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Agents are always leaving the business no matter if the market is great
or rotten.  In great markets, they leave because they move or retire.  In
rotten markets, they leave because they were never trained or they do
not have the motivation to find the systems necessary for a tough
market.  Great markets make mediocre agents look great; in fact, great
markets can even make mediocre agents profitable.  It is only about
eighteen months into a tough market that we find some of the mediocre
agents do not have the necessary tools to create the needed activity to
run a real estate business, whether as an individual agent or a whole
office.  These mediocre agents, of course, blame it on the market and fail
to look around at other agents who are actively creating income by
solving client’s needs no matter how bad the market gets.  This
phenomenon is natural and realistic. It should be expected and a plan
should be created to handle it.

In this newsletter, we will review just one great system for agent
turnover.  This system was one of the many responsible for increasing
my net worth as a real estate agent. This system took advantage of the
opportunities left after a good agent leaves the market place. 

“The Orphaned Client” System
The orphaned client system is a fairly simple system.  Simply talk with
your broker (at any point in your career).  Let him or her know that you
are available to absorb the unsolicited clients that were left behind by a
parting associate.  The broker’s job is always to grow and gain market
share, therefore he or she should be willing to see one of their current
agents spend the money and time to make sure the company client is
kept happy and continues to do business with the firm. 

I must warn you that sometimes giving your broker this idea will allow
him or her to implement the system! I have found this rarely happens as
most brokers do not compete against their own real estate agents. 
Please ask your broker to allow you access to all of the closed files of
any of the agents who have left the firm.  Ask permission to transfer into
your database the buyer and seller information from that agent.  Add
these people to a separate database and start the solicitation process. 

The first solicitation should be by direct mail since you will find E-mail
addresses are rare and sometimes phone numbers are frustrating. 
Though the letter will be prepared by you, please ask your broker to sign
it.  Here is the letter:

Date

Name
Address
City, ST  ZIP

Name:

SIGN UP!
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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,
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 My name is (insert broker’s name), and I am the broker/owner of
(company name).  I have noticed in a past file that you were the
(buyer/seller) of the property at (address).  The agent who handled
this transaction no longer works for our firm, but we wanted to
maintain the same high service standards that we are known for by
our existing clientele.  I have taken the liberty of assigning one of our
top agents to your account.  This agent, Walter Sanford, will be
contacting you soon to make sure that your file is updated and all
your needs are known to our office. 

We offer many services that you may not be aware including helping
you with advice on when it is time to refinance a mortgage or offering
you unique inventories of investment property that possibly no one
else will show you.  We also have many services that clients utilize
like our property tax reassessment service, free 48-hour phone
value service, and introductions to team members and vendors you
might find valuable in your ownership of real estate.

It is our goal to become a continued asset to your real estate making
decisions and to develop a client for life.  If you have any questions in
the meantime, please do not hesitate to contact Walter Sanford with
(company name).  I have given him access to your file.  Once again,
he will soon be calling to make sure your needs are updated.

Thank you for being a past client of (company name).

Sincerely,

Broker Name
Company Name

As you can see, we are trying to use the clout of the real estate broker to
get your foot in the door to find out a client’s needs.  Once the phone call
is made, the script is simple.  All you will be doing is reintroducing
yourself, reminding them of the letter, and asking them if they have any
needs in the next 24 months.  Furthermore, you will have an additional
goal of updating their contact information and confirming that it will be
okay for you to contact them on a regular basis.  This orphaned client
concept was extremely valuable for the start of my original business. 

Our products have hundreds of these tested systems.  Go to
www.waltersanford.com/shop to obtain your set of systems that will
make you wealthy, if slowly implemented over the next months and
years. 

Walter Sanford has been designing and implementing real estate
systems for 30 years.  One of the most successful REALTORS® and now
wealthy from his systems, Sanford teaches his systems and strategies
through his products, seminars, and personal coaching producing the
best results in the industry.  Do what works, do what is proven.  Hire
Walter Sanford.  Call our office at 800.792.5837, email
walter@waltersanford.com, or chat with us online
at www.waltersanford.com.

 

 

 

• 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

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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