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1. Closing Week
1. Deliver a closing gift (customized if possible: champagne, local gift basket, gift card, or branded keepsake).
1. Send a handwritten thank-you card expressing gratitude for their trust.
1. Provide a closing binder or digital folder with:
–  Settlement statement
–  Title policy
–  Warranty information
–  Contact sheet for escrow, lender, and service vendors
1. Ask for permission to feature the closing on social media (photo with “Sold” sign, testimonial quote).
1. Add client to CRM with tags (buyer/seller, closing date, property type).
2. First 30 Days
1. Place a personal follow-up call within the first week to check in on the move.
1. Provide a list of trusted vendor referrals (handyman, landscaper, cleaners, pool service, pest control).
1. Verify utility transfers and HOA setup have gone smoothly.
1. Send a “Settling In” email with tips (mail forwarding, driver’s license update, homestead exemption if applicable).
1. Invite client to connect on social media or your monthly newsletter.
3. First 90 Days
1. Send a 30-day check-in note or call: ask about their favorite part of the new home.
1. Mail or email a seasonal homeowner checklist (e.g., HVAC service, landscaping, pool prep).
1. Deliver a small surprise drop-off (local coffee card, potted plant, or branded goodie).
1. Request an online testimonial or review while the experience is fresh.
1. Add client to birthday and home-anniversary reminder system.
4. Six Months
1. Send a check-in email or call: “How’s the first six months in the new place?”
1. Share a local market update showing home value trends.
1. Provide a seasonal checklist (summer pool prep, winterizing, etc.).
1. Deliver a branded client appreciation touchpoint (calendar, notepad, small mailer).
5. One Year Anniversary
1. Send a home anniversary card or gift (engraved keychain, framed photo of the home, or dinner gift card).
1. Call to check in on how the first year has gone.
1. Offer a free home value update/CMA as a courtesy.
1. Re-engage with referral request: “If you know anyone looking to buy or sell, I’d love to help them the way I helped you.”
6. Long-Term Relationship
1. Add client to quarterly market updates (email or print).
1. Send holiday or seasonal cards (Thanksgiving, New Year, etc.).
1. Host client appreciation events once or twice a year (happy hour, family photoshoot day, holiday pie pick-up).
1. Maintain consistent touches in CRM:
–  2–3 personal calls per year
–  Birthday card or gift
–  Home maintenance checklists (spring/fall)
1. Position yourself as their “forever agent” — a resource for refinances, remodels, and future sales.
7. Internal Systems
1. Confirm all follow-up tasks are entered into CRM with automated reminders.
1. Tag clients for referral campaigns and quarterly outreach.
1. Track referrals given and referrals received to measure relationship ROI.
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