Gene Frederick is currently on the Board
of Directors for eXp Realty, LLC. He has
spent over 30 years in the real estate in-
dustry as a Salesperson, Team Leader,
and Coach/Consultant. Gene’s career
path has lead him to focus on helping
and training real estate agents in in-
creasing their production and attaining

their business goals - having fun along the way!

Do you struggle lead generating?

Don’t know where to start?
Need a game plan?
Want proven ways to get new business?

Information that applies at any level of real estate.
101 Ways to Lead Generate in Real Estate will solve all these

problems and more, all from one of the absolute best in the
business.
Inside you’ll learn...

GENE FREDERICK « How to generate quality leads

WITH « Explanations that will make each one useful

ROBERT T. EVANS




Tom Martin

1. Real Estate Coach for 9 years

2. Real Estate Agent for 24 Years
3. Real Estate Trainer for 10 years
4. Recruited over 850 agents
5. Brought a Failing Brokerage to a Highly profitable one
quickly
6. Coached some of the Top Teams in the Country

tom@martinmartinhomes.com



The Tipping Point, by Malcolm
Gladwell, he describes 3 very

special types of people :



The Connector: “Connectors are people with a very special
gift of bringing people together” They know lots of people.
Connectors are fantastic at expanding your network. They
are easy to spot. They typically say things like “Oh, you

should meet...,” or “Have you heard about...” and “Let me

infroduce you to...” They think in nodes, not individuals, and
like nothing more than to help you and your business. They

see people first, then money.




The Maven: “A Maven is a person who has

information on a lot of different people, products,
prices or places.” This person like to initiate

discussions with others about what they know and

respond to requests. They like to be helpers. This
person knows what’s going on with others.



The Salespeople: “Mavens are data banks. They
provide the message. Connectors are social glue:
they spread it. But there are a select group of
people, Salespeople, with the skills fo persuade us
when we are unconvinced of what we are hearing.”
They make you feel comfortable with your decision
in a very short amount of time!




Why is this bonus relevant to the 101 Ways of Lead
Generating? Every bucket will have there people.
Find the connector and that bucket will grow. Find
the maven and you will learn. Find the salesperson
and they might just give you the in you need with
the other two.



WHY IS SOI NOT IN THE BOOK?




WHAT'S A BUCKET?

A planned sirategy for generating
real estate leads consistently.



101 ways to lead generate
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LET'S GET SOME LEADS

CAN YOU BEAT 1157
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Join The Band/Booster Club

Join The Choir/Band Booster Club

Join Your local Sports/Booster Club
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Title Companies
‘Inspectors
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HUD & VA
Foreclosures




Bank Short Sales
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REFERRAL NETWORK

\ ACROSS THE COUTNRY

Other Real
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‘International Real Estate Agents






State Brokers

*Your Internal Company, Broker
And Staff

Company Training & Meetings
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If I' m not on

" facebook

for more than 2 days..
..CALL THE POLICE!l
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THAT'S OUR 101 WAYS
TO LEAD GENERATE!

BUT HOW ABOUT ONE
MORE STORY...



“Enjoy the ride” —-Gene Frederick

“The Real Estate Doctor”



