
Steps to WOW Your Client
1. Pre-Listing Packet/Video 
· A pre-listing package should be delivered to the seller’s doorstep the day of the initial call. 
2. Driveway Call
· A sticky note with “Driveway Call” should be on every Buyers & Listing pack.
· Team leader calls the client after they leave from the signing, saying “Thank you for trusting and choosing us.”.
· Reassures buyer and alleviates buyer’s remorse.
3. Intro call from Staff/Team Video
· Whichever team member will be handling the client, should call to introduce themselves immediately. 
4. Gift Program
· Hand-written note and gift to say “I appreciate you…” 
· Children gifting when moving: Children 10 and under gift children’s book about moving. Children ages 11-17 gift $5 gift card for ice cream. 
· If they have a dog gift $5 gift card to dog bakery w/ card “we know showings can be stressful on your dog as well, so here’s a little treat to show your dog some extra love”
· i.e. Book, cupcakes, etc.
5. Weekly Status Calls
· Call every week (on the same day) and update client on their status.
· Makes client feel informed, taken care of, and keeps them calm.
6. Service Vendor List/Moving Labels
· Include any extra service they may need in new home
· i.e.  Utility Companies & contact info, Directions on changing voter registration, Yard maintenance & landscaping companies, to-go menus from nearby restaurants
· Include a handwritten note “I thought these may help you adjust in your new home…”
7. Pre-closing call – 48 hours prior to closing     
· Answer last minute question
· Go over closing settlement statement (Including time, place & items needed at closing)
8. Agent Should, Always, be at the Closing
· Don’t schedule a closing when the Agent cannot attend. 
· Make closing a red carpet & champagne celebration 
9. Closing Gift for Kids/Pets
· Take a small gift to the children, for the closing. 
· New dog tag w/ their new address on it. 
· i.e. movie tickets, gift card for ice cream
10. Food on Moving Day
· Take the client food on move in day
· Boxed lunches, waters, make it a variety!
· Include extras, for their helpers.
11. In Home Visit
· Schedule a visit, two weeks after closing.
· Take their closing gift. 
12. Post Closing 
· After closing survey 
· Monthly LOTH
· Monthly EOS
· Yearly client appreciation party
· Annual review calls 
· 30 day post closing call
· January send copy of Hud statement 
