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Now is the time check your get back on track. Check the below lead source list and tick the boxes to make
sure you are exhausting every avenue to give yourself the best opportunity to list and sell more homes.

2020 20211 .  V e n d o r  r e f e r r a l  s i t e s
Even though a vendor referral lead may not be ideal, and you will be giving away around 20%
of your commission, an easy listing is a good listing, especially for your confidence. See the
contribution as your marketing cost, and remember one sale always leads to another.

2 .  V e n d o r  A d v o c a t e s
Do you know the vendor advocates in your area? If they are good at what they do, they will
assess your specialty and match you to the right seller. Again, you will have to pay for this kind of
listing; however, one lead will also lead to another, which can be a great way to gain momentum.

3 .  E x p i r e d  L i s t i n g s
In the current property market, homes are not moving as quickly as they did in recent years.
Vendors are still awaiting that perfect price, based on an appraisal held months ago or the
previous year. Keep your eye out for any expired listings, and gently approach.

4 .  F o r  S a l e  B y  O w n e r
You will often see a property listed by the owner show up. These vendors may not realise
how difficult it can be to sell until they walk the path for a few weeks. How good are they at
negotiating? That should be the main question.

5 .  L e a s e d  P r o p e r t i e s
If you are currently leasing properties, you will know the Landlord may want to sell at some stage.
Grow your rental properties, grow your sales. Automatically supply your landlords with a free
property appraisal each year to secure the sale. Do not let these listings pass you by.

6 .  N e i g h b o u r s
Over the next year, you can bet 2-5 properties around your home will come on the market.
Have you approached your neighbours and introduced yourself? Do they know you sell real
estate? If you do not like the thought of driving past other agent's signboards in your area
every morning, make every effort to meet your neighbours. What can you share they will keep?
A shopping list notepad? Have fun with this one.

7 .  T h i r d  p a r t y  s u p p l i e r s
If you have not built a list of partnerships with local service providers, now is the time to begin.
The last thing you want is your client's sourcing suppliers themselves. The more service you can
provide, the better. Ensure all of your relationships are mutually beneficial.

7  f o r g o t t e n  L E A D  S O U R C E S



These additional lead sources should make up the bulk of your income. If you are not new to the
industry, these should sit in your business growth plan. Set goals by marking numbers in the boxes.

8 .  p a s t  r e f e r r e r s

9 .  b u y e r s

1 0 .  e f f e C t i v e  D L  M A R K E T I N G

1 1 .  y o u r  p a  o r  n e w  t e a m  m e m b e r

E X H A U S T  E V E R Y  A V E N U E  A N D  M a k e  2 0 2 3  y o u r  b e s t  y e a r  y e t !

Have you sat down and written all of your past leads have come from? It may have been through friends
of the family, your local football club. How did you thank these people? Are they on your nurture system?
It may be a lead you picked up from a local business owner down the road. Make sure it will happen
again by acknowledging and rewarding your raving fans.

When you help a buyer, you are helping someone unconditionally because there is nothing in it for you.
If you can impress a buyer, they are more likely to refer you because you have assisted them without
giving anything in return. No time spent building a relationship ever goes to waste.

If you are not getting a response from your DL marketing campaign, you may be sending the wrong
message - or not be using compelling content. You may like to explore my most proven DL ideas by
opting in overleaf.

Do you currently employ a PA, BDM, Sales Assistant, or part-time helper? Could they be doing more?
Are they trained to prospect effectively and efficiently, and do they have the right prospecting
material? You could be paying someone as little as $400 per week and using them like a lead
generating machine. Ask me how. 

4  g a m e - c h a n g i n g  L E A D  S O U R C E S
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R E P E A T  B U S I N E S S

D O O R  K N O C K
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