Calls out

Goals
Meetings created
. .. . .. . Be consistent
( http://commerc|aI-reaIestate-tra|n|ng.com/profltable-Ilstlng-systems-for-commerual—real—estate-agents/)

Rules . Take action daily

Track and measure progress

(- Prospecting Plan )__

Define Problems
Capture Ideas
Prioritize Ideas
Define Action Points

© O Check out old properties v/
Accurate Database systems

® 04/20/2012

-_.( # Redundant Properties )

® O Check out vacant land v/

© 04/20/2012 Work around other agents listings

/ \ (Other Agents ListingS N ) Look for older redundant and

unsold or unleased listings

Watch price and rent changes

Profitable Listing System for
\ Commercial RE AgentS / New developments under review
( v Development Approvals )__ Planning approvals

Material change of use

Controlled stock
N Repeat Contact 90 days

Exclusive listings - Controlled client =
/¥ Have relevant material ¢ .
( & Contact Systems = ) ( ¢ High Quality Listings ) Contoled engury
ﬁ Talk about local market changes =) Owner occupation
@ Research property owners every day Investment property

Prime land



Resources

Other Agents Listings

http://commercial-realestate-training.com/profitable-listing-systems-for-commercial-real-estate-agents/

Controlled client

When you control the listing you control the enquiry, inspections, negotiations and the outcome. You can give
your client a valuable and successful real estate service.

Contact Systems
Refer to article at

http://commercial-realestate-training.com/profitable-listing-systems-for-commercial-real-estate-agents/


http://commercial-realestate-training.com/profitable-listing-systems-for-commercial-real-estate-agents/

