
  
 

Did you see “block party” down the street?  (it was my last open house) 
 

137 years ago an Italian economist stumbled on a secret 
that would change the world forever, it has shaped 

economics, mathematics and governments worldwide… 
 

… and it is ALSO the big secret to selling your house for 
top dollar in the next seven days flat… 

 
Please read my personal letter to you below because time is short so if you want to sell your 
house yesterday then I wrote this letter just for you… 
 
Dear Fred, 
 
I’ve spent a lot of money, time and research in getting this letter to you, and to add to my costs 
I’ve attached a fresh, crisp one dollar bill to the front of this letter.  Yes it is real and YES you can 
keep it. 
 
Why did I attach a real dollar bill to this letter? 
 
Two reasons, first I wanted to get your attention and secondly because if you listed your house 
with a realtor and it didn’t sell then this letter will be the MOST important letter that you read 
this year.   
 
In fact, I guarantee it. 
 
Yes, that’s right this letter may actually lead to me giving you even MORE money. 
 
First, here’s a story you should think about… 
 
Recently, two families decided to move. One beautiful sunny weekend, two homes went up for 
sale in our neighborhood. They were quite similar in nearly all ways.  
 



  
 

Both homes had been well taken care of and cared for. Both homes were inviting and spacious.  
Both homes had a manicured yard, fluffy trees and a comfy porch to relax on with a tall glass of 
lemonade while watching the kids play in the front yard.  
 
But there was one difference… a very big difference… 
 
One sold in just a few short weeks for a great price… 
 
… while the other one never sold.  
 

What was the difference? 
 
Have you ever wondered, as I have, what makes this kind of difference in people's lives? Why is 
it, that some homes get seen by dozens of excited buyers -- and get tons of praises, compliments 
and OFFERS… 
 
… while others just sit there unnoticed, like the shy boy with acne at a school dance?  
 
And as a result, someone turns their dreams into a reality…  
… while the other stays stuck in a nightmare.  
 
It’s easy to blame the market, the price, the economy, the picky buyers, the time of year or 
some other lame excuse (as so many realtors, brokers and other real estate people do and will 
try their level best – to the point of gas lighting - to make you believe) but there is more to it. 
 
You and I know for a fact that these are all excuses because in that very same market there will 
be others (not many, very few in fact, but they ARE there) you have no problems selling houses 
like hotcakes and for the full asking price.  
  

So what’s the secret? 
 
In the 1890s an Italian economist made a discovery that would impact society, financial 
institutions, banking, mathematics and all forms of economic governance for the next 130+ 
years.  What did he do?  He made a simple observation. 
 
He noticed that about 80% of the land in Italy was owned by about 20% of the people.  Then he 
noticed that this ratio was represented in many other places as well.  A storekeeper will see 80% 
of his profits come from only 20% of his clients, you will wear 20% of your clothes 80% of the 
time, 80% of a book’s content is summarized in 20% of the pages, etc. 
 



  
 

The economist’s name was Vilfredo Pareto and this ratio is known as the Pareto Principle or… 
 
… the 80/20 Rule. 
 
Ask anybody in real estate and they will tell you that it is more like… 
 

The 95/5 Rule. 
 
A big majority of the result come from a small minority of the cause.  So at my brokerage, and 
every other real estate broker in our area, about 95% of the sales’ commissions come from 
about 5% of the realtors.   
 
So the other 95% of the realtors are scrambling around (meanwhile promising you the Moon!) 
and scrounging to produce just 5% of the results.  Why would ANY seller list their house with 
one of “them” (the mediocre 95%) instead of one of the 5% who really deliver results? 
 

Sad Truth: they just don’t know any better. 
 
Now this is where I start doing cartwheels and jumping jacks to try and convince you that you’re 
so lucky because I just happen to be in that 5% and if you’ll just list your house with me then 
everything will be just honkey dorey… right? 
 
No, in fact I’m booked solid right now and to be considered as a client or added to my wait list 
folks have to jump through a few hoops and go through a qualification process.  More on how to 
qualify as a client below at the end of my letter but for now I’ve got great news… 
 

Wouldn’t you rather I SHOW you my results? 
 
I could tell you how great and brilliant me and my team are, but unless it results in my sellers’ 
houses moving like crack rocks in the ghetto then what good is it to you?  So I’ve included a few 
pictures for you, I want you to give them to your spouse or a friend and ask them to guess what 
they are looking at. 
 
A house party?  An underground rave?  A political rally?  They’ll have many more guesses like 
that and then when you tell them the TRUTH and that those are images from one of MY OPEN 
HOUSES, give them a moment to pick their jaw up off the floor.  You may have to help them. 
 

I invite you to come to my next open house this weekend… 
 



  
 

Come and see the madness for yourself… 
 
… My open houses are an EVENT.  My broker used to ask me if I was hiring exotic dancers or 
something because he couldn’t figure out how so many people were so excited to show up to 
an ordinary open house for a home that had been on the market for months with NO activity. 
 
Will I post on your house on Zillow?  Will I use the Google’s latest gobbly doohickey?  What 
about a virtual walkthrough, surely that’ll get you the highest asking price right? 
 

No, and don’t call me Shirley.  
(points if you got that Airplane reference lol) 

 
None of that stuff really matters to you, does it?  All that you really care about is that you have a 
group of rapid buyers coming to your house and elbowing each other out to be the first to make 
an offer. 
 
You want buyers salivating over your house like renegade, bloodthirsty mutant cyborgs that 
need to prey on human flesh. 
 
Yes, be honest, you want BLOODTHIRSTY buyers. 
 
Be unapologetic about, I am… and if you want to become a client of mine then you should be 
too.  Let’s be real when you take me up on my invitation and come to one of my open houses, 
what do you really want to see?   
 

You want to feel like you’re in an underwater 
protective cage surrounded by feeding sharks… right? 

 
I can do exactly that for you, just like I have with my other clients. 
 
Obviously, this advanced approach goes way beyond the “usual” real estate services you 
normally get from most commission-hungry agents. It requires plenty of good old-fashioned 
hard work (not very popular these days), combined with the latest technology and advanced 
marketing.  
 
You see, Fred, this is more than just the standard “marketing plan” every other agent flaunts 
around. It’s a POWERFUL SYSTEM that generates a steady flow of highly qualified buyers, but 
without those annoying tire kickers, bargain hunters, or nitpicking hagglers.    
 
Think about it, Fred...  



  
 

 
The more buyers that come to see 1428 Elm Street, the better chance we have to sell it for a 
great price, logically. The more qualified, excited and ready-to-go buyers, the better.   
 
Here is just one of the many examples of how powerful MY method is... 
 
The Smith’s home on 123 Crystal Lake was seen by 37 potential buyers in less than 72 
hours! We had three offers on the table and the house was sold in a little more than 
THREE DAYS! 
 
I’m pretty sure I’ve stumbled over, for lack of a better phrase, ‘the next big thing’.  
In fact, I believe that this new twist on marketing and positioning is completely changing the way 
people in Crystal Lake will be selling real estate. 
 
Plus, I’ve got a team of money hungry lawyers sharpening their forks just waiting for anybody in 
this real estate market to even TRY to do my system without my expressed written permission.   
 
Me and my team invented this process so I really am the ONLY game in town. 
 
Big claims, I know.  And that’s why I’ve put together... 
 

An Offer You Can’t Refuse 
 
Here’s the deal. This approach doesn’t work for every house and every situation, obviously.  I 
only choose to work with clients who I know I’ll have a long term relationship with for the next 
20+ years, my clients are my family and I’m picky about who I allow inside.  Are you and I good 
fit? Maybe.  
 
I would like to chat with you personally for a few minutes to find out. And let me make it clear, 
there is no cost, and absolutely no obligation on your part -- or mine.  
 
I’m certain you ONLY want to work with a real estate agent you LIKE, RESPECT and TRUST.   
That’s why I only select clients I know I can help, so before we shake hands and I agree to take 
you on as a client I must KNOW for sure that I can help improve your life and that when my team 
loves on you we are putting energy into the right relationship.  Makes sense, right?  
 
So give me a call, come out and see my system at work and one of two things will happen... 
 
Scenario Number One: You fall in love with me and after pleading and begging you FINALLY get 
me to AGREE to take you on as a client and work my magic for you, in that instant as we stand in 



  
 

front of each and shake hands you and I will be making a relationship that will last the rest of 
our lives.  You’ll say: “WOW, THIS IS GREAT AND I LOVE WHAT I SEE. PLEASE PICK ME!” 
 
Once I say “I do” it is a marriage-like commitment that me and my team are making to you. 
 
We shake hands and I’ll go to work. Obviously, you and I will be in frequent contact (we’ll speak 
at least once a week) so you always know what is happening.  
 
Scenario Number Two: You’ll say, “You know... This isn’t as cool as I thought and hoped it would 
be.” We shake hands - no hard feelings. And you will still walk away with plenty of useful 
information regardless.  Plus, I’ll buy you a free dinner for two at Elmo’s Steakhouse. 
 
Oh heck, I’ll throw in the free dinner even if (when) you fall in love with me. 

 
Obviously, this Is NOT for Everyone 

  
In the interest of not wasting your time or mine, let me tell you right up front that… 
 

•  If you don’t want to live somewhere else, this isn’t for you.  This is only for sellers that 

want to get rid of their house and MOVE somewhere else. 

 If you have a moral or ethical problem with me and my team strong arming buyers and 

other realtors into getting you the highest price possible for your house, that’s an problem.  I 

will be that kid at school who hangs other kids upside down by their ankles and shakes out 

every bit of loose change the buyer’s got.  If you have a problem with that then this isn’t for 

you. 

•  I will have a swamp of buyers coming to your house, the cars will be lining up around the 

block and your nosy neighbors will come over to see just what the heck is happening.  You 

will have more buyers gawking over your house in ONE day than you (or any other seller in 

your neighborhood) has had in YEARS combined.  Yes, people will be talking.  If you have a 

problem with being the talk of the town, then this isn’t for you. 

•  My broker keeps telling me that I have to stop being so aggressive with my listings and the 

marketing I do and that it’s okay if a listing goes expired because “it happens in this 

business”… no it doesn’t, not to me and NOT to my clients.  I take it as a personal insult if 



  
 

ANY listing of mine even gets close to expiring so I don’t let it happen.  No matter what it 

takes.  This aggressive approach has made other realtors look bad and thus some of them 

bad mouth me, I reply by pointing to my client’s results.  I’m okay with rubbing realtors and 

the insider “good ole boys” in this real estate market the wrong way as long as I’m doing 

good by my clients.  If you have a problem with that, then this is not for you.  

• If you prefer agents with a traditional sales and marketing approach, this isn’t for you.  The 

top 1-5% don’t get there by following the other 95% lol, but you need to know that we do 

is… different.  And so are the results.   

 
Here’s Who This IS For 

 
This system I’ll be walking you through is designed for you if…  
 

 You want to sell your property quickly  

 You absolutely need the highest price possible in the shortest time 

 You expect more than a traditional, lengthy approach used by most agents  

 ... And you expect your agent to actually deliver significant results and be a family friend for 

generations to come 

If you meet these simple criteria, I guarantee you will enjoy our discussion -- regardless of 
whether we decide to work together or not. That’s how confident I am.  

 
Here’s What I Want You To Do Next 

 
So if you want my help just send an email to Love @ BigReia.com... and request a meeting.  You 
may also call me on my direct line: 317-969-5619. 
 
I’m confident you’re going to love this. 
 
The time slots are allocated strictly on a first come, first serve basis and time is of the essence. I 
promise that if you meet the criteria that I explained earlier, you will get enormous value from 
our discussion. In fact, we all will. 
 
I look forward to talking with you soon.  = ) 



  
 

 
Sincerely, 
 
Anna… Indy Anna 
Indy Anna Real Estate Association 
Email: Love @ BigReia.com 
Direct Line: 317-969-5619 
 
PS: You may also call my direct link and talk with me personally, one-on-one, my number is 317-
969-5619.  I’m looking forward to our chat.  
 
And in case you’re just skimming the letter (I know, it’s pretty long), here is the deal:  
 
== >  I have what is ‘the next big thing’ for home sellers in (AREA) and it is how I get my open 
houses flooded with buyers like zombies to a rotting corpse, I invite you to come SEE FOR 
YOURSELF how insane these events are and how well my houses and listings sell 
 
== >  I know it may sound cheesy but my TOP goal is to make lifelong friends, I use “they are my 
real estate clients” as an excuse to do that, so although my real estate strategy could be a 
perfect for your property at 1428 Elm Street - I’m not entirely sure because I don’t know enough 
about your situation and your plans yet.  
 
== > So give me a call and you can speak with me personally and I can tell you in less than five 
minutes if your home and situation are a good fit for my system, I would like to chat with you for 
a few minutes to show you what it’s all about. Request a no-cost, no-obligation meeting. Just 
send an email to Love @ BigReia.com or call my direct line: 317-969-5619.  Talk soon and THANKS 
so much!  = ) 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



  
 

Can you do me a favor? 
(… Pretty please… ) 

 
Hi I’m obsessed with helping homeowners in this area sell their home 
for top dollar and nearly overnight.  If I see another seller in our 
neighborhood lists their house with a realtor only to see their high 
hopes crushed because it never sells or sell it WAY underpriced… 
 
I’m going to scream! 
 
So I’m trying to help sellers here in our neighborhood avoid their 
home from becoming another “untouchable” and dreaded expired 
listing that doesn’t’ sell, or even worse a home that does sell but for a 
crumby price. 
 
So I wrote this letter to help these folks. 
 
Can you check it out and  
let me know what you think? 
 
Do you think it will help you or your neighbors? 
 
Is there a better way to get the word out? 
 
Thanks so much!  = ) 
 
~ Anna…  
317-969-5619 
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