
TIPS ON NAVIGATING 
TODAY'S MARKET



Stellar MLS is a for profit corporation whose shareholders and members are engaged in 

similar businesses and Stellar MLS provides services to such shareholders and members. 

Whenever such persons engaged in similar businesses gather or when corporations provide 

services to such similar businesses, there is a risk of antitrust liability or of the appearance of 

anti-competitive activity.

Stellar MLS has adopted strict policies to avoid any such liability or appearances. Any 

departure from these policies could result in severe civil and criminal penalties to you as 

individuals, to your company and to your association/board and Stellar MLS.



Agenda
• Matrix

• Imapp

• Remine

• New Home Source

• Builders Update

Tips to Navigating 
Today's Market









Matrix 360 Public 
Records Search

• Quick & Convenient

• Search Backup Requests and Temporarily 
Off Market Properties

• Find homes for buyers

• Public records search to find off-market
properties matching your buyers needs

• Generate mailing labels to the owners of 
those properties to let them know you 
have an interested buyer and to see if 
they would consider selling. 



Matrix 360 Public Records Search



Scenario 3: 
Downsizers

To target absentee 
properties who 
may be ready to 
sell in the future

• Tax Tab – Public Records

• County

• City/Zip

• Last Sale Date

• Owner Occupied - No

• Bedrooms

• Bath

• Land Use (CoreLogic) Sfr

• Pool

• Go to Results

• Print Tab – Generate Mailing Labels-Owner Tax 

Address

Matrix 360 – Property Search



Scenario 3: 
Downsizers
• Tax Tab – Public Records

• County

• City/Zip

• Owner Occupied -Yes

• MLS Status Date

• Withdrawn Conditional (1-3 months)

• Expired (1-3 Months)

• Land Use (CoreLogic) Condominium

• Go to Results

• Print Tab – Generate Mailing Labels-Owner Tax 

Address

To target 
properties with 
Withdrawn or 
Expired Listing

Matrix 360 – Property Search







Accessing iMapp

Tax, MLS, and Foreclosure Search Scenarios

Creating Saved Searches

Creating Mailing Labels



Seller Prospecting with iMapp

• Consistency is vital to your success.  

• Whether you prospect or farm an area, being consistent and thorough will help grow your business. 

• Search for properties that have 

• Expired and Have Not Been Relisted. 

• Withdrawn and Have Not Been Relisted



Scenario 3: 
Downsizers

To target buyers who 
may be ready to relist 
their property• MLS Tab

• County (make sure matches city or zip)

• Search for a City/Zip Code Contains City / Zip

• Opportunity Zone Equal to In Opportunity Zone (any 

type)

• Property Use Code Equal to SFR

• Expiration Date Greater to equal to Past Date

iMapp Expired Not Relisted



Scenario 3: 
Downsizers

To target buyers who 
may be ready to relist 
their property

• MLS Tab

• County (make sure matches city or zip)

• Search for a City/Zip Code

• Property Class Equal to Residential

• Listing Status Equal to Withdrawn Not Relisted

• Withdrawn Date Greater to equal to Past Date

iMapp Withdrawn Not Relisted



•Add a filter for a zip code with 

foreclosure activity

•Lis Pendens

•Judgement Sale Date– Greater 

Than today’s date

•Core Logic Land Use Code = 

SFR

•Market Value = 25,000

With Equity -- if you 

want to try to get a 

listing from someone 

in pre-foreclosure 

who still has equity

Negative Equity – if 

you are 

knowledgeable in 

negotiating short 

sales

iMapp Foreclosure







WHAT IS REMINE?

Real Estate Data

• Listing Data

• Public Records Data

• Mortgage Data

• Census Bureau Data

• Postal Data

• Contact Information
Predictive Analytics

• Estimated Equity

• Buy Scores

• Sell Scores
Marketing Tools

• Exports

• Mailing Labels

• Mailers

• Agent-branded Site 

and app

• CMA 360



Seller Prospecting with Remine Filters



Print those labels!

“Over the past decade, the median years Florida homeowners have 

been in their current home has increased from 7 to 12.”

Create a highly targeted mailing and contact lists for homeowners 

based on features such as Years of Ownership and Mortgage Rate, to 

target those homeowners most likely to sell.

Create a mailing in certain area of owner occupants who have owned 

for 7-12 years, and who are paying a higher mortgage rate.

They may be more likely to sell and move.



Remine Scenario: 
Downsizers

To track changes to these 

properties and send a mailing 

on tips for downsizing. 

• Add a filter for a subdivision (ideally with larger 

homes owned for several decades) 

• Go to More Filter on Top and Add in Square Feet ≥ 

2000

• Home Equity ≥ $100,000

• Years Ownership ≥ 20

• Absentee = Owner Occupied 

• Building Type = Single Family Home

• Mortgage Age ≥ 2 or “Has No Mortgage” (eliminate 

recently refinanced properties) 

• Mortgage Rate > 6%

• Optional: Medium or High Sell Score

• Save Properties to cart

• More: Create Mailing Labels



Remine Scenario: 
Move-up Buyers

To target buyers who may be 
ready to move to a larger home 
or to market a larger listing

• Add a filter for a subdivision with a lot of starter 

homes

• Go to “More” filter on top and add in Square Feet 

between 1000 and 1700. 

• Home Equity ≥ 25000

• Years Ownership = 5-10

• Absentee = Owner Occupied 

• Building Type = Single Family Home

• Mortgage Age ≥ 2 (eliminate recently refinanced 

properties) 

• Optional: Mortgage Rate ≥ 4.5% 



Remine Scenario: 
Absentee Owners

To market property management 
services or to send a newsletter on 
managing investment/vacation 
property and knowing when to 
sell

• Add a filter for a zip code or subdivision

• Absentee = Absentee, In State and 

Absentee, Out of State

• Building Type = Single Family Home, 

Condo, Townhouse

• Add Filters that match Buyer's criteria

• Pool, bedrooms / baths

• Optional Layers: Cash Buyers

Find those owners!





Establishing relationships with builders can be a critical strategy!

1
Search for New Construction and 

New Home Communities



Search the 
builder's 
inventory!



Register your buyers



Lead Generation Tools



Establishing relationships with builders can be a critical strategy!

1
Search for New Construction and 

New Home Communities



Search the 
builder's 
inventory!



Register your buyers



Lead Generation Tools



NEW HOME SOURCE PRO

My ShowingNew.com Site



BUILDERS UPDATE
My New Home Spotlight

Widgets



How to register buyers How to email or print 
flyers





SUPPORT OR QUESTIONS

For assistance with your questions, 
please feel free to contact us!

Toll Free:   (800) 686-7451

Local:  (407) 960-5300

Email:  support@stellarmls.com

Hours:  Mon.-Fri. 8:00 A.M.-6:30 P.M.
Saturday 8:00 A.M.-6:00 P.M.

mailto:support@stellarmls.com

