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My Objective...

2 or 3 ldeas




Lessons From Dad

get to the next level...
onth Plan or...




Lessons From Dad

ow do you generate your leads?”
fewer things, but do those things

ld choose how to ge




Lessons From Dad

“Shoe Box” approach
u have a target?
our bull’s eye people?




Lessons From Dad

K you letter




Give Your Data Base...

wnership” of your succ




Rick DeLuca
205 S.W. Scalehouse Loop, Suite 101
Bend, OR 97702

Dear Rick:

As I start into my third year in this business, [ am reflecting on what has worked for me so far as well as what |
expect will help grow my business in the future.

Tn a referral based industry, such as real estate, there is no larger contributor 0 Success than the people you kno
[ just wanted to send a quick THANK YOU to everyone who helped me to build my business over the past two
years. And, I hope that I can count on you for many more years 0 come!

My warmest thanks,
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Lessons From Dad

e type of Client activity




Client Gathering




SYSTEMFOR
ANNUAL CLIENT GATHERING

Two months prior to the event;

7 estimate the number of attendees (50%-70% of those invited)
7 reserve location and pay deposit

3 determine your food and beverage expense

3 arrange for on-site personnel to assist

3 consider sponsors to help off-set the cost

7 design and print the invitations and the RSVP cards

3 select entertainment (if applicable)

7 design signage (or other visuals) to be used outside

One month prior to the event:
7 confirm reservation for meeting room

7 mail invitations approximately 2-3 weeks prior
7 include a location map to your home or the actual meeting room




7 your objectives are to thank them for their past support and to talk to every person in
attendance

After the event;

7 send thank you notes to all in attendance
7 place a photo ad in local newspaper of the event
7 use copy of this ad in your direct mail program















Become A “Student” of the
Industry



Know Local Statistics!!!!





















Could You Use This?



www.JingProject.com



Show Them You Are An Expert



Residential Real Estate
Market Stud
























For A Copy Of The
Market Study

www.RealEstateldeaClub.com



What If They Haven't Heard
From You....

“Apology Letter”






Lessons From Dad

 Draft a Business Plan









Create A New Habit









HabitForge.com



My Last Year’s Plan





















GUARANTEE Future Leads

Call DAY AFTER CLOSING

ONE WEEK to the day

ONE MONTH to the day

SIX MONTHS to the day

ONE YEAR to the day

Anniversary date of closing each year



Working Harder Is NOT
The Answer!

Systems-Systems-Systems



TheseSYSTEMSWiIll Work For
You Too!

If Interested...









Real Estate Idea Club

Weekly Marketing Tips
Bi-Weekly Technology Tips
Monthly Conference Calls
Member-Only Web Site






My Objective - 2 or 3 Ideas...

Have We Accomplished That?



