
P E E R  R E F E R R A L S
Establishing mutually beneficial relationships with fellow 

brokers can have a significant payo�.

C O M M U N I T Y  I N V O L V E M E N T
Acting locally benefits the community and your brand perception.

D I R E C T  M A I L
This traditional marketing method still drives a healthy ROI.

4 1 . 2 %
of brokers say referrals from
past clients is the most e�ective 
prospecting method.1

2 5 %
is the average profit margin 

increase you can expect 
from referred clients.2

2 6 . 5 %  

of brokers say cold calling is 
the most e�ective method 
for acquiring new prospects

4 : 0 0  -  5 : 0 0  P . M .
Is the best time to call a prospect, 
followed by 11:00 a.m. - 12:00 p.m. 
(and Wednesday is the best day).3

1 3 . 5 %
of brokers say earning referrals 
from other brokers is their No.1 
tactic for successful prospecting.1

3 7 %
is the average increase in retention 

rates for referred clients versus clients 
acquired through other means.4

5 . 6 %
of brokers recommend 
direct mail as their top 
prospecting tactic.1

5.6%

9  O U T  O F  1 0
pieces of direct mail are 
opened (3x the open rate 
of email).5

8 2 %
of buyers consider a brand’s community 

involvement when deciding where to 
spend their money.6

5 . 6 %
of brokers say getting involved in 
their local community is the most 
e�ective method of prospecting.1

Get in touch with our team to learn how Buildout’s CRM platform 
and prospecting database can help you grow your business. 

G E T  I N  T O U C H

C L I E N T  R E F E R R A L S
When you delight clients, ask them not to keep it to themselves.

C O L D  C A L L I N G
A well-strategized and timely call still has enormous potential.

5  P R O V E N  P R O S P E C T I N G  T A C T I C S  
N O  B R O K E R  C A N  A F F O R D  T O  I G N O R E

Prospecting is critical for any broker who wants to expand their client base—but 
how can you ensure the time you spend prospecting actually delivers results?

Below, we detail 5 prospecting tactics that are proven to work in commercial real estate.

94.4%

73.5%26.5%

https://www.buildout.com/contact
https://dna-of-cre.buildout.com/access/2021-broker-results
https://faculty.wharton.upenn.edu/wp-content/uploads/2013/05/Schmitt_Skiera_VandenBulte_2013_Referrral_Programs_2.pdf
https://callhippo.com/blog/seo/best-day-time-make-business-call
https://www.extole.com/blog/15-referral-marketing-statistics-you-need-to-know/
https://www.fundera.com/resources/direct-mail-statistics
https://www.conecomm.com/research-blog/2013-cone-communications-social-impact-study

