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TURNING
CONNECTIONS
INTO CLIENTS

Sphere of Influence
Step-by-Step Guide
By Pat Zaby, CCIM, CRS

Grow Your Business

Sphere of Influence

Agent Referrals

PPC/Subscription

Open Houses

Allied Professionals

Past Customers/Clients

Call-ins

FSBO & Expired

Direct Mail

Fee Based/3rd Parties
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Real Estate Exchange

Fee Based Subscription Pay Per Click

What does the future hold?

4%5%6%Commission on $400K

$8,000$10,000$12,000Sales side – 50%

2,8003,5004,200Referral Fee – 35%

5,2006,5007,800Net Commission

3,6404,5505,460Agent split – 70%

0.91%1.14%1.37%Agent % of Sales Price

DISRUPTORS

Private Business and Class Action Lawsuits
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SOI/Past 
CustomersPay Per Click*Portal/Referral

$400,000$400,000$400,000Sales Price
$12,000$12,000$12,000Commission (3%)

$800$4,200Referral Fee/Cost (35%) 
$12,000$11,200$7,800Operating Commission

$8,400$7,840$5,460Agent split (70%)
2.1%1.96%1.365%Agent % of SP
54%Increase over Portal/Referral

*Google PPC to a landing page that converts traffic into leads.  Leads vary in price depending on area costs 
$10-20 to as much as $50.  Assuming a 2.5% conversion on a $20 lead, a closed transaction is $800.

Customer 
Acquisition 
Cost

Agents must control their leads to avoid the 
downward pressure on commissions 
and the shrinking margins.

The solution is to establish yourself with a 
select group of people with whom you expect 
to do business.
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It’s the quality, not the quantity
of the people in your Sphere of Influence.

Raving Fan

Ken Blanchard coined the term “raving 
fan” to describe a customer who is so 
overwhelmed and floored by the 
customer service they’ve received that 
they can’t stop telling everyone about it. 

Exceed expectations | the unexpected gift | Give them more

"Your customers are only satisfied because their expectations are so low and because 
no one else is doing better. Just having satisfied customers isn't good enough 
anymore. If you really want a booming business, you have to create Raving Fans."

Good & Bad 
Raving Fans

Providing more value than anyone else

Page 3
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Value of a Raving Fan

Average
Home Price

Average
Commission

Brokerage
Split

Tenure
Rate

Connection
Valuex x x =

$400,000 0.275*
(2.75%)

0.80*
(80/20)

0.10*
(10%)

$880x x x =

*For example purposes only

200 Raving Fans in your SOI would earn $176,000

Page 3

An agent’s income will be directly 
proportional to the number of raving fans in 
their sphere of influence.

Page 3

Earning the privilege to be called “your REALTOR®”
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Lifetime Value of One Customer
$400,000Purchase
$888,147$592,098Sale & Purchase

$1,972,011$1,314,674Sale & Purchase
$2,919,058Sale

$8,085,987Total Value of Properties
$177,8922.75% commission/80% split

4% appreciation 10 year holding period

End of Year 10

End of Year 20

End of Year 30

Today

100% split - $222,365

Estimating Your Production
200People in your database

x    .11Potential Transactions
22Available Transactions Annually

x    .50Conversion probability
11Probable Transactions Annually

$8,800Times Average Commission
$96,800Income

What do you have to do to increase production?

Variables – # contacts, turnover, conversion, avg commission
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OBJECTIVE
“Build a network of potential clients through consistent 

communication, position yourself as a trusted real estate resource, 
and nurture relationships for future transactions and referrals.”

Page 4

Identifying the Contacts for your Sphere of Influence

Gathering Contact Information

Organizing your Sphere of Influence Data

Continually Growing your SOI

Developing the Communication Plan

1

2

3

4

5

STEPS Page 4
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Identifying the Contacts for your Sphere of Influence1

A Sphere of Influence is a network of individuals and contacts with 
whom you have a personal or professional connection. 

• Friends
• Family
• Colleagues
• Acquaintances
• Past Clients
• Anyone within your existing network 

who might be interested in your real estate service. 

65% of Sellers & 56% of 
Buyers selected their 
agent because they has 
some form of relationship

NAR 2023 Profile of Home Buyers & Sellers

Page 5

Identifying the Contacts for your Sphere of Influence1

71% of Buyers and 81% of Sellers 
only contacted one agent.

NAR 2023 Profile of Home Buyers & Sellers

It is essential that your friends 
know you are in the real estate 
business and that you’re good at it.

Page 5
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87% of Sellers & 90% of Buyers 
say they would use their agent again or recommend them to others. 

Source – 2023 Profile of Home Buyers and Sellers – Exhibits 4-21 & 7-12

The typical REALTOR®

earned 15% of their 
business from repeat 
clients and customers, 
and 20% through referrals
from past clients and 
customers. 

Source – NAR Member Profile

Only Actually 
DO!

35%

Why does 
his happen?

FALLOUT

Identifying the Contacts for your Sphere of Influence1
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The average person knows 200 people.

Each one of them knows 200 people.

One-step away from 40,000 people

Identifying the Contacts for your Sphere of Influence1 Page 6

THINK OF NAMES IN SMALL CIRCLES OF PEOPLENow, Your Spouse Goes 
Through the Same Exercise
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Page 7

Download
Sphere of 
Influence

Worksheet

Gathering Contact Information2

Basic info needed:
Name
Spouse’s name
Home address
Cell phone(s)
Email address(es)
Birthdays
Anniversaries

Page 8
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Gathering Contact Information2

Personal Contacts:
Begin with the people you already know well, such as friends, 
family members, and close acquaintances. Request their 
contact information directly if you don’t already have it.

Social Media:
• Engage them through social media
• Follow them and comment on their posts & “like” them
• Ask them to follow you
• When you locate them on social media, check their 

contact info for email and phone numbers
• Facebook is great for getting birthdays.

Phone Calls:
Reach out via phone to reconnect with individuals from your 
SOI. During the conversation, kindly ask for their updated 
contact information.

Page 9

Gathering Contact Information2

If you have a phone number, call them on the phone to 
reconnect by saying something like “I was thinking about 
you and that we hadn’t spoken in a while. How are 
things going?”

After you have sincerely reconnected, tell them that you 
send out a newsletter with market updates and need 
their email.

Here's a polite and subtle approach; 
mention your own social media activity as 
a way to open the door. "I recently shared 
some great home staging tips on 
Facebook. Do you follow real estate 
updates on Facebook?"

Page 8
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Gathering Contact Information2

Events and Gatherings:
Attend or host gatherings or events to personally interact with your SOI

Online Forms:
Newsletters, Home Value, etc.

Business Cards:
Exchange business cards at networking events

Professional Networks:
Leverage professional networks

Networking Apps:
Tools like LinkedIn to connect with individuals from your SOI

Ask for Assistance:
If you're struggling to obtain contact information, consider reaching out directly.

Interactions should 
be respectful and 
focused on building 
trust.

Page 10

Organizing your Sphere of Influence Data3

Organizing the information you collect on each person 
within your SOI is paramount to maintaining and 
nurturing these valuable relationships effectively.

Page 11
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Customer Relationship Management

• Contact management
• Sales Team Opportunities

• Lead Management

• Reports & Dashboards
• Sales Analytics

• Mobile CRM

• Sales Force Automation
• Sales Forecasting

• + + + + + + + + + +

Contact Management

• Contact Info
• Notes
• Mail Merge
• Email
• Calendar 
• Sync with phone
• Lead Automation
• Transaction Mgmt.
• Marketing
• Campaigns

Email Management

• Contact Info
• Notes
• Mail Merge
• Email
• Calendar 
• Sync with phone

Organizing your Sphere of Influence Data3 Page 11-12

Organizing your Sphere of Influence Data3
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CONSOLIDATE
YOUR 

DIFFERENT
DATABASES

CONSOLIDATE
YOUR 

DIFFERENT
DATABASES

Every Time 
You Talk to a Person
• Open their contact record
• Quickly scan the notes 
• Verify email address & add 

others
• Try to complete or update info 

in the fields
• Make a dated note about what 

you talk about
• Schedule a follow-up. 

Organizing your Sphere of Influence Data3
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Cleanup the Records with a Spreadsheet

CSV (Comma delimited) (*.csv)

Organizing your Sphere of Influence Data3

When You’re Not 
At Your Computer…

Organizing your Sphere of Influence Data3
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Continually Growing your SOI4

If your communications are considered valuable, 
YOUR SPHERE OF INFLUENCE WILL INCREASE.

Create & Implement an established procedure to add names like 
open house visitors, closings, etc., door knocking, etc.

Page 13

Continually Growing your SOI4

Consider a customer 
appreciation program that 
keeps contacts involved even 
when they are not buying or 
selling.

Provide a package of services 
and benefits.

Page 13

The “Home Team Advantage”

• Annual Home Valuation
• Monthly Market Snapshot
• Monthly Homeowner Newsletter
• Service Provider Recommendations
• Remodeling Consultations
• Property Tax Challenge Advice
• Refinancing Analysis
• Equity Accelerator
• Rental Property Guide & Notifications
• Homeowner’s Tax Guide with Improvement 

Register
• Additional services available at our office:

a. Free color copies (up to 50)
b. Free black and white copies (up to 100)
c. Free faxing
d. Free notary service

• Invitation to Annual Customer Appreciation Events
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Occasionally, share referral 
posts to your social media

Continually Growing your SOI4

Continually Growing your SOI4 Page 6

Circle-
Prospect
Around Just-
Listeds & 
Just-Solds

Handout:
Property Flyer
Neighborhood Stats
Profile page on you
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Finding & Adding Contacts

1. Compile a list of every buyer and seller you’ve had transactions 
with since you’ve been licensed.

2. Address books from each email program you have
3. Add your holiday greeting list of friends and relatives
4. Export the people registered from your MLS new listings 

announcements.
5. Add people you know from your church or place of worship.

Continually Growing your SOI4

1. Open 4 browser windows; 1 each for 
Facebook, Instagram, LinkedIn, & Twitter

2. Start with your contacts and search their 
name on each platform

3. Send a friend request to each one who is 
not currently following you

Continually Growing your SOI4
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Developing the Communication Plan5

The cornerstone to working your Sphere 
of Influence is the Communication Plan.

A well-thought-out communication plan 
ensures you remain top-of-mind, 
nurturing these connections and
positioning yourself as their trusted real 
estate expert.

At any one time, only about 10% of 
SOI will be considering a move.  

Page 15

Content Mix
• Educational/Informational

Brands you an authority/helpful

• Educational - Local Interest
Identifies you as knowing the area

• Testimonial/Reviews
Shows what your customers think

• Product Marketing
Promotes what’s available/activity

• Personal
Reveals your personality/values

65%
10%

5%

10%

10%

Developing the Communication Plan5
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“You can have everything in life you want, if you 
will just help other people get what they want.”   

Zig Ziglar

Offer something that directly benefits the 
homeowner so that it remains relevant to your 
relationship.

Developing the Communication Plan5 Page 15

Customer 
Communications 
is the principal
reason to have a 
sphere of influence

Developing the Communication Plan5
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Strangers Friends Customers Repeats Referrals

Connect Convert Retain

Developing the Communication Plan5

Know Like Trust TOMA

Rule of 33

16.7%

Conversion 
Rate

Annual Transactions

Contacts

50

300

TOMA

People You Know SalesAnnual
Touches

Developing the Communication Plan5
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Developing the Communication Plan5

• Market updates
• Financing options
• Service Providers
• Tax Updates
• Remodeling suggestions
• Wealth building techniques
• Expense management
• Maintenance suggestions
• Other pertinent info for buyers 

and sellers

Page 16
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Developing the Communication Plan5

Newsletter Topics Benefitting Homeowners

Page 16

• Informed Decision Making
• Money-Saving Tips
• Increased Property Value
• Tax Tips
• Financing Opportunities
• Home Maintenance Tips
• Energy Efficiency
• Home Safety
• Market Insights
• Community Engagement

Developing the Communication Plan5

Bi-Weekly Newsletter

Page 16

51

52



Turning Connections Into Clients
A Sphere of Influence Guide

12/13/23

© InTouch Systems Systems
www.InTouchSystems.com 25

Developing the Communication Plan5

Weekly Blog

Page 16

• Improved SEO & Rankings
• Increased Website Traffic
• Positioned as an Industry Expert
• Showcasing Skills & Services
• Market Differentiation
• Lead Generation
• Build Relationships
• Content Repurposing

Developing the Communication Plan5

• Increased Brand Visibility
• Wider Reach
• Engagement & Interaction
• Showcasing Listings
• Market Updates
• Networking Opportunities
• Testimonials & Reviews
• Lead Generation

Social Media Posting Benefits
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Developing the Communication Plan5

Social Media Postings

Developing the Communication Plan5

Holiday & Special Occasions Greetings

Page 16
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Developing the Communication Plan5

Periodic Video Market Updates

Page 16

• Periodic Video Market Updates
• Featured Service Provider Interview
• Business Owner Interview
• Community Events/Facilities North Dallas 

Market Update
November 2023

Brought to you by
Susan Anthony, CRS

Stars & Stripes Realty

North Dallas 
Market Update

November 2023

Brought to you by
Susan Anthony, CRS

Stars & Stripes Realty

Developing the Communication Plan5

Home Equity Review Benefits to Owner

Page 16

• Financial Planning
• Home Renovation Planning
• Selling Decision
• Refinancing Opportunities
• Borrowing Power
• Peace of Mind
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Developing the Communication Plan5

Service Providers

Page 16

Developing the Communication Plan5

Financial Calculators

Page 16
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Developing the Communication Plan5

Information Guides

Susan Anthony, CRS | Stars & Stripes Realty | 972-743-9887

Page 16

Show your appreciation

Build trust and loyalty

Show a side that doesn’t involve selling

Gather life information about your clients
Annually

Developing the Communication Plan5

Customer Appreciation Events

Page 16
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Developing the Communication Plan5

Customer Appreciation Events

Page 16

Developing the Communication Plan5

Customer Appreciation Events

Page 16

Neighborhood Wine Gathering
Agent Organizes
• Promotion/Invitations
• 3 dozen wine glasses
• 3 dozen appetizer plates
• Napkins
• Several serving trays
• Fruit, Cheese, Crackers, Bread
Rotating host for event
• Supplies the home; location
Each guest 
• RSVP
• Bring 1-2 bottles of wine
• Possibly a dessert
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Developing the Communication Plan5

Customer Appreciation Events

Page 16

Seminars/Webinars

Website Content

Referrals

Coffee, Breakfast, or Lunch with A+ Contacts

Call Entire SOI Twice a Year

Pop/bys

? ? ? ? ? ? ?

Developing the Communication Plan5 Page 17
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InTouch Systems will 
consistently brand you 
as their real estate pro

Automated Email
Newsletters, Holidays, Special Occasions

Personalized Landing Page
Additional Resources for Your Website

Automated Social Media
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Why Is It Different?

• The consistent theme is
“Helping people be better homeowners” 

• Content is always fresh and up-to-date

• Pat Zaby develops all the content.

BBA in Real Estate – University of North Texas
CCIM, CRB, CRS
Past President – REALTORS® National Marketing Institute
Past President – Residential Real Estate Council
National Speaker/Instructor – 40+ years

Set-it & Forget-it OR Micro-Manage
…It’s Your Choice

• Manually post/email 
for ultimate control

• Add personalized hashtags
• Personalize articles
• Customize Info Guides
• Custom articles
• Custom mailings
• Schedule mailings
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If you don’t have the time, 
resources or just don’t 
want to do it…

Let

do it for you!

No Contract

Setup is EASY!!!
• Setup wizard
Setup is EASY!!!
using the step-by-step wizard
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1-on-1 Setup
We’ll take control of your 

computer and do it for you

20
In about

minutes

Join NOW 
to get 30-days FREE instead of 14-days

www. InTouchSystems.com | Pat@InTouchSystems.com

USE PROMO CODE SOI
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