DATABASE
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WHAT DOES DATABASE MEAN?

» Definition:

» "a structured set of data held in
a computer system that is
accessible in various ways.

» The data can easily be
organized, managed, updated
and modified by the user.




WHATS IT WORTH?
TAKE OUT YOUR PHONE




OPPORTUNITY?

5886 CONTACTS (X) 30% (AGENTS) = 2943
2943 (X) 67 = 177 OPPORTUNITIES
177 CLOSING OPS (X) $5100 = $902,700 GCI

WHAT'S MY
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Your database
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DATABASE OPPORTUNITY

» If you would simply put 1 hour a day getting your phone
contacts in to your COMMAND database you could “turn

the ship around” in 3 months.
» 1000 people /20 days = 11 people / day

» Would you committo “11"” people a day if you knew
that you could pull out that much commission from your

business?
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WHY SHOULD YOU VIEW YOUR FACEBOOK AS YOUR DATABASE?

» You are able to easily keep up with people from all seasons of your
life (high school, old friends, etc).

» You can schedule times throughout the day to interact with those on

your facebook friends list in a systematic way when you can’t make
time for phone calls.

» Facebook makes it easy to “marry” marketing and branding so that
your friends, family, and clients see the whole picture of you and
your life. It's easier to do this online vs over the phone.

» Please are more likely to friend you on facebook first and THEN give
you their personal info after getting to know you there.



WHAT'S MY
OPPORTUNITY?

4378 “FRIENDS" (X) 60% (ALREADY IN DB) = 1991 LEFT
1991 (X) 6% = 119 OPPORTUNITIES

119 CLOSING OPS (X) $2500 = $298.,680 GCI

(I USED $2500 B/C SOME WILL BE REFERRALS)



QUESTION

Your future is calling
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STATS

» The stats we received at Family Reunion showed that 6%
of everyone in your database will make a move this year at

some point. While it may not be in your area, those are still
referral opportunities.

» With the 36 Touch nurture program + the power of social
media we can use social media as a tool to reach more
people and get more engagement with your clients.

People are more likely to talk to you on FB than on the
phone.
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WHAT DOES IT LOOK LIKE WITH SOCIAL MEDIA?

» 4 touches are Quarterly Calls - what if you used Facebook to make 2 of those
touches. How much time would that save?

» 26 of these are emails (every 2 weeks) - what if you also had a FACEBOOK
group for your clients where you put this information in there as well? Market
update videos, newsletters, etc.

» 2 Client events yearly - you can use facebook to spread the word on this and get
more eyeballs. Use the event feature and also invite people through social
media as well as your normal calls.

» 4 Yearly promo items - Use facebook to confirm that they got them and also do
take a “teaser” photo and put it on fb. Maybe something like “these will be
hitting your mailboxes soon. If someone else wants one shoot me your address “
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CREATING YOUR FACEBOOK DATABASE

» Group people in to lists

» 2018 clients, 2020 clients, friends, past clients, friends of friends,
etc.

» After creating the lists, you can group / arrange your news feed to
only show you certain clients.

» Make your calls around certain groups on FB.
» Scroll each list to search for reasons to reach out and connect

» Also, BOLD 2.0 allows you to now consider texts and Facebook
messages as CONTACTS!!



WHAT LISTS DO YOU SEE THE NEED FOR

IN YOUR BUSINESS?
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IDEAS FOR FACEBOOK LISTS

» Past clients

» VIP/ Rockstar group / Top referrers
» By year purchased / sold

» Friends

» Agents

» Referral Partners

» Vendors
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YOU'VE CREATED THE LISTS, NOW WHAT?

» Daily, pull up your past client list and scroll their news feeds to see
what reasons you have to reach out to them and make a
conversation happen.

» Find reasons to send cards or gifts to them. Promotions, Weddings,
Condolences, Congrats for their kids making honor roll, etc.

» Run the 5x5x5 on the segmented list daily for the greatest return
on your time and investment in to your database.

» DTD2 from never ending referrals and BOLD will help you get
through the entire friends list (whole) every 13 weeks.



5 MESSAGES
5 WALL COMMENTS
5 COMMENTS IN GROUPS

BONUS:
5 HAND WRITTEN NOTE CARDS
5 COMMAND INPUTS



KEEP AN EYE OUT ON THE "HOW TO DO”

FACEBOOK LISTS VIDEC



