Steal this referral Idea Real Estate Agents use.

In Dan Kennedy’s book ‘No BS Sales Success,’ he discusses the sales approach of a real
estate agent named Peggy B.

In Peggy B’s real estate business, 70% of her listings come from referrals, while 30% are
generated through advertising.

When potential clients express interest in listing with Peggy, they are directed to one of her
three assistants.

These assistants evaluate the clients to determine if they meet Peggy’s listing requirements.
The assistants refer them to other real estate agents if they don'’t.

Peggy’s Sales Strategy.

If the clients meet Peggy’s criteria, a DVD showcasing Peggy’s successes is sent to them on
the same day.

An appointment is then scheduled, with the assistant arriving first, followed by Peggy 20
minutes later.

During the assistant’s visit, they review relevant data such as comparable sales in the area,
average sales duration, and price expectations.

Before Peggy arrives, she contacts the client to let them know she is on her way. Once
Peggy comes, the assistant provides an overview of the property, and while they converse,
Peggy asks if it’s alright for the assistant to take a few photos of the house.

This comment to a potential client serves as a trial close, gauging the client’s interest in
listing the property.

Peggy then utilises her flip book to explain the ten-step process they will undertake together
to secure the best price for the house.

An agreement is prepared in advance by the assistant using the information gathered during
the initial phone conversation.

Remarkably, Peggy immediately secured listings for 92% of the homes where she presented
this listing approach without any delays.



Success Leaves Clues.

I highly recommend you purchase the book to gain hundreds of ideas for enhancing your
sales presentations.

Obtaining referrals is emphasised as a crucial aspect, and the book provides a system for
priming clients before presenting your offering.

I work with real estate agents to adopt this process with careful planning and a thorough
understanding of the significance of referrals and well-structured presentations.

As for your question on what to do when first meeting a client, it would depend on your
specific industry and circumstances.

However, here are some general ideas:

1.

Establish rapport: Build a connection and establish a positive rapport with the client.
Show genuine interest in their needs, concerns, and goals.

. Active listening: Pay close attention to the client’s preferences, requirements, and pain

points. An active listener will help you tailor your approach and provide relevant
solutions.

Ask probing questions: Ask open-ended questions to gather more information and
better understand the client’s situation. This will enable you to provide more targeted
recommendations.

Demonstrate expertise: Showcase your knowledge and expertise in your field. This can
be done by sharing relevant success stories, case studies, or testimonials from
satisfied clients.

Present a value proposition: Clearly articulate your unique value and how it addresses
the client’s specific needs and challenges. Highlight the benefits they can expect by
working with you.

Address objections: Be prepared to handle any complaints or concerns the client may
have. Anticipate common objections and have well-thought-out responses that address
their doubts effectively.

Proposal or next steps: Based on the client’s requirements and your discussion,
present a proposal or outline the next steps in the process. This could include
scheduling a follow-up meeting, providing more detailed information, or initiating the
necessary paperwork.

Remember, every client interaction is unique, and it’s essential to tailor your approach



based on their individual needs and circumstances. Adapt your strategy as needed and
always strive to provide exceptional service and value.

Mike (referrals) Brunel.
Good selling.
PLUS: WHENEVER YOU'RE READY...

1. Here are 4 ways I can help you make more sales in your business - whether your
business is big or small.1. Want to become a Sales Mindset Blueprint
Member? You get access to an exclusive coaching session with me and full access to
my sales programme every month. Get the deets here.

2. Try the new ‘7 Days to Sales Success’ framework. Make more sales in 7 days—the
framework of everything you need to start making more sales in your business. The
Sales Success Framework is based on a simple 7-day challenge. Click here to find
out how you can grow your business by making more sales.

3. Join our private Facebook group - The Sales Mindset Inner Circle. Get all the
latest up-to-date sales ideas. Every week we do Facebook Live updates on all things
sales. Tips, ideas, free coaching, and much more. Join me by clicking here

4. Could you work with me one-on-one? If you're a small or large business owner or
in professional services, you might have a few strategies, tactics and tools away from
doubling your lead flow, revenue and impact. Please jump on a FREE 15-minute
brainstorm call with me by clicking here.



https://www.thesalesmindsetblueprint.com/salesslueprintprogramme-optin-5708
https://storage.googleapis.com/msgsndr/vXGwSDKXJbev0lK9gozw/media/61b050b9b7ca77cc0f9f5c58.pdf
https://storage.googleapis.com/msgsndr/vXGwSDKXJbev0lK9gozw/media/61b050b9b7ca77cc0f9f5c58.pdf
https://www.facebook.com/groups/TheMindsetInnerCircle/
https://www.thesalesmindsetblueprint.com/booking-page

