Prospecting & Lead Generation Checklist

Review both lists and assign numbers from each list on which ones you want to implement 1st, 2nd, 3rd and so forth.

Choose your #1 option and complete the planning process by answering the questions on page 2.  After you have implemented your marketing program and it’s working well, go on to your #2 choice and do the same thing.  A word of caution – don’t start another initiative until you have the first one up and running.

Telemarketing

______FSBO

______Listing Agents

______Agents Who Specialize

______Past Clients

______Affinity Partners

______Geographic Farm Area

______Apartment Complexes

______Corporations

______Builders

______Other Loan Officers/Banks/Credit Unions

______Title Reps & Appraisers

______Other

Face-to-Face Meetings
______Lunches/Breakfasts

______Open Houses

______Client Parties

______Networking Events

______Social Functions

______Seminars

______Booths at Events

______Teaching/Speaking Opportunities

______Other Loan Officers (who can refer you business)

______Other
After you have chosen your #1 initiative in each category (Telemarketing & Face-to-Face Meetings), these questions will help you determine if you have chosen the right niche.  It also helps you create a systemized plan on how to attack each one over the next 12 months.

Why did you choose this niche?

________________________________________________________________________________

________________________________________________________________________________

What is the end result you wish to achieve?

________________________________________________________________________________

________________________________________________________________________________

Who will you market to?

________________________________________________________________________________

________________________________________________________________________________

How will you compile the lists/database?

________________________________________________________________________________

________________________________________________________________________________

What will you say?

________________________________________________________________________________

________________________________________________________________________________

How many times per month/year will you follow-up?

________________________________________________________________________________

________________________________________________________________________________

What is your budget?

________________________________________________________________________________

________________________________________________________________________________

What will you provide as a follow-up?

________________________________________________________________________________

________________________________________________________________________________

What will you provide them in return?

________________________________________________________________________________

________________________________________________________________________________

When you implement a marketing strategy, a database system (or even something as simple as index cards) is an integral part of your planning process.  Keep notes about what you talked to them about, when you are going to follow up, and what the next marketing piece is going to say or what you plan to say in your telephone conversation.
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