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How to Get Prospects to Apply  
to Become One of Your Clients 

 
 
At some point in my real estate sales journey I ended up at a Craig Proctor seminar. At 
the seminar, I joined his coaching program and loved it. I learned a great deal from Craig 
and met some incredible agents in the process. 
 
If you haven’t heard of Craig, he was selling 300 homes a year in Canada. He was 
consistently one of the top-selling agents. At the time, Craig had completely 
revolutionized real estate marketing. I’m not sure what Craig is up to these days, but I’ll 
summarize what I learned from him years ago. 
 
On a high-level, his marketing approach was as follows: 
 
1. Select your desired niche (targeted client) 
 
2. Run a direct response advertisement offering a free report the targeted client 
would be interested in requesting. 
 
3. Mail the report and use a series of follow-up phone calls to try and set an 
appointment with the prospect.  
 
Craig’s primary focus was to get listings. He would run advertisements offering free 
reports someone thinking of selling his or her home would want.  
 
An example might be:  
 

Free Report Shows How You Can Sell  
Your Home in 14 Days At Full Asking Price 

 
When someone requested this free report, Craig’s system would capture his or her phone 
number. He would then call these prospects using specific phone scripts designed to get 
the prospect to setup a listing appointment. 
 
The free report Craig would send to the prospect was a simple brochure. It wasn’t really 
the best content and it didn’t really help with lead conversion. Craig’s main goal was to 
capture the prospect’s phone number so they could make outbound prospecting calls to 
convert the lead.  
 
The lead conversion aspect of Craig’s system focused entirely on the outbound phone call 
to the prospect. 
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I implemented his system in my business and started generating a significant number of 
leads. I then dedicated several evenings to make follow-up phone calls. I also hired 
agents and tried to get them to make these phone calls too. It was a constant struggle and 
this is because we had to make dozens of calls to get one appointment. 
 
When my agents didn’t make the follow-up prospecting calls, I would make the calls and 
this is because I was the one spending the money to run the advertisements and mail the 
free reports to the prospect. I was the one with a lot of skin in the game. If the outbound 
calls weren’t made, I would lose a lot of money. My agents weren’t paying for any of the 
marketing costs, so they weren’t as motivated as I was to turn them into sales. 
 
The horrible system I ended up perfecting was....  
 
I would make the calls and set the appointment with the prospect. My agents would 
handle the appointment and sign the client to an exclusive representation contract. My 
agents would move forward with the client and help them with their real estate need – 
buying or selling.  
 
This system worked well; however, I hated my life. I was basically a full-time outbound 
telemarketer. It’s a tough job as you know from making prospecting phone calls in your 
business.  
 
Because the entire sales process hinged on these calls, they had to be made. If calls 
weren’t made, we had no new appointments and no new clients.  
 
My business owned me and my marketing system literally forced me to do something I 
absolutely hated doing, which was making hundreds of outbound phone calls each week. 
 
One afternoon I decided to sit down and rethink everything. I couldn’t continue with my 
marketing system. It was sucking the life out of me and I hated my business.  
 
Here’s what I considered: 
  
1. Targeted direct response advertisements offering a free report worked very well 
to attract new leads. 
 
2. My agents were very good at turning the prospect into a home sale IF 
appointments were set for them. My agents were NOT good at making follow-up 
phone calls to the leads I generated.  
 
3.  The free report I was sending was a complete waste of money. It was a brochure 
with some helpful information, but didn’t help with lead conversion. 
 
Something clicked and I realized we actually had a BIG opportunity to improve the report 
we were sending. Instead of sending a brochure, we could send a sales letter designed to 
get the prospect to want to setup an appointment with us.  
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I would simply give these appointments to my agents and they would continue to do a 
great job at turning these appointments into future home sales. 
 
My hope was that I could eliminate the outbound phone call. And by eliminating the 
outbound phone call; I could completely remove myself from the lead conversion 
process. My focus could then shift from making outbound calls to creating new income 
streams for the business. 
 
Throughout all of this, I had realized that real estate investors were our most profitable 
clients. At the time, I was going after every possible sale: buyers, sellers, and investors. 
 
Our investor clients were buying a multiple homes every year and when I analyzed all of 
our numbers, it was easy to see they were our most profitable clients. One client typically 
led to two or three annual homes sales.  
 
My new and improved marketing approach became: 
 
1. Run a direct response advertisement offering a free 
report that a person thinking about investing in real 
estate would want to request. 
 
2. Use the free report sent to the prospect to get them to 
WANT to become our client and request an appointment.  
 
3. Give these new appointments to my agents so they could 
sell them one or more properties.  
 
4. I would no longer work with buyers or sellers. I would 
refer these clients out to agents outside my office and 
collect a referral fee. I didn’t want any distractions and 
wanted to really do a great job for our investor clients. 
 
I spent months testing different sales letters with no luck. During this time, I had to 
continue making outbound phone calls to keep new clients coming in the door. To make a 
long-story less long, I ended up coming with the following sales letter formula: 
 
1. Create expert positioning.  
 
The prospect had to see me as an expert. When a prospect sees you as an expert, they 
listen to your advice. They also are more inclined to want your help. This means the 
entire marketing approach must be designed to get prospects to see you as an expert. 
 
If a prospect doesn’t see you as an expert, there is no way you’ll get them to apply to 
become one of your clients.  
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In other words, you have to tell prospects you’re an expert. You also have to show them 
why they should consider you an expert. Take some time to study great sales letters 
selling a professional service and you’ll always see the marketer create expert 
positioning.  
 
Great marketers actually work very hard to create this positioning and this is because they 
won’t make any sales without it. It’s the key to the sale and you’ve got to use it in 
everything you do. 
 
When I share my story about how I built and sold my real estate business for seven 
figures, I’m creating expert positioning. You don’t sell 269 homes a year and generate 
$1.4 million dollars in annual commissions without knowing a thing or two about 
marketing.  
 
I definitely paid my dues and made tons of mistakes in my journey. However, I learned 
from each mistake, made a few adjustments and transformed my business. In fact, my 
marketing breakthrough of getting prospects to apply to become one of my clients came 
from making hundreds and hundreds of outbound scripted phone calls. 
 
My experience is extremely valuable to someone who wants to sell more homes and 
make more money in their real estate business. 
 
Guess what? 
 
Your experiences are extremely valuable, too.  
 
Even though you may not want to, you’ve got to toot your own horn! (In all my years of 
writing, this is the first time I’ve used this phrase. I actually had to Google it to make 
sure I got it right!)  
 
You have acquired very valuable knowledge and experiences in your journey. This 
knowledge will help your clients make more money, save a great deal of money, avoid 
costly mistakes, side-step problems and challenges, and make their lives better. 
 
My favorite movie scene that I think of when marketing is the ransom phone call from 
Taken: 
 
“I don’t know who you are. I don’t know what you want. If you’re looking ransom, I can 
tell you I don’t have money. But what I do have are a particular set of skills. Skills that 
I have acquired over a very long career, skills that make me a nightmare for people like 
you. If you let my daughter go right now, I will not look for you. I will not pursue you. 
But if you don’t, I will look for you. I will find you and I will kill you.” 
 
Search “Taken Phone Call” on YouTube! 
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You have a particular set of skills that you’ve acquired over your career. Nobody else can 
bring to the table what you bring and that’s because they haven’t walked in your shoes.  
They haven’t learned what you’ve learned. You have to use this to your advantage. 
 
2. Provide a specific real estate investment strategy. 
 
In each free report, you can teach a specific investment strategy. By teaching a specific 
investment strategy, you prove your expert positioning. Plus, if the prospect wants to 
implement the strategy outlined in the free report, they’ll need your help to do it. 
  
By teaching in your marketing, you can shift how the prospect sees you. You don’t want 
to seen as a sales person. Prospects run from sales people. Prospects run to experts. 
 
3. Bribe the prospect to request an appointment. 
 
In addition to steps #1 and #2, I learned that I could get more prospects to want to 
become clients IF I offered them additional valuable resources when they were accepted 
as one of my clients.  
 
Think of some of the things you might actually apply for... 
 
- Mortgage for your new dream home (mortgage application) 
- To rent a great home or office for your business (rental application) 
- For a job you really want to get (job application/resume) 
 
We apply for things we really want. More importantly, we apply because this is the only 
way to have a chance to get the valuable thing we want. You can’t get the great new job 
you want, unless you apply for it.  
 
All of this means you’ve got to offer significant value in your marketing. The only way a 
prospect can get access to this value you’ve created is to submit an application to become 
one of your clients.  
 
You’ve got to really put some thought into what you can offer to your prospects. The 
cool part is you can actually create significant value out of thin air. 
 
4. Use scarcity and takeaway selling to get prospects to take action now. 
 
We have a tendency to put things off unless there’s a deadline, or a limited supply. When 
we feel like we’re going to lose out on something we really want, we take action.  
 
A few deadline examples we encounter on a regular basis might be:  
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- 33% off sale valid through DATE. 
- $5,000 for your car trade – THIS WEEKEND ONLY.  
- Buy One New Window & Get The Second One Free 

 
The idea is to offer the prospect something valuable and then use scarcity to get them to 
take action now. Each report (sales letter) must to use this strategy, or the prospect would 
put off applying to become one of our clients.  
 
We have to copy the marketing strategies of the best marketers in our businesses.  
 
Here’s the formula in a nutshell... 
 
1. Create authority & expert positioning. 
2. Push the greed button by offering a great deal of value. 
3. Tap into the prospect’s fear of loss by creating scarcity. 
 
This simple formula will help you double, triple, or quadruple your home sales. I’m not 
kidding. It’s extremely powerful. The good news is the majority of real estate 
professionals do not use it, which means a lot less competition for you. 
 
Now, you can use what I’ve shared with you in this report, to change and improve your 
marketing on your own. This is what I did. 
 
It took me around 14 months to finally get this formula right in my marketing. During 
this time, I also invested a great deal of money consulting with marketing legend Dan 
Kennedy: 
  
 
 
 
 
 
 
 
 
 
 
 
 
Dan is the grumpy guy on the left and he is very expensive. I wrote some very large 
checks with his name on them! Dan and I actually became very good friends and partners 
in a consulting business. I actually co-authored his original book on Wealth Attraction.  
 
I also invested hundreds of hours writing marketing sales copy and different versions of 
various free reports to see which provided the best results. Be prepared for a lot of work 
and testing to get this to work in your business. 
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Or if you might want my help, you might consider test-driving my Marketing Pipeline 
membership where I’ll do all of this for you. My Marketing Pipeline membership is 
just $97 a month and I’ll provide you with one complete marketing campaign 
designed to get prospects to apply to become one of your clients. 
 
Each campaign will use the strategies outlined in this report to get prospects to want to 
become one of your clients. These monthly Marketing Pipeline campaigns are engineered 
to attract and automatically convert long-term buy and hold investors. These are the most 
profitable clients you can possibly have for your business because they put multiple 
commission checks into your bank account.  
 
Even if you don’t work with investors now, you might consider creating a new income 
stream for your business through these Marketing Pipeline campaigns.  
 
Here’s what you’ll receive each month... 
 
1. An 8 to 11 page content report (sales letter), you can use to attract and convert leads 
automatically. Each report will position you as an expert, offer significant value, and will 
use takeaway selling to create urgency.  
 
2. Dozens of free report lead generation advertisements. You can use these 
advertisements turn your free report (sales letter) into a lead generation tool for your 
business. 
 
3. A video sales letter following the same lead conversion formula outlined in the report. 
The video sales letter will help you convert more leads into clients. 
 
4. My client application system designed to get prospects to apply to become one of your 
clients.  
 
5. Follow-up email marketing campaigns you can quickly copy and paste into your auto-
responder designed to convert additional prospects into client applications.  
 
6. An opportunity to create a new income stream by charging a new client fee to 
prospects you accept as a client. You can charge fees ranging from $97 to $297 
depending on the value you provide. You can use these fees as a marketing fund to 
run more lead generation advertisements! 

 
But Wait There’s More... 

 
You can test-drive the first month’s membership for just $20 bucks.  
 
This means you’ll get your entire first complete marketing campaign designed to get 
prospects to apply to become your client for less than it costs to go to the movies with 
your family! 
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With your test-drive you’ll immediately receive log-in details to download all of the 
marketing tools for your first campaign. You can put these tools to the test in your 
business.  
 
Run some of the lead generation advertisements. Send the content report to your 
database. See if you think these campaigns will help you sell more homes and make more 
money.  
 
If so, keep your membership and I’ll send you a new complete marketing campaign each 
month at the regular membership price of $97.  
 
However, if after testing this out in your business, you don’t think this will help you 
simply send me an email and I will immediately cancel your membership.  
 
You can take advantage of this $20 special test-drive offer here: 
 
https://www.renegademillionaireblog.com/test 
 
(If this link doesn’t click through, copy and paste it in your browser!) 
 
Now as you might imagine, this special $20 test-drive offer is only available for a 
limited-time and may be removed without notice. If you’d like to take advantage of this 
special opportunity and save $77 on your first month’s Marketing Pipeline campaign, 
sign up before it’s too late. 
 
Best, 
 
Rob Minton 
 
P.S. In the near future, the monthly membership will be increasing from $97 to 
$197. When you take advantage the $20 Test Drive today, you’ll be locked in at the 
$97 price for as long as your remain a member! 
 
Why will the price increase?  
 
Because of the value delivered.  
 
You really won’t believe what you’ll receive each month for just $97 a month. There 
is a great deal of work into preparing each monthly marketing campaign. You’ll 
receive dozens of lead generation advertisements, an 8 to 12 page sales letter, a 
done-for-you video sales letter, a copy and paste email follow-up campaign, and my 
client application system! 
 
P.P.S. You may have already noticed, but I’ve used the marketing strategies detailed 
in this report throughout the actual report. Go back and review the report and 
you’ll be able to see the 3-step formula in action! 
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P.P.P.S. You can sign-up for the $20 Test-Drive here: 
 
 https://www.renegademillionaireblog.com/test 
 


