
Making Agents Rich Episode 10

If you lead with listings, the listings lead to leads.

Jonathan: You are listening to the Making Agents Rich Show. This is episode 
number ten, and it's a superday today because we're just a few 
days out from starting our next group coaching program, the Seller 
Getter.

 Hey, Darin, what's up, buddy? How are you doing today?

Darin: Yeah, good energy; good energy so far. I like it.

Jonathan: Thank you. I did my exercises before we got on the air.

Darin: That's right. I was teaching you some of my drama class mouthing 
word warm-ups.

Jonathan: Can you give us a sample? What was that one we just did?

Darin: Rubber baby buggy bumpers. Rubber baby buggy bumpers. Rubber 
baby buggy bumpers.

Jonathan: So if you guys need to warm up this morning, warm up with 
"Rubber baby buggy bumpers," okay?

Darin: Well, after we show them how to get a bunch of seller leads and 
they're going out to do their listing appointments, they should be 
doing those as they're driving to the listing appointment.

Jonathan: That's right, so you don't get tongue-tied.

Darin: You don't want to be stumbling over your words, yeah.
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Jonathan: Awesome. Awesome. So okay, we're continuing the Think Rich 
Series. This is episode number ten. And today we're just doing a 
slight deviation from what we've been doing and we're just talking 
about something concrete, something that you can relate to no 
matter who you are, and that's thinking listings. Why do we want to 
think about listings, Darin?

Darin: You want to think listings first because they are the biggest 
leverage piece to a real estate agent's business.

Jonathan: Oh, so tying into last week's show where we talked about leverage, 
you're saying that by having listings, that's another form of 
leverage in your business.

Darin: A huge piece of leverage in your business. We could throw out all 
sorts of clichés of you got a list to last and, well, maybe not a 
whole bunch. That's the only one I can think of right now. But 
you've heard that, right? You got a list to last in this business.

 It seems like real estate agents, there's a confidence factor. For 
one, they say, "Oh, I like working with buyers best. I like working 
with first-time home buyers the most." But that seems to change 
for a lot of agents. Show me a 15-year veteran that still says that 
they love working with first-time home buyers, and I will be pretty 
shocked. It seems around year three, four or five, agents get it and 
go, "I can't be running these buyers around all the time and dealing 
with the same drama and the same headaches. Listings is where it's 
at."

 But I think it takes a moment of frustration, enough of that over 
time, and confidence. Once an agent gets confident, they go, "Well, 
maybe I can market and sell these listings. Those other agents are 
no better than me."
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Jonathan: I think it's interesting that you're mentioning the confidence thing, 
and then that people also get burned out. I did a survey just the 
other day in the real estate referral group, and I asked folks, I said, 
"What are your biggest problems working with buyers?" And 
actually, you know that expectations are still a big problem with 
dealing with buyers, expectations; also financing. So financing is an 
issue. And then like you're saying, there's no loyalty or they'll burn 
you out. They'll take you around if you let them. And it's kind of 
simpler then to work with sellers, right?

Darin: I think so.

Jonathan: And we're all about simplicity, right?

Darin: Yeah. That's what worked for me as an agent, and that is what I 
teach my clients. Think listings first.

Jonathan: Okay. So let's go back to this because I want to explore this idea. 
You said that listings are the biggest leverage that an agent can 
have. How are they leverage?

Darin: Okay. Well, first, if you lead with listings, the listings lead to leads.

Jonathan: Is that another warm-up? If you lead with listings, listings lead to 
leads?

Darin: Yeah, I suppose that could be. I suppose that could be. It's 
definitely tweetable. You have so many good tweetable lines. I sat 
around and thought about that one for a few hours. I was like, "I 
got to get a tweetable line in here because Jonathan takes all the 
tweetables."

Jonathan: The tweetables, yeah, the tweezers. So all right, so they lead to 
more leads. Clearly putting a sign in the yard will get you buyer 
leads, right?
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Darin: You get to market the list. So put it on Craigslist. Promote the 
listing on your website or a single property site. You create a cool 
video for it, and you're bringing traffic in through YouTube. You 
have beautiful pictures for it that are getting found. There are so 
many different things that you could do if you have that, and that's 
just one side of it, so it will bring you more buyers.

 The other thing is it could bring you more sellers.

Jonathan: What? Nosy neighbors?

Darin: Nosy neighbors. Even your sphere or other seller leads that are in 
your pipeline, when you show them, when you demonstrate, "Here 
is how I market a listing," and you have some data and facts now to 
back up your success of "Look, I've put this home on the market, 
and within four days I brought in four offers. Here is how I market 
properties. Here is what we did and negotiated and then closed 
smoothly for $102 over asking price." You get to brag about the 
success now, so it can bring you more seller leads.

Jonathan: And it's funny; if I relate this to online stuff, we've been going 
through the Wayback Machine every here and there; but what I hear 
you saying; and correct me if I'm wrong; is that listings can actually 
become your content. So if you're a marketer, your content is 
actually that listing and you're trying to get it into as many places 
as possible to get exposure and get more leads?

Darin: Yes.

Jonathan: Listings equal content. So any online geeks out there, here, we'll 
give you a purpose. Take a listing and now start marketing that and 
study your posts.
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Darin: Yeah, it's the primary thing that any buyer is looking for. There are 
all sorts of data inside the NAR Home Buyer Report that that's the 
number one thing that buyers are looking for. Neighborhood 
information is way down on the list, like only 3% of buyers think 
that that's the primary thing that they care about.

 So if you're blogging about coffee shops or the parks nearby, as 
much as you hear that from the thought leaders and the gurus in 
the industry, all the data doesn't say that. The facts don't present 
that. Go pick up the NAR Profile of Home Buyers and Sellers and 
see what the facts really are.

Jonathan: Oh, dude, I can tell you from my own personal experience because 
you and I have been on this journey together where we've tried all 
of this stuff, and we're going back to old school methods that are 
really proven. I can go look on my Real-TechGuy YouTube channel 
and any number of informational videos that I've done, a couple of 
hundred views is the most. But then I go over to my niche site, my 
site where I advertise my apartments, and look at the video I made 
there, and it's also on YouTube, and that thing has got like 4000 
views.

 So the only thing that's actually going to make you money is 
marketing those listings and staying focused on business rather 
than the neighborhood or any other stuff that people would like 
you to believe.

Darin: Can we just deviate for a second?

Jonathan: I don't know if we have time, but sure.

Darin: Well, I think it's an interesting discussion just to have for a couple 
of minutes. One, why do you think thought leaders and gurus are 
pushing things like that? And number two, why do you think the 
general audience is so willing to listen to it and then to follow that 
advice?
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Jonathan: Okay. So, on your first point, why are thought leaders and gurus 
promoting that? It's because they want to, I think, train you to 
promote them, train you to be like them, train you to buy their 
products. And hey, we've all done that and I've done that, and it's 
cool; but I think that most of them don't really know what it takes 
to run a real business, what it takes to sell real estate, what it takes 
to be in the trenches. So it's really their lack of knowledge more 
than anything.

Darin: The lack of knowledge of the thought leaders and gurus.

Jonathan: Well, let me step back a little bit and rephrase that, the lack of 
experience, real-world experience that you and I have.

Darin: It sounds good in theory and it could even make sense.

Jonathan: So what was the second part? You had two parts of that and the 
first part was…

Darin: Why do you think the general audience is so willing to listen to that 
type of information?

Jonathan: A lot of it is wrapped up in pretty little packages, feel-good 
packages and great stories and anecdotes and that kind of stuff, so 
it's easy to consume and easy to say, "Yeah, this sounds good." And 
I'm really tough on this stuff, but I really think it's more of people 
just not wanting to do the real work, not wanting to be the guy out 
there selling or the girl out there selling. They don't like that 
feeling. And that's what we're advocating.

Darin: Yeah. I said this one time, and I forgot the exact words. I'd love to 
look this up because it was powerful when I thought of it and said 
it, but it was something like it's easier to sell you on something 
that you want instead of getting you to buy something that you 
need.

Jonathan: It's that reverse logic, right? It's the candy solution, I guess, the 
bubblegum solution. You want bubblegum. You don't want 
broccoli, right?
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Darin: We went on a little side note there, but as a marketer and as a 
business person, I want to look at facts; I want to look at numbers; 
and NAR Profile of Home Buyers and Sellers puts out good data, 
good information. I'm going to go more off of what they have 
straight from the horse's mouth so to speak instead of like what 
someone thinks is a good idea. "You know what would be a good 
idea is to blog about all the coffee shops in the neighborhood. That 
will get you business." Hmm, it might get you traffic.

Jonathan: It will get you free coffee, for sure.

Darin: Maybe.

Jonathan: Maybe.

Darin: Anyways, all right. So leverage, it brings in more buyers for you; it 
brings in more sellers for you. And the third thing is it puts all the 
other agents in the MLS to work for you. Basically, every agent in 
the MLS becomes your buyers' agents. So if you're a solo agent, if 
you don't have any "buyers' agents," if you have a listing, every 
agent is your buyers' agent.

Jonathan: I don't know if you know about this stat. Since we're talking stats, I 
want to jump in there with some stats. Housing inventory right 
now, Darin, is at a 13-year low, okay?

Darin: I believe it.

Jonathan: And here's a quote from Lawrence Yun, the Chief Economist at the 
National Association of Realtors. "Buyer traffic is continuing to pick 
up. In fact, buyer traffic is up 40% from last year."

Darin: I believe that.

Jonathan: Okay, I just want to take that little piece. Buyer traffic is up 40% 
from last year. So if every agent in the MLS is working for you, they 
got plenty of people to work with, and there's also opportunity for 
you too because there are more buyers than there are sellers in the 
market right now.

Darin: Can I tell a quick little story, Jonathan?
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Jonathan: Sure.

Darin: And Katherine might get mad at me for saying this because she'll 
be like, "Stop giving away everything that we're doing." She took a 
listing recently on the market for a couple of days, ends up getting 
six offers on it. Now, this is the second listing that she has taken in 
a neighborhood in about 60, 75 days maybe.

Jonathan: Two listings in two months?

Darin: Yeah. And the first one, the same thing, multiple offers. I think it 
sold for full price.

 So she comes back after all these offers, and she is like, "We got a 
blast to this neighborhood again with saying we have more buyers." 
And what is brilliant about my wife, Katherine, on saying that is 
what's sad is these agents that wrote the offers that have buyers 
aren't going to do it, Jonathan; but Katherine knows I'll go get more 
listings, and these agents are staying there with the buyers, and I'll 
just have another listing for them to bring their buyers through this 
time.

 Because wouldn't it make sense if you wrote an offer and it didn't 
get accepted that you would market to that neighborhood and go, 
"Hey, my buyers just lost on a property; but if you're looking to sell, 
let me know because I definitely have a buyer for it. We put an offer 
in and we lost it."

Jonathan: Talk about tunnel vision. They miss the obvious answer, right?

Darin: Yeah. But that's the kind of stuff that we'll be talking about in the 
Seller Getter, right?

Jonathan: That's only the tip of the iceberg.

Darin: I know, I know. So I just wanted to touch on that. Yeah, you're 
exactly right, tunnel vision. But that's the difference of thinking 
listings first versus I just got to find a home for my buyer. Think 
listings first. If you have the listings, your buyers will get the home 
that they're looking for.
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Jonathan: So you had some stats for us. You were going to tell us a little bit 
of your findings from the National Association of Realtors Report 
on Home Buyers and Sellers, right?

Darin: Yeah. So keep this in mind. Katherine is a great example of she 
takes a listing, sells it, keeps marketing it in that neighborhood. 
"Look what I just did." So she takes a listing, sells it. So one, takes a 
listing; number two, sells it; number three, markets to the 
neighborhood again. "Look at how great I am." And step four, she 
takes another listing, and so you just keep repeating that process. 
There is a four-step marketing plan for you.

Jonathan: Nice. That's actually an awesome plan.

Darin: Right? Not to simplify it too much, but that's all you really need to 
do. So I look at Exhibit 7-2 on page 96 of the NAR Profile for Home 
Buyers and Sellers, and sellers are only talking to one agent 65% of 
the time. 65% of sellers only talk to one agent. Go ahead. What do 
you think about that?

Jonathan: I think they call it two-thirds at a time, so two out of three times 
you're getting listings. I mean it's almost like you can't lose.

Darin: Right. And then, to stack on top of that, 20% of sellers are only 
talking to two agents. So if you get in the door, if you can get into a 
conversation with the seller, 85% of them are only talking to one or 
two. Those are pretty darn good odds.

Jonathan: I mean it's almost a no-brainer. But the tough part is, and you 
already gave us the four-step plan, but the tough part is really 
getting those appointments and getting those opportunities to get 
in front of sellers, right?

Darin: Yeah. So first, you have to make the commitment of let me get out 
in front of this. This ball is rolling down the hill. Let me get out in 
front of it versus chasing sellers a.k.a. picking up the low-hanging 
fruit. And I think expires and FSBOs basically are that. They're the 
low-hanging fruit. Everyone is chasing them.
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 But if you can out in front of people that are thinking about selling 
in three months, six months from now, here is one thing I talk to 
my clients about, Jonathan. When they get frustrated -- and I had a 
client that was doing this. He was getting frustrated with his 
pipeline not listing, and I go, "Well, how many listings have you 
taken from those seller leads that we track a sheet every week of 
those seller leads. You have 24 seller leads? How many listed in the 
last six weeks?" "Well, four."

 Okay. And so why are you frustrated? We basically know that for 
every 24, 25, you're going to get four listings almost every month. 
So if you want more listings, just add more seller leads.

 So here's the lesson to take from this. Average producers focus on 
what comes out of the pipeline. They focus on actually the listing 
itself. Top producers focus on what goes into the pipeline. They 
focus on the seller lead, and the best producers focus on what goes 
into the pipeline and how they keep moving things through the 
pipeline. They know if they put enough in the pipeline and they 
stay nurturing the leads, moving it through the pipeline, it will 
come out itself when it's ready.

Jonathan: That's beautiful. By the numbers. Twenty-four leads turn to four 
listings. That's wow!

Darin: Yes. So then you just go, "Well, I want more listings." Get more 
seller leads then. You don't need to keep bashing those people 
over the head of, "List now, list now, list now." You can't motivate 
anybody to do something they don't want to do. Just put more 
leads in and more listings will come out. Focus on what goes in.

Jonathan: And how it moves along.

Darin: Thank you. And how it moves along. You can't just put the lead in 
and then forget about it, right?
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Jonathan: Exactly, exactly. All right. So probably, Darin, because this show, 
we can only do it for 20 minutes, or else people get ADD and just 
leave. But probably, a lot of you guys are wondering, "Okay, you've 
been talking a lot about the Seller Getter. You've been talking about 
getting leads. You've been talking about the pipeline. I want to hear 
about the Seller Getter Program because it's actually…" When are 
we launching that? Is that the 11th that we're doing the first class, 
Darin?

Darin: Yeah, September 11th.

Jonathan: That's coming up September 11th. There are a few spots left. And 
really, it kind of takes everything that you've just learned and 
builds it out, fleshes it out, builds the system for you, I guess. I 
mean how would you explain it? Because we did one already, Darin, 
how would you explain how this could impact their business?

Darin: Well, we're basically talking about… We're oversimplifying things a 
little bit. We understand that. Take a listing. Market the listing. Get 
it sold. Go get more listings.

 The Seller Getter dives deep. So right now we're kind of skimming 
the water. We're water skiing. We're just skipping across the water. 
Seller Getter is about scuba diving. We're going to go deep with 
this, how to get listings, how to get out in front of a seller that's 
going to be ready to list in three months, six months or maybe 12 
months.

 But you're going to get out in front of them, and you're not going 
to have competition because 65% of people are only going to talk 
to one agent. That's going to be you. So we're going to show you 
how to not have any competition, how to get out in front of people, 
how to get those listings by continuing to move them through the 
pipelines. We're going to give you the system and the content even 
to continue to move them through that process in a very systematic 
way.

11
Copyright 2013 MakingAgentsRich.com

http://sellergetter.com/
http://sellergetter.com/
http://sellergetter.com/
http://sellergetter.com/
http://MakingAgentsRich.com
http://MakingAgentsRich.com


Jonathan: We talked a lot about that path in past episodes, and I think what 
we've done in the program is help you already build that path. So 
we've got all the components built for you, your website and your 
postcards, all that stuff. And then we also give you the training to 
make it happen because the machine is powered by you. So we 
need you to still be a part of this thing.

 But you can get more information. I think we only have a few spots 
left, Darin. I think there are less than ten spots left. If you guys 
want to find out how you can get in on the Seller Getter, how you 
can cash in on the new sellers' market that we're having, go over to 
sellergetter.com. And thanks a lot for tuning in.

The following is a special report brought to you by MakingAgentsRich.com.

Forbes is reporting housing inventory at a 13-year low. When interviewed, 
Lawrence Yun, Chief Economist of the National Association of Realtors, said, 
"Buyer traffic is continuing to pick up. In fact, it's up 40% from last year. So 
there's plenty of demand but insufficient inventory."

Have you been working with buyers and you find yourself in multiple offer 
situations where you're getting outbid and it's getting incredibly difficult to find 
a house for your buyers? It's simply because we are in a sellers' market. And in 
a sellers' market, the agents with the listings are in control.

If you want to take back control and you want to get listings in any area you 
want, in any price range, without cold calls, chasing FSBOs or expires, and 
especially without spending tons of money on getting your name out there, 
then you need to go to sellergetter.com right now for a free report on how you 
can get more listings and take back control. That's sellergetter.com for your 
free report.

You've been listening to the Making Agents Rich Show. If you enjoyed the show, 
if you learned a little something, if you were entertained, your next step is to go 
over to iTunes right now and give us a rating. Five stars is great. And in your 
review, let us know what you liked about the show so that we can bring you 
more just like this one.

Thanks again for tuning in and see you next week.
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