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Alyssa: Alright, good afternoon, everybody. This is Alyssa Granlund and I am one of the senior coaches at Excelleum
Coaching and Consulting. And today we’re hosting our “Ask a Coach” call, which just means that anything that you want to
talk about that has to do with your business, you can ask a question, you can make a comment. You just feel free to share
anything that’s on your mind, and you’re always welcome to make these comments. This isn't about me or my call. It's your
call, so I'm just going to be available for your questions. And I know right now we’ve got Rosana from Florida and Stacy
from Virginia on the line. And I don’t know if anybody else has joined us, but I’m just going to open it up. Does either of
you have a question that you’d like to ask?
Rosana: No, actually I just saw the email, but I never participated in one of these. And I thought it was going to be like a
webinar where you were going to say something and then we were going to ask questions. And I’m so sorry. And I did have
quite a bit of questions; I can’t think of them.
Alyssa: That’s okay. Maybe Stacy has something, and then if you do have something we can come back to you. So, no
problem.
Rosana: Sure.
Alyssa: Stacy, do you have anything going on?
Stacy: Hi. I don’t have a specific question; I just wanted to get on because I always enjoy hearing other people’s questions,
and it tends to be like, “Oh yeah, actually that’s a good idea to ask that”, but you don’t always think of everything. So, I like
to jump on and just hear other people’s stuff too. But what I’ve been doing is just trying to reach out to folks with the
holidays coming, pop by with some little treats and things, which is what I’m out doing now. So I’m in the car, so I
apologize if it’s noisy or anything. I actually put some stuff and some cookie mix into a jar and I am actually going over to a
client's house now because she reached out to me and she said, “I have jars from previous years.” So my point in telling you
that is that if it's something that keeps you talking to them… Because I put on the little note cards that I give them with my
gift, I say, “Recycle this or call me, and I’ll come pick them up.”
Rosana: That’s a good excuse to go back. That’s good.
Stacy: So a lot of people this time of year are like, “Oh, don’t leave me off the list. I have my jar for you.” So, she emailed
me, and she always signs her message with, “I’d love to reconnect sometime.” But we never end up doing it. And so, I had
written her back last time. I had a fundraiser back in the fall and I invited her and then she wrote and said there was a death
in the family, she couldn't come, but “I’d love to reconnect with you sometime”, so I just keep trying to find something to
say. She’s a past client, so she’s not going to buy today, but I just want to continue my relationship.
So, she did refer her parents to me; they were thinking about relocating to the area where she is because of the grandkids, but
they didn’t end up doing that yet. I don't think they made any move yet. I don't think that they weren’t for me, but I think
that they just haven't decided yet. But I haven't really had a chance to nail her down and ask her more. So, I’m just still
trying to keep the relationship going and thriving and communicating and stuff.
So anyway, one of the correspondences she wrote back recently and said, “Hey, I have some jars for you.” So, I am trying to
just do what she asked. And she said she put them on the porch because she’s at work. Then I talked about getting together
for coffee possibly and she said some days she can work from home, and so next week she’s going to work from home on
Tuesday. So I’m going to meet her at 8:00 o’clock in the morning before her day starts, have coffee with her for about 45
minutes and then she’s going to go back home and work. But I still wanted to do what I said was, come get the jars, and of
course today I'll be leaving one that’s still for her.
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Rosana: That is nice. I have a question actually. I’ve just joined coaching; this is my second month, so it’s just been very
recent. And I always had a very difficult time in farming, and I was pulled in so many different directions. So I would have
a listing in one place and I would say, “Okay, let me farm here now”, and then I’ll sell a property in another place and I
would say, “Okay, let me farm here now.” Because I would have something to work with.
So since coaching, I’ve been focused in the area. So the difficulty is, I just had a closing last week and I just got a listing this
week – they’re completely different towns. And then here am I again thinking obviously I'm going to work the area that I
just sold; we just send cards and everything else. But I see myself maybe be scattered again, because they’re so far from each
other, the areas. I mean they’re far from each other, but they are less than an hour. They’re like half an hour from each other,
and they are areas that I do want to focus in.
But Bob, who is my coach, said let’s just grab one area and focus over there first, which is Boca Raton, where I’m at. But
then the closing that I had this week, the “Just Listed” that I want to talk to people, it's 40 minutes away from that. So, do I
work that area as well or should I just focus all my attention to where he mentioned to me to do? So, I was just getting all
pulled, plus the notion of doing some Facebook ads – getting somebody to run those – because some of the people in the
office said that they had a good response with that. So, what are your thoughts?
Alyssa: So here’s the thing, Rosana. If you’re going to do a farm, we need to just be consistently mailing into that farm area.
And it can take three, four to six months to get a farm off the ground where you start to get some traction, and so we need to
mail into that farm area twice a month in order to get it going. And that’s just one kind of vertical of your business.
Underneath our business we want to have four or five areas that we have leads coming in. So the farm is one piece, and so
you just consistently keep on doing that – month after month mailing in there, and if you can hold open houses in there and if
you can be visible in there – great, that’s one area.
What you’re talking about is another area, so the next thing is you’ve got a listing that’s in another location, for you to do
some door-knocking or to do some maybe “Just Listed” calls or “Just Sold” calls around that – that’s a whole another area of
your expertise or of your lead generation. And focus on your farm. You keep that farm going month after month after
month, but if you want to add another little area where you want to do 20 calls or 20 door-knocks around a house you sold –
that's great, but that's another area.
Rosana: Got you. Okay, that makes sense.
Alyssa: Maybe that’s not going to turn into a farm area for you, but it doesn't mean that you might not be able to scoop a
couple more sales up around that good result you had.
Rosana: Right. That makes sense, because I’ve been watching myself really to focus. So I’m like, “Okay, am I just splitting
my attention again, am I going sideways here?” But at the same time, I do have the “Just Listed” campaign to do, and “Just
Sold”. And the “Just Listed” is in my farm, so it’s good. It’s a different aspect – it’s a condominium – but nevertheless…
Okay, so that clarifies things for me too. I would like just to say something to share with everyone – something that was part
of my homework that my coach gave me, and I was shocked with the results. He asked me to call some people in my sphere
– maybe 30 or 20 calls throughout this time until we talk again. Not asking for referrals, not saying anything; just talking to
them: “How are you? How are the kids?” and so on and so forth.
And I love door-knocking, I absolutely love it – that’s my thing. Cold calls I don’t like. Albeit successful, I don’t like. But
calling even friends of mine – because I’ve been texting so much – I said, “What if they can’t pick up? What about the time?
They might be busy.” But I take my homework really serious and I said I’m going to be unreasonable in my mind and I’m
just going to call.
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I was shocked how much people talked. They talked a lot; they had a lot to say. It’s just like, “It’s so good that you called.
We haven’t spoken, every time it’s just texting.” And this and that, and then the kids. And out of that I pull clients as well, if
somebody is still looking for a commercial. Because I do both – I do commercial and residential.
And so, out of the calls I had very good connection and I was actually very surprised that the ones that I left a message called
back and they were happy that I called, because we haven’t spoken. And here am I with that preconception of the time, so on
and so forth. So to me that was kind of shocking. I was very surprised, so I just want to throw it out there, because I may not
be the only one that has those thoughts.
Alyssa: Right. It is scary to call people – we think we’re bugging them or we don't want to be rejected, but of course they
trusted us with the biggest purchase of their life, usually, and they like us. So we just need to stay in touch, right?
Rosana: Yeah. Even though I know those people kind of like me and will call me, but I was just thinking why take away the
human side of it, which is very important. I was just texting quickly to touch base. But then Bob was very specific that I
need to call. So, that was very good. I liked that very much.
Alyssa: Good. Thank you for sharing that with us. So, I heard somebody else join in. Do we have another caller that joined
in?
Kailyn: Hi, This is Kailyn. How are you?
Alyssa: Hi. Good, thanks for calling, Kailyn. Did you have any questions for us today?
Kailyn: Actually I don’t have any questions, I’m just listening in. Sorry for the background noise. And I’m trying to learn
from everybody.
Alyssa: Good. So, maybe I’ll ask a couple of questions then. What are you guys, if you don’t mind sharing – I know that
Stacy said she’s doing some pop bys – but I’m wondering how you’re going to maximize the last, we’ve probably got about
15 working days, maybe not even that many, of the rest of the year. Why don’t you each tell me one or two things that
you’re going to do to maximize your work time here before the new year to try to drum up some business for 2018? Stacy,
would you mind sharing?
Stacy: No, not at all. So, this is my main life right now, these jars. But anyway, after I go by, either they’re home or they’re
not home. So if they’re home I try to have a conversation with them, ask them if they know anybody that has plans to move
in the coming year – that kind of conversation. If they’re not home I leave it and then I send a message, and it’s very
structured with what my coach told me to be saying. I’m trying to get the language down, whether it’s the Listing Language
2.0 or whatever, the script. But I’m trying to say the same thing, and I just have it so I can cut and paste it. I say something
personal and then say…
By the way, I know you’ll be seeing lots of family and friends over the holidays, so if you hear of anybody that
needs my assistance…
I’m paraphrasing, but anyway this is the general gist of it…
Please give them my number and then text me their name and number so I can follow up to.
So I'm telling them very specifically not only to give them my information, but then I want that person to text me with who it
is, because I want to also follow up. So, I’m saying that same thing to everybody. So it gives me a reason to call, text or
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email them. If I drop something off and they weren’t there I’ll say “Sorry I missed you.”
Now, if you know where the people work and it’s a place you can actually go, especially if it’s something cute, everybody
makes over something when you take it to work. So, for example one of my past clients works at a dental office, so I always
go to her dental office because it's very easy where the walk-in is and where she sits. It’s right at the front desk because she
does the billing, but she sits right there. So, when I go in and I bring in my cute treat, all the other women go, “Awww, so
cute. Here you are again!” They all know who I am, so I’m getting like six hits with one hit. Those people don’t necessarily
get my treat, but they know who I am because I come there.
And then I go to the chiropractor next door. And then I was bold about asking my chiropractor if I could leave my Lifestyle
Advisor in the waiting area. And she’s like, “Sure, any time”, so I’m going to be brining that every month. I just asked her
yesterday and she said, “Sure, any time.” So, I’m going to always get extras and make sure I leave them, so if someone’s just
sitting there bored waiting, then they can read it and maybe an article that month will strike them. Maybe it will be
something of interest.
Alyssa: So Stacy, good job! You’re really taking advantage of all the tools and resources.
Stacy: I’m trying.
Alyssa: Yeah, you're being really smart. Good, that's excellent. Good for you. Okay, Kailyn, do you have anything to add?
Anything you're going to do before the end of the year to drum up some leads for next year?
Kailyn: Well, I think I learned a lot just by listening to Stacy talking about her pop by plan, because I’ve been delaying pop
by since Thanksgiving. Anyway, I’m going to do it this weekend and next weekend.
Alyssa: Where are you? What state are you in?
Kailyn: I’m in California.
Stacy: A really easy one that I did for Thanksgiving, but you don’t have to make it Thanksgiving, it can be anything, you just
change the colors and stuff. But this was really cute – so I went to Walmart and I bought caramel that was in individual little
packs. You know how you can get hummus in little packs or salsa in little packs, and it was caramel. And then I bought
apples. And then I put the caramel and I put the apple on top and then I wrapped it with the clear, plasticky paper, and I put a
ribbon around. Or you can just do the brown string, you know what I’m talking about? And then I just made a little tag. But
I’m kind of crafty, so I made the tag, but you could print it or whatever.
But on mine it was a little crafty stamp that said “Give thanks” on the front, then on the back I printed and then glued, it said,
“Family and friends, wishing you Happy Thanksgiving.” And then I said, “I’m thankful for you. I’m here to help your
family and friends…” But you could just totally do a red ribbon and say, “Happy Holidays” or do blue and a snowflake and
say the same thing – “Happy Holidays, I’m thinking of you.” And it’s an apple and caramel, but it doesn’t matter – it’s still
kind of fall and winter and whatever. People eat apples all the time. So, do it.
Alyssa: Good idea.
Kailyn: Yeah, thank you.
Alyssa: So Kailyn, do you want to commit to doing something between now and the end of the year?
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Kailyn: Yeah, I definitely need to get out, visit my past clients and friends, because they’re kind of like my friends, more
than just past clients. And what I did yesterday, because I just felt so tired from working after Thanksgiving Day, and a lot of
it is not really contributing to my prospecting hours. And my coach and I discussed yesterday, so I have created a weekly
schedule to show that I can be more grounded, rather than having too many places that don’t contribute to my goal. And I
just don’t feel good if I don’t do any prospecting by the end of the day and just going sideways all the time.
Alyssa: That’s right. Good for you. So you’ve got to stick to your schedule, and then you’ve got to do some pop bys. So
how many pop bys are you going to do between now and the end of the year?
Kailyn: I jotted it down this morning. I think eight of them. I know if I commit to too many, if I don’t get it done I feel bad,
so I’ll just start with a small number.
Alyssa: Okay, good. So eight pop bys and sticking to your weekly schedule is what you’re going to focus on for the rest of
the year here, right?
Kailyn: Correct.
Alyssa: Good. Okay, and Rosana, how about you? Do you have anything to add that you’re going to?
Rosana: Yeah. I knock on doors, so I’m going to do the newsletter, the market report for the area that I farm. And I’m
going to knock on the doors, because that’s what I like to do as well, and I’m also going to mail it. A month ago I put up
some chocolates, some treats in the place where I was going to have an open house, and I put an invitation as if it was the
seller inviting them for the open house. I wrote as if it was the seller saying…
Hi, let me introduce you to my realtor. She works with us and she’s going to be holding…
And then I went door to door inviting them, but as an invitation from the owner. So that way you can do on your neighbor
and that kind of stuff. I did that with the chocolates, but that was for a separate thing before I joined. I didn’t get that pop by
thing. Nobody ever mentioned it to me. My daughter lives in London, she was here for Thanksgiving; I kind of had a week
break there because I was with her. I did calls and I did a report, and I also organized my database, so I didn’t do anything
like holiday like everybody else is doing, which I feel so passed out. I told my daughter I should be delivering something
right now.
Alyssa: Don’t feel a lot of pressure. You’re going out and knocking on doors, and that right there is something that’s hard to
get people to do, but it’s incredibly effective. So, we just all have to do the thing that we’re good at and if you are a doorknocker and you like it, then really stick to that, because that’s going to get you a lot of business.
Rosana: When I’m face to face, it’s great. I talk to them, I talk to the neighbors. And then I do the map of where I’m going
and then I pull in the MLS their name as well, so then when I come in if they picked out after I leave that I talked to them.
Sometimes they have a dog or a cat, and people really talk, they’re actually open to talk. And they ask about the market.
And then I write little notes, like, “A blond lady with a dog”, and now my next thing would be to send them a holiday card,
mention also the dog. Something personal – about the child, the pet, or if it’s something that they shared they wanted to do,
their garden, their garage. So that’s the next step, but the door-knocking just takes time. Not that I don’t talk – I do,
obviously – but they do as well. So that’s a good thing, but I haven’t got any goodies out yet.
Alyssa: Well, don’t worry about that; just keep on doing what you’re doing because what you’re doing is really good. The
more than you can get people to talk, the smarter they think you are. That’s how it works, so you don’t need to talk that
much.
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Rosana: No, exactly. I listen to a lot, then I just write everything down. Obviously I do talk about the market, then I
mention a neighbor who’s relocated, sold their property. Yesterday I stopped in another location because I sold the land next
door to them and my client really wants their property, and they don’t want to sell it. This client of mine always wants
properties that are not for sale. And of course I managed to sell a lot of properties to them just doing that – coming in and
talking, and just connecting with people.
So I went there yesterday to tell her how much the property sold for, and then we talked about a little bit of everything. That
I like to do – to be with people on a daily basis. I like that a lot. Now I don’t farm where I live. Some people ask me why I
don’t farm my neighborhood. I live in a small neighborhood; it’s only 51 townhouses. It’s very quaint, it’s very nice, but I
don’t really farm there. In the past I sent everybody a Christmas card and this and that, but I don’t talk to the neighbors that
much. I have a crazy one next to me, so…
Alyssa: The important thing to determine if you’re going to select an area to farm, is it has to have enough turnover to make
it make sense. So we’re really looking for at least 6% turnover. So if you have a lot of turnover in your area, then it could be
a good one, but unfortunately what happens a lot of times is that agents will select a farm area on emotion, rather than
strategy. And so, that’s the thing to check out. You don’t want to have a farm that isn’t going to produce.
Rosana: There’s not a high turnover in my neighborhood at all.
Alyssa: Right. So it sounds like you’ve got a good farm area picked up. You just need to need to work it consistently and
have a marketing calendar for it and just keep it going.
Rosana: Okay, that sounds good. Thank you.
Alyssa: Yeah, good job. Alright, so does anybody else have any questions that they want to ask? Anything come to mind as
we’ve been on the phone? Anything you’re struggling with?
Stacy: Just getting them to act. Just getting to, as my coach said, not be lazy. They probably know somebody moving, but
they’re probably too lazy to think about it. It’s like making them comfortable enough to just tell you. I know they have it in,
they’re just not giving me the referrals, then you find out later or they say, “Oh, I didn’t know.” It’s like how to train them all
to make them know how to refer you. I’ve been an agent for 15 years and I still struggle with it. I do business by referral
really mostly, but I know there’s so much more I could be doing, because I have free time.
Alyssa: Well, one of the things that Debbie really recommends that you do is that you mention every time you talk to
somebody…
Remember that I work all price ranges from condos to mansions. And I would really love to work with anybody
that you care about; I’d take really good care of them.
And the reason we need to do that is sometimes they might think that their grandma or their kid or whatever is too small of a
deal and that you don’t want it, or that maybe you only do big stuff or whatever. So they don’t refer us, just because they
think it might not be something we’re interested in. So it’s important that you kind of spell that out for people. Like you
said, we need to train them to refer us. And I love what you said earlier, Stacy, about asking them to give you the contact
info so that you can reach out to them, because if we leave it in their hands to reach out to us, we know that that’s never
going to happen, right?
Stacy: Right. I am a little fearful because I had one of those calls today, where my financial advisor called me. I took him a
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jar of treats yesterday, so today he called me to thank me and he said he wanted to give me somebody’s name and number.
And he said this lady really needs to sell her house because she’s using her savings to pay for her mortgage. She’s just living
there by herself and she needs to downsize. She lost her husband and she’s older and she needs to downsize. He said…
I gave her your number. Give her a couple of days, but then you can call her if she doesn't call you in a couple of
days.
And I’m like…
Are you sure she knows I’m calling?
Because I don’t want to turn her off or embarrass her by calling and saying…
Hey, he gave me your number and because you didn’t call me…
It’s always a fine line, but he did the right thing – he gave her my number and then he called me with her number and her
name. So now I can be looking her property up and figuring it out, so when she does call me, I have some insight too.
Alyssa: Now if she doesn’t call, how are you going to approach it?
Stacy: Well, if she doesn’t call by say Tuesday morning, I’m going to call him again and say…
Hey, she didn’t call. Are you sure it’s okay if I give her a call?
Maybe he’s talked to her again. But she doesn’t really have anybody that she relies on, and so he’s kind of like a trusted
partner in her life right now, because he’s managing her money because she’s lost her husband. And I don’t know who else
she’s talking to – maybe she has kids, I don’t know the story yet. But I don’t want to also put her off, I don’t want to scare
her. And I just know how my mother-in-law is – she doesn’t answer the door if she’s doesn’t expect you, she’s just not that
open. So I don’t want to frighten her by being too pushy either.
Alyssa: Well, it sounds like she’s already given you permission to call. So I don’t know that you would need to call him
again if you don’t hear from her. Here’s how I might approach it, and you could see if this could possibly work for you. I
would call her and say…
I’m good friends with so-and-so and he asked me to reach out to you because he thought you might have some real
estate questions. And I’m just calling to see if you have any questions at all or if there’s anything that I can help you
with.
It isn’t necessarily about…
Hi, I’m calling because I want to list your house.
It’s more how can you serve her, how can you help her. I don’t know how you want to say this, but…
He mentioned to me that you might need some advice, and so I’m just calling to see if there’s any way that I can
help you.
Take a soft approach, and hopefully you can even have coffee with her or something, just to talk with her. I’m sure she’s
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probably lonely a little bit too. And you’re right – her kids might be involved in the decision, and so that’s important to find
out too, so that you can meet them as well if need be.
Stacy: Right. Thank you.
Rosana: What market are you in? What state are you in?
Stacy: I’m in Virginia.
Rosana: In Virginia, okay.
Stacy: I was going to say I’m dealing with another one right now where I’m dealing with the adult son, and he said his
parents are elderly and they don’t really want to deal with it, and they’re worried and stuff. So I’m dealing with him. I met a
contractor there with him too, and the contractor sent the quotes about the repairs because the parents don’t live there; they’ve
been renting it out, and these people have just trashed it. They’re on a voucher and they have all these people. They were
literally smoking pot while we were there, in front of us. They just did not care at all that the owners’ son was there showing
it to us. He didn’t care at all, he just kept doing whatever he wanted to do. They had a lot of guts.
But anyway, the place just needs a complete paint job, they let a leak spill too long and now it’s an issue. So, I brought my
contractor, but it’s going to be $25,000 to get it ready for the market, and that’s not even making it shiny and pretty and new.
That’s just getting the problems addressed. And it’s hard because he’s dragging his feet, probably because his parents are
dragging their feet, and I keep saying I really want the opportunity to meet his parents. Because he’s not ultimately signing
anything. He’s not the person that’s going to sign the listing agreement; it’s his parents. And he’s the person I have to go
through, and it’s kind of frustrating that I have to go through this other layer to get to the owner.
Alyssa: Right, right. I can see where you would be concerned about that, for sure.
Stacy: And how much I say to him, because he isn’t the property owner.
Alyssa: Right. That’s a good a point. Are they not available? Are they in a nursing home?
Stacy: No, they’re just a little bit older and they don’t want to deal with it, so they’re letting him handle it for them. I’m sure
he’s probably said, “Let me handle it. You don’t want to be running over there showing strangers the property” and stuff like
that. Because they had it listed For Sale By Owner, because they want to save the commission because they know it needs
work. And I’m like, “Well, you still need someone to help you.” So, that’s what I’m trying to do.
Alyssa: Yeah, I think I’d keep pushing for that appointment with them so that you can have permission to disclose. I think
that’s what I would say…
I need to make sure that I have permission to disclose everything.
I’d go at it from that way. Probably talk to your broker about that.
Stacy: Okay, sounds good.
Alyssa: Okay, good. Well, ladies, thank you so much for joining the call today. It was really fun to talk with you, and
thanks for sharing too.
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Rosana: Thank you so much.
Kailyn: Thank you very much.
Alyssa: Alright, have a wonderful week.
Stacy: Thanks, you too. Bye bye!
Alyssa: Okay, bye bye!
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