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Grow your farm, then 
harvest it for leads
What do all REALTORS® want? Success! Whether it comes in the form of listings 
or accepted offers, every agent’s goal is to get more clients to the closing table. 
Your current and future success hinges on getting in front and top of mind with 
those potential clients. That’s the game and that’s where farming, and RPR, 
comes in.

Geographic farming, often referred to as “prospecting”, is a tried and true 
technique when it comes to a real estate agent’s long term success. It’s essential 
to identify areas and target owners that are ripe to sell (or buy) a home in  
that area.

It’s not easy; there’s no magic wand or flick of the switch. It takes effort, 
persistence and some long-term vision. However, it’s also not that hard. With 
some pointers from RPR (plus tools, reports and access to practically unlimited 
data) you can learn to prospect like a pro. And if you commit to doing it properly, 
you’ll transform your business and build up a nice pipeline. One that will flow with 
more clients and more profits.

Consider this eBook (an exclusive downloadable asset for RPR users) your all-
inclusive, go-to source for prospecting. It’s filled with tips, step-by-step how-to’s, 
quick video lessons, research results, success stories and more. Keep it on your 
desktop and add it to your digital library to learn:

	į What farming is and why farming/prospecting is so important
	į Where to set up farming areas
	į Who to target in those areas
	į How to calculate turnover and absorption rates 
	į How to use RPR maps to create, customize and save map areas 
	į How to create mailing lists and labels
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Why farm and 
prospect for clients?

While many agents rely on referrals and 
relationships for their next client (which 
is very important and should be fostered 
at all times), most top producers spend 
time and marketing money on creating 
their own leads. Simply put, they are 
proactive when it comes to finding their 
next listing or buyer.

This type of hustle when it comes to garnering new business is perfectly tied 
into geographic farming/prospecting. You need to find the right neighborhoods, 
crunch data to determine if they’re a good fit, and effectively market yourself to 
the homeowners in the area over a sustained period.
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If you’re not familiar with geographical farming, here’s a simplified explanation: 
a farm is an area, usually a neighborhood, that you identify as having great 
potential to market yourself to in order to find prospects and clients. Here are 
some other definitions:

ٹ	 Real estate farming is concentrating your marketing and promotion 
efforts into one demographic or geographic area. The goal is to become 
the “go-to” agent in that real estate market. This goal is reached  through 
consistent effort, identifying prime targets, expertise and the right tools. 

ٹ	 Real estate farming is a marketing tactic used by top producing agents 
to bolster their business in a specific neighborhood, development or 
area. You “farm” by planting seeds and nurturing an area for leads and 
contacts. This can involve a mix of direct mail, social media posts, door 
knocking, postcards or RPR Property Reports, which can be sent via 
email, text or snail mail (which can still work!).

ٹ	 Real estate farming involves setting up a relationship with prospects and 
being actively involved in that community. That way, when one of these 
owners has a real estate need, you’ll be top of mind. 

RPR can help you implement all of the above!

What is farming? 
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Start your neighborhood 
farm off right
Congratulations on deciding to become a farmer! This is a proven method of 
marketing your real estate business to a neighborhood or local proximity in a  
way that raises awareness of your brand, captures leads, earns referrals and 
gains listings.

When used effectively, farming provides an excellent opportunity to connect 
with potential sellers. But what should you consider when selecting your farm 
area? Here are some questions to consider to help you get started:

1 Is the neighborhood  
nearby and easy to get to?

You want to farm areas that are close to you, or at least where 
you’re comfortable commuting to within a certain mileage or 
time. It makes zero sense to farm an area two counties away, 
but if you’re okay with a forty five minute drive, then make that 
your allowable parameter.

Setting up a reasonable travel radius is important because 
you’ll be in this area, in person, quite a bit. Whether it’s door 
knocking or being involved in community events, you have to 
be present in order to earn trust and top of mind awareness. 
You have to know the neighborhood! A consistent / promotion 
effort includes touchpoints at least every three to four weeks, 
on a long term basis, so easy access to your farm area is an 
important consideration.
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Pro Tip: How to Target Specific Homeowners

This RPR Shortcut will guide you through an example of how to 
search for Owner Occupied homeowners that have owned the 
property for between 5-15 years. Try it now! [rpr.me/find-sellers]

2

•	 For example, let’s say 15 houses have been sold in 
the past 12 months. There are 150 homes in the area. 
Therefore: (15 ÷150) x 100 = 10% turnover rate

•	 You typically want to see 5% turnover rate or higher.

Note: this formula is for an average market. Hot or cold markets 
can affect turnover rates and their target number. For example, 
turnover rates may be impacted by low inventory, so you may want 
to adjust the rate to 3-5%. Another thing to consider is how long 
someone has owned a home and how much equity they have. 
Someone who has owned a home for 10, 15 or 20 years is not 
contributing to the turnover rate, but they might be the perfect 
target to sell soon.

# Sales Last 12 Months

# of Homes in Area
100   = Turnover 

RateX

Does the area have an acceptable 
turnover rate?

One of the most important aspects of identifying a farm area, 
turnover rate, is a simple calculation that helps to identify  
whether the area has enough sales activity to sustain your 
prospecting campaign.

To figure out the turnover rate in your potential farm area, divide 
the number of homes in your farm area by the number of homes 
sold in the last 12 months.

https://rpr.me/find-sellers
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What’s the Absorption Rate in  
the neighborhood?3
Another helpful metric that can determine the potential for 
success is Absorption Rate—a calculation used to predict how 
many months worth of inventory are in a particular neighborhood.

To calculate months of inventory for your farm area, first 
calculate the rate of sales. Next we can use that to determine the 
Absorption rate.

Using the same example as above, we’re looking at the last 12 
months (365 days), and 15 homes have sold during that time 
period. And lastly, there are 3 current listings.

Rate of Home Sales calculation:

•	 365 days / 15 = 24.3
This tells us that 1 home is sold every 24.3 days

Now we can calculate Absorption Rate:

Time Frame

# of Sold Homes
= Rate of Home Sales

•	  3 X 24.3 = 72.9 days (Or 2.43 Months)
This tells us that if market conditions remain consistent and if  
no new listings come on the market it will take 72.9 days (Or 2.43 
months) for the current inventory to sell at the current pace of  
the market.

# of Active 
 Homes = Absorption 

RateX Rate of  
Home Sales
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Is the number of homes manageable for 
consistent marketing outreach? 4

5

Your goal is to get your brand in front of as many eyes as possible. 
Yet, you need to sustain your farm campaign consistently, with 
depth and quality, and with a long-term vision in place. Keeping 
those costs and available resources in mind is important. The  
key? Market only to as many homes as your budget will allow, 
every month.

Does one agent currently dominate  
sales activity for the neighborhood  
or have homes been sold by many 
different agents?

Real estate is a competitive business with many agents 
establishing unspoken territories. Knowing that, and preparing 
is key to developing your farm area. Look for areas that have a 
multitude of agents selling with no defined market share.  
Chances are the area isn’t being marketed heavily by any one 
agent, giving you an opportunity to consistently brand yourself as 
the local expert.

Use this Google spreadsheet as a template

Here’s a spreadsheet to help you 
keep track of Turnover, Rate of 
Sales and Absorption Rates for 
your farm(s). Please remember 
to click “File” and then “Make a 
copy” to use it for yourself only. 

Try it out! 
rpr.me/farm-sheet

SCAN TO 
GET ACCESS

https://rpr.me/farm-sheet
https://rpr.me/farm-sheet
https://rpr.me/farm-sheet
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Put your geographic 
farming plan into action
Let’s say you have a hunch that a particular neighborhood not too far from you is 
a good area to target for farming. Perhaps it’s a newer development, just about 
five years old, and no one agent is dominating the action. Now you use RPR to 
make sure the numbers add up and confirm that it’s an optimal farming target. 

Follow these step-by-step directions on setting up your area. First, let’s get the 
number of homes in a neighborhood:

1.	 Sign on to narrpr.com
2.	 Select Research from the main navigation, and then choose Map Search.

3.	 Enter the geographic (Neighborhood name, ZIP or City) area representing 
your potential farm area.

4.	 From the Type/Status dropdown select Public Records.

https://www.narrpr.com/home
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5.	 Select the magnifying glass to Search.(Note: if you’ve searched a zip code  
or larger area you may receive a message saying you have too many results. 
Click Close.)

6.	 Pan and zoom the map to center your farm area in the window.
7.	 Choose the geographic farm boundaries. This can be accomplished a few 

different ways:
•	 Identify pre-defined neighborhoods:

•	 From Show Geographies (located at top of the map), try Intermediate, 
Minor or Micro Neighborhoods.

•	 Now select the geographic area that matches your potential farm. The 
area will turn orange.

•	 Draw a shape:
•	 Use Draw (freehand, box, radius or polygon) or Driving (drive time or 

distance) to define a specific area.
•	 Once the shape is set, choose Save Area. Enter a name, and Click 

Save Area again.
8.	 With the neighborhood still selected, choose Search in This Area. The count 

will be shown directly above the map.
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9.	 Write down the total number of homes in your spreadsheet template [rpr.me/
farm-sheet].

10.	Repeat for each neighborhood you’ll be comparing.

https://rpr.me/farm-sheet
https://rpr.me/farm-sheet
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Next step, we’ll determine the number of homes 
sold in the neighborhood over the last 12 months.

11.	Above the map, from the Type/Status dropdown select For Sale, and then 
select Closed.

12.	Now click on the date field to the right of closed, then select Last 12 Months.
13.	Also select Include public records solds.
14.	Now select the orange magnifying glass to search again.
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15.	Record the sold count of properties in your template worksheet.

16.	Repeat for each neighborhood you’ll be comparing.
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Identify the number of homes currently listed in 
the farm area.

17.	For this, we need to go back up to the Type/Status dropdown and uncheck 
Closed and now check Active.

18.	Select the magnifying glass.

19.	View the number of homes currently listed under the map.
20.	Record the number in your worksheet.
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21.	Repeat for each neighborhood you’ll be comparing.
22.	With your numbers added to the template worksheet, the 12-month turnover 

rate is calculated.
23.	Lastly, using your template worksheet, enter your estimated cost per mailing. 

This number does not come from RPR. It is the average per-piece marketing 
cost for each home in the farm area. Not sure? Try using the USPS Every Door 
Direct Mail calculator [www.uspsdelivers.com/direct-mail-cost-calculator].

Create a Market Activity Report [rpr.me/market-activity] for the Neighborhood 
to find additional metrics such as Median Estimated Listing Price, Median 
Estimated Home Value and Median Days in RPR. The Metrics will be found on 
page #2 of the report.

http://www.uspsdelivers.com/direct-mail-cost-calculator
http://www.uspsdelivers.com/direct-mail-cost-calculator
https://rpr.me/market-activity
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How to reach your farm: 
mailing lists and labels
Once you’ve set up and saved/named your farm area, you need a plan for 
marketing your services and your brand to those owners. Plan for at least a 
year’s worth of contact or touchpoints. These can be traditional door hangers 
with notepads or calendars, or maybe old fashioned door knocking. And, if 
you’re experienced with social media, you can do monthly or bi-weekly posts 
(neighborhood Facebook pages and Nextdoor are perfect).

The above are just suggestions to add to your marketing mix. One to make 
mandatory though is direct mail. While “snail mail” may seem to be a thing of the 
past, it actually reaches home owners quite effectively. And RPR has a way for 
you to do mass mailings with ease!

Deliver results with RPR Mailing Labels

RPR’s Mailing Labels feature provides REALTORS® the ability to create farming 
or prospecting lists and generate up to 2,000 pre-formatted labels per month for 
mailings to residential or commercial property owners, based on any RPR search.

The labels are available in popular formats, or users can choose to export the 
results into a standard CSV file. The data used to create the lists is licensed from 
Black Knight, RPR’s public records provider.

Mailing Labels are created from public records data and directly pulled from your 
search results. Filter your results through the advanced search, the left side of 
the results page or through the map drawing tools. 

To see it action, check out Create Your Own Mailing Labels In RPR: A How-To 
Video [rpr.me/create-labels] or follow another step-by-step on how to do it:

https://rpr.me/create-labels
https://rpr.me/create-labels
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1.	 Sign on to narrpr.com
2.	 Select Research from the main navigation, and then choose Map Search.

3.	 From the top left corner of the map, select the Saved area we created earlier, 
and then click Search in this Area.

4.	 Now toggle over to List or Gallery view and confirm your results look correct.
5.	 Now select Mailing Labels.

https://www.narrpr.com/home
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6.	 The Mailing Labels dialog opens.
7.	 Layout: Choose your output: CSV or PDF

•	 If PDF is selected, choose from 3 format options
•	 Avery 5160: 30 per sheet
•	 Avery 5161: 20 per sheet
•	 Avery 5162: 14 per sheet

8.	 Customize: Choose address and owner name format

•	 Select Address Type: Property or Tax Billing
•	 If Tax-Billing is chosen, you can also choose to Eliminate Duplicates

•	 Choose how you want the labels addressed
•	 Owner Name
•	 Owner Name “and/or Current Resident”
•	 “Current Resident”
•	 A Custom Name you enter
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9.	 Filter your labels:

•	 Choose Occupancy Type:
•	 All – Includes all properties in the search results
•	 Owner Occupied -Only includes properties where the fields “owner 

occupied” is set to Yes
•	 Absentee Owner- Only includes properties where the fields “owner 

occupied” is set to No
•	 Select which labels to exclude:

•	 Exclude listed properties
•	 Exclude properties on Do Not Mail list
•	 Exclude properties with incomplete addresses

•	 Select which Records to export:

One Minute Mailing Labels Lesson
Learn how to create 
mailing labels and lists 
in minutes! 

See how with this  
one minute video 
[rpr.me/mailing-labels].

SCAN TO 
WATCH VIDEO

https://rpr.me/mailing-labels
https://rpr.me/mailing-labels
https://rpr.me/mailing-labels
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What to send your future 
clients: RPR reports
Once you’ve established your farm area 
and created your list, you need to create 
materials to send or drop off. Postcards 
and flyers can certainly work, and you’ll 
want to use them at various times of the 
year. However, when a potential client 
receives an RPR Property Report on 
their home, directly from you, that’s 
when you start really making a 
connection. In this section, we’ll 
outline a few reports best suited to your geographic 
farming needs, and how to instantly respond to on-the-spot 
consumer inquiries and leads.

Market Activity Report

RPRs Market Activity Report is a snapshot of all the changes in a local real 
estate market. It includes a list of active, pending, sold, expired and distressed 
properties, including recent price changes. You can choose to go back days or 
weeks, and even up to three months.

If you decide to walk your farm area, generate and save a Market Activity Report. 
Then, when striking up a conversation with a homeowner, you can use the RPR 
app to share the area’s sales activity, even offering to email or text the report 
without skipping a beat.

Even if the homeowner isn’t ready to sell, keep the conversation going by offering 
to send a monthly or quarterly Market Activity Report. Perhaps the neighborhood 
has a few distressed properties your new client is concerned about or they’re 
thinking of selling when values increase. Here’s your opportunity to get in on the 
ground floor.
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Blanket your farm area with the Market Activity Report, either by email, snail mail, 
or in person. Customize the report to let them know updates are available at 
frequent intervals. Direct them to your website to sign up for the next report. Ask 
them to email it to their neighbors.

Here’s what you will find in a Market Activity Report:

(Uncheck elements you wish to hide)

Report Elements:

•	 Market Snapshots
•	 Estimated Home Values
•	 12-Month Change in Estimated 

Value
•	 Concentration of Distressed 

Properties
•	 Sales Price
•	 List Price

•	 Market Activity Summary Stats
•	 Market Activity Property Details
•	 About RPR and Our Data
•	 Choose the report timeframe:

•	 Last 3 Days
•	 Last Week
•	 Last Month
•	 Last 3 Months
•	 Last 6 Months

•	 Choose which statuses to show:
•	 New Listings

•	 Pending
•	 Price Change
•	 New Distressed
•	 Recently Sold
•	 Expired
•	 New For Lease
•	 Recently Leased
•	 Open House
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Neighborhood Report

RPR’s Neighborhood Report is a user-friendly configuration of data that will 
help you know a farm area from the inside out. The report profiles the people, 
economy, quality of life, and housing for the areas you choose, and can be a 
great icebreaker when introducing yourself to homeowners with a “Get to Know 
Your Neighborhood” campaign.

Much like the Market Activity Report, generate the Neighborhood Report prior 
to walking your farm area. Then, when striking up a conversation with the 
homeowner, use your phone to share the Neighborhood Report, even offering to 
email or text the report to the homeowner. You might even want to pull out a fun 
or intriguing fact about the neighborhood and start the conversation off with a 
“Did you know” type of question.

Here’s what you’ll find in the Neighborhood Report:

(Uncheck elements you wish to hide)

•	 Age ranges
•	 Average income
•	 Occupations
•	 Education levels
•	 Voting trends
•	 Job growth, unemployment rate
•	 Cost of living

•	 Climate
•	 Average commute times
•	 Median list and sales prices
•	 Listing and sales volume
•	 Price range and price per square 

foot of homes sold
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Property Report

RPR’s Property Report takes a deep dive into a specific property. The report can 
include data points such as the home’s physical characteristics, listing and 
foreclosure activity, market statistics, demographics, property history, taxes, and 
school information. The report also includes a property’s photos when available.

RPR’s Property Report is a great marketing tool for those follow-up efforts. 
And remember, with RPR you don’t need to go back to the office to create one. 
Simply use the RPR app. Let the homeowner know that you can easily email, 
text, or hardcopy a Property or Mini Property Report to them, complete with your 
evaluation of the home’s value as well as comps from the neighborhood.

Here’s what you’ll find in the Property Report:

(Uncheck elements you wish to hide)

•	 Property Values
•	 Comp Analysis Results
•	 Home and Homeowner
•	 Property Characteristics & Photos
•	 Refined Value
•	 Tax, Assessment and  

Mortgage History
•	 Sales and Financing Activity and 

Price Change History
•	 Distressed Info
•	 Map Layers
•	 Neighborhood Info
•	 School Scores and Reviews
•	 My Mobile Notes and Photos
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Mini Property Report

As the name implies, RPR’s Mini Property Report is a handy, cost-effective 
deliverable that homeowners will find easy to digest. Most importantly, when your 
photo and contact info are emblazoned on the report, it’s sure to make a lasting 
impression on a potential client and ensure that you’re easy to contact.

Here’s what you’ll find in the Mini Property Report:

(Uncheck elements you wish to hide)

•	 Value
•	 List Price
•	 Comp Analysis Results
•	 Home and Homeowner Facts
•	 Property Photos
•	 Historical Data (taxes, assessments, mortgages)
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Farming success stories
Lessons and checklists are great, but sometimes knowing how actual agents 
pull off their farming techniques can be a great help. Here’s how some of your 
colleagues and peers have used RPR and geographic farming together to achieve 
success. You’ll see that while there is a formula to farming, it can also help to 
add your own tactics, creativity and personal touches.

It’s Much Smarter to Farm Than Fish

Trang Dunlap, REALTOR®

Trang Dunlap Group 
Pleasanton, California

Trang Dunlap, a REALTOR® from the 
San Francisco Bay Area in California, 
creates her marketing campaigns by 
setting up hyper-local neighborhood 
farms and utilizes a two phase direct 
mail program. She targets many 
neighborhoods all over the San 
Francisco Bay Area and quickly gets 
leads from homeowners by offering an 
answer to their number one question: 
how much is my home worth? Here’s 
how she does it...

Trang starts by picking a small farm 
area. This can be a neighborhood 
or condo building. She then buys 
a domain name for that farm. The 
website is just a simple landing page 
that offers reports on neighborhood 
home values and the homeowner’s 
property, in exchange for the 
homeowner’s information. The website 
does not have any branding other than 
the agent’s name and license number.
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Then she mails out a simple 4″ x 6″ postcard to the neighborhood. (Note: be 
sure to comply with all of your local and state advertising requirements) Each 
postcard has very specific copy for that neighborhood and the web address for 
that farm. 

Does this method get results? Trang says, “In one neighborhood we sent out 

two hundred postcards and we were able to get seven responses in the first 

month. These seven homeowners are now going to receive well-branded, 

valuable information every month. RPR is the tool we use to deliver this 

valuable information quickly.”

Trang establishes “warm” leads with her unbranded postcards and website, then 
delivers those who show interest an impressive package of RPR Reports. She 
goes on to say, “Before we discovered RPR, a home value report took us a very 
long time to complete. We had to go on the MLS and map out the neighborhood, 
search for the homes, export the CMA and then format in Excel. The report was 
not pretty and we felt it didn’t represent our brand well. When you have to mail 
out several reports, this can take all day.

However, we are amazed by the reports that are generated from RPR in a matter 
of seconds. We print out the RPR report and put in a report binder, add our other 
printouts, stuff it all in a large envelope and off it goes in the mail.

Every month we send an updated RPR report along with other recent information 
about the real estate market and our team. We want our team to have a 
reputation for providing highly valuable information. RPR is perfect for this and 
great for our brand.”

Now that’s some smart farming! To get more details and read Trang’s story in 
full, check out our blog: Top Producer Reveals Secret to Direct Response Farm 
Marketing with RPR [rpr.me/trang-dunlap].

https://rpr.me/trang-dunlap
https://rpr.me/trang-dunlap
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Connect With Prospects and Leads Using the 
“Find 5” Method

Bruce Inman, REALTOR®

Better Homes and Gardens Real Estate  
Gary Greene Memorial Office,  
Houston, Texas 

Here’s how one REALTOR® has perfected his own process of farming for leads. 
The best part? Any agent can do it!

“Every day, seven days a week, I mail out five RPR Seller’s Reports to 

prospective clients. I’ve been doing this for four years, and I know for a fact 

that it works”, says Bruce Inman, a Broker-Associate with Better Homes and 

Gardens Real Estate Gary Greene Memorial Office in Houston, Texas

If you’re willing to put in the time, here’s how Bruce finds his daily five:

Every morning he wakes up, grabs 
some coffee, and gets on the 
computer. First he checks for expired 
and terminated listings. Then, using 
maps in RPR [narrpr.com], he searches 
for properties near properties 
where he’s had a listing. Then he 
systematically goes around, in a 
radius, looking for properties that meet 
his criteria. In a nutshell, he checks tax 
records to see how long the owners 
have been there. If they’ve owned the 
property for 10-20 years, and it’s not 
upside down, it’s a target. 

The next step is to create a property 
report to send to the homeowners. 
RPR Seller’s Reports [rpr.me/sellers-
report] are perfect for this because 
like many of RPR Property Reports, 
you can remove pages to make 
it mailable. REALTORS® can also 
customize the front pages to include 
their picture, branding, contact info 
and a custom greeting message. And 
of course, a current market analysis to 
let the owners know how much their 
home is worth.

https://www.narrpr.com/home
https://rpr.me/sellers-report
https://rpr.me/sellers-report
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After getting the report down to a reasonable mailing weight (10 pages or so), 
Bruce binds the pages and puts the report in an envelope with two business 
cards. He also handwrites all the addresses, a technique he says really resonates 
with people. “I have found that the personal touch of handwriting the address has 
a huge emotional impact. And people keep these reports around, because it’s 
about THEIR home. One couple called me two years after I sent it, and when we 
met in person, it was right there on their coffee table.”

Bruce’s final tip? “You’ve gotta be consistent, and stick to doing it every day. And 
don’t get frustrated if you don’t see immediate results. It took me 6 months until I 
got a response, and then they just kept coming.”

Be like Bruce and “Find Five” every day to keep your prospect pipeline pumping.



Farm today and reap 
the rewards tomorrow.

In any market, at any time, successful 

REALTORS® are the ones who seek out and 

find their next clients. And it’s even more 

crucial when inventory is tight. You can 

do it with this eBook, along with 

a collection of resources, 

tools and data from RPR. 

Get started now at narrpr.com. 

https://www.narrpr.com/home

	Cover Page
	Table of Contents
	Grow your farm, then harvest it for leads
	Why farm and
 prospect for clients?
	What is farming? 
	Start your neighborhood farm off right
	Put Your Geographic Farming Plan Into Action
	How to reach your farm: Mailing lists and labels
	What to send your future clients: RPR Reports
	Farming Success Stories
	Farm today and reap the rewards tomorrow.

