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MONDAY TUESDAY

"I you ultimately do not have an open house, do [ ] Pullexpired/cancelled/withdrawns for the
the tasks on each day that are applicable to you. past 12 months in the area/zip code of your
open house this weekend
(if you do not have an open house, you can pull for
your farming neighborhood/area of choice)
1. Print off “single line” list (sort by neighborhood)
I:I Email your MLS #, DATE AND TIME to your 2. AND pull all FSBO (see FSBO System)
Agent Ambassador so they can be input to
MLS for you

D Add new sphere contacts (i.e. Open House
guests) from the past week to Cab Corner
1. Setup Open House contacts with Market Watch
2. Send an email, text or card thanking each Open
House Guests for visiting

D 5 Calls/Text/Messages to your SOI- Use
F.O.R.D. prompts as conversation starters

D 20 interactions to Farming Neighborhood
(Remine or TheRedX.com Geo List)
+ See Farming a Neighborhood System

2 Personal Handwritten cards (anniversary,
birthday, sending your business card, etc).

5INTENTIONAL comments to friends on

D Pick your open house(s) for this coming
weekend
(arrange with listing agent if not your listing)

Prepare Percy BMA for each home in the
neighborhood/surrounding area (Goal is
about 20-25 homes)

Attend a networking event or do your
Business Farming System

5 Calls/Text/Messages to your SOI- Use
F.O.R.D. prompts as conversation starters

20 interactions to Farming Neighborhood
(Remine or TheRedX.com Geo List)
« See Farming a Neighborhood System

2 Personal Handwritten cards (anniversary,
birthday, sending your business card, etc).

5 INTENTIONAL comments to friends on
Social Media Platforms

I I I e A A I B I e

Social Media 2 Private Messages on a Social Media
, , . Platform
[ ] 2Private Messages on a Social Media . Use the social scrint
P|atf0rm Se the SoClal SCripts

+ Use the social scripts
[ ] Tour2newly listed homes

If you do not have an open house and want to l_'_' — F = l
host one, here is the best way to do it: — a m l y
1. GoontoMLS, search for the listings in our

company BHHS Florida Properties Group, O — OCC u pat i on

identify the listings you would want to
host and physically call the listing agent

to introduce yourself and ask for the R — ReCreation

opportunity.

DO NOT go onto our Facebook Group and ask D — D rea m S

for the business. Go out and get it!
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https://bhhsflpg.freshdesk.com/support/solutions/articles/43000615658-farming-a-neighborhood
https://bhhsflpg.freshdesk.com/en/support/solutions/articles/43000692701-social-scripts-for-private-messages
https://bhhsflpg.freshdesk.com/en/support/solutions/articles/43000692701-social-scripts-for-private-messages
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WEDNESDAY

[]
[]

L O O O

Wear Your Name Tag
(make sure they know who you are!)

Route your homes from Tuesday’s activity
(withdrawns/cancels/expireds), then door
knock each of them until you get face-to-
face with each potential seller to invite to
your open house (if you have one) AND
ask if they are still interested in selling in
the event you have a buyer who may be
interested.

Put your OPEN SATURDAY/SUNDAY rider on

the sign

5 Calls/Text/Messages to your SOI- Use
F.O.R.D. prompts as conversation starters

2 Personal Handwritten cards (anniversary,

birthday, sending your business card, etc).

Create a social media post using MADI for
your social media channel(s)

+ Ifhosting an open house, create an Open House

post to invite/make SOl aware (Resi Property
Promo folder > Open House)

« Market Statistics (Resi General Promo Folder >
Market Statistics)

+ Real Estate Activity in the neighborhood/area

(Resi General Promo Folder > Lead Generation »

Farming)
- Personal Promo social media (Resi General
Promo Folder > Personal Promo)

F = Family
O = Occupation

R = Recreation
D = Dreams

THURSDAY

[]
[]

I A

Hand written cards to the Door Knocks
(withdrawns/cancels/expireds) from
previous day

GET PREPARED for you Open House by
pbecoming an area expert
« Find other homes for sale that are similar in price
and location using MLS

Make sure your Open House is on Zillow
- Ifregistered as an OHin MLS you are set!
- If you are hosting for listing agent, make sure
YOU ARE the person hosting in MLS
« Besure to have OH in MLS by 12:00PM on
Thursday for your OH to be featured on the
BHHS FLPG Company Instagram & Facebook
page!
40 calls to your 10-10-20 Open House
Neighborhood (Remine or TheRedX.com
Geo List)

2 Personal Handwritten cards (anniversary,
birthday, sending your business card, etc).

5INTENTIONAL comments to friends on
Social Media Platforms

2 Private Messages on a Social Media
Platform
+ Use the social scripts

Prepare and deliver 2 Real Estate Reviews
to someone in your sphere who may sell or
one of your door knocks
« Thereis ahelpsite article available here OR
you can go into MADI to create one here (RESI
GENERALPROMO > LEAD GENERATION > REAL
ESTATE REVIEWS)
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https://bhhsflpg.freshdesk.com/en/support/solutions/articles/43000692701-social-scripts-for-private-messages
https://bhhsflpg.freshdesk.com/support/solutions/articles/43000622377-lead-generation-real-estate-reviews-for-consistency-video-
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FRIDAY SATURDAY/SUNDAY

Finish any items you did not finish on D If hosting an open house, arrive early and
previous days put out balloons and directional signs.
D Print 40 Open House/Just Listed Flyers (for D Visit 10-10-20 neighbors to invite them to
10-10-20 rule) yourO H. or notify of new listing
« Use MADI or ACE to create, whichever platform Ask if they are potentially interested in selling
you prefer! in the event you have a buyer who may be
interested
+ Hand them one of the flyers you printed on
Friday
« If not home, you can leave it in their door or right
by their door mat.

D Create Video, Reel and/or TikTok of you
at the open house or of the community!
Activity breeds activity.

D Finish any items you did not finish on
previous days

rinse & repeat

The system works if you work it!
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