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CONGRATULATIONS

“The fundamental truth in real estate is that every successful 

transaction begins with a ready willing and able seller”

Regardless of the market the truth is that having property for sale that matches the 
demands of the buyers in the market is the key to long term success as an agent. 

You have taken the initiative that not many 

other people have taken in the real estate 

business. You have stepped out of your 

comfot zone.  You have decided to not leave 

your success now and in the future up to the 

unknown.  You have agreed to a challenge 

and not just decided to attend training. 

People do training all the time. The are many 

reasons it is so popular:

The opprotunity to network with others

The ability to imporve what you know to 

help your customers.

The chance to learn from some one elses 

expericence so you can improve and leverage 

your own experiences.

To maintain proper licensing and honestly 

the list goes on and on.

This experience although it will be filled 

with all of the benefits of learning it is not a 

training class.  THIS IS A CHALLENGE.  That 

means you stepped out of your comfort zone 

and decided to push yourself to become 

better at your profession.  You have decided 

to learn more in an environment that keeps a 

cadence of focus on productivity so that you 

can offer a higher level of service to more 

clients and customers.  You have agreed to 

be more!

Your perspective will benefit your 

productivity becasue of the challegne you 

have risen to accept, we are proud of you 

again from all of us at Broker’s Open Podcast 

CONGRATULATIONS! 
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Great agents will tell you that how they succeed 

is not like any one else succeeds.  Sure, they do 

many of the same routines and tacktics but how 

they apply them is unique them!

A huge part of this challenge is not to tell agents 

that if you do “this” you will get “these” results.  

After all, if that were the case than anyone could 

just apply that formula and everyone would 

succeed.  However, that would mean that every 

agents is the same and that every seller and buyer 

want the same thing.  Agents are not all the same 

and buyers and sellers do not want the same thing.  

That is the exciting and intricate part of the real 

estate industry.

The challenges that are set up are exactly that, 

a challenge.  Not to make your day harder but 

to offer you insight into ways that can help you 

explore how to be more productive quicker and for 

a longer time.

As you go through each of these challenges try to 

do them in a way that allows you to experience 

the objective. However, you also need to keep 

your mind open to perspectives and options that 

will allow you to eliminate tactics that are not the 

way you want to do business.  This perspective will 

help you idetify new options.  Options that can 

be uniquly yours but are derived from proven real 

estate business practices.

“I have been the in real estate business for 15 

years.  I have always done well but until I did the 

30 Day Listing challenge my growth was becasue 

of my discipline and doing what I knew I needed 

to do.  The challenge forced me to look at ways 

of creating business that are more ME.....I am so 

grateful I did the challenge and my next 15 years is 

not based on prospecting hope but on a business 

plan that fits ME!” Pam C.

Open

CONNECTIONS MADE EASY!

LEVERAGE YOUR BUYERS!

AUTOMATED VALUE ESTIMATOR!

STRESS FREE EXPIREDS

MARKET UPDATES!

TARGETED PROSPECT MARKETING

FOR SALE BY OWNER

EFFECTIVE OPEN HOUSES

GEO-FARMING

BE A GUEST EXPERT

BUSINESS ECOSYSTEM

PICK YOUR FAVORITE!
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0% Relevant 20% 40% 60% 80%

This challenge is going to give you the chance to learn more 
about how you like to generate listings.  In order to make 
the most of this challenge be ready to have the important 

conversations with the people you connect with! 

BE PREPARED!

100% Important

WHAT IS THE MLS LIST TO SALE RATIO?

WHO IS LISTING THE MOST PROPERTIES & WHY?

HOW LONG IS LISTING TO CONTRACT?

WHAT IS THE LIST TO SALE RATIO?

ARE LISTINGS GOING INTO MULTIPLE OFFERS?

CAN YOU HELP THEM GET MORE LISTINGS?
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The key here is to RE-connect with 

them and to be valuable going 

forward with the the people you 

already know.  The mistake many 

agents make is they think   that 

becasue you lost rapport with 

someone that you cannot get 

it back or that the other person 

does not want to reconnect. That 

is simply not true.

People you know are going to be 

buying, selling, and investing in 

real estate and they deserve to 

work with someone who cares.  

Someone who will look out for 

them, somone just like you!   

Think about it, if they know you 

are in real estate and things go 

wrong two states away who are 

they going to call for insight  about 

what to do next?  YOU that’s 

who!  Reach out now and make 

the connection with them and 

lay the ground rules of how you 

can help them and their friends.  

Especially before its too late.  

People want to work with people 

they know, like, and trust.  That 

is still you, just reconnect.  

Especially before its time to “save 

their deal”! 

CONNECTIONS MADE EASY

CHALLENGE #1
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Look through your phone 

and find 5 family or friends 

contact information

Put them on the Prospect 

Tracker

Make sure you’re connected 

on social media

Today is a 5 & 
Follow Up Day:
Remember to stick 
with your numbers 
and do not update 
in your database 
until you are done 
with all 5.  

“Hi _________this is ________I made a promise to staying in touch with all 
my family and close friends, so I wanted to check in and see how you are doing 
( F.O.R.D. or  F.R.O.G).” 

Then, at the end of the conversation, say “I promise it will not be so long 
between now and the next time we talk and I will make sure you have some 
information about what the real estate market is doing, thanks again and it 
was good talking to you”

#1
FIND THEM

Call using the script

Use F.O.R.D. or F.R.O.G. (G 

stands for Goals) 

Think help not sell

Send a DM/PM and say 

“great talking to you”

Send a hand written note 

montlhy to check in with 

your business card in it

CONNECT FOLLOW UP

#3#2
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Everyone loves real estate espciaally 

when they are “in the know” before 

other people.  Since you know that to 

be true there is a huge opprotunity for 

any agent that learns how to leverage 

new listings.  

Many agents get very busy with their 

obligation to the seller when it is time to 

launch their newly listed property and 

rightfully so.  However, their obligation 

to their seller’s desire for a quick launch 

does not mean they should forego their 

promise to the people relying on them.  

The promise they made about keeping 

their database as up to date as possible 

about what is going on in the market.  

Coming soon advertising is a big issue if 

not done fair and correctly.  They must 

be treated in accordance with NAR, 

state, local guidelines, and with your 

Broker’s oversight & approval.  With 

that said the fact that you or someone 

in your office has a new listing now or 

that is coming soon can and should be 

properly levereaged.  Get with your 

broker and review how they view this 

practice and solicite their help to find a 

great listing for you to leverage.     

Since the public wants to work with 

agents that can help them “be in the 

know” it’s your job to ensure they know 

market trends as they are happeing.    

This challenge helps you add a great 

option to your listing generation plan 

that you can use for years to come! 

LEVERAGING YOUR BUYERS

CHALLENGE #2
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Find a listing

Get your Broker’s permission 

and guidance

Share information on this 

property

Today is a 3 & Follow Up Day:

Look through your phone, social 

media, past customers, people from 

previouse careers, family/freinds, 

and find 3 contacts that you connect 

with and have conversations using 

the script.  Remember to stick with 

your numbers and do not update in 

your database until you are done 

with all 3!  

“_________, (we/my team/ I ) have a lising that I promised the seller it would be 

thoroughly marketed and that includes letting all of my friends know that it will (be on the 

market very soon...or just hit the market....or just had a market ajustment based on price) 

so here is some information on it for you to review or share. BTW, when I do this I often get 

quite a few buyers that are interested so if you know of anyone who may be thinking about 

realizing their equity from their real estate please connect us ASAP!”  Then insert the 
link to the property that drives them to your site for complete information.

#1
FIND A LISTING

Reach out via social media 

of your choice

PM/DM the script below to 

BEGIN the conversaion

Think “in the know” not sell

Deliver the information 

promised via link to your 

website with this listing 

showcased

Plant the “follow up” seed

CONNECT FOLLOW UP

#3#2
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Since the introduction of Zillow’s valuation 

model the public has been enamoured with 

the prospect of OnDemand information 

about the real estate market.  Just to be 

clear, they are not just curious about their 

local market either.  They look at their 

neighbours house value, the value of the 

house that they grew up in  30 years ago 

4 states away, and even 2nd homes in 

areas that they may be considering for 

retirement.  

 It seems now that the information is more 

readily available the public has an even 

bigger appetite for it!

So how does that get you more listings 

you may be asking?  It’s simple really, when 

they raise their hand out of curiosity to 

obtain information about the market they 

may not be thinking “I am interested” but 

that is because they are unsure of what 

their options are at that time.  

As experts in real estate we can answer 

questions that turn them from curious 

and scared to educated and empowered.  

When we become engaged earlier in the 

life cycle of home ownership we become 

a life-long resource not just a conduit for 

value when they are ready to buy or sell.  

When you peak their curiosity with a  

valuation they are actually saying I have 

an interest in learning more about real 

estate! You job then is to simply help!

AUTOMATED VALUE ESTIMATORS

CHALLENGE #3
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Today is a 3 & Follow Up Day:

Look at your friends and neighbors 

first and then look at people that live 

in areas that you either are currrenlty 

doing business in or areas that you 

want to do business  in and reach 

out to them with this challenge.  

Remember to stick with your 

numbers and do not update in your 

database until you are done with all 3  

I get asked a funny question all the time so and I want to be able to 
give reliable answers as quickly as possible........ “Hey Matt, how 
much did the people right down the street from me pay for that house 
because I heard it was ___________!”   Well here is the easiest 
way to not only get a number but receive reliable information!  Let 
me know your thoughts. 

#1
MESSAGE

Reach out to 3 People via 

PM/DM/Text

Use the script on the site

Ask them to submit their 

info and give feedback

Send a hand written note to 

say “thank you”

Send them informaiton 

about their properties value 

and ask if you can keep 

them update on the market

CONNECT FOLLOW UP

#3#2
Decide on a Platform

Use a great photo

Use engaging text

Post it then Review and 

change as needed
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Every reliable real estate lead 

generation system has some type of 

approach to engage expired listings.  

Why, because expireds have already 

said “hey I want to sell my house”!  So 

the questions is why do more people 

not go after expireds on a regular 

basis?  

To have success with expireds you 

must first know that they seller is 

somewhat frustrated.  They put their 

home on the market and the market 

found it undesirable.  If you want to 

succeed in doing more business with 

expireds you need to know how to 

assess why a home did not sell, be 

skilled enough to explain it to a seller 

in a convincing way, and be patient 

enough to get past their frustration.  

If you can do this your actions will 

cultivate trust with something that 

they already failed at doing. This 

challenge may have you reaching 

out to sellers that quite a bit of time 

has passed but do not think their 

frustration will be gone, often it’s not!  

If you embrace that fact that patience 

and strong listening skills can be your 

guide you will create a simple pattern 

to get in touch, qualify, interview, and 

sign many expired listings and help 

sellers get past their frustration and 

realize their equity.

STRESS FREE EXPIREDS

CHALLENGE #4
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Look through the MLS 

for expired or withdrawn 

properties

Review the listing info and 

determine the owner

Today is a 5 & Follow Up Day:

Look through the MLS and find 

properties that did not sell and 

know that their is a great chance 

that the seller is still frustrated 

about the market rejexting their 

property.  Be compassionate and 

listen to understand why it did not 

sell.  Remember to stick with your 

numbers and do not update in your 

database until you are done with all 5  

“Hey ____________I was really digging into the local real estate market trends to 
get my market update out to my clients in the _<<their area>>___ and I noticed that 
your property was  <<expired or withdrawn>> back in __________ and wanted to 
let you know there is high demand right now in the << name the specific market>> 
- if you were still wanting to receive the equity from your home now might just be the 
perfiect time to maximize your equity retrun, can we scheduel a time to talk about 
what that number might just be?”  

#1
FIND THEM

Call using the script

Listen to understand not to 

respond

Use the prequal form to get 

complete information

Use the follow up letters

Call after you send your 

letters

Create rapport

CONNECT FOLLOW UP

#3#2
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As the market continues to 

change staying ahead of those 

changes is part of what will make 

you an expert.  Someone that 

the people you know and the 

customers that you meet through 

real estate want to rely on to get 

accurate information about the 

industry but that is not the pillar 

to your success.

Many agents and brokers spend 

time learning about the market 

and getting educated on how to 

understand trends to better serve 

their clients and customers.  That 

is the good news.  The bad news 

is that most clients and customers 

do not know that their favorite 

agent has that data.  They do not 

know that their trusted agent 

is investing in their knowlege to 

better serve them.  So what do 

they do?  They grab onto the 

new agent they meet that who 

does share their knowlege and 

expertise with them.  This cycle 

is why postcards used to work 

so well before the real estate 

internet boom!

If you want to stay relevant and 

if you want to make sure your 

customers stay loyal, learning is 

not enough.  You are going to be 

required to share your knowledge.

MARKET UPDATES

CHALLENGE #5
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Figure out where you can 

find the data

Make and connect with 5 

Agents/Brokers

Decide what data to share 

regularly

Today is a Get Started Day:

That means take action working 
on this challenge items so that 
you can decide if it is a good 
option for your long term lead 
generation plan. Remember to 
stick with the plan and do not 
put this off.  More listing leads 
for tomorrow starts with your 
actions today.

“Hi everyone, it’s Matt with <<insert brokerage name>> bringing you a (Weekly/
Monthly/Quarterly) Real Estate Market Update!  Today I am at ___________ and 
we are going to reivew trends that impact your real estate values so let’s dig in....”

“As always if you want details about a specific property you and call me or get the 
value immediately by going to ______ and entering the property address, please 
let me know if you know someone who is getting ready to sell who could benefit from 
this update so I can send it to!”

#1
LEARN

Make the video and share it 

on social media

Send it via PM/DM with 

your SOI

Think of it as sharing and 

education not selling

Set a day to post it that 

people can count on

You can do it ahead of time 

but not too far ahead and 

set it up to be posted later

SHARE REPEAT

#3#2
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Data is everywhere.  Having data is 

no special feat.  On the contrary, if 

you have data and can learn how 

to create consumer interaction that 

leads to sales with that data - NOW 

you are doing something that will 

not only be productive but it will 

get noticed!

This challenge may seem like the 

first step is choosing which platform 

to utilize to gather useful date that 

makes it easy to get started.  That 

really is not step one.  The most vital 

step in this challenge is to decide 

that data is your friend and that 

you need to leverage your access 

to that data in a way that creates 

conversations, relationships, and 

opportunities.  

Once you have taken that first step 

of getting into the actual process of 

engaging with data the rest will fall 

in place.  Making a choice of what 

data to use, what platform best 

fits how you want to do business, 

what seller decision points creates 

opportunities that  work best for 

you, and how to stay connected 

between transactions will all begin 

to fall in place.  That is after you 

take the first step of acknowledging 

that you need to leverage data 

going forward to be successful in 

real estate.  

TARGETED PROSPECT MARKETING

CHALLENGE #6
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Look at Remine, Offrs, and 

Property Radar

Not all are the same so use 

what fits you 

Look for free versions based 

on your board memberships

Decide on a platform and get 

started

Today is a 5 & Follow Up Day:

Acknowledge that data is critical 

going forward, choose a platform to 

use, get started by finding 5 long term 

property owners (more than 8 years) 

and connect using the script above.  

Think service not sell.  Remember to 

stick with your numbers and do not 

update in your database until you are 

done with all 5  

“Hi _________this is ______ with ________, I know you are busy so I will be quick 
- I just wanted to introduce myself and let you know that you will be receiving some 
information from me via mail and I wanted to put a voice with the name so that you 
would feel comfortable calling if you had any questions....there will also be a link so 
that you can get my market update video that I do for my clients.  As I said I know you are 
busy if you have any questions I am happy to answer them otherwise I promise to follow 
up soon!

#1
EXPLORE

Decide on your Target

Stick with your plan for at 

least 12 months.

Think off market options not 

just traditional sales 

Use the script

Use the follow up letters 

provided and your market 

update videos

Make your follow up calls

TARGET CONNECT

#3#2
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Just like with expireds the 

opportunity for potential listing 

busienss is robust in every market if 

you have a plan of how to convert 

For Sale By Owners.  Often know 

as FSBO’s they are a great source of 

business because the have already 

raised their hand and said “I want 

to sell”!

Determining where you are going 

to find FSBO opportunites is as 

easy as going to Craigslist, Zillow, 

FSBO.com and anywhere else that 

sellers try to market to the public.  

In order to convert these at as high 

of a level as possible you need to 

make sure that you have a plan that 

includes a strong follow up system.  

It does not need to be complicated 

or automated but it does need to 

make being consistent very easy. 

FSBO’s are going to get a multitude 

of calls when they first hit the 

market from agents wanting to list 

their property.  Be unique.  When 

you connect you need to make sure 

they know you want the chance 

to market their property but first 

find out why they are selling it 

themselves and that will help you 

understand how you can truly help 

them!

FOR SALE BY OWNER’S (FSBO’s)

CHALLENGE #7
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Find a reliable place to 

locate FSBO’s

Confirm the information 

(public records)

Have a way to find contact 

information

Hi _____<<Call them by name via the tax records or Remine>>__this is 
_____________ and I am a Realtor working in the ___<<call the area by 
name>>___Market and since your property is for sale I wanted to ask a few 
questions about it do you have just a moment or would you rather us set an 
appointment for me to come by and have a look?

1.  What is the best feature in your opinion?

2.  Why would a buyer purchase this house instead of one of the others on the market?

3.  How much updating is needed?

4.  If I have buyers that are interested how do I set up showings?

5.  How much superficial interest have you had and how many qualified buyers have looked?
6.  How do I get details about it that I can share with my database to generate interest?

#1
FIND THEM

Call using the script

Have other value to offer 

once they have told you why 

they are selling via FSBO (10 

staging tips - How to take 

photos that sell)

Use your follow up letters 

and emails that are provided

Once you send them follow 

up by phone 2 days later 

EVERYTIME!

Connect on Social Media

CONNECT FOLLOW UP

#3#2

Thanks for talking with me I would love to 
help so let me review this information and can 
I stop by __________ to go over how I may be 

able to bring you some qualified buyers? 
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Anyone that tells you that open houses are 

not effective or worth doing does not do them 

correctly!  Open Houses are a simple way to 

connect with a segment of the public who 

are excited to learn more about the market 

they live in, a great way to see homes on a 

casual schedule, learn more about the value of 

home in a specific neighborhood, and to take 

an uncommitted look at what the real estate 

market around you has to offer.  The key is 

Buyers know ALL OF THISI  So if you decide 

that it’s worth it to hold an open house, then 

it’s critical for you to know how to properly 

promote it otherwise you will be just like the 

agents who think it’s only about cookies and 

nosy neighbors.  

Being part of a productive office there will 

always be opportunities for open houses 

because new listings are always coming in, 

busy agents need a break, and sellers want to 

maximize their exposure.  Start with having a 

plan of how to traditionally market an open 

house such as the MLS, ads, postcards, door 

knocking, ect but then add practices that set 

you apart.  Ones that help you market to a 

broad group of potential sellers and buyers 

and gets them to raise their hand if they 

are interested.  Practices that will set 

you apart in your market as an agent 

who delivers value and relevant market 

details.  

This challenge is designed to help you 

better take a time tested practice that 

is proven to help ordinary agents get 

buyer leads and flip the script to help 

smart agents identify seller leads in that 

same market!

EFFECTIVE OPEN HOUSES

CHALLENGE #8
Open
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Ask you collegues and 

broker about possible open 

house opportunities

Create an MLS notification 

for new listings in your office

Today is a 1 Week/Month Day:

As you begin with reinventing or 

begining your effective open house 

campaign start with just one open 

house a week or even a month but  

as you become more comfortable 

you will build momentum and this 

will become one of your top lead 

generation sources! 

“Hi ________thanks for stopping by to view this incredible property that 
the __<<insert seller’s last name>>___have asked me to help them sell, 
what brought you in today?”.......truly listen and then if the opportunity 
comes up say “I don’t mind stopping by after my open house and reviewing 
a few market conditions that will help you understand your equity postion 
in the market TODAY, how does that sound?” 

#1
FIND THEM

Use traditional Open House 
Marketing tactics

Level up by using the tactics 
note in this challenge

Understand its about buyer 
curiosity not just seller needs

Review your attendee list and 
follow up

Review your PM/DM’s and make 
sure you do not miss anyone.  

Thank everyone that connected 
via social media and announce 

the events success after its 
complete

MARKET FOLLOW UP

#3#2
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To become the expert in a 

geographical farm you need to 

leverage a program that offers 

consistency with minimal effort.  

It must deliver tremendous value 

in a high quality format so you 

cannot leave anything to chance.  

You need to easily deploy smart 

localized data campaigns that are 

impactful for the chosen area 

and this can only be done by 

focus your energies on managing 

a system and not constantly 

recreating one.  

Top agents know that if they can 

easily deploy and simply maintain 

the delivery of board based but 

valuable information then their 

time can be truly focused on 

what makes them money.  Income 

producing activities (IPA’s) instead 

of administrative activities such 

as putting mailers together.    

If you can save time by automating 

to ensure consistency and then 

spend that time on IPA’s then 

you can be more personable and 

genuine.  

By leveraging your energy and 

managing a program instead of 

constantly reinvention one then 

you can expect tremendous and 

long term returns from your 

Geographic Farming efforts.

GEO-FARMING

CHALLENGE #9
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Decide on a program to use

Decide on a Farm to work

Look for underserved farms

Today is a Get Started Day:

That means take action working on 

this challenge items so that you can 

decide if it is a good option for your 

long term lead generation plan. 

Remember to stick with the plan 

and do not put this off.  Your better 

leads tomorrow starts today.

“HI __<<_CALL THEM BY NAME>>____, this is ______with ______, I 
know you are busy so I just wanted to follow up and see if you received 
the information that I mailed you about the _____<<insert market 
name>>______market and get any feedback or insight that you may 
have since you live there before I do my Video Market Update that I 
send out to my clients?”.........”Thanks for you feedback and since we 
connected I would like to send you the update as well I think you will 
find it helpful what is the best email address that I can send this to for 
you?”   

#1
RESEARCH

Leverage the the progam 

don’t reinvent it

Make your connections

Understand your timelines 

and manage your 

expectations

Follow up after every mailing

Send a hand written notes 

to everyone in the Farm 

quarterly

Send appropriate holiday 

greetings to everyone

LAUNCH FOLLOW UP

#3#2
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Being part of a community means 

sharing.  Whether that is time, 

resources, or even your expertise 

the best way to show that you 

care about your market is to 

present you expertise to those in 

your local community that would 

benefit from your research.

Often agents believe that because 

they know what is happening 

in the market that others know 

or do not care until it is time for 

them to buy or sell.  That is simply 

not true.  The real estate market is 

always a topic of interest because 

of how integral it is when it comes 

to the economy. This challenge 

helps you leverage it in a way 

that puts you in a position that 

creates values associated with 

your opinon.  You have worked 

hard to gain the knowledge and 

experience to understand market 

factors that impact property value 

so to not share that with others is 

a missed opportunity.  

Whether you want to be a 

regularly scheduled guest speaker 

on a podcast, the off market 

expert for 1st time buyers in your 

market, or the trusted advisor to 

the CEO’s of local companies it’s 

your time to shine! 

BE A GUEST EXPERT

CHALLENGE #10
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Influencers:

“Hi _______it’s ______, I hope you are doing well!  I was just reviewing some information 
about our market and it occured to me that this would be really helpful for you as the 
___________ of _________!  I would love to share with you or the people that rely on you 
what I have uncovered about our market, how does that sound?”

Neighborhood where 1st Time Buyer’s have interest:
“Hi _________this is ________with ______ real estate and I know you are busy 
but I have some 1st time home buyers that I promised the ___<<Insert Buyers 
Last Name>>___ I would help them find the perfect home and as you may 
or may not know your neighborhood is a perfect fit for what buyers like this 
are looking for!  Do you know of anyone that may be interested in realizing 

Determine where you 
want to get your market 

information

Get it automated and then 
review weekly

Always be ready to share

#1
RESEARCH

Look through who you know 
on social media and your 

phone

CONNECT

Share what you have 
gathered, learned, and 

experienced

See about offering updates 

regularly

Send a handwritten note to 
thank them for letting you 

share

CONNECT FOLLOW UP

#3#2

The key here is to gather great information and share it with 
people that can use it.  Members of your community that really 
need solid information so they can make better decisions about 
their housing needs!
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You do not have to be a commercial 

real estate expert to be able to help 

you local business leaders with their 

real estate needs.  In fact you only 

need to remember one important 

factor....they all have a home they 

live it!

The Mayor of Shop Town is a 

chance for you to connect with the 

people in your community and let 

them know that you are there for 

all of their real estate needs.  They 

have a business to run so that 

means they are busy.  They do not 

have time to go find the answers 

they need to pressing questions 

until it is a priority to them.  At that 

point it may be too late!  

As the leader of their company 

wheter they are the manager or the 

CEO they are the ones that will be 

responsible for making informed 

decsions about what is best for 

their staff and their company.  

That means they need reliable 

information that will help them 

make better busienss decisions.  As 

their knowledge grows so will their 

willingness to expand out into other 

real estate market opportunities.  If 

you help them be educated both 

them and their staff will use you as 

their trusted real estate advisor!

MAYOR OF SHOP TOWN

CHALLENGE #11
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Who are your business 
neighbors?

What business do you hear 
people mention often?

What business gets social 
media accolades on a regular 

basis?

Today is a 5 & 
Follow Up Day:

Who do you 
pass on the way 
to your office?  
What business 
do you hear 
your friends and 
customers talk 

about?  It’s time 
to talk to them 
and collaborate. 
Remember to 
stick with your 
numbers and do 
not update in 
your database 
until you are 
done with all 5  

#1
FIND

Walk in and use the script

Use F.O.R.D. or F.R.O.G.

Think help not sell

Be ready to share data that 

will help them make more 

informed business choices

Connect on Social Media 

with them and their business

Write a personal “nice to 

meet you card” and send 

a confirmation of meeting 

note

MEET FOLLOW UP

#3#2

“Hi my name is _________with ____________ and I drive by here all the time and I am here to drop off something that will help 

you all with your business and I want to hand it  directly to the manger or owner are they in?”

“Hi _____ I am sure you are busy so thanks for taking a minute to meet me, I specialize in this market and I wanted to introduce 

myself because I come by here all the time but first of all……… how is business going? …(listen for answer)…well that is why I 
stopped by….when needed I refer to other businesses and I would like to expose my customers to you if you are willing to do the 
same for me…would you be interested in growing your bottom line by doing that?......(answer sincerely)....well today I brought 
a sample of some market information and I would like to stop in on a regular basis and update you on real estate and at that 

point we could discuss how the referrals that we have sending each other are progressing…..are __(insert an option but not too 
restrictive ((such as 3rd week of the month))__in the afternoon a good time to stop by?  Great, I will put you on my calendar for 

___(confirm scheduling)__.  Tell me… do your or anyone you know need information like this to help make a real estate decisions 
in the near future?”
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The key to long term success in real 

estate is to not get complacent.  

The real estate industry is 

constantly changing and as such 

how people do business in real 

estate is chaning as well.  That 

means how they connect, how 

they choose who will be their 

guide, how they decide who will 

receive their referrals.

This challenge is set up to get 

you  a little bit outside your 

comfort zone to help you expore 

simple ways to make big revenue 

impacts on your business.  Now 

it’s time for you to choose one 

of the challenges that you feel it 

worth exploring further.  

Take a close look at your results 

and decide which of these may be 

a good fit for you going forward.  

As you being to review the results 

be sure that you keep in mind that 

some of these challenges can be 

even better leverages when there 

are tools and systems avialable to 

you that make them easier.  Often 

brokerages have tools, systems, 

and trainings that will help you 

implement one or many of these 

into your day to day business 

activities that will ensure your 

long term financial success.

PICK YOUR FAVORITE

CHALLENGE #12



WWW.BROKERSOPENPODCAST.COM

Look through your results 

and notes to for key 

indicators like time spent 

compared to resuts received

Review your prospect 

trackers for details

Today is a 5 & Follow Up Day:

Figure out which one helped 

you expand your mind to better 

leverage your time.  Do not keep 

doing what is easy and moderately 

effective.  Take a close look at 

how you can make strong revenue 

strides.    Remember, stick with your 

#’s and do not work your database 

until you are done!

Don’t just look at the one you liked the most look at the one(s) that got you 
out of your comfort zone and suprized you.  Look at the challenges that 
were exactly that A CHALLENGE.  Odds are that the ones that you were all 
ready comfortable with were easy to do but did not bring new business 
results.  Take a close look at how small incremental improvements in one 
of these may offer much bigger long term results

#1
REVIEW

Do not decide based on 

comfort

Research to see what is 

being done and not being 

done in your market

Push yourself to get better 

desired results not just 

acceptable results

Be proud....this was not easy

COMFORT ACT

#3#2
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Learn

“One understands from books 

and examples only that certain 

things can be done. Actual 

learning requires that you DO 

those things”  Frank Herbert

You have taken the steps to 

not just understand how to get 

more listing but have learned 

how to generate more listings 

by finishing this challenge!

Succeed

 “Success is not final; failure is 
not fatal: It is the courage to 
continue that counts.”  Winston 
Churchill
With constant learning and 
repeitive action the inevitable 
result is success.  Achiving 
your goals is within your reach 
if you just continue to learn 
and be courageous enough to 
act.

Act

“The path to success is not 

taking just taking action it’s 

taking intentional actions over 

and over” Anthony Robbins

You know what to do and have 

a great foundaiton of how to 

do it.  Now the key is not to 

just plan to take action but to 

make action part of your daily 

habit.

“The talent of success is nothing more than doing what you can do well; and 

doing well whatever you do…” —Henry Wadsworth Longfellow

CONGRATULATIONS
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When putting together a plan for Expireds, For Sale By Owners, Circle Prospecting, Reconnecting with Friends & 

Family, and Sending out Market Updates below are some thoughts on how to be prepared to follow up in a powerful 

and valuable way.  These are especially helpful when they are deciding on why to sell or who to sell with:

FSBO – Want to sell three reasons they are selling themselves; Want to save commission, bad experience with agent 

in the past, have something to hide.

EXPIREDS - Wants to sell but has not sold; Priced wrong, wrong or no exposure, unclear value (see price)   

CIRCLE PROSPECT OPEN HOUS CANVASSING/ Circle Prospecting / Reconnecting / 
Market updates – You don’t know if they want to sell but you know that everyone is curious about real estate.  

They like to be in the know and assisting in an indirect manner will help you effectively approach and gain trust that 

will turn into customers & clients if valuable enough.

Be Prepared with flyers and documentation:

• Gather market stats in an easy to digest format and have them on hand at all times.

• Put a packet together with: Your Bio, your real estate sales history, your active marketing plan, your passive 

marketing plan, how your company supports you in your business, testimonials, and a list of the services your facilitate 

as their advocate and trusted advisor. 

• Know how to get CORRECT names and addresses quickly.

• Have a written communication promise or guarantee.

Your plan should include video versions of all of the following:

• An introductory of you and brief overview of what you offer. (Script version short, written version longer.

• Strong value offer supported by either successful testimonials (1st choice) or a guarantee.

• You must have a professional way of saying “thank you” by video after every interaction.

• You must have a video overview of how services will be delivered that is clear and professional.

MAKING THE MOST OF YOUR CONNECTIONS

Value First



Pre-Qualifying Tracker for 

Expireds/FSBO's

Name 1__________________________________________________Name 2________________________________________________ 

Property Address_________________________________________________________________________________________________ 

Phone(mobile)#_(______)___________---___________Other#_(______)___________---___________ 

Email address 1____________________________________________Email address_____________________________________________ 

LMOM (YES/NO) Date Call Back 3-5 Call Back 6-14 Call Back 15-30 Call Back 31-60 No Call Back 

Prequalification Script:   
When do you plan on interviewing the right agent for the job of selling your home?  

If you sold this home…where would you go next?........ That's exciting!  

How soon do you have to be there? 

<<Name>> what do you think stopped your home from selling? 

How did you happen to pick the last agent you listed with? 

What do you feel they should have done! 

What will you expect from the next agent you choose? 

Have you already chosen an agent to work with?! 

I would like to apply for the job of selling your home…are you familiar with the techniques I use to successfully sell homes in 
this market? 

Great I would love to show you soon would _______________ or _____________ at ___________________ work for you? 

Follow up after mailing Script: 
Hi _______, this is __________ with ___________and I just wanted to confirm that you received the information that I sent 
to you in the mail was delivered but I also wanted to see if there was anything that I could do for you to help you get your 
home sold!_____________ (listen closely and follow up with), You know I am excited to help can we set a time soon to sit 
down and review what the market is doing and how I can help you get it sold soon? 

The key is to listen carefully and set the appointment so that you can truly help them understand how you can help. 
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MLS, State Associations, NAR, RealTrends, Inman, 
Swansporal Reports, Tom Ferry, franchise information (if 
available), and the best place.....find 5 “Agent/Broker 
Friends” around the country that you can collaborate with on 
a regular basis.  

Pick 5 and stick with them (4 local stats, 
1 market consideration, and one National 
stat):

LIST TO SALE PRICE RATIO (LOCAL) TOTAL NUMBER OF HOMES SOLD (LOCAL OR 
NATIONAL)

TIME FROM LIST TO CONTRACT (LOCAL OR 
NATIONAL)

NEW LISTINGS TAKEN (LOCAL OR NATIONAL)

TIME FROM LIST TO CLOSE (LOCAL OR 
NATIONAL)

INCREASE OR DECREASE IN AFFORDABILITY 

INDEX (LOCAL OR NATIONAL)

AVG SALES PRICE (LOCAL OR NATIONAL) TOTAL NUMBER OF HOMES LISTED (LOCAL OR 
NATIONAL)

ECONOMIC INDICATORS (LOCAL, NATIONAL, 
OR MARKET CONSIDERTION)

GENERAL DIFFICULTIES- FLOOR INSURANCE/
APPRAISAL, ECT. (MARKET CONSIDERATION)

INCREASE/DECREASE IN AVG SALES PRICE 
(LOCAL OR NATIONAL)

OR OTHER STATS THAT YOU FEEL IMPACT 

YOUR MARKET

Try to put your personality on display.  If you are outdoorsy - then do them at local parks 
sometimes.  If you like dogs than have your dog with you some times or do it at SPCA.  If 

you are artistic then do it at an art gallery every now and again.  As for questions and 
comments, ask them to share, ask them what they are seeing.  Do contests with them “the 

first person to send me a photo of one of my yard signs gets a $10 coffeshop gift card”.  
Ask them to let you know what they think and what would be more helpful.  The key here is 
to be you and connect with them in a way that gives them recognition for being engaged 

and puts you in the position as an authority or an expert.  Just remember that the best way 

What Data to 
share?

Where to 
find the data?

Create Engaging 
                             Market Updates!

How you 
can make it 
engaging ?



“Hi _________this is ________with 
________________________I want to keep my 
promise to myselft about staying in touch with all 
my family and close friends, so I wanted to check in 
and see how you are doing ( F.O.R.D.).”  At the end of 
the conversation, say “I promise it will not be so long 
between now and the next time we talk and I will make 
sure you have some information about what the real 
estate market is doing, thanks again and it was good 
talking to you”

CONNECTIONS MADE:

1. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES:

2. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES: 

3. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES: 

4. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES: 

5. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES: 

Challenge #1
PROSPECT TRACKER

COMPLETED

SCRIPT

PEOPLE YOU KNOW
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“_________, (we/my team/ I ) have a lising that I promised the seller it 

would be thoroughly marketed and that includes letting all of my friends 

know that it will (be on the market very soon...or just hit the market....or 

just had a market ajustment based on price) so here is some information 

on it for you to review or share. BTW, when I do this I often get quite a few 

buyers that are interested so if you know of anyone who may be thinking 

about realizing their equity from their real estate please connect us 
ASAP!”  

Then insert the link to the property that drives them to your site for 
complete information.

If you want to follow up by email after you DM/PM/TEXT them then Email:

“Hi ___________

I promised the seller at <<insert quick link to your site and listing>> that I would get this out to ANYONE that may 
be interested in purchasing before ASAP - please let me know if you know anyone who may be interested!  Since 
the market is good right now even if they are thinking of selling I can help them as soon as you get us connected.  

As always thanks and I will keep you posted on what is going on with this market, I promise! “ 

CONNECTIONS MADE:

1. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES:

2. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES: 

3. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES: 

Challenge #2
PROSPECT TRACKER

COMPLETED

SCRIPTS

COMING SOON



WWW.BROKERSOPENPODCAST.COM

“I get asked a funny question all the time so and I want to be able to give reliable 

answers as quickly as possible........”Hey Matt, how much did the people right down 

the street from me pay for that house because I heard it was ___________!”   Well 

here is the easiest way to not only get a number but receive reliable information!  

Let me know your thoughts

DM/PM/TEXT Script:  

“Hey __________, I just posted something on social media and I need some 

great feedback from someone I can trust, it would be really appreciated and 

quick?......great thanks.  I have a tool that is very helpful in determining the 

cash avialable to the owners of real estate in <<insert market name>> and 

I want to make sure that it’s as accurate as possible.  Can you click on the 

post I just put on (facebook/instagram/linkedin) and PM me back and tell 

me what you think?”  

CONNECTIONS MADE:

1. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES:

2. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES: 

3. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES: 

Challenge #3
PROSPECT TRACKER

COMPLETED

SCRIPTS

AUTOMATED VALUE ESTIMATOR
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Be sure to familiarize your self with the follow up letters.

“Hey ____________I was really digging into the local real 
estate market trends to get my market update out to my clients 
in the _<<their area>>___ and I noticed that your property 
was  <<expired or withdrawn>> back in __________ and 
wanted to let you know there is high demand right now in 
the << name the specific market>> - if you were still wanting 
to receive the equity from your home now might just be the 
perfiect time to maximize your equity retrun, can we scheduel 
a time to talk about what that number might just be?”  

CONNECTIONS MADE:

1. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES:

2. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES: 

3. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES: 

4. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES: 

5. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES: 

Use the call Script example after they recieve the follow up letters.

Challenge #4
PROSPECT TRACKER

COMPLETED

SCRIPT

EXPIREDS
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“Hi _________this is ______ with ________, I know you are busy so I will be quick - I just 

wanted to introduce myself and let you know that you will be receiving some information from 

me via mail and I wanted to put a voice with the name so that you would feel comfortable 

calling if you had any questions....there will also be a link so that you can get my market 

update video that I do for my clients.  As I said I know you are busy if you have any questions 

I am happy to answer them otherwise I promise to follow up soon!”

CONNECTIONS MADE (Once you have found potential Seller):
1. NAME ___________________________PHONE:__________________
EMAIL:  ________________________ NOTES:
2. NAME ___________________________PHONE:__________________
EMAIL:  ________________________ NOTES: 
3. NAME ___________________________PHONE:__________________
EMAIL:  ________________________ NOTES: 
4. NAME ___________________________PHONE:__________________
EMAIL:  ________________________ NOTES: 
5. NAME ___________________________PHONE:__________________
EMAIL:  ________________________ NOTES: 

Use the follow up letters provided to create rapport and connection 
opportunities.   

Challenge #6
PROSPECT TRACKER

COMPLETED

SCRIPT

PROPERTY SEARCH TOOLS

Choose &

Get Trained
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Hi _____<<Call them by name via the tax records or Remine>>__this is 

_____________ and I am a Realtor working with _____ in the ___<<call the 

area by name>>___Market and since your property is for sale I wanted to 

ask a few questions about it do you have just a moment or would you 
rather us set an appointment for me to come by and have a look?

1.  What is the best feature in your opinion?

2.  Why would a buyer purchase this house instead of one of the others on the market?

3.  How much updating is needed?

4.  If I have buyers that are interested how do I set up showings?

5.  How much superficial interest have you had and how many qualified buyers have looked?

6.  How do I get details about it that I can share with my database to generate interest?

Thanks for talking with me I would love to help so let me review this information and can I stop by 

__________ to go over how I may be able to bring you some qualified buyers? 

Follow up by sending the letters provided weekly and call 3 days after the letter goes 

out  in the mail and use this script:

HI__________I just wanted to make sure you received the information that I sent over and see if there was any way 

I could help you get your property sold.......How are showings going!”

CONNECTIONS MADE:

1. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES:

2. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES: 

3. NAME ___________________________PHONE:__________________

Challenge #7
PROSPECT TRACKER

COMPLETED

SCRIPTS

FSBO’S
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TAKE THE TIME TO FIND THE RIGHT SERVICE FOR YOUR FARMING PLAN.  KEEP IN MIND ITS NOT JUST ABOUT PRICE!  LOOK FOR 
PROGRAMS THAT OFFER EXCLUSIVE AREAS, SEE IF THEY ALLOW AVM’S AS PART OF THEIR POSTCARD OR LETTER PLAN, ASK IF 
YOU CAN PREVIEW AND APPROVE THE COPY BEFORE IT IS SENT OUT, ASK FOR PROOF ABOUT THEIR RESPONSE RATES, AND 
CONFIRM THAT WHEN LEADS ARE GENERATED THAT THEY ONLY GO TO YOU!  

PEOPLE CAN GET THE STSTISTICS ALMOST ANYWHERE SO BE SURE TO REMEMBER THAT IT’S NOT JUST ABOUT THE NUMBERS.  
A GREAT FARMING PROGRAM IS GOING TO INCORPORATE HYPER-LOCAL CONTENT THAT IS EXCITING WHICH WILL CREATE 
GENUINE ENGAGMENT WITH THE RECEPIENTS.  MAKE IT PERSONALBE AND THEY WILL ALLOW YOU TO BECOME THEIR LOCAL 
EXPERT.

BELOW ARE A FEW COMPANIES THAT YOU CAN EXPLORE THAT MAY OR MAY NOT WORK FOR YOU.  

DO YOU HOMEWORK, DECIDE, AND GET STARTED NOW!

Challenge #9
PROSPECT TRACKER

GEOGRAPHIC FARMING

WHAT TO SAY WHEN YOU FOLLOW UP

“HI __<<_CALL THEM BY NAME>>____, this is ______with ______, I know you are busy so I just wanted to follow up and see if you 
received the information that I mailed you about the _____<<insert market name>>______market and get any feedback or insight that 
you may have since you live there before I do my Video Market Update that I send out to my clients?”.........”Thanks for you feedback 
and since we connected I would like to send you the update as well I think you will find it helpful what is the best email address that 
I can send this to for you?”   

NEXT AND SUBSEQUENT FOLLOW UP

HI___________, this is Matt with __________and I wanted to ensure that you received the 
market information that I sent you but more importantly how are you?......FORD or FROG.



WWW.BROKERSOPENPODCAST.COM

This script has 2 parts to it.  One is based on making the intital 

connection and the other is based on qualifying wheter or not the 

vendor will send business your way or not once you start working 

with them.  Both of these scripts are avialable on the website.  

“Hi my name is _________with ____________ and I drive by here all the time and I am here to drop off 

something that will help you all with your business and I want to hand it  directly to the manger or owner are 

they in?”

“Hi _____ I am sure you are busy so thanks for taking a minute to meet me, I specialize in this market and I 

wanted to introduce myself because I come by here all the time but first of all……… how is business going? …
(listen for answer)…well that is why I stopped by….when needed I refer to other businesses and I would like to 
expose my customers to you if you are willing to do the same for me…would you be interested in growing your 
bottom line by doing that?......(answer sincerely)....well today I brought a sample of some market information 

and I would like to stop in on a regular basis and update you on real estate and at that point we could discuss 

how the referrals that we have sending each other are progressing…..are __(insert an option but not too 
restrictive ((such as 3rd week of the month))__in the afternoon a good time to stop by?  Great, I will put you on 

my calendar for ___(confirm scheduling)__.  Tell me… do your or anyone you know need information like this 

to help make a real estate decisions in the near future?”

CONNECTIONS MADE:

1. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES:

2. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES: 

3. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES: 

4. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES: 

5. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES: 

Challenge #11
PROSPECT TRACKER

COMPLETED

SCRIPT

MAYOR OF SHOP TOWN
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At the end of every conversation its important that 
you committ yourself to the relationship. It’s also 
important to ensure that you have a meaningful 
reason to follow up everytime going forward.  That 
meaningful reason can and sould always include 
the fact that you promised them you would stay in 
tough.  Keeping your word is important to them but 
it’s even more critical to you when it comes to your 
business.  “ _________ it was great connecting 
today with you and I look forward to talking again 
soon, I promise I will stay in touch!”  If you do this 
you will never need to have another reason again to 
call.  Keeping your word is always enough reason to 
call.

CONNECTIONS MADE:

1. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES:

2. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES: 

3. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES: 

4. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES: 

5. NAME ___________________________PHONE:__________________

EMAIL:  ________________________ NOTES: 

Challenge #12
PROSPECT TRACKER

COMPLETED

SCRIPT

PICK YOUR FAVORITE
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GET CONNECTED

You do not need to be an expert on these topics to reach 
out to the participants and ask them “how’s it going”.

You have taken the initiative that 
not many managers have taken.  
You got out of your comfort 
zone and reached out to some 
potential team members and 
offered them a chance to LEVEL 
UP their business.  Now it’s time 
to follow through.

The Information in the rest of 
this playbook is designed to help 
YOU have great conversations 
with those potential new hires. 

The key here is to not overthink it.  
This is about building a pipeline 
of productive agents for your 
brokerage not to hire people in 
the middle of a challenge.  

This is your chance to prove to 
them that you are differnt than 
other brokers.  You are going to 
do that by being supportinve in 
helping them grow their business 
thorugh collaboration.  Get 
them connected with your team 

members who are participating.  
Get them connected with the 
Broker’s Open Podcast Episodes 
that you like the best.  Get them 
connected with other agents 
from around the country who are 
participating in this challenge.  

Please let us know if you have 
any qeustions.  We can set up an 
appointment with you to review 
any of this tah you may need to 
review in order to feel ready to 
discuss this with your potential 
new agents!

Your perspective will benefit 
these agents becasue of the 
challegne you have risen to 
accept, we are proud of you again 
from all of us at Broker’s Open 
Podcast CONGRATULATIONS! 
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Confirm that they know what 
FORD and FROG mean!  

Working with Data does not have 
to be scary.....it’s necessary! 

They do not have to be market 
experts to share expertise! 

Understand where they can find 
old expireds! 

Help them understand they can 
compete with Zillow! 

Know Clear Compliance 8.0 but 
use the new listing!  

HOW TO CONNECT
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Help their Open Houses stand 
out from the crowd.

Geofarming must me automated 
to ensure consistency!

Don’t let them be SHY because 
this is sales!!  

Being influential means knowing 
influencers.

Learn about them by underderstanding 
their choice on this one!  

Help them to not be scared to 
call FSBO’s! 

HOW TO CONNECT
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