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Thank you for subscribing to our newsletter. 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, and much
more which can be found throughout his website. 

If you would like to contact Walter or have him speak at your event, please
email: walter@waltersanford.com

Drip Those Online Listing Leads
  
My coaching clients are beginning to find more success
with their online listing leads. Whether the lead is coming
from postcard-generated invites to complete forms on
their site or third-party consolidator leads, the web leads
are coming in. The problem with a lot of these leads is bad
phone numbers but good email addresses. The question
is - how do we engage them in a conversation that leads
to a listing appointment? 
 
Uncovering the seller's needs prior to an appointment is
always the first step in creating client satisfaction, but it's
very difficult to do without good contact information. By
showing these potential sellers value, my clients have
found that many sellers who wanted to remain
anonymous are now holding up their hands and shouting
"I want some of that!" 
 
The drip system that creates this kind of excitement is
one that's immediately started after the lead is received.
The system shows the value that you can bring to their
discovery process. Every three or four days, send an

Sign Up!

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

http://r20.rs6.net/tn.jsp?e=001dMuU1lkUfSN36CTHZRZgATVc9kI2JswTOvIcRH1zLwooPyOEobn3cS_5ejpcJhmZXyQxSyLg9ebOf6qN6lfYRkwEjlBDFRG22w2MlbcnoGU=
mailto:walter@waltersanford.com
http://r20.rs6.net/tn.jsp?e=001dMuU1lkUfSNx3QMIXvKDqfF3-fibVMeI-rrNg_5zU13svY0R2v1VMXnsYIOnLYbT2xd4kOk9BcBaLZE1JNCbkBO-PPRNo0CPs9kPaXT035WMX4T_x4M4IQ==
mailto:cyndi@waltersanford.com
http://r20.rs6.net/tn.jsp?e=001dMuU1lkUfSNkfhTzULInAXziX1xZhNZcJOYGpmouJI3IhqHmZLNNQ9zYx5wQ71Y6HK1lultksvQzPtp8HkFC-wNht3MCc6kbwf0s1GA1glk=


email that lets them know that there is so much more that
a top, local, professional agent can add to their search.
 
With my clients, we only give a little bit of information at a
time. Usually within a few weeks, we have the serious
leads contacting the agent for an over-the-phone
consultation. 
 
Below are some of the points that we stress in our drip
system email campaign for online listing leads:
 
Week One: Thank you for contacting us for more
information regarding the sale of your property. I hope the
information we have already provided was of some help
to you. We believe that a real estate relationship should be
based on the client's needs. Once we know those needs,
we have some very unique solutions that our past sellers
have mentioned were available nowhere else. Please give
us a call so we can supply some unique answers to
unique challenges.
 
Week Two: In our earlier email, we talked about unique
solutions. One of the unique solutions we provide our
sellers is a pre-listing consultation. Go to www.
(yoursite).com/prelistingconsultation to answer a few
questions and schedule a phone call that's convenient for
you. This will allow our team to be better prepared to give
you some insights regarding what to expect in this
market. 
 
Week Three: In continuing our theme of delivering value
to our potential sellers, one of the most appreciated value
propositions that we give our potential sellers is our "seller
education system." If you call us, we can program a
search for brand new listings each morning. The search
will include specs that compare to your home and the
results will be emailed directly to you. This provides you
with brand new listings that would be competing with your
home, if it was on the market. This makes you the most
educated seller in town knowing what the competition is.
You'll receive these new listings at the same time agents
in (your town) receive them!
 
Week Four: Occasionally, we have a seller who isn't
interested in considering a sale unless he/she knows the
value first. We came up with a solution that eliminates a
lengthy listing presentation. We call this our free 48-hour
phone value analysis. Go to www (yoursite).com/
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valueanalysis. Complete the form and within 48 hours,
one of our team members will call you. Based upon the
same comparables that appraisers would use, we will let
you know the value of your home. This is a fast and
inexpensive way to bridge the gap of an expensive
appraisal or a time-consuming listing presentation with a
service that can be just as accurate. There is no charge
for this service, and we are happy to put the numbers
together for you! 
 
Week Five: One of the services that our sellers most
appreciate is our "meet the team" concept. You can go to
our website or call us directly for the contact information
on a trusted team member for almost any service. We
know the best plumbers, HVAC techs, electricians,
roofers, landscapers, painters, carpenters, and carpet
installers in the area. We use them on our own homes, we
trust them, and we have long business relationships with
them. If you need anything done around your home to
prepare for a potential sale or if you just want to get it
ready for a special occasion, we know who does the job
well here in (your town). 
 
Week Six: Our sellers get higher prices because we
make their homes desirable to buyers! We call this
service our "primp and polish" service. Any consultation is
free! We can provide you some simple tips to make your
home more inviting to buyers. We will point out any
potential red flags and help you place furniture to get
things ready to create that emotional pull. We have
professional decorators on call.  Their services cost
money, but we have found their service is a good
investment based on the additional monies that we
receive for our client's properties. The initial consultation
is free! Please give us a call so we can set this up for
you. 
 
Week Seven: Did you know that our company has
access to a majority of the top real estate agents in any
city in the world? If you are considering selling your home
here and buying out of town--we can send you to top
agents who understand your needs. Top agents know
they can't solve client's challenges without first knowing
what those challenges are. If you want a special house
out of town, then give us a call. We know agents who will
not only show you standard MLS properties but also
properties that are not yet on the market. We call these
"secret properties." These secret properties can be



owned by past clients who might consider selling or
sellers developed from a postcard mailing campaign in
your neighborhood of interest. These agents know many
ways to find property that other agents will not show you.
We find this service to be one of the best that we provide
for our buyers so we wanted to make sure that you get
the same service when you move. 
 
Week Eight: If you're not quite ready to list your property,
we have a system called "sell the sizzle before the steak."
I know it sounds a little corny, but we can discretely
present that your home might be available to our database
of buyers. This helps us to do a little pre-marketing prior to
a full commitment of our complete marketing plan. If you
are interested in this service, please don't hesitate to give
us a call. 
 
Week Nine: Did you know that we have a policy where no
real estate agent will be allowed to negotiate with you in
person? We do this because many times real estate
agents can be very forceful in the presentation of offers
from their clients. We ask for that offer to be presented to
us, and we will spend as much time as you need with just
us - your representatives. This eliminates awkward
meetings where you need more time to think, and the
buyer's agent is pushing for an answer. We believe that
selling a home should not only be massively profitable but
also fun. If you'd like more ideas on how we differ from the
competition, email or call me at your convenience. All
contacts will be kept confidential. 
 
Well, I hope you get the idea that we're trying to start a
conversation with that potential seller instead of letting
them fall through the cracks.  A drip email campaign for a
seller is similar to the campaign for buyers.  It's
necessary for listing leads leads since the majority of
information requests come via the web with incorrect or
inoperable phone numbers. The only way to get these
leads talking is to present them better value than
everyone else.
 
 
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.
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