Filling a REALTOR® Seminar in a Tougher Market
Real estate seminars can be used to gain notoriety for a local affiliate or even a real estate company.  Through the years, the seminars have been extremely successful for both, but a constant challenge remains – filing the room.  

We consistently hear the horror stories of some speakers who use the platform to sell their products all day or to deliver message that might not have been worth the time invested by the real estate agent.  However, when the speaker is great and the speaker is on target, a real estate seminar can be just the ticket to inspire, motivate, recruit, give you instant name recognition, and cement alliances.  So, the question remains – how do we fill the room?
Here are the items that I always suggest to our clients on how to fill the room:

1.
Make certain you have a passion for changing the lives of the real estate agents who will attend.  Make certain that the speaker can customize the talk to the geographical area and the current business conditions.  Be sure that the talk is exciting enough to inspire top producers and add value to their business plans.  The speaker’s ideas need to be easy to implement so the newer and middle-of-the-road agents will walk away with career-changing tools, also.
2.
Decide on a date that will not be competing against any other events.  Golf tournaments, board events, and major franchise conventions are all potential items that can drain the “REALTOR® pool.”  Make certain there are no sales meetings or property tours.  Usually a half day seminar seems to be the best attended, because hard working agents in a tough market find it difficult to block out an entire day.  We have found that mornings usually work best for seminars with a schedule of 9am to 1pm.
3.
Get a great room!  The average real estate seminar is somewhere around 250 real estate agents.  I have done numerous seminars where there are 1,000, but I’ve also had a few “clunkers” where only 35 show up!  If you follow the items on this checklist, you can expect an attendance of 200 to 300 in average-sized cities.  Be sure the room is big enough to accommodate your anticipated attendance, but also make certain that the facility is flexible enough to remove chairs, if needed.  We don’t want a lot of empty chairs at the last minute.  Even if the total seminar only has 100 people attendance, making the room set for 100 will give the room a full look and help to create an excited energy!  Make sure there is enough parking and make sure the venue makes you look good.  You don’t want a venue that is dark, smelly, or depressing!  Please consider the fact that you are going to be attracting REALTORS® from around the area (especially when you choose a well-known, national speaker) so choose a venue that is centrally located.
4.
Book a great speaker!  There are a lot of great speakers who have been speaking for years.  Try to book a speaker who has massive experience in buying and selling “in the trenches.”  Agents respect a practitioner more than someone who is simply filled with theory.  Book someone with real-life systems, strategies, and ideas that will help them in buyer and seller lead generation, buyer and seller conversion, marketing, closing systems, and personal wealth building.  Once again, a speaker who is world class in each of those items is who you need to lead your seminar.
5.
Make sure to feed the top agent’s egos by sending them a hand-signed letter.  We have some great examples of these letters.  When a top agent receives a personalized letter extolling the virtues of being an agent of their status and inviting them personally, you’ll find that it will go a long way in exciting them about attending.  Be sure to mention that their assistants are welcomed to attend since they will be integral in the implementation of the new ideas learned in the seminar.
6.
Try to get the local MLS board involved.  You can mention their name on the tickets, flyers, and all other promotional items.  A board is very excited about providing value to its membership, especially about the time when dues are due!  The board has access to the E-mail lists to every real estate agent in the area, and they can E-mail information about the seminar with links to your website.  This support and backing is extremely helpful, and of course, the board would be doing a great service to its membership with an E-mail blast every three to five days.  Furthermore, board involvement adds credence and class to any event.

7.
Develop great marketing materials.  We have many examples of great flyer samples on our website at www.waltersanford.com. Make sure that the time, date, venue name, venue address and phone number, directions, contact information, and salient bullet points are all included.  Create a seminar based upon items that are immediately necessary for agents to thrive in the immediate market is something that can be accomplished in a phone conference between you and your speaker.  You might also want to mention on the flyers that a continental breakfast and/or coffee will be served.  These flyers can be developed from the E-mails and your web page as both of them have virtually identical information.  

8.
On all E-mails to potential attendees, please be sure to include a link to your sign-up page.  The sign-up page can be a page on your website extolling the benefits of attending the seminar including some of the topic highlights, allowing the agents to sign-up by simply clicking a button.  This is an easy job completed by your webmaster, and it will allow you to easily get a list of attendees to follow up with before the seminar.

9.
Start looking for strategic sponsors who might also gain credibility and recognition by servicing a room of real estate agents.  We have already mentioned the board, but you could also include real estate brokers from major market share offices, lenders, title companies, termite companies, car leasing companies, cellular phone companies, technology companies, home warranty companies, appraisal companies, and others.  Each of these might be interested in donating funds toward the cost.  More important, you can add to your sales force in promotion of the seminar to obtain an agent’s commitment to this career-changing seminar, giving you a “back-up army” in filling the room.
10.
You might want to decide if this will be a “pay” or “no pay” event.  For an affiliate seeking the agent’s business, it has been difficult to get a real estate agent to pay for their attendance.  The agents might look at the affiliate as if they are crazy, because the affiliate is trying to solicit their business…yet the agent has to pay to attend the affiliate’s seminar.  It is a tough sell so if you are an affiliate, your pay day will come when some of the attendees start using your services which the speaker promotes during the seminar.  Third-party endorsements are highly effective!
Many events have no ticket price or an extremely small ticket price.  The only problem with this format is that many agents have become weary of these seminars thinking they are an all-day sales platform for the speaker.  Make sure the speaker has a guarantee that very little time (less than ten minutes during the entire day) is used in promoting any of the speaker’s materials.  This guarantee could be put on flyers and tickets so the attendees will know that their time will be well-spent, having a head full of ideas rather than sales pitches.
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11.

For the people who commit to attending, either personally give them or E-mail/mail them a ticket.  To the left is a sample of a ticket that was used for one of our seminars:

We’ve had great success in putting these tickets on stickers so they can be put in daily planners or calendars.
12. 
Contact the local press, and ask if they would like to be involved as a sponsor.  Also, ask if they’ll do a press release on the upcoming event.  Have them to show up on the day of the event, and explain how it would benefit them in writing a great article.  They would also be able to get the opinion of some of the area’s top agents regarding the market conditions.  This inclusion works especially well if your speaker has national recognition.  Local real estate bloggers or real estate newsletter writers should be notified, too!
13.
As an affiliate sponsor, call each of the managers of the largest real estate offices to see if you could make a quick presentation during their office meetings.  Prepare a very brief overview of what will be accomplished in the seminar.  Having a phone conference with your speaker before your presentation will arm you with the important points to include.  You can also present your perspective and tips on working in your market.  Please tell the managers to help you by gathering all of their people for the office meeting.  Also, mention to the manager that your seminar would be a great replacement for their regular office meeting during that week.

14.
Make sure there are links listed or hyperlinks included on all promotional materials taking everyone to your one-page site detailing the seminar and giving them a place to sign-up, too.

15.
For years, we have had conference calls with our sponsors so the promotional staff or sales people can ask questions and learn more about the seminar.  The excitement of the sales staff promoting the seminar is paramount to getting great attendance.  Make sure the speaker you choose is happy to bolster the troops who are putting people in seats!
16.
Another thing that we’ve done for years is get a list of the top five real estate managers, owners, and brokers in the area from the sponsor.  I personally call these people inviting them, prior to the seminar.  This gives the owners, brokers, and managers a little ego boost in letting them know that they are important to the sponsor but also to me.  Their people will get a real boost from the experience, too.
17.
Handouts are helpful in giving the attendees a format to write down pearls of wisdom.  Notes taken at my seminars have been kept for years, and we certainly want your name attached with the seminar notes.  Most speakers will prepare a handout to which you could prepare a cover for so your name and contact information is remembered as the sponsor and fulcrum for their career-changing seminar.

18.
As you collect all the names of those who promised to attend, it’s next time to confirm their attendance.  A phone call saying, “Jack, I just wanted to confirm that you will be at our seminar at 8:30am for a 9am start time.  We have ordered a delicious continental breakfast to help you start a great day.  If you will not be able to attend, please let me know so your seat can be released for someone else.”  This, of course, will add value and will also create a little scarcity.  Real estate agents are funny in that many do not make the decision to do anything until the day prior to any event.  Make sure you are calling them the day prior to get their commitment and/or re-commitment.
19.
The day of the seminar is really the easiest part.  You are there to meet and greet.  You have a speaker there to change the direction of real estate careers.  There will some great food and laughing.  Copious notes will be taken.  The speaker should be giving the sponsors third-party endorsements throughout the event.  The speaker should donate some products in the sponsor’s name to be given away at the end.  
My close is the hardest close of the day – “How many believe that XYZ Mortgage today put on a seminar featuring ideas that you will be able to implement in the next month?  If that is the case, how many believe that it would be fair to give a loan to XYZ Mortgage in the next thirty days in exchange for the time and money commitment they’ve made to make today happen for you?  XYZ would like to give you some of my products today!  Simply put ‘XYZ’ on the back of your business card.  That lets the folks at XYZ know that you expect to include them as your lender in the immediate future.  While we are turning these cards in for a product raffle, are there any questions that I can answer for you regarding today’s talk?”  

As you can see, the sponsor can receive 70 to 90% of the room to commit a loan, but the same thing can be applicable to large franchises recruiting. The large amount of systems presented during the seminar adds to any real estate organization leaving numerous ideas to increase market share.
Decide to do a seminar.  Fill the room.  Change lives.  Follow-up and the competition won’t know what hit them!

Walter Sanford was one of the top real estate agents in North America for nearly thirty years, and now, he is one of the most requested speakers, trainers, and coaches.  He has authored twelve systems and books on checklists, pro-active lead generation, affiliate lead generation, plus others mentioned in this article.  You can hire Walter or buy his products by visiting his website for more details at www.waltersanford.com, by calling 815-929-9258, or emailing Walter at walter@waltersanford.com.
