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BY DAVID M. DATZ

Before becoming an attorney, I was
a personal trainer. Many of my clients
worked in the real estate industry, which
captured my curiosity and led to many
conversations. Many of my most cher-
ished relationships were nurtured from
that experience, including the first real
estate agent and loan officer with whom
I ever worked. Even my accountant was
my client and now I am his.

These people introduced me to cli-
ents and others from whom they knew
that I would benefit by meeting.

That core group of referral sources,
trusted advisors and mentors became
what I now refer to as my “talent stars.”
They provide superior service, value and
most importantly integrity. They are an
experienced team of professionals who
value relationships and consistently
make me look and feel good.

These are the people on whom I
depend, enjoy doing business with and
trust with my own clients.

I met lending specialist Ann through
a long-time client who was considering
working with her to obtain financing for
a condo that the client was contemplat-
ing buying.

I made the usual, “Will we be able
to close the loan?” cold call and was in-
formed that the lender had a small list
of designated attorneys and we were not
on it. I invited Ann to our office with
the intention of winning her over. She
Wwon me over.

MARKETING FOR REAL ESTATE LAWYERS

Strong relationships breed success

Take steps today to strengthen
and build the relationships that
you already have. The value of
long-term working relationships
are the core of all of our
business successes.

Ann and I taught each other about
our businesses. We introduced our
teams. I know the unique loan products
that her company offers and have found
many clients who have benefited by her
services. She knows who our target au-
dience is and which of her clients could
benefit by hiring us.

I introduced Ann to my talent stars.
She reciprocated, and has become one.

I continue to work with the first loan
officer, the first real estate agent, the first
title insurance company, plot plan com-
pany, accountant and bookkeeper that
I did business with since starting my
practice almost 13 years ago.

Take steps today to strengthen and
build the relationships that you already
have. The value of long-term working
relationships are the core of all of our
business successes. Sharing long-term
working relationships with new rela-
tionships insures everyone’s success.

Here are a few ideas you can imple-
ment immediately to strengthen your

WE'LL DELIVER THE BUYER AND GET OUT OF YOUR WAY
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relationships:

Make a list of all of the people who
refer business to you.

Make a list of all of the people who
you really enjoy doing business with and
trust to provide the level of service and
integrity that your own clients enjoy.

The people who show up on both
lists are your talent stars. Let them know
it. Take one of them out to lunch this
week. Refer someone to them. If you
can't refer a client to them, then refer
them to someone from who they could
benefit.

Make a list of clients who would not
do a transaction without you. Send them
a personal “thank-you” note thanking
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Are compliance issues causing you headaches?
Look to our Compliance3Solution for relief.

For over 30 years, First American SMS has provided trust accounting, 1099
tax reporting and unclaimed property services to the real estate industry.

We are now offering these three services jointly through our
Compliance3Solution service package. With one call to us, your
compliance headaches can be a thing of the past.

Trust Accounting - QuickBooks and SoftPro Trust integrations...
Daily Electronic Bank Reconciliation (EBC)... Positive Pay
available... Daily Management Report... Maintain your existing
workflow processes... Meet all compliance regulations and

1099 Tax Reporting - Filling for 1099-S, 1099-INT, 1099-MISC...
State and Federal filing... Data verification... Filing in compliance
with IRS regulations... W-9 service available... Monthly filing
reports... Avoid costly penalties... Stay current with real-time 1099

Unclaimed Property - Extensive search for payee... Preparation
and distribution of Due Diligence Letter in accordance with state
regulations... Preparation and delivery of Preliminary Filing to
state authorities... Preparation and delivery of Final Filing...
Ensures compliance with State regulations... Keeps your accounts
up-to-date... More cost-effictive than handling in house...

them for their business and continued
support. All of these people are essential
to your continued success and growth.
Do you need a great insurance
agent? Let me introduce you to a friend
of Ann’s.
“Marketing for Real Estate Lawyers” will be a
recurring column in REBA News.
David Datz is the founder of David Marshall
Datz, PC. where he practices Residential,
Commercial Real Estate and Estate Plan-
ning Law. David is currently on the board of
the association’s Real Estate Conveyancing
Committee. He can be reached at david@
datzlawoffices.com.

Get started today! Contact us at 800.767.7832 ext 1601 or

by e-mail to: mkaprove@firstam.com.
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