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Today’s Agenda

Notes:

 

  

 

 

 

 

 

Real Estate 
Expert

Lead
Generation

Lead
Follow-up

Transaction

Your number one job as a real estate agent is to find ways to 
get in the path of motivated buyers and sellers.

Gary Keller
SHIFT
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Find the Motivated

What beliefs do you hold about finding buyers and sellers?

 

 

 

 

 

 Aha’s
 

 

 

 

 

 

Dispel Mythunderstandings

What statistics about how buyers found their agent stand out?

 

 

 

 

What statistics about how sellers found their agent stand out?
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Classify by Able, Ready, and Willing

How do you define Able, Ready, and Willing?

Able:                                                                                                                               

                                                                              

Ready:                                                                   

                                                                                 

Willing:                                                            

                                                                                

 Aha’s
 

 

 

 

 

 

When do we anticipate each type of buyer or seller will be ready to transact?

A Buyers/Sellers B Buyers/Sellers C Buyers/Sellers

Focus becomes increasingly possible in direct 
proportion to how clear you are about what you want, 
when you want it, and what you must do to get it.

Gary Keller
The Millionaire Real Estate Agent
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Qualify Buyers and Sellers

Qualifying is Win-Win

1. Document

2. Follow a checklist

3. Abide by Fair Housing Regulations

Notes:
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Qualify Buyers
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Qualify Buyers
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Notes:

 

  

 

 

 

 

 

 

 

 

 

 

 

 Aha’s
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Qualify Sellers
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Notes:

 

  

 

 

 

 

 

 

 

 

 

 

 

 Aha’s
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Lead Follow-Up Plan

Source
 

Strategy By When

Follow Up

Convert

Stay top of 
mind

Qualify 
Buyers and 
Sellers
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How has your THINKING changed?

What do you FEEL differently about? What was meaningful for you today?

How will your behaviors be different going forward? What ACTIONS will you take?

What TOOLS, models, or systems will you use? How will they make you accountable?

Turn Aha’s into Achievement
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Daily Success System

Success Activities
These are suggested activities for the second half of your session. 

WARNING! You must comply with the TCPA and any other federal, state or local laws, including for B2B calls 
and texts. Never call or text a number on any Do Not Call list, and do not use an autodialer or artificial voice 
or prerecorded messages without proper consent. Contact your attorney to ensure your compliance.
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Conversation Sheet

Get your phone and the list of contacts you prepared for this session. You may also 
have a few referral names to connect with.  

Use the conversation starters provided to you in earlier sessions.

         1. Call for 20 minutes and make contact with as many people as possible.

          2. Ask for business, that is, an appointment, if it’s a strong lead.

          3. Ask for referrals from each contact.  

          4. Offer your KW App to each contact.  

Record your results below and share them at the end of the conversation.  

WARNING! You must comply with the TCPA and any other federal, state or local laws, including for B2B calls 
and texts. Never call or text a number on any Do Not Call list, and do not use an autodialer or artificial voice 
or prerecorded messages without proper consent. Contact your attorney to ensure your compliance.


