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When Small Got Big:When Small Got Big:

How Technology Is Changing ContentHow Technology Is Changing Content

Content— and by that we mean any information you consume— has never competed more for our attention than it does today. Thanks to the rapid
evolution of technology, from ads to blogs to pop-up videos to texts and more, we’re able to get information practically instantly right at our
fingertips—literally.

But evolution doesn’t work just one way. In nature you either roll with the changes, or you go extinct. And while we don’t think today’s email
marketers need to start avoiding tar pits, we do believe that in order to keep up with the ways people are filtering and consuming content, you
need to continuously adapt the way your own content is created and distributed.

Here’s why. As our appetite for content has grown larger, the technology we use to consume said content has gotten smaller, as in smaller-screen
devices: phones, tablets and now watches. (Dick Tracy, anyone?) And more and more, consumers are choosing to use these smaller mobile devices
to interact online.

According to SoftVu’s own research, although fewer than half (45 percent) of users choose mobile as their preferred technology when it comes to
opening, reading, and clicking through email marketing, they have higher engagement rates than individuals who use desktop computers. In fact,
68 percent of mobile users actually read the email marketing they receive compared to 58 percent of desktop users.

So what does this mean for you—and how can you adapt your content appropriately?

But for us, that’s exciting! In our minds, technology and content are two sides of the same coin. One is the message, the other is the medium. But
really, which one comes first? Do we develop content that works with the technology? Or is the technology developed to match the growing desire
to consume more and more content?

It’s a lot to keep up with. But no matter how sci-fi our near future gets, you can bet one thing will remain the same: people will always want to
connect. And if your content evolves with the technology, you’ll be able to do just that—even when we’re able to browse the Internet while riding
in our flying cars. (Here’s hoping!)

Contact us today! | 1.877.611.0104 | info@softvu.com     
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For starters, some content might need to be shorter. Punchier.
Glanceable. There’s a hot trend called “front loading,” which is where
the important words are the first ones used, since the majority of
mobile users only scan the first few words of a sentence.

Secondly, your content must present a good overall experience to the
user. It’s not enough that it displays across all platforms—it needs to
be the right content for the medium.

And don’t forget: what’s hot today won’t be hot tomorrow. Tech-savvy
consumers have already figured out how to hack the latest technology
—the Apple Watch—to run a web browser, turning the device into a
micro-mini computer. We’re thinking that optimizing content for an
even teenier screen will soon become the new trend.

When Small Got Big:
How Technology Is Changing Content

Content—and by that we mean any 
information you consume—has never 
competed more for our attention than it 
does today. Thanks to the rapid evolution of 
technology, from ads to blogs to pop-up 
videos to texts and more, we’re able to get 
information practically instantly right at our
fingertips—literally.

But evolution doesn’t work just one way. 
In nature you either roll with the changes, 
or you go extinct. And while we don’t think 
today’s email marketers need to start avoiding 
tar pits, we do believe that in order to keep up 
with the ways people are filtering and 
consuming content, you need to continuously 
adapt the way your own content is created 
and distributed.

Here’s why. As our appetite for content has grown larger, the technology we use to consume said content 
has gotten smaller, as in smaller-screen devices: phones, tablets, and now watches. (Dick Tracy, anyone?) 
And more and more, consumers are choosing to use these smaller mobile devices to interact online.

According to SoftVu’s own research, although fewer than half (45 percent) of users choose mobile as their 
preferred technology when it comes to opening, reading, and clicking through email marketing, they have 
higher engagement rates than individuals who use desktop computers. In fact, 68 percent of mobile users 
actually read the email marketing they receive compared to 58 percent of desktop users.

So what does this mean for you—and how can you adapt your content appropriately?

For starters, some content might need to be shorter. Punchier. Glanceable. There’s a hot trend called “front 
loading,” which is where the important words are the first ones used, since the majority of mobile users only 
scan the first few words of a sentence.

Secondly, your content must present a good overall experience to the user. It’s not enough that it displays 
across all platforms—it needs to be the right content for the medium. And don’t forget: what’s hot today 
won’t be hot tomorrow. Tech-savvy consumers have already figured out how to hack the latest technology
—the Apple Watch—to run a web browser, turning the device into a micro-mini computer. We’re thinking 
that optimizing content for an even teenier screen will soon become the new trend.
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But for us, that’s exciting! In our minds, technology and content are two sides of the same coin. One is the 
message, the other is the medium. But really, which one comes first? Do we develop content that works 
with the technology? Or is the technology developed to match the growing desire to consume more and more 
content?

It’s a lot to keep up with. But no matter how sci-fi our near future gets, you can bet one thing will remain the 
same: people will always want to connect. And if your content evolves with the technology, you’ll be able to do 
just that—even when we’re able to browse the Internet while riding in our flying cars. (Here’s hoping!)
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Put me in, Coach:Put me in, Coach:
How you can motivate Realtors to count on youHow you can motivate Realtors to count on you

Let’s say you’re an infielder on a baseball team. When the ball is put in play, you must be on your toes, ready to do exactly what’s needed every time
the ball comes your way. In order for a play to be completed successfully, you must execute your role flawlessly, lest the ball be dropped and you
pick up an error on the official scorecard.

The same principle applies to mortgage lenders. When a loan is in play, your Realtor partners count on you to field their messages cleanly, and in
turn, communicate information to them swiftly and accurately. Basically, they want to know that when the ball comes to you, it will be handled
properly, and they won’t need to bring in someone off the bench to get their homebuyer’s loan funded.

Maybe it’s not a perfect analogy, but you get the point. To be the mortgage lender Realtors recommend, they need to trust that you’ll get the job
done right, and that you won’t, well, drop the ball!

With the new TRID regulation taking effect October 1, now is a great time to evaluate and improve your communications with current and
potential Realtor partners so they feel comfortable having you work with their homebuyers.

The best way to do that? A SoftVu Realtor Engagement Program (REP), which is our email-based, customized communications program that
delivers informative, relevant, and engaging content to your Realtor database.

Both of the streams in the Realtor Engagement Program are designed to make you the expert and add value to your Realtor relationships. You’ll
discover it’s a great way to build trust between you and your Realtor partners, and increase the chance they’ll recommend you to their buyers again
and again.

As baseball coaching legend Tommy Lasorda once said, “There are three types of baseball players: Those who make it happen, those who watch it
happen, and those who wonder what happened.”

When your Realtor partners know they can trust you to be on your toes and make it happen for them by getting their homebuyers’ loans funded,
you’ll be on their starting roster every time they need to clinch the win.

Contact us today! | 1.877.611.0104 | info@softvu.com     
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The Realtor Engagement Program has two components and works like
this: First, on a regular basis—usually monthly—a touchpoint gets
emailed to your current and prospective Realtor partners. This
customized-for-your-brand content stream is focused on the realty
industry, delivering useful information such as current housing market
news or interest rate trends.

The second program component is a stream of loan process updates
emailed to Realtors whose buyers you’re in the process of funding.
These emails are sent as often as necessary, depending on how many
loans you have with a given Realtor and how many steps you have in
your loan process. The updates are useful for giving the Realtor
important process-related messages, such as how close his buyer’s
loan is to being funded (and how soon he’ll get paid).

Put me in, Coach:
How you can motivate Realtors® 
to count on you

Let’s say you’re an infielder on a baseball team. 
When the ball is put in play, you must be on 
your toes, ready to do exactly what’s needed 
every time the ball comes your way. In order 
for a play to be completed successfully, you
must execute your role flawlessly, lest the ball 
be dropped and you pick up an error on the 
official scorecard.

The same principle applies to mortgage 
lenders. When a loan is in play, your Realtor® 
partners count on you to field their messages 
cleanly, and in turn, communicate information 
to them swiftly and accurately. Basically, they 
want to know that when the ball comes to you, 
it will be handled properly, and they won’t 
need to bring in someone off the bench to get their homebuyer’s loan funded.

Maybe it’s not a perfect analogy, but you get the point. To be the mortgage lender Realtors® recommend, 
they need to trust that you’ll get the job done right, and that you won’t, well, drop the ball!

With the new TRID regulation taking effect October 1, now is a great time to evaluate and improve your 
communications with current and potential Realtor® partners so they feel comfortable having you work 
with their homebuyers.

The best way to do that? A SoftVu Realtor® Engagement Program (REP), which is our email-based, 
customized communications program that delivers informative, relevant, and engaging content to your 
Realtor® database.

The Realtor® Engagement Program has two components and works like this: First, on a regular basis—
usually monthly—a touchpoint gets emailed to your current and prospective Realtor® partners. This 
customized-for-your-brand content stream is focused on the realty industry, delivering useful information 
such as current housing market news or interest rate trends.

The second program component is a stream of loan process updates emailed to Realtors® whose buyers 
you’re in the process of funding. These emails are sent as often as necessary, depending on how many
loans you have with a given Realtor® and how many steps you have in your loan process. The updates are 
useful for giving the Realtor® important process-related messages, such as how close his buyer’s loan is to 
being funded (and how soon he’ll get paid).

(cont.)
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Both of the streams in the Realtor® Engagement Program are designed to make you the expert and add value 
to your Realtor® relationships. You’ll discover it’s a great way to build trust between you and your Realtor® 
partners, and increase the chance they’ll recommend you to their buyers again and again.

As baseball coaching legend Tommy Lasorda once said, “There are three types of baseball players: Those who 
make it happen, those who watch it happen, and those who wonder what happened.”

When your Realtor® partners know they can trust you to be on your toes and make it happen for them by 
getting their homebuyers’ loans funded, you’ll be on their starting roster every time they need to clinch the 
win.
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How To Eat An Elephant
And Other Lead Conversion Wisdom

Some wise person once expressed 
his philosophy of problem solving by 
saying, “The best way to eat an elephant 
is one bite at a time.” Apparently, 
until he shared this wisdom, 
lesser mortals were trying to swallow
elephants whole.

There are other fun expressions 
of the more methodical approach to 
problem solving. In baseball, it’s 
called playing “small ball.” In football, 
it’s “three yards and a cloud of dust.” 
In emails from your mom, it’s, “Rome
wasn’t built in a day, sweetie.”

No matter how it’s expressed, the point is that when you have a particular goal in sight, focusing on 
consistently advancing toward that goal is sometimes a more appropriate strategy than trying to get there 
right away.

Take lead conversion in the mortgage industry, for example. Many times an inbound lead isn’t ready to buy 
or refinance a house right away. The numbers vary from lender to lender, but let’s say 50% of your new leads 
are ready to make a purchase commitment when they first raise their hands. That means the other 50% are 
probably thinking about the possibilities and researching their options. What do you do with them?

Some companies focus solely on converting the most viable of these leads right away (affectionately known 
as “the low hanging fruit”), which certainly makes sense. Unfortunately, this strategy ignores the 
percentage of leads who aren’t ready to make a purchase decision immediately. Rather than investing 
resources to advance those leads until they’re ready to purchase, companies buy a whole new batch of 
leads, hoping to get a larger percentage of buyers who have a greater degree of urgency. It’s like forfeiting 
the game because they didn’t score in the first inning.

SoftVu’s approach is to maximize the value of a client’s lead database by strategically assigning resources
between the two different types of leads with a variety of custom touchpoints. Some are intended to 
motivate leads who are ready to move now, and some function to nurture and advance leads throughout the
purchasing decision—which can take some borrowers up to a year or more.

A strong lead nurturing strategy can help you convert aged leads that would otherwise have fallen off the 
radar. Check out this recent example of a SoftVu mortgage client. In just a year, they closed over 600 loans 
from aged campaigns out of approximately 6000 total loans for the year! Big picture, this was an average of 
10 percent of their total loan closings on a monthly basis. Keep in mind, these aged leads had been 
purchased a minimum of 30 days prior.

(cont.)
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We’ve got another example for you of a recent SoftVu client success story. This mortgage client, though smaller 
in size, uses SoftVu to nurture their leads past the 30 day mark—up to 1 year for refinance leads and one and a 
half years for purchase leads. The result? They ended up closing more than 100 loans from aged campaigns in 
one year out of about 2000 total closed loans! These aged leads represented average monthly closing rates of
between 4 percent and 9 percent of their total loan closings.

Our clients achieve higher conversion rates from inbound leads by partnering with us to create and deliver 
the right messages to the right person at the right time. That means sometimes you win with home runs and 
sometimes you win by playing small ball. Sometimes you score with a bomb down the field and sometimes you 
go three yards and a cloud of dust. Sometimes the elephant disappears one bite at a time and sometimes…oh, 
you get the gist.
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Notes From A Café
Travel Blog Post

Cafe Knösel 
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A Kiss is Just a Kiss

  — Abby · 16 April 2007 · Roaming Reviews · Germany

A kiss, when all is said, what is it? 

… ‘Tis a secret told to the mouth instead of to the ear. 

– Edmond Rostand

Heidelberg is widely considered to be one of the

most romantic cities in Germany. Its winding

cobblestone streets, gingerbready-looking eaves

and arches, its crumbling castle … just oh-so-

quintessential, Grimm’s-fairy-tale German.

And if you’re looking for a dose of old-fashioned

German romance, you simply must pay a visit to

Heidelberg’s oldest café, Café Knösel.

Built in 1863 by pastry chef Fridolin Knösel, the café soon became a favorite hangout for

respected citizens, university professors, students—as well as the young ladies of the Heidelberg

finishing schools. Accompanied by their watchful governesses, the young ladies regularly visited

the café … where they would undoubtedly attract the attentions of the university students.

But, since attentions of such wild, young, unmarried men were unspeakably untoward, the

governesses kept even the most innocent flirtations under control. A fact which did not escape

Fridolin Knösel, who was not only good-natured, but—like any true German—a romantic at heart.

And so, one day, he surprised his clientele with a particularly delicious chocolate pastry dubbed

the “Student’s Kiss.” It wasn’t long before the university students were exchange “kisses” with

the young ladies of the finishing school—right beneath the governesses’ watchful eyes!

Café Knösel is still standing today, and attracts visitors from all around the globe, including yours

truly. But when I traipsed down the street to pay a visit, I discovered it had been closed for

renovations.

Oh, my aching heart! I was sore disappointed—probably as much as the young ladies of the

finishing school were when their governesses warded off the (uncouth!) gentlemen of the

university. But fortunately, just down the street was a satellite shop selling Café Knösel’s famous

Students’ Kisses, so I was able to load up on a little bit of chocolate romance for my trip back

home.

If you’re looking for a good dose of schmaltz (and pick up souvenirs that just about everyone will

like), I highly recommend stealing up a kiss or two to remember you trip to Heidelberg.

Figuratively, that is. They really aren’t that expensive. Pay for them so that you don’t spend your

trip to Heidelberg in the Studentenkarzer (Student’s Prison).

« Air Asia: Good Budget If You Can Handle It Le Port du Salut »
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A Kiss Is Just A Kiss

A kiss, when all is said, what is it? 
...‘Tis a secret told to the mouth instead of 
to the ear.
– Edmond Rostand

Heidelberg is widely considered to be one of 
the most romantic cities in Germany. Its 
winding cobblestone streets, gingerbready-
looking eaves and arches, its crumbling castle. 
Everything about it is just oh-so-quintessential, 
Grimm’s-fairy-tale German.

And if you’re looking for a dose of old-
fashioned German romance, you simply must 
pay a visit to Heidelberg’s oldest café, 
Café Knösel.

Built in 1863 by pastry chef Fridolin Knösel, 
the café soon became a favorite hangout for respected citizens, university professors, students—as well as the 
young ladies of the Heidelberg finishing schools. Accompanied by their watchful governesses, the young ladies 
regularly visited the café...where they would undoubtedly attract the attentions of the university students.

But, since attentions of such wild, young, unmarried men were unspeakably untoward, the governesses kept 
even the most innocent flirtations under control. A fact which did not escape Fridolin Knösel, who was not only 
good-natured, but—like any true German—a romantic at heart.

And so, one day, he surprised his clientele with a particularly delicious chocolate pastry dubbed the “Student’s 
Kiss.” It wasn’t long before the university students were exchanging “kisses” with the young ladies of the 
finishing school—right beneath the governesses’ watchful eyes!

Café Knösel is still standing today, and attracts visitors from all around the globe, including yours truly. But 
when I traipsed down the street to pay a visit, I discovered it had been closed for renovations.

Oh, my aching heart! I was sore disappointed—probably as much as the young ladies of the finishing school 
were when their governesses warded off the (uncouth!) gentlemen of the university. But fortunately, just down 
the street was a satellite shop selling Café Knösel’s famous Students’ Kisses, so I was able to load up on a little 
bit of chocolate romance for my trip back home.

If you’re looking for a good dose of schmaltz (and pick up souvenirs that just about everyone will like), I highly 
recommend stealing up a kiss or two to remember your trip to Heidelberg. Figuratively, that is. They really 
aren’t that expensive. Pay for them so that you don’t spend your trip to Heidelberg in the Studentenkarzer 
(Student’s Prison).



Notes From A Café
Travel Blog Post

Rue de Buci

It was one of those gloomy days in Paris where the wet 
clings your clothes to your skin and the opaque sky 
presses upon you so closely, you feel that if you lifted 
your hand, you would brush the clouds with your 
fingertips. Jennifer and I had come to la ville des lumières 
on business, but we had come to the Rue de Buci 
solely for pleasure.

Rough stone storefronts spired above on either side 
of the thin, twisting street, and held aloft the canopy 
of dull pewter sky. Beneath the buttresses of vibrantly 
colored shop awnings, the bustle of the gastronomical 
trade swirled. Baguettes flowed from the doorway of 
the boulangerie. A vendor held aloft a rope of onions, 
white and lumpy as freshwater pearls.

The heart of Paris may technically be the Ile de la Cité, or symbolically the Eiffel Tower, but the Rue de Buci—
nestled between the metro stops of Mabillon and Saint Germain des Près—is the city’s embodiment of the 
French love affair with food.

I’d first stumbled upon this street when visiting a friend earlier that year. “I’ll take you to the best ice cream 
boutique in all of France!” she had boasted. After a winding dance through the subway and a handful of 
curlicued streets, I found myself under the angel-strewn awning of Amorino, where I learned that, yes, heaven 
is a place on earth, and it contains over twenty different flavors of Italian gelato. By the time I’d finished my 
cup (runneth over with chocolate, sweet cream, and strawberry gelato), I’d been seduced by the Rue de Buci: 
the sounds, the smells, and above all, the wares.

The next time I visited the Rue de Buci, I found myself walking in circles, hopelessly searching for the entrance 
like a lovelorn Giovanni at the wall of Signor Rappaccini’s garden. I eventually did find it, one hour and a map 
later, which set me up nicely for my third trip to the Rue, accompanied by Jennifer.

We glided among the crowd, silently drinking in the sights. Businessmen in pressed suits carrying baguettes 
under their arms as they chatted into their cell phones. Little old ladies teetering down the cobblestones in 
high heels, pulling their shopping carts behind them. 

We ducked in to Cacao et Chocolat, entranced by its maize-and-burnt-sienna exterior. With décor inspired by 
the ancient Aztecs (the grandfathers of chocolate-making), Cacao et Chocolat is an exquisite chocolaterie and 
salon de thé. Because it was cold, and because it was teatime, we each purchased a cup of Aztec hot chocolate 
and a slice of chocolate torte. I don’t remember much about the torte—except that it must have been 
delicious—but I do remember the hot chocolate sliding down my throat, silk smooth and thick as cream, 
warming me to the very tips of my fingers. Pure, melted bliss.

There are better-known streets in Paris, to be sure, but I’ve yet to know a better Paris street. Like the city to 
which it belongs, the Rue de Buci is a moveable feast, and it lingers with you long after you have drifted from 
its smells, its sounds, and its tastes.



Mortgage Rate Update: 
Still A Chance To Lock In Low Rates

How low can we go? For mortgage rates, we 
thought we had seen the end of record low 
rates, particularly after hearing news from the 
Federal Reserve that they would raise rates by 
the end of 2015. However, as of mid-August, 
most mortgage rates have inched downward 
and are lower than they were at this time last 
year by as much as .31%.

So what gives? Many experts believe that the 
global economy is at play, particularly with 
China’s currency dropping over the past few 
weeks. Others say it’s falling oil prices and the 
rising dollar. Whatever the case, it means that 
there’s still time for you to lock in an incredible 
rate on a new mortgage loan or a refinance.

A quick look at the numbers:
 ● 30-year fixed rates are hovering around 3.95% (down from 3.97% at the end of July).
 ● FHA 30-year fixed rates dipped to 3.65% (down from 3.75% at the end of July). 
 ● 5/1 year ARMs fell to 2.98%, which is more than a quarter point lower from the rate of 3.24% 
    this time last year, and down from 3.00% at the end of July. 
 ● The 15-year fixed mortgage rates rose very slightly from the end of July, hopping from 3.20% 
    to 3.21%, but they’re still down 0.11% from this time in 2014.

Although the doom-and-gloom predictions of rising rates haven’t hit us yet, we suggest that if you’ve been 
waiting to refinance or buy, you should look to doing it as soon as possible. If the market fluctuates at all—
whether in the East or on our own shores—we may soon find those great rates washed away.

Refinances are bustin’ out all over! 

Summer is definitely causing the housing market to heat up! According to the Market Bankers Association, the 
demand for mortgage loans is rising fast—even more so than it usually does this time of year (which is a pretty 
active month for home purchases). 

Total mortgage applications were up 4.7% at the end of July, with home purchase applications up 3% and 
refinance applications up by 6%—the highest rise in this type of application since May of this year. And if you 
look back to this time last year, refinance applications are 8% higher, and home purchase applications are a 
whopping 23% higher.

(cont.)
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So the sizzling-hot combination of still-low rates, slowly rising home prices, and the perfect time of year is 
causing customers to jump on the refinance (and purchase) bandwagon. However, we’ve been hearing 
rumblings for a while about the Federal Reserve raising interest rates by the end of 2015. Although we have 
seen a slight overall decline for the past month, we know change is on the horizon. 

If you’ve been sitting on the fence, waiting for the perfect time to buy, sell, or refinance your house, we 
suggest diving in right now—before things start to cool off. Jump on in—the water’s just fine!

Millennials taking their time with big purchases. 

According to a survey commissioned by the term insurance provider Haven Life, only one in 5 Americans 
believe the Millennial generation will have a better quality of life than their parents. And only one in 8 believe 
they’ll be more financially secure than the previous generation. 

If you know a Millennial (or are a Millennial yourself), this should come as no surprise. The student loan debt 
carried by this generation is crippling (and ever-increasing), and stable, long-term employment that pays well is 
much harder to find these days. 

Nevertheless, many Millennials still have the same goals as the previous generation, like buying a home and 
starting a family. But given their financial environment, they might not achieve those goals until later in life 
than their parents. 

In typical form for this generation, their outlook is positive—and yours should be, too. Millennials are an 
ethnically diverse, globally connected, and environmentally conscious demographic. They may not be rushing 
out to buy expensive cars and McMansions, but they’re still propelling the economy in smaller (but perhaps 
more permanent) ways.

Now that Millennials outnumber Baby Boomers in this country—83.1 million compared to 75.4 million—it 
will be interesting to see how their financial situation and practical choice to delay big purchases impacts the 
economy in coming years—especially in the home buying market. 

Mortgage Client
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Mortgage Client
Blog Post

The Fed, Mortgage Rates and You.

Even if you’re only nominally clued in to 
financial news, we bet you know about the 
announcement from the Fed last week. 
For months, we’ve been hearing that interest 
rates will rise. But, surprise! The Fed 
announced that rates will stay at their historic 
lows for a little while longer. 

So what does that mean for you as a 
homeowner?
 
First, it’s important to remember that when 
the Fed raises interest rates, it doesn’t 
automatically mean a shift in the rates you’re 
seeing when you research home loans. 
The Fed’s rates are “nominal” interest rates, 
while the ones that affect you and other 
consumers are “real” interest rates. When 
nominal interest rates change, it takes a little while for the effects to hit consumer-facing loans.
 
  Fed Interest Rates: A Quick Primer
 
  Why raise them? To strengthen the dollar.
  Pros: We can buy more goods overseas, and more foreign investors pour their money 
  into our currency.
  Cons: The home-front economy can slow because everything here gets too expensive.
  What happens if we keep them too high for too long? Our economy stalls and 
  unemployment rises.
 
  Why lower them? To spur domestic economic growth.
  Pros: Prices drop, so people buy more, which means more jobs and more business.
  Cons: Inflation, which devalues the dollar.
  What happens if we keep them too low for too long? Super-high inflation, 
  and our economy stalls and unemployment rises.

Before the Fed announcement, mortgage markets were bouncing around nervously, rising to around 4 percent 
(or higher). Now that the Fed has announced that they’ll be staying the course, the markets have breathed a 
sigh of relief—and mortgage rates have dropped back down to below the 4 percent mark. According to the 
experts, they’re likely to stay that way through at least the fall. 

(cont.)



(cont.)

That’s good news if you’re considering refinancing or buying a new home. Even an eighth of a percent drop 
in your mortgage loan rate will save you thousands of dollars across the life of your loan. It might be worth 
checking to see if you can qualify for some of the lowest rates out there—and, bonus—if you’re paying PMI, 
discount points, or other fees, a refinance can often get rid of those in one fell swoop.

If you’ve been considering selling your home, know that right now is a seller’s market—doubly so now that 
interest rates will stay lowish for a breath longer. Fall is the wind-down time for the housing market, so if 
you’ve been waiting to list, it might be worth getting it out in the world right now as home buyers want to 
take advantage of rates while they’re still low.

Although we probably won’t ever again see interest rates in the double digits (knock on wood!), any raising of 
interest rates by the Fed will probably cause the housing industry to pump the brakes. Remember, it will take a 
little bit of time for the market to react once rates rise. You’ll just want to be out in front of it when it does.
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Don’t Downsize—Rightsize!

One of the best things about our senior years 
is being able to focus energy on the hobbies 
and activities we love. Often, that means 
getting rid of chores and stressors you no 
longer have time or energy for. The easiest 
(and most common) way to do that? 
Downsizing.

Yes, the “d” word can feel a little daunting. 
You may not feel emotionally ready to move. 
Or you don’t feel like you’re old enough to 
consider moving to a smaller space. Or you 
feel like moving will disrupt your social life in a negative way. Truthfully, this is a highly emotionally charged 
situation—in fact, according to the Social Readjustment Rating Scale, it’s the third highest life stressor for 
seniors.

So what if we talked about it not as downsizing, but rightsizing? After all, you’re adjusting your living situation 
to fit your new lifestyle—and not the other way around.

One way of rightsizing in Salem is moving into a senior living community. Don’t let the name fool you—today’s 
senior living in Salem is a vibrant, socially hopping, and active scene. In fact, moving to independent living 
apartments is a little like going to college: you’ll find yourself with a large community of like-minded people in 
the same stage of life, along with a plethora of social and educational opportunities.

Although you may not be quite ready to pack up and move just yet, here are some rightsizing benefits that a 
senior living community like Capital Manor can offer:
 • Fewer worries about utility costs. When you choose a new home at Capital Manor that’s right 
    for you—whether it’s a villa, a town home, or a one-bedroom apartment—maintenance, grounds 
    care, and bi-weekly housekeeping is included.
 • Less upkeep. You’ll not only have a smaller footprint to take care of—if you choose to move into a  
    senior living community, you’ll have the joy of maintenance-free housing. You’ll never have to mow 
    (or paint or fix the plumbing) again!
 • Being close to amenities (and friends!). In a Salem senior housing community like Capital Manor, 
    you’ll find great dining options, an on-site library, and an endless array of activities without ever 
    having to leave campus. You’ll also get to choose from scheduled activities, outings, and educational 
    opportunities that have been planned for you—all you have to do is show up.

At Capital Manor, we’re looking forward to showing you how rewarding a senior living community can be.
Download our guide to learn more about senior living in Salem, or give us a call at <phone number> to 
schedule a tour of our community. If you’re actively looking to downsize (or rightsize) right now, sign up for our 
free workshop—we’ve got all sorts of resources and tips to help you move to this new stage of your life.
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Six Steps to Successful Aging

According to a report from the University of 
Missouri at Kansas City, nearly 85 percent of
older adults are happy with their lives and 
their aging process. For many of these seniors,
this is a result of behaviors they’ve adopted 
over the course of many years.

In the book Successful Aging, Drs. John Rowe 
and Robert Kahn give six steps that seniors can
adopt in order to have a successful—and dare 
we say pleasant—aging experience.

Eat well. When you fill your body with good 
fuel, it runs better. A nourishing diet with lean protein, leafy vegetables, and whole grains may reduce the risk 
of chronic diseases like diabetes, bone loss, heart disease, and more.

Stay active. Not only does a regular exercise routine help manage weight, build muscle, and control blood 
sugar levels, physically active people have been shown to have sharper mental facilities than sedentary 
individuals. Plus, exercise releases endorphins, which keeps you feeling positive and happy.

Engage your brain. You’ve heard about keeping your muscles active, but what about your brain? Neurobics, 
or brain exercises, keep your little grey cells stimulated while challenging you in a fun way. Recent studies now 
prove that adults continue to grow brain cells throughout their entire lives—even in senior years—so now’s the 
perfect time to learn a new skill or hobby.

Stay connected. In his book Pursuit of Happiness, Dr. David Myers, PhD, says that there is a “definite link 
between social support and health.” Having a social network keeps people active, improves their mental state, 
and gives them the support they need to manage stressful events.

Keep a positive attitude. You can’t stop the aging process, but you can affect how you approach it. Having a 
positive attitude can greatly reduce stress and worry. Plus, a positive attitude makes each of the other five 
steps that much easier to follow.

Nurture your spirit. According to a 2012 survey done by AARP, more than 80 percent of seniors 60 and older 
have a strong sense of purpose and passion about their lives. Whether your passion is art, your church, 
reading, traveling, or volunteering, getting involved in things that speak to your soul will keep you energized 
and young at heart for many years to come.

At Capital Manor, we want to help our residents have an enjoyable aging experience. That’s why we provide 
supportive, enjoyable, active, and healthy senior housing for the Salem community, filled with resources to 
help make this the best stage of your life.
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Capital Manor In Their Words:
Les and Marylou Green

When the time came to choose a Salem 
senior living community, there was no 
question where Les and Marylou Green 
wanted to go.

“It was a no-brainer,” says Les. “We were 
acquainted with Capital Manor because it was
practically in our backyard. We knew the 
community and we were impressed that it 
was so welcoming. Plus, it was a continuing 
care retirement community, and that was 
something Marylou and I thought important.”

The Greens knew they needed to make the move when health was becoming an issue; they wanted to be sure 
they would get the care they needed in the coming years. After looking at the various living options available at 
Capital Manor, they decided on an independent senior apartment in The Tower.

“It really hinged on what would be best for Marylou,” says Les. “She needed a walker, so we required a place 
where her limited mobility wouldn’t be a problem.”

But downsizing to an apartment after a full life in a large home was no piece of cake.

“It seemed like a monumental task,” says Les. “Marylou was a collector as was her mother—our house was 
practically a museum. Without our two children, I don’t know how we could have done it.”

With her health declining, Marylou eventually moved into her own apartment in Memory Care, while Les 
remained in their apartment. When that time came, he noted the staff helped manage the move with 
sensitivity, professionalism, and dignity. Les appreciates the Memory Center’s adjacent location; he’s able to 
see Marylou easily and often.

“It really is great to have such an enormously caring, sensitive group helping you out,” says Les. “They really 
are like family. I know that lots of places say that, but here, it’s really true.” 

Les says he and Marylou couldn’t be happier they chose Capital Manor as their home. Between the caring staff, 
the amazing residents, and the excellent amenities, he bets that anyone who chooses Capital Manor as their 
home will be as happy as he is.

Although there are many retirement communities offering independent living apartments in Salem, Capital 
Manor is the only continuing care retirement community in the area. That means you and your spouse can 
enjoy all stages of senior life with us, knowing your needs will always be met.
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