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LEAD GENERATION 
AND PROSPECTING 
A GUIDE TO LEAD GENERATION AND PROSPECTING IN REAL ESTATE 

Lead generation and prospecting are essential aspects of being a successful real estate salesperson. This guide aims to 
provide you with a range of effective methods, techniques, and strategies to attract potential clients and build a strong 
client base. By implementing these approaches, you can increase your chances of converting leads into satisfied 
customers and achieve long-term success in the real estate industry. 

 

Understanding Your Target Market 

Defining Your Ideal Client: Identify the characteristics and 
demographics of your ideal client, including age, income, 
location, and preferences. 

Researching Market Trends: Stay up to date with market trends 
and identify emerging opportunities in your target area. 

Traditional Lead Generation Methods 

Networking: Build relationships with professionals, such as 
mortgage brokers, conveyancing lawyers, and local business 
owners, who can refer potential clients to you. 

Direct Mail Campaigns: Create targeted direct mail campaigns 
to reach out to potential clients in specific neighbourhoods or 
demographics. 

Print Advertising: Utilise local newspapers, magazines, and real 
estate publications to promote your services and generate 
leads. 

Open Houses: Host well-prepared and welcoming open houses 
to attract interested buyers and sellers in the local market. 

Online Lead Generation Methods – if permitted by your 
agency 

Website Optimization: Create an informative and user-friendly 
website with optimised content, clear calls-to-action, and lead 
capture forms. 

Search Engine Optimization (SEO): Implement SEO techniques 
to improve your website's visibility in search engine results and 
attract organic traffic. 

AdWords/Pay-Per-Click (PPC) Advertising: Run targeted online 
advertisements using platforms like Google AdWords or social 
media ads to reach potential clients actively searching for real 
estate services. 

Content Marketing: Create valuable and engaging content, 
such as blog posts, videos, and infographics, to establish 
yourself as an expert and attract potential clients. 

Social Media Marketing: Utilise platforms like Facebook, 
Instagram, and LinkedIn to engage with your target audience, 
share valuable content, and generate leads. 

Online Lead Generation Services: Consider partnering with 
reputable online lead generation services to access potential 
clients actively seeking real estate services. 

Prospecting Techniques 

Cold Calling: Develop a script, practice your pitch, and reach 
out to potential clients directly to gauge their interest in buying 
or selling property. 

Door Knocking: Visit neighbourhoods or specific properties and 
engage with homeowners to identify potential leads and offer 
your services. 

Referrals and Testimonials: Leverage your existing client base 
by asking for referrals and testimonials, which can build trust 
and attract new clients. 

Expired and Private Listings: Target expired listings and 
private/owner listed properties to offer your expertise and 
assistance to sellers who may need professional 
representation. 
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Nurturing and Converting Leads 

Effective Communication: Establish and maintain open lines of 
communication with potential clients, responding promptly to 
inquiries and providing relevant information. 

Lead Nurturing Campaigns: Implement automated email 
campaigns to stay in touch with leads, provide valuable 
content, and build relationships over time. 

Follow-Up Strategies: Develop a systematic approach for 
following up with leads, including phone calls, emails, and 
personal meetings, to keep your services top of mind. 

Client Relationship Management (CRM) Systems: Utilise CRM 
software platforms to organise and track leads, schedule 
follow-ups, and monitor your sales pipeline effectively. 

 

In Conclusion 

Lead generation and prospecting require consistent effort and a mix of traditional and online strategies. By utilising the methods and 
techniques outlined in this guide, you can attract potential clients, build a strong client base, and establish yourself as a successful real 
estate salesperson. Remember to adapt and refine your approach based on market trends, and consistently evaluate the effectiveness 
of your lead generation strategies to maximise your success in the competitive real estate industry. 

 

FIFO CAPITAL, BUSINESS FINANCE EXPERTISE 

To access additional guides and free resources, or our unique Commission Advance finance offering, please visit our website at 
www.fifocapital.co.nz. For any inquiries, you can reach us via email at ask@fifocapital.co.nz or by phone at 0800 863-436. As a 
trusted specialist in business finance, Fifo Capital focuses on providing tailored solutions for working capital and bridging finance. 
With near 20 years of experience, we have been dedicated to assisting New Zealand businesses in advancing and achieving success. 

If your business needs financial assistance, we are here to lend a helping hand. Contact us. 


