
Know Your Market

Prices

Rents

Listings Your listings

Others listings

Yields

Time on market

Best methods of sale or lease

Key clients

Marketing solutions

Competing properties

Supply and demand

Create Meetings

New clients

Prospects

Business leaders

Business owners

Solicitors

Accountants

Property Developers

Constant Contact

Reason for contact

Valuable information

Build relevance

Promote your brand

Make it regular

Develop Your Dialogue
Prospecting pitch

Cold Calling dialogue

Presentation system

Negotiation skills

Prospect

High Priority

Drop in door knocking

Meetings

Warm calls

Client calls

Direct mail

Medium Priority

Cold Calling

FSBO

Old listings

Referrals

Low Priority
Generic mail

Other agents listings

Social media

Control Your Day

Time focus

Task focus

Service your listings

Marketing

Inspections

Negotiations

Documentation

Plan
Goals

Listings

Commissions

Clients

RulesTarget Market

Territory Plan
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