
 

 

 

 

o Make twenty-five (25) phone calls a 

week to prospective property sellers 

identified through the curriculum. 

 

o Send twenty five (25) letters a week 

to prospective property sellers. 

 

o Write four (4) offers per week on 

properties that if and when accepted 

would be a good investment 

opportunity. 

 

o Conduct two (2) networking 

appointments per week.  

 

 

 

 

 


