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			Michel Friedman has been practising in real estate since 1990.

			In his first two years in real estate, Michel completed his broker qualification and became an award-winning real estate agent. During his career, Michel managed real estate offices of 50 REALTORS®, 250 REALTORS® and 1,200 REALTORS® per office. Michel was general manager of an international real estate franchise operation, overseeing franchise sales, franchise relations, franchise education, and legal and accounting departments; vice president of a brokerage of 2,500 REALTORS®; owner of a brokerage that he quickly grew to 135 agents; and acted as a trainer and coach in all of these companies. Michel was also a trainer at the Toronto Real Estate Board and was an authorized provider for the Real Estate Council of Ontario, Canada, (RECO) for various continuing education credit courses.

			Michel has helped many REALTORS® become great producers by using training methods that he developed and was influenced by. These methods are presented in this book.
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			Introduction

			The purpose of writing this book is to create a tool for you, the real estate practitioner that wants to increase your production and income and present tools to help you achieve that, in a comprehensive book that includes planning, techniques and strategies to guide you on how to reach 50+ real estate transactions per year.

			It is my vision that you will use this book to build your systems and apply the strategies in your practice. That you will take this book every year to your favorite vacation place, read it again to refresh your memory, analyze your current business and set goals for the following year. That you will continuously refer to the book if you wish to add a technique or a method of doing business or to remind yourself of scripts.

			My goal is to show you, the reader:

			1.How to attain a large inventory of listings.

			2.How to sell those listings quickly.

			3.How to best negotiate to successfully conclude a deal and maximize your profit.

			 

			I wrote this book to guide. Not to coach and not to train.

			When coaching or training, the coaches and trainers usually focus on limited techniques and have a fixed script which they endorse. It is their way or no way.

			For instance: Some coaches will tell you “farming is a waste of time”, or “doing an open house is a passive activity and you should avoid it”. As a guide, I show you in the book that farming too is a great source of business when done correctly. I will also show you how to do open house as an “active” rather than “passive” activity that will produce predictable excellent results (and how visitors will give you their accurate contact information).

			When guiding, I present to you a wide range of techniques for doing business, and a wide range of scripts and objection handling to situations. My idea is that you have to be comfortable with the script or the handling of the objection and can adjust my script suggestion to your level of comfort. This way, there is a better chance for the script or technique to be applied and used by you.

			You will start with learning how to set a goal and build a daily and weekly work schedule to be able to achieve your own set goal.

			You will learn to build the right mindset. (Who is the top producing agent in your area? What are they doing?).

			You will build a budget for your business. (Learn to treat your practice as a business, learn to control your expenses).

			You will learn in detail various methods of prospecting. (The “100 boxes” method, 12 months farming system, soliciting FSBO and expired listings).

			You will learn the qualifying questions for sellers, for buyers and FSBOs.

			You will learn various marketing techniques, from print advertising to social media advertising including detailed contracts for: “I will sell your house … or I will buy it”, and “I will sell your house … or you don’t pay me”. The “dozen eggs” technique, “3 cars for sale” technique, “3 painters” technique, “A chance to win $10,000 on the spot” and more.

			You will learn step by step listing presentation and offer presentations that include objection handling for pricing, commissions and duration of a listing.

			You will be taken through an offer process, how to interact with your seller or buyer as well as with the “other agent” to lead to a successful conclusion of a transaction.

			You will learn how agents “Kill” deals.

			You will learn to distinguish between a “Relational” agent and a “Transactional” agent and be able to identify what your style is and what you would like it to be.

			You will be guided to make a decision if it is time for you to build a team and if so, what are the considerations and the steps to be taken.

			Thirty years in the making, developing and practicing, I have presented my techniques at my real estate board, managed and taught thousands of Realtors ®, wrote articles in a national real estate magazine, I thought it was time to put all my experience and knowledge in one book.
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			Annual Goal Setting

			Every 12 months, each REALTOR® should prepare a 12-month work plan.

			This plan will start with a goal.

			When you have a goal, you have something to work towards, otherwise, you just go round and round waiting for the next commission dollar, not knowing if and when it will come in.

			As you will see later, I emphasize listings since my goal is to get listings. You have probably noticed that the top-producing real estate agents are listing agents. A top-producing real estate agent who leads a team will manage listings and delegate the buyers to their team members. There is a reason they choose to go this route, as I will explain later on in the “Listing Agent vs. Buyer Agent” chapter.

			When setting your goals, assume that 70% of your business will come from listings sold, with the remaining 30% of your business coming from buyers generated from those listings.

			Shortly after starting my career, I noticed my broker had drawn a chart on a large whiteboard at the back of the office with the headings: Name of Agent, Address, Price. Whenever an agent got a listing, they would add their name and the listing information on the board. When a listing sold, the administrator would cross out the sale price with a red marker and write the selling price next to it. This served several purposes:

			1.It brought to the attention of the agents in the office all of the new listings, including exclusive listings, even before they were published on the MLS® system, thereby increasing the likelihood of our office “double-ending” a transaction.

			2.If another agent had the seller of this property as their prospect, it would now be “game over”; time to take this prospect off the follow-up list.

			 

			At the end of each month, regardless of what sold and what remained listed, the administrator would erase the entire board, and we would start adding listings again from the top line.

			Being a goal-oriented person, the first day of each month I would be the first one at the office. As soon as the board was erased and cleaned, I would write on the first five lines:

			1.RESERVED FOR MICHEL FRIEDMAN

			2.RESERVED FOR MICHEL FRIEDMAN

			3.RESERVED FOR MICHEL FRIEDMAN

			4.RESERVED FOR MICHEL FRIEDMAN

			5.RESERVED FOR MICHEL FRIEDMAN

			 

			The other agents seem to have respected that; they would add their listings starting at line six.

			After getting my first listing for the month, I would erase line one and write my name, the listing address and price, just as the others did. Another listing, another line.

			What did I achieve?

			1.I was setting a goal for myself of five listings each month. Most months, I had less than five, some months I had five, and a few months I had more, which I had to add to the bottom with everybody else.

			2.I was getting better exposure of my listings with the office agents. (Who would from time to time come to my office and congratulate me on my achievement.)

			3.But most important for me—imagine the embarrassment, imagine my drive, when the fifteenth of the month came and the big letters RESERVED FOR MICHEL FRIEDMAN were still on the board, announcing no listings yet.
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			Annual-Income-Goal-Plan Form: Sample

			
				
					
					
					
				
				
					
							
							My annual-gross-commission-income (GCI) goal:

						
							
							$500,000

						
					

					
							
							A.

						
							
							My average price per property sold:

						
							
							$500,000

						
					

					
							
							B.

						
							
							My average commission rate per deal:

						
							
							3%

						
					

					
							
							C.

						
							
							My average commission per deal (A x B):

						
							
							$15,000

						
					

					
							
							D.

						
							
							My list-to-sale ratio:

						
							
							3/4

						
					

					
							
							E.

						
							
							My list-to-appointment ratio:

						
							
							1/3

						
					

					
							
							F.

						
							
							Income from listing (A x 70%):

						
							
							$350,000

						
					

					
							
							G.

						
							
							Income from sales (A x 30%):

						
							
							$150,000

						
					

					
							
							Total (F + G):

						
							
							$500,000

						
					

					
							
							Less company share:

						
							
							$50,000

						
					

					
							
							Net (not incl. cost of doing business):

						
							
							$450,000

						
					

					
							
							Income from listing (F):

						
							
							$350,000

						
					

					
							
							H.

						
							
							Number of listings I need to sell (F/C):

						
							
							23.3, 

						
					

					
							
							
							rounded up to

						
							
							24

						
					

					
							
							I.

						
							
							Number of properties I need to list (H/D):

						
							
							32

						
					

					
							
							J.

						
							
							Number of new appointments I need (I/E):

						
							
							96

						
					

					
							
							Number of NEW listing appointments I need to reach my goal

						
					

					
							
							(based on 48 work weeks per year)

						
					

					
							
							J/48 = 2

						
					

				
			

		

	
		
			Variables:

			1.Set your own goal. In this example, I have set the gross commission income (GCI) at $500,000.

			2.Base “A” on your past sales or, if you are a new real estate agent with no history of sales, go by average property prices in the area you choose to work in.

			3.Base “B” on your past experience or ask your broker.

			4.For “D”, I am assuming that you will sell three of every four of your listings: some listings may expire, some sellers may change their mind about selling, etc.

			5.For “E”, the assumption is that you will prospect and get your leads “cold” (i.e., you don’t know the sellers and they don’t know you). You are in competition with other real estate agents to get this listing. I assumed a high ratio of three appointments to get one listing. This may be the case for a new real estate agent. Experienced real estate agents can use lower ratios (meaning fewer appointments will be needed to reach the same goal).

			6.For “Less company share,” I calculated 10% to the broker. You can adjust it as per your contract with your broker.

			7.For the final result, I have assumed 4 weeks of vacation time for you per year, so use 48 weeks per year to get the weekly result. Also, it is important to know that sometimes you have to go back to a prospect for more than one appointment to secure the listing. This is why I emphasized NEW appointments in the final result.

			8.As you probably noticed, I did not allocate activity for buyers, assuming that a percentage of your sellers are selling and buying and if you are successful in selling their property, chances are they will buy with you.

			In conclusion, when you have filled out this form, all you need to do is look at the dollar amount at the top together with the number of appointments per week or month at the bottom and know that, as per this example, if you go to TWO NEW listing appointments per week, using the ratios and average prices I have used here, your gross commission income (GCI) for the year will be $500,000.

		

	
		
			Set Your Own Annual Income Goal:

			
				
					
					
					
				
				
					
							
							My annual gross-commission-income (GCI) goal:

						
							
							_________

						
					

					
							
							A.

						
							
							My average price per property sold:

						
							
							_________

						
					

					
							
							B.

						
							
							My average commission rate per deal:

						
							
							_________

						
					

					
							
							C.

						
							
							My average commission per deal (A x B):

						
							
							_________

						
					

					
							
							D.

						
							
							My list-to-sale ratio:

						
							
							_________

						
					

					
							
							E.

						
							
							My list-to-appointment ratio:

						
							
							_________

						
					

					
							
							F.

						
							
							Income from listing (A x 70%):

						
							
							_________

						
					

					
							
							G.

						
							
							Income from sales (A x 30%):

						
							
							_________

						
					

					
							
							      Total (F + G):

						
							
							_________

						
					

					
							
							      Less company share:

						
							
							_________

						
					

					
							
							      Net (not incl. cost of doing business):

						
							
							_________

						
					

					
							
							      Income from listing (F):

						
							
							_________

						
					

					
							
							H.

						
							
							Number of listings I need to sell (F/C):

						
							
							_________

						
					

					
							
							I.

						
							
							Number of properties I need to list (H/D):

						
							
							_________

						
					

					
							
							J.

						
							
							Number of new appointments I need (I/E):

						
							
							_________

						
					

					
							
							Number of NEW listing appointments I need to reach my goal

						
					

					
							
							(based on 48 work weeks)

						
					

					
							
							= /wk (J/48)

						
					

				
			

		

	
		
			Personal Image and Attitude

			Productivity Exercise:

			Write down your real-estate-related activities from yesterday for the timeframes indicated.

			Next, do the same for the day before yesterday.

			What did I do yesterday?

			9 am – 11 am:

			11 am – 1 pm:

			1 pm – 3 pm:

			3 pm – 5 pm:

			5 pm – 7 pm:

			7 pm – 9 pm:

			 

			What did I do the day before yesterday?

			9 am – 11 am:

			11 am – 1 pm:

			1 pm – 3 pm:

			3 pm – 5 pm:

			5 pm – 7 pm:

			7 pm – 9 pm:

			The purpose of this exercise is to measure productivity.

			Example: Assume your goal is to earn $500,000/yr.

			 

			If you divide this figure by 240 working days (5 days/wk x 48 wks, again assuming four weeks holidays per year), you can see you would need to earn, on average, $2,083/day to achieve your goal.

			I know real estate commissions are not earned daily, but just for the sake of argument, do you believe that for the activities you put down for yesterday and for the day before yesterday, an employer would pay you $2,083 per day?

			If the answer is no, it means that you are not doing what is necessary on a daily basis to achieve your goal.

			Top Producer Exercise:

			Can you name a top producer that works in your area and indicate what you believe they do that makes them so successful?

			 

			Who is the #1 salesperson in my area?

			 

			What do you think they do to be number one?

			1.

			2.

			3.

			4.

			5.

			What Makes a Top Producer?

			This is what I know about the person you identified as the top producer in your area. That agent is number one because:

			1.A Top Producer Has a Plan

			Just as we started by building an annual income goal plan, we (and every top producer) will develop a daily/weekly work plan: hour by hour, day by day.

			 

			2.A Top Producer Works the Plan

			You can have a great plan, then put it in your drawer and never look at it again, or you can actually implement (work) the plan.

			 

			3.A Top Producer Uses the Plan Consistently

			I remember training a real estate agent to prospect by door knocking. (I did it myself for years, beginning in my first month in real estate, and it worked extraordinarily well for me.) The agent came to the office one morning and announced to me, “Door knocking doesn’t work.”

			I was surprised and asked, “How many doors did you knock on?”

			“Three,” the agent replied, “and they all said no.”

			This agent had not learned two important principles:

			1.It’s a numbers game.

			2.It takes 100 days to form a habit. (For example, we don’t lose weight by going on a diet for one day, and we don’t build muscle by going to the gym one time.)

			A top producer knows every day and every hour of the day what they will be busy doing. All their Monday mornings look the same and all their Tuesday afternoons look the same. They understand that veering from the course can spin them off track for a long time, which may end up costing them a lot. Sticking with the plan is critical.

			 

			4.A Top Producer Has the Answers

			Objection handling is a very important part of your business knowledge. Sellers and buyers will constantly test your knowledge, argue pricing, argue commissions, etc.

			You will find that all buyers and all sellers basically have the same objections. Sellers think that regardless of what your comparative market analysis (CMA) shows, their house is better than all the ones you compared theirs to and therefore their house needs to be priced higher. Sellers think that all real estate agents are the same and are willing to pay you as little commission as they saw another agent advertise without considering your credentials and experience. All buyers do not want to commit to you as clients working exclusively with you. Top producers not only know what questions to expect, but they also know the answers.

		

	
		
			Listing Agent vs. Buyer Agent
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			You may have noticed that top-producing real estate agents prefer getting listings to getting buyers. On many occasions, they will refer a buyer to another real estate agent for a referral fee, even though in many cases the commission on the buyer’s side is higher than it is on the listing side.

			There are eleven reasons why the top-producing real estate agents prefer listings:

			 

			Reason 1: How many can you handle at once?

			When you have three buyers, you have a full-time job. Three buyers will keep you busy researching and travelling all over town, showing properties seven days a week for weeks.

			When you have 15 listings, the office coordinates all the appointments. Your work to showcase this property can be planned ahead rather than just responding when an offer arrives.

			 

			Reason 2: How many hours of work does it take to make a deal?

			In most cases, sellers negotiating commissions with a listing real estate agent will ask the listing agent to reduce their part of the commission and leave the cooperating (buyer) real estate agent’s portion intact. They think that if the published commission to the buyer broker is reduced, real estate agents will not bring buyers to the property.

			Team leaders, as you may know, prefer to be the listing real estate agent and refer buyers to their team members even though there may be more commissions on the selling side.

			Why is that?

			The reason is that working with buyers takes more than FIVE TIMES as long as making a deal start to finish as the listing real estate agent.

			When a REALTOR® gets a listing, other than some procedural stuff at the beginning, it is the office and automatic software that schedules showings, obtains feedback, etc., up to the point of registering an offer. Working with buyers involves booking appointments regularly, showings many properties in different communities, etc., adding up to many more hours overall. The fewer hours spent working on a transaction, the greater the potential for attaining more transactions in the same period of time.

			 

			Reason 3: Do you have a contract?

			What is the contract that you have with the seller?

			The listing agreement is the contract. It’s solid. Respected by the seller. The seller will not sign with anybody else at the same time. You, the REALTOR®, will not publish a listing without a signed agreement.

			What contract do you have with the buyer?

			A Buyer Representation Agreement is your contract with the buyer, but as you know buyers often refuse to sign until they actually submit an offer with you. Some buyers may act dishonestly and sign with multiple real estate agents for the same period of time, causing issues between REALTORS® and necessitating a REALTOR® to sometimes even sue the buyer for their commission, etc. In conclusion, having a listing agreement is much preferred to a possible Representation Agreement signed with a buyer.

			 

			Reason 4: Are you in control of your time?

			When you take a listing, you lay everything out to the seller that you are going to do to have their property sold, as well as how often and when you will be in touch with them or meet with them for feedback on showings and on your marketing efforts, to discuss changes in market conditions that may affect the listed property and a timetable of dealing with offers.

			In the case of buyers, it is they who tell you that they are available all weekend this coming weekend and that they would like you to show them properties. You may have an issue with this request. Your sister may be getting married this weekend and this buyer (who, by the way, refused to sign a Buyer Representation Agreement with you) is telling you to show them properties and you have to choose between not attending your sister’s wedding and potentially losing a substantial commission.

			In conclusion, you are much more in control of your time when working with a seller.

			 

			Reason 5: What happens if the offer fails?

			Example 1: You represent a seller. You took a listing at a price that you believe is justified (fair market value) for this property. A lowball offer came in. You negotiated back and forth, and the end result was that there was no agreement.

			How does the seller see your efforts?

			My answer to the seller is … As a protector of the price; a hero, who will now continue to work on the marketing and
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A goal is a dream with a deadline.
—Napoleon Hill
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“Whether you think you can, or you
think you can’t—yow're right!”
—Henry Ford






