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| know, don't groan. You have to do them if you want to get properties and make money. Believe me, |
used to hate cold calling. For those of you that have read our book, "Who Makes It Happen: Back On

The Road To Success With Creative Real Estate", remember it used to take me an hour to get on the
phone and then after 30 minutes | was ready to hang up.

I've learned over time to not think of telephoning as cold calling, but how | can help a seller or buyer. |
realize if | make so many calls, | will get so many responses, and | don't take a no personally. It's their
loss. Let them continue to pay to run their ads and six months from now when | call out of a paper or
web list and they are still there, maybe then they will listen. There are too many people | can help. |
refuse to worry about the ones that won't listen.

So, the first step is to get in the frame of mind that you are offering help. Next, let the seller do the
talking. You listen. How do | do that, you say? Well, when | call on a home and someone answers (as
opposed to leaving my message), | ask is the home still available? Great, my name is Susan, who am |
speaking with? George, tell me about your home? This gets the seller talking. | just guide him/her with
how many square feet, garage, etc. For those that have purchased our manual, this form is in the
Seller section. You want to get as much information as possible. What they don't tell you ask. The last
question | ask is, George, it sounds like a beautiful home, why are you selling? Then let him/her talk.
This question tells you how motivated he/she is. Is he/she moving into a new home, relocating or just
putting out feelers.

Next | ask the pricing information, how much are they asking for the house? How did they arrive at that
price? Comps? Have they had any offers? If no offers, ask them why they think they haven't had any
offers?

Next | ask about financing information. What are the payments? Any second mortgages? Are their
payments current? Any CC&R's? What they paid for the home? Many times when | ask, "What did they
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pay for the home?, | get, "it's none of your business”. Well, | say to the seller, this helps me decide if a
Lease Purchase is workable, and it is a matter of public record.

Always be sure to check on-line or with public records that the person you spoke to is the individual
who has the authority to deal.

Finally, | ask about Lease Purchasing and tell them the advantages. Some will say yes, can you send
me some information? Others will say, no, | need to sell. I'll say, that's fine, why don't | send you some
information so you have it on hand as another option if you need it. Always, follow up.

Remember, relax and pick up that phone. Otherwise, the deal and the money won't come your way.
And remember, you can always consult!
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Interested in having your own successful, home based creative real estate investing business? Chuck
and Sue have been helping folks start successful home based businesses for over 17 years, and we
can help you too! To see how, visit

for the latest FREE tips

and tricks, educational products and coaching in creative real estate investing and home based
businesses. No time to visit the site? Subscribe to our FREE "how to" Home Business Solutions
Digest, it's like having your own personal coach:

Too Cold Call Or Not To Cold Call For Your Small Business
By Brandt Stohr

| hate cold—calling. In fact, there are a lot of horrible pains | would suffer before cold—calling someone.
And | think that many small business owners feel the way | do.

It's true that there are a number of means of small business marketing - direct mail, personal letters,
advertising, networking, public relations, internet marketing - and alas, cold calling is one of them.
When it comes to small business marketing - any business activity, really - at some point you just

have to buckle down and do what you gotta' do if you want to succeed. But is cold—calling one of those
small business marketing activities that small business owners simply have to suffer through in order to
succeed in business?

Some experts say, loudly and with vigor: "Yes!" Others say, "Absolutely not."
The truth about the value of cold—calling as part of your small business marketing strategy is that it's

somewhere in between, and it depends on your particular business. If, for example, you retail
small-dollar items through a catalog and on the Internet, cold—calling your potential customers probably
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isn't cost—effective: if each customer might spend $10 with you, spending 20 minutes or more on the
phone with that prospect doesn't make sense. If, on the other hand, you're a manufacturer of
small-dollar items that you sell to retailers who may spend $1,000 or more buying your products in
bulk, then picking up the phone and making a call may well be worth your while.

If you decide to make cold-calling a part of your small business marketing strategy, there are a few
things you can do to maximize the chances that your cold call will turn into a new client:

Cold-calling small business marketing tip #1: Take initiative. When you ask the potential client at the
other end of the line "When would be a good time to meet?" you open the door for them to say "Never!"
Instead, ask "How would next Tuesday at 11:00 work for you to meet?"

Cold-calling small business marketing tip #2: Approach the call with the idea that your goal is to help
your prospective customer. Resist the urge to make the call about you - what you do, what you want.
Instead, make the call about the prospect at the other end of the line. Ask the prospect about his needs
and wants. Then suggest that you can help - and if he meets you next Tuesday at 11:00 you'll tell him
how.

Cold-calling small business marketing tip #3: Get to the point. The prospect at the other end of the line
is going to feel, right off the bat, that you're wasting her time. So, by all means, be brief. Be clear and
concise. Avoid saying "um."

Cold-calling small business marketing tip #4: Ask questions. This tip reflects back to small business
marketing tip #2, making the call about the prospect, not about you. Asking questions also helps steer
you to the right information and will help you tailor your sales pitch - for you to deliver at the
appointment.

Cold-calling small business marketing tip #5: Save the sales pitch. Effective cold—calling isn't about
selling your product or service. It's about getting an appointment so that you can sell your product or

service in person.

As with any small business marketing strategy, the best way to figure out if it works is to try it. Make
enough cold calls so that you can accurately measure their effectiveness. Then compare that
measurement to your other small business marketing tools.

Brandt Stohr, The Small Business Marketing Genius has brought startup one man operations to billion
dollar corporations by using creative marketing techniques rather then investors and capital. Brandt
Stohr has helped hundreds of entrepreneurs to get their small businesses exploding with sales without
the use of expensive traditional marketing techniques. For more information and a free report on the
ten deadly mistakes most small businesses are still making visit Brandt Stohr's site at

. For a web version go to
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