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STEP 1

"Hi_______! I was thinking about you and your family this holiday season and wanted 

to give you a quick call.  Happy_________ or Merry _____________. I'm sending out 

holiday cards and I wanted to make sure I have your correct contact info..." 

CALL  EVERYONE  IN  YOUR  DATABASE  

BETWEEN  NOW  AND  DECEMBER  25TH .

T h i s  c a l l  i s  s i m p l y  t o  w i s h  t h e m  a  h a p p y  h o l i d a y .  N o  B u s i n e s s .  A s k  t h e m  w h a t  t h e i r  

p l a n s  a r e ,  i n v i t e  t h e m  t o  a n  e v e n t  ( y o u r  o w n  o r  a  l o c a l  h o l i d a y  e v e n t ) . A s k  t h e m  i f  

t h e r e  i s  a n y t h i n g  y o u  c a n  d o  f o r  t h e m .  R e m i n d  t h e m  t h a t  y o u  k n o w  a  l o t  o f  p e o p l e  

i n  d i f f e r e n t  i n d u s t r i e s  a n d  s e e  i f  t h e y  a r e  i n  n e e d  o f  a n y  s e r v i c e s  t h a t  y o u  c a n  a l i g n  

t h e m  w i t h .  T e l l  t h e m  t h a t  t h e y  c a n  t h i n k  o f  y o u  a s  a  c o n c i e r g e  n o t  j u s t  a  r e a l t o r .  

SAMPLE SCRIPT:



EVERY PARTY YOU GO TO MUST 

BE A STRATEGIC EVENT. 

S e t  a  s p e c i f i c  g o a l  t o  t a l k  t o  a  m i n i m u m  o f  

1 0  p e o p l e  y o u  d o  n o t  k n o w  a n d  g e t  a t  

l e a s t  5  n a m e s  a n d  n u m b e r s  t o  f o l l o w  u p  

w i t h  t h e  f o l l o w i n g  M o n d a y .  

 

A d d  t h o s e  p e o p l e  t o  t h e  d a t a b a s e .   E v e r y  

p a r t y  i s  a  w o r k i n g  e v e n t ,  a n  o p p o r t u n i t y  t o  

b u i l d  y o u r  d a t a b a s e .  

STEP 2



MONDAY: 

AFTER THE PARTY CALLS 

"It was very nice meeting you at the party! 

I’d like to stay in touch and update you 

on what’s happening in this shifting 

market, which includes the value of your 

home. Would you be interested in 

hearing about that on a regular basis?"

STEP 3

E v e r y  " y e s "  g e t s  a d d e d  t o  y o u r  SEED  C a m p a i g n  

i n  y o u r  d a t a b a s e .  

SAMPLE SCRIPT:

( I f  y o u  d o n ' t  k n o w  w h a t  S E E D  i s ,  w e  n e e d  t o  t a l k  s o o n ! )



STEP 4

"Hi_______! I hope you got my holiday greeting. Hey, I don't know if you've heard, but the real 

estate market is about to start shifting. What this means for you is ________. Let me ask you, 

what are you real estate goals for 2020? Great! I'd love to help you make a plan get there." 

START ING  JAN  2ND  CALL  EVERYONE  BACK  IN  

YOUR  DATABASE  WITH  A  POINT  OF  VALUE  AND  

START  ASK ING  FOR  REFERRALS

G i v e  t h e m  i n f o r m a t i o n  a b o u t  t h i s  y e a r  i n  r e a l  e s t a t e ,  a s k  t h e m  w h a t  t h e i r  r e a l  

e s t a t e  g o a l s  a r e  f o r  2 0 2 0 ,  e t c .  W h a t e v e r  t h e  o u t c o m e  i s ,  t h i s  i s  a n  i n f o r m a t i o n a l  

c o n v e r s a t i o n  t o  f i n d  o u t  w h o  y o u  c a n  h e l p  w i t h  t h e i r  r e a l  e s t a t e  n e e d s  i n  t h e  

c o m i n g  y e a r  -  w h e t h e r  i t ' s  t h e m  p e r s o n a l l y  o r  s o m e o n e  t h e y  k n o w .  

SAMPLE SCRIPT:

Jan 
2



STEP 5

SHIFT BOOK (see Tactic 9: Create Urgency) 

BUYER QUALIFYING QUESTIONS LIST 

SELLER QUALIFYING QUESTIONS LIST 

LEAD PIPELINE TOOL 

TOOLS NEEDED:

CALL  EVERY  LEAD  THAT  YOU  HAVE  BETWEEN  

DECEMBER  26TH  AND  THE  END  OF  THE  YEAR .  

Y o u  w i l l  c l a r i f y  t h e i r  i n t e n t i o n s .  V e r i f y  e x a c t l y  w h e n  t h e y  w i l l  b u y  o r  s e l l ,  w h i c h  

m o n t h  a n d  d o w n  t o  w h i c h  w e e k .  C a l l  t h e m  1  m o n t h  b e f o r e  t h e y  s a y  t h e y  w i l l  b e  

r e a d y  f o r  a  m o v e  t o  s e e  i f  t h e y  c a n  b e  m o t i v a t e d  t o  s t a r t  e a r l y .  

Y o u  w i l l  c a l l  e v e r y  p o t e n t i a l  l e a d  y o u  h a v e  e v e r  c o l l e c t e d !  Ever!  

I f  y o u  a r e n ' t  a l r e a d y  u s i n g  t h e  L e a d  P i p e l i n e  T o o l ,  n o w ' s  a  g o o d  t i m e  t o  s t a r t !



LET'S REVIEW... 
All of the people who said they would do something in January 

2020, call them the week between Christmas and New Years. Spend 

at least 2 hours a day this week calling looking for new business. 

   

You do not have to work all day during this week, you do have to 

spend at least 2 hours a day lead generating and on lead follow up. 



N A T I O N A L  E X P I R E D  P O W E R  D A Y  

J A N U A R Y  2 ,  2 0 2 0

STEP 6
SHIFT BOOK (SEE PAGE 186: BUYING POWER) 

EXPIRED LISTINGS DATA LIST

EXPIRED LISTING OBJECTION HANDLERS SCRIPTS 

LEAD PIPELINE TOOL 

YOUR PRE-LISTING PACKAGE

TOOLS NEEDED:

Call the whole year of Expireds! This is a 6-hour lead gen day. You will make calls 

for 3 hours, take a 2-hour break, then 3 more hours of calls. 

Create a sense of urgency to list now while interest rates are historically low. While 

other agents are still  sleeping off the New Year you are working! Some agents may 

be able to out-skill you but they can’t out-work you while they are in bed. 



JANUARY IS DOUBLE TIME ON 

LEAD GENERATION ACTIVITIES! 

T h i s  i s  a n o t h e r  o p p o r t u n i t y  f o r  y o u  t o  o u t w o r k  t h o s e  

a g e n t s  w h o  a r e  n o t  s t a r t i n g  t h e  y e a r  o f f  w i t h  a n  a c t i o n  

p l a n .  Take  their  unfair  share!  

T h e  w o r k e r s  w i l l  w i n  a n d  t h e  p r o c r a s t i n a t o r s  w i l l  l o s e .  

  

B y  d o u b l i n g  y o u r  e n e r g y  a n d  l e a d  g e n  t i m e ,  t h i s  w i l l  

i n c r e a s e  y o u r  s k i l l  l e v e l ,  d a i l y  h a b i t s ,  c o n f i d e n c e  a n d  

u l t i m a t e l y  g e t  y o u  m o r e  b u s i n e s s !   

D O  N O T  S L A C K  O F F !

STEP 7



A FEW MORE TIPS... 

6 hours of lead generation calls or 

door knocking on Mondays and 3 

hours every other day that week. 

 

Imagine while other agents are 

still goofing off, your business is 

taking off!!  

CONTINUE WITH MONDAY POWER 
DAYS FOR THE MONTH OF JANUARY.

Keep your eyes on the prize, take 

great notes, add to your database, 

follow-up, check-in with your coach, 

ask for help and most of all, stay 

consistent! 

You got this, you just have to put in 

the work!

CONSISTENCY IS KEY! 
YOU GOT THIS!

OPERATION: TAKE OFF!
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I'm so glad that I get to be a tiny part of 

your business growth. This is just one of 

the many many ways I can help you reach 

your financial goals. 

 

If you need more assistance, or you'd like a 

totally free coaching session... just holler!

THANKS FOR DOWNLOADING THIS 
SUPER HANDY GUIDEBOOK. :)

714-277-2458    |   coachchanelrene@gmail.com 

Book a complimentary call: www.chanelrene.com


