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So, what is the first major project of the new year?  My clients have a
list.  Do you?

The first step in getting something done is deciding what you want to
accomplish (like more sellers), deciding how you are going to improve
in that area, and then detailing the steps to get that done with the dates
of those steps.  This process virtually guarantees that your new system
will be implemented. 

For 35 years, I have sought new systems each year which can easily
add 20% to an agent’s net.  Here are some of the things that my clients
want to accomplish this year:

1. Making their website more seller-centric by adding value for
seller demographics, adding forms for them to get the value,
and creating a direct mail program to get them to go to the
website in addition to other calls to action. 

2. Choosing a new seller demographic, adding value to it, and
deciding on the approaches, frequency, and follow up. 

3. Getting some help, usually a local assistant with about half
admin and half lead generation responsibilities.

4. Implementing time-blocking systems to get price reductions or
value enhancements on listing inventory.

5. Spending less time on social media and devoting that time to
lead generation.

6. Creating a time-block for database entry and deciding a
contact pattern that contains all forms of contact.  Direct mail,
social media, phone and email are to be done on a regular
basis delivering something of value such as secret property.

7. Going to bed earlier, getting up earlier, and starting work
earlier but eating your frogs even earlier.

8. Setting up some more hoops for buyers to jump through so
you are only working with those who are most qualified and
motivated, then having someone to pick up the balance referrals.

9. Understanding cashflow, cutting expenses, saving for a
downpayment on an investment property, funding a retirement
program, and investing in a 529 plan for the kids.

10. Getting a coach to make all of this easier from someone who
has been successful doing it. 

• 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.

 Check out Walter's Monthly Butt-Kicking Video! 
Let's face it -- sometimes we all need a kick in the butt! Here's Walter
giving you just that with his no-nonsense style.  (Click on the video to
view in a separate window.)

 

 

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.

 
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!

 
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 this year the one when you
start enjoying your career, your family,
and your life?  We have a few spaces left
in Walter's personal coaching program. 

Please call me, Cyndi, at 1.800.792.5837
so that I can arrange a phone
appointment with Walter for you to see if
this may be the year that you take your
business to the next level. 
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  The Buyer's Plan of Action

Buyers under our representation had some idea of their responsibilities, but most buyers believe they are free to roam. 
You can always care for them better if you build a little corral.  Have you have buyers sign this and have better control.

The Team Approach to Intelligent Real Estate Acquisition

For _________________________________________________

Purchaser’s Name

Because any real estate transaction is based upon the mutual cooperation of the real estate agent and the client, we at
Sanford Systems believe that to achieve your goal of finding your target property at the lowest purchase price available in
the shortest amount of time.  Our buyer should be held responsible for the items listed below.

We believe this list will enable you not only to understand the process of buying property, but also to feel confident that
everything is being done to get you in escrow.

1. The buyer agrees to a personal interview with a Sanford Systems Team Member, ____________, our lender who
has been chosen not only for competitive rates, terms, conditions, and committed closing dates, but also
because he/she understands and practices a proven process that increases the buyer’s chances of success.

2. The buyer and all their decision-makers agree to a personal interview with Walter Sanford to determine the
client’s needs, areas, and terms that will result in the client’s greatest satisfaction.

3. Sanford Systems will provide, sometimes on a daily basis, lists of available properties, which will be posted on a
secure site, Emailed, or delivered to the client for his “drive by” approval.  The client is asked to drive by these
properties in a timely manner because of the desirability of these properties in the market.  These properties are
obtained from the Sanford Systems’ exclusive client relationships formed over the past 30 years.  Secret
properties at wholesale prices will also be a major component of our client’s success.  Because of extensive
networking in the areas surrounding (city) and the country, Sanford Systems may know about potential sellers
before anyone else.  Sanford Systems is not only at the forefront of all pre-foreclosures, but we also receive the
lion’s share of these leads first.  Therefore, we can provide our buyers with the very best properties at the very
lowest prices. 

4. When the buyer has narrowed the field by viewing the list of properties delivered to him, the buyer should tour the
properties with Walter Sanford or his buyer’s assistant.  On these tours, the client is shown the negatives and
positives of each property and is counseled about which property will fit his needs best.  A client’s needs, potential
terms, location, lifestyle, and quality of construction are all taken into consideration.

5. The buyer is responsible for keeping Walter Sanford and Sanford Systems informed of any changes in sources of
income or down payment.  Therefore, any impending layoffs, terminations, or changes in down payment sources
need to be reported to Sanford Systems immediately.  Buyers are surprised at the available resources for nearly
any challenge, as long as the options are discovered early.  In this market, changes in your credit report can
cause challenges; there should be no new credit lines opened until after the new purchase is closed.

6. If there are any other decision-makers besides the actual purchasers, such as friends, relatives, or advisors,
these people should be present during the negotiation and inspection processes.  Anyone involved should put
forth their concerns as soon as they are known so resolutions can be negotiated early from the sellers. 

7. Any derogatory credit items should be disclosed immediately.  Derogatory credit items alone may not prevent the
purchase of a property.  Early disclosure will allow Walter Sanford to use the experience of his lender team
member to diffuse many credit challenges.

8. The buyer will be provided with the best negotiating team in the nation.  For thirty years, we have prided ourselves
on our ability to obtain the very best prices and terms for our clients.  This negotiation process involves not only the
cooperative agent but also the sellers themselves.  We will personally present all offers to sellers so that we can
obtain feedback first hand.  There are three eventual outcomes for any offer: an acceptance, a rejection, or a
counter-offer. Because of our experience and number of transactions, Sanford Systems is uniquely qualified to
handle all three outcomes.  Since we meet personally with the seller, we will be able to determine the best game
plan to achieve our client’s goals.  We consistently beat the local board’s list-to-sale ratio!

9. Our client, the buyer, must always be present during the negotiation process.  Very often, we are presenting offers
among other competition, meaning other purchasers wanting the same property.  Therefore, the client must be
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accessible to facilitate the decision-making process.  Many times, we have the buyer waiting in a car in front of the
seller’s home where we are presenting the offer!

10. When our client is in the offer process (meaning they have seen numerous properties and have been through at
least one pre-negotiation process which would include discussing an offer and determining all buyer’s costs), the
client may be expected to make decisions rapidly. 

11. Sanford Systems will prepare a buyer’s closing cost estimate on every offer.  Therefore, the client/buyer will
always be aware of total non-recurring closing costs, recurring closing costs, and their principal, interest, taxes,
and insurance payments both before taxes and after taxes.  Only with this detailed analysis can our clients make
the proper buying decisions.  The client will be expected to sign his copy and keep a copy on file.

12. On all offers that are accepted, the buyer will be required to spend between $100 and $400 for a complete
property inspection.  Only after an inspection is done by a professional home/property inspector can we properly
determine the quality of the property.  There are many areas of a home or building that are hidden from our view;
therefore, in our quest to build a client for life, we must determine if the property has the necessary ingredients for
the property’s eventual resale.

Price and terms

Resale value

Quality of construction

Values compared to competing properties

The client’s total satisfaction quotient

Pride of ownership

Ability to meet lifestyle needs

13. The buyer agrees to work with Walter Sanford’s assistant on all non-emergency requests, so that Walter may
spend a maximum amount of time in the field locating sellers’ secret properties meeting his buyer’s goals.

14. The buyer will obtain flyers from all open houses and flyer boxes located on properties of interest to discuss the
merits of a purchase with Walter Sanford.

15. Should any properties be found on the Internet, information should be brought to the attention of any Sanford team
member for evaluation and showing.

16. Should the buyer not find a home or investment that meets his needs after being personally toured through 15
target properties, then the buyer agrees to meet with Walter Sanford to adjust/rethink buyer’s parameters.

17. The purchaser agrees to speak with Walter or his assistant the moment a concern arises. The buyer will not let
disappointments, if any, build to the point of distress.

18. The purchaser agrees to look for new property that becomes listed in any target markets.  Sometimes, the
purchaser is in the best position to see any new listings, because sometimes signs go up before properties are
advertised or list for sale.

19. The buyer agrees that an assistant, agent, or buyer-initiated contact every seven days is enough to keep the buyer
informed.  However, in markets where decisions must be made quickly, sometimes minutes make the difference
between an accepted contract and a lost contract.

20. The buyer agrees to contact Walter Sanford if a change in motivation occurs.

21. The buyer agrees to prepare lists of dislikes on any property that is not purchased so that Walter Sanford can
eliminate properties based on these negatives on future showings.

22. The buyer agrees to keep Walter Sanford informed of his itinerary when traveling.

23. The purchaser agrees not to talk with the cooperative agent or seller.  Remember that anything you say can be
used against you in the negotiations.

24. The buyer agrees to return Walter Sanford’s phone calls and e-mails immediately.  Walter calls on Mondays
between 2-3PM to discuss strategies.  Client will try to be available at that time.

25. The buyer understands that taking occupancy before the close of escrow is a procedure that Sanford Systems
does NOT endorse because of its liability potential.

26. The buyer agrees to leave specific power of attorney with a trusted representative upon leaving town.

27. The buyer agrees and understands that closing dates are fluid.  The move-in date must always be flexible.

28. The buyer agrees to provide all phone numbers and Email addresses so Walter Sanford can easily have access
to the purchaser.



29. The buyer/purchaser agrees to return all requested items to the lender within 24 hours of notification.

30. The buyer understands that lenders may ask for detailed financial information over many weeks.  It would seem
appropriate to ask for all financial information at one time; however, this is not the standard practice of most
lenders.  The buyer may have to provide information in bits and pieces and needs to cooperate with all lender
requests.  Remember, those who have the gold make the rules!

It is our desire to form a team to accomplish your ultimate goal:  the purchase of the perfect real estate investment or
home.  “Perfect” is defined as the buyer closing with a smile on his or her face, purchasing a property that represents all of
his or her dreams -- all within the agreed-upon time frames and financial promises.  It is our goal at the Sanford Systems
to develop clients for life.  We look forward to working with you. 

Sincerely,
Walter Sanford
Sanford Systems

Agreed and Accepted:

______________________________                 ______________________________

Team Player/Buyer #1                                            Date

______________________________                 ______________________________

 

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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