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By Pete Mitchell

In this report, I am going to cover what I call “Get The Money” or “GTM.” I will roll 
out for you a strategy that I use in my own business to get more clients. 

I know that discussing this topic of getting the money can sometimes come across as 
frankly, a weird and bad idea. To some, it is almost seeming dirty.

However, understand that when you hear me say, “Get the money” or “GTM,” we do 
not mean it in a manner in which we want to take advantage of people, and take money 
from them in an unscrupulous way. 

Getting the money always has to do with giving people a wow experience, a wow 
service, something that genuinely benefits them.

In doing so, we are paid appropriately for what we do. 

It might help to understand where this concept came from so you can understand how 
we are going to implement it in the Real Estate industry. In what feels like a lifetime 
ago, I ran a financial planning business. Back then, I didn’t know a lot about marketing, 
so I had to use someone else’s system, and it worked really well. 

You might remember this, but back in 2005, everything was on fire. The stock market 
was racing ahead. The real estate market was going crazy. 

Everything was booming. 

One of my agents came to me and said, “Hey, I want to put on one of our financial 
planning seminars out in Riverside.” The city of Riverside is probably about fifty or 
sixty miles away from our offices in Long Beach.

I said, “Okay, let’s go ahead and do it.” 

We did our entire marketing system which consisted of sending out a postcard and 
inviting people to a very nice dinner, which we paid for, while they listened to our 
presentation. 

We had one particular family that came to this, and they liked the message that we 
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presented. They said, “Hey, we want to get together with you and see how we can take 
these financial planning concepts and apply it to us.” 

So, we went back out there later and met with them. 

We ended up putting into place a really good, solid retirement strategy. 

This retirement strategy also included life insurance. Life insurance is one of those 
things that you can use in the unfortunate event that one of the breadwinners doesn’t 
have until retirement.
 
The life insurance portion can complete the retirement planning in one fell swoop. So, 
when someone passes away, a life insurance benefit is paid out, and now the surviving 
spouse is guaranteed that their retirement plans are going to be on track because of that 
life insurance. 

We did that as part of the overall financial retirement picture. 

I remember when we sat down and we’re looking at this client’s financial planning. This 
client already had an $800,000 life insurance policy with another insurance agent. 

What most insurance agents will do in that scenario is to look to replace that policy.
 
As I was looking at it and I did the research on it, I thought, “This is a great policy. 
There’s no reason for us to replace this.” 

So, I told the client, I said, “You know, I have to be frank with you. There’s no reason to 
replace this policy. This is a really good policy.” 

We kept their existing $800,000 life insurance in place.

Two and half years later, my client who was a contractor, was working on his family’s 
vacation home and fell off the roof. 

He died. 

When I called my client, I said, “Look, I know there’s absolutely nothing that’s going 
to take away the pain that you’re going through right now. But I want you to know that 
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financially you’re going to be okay.” 

To most wives, that’s an important thing. 

When their husband’s been the breadwinner and all of a sudden the husband is gone, a 
lot of questions start rushing through their head. 

I wanted to be able to assure this client, “Financially, you’re going to be okay.”

Because I did the right thing for the client and I didn’t replace their existing life 
insurance policy, this client ended up with about $2.5 million in life insurance paid out 
to her. 

It not only took care of her retirement but because of that extra 800,000, it meant she 
could retire right then. 

She didn’t have to worry about money in her case, literally ever again in her life. 

It was about doing the right thing for the client. 

The reason why I bring all of this up is in doing the right thing for the client; I was paid 
handsomely. 

In fact, to date, it’s the single, highest-paying transaction in all my years of financial 
planning. 

My point is in getting the money; 
it’s about helping people make the right decisions in their life.

 
We are not serving anyone by limping across the finish line, by not really showing 
people the benefit of doing what we are suggesting they do. 

When you tell that family that it’s in their best financial interest to invest in that rental 
property, or move-up, or whatever it might be when it truly is in their best interest, you 
aren’t serving anyone when you don’t aggressively show them this.

A while back, one of my clients called me and said, “Pete, I don’t know if this is 
possible, but I’m trying to buy the family farm. I need to come up with another 
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$25,000 down payment for the mortgage loan. Is that even possible to do in 90 days? 
Or is it just a crazy thought and I need to get it out of my head?”

This client lives in Ohio in an area where commissions aren’t nearly as high as they are 
in, say, Southern California.

The reality is that it is entirely possible to make $25,000 in 90 days.

Technically, it’s entirely possible to make $25,000 a lot sooner than that. I’ve done it in 
one day.

Here are the biggest problem for most people: 

•	 Number	one,	they	don’t	know	how	to	do	it.	
•	 Number	two,	they	don’t	have	the	confidence	to	do	it.

The confidence issue is a bigger issue than anything else. 

If you’ve never done it before, you may not believe that you can do it. 

You have heard about other people doing it. Even now as you are reading this, you 
might think, “Wow, okay, Pete can do this. That doesn’t mean I can do it.” 

That’s an inner-game issue. 

It is a problem that’s going on between your two ears; it is imaginary, not a real 
problem. 

So, where do you find the clients??
Where do you find the houses to list??

There is a formula for the order of the people that you want to reach out to.  

The Magic Formula

The very first group of people you want to talk with are current clients. 

Let me give you an example from my life. 
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A few years ago, my wife and I decided that we were going to have a patio cover 
installed in our backyard. 

We had been talking to several different vendors who put up different styles of patio 
covers. 

We finally decided on this one company because they had the best marketing of 
everybody selling new patio covers in our area. (I’m a huge believer in rewarding good 
marketing and a believer in not rewarding poor salesmanship.)

These guys were fantastic, but where they dropped the ball is they didn’t go after more 
business, beyond the patio cover. 

They put in our patio cover, and it cost us $7,000, which by the way was more money 
than I was looking to spend. I was only looking to spend about 4,000, but that’s how 
good their marketing was. To me, it was worth spending the seven grand to use them. 

However, as soon as they finished, I had to call up someone else and have someone else 
create some benches for us. 

Our old benches didn’t look good because we now had this beautiful patio cover.

The company that did the patio cover, did more than just patio covers. In fact, they 
were a full-fledged remodeling company. 

Had they asked, “Are there any other projects here at your house that you’d like to have 
done, maybe we can get them all done at once,” I would have told them about the old 
benches, but they didn’t bother to ask, and so they missed out on that business.

Now that I had the patio cover done, I also now needed new furniture. 

The remodeling company obviously didn’t offer furniture. But what if they had created 
a joint venture with a company that did offer patio furniture? 

Maybe they could hand out certificates for a discount or something like that if I used 
their preferred vendor. 

That preferred vendor could work out a deal with the remodeling company and pay 
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them a commission. 

We refer to that as an affiliate commission when we’re talking about online sales. 

In the offline world, we often refer to that as a joint venture. 

Everybody would have won, but they didn’t have a joint venture with a patio furniture 
company, so they missed out on that money.

They also could have done more jobs. But they missed out on it. Why? Because they 
didn’t bother to ask for more business at the time they did the original project. 

Now, I know what you’re thinking… “Well, Pete, I’m not in the remodeling business; 
this won’t work for me. I’m in Real Estate!!!” 

That’s the wrong mindset.

The right mindset is to say to yourself, “How can I take this idea and apply it to my 
business?” I’ll answer this in just a minute, but first…

The first group of people you want to reach out to are current clients. In real estate, I 
define these people as people you’ve helped to buy or sell a house in the past 12 months.

Debbie De Grote has a coaching client that has a personal goal to sell three homes a year to 
each client. She will sell them investment real estate even when they weren’t thinking our 
getting into real estate because she knows it is the best thing for them. 

The second group you want to reach out to are past clients. 

These are people who have done business with you more than a year ago. They have 
placed their trust in you in the past, and now we need to give them a reason to do it 
again. 

The third group we want to reach out to are prospects. 

These are people who in one way or another came into your sales funnel but never 
bought or sold through you. These can be leads that you bought from Zillow or a 
referral that was given to you, etc.
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Here’s a helpful hint, you have to have a customer relationship management software 
program to be able to market to these prospects. This software is known as a CRM 
program, and there are numerous programs available at low or no cost.

Chances are there are plenty of prospects in your life. 

You’ll find listings and buyers if you reach out to this goldmine! 

The fourth group is one of the most powerful groups you can go after. It’s also really 
good even if you don’t have any past business experience. 

It’s what are called Joint Ventures. 

You will want to create a joint venture with someone who has already built up a 
relationship with your ideal client. 

They’ve already spent the money to acquire all of the leads. In a joint venture 
relationship, they promote you to their database of clients, past clients and prospects. 

They can get many different things in return. 

If you have a list of your own, you can promote their product/service to your list. 

A good example of this strategy is to go to the less obvious places for joint ventures. 
In almost every market, there is a semi-retired or fully-retired real estate pro that 
dominated the market. Go to that person and create a joint venture.

How many agents in your office joined the real estate industry last year and are gone this 
year? Maybe they never sold anything. But they have a list, don’t they? They have family 
and friends, don’t they? Why don’t you work out a deal with them where you will work 
their database and if it’s legal in your area, you give them a split of the commission?

These types of deals are literally everywhere.

If you have absolutely nothing going on, you can still make money quickly with joint 
ventures. 

In fact, I read about a guy over in the UK, and he owned a training company. His 
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training company sold what would be the equivalent of Video Professor. They did all 
these training videos on how to use Word and Windows and PowerPoint. It was just a 
guy who in a video was talking about how to use these software programs.

So the guy in the UK went to another training company which also sold training on 
the same topics, but it was all book training. He went to this company and said, “Why 
don’t we offer your clients video training? I have these videos on the same topics that 
you’re selling.” The company initially said, “When people buy from us, they want the 
books. We don’t know that they’re going to like the videos.” 
 
The video training guy persisted and said, “Let’s try it anyway,” and the book training 
company finally agreed to it. They offered his videos to their list, and within 30 days, 
they sold an additional million dollars in training videos. The video training guy was 
paid half of the money, and the book training company kept their half. They were both 
thrilled. 

Here again, the consumer won because they now had training in the video format they 
wanted. The company who had the list won because they just made an extra half a 
million dollars, and the video guy won because he made half a million dollars. It was a 
win-win-win all the way around. 

What if you put together an investor seminar and offered it to the clients and prospects 
of your joint venture partners? Think you might get some business that way? Of course 
you would.

The fifth group and the last group to go after is the cold market. 

Interestingly enough, it’s where everybody wants to start. Everyone wants to start 
running ads on Facebook, Google, newspapers, and magazines, but those are the last 
places you should do any marketing.  

Even when I get together with people to discuss what they want done with their 
social media, I would still rather go after their current clients, their past clients, their 
prospects, and even joint ventures first.
 
Once you start working in the cold market, one of the biggest advantages it has over 
everything else is the ability to scale. Once you have dialed it in and you have got the 
right ad to the right market, and it’s producing a positive result, you can usually just 
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keep scaling it up, putting more and more ads out there. 

In the case of Facebook, increasing your spending on ads should increase the number 
of sales you make. That is one thing that you can do there that you can’t do in the other 
areas. So, all of these areas have their pros and cons, all five of them.

Remember, it starts by going after your current clients, 
then your past clients, 
then your prospects, 

then developing joint venture partners. 
Last, we look at going after the cold market —
 that process is the quickest way to the money.

The number one problem that I hear from people when I explain to them this strategy 
is they tell me that they feel awkward about reaching out to people who they haven’t 
talked to in a year, two years, five years, etc. 

It can feel a bit uncomfortable to reach out to people when you haven’t spoken to them 
in three years – since you last sold them a home - and then ask them about buying an 
investment property or selling their home. 

While I totally understand that, I also understand that this is typically a problem in the 
agent’s mind. It’s, again, an inner game issue. 

However, there is a way that you overcome that. 

We overcome that with what I refer to as the pink elephant letter. If you can imagine 
this, if we were all sitting in a room right now and there was a big pink elephant right 
in the middle of the room, and we’re trying to talk around this elephant and pretend it 
isn’t there. 

You’re sitting on a couch, I’m sitting on a chair, someone else is sitting on a recliner, and 
we’re all trying to talk to each other and we’re trying to avoid the fact that there’s this 
big pink elephant in the middle of the room. 

We can’t. We can’t avoid it. The pink elephant is there. 

The pink elephant in our lives is the fact that we haven’t been communicating with our 
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database.

We haven’t been communicating with our family and friends, our past clients, our 
prospects, our current clients, etc. We need to address that. 

We do that with the pink elephant letter. 

Essentially, what it’s telling people is this, “I took stock of my business, and I realized 
that the most important thing is my relationship with people like you. I have neglected 
that relationship. Today, that’s going to stop. Know that when I reach out to you, be 
it a newsletter, be it an e-mail, a phone call, a text message, it’s because I value our 
relationship and I’m trying to get us back on track.” 
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That’s the point of the pink elephant letter. We address the pink elephant head on.

If you haven’t put together your database yet, you need to do that immediately. 

If you’re thinking, “I don’t even have anything as far as a database is concerned,” what 
you need to do is to look at the contacts on your cellphone. Look at the contacts in 
your LinkedIn account. Look at the people you are connected to via Facebook. If you’re 
involved in an association or a church group or anything that has a directory such as 
a service organization like Rotary, Kiwanis, Lions, take out that directory and start 
building your database. 

If you don’t have a CRM, you can get a low-cost CRM like WiseAgent.com, where you 
can just start building your database there.
 
The first week, put your database together. Once you’ve put your database together, 
send out the Pink Elephant Letter. 

If you already do reach out to your database, and you already do have a CRM, then you 
can skip that step and you can go right to the next step. 

Step two is we’re going to send out what’s called a nine-word e-mail. 

Without getting into all of the psychology behind the nine-word e-mail, the basic thing 
that you need to understand about this e-mail is this, when we’re reaching out to people 
with this e-mail, it’s going to be a short e-mail, very personal, and it looks like you sent 
it specifically to one person. 

When they see that e-mail come into their e-mail inbox, it’s going to elicit a reply from 
them. 

Understand this, some people are going to reply negatively, saying they’re no longer 
interested in selling their home or buying a home. 

That’s going to break your heart because you’re going to realize you’ve missed out on 
that commission, but on the other side, it’s good because at least now you know where 
that family is, and you can now move on. 

For the nine-word e-mail, for the subject, you’re going to put their name. 
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For the body of the e-mail, you want to do something really short and sweet. This is 
what I recommend: 

BODY:
Are you still interested in buying a home in _________?
- Your Name

or 

Are you still interested in selling a home in ____________? 
-Your Name

EXAMPLES:
Are you still interested in buying a home in Rossmoor? 

Are you still interested in selling your Rossmoor home? 

Are you still interested in selling your Lakewood home? 

Then, you simply sign it with your name. 

Whatever else you need to put in that e-mail to keep yourself compliant, do it. If that 
means putting your license number, your brokerage, your corporate information, do it. 

The problem that I see with most real estate agent signatures is that they’re trying to 
start a conversation with someone, but it looks like a giant advertisement. 

It’s got a picture. All the awards that they’ve won. How much real estate they’ve sold... It 
comes across as salesy. 

We’re trying to avoid that, so we’re going to put whatever we’re legally required to put. 

Think minimalist. 

You want to have as little on there as possible. You’re just simply going to send out that 
e-mail and expect a reply. 

While you will get some people saying that they’ve already sold their home, you’re going 
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to get others saying, “Hey, I’m glad you reached out to me, because yeah, we are ready 
now to move forward.” 

It’s going to be one of the quickest ways to get business. 

The following week after you sent the email, you’re going to send out a text message. 

The text message is simply going to say something like this, “Hi, Bob. Following up 
from last week’s e-mail. Are you still interested in buying a home in Rossmoor?” Then, 
sign your name to it, so they know who the text is from. “-Pete Mitchell.”

The easiest way to send this text out is to set up your account on SMSConversations.
com and use the system that we created.

Then, the week after that, we’re going to send what’s called a SlyVoicemail®. 

If you aren’t familiar, SlyVoicemail® is the ability to drop a voicemail directly on 
someone’s cellphone voicemail inbox without their phone ringing.

If you’ve ever looked at your phone and been like, “Wow, I missed a call. I didn’t hear 
my phone ring.” that’s probably what someone did. They did a SlyVoicemail®. 

Now understand this, when it comes to SlyVoicemail®, it only works with cellphones, 
and it doesn’t work 100% of the time. 

Typically, in my office, we get a 60% delivery rate of our voicemails via SlyVoicemail®.
 
Again, the first week, we’ve sent them an e-mail. The second week, we sent them a 
text message, and if we’re still not hearing back from them, we are sending them the 
SlyVoicemail®.

We’re going to change our message slightly for the SlyVoicemail®. Now we’re going to 
go for the referral. 

Here’s what our message is going to say, “Yes! Hello! Pete Mitchell here. I’ve been trying 
to reach you the past couple of weeks. If you or someone you know locally is thinking 
of selling their home, I’m working with a family right now that is qualified and ready to 
buy. We might be able to sell the home without listing it publicly. Give me a ring back 
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at ____________ if you know someone looking to sell. Thanks so much.” 

Message Break Down

What we’re doing here, we’re going to start off our message with, “Yes! Hello!” We are 
starting out with the affirmation. A positive, “Yes! Hello!” 

We let them know who the message is from: “Pete Mitchell here.” Then, when we 
address the fact that we’ve been trying to reach them. “I’ve been trying to reach you 
the past couple of weeks. If you or someone you know locally,” we’re going to stress 
locally, because I want them to actually think about their neighbors. You can even say, 
“If you or perhaps one of your neighbors is thinking of selling their home, I’m working 
with a family right now that is qualified and ready to buy. We might be able to sell the 
home without listing it publicly. Give me a ring back at” -we can give them our phone 
number – “if you or someone you know is looking to sell. Thanks so much.” 

Again, if you’ve never done the SlyBroadcast before, we have this all set up in 
SMSConversations.com. You use SMSConversations.com for free. It’s part of your 
membership in this program. 

The Recap:

Step 1) Send your database the Pink Elephant Letter.
Step 2) Send them the 9 Word E-mail. 
Step 3) Send them the text message. 
Step 4) Send them a SlyVoicemail®. 

When you market to people sequentially (the letter, the e-mail, the text, the 
SlyVoicemail®), you are going to end up with people who’ll reach out to you saying, 
“You know what, I do need some help with this.” 

Of course, you could do a version of this every quarter. 

Instead of saying, “Are you still looking to sell your Rossmoor home?” Maybe the next 
quarter you say, “Are you looking to invest in a rental property in Lakewood?” Or,  “Are 
you looking to invest in a rental property in Rossmoor?” 

Again, what we’re trying to do is start a conversation with our prospects. We’re trying to 
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find out what’s the conversation going on in their mind, and see if we can address the 
problems that they’re facing. 

Use this strategy right now. 

In fact, don’t let the end of this week happen without you having started this strategy. It 
is money in your pocket if you do it. 

Now ‘Get The Money’!  
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Scripts To Use With Sellers
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STEP 1) PINK ELEPHANT LETTER:

Date: [Insert Date]

[Recipient]
[Address 1]
[Address 2]
[Address 3]

Dear [Recipient]:

 Just the other day, my staff and I took some time to review our business and we 
have come to the conclusion that the most important assets we have in this business are 
the relationships we have developed in our personal and professional lives.

 I also have to confess that we, or rather, that I, have not been as proactive in my 
personal communications as I would have liked. It’s to that point that I want you to 
know I have taken appropriate steps to start communicating with you more frequently. 
Be it a newsletter, personal card, or follow-up telephone call from the office; please 
consider it the tangible evidence that I am putting my relationship with you back where 
it needs to be, that is, first in my business.

 In the near future, you will begin to receive my newsletter via XXX. Meanwhile, 
if you have any questions or if we can help you in any way, please don’t hesitate to call 
us!

Sincerely,

Philip P. Phiddle
[Your Title] 

P.S. By the way, if you are thinking about selling your home, I’ve put together a great 
resource called XXX. I’d be more than happy to drop it in the mail to you. Call me at 
XXX, or visit XXX to get it now.  



The ‘InsTanT ClIenT GoldmIne’ sTraTeGy
© MMXV by Pete Mitchell. All Rights Reserved.

19

STEP 2) EMAIL MESSAGE

SUBJECT: [Name]
BODY:

Are you still interested in selling your [City] home?

 -     [Your Name]

STEP 3) TEXT MESSAGE

Hi [Name]! Following up from last week’s email. Are you still interested in selling your 
[City] home? - [Your Name]

STEP 4) SLYVOICEMAIL

Yes! Hello! [Your Name] here! 

I’ve been trying to reach you the past couple of weeks. If you or someone you know 
locally is thinking of selling their home, I’m working with a family right now that is 
qualified and ready to buy. 

We might be able to sell the home without listing it publically. Give me a ring back at 
[Phone] if you know of someone looking to sell! Thanks so much!
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Scripts To Use With Buyers
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STEP 1) PINK ELEPHANT LETTER:

Date: [Insert Date]

[Recipient]
[Address 1]
[Address 2]
[Address 3]

Dear [Recipient]:

 Just the other day, my staff and I took some time to review our business and we 
have come to the conclusion that the most important assets we have in this business are 
the relationships we have developed in our personal and professional lives.

 I also have to confess that we, or rather, that I, have not been as proactive in my 
personal communications as I would have liked. It’s to that point that I want you to 
know I have taken appropriate steps to start communicating with you more frequently. 
Be it a newsletter, personal card, or follow-up telephone call from the office; please 
consider it the tangible evidence that I am putting my relationship with you back where 
it needs to be, that is, first in my business.

 In the near future, you will begin to receive my newsletter via XXX. Meanwhile, 
if you have any questions or if we can help you in any way, please don’t hesitate to call 
us!

Sincerely,

Philip P. Phiddle
[Your Title] 

P.S. By the way, if you are thinking about buying a home, I’ve put together a great 
resource called XXX. I’d be more than happy to drop it in the mail to you. Call me at 
XXX, or visit XXX to get it now.  
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STEP 2) EMAIL MESSAGE

SUBJECT: [Name]
BODY:

Are you still interested in buying a home in [City]?

 -    [Your Name]

STEP 3) TEXT MESSAGE

Hi [Name]! Following up from last week’s email. Are you still interested in buying a 
home in [City]? - [Your Name]

STEP 4) SLYVOICEMAIL

Yes! Hello! [Your Name] here! 

I’ve been trying to reach you the past couple of weeks. If you or someone you know 
locally is thinking of selling their home, I’m working with a family right now that is 
qualified and ready to buy. 

We might be able to sell the home without listing it publically. Give me a ring back at 
[Phone] if you know of someone looking to sell! Thanks so much!
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General Scripts To Use With Your 
Database
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STEP 1) PINK ELEPHANT LETTER:

Date: [Insert Date]

[Recipient]
[Address 1]
[Address 2]
[Address 3]

Dear [Recipient]:

 Just the other day, my staff and I took some time to review our business and we 
have come to the conclusion that the most important assets we have in this business are 
the relationships we have developed in our personal and professional lives.

 I also have to confess that we, or rather, that I, have not been as proactive in my 
personal communications as I would have liked. It’s to that point that I want you to 
know I have taken appropriate steps to start communicating with you more frequently. 
Be it a newsletter, personal card, or follow-up telephone call from the office; please 
consider it the tangible evidence that I am putting my relationship with you back where 
it needs to be, that is, first in my business.

 In the near future, you will begin to receive my newsletter via XXX. Meanwhile, 
if you have any questions or if we can help you in any way, please don’t hesitate to call 
us!

Sincerely,

Philip P. Phiddle
[Your Title] 

P.S. By the way, if you are thinking about selling your home, I’ve put together a great 
resource called XXX. I’d be more than happy to drop it in the mail to you. Call me at 
XXX, or visit XXX to get it now.  
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STEP 2) EMAIL MESSAGE

SUBJECT: [Name]
BODY:

I have some qualified buyers for your area. Have you heard anyone mention that they 
might be selling? My clients are very flexible on the move-in dates. 

Any help you can provide would be a huge help!

 -    [Your Name]

STEP 3) TEXT MESSAGE

Hi [first_name], it’s [account_first_name] [account_last_name]. 

I have anxious buyers for your area. Has anyone mentioned that they might want to sell 
soon?  If so, I could use the tip. Thanks.

STEP 4) SLYVOICEMAIL

Yes! Hello! [Your Name] here! 

I’ve been trying to reach you the past couple of weeks. If you or someone you know 
locally is thinking of selling their home, I’m working with a family right now that is 
qualified and ready to buy. 

We might be able to sell the home without listing it publically. Give me a ring back at 
[Phone] if you know of someone looking to sell! Thanks so much!
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