
Chapter 6    Commandment #2  LEADS 
 

Without Air we die. 
 
Without Water we die. 
 
Without warmth we die. 
 
Without Leads your business dies! 
 
It’s that simple!  We are in the lead generation business.  Everyday leads must be entering our 
business either through marketing or prospecting.  Every day you must make it top priority to 
bring new leads into your business.  At the end of this book you will have access to an entire 
bonus section, an entire book written just for and about leads, entitled, “The 10 
Commandments of Real Estate Lead Generation.” 
 
Read it and implement it!  You will find the incredible tactics that I utilize day in and day out in 
my business to produce an abundance of leads.  In this Commandment we will discuss the 3 
Pillars of Leads.  They are Lead Generation, Lead Conversion, and Lead Management. 
 
But first let’s continue to address the elephant in the room.  If you have come here looking for 
the Easy Button, the Secret, or the Magic Pill… you will not find it.  You will not find it 
anywhere, because it does not exist.  What you will find is the step-by-step blueprint to build a 
highly profitable and predictable business, the key word being business, but it comes with work, 
hard work.  It comes with struggle and sacrifice.  It comes with discipline and consistency.  I 
hope I didn’t burst your bubble, but I want to continue to make that point clear… and clear out 
the oversized elephant sitting in the corner of the room surrounded by unicorns and waving a 
big sign that reads, Easy! 
 
You must be willing to Hustle! 
 
Rapper Rick Ross wrote a song called “Hustlin”.  It starts out like this, “hustle, hustlin, hustlin… 
everyday I’m hustlin, everyday I’m hustlin!”  The song does not start off with, “every once in a 
while I’m hustlin… every now and then I’m hustlin… when I feel like it, I’m hustlin.”  It’s 
Everyday I’m Hustlin! 
 
This concept of “everyday” you must apply to your business.  To your lead generation, to your 
lead conversion, to your lead management… every day you’re hustlin! 
 
Pillar 1: Lead Generation   
 
Leads are the rocket fuel for your real estate rocket ship.  You cannot run out of fuel or you will 
crash and burn.  Most all agents fail most all the time in this business because they never give a 
conscious thought to creating new leads each and every day. 
 
I’ve been around “other” agents.  Before opening my own company, I spent 4 years with 
Century 21 and then 4 years with RE/Max.  I witnessed how other agents operate.  This has 
absolutely nothing to do with C-21 or RE/Max, both are great companies.  It has to do with the 



daily habits, activities and mindset of the average agent.  Most agents use what I call the Wait 
and Pray method of lead generation.  They simply wait and pray that somebody calls them 
today and wants to buy or sell a home. 
 
Wait and pray does not work.  Wait and pray will never work. 
 
You must deliver new leads to your business through two strategies, prospecting and 
marketing.   
 
To define them simply, marketing is - one to many, and prospecting is - one to one.   
 
You are either talking to people about buying or selling real estate or you are not.  Once you 
read and implement the strategies outlined in The 10 Commandments of Lead Generation, you 
will never go without a steady stream of leads again.  The underlying beauty of the real estate 
business is that everything works!  You call expired and FSBOs, call your SOI, hold open 
houses, go door knocking, and even stand outside of Walmart with a sign that says, “Real 
Estate Agent, will work for commissions!”  It doesn’t matter, because everything works.  But 
whatever you do, you must do it consistently.  You must build lead generation systems within 
your business that produce leads predictably. 
 
There is nothing more important and nothing more impactful than having leads and being able 
to produce leads within your business.  We don’t need to get into the details of the lead 
generation pillars here, because it’s completely outlined for you in the 10 Commandments of 
Real Estate Lead Generation.  I just want to drive home the point that Lead Generation must be 
on your mind everyday as you grow your business. 
 
Whenever an agent asks me to help them with their business… because they are struggling… 
the first thing I ask is, “tell me what you are doing every day to generate leads?”  The answer is 
unfortunately always the same… nothing.  Wait and pray.  How can this be?  How can it be that 
you are in the real estate business that only pays you when you make a sale… you only make a 
sale, when first a lead arrives into your business… and a lead arrives in your business through 
lead generation.  How can it be that you don’t have a daily routine of prospecting?  How can it 
be that you don’t have marketing systems in place that produce a predictable supply of leads 
into your business? 
 
How can it be?  Oh it be alright!  Well not anymore!  Read the 10 Commandments of Real 
Estate Lead Generation and solve the lead generation problem forever! 
 
Pillar 2: Lead Conversion   
 
This pillar is interesting because there are a lot of agents out there that do produce a decent 
amount of leads but do not sell enough houses to meet their goals.  So, their first thought is 
always to produce more leads but for this agent, lead generation is not the problem… lead 
conversion is!  Lead conversion has many factors that must be addressed.  Most of which are 
easily cured. 
 
When I first started in the business, I asked a veteran agent his key to success.  He said simply, 
“I work my leads like a dog!”  Do you work your leads like a dog?  The answer may be no.  The 



answer must be yes.  Once you’ve taken the time, energy, and money necessary to produce 
leads into your business you must work hard to convert those leads to clients.  You must be 
willing to work them like a dog.  Not harass them, but provide them with what they crave 
most… information and expert advice.  You must be willing to follow up with buyers until they 
buy or until they die!  You must be willing to follow up with sellers until they list with you or 
take a restraining order out against you! 
 
The other component of lead conversion and one that is typically not practiced by most 
agents… is Skillset.  Lead conversion is a skillset developed through practice.  You’ve heard it 
before and you roll your eyes or cringe, but practicing your lead conversion through role play 
exercises is fundamental to your success in this business.  You can’t expect to just get on the 
phone with a prospect and turn them into a client without some skills.  You cannot approach 
that opportunity willy-nilly.  You must be prepared and practiced and rehearsed.   
 
Buyers and sellers only have so many objections that they can throw your way.  You must know 
what these objections are and have your responses locked and loaded, ready for delivery. 
 
In developing your skillset for lead conversion through role play… you must utilize 
scripts.  Yeah, I know you think scripts seem corny or even unprofessional but scripts are what 
create the professional.  Actors don’t just show up on the movie set the day of shooting and 
just wing it.  They are scripted.  They are practiced.  They have memorized their scripts.  You 

must do the same.  Inside the Real Estate Good Life Business Building Blueprint, in 

the Scripts section, you will find all of the scripts that I’ve used… and that my team continues to 
use.  Use them!  They work!  Listen, you are a professional in a professional business.  The 
greatest business!  Do not take it for granted.  Do not go about this without the willingness to 
work on your craft, to sharpen your axe, to develop your skillset to that of the Jedi level! 
 
Pillar 3: Lead Management   
 
Lead management, if implemented and executed, will separate you quickly from the pack and 
thrust you to success and riches!  Lead management is simply the system of organizing and 
following up with leads, SOI, and database.  As we mentioned before, leads that come into your 
business will come in all different shapes and sizes.  They will also come with different 
timeframes for buying and selling.  If you have a system in place that insures proper follow up 
and communication, you will have tremendous success in this business. 
 
You are already building lead generation systems within your business.  You are already 
developing your Jedi Master lead conversion skillset.  Once you add lead management as the 
foundation of your lead system… you will never worry about money again! 
 
It is critical to utilize a CRM system.  CRM stands for Client Relationship Manager.  There are 
literally hundreds of CRM systems available for you to choose from.  My team and I use Top 
Producer.  It works very well for us.  The key is that you use it.  You build the client pipeline 
with lead generation, you manage the pipeline with lead management, and you convert the 
pipeline with lead conversion.  The key word is pipeline, a pipeline of continuous leads, clients, 
sales, and closings.  What will you feel like when you never have to worry about where the next 
deal is coming from? 
 



I can tell you first hand it’s an incredible and powerful feeling.  Thinking back to how I felt while 
walking on the beach in October of 2000, trying desperately to keep one lousy deal together, 
because I had to keep one lousy deal together.  Compare that to how I feel now when I know 
that even if I turned off the lights and shut off the phones that business would still come my 
way… consistently, predictably… it’s a magical feeling! 
 
Final thought, you must consider lead generation each and every day, or until you can pay 
someone else on your team to consider it.  You must build marketing campaigns and systems 
into your business that you hold accountable to profit.  You must spend time every single day 
prospecting for business, put it as an appointment on your calendar!  Get on the phones and 
dial.  As we always say, “you are either talking to people about buying or selling real estate or 
you are not!” 
 
Always do what is most dollar-productive first.  I see a sad epidemic with real estate agents 
these days… especially the younger ones, and that is social media.  Do not use social media as 
your definition of marketing and prospecting.  It is NOT!  It works, don’t get me wrong.  On 
occasion throughout a year of endless hours being sucked out of your life sitting in front of your 
computer screen… posting… and tweeting… and instagramming… on occasion, a deal will be 
produced. 
 
There are about 37 much more important and impactful things you can be doing before using 
social media as your source of leads and business.  Use social media as the icing on your well 
planned and systematized leads generation machine cake. 
 
Schedule it!  Put prospecting in your calendar and protect it just as you would a listing 
appointment.  Put it in your schedule and stick to it day in and day out… until you are able to 
pay someone else to put it in their calendar and stick to it day in and day out. 
 

 

 
 

 


