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Ask the Experts: 





1.Lead Generation & Database 

2.Working with Buyers 

3.Working with Sellers 

4.Negotiations 

5.Coaching, Training & 

Accountability 













GET A CRM
CUSTOMER RELATIONSHIP MANAGEMENT

• You need 1 place where you can store client's 

contact information and notes. 

• The CRM must have the ability to launch 

follow up plans.

• Some examples: 

⚬ kvCORE

⚬ Follow Up Boss

⚬ Top Producer 

⚬ Wise Agent

⚬ Market Leader 

⚬ RealtyJuggler

Your success or failure in the real 

estate business, is in direct 

proportion to the number of 

people that are in your database; 

that when they think of real 

estate, they think of YOU!



BUILDING YOUR LIST 

• Who owns the local bowling alley? 
• Who is the owner at the restaurants you go to? 
• Who is the Chief of Fire or Police?
• Who is your eye doctor? 
• Who writes for the local newspaper? 
• Who owns the hotel closest to you? 
• Who is your travel agent? 
• Who fixes your watch? 
• Who gives your children music lessons? 
• Who owns the local fitness center? 
• Who are your children's teachers/principals? 
• Who sold you your swimming pool? 
• Who is your local printer? 
• Who is your mailman/mail woman?
• Who is your Pharmacist? 
• Who sold you your windows? 
• Who grooms your dog? 
• Who manages your local theater?  
• Who is your good friend from school and 

college? 
• Who is a good friend from church? 
• Who sold you your car? 
• Who do you know through your husband or 

wife? 
• Who sells you groceries? 
• Who is a nurse? 

• From your old job?
• From sports or hobbies? 
• From civic activities? 
• From your old neighborhoods? 
• Who sells you gas or tires? 
• From lodge, clubs? 
• Who sold you your refrigerator? 
• Who is your attorney? 
• Who runs the local meat market? 
• Who is your veterinarian? 
• Who does your taxes? 
• Who appraises real estate? 
• Who is your dentist? 
• Who is your doctor?
• Who heads your local Veteran's organization? 
• Who did you buy your car from? 
• Where did you get your pet (s)? 
• Who is your painter? 
• Who owns the local hardware store? 
• Who is your hairdresser or barber? 
• Who is your jeweler? 
• Who is your favorite bartender? 
• Who is your photographer/videographer?
• Who heads the local PTA? 
•  Who is your banker? 
• Who is your florist? 
• Who is your repair man/woman? 
• Who does your dry cleaning? 
• Who are your neighbors? 

• Look back at all the clients that you 

have done business within the past.

• Facebook/Instagram/LinkedIn 

• Phone/Email List 

• Project 100 List 



Videos That Educate! 

Weekly Videos to your email list

Week #1 The Real Estate Market Update

Week #2 Seller Tip, Seller Story or Seller Q&A

Week #3 Interview Referral Partner on Subject Matter and Q&A

Week #4 Buyer Tip, Buyer Story or Buyer Q&A







































































1. Listen and stay calm. 
2. Clarify and isolate the question. 
3. Solve the objection. 
4. Confirm the solution. 
5. Move on! 
















