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KNOW WHAT YOU WANT
@ WHY YOU'RE HERE

IF YOU LOVE YOUR JOB,
YOU WON'T WORK A DAY IN YOUR LIFE.



HAVEBHAG
(BIG HAIRY AUDACIOUS GOALS]

WHAT ARE YOUR GOALS FOR 2015/2016 FINANCIAL YEAR

PERSONAL
1.

2
3
4
D
WORK RELATED
1.
2
3
4
D




MAKE A PLAN
WORK THE PLAN
GET STRUCTURE

IF THE MARKET CHANGES YOU NEED TO

ADAPT.
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IF YOU DON'T HAVE
STRUCTURE, GETIT.

BE PREPARED
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MBL ROLES

MATT

(S PRODUCTIVE ACTIVIES)

SALES ASSOCIATE 1

SALES ASSOCIATE 2

Vendor Correspondence

Vendor Correspondence
(min 1 call per day)

Residential Valuation Reports

Hot Buyer Correspondence
Call weekly

Warm Buyer Correspondence
Call every month

Pipeline Prospecting
Call every 3 months

Hot Prospecting Hot Buyer Hitout Magic 50's
10 at any time (Old OFI books) (Call/Doorknock)
Prospecting

Valuations

Database Management

(Sign jumping/OAL)

Village Agent Update

REA.com.au & Domain

Enquiries

Hot Buyer Hitout
(Old OFI books)

Contracts and

Offers

Private Inspections
(min 10 per week)

Sales Kits

Open For Inspections

Open For Inspections

Open For Inspections

PA
MONDAY TUESDAY WEDNESDAY THURSDAY FRIDAY
Check Matt’s Check Matt’s Check Matt's Check Matt's Check Matt's
emails & disburse [emails & disburse | emails & disburse |emails & disburse [emails & disburse
accordingly accordingly accordingly accordingly accordingly
Book CM & Enter any buyers | Approve pictorial Approve BNews | Prepare folders
BNews pictorials | from Saturday ads inadbuild | 54g by 11.00am |for Saturday OFl's
by 11.00am OFlI's before 11.00am
Organise OFI Build all pictori- Check brochure

times - Call Ven-

dors to confirm,

then enter times
in Mydesktop

als in adbuild and
email through to
Vendors for ap-

proval - then ap-
prove in Adbuild

Put OFl one liners
in adbuild before
4.30pm

supply for OFl's &
order from MBE
if more stock is
needed

Send Village
Agent Update

Enter in all buyer
contacts from
OFI's on

Saturday.

Book all CMall
classifieds/black
& white picture
classies

Send out any
Form 9's for open
for inspections

Prepare Village
Agent Update in
Irealty




REAL ESTATE IS
A NUMBERS GAME

“HE WHO MAKES THE MOST GALLS WINS."

YOU NEED T0 BE MAKING 50 — 80 CONNECTS A DAY.

THAT'S BETWEEN 1200 — 2000 CALLS PER MONTH
(SIX DAY WORKING WEEK)

“DON'T EVER FORGET THAT REAL ESTATE IS A PERCENTAGE BUSINESS. | DON'T CARE
WHAT YOUR NATURAL ABILITIES ARE. THE PERSON THAT CONTACTS THE MOST PEOPLE
THAT COULD SAY "YES' WILL MAKE THE MOST MONEY.”

- TOM HOPKINS



ROSPECT.
P OSPECT.
PR 'SPECT.

IF YOU LIST, YOU LAST.

2-3 HOURS A DAY
[ ON AVERAGE )



PROSPECTING

PROSPECTING IS ALL ABOUT THE NUMBERS,
ESPECIALLY EARLY IN YOUR REAL ESTATE CAREER.

IT HELPS TO CREATE MOMENTUM AND IS A GREATER
ACCELERATOR THAN ANY OTHER SINGLE ACTION YOU CAN
TAKE TO BE SUCCESSFUL IN REAL ESTATE.



TIP

PROSPECTING IS ESSENTIALLY LOOKING FOR TOMORROW'S
SELLERS TODAY. EVERYONE IS SELLING AT SOME STAGE,
SOME JUST DON'T KNOW IT YET!



TIP

THE BUSIER AND MORE SUCCESSFUL YOU ARE PERCEIVED
T0 BE BY CLIENTS, THE MORE IMPRESSED THEY WILL BE
THAT YOU “FIND THE TIME" TO MAKE CONTACT AND / OR

PROVIDE A CURRENT APPRAISAL, EVEN THOUGH THEY ARE

NOT CONSIDERING SELLING IN THE NEAR FUTURE.



TIP

2—3 HOURS A DAY (ON AVERAGE)
IS ESSENTIAL, IT BECOMES A ROUTINE.

FOR NEW AGENTS:
ASK FOR OLD OPEN HOME INSPECTION LISTS... YOU WILL BE SURPRISED

HOW MANY SELLERS YOU WILL UNCOVER.



TIP

PERFECT TIME — MORNINGS,
LATE AFTERNOON OR EVENINGS.
TUESDAYS, WEDNESDAYS AND THURSDAY
ARE MY PROSPECTING DAYS.



TIP

BLOCK OUT TIME IN YOUR DIARY T0 PROSPECT
UNTIL IT BECOMES A HABIT — 30 DAYS

THIS IS NON-NEGOTIABLE



TIP

HAVE INTENSITY, FOCUS,
ENERGY AND SOUND HAPPY
T0 SPEAK TO EVERY SINGLE PERSON.

SMILE WHEN YOU ARE ON THE PHONE.



TIP

GET AN ACCOUNTABILITY PARTNER.



WHO'S IN YOUR
SELLER PIPELINE

HAVE A CHASE LIST
MAKE A 3 MONTH STOCK LIST

IF YOU DON'T HAVE FUTURE SELLERS...
YOU'RE NOT TALKING TO ENOUGH PEOPLE.



3 MONTH STOCK LIST

ADDRESS NAME PHONE BED/BATH/CAR
JULY

F =
N I SNl SIS ISNSIsSNSl s~
NI ISNlISNSISNSISNSIsSNSl s~

AUGUST

NI SNISNI NN ISNISN >
NI SNISNI NN ISNISSN s

SEPTEMBER

[, ]
~ ~ ~ ~ ~ ~ ~ ~
~ ~ ~ ~ ~ ~ ~ ~




LIST AUCTIONS
6ET BIG ADS

OWN THE LOCAL PAPER

DO WORLD CLASS MARKETING CAMPAIGNS
PRINT PROFILE = ATTRACTION BUSINESS

DAMON WARAT WENT FROM
#300T0 #20 IN 3 MONTHS.
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12 GOLDEN ORCHID CLOSE, BARDON
4 PAGE PAGE SPREAD (SOLD $3,582,000)

EourieralNail | @ resestetecoma i

Realestate

Special Edition
4 Page Liftout Booklet

11 Golden Ovchid Clesa
BARDON
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DO WORLD CGLASS
OPEN HOMES.

SIMPLE TIPS

Presentation - look sharp, smell great and smile
Be professional
Have all the correct information
Know everything there is to know about your product
Be early
Be prepared, have the below on display
e Professional brochures
e Bound contracts
e Recent sales
o \Water
e |nformation about you
Example of a perfect open home:
http://video.visualdomain.com.au/28437/7bcld=3787143095001

SELLERS ARE INTERVIEWING.



WORK YOUR
OFI LIST

THERE ARE 3 REASONS WHY PEOPLE COME
THROUGH YOUR OPEN HOMES.

LOOKING TO BUY
LOOKING TO SELL
LOOKING FOR IDEAS...

FUTURE SELLERS.



60

OF MY CURRENT CLIENTS
CAME FROM MY OPEN
FOR INSPECTIONS.




PROCESS
YOUR STOCK

HAVE A 30 DAY PROCESS PLAN

OFFERS
OFFERS
OFFERS



LOW OFFERS
BLAME THE MARKET
NO OFFERS
BLAME THE AGENT




SERVICE
SERVICE

SERVICE

SERVIGE YOUR CLIENTS.
SPEAK TO THEM TWICE A DAY, |

FACE TO FACE MEETINGS ARE CRUCIAL,
YOU MUST MEET YOUR CLIENT FACE TO FACE EVERY WEEK.

WHEN PRESENTING AN OFFER..
IF YOUR WITHIN 300KM'S - YOU MUST SEE THEM FACE TO FAGE.

THAT MEANS BUYERS & SELLERS.

1 FACE TO FAGE MEETING IS WORTH 10 PHONE CALLS.



FOLLOW UP
S ESSENTIAL

MY - FOLLOW UP PLAN

SATURDAY OF1 = PHONE CALL & EMAIL
MONDAY = GALL & TEXT
TUESDAY =ROUND 2 CALL
WEDNESDAY = ROUND 3 CALL

TIP: MOST OF YOUR COMPETITION WILL WAIT UNTIL MONDAY T0
FOLLOW UP. GET THE BUYERS ON SATURDAY WHILE THEY ARE
HOT! DON'T LEAVE UNTIL THE JOB IS DONE.



KNOW
YOUR MARKET

INSIDE & OUT

SALE,
SELLER.



KNOW EVERYONE

FROM THE CAR PARK ATTENDANT
T0 THE HIGHEST PROFILE IDENTITY.

IT'S NOT JUST WHO YOU KNOW,
IT'S WHO KNOWS YOU!

BUILD RELATIONSHIPS.

TIP: HAIR DRESSERS ARE GREAT LEAD PRODUCERS
- LOVE T0 GOSSIP



ALIGN YOUR
PERSONAL BRAND
T0 BE THE
REAL ESTATE

60 TO PERSON




STICK CLOSE TG
PAST CLIENTS
MAKE THEM FAMILY

EVERY PAST CLIENT,
AND | MEAN
EVERY PAST CLIENT,
SHOULD BE IN
YOUR MOBILE PHONE.

REPEAT BUSINESS IS KEY!



BE TRUTHFUL,
GENTLE * FEARLESS



BRING INTENSITY
T0 THE GAME

BE URGENT




WORK HARDER
THAN EVERYONE ELSE

WHAT OTHERS
AREN'T WILLING T0 DO.

OUT WORK YOUR COMPETITION.



1% OF AGENTS WRITE OVER - 2M
2% WRITE OVER - 1M.

WHAT DO THE 3%
DO DIFFERENTLY TO THE 97%

THE 3% ARE T0DO0
WHAT THE 97% AREN'T.

|

97%



710%
HARD
WORK

= REAL ESTATE

REAL ESTATE IS THE HIGHEST PAID,
HARDEST WORKING CAREER
OR THE LOWEST PAID, LAZIEST JOB.



FIRE UP

& GET
EXCITED!




MATT LANCASHIRE
m 04716 476 480

e matt.lancashire@raywhite.com
p O/ 3358 0663

f O7 3358 4897
a 612 Brunswick Street
New Farm Q 4005

w rwnf.com.au

Ray White.



