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Leverage Your Business

15
Ways to maximize 
your actions to 
generate more 
sales and success
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Congratulations!
Thank you for attending the Building Your Bullet Proof Business Plan session during the WCR meetings.

Leverage is a hot topic and can be a lot of fun when you get into it. This workbook will expand on the things we 
talked about during the session and give you even more ideas on leveraging your actions for greater results.

A note from Nicole:

Success takes dedication, hard work, persistence and a willingness to go beyond your comfort zone.  To 
accomplish, this you need a plan, but not just any plan.

I have studied many business planning models over the years and found that most are designed to overwhelm 
and confuse. They go with the theory that if we just keep doing more we will get more. But more of what? 
Many of them do not take time to look at what are you uniquely gifted at and what will bring you the highest 
results.

To truly achieve success, the answer is often to do fewer things better.  To do this and have it work, you need to 
employ leverage. It’s about finding ways to maximize what you are already doing.

Admittedly leverage can be a scary topic. It usually leads to team building, hiring employees, increasing 
overhead and all sorts of things that you may or may not be ready for.

For today, let’s just focus on leveraging you.

It takes a little getting used to, but once you do, you will find out that it can be a lot of fun. You will find yourself 
feeling more focused and less overwhelmed.  All of the puzzle pieces start fitting together as you see the bigger 
picture and how one action has many uses and you really can get more done in less time.

This workbook will get you started. I encourage you to go beyond just the ideas presented here. Start looking 
for ways to leverage other actions in your life.

Know that you can do this. Have fun with it. Imperfect action beats perfect planning so get started and you can 
always make adjustments along the way.

To your success!
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15 Ways To Leverage Your Actions:
~ Remember, the core principle of leverage is to take things that you are already 
doing and find ways to reach more people. Sales come from conversations, your 
goal is to start as many as possible.

2. Sporting events / Gallery walks / Theater / Concerts

a) Take clients. It’s a fun way to connect and build relationships. Plus, there is a lot going on so you don’t 
have to worry about carrying the conversation.

b) Meet up with people either before or after the event. It’s like doing a mini client party and only takes 
an hour.

c) Give tickets away. In this one, they go by themselves rather than with you. The goal is to call as many 
people as you can. So, start with the people you think will say “no”.

1. Previewing homes

a) Preview with intention. Pick the price range 
you want to be in and get to know those 
neighborhoods. Remember, success is when 
preparation meets opportunity. 

b) Use it as an opportunity to call a friend or client 
who lives in the area. You can frame it as “I was 
just thinking of you while out previewing”. It’s 
a great reason to call (everyone likes knowing 
what is going on in their neighborhood), it’s very 
informal and it gently lets them know you are 
the expert in the area.

c) Take a picture of your favorite home that day and post it to Facebook along with a question to create 
engagement. 
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4. School events

a) Show up and participate. Make it a point to connect with other parents. Don’t just drop your kids off 
and leave.

b) Connect on social media. You can’t exactly take the school roster and put them on your mailing list, 
but as you get to know people, it’s perfectly okay to connect with them on social media and stay in 
touch that way.

c) Invite people to dinners on another night. It’s all about creating and nurturing relationships. We have 
had some epic dinner parties at our house that have resulted in wonderful friendships and some great 
business.

3.  Buyer and Seller appointments

a) Create a conversational social media post about 
the amazing properties you saw, the state of 
the market or something else that tells your real 
estate story. 

b) As you are working with clients in today’s 
market, it’s a great time to check in with the 
clients you worked with last year - especially the 
buyers, if you are in an appreciating market. Let 
them know how much more homes are going 
for today and how lucky they were to have 
purchased last year.

c) It’s easy to take care of your immediate clients, but one of the hardest things is finding ways to stay in 
touch with those that are 2-6 months out. You don’t want to bug them, but you don’t want them to 
fall through the cracks either. Giving them a “hey I was just thinking of you while I was out showing 
houses in your neighborhood” call is a great way to stay connected and doesn’t put too much 
pressure on them.
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6.  Mailings

a) Turn your postcard mailing into a blog post or vice versa.

b) Post it to social media

c) Use them to highlight your vendors or other local 
businesses. This indirectly highlights you as being 
connected in your community, and is great for building 
relationships.

5.  Classes / Seminars

a) Post to social media or create a client mailing about what you learned.

b) Attend at least one a year outside of your industry. You will get a fresh perspective on your business 
and have the opportunity to meet lots of potential clients.

c) Schedule a lunch or coffee with at least one person you meet that day. Your relationships inside your 
industry are just as important as your client relationships. 

7. Social Media

a) Start bridging the gap from personal to professional. All of us know groups of people personally that 
could be a great source of business, but it isn’t appropriate to add them to our mailing lists just yet. 
Connecting on social media is perfect. It allows you to stay in touch and tell your real estate story in a 
way that isn’t too pushy.

b) Connect with agents in and outside of your area. Our relationships with other agents are just as 
important as our client relationships. You never know where your next referral will come from or who 
your next transaction will be with.

c) Tell your real estate story. People want to know what you are up to and that you are successful. It’s 
okay to work real estate into your social media. Just do it in a fun and conversational way.
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8.  Shop local

a) Shop at the local market for groceries right after school gets out or when people are on their way 
home from work. Even if it’s more expensive, you will be amazed at how many clients you can run 
into in the produce aisle. It’s the ultimate pop by.

b) Shop at local clothing stores and get to know the owner and those who work there. The clothing 
store where I shop is like the local watering hole. It’s a great place to run into clients and the owner 
has been a fantastic referral source.

c) Find stores in your area that tell a story. In our area we have www.glassybaby.com. They are beautiful 
candle holders in the most amazing colors and a portion of each sale goes to charity. I use them 
for gifts all the time. People love them and it lets them know that I’m committed to giving back and 
supporting those in our area.

9.  Excersize

a) Walk a new neighborhood once a month to get to know more about it. You can do some market 
research and get some exercise at the same time.

b) Client lunches are great, but sometimes hard to fit into the day. Take a client on a hike, a bike ride or 
out golfing. You will get your exercise in and connect with your client at the same time.

c) Get some clients together to try out the new gym in town. It’s a reason to connect, get a workout in 
and do a social media post about what’s going on in the area.
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10. Dinners out

a) Try a new restaurant in the 
neighborhood and invite clients or 
friends to go with you.  (Friends can turn 
into clients and even if they don’t, they 
can be a fantastic referral source)

b) Check in at the restaurant on social 
media to let others know what you are 
up to. A side bonus is that if you tag the 
restaurant in your post, it will show up 
on their page as well so it doubles your 
exposure. Your list sees it and so does 
theirs.

c) Yelp them. Everyone appreciates when we say good things about them. When you do it online, the 
effect is expontential. It is good for the restaurant, but also allows you to be more searchable.

11. Wine tasting or any other fun activity in your area that you want to do but never seem 
to have time for

a) Invite friends or clients. It means you will finally get to do it and it’s like hosting a client party that you 
didn’t have to shop or clean for.

b) Post to social media. It’s the ultimate leverage tool. Make it work for you and have some fun.

c) Yelp them. Aside from the reciprocity of doing great things for others, it makes you more visable as 
well.
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12. Community events / Fundraisers

a) Commit to at least one a quarter and invite friends or clients to go with you. Aside from the people 
you take, there always seems to be lots of people that you run into that make it a fun and worthwhile 
night out.

b) Consider being a sponsor. We sponsor the raffle for our local Boys and Girls club each year. My 
information is printed on the back of 10,000 raffle tickets that are sold. It’s fantastic advertising.

c) Do a mailing. Each year I send an email to my clients letting them know that I am sponsoring the 
raffle and asking if they would like to buy tickets. They love having the opportunity to give back and 
it’s a great way to connect with them.

13. Home improvements

a) Create a mailing about what you are 
up to, where you got your materials 
and how it turned out

b) Post to social media. People are 
always interested in what others are 
doing to their homes.

c) Highlight your contractors. It’s a great 
way to get them some exposure.
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14. FORD Calls: We all know that we are supposed to do them, but knowing who to call 
and what to say is always tricky. Here are some ideas to get you started:

a) Call your warm list first - those clients who are 60+ days out from buying and selling. Even though 
they are not ready to do something today, it’s important to stay top of mind. If you only have time to 
call one client today, make sure it’s someone from this list as they are the most likely to do business 
in the next few months.

b) Look at your social media feed. You can find something worthy of a call in 30 seconds of pulling up 
a Facebook feed. Yes, posting on their wall is nice, but nothing beats a phone call for impact.

c) Who do you know with a lot going on in their life that might affect where they live? Maybe a client 
just had a baby or their kids just left for college. All of these things usually precede a real estate 
transaction. Make sure that you are staying in touch with these people so that when they are ready to 
make a move, you are there to help.

15. Kids sporting events

a) Become the snack mom (or dad). Coordinating 
the schedule requires email and assuming your 
real estate information is in your signature line 
you will be amazed at how many conversations 
it sparks

b) Connect with the parents on Facebook. It’s too 
early to put them on your mailing list, but the 
perfect time to connect on social media and 
start telling your real estate story.

c) Sponsor the team or the league. It’s a great way 
to get your name out there.
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What else can you leverage?

Wishing you great success!


