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~ order takers.

— pro-active activities.

ell you guys, It’s happening again. We’ve got a
Wnew spider web for real estate buyers and sellers.
You know, one more to add to our long list of
up-time ‘pen houses, non-solicited personal referrals and

walk-ins. There will be many that will argue with me that
all of the above mentioned lead generations have been
profitable one time or another, but one thing is true with
all of the above and that is they require a decision of the
client to interact with you and not visa versa. These are all

~_methods called passive prospecting or passive lead genera-

tion. Basically you build your web and you wait for your
—client. In fact, the new Vernacular is to make your web site

~level. They must make L o

place to effect the client’s li

any of us will hope to »..

pleasing activities and supple

house including the agent’s data
gébabout the open house.
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. We have added additional advertising sponsored
by affiliated lenders so that more people will be able to find
the open houses.

. We have had multiple open houses in the usual
time of 12:00-3:00 so that each open house is shorter but
more people will be able to see different homes.

. Lastly, we have implemented follow-up campaigns
including thank-you notes and search systems supplied to
the potential buyers.

This takes the usual passive open house and turns it into a
pro-active prospecting client pleasing and helpful activity.
We are doing the same with the Internet. No longer should
a real estate agent be encouraged to have a web site that

- does not pro-actively change the client’s life. It’s no longer

31



