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Thumb drive notes: The files that make up this product are the files distributed in the original 
media with these exceptions. The book did not have a digital version so it is only available re is 
no electronic file in lieu of the soft-cover book available, so there is no data disk in the thumb drive 
product. To get the book, you will have to purchase the physical product or a bundle containing 
the book.  The Legal Advice, Copyright Permission, Table of Contents, and Introduction have 
been incorporated into this document.  The original DVD files are included in VOB (original 
format) as well as MP4 and MP3 files. 
 
Product Contents by Folder 

• Root Folder – Must-Read-WST files in both DOCX and PDF formats 

• Advanced Real Estate Techniques – Both MP4 and MP3 files 

• Building Your Real Estate Foundation – Both MP4 and Mp3 files 

• Complete Disks – Original files combined into one MP3 and MP4 file for each DVD 

• Original Video Media – files for both DVDs in VOB format (suitable for DVD players) 
 
I am excited to continue the legacy of Walter Sanford. Walter is retired and no longer available for 
speaking engagements and no longer offers his products for sale. He has authorized me to continue 
his legacy and distribute his products. For help, please direct all inquiries to 

help@walterslegacy.store or 813-610-4348. Visit our website at www.walterslegacy.store.  

 
Thanks, 
Mark Collins 
Authorized Reseller of Sanford Systems and Strategies 
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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 Walter Sanford’s Top Dog Marketing System, 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 
 
One way to be in the minds of the buying and selling public is to give it something 
to talk about. My promotion campaign was designed to be controversial, 
aggressive, and current to the market. 1 do not claim to be an advertising genius, 
but I wanted to have fun, be recognized, and get a better response to my direct 
mail, telemarketing, and web efforts. These ads occupied full pages in the local 
newspapers, local real estate magazines, and direct mail postcards. They had a 
giant readership and still do with implementation by some of the top agents I have 
coached. The ad salesman said that upon delivering magazines to their points of 
distribution, the first page that vendors would turn to was mine. Through this 
modest effort, I hope to prove that "going for it” really works. 
 
However, as my career developed through the years, my advertising evolved, as 
well. As I became more certain of myself and more mellow, so did my 
advertising. As an unexpected but pleasant result, it became more profitable! I 
could actually trace the phone calls and interest to a particular ad. That is the 
beauty of moving from advertising that is egocentric to advertising that is 
consumer-benefit related. You will see my approach make that transition when 
you read the ads written later in my career. Even though my sales stayed in the 
$70 million dollar range, my time devoted to business decreased so that I started 
having more time for family, fun, faith, fitness, friends, and finances 
 
I hope you will explore this promotion journey in the life of one real estate agent, 
benefit from the lessons learned, and customize the plan to further your own real 
estate career. I have included updates as to how I would change the advertisements 
for today's savvy real estate buyers and sellers. I put my heart and soul into 
delivering unusual, hard-hitting advertising media. The only things left for you to 
do are choose the delivery method, insert your name, and call to action! Please 
disregard the dates and apply the ads to your personal season in the business and 
clientele of your market. 
 
Sincerely, 

 
Walter Sanford 
Sanford Systems and Strategies 


