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             Welcome

                To

Initial Sales Training

After nearly 15 years of training sales professionals, including those in this profession, I can tell you where to find them. You need to go where all the top performers hang out. Go there and you’ll have your choice of which one of the best the industry has to offer. The best place to go to find top talent is to visit a training event.

I know what you’re thinking. Training events are for beginners. You need an expert. Look again. I said training event, not a trainee event. The top performers have learned to eliminate one word from their vocabulary and replace it with another. These pros are never about doing the best they can and then throw up their hands. What makes them the highest level of professional is that they’ve replaced “best” with “better.”

Oh, I know, you think I’m just playing word games. Fine, let’s play. I’ll put out some words, you read them. Then after you’ve finished, tell me which agent you’d make to handle any property needs.

Average Agent: What can they say that I haven’t already heard?

Pro Agent: I need to get back to basics so I can maintain top performance.

Average Agent: If I don’t get credit for this, it’s a waste of time.

Pro Agent: If I can pick up just one idea…

Average Agent: The market’s too slow to spend extra money on training.

Pro Agent: I need to find a way to be successful in spite of the market.

Average Agent: I’m doing the best I can, what more can I do?

Pro Agent: If I can just get a little better, I’ll help more people.

This trend is not unique to real estate. The top people in any profession are constantly looking for ways to improve. Even if there are no ideas that occur during a training program, they go anyway. That’s because of the other people there. Guilt by association can be a good thing. Hanging around with other top performers on a regular basis will gradually bring your own level of production higher.

It’s been said that if you tell me the incomes of the five people you spend time with, I can tell you your income as well. Getting into a group of top earners is one sure way to create a better income for you. That’s because the best training doesn’t always occur at paid events. Just discussing issues and concerns among top producers will go a long way to give you a competitive edge in your market.

What’s wrong with being average. The answer is that there is nothing wrong with it. Unless you want more. If you’re happy with the way things are going, fantastic. Enjoy what you’ve earned. You’re entitled. But, if you want more, you must be prepared to do more.

What frightens many people at that concept is that they think they must make massive changes.

Absolutely false. In fact, there is very little that must be done to go from average to above average. But, the transition can produce massive results. Taking the step toward that transition is totally up to you. But, if I wanted to do more business, and the public is looking to work with the best, I’d probably hang out with as many of the best as I could find.

It’s baby steps.

Suppose I told you that the secret to real estate success required you to have five college educations. Would you even be in the profession? But, what if I told you that simply reading good books on personal development, marketing, success biographies, and the like would change your life? If you would just read 15 minutes per day, in the course of your lifetime you would have acquired nearly five college educations. You see, it can be done. Best of all, it can be done even if you have absolutely no time.

The secret to success is no secret. If you’re willing to do more than you’ve done before, you open yourself to the possibility of having more than you’ve had before. 

                  DID YOU KNOW?

There are over 318 million people in the United States

And there are over 13 million sales professionals in this country.

Of those 13 million, 367,500 are real estate agents.

Of those 367,500 agents, less than 30% (106,575 agents) are actually trained in selling techniques.

Can you imagine a world of doctors, lawyers, engineers, airplane manufacturers , traffic controllers where only a third of them are trained?

Also, of the 367,500 agents, 20% of them(73,500) hold 80% of the listings and make 80% of the money, while the other 80%(294,000)agents share 20% of the listings and the money.

Of those 106,575 professionally trained sales agents,  the majority of them are in the top 20%. Why?

They made a commitment to education, and a readiness to learn from their failures.

Encompass Life!
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Can you think of anything in your life that is not encompassed in one of these four life categories?

The Profession Called Selling

All selling has one thing in common – the product and service is purchased by people.  You have freedom of expression, can be yourself, and do what you want to do.  There are no income ceilings.  No one limits your income but you.


1.  Selling is the    


    and    



.

2.  Selling is a    

________.  You don’t know what is going to      

     happen to you by the end of the day. 
3. It takes a 


______ with a 



___.  It    
     is 
    __.  If it isn’t    ____ it isn’t worth it.


4.  You grow in direct proportion to your 

___and _
__.  No one 

      limits your _      ___ but you.  If you want to earn more, ___

.
         

5.  A __
__ salesperson has no limit in __

__.  Sales people will 
   
     grow in direct proportion to their __

__.


6.  The more financial guarantees another person gives you the less 

      
      chance you have for complete ______________.
THE FUNDAMENTALS AND SKILLS OF A CHAMPION SALES PRODUCER

A. _

__                                                          B.  _

__
     

__                                                                  

___
(our listings)                                                                
                                                                                  1.  __

_
1.  They must perceive me as an 

 extremely __

_ expert 





advisor as soon as possible.


        2.     ____
___
                                                                                               __    
____

                                                                                         3. __

____








  4.  __


__                                       
                     

                                                       __


  _








     5.  ____

___ 

                                                                                                                

___ 
6. __

_

     7. __
     __ 

        __                      _ 
Common Characteristics
What are the common characteristics of Champions?

1. Appearance

2. Pride

3. Confidence

4. Warmth

5. Self Assurance

6. They want to become financially independent
What separates the average from the good from the great?


A Champion salesperson’s characteristics:



1.  Burning desire to 
 




2.  They do what they 
   

 most.



3.  They keep their



 while they are failing.


4.  They love 


and use         

.


5.  They don’t take
   






6.  They invest in their          


and are students of    






.

                 We change our environment by changing the inner space of our minds.
              CHARACTERISTICS OF A TOP PRODUCER
Did you know that 20% of the agents do 80% of the business? 

                                        Do they work harder? 

                              Do they have better connections?

                            Maybe they are just better looking?

                           Maybe they are just luckier than you?

These things may help, but those who reap the largest rewards in this profession are __________________.  Most important is their ability to apply these assets to the real estate profession. Without the proper application of knowledge, and people skills, the best one can hope for is to remain with the bottom 80% of those scratching for 20% of the business.  Or worse, being forced out of the business altogether. –

                 What are you doing to ensure you’re not one of them?

                             How can you secure your success?

                       What can you do to reach the next level? 

Here is something to give strong consideration to: To be successful you must be able to apply knowledge. It follows that having the best information is the first step towards increasing your success. Sounds simple enough, but too many believe they know all there is to know in this business, or they just don’t take the time they should to grow. These are the ones that will get passed by sooner or later.  Perhaps the biggest obstacle for most is that there is just too much information available, most of which isn’t worth the time it takes to read it. This combined with our busy nature and 

lack of time only lends to the problem.  

But, there is a solution. You took the first step this morning by joining our team. Lets us take the next step together. Lets learn together how 

to get from point A(new in the business or in the bottom 80%) to point B, where you are making the kind of money that you really want to make, being proud of what you do and living a balanced life. Financially, Spiritually, Physically and Emotionally.  

 CHARACTERISTICS OF A TOP PRODUCER
Three Groups in Real Estate

1. The Vast 80%.  Aren’t sure they’re going to make it in the business.  Are just “giving real estate a try.”

2. The 20%.  Make 80% of the money.  Are totally committed and know they will reach their current and future goals.

3. The Top 5%.  Are highly skilled, totally committed, and have an overwhelming love for the real estate industry.

Characteristics of the Top 5%
1. They have something in their 

 that 

 them to prove something to someone.

2. They have an 


 

 to 

, and they refuse to accept 


.

3. They 

 

 and 

 

 instead of 

 

 and 

 

.

4. They operate like a 

.

5. They discipline themselves to pay 

 

 to 



.

6. They commit their 


 to 


.

7. They strive to keep 

 in their 

, to reach goals in all areas: financial, emotional, physical, and spiritual.
     8.
They refuse to be denied their


and


.  
Honestly ask yourself this question:  How much pain can I handle 
before I quit?
     9.
They keep themselves in a   

         

by playing the 
        
  
 game every day.
    10.
They continually invest in 




, 
realizing knowledge is

 
when properly applied to the 
right people.  All professionals must have a
       


 
 
     

 in their own homes.
    11. They deliver proven 

 

 with a 

   




.
    12. They realize real estate is nothing but a 
 

 
, and    
they   
must play the 


. 
    13. They make themselves do what they 

 most.
    14. They realize that their 

 and 

 
 

is 
determined by the 

 

 they perform on a 





.
    15. They have learned to love the word ‘

.’
    16. They understand that they have 86,400 seconds in a day.  So, they 
 


 to invest their time wisely and live by the word 





: I must do the most productive thing possible at 
any given moment.
    17. They constantly work on changing their 

 toward rejection 
and failure by attacking prospecting like a 

 
.  Take 
advantage of the formula for falling in love with NO.

     18. They realize
  

is the mother of learning and thus they 
 
    

, 


and 


 on a daily basis.

Steps to Learning
1. Impact

     Hearing, writing reading, and saying the techniques.

2. Repetition


     The Mother of Learning.  If you will repeat the words and  


      techniques a minimum of six times, you will have an average 

      retention of 62% of the material.

3. Utilization

     When you literally, consciously stop and think, and make yourself 

      use the techniques.
4.
     Internalization
          All of the material literally becomes a natural part of you.
5.       Reinforcement

     Going back to basics once a year. – You must do this.

Four Levels of Competency

                                                                       UNCONSCIOUS 
                                                                           C  COMPETENCE                                                                                                                                                                        

                                                                   CONSCIOUS 

                                                                    COMPETENCE
                                           CONSCIOUS                         
                                               INCOMPETENCE                    
                    UNCONSCIOUS

                  INCOMPETENCE

            WILL YOU FAIL ENOUGH TO SUCCEED?

What is the one thing all of us have more of than anything else the day we get our license and walk into our real estate office?’

1.  Enthusiasm

What is the one thing we all lack, but really don’t know we lack when we start that first week?

2.
Knowledge

Six months later we have gained plenty of knowledge, but lost much of our enthusiasm.
Attitudes Toward Failure
1. I never see failure as failure, but only as 



.
2. I never see failure as failure, but only as 










.

3. I never see failure as failure, but only as 










.

4. I never see failure as failure, but only as 










.

5. I never see failure as failure, but only as 










!


Motivators
1. Money


A scoreboard reflection of the service you give.
2. Achievement


We all need a feeling of achievement.
3. Recognition


Everyone needs it.  Make other people feel important.  If you give 
them recognition you will receive it as well.
4. Security 


Security is not outside of you, it’s within you.  You must learn to 
cope with insecurity.  There are times in life when you’ll have to 
give up what you’ve got to get what you want.  That involves 
making yourself insecure.
5. Acceptance of others


You can’t get everyone to accept you.  Your goal should be to gain 
the acceptance of the people who are important in you life: your 
clients, your customers, your family, and the people who have 
employed you.
6. Self-acceptance


Becoming your own person.  Being totally free from worry about 
what other people think.  Having an income that you enjoy.  Doing the 
things you want to do.  Enjoying the life that you and your loved 
ones want.
7.
Comfort
     Everything we do is because we have a need to be comfortable.
Demotivators
1. Self-doubt


We all have them.  Don’t let them immobilize you.  When you fail, 
never say, “What did I do wrong?” Instead say, “What did I do right?
2. Loss of security


You must spend money to make money and you must invest in 
yourself.
3. Fear of failure


Do what you fear most and you control fear.

4. The pain in change


You can get rid of the chains of the past through your ability as a 
human being to change.  It doesn’t matter what part are of your life
     you want to change; there will be some pain until that new person you
     wish to become emerges.
TRUE CHAMPIONS UNDERSTAND THE IMPORTANCE OF ELIMINATING FEAR
A.
Your greatest enemy is 

.

Note:  Fear is created if they feel you are the stereotypical salesperson 
or if your words and actions remind them of a past selling experience.

B. The potential client is afraid of 


 


.


1.
What are the traits of stereotypical salespeople.



a.

           





b.


 





c.


 

 
 



2. To relate to more people, be just the opposite.

a. Match their 

 and 

 of 

.



b.
Don’t push, 


with 


and be an 



intense 

.


c.
Use their last names and earn the right to use first names.



d.
You were given 

 and 

, they should be
 


used 


.
ELIMINATING FEAR

Understand the potential client’s fears.

1.
They are afraid of 


.


2.
They are afraid of 


 a 

       .


3.
They are afraid of
 
         


              
.

4.
They are afraid of 
  
            
   
.


5.
They are afraid of 
  
               
         .

6.
They are afraid of 
  
           

.

7.
They are afraid because of a 









.


8.
Their fears are often based on 



.


9.
Their fears can be based on 

              

          






.


10.
Their fears can be brought about by the use of   



      


.  Nasty words are any word(s) that trigger a past 
selling situation; reminds them that you are in sales.  In essence, it’s 
sales jargon.

Instead of:




Say:
1.
Cost or Price



       
                


 

Your total investment to begin realizing the benefits of this fine product is only $


.
2.
Down Payment



 

       









          

          



To get started with the best current scenario, your initial investment is only $

.

3.
Monthly Payment



        

     




Your monthly investment for all of the benefits we discussed is only $


.

4.
Contract  




    


 or

Let’s just draft up our feelings on the paperwork to see if going ahead even makes sense.

5.
Buy






  



I know how thrilled you’re going to be after you own


.

6.
Sell or Sold





             














,
     7.
Objections






         

          

8.
Sign






       ,
  
   ,










        ,








or 




9.
Deal 









 or
10.  Pitch                  







         

11.  Problem










12.  Customer 







     ,










, or

13.
  Prospect










14.  Appointment



    
     
   
    



 THE POWER OF QUESTIONS

Why Do We Ask Questions?

1. To 



.

2. To 



.

3. To 



.

4. To 




5. To 



.

6. To 



.


When I meet a person, my first goal is to make them 

 and 



 
.


When you tell them something, they have a tendency to doubt you.  When they 
 it they 

 it.  Don’t tell – ask!
Questioning Technique #1: The Tie-Down

A question at the end of a sentence that demands a ‘yes’ response.

Examples:
“A reputation for professionalism is important, isn’t it?”

“It would be convenient to move as a family, wouldn’t it?”

“Double moves are expensive, aren’t they?”

“As a listing and servicing specialist in this area, I could better serve you, couldn’t I?”

Questioning Technique # 2: Alternate Advance or Alternate of Choice
A question with two answers.  Either answer is a minor agreement leading towards the major decision.


Examples:


“I have an appointment opening now, or would later this afternoon be better?”


“I can be available at 2:00 or 4:00, which would better suit your time schedule?”


“I can clear my schedule for your convenience to see you on Saturday or Sunday, which would you prefer?”


“If everything goes according to your plan, about how soon would you like to move, 60 or 90 days?”
Questioning Technique # 3:  Involvement Question

A question the sellers would have to ask themselves after they’ve given you the listing – after they’re involved with you.


Examples:


“Mary, what personal property do you feel you’d want to leave?”


“Mr. & Mrs. Johnson, we have our preview of new property day on Friday.  Will you be home or shall I bring a key?”

Questioning Technique # 4:  Feedback Question

Taking a minor objection and warmly feeding it back in the form of a question.

Examples:

I don’t want a sign on the property.

“You don’t want a sign on the property?  Could you elaborate on that?

I don’t want to give a out a key.

“You don’t want to give out a key?  Could you elaborate on that?”

We don’t want to tie the property up with a listing.

“Oh, you don’t want to tie the property up with a listing?  Could you elaborate on that?”

Questioning Technique # 5:  The Porcupine

Answering a question with a question and writing the answer on your paperwork.

Examples:

Can you have the home sold in 60 days?

“Does 60 days suit your time schedule best?”

Will you put a sign on the property?

“Did you want a sign on the property?”

Will you call before coming over to show the home?

“Would you prefer that we call for an appointment before showing the home?”

Emotions, the Triggers of Selling

Seldom do people buy
   

.  People buy 


   and then defend the sale with   


.


If you avoid the emotions and don’t try to create 


, what type of emotions start popping up? 


.


You will never sell anybody anything unless emotionally they decide they want it.


What are some reasons why people buy?

 
1.  




2.  






3.  






4.  





Emotions can trigger the sale, but emotions can also destroy the sale.  You can destroy a sale just as rapidly as you can create it.  Every word creates images in your mind.  


Champions realize from the moment they meet a person they must eliminate 
     


 while they create the emotions necessary to close the sale, backed up with the logic of the decision to defend it after they do.


Selling is a participation and involvement process, not a 






.


A Champion does his best to get as many of the senses involved as possible.  The more senses involved, the better the odds of making the sale.


In essence, what we are trying to do as Top Producers is to eliminate the 



, create



,
Have them come along with us emotionally and eventually get them to the point where they are saying, “I want it, I want it.
Things necessary for people to make a decision:

1.  Knowledge of 
 

.

2.  Knowledge of 


.
3.  Knowledge of 





.

4.  
 


 of the buyer.

5.  Knowledge as to the ability of the buyer to 

    
          

.

Your prospects need someone to help them                     their emotional decision.

You don’t tell people what they should do.  You ask the right questions and when they answer, they tell you!

QUALIFYING AS TO THEIR NEEDS AND MOTIVATIONS
A.
  Master the N.E.A.D.S. formula for qualifying.

N
  What do they have 

?  Most people don’t make drastic changes in buying habits.

E
  What do they


most about what they have now?  Past hot buttons are things they’ll want to enjoy again or our product will have to have something like it or better.

A
  What do they want to 


about what they have now? Our service should help them achieve what they’d like to alter.

D 
  Who is the 




?
Consumer: “If we are fortunate to find a solution that satisfies your needs, who other than yourselves would be involved in the final decision?
S
  “John, Mary, as a
 real estate representative, I have the ability to research and analyze your needs to find the right


.
DELIVERING A DYNAMIC PRESENTATION
Remember:  During a dynamic presentation we strive to eliminate   




.  Constant flow.
Definition:  Any physical movement that triggers fear or that would be done in an average selling situation.

Never forget:  Everything you say and do at the table is nothing more than 


 for the final 

     of the


.

A. Your presentation for closing the sale must be an educational experience wherein they learn the benefits of going ahead.

B. Never forget:  A great presentation contains three vital elements:

C. Before a buyer can say ‘yes’ to any investment, he or she must be satisfied with three things:


     1.

   
                         




History, story, facts for credibility.  Regardless of the size of the company.  I make it my advantage.


     2.  

 
    
         

          






Past track record of success.

     3.  


       
     
      
     
       





The benefits they will receive.

D.  The visual aid presentation.

      1.
Selling is not a spectator sport.  It’s an     



sport.  Let them participate physically by handing them things.  
Involve as many senses as possible.


2.
Never hand them anything to read until it’s time to read it.

3. Always keep at least three ‘satisfied client’ letters handy.

4. Be aware of your body language at all times.  It creates feelings  that build positive or negative emotions.

5. Develop 



 

.  Commonly known, but uncommonly used words that add excitement and build positive go-ahead emotions.







Homework:  List 10 glamour words for your service.
1.





    6.  






2.  





    7. 






3.  




              8. 






4.  





    9.






5.  





    10.






6. Champions strive to become multi-lingual.

7.
Handle interruptions


.
8.
Plan your presentation in
  

.

9. Use proof letters.

10. Never take down your visual aids until you’ve completed the entire presentation, tried all your closes, and are ready to leave.

11. If they bring up a concern during your presentation use the

following:

Example:  “I understand Tom, and with your permission, can I note that as an area of concern and cover it at the end of my presentation?  Would that be okay?”

Remember:  If they bring the same concern up twice, it’s real and must be handled.
ADDRESSING CONCERNS
Before you are given an area of concern to address, you are 

 .  After hearing it, you are 


.

A. Concerns are the steps to the sale.  If they don’t object, challenge or fight, most often, they won’t buy.

B. Concerns literally define their main areas of interest and give you the feedback you need to structure your strategy towards the final close.

C. You must qualify to isolate conditions versus concerns.



1.
A condition is a valid reason for not going ahead.  Commit to accepting only two:  
        

or 





.



2.
A concern is an invalid condition used as a 




 to slow down the buying pace or stall a final decision.
D. Treat a condition like a concern.  If it doesn’t break down, go for referrals.

E.
     Always try to 


 an objection until the end of the presentation.

F.     When isolating the concern…


     a.
Never      

 or 

.  Do ask the right questions to lead the customer to answer their own concern.  Live by “the client is always right.”

b. Use turnaround statements and questions to help you eliminate or clarify the concern.



1.
I 


  
       

 feel, John, 
                               however…



2.
I can


   


feelings…



3.
I couldn’t

  
      

more…


4.
Obviously, 

   
    
     
     
    





.  
       
   mind sharing
   
  
?






(If the client attacks you.)

G. The steps to handling the final concern


Step 1. 
              
.  Develop the discipline of waiting 
until you’re sure you’re hearing the real area of concern.  (Don’t 
interrupt them.)


Step 2.
           
.  Restate their concern in the form of 
a question, thus making your buyer elaborate, explain, defend, and 
clarify their concern.


Step 3.     

                       

.  Ask the buyer 
how important this area of concern really is.  “Tom is this area of 
concern really critical in arriving at the final decision?”


Step 4.     

          


.  Now you must choose from 
your menu of concern-handling and closing strategies which one is 
most applicable at this point.


Step 5.    
      
    

.  After you answer the concern 
you 
must always confirm the fact you have answered the concern or 
surprisingly enough, the buyer will bring it up again later.
Example:  “Now that settles that concern, doesn’t it?”


Step 6.  
   
.  You must now mentally take them elsewhere by using the mind neutralizing words for changing to a new subject “
    
    
 
THE CLOSING OF ANY SALES BEGINS THE MOMENT YOU MAKE THE    ORIGINAL    CONTACT


A.
Remember, your first goal, whenever you meet anyone, is to do your best to help them
          

, 



         , and 
                                                 .



Step #1:  

, and give a warm greeting. 

Step #2:  Repeat their names 


times.


Step #3:  Match their speed and volume of speech for 

  
 

     

.

Step #4:  Make good 


with all parties at the table.


Step #5:  Search for 




Step #6:  Give a 


 




Step #7:  Act 


.


Step #8:  Create, learn, and use a comfortable get-down-to-business 
statement.


B.
Create a consultative feeling by using a legal pad to make notes and thus get them used to seeing you writing.

Why do people own?

1.       Reasons people own.



  It’s my job to create need through questions
1. Reasons people don’t buy.
CLOSING THE SALE

A.
The definition of closing:

Professionally using a person’s desire to own the benefits of your product.  Then, blending your sincere desire to serve in helping a person make a decision that’s truly  
    
    

.


1.
They need your help to ______________ the decision.

B.
Without the ability to call for a decision, everyone loses.


1.
The average person today is overwhelmed by      

 when 
making buying decisions.


2.
The emotion of insecurity leads to ________________.

C.
Where to close the sale? ________________!
1. Conference room
2. display area

3. their home

4. your home

5. a neutral location

6. at the property
7. have your closing materials always ready

8. have the buyers sit across from you

D.
When to close


1.
When they slow down the 


.

2.
When they begin asking more 


.

3.
When they give you 


.

I will learn when to close by making myself close
____       

 
and 
     _____

.  Thus, I’ll develop my own
_______


______
.

           F.
How to close and call for approval.  The final closing of the sale 

                     begins one of two ways:  

”


1.
They begin the final closing by asking you a       _________

          
______
, such as “How soon can you get our home on the                     

          the market?” You answer with a porcupine question” How soon  

                    would like you like it on the market. When they answer, you 

                    move to the form with the words._Let me make a note of that.                           

    
2.
You begin the final closing by asking them a question.

                     a. _Alternate of choice___.  “John and Mary, where do you feel            

                     the best place for your yard sign would be, to the right or left  

                     of the driveway?. Let me make a note of that.

b. Involvement question.“ John and Mary, would you rather have the closing in the beginning of the month or at the end of the month?” Let me make a note of that



c.
 Test Closing Question.  “John, 
and Mary  How are you 


feeling       
      
 about all of this so far?  
?”  Or,

       

When the response is positive, move to your paperwork by
      

           saying, “Let’s just draft up our feelings and see if going ahead 


 even makes sense.”


3.
Close the sale while radiating empathy for your buyer.  They 
must truly feel I sincerely feel like they do.

               G.
The anatomy of the close


1.
Understand what they want and need.

a. through proper qualifying

b. by isolating their buying motives


2.
Observe and recognize buying signs

a. Visual

1. 


.
2. Asking if you would like 



in the middle of your presentation.

3. Showing








b.
Verbal




1.
Asking you to 

     


.




2.
Asking        

           


.




3.
Making 

             


.




4.
Making 

                 


.


3.
You must make the 

 they will 

.


4.
Close with 



.


5.
Don’t show any 

 or 


 when you start 

closing.

6.
Develop 


 for more effective 

 





.


a.
the planned pause

b. use your future client’s trade talk

                    c.        avoid hobby horses-repeating the same word too often



d.
beware of seal talk.


.


7.
After you complete your paperwork, pick it up.  Scan it, 

showing a concern for correctness.  Smile.  Turn the form around and                      
          Say “ With your approval right here, we can get started so that you can 
          have the home that you and your family can really enjoy.”


The most critically important instruction in closing:  When you ask 
your final closing question     
    
!




A CHAMPION MASTERS MULTIPLE PROVEN CLOSING TECHNIQUES AND STRATEGIES
#1:

The ‘I Want to Think it Over’ 
Phraseology:  “That’s fine, John.  Obviously, you
wouldn’t    take   your time   thinking   this     thing   over    unless    you    were    seriously interested,  would   you?  I   mean, I’m  sure  your  not  telling  me  that  to get  rid   of   me.  So , May   I   assume  you will   give it  very careful consideration?  Just to clarify    my   thinking   , what   phase  of  this opportunity   is  it   that  you  want  to   think   over  (don’t pause after the word ‘over’), Is   it   the  quality   of  the   service  I’ll  render?  Is  it something   I’ve    forgotten   to   cover?  Is   it   the   color?  Seriously, please   level   with   me, could it be the money?”
 #2:

The Secondary Question 








Pose the major decision with a question, and without pausing, ask a secondary minor question.  When they answer the minor question, the major decision is carried, isn’t it?

Phraseology:  “As I    see     it
, Mary, the only 
real     decision   we   have   to    make today is how soon you’ll   start      enjoying
  the       benefits        of  this   fine       home
.  By the way, would you prefer your monthly investments to be made on first or the fifteenth?”(alternative choice)

 #3:

The Reduction to the Ridiculous 









Converting total or monthly amounts of money into daily amounts.  

Step #1:  Use the “It Costs Too Much” Close to get a fixed amount.


Phraseology:  “John, today most things do.  Can you tell me about how much too much you feel it is?”

Step #2:  Establish how many years they will enjoy the product or service.

Step #3:  Divide amount by years to get the annual amount.

Step #4:  Divide annual amount by 52 weeks per year to get the weekly amount.

Step #5:  Divide weekly amount by 5 or 7 days to get the daily amount.

Classwork: A home for your family or a burger!

CLOSE #4:
The Wish I’da Close


Phraseology:  “John, we are all members of the ‘wish-Ida’ club.  Wish-ida bought real estate in Arizona 15 years ago.  Wish-ida invested in some stock 20 years ago so I’d be rich today.  Wish-ida grabbed a chance to gain an exclusive advantage and so on.  Wouldn’t it be great to get rid of at least one ‘wish-ida’ by saying ‘yes’ to something you really want?”

BUILDING A REFERRAL BUSINESS WITH QUALITY INTRODUCTIONS

A.
The process of getting quality introductions begins the moment 

you meet people.  You must be like a detective and look for the clues 
as to the small groups of people that they know.  The right to ask for  
the introductions can be set up in the very beginning. 


Phraseology:  “John and Mary, you haven’t seen a tremendous 
amount of television advertising about our company, have you?  The 
reason we don’t spend millions of dollars in advertising is we have 
chosen to build our business on word-of-mouth introductions.  When 
we have satisfied your needs with our product, done the job and you 
are totally thrilled with what our company has done for you, would 
you have any challenges with me asking for an introduction to a few 
other people I might serve?


B.
The steps to getting quality introductions



Step #1:   

       

for them to see.  Bring up small 

groups of people they know.



Step #2:   Write names down.



Step #3:   Ask 


     

.  “What did this 


person say or do that brought them to your mind?”



Step #4:   Ask for 


    


.



Step #5:   Ask them to call and introduce.



Step #6:   If they show nervousness, ask to use their names.



Phraseology:  “John and Mary, because you have 

, I 



    I will contact these people and give them the highest 


quality    
      possible.”


C.
A person never fails until he or she quits.  So as a Champion, if 
you are committed to trying, you are on your road to success.




Become a follow-up specialist.



2.
Develop the 
  
       
      
     habit.







THANK YOU NOTES
1.
Telephone Contact

Thank you – For talking with me on me on the telephone.  In today’s business world time is precious.  You can rest assured that I will always be respectful of the time you invest as we discuss the possibility of a mutually beneficial business opportunity.

2.
In-Person Contact

Thank you – It was a pleasure meeting you, and my ‘thank you’ is for the time we shared.  We have been fortunate to serve many happy clients, and it is my wish to someday be able to serve you.  If you have any questions, please don’t hesitate to call.

3.
Thank You After Demonstration


Or Presentation

Thank you – For giving me the opportunity to discuss with you our association for the mutual benefit of our firms.  We believe that quality, blended with excellent service, is the foundation for a successful business.

4.
Thank You After Purchase

Thank you – For giving me the opportunity to offer you our finest service.  We are confident that you will be happy with the investment towards future growth.  My goal

now is to offer excellent follow-up service so that you will have no reservation about

referring others to me who have similar needs to yours.

5.
Thank You For A Referral

Thank you – For  your kind referral.  You can rest assured that anyone you refer to me

will receive the highest degree of professional service possible.
6.
Thank You After Final Refusal

Thank you – For taking time out to consider letting me serve you.  It is with sincere regrets that your immediate plans do not include making the investment at this time.  However, if you need further information or have any questions, please feel free to call.  I will keep you posted on new developments and changes that may benefit you.

7.
Thank You After They Buy From Someone Else

Thank you – For taking the time to analyze my services.  I regret being unable at this moment to prove to you the benefits we have to offer.  We stay constantly informed of new developments and changes, so I will keep in touch with the hope that in the years ahead, we will be able to do business.

8.
Thank You After They Buy From Someone Else, But Offer to Give You Referrals

Thank you – For your gracious offer of giving me referrals.  As we discussed, I am enclosing three of my business cards, and I thank you in advance for placing them in the hands of three of your friends, acquaintances, or relatives that I might serve.  I will keep in touch and be willing to render my services as needed.
9.
Thank You to Anyone Who Gives You Service

Thank you – It is gratifying to meet someone dedicated to doing a good job.  Your efforts are sincerely appreciated.  If my company or I can serve you in any way, please don’t hesitate to call.

10.
Anniversary Thank You

Thank you – It is with warm regards that I send this note to say hello and again thanks for your past patronage.  We are continually changing and improving our products and services  If you would like an update on our latest advancements, please give me a call.

3.
Send postcards while on vacation.
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4.
Remember the holidays.
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                                                      Incoming
Telephone Techniques
A Champion’s attitude toward the telephone – I must meet qualified, interested callers.

Handling the Phone


1.  Answer the phone on the 








2.  Remember your voice creates
    





3.  Acknowledge









4.  Close for the 

    , put them on       
  
if possible, and obtain     
                __________


5.  Answer questions with a 


 and lead them to the 





6.  When making the appointment, 

 
all details, ask them to write down some pertinent details. 

Basic tips for the telephone:
1.  Always be 




2.  Don’t lose your   



3.  Take good messages   




4.  Ultimate goal – get name, phone number and set an appointment.

  When people call, they are the most qualified when they show interest.  Your goal is to make sure that you will be the person to show them what they want to see.

Outgoing Prospecting

PROCEDURE FOR CALLING EXPIREDS 

GOAL:POP BY AND VISIT-ONLY

1. Hi, this is ________________from Seven Valley Realty and I’m calling on the property you own on___________Street-(no pause) I was wondering “are you still looking to sell the property?”

2. If yes-Can you tell me a little bit about the property?(open ended question)

(Show a sincere interest in the property, ask specifics about the property i.e. bedroom, baths.)

3. When would be a good time to preview the      

home, would Wednesday or Thursday evening be better for you? (Alternative Choice Question)

    4. Establish time and be prompt for the visit.

    PROCEDURE FOR THE VISIT.

    GOAL: ACQUIRE LISTING

    Again show a sincere interest in the property while asking qualifying questions-Remember:

THE CLOSING OF ANY SALES BEGINS THE MOMENT YOU MAKE THE   Original Contact(refer to page 30.)

Also refer to Closing the Sale(page 32)
Remember your goal is to close for the “Pop by and Visit”!
SELF – DEVELOPMENT ASSESSMENT

A.
One of our major goals is to honestly evaluate ourselves and continually strive to become the person we would really like to be.



1.
It takes   
days to effect a change.


2.
We must   

,   
   ,   
   , and 
    like the 



person we wish to become.





3.
We must 


the disciplines we respect in 


true Champions.  They are:




a. 


     



b.

 attention to 






c. 

  and 
  






d.

          and       






e.
A love for 

     






f.
The commitment to being a student of 
   and 







.




g.
Dedicating pre-determined time for ___________
                          ________________ and _____________________ .       

PLANNING YOUR NEXT 86,400 SECONDS WISELY

A.
Why is time planning so important?



1.
Prevents future


 .



2.
Eliminates



.



3.
Gives more quality time for 


.



4.
Creates the fountain of 



.


     

without


leads to 

    , 






, and 


. 

B.
What are some ways of saving and properly investing time?


1.
Eliminate


activities.



2.


 activities.


C.
Map out your priorities in life, then plan your time accordingly.

ACHIEVING THE CHAMPION LEVEL

A.
Champions are 

 with themselves.  They know they 

are not perfect so they don’t look at the faults of others in a 





way.


B.
Champions don’t blame 


,   


, or 

     

for the obstacles, the crises, or the challenges they 

experience on their road to success.


C.
They look at selling as a 
    

and


to 
their fellow man.


D.
To become a true Champion we must increase our


 
and 


 .



1.
The self-image is a mirror reflection of who we    

 

we are.



2.
We must let go of the 

   
           
      to 



become the Champion of the future.



3.
This may involve

      

 to eliminate the    




   

       that are holding us back.




a.
Procrastination - 
       
  
   
.




b.
Guilt -    
       
 
    
      
       .




c.
Worry – 

         

        
                  .




d.
Need for 


.  You
 can’t make 




everyone happy, so set your priorities as to who are the 



most important people in your life regarding approval.




e.
Conflicting goals for achievement.




The average person lives in constant


.  He 



or she is striving to achieve the 


 and at the 



same time unable to overcome the   


.  This
 


causes frustration which increases
 

   and 



when the emotions are pushed from the 

  




   into the 

   
     average people 




   

 or get 

  .

E.
Champions don’t withdraw or get hostile.  They become





   .


F.
Champions focus daily on achieving the motivators and overcome the demotivators.

Motivators

vs.

Demotivators
1.
Money (service)


1.  Self-doubt-“what did I do right “






never “what did I do wrong?”

2.  Achievement


2. Loss of security

3.
Recognition



3. Fear of Failure

4.
Security 



4. Pain of change

5.  Love of family

6.  Acceptance of others

7.  Self-acceptance

ATTITUDE     MOTIVATIONAL BEHAVIOR
    BEHAVIOR   EMOTION



PERSONAL

WITHDRAW or
     QUIT
   NEGATIVE

REJECTION                  HOSTILE
                     RESULT=C.N.A








          (committed non - achiever)
NO









     (Committed achiever)
G.     Goals are critical for success.


    1.
The human mind is a goal-seeking device; with no goals for positive achievement, the emotional handicaps will cause frustration and discontentment.


    2.
They are the main generators of 


.

H.     In what areas of your life should you get goals?


    1.
Financial 
  
    




    Set Net Worth

    20 years = 5000 per M I G (Monthly Interest Goal)


    60,000 per year A I G         (Annual Income Goal)


    Net Worth goal is $600,000

    2.
Emotional______________________

    3.
Spiritual________________________

    4.
Physical – the bad DCATS 
                                 D__________
                                 C__________

                                 A__________

                                 T__________

                                 S__________

I.     There are two types of goals


   1.
Short-Term – no longer than
         

.



a.
Should be better than your best, but believable.



b.
Should be 

   

.


   2.
Long-Term


a.
Begin by outlining a clearly defined picture of what you 


want in 20 years.



b.
Your net worth goals must be very specific.



c.
Work backwards from 20 years, 10 years, 5 years, 3 


years, and 1 year.



d.
Your personal accomplishment and status symbol goals 


should be carefully thought out.




1.
Your goals must be

    

.




2.
Your goals must be      
         


.




3.
Your goals must be      
     

    






4.
Your goals must be 
   

.
J.     Why
 we should be proud to be in sales


   1.
It’s the foundation of 
       


.


   2.
Capitalism is based on

,    

, and  

.

   3.
When you get someone involved in your product or service, 

   you are 

 new 


.


   4.
Your goal should be to achieve
    


.


   5.
Approach sales as you would your favorite 

 so you are

  excited to become a highly-skilled professional.
As you return to your home make this statement a foundation for your future success: I hereby commit to 
 
    

, so I can build my financial net worth by
  
   

.  Then, I will arrive as a Champion and be able to

   

.

G.O.Y.A
Do these things for the next 21 days:


1.  Burn the past 
     .  Live now, in the moment.  Enjoy the moment.  
     Don’t worry about the 
    , be concerned about now. 

2.  
    , thus don’t worry about the future.  If you don’t know where 

     you are going that’s where you are going to end up – nowhere.


3.  Do not demand fairness.  You have got to 
   in a world where 
     there are people 
   you and 

 you.


4.  Want, but don’t need other people’s 
    .  The only approval   

      you need is from your buyer and your company as far as your     
  
      production is concerned.


5.   Don’t be ______.  If you are going to do something and be guilty, 

      don’t do it.  If you are going to do it, do it and enjoy it.


6.   Work on _________________  Do it now.


7.    Keep your sense of _________.
What is the difference between average people and those that achieve greatness?  You have to be willing to put up with pain if you’re going to grow.

THERE ARE TWO WAYS TO MAKE MONEY AS A REAL ESTATE ASSOCIATE.

1. 

 real estate for sale that 

.
2. 

 current listed real estate to 

   .
Ask yourself, how can I get listings that sell?
Ask yourself, how can I sell current listed real estate to buyers?

ONCE YOU HAVE PERFECTED THE TECHNIQUES THESE WILL BE THE SOURCES TO USE!!
REMEMBER: DON’T LET THIS BE THE LAST TIME TO STUDY

THESE TECHNIQUES!! THIS SHOULD BE JUST THE FIRST TIME. BE A STUDENT OF THESE TECHNIQUES

"We make a living by what we get, but we make a life by what we give.“

                                                                              ~Winston Churchill

          Financial Stability





Living comfortably debt-free off the monthly income generated by your net worth at a given date and time. 




















          Emotional Stability





Being happy most of the time, coping with life’s crises, and striving to live in the solution and not the problem, good family relations.





          Physical Fitness





Striving for moderation in all of your choices and habits.





       Spiritual Fulfillment





Searching to satisfy your spiritual needs, realizing the truth that if what you believe in doesn’t make a difference, then it doesn’t make a difference what you believe in!





The Champion Creed





I am not judged by the number of times I fail, but by the number of times I succeed.  And the number of times I succeed is in direct proportion to the number of times I can fail and keep trying!





Postage





Hi John,


I’m getting a little rest so I can come back and give you better service than ever before!  Thank you for being a valued client!


          


                Tom











Let me thank you for being a valued client.  It has been my pleasure serving you during this year.  I so look forward to working with you for many enjoyable years in the future.  We wish you a happy Thanksgiving, a joyous holiday season, and a prosperous new year.
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