[bookmark: _GoBack][image: Birdsong-Group_2021_no BG]
33 Prospecting Ideas

1. Sphere of influence – Reach out to EVERYONE you know! Whether it be a phone call, text message, Facebook message or monthly newsletter
2. Call FSBOs (For Sale By Owner)
3. Call Expired Listings
4. Join Meet Up groups – find a group or two on meetup.com and network with a purpose
5. Do not go home until you have handed out 5 business cards every day. Better yet, get 5 business cards and send them a handwritten note.
6. Farm a neighborhood/area
7. Host an Open House
8. Have people do a survey to be entered into a drawing for a gift card or prize
9. Door knocking
10. Facebook Ads – Create lead capture pages with kvCore or Facebook ad manager
11. Have more face to face interaction with coffee meetings
12. Get involved in the community by volunteering and attending community events
13. Meet with divorce attorneys
14. Connect with on-site agents in new construction neighborhoods. Become their referral source for people who need to sell before buying in that community.
15. Cold call around open houses you’re hosting, neighborhoods you’re farming, etc
16. Start a blog
17. Wear your name badge (Upside down if you want to as a conversation starter)
18. Make note of when others are expecting a life change (getting married, having another child, kids going off to college, etc). Send personal note and follow up.
19. Do facebook live videos with real estate tips. Ask for people to like, comment and share if they got value out of it
20. Complete a profile with a bio on Facebook, LinkedIn, Instagram, and Twitter
21. Create ads on Craigslist
22. Write 3-5 handwritten notes daily
23. Join a BNI group
24. Walk your dog and meet your neighbors
25. Join different clubs like a book club or sports league
26. Attend a chamber of commerce event
27. Interview local businesses and post on social media. And ask them if they will share it on their page
28. Get the “HELLO Real Estate Agent Here. Have questions? Lets chat!” sign to put on the back of your computer as a conversation starter while at a coffee shop.
29. Join and interact with global real estate groups to add value and build relationships. Be the go to agent in your town.
30. Wrap car with your picture or logo and contact information
31. 50-20-5-1 facebook method – 50 likes, 20 comments, 5 conversations and 1 powerful one a day
32. Create database using a contact management system. And work that database.
33. FOLLOW UP! FOLLOW UP! FOLLOW UP!

At the end of the day, it comes down to CONSISTENCY!
· Prospecting and following up at least 2 HOURS/DAY
· And scheduling appointments around those.
Talk to people = Get Paid! / Don’t talk to people = Don’t get paid!
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