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Prospecting is the life blood of you developing more new business for yourself as a commercial real 
estate broker. If you don't feel that you have enough good leads to pursue right now in your brokerage 
business, the chances are extremely high that you can turn this all around by dramatically increasing the 
amount of prospecting that you're doing. 
 
Ideally I recommend prospecting 10-12 hours a week. But at the same time, this is easier when you are 
newer in the business, as compared with when you are actively working on many transactions. However, 
if you’re feeling that you need a greater abundance of solid new leads, this is an indication that you need 
to be doing more prospecting to find those leads. 
 
Ask yourself, “If I were to prospect 10-12 hours every week for the next year, what kind of results would 
I be producing?” And if you like your answer to this question, just get your prospecting done with no 
excuses! 
 
When you're doing your prospecting, whenever you get an owner or a principal to get on the phone and 
talk with you live one-on-one, your most important first goal is to get them to want to engage in a 
telephone conversation with you. 
 
There's definitely a direct correlation between the amount of prospecting that you're doing, and the 
amount of money that you'll be making within the next year. 
 
While prospecting is extremely important, it's very difficult for you to differentiate yourself from your 
competitors through prospecting alone. By the next time you talk to your prospect 4-6 months down the 
road, they may have spoken with 10-20 or more of your broker-competitors since then. This is why 
marketing and mailing to your clients and prospects 1-2 times a month can be extremely powerful, as it 
will brand you in people's minds and have them remember you over your competitors, who probably 
won't be willing to spend the money to mail to these people. 
 
When you stop doing your prospecting, you'll be creating a hole within your pipeline around your 
incoming commissions in the months ahead. This is because from the moment you begin doing your 
prospecting, it will normally take months to close the transactions and get paid the commissions from 
these deals that you've now generated from your prospecting. So when you're prospecting continually, 
you won't have these same holes within your pipeline. 
 
There's always a great amount of new business for you to begin working on in your territory. The fact that 
your competitors are out there closing deals that you're not involved in, including deals where you didn't 
even know that the principals were interested in buying, selling, or leasing...this is a solid indication that 
you may need to begin getting even more prospecting done. 
 
If you’re looking for a new contact management software program for your brokerage business, the top 
three programs that commercial brokers tell me that they’re utilizing these days are located at 
ClientLook.com, Ascendix.com, and Apto.com.  
 
If you'd like to see my videos for the exact scripting you can utilize when making your prospecting calls, 
including what to say to the receptionist, to the decision maker, and recommendations on how to leave 
powerful voicemail messages that will compel more decision makers to call you back, visit my website at 
www.CommercialRealEstateCoach.com, then click on the "Top Training Videos" link near the top of my 
Home Page. 
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