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After understanding this quite simple method to check out and also get this Real Estate Prospecting: The
Ultimate Resource Guide By Loren K. Keim, why don't you tell to others concerning this way? You could
inform others to visit this site as well as go with browsing them favourite books Real Estate Prospecting: The
Ultimate Resource Guide By Loren K. Keim As recognized, here are lots of listings that provide many sort
of publications to gather. Simply prepare few time as well as net connections to obtain guides. You could
truly enjoy the life by checking out Real Estate Prospecting: The Ultimate Resource Guide By Loren K.
Keim in a very easy manner.

From the Back Cover
As a Realtor needing listings and sales, you can Hope for Them, Wait for Them, or Go Get Them. This
innovative book lays out a game plan to identify people who want or need to move, to find a way to meet
with them, and then to consistently follow up. As the author states, "Prospecting is a process, not an event".
Filled with scripts, dialogues, sample letters, sample postcards and complete prospecting attack plans, this
book is certain to help any real estate career blossom.

About the Author
Loren Keim is a National Speaker, an Author, a Professor of Real Estate, and a successful Real Estate
Broker.  Keim has written several top selling "how to" books about real estate including "How to Sell Your
Home in Any Market", "Real Estate Prospecting: The Ultimate Resource", "The Fundamentals of
Commercial Real Estate", "Life Lessons from the Back Seat of My Car" and "Compelling Buyers to Call:
The Realtor's Guide to Attracting Buyers in Today's Market".

Keim is a Professor of Real Estate at Lehigh University, and the President of Century 21 Keim in Eastern
Pennsylvania.  Keim is in the top 1% of Realtors nationally.

Excerpt. © Reprinted by permission. All rights reserved.
What IS Prospecting?

Many years ago, I found myself without a date for Valentine's Day. It was February 11th and I was in my
mid-20's. I had recently broken up with a long-time girlfriend and wasn't sure what I wanted in a
relationship. So I went to the local florist and ordered a dozen roses. I then asked the florist to send one rose
to each of twelve different young women I had selected. The florist said "You're kidding, right?" I wasn't.
That's called prospecting. Select a target audience and let them know you have something to offer them.

In the Real Estate Industry, as in most sales professions, prospecting is a dirty word. Far too many Realtors
enter the field of Real Estate believing they can wait for the phone to ring and earn an above average income
if they only select a brokerage with great advertising. Most new agents, as they venture into this endeavor,
expect that the company will generate leads for them. While it is true that most good real estate organizations



generate some buyers and sellers from the advertising done by the company, you will not make a great living
at any company waiting for the phone to ring. That is the kiss of death in the real estate industry.

Prospecting, however, is not simply picking up the phone and calling possible buyers and sellers. To be
effective, prospecting must be a consistent planned process. Your goal is to create a steady flow of business
into your pipeline that will result in an above average income.

Your business will build like a wave over the long term of your career if you deliver exceptional service.
Starting small, it can grow to tsunami proportions as more and more of your past clients, business associates,
friends and relatives refer you business. It's a process to create those referrals, and you have to survive long
enough in the industry, making a living, until you have a database of people who like and trust you that will
continually feed and expand your business and client base.

There are two fundamental truths about prospecting.

The first truth is that you must prospect consistently to be successful. Set aside time each and every week to
perform the task. If you don't block out time, other stuff will get in the way. "Well, Loren, I couldn't prospect
today because I really needed to go shopping for groceries, and I had an out-of-town client, and I had this
awful hangnail." My experience with training hundreds of Realtors over the years has taught me that
prospecting is the hardest part of any real estate career. The number one reason that Realtors fail in this
industry is that they fail to schedule the time to find prospects. This is particularly important early in a
Realtor's career. In the long run, Realtors who deliver exceptional service receive many referrals from their
clients, which limits the amount of prospecting successful Realtors need to do. However, when building a
real estate business for yourself, you need to look at the various options available to seek out qualified
property sellers and buyers.

The second truth is that prospecting is a process, not an event. Some real estate trainers teach Realtors to
randomly pick up the phone and call people until they get an appointment. A much smarter approach is to
carefully select a target market that you feel is not being serviced, or where you may find a competitive
advantage, and lay out a game plan to target that audience. The game plan will include a method, or several
methods, of contacting the target audience, a reason for your contact or something of value for the group
you're prospecting, and a systematic way to follow up with that group.

The Prospecting System:

There are four steps to a successful prospecting system.

1. Select Your Target Market

2. Select Your Method of Contact

3. Give Your Prospect Something of Value

4. Follow Up Consistently

Selecting Your Target Market

When I opened my first real estate office in Allentown, Pennsylvania, I was competing with a huge company
that advertised their firm was involved in 1 out of every 4 sales in my marketplace. There were many real
estate companies and offices, but one stood out as the giant that we all had to compete against. This huge
independent real estate firm, which we'll refer to as "M", had hundreds of agents, their own real estate



television show and marketing brochures that I could only dream about.

So why bother competing? Partly because I didn't like the corporate feel of the large company, but mostly
because I wanted complete control over my own transactions. I'm sure my ego figured in there a bit as well.

Since I was too small to compete head to head with such a behemoth, I dusted off my copy of the book
"Marketing Warfare" by Reis and Trout, a book I highly recommend, and went to work on guerilla tactics for
building market share. Reis and Trout explain that a small company should find niche markets. Clients like
specialists, or someone who understands their particular market. A particular market can be a type of
property, a particular area, or a combination of both.
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New upgraded! The Real Estate Prospecting: The Ultimate Resource Guide By Loren K. Keim from the
best writer and also author is currently available here. This is guide Real Estate Prospecting: The Ultimate
Resource Guide By Loren K. Keim that will certainly make your day reviewing ends up being finished.
When you are seeking the published book Real Estate Prospecting: The Ultimate Resource Guide By Loren
K. Keim of this title in guide shop, you might not locate it. The problems can be the limited versions Real
Estate Prospecting: The Ultimate Resource Guide By Loren K. Keim that are given up the book store.

As we specified previously, the innovation helps us to constantly recognize that life will be consistently
much easier. Checking out book Real Estate Prospecting: The Ultimate Resource Guide By Loren K. Keim
routine is likewise one of the benefits to obtain today. Why? Technology could be used to offer the e-book
Real Estate Prospecting: The Ultimate Resource Guide By Loren K. Keim in only soft documents system
that could be opened each time you desire and also anywhere you require without bringing this Real Estate
Prospecting: The Ultimate Resource Guide By Loren K. Keim prints in your hand.

Those are a few of the advantages to take when getting this Real Estate Prospecting: The Ultimate Resource
Guide By Loren K. Keim by on the internet. However, exactly how is the means to get the soft data? It's
quite best for you to see this web page considering that you can obtain the web link web page to download
guide Real Estate Prospecting: The Ultimate Resource Guide By Loren K. Keim Just click the web link
provided in this short article as well as goes downloading. It will certainly not take much time to obtain this
book Real Estate Prospecting: The Ultimate Resource Guide By Loren K. Keim, like when you need to
choose book store.
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In the Real Estate Industry, as in most sales professions, prospecting is a dirty word.  Far too many people
enter the field of Real Estate believing they can wait fo the phone to ring and earn a great living. 
Unfortunately, many new agents set themselves up for failure by this approach to business.

A real estate professional's goal is to list and sell real estate.  One of the primary keys to being successful is
to identify those people who truly want or need to move, and find a way to meet with them.  This concept of
identifying and targeting likely buyers and sellers is called prospecting, and it is a process, not an event. 

This book is the ultimate game plan for prospecting.  It carefully outlines methods to select likely groups of
prospects, how to contact those target groups, what to offer them, and how to follow up.
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From the Back Cover
As a Realtor needing listings and sales, you can Hope for Them, Wait for Them, or Go Get Them. This
innovative book lays out a game plan to identify people who want or need to move, to find a way to meet
with them, and then to consistently follow up. As the author states, "Prospecting is a process, not an event".
Filled with scripts, dialogues, sample letters, sample postcards and complete prospecting attack plans, this
book is certain to help any real estate career blossom.

About the Author
Loren Keim is a National Speaker, an Author, a Professor of Real Estate, and a successful Real Estate
Broker.  Keim has written several top selling "how to" books about real estate including "How to Sell Your
Home in Any Market", "Real Estate Prospecting: The Ultimate Resource", "The Fundamentals of
Commercial Real Estate", "Life Lessons from the Back Seat of My Car" and "Compelling Buyers to Call:
The Realtor's Guide to Attracting Buyers in Today's Market".

Keim is a Professor of Real Estate at Lehigh University, and the President of Century 21 Keim in Eastern
Pennsylvania.  Keim is in the top 1% of Realtors nationally.



Excerpt. © Reprinted by permission. All rights reserved.
What IS Prospecting?

Many years ago, I found myself without a date for Valentine's Day. It was February 11th and I was in my
mid-20's. I had recently broken up with a long-time girlfriend and wasn't sure what I wanted in a
relationship. So I went to the local florist and ordered a dozen roses. I then asked the florist to send one rose
to each of twelve different young women I had selected. The florist said "You're kidding, right?" I wasn't.
That's called prospecting. Select a target audience and let them know you have something to offer them.

In the Real Estate Industry, as in most sales professions, prospecting is a dirty word. Far too many Realtors
enter the field of Real Estate believing they can wait for the phone to ring and earn an above average income
if they only select a brokerage with great advertising. Most new agents, as they venture into this endeavor,
expect that the company will generate leads for them. While it is true that most good real estate organizations
generate some buyers and sellers from the advertising done by the company, you will not make a great living
at any company waiting for the phone to ring. That is the kiss of death in the real estate industry.

Prospecting, however, is not simply picking up the phone and calling possible buyers and sellers. To be
effective, prospecting must be a consistent planned process. Your goal is to create a steady flow of business
into your pipeline that will result in an above average income.

Your business will build like a wave over the long term of your career if you deliver exceptional service.
Starting small, it can grow to tsunami proportions as more and more of your past clients, business associates,
friends and relatives refer you business. It's a process to create those referrals, and you have to survive long
enough in the industry, making a living, until you have a database of people who like and trust you that will
continually feed and expand your business and client base.

There are two fundamental truths about prospecting.

The first truth is that you must prospect consistently to be successful. Set aside time each and every week to
perform the task. If you don't block out time, other stuff will get in the way. "Well, Loren, I couldn't prospect
today because I really needed to go shopping for groceries, and I had an out-of-town client, and I had this
awful hangnail." My experience with training hundreds of Realtors over the years has taught me that
prospecting is the hardest part of any real estate career. The number one reason that Realtors fail in this
industry is that they fail to schedule the time to find prospects. This is particularly important early in a
Realtor's career. In the long run, Realtors who deliver exceptional service receive many referrals from their
clients, which limits the amount of prospecting successful Realtors need to do. However, when building a
real estate business for yourself, you need to look at the various options available to seek out qualified
property sellers and buyers.

The second truth is that prospecting is a process, not an event. Some real estate trainers teach Realtors to
randomly pick up the phone and call people until they get an appointment. A much smarter approach is to
carefully select a target market that you feel is not being serviced, or where you may find a competitive
advantage, and lay out a game plan to target that audience. The game plan will include a method, or several
methods, of contacting the target audience, a reason for your contact or something of value for the group
you're prospecting, and a systematic way to follow up with that group.

The Prospecting System:

There are four steps to a successful prospecting system.

1. Select Your Target Market



2. Select Your Method of Contact

3. Give Your Prospect Something of Value

4. Follow Up Consistently

Selecting Your Target Market

When I opened my first real estate office in Allentown, Pennsylvania, I was competing with a huge company
that advertised their firm was involved in 1 out of every 4 sales in my marketplace. There were many real
estate companies and offices, but one stood out as the giant that we all had to compete against. This huge
independent real estate firm, which we'll refer to as "M", had hundreds of agents, their own real estate
television show and marketing brochures that I could only dream about.

So why bother competing? Partly because I didn't like the corporate feel of the large company, but mostly
because I wanted complete control over my own transactions. I'm sure my ego figured in there a bit as well.

Since I was too small to compete head to head with such a behemoth, I dusted off my copy of the book
"Marketing Warfare" by Reis and Trout, a book I highly recommend, and went to work on guerilla tactics for
building market share. Reis and Trout explain that a small company should find niche markets. Clients like
specialists, or someone who understands their particular market. A particular market can be a type of
property, a particular area, or a combination of both.

Most helpful customer reviews

4 of 4 people found the following review helpful.
Good read reminds me of the things we all should be doing!
By Amazon Customer
Loren did a great job...just reminds me of the things we all should be doing...and for the newbies its a
playbook for their careers.

Adam P. Von Romer, CCIM

5 of 5 people found the following review helpful.
It's ok.
By Amazon Customer
Having been a agent for most of 20 years I thought I might learn something new. So I bought this book.
It covers most items. I would highly suggest it for new agents.

1 of 1 people found the following review helpful.
Five Stars
By cookgirl21
Great item! Would highly recommend!

See all 40 customer reviews...
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This is additionally among the factors by getting the soft data of this Real Estate Prospecting: The Ultimate
Resource Guide By Loren K. Keim by online. You could not need even more times to spend to visit guide
shop as well as search for them. Occasionally, you likewise do not discover the e-book Real Estate
Prospecting: The Ultimate Resource Guide By Loren K. Keim that you are hunting for. It will certainly
waste the time. Yet here, when you see this page, it will be so simple to obtain and download the e-book
Real Estate Prospecting: The Ultimate Resource Guide By Loren K. Keim It will not take sometimes as we
mention in the past. You could do it while doing something else in your home or perhaps in your office. So
easy! So, are you question? Just exercise what we provide right here as well as review Real Estate
Prospecting: The Ultimate Resource Guide By Loren K. Keim exactly what you like to check out!

From the Back Cover
As a Realtor needing listings and sales, you can Hope for Them, Wait for Them, or Go Get Them. This
innovative book lays out a game plan to identify people who want or need to move, to find a way to meet
with them, and then to consistently follow up. As the author states, "Prospecting is a process, not an event".
Filled with scripts, dialogues, sample letters, sample postcards and complete prospecting attack plans, this
book is certain to help any real estate career blossom.

About the Author
Loren Keim is a National Speaker, an Author, a Professor of Real Estate, and a successful Real Estate
Broker.  Keim has written several top selling "how to" books about real estate including "How to Sell Your
Home in Any Market", "Real Estate Prospecting: The Ultimate Resource", "The Fundamentals of
Commercial Real Estate", "Life Lessons from the Back Seat of My Car" and "Compelling Buyers to Call:
The Realtor's Guide to Attracting Buyers in Today's Market".

Keim is a Professor of Real Estate at Lehigh University, and the President of Century 21 Keim in Eastern
Pennsylvania.  Keim is in the top 1% of Realtors nationally.

Excerpt. © Reprinted by permission. All rights reserved.
What IS Prospecting?

Many years ago, I found myself without a date for Valentine's Day. It was February 11th and I was in my
mid-20's. I had recently broken up with a long-time girlfriend and wasn't sure what I wanted in a
relationship. So I went to the local florist and ordered a dozen roses. I then asked the florist to send one rose
to each of twelve different young women I had selected. The florist said "You're kidding, right?" I wasn't.
That's called prospecting. Select a target audience and let them know you have something to offer them.

In the Real Estate Industry, as in most sales professions, prospecting is a dirty word. Far too many Realtors
enter the field of Real Estate believing they can wait for the phone to ring and earn an above average income
if they only select a brokerage with great advertising. Most new agents, as they venture into this endeavor,
expect that the company will generate leads for them. While it is true that most good real estate organizations
generate some buyers and sellers from the advertising done by the company, you will not make a great living
at any company waiting for the phone to ring. That is the kiss of death in the real estate industry.



Prospecting, however, is not simply picking up the phone and calling possible buyers and sellers. To be
effective, prospecting must be a consistent planned process. Your goal is to create a steady flow of business
into your pipeline that will result in an above average income.

Your business will build like a wave over the long term of your career if you deliver exceptional service.
Starting small, it can grow to tsunami proportions as more and more of your past clients, business associates,
friends and relatives refer you business. It's a process to create those referrals, and you have to survive long
enough in the industry, making a living, until you have a database of people who like and trust you that will
continually feed and expand your business and client base.

There are two fundamental truths about prospecting.

The first truth is that you must prospect consistently to be successful. Set aside time each and every week to
perform the task. If you don't block out time, other stuff will get in the way. "Well, Loren, I couldn't prospect
today because I really needed to go shopping for groceries, and I had an out-of-town client, and I had this
awful hangnail." My experience with training hundreds of Realtors over the years has taught me that
prospecting is the hardest part of any real estate career. The number one reason that Realtors fail in this
industry is that they fail to schedule the time to find prospects. This is particularly important early in a
Realtor's career. In the long run, Realtors who deliver exceptional service receive many referrals from their
clients, which limits the amount of prospecting successful Realtors need to do. However, when building a
real estate business for yourself, you need to look at the various options available to seek out qualified
property sellers and buyers.

The second truth is that prospecting is a process, not an event. Some real estate trainers teach Realtors to
randomly pick up the phone and call people until they get an appointment. A much smarter approach is to
carefully select a target market that you feel is not being serviced, or where you may find a competitive
advantage, and lay out a game plan to target that audience. The game plan will include a method, or several
methods, of contacting the target audience, a reason for your contact or something of value for the group
you're prospecting, and a systematic way to follow up with that group.

The Prospecting System:

There are four steps to a successful prospecting system.

1. Select Your Target Market

2. Select Your Method of Contact

3. Give Your Prospect Something of Value

4. Follow Up Consistently

Selecting Your Target Market

When I opened my first real estate office in Allentown, Pennsylvania, I was competing with a huge company
that advertised their firm was involved in 1 out of every 4 sales in my marketplace. There were many real
estate companies and offices, but one stood out as the giant that we all had to compete against. This huge
independent real estate firm, which we'll refer to as "M", had hundreds of agents, their own real estate
television show and marketing brochures that I could only dream about.

So why bother competing? Partly because I didn't like the corporate feel of the large company, but mostly



because I wanted complete control over my own transactions. I'm sure my ego figured in there a bit as well.

Since I was too small to compete head to head with such a behemoth, I dusted off my copy of the book
"Marketing Warfare" by Reis and Trout, a book I highly recommend, and went to work on guerilla tactics for
building market share. Reis and Trout explain that a small company should find niche markets. Clients like
specialists, or someone who understands their particular market. A particular market can be a type of
property, a particular area, or a combination of both.

After understanding this quite simple method to check out and also get this Real Estate Prospecting: The
Ultimate Resource Guide By Loren K. Keim, why don't you tell to others concerning this way? You could
inform others to visit this site as well as go with browsing them favourite books Real Estate Prospecting: The
Ultimate Resource Guide By Loren K. Keim As recognized, here are lots of listings that provide many sort
of publications to gather. Simply prepare few time as well as net connections to obtain guides. You could
truly enjoy the life by checking out Real Estate Prospecting: The Ultimate Resource Guide By Loren K.
Keim in a very easy manner.


