
While Retaining Your 
Current Landlords 

GROW YOUR 
RENT ROLL

“One of our senior property managers 
made the comment that she wished she 
had been doing what she had learned from 
this workshop over the many years she had 
worked in the industry.”

John Warlow - LJ Hooker 
Principal - Springwood 

and Logan City, QLD

This workshop was designed for all those LJ Hooker Property Managers who don’t 
enjoy sales or marketing but need to grow their rent roll, while at the same time they want 

to know how to safeguard their current landlords from being poached by a rival agency

One Day Workshop 9.30am to 5.00pm

Property Managers Workshop Approved by 



If this sounds familiar, you are not alone. Two months ago, these 
questions were troubling LJ Hooker Principal John Warlow, who owns 
two offices in the Brisbane suburbs of Springwood and Logan City. He 
was looking for a cost effective answer. 

Having spoken to his franchise’s head office and other training groups 
who were not offering much more than sales training, he was at a loss 
as to how to improve his Property Management team. That’s when 
John asked me to write and develop this course which has been 
tailor made for Property Managers.

Having experienced my marketing program for real estate agents, 
which he is currently running, and knowing that I have run my own 
sales training workshops for real estate agents and corporate sales 
teams in the past, John asked me to develop a one day workshop 
for his two Property Management teams which would give him the 
solution he needed. 

John needed a program designed for Property Managers that would 
give his two teams a simple step-by-step approach to help them win 
back landlords thinking of going with a cheaper agency, and at the 
same time help grow their rent roll organically.

Since that workshop, John has recommended me to a number  
of L J Hooker offices who are planning on holding similar workshops 
with me between now and the end of the year.

In this proposal I will show you how easy it is for your Property 
Managers to implement this step-by-step business building system, 
whether you hold an inhouse workshop or send your staff to one of my 
public workshops.

 ✔ How do you help your Property Managers organically grow a rent 
roll, even if they hate the thought of doing sales and marketing? 

 ✔ How do you stop offices charging cheaper rental fees from 
poaching your valuable landlords?

LJ Hooker Principal 
John Warlow

Springwood and Logan City

Why was an LJ Hooker Principal 
willing to invest $5000 to have this 
course presented to his two offices?

“It has been two months since the workshop and the investment in the 
training was worthwhile. The team are using the techniques taught to 

them on the workshop which is helping them attract new landlords. Ken’s 
approach has given the office the approach I’ve always wanted.”







Workshop Overview

How will you benefi t from this 
one day workshop?
We will teach you how to grow your rent roll, by positioning yourself 
in the market as a Property Manager who is truly interested in 
helping a Landlord achieve their long-term fi nancial goals , not 
just a Property Manager who promises the earth but rarely 
delivers.

This workshop will take you behind the scenes to learn how 
Landlord’s choose a Property Manager. This information alone 
will save you thousands of dollars on useless approaches that 
turn prospective Landlords away.

How do you achieve this? What’s the secret to communicating in 
such a way that you do not need to resort to heavy handed sales 
tactics to get a new landlord signed with your offi ce?

Workshop Strategy
Learn the mindset of the landlord. Discover the key messages 
that give a Landlord the assurance that you are the Property 
Manager for them.

Once you understand what really motivates a Landlord (and no 
it is not the need for you to reduce your commission), we will 
analyse how their motivation matches the way you are currently 
asking Landlords to sign up with your offi ce. 

When you know what makes Landlord’s tick, you’ll know 
exactly what needs to be said in both verbal and written 
communications. With this understanding, and the analysis 
of your current approach to signing up Landlords, I will guide 
you through a new process which will take the stress out of 
organically growing your rent roll. 

As LJ Hooker, Principal,  John Warlow commented in his immediate 
feedback after attending my workshop, 

            “Your system is so simple and achievable.”



Landlords are consumers too – what 
motivates a Landlord?
Having worked as a Property Manager for many years, you can 
often become so focused on what you want to get across, that you 
can forget what motivates a Landlord. 
In this step we take some time to put ourselves in the shoes of 
a Landlord and think about what it is that they are interested in, 
why have they made the decision to become a Landlord?

Landlords choose a Property Manager 
– why some don’t choose you?
It is a well-known fact that no matter what you sell, there are always 
negatives that make Landlords choose to sign with one Property 
Manager over another. 
Without the knowledge of why you have missed out on the 
management, you will never know what to say to correct the situation and bring the landlord on 
board. In this part of the workshop we take a deep long look at what really motivates a Landlord to 
sign with one Property Manager over another. This step is really important. It is the key to knowing 
how to approach a landlord wary of signing with just any Property Manager.

Getting back to basics – what 
motivates us as consumers?
The key to being a successful marketer is to stop focussing on 
your own motivation (ie I want to secure a Landlord). Instead 
you need to sit on the other side of the table and look at the 
transaction through the eyes of a consumer. 
In this section of the workshop we will share research that shows you quite clearly how to 
communicate the way a consumer wants to be communicated to. 
This technique is often used by advertising copywriters as they know that they need to get into the 
headspace of the consumer before they can begin to construct marketing messages that powerfully 
resonate with buyers.

We will teach your Property Managers a ten step process that they can start using the moment 
they leave the training room. All of our Workshops give your staff a set of powerful strategies that 
will assist in growing your rent roll while retaining your current Landlords.

Course content ...



How to market to a Landlord  
in their language
As we have discovered in Steps 1 to 3, Landlords are no different 
to you and me. We all listen to that radio station – WIIFM, 
“What’s In It For Me”, even though the real estate industry has 
pushed the idea that your ‘brand’ is all important. 
In reality all of us only sign up with a supplier if we feel they can 
deliver the best result. For a Landlord, knowing that you have 
managed a property in their street for a good rental return, in a timely fashion, will impress a landlord 
more than the fact that your franchise has offices dotted across the country. 
A Landlord wants to know more about how you have helped someone like them successfully lease 
a property to a good quality tenant for an excellent rate of return. This evidence is far more powerful 
than a marketing kit which focusses on how wonderful your brand is. This approach is called 
Testimonial Marketing.

What is Testimonial Marketing?
People will always argue facts and figures, but you cannot argue 
real life experience. 
Most people do not realise the money that can be made from 
a Testimonial. I have received Testimonials that have literally 
helped me make hundreds of thousands of dollars. I treat each 
Testimonial like a gold bar as they shine so brightly. When used 
correctly they have lit my way to sale after sale.

Getting Testimonials from your  
archive of successes
We live in a cynical society where Landlords want more than a a 
sales pitch. They want proof that you can deliver.  But most Property 
Managers have no idea how to secure Testimonials that are 
convincing enough to give a Landlord the confidence to sign up. 
In this section of the workshop I will teach you a system I use that will gain you powerful Testimonials 
that will win business. We will review your archive of successes, looking at how you can use these to 
build Testimonials that will help you overcome objections.

How not to market to a Landlord
Once we have the knowledge of what motivates a Landlord, we 
need to take a critical look at how you are currently marketing 
to Landlords. We will analyse current marketing methods 
for growing your rent roll, looking at how they respond to the 
Landlord’s motivating factors. 



What to do when you get back to the 
office having finished the workshop
It is no use motivating you on the day and then you returning to 
your office not knowing what to do next. 
We promise that you will walk away with a step-by-step 
blueprint that will enable you to implement what you have 
learned at this workshop. The blueprint covers the following:

Part 1 – Setting up your own Testimonial Marketing program

Part 2 – Taking a lead through to securing a new Landlord

Part 3 – How to keep your Landlord’s when the competition are poaching

With these three elements in place, the day you leave this Workshop, you will go back to your office 
knowing what to do next. I have been successful in my business thanks to the systems I have in 
place. You too can experience this success in your own career.

What to do when the competition is 
poaching your Landlords?
Landlords are quick to forget the excellent service and hassle-free 
approach you have been giving them, when they get a phone call 
from another Property Management company offering cheaper 
fees and making promises that are impossible to keep with the fee 
structure they are offering. 
In this section of the Workshop we will train your Property Managers in how to turn around this 
situation so that your Landlords realise that it would be a stupid decision to sacrifice what they 
currently have with your services, in order to save a few dollars. 

Using your Testimonials to  
help you grow your rent roll
Once you have the Testimonials, the next step is learning how to 
put them to the best use. I have a long history of writing sales and 
marketing materials that have generated millions of dollars in 
sales. 
In this step you will get a simple step-by-step system for constructing letters, presentation kits and 
website content that converts readers into buyers of your Property Management services. 
Gone are the days when you could rely on your franchise material to get you across the line. When 
you are part of a franchise group, it is a mistake to use copy-cutter presentation kits, which are more 
generic in nature, that were written by head office marketing people. 
Property Management is about personal relationships. Your marketing strategy should focus on 
presenting local evidence as to why Landlords have found value in your Property Management team.





TESTIMONIALS FROM KEN ROBINSON’S OTHER  
REAL ESTATE SALES WORKSHOP

The following Principals, Agents and Real Estate Salespeople made the following comments 
having attended my sales workshop for real estate agents:

 9 “I am very impressed! A detailed analysis of using testimonials and our clients experience will be 
extremely helpful in generating business for me and my agency.  I gained some great practical 
tools for generating leads. Thanks Ken!”  
James Harvey - Principal - Sternbecks Real Estate

 9 “Ken’s workshop was very informative and thought-provoking. I’m pleased to be going home with 
new scripts and dialogues and an entirely new thought process on how to be effective in real 
estate selling” 
Troy Nicholson - Principal - Richardson & Wrench Narellan

 9 “Ken’s workshop was definitely worth attending. Ken was a great speaker who shared valuable 
techniques throughout the day. I will take all the information I’ve learnt today and applied to my 
day to day work routine. I would highly recommend Ken’s workshop to anybody in real estate 
sales who is looking to increase productivity and sales.”                 
Anthony McGugan, Combined Real Estate

 9 “Ken’s workshop had a great ability in reinforcing the basics that makes salespeople successful. 
He assisted in conveying simple concepts and ideas that are not only effective but can be uti-
lised by seasoned salespeople and by new people in the industry.” 
Andy Tan - Gerard Partners Real Estate

 9 “What a workshop this was!!!! I have been to so many workshops and haven’t really got much out 
of them. Whereas Ken explained everything clearly and left you with the knowledge you need to 
implement these new strategies. His energy and presentation was extremely fantastic. I will be 
taking plenty of ideas away from here and putting them into action immediately - thanks!” 
Deborah Ford - Sternbecks Real Estate

 9 “I met with Ken on Thursday, 29 January at the Waldorf Hotel in Parramatta, I found his training 
workshop full of energy and he had great ideas and concepts for my industry. I feel I can take 
these new ideas with me in my career that will help improve not only my income but longevity in 
the industry (I have been in real estate 14 years). I highly recommend the course to others and 
found it highly valuable. In this workshop I found Ken highly approachable, he spoke fluently and 
explained himself to the whole group.”
Benham Dodd - Senior Sales Manager - Combined Real Estate

 9 “I have been to numerous real estate sales training seminars over the past 20 years and more. A 
lot of it is just the same regurgitated over and over by various people. A colleague of mine strong-
ly recommended I attend Ken Robinson’s workshop. I’m glad I did as it was a completely fresh 
approach to sales that I’ll be applying from now on. Ken brings an enthusiasm and excitement to 
this workshop.”
Garry Krestensen - Exclusive Real Estate

 9 “Ken provided a new prospective and approach on how to tackle the consumers mindset. He 
makes you see things through the consumers eyes and clearly shows you how you can combat 
objections by using the power of storytelling and testimonials. Ken also provides a great insight 
into how to effectively cold call and prospect - a great day!”
Mounir Dib - Gerard Partners Real Estate

 9 “If you are a Principal looking to do a sales workshop for your agency, I would highly recommend 
Ken Robinson’s workshop!”
Greg Copeland, Principal at Combined Real Estate - (4 offices)



Twelve years ago Ken established a newsletter program titled 
"Property News" for Real Estate Agents that has seen over 400 
offices month after month print and distribute 20,000 plus 
newsletters to their local community.

The program has a proud heritage with many agents using the 
newsletter program for fives years or longer.

Many of the Principals who have used Ken's real estate marketing 
program have sent their entire sales team to this sales workshop.

Why do business people benefit from Ken's workshops?
As one of Ken's clients said to him the other day when deciding to 

send six of his sales staff to one of Ken's workshops:
“I know your methods work, you cold called me on a Thursday 

afternoon, you then convinced me to meet with you the following 
morning and on the same day I was writing out a cheque for a year 
long marketing campaign.

“Ken, your presentation, approach and attitude was so positive I 
couldn't come up with enough reasons to knock your proposal back. 
I had never dreamed of marketing my business with a newsletter 
campaign, but you convinced me and closed me in our first meeting.

 “I had never dreamed of marketing my business with a newsletter 
campaign, but you convinced me otherwise.

 “I want you to teach my salespeople how to sell like that!”
 Ken's methods and strategies are based on his real world 

experiences on the road over the past 31 years of selling and 
marketing all manner of products and services. His understanding 
of consumer behaviour has enabled him to produce marketing 
programs that have generated millions of dollars in sales.

At 24 years of age, Ken convinced the Fairfax Media Group to 
100% financially back him to start his own magazine business. Ken 
was publishing his own national magazines with print runs in excess 
of 500,000 copies. This was his first business.

Ken has trained sales teams from: Telstra, Crown Forklifts, 
Attache Software, SEW Eurodrive and numerous other corporate 
organisations.

Ken has worked in radio as both an announcer and voice over 
artist. He was trtained at the prestigious Australian ,  Film, Television 
and Radio School.

Ken Robinson, your trainer, 
has helped promote the 
real estate industry  
for the past 12 years 

Ken Robinson
CEO and Publisher

Newsletter House Pty Ltd



WORKSHOP ORDER FORM - Grow Your Rent Roll with Ken Robinson
Name of Attendee 1: …………………………………….................…....  

Name of Attendee 2: …………………………………….................….... 

Name of Attendee 3: …………………………………….................….... 

Name of Attendee 4: …………………………………….................….... 

Name of Attendee 5: …………………………………….................….... 

Company: ......................................................................... Principal: ....................................................................................

Business Address:  Street/Road:   ....................................................................................................................................... 

City/Town: …………………………………………………..........................................………  Postcode:  ..............................................

Telephone (W): …………………………………….................…....  Mobile:  ....................................................................................

Email:  ....................................................................................................................................................................................         

Two payment options available: 

1.             Credit Card - two options: AMEX, VISA or MASTERCARD

2.             Electronic Funds Transfer (we will email you the account details and invoice on receiving this form) 

Credit card payment details:     AMEX  /   Visa   /   MasterCard    (please circle your choice of card)

Credit Card Number _______________________________ Expiry Date: ________/________

Cardholder Name:   _______________________________ CCV Number: _________ (last 3 digits on back of card)

My signature authorises Newsletter House to charge my credit card the sum of:  $ ____________________

Signature: ________________________________________          Date: _____________________________

Grow Your Rent Roll, While Retaining Your Current Landlords 
A Workshop designed for LJ Hooker Property Managers by Ken Robinson

Fax this form to: 02 4954 2001 or Email: kenrobinson@newsletterhouse.com

Please tick the workshop you wish to attend:

Newcastle 9th Feb

Melbourne 14th Feb

Port Macquarie 16th Feb

Sydney 21st Feb

Brisbane 7th Mar

We are offering you an immediate saving of $200 a ticket if you book now!

$495.00+GST$495.00$495.00+GST+GST$495.00$495.00 Today $295+GST
for each LJ Hooker Property Manager

regular price



Feedback from other 
training Ken has done







Newsletter House Pty Ltd ABN 72 081 808 906

P.O. Box 3170 Valentine NSW 2280
Telephone (61-2) 4954 2100. Facsimile (61-2) 4954 2001
CEO-Publisher Ken Robinson
Mobile 0408 028 825. Email: ken@kenrobinson.com 
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kenrobinson.com
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