


Objective

Identify and evaluate member awareness 

and effectiveness of HAR’s 

communications channels



85% have recently received the 

5 Minute REALTOR® Newsletter 

5 Minute REALTOR® 



29% read the 5 Minute REALTOR® every week



62% hit the delete key 

sometimes/always

How often do you hit the “delete” key without reading the 5 Minute 
REALTOR® ?



Training/Education articles most popular;

Political/Advocacy articles least popular 

What types of articles do you read the 
MOST in the 5 Minute REALTOR® ?

What types of articles do you read the 
LEAST in the 5 Minute REALTOR® ?



Most interest in finding out 

ways to grow business using HAR Technologies 

5 Minute REALTOR® 



Solid satisfaction on topics offered in 5 

Minute REALTOR®



28% believe the 5 Minute REALTOR® is 

a “gotta have”



65% read the inbox messages from 

HAR.com dashboard



Just over 1 in 4 read real estate news 

daily



Inman and HAR are top 2 sources for 

real estate news/trends 



Industry news not critical to the group



Information received from Brokers 

most valuable followed by HAR 



80% reads the Houston REALTOR®

- Majority read in print 



Solid satisfaction with topics covered in 

Houston REALTOR®



40% 



Reason for advising discontinuation – Information 

available online / Waste of resources



40% actively participate in social media



75% use Social Media for both 

business/personal

Facebook is the most used social media



Fewer than 2 in 10 believe Facebook is a 

great source for generating leads



1 in 10 have attended HAR Facebook 

Live Training



Other suggested means / topics of 

communication

Are there other means of communication and topics you would prefer to those 

we have mentioned in this survey? Please describe.





Only 40% of brokers believe they 

receive The Edge newsletter



63% sometimes delete the Edge without 

reading it



Market/Pricing Trends the most read,

Advocacy the least read 

86%

20%

53%

1%



About 1 in 3 brokers that read the Edge are 

very satisfied (40% read it)



40% say they are not sure or don’t know if they 

are interested in continuing the Edge weekly 

newsletter





5 Minute REALTOR®

• Continue 5 Minute REALTOR®

• Focus more on tangible ways to be more 
successful using HAR Technologies

• Promote Training/Education Opportunities 
tied to sales success 

• Rethink ways to promote Advocacy 
Successes/Calls to Action

• Focus on compelling subject lines to 
increase open rate



Houston REALTOR® Magazine

• Continue to publish print/online magazine

• Focus more energy on success stories 

using HAR tech/services

• Promote success of HAR.com and number 

of leads generated

• Focus Group exposing new content 

types/titles/columns to increase 

engagement



The Edge Newsletter

• Promote value to brokers to increase 
subscription base

• Promote success of HAR.com in generating 
listing exposure and leads

• Promote option for HAR attendance at office 
meetings

• Promote ways for brokers to monitor market 
with HAR tools 

• Provide articles brokers can repurpose



Inbox Messages on HAR.com

dashboard

• Continue to offer Inbox messages

• Dial up focus on practical ways agents can 
succeed with HAR.com tech/services

• Create a promotional tone with 
communications

• A/B test subject lines to increase click 
through rates

• Create options for customization of 
content received



Dial up focus on How to be Successful 

with HAR Technologies

• #1 interest in content – Ways to grow your 

business using HAR Technologies

• Build a spectrum of articles that are 

framed in the best ways to address sales 

challenges e.g. lead gen, lead conversion 

etc.








