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Prospecting

• Prospecting is all about the numbers, especially early in your real estate career. It 
helps to create momentum and is a greater accelerator than any other single action 
you can take to be successful in real estate

• Prospecting is essentially looking for tomorrow’s sellers today. Everyone is selling 
at some stage, some just don’t know it yet!

• Who to actually prospect – immediate sellers, pipeline sellers (appraised at any 
point of your career), motivated prospective buyers (especially those met at open point of your career), motivated prospective buyers (especially those met at open 
for inspections & referrals), past clients (sold to / sold for), multiple sellers, hit list of 
buyers / sellers, expired listings and private advertisements

• Part of being a great agent is knowing who to prospect and who not to



Prospecting

• Incredible discipline is required and you have to be relentless!

• It will elevate your profile substantially in your marketplace

• Once you know what to say and what you are trying to convey you have 
absolutely no excuse not to prospect

• There is a fear of rejection involved for most salespeople but there is a law of 
attraction from nurturing clientsattraction from nurturing clients

• It is the most measurable form of how a salesperson is performing weekly, 
monthly and yearly

• Anyone could do what I’m doing but the vast majority of salespeople, sales 
managers and principals choose not to



Prospecting

• The busier and more successful you are perceived to be by clients, the more 
impressed they will be that you ‘find the time’ to make contact and / or provide a 
current appraisal, even though they are not considering selling in the near future

• 2–3 hours a day (on average) is essential, it becomes a routine

• Perfect time – mornings, late afternoon or evenings. Tuesdays, Wednesdays and 
Fridays are my prospecting days

• Block out time in your diary – until it becomes a habit – 30 days

• I treat two Fridays a month as if I’m attending a conference when I don’t do any 
appointments of any description (appraisals etc). I prospect for eight hours between 
8.30am and 4.30pm (10 minute lunch break only). Maintaining my concentration 
level is obviously crucial



Prospecting

• Have intensity, focus, energy and sound happy to speak to every single person

• Continually prospect, not just when listings are slow and you will avoid the 
rollercoaster effect. Never be one of those lazy agents who only prospects 
occasionally especially when listings are tight

• Be conversational, easy to relate to, ensure you don’t sound like you’re using 
rehearsed scripts and never ever be robotic

• Build rapport and empathy with people, have a genuine interest in their situation, 
have a personality and be likeable

• Recognition of you and your company will happen quickly with the majority of 
potential clients



Prospecting

• Pointless maintaining contact with difficult, rude and evasive people. They’re the 
sort of people who will always want to pay a low rate of commission, make a small 
contribution to advertising (if any) and over-price their property. If you do finally sell 
for them they will be thankless or you will be referred to similarly difficult people!

• Frequency of contact always builds trust and confidence. Having said that you can 
never build trust unless you are trustworthynever build trust unless you are trustworthy

• Perseverance will win you a substantial amount of business, it’s one of the 
characteristics common to all successful people. This most basic attribute 
determines the difference between success and failure and yet so many people fail



Prospecting

not because they weren’t capable of winning, but because they didn’t stay in the 
contest long enough to have a chance at winning. It could take you at least two 
years to work through these following stages with a potential client:

Stage 1:   Beginning to know you
Stage 2:   Beginning to like you
Stage 3:   Beginning to love you

• Sustained contact doesn’t guarantee you the listing• Sustained contact doesn’t guarantee you the listing

• Every time though, at the very least, you will have a sizeable head start on your 
opposition

• Wearing a headset is definitely beneficial – reduces interruptions and distractions!



Prospecting

• On occasions do a hand written card instead of a phone call – “Dear…, I like to 
maintain contact from time to time as I am sure you know!! I hope things are going 
well at [ Property ] and if I can be of assistance with any real estate advice, I would 
be delighted if you remembered me”

• Jade, my admin PA, answers my mobile when I’m prospecting. I accept some of 
these calls, if I’m just finishing a call or I’m between prospecting calls. Any enquiries 
about specific properties are given to a team member of mine or another about specific properties are given to a team member of mine or another 
salesperson

• Whilst prospecting I check emails, messages, up-date the notes for my contact list 
of clients (mobile numbers, email address’, property improvements, job transfers in 
the pipeline etc) and proof letters. I use every available minute!



Prospecting

• As I finish one phonecall, I immediately dial my next prospective client

• There is a strong and consistent focus on my Hitlist – clients that have a property 
to sell that are determined to purchase first. I want to assist them in finding and 
securing the ideal property. Submitting other agents properties to these clients 
impresses them enormously, firstly that I would take the time to let them know of a 
property we are not handling and in addition, it hurts the other agent given they 
haven’t taken the time to submit the property themselves! Become ‘their agent’ and 
trusted property advisor regardless of the agency handling the auction / private sale trusted property advisor regardless of the agency handling the auction / private sale 
campaign

• Maintaining regular contact and submitting properties to prospective buyers is 
undoubtedly the most neglected aspect of our industry. All buyers become vendors 
at some point. Fantastic way to build a database. Impress and overwhelm them 
with your email and phone contact. When you maintain contact remember to ask if 
their requirements / budget have changed and ensure 
they are still ready and very motivated to buy



Prospecting

• Advice to investors “the quality of the property reflects the type of tenant you will 
attract”, “tenants aren’t typically concerned about main road noise but your future 
buyer will be”, “I’m happy to provide the key criteria in buying the right investment 
property that will appreciate strongly, in the short to medium term”

With all calls

• Ensure it is a convenient time to talk: “Have you got 30 seconds to speak briefly? 
(or) Can you talk for a moment?”(or) Can you talk for a moment?”

• “Just a very quick call to maintain contact”

• “A call to simply keep in touch”

• “You know I like to keep in touch from time to time / occasionally or once / twice a   
year”

VIDEO ONE



With all calls

• “I’ve driven past [ property ] recently” – comment on any noticeable improvements 
the client has made. Occasionally mention details about their property just to 
demonstrate you do remember and know their home

• Write detailed notes about the prospective client  - it helps start a good 
conversation with the next prospecting call. Recap the previous discussion, mention 
when you last rang. “When we last spoke in …. you were very entrenched, I’m just 
showing an interest by keeping in touch”

• Consistent choice of words, subtle but powerful key words and phrases

• If someone gives you a tip-off, reassure them that the tip-off will be confidential. 
“Have you heard any whispers on the grapevine of anyone selling in your street, I’m 
always dealing with buyers very keen to secure a property in your area”



With all calls

• Who do you know who might be thinking of buying / selling? Not, do you know 
anyone who might be thinking of buying or selling?

• Always confirm that the prospective client has your contact details, a fridge 
magnet is vital – business card size or list of emergency contact phone numbers, 
not a calendar which provides a regular yearly expense

• Always check their motivation / likely timing of a sale• Always check their motivation / likely timing of a sale

• Talk about outstanding results in the vicinity of their property, ideally properties 
that were handled by your agency. “Not sure if you heard about / caught up with 
that result?”



With all calls

• General product knowledge, recent sales in their street or in the vicinity of their 
property irrespective of who the selling agent was, land value $ per square foot or 
metre – all important! A challenge if you maintain contact with a considerable 
number of prospective clients

• Indicate when you will next make contact

Appropriate phrases

• “I’m just following-up to see if things are as is, if anything has changed  or 
progressed?”

• “Content to remain longer?”

• “Unfortunately for me!” – response if the client is settled



Appropriate phrases

• “Still motivated to make a move at some point in the near future?”

• “Do you think you will make a decision in a week or 2, or in the next month or 2?” 
(or appropriate time frame)

• “Do you have a sense of timing with the sale of [ the property ]?

• “You would contact me if anything changes?”

• “Please do think of me when you are ready to move / sell!”

• “If you require any real estate advice and I can potentially be of assistance down 
the track, I would be thrilled if you remembered me”

• “What do you see the market doing?” – it is important to be optimistic but realistic 
when discussing the current market



Appropriate phrases

• “When we last spoke you were favouring buying before selling, is that still the 
case?”

• “I am quite clear that you want to buy first, but I am happy to pop around and give 
you an update on the value of your property, if that would be helpful?”

• “If you inspect a property listed with another agent that you are interested in, • “If you inspect a property listed with another agent that you are interested in, 
please contact me, an agent is always more direct with another agent in terms of 
the level and depth of interest, the realistic selling range, any prior offers and the 
vendor’s motivation for selling”

• Endeavouring to organise an appointment with a prospective vendor who is close 
to listing their property;

VIDEO TWO



Appropriate phrases

• “I appreciate your focus is on buying first but when you are ready to sell your own 
property, would you be happy, comfortable with me handling the sale?” Ensure 
there is no allegiance to another company

• “Thank you for taking the call”

• “I will let you go, I promised you I would keep it brief”

• “I will keep in touch without being annoying”• “I will keep in touch without being annoying”

When leaving messages

• Mention the time you called

• Example of an appropriate message;

VIDEO THREE



When leaving messages

• Leave the appropriate contact numbers and let people know when you are 
available, I prefer to leave my mobile phone number only . “That number is 
appropriate both during the day and after hours, up until …. pm”

• “If you can find a brief moment in the day, please call me back”

• Leave in the message “nothing urgent” or “clearly not urgent”

• “If you can please find a brief 30 seconds in the day to give me a call back that • “If you can please find a brief 30 seconds in the day to give me a call back that 
would be great, but if you’re too busy I will give you a call in a week to 2 or in a few 
months”  (whichever is appropriate)

• When someone calls you back and leaves you a message, always call them back 
promptly and thank them for returning your call, “Thank you for the courtesy of a 
return call”



When leaving messages

• “Thank you for your persistence in trying to reach me, I really appreciate it”

Once a year anniversary calls

• One of the greatest areas of neglect in real estate – it’s much easier to retain a 
previous client than it is to find a new client

• Just prior to Christmas or around the middle of the year (June / July) is the ideal 
time to contact some of these previous clients – it’s easier to make conversation time to contact some of these previous clients – it’s easier to make conversation 
around a forthcoming holiday period

• Real estate is a people business, even though technology is at an amazing stage, 
personal contact is really paramount to longevity in real estate



Once a year anniversary calls

• They are the hardest phone calls to make time for because the vast majority of 
salespeople are looking for the ‘instant hit’ – the next sale or listing but that is the 
wrong attitude. Don’t have tunnel vision about the huge impact and impression that 
ongoing contact has on these previous clients

• “I sold for you a while ago, it’s just a brief call to keep in touch to establish whether 
you are still enjoying the property?” “Have you made any recent changes or 
improvements?”

• “When we last spoke you were enjoying [ the property ] and were firmly 
entrenched / ensconsed and not looking to move in the immediate future. I assume 
nothing has changed at this point, that you intend to be there for some time?”

• If they are renovating ask how long before it is completed (this will easily establish 
the next contact point)



Once a year anniversary calls

• Ask how their family (kids) are. Note age and names of children in your notes, 
schools they attend, sports they participate in

• If clients ask how you are, “Life is great” not just “ok” or “not too bad”! Also let 
them know you have just had your best week, month, quarter or year in real estate! 
They know you’re in real estate but not how you are going, what success you are 
having. Don’t ever say to a client you are frantically busy or flat out!

• “Are you doing anything from a real estate perspective or do you intend to in the • “Are you doing anything from a real estate perspective or do you intend to in the 
near future?”

• “I would love to be of assistance in the future or if you know of anyone that 
requires some buying, selling or property investment advice, I would be thrilled if 
you remembered and recommended me”



Conclusion

“DON’T EVER FORGET THAT REAL ESTATE IS A PERCENTAGE BUSINESS. I 
DON’T CARE WHAT YOUR NATURAL ABILITIES ARE. THE PERSON THAT 

CONTACTS THE MOST PEOPLE THAT COULD SAY ’YES’ WILL 
MAKE THE MOST MONEY”  

Tom Hopkins

“IF IT LOOKS LIKE EVERYTHING IS UNDER CONTROL, YOU’RE NOT DRIVING 
FAST ENOUGH”  

Mario Andretti - Formula 1 Motor RacingMario Andretti - Formula 1 Motor Racing

“SUCCESS IS DECIDING FROM THE START WHAT END RESULT YOU WANT 
AND CREATING THE CIRCUMSTANCES TO REALISE THAT RESULT”.

Lillian Montalto

“UNLESS YOU CHANGE HOW YOU ARE, YOU WILL ALWAYS HAVE 
WHAT YOU’VE GOT”

Jim Rohn



Conclusion

“THE ABILITY TO TAKE ACTION ON A COMMITMENT LONG AFTER THE 
INSPIRATION IS GONE”

Bob Wolff

“THE GREATEST DANGER FOR MOST OF US IS NOT THAT OUR AIM IS TOO 
HIGH & WE MISS IT BUT THAT IT IS TOO LOW AND WE REACH IT”

Michelangelo

“FAILURE IS NOT FALLING DOWN, IT IS STAYING DOWN”“FAILURE IS NOT FALLING DOWN, IT IS STAYING DOWN”
Unknown

AND

“SUCCESS IS THE CONTINUOUS JOURNEY TOWARD WORTHWHILE PRE-
DETERMINED GOALS”

J Douglas Edwards



Team Tostevin



Team Muinos



Conclusion

My three most important 
lifetime goals are:

• Being part of an 
exceptionally happy, stable 
and fun relationship with Sim, 
forever.

• Bringing up five happy, 
healthy, sensible and 
ambitious children. To remain ambitious children. To remain 
an important person in their 
lives and ensure they benefit 
from a shared parental 
perspective. Always ensure 
they absolutely love life! 

• To be incredibly happy and 
fulfilled, extremely successful 
and remain passionate about 
my life


