
 
 

52 Week Email Plan For Realtors & New Build Clients 
 

Your goal should always be to systematize whatever and whenever you can.  In this case, I 
would build a process that is repeatable.  My suggestion would be to send each New Build client 
an email every Monday with the following information. 
 

1. Progress Reports - Let your client know what work was completed in the last week, 
what work didn’t get done (and why) and what work will be getting done that week.  

2. Information - Provide a new "how-to video" or "tip" each week that will help the 
homeowner once they move into their home. 

3. Relationships - Share a person, business or professional that your clients would find 
beneficial or helpful once they move into their new home. 

4. Fun - Share a store, restaurant, shop or local business that they should try in the area. 
 
 
Here comes the tactical piece of all this.  If a new build takes 52 weeks, you will need 52 tips to 
share, professionals to recommend and shops and stores for them to try.  I know that sounds 
daunting, but don’t feel as though you need to come up with all the tips on your own.  This is 
where leveraging your partners makes your life easier, by not having to create all the content 
yourself. 
 
Here’s what I recommend you do.  I would reach out to your current professional business 
partners and have them create “how to” videos and “tips” that you can share with your clients. 
This can be via video or short articles that they could write.  Think about it...  Just a handyman 
alone could easily generate 10-20 pieces of “how to” content that you can include in your weekly 
updates.  A landscaper could probably create another 5-10 pieces of content.  Try to think of 
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tips that will help the homeowners once they move-in.  But it could be other things too.  You 
could reach out to movers to share tips on how to pack more efficiently.  There are tons of tips 
you can share and the best part, your business partners will be the ones doing most of the 
content creation...NOT YOU!  
 
So, you will be asking your professional relationships to create content which will take a little bit 
of time, but in return the handyman is branding him or herself as an expert and will likely be the 
first person the homeowners call when they decide they don’t want to do the work themselves. 
The mover will be the ones they call when they don’t want to move their stuff in their buddy’s 
truck.  I am sure you get where I am going with this. 
 
Ideas for “how to” or “tips” videos off the top of my head: 

1. How to hang TV’s 
2. How to hang mirrors/pictures 
3. Tips on how to paint a room 
4. Tips on how to paint a ceiling 
5. Tips on how to replace a light/fan 
6. Tips on how to epoxy the garage floor 
7. How to build a shelf in the laundry room 
8. When to lay sod 
9. When to fertilize your yard 
10. What plants are perfect for the climate 
11. The most efficient ways to pack for your move 
12. What materials you need to pack (boxes, tape, pens, paper, etc.) 
13. How to make sure your dishes don’t break 
14. Interior Designer to provide tips (I am sure he/she could provide at least 5-10 more) 

 
Professionals relationships you can share: 

1. Insurance Agent 
2. Home Warranty Companies 
3. Financial Planner 
4. Real Estate Attorney 
5. Architect 
6. Interior Designer 
7. Plumber 
8. Hairdresser 
9. Blinds 
10. Windows 
11. Carpet 
12. Chimney 
13. Tree Trimming 



14. Landscaper 
15. Dentist 
16. Pediatric Dentist 
17. Pediatrician 
18. Electrician 
19. Exterminator 
20. Eye Doctor 
21. Foundation Repair 
22. Garage Door 
23. Glass and Mirrors 
24. Counters 
25. Gutter Services 
26. Roofing 
27. HVAC 
28. Handyman 
29. Home Inspectors 
30. Sprinkler Systems 
31. Movers 
32. Junk Removal 
33. Painters 
34. Pest Control 
35. Flooring 

 
Restaurants/Businesses/Stores in the area: 

1. Furniture Stores 
2. Consignment Stores 
3. Lighting Stores 
4. Tile/Counter 
5. Local Restaurants 
6. Kids Activities 
7. Gyms/CrossFit 

 
There are some big advantages to doing something like this...  
 

1. You can create a series of email templates that you can use over and over again.  In 
Gmail, you can create templates...label them Email 1, Email 2, etc.  That means you 
aren’t recreating the wheel each time.  Once your client signs on the dotted line, you 
kick off your emails the next Monday.  

2. You will need to create a vendor list to share with your new build clients.  Building the 
network may take some time, but it will be doing more than just providing your clients 
with value.  Because you will likely need to bolster up your vendor network, this will 
give you a reason to reach out to your Top 100 people in your database and ask for 



referrals.  In addition to adding professionals to your network, you are also staying top 
of mind with your Top 100 relationships.  Hopefully some additional deals will end up 
coming out of this constant contact with your Top 100.  

3. It’s probably a good idea to have a couple of people to refer from every category.  So 
if that’s the case, you can recommend a landscaper in your week 4 email and another 
landscaper in your week 24 email.  Just another way to make this a little easier on 
you.  

4. You also have the ability to network with these professionals, who you are now 
including in your preferred network list.  Hopefully there is some reciprocity there, 
which means you will be a preferred vendor in return.  Even if it’s not an official 
partnership, I firmly believe in the idea of helping others get what they want will lead 
you to getting what you want! 

5. You also have the ability to network with those stores, restaurants and shops that you 
are promoting in your weekly emails.  Same goes here as with your professionals. 
Hopefully you can get some love in return from them.  It’s also possible that you might 
be able to offer some exclusive coupons to your clients.  Just let the restaurant know 
you are driving people to their business and see if they will offer them anything...an 
appetizer, whatever! Something is better than nothing and I am sure some local shops 
would be happy to give a free bowl of queso (I am from Texas!) to attract a new 
potential customer. 

6. And last but not least...all this content you are getting can be repurposed and used on 
Facebook, Instagram and YouTube.  You can run ads, promote these other 
businesses and get in front of their audiences to grow yours. 

 
So...that's how I would do it.  Hope this is helpful!  Feel free to reach out with any more 
questions. 
 


