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You only have so much time to become financially independent in real 
estate brokerage and later in real estate investment.  So, why then, 
when you work for free until closing, do you take bad business?  Some 
say there is no bad business.  I’m going out on a limb to say they 
weren’t great real estate agents.   
 
How about working on short sale listings where the seller is morally 
and financially bankrupt?  Or short sales where there are additional 
liens past a first that won't get paid?  How about taking a company 

relocation with a 35% referral fee when you are on a 50% split?  Still 
looking for more “great” business?  How about an overpriced listing 
owned by an under-motivated seller?  How about counseling a buyer 
without a pre-approval letter?  
 

Are you excited to get to work?  Each of these examples are 
representative of how too many struggling real estate agents are 

working today.  Some might be regularly productive agents who took the 
above bad business out of desperation. 
 

Take control back today!  Cut out the “stupid” business and replace it 
with seller lead generation.  C’mon -- do it today.  Fire the unmotivated 
sellers with high prices.  Stop working with buyers who will not sign a 
contract and do not have pre-approval letters from lenders you do not 

trust.  Stop spending so much time talking to other agents.  Stop doing 
things to “look busy.”  Get a seller, and get him or her today.  Ask 
questions, determine the motivation to sell.  Price the property fairly and 

list it.  
 
Go to places where sellers are more prevalent and nicer.  Try the old 
standby systemswith new twists.  Try new demographics with new 
value.  Get that group, deliver value, and ask for the order today.  Do your 
favorite lead generation activities EVERY DAY for at least two hours a 

day.  
 
Where will two hours come from?  You’ll be surprised how much free 
time you have after you let go of that bad business! 

 

• 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.  
 
 

OUR COACHING PROGRAM 

The very best athletes, entertainers, and business leaders all have 
someone in their corner whom they can go to for advice, leadership, and 
teaching. Unfortunately, the average person has no coach and too often 
allows himself to be influenced by those who have never achieved high 
levels of success. 
 
With nearly thirty years of real estate experience including record levels of
high real estate production and creative business systems, Walter 
Sanford offers personal coaching to a select group of clients each year. 
Why not make 2011 the year you start enjoying your career, your family, 
and your life? Call Sanford Systems at 1.800.792.5837 for more 
information about our one-on-one coaching program. Learn from the 
best, be the best.

 

 

SIGN UP!  

 
 

 
WALTER'S  
BLOG  
 
 
 

 
Click here to sign up for your FREE dose 

of Walter Sanford!  Complete the quick 
sign up to receive a direct link to new 
thoughts directly from Walter’s blog. 
 

 

PRODUCT OF THE MONTH  

 
To get the items you want to complete by 
the end of the year, you need my proven 

systems.  Do you have our newest 
systems?  I know -- you have vacations to 

pay for!   
 
For the month of August only, take a look 
at our products. Choose your favorites 
then call Cyndi at 800.792.5837.  She will 
take your order then give you 35% off the 
total .   

 

 

BE AN INTERNET STAR  

We hear many times how our seminars 
or systems have changed career paths, 
and we’d like to share your positive 

experience with others.   
 
Please email a video testimonial to: 
cyndi@waltersanford.com.  
 

 If the file is really big, feel free to use 
www.sendthisfile.com to send the file to 
Cyndi, and they’ll email a download 

notification link.   

When we post your video to our website, 
we’d like to thank you for your time by 
sending you a copy of “Beating the 
Competition Every Time” so be sure to 
include your name and full contact 
information! 

 

    

    ASK WALLY 

 
Q: I need letters to go out to selected properties. I was going to send a letter then make a phone call. I don’t 
see a letter for something like this in your book. Am I missing it somewhere? 

Should I go with a postcard only? I think there are about 20 houses we identified that he wants me to send, 
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too. 

Tim 

A: Hey, Tim! How about this letter? 

Date 
Name 
Address 
City, ST ZIP 

Name: 

I have a pre-approved buyer who has chosen your neighborhood as the area to move his family. I do not work with a new 
buyer unless they answer 35 questions in a counseling appointment, get pre-approval in writing from a major lender, meet 
with me and all decision makers at my office, then sign an exclusive agreement for me to represent them. I am one of the 
top agents in the area because I work with realistic and ready buyers in the (city) area. 

My client likes your neighborhood because of (name five attributes of the neighborhood). 

I know what my clients can pay for a home and how much of a down payment they can make. If you were to email, text, or 
call me, we could discover if there is a match in your home. Obviously, you would have to be thinking about selling in the 
next 12 months for this to work for your home, but maybe you know of another home in your neighborhood. I can bring you 
market value on your home or simply bring you a nice gift for the address of another neighborhood home. 

Our meeting will be fast. You can ask questions about values on homes similar to you, and I’ll provide the comparable 
sales. We might even start a phone relationship that you can use to gain an upper hand in the real estate market in the 
years to come. 

Whatever you need, I won’t waste your time unless this buyer is a fit. Please call so we can talk about possible inventory in 
your neighborhood. Thank you for your time. 

Sincerely,  
Agent name 
Company Name 

 
 

  ARTICLE OF THE MONTH:  Knowing When It's the Right Buyer 

 

 
Sometimes, you have the right buyer who wants to buy from a seller that you think should have the motivation to sell.  This 
process can be frustrating.  Add in the fact that you have both ends of the transaction and your buyer doesn’t believe that 
you can’t get the job done.  Also, you know that your seller must sell, but all is for naught…because the sellers just will not 

get together to move forward.   

Often the only thing you can do is send a final letter to the sellers, outlining from what they might be walking away.  The 
letter might get to some partners who haven’t heard the whole story.  The letter might make them realize what costs are 
and also give them a glimpse of the future.  It also shows your buyer that you are doing everything possible to make the 
deal happen!  At this point, what do you have to lose?  

Take a look at a letter that I did for a coaching client this week: 

Date 

Name 
Address (send to all addresses you have for the sellers) 

City, ST  ZIP 

Name: 

I am writing to you, because our discussions have not made sense to me.  Through the years, I have too often heard the 
statement -- “I wish that I had taken that offer you brought me last year.”  Sometimes, it was because the seller did not 
understand the advantages on jumping on an opportunity from the rare “right” buyer. 

I have included a copy of the offer to each of the addresses that I have in my file.  I cannot disclose the name of the buyer 
until it is accepted.  I have this buyer pre-approved for financing and I have confirmed their down payment.   

Based on the ownership of your property, the taxes, insurance, utilities, and maintenance would be about $_____ per 

month, should you keep the real estate.   

Based on the sales price less what you owe and less closing costs should you accept this offer, your equity is 

approximately$__________.  Should you invest the equity at a current safe return of 4% that would return $_______ per 
month.  When you add your monthly costs and the monthly loss of opportunity income from your equity, you are losing 
$________ per month. 

I realize that your decision not to sell may have nothing to do with money; however, if that is an issue, we are also coming 

upon some changing times.  Higher interest rates will reduce future buyers and reduce final sales prices.  It will, however, 
increase your safe return income on your equity should you sell.  Selling would also end your management 
responsibilities.   

I have now said it all.  You are the boss, but you can't say you were not informed.  This offer is good for 15 more days.  After 
those fifteen days, we will be making offers on other properties. 

Sometimes, there is one best buyer, and this one may be the one.  Please let me know your final decision at your earliest 
convenience. 

Sincerely,  



 

Name 
Company Name 

 

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.  
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