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It's  A Date
(Association Calendar of Events)

For a complete listing of meetings and events go to
the Members Only page on www.easternctrealtors.com

and click on “Meetings & Events Calendar”

Upcoming Events To Watch For

February
2nd MLXchange Training — Association Office

• Advanced —10:00 am
• Report Writer — 12:30 pm

3rd HOME REVIEW DEADLINE ~ 5:00 pm

5th Continuing Education Course—
Association Office
• Ethics  — 1:00 pm

10th New Member Orientation
8:30 am—Association Office

12th  ECAR Membership Meeting— "Try it, You'll Like it!"
Holiday Inn, Norwich— 8:30 am

17th HOME REVIEW DEADLINE ~ 5:00 pm

19th  ECAR/ECRIS Board of Directors Meeting
9:00 am  —  Association Office

ASSOCIATION OFFICE CLOSED
In observance of President's Day

FEBRUARY 16TH



Kudos
If you have received an award or designation,

please fax to 892-2599.

(Awarded Designations)

Congratulations GRI Graduates!
CAR awarded the Graduate, REALTOR® Institute
Designation to the following individuals during the Fall
2008 semester:

Roni Agress, Bruce Barker, Simone Barrett,
Barbara Cleland, Christine Collins, Kara Cugno,

Howard Dubman, Diane Eliades,
Thomas Fitzgerald, Sharon Giglio,

Elvira Iaropoli, Bozena Jablonski,
Ellen Kinahan, Judith Lethbridge, Robert Meyer,

Jacqueline Naudet, Nancie Schwarzman,
Elizabeth Schwendeman, Nigel Sealy

and Bozena Tisch.
* Names in bold are ECAR members

These real estate professionals earned the nationally
recognized GRI Designation by successfully complet-
ing a rigorous 90-hour program of course work
covering a variety of topics including: legal issues,
financing, technology, pricing and evaluating residential
construction, home inspection, land use, environmen-
tal hazards, real estate investment and business
development.
They have proven their commitment to excellence
and professionalism by attaining up-to-date
information and knowledge of the latest trends, laws
and regulations, securing their successful future in
the real estate industry.
Congratulations on this great accomplishment!

By Peyman Aleagha
RISMEDIA, January 6, 2009-Realtors know that today’s real estate
prospects and consumers are using the Internet in ways that are revolu-
tionizing the industry. By the time a prospect or customer contacts a
Realtor, they have been looking at real estate on the Web anywhere from
10 to 40 hours. And so today, savvy Realtors are getting ahead of the
information curve-using the power of the Internet to attract qualified
prospects to them.
Getting Started
The attraction of social networking sites for most small businesses is
cost, or lack there of. Setting up an account on any of the social network-
ing sites out there is free, but the range of services they provide rival the
abilities of costly, full-fledged media advertising campaigns. With a low-
cost video camera and a laptop or desktop computer, any Realtor can
become a community reporter and post valuable content on the Web.
Becoming a Local Expert
Placing your knowledge of a particular area on a high visibility social
networking site can lead prospects to your door. But first, in order to do
so, you need to be willing to set yourself apart from the pack-as an
expert in a particular area or niche. This requires both a commitment and
desire from you.
Lack of information is the biggest frustration most Internet users have.
Except for a few major sites, most of the information on the Internet is
fluff, or flat out advertising. More and more, people are growing tired of
that, so any content that actually fills a void makes an impact. If that
content is yours, they’ll remember you when it’s time to select a Realtor.
Combining this concept with YouTube, a destination for savvy Web
surfers looking for entertaining video clips, you can provide a video that
highlights the lifestyle and quality of living in a given community.
YouTube’s format, which is easily accessible from most any computer,
allows users to transfer a video performance from a computer to the site.
Once uploaded, the video is searchable by the YouTube community.
Why not create a series of videos that capture what’s great about living in
your community? If you do this and post it, people will find it, and when
they do, they find you. It’s in this searching that Realtors can find a
marketing benefit to YouTube and other Web 2.0 sites.
Thinking Like a Prospect
The basic marketing concept you’re using with social networking is the
same as it has always been in real estate. Think like the prospect and then
show them what they want to see. Realtors have been doing business
this way for over a hundred years, as it’s the basic premise of real estate
marketing. The difference now is how you’re getting your message across.
If you don’t think you can make an impact using social networking sites,
do this. Go out to YouTube and search anything real estate related in
your community. You’ll probably notice that there is not a lot going on.
It’s a gap. It’s a gap you can fill easily and inexpensively.
Using any of the social networking sites provides you with an incredible
opportunity to carve out a market niche for your business. When you
consider what it actually costs you to take advantage of what’s available,
it’s hard to consider not using the tools to build your business.
Peyman Aleagha is the founder and president of RealtySoft.com.
RealtySoft provides Realtors with Real Estate Web Design (http://
www.realtysoft.com), Real Estate Print Marketing and Free IDX (http:/
/www.realtysoft.com/freeidx.php) solutions.
For more information, visit www.RealtySoft.com.
RISMedia welcomes your questions and comments. Send your e-mail to:
realestatemagazinefeedback@rismedia.com.

How to Build Your Real Estate Business
Using Social Networking Sites

Save The Date! April 1st, 2009!
 REALTORS® at the Capitol!

For over twenty-four years, REALTORS® have been
coming together to meet with State Senators and
Representatives to let them know our views on the
issues that affects our business. Whether this will be
your first experience or if you have
been attending for years, your
participation in REALTORS® at the
Capitol is important and will make
a difference! Don’t miss this
opportunity to show that you are
part of one of the strongest
organizations in the country!
REALTORS® at the Capitol will
be held on April 1st, 2009.
Registration is coming soon!


