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Fragmented ideas bring about fragmented results.  Did you know that 
some of the most successful agents have systems based on obtaining 
more seller leads?  Over the past thirty years, I have learned that the 
most successful agents who do the most business in the least amount of 
personal time have systems that produce seller leads. 

These agents do not do anything else until they are consistently going on 
2-5 listing presentations a week.  They shun the funny stuff like staging 
until they are making consistent presentations.  They try to make their 
presentations shorter, more customer-centric featuring services that merit 
fees and a higher commission. 

They work to refer buyers who do not participate in the systems that were 
put in place for their benefit.  They get an affordable team in place, then 
they start investing at the bottom of a real estate market. 

Why do these agents get off track?  Sometimes, they’re just not getting 
the training and direction they need.  Most local boards and associations 
push continuing education so the room is easier to fill.  However, did you 
know the government thinks continuing education should only be about 
how to educate the consumer and benefit the consumer?  Don’t get me 
wrong -- there is nothing wrong with that!  But who teaches real estate 
agents the business systems and salesmanship? 

There are hundreds of trainers who have a vested interest in some small 
aspect of real estate, and they blow up the course to teach you how to 
make it a huge part of the agent's business.  If it is not a major profit 
center, what do the agents bring home? 

It is time to discover the top agents’ foundation of success.  We have 
made a special package for you.  The following systems are our best 
sellers.  They are easy-to-follow and only talk about the most profitable 
activities that an agent must implement now. 

Those who have hired me for seminars recently know that I do not push 
product, but this is an important time in an agent’s career.  If the systems 
in these books are followed, you won’t even notice the cement-head 
sellers and under-motivated buyers…because I didn’t when I followed the 
systems!

LETTERS 401: THE ADVANCED COURSE (BOOK AND DATA CD)
The finest lead generation letters and emails in North America.  All tested 
for profitability!  This is the foundation of your direct mail, email, and 
database solicitation department.

EXPERT LEAD GENERATION TOOL KIT (BOOK AND DATA CD)
Detailed and complete prospecting systems that brought thousands of 
clients to Walter Sanford’s door.  Just copy the systems!  Great manual 
for an assistant!

BEATING THE COMPETITION EVERY TIME (BOOK, DVDs, AUDIO 
CD, AND DATA CD)
A multi-media approach to finding, interviewing, sending pre-listing 
confirmations and working through objections to close the listing.  
Includes four different listing presentations and follow-up, a book of forms, 

 

SIGN UP! 

WALTER'S 
BLOG 

Click here to sign up for your FREE daily 
dose of Walter Sanford!  Complete the 
quick sign up to receive a direct link to 
each day’s new thoughts directly from 
Walter’s blog.

ASK WALLY 

Q. Just read what you 
wrote about the bottom of 
the market: "It is when you 
can put 10% down on a 
piece of property, with a 
40% expense factor, that 
you can then break even 
with a fully amortized 

loan."   

Would you please explain what the 
“expense factor” includes?  And it's 40% 
of what?   Could you also define what you 
mean by “break even” with fully amortized 
loan, i.e., what are the specific items that 
are included?  Is the end result that the 
rent then pays PITI, any utilities or other 
things included in the rent and a monthly 
amount that is reserved for maintenance 
and repairs?  Thank you, I really 
appreciate it.   

E.V.E. Joy, Tierra Verde Realty
Palmetto, FL

A.  Forty percent of your rent is a high 
figure to express how much of your rent 
would be eaten up in expenses on a free 
and clear property.  It would include taxes, 
insurance, repair and replacement factor, 
vacancy factor, maintenance factor, 
attorney fees, utilities, management, and 
other fees. 

The goal on the property is to disregard 
appreciation as a bonus and make sure 
that the rent will cover your 40% expense 
factor, the principal, and interest payment. 
 In this matter, you would then have the 
tenant paying off your mortgage. 

    



letters and scripts. All on CD for easy manipulation.  Plus you’ll hear 
Walter speaking live about how to make the “Perfect Pre-Listing, Pre-
Confirmation Package!”  Winning the signature against competition is 
what great agents do!

BUYER NET PROFIT (BOOK AND DATA CD)
Every form and letter to attract, present, manage, monitor and serve the 
buyer.  The complete presentation to determine the motivation of a buyer, 
put them under contract with their blessings, double-ending more and 
while actually providing amazing service to the buyer.

Place an order on these four books and we’ll give combination 
pricing, too!  Get all four for $625 plus shipping.  That is a $1039 
savings off our regular price for our systems. 

• Download this printer-friendly version of our newsletter in PDF 
format

• View Archived Newsletters by clicking here.

• Are you thinking about hiring Walter for your next event?  Click here. 

If you are receiving this issue as a forward and would like to get your own 
free subscription, click here to sign up.

As you increase the rent, you can 
accelerate the principal payments.  This is 
the method that many close to me have 
used in becoming wealthy.

Thanks for asking.


