Backsto Basics:

Why You Need
a Syster,
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Many agents struggle with the peaks and valleys in their ~ Working By Referral‘m:atic Way to target
income that cause them to barely get by. In order to market your database of people who know and like
have a successful and profitable business, it's important you! It provides the tools you need to:
to be aware of and address the five major challenges of

business that can get in your way: - Nurture the relationships in your database

by staying in touch and giving valuable
1. Inconsistent income information and insight.

2. Difficulty generating high-quality leads -+ Manage your time and commit to the most

3. Weathering the emotional highs and lows important priorities.

A ek af e e - Track your activities and results.

- Create more opportunity and a full pipeline

5. Standing out among the competition
of leads.
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The good news is that your business does not have
to be a victim of these challenges. If you take effective
action and consistently implement a
proven system, you will stay focused
and on track. Having the right system
will save you time, energy and money
as well as create consistency and
predictability in your business.

When your clients see and experience your system of
contact and care towards them, and when you remember
to ask for referrals, they are confident and excited to refer
you to their friends, family and co-workers. The referral you
receive from a terrific client or advocate is likely to be a
great person to work with as well.
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DEMONSTRATE CARE

Listen for a need that you can meet, and act on
it right away. For example, if your clients’
youngest or only child is heading off to college,
drop off a book to he|p them cope with ha\/ing . ) - Office 919-785-4201
an empty nest. Eddie Brown Cell 919-417-9908
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Top Habits Necessary to

Achieve
Success
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