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Course Overview

PURPOSE:
To teach proven approaches for effectively leveraging existing 
working relationships.

EXPECTATION:
After this class you should be confident enough to market working 
relationships with a win-win attitude.

RESULT:
Numerous additional closings
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What Is This Course About?

Marketing Boot Camp teaches four very intentional and proven 
approaches for creating additional working relationships. Methods 
covered include yard signs/home ads, just-listed and just-sold 
campaigns and geographic farm areas. Plans, scripts and tools are 

provided.
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The Financial Security of a 
Prospectors Who’s Patient and Systematic
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Farming Plan
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“Smart” Farm Basics
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Neighborhood Update Cards

The less information the 
card contains, the more 

likely it is to be read!
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Neighborhood Update Cards

Always mail postcards to your farm area because 
unsolicited envelopes rarely get opened. 

Postcards also allow “other eyes” to view the content.

Postcards should have a consistent, professional 

appearance and be created around your business image.
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Neighborhood Update Cards

20



© David Scott 2012-2015 All Rights Reserved

Neighborhood Update Cards

To increase your results, mail just-listed/sold summary
cards to your farm area quarterly, summarizing all of 
your transactions from the previous three months. 
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Quarterly Farming Cards

Advanced Approach

Once you’ve firmly established yourself as one who 
gets superior results in a neighborhood, you should 
market those results periodically with self-promoting 
postcards. (Quarterly cards are added to monthly 

mailings.)
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Quarterly Farming Postcard

The above postcard also serves as a great marketing mailer to 

your network and/or farm area.
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Neighborhood Farming Dialogue
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Neighborhood Farming Dialogue
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Neighborhood Websites

Advanced Approach

Simple neighborhood websites serve as virtual newsletters and are 
a great way to add value to area residents.

26



© David Scott 2012-2015 All Rights Reserved

Neighborhood Websites
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The Financial Security of an 
Effective Marketer
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Property Call Plan
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Check Your Attitude
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Check Your Attitude
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Typical Property Call Dialogue 
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Typical Property Call Dialogue 

Typical agents think the only goal of a property call is to 
provide information. 

Most do this hoping the answers given meet the needs of 
the caller and are resigned to disappointment upon 
realizing they rarely do.
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Typical Property Call Dialogue 

The goal of an effective property call is not only to reveal 
information, but also to label exactly where the caller is in the 
home-buying process.

Therefore, when someone calls regarding a listing, your goal is to:

1. Answer any and all of their questions (reveal information)
2. Identify exactly where they are in the buying process 

3. Close and/or follow up accordingly (take appropriate action)
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Providing Information

If someone is calling you for information about a property, 
chances are good that they are also calling other agents. 
Thus, the way you answer the phone and converse with 
callers is a great opportunity to separate yourself from the 
competition.

When answering the phone, sound positive and upbeat. 
Callers must perceive that you sincerely want to help.

When answering caller questions, always follow your answer 
with a question. This approach keeps you in control and the 

caller engaged.
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Providing Information

36



© David Scott 2012-2015 All Rights Reserved

Providing Information
If the home meets the first three caller needs, move directly to the labeling 
phase by saying, 

“This home sounds like a great option for you. May I ask how you are going 
about finding your new home?”

Keep providing the caller with information and re-engaging until you hear 
“No.”

Upon hearing “no,” you must immediately switch roles from information 
giver to labeler by asking the caller, 

“Are you currently in the market for a new home?”
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Caller is Ready to Buy

“Yes” and “Using No Process”

Once relevant information has been provided, you must 
label the caller by asking: Are you currently in the market 
for a new home?

Caller: “Yes”

How are you going about finding your perfect home?
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Caller is Ready to Buy
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Caller is Ready to Buy

If they immediately see a benefit in working with you, 
then:

1. Book appointment for first meeting
2. Write and mail thank-you card

3. Call 4 hours prior to appointment to confirm
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Justification Dialogue

You may be required to justify your reasons for getting together!

Time is limited, so you must choose to invest it in vital activities 
only. Consistently emailing information to behaviorally unwilling 
buyers is not the most efficient use of your time. 

Remember, serious buyers behave like a serious buyers!
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A More Direct Approach
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Looker is Working with 
Another Agent
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Looker is Working with 
Another Agent
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Caller is Not a Buyer
“No, I’m not in the market for a new home.”
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Caller is Not Currently Ready to Buy
“Just Looking!”
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Property Call Plan
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Direct Response Marketing
A great way to make your phone ring is by running ads on craigslist.com and offering 
free information reports. Craigslist is also a great place to advertise individual listings. 
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Direct Response Marketing

You can also direct people to a website where they can 
download the free reports and/or lists. 

To receive the report/list, the visitor must register. 

This allows you to build very specific databases for future 
target marketing.

Your ads should reflect your goals. The more vague the ad, 

the more calls you will receive.
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Accountability is the Key
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The Financial Security of a             
Proactive Marketer

51



© David Scott 2012-2015 All Rights Reserved

The Financial Security of a             
Proactive Marketer
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Just Listed/Sold Plan

53



© David Scott 2012-2015 All Rights Reserved

Just Listed Dialogue
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Just Listed Dialogue
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Just Sold Dialogue
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Just Sold Dialogue
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The Phrase that Pays

Don’t leave out the “Oh, by the way ...” because that’s the lead generation phrase. 

(The phrase that pays!)

58



© David Scott 2012-2015 All Rights Reserved

Accountability is Key
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Accountability is Key
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You don’t have to be great to start, 

but you have to start to be great.

Joe Sabah

Concluding Thoughts



Thank You!


