By Referral Only – Buyer Postcard Campaign for First Time Homebuyers

Do you have apartment renters in your area who are paying an amount that is equal to or even higher than what they might pay if they were living in a home in the area? Could they get into this home with little or no down? This sequential campaign is designed to let people in your area know how you can help them stop paying rent and own a home of their own — sooner than they might think.

Your first step is to do a market analysis of your area to see if this type of campaign makes sense for you. Begin by selecting an apartment complex or group of complexes that have 500 or more renters. Find out what the average rent payment is and compare it to what a mortgage would be in the nearby area. If the rent is high enough to qualify renters to purchase a home, continue with this process. If the rent is not high enough, choose a different apartment complex. When you have found a complex that meets your criteria, get the mailing addresses through the City Directory found at your public library or by dropping by the complex(es) to write down the addresses yourself.

The next step in the market analysis is to determine when the peak selling time is in your target first-time buyers community and the peak turnover months at the complex. Check your MLS statistics to see which months have the most activity and check with the apartment complex to see when their peak turnover time is. Imagine you discover that the peak selling months are April and May, and the peak move-out months are May and June. You now know to start your postcard campaign in late January or February. 

Finally, check the numbers to see if the cost of the campaign makes "cents" — in other words, will you get at least a 5-to-1 return on your investment. National statistics show that about 10% of the rental market buys homes each year. For your complex of 500 renters, that means 50 possible clients. How many of them would you need to do business with to make this campaign profitable? Let's take a look at the cost:

500 postcards mailed at .21 x 4 postcards = $420
Printing cost at $30 per set of postcards = $120

Total cost of campaign = $540
Revenue needed for a 5-to-1 return = $2700

Our analysis shows that with one transaction out of the 50 possible clients you will get at least a 5-to-1 return on your investment. With two transactions, you'll get a 10-to-1 return. If your analysis shows at least a 5-to-1 return, then look below at how it works.

How it Works:
1. Select an apartment complex or group of complexes with 500+ renters paying an amount that qualifies them to own a home in the local area. 

2. Gather information from the complex and the MLS to determine timing for your campaign. 

3. Analyze your costs to make sure it will be profitable with at least a 5-to-1 return. 

4. Download the attached postcards using Publisher and insert your specific information such as APS phone number. 

5. Print four sets of 500 postcards (or enough for each apartment in your target) using yellow card stock. The mailing side of the postcard is the first attachment. Address the postcard to "Future Homeowner." 

6. Practice and record the attached APS script. 

7. Mail a different postcard for four consecutive weeks based on your timing analysis. 

8. If possible, put the attached business card-size ad or flyer on bulletin boards at all the local stores and libraries, and community areas, etc. around the apartment complex. 

Use the following items with this system:

BROPostcard1

BROPostcard2

BROPostcard3

BROPostcard4

BROPostcardmailer

PC-Script for mortgage lenders

PC-Script for realtors

