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Legal Advice 
 

All systems, letters, scripts, forms, advice, and recommendations in any book, DVD, 
audio CD, data CD, or other media should be approved through your real estate broker 
and legal counsel prior to any implementation.  No legal advice is given by Sanford 
Systems or its authorized reseller and none should be assumed from the attached 
documents. 
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Copyright Permission 
 

As purchaser of Grow Your Leads: Just Add Walter, you are hereby authorized to use 
all systems contained in this work subject to broker and legal counsel for the purchaser’s 
real estate brokerage and investing business.  You are to use the concepts in this system 
for the purpose for which they are intended and to reproduce the forms for such purpose.  
Such reproduction requires no further permission from the author, publisher, or reseller 
and does not require the payment of any permission fee. 
 
The reproduction of any form for sale, for incorporation in any publication intended for 
sale, for use in training programs, or for the insertion in any publication (whether print 
or digital) is prohibited without the permission of and credit to the author and publisher: 
Walter Sanford, Sanford Systems and Strategies, C/O Walters Legacy, 27246 Hawks 
Nest Circle, Wesley Chapel, FL 33544. 
 

 
 
Walter Sanford 
Author 
Sanford Systems and Strategies 
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Introduction 
 
You have purchased this information to fully accomplish and implement several 
different seller lead generation methods.  You are going to get big systems that take 
some time and infrastructure to implement, as well as smaller systems that you can put 
immediately into place. 
 

Upon using these systems, you will begin to separate yourself from the competition, 
and a few months after that – you will bury ‘em!  As always, you can make changes to 
my systems to fit your personality and temperament, but there is a reason for everything 
I do.   
 

Many agents may not understand the importance of getting a listing.  After a few years 
in the business, you will begin to appreciate the “genius” involved.  The more leverage 
you can create in anything you do, the easier the task becomes.  Having a listing creates 
the majority of leverage available in our real estate brokerage business.  When you 
effectively generate more leads (having more opportunities to make more listing 
presentations and get more signatures), you start a cycle of business that brings on a life 
of its own.   
 

First of all, in this book we are going to talk about the leverage of double-end 
transactions, which will obviously increase the more listings you obtain.  Secondly, we 
will set in motion the resources of every agent who belongs to your Multiple Listing 
Service.  These cooperative agents will participate to take advantage of your well-
counseled seller and your well-priced property as a serious inquiry for (we hope) well-
counseled buyers.  Third, we will detail how you can you garner the interest of all 
owners/investors in the area of your listing.  Fourth, we start generating buyers who 
find you or your listing from a low-tech sign and brochure box to high-tech search 
engine strategy.  Finally, we will discover the opportunities for you to begin purchasing 
properties for your own estate!  
 

Listings are the least expensive method of generating a buyer lead.  The majority of top 
agents in the world who utilize my systems do not spend any money or time generating 
buyer leads; they spend all of their money and time following the systems within this 
book to generate seller leads.  When you grasp the concept of leverage through listings, 
you will have the singleness of purpose with a specific “to do” list which will be 
necessary to make a fortune in this business.  Now all that is required is the logistics of 
generating those seller leads. Good luck and congratulations on owning the best system 
in inventory acquisition. 
 

Sincerely, 

 
Walter Sanford 
Sanford Systems and Strategies 
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