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	Mission

We are a network of successful REALTORS® empowering women to exercise their potential as entrepreneurs and industry leaders.
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	Presidents Message
Dear Members:

Welcome to another great year with your Lakeshore Chapter of Women’s Council of REALTORS®. We have many great programs already in the works for the upcoming months. 

To make this the best year possible in this shifting market, here are a couple of simple tips. We know that we need to set goals and have a business plan, but for some reason most REALTORS® leave their fate to chance and hope that a successful, financially rewarding year will just happen. Having a dream and having goals will ensure that you prepare a business plan and stick to it monthly. It really is the only way to be successful in our profession. 

Second, if you haven’t already done so, check out our newly enhanced national Web site at WCR.org with our searchable database of Member Expertise Profiles. Take a few moments to fill out your profile; we as members will be able to use this database as a valuable source of information. 

Looking to be involved in your board or association? Thinking of running for public office? Need ideas for recruiting agents for your office? Not only will you connect with a fellow REALTOR® for advice, but you also will gain a new referral contact. 

Women’s Council has so much to offer REALTORS® who are feeling challenged in our current marketplace. Our education is fabulous, our networking superb, our support systems invaluable. Get ready for your best year ever!

Beverly Scholten
2009 President 
Lakeshore Chapter




	What’s Online
Have you been to our site lately? 
Check out your local chapter site today: www.wcrlakeshore.com.  Check out our searchable index of member- and see our Bylaws and Standing Rules expert-submitted articles on a variety of different real estate topics, including Web sites, getting more listings, cost-effective marketing, top negotiating tips and much more from our site as well as other sites you can be linked to. ie State Chapter, National Chapter and our area Sister Chapters.
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Join us at our special luncheon events where we always have great speakers a nice lunch and a wonderful time of networking!  We will welcome our State WCR President elect Angie Ridley in April to speak with us on Networking.   May 7 we have a motivational speaker from Grand Rapids coming to speak to us about keeping our business up in a down market.  Then in May, look forward to our annual Mini Golf Outing which Becky Hosley the Ways and Means Chair has been working on very hard.   Questions about any of these education events? Contact Tammy Hutson, our Educaton Committee Chair tammy_hutson@srcmortgage.com   or for fundraising events contact Becky Hosley at msrealtor101@yahoo.com

	New Members

We are looking for more Realtor Members and more Sponsors for our Lakeshore chapter.  Have you invited someone to one of the luncheons?  When you bring a guest with you to a lunch meeting, your first time guest comes at No Charge, and your name goes into a drawing for a gas card.  A Gas Card is given out at each meeting.  Then  for all the recruiters, there is another drawing at the end of the year.  Stay tuned for more details!  
Future Fun Events:

· Design a Bra event.  To be held at Jacks Restaurant in spring Lake in October, Modeled by men

· Liquor Basket acution at the September WMLAR General Membership Meeting.

· Vendor’s Galore  a repeat of last years successful event.
AND MUCH MORE!!

	Direct-mail’s Mantra for REALTORS®: 

Repetition, Repetition, Repetition
By Joy Gendusa

Real estate marketing can be broken down into two very basic challenges: obtaining new clients and getting the old ones to come back for more. Direct-mail marketing tackles both of these challenges, and, even though it is not the only way to accomplish this goal, it is a proven method that works. 

A recent survey by International Communication Research found that people prefer receiving items, such as new product announcements, by direct mail (Source: dmnews.com, November 2007). One of the simplest and most cost-effective forms of direct mail is postcards, which enable your advertising dollars to stretch further. 

“I switched from sending out a monthly newsletter to my mailing list to sending out full-color postcards,” said Kerry Fuller of Realty Executives in Clearwater, FL. “Not only did it save money on printing costs, but it also saved me the hassle of having to prepare the mailings. Feedback has been very positive from our clients..., plus my Web site hits have increased due to the promotion on the postcards.”  

To get new clientele, you can: 

· Capture leads via mailing lists. 

· Reach them via direct mail.

· Attract their attention and get your message across. Postcards do this well because you don’t have to open them.

· Get them to contact you—if your mailing piece is well designed and written, it will do this for you. The rest is up to your ability to sell. 

· Continue to repeat steps one through five.

To get your existing customers to come back for more:

· Keep accurate and current records of all past clients in your database. 

· Send them frequent mailings. Whether it is a newsletter, postcard or personalized letter, the trick is to keep contacting them. 

· Provide information of value, which is key. Tell them about your listings, new mortgage products or loan services. Partner with a mortgage broker on your mailings to share costs and keep your customers up to date on the industry from all angles. The purpose of your mailing is to get them to respond. 

· Deliver excellent service. You will get results with these marketing techniques even if you don’t deliver good service, but it won’t last long, and you won’t be able to maintain it.

· Continue to repeat steps one through five.

On a positive note, the survey mentioned previously found that fewer people trash unsolicited direct mail compared to e-mail (31 percent versus 53 percent). 


Joy Gendusa’s Clearwater, FL, firm, PostcardMania, employs more than 150 people and each week prints 4 million postcards and mails 2 million of them, representing more than 28,000 clients in 350 industries. Visit www.postcardmania.com for more information. 

Interested in submitting an article for consideration for a future newsletter? 
Contact Bev Scholten Realtor at Beverly@BeverlyScholten.com.



	
	


Remember to check out www.wcr.org  for lots of valuable information, it’s only a click away!  Do you have any suggestions for the newsletter, for our meetings, for our speakers.  Give us your input, we want to hear from you!  Our goal is to double our membership this year.  We are open to Any suggestions to help us reach our goal.  
Midyear Meeting

Leadership Academy


National Conference

May 14-17  2009
July 31 – August 2, 2009

                           November 11-15, 2009         

 Hotel: Capital Hilton 
invitation only: exclusive event 


San Diego, CA

Washington DC



for incoming chapter presidents                                     Hotel: Westin Gaslamp
                                                                                 





 Registration opens May 4.
