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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.



HAVE B.H.A.G.
(BIG HAIRY AUDACIOUS GOALS)

WHAT ARE YOUR GOALS FOR 2015/2016 FINANCIAL YEAR?

Personal
1.	 ____________________________
2.	 ____________________________
3.	 ____________________________
4.	 ____________________________
5.	 ____________________________

work related
1.	 ____________________________
2.	 ____________________________
3.	 ____________________________
4.	 ____________________________
5.	 ____________________________



MAKE A PLAN
& WORK THE PLAN
GET STRUCTURE.

IF THE MARKET CHANGES YOU NEED TO

ADAPT.



PERFECT
PREPARATION

PREVENTS
PISS
POOR

PERFORMANCE

IF YOU DON’T HAVE
STRUCTURE, GET IT.

BE PREPARED!

PX6





MBL ROLES

Matt
($ 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 
 10 at any time

Hot Buyer Hitout 
(Old OFI books)

Magic 50’s 
(Call/Doorknock)

Valuations Database Management
Prospecting 

(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 
emails & disburse 

accordingly

Check Matt’s 
emails & disburse 

accordingly

Check Matt’s 
emails & disburse 

accordingly

Check Matt’s 
emails & disburse 

accordingly

Check Matt’s 
emails & disburse 

accordingly
Book CM & 

BNews pictorials 
by 11.00am

Enter any buyers 
from Saturday 

OFI’s

Approve pictorial 
ads in adbuild 

before 11.00am

Approve BNews 
ads by 11.00am

Prepare folders 
for Saturday OFI’s

Organise OFI 
times - Call Ven-
dors to confirm, 
then enter times 
in Mydesktop

Build all pictori-
als in adbuild and 
email through to 
Vendors for ap-
proval - then ap-
prove in Adbuild

Put OFI one liners 
in adbuild before 

4.30pm

Check brochure 
supply for OFI’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 CMail 
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 CALLS WINS.”

YOU NEED TO 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. I  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



PROSPECT.
PROSPECT.
PROSPECT.

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 1

Prospecting is essentially looking for tomorrow’s 
sellers today. Everyone is selling at some stage, 

some just don’t know it yet!



TIP 2

The busier and more successful you are perceived 
to 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 3

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 4

Perfect time – mornings,
late afternoon or evenings.

Tuesdays, Wednesdays and thursday
are my prospecting days.



TIP 5

Block out time in your diary to prospect
 until it becomes a habit – 30 days

THIS IS NON-NEGOTIABLE 



TIP 6

Have intensity, focus,
energy and sound happy

to speak to every single person.

Smile when you are on the phone.



TIP 7

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

august

september

  2

  2

  2

  5

  5

  5

  8

  8

  8

  1

  1

  1

  4

  4

  4

  7

  7

  7

  3

  3

  3

  6

  6

  6

bed/bath/car

bed/bath/car

bed/bath/car

bed/bath/car

bed/bath/car

bed/bath/car

bed/bath/car

bed/bath/car

bed/bath/car

bed/bath/car

bed/bath/car

bed/bath/car

bed/bath/car

bed/bath/car

bed/bath/car

bed/bath/car

bed/bath/car

bed/bath/car

bed/bath/car

bed/bath/car

bed/bath/car

bed/bath/car

bed/bath/car

bed/bath/car



List AUCTIONS

& get BIG ADS.
OWN THE LOCAL PAPER

do world class marketing campaigns

print profile = attraction business

DAMON WARAT WENT FROM
#300 TO #20 IN 3 MONTHS.
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9 GRIFFITH STREET, NEW FARM
DOUBLE PAGE SPREAD - JOSH’S STORY



12 GOLDEN ORCHID CLOSE, BARDON
4 PAGE PAGE SPREAD (sold $3,582,000)



DO WORLD CLASS
OPEN HOMES.

SELLERS ARE INTERVIEWING.

•	 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

•	 Professional brochures
•	 Bound contracts
•	 Recent sales
•	 Water
•	 Information about you

•	 Example of a perfect open home: 
     http://video.visualdomain.com.au/28437/?bcId=3787143095001

SIMPLE TIPS



WORK YOUR
OFI LIST.

there are 3 reasons why people come 
through your open homes.

1. looking to buy
2. looking to sell

3. 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.

Service your clients. 

Speak to them twice a day, everyday!

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 FACE. 

THAT MEANS BUYERS & SELLERS. 

1 FACE TO FACE MEETING IS WORTH 10 PHONE CALLS. 



FOLLOW UP
Is essential.

My ofi follow up plan

SATURDAY OFI = PHONE CALL & EMAIL
MONday = CALL & TEXT

Tuesday = round 2 call
Wednesday = round 3 call

tip: most of your competition will wait until monday to 
follow up. get the buyers on saturday while they are 

hot! don’t leave until the job is done.



KNOW
YOUr MARKET.

INSIDE & OUT

EVERY SALE,
EVERY SELLER.



KNOW everyone.

from the car park attendant
to 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 to gossip



Align your
personal brand

to be the
real estate

go to person.



Stick Close to
Past Clients

Make Them Family.

Every past client,
and I mean

EVERY past client,
should be in

your mobile phone.

Repeat business is key!



BE TRUTHFUL,
GENTLE & FEARLESS.



Bring Intensity
To The Game

Be urgent. 



Work harder
than everyone else.

Do what others
aren’t willing to 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 willing to do
what the 97% aren’t.

97%

3%



= REAL ESTATE
Real estate is the highest paid,

hardest working career
or the lowest paid, laziest job.

70%
HARD
WORK

30%
SKILL



FIRE UP
& GET

EXCITED!



MATT LANCASHIRE

m  0416 476 480
e  matt.lancashire@raywhite.com

p  07 3358 0663

f  07 3358 4891
a  612 Brunswick Street

New Farm Q 4005

w  rwnf.com.au


