
Best 
Sources of 
Business
by Michael Sheargold, CEO of Real Estate Results



Open 
Homes

Open homes are the biggest public 
showing of how good you are. 
Remember – at least 2/10 buyers are 
also pipeline sellers. 

You can ask anyone at your opens: 
“Where are you at in the buying and 
selling process?” 
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Buyer 
Enquiries

Buyers don’t always buy the property they enquire on. Have powerful conversations, 
deliver brilliant service from the beginning and see your buyers turn into brilliant 

sources of business. Also remember, if 2/10 buyers are also sellers and you deal with 
them exceptionally well at the buying stage, it puts you in a good position when the 
time comes for someone to sell a property. 
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Existing 
Clients

Nurture. Nurture. Nurture. This is so important and here are some strategies for 
client nurturing:

• Set a performance standard of 5 non-urgent client calls per day.
• You should be making 3 or 4 calls per year after the transition phase with an existing 

client.
• Reconnect Dialogue: “I was driving past your place the other day, and thought of you. 

It’s been ages since we spoken, how’re you enjoying the property? How are the kids? 
Did you do the renovation you had planned?” OR “By the way, if you have any friends 
or family members, or work colleagues who are needing any advise on property, I 
would be delighted to help. Please pass on my details.”
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10x10x20

This is when (during a campaign of 
a property which you are selling) 

you can contact with people in the 
local street/area for a valid reason and 
uncover some new business. There 
are three logical times to do this so it 
makes sense: 

• Before the signboard goes up
• During the Campaign
• Once it Sold

The key here is offering information 
that is notable and adding value to 
them. Not just giving them facts but 
actually starting a conversation. 
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Your PMA: 
Primary Marketing Area

Y ou need to have superior market knowledge in your PMA or farm area. Live, breath and 
love your PMA. Know local statistics, historical knowledge, facts and figures about your 

PMA. These are called “Did you know’s”. Also know your “Hot Streets” in your PMA – these 
are the streets that have a slightly higher than average turnover. You should know these 
streets very well! 

Other types of Primary Market Area: 

• Type of Property – specialised property only; apartments, waterfronts, type of client, 
developments, over a certain value etc.  

• Type of Client – specialised in terms of developers, specialized in terms of culture or 
language that requires additional attention. 

Sometimes from a primary marketing area, an agent can try one thing and then say: “Oh 
well that didn’t work.” In actual fact, it’s many things that make it work, not just one thing. It’s 
having the coffee catch ups. It’s being seen around the community, walking the streets.

Just a note on your PMA plan – “Frequency Builds Trust!” 



Endorsement
COI=Circle of Influence. 
The ultimate question when looking at your circle of influence is: 
“Who is likely to know about someone thinking of selling before an agent does?”

You want these people around you to 
endorse you as an agent. Your Circle of 
Influence can create “Stealth Listings” for 
you. You might already have relationships 
with these people in the community. All you 
need to do is to upgrade them into your COI 
network. In a network, it’s a two way thing; 
you helping them and them helping you. 

The main reason some agents don’t 
network is because they don’t want to be 
perceived as a “slime-bag networker.” The 
reality is - people are interested in property. 
You need to really get yourself out there. If 
you have the knowledge to help people buy 
and sell property in your marketplace, you 
have an obligation to buy and sell property 
in your marketplace. 

Think about  
teachers,  
accountants,  
solicitors,  
tradies,  
painters,  
gardeners,  
hairdressers,  
florists,  
interior decorators etc. 
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Reverse 
Marketing
This can be the strategy that allows 

you to get pipeline A’s or Pipeline 
B’s rapidly. An industry that is superb 
at reverse marketing is Recruitment 
- they can effectively create an 
opportunity where opportunity doesn’t 
exist. In real estate, most agents are 
concerned about finding the stock 
versus flipping it over and finding the 
hot buyers who are cashed in and 
ready to go and finding them property. 
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Expired Listings
There are certain agents who are good at expiring property. Follow these particular 

agents. If someone is selling their property, the assumption is they’re interested in 
buying. I suggest for you to build a buyer relationship with a seller. 

“Congratulations on your decision to sell, typically those looking to sell are looking to buy. I’d love 
to help you with your buying needs.”

Based on the length of agent’s agreement, the goal is to know when their agent’s agreement 
is expiring. 

“Hey look, just wondering, how is the sale of your property going? Because we had some 
really cool results over the last little while selling properties similar to yours.”

“There’s only 1 of 3 or 4 reasons why your property hasn’t sold. How about I drop in and 
have a chat?“ DO NOT SAY “let’s meet and discuss this” or “let’s have a meeting.” 

The reasons are: 

 

The goal is to be face to face with them – you want to go through these reasons in a 
healthy face to face discussion. 

PRICE PRESENTATION
PROMOTION/
MARKETING

AGENT 
(LAZY AGENT) 



The goal is to add one multiple seller 
per quarter. This works up to 20 

multiple sellers in 5 years and leaves 
you with 20 listings at the start of the 
6th year. These are someone who 
buys a property then they renovate the 
property then sell it. It could also be 
someone who bought a property then 
split it up, rent one and sell the other. 
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Investors
You must add value to them. How? 

By giving good information on 
what’s happening in the marketplace. 
You also direct them to any bargain 
property floating around and help them 
buy it. When circumstances changed 
for an investor, they want to move fast.

Multiple
Sellers
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Family and 
Friends
Your family and friends want to see 

you succeed. You could do a monthly 
update and/or facebook update as to 
what’s happening for you and what’s 
happening in the marketplace, so 
people could connect to that.
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Business and 
Community
Group

This could be a social charity group, 
church group, a club, a sporting 

group, or anything that you’re interested 
in. Important to note that you must be 
interested on the group you’re in. By 
doing this you increase and expand 
your network and meet people who, 
some, are potential clients.
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Social Media

flighkmwxy

The Facebook Profile – if your Mother is OK reading it, then it’s OK to have it on your profile. 
There are three search engines that people search your name on: 

The rule on Social Media is: Value, Value, Value, Sell. 

If you only post about Sell, Sell, Sell, chances are they will remove you. If you do Value, Value, 
Value, Sell, then they would see it differently. As a suggestion, if you need to put a property 
on Facebook, put it on as a question. Put a backyard photo and ask: “Can you imagine the 
entertaining you can do in this backyard?”

Smartphones nowadays have built-in HD capabilities that can record videos like client 
testimonials you can post on youtube or a website. There’s not a lot of technical needs to create 
good videos worthy to be posted on the internet at present. Take advantage of this and have fun. 

1
Google

2
YouTube

3
Facebook

4
LinkedIn

5
Twitter



Sale by Owner
There are two reasons a person chooses to sell their own property:

Suggested Dialogue: “Congratulations on your decision to sell. I’d love to pop over and 
have a look at your property and see if there’s any opportunities for me to refer buyers 
to you. Would that be OK?”

Here you can establish rapport, communicate with them and build a relationship with 
the seller. After the first weeks of opens: “We have a property similar to yours go to 
market and we have these many groups through our open. How many did you have? … 
Hmm, that’s interesting. Well, Good luck.”

Now, do this again after another week. And add the question: “Could you help me 
understand, is the reason you’re selling privately is that you want to save the fee? or 
have not yet met a great agent?”

They can say one of the two reasons, or both. This is where you can ask “Well why don’t 
I pop over and see if I could help? By the way, how long do you plan on attempting to 
sell this property yourself?”
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1
They think they  
can save money

2
They haven’t met a  

great agent…yet
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Past  
Contacts

Most of us have had a life before real 
estate! You want to transition your 

previous life contacts from knowing 
you - in your old life/career - into your 
new agent image and becoming part of 
your real estate family. You can send 
out a letter, then pick up the phone 
and place a call. Some dialogue you 
can use: “Would it be OK with you if I 
gave you some updated information 
on property from time to time?” Most 
people will say yes. 

You now have an impressive 
platform in generating business 

into your pipeline! You just have to put 
these into action. 

What an Opportunity!
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