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CONGRATULATIONS on seeking out new ways
to attract more listings and grow your business!

WHAT ARE THESE 33 LISTING STRATEGIES?

Within the pages of this report are 33 proven strategies to generatelisting leads —
some on the cutting edge of innovation, some tried and true.

HERE’S WHAT YOU SHOULD DO WITH THEM

A word of warning: Do NOT try to implement ALL of these strategies, at least not at first.
Choose one or two at a time, give them a chance and see if they’re right for you. The
goal isn’t to overwhelm yourself with 33 new strategies to incorporate into your business.
It’s to give you lots of options so you can select those that appeal to you and put them to

good use. As you'll see, these strategies run the gamut from extremely simple to involved,
from free to requiring a substantial budget.

SO YOU CAN GENERATE MORE LEADS FOR LISTING APPOINTMENTS
Be sure to keep us up-to-date on your progress on social media:
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Here’s to your success with 33 Ways to Attract More Listings!
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Leverage Qualified Buyers To Attract Sellers

Lerrer [
[m representing o serious buyer who s interested in

your home. [m sure you ve seen Whait s happened with
home velues! My dient is financally qualified & flexible
on fiming. If you ve had any thoughts of selling

Your home +his could be the best senario. If you re

Send a hand addressed, hand

interested, perhaps | culd show your home? If you re stamped letter to .p oten ti‘? / F/ ients.
not could you text or email me 50 | @n inform my dient. Include your profile and listing
“= | Respectlully, Agent for bigger impact

sees PS. I've induded some dient reviews on my servie & my
) sales tradk record from Zillow.

Use Sly Broadcast Qo

Hi, It's TF, | sent you a note about my

Send a pre-recorded voicemail client who's desperate to buy a home
. in your neighborhood. If you've had
to the neighborhooa any thoughts of selling in 2018/19

Optimal Time Is Between 4-6 PM would you call or text and let me
know? My # is 867-5309, Thank Youl!

Door Knocking .
oy e lease (all Me
Hot Communities Arodk S

- with a simple twist - Thank Youl )

L Place a sticky note with
867 5309 a business card on door

Agent To Agent Referrals

Go to Census.gov O

Create a bucket of agents you know by state O

Deliver content and send congratulations O




Use Instagram Story Polls To Engage
Potential Clients

Free & |
Fasy Polll || Semener

Are You Living

Thanks for reaching out in my
recent IG poll! I'd love to help you find
your dream home!
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Send personal DMS to those who
answer NO to question one and
YES to question two.

Create A Seminar For Seniors Called
“Big To Small House!"’ - Downsizing Strategies

LANDING PAGE SAMPLE >> BANANA FORSALE FOR RENT
FACEBOOK AD SAMPLEl ’

BananaRE [ £]
J aaaaa 7 months ago
From big to small! Are you ready to start downsizing? We have sellers ready to give
the perfect home to move on to. Click below to start your downsize today!

- Create a mailing campaign
for your communities

- Send out mailers

- Share case study samples
S [ before & after photos ]

Ready to Downsize?
Banana Real Estate is here to find the perfect home for you!
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BANANARE.COM | BY TOM FERRY Shop Now

w10 W30 A Share m
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y/ Contact Past Clients
From 2-5 Years Ago

* Preparea CMA  * Put a sticky note on it

* Follow up * Sly broadcast
(phone or text)

Naime”, You've done
well, wrious, have You
had any thoughts of
Yrading up ... or down?
Lel's discuss, telk soon.

86/-0302

Non Occupieds & Investors

Neme”, | notie you own several properties here in (arecl)
ongratuletions! | work with several families & investors helping
Haem with property aduisitions & trades. I'm sure you receive
hundreds of these a month. To show you I'm serious about
reating value for my dients I've induded a (MA on eath of your

properties wrrent values. Take a peek. If there's a property
that's under delivering, perhaps we ould diswss aternartives?

[l followrup with a @l in a few days. | ook forward to onneding
soon.

CALL UNTIL YOU GET THROUGH!

- Focus on people who
own 5-10 properties

- Create a list of up to 100
people who own properties

Use people from your town

Get A Celebrity Endorsement Or Influencer

Ex. Principal of school, town mayor, owner of local restaurant

- Shoot a short video with them
- Run FB ads with it to a landing page
- Add to your website and social channels

Sign Up For Seller Attraction Sites

e HomelLight™ UpNest

AGENTS COMPETE, YOU WIN™




Yikes in 2018

Ch YIKES VIDEO SCRIPT

"Thinking of selling your
home? I'm Tom Ferry, my
team and | are working with
22 qualified buyers, several
looking to buy in your area.
This is your opportunity to sell
for top dollar without all the
hassles. Click the link below or
call me today @867.5309

S0 to:tiValleyHomeValues.com <-—-— Mailers designed with an emotional hook

Expired Listings

Carolyn Young, a 24 year veteran earning
$400K to $500K annually went to @E

She Heard about new lead pillars

] 2 2 and chose to pursue expireds.
LISTINGS ‘
IN NEW
: COMMISSIONS

e



Run Radio Advertising

"Selling your home in
2018? Looking for the
highest sales price & fast,
efficient service? Contact
Tom Ferry with Banana RE

@949.412.5000, That's Tom
Ferry @ 949.412.5000 with
over 60 5 star reviews, sell
your home with Tom Ferry
@ 949.412.5000."

Run Youtube Ads

Focus on people who recently searched for homes on google

SCRIPT

Sorry ... #15 Was removed :(

Yikes Calling For Your Buyer
YIKES CALL

“Hi (Name) I'm (Name w/ co.) ... 'm
calling for a client who' interested in
your home ... Do you have a a minute?
My client is pre-qualified, ready to go,
but is understandable & flexible w/
move in dates. Curious ... Have you had
any thoughts of selling? Do you know
anyone who's had thougs of selling?




Create A Referral Competition

WANNA GETLEVD? \ lilll: U

-

Anyone Who Refers You A Client Gets Name In Drawing

1 Winner = A BIG GIFT

Professional Networking on Steroids

START YOUR OWN
SRl  PRIVATE CLIENT SERVICES

0-2 REFERRALS 3-5 REFERRALS 6+ REFERRALS
PEOPLE WANT TO FEEL SPECIAL

Focus all of your sales team

on the Kuyper plan for 8 weeks

Control morning for listing attraction!

*Kuyper plan is coming at #21

Create An Expired Listing Social Proof Video

After you have called them, email them the video with your proposal

“Hi there! I'm (name) with (company name). Are you tired of having your home on the market

day after day, week after week and it hasn't sold? Well, if that's how you're feeling right about now,

I've got something | want to show you. In any market place, who you list with matters. This home
(address of home) was on the market with another real estate broker for (number of days on market).
We did an aggressive marketing of the property and sold itwithin (days it sold) at full price. If you

want this type of results for your home, give us a call at 949-867-5309.”



The Bob Kuyper Method

7:30
8:00
9:00
10:00
12:00

Aggressive Role Play
Call Old & New Expireds
Call Hot Leads

Call FSBO's (Old & New)
Call Your Database

FROM 0 TO 120 TRANSACTIONS

He Did the Work No Extra Cost

4 Hours of phone calls 3 Scheduled appointments 2 Visits 1 Landed contract

Create A Map Of All The Agents You Work
With Around The Counry

SHOW HOW
EXTENSIVE YOUR
NETWORK S TO
ENSURE QUICK

BUYING/SELLING
OF PROPERTIES
ANYWHERE.

Neime” In the last 3 years myself & my network have helped over
[xxxx) people buy/sell recl estate ... we over (x) states & (u) dties. If
you know someone who needs 4o buy/sell oulside of lour dty) feel
free Yo ontad me dired ... or pass along my ontad info.

- Share map on social platforms

- Email to database



Email Your Entire Database TWO Different Questions

Are you planning to sell your home in 2018/20197?

Have you had any thoughts of selling at these peak prices?

Caliori
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Message | Options |
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Create A Seminar For Savvwy Homeowners

“Sell High, Buy Low” - The next real estate cycle
Event should last between 35-45 minutes

Online Leads And Sellers In Disguise

Bl
33% 2% 65%
ARE FIRST TIME ARE INVESTORS HAVE HOME TO
BUYERS SELL, POTENTIALLY ®
BEFORE THEY BUY |
NEXT ONE ]

;

Sl

Do you plan to sell a home before

you buy this one?

Do Sales Meetings At Offices

Invite newer agents to use you to get listings they couldn’t convert on their own with a 50/50 split
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Do Facebook & Instagram Live In Front
Of Sold Sign

- “It's "NAME” @ “COMPANY". I'm standing
in front of Banana St. We just closed on
the property sold in “X" days @ ___% of
listing price. How you ask? Our marketing
and negotiation skills

7,2+ Divorce Attorneys

| TODOLIST |
¥ Create a list of A&B divorce attorneys town ¥ Call and introduce yourself
¥ Narrow to 20/50/100 (based on your timeline) ¥ Send a simple package with a cover letter
¥ When selling in a divorce see if you have ¥ Include map of sales, reviews, highlights,
Linkedin connections or Facebook friends any divorce or difficult sellers

with mutual connections ¥ Possibly do a show/podcast with one “mistakes to avoid”

7.°} Geo Farming, New Listing Domination Campaign

Mailing Campaigns

Please /'om uh

* Coming Soon

« Just Listed

» Open House Invitation

» Testimonial Card/
Review on Note Card

* Just Sold

* “We Have More
Qualified Buyers” (Yikes)

* "Market Update”

PREMIER OPEN Housk
1044 F Cartagena

Let's talk!

.
t«/ﬂ/n/
562-688-9809

My
el . ;
’ @ 5/
2
o o
Z //r/‘ oyl g
. 1/
L Wi PREMIER OPEN HOUSE
PREMIER OPEN HOUS! //\(k’ - 4 | :
10441 Carnpuns
T04a A\
i o, CA YOO

30 Adopt Agent Databases Who Are Leaving The Business




FSBO’'s & Make Me Moves

For every 10 you see, 3 are close to hiring an agent

TRY TO CONVERT 1 OF 3!

£y, Mega Open House WELCOME

* Provide catered food TO MY OPEN HOUSE

* Ask lender & title escrow to join IL@@[K{ [MR@[U][N]@

: ——— ASK QUESTIONS ——
» Have a photographer there collecting e e Ol Bl

names & emails to send photos
* Enter a drawing FH“— ,N I-UVE

(EXwin an ipad) MAKE AN OFFER
« Have listings streaming as videos LOGO HERE
—

c2{ Builder Attraction

Do an EXTENSIVE RESEARCH piece with the title rep to create a list of all the
underdeveloped under utilized pieces of real estate in your town

Market your findings to 7-10 of right sized buliders for you
Send hand addressed hand stamped note to builder

Go after niche list aggressivly using yikes campaign

Hania Hey Neighborl
* B o N U S TI P | wanted Yo send you a quick note about our real estate agent, Ken Pozek.

As You may or may not know, we moved Yo Georgia for o job promotion. We interviewed
3 other agents 1o sell our home on (rystal Downs. We those to work with Ken because his
mairketing plan was more +horough than anyone else we interviewed, and he proved that he
had the most market knowledge.

The Hhing that impressed us most albout Ken was his onsistent ommunication, his negotiating
skill, end his understending of the appraisal process. When it «me down to i we knew he wess

; clways looking out for our best inferestlf we had o do it over, we d definitely hire Ken agirl
Have Sel |e rs write a |ette rto I you re evler' H':)inkinfj about sellinfj Your home you shoul;\ give him a lll IHlis info lis belou .
th elr fo rmer ne Ig h bo rsen d orsil ng Ken Pozek - Keller Williams Realwl\j Q.4g“ 345-48%4
yo uan d yo ur services sold@kenpozek.com LitauNoviNorthvilleRealE state.com

WWe ve loved living here in Northville and will definitely miss it. Thanks agein for helping make it
suth a great placel

Trudy Harvey
19196 Crystal Downs






