
How to connect with your 

past clients, build life-long 

relationships, and generate 

massive repeat & referral business 

with client appreciation parties. 
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John Jones 
 

John Jones Real Estate 

Murfreesboro , TN 

Team-oriented company 

Team of 10  

284 sold units in 2012 

Over 3000 units sold in my career 

(That's a lot of past clients) 

 



Lead Conversion Rates 
Source: NAR 

• Cold direct mail      2000:1 

• Cold internet       1600:1 

• Cold phone       500:1 

• Door knocking       100:1 

• Personal contact w/ friend    50:1 

• Ad calls        25:1 

• Sign calls        20:1 

• Open houses       15:1 

• Walk ins        10:1 

• Past buyers       9:1 

• Past sellers       4:1 

• Referrals        3:2 



There are a few things 

we know! 

• The easiest client to work is a referral! 

• It's the least expensive client to obtain. 

• They have the easiest conversion rate. 

• It's soundest way to build a great real estate! 



Lead Generation 

• Marketing (you attract them and they find you) 

• Prospecting (you find them) 



Prospecting 

• Cold (people you don't know) 

• Warm (people you do know) 



Herbert Research 

Study 

• Buying and selling takes 9.3 months to 

21 months. During this time buyers and 

sellers select a Realtor in 1 to 3 days. 

There choice is quick and arbitrary 

based primarily on FLOW. 



What is Flow! 

Frequency of Interaction 



How many touches? 

• Gary Keller says 33 per year. 

• Larry Kendall says 24 touches. 



Kind of touches? 

• Emails 

• Newsletters 

• Cards 

• Handwritten notes 

• Phone calls 

• Face to face 



People like to do business 

with people they 

know ,like, and trust! 

 

…but we also have to be 

in their flow! 



Realtors do a lousy 

job of cultivating 

Referrals! 



#1 Thing that holds us 

back! 

• FEAR 

• Fear is the absence of love! 

• If you start focusing on creating value and love, 

fear goes away! 



How can we take Fear 

 out of Prospecting? 



The Best and Worst 

Thing that happened 

to me 



The Thunder Clap 

Market 

 
 

• I got busy 

• New construction 

• I forgot about my past clients 



The Big Idea 



Build a System That 

Fits You! 

• I get bored easily 

• I am easily distracted 

• I am high "I" personality 

• I am very social 



Client 

Appreciation 

Events 



The Benefits 

• It creates value 

• We can love on them 

• 6 to 7 touches per event (18 to 21 total) 

• We stay in their FLOW 



Who do we Invite 

• Past clients 

• Current clients 

• SOI 

• Warm Prospects 

•  Vendors 



Winter- February 

Rent out a Bowling 

Alley 



Invitation 



Touches 
• Initial email save the date 

• Card  

• 2 reminder emails 

• The event  

• Thank you email 

• Total of 6 touches one event.  





Kids and Fun 





Cost of Bowling 
• $4000  

• Free bowling, free popcorn and cokes, 

arcade games and laser tag 

• 2 hours on a Sunday 

• Invite 1000 

• 300-400 usually attend 

• Door prizes 



BBQ in the Park 



BBQ in the Park 

• BBQ ribs , chicken and brisket 

• Music 

• Covered Pavilion 

• Blow ups for the kids.  



Great food 



Great Fellowship 



Great Fun 



Cost of BBQ  

• $1000 food 

• $2400 on blow ups 

• $500 misc. 

• Total $3900 



Free Pies at 

Thanksgiving 



Clients Come by All 

Day Long 



They Come to our 

Office 



Two Options 

Apple or Pumpkin 



Cost Of Pies 

• Pies are $4.99 (publix) 

• Average around 300 pies 

• total cost $2000 



Thank 

you 



Social Media 



My Role at the Events 

• Love on everybody 

• Ask questions about them 

• Thank them for their business and referrals 

• I say referrals a lot  

• Smile and have fun 



Return on Investment 
• Hard to Quantify 

• We did 130 units last year by 

referral or SOI ($650K GCI) 

• 3-4 referrals at the event! (17.5K) 

• Our referrals have increased by 

30% since we have started doing 

these events! 

• Approximately $350,000 

• $10,000 cost on all 3 events  



Some Observations 
• Kids ask me about the events throughout the year. 

• I get a lot of thank yous from people that are invited but 

don't come. 

• They generally appreciate it. 

• We stay at the forefront of their minds 

• We have creates kind of cult following 

• I get comments from non clients that say their realtor 

doesn't do anything for them   



Other Ideas 

• Christmas Party Pics with Santa 

• Rent out movie theatre 

• Easter egg hunt 

• Free pumpkins 

• Amusement park or water park 



In closing 

• Do something 

• Stay in the flow of your clients lives 

• Add value to their lives 

• Focus on them 

• Love on them 



Money will start to flow 

like the Mississippi 

River 



Q & A 


