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BUILD WITH BUYERS

Notes:Challenges and Successes
Making contacts and scheduling appointments exercises:

QUESTION: WHAT WAS MY MAJOR SUCCESS?

QUESTION: WHAT COULD HAVE GONE BETTER?

QUESTION: WHAT WILL I CHANGE NEXT TIME?

. 
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Today’s Objectives
THIS SESSION IS DESIGNED TO HELP YOU:

Begin forging the Buyer Path to Profitability through:

— Closing for and conducting an effective buyer consultation.

— Conducting a thorough needs analysis.

— Demonstrating your value.

— Closing for the buyer agreement.

— Handling the objections in getting the agreement.

TECHNICAL SUPPORT: (800) 374-1852
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Notes:
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The Buyer Path to Profitability
Buyers bring business…and they bring satisfaction. But they can 
take a lot of time—time you need to protect for lead generation and 
working with more sellers and buyers. 

Your job is to streamline and simplify the process—at every point 
of contact—to keep the buyer focused on getting the home of their 
dreams, as you protect your valuable time.

SIMPLY FOLLOW THE BUYER PATH TO PROFITABILITY 
TO STAY ON TRACK:

1.  PRE-CONSULTATION INTERVIEW
Understand the buyers’ needs, uncover if they can 
commit to buying, and ensure they are financially 
able to purchase a home.

2. CONDUCT THE BUYER CONSULTATION
Seize the opportunity to wow your prospects and 
convert them into clients by demonstrating your 
value, market knowledge, and expertise.

3. FIND AND SHOW HOMES
Using the information you have gathered, find the 
homes that best match your buyers’ needs and will 
lead to an offer.

4. CONTRACT TO CLOSE
Negotiate and run point on all the factors that will 
empower your buyers to close on a win-win deal.

5. CLIENT FOR LIFE
Develop a relationship with your buyers and sellers 
that will result in future business and referrals.
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Building your business with buyers is a natural complement to a listing-based 
business. The more seller listings you have, the more buyer leads you will get and 
ultimately turn into closed business.

Build Satisfaction and Wealth with Buyers
Buyers are a source of great personal satisfaction for many agents. After all, home 
ownership is a fundamental part of the American dream… and you are also helping 
them build equity in what is likely the most significant wealth-building opportunity of 
their entire lives.

Build a Streamlined and Simple Process—for Speed  
The secret to building a business with buyers that is both personally and professionally 
profitable is to work with as many as you can in as little time as possible. 

According to NAR,* the average home buyer views ten homes before they purchase. 
Considering the time involved in preparing for and touring multiple times, it is easy to 
see that buyers can require more of your time and hands-on attention than sellers.

Become a Top Producer at Top Speed
This week, you’ll focus on the skills you need to streamline and simplify the entire 
buyer process for speed. 

THE BUYER PATH TO PROFITABILITY:

1. Pre-consultation Interview

2. Conduct Buyer Consultation

3. Find and Show Homes

4. Contract to Close

5. Client for Life: tools and resources for buyers and sellers

* Source: National Association of Realtors® (NAR) Profile of Home Buyers and Sellers October 2017
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Get Ready… Get Set… GO!
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The work you have been doing with your Sphere will likely pay off in buyer leads. 
According to NAR statistics, 42 percent of buyers found their agent through the referral of 
a friend, relative, or neighbor.

BENEFITS TO BUILDING A BUSINESS WITH BUYERS:

• Buyers are easy to find: When you have listings, one sign in a yard will 
typically generate multiple phone calls from interested buyers. And Open 
Houses bring a parade of them to the door—6 percent of buyers meet their 
agent through an Open House. 

• Buyers are often sellers: You can pick up another side if they must sell in 
order to buy.

• Buyers educate you: As you research the inventory to prepare, and as you 
show more homes, you’ll gather intel that will serve you in future deals. 

* Source: National Association of Realtors® (NAR) Profile of Home Buyers and Sellers October 2017
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pre – con • sul • ta • tion in  ter view (n.)
To ensure in advance a prospective buyer is a viable opportunity and set yourself up 
for a successful buyer consultation by gathering information and positioning yourself.

Sometimes you meet buyers who are seriously looking to find and close on a home. 
And sometimes you find buyers who are just looking … and simply want you to show 
them homes for now. Regardless, your goal is to get those buyers into a buyer 
consultation for two big reasons:

1. To not waste time showing properties that aren’t a fit for their needs 
or financing.

2. To get the buyer to commit to working with you. 

Before you close for the appointment, ask questions that achieve the following goals  
to help you interview the buyer and begin building rapport:

1. Ensure they aren't working with another agent.  
• “Are you currently working with or have you signed an agreement 

with another agent?”

— YES: “Great! I’m sure that agent is going to take great care of you.”

— NO: “I’d love to share with you how I help buyers find and actually 
close on their dream home.”

2. Understand their motivation and time frame.
• “Why do you want to move?” 

• “Do you have a specific time frame for moving into your next home?”

3. Find out about their financing. They will need to get preapproved 
if they are financing their new home. 
“Do you plan on paying for the property with cash or will you be choosing 
to finance the purchase? Have you been preapproved or prequalified 
with a lender yet?”

Pre-qualify the buyer and start the process by gathering the information 
you need from the buyer questionnaire to tailor your buyer consultation to 
meet the buyer’s needs.

1. The Pre-Consultation Interview
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Explain the benefits of preapproval.

There is a big difference between a buyer who is prequalified versus being 
preapproved by a lender:

pre · qual · i · fi · ca · tion (n.) 
The first step in the mortgage process. Based on the clients’ financial 
information, the lender gives a prequalified mortgage amount. 
Prequalification does not include an in-depth financial analysis.

pre · ap · prov · al (n.)
Upon completion of the mortgage application and necessary documentation, 
the lender does a financial background and credit check to approve the buyer 
for a specific mortgage amount.

SAMPLE 
SCRIPT

“Mr./Ms. Buyer, it’s important that you are preapproved for a loan 
before you begin your home search. Preapproval is a lender’s 
determination of how much money you will be eligible to borrow.

“There are benefits to knowing upfront how much you can borrow; 
we’ll save time by shopping in your price range, and when you 
find the home you love you’ll be able to take action.

“Also, when we find the right home, we may be competing with 
other buyers. Sellers are more likely to accept an offer from a 
preapproved buyer.

“I have a list of lenders that can help with your pre-approval.”

It is rookie mistake to put any buyer in your car who has not been 
preapproved. Skip this step and both you and your buyers may 
be disappointed. They won’t get a home they want and you won’t 
be paid for the hours of time you have invested.
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Seventy percent of all buyers worked with the first agent they met with. The 
percentage in repeat buyers was even higher. Your goal with any buyer is to 
meet them face-to-face.

* Source: National Association of Realtors® (NAR) Profile of Home Buyers and Sellers October 2017

CONFLICT OF AGENDAS:

BUYER AGENDA YOUR AGENDA

Close for the Appointment

REPEAT BUYERS

FIRST-TIME BUYERS

ALL BUYERS
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Just as you would never want to do a listing presentation over the phone with 
a seller, your goal in interviewing the buyer ahead of time is simply to get the 
necessary information to have an impactful buyer consultation—in person!  

Transition from the pre-consultation conversation to setting the buyer 
consultation appointment.

SAMPLE 
SCRIPT

Agent: “Mr. and Mrs. Buyer, now that I understand a little 
about your needs, I’m confident that we can find the perfect
home together. 

“The next step would be for us to meet at the office to do a detailed 
analysis of what you’re looking for and allow me to share some 
market insights, so that we don’t waste any of your time looking 
at homes that will disappoint or have contingencies that are not 
apparent online. I have today at 4:00 p.m. or tomorrow at 3:00 p.m. 
available. Which works best for you?” 

Buyer: “Can’t we just meet at the property? I really want to see 
this house!”

Agent: “I can understand not wanting to potentially lose out on that 
property. Let’s get together as soon as possible because I also 
wouldn’t want you to miss out on that or an even better property. 
After we meet, we can speak with the sellers about scheduling a 
visit to that home as soon as possible. Would today at 4:00 p.m. or 
tomorrow at 3:00 p.m. work best for you?”

Make a judgment call: If the buyer refuses to meet for an 
in person buyer consultation and simply wants you to show 
them a particular home, decide whether or not you will work 
with them based on the information you have.  Above all 
else, you should follow any established safety protocols if 
you are meeting with unknown individuals.

Close For The Buyer Consultation Appointment

10



BUILD WITH BUYERS

Notes:

R E A L E A R N I N G  |  V i r t u a l  X • C E L L E R A T E

An exceptional buyer consultation helps you turn prospects into clients, set the stage 
for an effective and efficient working relationship, and gather the detailed information 
you need to successfully represent your client.

Be prepared with resources in both digital and print formats, and include links for 
more detailed information, such as your website, local office website, and your social 
media pages.

• BE CLEAR: Divide your information into sections with clear topics.

• BE CONCISE: Limit the overall length of the information and presentation time.

• BE POSITIVE: Use language that is positive and client-focused.

• SHOW VALUE: Emphasize the value you bring as the buyer’s agent.

In the best consultations, the agent has a scripted presentation complete with visuals 
and documentation to guide the buyer prospect through a powerful and impactful 
experience that naturally concludes with a signed buyer representation agreement. 

FOLLOW THIS FLOW TO WIN BUYERS:
1. Uncover your buyers’ needs and wants.

2. Demonstrate your value.

3. Explain the home search and purchase process.

4. Close for the Buyer Representation Agreement.

5. Establish next steps.

This is the moment where you demonstrate expertise, 
position yourself as a trusted advisor, and take the first step 
in creating a relationship and client—for life. You will be 
doing more of the talking, while still fully allowing for the 
buyer to ask questions, share concerns, and give feedback.

2. Conduct the Buyer Consultation

11
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Conduct a buyer needs analysis to understand the buyers and be more informed about 
their needs. The needs analysis helps paint a picture of what your buyers are looking for 
so you can satisfy their wants and needs.

TO GET TO THE HEART OF WHAT YOUR BUYER IS REALLY LOOKING FOR:

• Take notes: Writing down what you hear underscores your level of interest
and forces you to listen intently.

• Dig deeper:  Ask questions and get to buyer motivation by asking, 
“Why is that important to you?”

• Never assume:          If you aren’t entirely clear about something a buyer is saying, 
ask for clarification.

• Make it a dialogue: Take this time to build rapport by keeping the tone 
conversational, not interrogating.

SAMPLE 
SCRIPT

“Mr. /Ms. Buyer, thank you for letting me help you. My goal 
is to provide you with superior customer service. To do that, 
I’d like to get a clear idea of what you are looking for in your 
new home. So, let’s explore exactly what you are looking 
for in your dream home.

“By taking the time to work through these questions, we won’t 
waste time looking at homes that will not meet your needs. 
Does that work for you?”

12

Uncover Your Buyers’ Needs and Wants

Uncover Their Needs
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NEEDS ANALYSIS QUESTIONNAIRE

Buyer(s) Name(s): ____________________________________________________________________

Address: ____________________________________________________________________________

____________________________________________________________________________

Phone: __________________________ Email: _______________________________________

1. What is your preferred method of communication?      Email         Text         Phone call

2. Do you currently own a home?  Tell me about it.  What do you love about it?  
What do you wish was different?

3. What is your price range?

4. What is your time frame?

5. How long do you plan to live in your new home?

6. Do you need to sell your current house before you can buy?

7. Where would you like to live? What area/cities? Neighborhoods? School districts?

8. What is important to you in the community or neighborhood you will live in?  Is it large and 
metropolitan feeling? Suburban and spread out?  Small and quaint? Amenities you want nearby?
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9. How important are schools to you?  What about the schools is important?

10. What style of home do you like? 

11.  Number of bedrooms, bathrooms, square footage, size of lot, etc.? 

12. What are your must-have features? For example: en suite in master, pool, game room, etc.?

13. What haven’t I asked you that you would like me to know?

14. What can I do to make this the best experience you've had buying a home?

15.

16.

----------------cut here ---------------cut here ---------
-----cut here  ---------------cut here  -------------cut here  ---------------

14

NEEDS ANALYSIS QUESTIONNAIRE
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WHY SHOULD THE BUYER DO BUSINESS WITH YOU?

• CONFIDENCE: You have a clear picture of what they are looking for and are 
positive you can assist them in finding a home they will be excited to call their own. 

— “I am confident that I can help you find the home of your dreams.” 

• EXPERTISE: You have the local market knowledge and statistics* they can rely 
on to help them not only find, but close on the right home. 

— “My local market knowledge will empower us to get you in the home you want. 
I keep these statistics up-to-date, and when you have found the home of your 
dreams, we’ll refer to this to determine the best offer.”

•Stay updated on these statistics monthly to remain current and knowledgeable.

• NEGOTIATION SKILLS: Once you find their next home, you do a CMA. 

— “I will do a Comparative Market Analysis to negotiate the best possible terms 
on your behalf and I’ll manage the transaction process from offer to close.”

Last week, you learned how to create a CMA—
Use the same process for your buyers.

•  TRACK RECORD: You and/or the brokerage are successful, and have achieved 
this reputation by putting service first. Include productivity statistics demonstrating 
your successes and the brokerage’s successes.

— “I chose to affiliate with a company that has a proven track record of success—
We have sold ten homes in this neighborhood in the last six months.”

LOCAL MARKET KNOWLEDGE

AVERAGE SALES PRICE

AVERAGE DAYS ON MARKET

LIST PRICE TO SALE PRICE

TOTAL NUMBER OF LISTINGS

Demonstrate Your Value

15
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What should they expect throughout the process?

USE 
VISUALS 

• Office resources and tools

• Current local market conditions

MAP THE 
HOME 

SEARCH 
TO THEIR 
CRITERIA

•  Demonstrate the MLS to search for homes and 
see information they may not be able to access 
on their own, i.e., contingencies.

•  Show sample MLS listings. 

•  Explain how you will tap into office resources 
for any pocket listings.

•  Let them know that you can represent them 
in any transaction, including FSBOs and 
Short Sales. 

OVERVIEW THE 
MORTGAGE AND 
LOAN PROCESS

•  Preapproval letters (to increase 
purchasing power)

•  Refer any detailed questions to their lender.

•  If the buyer prefers to work with their own 
lender, ask them to obtain the preapproval 
before you start showing them houses. This will
allow you to be certain you are searching and
showing homes in the correct price range.

REVIEW THE 
STEPS IN THE 
CONTRACT TO

CLOSE PROCESS

•  Comparative Market Analysis

•  Offers and counteroffers

•  Forms and disclosures

•  Inspections

•  Closing costs









Explain the Home Search and Purchase Process

16
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Have you answered all their questions and demonstrated your value?

1. ASK: “Do you have any questions?”

• If yes: “Great, let me answer those for you.”

• Keep repeating, “Do you have any questions?” until they do not have 
any more questions.

2. SAY: “Great! We are ready to move forward to find your home!”

3. PRESENT the Buyer Representative Agreement (exclusive right to 
represent agreement) by pointing out the benefits to them if they sign.

“By signing this agreement, you are authorizing me to represent you,
look out for your best interests throughout the home buying process, 
and work to get you the best deal.”

— OR —
“In order for me to help you without possible conflicts of interest, protect
your confidentiality, and operate in your best interests, I am required to 
have you sign this agreement to represent you as an agent.”

4. BE HAPPY! When the buyer agrees and signs, express your excitement 
to work with them and begin discussing next steps.

5. OBJECTIONS? If the buyer objects, seek to understand why and handle 
the objection.

17
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SAMPLE 
SCRIPT

“I completely understand. I represent my buyers exclusively in order
to provide the service, time, and attention it takes to find and close 
on the home of their dreams. 

“And, I can show you any home on the market, no matter who 
has the listing. So, doesn’t it make more sense to work with a 
professional who is committed to giving you the time and attention 
that you need?”

SAMPLE 
SCRIPT

“Mr./Mrs. Buyer, if you are unsure about signing this agreement, it 
usually means I haven’t answered all of your questions or there is 
something we haven’t touched on. Is there something more we 
should discuss?

“Mr./Mrs. Buyer, signing this agreement is actually our policy since 
I can’t be 100% committed to you unless you are 100% committed 
to me representing your best interests.

“I understand your hesitation. If it comes to a point where you don’t 
want to work with me, then I won’t have a problem ending our 
agreement. We’re just dating, not married! I just ask that you let 
me know as soon as you feel this way. How does that sound?

“If you give me the right to represent you, I can work for you to get 
the best deal, and that’s what you want, right? The best deal?”

OBJECTION #2  – I want to work with several agents to get the best deal.

Objections to the Buyer Representation Agreement 

18

Buyers may object to signing the Representation Agreement when they do not 
understand the value and protections it offers. To overcome to their objections, 
keep your focus on the benefits.

OBJECTION #1  – I am not sure I want to get locked into an agreement.



BUILD WITH BUYERS

Notes:

R E A L E A R N I N G  |  V i r t u a l  X • C E L L E R A T E

MAKE SURE YOUR NEW CLIENTS UNDERSTAND WHAT IS NEXT.

• Establish a communication plan (frequency of contact, preferred methods 
of communication).

• Let the buyer know you will set up listing alerts customized to the 
specifications they have provided you.  

• Encourage the buyer to establish an account to search on your customized 
website, if you have one. This can keep your buyers’ search contained to 
your site as opposed to those of other realtors.

• If you are not doing the presentation the same day that you tour homes, 
schedule your next appointment to visit homes as soon as possible.

19
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The Right Attitude
The only thing standing between you and your goals are the activities in your Double Play.

Every day, self-doubt, inertia, and the inevitable challenges of life will do their best to stop 
you from getting those activities done. But, with the right mindset, you can power forward.

Strike a Pose—
A POWER POSE
Research has demonstrated 
that striking a Power Pose
—for as little as two minutes—
can change your body chemistry, 
infusing you with confidence 
and power, and impacting 
the way you do your job and 
interact with other people.

It’s easy!
Stand tall. Legs wide and 
firmly planted. Chin up and 
shoulders wide. Channel 
your inner superhero as 
you say your affirmation! 

To learn more about the 
Power Pose, check out 
Amy Cuddy’s TED Talk 
at www.ted.com. 

Affirmation
Success is my destiny! 

My goal is ____ deals and I will achieve it! 
I am the guardian of my goal and I am unstoppable in my pursuit!

My Affirmation
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Track Your Results

Enter today’s results against your goal in REScoreboard.com

RECORD ACTIVITIES
Contacts are worth 1 point, 

Appointments are worth 5 points 
for the Training Leaderboard

RECORD 
CONTACTS

RECORD
APPOINTMENTS

MY DOUBLE PLAY 
DAILY GOALS TODAY

____ # CONTACTS

____ # EVERY DAY

Log into 
REScoreboard.com

21
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………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

……………………………………………………………………………………………………..

What did you learn today that you never want to forget?
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DEVELOP YOUR PERSONAL BUYER CONSULTATION
 Set yourself apart from the competition by including those 

tools and resources that are unique to the CENTURY 21® 
system  and your office in your Value Proposition for buyers.

 Develop the visuals needed to demonstrate your value.

 Write out answers to common questions that will 
come up during a buyer consultation.

 Put everything together into a Master Buyer Consultation 
that you can use for all buyer prospects.

Time needed: 45 minutes

ACHIEVE

EXPLORE BUYERS TOOLS AND RESOURCES
 Explore the many tools and resources that are 

available to you to illustrate the value you bring to the table
in representing the buyer.

 Personalize those you will use in your buyer consultation.

 Be sure to check with your office and C21® resources 
so that you don’t reinvent the wheel.

 Be prepared to present your value during 
your buyer consultations. 

Time needed: 45 minutes

ACHIEVE

CRAFT YOUR PRE-CONSULTATION QUESTIONS
 Prepare to work with the buyers who are truly ready 

to purchase now.

 Use information from class (and other sources, if applicable) 
to write a list of questions to ask every buyer.

 Practice the delivery of these questions.

Time needed: 20 minutes

ACHIEVE

MAKE YOUR CALLS. REACH YOUR GOALS.
 Set a contact goal.

 Make your calls.

 Update REScoreboard.com with your 
contact and appointment numbers.

Time needed: based on your goals

ACHIEVE
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Technical Support: (800) 374-1852

NOTES:
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Notes:Challenges and Successes
Making contacts and scheduling appointments exercises:

QUESTION: WHAT WAS MY MAJOR SUCCESS?

QUESTION: WHAT COULD HAVE GONE BETTER?

QUESTION: WHAT WILL I CHANGE NEXT TIME?

. 

26
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Today’s Objectives
THIS SESSION IS DESIGNED TO HELP YOU:

• Build on the five-step program designed to help you secure and 
service buyers well past the closing.

• Systematize a process to help buyers find the home they want 
and need, which will save you both time.

• Implement a nine-point system that ensures a high level of 
showing success.

• Evaluate the buyer for both verbal and non-verbal closing signals 
so they can proceed with an offer.

• Examine when to offer a high, low, or market-value bid.

TECHNICAL SUPPORT: (800) 374-1852
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CONGRATULATIONS!!! You did it. You demonstrated your expertise and ability to 
effectively help your clients get into the home of their dreams. Your buyer has 
been preapproved. The Buyer Needs Analysis and Buyer Consultation is done. 
With this information from your buyers, you understand what your buyers’ 
expectations are and what they are looking for in a home. Now, you can get busy 
and help them find their dream home.

Here is when the fun starts! Finding and showing homes 
is rewarding—as long as you set the parameters that 
allow you to streamline and simplify for speed. Weeks or 
months spent searching for the perfect home that may or 
may not exist serve neither you nor the buyer.

3. Find and Show Homes

28
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Internet home searches have helped streamline how agents work with buyers. 
According to NAR: 

• Today’s buyers spend more time searching in general, but less time searching  
with their agent. The average buyer spends 3 weeks searching on their own 
before contacting an agent.  

• ___ percent of buyers now use the internet in their home search, meaning 
buyers tour fewer homes in person with their agent before buying.  

• ___ percent of buyers used the internet to find their home.
This all translates into less time and hassle for you if your buyers can 
search effectively online. 

1. EMPOWER THEM TO FIND THEIR OWN HOME 
•  Do a thorough job of searching the MLS, and on FSBO sites

•  Put your buyers on a listings drip as soon as they come on the market. 
If you see a home they might like, ask for feedback before your tour. 
This may help shorten the list.

Something that looks good on paper may not be so 
great in real life. You may use this suggested script 
to save yourself visits to homes that your buyers may 
rule out once they see them in person. 

“Online resources can help us find your perfect home faster. I might find it first or you 
might. When you find a home that you like, let me know. I tour many of the homes on 
the market to stay current, so if it’s one I’ve seen, I can share some insights that will 
help you decide if seeing it in person is worth your time.”

2. LOOK FOR ALTERNATIVE SOLUTIONS
Buyers are not the real estate expert—YOU are. Sometimes buyers have conflicting 
ideas or are looking in areas and price ranges that won’t meet their needs. As you listen 
to what your buyers are saying, suggest alternatives that will meet their criteria, such as 
neighborhoods or floor plans. This will add value to your relationship with your clients.

•

•

•

Find Homes
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Plan for a day that ends with an offer.

1. DO A FINAL CHECK
Check recent MLS activity or Hot Sheet for any new listings or information relevant to 
your buyers, such as when a price drop happened overnight or a listed home got an offer. 
You could lose credibility if the perfect home you are standing in went under contract 
yesterday. 

2. SCHEDULE SHOWINGS FOR SIMPLICITY AND SPEED
Your time is precious—as is your clients’.

•  Schedule and group your showings to maximize time. Reference maps 
and time of day to make the most of your showing time. 

•  Use your GPS or phone mapping system for the most direct route to 
each home. You are the neighborhood expert, so you will need to know 
how to get to each home. 

•

•

3. CAST A WIDE PRICE NET
Set a range outside of the price range established by the buyer and their loan officer. 
If you make your search parameters too strict, you may miss a home that is close to 
the buyer’s range and may be improperly priced, or open to negotiations. For 
example, if your buyer is searching:

• Under $400K, set the range $25-50K above and below the target price.

• $400K to $1M, set the range $50-75K above and below the target price.

•  $1M and above, set the range $75-110K above and below the target price.

Find Homes (continued)

Show Homes
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3. INSTITUTE A “JUST SAY NO” POLICY
Let your buyers know that it is OK to say no to a house. It could be as soon as 
you hand them the tour package, as you drive up, or even just as you walk 
inside the house. If they want to move on, it will save you the time of not showing 
them a house they know they would never buy.
•

•

4. INSTITUTE A “JUST SAY YES” POLICY
Let your buyer know that at every home you will ask them if they want to make 
an offer. If they are excited or “in love,” they should not hesitate to move forward.
•

•

5. BUILD A BUYERS' PACKET
Create a packet of information on each home you are showing. Include the 
property information sheet, floor plan, seller’s disclosure, and other pertinent 
information. This will help answer any questions they may have. They should 
take notes on their printouts. Encourage them to name the homes for better 
recall later, for example, the “Cape Cod Cutie” or the “Little Lakehouse.”
•

•

6. KNOCK AND ANNOUNCE YOUR ENTRY LOUDLY
Be sure to knock loudly and announce yourself when you are entering any 
home. You never know when someone’s plan has changed and they are home.
•

•

7. MONITOR YOUR WORDS AND YOUR ACTIONS
Assume you are being recorded! Audio and video technology can capture 
you and your buyer’s every move. Nothing should be discussed or done that 
might compromise negotiations.
•

•

Show Homes (continued)
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8. KEEP BUYERS FOCUSED
Sometimes easily replaceable or changeable items—weirdly colored walls or outdated 
carpet—can be so distracting that buyers can overlook the positives of a property–and 
so can excessively cluttered or dirty homes. When buyers push back about a home 
because of such things, refocus:

SAMPLE 
SCRIPT

“I can understand why you’d say that. Aside from the changeable 
cosmetics, how do you feel about the underlying features of the 
home?” [They like it.] “Would you want to make an offer if we 
were able to add a provision for the seller to replace the carpet 
with something more to your taste? 

“It may take a little imagination to look past the 127 collectible 
Elvis plates, but can you see your family and furniture in 
this space?”

•

•

9. LEAVE IT AS YOU FOUND IT
Be sure to leave the home exactly as you found it. Close any doors that were 
closed and make sure that all exterior doors are locked.

Before you walk out, go through the home and check if all doors and windows 
are closed. You would not want to leave an unsecured home. 
•

•

What is the best tactic? Act as a guide leading the way or follow behind listening 
to their comments? 

To Lead or Follow?

Show Homes (continued)
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GETTING DIRECT FEEDBACK FROM BUYERS
If the buyers seem keen, it might be time to ask the buyers about a point of their 
affection and then go for a close.

GETTING INDIRECT FEEDBACK FROM BUYERS
Keep a watchful eye and open ear for buyer closing signals, such as:

• Questions about property

• Statements about the house

SAMPLE 
SCRIPT

Agent: “What did you think of the master bedroom?”

Buyer: “We loved the walk-in closet. It will fit all my shoes!”

Agent: “You’re right. So few homes have a walk-in closet 
this size. Should we send in an offer so we don’t miss out?”

During The Tour
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GETTING FEEDBACK FROM BUYERS
Ask the buyer to openly discuss their thoughts on each home. Let them know that 
you value their candid feedback to better narrow down the search for the right home.
With your buyer, review each of the homes and get their opinions and maybe their 
final "no" or “yes” to each. 

• Ask

• Eliminate 

•

•

• IF YES—Be prepared to write the offer.

• IF NO—Ask if there is any follow-up needed. Do they need to see another property 
again? If you have truly done your homework and yet none of the homes are a 
match, schedule time to reconfigure their search parameters. 

If they say, “I want to see more homes”:

SAMPLE 
SCRIPT

“Do you want to see more homes because you don’t like any of the 
ones we saw or you just want to be sure there is nothing else out 
there?

“As you think about it, I know you will realize we saw homes that 
are in your price range and have everything you have been 
looking for. There were some great options here; I recommend you 
make an offer.”

After The Tour
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GIVING FEEDBACK TO LISTING AGENTS
It is customary to provide showing feedback to the listing agent. You may receive an 
email or a call asking you how the showing turned out. It is considered proper 
etiquette to provide feedback, but be sure you are not giving information that may 
compromise your buyer’s confidentiality or ability to negotiate terms of a purchase if 
they are interested in the property.

After The Tour
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Just as it is for the sellers, this is an exciting time for the buyer. And it is just as 
emotional and stressful. Working the buyer side presents a different set of challenges 
as you steer the transaction to a successful close through the offer, inspection, 
appraisal, and negotiation. 

• Set expectations: what you can control and what you can’t, such as
appraisals, financing, etc.

• Be proactive: anticipate the issues that typically arise and take the 
necessary action.

• Show value: communicate, over-share information, and provide all 
the necessary documentation and tools.

The Contract to Close phase will last at least thirty days 
and during this time, you may be very hands-on. You 
and the sellers’ agent are the intermediaries between 
the two parties. The better you both work together and 
communicate, the more likely your success in bringing 
them to a win-win conclusion. 

It’s time to make an offer on the home your buyers have decided is “the one.” 
Counseling them on their best approach is one of your most important tasks 
as a fiduciary.

4. Contract to Close

The Offer

Use statistics and facts to remove as much emotion as possible. Complete a 
comparative market analysis on the property, and share this with the buyer. Take 
market conditions (sellers’ or buyers’ market) and the information you have gathered 
on the buyer’s and seller’s motivation into consideration. 

Determining the Offer
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GO HIGH 
In a fast-paced market 
where multiple offers are 
the norm and knowing 
your buyers have an 
urgent need—such as 
having to relocate in time 
for their new job—counsel 
them to make an offer 
that is going to stand out.

Other reasons to go high:

SA
M

PL
E 

SC
R

IP
T

“To be sure another 
buyer doesn’t get your 
home, what’s the highest 
you are willing to pay?”

(Once they give you 
a number, ask…)

“If we offer that price 
and we get a counteroffer, 
do you want to go higher to 
avoid losing it?”

“How much higher 
will you go?”

“Should we submit 
that as our best offer? 
Then, if they do not 
accept, you will 
have fewer regrets—
You’ll know that you 
did everything that 
you could to get 
the house.”

You may encourage your 
buyers to include a personal 
letter with the offer, 
especially if there are 
multiple offers. It may be the 
emotional edge needed to 
sway the seller in your 
direction.

GO LOW 
Even if comps show the 
property is well priced, if 
it has been on the market 
for a long period for your 
area without an offer and 
you learn that the sellers 
have to sell, this may be 
a good reason to make a 
lower offer.

Other reasons to go low:

DON’T GO LOW
When your buyers want to 
“lowball,” and your CMA and the 
market conditions do not match 
their motivations, counsel them 
on the very real risks of losing a 
home they really want if they are 
outbid or if the sellers are 
offended and will not even 
entertain the offer.

Other reasons NOT to go low:

SA
M

PL
E 

SC
R

IP
T

“The difference between 
what you are offering 
and the list price is $X. 
Are you willing to lose 
the house to another buyer 
for that?” 

“Let’s write the offer 
at a price that will let 
the seller know you 
are serious about 
buying the house.”

“What is your top priority
—just a low price, or are 
you more interested in 
finding the home that 
meets your needs?”

“How will you feel if 
your offer is rejected 
and you lose this home? 
If that thought is 
upsetting, consider 
making a higher offer.”

Determine the Offer (continued)
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Most offers include contingencies. These contingencies will need to be taken care of 
before the sale process can move forward. For example:

• Buyer getting approved financing 

• The home inspection

•

•

1. Ensure that you are using a proper, legally approved form and know what is required 
in your state (check with your Broker). 

2.   Immediately send to the seller.

3.  Know what parties are involved in the offer process. Some states may require a lawyer. 

4.

5.

6.

The Offer Process is Different from State to State

Include Contingencies and Disclosures
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SELLER WANTS TO … SOME POSSIBLE RESPONSES

1. 
ACCEPT 

THE OFFER

“CONGRATULATIONS! I’m excited for you! 
I’ll get to work right away on bringing this 
transaction to a close.”

• _______________________________________

• _______________________________________

2. 
COUNTEROFFER

“This offer is within the range you are comfortable 
with. Are you willing to risk losing the home for $X?”

“Think about this: at least they are attempting to 
work with us. Let’s talk about what we can do to 
put this together.”

• _______________________________________

• _______________________________________

3.
REJECT 

THE OFFER

“I know how much you like the home, so what 
counteroffer to their counter makes sense to you?”

• _______________________________________

• _______________________________________

The seller will respond in one of three ways. Be prepared to address each 
with your buyer.

Responding to the Offer
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Getting your buyer and the seller to come to agreement on the offer is a major 
hurdle … but the deal isn’t done yet. A significant number of transactions still fall 
apart in the Contract to Close phase. To make it across the finish line with your 
sellers, be proactive to minimize the risk of fallout.

1. KNOW THE COMMON PITFALLS
WHAT CAN GO WRONG, WILL GO WRONG! 
Here are areas to which you need to pay special attention:
• Inspections and Repairs

• Appraisals

• Contingencies 

• Deadlines

•

• 

2. GET AHEAD OF ISSUES
When you set expectations upfront, you can avoid meltdowns that derail the process:
• Educate your buyers on the customary processes and time frames.

• Know your buyers’ motivations and where they will/will not flex.

• Where possible, have contingency plans in place.

•

•

3. BE A COMMUNICATOR
Never assume the seller, co-op agent, or vendors are dotting their i’s and crossing 
their t’s:
• With your buyer

• With the co-op agent

• With vendors

• With other closing parties (loan officer, title representative, attorney, etc.)

•

•

The Transaction Process
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THE 
ISSUE

WAYS TO GET AHEAD 
OF THE GAME

WINNING 
COMMUNICATION

IN
SP

EC
TI

O
N

 A
N

D
 R

EP
AI

R
S SURPRISES

Set expectations 
with your buyers and 
attend the inspection.

To the buyer: “The inspection may reveal some 
issues you can live with—Don’t risk losing your 
dream home over anything like that. Let’s save 
any requests for the big stuff. And we can both 
be there to make sure there are no questions.”

PAYMENT With your buyer, 
establish a budget.

To the buyer: “Inspections will always turn up 
issues, and many sellers won’t offer to fix a lot of 
them. Have you established a budget for 
repairs?”

TIMELINE Recommend 
dependable vendors.

To the buyer: “I can recommend any one 
of these vendors. They have done reliable 
work in the past.”

AP
PR

A
IS

AL
S

LOW HOME 
EVALUATION

Find out who the appraiser 
is and share all your data 
and research from your

CMA.

To the appraiser: “To be of assistance 
I’m happy to share my data on the property.”

Negotiate with the 
seller on the price.

To the co-op agent: “My buyers want this 
house—Are your sellers prepared to match 
the appraisal value?”

FU
N

D
IN

G PURCHASE 
CONTINGENT 

ON SALE

Get them preapproved 
before they get in your car.

To the buyer: “Sellers are more likely to 
accept offers from a preapproved buyer.”

Handle 
credit issues.

To the buyer: “Credit counseling could help 
resolve any issues that may complicate your 
loan. I can recommend some good services.”

Help them with 
the paperwork.

To the buyer: “You don’t want to delay 
approval because of a missing document. 
Use the lender’s checklist to make sure you 
have provided everything.”

D
EA

D
LI

N
ES

CLOSING/ 
MOVE-IN 
DATES

Build in flexibility when 
negotiating the dates.

To the buyer and co-op agent: “To account 
for any unexpected events—delays with movers, 
for example—let’s build some flexibility around 
the dates in the contract.”

--
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If your seller attends the closing (this differs by state), be sure they understand 
the process and walk them through the documents they are signing. Also prepare 
them for the fact that any in person meeting with the buyer may open up tense 
conversations or last-minute requests from the buyer. 

You should attend your seller’s closing as part of your fiduciary duty—Protecting 
your client’s best interests means seeing the transaction through to the end. 

It also sends a clear message to your client that you have been there for them 
at every step and are deserving of their repeat and referral business.

CONGRATULATIONS 
ON CLOSING YOUR TRANSACTION!

The Closing
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The Right Attitude
The only thing standing between you and your goals are the activities in your Double Play.

Every day, self-doubt, inertia, and the inevitable challenges of life will do their best to stop 
you from getting those activities done—But, with the right mindset you can power forward.

Strike a Pose—
A POWER POSE
Research has demonstrated 
that striking a Power Pose
—for as little as two minutes—
can change your body chemistry, 
infusing you with confidence 
and power, and impacting 
the way you do your job and 
interact with other people.

It’s easy!
Stand tall. Legs wide and 
firmly planted. Chin up and 
shoulders wide. Channel 
your inner superhero as 
you say your affirmation! 

To learn more about the 
Power Pose, check out 
Amy Cuddy’s TED Talk 
at www.ted.com. 

Affirmation
Success is my destiny! 

My goal is ____ deals and I will achieve it! 
I am the guardian of my goal and I am unstoppable in my pursuit!

My Affirmation
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Enter today’s results against your goal in REScoreboard.com

RECORD ACTIVITIES
Contacts are worth 1 point, 

Appointments are worth 5 points 
for the Training Leaderboard

RECORD 
CONTACTS

RECORD
APPOINTMENTS

MY DOUBLE PLAY 
DAILY GOALS TODAY

____ # CONTACTS

____ # EVERY DAY

Log into 
REScoreboard

Track Your Results
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What did you learn today that you never want to forget?
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INSTRUCTIONS

BE READY Share best practices with the group.

REVIEW Refer to your AIM materials for reference.

COMPLETE Complete the activities to set up your 
business tool: Client for Life Campaign.

FOLLOW Read all slides.

FACEBOOK POST
 Keep on posting your successes and challenges, 

pics, and ideas throughout the week.

Time needed: 10 minutes

ACHIEVE

CLIENTS FOR LIFE
 Review the pdf so we can hit the ground running 

in Friday’s session.

Time needed: 10 minutes

ACHIEVE
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YOUR GOAL IS TO BE IN THE PERCENTILE THAT GETS CHOSEN 
AGAIN – AND IT’S UP TO YOU TO MAINTAIN THE RELATIONSHIP.

88 percent of 
buyers said they 
would use their 
agent again or 

recommend them 
to family or friends

85 percent of 
sellers said they 
would use their 
agent again or 

recommend them 
to family or friends 

LEVERAGE THE LAW OF RECIPROCITY
ACTION: PRACTICE YOUR SCRIPT—

“Mr. and Mrs. Seller, my business is based on the word-of-mouth of my clients, and 
as you talk about the sale of your home (or purchase of your home), I’m betting 
friends, family, and coworkers will share with you that they are considering buying 
or selling, too. If I do a good job of marketing and selling your house and following 
through on the things I’ve said I would do, could I ask that at some point before we 
leave the closing table, you will share with me the information of at least one person 
you know who is considering selling or buying?”

Be the Chosen

Ask for Referrals BEFORE 
THE 

CLOSE
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WHEN What will you send/say? 
(check all that apply)

What resource does 
your company 

provide? (find it)

7 
DAYS:

 Send a thank you note/gift … 
and ask for referrals.  ___________________

14 
DAYS:

 Offer to help with any unexpected 
needs, e.g., connecting them with 
service providers … 
and ask for referrals.

30 
DAYS:

 Confirm receipt of closing 
documentation … and 
ask for referrals.

60 
DAYS:

 Send seasonal greetings, or

 Send home enhancement tips … 
and ask for referrals.

 ___________________

 ___________________

ACTION: PRACTICE YOUR SCRIPT—

“It has been a pleasure to work with you and help you get the home 
you wanted. Now that I don’t have you as an active client, I’m feeling 
lonely. Who do you know that I can help buy or sell a home?” 

Thank the Clients for their Business AT THE 
CLOSE

Ensure That They Are 
Singing Your Praises

IMMEDIATELY

POST
CLOSE
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BE READY TO SHARE BEST PRACTICES:
 Practice Your Scripts
 Ensure They are Singing Your Praises
 Stay Top-of-Mind
 Real Value

Relationship-Builder Campaign
For Past Clients

FOREVER 
MORE

WHEN What will you send/say? 
(check all that apply)

What resource does your 
company provide? (find it)

MONTHLY

 Tips on home 
efficiency/enhancements

 Market updates

 Seasonal greetings

 ___________________

 ___________________

 ___________________

QUARTERLY
 Check in with a phone call 

or face-to-face meeting, 
depending on the strength 
of their referral potential

ANNUALLY

 Update them on the value 
of their home

 Year-end “thank you 
for your business” 
message

 Offer a copy of closing 
documents at tax time

 ___________________

 ___________________

 ___________________

Recap
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Notes:
MAKE YOUR CALLS. REACH YOUR GOALS.
 Set a contact goal.

 Make your calls.

 Update REScoreboard.com with your 
contact and appointment numbers.

Time needed: based on your goals

ACHIEVE
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Notes:

The Double Play This Year’s Goal My Double Play

1. Make contacts # ____  EVERY DAY
2. Go on # ______ appointments  

EVERY WEEK

$ ___________1.  Make contacts 

2.  Go on
appointments

RECORD YOUR DOUBLE PLAY: DAILY

The Double Play M T W T F S

# Contacts

# Appointments

The Double Play
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CHALLENGES AND SUCCESSES

The Plays of Day
If the goal of making contacts is to get appointments, the goal of appointments is to get 
listing and buyer agreements that lead to contracts. 

TALLY EVERY WIN!

PLAYS OF THE DAY TOTALS

LISTING AGREEMENTS

BUYER REPRESENTATIVE AGREEMENTS

CONTRACTS WRITTEN

CONTRACTS CLOSED
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Notes:Today’s Objectives
THIS SESSION IS DESIGNED TO HELP YOU:

• Recognize opportunities to anchor top-of-mind status before, 
during, post-closing, and forever.

• Design strategies for creating “Clients for Life.”

• Generate future leads by staying in touch with people and 
vendors in your database/CRM.

• Leverage activities for client follow-up, increase your income, 
and enjoy your career.
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The end is just the beginning! Whether working with buyers or sellers, when you 
continue to provide service and build relationships, your past clients can be the 
source of referrals and future business.

According to the National Association of Realtors 2017 Profile 
of Home Buyers and Sellers, 89 percent of buyers said they 
would use their agent again or recommend them to family or 
friends, and 85 percent of sellers said the same. Your goal in 
this step is to be in the percentile that gets chosen again—and 
it’s up to you to maintain the relationship.

Set up systematic campaigns to anchor your 
top-of-mind position with either sellers or buyers:

Before the Close
One of the best ways to ask for a referral is to leverage the Law of Reciprocity, which 
describes the sense of obligation people feel to return a favor or gift. After they have 
signed the Listing/Buyer Representation Agreement, but before you leave the listing 
presentation/buyer consultation, you might consider using the following scripts:

SAMPLE 
SCRIPTS

“Mr. and Mrs. Seller, my business is based on the word-of-mouth of 
my clients, and as you talk about the sale of your home, I’m betting 
friends, family, and coworkers will share with you that they are 
considering buying or selling, too. If I do a good job of marketing 
and selling your house and following through on the things I’ve said 
I would do, could I ask that at some point before we leave the 
closing table, you will share with me the information of at least one 
person you know who is considering selling or buying?”

“Mr. and Mrs. Buyer, my business is based on the word-of-mouth of 
my clients. As you talk about the purchase of your home, I’m 
betting friends, family, and coworkers will share with you that they 
are considering buying or selling, too. If I do a good job of finding 
and closing on the home of your dreams and following through on 
the things I’ve said I would do, could I ask that at some point before 
we leave the closing table, you will share with me the contact 
information of at least one person you know who is considering 
selling or buying?”

5. Client for Life
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AT THE CLOSE
Thank the sellers for their business, ask for referrals and a letter of recommendation 
or social media post. “It has been a pleasure to work with you and help you get the 
home you wanted. Now that I don’t have you as an active client, I’m feeling lonely! 
Who do you know that I can help buy or sell a home?”

IMMEDIATELY POST-CLOSE
Thanks to your hard work, your buyers are now thrilled with your service—and you 
want to ensure that they are singing your praises with their family and friends, their 
new neighbors …

Very few clients will refuse and you’ve just given yourself an easy way to ask for 
referrals at multiple points during the transaction.

SAMPLE 
SCRIPT

“I know we haven’t closed yet, but I’m committed to following 
through on what I said I would do. So, I just wanted to check 
in to see if you’ve found anyone yet you’d like to refer?”

POST-CLOSING STRATEGIES
 Create a binder for your client.
 Provide referrals for services.
 Remove the sold sign if you are the listing agent.
 If you are the buyer’s agent, consider asking them to post a sign.
 Add their names to your ongoing newsletter and Farming distribution list.
 ______________________________________________________________
 ______________________________________________________________
 ______________________________________________________________

WHEN What will you send/say? 
(check all that apply)

What resource does your 
company provide? (find it)

7 
DAYS:

 Send a thank you note/gift … 
and ask for referrals.  ___________________

14 
DAYS:

 Offer to help with any unexpected needs, 
e.g., connecting them with service
providers… and ask for referrals.

30 
DAYS:

 Confirm receipt of closing documentation … 
and ask for referrals.

60 
DAYS:

 Send seasonal greetings, or

 Provide home enhancement tips … 
and ask for referrals.

 ___________________

 ___________________
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FOREVER MORE
Past clients can be a rich source of referrals and future business, but only if you 
stay in touch. Get them on a Relationship-Builder campaign for past clients...

MONTHLY: 
Send tips on home efficiency/
enhancements, market updates, 
seasonal greetings.

QUARTERLY: 
Check in with a phone call or 
face-to-face meeting depending on 
the strength of their referral potential.

ANNUALLY: 
Send an update on the value of 
their home; at year-end thank them 
for their business; offer a copy of 
closing documents at tax time.

CONTACT
JAN

FEB

MAR

APR

MAY

JUN

JUL

AUG

SEP

OCT

NOV

DEC
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Notes:FOLLOW-UP SYSTEM
IN ADDITION TO THE PREVIOUS TIPS:

1. THINK OUTSIDE THE BOX:

• Be creative

• Remember important dates (birthdays, anniversaries, etc.)

• ______________________________________________________

• ______________________________________________________

2. DETERMINE TOUCH-BASE FREQUENCY:

• Follow up often – they may have a lead for you!

• Vary the venues

• ______________________________________________________

• ______________________________________________________

3. BE CONSISTENT:
• Keep your contact information current

— Email, _______________________________

— Include online media links to ___________________________________

• Brand everything so they’ll remember you’re still in business and can find you.

4. UPDATE CLIENT DATABASES REGULARLY:
• Call/contact clients every six months

— Confirm contact information

— Ask about current circumstances

— ___________________________________
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NETWORK YOUR “KEY PLAYERS”
Keep vendors and organizations top-of-mind for giving/receiving referrals and to 
maintain general goodwill/ good service between you and providers.

VENDORS
 ___________________________________________________________

 ___________________________________________________________

 ___________________________________________________________

 ___________________________________________________________

 ___________________________________________________________

 ___________________________________________________________

 ___________________________________________________________

 ___________________________________________________________

 ___________________________________________________________

ORGANIZATIONS/CLUBS
 ___________________________________________________________

 ___________________________________________________________

 ___________________________________________________________

 ___________________________________________________________

 ___________________________________________________________

 ___________________________________________________________

 ___________________________________________________________

 ___________________________________________________________

 ___________________________________________________________
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WORK HABITS:
____________________________________________________________________

____________________________________________________________________

____________________________________________________________________

____________________________________________________________________

WAYS TO IMPROVE WORK HABITS:
____________________________________________________________________

____________________________________________________________________

____________________________________________________________________

____________________________________________________________________

ACTIVITIES:
____________________________________________________________________

____________________________________________________________________

____________________________________________________________________

____________________________________________________________________

TIME STEALERS:
____________________________________________________________________

____________________________________________________________________

____________________________________________________________________

____________________________________________________________________

TIPS FOR MAINTAINING SUCCESS:
____________________________________________________________________

____________________________________________________________________

____________________________________________________________________

____________________________________________________________________
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The Right Attitude
The only thing standing between you and your goals are the activities in your Double Play.

Every day, self-doubt, inertia, and the inevitable challenges of life will do their best to stop 
you from getting those activities done—But, with the right mindset you can power forward.

Strike a Pose—
A POWER POSE
Research has demonstrated 
that striking a Power Pose
—for as little as two minutes—
can change your body chemistry, 
infusing you with confidence 
and power, and impacting 
the way you do your job and 
interact with other people.

It’s easy!
Stand tall. Legs wide and 
firmly planted. Chin up and 
shoulders wide. Channel 
your inner superhero as 
you say your affirmation! 

To learn more about the 
Power Pose, check out 
Amy Cuddy’s TED Talk 
at www.ted.com. 

Affirmation
Success is my destiny! 

My goal is ____ deals and I will achieve it! 
I am the guardian of my goal and I am unstoppable in my pursuit!

My Affirmation
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Enter today’s results against your goal in REScoreboard.com

RECORD ACTIVITIES
Contacts are worth 1 point, 

Appointments are worth 5 points 
for the Training Leaderboard

RECORD 
CONTACTS

RECORD
APPOINTMENTS

MY DOUBLE PLAY 
DAILY GOALS TODAY

____ # CONTACTS

____ # EVERY DAY

Log into 
REScoreboard

Track Your Results
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You have achieved so much in just one day! Mark off your accomplishments, 
and if you are not fully confident yet, jot down your next steps to get there.

YES! NOT YET…

I’m proud to do my part in making 
the dream of homeownership a reality 
for my clients!

The path I am on is the Buyer Path 
to Profitability.

Streamline and simplify is my mantra 
with buyers.

I spend more time in the needs analysis 
finding out what my buyers want so we 
spend less time in the car.

Effective showing plans “show off” 
my expertise.

My buyers make the offers that are 
the most likely to get them in the home, 
whatever the circumstance.

The end is just the beginning … 
after the close, my clients are for life!

Mark Your Accomplishments
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HABIT FORMATION
TO CREATE REAL LIFELONG HABITS:

1. TRAIN 
YOUR BRAIN 

USING SMALL 
CHANGES

2. GAIN 
CONFIDENCE 
FROM YOUR 

SUCCESS

SOURCES:
B.J. Fogg, Stanford University psychologist 

and behavioral change researcher

Charles Duhigg, The Power of Habit: 
Why We Do What We Do in Life and Business

CLIENTS FOR LIFE
 Keep your business going! Refer to the PDF you 

downloaded as one of the Session 11 Achieves.

 Determine your campaigns for your clients.

 Learn and practice scripts to ask for referrals.

Time needed: 30 minutes

ACHIEVE

CREATING HABITS
 Create lifelong habits

 3-step “TAG” pattern of behavior

Time needed: Based on your goals

ACHIEVE
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Picking the correct trigger for 
your new habit is the first step:

1. Write down the things that you 
do each day without fail.

2. Those actions can act as 
reminders for new habits.

3. Attach your new behaviors to 
your existing behaviors that 
you do every day!

Things I Do Every Day:
• Get in the shower
• Brush my teeth
• Eat breakfast
• Go to gym
• Eat dinner

• ____________________
• ____________________

• ____________________

• ____________________

• ____________________

TRIGGER

GAIN Your benefit from doing the behavior

ACTION The behavior or action you will take

TRIGGER The cue that initiates the behavior

Three-Step Program
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DAILY LEAD 
GENERATION

TIME BLOCK MY 
CALENDAR FOR

TWO HOURS

PICK 20 
PHONE NUMBERS

TO CALL

START 
CALLING

YOUR NEW 
BEHAVIOR

SMALLER 
TASK

SMALLER 
TASK

SMALLER 
TASK

ACTION
IF YOU WANT TO START A NEW HABIT…  

START SMALL:
Break your new behaviors into smaller, easier to accomplish tasks.

Three-Step Program (continued)

BUILD A NEW HABIT:
• Select a habit you would like to create or change
• Choose your 3 “big” goals to get there
• Break the 3 goals into smaller, easier to achieve tasks

DAILY LEAD 
GENERATION

GOAL #1

________________

GOAL #2

________________

GOAL #3

________________

YOUR NEW 
BEHAVIOR

________________

________________

________________
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GAIN
IT’S IMPORTANT TO CELEBRATE YOUR SUCCESSES!
Because an action needs to be repeated for it to become a habit, it’s especially 
important that you reward yourself each time you practice your new habit.

NEW BEHAVIOR REWARD

 Time blocked my calendar  Tell yourself - “Way to Go!”

 Made 10 Calls  Remind yourself –
“I am in control of my financial future!”

 Made 20 Calls  Congratulate yourself - have a special treat.

 ______________________   _______________________

 ______________________   _______________________   

 ______________________     _______________________  

IT TAKES TIME

EXPERIMENT
•Find the right trigger 
that reminds you to 
start your new habit. 

WORK
•Make your new habit 
so easy that you 
can’t say no. 

REWARD
•Positive affirmations 
and incentives.

 In the beginning, performance is not as important as sticking to your new habit. 
You can build up the results that you want once your behavior becomes constant.

 Be patient with yourself, change is not easy – but the payoff is HUGE!

Three-Step Program (continued)
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MAKE YOUR CALLS. REACH YOUR GOALS.
 Keep your financial goals, goal projector, double-

play, and appointment numbers top-of-mind.

 Assess where you are and recommit to where you 
want to be as often as it takes to meet your career 
and income requirements.

 Don’t lower goals—Increase you activities!

Time needed: based on your goals

ACHIEVE

ENJOY YOUR CAREER!

ACHIEVE
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………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

……………………………………………………………………………………………………..

What did you learn today (and during Virtual 
X•CELLERATESM) that you never want to forget?



Among the best things about being an independent real estate sales associate is the freedom to run your business your own way. Through your 
day-to-day decisions and client interactions, you are the architect of your success.

CENTURY 21® Real Estate/ ReaLearning Build With Buyers was created to take advantage of key insights from top performers. We have 
carefully studied and assembled this information in order to share their expertise with you. This material contains the best practices of elite real 
estate professionals. But what you do with it in your business is up to you. Our hope is that it informs and inspires you to integrate these powerful 
models into your business to succeed at their level and beyond.

Here’s to your unlimited potential.

Please Complete the Evaluation

www.C21evals.com
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