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Circle Prospecting

Statistically speaking, every time 1 property sells another 2-3 will list & sell within ¥4 mile in the months to
follow. By leveraging the team’s listing, we can create new opportunities to find & list those properties

ourselves!

In order to have success, it's important to commit to the full process of circle prospecting. That includes

door knocking the same homes 3 times within a 30-45 day timeframe.

Initial Visit

Hi Neighbor! It's Justin here with The “Donut Guy” Realty Group - just wanted to give
you the heads up that we just listed your neighbor’s home for sale & are having an open

house just for neighbors this Friday from 4-7 pm. Here’s your invitation.

We would love to have you stop in for a visit. By the way, we’re raffling off a $100 gift
card to your favorite hardware store. Your raffle ticket is on the back side of the

invitation, so don’t forget to bring it with you!
It was nice meeting you. Again my name is Justin, remind me of your name?

Nice meeting you . Look forward to seeing you at our open house!


mailto:justin@jeneweinestates.com

2nd Visit

Hi I'lIt's Justin here with The “Donut Guy” Realty Group - you remember |
stopped by a few weeks ago to tell you about the property we listed over on

| wanted to give you a quick update on the sale. We had a ____ day marketing period,
received ___ offers and have negotiated an excellent deal for the homeowner well over
list price! We're set to close . Once we’'re officially closed, I'll let you know

all of the finalized numbers.

By the way, if you had to guess...... which one of your neighbors do you think would

make a move next? (PAUSE!! Give them time to think!!)

Thanks for letting me know, I As mentioned I'll keep you posted as the sale

develops over the next few weeks. Take care & see you around the neighborhood!

3rd Visit
Hi I'It's the neighborhood Reatlor, Justin! | have great news for you! We
officially closed Escrow on your neighbor’s home over at . We managed a

____day escrow, had 0 credits or repairs, and closed for $ !
Isn’t that amazing (big smile)?!

Needless to say, our seller is beyond thrilled. Out of curiosity, when are you making your

next move?



Any Visit

e Get Homeowner’s Phone Number & Email
o This is CRITICAL so you can keep in touch with them long after you stop
knocking on their door.
e Additional Questions to ask:
o How long have you been in the neighborhood for?
o Where did you live previously?
o You must really love the neighborhood to stay that long!
o Did you raise a family in this neighborhood?

o Is your family still here in ?

Set yourself up for success!

e Make sure to choose a reasonable, realistic number of homes that you KNOW
you can work 3x. In a typical neighborhood, an agent can knock on an average of
20 doors per hour.

e Study the comps well in advance. Nothing impresses a prospective seller more
than you knowing the stats of the neighborhood.

e In addition to running the comps, pull sales within the last 3 years for properties
that have sold on the same streets/blocks you are door knocking. Homeowners
always remember the properties that sold on their street, even if it was a couple
years ago.

e Stay hydrated but don’t drink TOO much water/coffee - minimizing restroom

breaks helps keep a strong rhythm while you’re out in the field.

Let’s go find some listings!!!!




