HAVE YOU TURNED ON YOUR RETICULAR ACTIVATOR?

Dear <NAME>,
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I am writing you this letter to inform you of some recent methods and upgrades that I’ve adopted in the way that I conduct my business.  I am constantly trying to improve the quality of service and the level of professionalism I provide.  The most important asset to my business is the value YOU represent as my client.  Even if you aren’t planning on buying or selling for some time, I want to take this time to thank you for giving me the opportunity to serve you.

I have decided to run my business exclusively by referral.

I now understand that the type of people I want to work with in the future are people just like you.  I have come to enjoy my work more and more as I have had the opportunity to work with people who have been referred to me by other clients that are looking for the highest level of service possible and are appreciative of that service.

The concept is simple.  When most realtors spend their time looking for new business (for example: evening phone calls, door knocking, etc), I spend that same time serving the needs of my clients before, during, and even after each transaction.  I am able to do this as long as my clients continue to refer people of comparable quality, thus allowing me to take my service to an even higher level.
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By the way <NAME>, have you ever heard of your Reticular Activator?
Did you ever know you had one?  It’s part of your brain that heightens your awareness of certain things.  For example, do you remember when you bought your last new car?  All of a sudden, you started noticing cars just like yours all over the road.  That was your Reticular Activator…

[image: image2.wmf]So, what does this Reticular Thing-ama-jig have to do with me?  Everything.  The purpose of this letter is to turn it on so when you get into conversations with people who are thinking of buying or selling real estate, I hope that you will pass on my name.  I assure you that they will receive exceptional service.

I’ll be keeping in constant contact with you in the future offering total “before and after sale service” with things like our Service Directory, info regarding taxes and refinancing, and stuff that isn’t even related to real estate, but that I hope you’ll like.

I look forward to our continued working relationship.  Please don’t hesitate to call.

Your Realtor,

Kale Dunning
Oh, by the way... I’m never too busy for you or your referrals!
