
Sales Meeting 7/9/14 
 

 
I.  

1. Keep going to www.londonproperties.com and the “Market Info” tab to get great 
information from our sales meetings, info graphs, market trend reports, “Plays of 
the Week”, flyers, and other important information to help grow your business. 
The site is a huge resource for you! 

2. Encourage all of your happy clients to review you online; this really helps your 
online presence. We’ve made this ultra easy! Have them go to 
www.londonproperties.com and directly under the quick search box there’s a red 
tab that says “Review Us”. It’s best if they click through to Yelp or the other sites, 
but if they don’t have a Yelp account they can just type in their testimonial. It’s 
that easy! 

 
II. We are in the lead generation business. 

That said, what are you doing today to generate buyer and seller leads? 
Where can you find buyers? 
Where can you find sellers? 
To catch a fish, you need to think like a fish, not a fisherman. 
 

III. We’re ½ way through the year, is your production where you want it to be? Here are 10 
activities you can do today to accomplish your goals: 

1. Prioritize a) Your database/relationships 
  b) Your buyers (who is hot, who is not) 
  c) Your sellers (get price reductions, get them off the fence) 

2. Be disciplined with your time and activities (stay off of your email the first 1 ½ - 
2 hours each day. This is your prospecting time! 

3. Invest in yourself: 
a) Personal development: books, courses, audio 
b) Spiritually 
c) Physical well-being (exercise and diet) 
d) Personal Relationships (family and friends) 

4. Put Print Advertising to work (ads, monthly marketing pieces, post cards, 
Reliance client follow-up program, etc.) 

5. Write personal notes: 3-5 everyday 
6. Preview – get out there and see the inventory 
7. Do Open Houses – expose yourself! 



8. Connect with your peers in the office! You can’t do it alone and you can’t do it 
from home. Connect with clients. Listen because talking doesn’t get you 
connected. 

9. Follow-up 
10. Embrace the journey success takes focus and work. You have to pay the price 

before you can receive the pay off. 
 

IV. To help get going with these activities: 
First: Set 10 day goals. What do you want to accomplish in the next 10 days. Get your 
momentum going! 
Second: Remember we’re in the lead generation business. If so, what have you done in 
the last 24 hours to prospect and generate leads? Better yet, if a video crew had followed 
you around during your entire work day yesterday, would you like to watch the video? 
Would you be willing to show your spouse, significant other or best friend the video after 
telling them that you’re in the lead generation business and here’s what I did yesterday at 
work? I hope this helps to focus my point! 
 

Go get ‘em and good luck! 
 
 


