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• In commercial real estate today, ‘call reluctance’ can be a big problem for 
you holding back your progress has an agent or broker.

• To deal with that, cold calling and telephone prospecting involves a 
disciplined and systemized approach.  

Call Reluctance



• In the early stages of cold calling, you will always have some frustrations 
to deal with, some new skills to learn, and factors of rejection from the 
people you talk to.

• Don't let these things hold you back.

• Learn the skills of prospecting and cold calling; you can and will find 
new clients to serve in this way.

Don’t be held back



• When you first start making lots of calls, all your best intentions and 
actions will be frustrated by people that don't want to talk with you, or 
don't want to meet.

• That is the nature of the process, so you make more calls rather than 
stop.

• That rejection should not be a hindrance to your progress or momentum.

• Learn the skills to make more calls and practice your scripts and 
dialogues.

Don’t let rejection stop you



You are ready to make the calls and talk to a lot of people.

• Be prepared for the rejection to occur, and focus on creating 
conversations.

• Conversations will lead you to the valuable information about the needs 
or interests of the client or the prospect relative to commercial real estate.

• The conversational approach to call prospecting allows you to build 
rapport in a nonthreatening way.

• That is how top agents make lots of calls.

Conversations Improve Skills



• At the very start of the calling process feel comfortable with contacting 
people that you have not spoken to before.

• To help you get started, create a simple script to start and support 
relevant conversation.

• Remember that this is not a ‘pitch’ for new business, but rather a 
conversation to understand the client and their property needs.

• Be prepared for the variations of conversation across sales, leasing, and 
property management topics and requirements.

Strategy #1



• Practice will help you ‘fast track’ the results and the confidence that you 
need in making lots of calls.

• Devote 30 minutes a day to practicing your simple opening script; 
confidence will develop in this way.

• That practice can occur when you first arise and before you leave for the 
office.

Strategy #2



• Call confidence is the key to a good conversation.

• Local property market information will also help you in that 
conversation.

• You can build cold call confidence quite easily by using a telephone 
headset and standing up when you're making your calls.

• Stand up behind your desk and continue that strategy through all of 
your calls; only sit down for brief periods of time.

• This simple strategy puts tonality in to your voice, confidence in the 
conversation, and helps your telephone dialogue flow.

• You are less defensive when you're standing up and more 
conversational.

• That then leads to a better call result both in message and 
understanding.

Strategy #3



• Track and measure the ratios and the results that you achieve with 
making your telephone calls.

• Over time the ratios should improve.

• The numbers to track include calls out, meetings created, and listings 
generated.

• With some clients and prospects, it will take about three or four 
telephone calls to create a meeting.

• On that basis you will need to be very organized and support the contact 
process with database software that you complete as you proceed ahead.

Strategy #4 



Reaching out to new people through cold calling and door knocking is 
relatively easy process when you establish your system and build your 
skills.  These four simple steps will help you with the momentum and the 
skill development that you need.

Finally
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IMPORTANT INFORMATION

This information is prepared as general training information for commercial real estate 
practitioners globally.  No part of this material may be regarded or relied upon as legal or 

specific advice for individual situations.  Although all care has been taken in the preparation 
of this material, recipients:

· Must not alter their position or refrain from doing so in reliance upon this material; and
· Are urged to seek independent legal advice with respect to the matters traversed in this 

material; and
· Are urged to undertake further studies into legislation and practices that apply in their 

location.
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