Prospecting
Notes from a talk by Judge Ziglar
By Bill Brumett

Real Estate:  Made $85,000 first year and never sold a house?  From 9-5 every day, he knocked on doors.  “Are you interested in selling your house?”  No.  Do you know anyone who is?  If you think of someone give me a call.  Here is my card.  Thanks for your time.”   Leave Card.

Door to Door – Knocking on Doors

1. Get out of the car and go to the door.  17% of women are at home and they are going to see you coming to the door.  How will she come to the door?

2. Stand arms length form the door.  25% of people resent it.  Knock on door, don’t ring door bell.  3% of the time a baby will be asleep inside.  

3. Look at the door.  Don’t check shrubbery or clouds.

4. Dress.  Dress the way the banker dresses in the town.  Dark colors are better.

When is customer most excited?
Right after they have bought.
When is prospect the best?

See them within 72 hours or they will spoil.
What does a person think when asked for prospects?    You have confidence in them. 
We can’t determine how much to sell?  Load the wagon the horse will pull it.

“If the client’s plan drops off the books, so will his friends.”


Birds of a feather flock together.

Book:  Timid Salesmen Have Skinny Kids.


Bought a hearse and coffin.  Made calls in the hearse.  Drove into driveway.  Had a hat 

            and cane.  “Sir, one of these days they are going to take you out DEAD in one of these 

            things.  This is what I’ve come to talk to you about.”  

After you “Get the Money”:  “Mr. Customer, if your very best friend was to come through that door right now, would you introduce me to him?”  Why sure!


“Well he probably isn’t going to do that so I want you to introduce me to him by long distance.”  What is his/her name?  How do I contact them?


“Now what is your second best friend’s name?  I promise to not tell him he is second.”


“All I want is the name of your best friends.  You see I’m sure you are sold on our product and I want to meet some more good folks like you.”


Where do they work?  How many children do they have?  What day does he get off work?  What time?  

Contacts is the key to success.  It doesn’t matter if they buy.  What matters is that you see a lot of people every day and talk to them.


Don’t get the church registry or phone book.  We want Close Friends!!  Not just names.

Call them and say, “Mr. X, asked me to call on you…..”

Making Cold Phone Calls:  Just start any place in phone book.

1. In room with no chairs

2. Full mirror to look at yourself.

3. Band instrument stand with written script.

4. Use 1 hour every other day for calling.

a. 25 dials

b. 17 answer

c. 4 Wrong, No, or Wrong Party

d. 13

e. 5 will not talk to you

f. 8 will set appointment

g. you will see 3 and sell 1 or 2

Business Cards:  Give one to everybody!!  

1. They will put in their pocket

2. Take it out that night.

3. Put on dresser or table

4. See at least 2 more times before throwing away.

Call referrer back and let them know.  They will give you another.  Does not matter if you sold or not.  You are developing them as partners in your business.  

