[image: image1.jpg]CIL/NINECT

= WITH PGR COACHING




Database By Design in 2013
Agent Name: ________________________________ 

1) Describe how you maintain your contacts currently? __________________________________________________________________________________________________________________________________________________________________
_________________________________________________________________________________

2)    What type of Database system do you use –manual or electronic? Be specific:
_________________________________________________________________________________
*“Database” * currently may be where you keep contacts in Excel, Outlook, Phone/PDA, I Cloud, Agent intranet-Clients, other CRM like Top Producer, index cards, sticky notes, files in a bankers box from 1992, etc!  If you have none, be honest!  If it’s in a variety of places, explain. 
3) Complete the following chart:

	Resources for managing contacts
	End of 2011
	End of 2012
	Goal for end of 2013

	Total # in your cell phone
	
	
	

	Total # of in your main  *Database*
	
	
	

	Total # in distribution list for AMM
	
	
	

	Totally # receiving New Movers (quarterly)
	
	
	

	Total # of receiving Video Market Reports (monthly on the 8th)
	
	
	

	Total # of “Clients” on website receiving PGR e-newsletter (monthly on the 26th)
	
	
	

	Total # in Quantum Digital Postcard program
	
	
	

	Total # in PREA Ecards
	
	
	

	Total # in other mail-out distribution lists or holiday card list or old address books etc. 
	
	
	

	Total # of Friends in Facebook
	
	
	

	Total # of Linked In Contacts
	
	
	

	Total # of Twitter Followers
	
	
	

	Other (ListingBook, MLS, other social media)
	
	
	


4. Of the contacts entered into your “main” database, approximate Number # or Percentage % of all contacts that you have complete basic contact info such as name, address, phone, email? _____________  #    or    %   (circle one)

How many contacts in your main database are missing basic data like a phone or email or home mailing address __________  #    or    %   (circle one)
Number # or Percent % you have more comprehensive info such as birthday, anniversary-wedding and home purchase, children names, company name, info on current home or desired home features,  interests, notes for follow up, etc _____________________#    or    %   (circle one) 

5. On a scale of 1-10 with 10 being high, how would you rate your overall database organization and ability to use it in a variety of ways to connect with people.   ___________________________________

On a scale of 1-10 with 10 being high, how would you rate yourself in terms of staying in touch with:

	Past Clients:


	

	Friends & Family:

	

	SOI & referral sources: 

	

	Current leads (Buyer/Sellers) 
	

	Webleads:                        
	

	Co-brokers in the area: 


	

	Other agents nationwide (referrals!)
	

	Specific Target Markets:
	

	Vendors/Business owners:
	

	Others: 



	

	
	

	
	


6.  Do you use a “Cloud” to sync various databases?   If yes, please elaborate: __________________________________________________________________________________________________________________________________________________________________________

7. What happens when you receive a new contact on your website or someone gives you a business card or calls or text’s you and you capture some contact info, how do you ensure you enter their complete contact info in your database(s)? __________________________________________________________________________________________________________________________________________________________________________

8. Do you categorize your clients & contacts into A’s (Raving Fans/Top Advocates), B’s (good relationships-could grow into raving fans), C’s (potential sources of business/referrals), or D’s (those you may need to delete) or another similar system.  If yes, please  elaborate:

__________________________________________________________________________________________________________________________________________________________________________

9.  Are they organized by target market “Groups” so you can sort for specific mailings (i.e. if you want to send the Video Market report for your area to a specific subdivision you farm, or the New Movers magazine to your buyer leads or SOI, etc)?      YES  ______   NO _______

If yes, what “groups” do you have set up :
_____________________________________________________________________________________

_____________________________________________________________________________________

Do you have a group of co-brokers in the area?  YES____  NO_____

Do you have a group of vendors?   YES______ NO_______

10. Are the groups small enough so it is not going to get caught by the spam in email:

 YES  ____  NO _____ NOT SURE __________
11. Do you have a system that reminds you to call, write, or connect with people in your database systematically?   YES  ____  NO _____ . 

IF YES,explain: ________________________________________________________________________

12. Do you actually make the calls, mailouts, emails, notes or face to face contact as scheduled in question 11 (circle one):

All the time!              Some of the time!                   Hardly ever!  Uggh!

13. Do you know when you last communicated with your A+ and A Contacts? YES  ____  NO _____ 
Do you have a time already scheduled for when you will contact them next? YES  ____  NO _____

14. Do you know how often you will plan to communicate with your A’s B’s and C contacts in 2013? 
YES  ____  NO _____    
If yes, do you pre-plan in what forms of communication you will attempt to make contact thu-out the year with various people in your database (ie calls, notes, emails, social media contact, mailouts, face to face) when business planning? YES  ____  NO _____ 
15. Do you know if your contacts (or at least you’re A’s) prefer to receive electronic communication or web videos or snail mail? YES  ____  NO _____  NOT SURE_______
Do they like to get text messages over phone calls?  YES  ____  NO _____ NOT SURE______
16. Have you connected with all your A’s on social media sites?  YES  _____  NO _____   MOST_____
17. Do you routinely “re-qualify” the people in your database?  YES  ____  NO _____  DON’T KNOW WHAT THAT MEANS_______
18. Do the people in your database (or at least your A’s) think of you anytime they think “real estate”? 
YES  ____  NO _____

Do they think of you when the need general “community info”  YES  ____  NO _____  

…. when they hear someone’s moving into or out of town or anywhere? YES  ____  NO _____  
 Is your phone # programmed in their cell phone?  YES  ___  NO _____MOST____ DON’T KNOW____
19.  What happens if someone asks to be removed from your mailouts, emails, database, how do you ensure you don’t contact them in the future?_____________________________________
20. Can you export/import to PREA, AMM, Outlook, PGR intranet from your current database? 
YES  ____  NO _____

21. How many contacts on average are you adding to your database from?  __________weekly X 4 =

_________average monthly X 12=____________average annually

Where you do tend to get new sources of contacts: _________________________________________________________________________________

22. Do you have designated times to manage your database/call/add/update/mail etc  
YES____ NO____
23.  What do you think it will take for your to get your database organized, categorized and then systematically make contact with them thru out the year?  

__________________________________________________________________________________________________________________________________________________________________

24. What is the biggest stumbling block to accomplish the task of organizing and maintaining your database (and “not enough TIME”  is a given for everyone!)
__________________________________________________________________________________________________________________________________________________________________

25.  Would you be interested in having someone from Agent Marketing Services help you create/input a database (or enhance the one you have)  YES______NO _______
Thank you for taking the time to complete this in-depth questionnaire!  
Looking forward to helping you CONNECT  better with your database!  This is the first step! 
Please efax to me at 678-578-8085 or bring to our launch!  
Your responses are very valuable to us in helping determine how we can make the next 6 weeks extremely valuable to you in coaching and your future success!
DeAnn Golden 

PGR Coaching
