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WORDS OF WISDOM FROM STACEY AND RYAN:
UNTIL YOU CONTACT THE CUSTOMER, YOU HAVEN’T DONE ANYTHING.
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OPEN HOUSES 
SPHERE (SOI)

MASTER PROSPECTS BOOK
2&2 METHOD

WEAR RE/MAX GEAR TO SPARK CONVERSATION
DOOR KNOCKING

COLD CALLING PHONE BOOK/PHONE LIST
STOPPING BY BUSINESSES

INSURANCE AGENTS
LENDER REFERRALS     

MASS DIRECT MAIL
FARMING

REFERRALS
PAID LEAD COMPANIES

 PROSPECT LETTER WRITING 
 FACEBOOK/SOCIAL MEDIA

 INVESTORS
 NETWORKING EVENTS

 FSBOS
 EXPIREDS

FLIP A HOUSE - MEET NEW CUSTOMERS
DROP OFFS/POP BYS (NURSES)
JUST SOLD/JUST LISTED CARDS

WORDS OF WISDOM FROM STACEY AND RYAN:
THE CONFIDENCE YOU HAVE GOING INTO THE SALES CALL WILL DETERMINE THE LEVEL OF PROFIT YOU HAVE COMING OUT
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WORDS OF WISDOM FROM STACEY AND RYAN:
THE CONFIDENCE YOU HAVE GOING INTO THE SALES CALL WILL DETERMINE THE LEVEL OF PROFIT YOU HAVE COMING OUT

A lot of people stop “Doing” when they get busy selling. Then
they close their transactions and find that they have to quickly
lead generate again. It is harder to start and stop this lead
generation than it is to consistently do it even when you are so
busy.

One way to do this effectively is to TIME BLOCK/SCHEDULE.
Time blocking is a way that you can schedule time to do
something as a priority. No matter what is going on in business
you will work on your lead generation every Monday morning at
9am (or whatever day and time you choose)

That is part of the FREEDOM of self-employment and selling
real estate. YOU choose what you do and when you do it, but
YOU HAVE TO DO IT. 

You can make money without lead generating consistently, but
you are at the mercy of what just happens. Yes, you will bump
into someone who wants to sell, and you will get a referral here
and there, but when you consistently lead generate you are
creating opportunities for yourself and you aren’t ‘lucking” into
deals… YOU ARE GENERATING DEALS!
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WORDS OF WISDOM FROM STACEY AND RYAN:
THE CONFIDENCE YOU HAVE GOING INTO THE SALES CALL WILL DETERMINE THE LEVEL OF PROFIT YOU HAVE COMING OUT

Reach out  and follow up with 2 new people
DO THIS FIVE  DAYS AWEEK!    

WITH THIS METHOD  you would reach out  to: 
   

10 new people a week    
43 new people a month    
520 new people a year    

If you convert 5% of those 520 contacts
to a sale you could make over

 $100,000 per year!

This doesn’t  even factor in the people you already know!

These are NEW contacts! 
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MEETING NEW PEOPLE AND    
USING YOUR MASTER PROSPECTS LOG    

As you  meet  new people you want to add them to your MASTER
PROSPECTS LOG. Then, of course, they will get  added to your database.
Use your Master Prospects Log CONSISTENTLY!    

You might  wonder what to say to people you meet  that  are not  actively
asking about  real  estate. The key is NOT to “PUKE YOUR BUSINESS” all
over them.    

Most people ask what  you do for a living and you will have a chance to say
what  you do. Possibly mutual  friends have told them that  you sell  real
estate and so they ask you  “Who do  you sell  real  estate for?” These are
perfect  introductions to build relationships from. Once you have met
someone and entered them in your MASTER PROSPECTS LOG    

ALWAYS find a way to keep in touch! FACEBOOK  and other social  media
are perfect platforms. Again, you don’t  want  to  “PUKE YOUR BUSINESS” all
over Facebook either. You will need to project some balance of business
and personal  life. You need to keep everyone aware of what  you do, but
also make sure they see you as a peer… a real person with a family  and a
real life.    

That’s IT… REALLY AND TRULY this business is all  about NETWORKING and
creating relationships that  bring you  new business.    
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WORDS OF WISDOM FROM STACEY AND RYAN:
THE BEST THING YOU CAN DO IS THE RIGHT THING. AT LEAST DO SOMETHING. THE WORST THING YOU CAN DO IS NOTHING.

Your parents
Your parents friends
Your parents neighbors
Your kids
Yours kid’s friends
Your kids neighbors
Your kids teacher
Your kids principal
Your best friends
Church members
Your minister
Your dry cleaner
Your handman
Your dentist
Your eye doctor
Your doctor
Your mail man
Your banker
Your dog groomer
Your vet
Your extended family
Your coworkers
Your past coworkers

People you went to school with
Your teachers
Your teammates
Your spouses family
Your hobby group
Your baby daddy
Your neighbors
Your pharmacist
Your insurance agent
Your siblings
Your Cousins
Your tax preparer
Your electrician
Your plumber
Your fitness instructor
Your exhusband’s family
Your local professionals
Your spouse’s boss
Your spouse’s coworkers
Your babysitter
Your former co-workers
People from the ballpark
Your friend’s friends
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WORDS OF WISDOM FROM STACEY AND RYAN:
THE BEST THING YOU CAN DO IS THE RIGHT THING. AT LEAST DO SOMETHING. THE WORST THING YOU CAN DO IS NOTHING.

W R I T E  T H E M  D O W N !
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WHAT DO I DO WITH MY SPHERE?

Your database is going to be used to stay in contact with YOUR PEOPLE. It will
keep your name TOP OF MIND when they have a real estate need! It will actually
make them think of you when they have all kinds of needs. YOU are putting
yourself out there to be their resource. 

If you can get them to use you as a resource for lots of things home and
property related WHO DO YOU THINK THEY WILL CALL WHEN THEY WANT TO
BUY OR SELL REAL ESTATE?

It isn’t about the SALE today… It is about building relationships that produce
referrals and repeat business in the future.

AND WHY DO I GRADE IT? (SEE NEXT PAGE!)
You grade your database so that you can focus on the QUALITY people in your
database and so that you don’t spend all of your time on the people who are
unlikely to refer you to someone. Grading it also makes it easier to pick your top
20 or top 50 when you are mailing something out that will be more expensive.

SO, HOW AM I GOING TO USE MY DATABASE? Direct Mail 
1) something VALUABLE discount/information/helpful things
2) something ENTERTAINING funny is always good
3) something THOUGHTFUL like a handwritten notes
And, of course, following up with phone calls (ask for the referrals)

Let’s talk about Items of value… You can purchase Brian Buffini’s marketing
items of value to mail to your database. This is a very easy thing to do. You can
also develop your own items of value. The whole idea is to send your sphere
something that is HELPFUL or of VALUE and then that gives you a reason to
follow up with them. If you send your sphere helpful information then you can
call them and see if they had any questions. 
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IDEAS OF WHAT TO SEND

1) HAS enrollment forms and a letter explaining to your database that they can
purchase one of these warranties after market. Well written letters with literature
enclosed will go a long way.

2) Your own personal referral directory. Ask permission to add people to your
directory (hair stylists, insurance agents, handyman, Scentsy sales consultants,
Cleaning services, painters. People always love to use someone referred by
someone else. Be sure to get the business’s permission to refer them and ask
your clients if that have a service or business that you can add to your directory.
Reciprocity can be golden. 

3)  EVERY agent should send a calendar magnet out each year. People put it on
the fridge, and they see your face every day.

4)  A snapshot of the market and what it actually means.

5) Reminding people or introducing people in your sphere to the Great Iowa
Treasure hunt. What a service to remind people and write a great letter about one
you found where your friends or clients had a nice little find on there.

6)  Promotional marketing items that can be mailed. Pen, pencil, highlighter, letter
opener, seeds, etc. A little bulky letter is always intriguing and usually gets
opened.

7) Charity information. Where do you give your charitable donations? Mine has
always been St. Jude. Find a charity and support it not necessarily asking for cash
but passing on an opportunity to give back. Maybe you offer to add $5.00 to each
donation given. If you have a 100 people take you up on it, you will spend $500. It
is a win for the charity and for your client and will truly be a win for you if you are
able to engage people for a good cause.
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This is where you decide who is more likely to produce good, quality
leads that may really help you build your business and who may not do
much for you at all.

A.  The A’s are people who really like you and you like them. They may
have already referred someone to you. These folks are HIGHLY likely to
refer you to other people.

B.  The B’s are good folks. You would love to do business with them
again and you felt a good connection with. These people can become
A’s very quickly with a little attention from you.

C. This group is possibly your problem children. Yes, you know each
other, but it was just ok. Or you barely know them. This group depends
greatly on whether or not you can develop an actual relationship with
them.

D. The D’s are not usually worthy of tons of attention. These are your
past clients that were really hard to deal with. They are also the person
who is friends with 10 or 20 other Realtors. (Maybe they are an attorney
who closes real estate transactions.) I am not saying you could never
develop these people, but they are the least likely to become serial
referrers to YOU only. Maybe they are direct family members of another
agent. 

Sort your database. Once you do you may decide only to focus on the
ABC’s and leave the D’s alone. It’s up to you. If you only have 27 people
on your list, they all might be in your “A” category because you have to
start somewhere.
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