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Prospecting and cultivating leads
□ Plan – Figure out what you are doing and why you are doing it
1.  Prior to prospecting, plan your calls.  Determine who you are going to call/email/text and what you intend to ask.  Ask yourself, “Why do I sell real estate?”.  Some people like to meditate prior to making these calls.  
2.  Block out time to make these calls without interruption.  Whether you are spending 30 minutes or 2 hours, these calls make your business.  Give your future clients your undivided attention.
□ Obtain your leads – Let’s add potential buyers and sellers to our sphere.
	1.  You don’t have to get all contact info on first contact unless someone is very hot and is inquiring about your services RIGHT NOW.  Use future calls to fill in any remaining info.
	2.  There are several ways to capture leads.  FB friends, friends and family, random folks you meet when you enjoy positive rapport, open house visitors, and calls from advertising.
□ Connect to your leads – Successful Agents build relationships
	1.  Ask new leads about their family and what they do.  People love to talk about themselves.  When they reciprocate the questions you can let them know you are in real estate and start asking connecting questions.
	2.  Try to get details for your database – ask open ended questions.  Who, what, where, why, when, how?
	Connecting questions

	Add details to database
	Who
	Do you have a family?  Tell me about your job.

	Assess their wants
	What
	What are you looking for?  What are you trying to do?

	Pinpoint their location
	Where
	Where would you like to live?  Where is your current place located?

	Determine their motivation
	Why
	Why are you moving?  Why are you getting a rental?

	Determine their timeline
	When
	When are you wanting to move, invest?

	Understand their expectations
	How
	How are you going to do this?



	3.  ASK FOR REFERRALS – so many agents don’t do this.  This is the one question that can double or triple business.  People like to help.  If you ask them to help by referring other people, it will make them feel good.
	 4.  Let people know you are calling about business.  A good script is to let people know, “As a Real Estate agent, it is my job to call people I know and like and ask them about their real estate needs.”  This is a great ice breaker and allows people to know you are serious.
	5.  Don’t spend time with useless chatter.  When you block this time, you don’t want to run over to remain on schedule.  
□ Set the appointment – 
	1.  The time is now to make an appointment when these folks to discuss their real estate needs.  Getting together shows you are serious and allows you to strengthen your relationship with these folks.  Meet at the office or go to coffee.  Either way, be prepared to take notes.
	2.  Closing is essential to getting business.  Whether they are buying/selling or providing a referral, make every attempt to end the conversation with an appointment or the information of the person they are referring to you.
	Types of closes

	hard close
	“Let’s meet!”

	soft close
	“This was an enjoyable chat, would you like to meet over coffee?”

	direct close
	“Can we meet today, or would tomorrow be better?”

	assumptive close
	“It sounds like we should meet.  I’ve got free time later this week.  What would work for you?”

	Indirect close
	“Would it be ok if I got some information together and then we can meet and discuss?”

	Tie-down close
	“Doesn’t it make sense to get together in the next day or two to discuss further?”

	Negative-Positive close
	“Would it upset you if I asked if we can get together to go over this further?”



□ Cultivate – Not everyone is ready to buy now.  
	1.  Design your own “touch” campaign.  This will include how often you want to touch base with your sphere.  Make calls, texts, messages, and emails accordingly.
	2.  Stay connected on Social Media and share posts per the FB marketing system.
	3.  Send texts and emails occasionally to touch base and see how they are doing
	4.  Note cards – It’s a good practice to send hand-written cards after you speak to your sphere.  No one dislikes getting a hand-written card.  Just thank them for helping you and let them know you enjoyed speaking to them.
	5.  Impromptu visits – Visit people at work or home with items of value if you have ability.  Just stopping in to say hi and give a present is a kind gesture. 
	6.   Set up lunch/dinner dates – treat your cheerleaders to a meal occasionally to thank them for their referrals.  
	7.  Send CMA’s as a courtesy to let people know what their home is worth.
	8.  Send market updates to keep sphere in tune with market conditions.
	9.  Make calls to invite people to your open house.
	10.  Use positive social media posts to make a call and congratulate folks.  Let them tell you about it and use the call to update them on the market.
	11.  Pass out items of value at businesses you frequent with your card attached.
	12.  Prospect FSBO’s and stay connected while providing any info they want/need.
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