
Increasing Your Production in 2022

Website:
www.buyselllovechicago.com

Facebook: Shay Hata Real Estate 
Speaker and Coach

http://www.buyselllovechicago.com/


Who Am I?
• Ivy League grad
• Residential Realtor in Chicago, IL
• Realtor for 9 years
• Husband in real estate for 25+ years
• Mom to a 5 year old 
• Crazy dog lady
• Team Leader: 1.5 agents, 4 assistants. 

Usually 150 – 175 transactions a year
• $60M - $70M on average a year
• Donate a portion of each commission to local 

schools & animal rescue groups



My Business Philosophy

Love on your clients and 
they will love on you

Provide white glove service



How I Don’t Get Leads
I Don’t:

• Buy Leads Through Zillow, Realtor.com, etc
• Door Knock
• Call Expireds
• Cold Call
• Work FSBOs
• Farm Neighborhoods With Postcards
• Lead generate for 3 hours every morning

I hate making small talk and talking on the phone



How I Do Get Leads

• Love on my sphere 
• Unique lead generation strategies
• Client events
• Treat clients like gold
• Respond immediately and be proactive
• Know my stuff 
• Demonstrate my knowledge and that real estate is hard



Create a Networking Group
• Services that people need during major life changes: 

insurance provider, jeweler, lender, appraiser, doula, OBGYN, 
divorce attorney, will/trust attorney, real estate attorney, 
CPA, therapist, preschool expert, child proofing expert, etc.

• Meet every month or at least quarterly
• Must give a minimum of 12 referrals a year
• One on one coffees



Adwerx – Stay top of mind
• Online ads for your sphere to keep you top of mind.  2500 

impressions per month so no more than 500 people in a 
campaign.  $79 per month.

• Ads by zip codes to farm areas you want to be
• Ads for listings – advertises near that listing.  $59 per week



HomeBot – must partner with a lender
Monthly emails with automated home values and money saving 
tips



Use Facebook Wisely
• Join local Facebook groups:  Local Mom’s Groups, 

Neighborhood Groups, Group for your Kid’s School 
• Start One If These Don’t Exist
• Source your A clients and ask them what groups they are in. 

Invite clients to these groups
• Search daily for real estate/realtor: Tag your clients and get 

them to rave about you on these posts!
• Create a Client List and check it regularly – send gifts and 

notes for milestones, comment regularly
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Send Gifts for Milestones



Use Social Media
• Post on Stories Daily –

Open Houses, 
Showings, Writing 
Contracts

• Use Polls in Instagram 
and Facebook

• Post on your personal 
page about personal 
things mainly. Be real. 









Client appreciation events

Agent Events – When starting out
• Valentine’s Day Blow Out Party
• Small group activities: Driving range outing, mani pedi party, 

Ifly, Bad Axe throwing, High end dart bar
• Give away sports and theater tickets
• Spring/Christmas photo shoot
• Volunteer together
Agent Events – Once you have a lot of clients
• Rent a movie theater in the winter
• Thanksgiving pie pick up
• Indoor kid friendly play event during winter
• VIP dinner party 19



Client appreciation events – During Covid

• Porch Photos
• Driving range outing
• Cooking class via Zoom
• Spring/Christmas photo shoot
• Apple orchard/pumpkin patch event
• Pumpkin patch event
• Halloween trick or treating easter egg style in your yard or at 

a park
• Christmas Tree and Wreath pick up with Santa
• Thanksgiving pie pick up

20







23

From 
Mpix.com

Start at $10 
per 

ornament

We include 
them in our 

holiday cards

Client Gifts



Pop Bys
• Girl Scout cookies
• Holiday cookie decorating 
• Gingerbread kits
• Making caramel apple kits
• Mini pumpkins
• Redbox movie or Itunes gift card 

with microwave popcorn
• Bottle of wine for parents
• Birthday balloons outside
• Santa via Zoom
• Inflatable drive in movie theater 

(license the movie) or rent a drive in 
movie theater

• Christmas carolers
• Poinsettas



Post Transaction Follow Up
• 10 year campaign once a month

• Maintenance reminders, ways to save money on their home, tips for remodeling, property tax reminders

• Photos now if they plan to list over the winter or spring

• Homeanniversary reminders

• At least 1x – 2x a year check-ins

• I’m in the area for a showing!

• Letters from the heart
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Reviews and Recommendations
I use Real Satisfied; syndicates to Realtor.com, Facebook 
and Twitter.  $99/year
Ask Clients if they use Zillow or Yelp and send them a link
Friend them on Facebook and tag them in the reviews





Say Thank You 
After The 
Transaction Ends



Remember….
• Love on your clients and they will love on you
• Treat prospective clients like people; not leads
• Treat everyone the same
• Be different from the realtor sitting next to you
• Don’t be desperate – be honest and straightforward
• This is a relationship not a transaction
• Stay in contact after the transaction closes
• Be authentic
• Say thank you for putting a roof over my family’s head
• Remember your why and market that why
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Stay in Touch!

● Website:
www.buyselllovechicago.com

● Facebook: Shay Hata Real 
Estate Speaker and Coach

http://www.buyselllovechicago.com/
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