 
your clients...to BUILD RELATIONSHIP...and BE THE AGENT WHO'S THERE WHEN 
IT'S TIME FOR NEW BUSINESS...to MAKE YOURSELF REFERRAL WORTHY? 

So when you really think about it, the ONLY way you lose money with Service 
For Life!® is if you don't send it out every single month. 

In fact, right now – every single month – you're losing money hand-over-fist in 
LOST COMMISSIONS that go to another agent because you're not sending the 
right marketing contact, and building the right relationship with the right 
people in your business. 

“...Every time I send the newsletter out I get 2 or 3 
buyers or listings immediately.  What I like most are 
the various topics – some lighthearted, some serious – 
but all are fun to read.  The opportunity to 
personalize each issue is the most important thing.” 
(Jeff B., REALTOR®, Plano, TX)  

 

Can I Send Out Service For Life!® For FREE? 

Yes, you can.  We currently have hundreds of agents who send out Service For 
Life!® spending very little or no money at all.  How do they do it? 

Well, many are using the ONLINE version of Service For Life!® you get when you 
become a member. 

We've teamed up with one of the nation's most powerful email companies to 
create a brand new html EMAIL template for your newsletter, so you can 
customize and send it out right from your computer. 
 
Here's the best part...the email version includes all the persuasive "psychological 
triggers", involvement devices and direct-response strategies. Plus, I'll give you 
500 email credits each month to send the email version to your contacts for 
FREE. 
 
But there's another way you can send it for Free. 

It all started in 1998 when our “beta test” group of agents asked me how they 
could easily get sponsorship for their newsletter – thereby reducing their overall 
costs to send it, AND introducing a few smart (and competent) service suppliers 
to their clients.  The result? 

I put together a special “sponsor kit” for them to easily generate sponsors 
without taking time or energy from their main real estate practice.  You can 
now have the benefit of our testing and tweaking of our sponsor kit – you won't 
have to reinvent the wheel, just plug in the system we've created for you. 

When you become a member of Service For Life!®, I'll provide you with a special 
“Sponsor Kit,” including... 
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1. A tested and proven sponsor solicitation letter I wrote.  This letter is 
unlike anything you've ever seen and will have potential sponsors calling 
you to sponsor your newsletter. 

2. A tested and proven phone script to use when sponsors call you – or 
when you call to follow-up your letter.  I've carefully worded your 30-
second script for maximum success. 

3. A sample advertising agreement you can use with your sponsors.  All 
you do is complete a few spaces and you're ready to go. 

4. A special “Sponsor Template” for highlighting your sponsors inside your 
Service For Life!® issue each month. 

5. Complete instructions on how to use your Sponsor Kit, so it's quick and 
easy for you. 

IMPORTANT NOTE #1:  Even though we give you a sponsor kit, sending Service 
For Life!® is still the very best investment you'll ever make in your practice – 
even with NO sponsors.  Even without a dime in sponsorship, I believe the 
return on investment is still the highest of anything you'll use to market your 
services. 

IMPORTANT NOTE #2:  In the process of working with sponsors, make sure 
you never “endorse” the services of a sponsor. 

 

Is It Better To Send Service For Life!® by MAIL or EMAIL? 

Here's an honest answer: Mail will "almost" always out-pull email, if for no other 
reason than it doesn't get lost in the clutter of someone's email in-box and the 
ability to even get noticed. 
 
But here's a caution: Success using Service For Life!® is not "only" about which 
medium you use (mail, email, etc.), but in the QUALITY OF YOUR LIST. For 
example: An email version sent to quality power list members will greatly out-
perform a mail version sent to a compiled list of homeowners from a title 
company. 
 
We added the email version, not because I believe email is better than mail, but 
for TWO main reasons...  

1. Email may be the only option for many agents with very limited/no 
budgets - so it's either email or nothing for them... 
 

2. I had a lot of requests from agents who wanted to send mail to their 
highest-quality clients and send email to everyone else (and some wanted 
to send both to everyone). A very smart strategy. 

We spent more than 6 months researching and designing our email template for 
the highest readership and response possible. We use the best content, multiple 
direct-response offers with an easy way for readers to contact you (just click on 
a link), client recognition and appreciation, involvement devices, referral 
programming, real estate Q&A, and the trivia question. 
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But we have not eliminated the print version in favor of email - we've simply 
enhanced Service For Life!® with a completely integrated online/offline system.  
 
So it's not a question of "either-or" but more of how can you use BOTH mail and 
email to continue to provide value to your Power List, building a deep 
relationship that stimulates to referrals, word of mouth, and repeat business.  

 

How Long Will It Take To See Results? 

It depends on YOU - seriously.  About 48% of my beta testers closed at least 3 
deals within the first 60 days using the newsletter – that's just over a 1,700% 
return on their marketing dollar in 2 months (try to get that in the stock 
market!). 

A few of them received 6 referrals their first month.  One received 11 – over 
$42,000 in gross commissions on a marketing investment of less than $500. 

But a few took nearly 9 months to see their first.  What made the difference? 

After investigating a little, I learned that it all revolved around one thing: 
QUALITY of their power list.  This will apply to you as well. 

Bottom line?  If you've failed to maintain regular, monthly contact with your 
power list (or you don't have one at all), don't be surprised to find most of them 
don't know who you are (one told me her Mother didn't even realize the 
newsletter was from her!). 

So it may take a few months and implementing a few “tested” strategies we've 
learned (and will teach you) to super-charge your power list.  

BUT THAT'S THE GOOD NEWS, because you'll now own a tool for automatically 
keeping your power list the highest quality possible – so you become THE agent 
they think of when they think real estate. 

Plus, you'll be getting something our “beta testers” didn't have – years of testing, 
tuning and perfecting this marketing tool.  You won't be re-inventing the 
wheel.  You won't have a “learning curve” to work through.  It's all been done 
before you. 

All you do is take what we have perfected and plug it into your practice. 

Of course, you'll have to manage a “power list” (it's VERY EASY and I'll show you 
how starting from day one).  And I give you a database program with our new 
online system...so you can store and manage your contacts for FREE.  
 
I have a saying: “money doesn't grow on trees – it grows on data bases!”.  And, 
of course, you're going to service the good clients that come your way by 
referral or direct business. 
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I've made a huge effort to ensure even the “slowest” agent gets results as quick 
as possible.  And once they start rolling in – it's an awesome feeling.  New 
clients arriving on your doorstep from one simple, yet powerful system. 

Use this tool consistently each month, and I shudder to think where you'll be a 
year from now. 

 

Are There Any Situations Where Service For Life!® Will NOT Work So 
Well For Agents? 

After working with thousands of agents and more than 10 years of producing 
Service For Life!® and other Direct-Response Newsletter Systems, we have 
discovered that there are, in fact, FOUR situations where your results my be 
compromised. 

The FIRST situation really has nothing to do with Service For Life!®...it has to do 
with YOU and what I call your “Referral-Worthiness.”  People who refer your 
services are putting THEIR reputation on the line, and they won't even consider 
endorsing you unless they're certain you're the most competent, professional 
choice for the person they're referring. 

Nothing will offset someone who's not competent, unprofessional or has a poor 
attitude, or simply lacks the “referral-worthy” personality.  We've had a few 
cases where the agents simply lacked the basic elements required to be a 
successful professional, and although Service For Life!® can help, it won't solve 
other problems. 

The SECOND situation is if you are not CONSISTENT with your contact.  Many 
marketing studies (including the Direct Marketing Association) reveal that the 
“minimum” amount of time between contact is 21 to 30 days, so you need to 
plan on sending Service For Life!® MONTHLY at the least. 

That's because response rates with relationship marketing increase over time, 
and if you don't commit to regular contact you'll never get the traction 
necessary to build the type of relationship (and demonstrate your commitment 
and follow-through as a professional) necessary to capture a dominant market 
share. 

The THIRD situation is if you are sending to a poor “quality” list of people.  List 
quality is one of the critical elements of successful marketing.  Sending Service 
For Life!® to a cold list of strangers will perform only a fraction as well as 
sending it to past clients or people who know you or recognize your name. 

If you're farming with Service For Life!®, it may take longer to see great results 
than if you're sending it to a “power list” of people who know you or know OF 
you.  The good news is you'll now have an automatic marketing system working 
to constantly increase the quality and responsiveness of your list(s). 
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The FOURTH situation is if you attempt to modify the newsletter to your 
“liking” you may seriously compromise its effectiveness.  We've had agents who 
seemed to want to change and control the content, and they ended up removing 
the essential elements that made it work – then becoming disappointed with the 
results. 

My suggestion is this:  You practice real estate, let us write your marketing 
systems.  We know what we're doing, and we know what works – we've tested 
our results “six-ways-to-Sunday”.  This we we're both doing what we do best, 
and get the best results possible. 

 

How Do You Manage Assigned “Areas” Between Agents 
Using  Service For Life!®? 

During our first 1 ½ years of testing, I had 3 “beta test” agents from the same 
office using the newsletter at the same time.  They all knew about the others, 
and none of them had any overlap or problems with the other agents sending 
the newsletter. 

The “territory” issue has never been a problem because each agent sends the 
newsletter to his or her own “power list.”  And since it's impossible to control 
WHERE an agent will send their newsletter (a few send theirs across the country 
to family), “guaranteeing” exclusive territories would be impossible (WARNING: 
any newsletter or marketing tool that “guarantees” you an exclusive territory is 
promising something they cannot deliver!). 

But since some agents may want to farm using the newsletter, I didn't want to 
“flood” your market with a bunch of agents using the same tool. 

So we decided to carefully manage agents using this tool in each area.  We do 
this by minimizing the number of agents per zip code – depending on the 
density of the area.  For example, a zip code in New York city will allow more 
agents than 8 zip codes in, say, rural Iowa. 

We have a very reliable system for managing the number of agents using the 
tool in any one area.  And yes, we are now turning away a lot of agents – or 
putting them on a waiting list. 

 

Can I Send Service For Life!® Outside My Assigned Area? 

Yes, you can.  And that's why we don't give “guaranteed exclusive 
territories.”  But we DO protect areas as best as humanly possible, and I cannot 
“guarantee” your area will be available when you sign up – so it's best to get 
your application in right now if you want to use this tool in your practice. 
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Why Did You Make The “Look” Of  Service For Life!® The Way It Is?” 

The “look” of this is NOT identical to all the other mass-produced, agency-slick, 
brochure-looking newsletters out there.  It won't blend in with all the other 4-
color, expensive “Junk Mail.” And there's a very good reason for all this. 

First, Service For Life!® was intentionally meant to “look” personal. 

I want the reader to think that YOU slaved more than 15 hours a month to 
research and write the newsletter.  I want them to think that YOU are the expert 
who's sharing valuable real estate and consumer knowledge.  And I want them 
to think YOU are providing the recognition, appreciation and referral 
programming in the newsletter. 

That's how you build a true relationship. 

Second, most of those slick “brochure-looking” newsletters go into the trash – 
because they're a dead-give-away that you just paid some company to print it 
for you.  They look just like junk mail, and they end up where all junk mail 
goes. 

Haven't you received those cold newsletters from investment brokers?  And 
didn't you think to yourself, “this is just another piece of junk mail?” 

Third, this is the only newsletter I know of that's been TESTED for years in the 
real world – with real results from real agents.  Every page...all the elements 
were painstakingly created and tested to do ONE thing... 

Build And Nurture Such A Strong RELATIONSHIP 
So When Your Readers Think About Real Estate, 
They Automatically Think About YOU...BEFORE 

Any Other Agents Know They Exist! 

I've got $50+ million producers using this tool with $2 million and up “luxury” 
markets. And I've got $1 million producers using it with bargain homes.  All 
kinds of agents in all specialties and areas.  And they all call, write and email 
me to say how much their clients appreciate their newsletter. 
 
For the EMAIL version of the newsletter...we spent more than 6 months 
researching and designing the template for the highest readership and response 
possible. We took all the elements of the print version that make it work (the 
persuasive "psychological triggers", involvement devices and direct-response 
strategies), and created an HTML email template that's visually appealing plus 
easy to read online. 
 
Most importantly, it still looks like it was written by YOU. And, this is very 
important, it includes your photo and an area for you to share personal updates 
or local market news to make it extremely personal.  
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Do Any Agents FARM Using The Service For Life!® Newsletter? 

Yes, they do. I never thought I'd say that, because I originally told my “beta 
testers” to ONLY use it with their highest quality list – their power list. 

But I was mistaken. 

In fact, I was shocked to learn on a group teleconference that almost half of my 
“beta testers” were farming with the print newsletter – and getting such 
profitable results (some were getting 3 and 4 listings each month!), they actually 
abandoned all other forms of marketing. 

Most homeowners love to see how much their home has appreciated in value 
since they've bought it, so we have a special “farming template” called 
“MarketWatch™” you can use to provide active, pending and sold statistics for 
farms – another “involvement device” that makes your newsletter welcomed 
each month. 

You'll also get a number of breakthrough “secrets” for farming successfully, and 
they're covered in the “Jump Start” Webinar you get as a new member. 

 

What Kind Of Computer Software Will I Need to Personalize My 
Issues? 

You'll need to have MS Word® (word processing software) to use the print 
newsletter – Windows® or Mac® versions will work.  It's the most popular word 
processing software on the planet.  If your computer came with any of the MS 
Office programs, it should have MS Word. Otherwise you can contact your local 
computer retailer. 
 
And for the email newsletter, you'll just need an internet connection since the 
online version of Service For Life!® has a built-in HTML email editor that works a 
lot like MS Word®. 

 

Couldn't I Write My Own Newsletter Each Month? 

Sure you could.  You'll need between 14 and 20 hours per month to research, 
write and format the newsletter.  And you'll need professional sources for 
getting the information – without violating copyright and getting sued. 

Then, you'll need to learn hundreds of “psychological direct response” elements 
that took me 25+ years and over 10,000 hours of writing to master. 

And in the process, you would be giving up tens of thousands of dollars you 
could have made selling real estate to write a newsletter. 
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So the answer is “YES,” you can do it all yourself – buy WHY?? – when it's all 
done for just a fraction of what you would spend doing it all yourself. 

The best advice I can give an agent: You make the most money working with 
clients and closing deals – practicing real estate.  Every minute you take away 
from that...especially doing things that have a lower value (including writing 
newsletters)...and you just gave yourself a pay cut. 

 

How Do I Create A List of People To Send It To? 

Building a list of people to send it to is THE MOST IMPORTANT part of the 
process here – and it is the MOST IMPORTANT marketing you will ever do with 
your business.  It represents your “personal market share” in the business.  If 
you have no personal market share, you force yourself to the stresses and 
humiliation (and waste of time) of cold, manual prospecting. 

That's because people do business with people they KNOW, LIKE, they feel are 
COMPETENT, and whom they TRUST.  Remember what I said earlier on this 
page... 

THE SINGLE GREATEST REASON WHY SOMEONE WILL DO BUSINESS WITH YOU 
IS BECAUSE THEY EITHER KNOW YOU PERSONALLY, KNOW OF YOU, OR ARE 
REFERRED TO YOU FROM A TRUSTED SOURCE. 

73% of ALL clients come this way. 

So let's talk about 2 types of lists you'll be building with Service For Life®: 1) 
Your “Power list” and 2) a Farming Area. 

Your power list is the highest quality list in your business – it is essentially 
YOUR MARKET SHARE, and it will ultimately be responsible for up to 85 or 90% 
of your entire business.  Most agents take 20 years to build strong market share 
because they don't know how to do it – we'll show you how to do it within 12 to 
18 months.  And it will keep delivering clients and profits for as long as you 
practice real estate. 

Building a power list is VERY EASY – we have agents who built a list over 300 
people in their first 6 months alone, and in the process of just building the list 
generated 15 to 20 new clients they would have never seen otherwise – and 
that's just in the process of building your list. 

We will show exactly what to do to build your power list.  I give you a FREE 
course with your membership, called “Building Critical Mass In Your Real 
Estate Practice” that will show you, step by step, exactly HOW to build a power 
list.  It's a video presentation of one of our recent seminars on building a power 
list, PLUS, a complete manual with over 30 ready-to-use marketing 
systems.  Agents paid up to $1,600 for these materials when I presented them 
live.  I'm including it as a FREE BONUS to help you succeed as much as possible 
(and you can watch it directly on the Member's Only Website anytime - no 
matter where you're at). 
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The QUALITY of your power list is more important than the total number of 
people.  For example, we have a couple in Orange County who regularly make 
$250,000 per year on a power list of about 320 people.  Others have 2,000 or 
more and don't do that volume.   

The difference?  The 320 people know the agent better, have been in a contact 
program with them for years, and they automatically think of the agent when 
they think 'real estate.' 

Now let's talk briefly about FARMING: 

The best advice anyone could give you for farming: “Fish in a stocked pond.”   

There are subdivisions and areas in your locale that are MORE profitable than 
others.  Again, the selection of your list (farm area) is going to be the most 
important factor. 

You want to find areas with: 1) large #'s of homes for sale, 2) lots of turns (i.e. 
the subdivision turns over a lot), 3) fast sale times, 4) fewer agents working the 
subdivision – so you know there's opportunity for you.  If you find that the 
average homeowner owns their home 4.5 years in your area, you can pull a list 
of homeowners who have owned their home from 3 years to 6 years – and have 
a more qualified list. 

And ALWAYS include our “MarketWatch™” template with your farming area – 
people want to know how much their home has increased in value.  If you know 
that's something they want – give it to them each month. 

Also, include a brief market overview of activity for the area – shows you're a 
professional and competent, and YOU KNOW THEIR AREA (you're a specialist). 

 

How Do I Get My Service For Life!® Printed, Stuffed And Sent? 

There are several ways you can go with printing and sending your Service For 
Life!® issues, depending on your budget and time available. 

Many of our agents on a tight budget (or with extra time available) print, fold 
and send their own issues.  This is obviously the least costly way (can be as 
little as 50 cents an issue, plus postage), as you're doing much of the work 
yourself. Some even hire neighborhood kids to help and pay them on a per-
piece basis (like .08 per piece or so). 

Some of our agents have a budget allowance from their brokers, and/or they use 
their broker's printers to create their own issues.  Others use the resources or 
allowance of local title companies or other related professionals with whom 
they have an existing relationship. 

Many of our agents create sponsorship programs with other compatible 
professionals, thereby sending their issues out for FREE or very little cost.  We 
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give you everything you need to establish a sponsor program – fantastic 
recruitment letters, scripts and sponsor templates for your issues. 

There's also another option.  A few years ago our “beta test” group negotiated a 
volume discount with several of the best printers in the country. 

The companies we've been using can do everything turn-key (print, mail 
merge, stuff, post, and send), or can do any part of the process for you. You 
simply email your database list to them with your current month's modified 
issue – and they take it from there.  We'll give you everything you'll need once 
you sign up. 

And here's an interesting tip: We've found that using a printer in Arizona can 
actually save you postage.  That's because, with our dry climate, the paper 
weighs less because it has less moisture content.  Many agents have switched 
from more humid climates to printing and posting in Arizona – and saved a 
bundle! 

 

Can I Share My Service For Life!® Issues With Other Agents? 

Your newsletter membership comes with a single-user license.  This means that 
you and you alone are licensed to use the newsletter in your own practice 
only.  You may not provide the newsletter to any other agents under any 
circumstances.  In some cases, we allow partners to use the newsletter together 
– such as husband and wife.  However, sharing the newsletter with any other 
agents is a violation of your license agreement and a violation of copyright – and 
is illegal. 

If you have multiple agents who would like to use Service For Life!®, we do offer 
a “broker” license where multiple agents can use Service For Life!® for one low 
cost. 

Please call our offices Toll-Free at (800) 622-2540 and we'll answer any 
questions about license and help get you going. 

 

WARNING!: My Mortgage Broker (or another provider) Offered  To 
Give Me A Newsletter To Send For FREE If I Send Them Business – 
Why Don't I Use That In My Business? 

YOU COULD GET SUED USING ANOTHER NEWSLETTER!  It's true.  There are 
people offering similar newsletters for real estate professionals – knock-off 
companies (and agents) and even mortgage brokers who are giving newsletters 
away for free to seduce you to send them your mortgage, title or other business. 

One mortgage lender actually used OUR Service For Life!® for these purposes – 
until we took legal action against him.  Please be careful. Here's why... 
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We've learned that many of these other newsletters 1) are inferior knock-offs 
that hopelessly neglect the right elements to make them work to begin with, and 
2) MANY DO NOT CREATE ORIGINAL CONTENT. 

Because they are lazy, they illegally steal content from websites and news 
sources thinking no one will ever know.  What they don't know is these sources 
employ teams of lawyers who will sue YOU if they find you are using their 
articles illegally. 

And believe me, they will find you...it's their job to find you! 

They won't just sue the publisher, they'll go after YOU too.  Copyright 
infringement has no statute of limitations and includes harsh (I mean HARSH!) 
penalties.  Is it really worth the risk? 

Service For Life!® content is researched and written by our internal staff writers – 
so you can rest assured you always have the very best, up to date content. 

 

What Exactly Do I Get As A Member Of The Service For Life!® 
Marketing System? 

First, if you are accepted, you'll be joining a very select group of agents who are 
getting more clients in a week than most agents get in a year – more like two or 
three years.  That's not an exaggeration. 

And we don't just send you a newsletter and leave you out in the dark to fend 
for yourself.  You'll have continued access to all the "how to" training you'll 
need to start sending Service For Life!®, and you'll be on the “priority list” for 
new discoveries, ideas, strategies, and updates for making your Service For Life!® 
system more and more profitable. 

Here's what you'll get as a member... 

1. You'll receive a professionally written Service For Life!® newsletter 
issue each month, including all the secret marketing strategies, elements 
and tools for stimulating unlimited new business, referrals, word of 
mouth and repeat business.  It's completely ready to use. 
 
You can download the OFFLINE print version 24/7 within the Member's 
Only Website to personalize and mail out. You'll also get a READ-ME file 
with special instructions on personalizing your print newsletter for the 
month, and a custom cover letter to perfectly match your issue topics.  

All you do is download the current issue, open your MS Word® software, 
personalize it in a few areas so it looks like it came off your computer 
(very important!), decide which inserts you want to include, and you're 
ready to have it printed. 
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The average agent spends about 30 minutes a month getting it ready to 
print and send out. 
 
You'll also get an ONLINE html version each month, which you can 
modify and send out within our online system. Plus we'll give you 500 
email credits each month for FREE. 
 
You simply login to the online system, personalize your issue using the 
built-in email editor, and you're good to go in just a few minutes. We even 
merge your contact details in to the email version of the newsletter to 
save you time. 

2. Marketing Systems and Online Tools, including: 
 
An Article Library to replace any existing articles within your newsletter, 
an online Contact Database to store and manage your contact lists, and 
Web Input Forms to put on your website and grow your list. 
 
You'll also get a powerful Service For Life!® "Marketing Tool Kit" to access 
anytime within the Member's Only Website. Your Tool Kit will include all 
the proven inserts, sponsorship tools, and ready-to-use marketing tools 
to maximize your return using Service For Life!®. This ONE resource took 
our group over 12 months to create and perfect, and is worth thousands 
of dollars in new business when used with your Service For Life!® system. 
 

3. Marketing Training to Grow Your Income FAST, including: 
 
I want you to be as successful as possible using this tool, so I'm holding 
nothing back.  
 
You’re getting a special “User's Guide”, which shows you, step-by-step 
how to use your newsletter.  This user's guide will take you from 
downloading your issue, all the way through printing, stuffing, sending – 
even how to get sponsorship for your newsletter. 
 
And extensive "How To" Video Tutorials on the Members's Website give 
you a visual of how to use every aspect of your personal marketing 
department.  
 

4. Five FREE BONUSES (worth $1815.95)... 
 
FREE BONUS #1: THIRTEEN (that's 13!) Special Real Estate Consumer 
Awareness Reports (Valued at $197.00 – yours FREE). Not a bunch of 
bland, boring reports with generic real estate information – they're 
detailed, quality reports that give compelling real estate information and 
(because they're personalized as if YOU wrote them) position you as a 
true expert and professional. Most important, they're the perfect 
“response magnet” to bring you quality leads.  
 
FREE BONUS #2: Your Very Own “List Building Toolkit” to quickly build 
your Power List in size and quality, plus get email addresses (Valued at 
$29.95 – yours FREE).   
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FREE BONUS #3: Our REALTOR® SuperConference Highlight Presentation 
(Valued at $997 – yours FREE). “Building Critical Mass In Your Real 
Estate Practice – How to quickly and easily build an ever-growing multi-
six-figure real estate income via relationships, referrals, word of mouth 
and repeat business”. Watch this video anytime in the Member's Only 
Website.  
 
FREE BONUS #4: Our CONFIDENTIAL REALTOR® “Building Critical Mass” 
SuperConference ACTION GUIDE (Valued at $395 – actually PRICELESS 
and Yours FREE). 41 ready-to-use marketing systems along with slides to 
follow along with the special training presentation.  
 
FREE BONUS #5: Our Breakthrough REALTOR® Course “The Ultimate Real 
Estate Success Secret™” (Valued at $197 – yours FREE). The Most 
Important Guide You'll Ever Read For Building A Powerful Real Estate 
Practice – PART I teaches you the essential knowledge, skills and 
revelations for success. While PART II show you a 4-Step, production-
multiplying marketing system to build a reliable income each year.  
 

5. Your Own Personal License To Employ Your Service For Life!® System... 
 
$497 License Fee WAIVED for a limited time. When you apply, we'll review 
your ZIP code and area to get you started with your own personal license 
to use the copyrighted material.  

You'll be getting everything you need to quickly put Service For Life!® to work for 
you – including support and guidance when you need it... 

THE BOTTOM LINE? 

Walter P. Chrysler, the automobile giant once said... 

“The Reason So Many People Never Get Anywhere In Life Is 
Because When Opportunity Knocks, They're Out In 

The Backyard Looking For Four-Leaf Clovers.” 

Opportunity is knocking for you – right now.  It's doesn't take “magic” to 
become a huge success in real estate.  You don't need superhuman 
powers.  And you don't need to ruin your personal and family life to make a 
great living. 

Right now, this very moment, you can decide to change all that's bothering you 
about your business. 

Real estate is a tough business.  Three quarters of all agents go broke or quit in 
their first 3 years.  And those who remain face a constant struggle of feast-
famine, fierce competition, and making a fraction of their potential using 
“manual” prospecting methods. 

You can finally start working with the very best clients.  You can start 
automatically maximizing the lifetime value of each client – turning just one 
transaction into 5 or 6 additional clients.  You can simplify your business and 
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your marketing while multiplying your production and lowering costs – almost 
automatically. 

And you can start working with the most profitable 73% of the market – 
rather than “settle” for the scraps of the 27%. 

The only way you fail is by turning your back on the most profitable tool and 
strategy ever made available to REALTORS® – a tested and proven tool that's 
become the mainstay for a select group of top producers. 

So before you get distracted, and completely miss-out on “opportunity 
knocking,” send Service For Life!® out, and you can start to change your income 
and life – starting today. 

“If You're Tired Of Having Mediocre Results From Your 
Advertising or Tired of the Amount of Money You Spend  
Where You Don't Get Any Return, I Strongly Urge You To  
Try Service For Life!®... Once You Try It, You Won't Go  
Back To Any Other Marketing...” 
 
“My wife and I work together.  The first full year of real estate, we made over 
6 figures, and it was all because of Service For Life!®.  Our second year 
production was substantially higher and was in 6 figures also.  And Service For 
Life!® is the backbone of our business. 
 
It has given us a way to contact our clients and talk to them about our 
services.  We don’t cold-call.  We don’t knock on doors.  We don’t farm.   
 
All we do is send this out to our clients.  It’s awesome, it's easy to use.  We’ve 
teenagers to pack the envelopes and mail it. 
 
It’s the best real estate tool we have, and we wouldn’t use anything else.   
 
And to top it off, we haven’t even been able to add all 3 steps of your 3-Step 
Real Estate Success Program (www.3StepsUltimate.com), because we’ve got 
so much work with just what we have.  We’re getting ready to hire a buyer’s 
agent and transaction coordinator, so we can move up to the next level and 
implement more steps in the plan. 
 
If you’re tired of having mediocre results from your advertising or tired of the 
amount of money you spend where you don’t get any return, I strongly advise 
you to try Service For Life!®.  Once you try it, you won’t go back to any other 
marketing.” 
	  
Tom & Janet C., REALTORS®, Phoenix, AZ 
 


