
 

 

 

 

SIXTEEN WAYS TO FIND THE GRIND 

No business?  No problem!  The solution is always to 

work smarter.  Here are sixteen ways you can build your 

never-ending business story. 
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16 WAYS TO FIND THE GRIND 

 

CREATE NEVER-ENDING BUSINESS 

1. Build out a Top 200 list of your personal sphere of influence.  These 

are the people most likely to use or recommend you when it’s time 

to transact real estate; if you regularly follow up with the people on 

this list then it’s impossible to NOT make a living in any market. 

a. Store your list in an Excel worksheet or in a CRM. 

b. These people should be mostly local. 

c. They don’t need to be people who might transact themselves, 

they just need to be people who know other people.  Include 

people who might get forewarned when a home is about to go 

on the market – landscape companies, pool guys, and family 

law attorneys are all good to know. 

d. Make sure you’re getting phone numbers, e-mail addresses, 

and mailing addresses at a bare minimum.  For past 

customers, include the date they bought their last home from 

you as a ‘homeiversary’.  Birthdays are also great things to 

have. 

 

Having trouble finding names?  Try one of these techniques: 
a. Check out your Facebook friends.  If you don’t find your top 

200 right there, check out friends of your friends. 
b. Go through your phone’s contacts. 
c. Google ‘sphere of influence memory jogger’ and find TONS of 

lists with different categories designed to help you identify 
less obvious relationships.  
 

2. Identify four touch points for each lead on your list, preferably 

quarterly – and put them on your calendar.  Here are some ideas: 

a. Remember birthdays and home-iversaries.  Consider writing 

out birthday cards for the entire year so they’re ready to send 

out when the time is right, or set aside 30 minutes weekly to 

call everybody who has a birthday on the phone.  Your call 
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doesn’t have to be on their actual birthday – it’s good to be 

the first to call! 

b. Set up baseball and football calendar mailings.  These are 

inexpensive, high-value marketing pieces that can get your 

face stuck to their fridge for years.  Plus, they’re offset by six 

months – meaning you only have to find two other touch 

points!  Con: not everybody likes baseball.  

c. Send holiday cards. 

d. Invite them to an event.  

 

3. Start a periodic newsletter.  Incorporate video, print, social media – 

it doesn’t matter what as long as your message gets seen by as 

many people as possible.  

 

4. Set aside one full day per quarter to call your sphere.  Simply call 

each person in your sphere and say ‘hey, what’s happening in your 

life right now?’ … they’ll love you forever for it. 

 

5. Create your full-fledged business plan.  No business ever has made 

it through a downturn without a solid business plan.  Identify the 

kinds of business you want to attract, how you plan to attract it, how 

much you’re willing to spend to get it, how much money you’ll make 

if you’re successful, and then – most importantly – PUT THE PLAN 

ON YOUR CALENDAR IN ORDER TO EXECUTE ON IT. 

 

6. Host an event.  People LOVE events – and if you play your cards 

right, you can host a killer event for minimal cost.  It’s a great way to 

talk to your sphere without having to make a sales cold call!  Here 

are some ideas: 

a. Car wash 

b. Movie night 

c. Beach cleanup 

d. Beach party 

e. Happy hours 

f. Networking meetups 

g. Paint parties 

h. Potluck dinners 
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i. Playdates 

j. Picnics in the park 

k. Boat cruise 

 

 

BECOME THE EXPERT YOU ALWAYS WANTED TO BE  

7. Get a new designation.  Online learning is a great way to spend 

downtime working on your business. 

a. The National Association of Realtors® offers a great list of 

classes you can take on your own schedule here: 

https://www.nar.realtor/education/designations-and-

certifications.   

 

8. Complete your C2EX endorsement.  This endorsement is completely 

free!  The website will give you short quizzes to determine where 

gaps exist in your training, then will instruct to fill the gaps.  It takes 

a little time but it’s high impact for your profession – and it even 

comes with some really great marketing materials.  Simply go to 

http://C2EX.realtor to get started! 

 

9. Read a good book or three.  If you read an hour a day for seven years, 

you’ll be a world-class expert in the field.  Step away from Netflix and 

do your brain a favor!  Personally I’d start with ‘The Seven Levels of 

Communication’ by Michael Maher. 

 

10. Hone your CMA skills.  Set a goal to do ten CMAs in the next ten days!  

Make this goal public and call your friends.  Explain that you’d like 

to let them know what you think their home is worth right now, then 

use RPR’s Sales Comparison tool to find comps, adjust for 

differences, and determine a fair market value.  Bonus: maybe 

someone will be enticed to sell once they know what they can get. 

 

11. Role play. Find a partner and brainstorm all the objections you’ve 

ever heard.  Find answers to those objections and then practice, 

practice, practice!  Take turns being the agent and the customer.  

Switch often and don’t pull punches – if you think your partner can 

https://www.nar.realtor/education/designations-and-certifications
https://www.nar.realtor/education/designations-and-certifications
http://c2ex.realtor/
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do better, let them know.  This way you can be sure they’ll let you 

know how YOU can improve, too ;) . 

 

12. Create your value proposition.  What do you bring to the table?  What 

do you WANT to bring to the table?  What do you wish every person 

who ever did business with you knew about how you do business?  

Identify what’s important to you and explain it in two sentences or 

less.  Figure out what you’re really good at and advertise it.  Admit 

the areas where you can use improvement and work on them.   

 

BUILD UP YOUR LISTING INVENTORY 

13. Find expired sellers.  Many sellers wait for their days on market to 

reset before putting their homes back on the market. Use these 

strategies to cut through the noise: 

a. Most agents who work expireds are great at calling these 

owners right after they expire but don’t follow up over time.  

Many sellers wait 60 days for their days-on-market count to 

reset.  Try calling sellers between three and five weeks after 

they’ve expired. 

b. Create a killer expired mailing package.  You can do better 

than a postcard – create something really valuable and 

unique to you that entices them to call you. 

c. Find homes that might have been overpriced and expired in 

the past.  Reach out and let these sellers know the market 

might have finally caught up to their price. 

 

14. Target likely sellers with online tools.  Systems like Homesnap and 

SmartZip identify likely sellers using big data and give you their 

contact information – for a price.  

 

15. Market to out of town owners.  Use public records to identify sellers 

with out-of-state mailing addresses and start a mailing campaign. 

 

16. Canvas your neighborhood.  Sellers place heavy emphasis on local 

experts – and who knows more about a community than the people 

who live there? 



 

 

___________________________________________________________________________________________________________ 

1400 Cattlemen Road #104, Sarasota, Florida 34232 

 (941) 893-4505 Office · (941) 234-3597 Broker Direct 

on the web at nexthomeexcellence.com 

d. Host a community garage sale and be the point-person for 

advertising. 

e. Get active on NextDoor, a hyperlocal social media website. 

f. Create a Facebook page for your community. 

g. Create a neighborhood-specific newsletter. 

h. Organize a potluck community barbeque. 

i. Set up an awards system for best holiday lights, best 

landscaping, best Halloween decorations, etc. 

 

 


