
Let us surprise you with how easy…
and cost-effective… 

a direct mail campaign can be!
Dear Ready to Go Newsletters member,

Thinking about printing and mailing your newsletter can make your head hurt! There’s paper 
choices, postage options… and sudden deadlines. You’re concerned you’ll end up spending  
a bunch of money, have weeks of anxiety – and still be wondering if your mailing was effective.

That’s why we here at Ready to Go Newsletters offer our “Zero Stress Printing and Mailing” service. 
Over the past 18 months, we have helped scores of members just like you print and distribute 
newsletters, postcards and Every Door Direct Mail promotions – from mailings of 200 newsletters 
to some as large as 5,000. We’re newsletter experts and we also know a tonne about designing 
successful local direct mail campaigns, which means you’ll have the best chance of achieving a big 
return on investment (without the stress and hassle of dealing with printers.)

We can send a newsletter to your client database, or we can target a neighborhood so that everyone 
knows your name. We can even develop a 4-month, 8-month or 12-month marketing campaign so 
you’ll feel secure that your needs are taken care of (and you’ll get a discount on printing as a reward 
for planning ahead.)

With our current capacity, we have room for 10 more “Zero Stress Printing and Mailing” clients.  
After that, we will hire extra help or close the program to new enrollments. We don’t want to take  
on more printing clients than we can handle and, as you know, hiring good, reliable people to help 
isn’t always easy.

So, the sooner you start, the sooner you can leave the worries of printing and mailing behind (and 
the sooner you can pull ahead of your competitors who are still struggling with their marketing.)

To get more ideas of how we can help, take a look inside this brochure. When you are ready to  
find out more, contact Kyla Bodley, our editorial production manager, by emailing  
kyla@readytogonewsletters.com or by calling 877-976-6368, then press 4 at the menu.

Confused and overwhelmed by your printing and mailing options?

SEE INSIDE FOR EXAMPLES



EXAMPLE DIRECT MAIL 
MARKETING PLANS
EXAMPLE DIRECT MAIL 
MARKETING PLANS
Choose one of these plans or mix-and-match to meet your objectives

An example of some of our clients’ printed newsletters.

You Can Compete (and 
Maybe Win) vs. an 

All-Cash Offer
Depending on location and market dynamics,
cash buyers (those not requiring a mortgage)
currently account for a third of all home 
purchases, according to CoreLogic, a firm that 
tracks real-estate trends.

As a buyer who needs a mortgage to purchase 
a home, it will be tough for you to compete 
against an all-cash offer, particularly in a 
market where multiple offers abound. From a 
seller’s perspective, an all-cash offer
eliminates both hassle and risk, as do offers 
without appraisal or financial conditions, 
which, in a hot real estate market, can also
reduce your chances of success. There are, 
however, some ways to make your offer more 
competitive. For example: 

 Try to avoid multiple-offer situations 
 Ask your agent to help you find off-

market properties 
 Consider waiving the financing 

contingency clause, which allows
you to cancel the contract if you 
don’t receive loan approval, or if an 
appraisal comes in below expected 
value 

 Increase your down payment

According to a recent article in the Wall Street 
Journal, securing a pre-underwriting letter 
may make your offer more attractive. Unlike a 
pre-approval letter, this one has teeth. It 
contains deep income and asset 
documentation, which sellers like to see, as it 
means you are a serious buyer, plus it may 
move you through the approval process more 
quickly. Many cash buyers are overly 
confident and therefore submit unrealistic,
low-ball offers. So, while cash is worth a 
2 percent to 3 percent discount, sellers 
annoyed by the low bid might just accept 
yours instead. 

Big Bang, Woolly Mammoths, and
Warren Buffett: That’s 2015

Wonder what 2015 holds? Well, wonder no longer. Future Timeline has done 
it for us. The website Future Timeline is part speculation, part exhaustive 
research. Its developers and contributors have analyzed everything from 
current trends to advances in medical care and technology, to the political 
and economic environment. 

So what does Future Timeline say about 2015? Sadly, the global economic 
recovery will remain slow for at least four years to come; but happily, 
innovation continues. For example, a Swiss aircraft already in testing will 
become the first solar-powered, fixed-wing craft to circumnavigate the world, 
a journey that will take up to five months. Oh, and it’s piloted.

Then there’s the first self-regulating artificial heart; the release of Windows 
10; and an explosion of LED lighting. 3D printing is coming to a home or 
office near you, and researchers will finally develop a better battery to satisfy 
our device-hungry society, an idea lent extra credence by last fall’s purchase 
of Duracell by Warren Buffett’s company, Berkshire Hathaway.

In 2015, physicists will try to reproduce the Big Bang (said to be the reason 
our universe exists) by running the Large Hadron Collider/the Big Bang 
machine at twice its usual “speed.”

And scientists will look to clone the woolly mammoth, now that there is 
sufficient blood and bone from a recently discovered skeleton of the Ice Age 
creature. His closest relative, the Asian elephant, awaits the development 
with enthusiasm. And there’s lots more. Check out the future yourself. Or 
float an idea at http://tinyurl.com/An-interesting-year.

Spender Are You?

January 2015

WONDER WHAT 
YOUR HOME IS 

WORTH 

Pricing is crucial
How has the price of 
your home changed in 
today’s real estate 
market?

Wonder what homes are 
selling for in your 
neighborhood?

Call or email me. I will be 
happy to provide you 
with current market 
information with no 
obligation.

If you’ve enjoyed this 
newsletter and found 
its information useful, 
please pass it to a 
neighbor, friend or 
co-worker.
And if you have any 
comments about it, 
don’t forget to give 
me a call or send me 
an email!

Why Not Pass Me  
to a Friend? 

1. Detached home sales dropped 8% compared to November 2013
2. Average sales price in November for detached homes was up 11%

compared to one year ago - $248,613
3. Baby Boomers remain #1 segment of Buyer Segment
4. Home values up 44% from bottom of market in 2012
5. Best place for business? Georgia #1 followed by Texas and South

Carolina
6. Coming in third for moving destination? Atlanta

(Information collected from FMLS and BHHS  - Believed accurate but not guaranteed)

METRO ATLANTA  MARKET  REPORT 
DETACHED ONLY—NOVEMBER  2014 
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239-537-6379 

randy@expertadvisorsteam.com 
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cate@expertadvisorsteam.com 
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You Can Compete 
(and Maybe Win) vs. 

an All-Cash Offer
Depending on location and market dynamics, cash 
buyers (those not requiring a mortgage) currently 
account for a third of all home purchases, according 
to CoreLogic, a firm that tracks real-estate trends. 

As a buyer who needs a mortgage to purchase a 
home, it will be tough for you to compete against 
an all-cash offer, particularly in a market where 
multiple offers abound. 

From a seller’s perspective, an all-cash offer 
eliminates both hassle and risk as the appraisal & 
financial conditions are not contingencies to the 
contract, which, in a hot real estate market, can also 
reduce your chances of success. 

There are, however, some ways to make your offer 
more competitive. For example:

• Ask your Expert Buyer Specialist to help
you find off-market properties

• Request an Almost Home Loan
Commitment from Community Lending. It
contains in-depth income and asset
documentation & verification, which
sellers like to see, as it means you are a
serious buyer, plus it may move you
through the approval process more
quickly. According to a recent article in
the Wall Street Journal, securing a pre-
underwriting letter may make your offer
more attractive.

• Increase your down payment

Many cash buyers are overly confident
and therefore submit unrealistic, low-ball
offers. So, while cash is worth a 2 percent
to 3 percent discount, annoyed sellers
might just accept yours instead.

January $250 Gift Card Winner!

Golfing near Fountain hills, AZ; our son 
Patrick teeing off – he’s the golfer in the 
family. The ‘Four Peaks’ in the background 
are visible for many miles, and are one of the 
most widely recognized landmarks in central 
Arizona. They rise up from the desert 
foothills in the Four Peaks Wilderness Area.

The Fountain Hills ‘Fountain’ is one of the 
world's tallest man-made fountains and 
attracts thousands of visitors each year. The 
fountain sprays water for about 15 minutes 
every hour at the top of the hour. 

Under ideal conditions with three pumps, the 
fountain can reach 560 feet in height; in
normal operation only two of the pumps are 
used, with a fountain height of around 300 
feet. When built in 1970, it was the world's 
tallest fountain and held that record for over a 
decade.

Christmas and New Year’s 
Arizona Style

We spent Christmas with our son Patrick who lives in Scottsdale, AZ and 
Betsy’s sister and her husband who live in Fountain Hills, AZ next to Scottsdale. 
It’s always wonderful to share that time with family, and being in Arizona added 
a nice touch. Although the temps plummeted to 65° we enjoyed a lot of outdoor 
activities and sampled great food.

Playing the Ponies at Turf Paradise, Phoenix AZ.
Our picks started out strong, felt like we couldn’t lose, but then ½ way through 
the races, things took a turn and reality set in. Great fun, a lot of families were 
there, and we ended up a little ahead.

Just an FYI… in March they have Camel races.

Track info; it is the 3rd largest sports attraction in Arizona & has one of the 
longest seasons of Thoroughbred racing in the country. The track length is a 
seven-furlong infield turf course with a one mile and one-eighth chute.
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WIN a FREE $10.00 Target 
Gift Card for a Home-Auto-
Life or Business insurance 
referral, AND Automatic 
Entry into our quarterly $250
VISA Gift Card Drawings.
Aptil 6th 2 is the next 
drawing.

It’s as simple as having your 
referral call us for their Free 
No-Obligation Comparison 
Quote; and, NO purchase is 
necessary.

And “Thank You” to each of you who referred someone to us!

5 seconds after this photo: the 
gates opened, 2 horses 
bumped and a jockey was 
thrown off in front of the 
upright post in the picture, 
right next to me. No injuries;
the race continued with the 
rider-less horse finishing 2nd

(but disqualified). K Campion

Congratulations to
Tim Hopkins

January 2015 $250
Visa Gift Card

Drawing Winner!

Client Contactor

Keep in touch with your clients to win more business and referrals

4-month plan 8-month plan 12-month plan

Print newsletter mailed to your 
clients every month.

Print newsletter mailed to your 
clients every month.

Print newsletter mailed to your 
clients every month.

GET 35% OFF PRINTING  
IN THE FINAL MONTH

GET 50% OFF PRINTING  
IN THE FINAL MONTH

GET 75% OFF PRINTING  
IN THE FINAL MONTH



We can define the exact area for your 
neighborhood mailings.

Neighborhood Builder

Build your reputation and win new business

4-month plan 8-month plan 12-month plan

GET 35% OFF PRINTING  
IN THE FINAL MONTH

GET 50% OFF PRINTING  
IN THE FINAL MONTH

GET 75% OFF PRINTING  
IN THE FINAL MONTH

Month 1: EDDM newsletter:
Paper a neighborhood with
useful information.

Month 1: EDDM newsletter:
Paper a neighborhood with
useful information.

Month 1: EDDM newsletter:
Paper a neighborhood with
useful information.

Month 2: Postcard: Use it to
promote real estate listings,
just solds or special offers.

Month 2: Postcard: Use it to
promote real estate listings, just
solds or special offers.

Month 2: Postcard: Use it to
promote real estate listings, just
solds or special offers.

Month 3: Saturation
newsletter: Target specific 
addresses in a geographical
area with an attention-getting
newsletter.

Month 3: Saturation newsletter:
Target specific addresses in a 
geographical area with an
attention-getting newsletter.

Month 3: Saturation
newsletter: Target specific 
addresses in a geographical
area with an attention-getting
newsletter.

Month 4: Postcard: Use it to
promote real estate listings,
just solds or special offers.

Month 4: Postcard: Use it to
promote real estate listings, just
solds or special offers.

Month 4: Postcard: Use it to
promote real estate listings, just
solds or special offers.

Month 5: EDDM newsletter Month 5: EDDM newsletter

Month 6: Postcard Month 6: Postcard

Month 7: Saturation newsletter Month 7: Saturation newsletter

Month 8: Postcard Month 8: Postcard

Month 9: EDDM newsletter

Month 10: Postcard

Month 11: Saturation newsletter

Month 12: Postcard



FIND OUT MORE AND GET PRICING

HOW WE CAN HELP YOU

OFFICE “STARTER” PACKAGES

HOW WE CAN HELP YOU
• Devise a marketing plan that meets your objectives

• Handle printing and mailing every month

• Make tweaks to your newsletter so you don’t have to

• Develop efficient and effective neighborhood mailings

• Send out your email newsletter every month

• Provide holiday cards, calendars, branded magnets and other materials

OFFICE “STARTER” PACKAGES
Get started marketing with these essential materials

FIND OUT MORE AND GET PRICING
Every month that goes by without an effective marketing campaign represents dollars left on the table.

Get advice and pricing today by calling Kyla Bodley at 877-976-6368, then press 4 at the menu. Or email 
her at kyla@readytogonewsletters.com.

We currently have openings for 10 more printing and mailing clients before we hire extra help or close 
the program to new enrollments.

Package 1

• 1,000 business cards

• 500 letterheads

• 500 #10 envelopes

• 100 standard folded note  
cards with envelopes

Package 2

• 1,000 business cards

• 250 letterheads

• 250 #10 envelopes

• 50 standard folded note  
cards with envelopes

ACT TODAY BEFORE YOUR COMPETITORS DO!


