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A
Accountability, 186, 200
Achievements, 23–26
Advertising, 125–126

blogs, 138–139
pay-per-click (web site), 161

Advice, 200
Assistants, 65–75

delegation of work, 80
salary, 73
training, 72–73
virtual, 213–234
visual vs. virtual, 69–70

B
Baby Boomers, 56–57
Billboard advertising, 126
Blogging platform, 134
Blogroll, 141
Blogs, 113–114, 122, 131–143, 147

advertising, 138–139
basics, 132–134
blog directories, 142
building a community, 133
choice of host and platform,

135–138
components, 134
defined, 131
hosting options, 138
key words and phrases, 139–140
links, 141
other people’s, 142–143
search engine rankings, 139–143
templates, 133
testing, 135
updating, 217–218

Bookmarking, 148
Borrowing, 8
Brands, 111–130
Buddy system. See Partnering
Business

changes in, 236–240
expansion with systems, 83–86
planning the work, 84–85

Business card, 117
Business greetings, 63
Business plan, 85–86

C
Calendar, 221
Certified Residential Specialist (CRS), 4
Clients

adding, 193
buying gifts for, 220
changes in how customers shop,

238–239
changes in what customers buy, 237–238
feedback from, 152
firing, 189–194
identification of best clients, 190
interaction with, 151
marketing with, 129–130
meetings with, 151–152
retaining, 190–191
on a web page, 158

Collaborative information sites, 147
Communication

business greetings, 63
for future business, 49
with influential people, 151
with a sales team, 185, 186
with virtual assistants, 230–232
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Communities, 47–48
high profile in, 124–125
service organizations, 128
support for, 50

Compensation
for employees, 73
for sales team, 183

Conferences, 196
Cross-Cultural Selling For Dummies, 63
CRS. See Certified Residential Specialist
Culture, 60–64
Cummings, Chip, 121
Customer base, farming for leads with,

44–45
Customer service, with a sales team,

180–181

D
Database, 91

additions to, 101
for future business, 48–49

Delegation, 80, 186, 224
Demographics

gender differences, 61–62
generational differences, 54–59
green clients, 60–61
physically challenged, 59–60

Discussion forums, 146
Dollar-productive activities, 96

E
E-mail, 230

drip campaign, 216–217
management, 219
as sales tool, 105–108
signatures to, 162

Employees, 182–183
as assistant, 65–75
vs. entrepreneur, 3, 86
firing, 183

Employment
hiring an assistant, 65–75
salary, 73

Entrepreneur. See also Business
versus employee, 3, 86

F
Farming (for leads), 43–52

choice of, 44–47
customer base, 44–45
knowledge about, 45–46
people, 46–47
research, 45

future business, 47–50
communication, 49
database, 48–49
gifts, 49–50

ongoing, 51
Fax line, 231
Featherston, John, 178
Feature sheets, 216
Feedback, from clients, 152
Firing

clients, 189–194
employees, 183

For sale by owner properties (FSBOs), 21,
238

FSBOs. See For sale by owner properties

G
Gender, 61–62
Generation X (“baby busters”), 57–58
Generation Y (“millennials”/“echo

boomers”), 58–59
Gifts, 49–50, 108, 191, 220
GI (“greatest”) generation, 55
Goals, 19–27

collages, 25–26
deadlines, 21, 37
into milestones, 21–22
in a partnering plan, 36–37
setting, 20
sharing, 24–25
during a slump, 167–168

Google juice, 132
Graduate of the Realtors Institute (GRI), 4
Green clients, 60–61
GRI. See Graduate of the Realtors Institute

H
Hayes, Ira, 12–13
Hiring practices, 65–75, 183

job titles, 71
snap-judgment, 71
training, 72–73

Hopkins, Tommy, 10
Hosting service, 134
Hour of Power, 89–97

during sales slumps, 169–170
HTML tags, 161

I
Ideas, of management, 220
Instant messaging, 21
Interactive voice response (IVR) system

management, 219
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Internet, 122–123, 231
advertising, 126
podcast, 159

Investments, 7–8
IVR. See Interactive voice response

system

J
Jones, Charlie “Tremendous,” 10

K
Kinetic knowledge, 204–205

L
Landy, John, 23–24
Leads, 99–109. See also Referrals

categorizing, 103–104
comparison research, 104
follow-up system, 100–108
information gathering, 103–104
management of, 101–102, 218–219
receipt of, 102–103

Learning, 195–201
Leisure time, 181
Letter of introduction, 117
Limited liability corporation (LLC),

207–209
LinkedIn, 48
LLC. See Limited liability corporation

M
Management skills, 184–187
Marketing

advertising, 125–126
brands, 111–130
designing the packet, 116–118
Internet presence, 122–123
press releases, 118–122
promotion of web site, 160–163
publicity, 123–125
during a sales slump, 171–172
self-promotion, 111–130
social merchandising, 122–123,

145–154
through existing clients, 129–130
through professional and personal

networks, 127–130
web site address on all marketing

materials, 162
Marketplace diversity, 53–64

demographics, 54–63
Media, 124
Me Generation, 56–57

Mentors, 9–10, 11–12
obtaining advice from, 199–200

Mission statement, 118
Money, 183–184

to make money, 7–8
Mortgage Myths, 119, 120
Motivation

with goals and rewards, 19–27
speakers, 10, 12–13

Multitasking, 96

N
National Association of Realtors, 6
Net meetings, 231
Networks, 127–130

professional and personal, 127–130
Q&A, 148
social, 148

Newsgroups, 148–149
Newsletter, 107–108
Newspapers

advertisements in, 126
industry-related, 197

O
Obstacles, 11–12
Order takers versus sales, 2–4

P
Partnering, 29–41, 203–211

business, 204–205
business+business, 204, 209–210
choice of, 30–31
identification of areas for improvement,

31–36
input from clients, 34–35
input from salespeople, 33–34
input from your boss, 35
lesser strengths, 31–32
prioritization, 36
sales skills assessment, 33

meeting with your partner, 37–40
celebrating mutual success, 40
ground rules, 38
keeping each other on track, 38–39
reviewing one another’s performance,

39
partnership agreement, 207–209
personal, 203
steps to follow, 207
writing a partnering plan, 36–37

Partnering To Success, LLC, 30
Pay-per-click (PPC) advertising, 126
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Personal Partnering Process, 30
Photo sharing, 147
Physically challenged, 59–60
Podcast, 159
Postcards, 216
Power Teams: The Complete Guide to Building

and Managing a Winning Real Estate
Agent Team, 178

PPC. See Pay-per-click advertising
Press clippings, 118
Press releases, 118–122

preparation, 118–121
releasing, 121

Productivity. See also Telephone calls
goals, 20
with a sales team, 180
at sales team meetings, 184

Professional development, 198–199
Professional organizations, 47, 128
Publicity, 123–125

Q
Q&A networks, 148

R
Radio advertisement, 126
Rainmaker, 235–244
Reading, 5–7, 197–198
Referrals, 90–91, 128–129. See also Leads
Relationships, 13–15
Re/Max, 68
Research, for leads, 104
Resume, 117
Revised Uniform Partnership Act (RUPA),

207
Rewards, 19–27

in advance, 26–27
choice of, 22–23
with a sales team, 180
during a slump, 167–168

Roberts, Ralph, 120–121
Rule of 250, 47, 90
RUPA. See Revised Uniform Partnership Act

S
Sales

accountability, 186, 200
assembly line selling, 77–87
benefits, 14
changes, 236–240
changes in the industry, 239–240
delegation of work, 80
with e-mail, 105–108

expanding the business with systems,
83–86, 170–171

leads, 99–109
learning, 195–201
versus no sales, 91
versus order takers, 2–4
persistence, 108–109
post-purchase, 104
procedures, 79
procedures into tasks, 79–80
products, 13–14
purchasing decision, 104
with a sales team, 180
services, 13–14
slumps, 165–176

accountability, 165–166
changes, 166–167
fundamentals, 169
goals and rewards, 167–168
hiring a coach or top producer, 172–174
hour of power, 169–170
implementing changes, 174
marketing efforts, 171–172
positive people, 168

step-by-step, 78–80
systems-based, 78
tasks into steps, 80
tracking transactions, 80–83
viewing problems as opportunities, 240

Sales team, 177–187
benefits, 179–181
defined, 178–179
efficiency, 180
formation of, 181–182
growth, 185
increased sales and profits, 180
keeping on track, 183–184
management skills, 184–187
motivating, 184
productive meetings with, 184
role model, 184
roster, 182–183

Scalability, 180
Schedule, 221
S-corporation, 207–209
Search engine optimization (SEO), 131,

139–143, 161
cross-marketing, 141
title tag, 140

Self-promotion, 111–130
comprehensive, 113–114
focusing, 115–116
identification of self, 150–151
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SEO. See Search engine optimization
Shadow program, 12
Shared files, 232
Silent generation, 55–56
Social media. See Social merchandising
Social merchandising, 122–123, 145–154

described, 146–149
pros and cons of, 149–150
taking advantage of, 150–153

Social networks, 148
Social news, 147
Soon Lee, Michael, 63
Statement of benefits, 117
Sticktoitism (stick-to-itiveness), 2, 16–17
Success, 1–18

celebrating, 40
of the client, 14–15
in the footsteps of, 8–13
with a sales team, 185

T
Technology, 3

adoption of new, 16
exploring new, 199

Telephone calls, 89–97, 230. See also
Productivity

commitment to, 92–93
interruptions, 92
procrastination, 94
referrals, 90–91
tally sheet, 93

Television commercials, 125–126
Testimonials, 117
Tools of the trade, 15–16

adoption of new technologies, 16
changes, 16
identification of, 15

Training, 72–73

U
Uniform Partnership Act (UPA), 207
UPA. See Uniform Partnership Act

V
VAs. See Virtual assistants
Video conferencing, 205

Video podcast, 159
Video sharing, 147–148
Virtual assistants (VAs), 213–234

advantages, 222–223
communication with, 230–232
defined, 214–215
delegation, 224
gathering information from,

227–228
job description, 215–221
necessity of, 223
providing essential information to,

228–230
qualifications and experience, 224–227

W
Webcams, 231
Web site, 3, 122, 155–163

about me/us page, 158
blogs, 141
client list, 158
contact me/us page, 158
content to other sites, 161
exchange links, 161
feedback form or survey, 159
home page, 158
HTML tags, 161
information request form, 159
links, 141
pay-per-click ads, 161
planning, 157–159
products/services pages, 158
promotion of, 160–163
securing a domain, 156–157
shopping cart, 158
signature to e-mail messages, 162
testimonials, 158
updating, 217–218
web designer, 160

Whiteboarding, 231–232
Wisner, Terry, 30, 37
Workplace environment, 186
Writers, 205

Z
Ziglar, Zig, 10


