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Dave: Well, good morning, everybody. Glad to have you on the call this morning. This is Dave Clark. I am 
a senior leadership and business coach with Excelleum and I’m stepping in for Debbie today. And we’re 
going to talk today about one of the subjects, one of the strategies that can create long-term, consistent 
business for you for your entire career. We’re going to talk a little bit about geo farming today. So, if you 
are ready, let’s take some great notes, and most importantly take some action today after we get done 
with our call.  

So, I said that starting a geo farm is a step forward in creating consistent business for you throughout 
your entire career. And what is so important about this is that as long as we set this geo farm up 
properly in the first place, it will continue to turn that business out for us year after year. But it’s going 
to take a little bit of work. So, I want to talk with you today about what that looks like in total. And keep 
in mind that this is a strategy that we want to think through very carefully, because we want to plan to 
start and continue success, creating that success and setting up your farm right from the get go. We 
don’t want to start and stop, and spend money. So, keep in mind that this is a long-term strategy. While 
we are certain to turn over a few stones immediately and get some business, we’re really looking for 
that long-term flow of business over time.  

So, let’s talk about what we want to look for in choosing our farm. You want to choose an area that 
you’re personally familiar with, perhaps, where you’re comfortable working. If possible, find an area 
where you’ve recently sold a listing, for example. Maybe you’ve met a few of the neighbors and you 
have a good feel about the neighborhood. Particularly look at that neighborhood in terms of how quick 
can you get to that area. Make it easy for yourself to drive to your farm, to be able to spend some time 
there in different activities that we’ll talk about here in a few minutes. But make sure it’s an area that 
you want to work.  

And we want to take a look at making sure that we have homes to sell for just about everybody. So, if 
we have the ability to choose an area that we have some good bread and butter listings, some good 
bread and butter properties – maybe it’s a lower price end, but also have the ability to move up in price 
point to offer something for our customers and clients that fall into that higher pricing category – that 
can be very, very advantageous for us. So we may even have a nice mix of property prices, maybe even 
up to luxury.  

We also want to have a few different options, as far as the types of properties that we’re selling. 
Certainly single family properties are going to be great resale for us; condos, townhomes. We know 
we’re going to have a few rental properties, perhaps, in the area. And this is all great because it gives us 
a little bit of a different audience to work with, gives us a lot of different opportunities for people to 
touch base with us. We’re the wise advisor for those sales, for those listings. So we want to make sure 
that we have a good mix to work with.  

We also want to have an area that we might be able to expand on. So let’s say for example, we pick an 
area that has 450 to 500 homes. We want to work hard to dominate that particular farm, but if we find 
that once we’ve dominated that farm, there’s an option for us to move into a few more homes in a 
neighborhood that’s nearby or attached to the area that we’re working – that can be very valuable as 
well. So, as we’re looking at different areas to farm, just try to consider all of these options as part of it. 
Now, if we get them all, that’s great. If we get most of them, that’s going to be good. But as long as it’s 
an area that you’re familiar with, you’re comfortable with and you look forward to working in, that’s 
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going to be part of the key.  

Now you might also want to do a little bit of research and see if anybody else from your office has 
worked that area before. So, there may be some opportunity to take on that database, to get some of 
that information and add it to your database if somebody else has worked it, and maybe take advantage 
and leverage that prior contact. It might give you a little bit of a head start into that neighborhood.  

But some of the other research that we want to do – again, know the price of the homes in the area and 
make sure that it’s a price range that you’re comfortable in or that you want to expand into. Again, a 
little bit of something for all of the people that we will be working with.  

Know the style and perhaps the floor plans of those properties as well. Get a good sense of what the 
product is that you’re going to be selling. And make sure that you’re familiar with every option that’s 
available. And of course this takes a little bit of time, but you’re going to become the wise advisor, the 
expert on this area. And that means you’re going to know all of the different housing styles, the floor 
plans, and everything that’s going to be available in here for your clients.  

A very important key is knowing the turnover rate. We want to look at areas that have at least a 5% 
turnover. Now, why is that important? Well, because we need to make some money. We need a return 
on the investment that we’re going to make into this farm area, and 5% is a good starting point for that 
minimum number of properties turning over. And remember, while we’re going to work very hard to get 
the majority of those properties, it is possible that other agents will get some of that business in there 
through their connections. So we have to work with a high enough number of properties turning over 
that we can still make a good income from the effort that we’re going to put into this property. So, if 
we’re at five or six or seven, that’s fantastic. If you’re looking at below five, then there has to be some 
compelling reason for us to really take that area on, like perhaps seeing future trends where that 
conversion rate might go up, we’re seeing some other opportunities there that we can really leverage to 
get a higher conversion rate. But take a look at 5% as your minimum turnover rate over the past 12 to 
18 months.  

Know the benefits that the area has to offer, because guys, if you think about it, it’s all about lifestyle, 
right? So, what does living in this farm provide for your clients and for the people that live there now? 
What is the lifestyle like? Is it an outdoorsy type of lifestyle, where there are hiking trails and biking 
trails? Is it close to downtown, so we can enjoy great restaurants and the arts and those types of things? 
What does the lifestyle provide for somebody that would be moving into that area? Get to know a lot 
about what that area provides for the people that live there. And one good way to do that is just talk to 
them. As you begin to work in your farm, ask those questions of those homeowners that live there now. 
“What is it that you really love about this area? What lifestyle opportunities does it provide?” So that 
you’re developing your talk track, based on the people who live there and the activities that they take 
advantage of.  

Of course, we want to look at the schools. You’re going to need to know all about the schools and 
perhaps even become involved at some level so that you’re constantly aware of any changes or trends 
that are occurring in the school, so you can speak intelligently about that.  

And then one thing that is also very important is taking a look at who else might be working the area. So, 
if you have some pretty heavy duty competition, that might be a little bit tough for us to go up against, 
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especially when it comes to our budget of both money and time. So, if we have a large team that’s been 
working that farm for a number of years and they have a high percentage of the listings and sales in that 
area, we may not necessarily want to go head to head with them. Now, we certainly can, provided we 
have the time and the money to do that. So I’m not suggesting that we run away, but at the same time 
from a business perspective, let’s see what makes sense. So you may look for one agent that has a high 
capture rate in there, or a team that has a high capture rate, a company that’s been farming that area, 
and make a decision if there’s room for us and how long it might take us to capture our fair share of that 
market and actually dominate that farm area over time.  

One of the things too, and Debbie talks about this all the time and I think it’s absolutely the right step, 
and that is, before you consider putting a dime into it, walk the neighborhood a little bit, do some door- 
knocking and talk to people to make sure you like the neighborhood and the neighbors, because guys, 
every geo farm has its own personality, right? And we want to make sure that before we put a lot of 
money into it, again, it’s an area that we’re going to enjoy working in, because we will be spending a 
pretty good amount of time there if we’re truly going to dominate that farm area. So, walk the 
neighborhoods, talk to a few people, get a feel for the real neighborhood from that street level 
perspective, and make sure that it’s an area that you’re going to want to work. And by the way, chances 
are you’ll pick up a listing or two as you check things out. And what a great way to leverage yourself into 
the area by having that listing and being able to immediately talk about your listing with the neighbors 
and get them interested in what you’re doing.  

A couple of things to consider too, as we are looking at an area to make our own farm – pull the old 
Expireds and cancelled listings. Often times if they’re owned by the same folks from before, they may 
want to put that property back on the market, so it could be a good opportunity for you to get a listing. 
Again, a good starting point for you to get into that farm. But you need to know how many properties 
have expired and what those opportunities are, because going forward we’ll certainly work the expired 
listings, to get those listings to get started. But also, we’ll take a look at FSBOs, we’ll take a look at 
Withdrawns and Cancelleds, of course. We need to know what the history of that area is. What have 
properties been listed for, what have they sold for, days on market? Just a good, strong overview of 
everything that’s happened in real estate in that area. Again, remember, in order to truly dominate your 
farm, you have to become the expert and know just about everything that we can that’s gone on in that 
neighborhood, and the trends that are coming.  

We also want to preview all of the active listings currently on the market, in order to develop your 
product knowledge. You’ve got to get familiar with the pricing, the models, the floor plans, the 
properties in terms of the lots, and again, the lifestyle. So be sure that you’re previewing all of the active 
listings, and that’s one thing we must stay current on. If somebody else takes a listing in our farm, we’re 
the first ones out to take a look at it and preview it to make sure we know everything that we can about 
that property. Because again, remember, once you begin to work this farm area, you’re going to be 
attracting a lot of clients that are going to be interested in this area and they’re going to be looking to 
you to know everything that there is about that area and market to them.  

Set up a budget as well, and come up with a marketing plan once you’ve decided on your area. It’s really 
important to set your budget, because the last thing you want to do is start in on marketing to a 500-
home farm, let’s say, and then run out of money early. And so, we get a good start, but then we drop 
off. It’s more important to have the money behind us to make sure that we can have a consistent long-
term marketing campaign, so that when we start, we can continue going forward until we get that first 
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couple of listings and start that cashflow coming in, so that we can pay for our marketing efforts in that 
area. So, be sure to set a budget, and you may want to use that budget to determine the number of 
homes that we begin to market to.  

I’ve seen people that have started their farms and they’ve grabbed 1,200-1,500 homes with the idea 
that we’re going to send a postcard in once a quarter, something along those lines. Guys, we may be 
better off to take a smaller number at first, do a much better job of marketing, more contacts with 
great, valuable content and capture that area, dominate that area, and then move on and add some 
additional homes to our farm. So consider what your budget is. And by the way, it’s not only money, but 
time, because this will take us some time as well to put our marketing campaigns together, to execute 
flawlessly on our marketing campaigns, to knock on some doors, to consider some client events and 
some things like this to dominate that area. So, be sure that we’re budgeting money, and also allocate 
enough time that you can effectively market and capture that business in the farm area that you’ve 
decided on.  

So, we want to definitely calendar that marketing plan. And in the Inner Circle, as you may well know, 
there is a terrific tool – a marketing calendar, that allows you to basically set up the entire year of 
marketing for your farm area. This could include your newsletter, some email blasts, phone calls, door-
knocking, client events, all the things that we need to do to do a really excellent job of marketing and 
dominating the area. So, if you haven’t already done that, pull out that marketing calendar and take a 
look at it, because once you’re able to start scheduling these marketing events, they just flow. We know 
what we need to do, we get it out. It’s consistent, it’s on time, it’s within budget. It helps you to really 
plan for a very effective marketing campaign along the way.  

Some of the other things you might want to think about adding into the calendar – of course, your 
mailings. If you’re using sly broadcast to reach out and touch everybody in your farm, that’s a great tool. 
So schedule your sly broadcast call right down to the subject matter. What is it you want to talk about, 
when you need to make the recording and when you need to send it out. And also the follow-up for 
people. If you’re out door-knocking, they’re not home, what’s the next step? We can add follow-up for 
those folks into the calendar as well. That could be just a short note, could be a postcard, could be a sly 
broadcast or a phone call, or even schedule the next time you’re going to be in the area to knock that 
door again.  

Something else to consider is, as you are working the area and you’re making some great contacts with 
people, they’re providing you with referrals or just great information, be sure to send them a 
handwritten “Thank You” note. Make sure that they know that you appreciate the opportunity to work 
with them or you appreciate the opportunity for the information that you’ve gathered from them. 
Nothing sells like a handwritten “Thank You” note today. Just getting it in the mail is amazing, because 
let’s face it, we don’t get that much in the mail anymore today, right? So that creates value. Those 
handwritten “Thank You” notes can provide long lasting value for you. So be sure you take the time to 
write those out and get those sent as you begin to move through your farm and make connections with 
people.  

Be sure to take excellent notes too along the way. Allow yourself a little bit of time. So if you do knock 
the door and you have a great conversation with somebody, take some notes down so that the next 
time you visit that same homeowner, you can reference that conversation or follow up on information 
that they’ve given you. It’s always important to be able to put that information back into your CRM, in 



July 9th, 2019 Transcript - Page 6 
 
 

www.ExcelleumInnerCircle.com 
Copyright © MMXIX by Debbie De Grote And Pete Mitchell. All Rights Reserved. 

your database, so you can reference it again at some future date, follow up.  

And guys, be sure that we’re always asking for business in some way as well. Whether it’s in our 
newsletter that we’re sending out, whether it’s in our phone calls, whether it’s in our door-to-door 
conversations, always try to monetize that conversation or that bit of information. It can be extremely 
valuable as we begin to develop that referral network, because remember, guys, it’s not just about 
them; it’s not just about the person that lives in that home, the homeowner there. It’s about everybody 
else that they know – their family, their friends, their colleagues from work, the people on the soccer 
team and so forth; because we are developing that persona of the wise advisor, the expert in that 
particular farm area. We want them thinking about you. Whenever the opportunity comes up where 
someone needs some help with real estate, we want them calling you. So, be sure to ask them for the 
business. They understand why you’re working the area, so it’s not going to be a shock to them. But let’s 
monetize that conversation or that mailing or that email, so that we do have the opportunity to get that 
business back.  

Now, we also want to take a look at additional ways to increase our contacts with homeowners. So I 
mentioned the newsletter, but in the Inner Circle, you may be aware that we have a phenomenal 
newsletter called The Lifestyle Advisor. Now, we can take that newsletter and customize it each month. 
We can add a little bit of local flavor, some content from MLS on marketing stats for our farm area 
specifically. Takes a few minutes to edit it up, and then have it printed off. Now, we have a lot of clients 
that just have it printed, addressed, and mailed from the same vendor. FedEx is a great option there, but 
we do have some recommendations in the Inner Circle for some vendors that can print it up and mail it 
for you as well. So we make it as easy as we can.  

But if you haven’t taken a look at The Lifestyle Advisor recently, please go in and take a look at it. Great 
content. We update it every month. It’s usually available to you by the fifth of the month. And again, 
very easy to edit. If you don’t like the articles that we have in, you can take those out, put in your own 
blog posts, you can put in local content, like I said, your MLS market report. Anything that you feel is 
going to be valuable to the people that live in your farm, add that into your newsletter. And then 
consider getting that newsletter out to them once a month. If not once a month, then at least once 
every other month. But the more often we get in front of them, the more opportunity we have to build 
brand and the more opportunity we have to get business from them.  

And if you think about it this way, we know that today email is only opened by about 17% of the people 
that receive it. And if it’s got a big file, that number goes down because, let’s face it, we’re a little 
concerned about security and what we’re receiving, email wise. So, with The Lifestyle Advisor 
newsletter, you’re putting something in their home. And guys, that means it has shelf life. They pick it 
up at the mailbox, they bring it home, they open it up, they read it, and we’re going to get most likely 
more than one set of eyes on that newsletter as well. If we email it, chances are we’ll have one set of 
eyes read it, and then delete it.  

Because we’re mailing it in, it goes to their home, sits on the kitchen counter. Maybe everybody has an 
opportunity to take a look at it and read it. And it’s probably going to stay in the home for several days 
or perhaps even longer, where more people have a chance to see it. That’s all about branding, keeping 
your name and your brand in front of them for as long as we possibly can. That’s some value that’s 
created. So consider the newsletter, Lifestyle Advisor, and if it’s possible, if it’s in your budget, send it 
out once a month. It’s a great way to connect with them.  
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Now, one of the things we do know is it takes time to collect emails, it takes some time perhaps to 
collect phone numbers. Now, there’s a lot of opportunity for us as we knock doors, hold client events 
and different activities to be able to draw in and collect that information, so that we have marketing 
opportunities with both email and by phone as well. But in the meantime, if all we have is the address 
and the name of the homeowner, let’s keep something in front of them a couple of times a month, at 
least twice a month. The newsletter of course counts as one, but then a follow-up postcard, and more if 
we have the budget for it. And then remember, as we’re knocking doors, have something valuable to 
hand them. Could be an additional copy of your newsletter – that might sound like...  

By the way, I mailed a newsletter to you. I just want to make sure you received it.  

Oh well, yeah, we think we have around here.  

Well, no problem. I’ve got an extra copy right here.  

And hand it to them. You may also want to include a bio and a few testimonials, and again, some 
valuable market updates. If we look at the information we give them, there’s a lot of different 
information that’s suggested, but let’s try to keep it focused on the business and the value. Again, we 
want to present ourselves as the wise advisor for that area in real estate. So, rather than providing them 
with Aunt Betty’s apple pie recipe, perhaps we provide them with that current MLS market update and 
values. “What is your value? What’s your appreciation rate? What’s the value of your home likely to 
be?” Give them some good, valuable information about their real estate; something that may create 
some questions and cause them to call you and ask about that.  

So, as we take a look at additional ways to connect with people, often times we also want to consider 
perhaps a client event that’s specific to our farm. And the great news is, in the Inner Circle, we’ve got 
the Events kit. It gives you a lot of different ideas for events that you can hold – everything from 
photographs with your pet, seasonal holiday portraits with your family, the summer picnic, managing 
the yard sales in the area. There’s a ton of different ways that we can connect with people outside of 
door-knocking and our newsletter and our email campaigns. So, consider looking at the Events kit to see 
if there’s a particular event that’s going to be suitable for the area that you’re working, and then put 
that event together and hold it.  

Because the nice thing about those events is, it has a tendency to become all about you. And that’s what 
we want. You’re hosting that event, you might even take a little bit of time to address the crowd, talk a 
little bit about how wonderful it is to work in the area, some of the great things that are happening in 
real estate, how the values are increasing and equities are building, and some things like that. You may 
also want to consider perhaps bringing somebody in. As one of our clients says, he brings in a local 
expert on certain types of flowers for the area and talks about landscaping and the value that brings to 
your home. But guys, there are a lot of ways that we can bring people together, provide them with 
great, valuable information, and have them make that total connection to you.  

Now, as we’re working the farm area, as we’re talking to people, as we’re collecting data, we must put 
that data to some good use, and that means putting it into our CRM; beginning to compile all of the 
information that we can on those homeowners’ names, phone numbers, emails, of course. And the 
more we get to know them, the more information we’ll have to put into our CRM. But this is where the 
real value comes in, because as we began to look at what’s important to the people that live in the area, 
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we can begin to provide content to them about that subject matter.  

Or again, customize our events to suit the people that live in the neighborhood. What is it that they like 
to do? We become part of the community, in effect. And so, it’s really important to gather that 
information and know as much about the folks that live there as we can. And in today’s world, that can 
be a little bit tricky, simply because not everybody is as open as others to making that kind of a 
connection. But over time, as they get to know you, like you, and trust you, it’ll be easier to gather that 
information, and then be able to use that information for effective marketing in future.  

A couple of other things to consider, in terms of just marketing campaigns in the area. As I said, we need 
to take a look at those properties that have expired. But as we begin to take a look at the homeowners 
in the area, we also want to take a look at who the absentee owners are. In other words, they own the 
property but they don’t live there; maybe rent it out. So let’s find out who the absentee owners are, and 
we can create a separate campaign just for the absentee owners. And again, in the Inner Circle, we have 
some great content, an educational guide that we can use to send out to absentee owners to get the 
ball rolling towards connecting with you, with the possibility of either selling the home in the area or 
perhaps investing in another one. A lot of opportunities with absentee owners. So we’re going to send 
them very targeted messages. We can call them and find out if they want to sell or buy. It’s great 
business.  

We want to also consider as we work through the farm, finding out who the business owners are in the 
area – somebody that perhaps owns a restaurant nearby, or maybe the dry cleaners. Get to know them 
and create a referral alliance with them. Easy to do. Business owners always want to expand their 
business. They’re going to want to work with you on the people that you can send to them, and of 
course, reciprocate by sending referrals back to you.  

You also might consider setting up a community website or a blog. A website could be great as well, 
because it gives them one place to get all of their information. Once you start the website for that 
neighborhood, that could cover all of the information that you need to share, like new listings or “Just 
Sold” or open houses, client events and those types of things. But you can also use it to promote some 
of the local activities, whether it’s a block party or a picnic or meeting in the park or the yard sales, or 
whatever that might be. Give them a focal point that’s branded by you. So, every time they go there, 
they’re seeing your name, your brand, thinking about you, but they’re getting their community 
information there.  

And make sure that, of course, as we take new listings that come from all of this activity, that we’re 
getting the most mileage out of it. That means get out, knocks some doors, talk to some folks, get your 
open houses set up, and invite the neighbors to your open house first. Give them a special preview time. 
Maybe we start from 10 to noon and it’s just for the neighbors. Bring them in. Great opportunity to 
meet them, get to know them, find out what their needs are and what their plans are for the future.  

Also, be sure that they know everything that you offer. Sometimes people feel like you only work this 
particular area… 

No, not so much. I work farms and ranches. I do a little bit of commercial and investment work. 
I, of course, work all over town.  
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Or all over the county, whatever it is. Make sure that you’re letting people know that you are full 
service. The areas that you work, the expertises that you have, or the niche type areas that you work. 
Let them know. Again, remember, it’s not just about them but about everybody they know. So, as they 
come across somebody who might need that apartment across town, they call you; or somebody that’s 
looking for an investment property outside the farm, they’re calling you. So make sure we’re keeping 
that information out and in front. And of course, always position yourself as the area expert. Be current 
on the recent sales, updates, trends, the new shopping centers that are being built, new rail lines that 
are going in. Whatever it is, make sure you’re on top of it.  

By the way, one of the best ways to stay on top of things that are happening in the neighborhood too, is 
to use Google Alerts. It’s easy to put your area into Google Alerts. If you haven’t used that before, just 
put “Google Alerts” into Google and it will bring up a form that you can fill out, and you will get 
delivered directly into your inbox everything that’s coming across the Internet about that particular 
subject matter.  

So, if it’s the area and something’s happening, a new shopping center is being built, you’ll be one of the 
first to know. You can put people, places and things in there and you’ll get great content delivered 
directly to your inbox. Keeps you in front of the rest of the crowd and gives you the appearance of being 
the expert, that wise advisor, somebody they’re going to come to. Every time you take a listing, you may 
want to put a little bit of information in Google about that property or that area, so that if anything 
comes up on the Internet, you’re the first to know again. So Google Alerts, great tool to use.  

Also, be sure you set yourself up in MLS so that you get notices when any new activity occurs. You need 
to be absolutely the first person that knows that another listing has been taken in your farm area, and 
get right on it and get it previewed so that you know what’s happening with that property. So, set 
yourself up with MLS. And also, don’t forget – drive your farm frequently. Take a look at signs and 
changes that may be occurring, somebody is remodeling or there’s a new sign in the yard. Make sure 
that you’re aware of it. Guys, this becomes basically your business, or a big part of your business. So 
make sure that you’re dedicating the right amount of time to knowing everything that’s going on there. 
And of course, work overtime to get your listing sold, because nothing says “expert in the area” and 
shows off your capabilities, your professionalism, your expertise in marketing, than taking a listing and 
getting it sold quickly.  

So, as you look back on this, again, some things to think about as you’re selecting a farm area – don’t go 
too big, go with manageable numbers based on your budget for both money and for time. Make sure it’s 
an area that you’d like to work, that it’s easy for you to get to, so that we don’t have any excuses for not 
working the farm area. It’s easy to get into. Make sure that you have access. Some close communities it 
can be a little bit difficult. So maybe we’re not going to look there, but look for subdivisions that also 
have connectivity to other areas that we might want to annex on at some point in time in the future.  

And again, work the area. Walk the area a little bit, get to know a few of the people in there. Make sure 
that it’s the right personality of area for the area that you want to work. Make sure we have at least a 
5% conversion rate and we’re not going up against a whole army of other agents that have already 
dominated that area, to make sure that we have everything set for success. We’re stacking the odds in 
our favor for success.  

But the main thing is, get started. If you don’t have a farm, get started. Put one together today. Get into 



July 9th, 2019 Transcript - Page 10 
 
 

www.ExcelleumInnerCircle.com 
Copyright © MMXIX by Debbie De Grote And Pete Mitchell. All Rights Reserved. 

the Inner Circle, look at the campaigns that we have under the “Geo Farm” category. It’s got everything 
that you need to know, everything that you need as far as the tools, the educational guides for move up, 
downsize, first-time home buyer. All of those are going to come into play as we begin to work our area. 
The Events kit for events that you’re going to want to put together in the area. But totally, totally 
making that your area. You dominate that farm, you become the expert, you become the wise advisor 
for all of the homeowners that live in that farm.  

So, if you have some questions, you can press #7, and I’ll be glad to field any questions that you might 
have. So go ahead.  

Okay, so doesn’t sound like we have any questions coming in today. Let me leave my email with you and 
you can feel free to email me after the call today. It’s daveclarktce@gmail.com. Feel free to send me any 
emails, because I know questions come up right after we hang up, right? I’m more than happy to answer 
any questions that you have, and most of all, want to wish you luck in finding the right farm area for you 
and making it part of your business going forward, and just making a great and vast amount of income 
for your efforts there. So, thanks, everybody, for joining us today, and we’ll talk to you on the next call. 
Take care! Bye for now! 

 

 


