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Community Outreach
At a Glance

Market: Williamsburg, VA
Average sales price: $300,000
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Community
Outreach

The Lessons Learned

What were the 3 biggest stumbling blocks / mistakes you made along the way?

1. We were very careful not to be invasive/salesy at events and follow up. We were afraid of
breaking their trust. Now we are confident in the value we bring and follow up properly.

2. Having all 120 teachers eat at once; now it’s broken up into 4 blocks of time.

3. Not having a way to capture the emails of those in attendance.

What are the 3 tips you'd give to someone starting out on this lead source?

1. Be there to say thank you and be sincere 100% of the time. Do not break their trust.

2. Build a relationship with a teacher, then ask the teacher to approach the principal to setup a
meeting.

3. Do not over sell and be there to say thank you. If you do those things the business comes to
you.
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Community
Outreach

The Backstory

Why did you decide to add this lead source?

We wanted to go deeper into our community with people we love and respect. We committed to
educate, inform and empower teachers in our community of home ownership.

How long have you heen working community outreach events?
9 months.
How long did you think it would take to get positive R0OI?

We didn’t have a set amount of time in mind. It was started as an outreach program to say
thank you with nothing in return, and then the leads and profit happened immediately :)

What was your original expectation on the ROI (1x, 3x, 10x)?
We didn’t have one.
Do you run this campaign by yourself?

Yes.
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Community
Outreach

The Process

How many people are in your sphere?
639 and counting.
What is the community event all about?

The event is called, “The 11th Commandment, Honor Thy Educator.” It is an educators’
appreciation luncheon. It allows us to build relationships with teachers, principals and school
districts in our geographic farm.

The 3 emails are sent out in advance to the entire faculty and staff to make sure they show up
for a free lunch. Normally a group of 120 people attend each event, and we do 2 schools per
month.

The purpose is to educate the teachers about the real estate market. During the luncheon we do
a contest to “guess the sales price” of 2 new listings to capture lead info.

While on site, we do video interviews of teachers, the principle, faculty and more about the
school and community. We then share this on our website and social channels.

Each event last about 2 hours and each interview is about 10 min.
What is your pre-community event process?

| work with my lending partner and the local restaurant owner to serve the food to the teachers.
They prepare the food and our lender brings the drinks. | prepare the information about our new
listings and information for the teachers to “guess” the price of our newest listings. This allows
me to capture all of the email addresses.
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Community
Outreach

The Process

What is your process during the event?

We feed the teachers/educators, talk real estate, have them guess the sales price of our new
listings, and we always take a group picture. The pictures go to the office in the school, the
restaurant, and my real estate office. The teachers initiate all of the questions and conversations
when it comes to their real estate needs, and we interact with them during the event.

How many people do you have at the community events and what are their roles?

4 total: Me and my wife, someone from the restaurant like the soup-chef, and the lender.
Once the lead is generated - what is your process for initial contact?

Initial contact takes place at the event. Then follow up via email/phone conversations.

What is your process for pre-qualifying your leads?

Buyer leads are sent to our lender for immediate qualification. We have conversations with

seller leads and follow the pre-qualifying questions using Tom Ferry scripts. After that | set the
appointment.

What’s your follow up process?

We have created over 1,800 new conversations in ten months while adding over 1,100 new
contacts to our newly formed Niche Farm and database. This database immediately receives their
principal’s video interview in YouTube and a link to all of the principal interviews. The database
also receives monthly emails regarding teacher specific lender programs and other teacher
related news as well as market sensitive information from Keeping Current Matters. These emails
also include a link to our Geographic Farm landing page.

What do you do with leads you don’t convert?

We continue to drip email on them, and we will see them at other events and connect throughout
the year.
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This case study is the opinion of the featured real estate professional. The underlying claims have not been evaluated by Tom Ferry — Your Coach “TFYC". Any testimonials
are the opinion of the featured real estate professional and not of TFYC. This case study is not to be understood as an endorsement by TFYC. These results may or may not
be the average or typical results. Please be advised that results may vary. Tom Ferry and/ or TFYC may have a financial interest in, or may be sponsored by, a company

mentioned. Reliance on this case study is at your own risk. TFYC and its owners, affiliates, officers, agents, and employees will not be liable for any damages, losses or
causes of action of any nature arising from any reliance upon this case study.

REAL ESTATE'S #1 COACHING & TRAINING COMPANY | 888.866.3377 | TOMFERRY.COM



http://www.tomferry.com/?utm_source=download&utm_medium=internal&utm_campaign=tomferry&utm_content=community-casestudy-download

Want More Free Resources?
Click Below!

Coaching Consultation

Live Events ®
Agent Tools ®
Training Videos ®

Tom’s Blog ®


http://pages.tomferry.com/free-coaching-consultation/?utm_source=download&utm_medium=internal&utm_campaign=fcc&utm_content=community-casestudy-download
http://www.tomferry.com/events/?utm_source=tfyc&utm_medium=internal&utm_campaign=events&utm_content=community-casestudy-download
http://www.tomferry.com/agent-tools/?utm_source=download&utm_medium=internal&utm_campaign=agenttools&utm_content=community-casestudy-download
http://www.tomferry.com/video-library/?utm_source=download&utm_medium=internal&utm_campaign=videolibrary&utm_content=community-casestudy-download
http://www.tomferry.com/blog/?utm_source=download&utm_medium=internal&utm_campaign=blog&utm_content=community-casestudy-download
https://www.instagram.com/coachtomferry/
https://www.youtube.com/user/RealEstateTrainingTF
https://twitter.com/tomferry
https://www.facebook.com/CoachTomFerry



