
Pipeline 
 

Who wants to make more money in 2016 than they will in 2015? You?? Great!   
It’s time to pay attention… yes, now, in August 2015.  Why NOW? 
Because it's taking longer to convert leads than ever.  What we do NOW 
is going to be the reason why we do WELL next year… or not. 
 
Look at your closed deals for the last month… when did you FIRST contact that 
person about buying or selling?  
How long have they been in your pipeline?   
Overall, on average, it’s simply taking longer from initial lead generation… to 
listing, selling, and closing them.  This means that we MUST have more in 
our PIPELINE than ever before.   For many of you, we are seeing that 
process at 6, 9, 12, 18 months + 
 
New Agents think if they don’t get it to “work” NOW, it’s not “working”. And 
that’s not the case. Adding to your pipeline every day WILL pay off and it’s the 
secret to success of every great agent in the business.  
 
What are the facts about getting started in real estate… Where did you 
get your first few deals? 
Friends/Family 
FRBO’s 
COI, Sphere 
Someone you met face to face 
CL inquiry 
Open House 
FSBO 
 
How long did it take YOU to get a steady stream of business after you 
started? 
The fact is we USUALLY get paid this month on work that was STARTED many 
months... and perhaps even YEARS before. 
 
A great fallacy in real estate is that you can come into a new market as a new 
agent and have massive success immediately.    You certainly can have SOME 
success… enough to get the ball rolling.  Yet the big success comes after working 
hard for a long period of time.  Gaining confidence, knowledge, experience, and 
SYSTEMS.  Those things come from doing 1 deal, then 2, then 4, then 6. Having 
things go right, and creating systems to DUPLICATE them… AND having things 
go wrong, and creating systems to avoid them.  
 
When I started in the business I was #1 in my office (of 12) by doing 12 deals my 
first year.  12!  Quickly, I realized that was not enough to make the income I 
wanted, and needed to make. Year 2 I did 24, year 3 I did 37.  Notice this is 
SLOW growth.  All the while I was gaining experience. As you all know, Mike and 



I built a team of assistants (and a FEW buyer agents, no listing agents) up to over 
150 sales a year with a repeatable system.  
It took years to get there. Today I’m going to share exactly how we did that. 
 
Success in RE is 20% listing and selling now... and 80% getting your 
next “gig”.  They teach actors that.  Isn’t it true? The challenge is being present 
to being in the moment AND spending the time needed TODAY getting ready for 
the ones coming in the future.   
 
Jennifer Allan writes in The Seduction of Your SOI: "Because most 
people think selling real estate is easy, they may not be all that concerned about 
your experience level, especially if they respect you and your abilities as a 
person. Just the knowledge that you are, in general, reliable, intelligent, 
hardworking, and ethical will likely be enough."  
Mike Stott said: As a Professional Agent - Ask yourself what is your client 
looking for? We spend so much time making stuff up that we forget to be 
brilliant in the basics. Reliable, intelligent, hardworking and ethical.  
 
#1 The process starts with making Contacts. If you aren’t earning what you 
want to, should you be making MORE contacts? 
Yes.   
How many? 
For most of you if you made 15-20 contacts a day on a CONSISTENT basis, it 
would be enough to get what you want.  Yes, you can hire someone to prospect for 
you, and many of you do… but they will likely need quadruple that number to get 
what YOU could get in 15-20.  
Our Team made, on a consistent basis, 30-40 contacts a day (mostly database & 
lead follow up) to do 150-180 deals a year.  
To who? 
Let’s start with the easy ones… your friends, family, and CURRENT customers, 
past clients, SOI and existing leads. Are you making THOSE contacts on a regular 
basis? Who besides me had someone close to you that listed or bought with 
someone else simply because we hadn’t been talking to them about the business 
lately? 
Do you have ENOUGH of those people that if you simply worked THEM, you’d 
have all the business you wanted? 
Why do we look other places rather than work this part first?  
If you DO that well, then it’s time to add other sources. But let’s don’t go “hide” in 
a “new way to find people” when we aren’t even working the people we have now.  
 
#2 The Process continues with Follow-Up. Follow up is simply another 
contact until they sign an agreement with you representing them. If you aren’t 
earning what you want to, should you be doing MORE lead follow up? More 
often… more creatively… in more varieties of ways. Text, Slybroadcast, mail, 
email, phone, in person. Getting out there.  
Yes. 



What is your system for follow-up? How often minimum?  
 
 
#3 Add to your stream of potential leads all the time. There will always 
be people in your system that will never do anything.  A recent article I read by 
Michael Pedone says: …we ALWAYS need a flow or a stream of new leads 
coming in. The lead flow always has to be moving. Whether you have a constant 
rush or a small stream, doesn’t matter. Just make sure new leads are being 
brought in. The last thing you want is stagnant water or a dead pool.  
No matter how great or small your current lead bucket is there are prospects in 
there that will 1) Buy Now; 2) Buy Down the Road; & 3) Will Never 
Buy. (do anything) 
You will need a system that constantly brings in fresh prospects and a system 
that avoids you wasting time with leads that will never buy. 
 
If you aren’t earning what you want to be earning, should you have more streams 
coming into your system to follow up with?  
What could you add? 
FSBOs 
Expireds 
Networking group 
AO’s 
Eviction Notices 
Neighborhood 
New parents/empty nesters 
 
Do you know how many HOT LEADS you need?  
We KNEW we needed 30-40 HOT ones - potentially listing/buying in the next 1-2 
months... all the time. If we fell below, a few months from now were going to be 
bad… too many and we let people slip through cracks.  
 
How many do you need in your HOT PIPELINE? 
How many do you need in your database of ALL to get to the # of Hots all the 
time? 
 
 
#4 Have a system of contacting the database and leads we are 
generating on a regular basis and be USING that system every 
day. When it’s prospecting time on your schedule, OPEN the system and see who 
is due for a contact… then contact them.  Stop relying on dripping or google 
searches or new cold leads coming in.  Guys… this doesn’t work or is incredibly 
expensive and hard.  Working with people who don’t trust you is NOT fun.  
 
SOME dripping (a newsletter, a mass mailing on a regular basis same people, etc) 
butMOST of them need a “next contact date” at the end of each 
contact you make.  If you don’t have a “next contact date” the question is, 
should they be in the system at all (see #3 in Michael P’s list above).   



 
Our rules? 
• EVERY LEAD GENERATED INTO THE SYSTEM EVERY TIME. 
PERIOD.  (fireable offense if not) 
• EVERY CONTACT notes are taken in the database…  and a NEXT CONTACT 
DATE entered. Or they were made “done” or “NL only”.  
 
IF YOU DRIP: 
Giving people a clear, easy, no-rock-in-the-path option to contact you on a 
regular basis is KEY to them contacting you.  How do YOU make it easy for 
people to contact you? 
- BRM  
- Email NL saying “Simply hit reply”  - I get e’NL from some of you that I hit 
reply on and it’s a NOREPLY email address it’s coming from! Yikes. Or worse yet, 
I reply and get no answer from you… are you guys getting those replies?? 
- Your phone number and email are EASY to remember and are in front of them 
all the time. ALL the time. 
 
We had over 33,000 records when we sold our business.  Only about 6000 were 
active (being dripped on) and about 1200 were being contacted on a regular 
basis. That’s an average (at 35 contacts a day, 5 days a week, 52 weeks a year) of 
7.5 contacts per person all year. Some were 1 or 3 or 4. Others were 15, 20, 30.  
 
#5 For a lot of repeat and referral business we must also provide 
EXCELLENT CUSTOMER SERVICE when we do get a deal.  Is there 
something you could do with your service that would make it a better experience 
for your client?  
Here’s a clue on this one… if buyers and sellers are getting mad about 
something… there is something we MIGHT be able to do better.  Better 
education…prequals... better expectations set… better communication… better 
timelines… better follow up of vendors who are supposed to be doing things, etc.  
 
Boils down to: 
KEEP IN TOUCH 
KEEP YOUR PROMISES 
 
How about you write that up in you office right now. And remember it from today 
forward forever.  
Can you say every day that you Kept in Touch… and Kept your 
Promises?   
 
Would it be OK if it were easier?  
It can be that easy.  Let it. 
 


