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Want more Listings? 

If you want more listings, you must set yourself apart from other Realtors in the market.  Sellers will trust you to market 

their home if you can successfully market yourself.  Develop a presentation that details your marketing plan for their 

home and other services you provide. 

7 things sellers want from their Realtor: 

1. Detailed market analysis 

2. Home enhancement checklist 

3. Comprehensive marketing plan  

4. Direct and consistent communication 

5. The ability to negotiate effectively  

6. Transaction management through closing 

7. Service after the sale 

Ensure that each presentation to prospective sellers includes these seven things and you will stand out from other 

Realtors and secure more listings and close more home sales. 

Your Move: Over the next two weeks, build your listing presentation by working on these 7 things, one at a time.  Only 

after completing one, move to the next until you have a complete presentation that will distinguish you and detail and 

display why you are the best choice and how you will get the job done. 

 

Are you working with a buyer or a shopper?  

Many agents fall victim to believing every house shopper is a buyer, and unfortunately, that’s not the case. Don’t lose 

precious weeks or months working with someone who is only a shopper. It’s possible to determine if the prospect is a 

buyer within a few days by utilizing a strategic, three-step approach: 

• Guide the prospect to getting pre-qualified before you show them homes 

• Get specifics on the type of home they want and learn what is motivating them 

• Send them available properties daily that meet their criteria 

Your Move:  Explain the importance of getting pre-qualified and offer referrals to trusted mortgage professionals.  Ask 

questions to discover your buyer’s motivation and goals regarding buying a home. Contact your buyers daily and soon 

you will discover just how motivated they truly are.   Did they get pre-qualified? Are they looking at the daily alerts? Are 

they driving neighborhoods and areas you suggest?  Do they appreciate your daily contact?  If they are on the fence, 

don’t ride the fence with them! 
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Are you deliberate about lead generation? 

As your business grows, the reality hits that you are not only your own boss, but also your own employee. It becomes 

more difficult to find the time to develop more leads as you’re handling transactions and closing sales for existing 

clients. Strong time management is crucial to your ability to have potential clients in the pipeline as you’re closing out 

current transactions.  

You must prioritize your day and lead generation is always the top priority.  Lead generation activities should be a part of 

each day – phone calls, cards, and in person meetings – with your clients, prospects and sphere of influence.  Block two 

hours each day to focus on keeping your lead stream flowing. The busier you become, the more purposeful you must be 

about generating new leads. 

Your Move:  Build your lead generation habits by beginning with 30 minutes of lead generation work each day for the 

next week and build from there to two hours each day.  This will develop a lead generation stream that will allow you 

success in any market. 

 

Are you investing in the right things? 

“If you want to be truly successful, invest in yourself to get the knowledge you need to find your unique factor. When 

you find it and focus on it and persevere, your success will blossom.” – Sydney Madwed 

You must be relentless in your pursuit to grow and develop your habits, attitude and skills. You must be intentional and 

dedicate a percentage of your income to improving the #1 asset in your business –YOU! Ongoing training, seminars, and 

literature will help you, and thus your business, grow exponentially. 

Your Move: What skill do you want to learn or sharpen? This month, view an online course, read a book or attend a 

seminar that will allow you to expand your knowledge in that area and improve your business. 

 

Who is in control of your future leads? 

The best way to grow your real estate business is through referrals.  You must take control and be proactive.  Make sure 

friends, family, past clients and trusted service providers know that you would appreciate any referrals they can lead 

your way. Don’t be afraid to ask directly for referrals and let others know that you are never too busy for their referrals.  

Always acknowledge referrals with a thank you note or small gift to show your appreciation.  Reward the referral, not 

the closed deal. 

Your Move: Be a benefit to other business owners and service providers in your area by hosting a business mixer. Allow 

them to talk about what type of services they offer and the referrals they are looking for. When you take initiative to 

help others, you’ll increase your own opportunities for growth. 
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What is your “Why?” 

Why are you in real estate? When you understand what drives you to work hard and be successful in your business each 

day, then you’ll be more determined to meet your goals.  For some, real estate is the means for a financially secure 

future; for others, it’s the business that allows you the ability to pay for your child’s college.  Perhaps your goal is take 

more vacations or give to your favorite charity. No matter your “why,” make sure it’s motivation enough to push you to 

meet your goals now and in the future. Even on days you don’t feel up to it, work to stay connected with you clients and 

sphere of influence. Those around you will take notice of your attitude and how hard you’re willing to work to reach 

your goals. 

Your Move: Take 30 minutes to reflect on why you chose to get into real estate. What are your personal goals and 

thoughts of what this business could provide for your family? If you need to start with short-term goals, set marks you 

aim to hit in the next 30-60 days and allow those goals to drive your business forward. 

 

Want to turn your sellers into Advocates? 

Many Realtors will avoid contacting their clients when a listing has been on the market for an extended period.  Silence 

is unprofessional and will leave your clients questioning your commitment to get the home sold. When you partner with 

a seller, set clear communication expectations – weekly phone calls, periodic emails and a commitment to return a call 

within 24 hours – and follow through with those expectations. 

Keep your expectations clear and the communication open with these actions: 

1. Choose a day a week to call every seller you are working with 

2. Provide updates and communicate your commitment to selling their home 

3. Every three weeks, provide a market analysis including recent activity 

4. Confirm a price reduction every 30-45 days 

Your Move: Decide which day of the week is best for you to contact each seller with an update on their home and 

provide as much feedback as possible from those Realtors who have shown the property. 

 

 

Are you helping your buyers make a decision? 

As a real estate agent, it’s not your job to push someone into buying; it’s your job to guide them through the house 

hunting and buying process and help them make a decision.  Buyers may be reluctant to make a decision for a number 

of reasons – fear of change, fear of missing something better, fear of the financial commitment, just to name a few – but 

when they remain unable to make a decision, as their Realtor, it will kill your time and energy.  Remember, even a 

decision “not” to buy is better than spending weeks and months on the fence. 

There are simple ways to educate and walk your buyers into a decision. After determining the buyer’s needs and budget, 

explain that the house hunting process is a process of elimination.  You must eliminate areas and styles and zero in on 

likes and dislikes.  Find out what they like and don’t like about each house you view. Is there an easy fix to there 

objection?  Be proactive. 
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When you find a home that meets their criteria: 

Ask: “Do you like this home?” If they answer yes, follow with: “Can you picture yourself living in this home?” If they say 

yes, then follow with: “Is this the home you would like to make an offer on?” 

As the expert, you must take the lead without being pushy. 

Your Move:  Ask questions that help you to understand your clients’ needs and likes and guide them to a point a decision 

can be made.  If they remain on the fence, stay in contact, but don’t overextended yourself until they show signs they 

are committed to buying. 

 

Are you doing the unexpected extras? 

No one offers rave reviews for a service provider when they get exactly what they paid for – that’s the expectation. 

Customers become loyalists and advocates when you go above and beyond expectation. You’ll not only benefit from 

repeat clients but you’ll build your referrals with exceptional service before, during and after the transaction. 

Create advocates for your business by calling, writing personal notes and “breaking bread” with your clients and sphere 

of influence. As you build your relationships, don’t forget to ask for referrals: “If you have a friend or family member 

looking to buy or sell their home, give me their name and number and I will follow up and take great care of them.  I am 

never too busy for your referrals.” 

Your Move: People want to work with those who want and appreciate their business. Stay in contact with your clients 

and build relationships with the unexpected extras like calls and handwritten notes on life events like birthdays, 

anniversaries, etc. 

 

 

Are you tracking your goals correctly? 

You must remember that the gross commission is not your paycheck.  You have business expenses and it’s crucial to 

know those expenses to reach your business goals. 

Track your progress in this manner: 

• Determine your goal regarding desired income this year. 

• Add your estimated expenses and taxes to that amount of income to get the real number you must hit to 

achieve your goal 

• Divide this total by your average commission on each transaction to determine the number of transactions 

needed to meet your goal 

Track your lead generation activities. Document the amount of time spent making calls, writing notes and meeting with 

clients and determine the conversion rate for number of contacts needed to generate a lead, then how many leads it 

takes to result in a closing. Once you set measurable numbers, you’ll have a strategic plan to follow for daily lead 

generation activity that will grow your business.  
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Your Move: Determine your monthly expenses and track the number of your personal contacts (phone calls, texts, pop-

bys, hand written notes) you make, the leads you receive, and the number of your closings.  Knowing your numbers will 

allow you to understand the daily activities needed to achieve your income goals. 

 

 

Are you letting real estate consume you? 

Real estate is your way of life, but it shouldn’t consume your every moment. Set boundaries so your business doesn’t 

take over your life. Concentrate on five different aspects of your life for balance: business, family and friends, financial, 

personal, and spiritual. Setting goals and dedicating time to each of these areas will help you keep a balanced 

perspective and build a schedule around your priorities. 

Taking a break from real estate is necessary so you have a fresh mind and attitude to best serve your clients. Your 

business should be something you enjoy and are committed to grow. 

Your Move: Plan a day off and stick to it. Don’t let work slip in and take the place of other priorities. 

 

Are you initiating the contact? 

There will inevitably be different cycles to your business. When the market is slow, you need to make contact with 

clients and prospects more frequently. As the market picks up, it’s important to continue to reach out and make contact 

but you will find that you need to do this in an even more disciplined approach.  Always strive to have more leads even if 

you feel you have too many.  The more leads you have, the more choice you have to work with only those people you 

want to work with. If you initiate contacts with your clients, friends and sphere of influence consistently, your business 

will thrive no matter the market conditions.  

Prioritize your day so you can maintain your lead generation activities even in the busiest of times.  This will take you 

from simply being an agent to being a true business professional. 

Your Move: Decide how and how often you will initiate contact with those in your database and stick to it, no matter 

what.  Consistent contact is necessary to build a strong, steady business. 

 

 

 

 


