SUBJECT: 

Client Tips eLtr from JO BECKER

Friends and Colleagues,

‘Hope this edition finds each of you well and enjoying life!  

All the best,

Jo Becker, BA (former GRI)

503/493-6883 and JoByEmail@yahoo.com

NEWS YOU CAN USE:  

I have been writing marketing- and technology-related articles for Principal Broker Magazine (PB) since 2003.  Visit the publication’s site to view the Feb edition (pg 16), or other past editions
MARKETING TIPS:  
Here’s a preview for you on an upcoming PB article.  Enjoy!

In our industry, success involves promoting yourself as the manifestation of the service you provide.  As a member of the great American service industry, you don’t have inventory to tout.  You—and every other agent out there—are the personification of the product (real estate representation) that you sell.  

What dedicated small business owner wouldn’t advocate (at least within their market niche) that they’re the best at what they do.  In particular, how do you pre-prove it to prospects that don’t yet know what a great person and exceptional professional you are?  

My suggestion:  third party testimonials.  Now, this may seem old hat to some, but for those of you who have been too meek or bashful to try it, get over it!  Honestly, no one else is going to honk your horn for you and as a recent article on “Secret Agents” pointed out, if you don’t let it be known, no one will know!  

What a great excuse to contact ½ a dozen past clients today.  Let them know you’re actively growing your business and would they contribute a few short words of support for you?  If you’ve been using the same tired testimonials for the past umpteen years; time for a fresher set.  Again, call a handful of your past clients, reconnect with them and ask for some targeted testimonials that speak to specific features, benefits, market niches, etc.  I know it takes nerve, but you can do it!  

TIPS AND TRICKS:  In this section, I offer quick and simple computer tips and other resources you can use to improve your computing performance.

Sitting here wondering what to share with you this month, my eyes landed on my mouse; chances are it isn’t like the mice most of you have…  A few years ago I invested in a wireless mouse and keyboard and am completely sold on them!  There are no cords attached to my mouse or my keyboard--a lovely convenience that minimizes desktop shuffling and tangles.  A USB cord comes with the set attached to a small unit that sits on the desk with in sight of the keyboard and mouse (the later two run on battery power). 

Since I purchased this set (probably 4 yrs ago) for $80-something, I’ve seen sets with a USB with antennae instead of the corded unit I have.  If your desk is cluttered and find yourself struggling with tangled cords, check out the wireless peripherals available at your office or electronics store!

JUST FOR FUN:  
Who would have known?  State governments working together online to safeguard and return your lost funds.  Common types of unclaimed property include:

    * Bank accounts & safe deposit box contents
* Stocks, mutual funds, bonds, dividends

    * Uncashed checks & wages


* Insurance policies, CD's, trust funds

    * Utility deposits, escrow accounts

Happy Hunting!

· http://missingmoney.com 

INDUSTRY RESOURCE:
A former Realtor® I know has some marketing materials and office supplies for sale.  Items range from PVC posts with flyer boxes to signs and sign riders / stickers; from note cards and “love referrals” stickers to videos, software, books, and cassettes.  Contact Susan directly with inquiries:  (503) 443-1111 or freshairgal@comcast.net. 

I hope these tips have been useful to you.  Please don’t hesitate to call/write if you have computing questions or are ready to ramp up your own marketing campaign!  Referrals to your officemates and other small business owners are always appreciated.  


Thank you for your continued support!

Warmly,
Jo Becker, BA

503/493-6883

JoByEmail@yahoo.com
Formerly of Oregon Realty Company’s Portland West Office

Archived Resources:
· JoAnn Rouza Interiors:  http://www.jrouzainteriors.com
· Susan Robinson www.ecoquestintl.com/susanrobinson (password:  prosper)
· Decorative Christmas Ornament Hangers:  http://geocities.com/jobyemail
· Investment Analysis Software bradvincen@yahoo.com 
· Lincoln City cottage:  http://www.beachstumps.com/beachstumpscottage 
· ImageSetters:  www.imagesttersllc.com
· Equine Art:  http://www.equinepencilart.citymax.com 

· Columbiana Seed:  BetsySBecker@earthlink.net (REVISED address)

· Fair Housing Council:  www.fhco.org
· Greg Rands / Handyman, “Soil Guy,” and Personal Trainer:  503/516-4038

· Destination College & Beyond, http://www.DCB-creatingfutures.com 

· Sue Middleton / Sketch Artist suemid@earthlink.net 

NOTE:  I, Jo Becker, am not engaged in rendering legal services, nor claim to be an expert on fair housing in the capacity in which you have engaged my services.  In performing this work, I am acting as a private individual and not as a representative of the Fair Housing Council of Oregon.

No part of the service provided should be regarded as legal advice or considered as a replacement for legal counsel.  Legal advice should be obtained from your own counsel in applying any fair housing principles, suggestions, or observations, as well as agency/representation and other legal matters.

To unsubscribe reply to this message with the word ‘unsubscribe” in the subject line.  Thank you

Jo Becker, 503/493-6883
