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Debbie: Hello everyone, it is Debbie De Grote, and happy, happy Tuesday! I hope you guys have great 
plans coming up for the Labor Day weekend, and I’m super excited to get past it, so we can get this party 
started for fall. I know those of you who have children, they’re probably back in school or heading back 
to school. So now you can create your fall version of your schedule.  

So, today’s topic is how to build an absentee owner business. Now, guys, we are muted, but if you have 
a question about the absentee owner topic or any other topic, you can unmute yourself by pressing *7, 
and then I’ll be able to hear you. But if you do unmute and ask a question, please remember to press *7 
again when you’re done. It’ll mute you back so we don’t get a bunch of background noise. I will also 
make sure that I leave time at the end. So, we’ll spend about 15-20 minutes on our topic, and then we’ll 
go ahead and do free for all if you want to unmute your line. And again, any question is fine; doesn’t 
have to be just about absentee owners.  

So, absentee owner may or may not be something that you do, and you may have joined the call today 
just to get some ideas to see if it’s something that you’re interested in. And that’s totally fine, because 
remember, on our Inner Circle, we have our “Lead Generation” tab, and under our “Lead Generation” 
tab, we have multiple success kits. You can open them up, see what’s in there, pull the scripts, any 
resources. And if you have questions about them, be certain to feel free to email me. My email is 
debbiedegrote@gmail.com. So, keep that. If it’s a tech question, a Pete Mitchell marketing question, 
feel free to send that direct to Pete – pmitchellCEO@gmail.com. Our commitment to you is we will 
answer you back in the business day. Right now if you prefer not to unmute your line, but you have a 
question you want to have answered at some point in our time together, feel free to go ahead and email 
that to me if that’s easier for you. So, go ahead and send the email to debbiedegrote@gmail.com. Okay, 
so we’re going to hit it hard and fast, and then we’ll open up the line.  

So, how to build an absentee owner business? The reason I thought this topic would be really valuable 
is, if you’re like most agents, there’s one thing you can never have enough of, and that’s listings. 
Sometimes though agents will say to me...  

I think I’d like to work the absentee owners, but I’m not sure I know what to say. They scare me 
a little bit. And is this a good opportunity?  

So, today we’re going to talk about why absentee owners are red hot, how to organize your system and 
approach, and what to say and what to send them. So at the end you can decide, “Is this a project I’m 
interested in, or is it not right for me?” But first of all, why are they actually a golden opportunity? Well, 
there may be some pent-up demand, because sellers, for the last many years, have seen rising prices. 
And I think when they see prices rising, they feel like...  

I’m on a gravy train here. I don’t want to sell my property because I could potentially make a lot 
more equity. So I’m going to keep riding the gravy train.  

But as soon as there’s a sign that the market is shifting, when they see that starting to occur, they may 
start to get concerned. So they start to think maybe if they sell now, they can max out their opportunity 
for return. So, changing cycle, which we are in right now, could cause some of them to want to sell.  

In fact, I was having a conversation last night with my husband. His parents are in a rest home; his father 
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is 95. My husband manages their properties, and they own a rental property. And we were discussing is 
it time to actually sell that? The income is nice to pay for their care, but because the market is shifting, 
it’s probably a better idea to go ahead and sell it and bank that money. He’s having that thought 
because he sees the shifting market. So there may be many absentee owners out there having that 
thought.  

Also, a lot of properties across the country are really aging. In a lot of markets that you and I work, these 
properties may be sometimes 40, 50, 60 years old; sometimes even more than that. Now, maybe they’re 
just at a point where they are older and they don’t want that project or the financial responsibility of 
trying to rehab that property. So, they’d rather just get rid of it.  

It could be that they just aren’t happy with the tenant situation. We had a property; it was actually a 
really good, I guess you’d call it “cash cow”, and we bought it on a foreclosure. One of my coaching 
clients said to me, “I’ve got this property, but you’ve got to close it in a couple of days.” It was a great 
deal. Some of you who know our area here, it was closer to the LA area. So it’s about an hour plus away 
from us here, and it was in a neighborhood that I would call “the hood”. I mean, it was not a slum, but 
not a great neighborhood at all. So, we owned it for quite a number of years and it had a good, positive 
return.  

But here’s an interesting story. My husband sells real estate 34 years, fully active agent. It’s not a market 
though that he works. So, I go home from work one day and there’s a letter on the counter, and it’s this 
agent saying that they work that particular area and they know about our property and they have 
buyers that are interested in buying in that area. And we can sell as is, without disturbing the tenants, 
and a pretty quick sale. Call him if we were interested. So, as agents we often think we send those 
letters and those letters never work. Actually, they do work. And sometimes with absentee owners, they 
work really well. So here’s what happened, guys. I open it up, I lay it by the coffee maker on the counter. 
Don comes home and sees it and he says...  

You know, I’ve been thinking I would want to sell this, because the property manager called me 
and last week there was a shooting in the street. Nobody got hurt, but I don’t like that. It 
bothers me. It makes me nervous. Maybe I’m going to call this guy. Maybe he really does have a 
buyer. 

So he called the guy. I should back up and say, I went out of town to do a training event. I come back and 
I said, “Hey, did you call the guy?” And he said, “Yeah, I did. Actually I listed the property with him.” I 
said, “What? But you’re a licensed agent. Why didn’t you just list it?” He said, “It’s kind of far away. I 
don’t really know that market. I don’t really want to work that market. And he legitimately seems like a 
good guy that has buyers.” So, guess what? The guy sold it. He double ended it within about two weeks. 
Now of course we’re typical sellers, right? “Oh no, did we sell it too cheap?” But we didn’t sell too 
cheap. The appraisal barely came in.  

But think about it. The guy sent us a letter. It was 750,000 times two – 1.5 million in volume. The guy 
double ended it. Don didn’t even ask him for a referral fee. He made a lot of money off of that letter. 
Now, he got lucky, and that’s part of it with these absentee owners. He got lucky. He hit us in a moment 
where we’d been thinking about it for a while, where we were concerned about a market shift, and 
there had been a shooting. That’s why if you put together an absentee owner group, which there’s a lot 
of data companies like ReboGateway, where you can get absentee owner information, your title 
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company can run a search for you on who are the non-occupant owners. And you can gather that, let’s 
call it a, quote, “absentee owner farm” together.  

When my daughters were working absentee owners aggressively, I told them to cycle through with their 
phone calls once a quarter. I don’t really think you’d want to call them every month. It’d probably be a 
waste of your time. But if you’re cycling through and calling them quarterly, you might hit a moment of 
weakness, where their tenant has just been a jerk; or a moment of financial concern. So, every 90 days, 
have a batch that you’re calling.  

Here’s another reason I like absentee owners. If they don’t want to sell, sometimes they want to buy. 
So, when you’re having your conversation with them about are they interested in selling, if you’re 
making phone calls to them, or even in your letters, you can turn around and say...  

If it doesn’t interest you to sell the property, maybe you’d like to buy an additional property in 
the area. Or perhaps you’d like to exchange this property into something else that’s bigger or 
newer. What are your real estate plans for the next 12 months?  

So, that’s a good kind of a double whammy. So, how to launch your absentee owner project? Set your 
game plan. Am I just going to go randomly and hit them once and move on – like this guy did to us, or 
am I going to pick a particular area and pull 500 or 1,000 absentee owners? And if so, am I going to try to 
call them? Am I going to look up phone numbers? And if you do, I’ll share a script with you in a moment. 
And if you’re going to mail to them, many of our clients have had success in mailing to their absentee 
owner group. They mail once a month. So, let’s say once a month they get a free report, a market 
update. Once in a while, you cycle in the “I Have a Buyer”. Once a while you cycle in another investment 
property in the area.  

You could even consider partnering with other vendors that serve a rental property owner, like a 
property management company, a major cleaning service, an unlawful detainer attorney. You could 
even partner with them on the cost of the postcards. Or better yet, build an absentee owner website 
that they help you pay for or they pay for. You get a vendor to put it together for you. So when you send 
your postcard out, you’re driving the people who get the postcard to go to that website, access valuable 
reports and information, and you have your joint venture partners with a link there, so that they can go 
in and find out more about that attorney or that 1031 Exchange advisor. So, you decide your project and 
you set your budget, and then check to see if you have some joint venture partners that it might make 
sense to partner with.  

Alright guys, so we’ll stop there for just a second. I’ll give you a chance if you want to hit the *7. If you 
have a question for me so far, feel free to go ahead and do that. I’ll give you just a second. Remember, 
you can email me too, if you’d rather – debbiedegrote@gmail.com.  

And by the way, I should actually say something I should’ve said in the beginning. So, clearly there are 
two types of absentee owners – those that own full-on rental property – that’s all it is, a rental property. 
But because of the popularity of Airbnb and Vrbo, of course we have this surge of different kind of 
absentee owner buyers. These are the absentee owner buyers that have a vacation property. They use it 
periodically, and then they rent it. So that’s a whole different group. Of course your marketing 
messaging would be a little bit different.  
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But I had someone tell me the other day, because we do work with a lot of people in resort markets that 
we coach, and I had someone from a resort market tell me the other day that it’s not uncommon that 
people buy a vacation rental property and they sell it within two to five years. So, kind of a lot of 
turnover. Now of course you get some of those iconic properties. We go to Lake Coeur D’Alene where 
my family is. And there’s this one particular area where people just don’t leave that area. I mean, this is 
a small little segment of the lake, but these are houses that are passed down generation to generation. 
But then, all around the lake you see a lot of signs and a lot of turnover.  

So, why would a vacation home buyer be a good target? Let’s just take California for example. So, I live 
in Southern California. We own a vacation house at Lake Coeur D’Alene. Got a good deal on it years ago, 
very affordable. But here’s the deal – there’s snow, a lot of it sometimes in the winter. So, first winter 
we had it; when the snow started to melt, it totally flooded one portion of the house. That was a hassle. 
Sometimes the snow is heavy, and then wind blows and a tree falls on the house. In other words, there’s 
maintenance. So there’s constant maintenance going on and things to think about that sometimes that 
vacation owner did not think about.  

Then if you’re a vacation property owner, you’ve got the constant turnover of the tenants coming in and 
out, and then you’ve got to find a cleaning crew. That may become a hassle. And what seemed like such 
a good moneymaking idea now is just a headache, right? Other times they think, “We’re going to use it a 
lot”, and then they don’t use it. Or, “We’re going to do it because our kids will love it”, and then the kids 
never go. So, that’s a whole different segment of the market, would be vacation property owners who 
come in and out of that market.  

Now, I see Stacy is asking to have a 1031 Exchange article written that we can use. Stacy, I know there’s 
something in the Inner Circle, there’s some information in the “Investor” guide. So if you guys go to the 
Inner Circle and you go to the guide that’s “Is It Time To Buy An Investment?”, I think we gave a link or 
some website, maybe a little basic information. We didn’t go too deep, and Stacy, here’s why – because 
we don’t ever want to be risking giving tax advice. We want to be very careful. We do need to be 
knowledgeable and there’s all sorts of courses that you can take through the Board; continuing 
education on 1031 Exchange. Also, there’s a lot of great 1031 Exchange attorneys out there that can 
help you and partner with you. So, keep that in mind.  

Giving them tax advice is a little bit tricky, but the gist of it is, there is the exchange where they go 
straight from one to another. There’s the delayed exchange, where they name the properties, but they 
have a certain period of time to close it. I want to say something like 45 days. It’s not fresh on the top of 
my mind, but it is pretty particular. And also there’s a rule of like for like. So for example, I don’t know 
that you’d be able to exchange from an apartment building into vacant land, but you could exchange 
from an apartment building into vacant land if it had a little rental shack on it and you’re going to tear it 
down and build something later. So, definitely make yourself familiar with it. Just be careful about 
quoting too much advice. Always send them to their CPA for advice.  

Now, I hear somebody I think unmuted their line. I hear a little noise. Did someone have a question?  

Brenda: Yeah, that’s me. I’m Brenda here in San Diego. Hi Debbie. In my case, we have a team and we 
have [19:10 inaudible], but it’s more like a template. And we have branded that template that goes 
through the absentee owners. And since we started with your coaching, we started getting this type of 
disclosures, like how to choose the best agent to sell an investment property, and then below that trying 
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to get them into the website, because that’s where we can get people involved, or calling a certain 
number. But then I was looking that you have like four different interesting statements that you can 
send out. So once you stop, or once we don’t have anything else to put, like very important information 
for them, should we go back to the first one, the way that you have organized, or should we do 
something else? Because we have 12 months in a year. That’s my question.  

Debbie: Sure. That’s a great question, so thank you for asking. I see a couple of other questions coming 
in. But that is a great question. Here’s the thing we have to remember, guys – they look at it and throw 
it in the trash, right? Unless they’re interested. My point being, yes, you can always, always repeat your 
marketing messages. Always. So if you made a little menu, so to speak – for example, one on your menu, 
“I Have a Buyer” or “We Have Buyers Waiting”. Another could be hot buys that you feature. One could 
talk about the market conditions and market report. You could offer the “Investment Property Owners” 
guide, the one that we have in the Inner Circle. And also, as you mentioned, there is the guide there, 
“How To Select The Right Real Estate Agent”. You could offer that, and then you just tweak it a little bit 
for investments. And then also there’s the “Annual Real Estate Planning” guide, so you could offer that. 
Then you just repeat. The one I would do the most frequently would be “I Have a Buyer” or “We Have 
Buyers Waiting”, because the nice thing is, just like happened with us – even if they know another agent, 
if they think they can fast track it and go straight to somebody who has a buyer, they may be likely to do 
that. So, definitely you can repeat.  

Now, one thing – some of our clients are doing investment seminars, where they’re joint venturing with 
all these affiliates that have their ideal investor client or services for investors. They’re putting four to 
five affiliates together and doing an investment event, which even if you have a small crowd turnout, a 
small group, conversion is usually pretty high. So, that’s an idea. But just like we’re joining here today, 
on this conference call, you and your joint venture partners could also do an event on a conference call. 
So you could offer on your postcard an investment counseling session, or “What you need to know to 
invest in the market of 2020”. You could offer your guest speakers and you could each speak your part. 
So, that could be another cool thing to offer.  

Alright, so let me see. Holly is asking... If you could go ahead and mute your line back please for us, 
Brenda, *7. That’ll mute you back, because we’re picking up some background noise. I think *7 will put 
you on mute.  

So, companies besides title companies that sell absentee owner lists. So, I’m just going to name off 
companies, guys. You’d have to check with them, besides the title company. REDX, Landvoice, I don’t 
know if Vulcan7 has absentee owner lists. And I would even Google that. Google is my friend. So, if I’m a 
real estate agent, “need lists of absentee owners”, companies will pop up. The key would be, how good 
are the phone numbers? How many phone numbers do they actually have? That’s why I would start 
with probably somebody like REDX. I think ReboGateway is very good, but I don’t know if they provide 
phone numbers; it may be an additional service.  

So, can I re-explain also joint venture groups in relation to absentee owners? Here’s what I want you 
guys to think about, and then, Kemal, I’ll answer your question next. What I want you guys to think 
about is leveraging the power of your connections. I’ll give you an example. When I do an Excelleum 
event, I might have a lender sponsor, a title company, some other type of service. I have these people 
there because, a, they help me pay the cost of the room, which then makes it more affordable for us to 
be able to do this, to get you guys to come so we don’t have to charge so much, or charge anything. 
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Sometimes they’re totally free. So, I get my partners together for the financial support. But more 
importantly, I know that they each have in their marketing list, their marketing pipeline, my ideal client. 
So, when they participate in an event with me, part of the rule to participate is they have to market the 
event to their people. Now that brings new people to my world.  

Let’s say you had an absentee owner website. Well, they can market that website as a resource to their 
marketing list. When their people come to the website, they will see you as one of the vendors. You 
market it to your people. Then they go to the website and they see your joint venture partners. So, it’s 
to share costs, to share ideas and strategies, to make the burden a little bit lighter to do events. And 
then also, so you get some penetration into their marketing list.  

And if you go to the “Instant Real Estate Events” kit – remember, guys, that’s on the “Training” tab in the 
Inner Circle – “Instant Real Estate Events” kit, we have a whole training there for you. You can watch it 
anytime you want, and Pete will take you through exactly how to set up a great event. And then we 
even have different events completely done for you. One of them is including an investor event – all the 
marketing, everything you need. I actually even did some PowerPoint slides for the event the day of. 
And they’re basic. You can add, change, not use them. But I just wanted to give you something to work 
from.  

And Kemal, I think I actually did answer your questions. There is Cole Realty Resource, which is a big 
online phone book for your area, and they do have phone numbers. They might be another one that 
would have absentee owner data. But I’d ask them first. And I think it’s like $1,100 a year. So, that’s 
relatively expensive, but you might be able to share it with a few agents in your office if you chose to do 
that.  

One last thing before we go into the script, and then we’ll just do a little bit more Q&A. And by the way, 
script for calling absentee owners is in the Inner Circle under “Scripts”, and it’s in my 80-page book. And 
it also has the matching audio. It’s for calling rental property owners, so you’d have to tweak it a little 
for the vacation home owners. I want to share with you, this is maybe a little complicated, but for those 
of you who are really into this; I’ll make it quick so I don’t bore everyone else. Let’s go back to when we 
wanted to buy our house at the lake. Well, we had a rental property in an area that really was starting to 
turn, starting to change, and we wanted to do a 1031 Exchange into a property at the lake that we could 
use sometimes and rent out at will. So, it would qualify for the exchange, because we were going to rent 
it.  

Here’s what happened though, or here’s the concern: If I’m going to take this rental property to buy a 
vacation property that I’m a little bit emotional about, what if I sell it and I don’t find one? So, I was kind 
of stuck with that. And that happens also when they’re buying an apartment building or whatever. What 
if I sell mine and I don’t find one to exchange into? So, a little bit of an out-of-the-box idea that we did is, 
fortunately that market around the lake doesn’t sell super fast, so sellers are more anxious. We went to 
the seller, found the one we liked and we said we would like to do a lease option for one year. So we’ll 
give them a significant deposit, forward that to an advance, we’ll sign a rental agreement or a lease 
agreement to basically lease the house monthly. And within one year we’ll complete the final purchase. 
And then we put a little clause in there that said if we could sell our property and exchange into it and 
make that all happen inside of six months or less, that the seller would give us a $50,000 discount off the 
lease option, ultimate purchase price, which is exactly what happened.  
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So, it’s kind of a reverse way of allowing your buyer to go find something if you can find a seller that’s 
willing to do a lease option for six to 12 months. It gives you time to go back and get the rental sold, and 
then exchange into that lease option property and sell it and close it. So, just some thoughts. You’ve got 
to be a little bit creative when working with the group. But again, you always are going to want them to 
talk to title, to talk to escrow, to talk to their attorney, to talk to their CPA, because if you do something 
that harms their tax situation, that could be a big consequence. So that’s where you want to be a little 
bit careful.  

Okay, so let’s talk about a script. Let’s say I say...  

Hi, I’m looking for Mary. Hi Mary. This is Debbie from ABC Real Estate, and I’m calling about your 
investment property on Maple Street.  

See, I know that when I say, “I’m calling about your property on Maple Street”, I get their attention, 
because they might be thinking, “What, did it burn down? What happened?”...  

Hey, I’m calling about your property on Maple Street. You see, I work with a lot of buyers and 
sellers in the area. We do currently have an inventory shortage. I’m just wondering, would you 
be interested in selling the property if you knew it would sell, and it would sell quickly at top 
price?  

Nope, never. I’m not going to sell it.  

Well, if I were you, I’d probably feel the same way. It’s obviously a good property. I’m just 
curious, have you owned this for a long time? Wow, 10 years. That’s great. You know, I noticed 
that you live quite far away.  

See, guys, one of my favorite things is to target absentee owners that live out of state, or at least 
significantly far from the area, because that tells me it’s maybe a bit more of a burden for them. They 
probably haven’t been there for a while. And also, they don’t know the market, so they may be more 
anxious to talk to you. And I’m not delusional; I know they may get letters from other agents, but they 
may not be as top of mind with other local agents, because they’re from out of the area. So...  

I noticed you live quite far away. Gosh, tell me, how did you end up with a property in this area?  

Oh, well, I used to live there. I inherited it.  

Oh, interesting. I’m wondering, have you ever attempted to sell it in the past?  

Nope, nope. We’re just keeping it.  

Okay, certainly. So tell me, is there anything at all that might cause you to consider selling it in 
the future?  

Well, no. You know, maybe in two or three years.  

Okay. Why is that timeframe important?  
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Well, actually I’ll be retiring then and we may just want to take all our money and put it into 
something else and not have the headache, and travel around our motor home.  

Okay, so two to three years. Would there be anything that might cause you to change your mind 
and list it sooner?  

Well, I guess I would be if we thought the market was crashing. Then we probably would.  

Now, here’s the key, guys. Sometimes they’re going to ask you, “What’s it worth?” Be careful, because 
you could end up getting sucked into doing a bunch of market evaluations for unmotivated people. So, if 
they ask you what it’s worth, here’s what you could say...  

I’d be happy to prepare a market evaluation for you. May I ask you first though, if you could get 
the number that you want, would you be interested in selling the property now?  

That’s the key question: “If you could get the number that you want, would you be interested in selling 
the property now?” Now, if they say “Maybe”, ask them, “What price would you be hoping to sell it 
for?” So maybe you know it’s worth $500,000 and they say they want $1 million… 

Okay. If you discovered you couldn’t net $1 million, would you still want to sell it?  

Oh no, absolutely not. Only if I can get $1 million.  

Okay. Well, sadly the market won’t support that at this time, but I’d be happy to stay in touch 
with you, maybe check in once a quarter, let you know what’s going on with the market. Right 
now, your neighbors are really selling in the range of around $500,000.  

Oh, that’s crazy. I’d never do it.  

Okay, fine. We don’t waste time doing a market evaluation. But if we say, “Would you be thinking about 
selling if you could get the number you want?” and they say, “Yes, I might” – perfect. Now we know we 
may have a good lead.  

By the way, before I let you go, would you like to buy more properties in the area?  

Well, no, I don’t think I want to buy anything right now.  

Okay. Do you know anyone else locally who might need our help?  

No, I don’t know anyone locally.  

Alright. Well, I appreciate your time today and will check back with you later.  

So see, we squeezed every opportunity we can. Do they want to sell? Do they want to buy? Do they 
have a referral they can give us? And now you can call them back in a 90-day cycle if you choose to do 
so.  
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Alright, so what are facts you need to know to sound like an expert? Basic tax laws relating to 1031 
Exchanges, but don’t give tax advice. Now, if you’re in a resort market, you’re going to want to know 
what the rules are, like can it be rented on Airbnb or Vrbo by the day, or is there a one-month minimum, 
or is it not allowed at all? Because it’s very different in a lot of places. And also, in some states there are 
even rules about how many days a year the owner can stay in that property and still have it qualify 
under the exchange or under the guidelines of that local area. Also, we want to know the vacancy factor 
and rental rates. If you’re in most markets, year-round rentals, there’s almost no vacancy factor. In the 
resort market, you’re going to want to know what weeks of the year are likely for that property to be 
able to be rented. I know where we are it’s something like 20 weeks of the year, is the potential, and it’s 
pretty rented back-to-back in that time. Quality vendors you can refer them to. Interest rates and 
programs for investors. And then hot opportunities that you can talk about, like hard money loans to do 
flips or anything like that that you think would be interesting.  

So, key thoughts: Don’t let people who aren’t serious use you for free. Don’t take the first “No” when 
they say they’re not going to sell. Dig in deeper, get into a conversation. When you finally do agree to 
send them information... So let’s say they sound like they are serious about selling and you go to the 
work of putting that market evaluation together – then ask for their commitment to at least give you the 
first opportunity to present your services to sell the property because you did a good job sending them 
that information. And then let’s make sure that we have consistent follow-up to nurture any of those 
leads that you attract.  

So, maximizing your investment of time and money. Set a consistent strategic plan. Stick with it, track it, 
measure it. If you’re not seeing much result after 90 days or so, you may need to make some 
adjustments. Make every effort to talk to them, because you’re going to have a better chance of 
persuading. As we’ve said a few times, get vendors and affiliates involved. And then you may need to 
really develop too a strong listing presentation, because you may need to do your listing presentation 
over the phone. Because they may not be local, you may not be able to see them.  

Hope is asking for planning an event, where do you find that? So you go to the Inner Circle – not the 
Real Estate Campus, but the actual Inner Circle. You go to the “Training” tab – I believe that’s where it is. 
And you’ll find “Instant Real Estate Events” kit. And then, guys, for any reason, if you can’t find what you 
need ever on the Inner Circle, please know Samantha sits here every day from 8:00 to 4:30 to answer 
your calls. You can just give us a call here at the office.  

So, that’s all I had for you today, but I will give you a moment if somebody has another question to hit 
your *7 and we’ll open up the line. So, anyone have a question? Well, guys, we appreciate you being 
here today. Okay, there we go. I think we got a question. Go right ahead.  

Julie: Hi Debbie, it’s Julie Galvez from Santa Rosa. I’m wondering what’s a good amount to set aside if 
you’re just going to start a program like this, and what would be a good number of prospects? So, 
budget and number of prospects.  

Debbie: Yes. Well, I would like to see you pay zero. (Laughing.) And then of course we do know that 
lenders and insurance have certain RESPA laws. So, we have to talk to them and they have to meet the 
guidelines of what’s legal. Mostly though, if they’re doing, quote, “advertising”, they have a little bit of 
leeway. So, what I wanted Don to do is put together the absentee owner website to look at the cost of 
the basic website; it was probably $500 or so. The monthly fee to maintain it, maybe $100, $150. Add 
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that up times 12. Then take a look at mailing one postcard a month, and it can’t be bulk rate or Every 
Door Direct. It’s going to have to go first class, because these absentees are scattered all over. So, 
printing and handling and mailing, times 12. Then if there’s a service to buy phone numbers, we might 
factor that in. So let’s say we come up with a budget...  

And back to the size – maybe 500 to 1,000 So, let’s say if you had 500 and it was 50 cents each, that’s 
$250 a month, times 12. Let’s say it was $500 for your little mini website – I’m just guessing at this, guys; 
and $150 a month or so to maintain it. So, $250 times 12, plus $500, plus, let’s call it another at least 
$1,500. Now we’re at like $5,000. So, if you got, let’s say, five vendors at $1,000 annually to kick in, to be 
part of it, or 10 vendors at $500 annually. And again, it could be landscaping, painting, attorney for 
unlawful detainer, tax attorney, financial planner, CPA, lender, hard money lender, property manager 
that doesn’t sell real estate. So, wouldn’t be that hard to pull a group of vendors together and get them 
to cover what they can, and you cover the leftover. That would be my idea.  

Julie: Perfect. Thank you.  

Debbie: Okay, guys. Any other questions? Okay, well, have a great day! Email me if you need me. Email 
Pete if you need him. And if you can’t find something on the Inner Circle you need, just give us a call 
here at the office and talk to Samantha. Alright, guys, have a great day! Thank you for joining. Bye bye! 

 


