
SALES MEETING 09/11/2014 

I.  The London website is a critical part of your business!  It’s a resource with information that you need to 
know.  Always go to “Agent Stuff” and then “Stuff you Need to Know” to get business ideas and Legal 
updates.  This last week we posted two important items.   
 
1.  Special disclosures for all home sales in the Monte Verdi Development. 
2. Parcel sales of 2 ½ acres or less (typically) that may have their own APN, but are still not a separate legal 

parcel and cannot be sold. 
3. Please Read These!! 

 
II. Between August 27th and September 10th,  

 
• 132 Residential listings expired in Fresno / Clovis. 
• 292 price reductions occurred. 

 
Expired Listings are a great source of business because sellers have: 
 
1. Already decided they want to move. 
2. They’ve experienced the reality of over-priced properties don’t sell. 
3. They know what doesn’t work. 
4. They believe in the value of a Realtor. 

To succeed with prospecting expired listings, you have to do two activities (these are not top secret): 

1. Contact them! 
2. Get an Appointment! 

 
III. FSBO’s  are also a great source of business because: 

 
1. They’re struggling on their own. 
2. They haven’t met the right Realtor “yet”. 
3. Nearly 90% of FSBO’s that sell eventually list with a Realtor. 

The two activities that lead to success with FSBO’s are: 

1. Contact them! 
2. Stay in touch (get an appointment)! 

 
IV.  Now is the time to get buyers off the fence. 

 
1. Although the housing affordability index has gone down to only 30% in California, in the Central Valley 

it’s still about 56%. 
2. The Central Valley is still affordable (for now)! 
3. Our job is to really know and understand a buyers whys – Why are they moving? What are they 

accomplishing with a move?  Keep them focused on the fact that without a move, their goals aren’t met. 
4. Work with now buyers! 

 
V. Work on your price reductions NOW!  

 
1. Get your sellers ahead of their competition. 
2. Let’s do our job – don’t confuse being “busy” or working “long hours” with productivity. 
3. The agent that works ½ the hours, but gets bigger price reductions will be twice as successful.  Be that 

Agent. 


