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1. MLS Access 
 
If you live in a title company state, you can contact your local title company whom you 
have a good relationship with. Most title companies do have ADMIN level access to the 
MLS, and will be able to pull production reports of the top performing real estate agents 
in your area.  
 
This list will tell you how many transactions were closed, name, phone, and even email 
address more often than not. This is how I secured my list in about 5 minutes. Saved me a 
lot of time, and there was no guesswork involved.  
 
2. Search Online  
 
This route is slower than using the MLS of course, but it’s still far preferable to randomly 
marketing to agents and wasting huge chunks of your time. This method will involve 
some browsing around the web.  
 
Recommended sites:  
 
- www.realtor.com  
- www.realestatebook.com 
- www.harmonhomes.com  
- www.homesandland.com 
- www.homes.com  
 
Here’s what you do. Visit one of the sites listed above, and search for a home within the 
area you are targeting agents in. It’s important to note here, that you should perform the 
search as if you’re an ideal client. In other words, if you want to do luxury homes only, 
then search for expensive homes.  
 
If you want to do mid level homes, then search for mid-level homes etc. Pretend you’re 
looking for a home. Perform the search, and begin clicking on the homes listed. Once you 
open one of the links to a home, you’re going to look for the agent photo and profile.  
Click to view their other listings.  
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For example:  
 

  
 
 
In the image above taken from Realtor.com, you can see the agents profile where you are 
given an option to view his website, or view his other listings. I recommend viewing his 
listings to get an idea of how productive this agent is.  
 
This is by no means fool-proof. You will certainly run across the occasional agent with a 
flood of listings, and very few closings. However, more often than not, the more listings 
an agent has, the more closings he/she will have. There’s an old saying in real estate: “He 
who has the most listings wins.” It’s true most of the time.  
 
This is a bit on the tedious side, but you should be able to secure name, company, phone 
number, and even email address by going this route. If you cannot locate the email on the 
site, you may choose to visit the agents website to find it there.  
 
3. Additional methods  
 
You may also ask around with friends and family, and perhaps even title companies to 
see who the heavy hitters are. Visit your local Association of Realtors as well, and join 
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their email list. Often, the Presidents Club members and high performers are mentioned 
and receive awards announced in these e-publications. I  found and met with several high 
producers through this method.  
 
Your goal is to secure a minimum of 25 agents. I would prefer you target 50 or more, but 
25 is the bare minimum. (The higher the number of agents you secure, the higher your 
chances for success) This may seem to be a lot of work at first glance, but this list is a 
gold mine of closed loans if you get this right…  
 
Once secured, add the names to the downloadable sheet, and move on to the next step.  
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