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1. Little BIG items: 

a) The associates BRE license # must appear on all written contracts (Listings and 
Purchase Agreements). London’s Broker # is pre-printed on our listing 
agreements but you will need to add yours as the listing associate. Page 10 of the 
RPA requires both London’s # (0463722) and yours. Complete any such 
requirement on all appropriate documents. 

b) ALL transaction documents must be legible and ALL client initials and 
signatures must appear on printed and uploaded documents regardless of “wet” 
signatures or those by fax or “electronic” signature. Every electronic signature 
program is slightly different and might require specific steps to make sure that the 
initials/signatures actually appear on the document for your file. Please slow 
down, this is a requirement. 

c) Answer your phone! These days, potential clients have access to your contact 
information from multiple sources (online!) 24-7. They’re no longer calling from 
just a yard sign or a specific property ad. A great client could be just a call away. 

d) If your phone isn’t ringing, the quickest way to make it is to start calling people 
yourself. It really is just like playing tag when you were a kid. Your “tag” (call) 
forces them to call you back! 

2. Do you have a buyer, but nothing meets their criteria? Here’s a few easy steps to success: 
• Confirm their motivation and specific desired area 
• Personalize a mailing piece to that area” I have a client, Lori, who would love to 

live in your neighborhood…” 
• Ask your client to drive their desired area(s) and write down the addresses of 

homes that they can see themselves living in. Next, you can write a personal note, 
knock the door, or call that property owner to see if they would sell. 

• Meet the prospective seller, build rapport, and be sure to get at least a One Party 
Listing from them prior to taking your buyer to the property. 

• For your buyers, the bad news might be that their home is not on the market; the 
good news is that you’re going to find it! 

3. Let’s take advantage of all the activities that we can do which are either FREE or nearly 
FREE to make your business a success. Here are some reminders: 

a) Do open houses 
b) Call past clients and your sphere 
c) Call FSBO’s 
d) Call Expireds 
e) Write personal notes to your sphere and prospective clients 
f) Knock doors 



g) Email and text to stay in touch 
h) Network, network, network 
i) Claim, work and own your “farm” area 
j) Connect through social media (But don’t spend too much time there) 
k) Run CMA’s for property owners who bought between 2009 and 2013; they have 

equity! 
l) Wear your name tag 
m) Preview more 
n) Be nice 
o) Smile 
p) Take advantage of FREE London” just listed” and “just sold” post cards 
q) And the list goes on…! 

Go get ‘em! Good Luck! 
Patrick  

 
 
 


