




“YOUR DATABASE IS THE HEART OF YOUR BUSINESS.” ~ BRIAN BUFFINI



Where should I start? 
Whether you’re brand new 
to the business or you’ve 
relocated, the first place to 
start is by making a list of 
people you know. 

We recommend aiming for 
around 100 people then 
grow from there!

This should include your:
 Family & Friends

 Business Relationships

 Services You Use

 Social media contacts

 Sphere of influence

THINK ABOUT WHO YOU MIGHT MAIL A CARD TO DURING THE HOLIDAYS



YOU’VE ALREADY MADE CONNECTIONS WITH MORE PEOPLE THAN YOU REALIZE



I have a list of everyone I know...now what?
It’s time to get organized and make contact with each person on your list to let them know that you’re in the 
real estate business! This is when your list of relationships truly starts to become The Relational Asset of your 
business, it’s the first time you’re connecting with each person as a real estate professional.

Look at your list and make sure you have everyone’s full contact information. This should include mailing 
address, phone number, and email address.  If you’re missing one of these, this gives you the perfect 
opportunity to make contact, ask for their information, and start a dialogue about your new career. This is a 
good time to decide how you’re going to manage this information.

MAKE SURE YOU HAVE CONCISE CONTACT INFORMATION



MAKING FIRST CONTACT IS EXCITING! 



OH, BY THE WAY, I’M NEVER TOO BUSY FOR ANY OF YOUR REFERRALS 







TIP:  REMEMBER TO USE YOUR NEW COMPANY LETTERHEAD AND BUSINESS CARD.



Building Your Database 
Checklist

 Make a list of everyone you know.
........................................................................................................

 Enter that list of relationships into a
 Contact Relationship Manager (CRM).
........................................................................................................

 Qualify those relationships by using the
 Mayor Campaign to ensure you’re the
 real estate professional they’d refer.
........................................................................................................

 Add new people to your database by
 using the Mayor Campaign. 
........................................................................................................

 Make the most out of conventional lead 
 generation methods by treating inquires 
 in a relational manner. Ask questions!
........................................................................................................

 Optimize past client folders in your new 
 o�ce by using the O�ce Adoption Letter.
........................................................................................................
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