
In Dan Kennedy’s book ‘No BS Sales Success’, he talks about a real estate agent called Pebby
B.

Here is an abridged version…

“Peggy B gets 70% of her listings from referrals and 30% from advertising. When someone
wants to list with Peggy, they get put onto one of her three assistants. The assistants vet the
clients to see if they fulfil Peggy’s requirements for listing. If they do not, they are passed on
to other real estate agents.

If they do, a DVD on Peggy’s successes is sent directly that day to the potential listed
property owner.

An appointment is made, but the assistant arrives first (Peggy comes 20 minutes later). While
the assistant is there, they go over the data of similar sales in the area, how long sales have
taken, price expectations, etc.

Peggy then calls to let the client know she is on the way, arrives, and listens to her
assistant’s overview of the property. Next, while they talk, Peggy asks if it is okay for the
assistant to take a few photos of the house. (This is a trial close)  

Why would they let her go ahead if they were not interested in listing the house?

Peggy then uses her flip book and goes over the ten steps they will operate together to get
the best price for the house. An agreement is produced that has been partially completed by
the assistant from the information obtained over the phone.

Last year Peggy listed 92% of the homes where she presented this listing immediately,
without delay.”

I highly recommend you buy this book to get hundreds of ideas for your sales presentations. I
fight for every referral I can get; I have a system in my book to tease up clients before you
present your offering.



Any agent in real estate can execute this process with some planning and understanding of
what and how essential referrals and structured presentations are.

Please share your ideas on what you do when you first meet a client.

Good selling.

Mike

Whatever career you choose in sales, getting help is always good.

That’s why you can get FREE in your inbox every morning for seven days; the 7 Day Sale
Challenge.

Hop on over here and subscribe.

For more content like this, please subscribe to my YouTube channel.

 

Good selling.

PLUS: WHENEVER YOU’RE READY…

Here are 4 ways I can help you make more sales in your business – whether your business is
big or small.1. Want to become a Sales Mindset Blueprint Member. You get access to an
exclusive coaching session with me and full access to my sales programme every month. Get
the deets here.
Try the new ‘7 Days to Sales Success’ framework. Make more sales in 7 days—the framework

https://www.mikebrunel.com/7-day-sales-challenge/
https://www.mikebrunel.com/7-day-sales-challenge/
https://www.mikebrunel.com/7-day-sales-challenge/
https://www.youtube.com/channel/UCp_SgUrh6o5lVADwfZaVFmA?view_as=subscriber
https://www.thesalesmindsetblueprint.com/salesslueprintprogramme-optin-5708


of everything you need to start making more sales in your business. The Sales Success
Framework is based on a simple 7-day challenge. Click here to find out how you can grow
your business by making more sales.
Join our private Facebook group – The Sales Mindset Inner Circle. Get all the latest up-to-date
sales ideas. Every week we do Facebook Live updates on all things sales. Tips, ideas, free
coaching, and much more. Join me by clicking here
Could you work with me one-on-one? If you’re a small or large business owner or in
professional services, you might have a few strategies, tactics and tools away from doubling
your lead flow, revenue and impact. Please jump on a FREE 15-minute brainstorm call with
me by clicking here.

https://storage.googleapis.com/msgsndr/vXGwSDKXJbev0lK9gozw/media/61b050b9b7ca77cc0f9f5c58.pdf
https://www.facebook.com/groups/TheMindsetInnerCircle/
https://www.thesalesmindsetblueprint.com/booking-page

