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Bob: Okay, we're ready to start. So, who do we have online and what questions do you have?
Lynn: Lynn Rodriguez.
Bob: And where are you from?
Lynn: I’m from Clarksboro, New Jersey.
Bob: Okay. Snowy there?
Lynn: It started snowing a little while ago.
Bob: Oh my goodness, oh my goodness. I remember those days, yes.
Lynn: That’s the other thing, that the cold weather really keeps you from knocking on doors. Going to couple; after two I’m
done.
Bob: Yeah, I hear you, I hear you. Yes, a little different than knocking on doors in Florida or Southern California or places
like that. That's right, that's right. What's your question?
Lynn: Well, I have two hot leads that I found; one after I sold a home. Of course no one's ready to sell right now. So how
often do I send material to them before they think I’m stalking them? Twice a month?
Bob: Yeah, that’s perfect, I was just going to say that. Every other week.
Lynn: Email or mail?
Bob: Yeah. The second one – if you have their e-mail address – yes, do it by e-mail, or if you have a phone number, it’s a
mobile phone, do it by text. And just keep them aware of what's going on in the market in a very short format. Don't drown
them with numbers – national numbers, regional numbers. Make it pertinent to their neighborhood.
Lynn: Okay.
Bob: And things may not have changed; for example if you send something out today and then two weeks from today, there
have been no sales and nothing new has come on the market – you tell them that.
Lynn: Actually I should clarify myself. So, I do have a New Jersey license and I just recently earned my Pennsylvania
license. The state of Pennsylvania is doing much better than the state of New Jersey.
Bob: Interesting.
Lynn: And I have many more contacts. So I lived in Pennsylvania for 15 years, then moved to Jersey about five years ago. I
did a lot of work in New Jersey last year – nine closings, all very small properties in the area of New Jersey where I’m living.
Bob: Okay.
Lynn: So in Pennsylvania I’m kind of reconnecting with old friends, old sphere of influence. So I’m kind of starting from
scratch all over again. But the same methods – knocking on doors, sending out letters, having lunch with old friends,
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_________. So, things are coming slowly though; nothing is…
Bob: Of course, because you’re just starting out in it, right?
Lynn: Right. So anyway, if anyone has any tips about any other ways of getting leads, besides I guess the 5555, which is a
pretty good way?
Bob: Okay. So, are you living now in Pennsylvania?
Lynn: I’m living in New Jersey. I’m only 25 minutes from Pennsylvania.
Bob: Are you involved in anything in Pennsylvania socially or charity-wise?
Lynn: Well, that’s what I’m starting to research. So, the friends that I'm reconnecting with, I want to find out what they’re
involved in, whether it’s golf, or charities. I plan on joining something, just haven’t decided what that will be.
Bob: Okay, good.
Lynn: So that’ll be one way that I have not tried.
Bob: Okay, and that’s a key. The key is getting involved in the community. Are you farming an area there?
Lynn: Yes, I am. I’m farming a couple.
Bob: Okay. How many homes in each farm?
Lynn: The one that I just sold a home in, there's 79 houses in this development. Nothing was for sale here for three years.
So when this home went for sale, I was the first one. It’s booming in Pennsylvania – if you have a listing and it’s in decent
shape, yeah. It’s a sellers’ market, they’ll get their price. If it’s in good condition… I mean we had agents lined up outside
this door to get this home. So I was able to get it for my client.
So I had the contract ready, I had all the finances in place, and I gave the buyer’s agent 24 hours. I wanted an answer in 24
hours. I wasn’t giving them an opportunity to get all their information. The open house was the following day, and I was
afraid. I didn’t want to start a bidding war, so I gave them 24 hours for an answer. So I had all the paperwork together, so
my clients got it. So I’ve been farming this neighborhood, but everyone’s happy and nobody’s moving, except one family –
they’re giving it six months. He told me six months to a year.
Bob: Okay. So when you farm like that, do you have access through a title company? Because I think what you just
described to me was the turnover rate is very, very low.
Lynn: Right.
Bob: Yeah. And you’ve got to ask yourself hard question, whether it’s worth your time and marketing dollars to really farm
in those areas. See, personally I would not spend a lot of money there. Is there a school involved in either one of these
farms, like an elementary school or something of that nature?
Lynn: Not close by, not really. I mean I wouldn't be involved in an elementary school. don’t have any connections in an
elementary school. My granddaughter is one, so…
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Bob: Okay, because that's one of the ways to get involved and to meet people, is to call the president of the PTA or call even
the principal, and say…
Hey, I'm a real estate agent who markets your area. Is there anything the school needs that I could help you with?
Not that you're going to spend a whole lot of money yourself.
Lynn: That wouldn't be easy for me. I think if I had young children or if my grandchildren were in elementary school. So
that really would…
Bob: Not going to work for you.
Lynn: No.
Bob: Then you’ve got to go to the charity, and you’ve got to go to some community involvement endeavor. I know that I'm
saying that very broadly, but you’re going to have to leave it up to your own interest – something that would excite you, that
you would get involved in.
Lynn: That was my next step. I’m reaching out to a gal – hopefully a potential seller, tomorrow. I have an appointment.
We’re having a breakfast. We’re reconnecting and I know she wants to downsize. So we’ll see where that conversation
goes. I’m having these appointments with people that are ready to downsize, to see exactly…
Bob: And they’re ready to downsize. Are they moving out of the area when they downsize?
Lynn: No. I need to gain their trust, so they know… Because I worked the school system with these people, in a high school,
for 15 years before I moved over. So I have a lot of connections in this part of Pennsylvania.
Bob: From them, okay. And you’ve reconnected with those people.
Lynn: I have, yes.
Bob: Okay, you’re doing it right. Give yourself some time; this is long-term prospecting. But you’ve got an opportunity
tomorrow, you said, to list something hopefully.
Lynn: Well, I’m going to have a conversation with a potential seller, so we’ll have to see. And it’s a friend, it’s a past friend.
Bob: These two farms, can you door-knock with them?
Lynn: Some of them I can. These are higher-end neighborhoods, so people really look at that. I know the neighbors, I can
knock, and I have. I'm not really shy about that. If there are a couple of cars in the driveway, I will. There are no listings;
this is how I approach everybody. I would like to move back into the area, quite frankly, so that’s one reason to knock on a
door. My son would like to relocate back down here; he’s a little further north in Pennsylvania. So I do have reasons for
asking people, and they’re usually pretty perceptive when I ask; nobody kind of _______. I think it’s easier for women to
knock on doors than men anyway.
Bob: Got you, got you. Well, I could just tell you you're off in the right direction. The more people – and I'm preaching to
the choir – but the more people you could have direct contact with, face-to-face contact, the better; the quicker this is going to
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happen for you. It’s not going to happen with just mailing. You know what I'm saying? They’re getting mail from other
people. Now, do you have an office in that area?
Lynn: I do.
Bob: Okay, alright.
Lynn: And they’re very supportive. As far as supplies – I’m doing snail mail because they’re paying for the postage. So I’m
getting some information, taking maybe one page, only maybe two or three paragraphs – not a lot – just something that will
catch their eye, like “16% increase”, so then they’re going to want to read that paragraph. “16% increase in what? Price of
my house? Sales?” With my card. So I think if I send enough things out over time, people are going to either call me to say,
“Stop sending me something”. I have had people in the past call me. One lady said to me, “You’re always sending me
things, that’s why I’m calling you.” And then she was interested. So it could work.
Bob: That’s right, over time it is going to work. Not that it could; it is going to work. But in the meantime, and I think I’m
answering your question – if you want it to happen faster, you have to get in front of people. Now let’s go to the high-end
neighborhood. What’s the price?
Lynn: The house I just sold in this particular neighborhood was $480,000. But they got a pretty good deal for the house. He
could’ve gotten more for this house.
Bob: Okay. So it’s around $500,000. $450,000 to $500,000.
Lynn: Yup. I’m doing an open house this weekend that’s $900,000, and I have done ones that are a million. This is the
Main Line area of Philadelphia.
Bob: Yeah, I know it well. I know where it is, yup.
Lynn: Okay. So the neighborhood I’m farming is in the $400,000, $500,000, $600,000.
Bob: Okay, alright. So, go back and try to do some creative thinking. And I'm just thinking out loud here with you, okay?
And I have agents doing this all over the country. Is there a seminar you could sponsor about the new tax laws, investment
opportunities in real estate, that people in that high-end area would attend? Because you would not do it; you would sponsor
it.
Lynn: Sponsor, yeah. I don’t know, a lot of these people…
Bob: Think about that.
Lynn: They have brokers, they have investment firms. I don’t know if that would work. It’s a good idea, but…
Bob: Yeah, it’s working for people around the country. Look, how many homes are in that high-end area?
Lynn: There are several different neighborhoods. The one that I’m talking about, there’s 79 here.
Bob: 79-80 homes. Okay, so you have 79 or 80 homes, and if you had 10 couples show up, you’d be way ahead of the game.
Lynn: Okay, interesting. You said a title company?
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Bob: Yeah. Or, do you have a commercial arm within your company that would talk about investment opportunities?
Lynn: No, they don’t investments.
Bob: They don’t do commercial, okay. Do you all find yourselves sell duplexes or quadruplexes or something of that nature?
Not in that neighborhood, obviously, but in the area?
Lynn: Some of our agents do, but not that I’m familiar with.
Bob: Okay. And then the other question is, are there opportunities to buy something that would be a good rental and a good
source of rental income, and a long-term good investment? Those are the things you need to ask yourself when you put
something like this together.
Lynn: Yeah.
Bob: And what I’m trying to do here is to get your creative juices going on how you could get in front of more of these
people. Is it a homeowners association?
Lynn: There is.
Bob: Is it gated?
Lynn: It’s not gated.
Bob: Alright. Then here’s what I would do, and I’ve got agents doing this too. Find out who the president of the
homeowners association is and call them, and say…
Look, we’d love to give information out to people. Is there anything you think… You know all the neighbors. Is
there one particular topic you think they want to know about?
It may be crime prevention. Then what you do is you get the sheriff’s office, the police department or whatever, to put on a
seminar for them. But you’re there introducing them, you’re the one who thought of this idea, if you will. See, I’m not
saying do that, I’m saying that’s how you’ve got to think about this to get in front of more of those people.
Lynn: Get creative, right.
Bob: Yup. Got it?
Lynn: Got it, thank you.
Bob: That’s the thinking process: What can I do that they want to hear, that I could bring somebody in and look like their
heroine for doing it? “Thank you, this was really informative.” As they’re walking out the door, now they know who you
are; they’ve seen you.
Lynn: Alright, thank you.
Bob: Does that help?
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Lynn: Yes, it does.
Bob: Good, great. Okay, another question anybody else wants to ask us today? While you’re thinking, we had a couple of
emails come in. One was…
In today's environment, with social media.
Kind of goes along with the discussion we just had…
With social media the way it is and the way people want to be contacted, in this environment how do I get in front of
more people?
It goes back to what we were just talking about. But the simple answer to that is yes, you have to use social media. Yes,
people like texts. Yes, people like to be emailed, if they want that email, if they want that information. But the underlying
question has always being in residential real estate and will always be, how do you get in front of more people?
So it’s the obvious door-knocking, and winter’s still hovering around. In most parts of the country weather is winter. Places
where there's not winter definitely you’ve got to be out there either knocking on doors or doing some of the things that we
were just having our conversation about. And the moral of the story is here: There’s a direct ratio of results, if you will, of
the number of people you could get in front of, face-to-face, and the number of people that you will get business from, even if
it’s not their property, not their listing. Referrals.
Lynn: Can I ask you another question?
Bob: Yes, sure. Go ahead.
Lynn: This is Lynn. Expireds. There aren’t many Expireds either.
Bob: There aren’t many.
Lynn: No, there are not. So there was one recently, I’ve knocked on the door, I spoke to her daughter. The daughter was
older; the mother’s retired, she’s out doing different things. In the meantime I sent them information, but I’ve yet to…
Bob: You sent her information?
Lynn: I sent her a letter saying…
If you have any questions, please feel free to reach out to me, I’d be happy to answer anything. I sold a home in the
neighborhood next to you.
Then I gave her the address, that type of thing. Is that the same thing – twice a month? Because with Expireds it can be gone
tomorrow to another agent.
Bob: Have you done a follow-up call to the letter?
Lynn: I have.
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Bob: You have. And did you talk to the property owner?
Lynn: No, haven’t been able to get her at the door. She hasn’t been home; it’s been the daughter. And the last time there
was a car in the garage, but I'm not sure if anyone was home or not. So, I’m waiting.
Bob: I wouldn’t wait too long. When was the last time you talked to the daughter?
Lynn: About two weeks ago.
Bob: Yeah, I’d get on it. I’d get on that and stay with it every week.
Lynn: Okay. Every week for an Expired?
Bob: Yup. This is Expired. Did the daughter give you any indication that the mom was going to put it back on the market?
Lynn: She didn’t say anything. I couldn't ask her too many questions.
Bob: In that situation, I understand. So those are the questions you need to ask with the follow-up. Even if the daughter
answers the phone. Let’s role-play. So I call you, and I would say…
Hey, it was really, really nice meeting you the other day. I'm following up. The market, as I said to you, is…
And I don't know why it expired, but it did. Is it way overpriced, you think?
Lynn: No. I talked to another neighbor and she said they don't think they've updated anything in quite some time.
Bob: That’s why, so it’s not updated.
Lynn: There’s another one they just listed for a lot more money; not sure whether it’s updated or not. I mean somebody
could grab this and really make it nice.
Bob: Yeah, exactly. And you’re the one who could make the recommendations this go-around. So I would stay on top of
that one, and if the daughter answered the phone again, this is what I would say…
I’m just following up from our conversation the other day. Have you had a chance to talk to your mom about
whether she wants to put…
Just be very direct…
If she wants to put the home back on the market?
Be very direct, find out. Don't beat around the bush, just go for.
Lynn: Okay, I’ll do that then.
Bob: Yeah. Good luck!
Lynn: Thank you.
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Bob: Yeah. Any other questions out there? Okay, here's one that's a universal question that came in, and the question was…
Whether you're working with a buyer or whether you're working with a seller, how do you find their motivation?
And so the answer to that is, as we were just talking about, you’ve got to be direct with people, otherwise they’re going to
waste your time, or mentally you’re going to be saying to yourself, “Oh, I need to call that person back.” You don’t even
know why you’re calling them back, except maybe they showed interest in a property or what have you. So, just ask direct
questions…
Are you moving up? Are you moving down? And you moving out of the area?
When it comes to maybe someone who is putting their home on the market. And do that in a very general way, and you
know how to sugarcoat that. You’re not rude about it, is my point. But you need to find that out with sellers, because if
people are not motivated and you work with them, it just becomes very, very frustrating, whether it’s a seller or a buyer.
On the buyer side, whether you met someone at an open house and you're following up, or whether it's a referral from you…
If it's a referral try to find out as much about the people that are being referred to you. Just ask all the questions about the
person who’s giving you the referral. Are they moving up? Are they moving down? All the things that I just said. And you
just say…
What is their motivation to sell? What is their motivation to buy? Are they ready to buy?
If you know if they're ready to buy, it is a very, very real question that you could ask people. And then on the buyer side, you
need to find out as much as you can about these people before you get them in your car or before you get them on your
schedule. And don't be hesitant about that, and don't be shy about that…
Well, thanks for calling me back. I'm looking forward to us looking at property. What is your timeframe?
If you don't know that yet.
Have you been pre-qualified by a mortgage company?
If you don’t know that yet. Get those questions into the conversation before you meet with them this Saturday at 9:00
o’clock, because if you don't and you’re with them and they're not ready to buy anything, they just want to get a feel for the
market – you need to know that. Now I sold in Florida years ago, but boy, we had a lot of that – people coming down on
vacation. So I learned the old phrase, “If you’re fortunate enough today to find something that really peaks your interest and
you’re ready to go ahead and make an offer”… One couple in my office in the conference room, they looked at each other
and go…
Oh no, we’re on vacation. We just want to see what’s for sale and what the prices are.
Oh, let me show you how to do that.
And I directed them to the new home subdivisions, the builders. And that’s how you do it, but you’re not getting in my car
and we’re not going to spend this lovely day today looking at all these properties, and you’re going back to Pennsylvania and
New Jersey, New York, wherever you’re going back to on Monday. Don't get caught in that. Be direct with people about
their motivation, both selling and with buyers.
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Any other questions that we might answer for you? Okay, thanks for your time today, and have a wonderful, wonderful
week!
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