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Objectives

1. Prepare you to join the on-going Fast Track One sessions

2. Understand what completion of this Course involves

3. Develop an Activity Plan for succeeding in real estate

4. Learn about the advantages of the Weichert® Systems and our Office

5. Understand the relationship between activities and business success
6. Learn how to compile your initial list of “influential” people

7. Learn what to say to potential clients and customers

Course Expectations
1. Participate in all in-house sessions.
2. Complete all Weichert University courses. 
3. Accomplish all activities between Modules.

4. Keep your mentor informed of your progress.
5. Bring a positive “can do” attitude.

6. Take responsibility for your own learning.

7. Attend and complete Fast Track Part Two.

Time to Get Started

· WELCOME...
· To the exciting world of real estate!

· To Weichert, Realtors® and the Weichert Family of Companies!

· To Fast Track training and the beginning of a career-long experience of learning and ever improving!

We’re really glad you’re here!

· About this Course...

· This Course is designed to accelerate your learning and application of the “basics” of real estate. While introductory, this Course covers nearly every aspect of residential real estate practice, although not always in sequence, or with great detail for every topic. 

· It is a “crash” course. Particular emphasis is placed on activities and techniques that can provide you more immediate income.

These activities include:

1. Actively prospecting for more immediate sellers (FSBO and Expireds).
2. Using your Sphere of Influence to begin active prospecting; building an immediate Client Base for referral business.

3. Developing strong telephone skills to convert customer inquiries into appointments.
4. Holding Open Houses (Weichert-style) to market the particular home, and meet new potential customers. 
Fast Track Part Two, the four day classroom program, is intended as a “finishing school” to help you perfect and internalize the habits and skills you will first learn here in Fast Track Part One. New information and advanced techniques will be introduced at Fast Track, Part Two, but primarily focused on expanding your Client Base, sharpening the “basics” ... and propelling your real estate career well into the future.   
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· Course Book

Your Course Book will guide you through the various training modules. Your Book’s value after the course will be enhanced by diligent note taking. Additionally, there are note taking pages for each of the Weichert University courses that are integrated into each module. Have your Course Book with you when you sit at the computer to take these online courses.
If you are not yet enrolled in Weichert University, please do so. 
· Role Play

The purpose of “Role Play” is to make you more comfortable in real life business situations. Because of time restraints, role plays will rarely be performed in real time.  Even this compressed experience can reap benefits for you later on. 

· Activities
Training without immediate application and practice can become meaningless, if not wasteful. In addition to the 21 training modules, you will be asked to begin “working real estate” by holding Open Houses and beginning to prospect for new customers.
Your Manager and Mentor will play important roles -- in not only assisting you with these early activities (and transactions), but keeping you focused on continuing your training, practicing your skills, and providing you guidance and encouragement -- so you can handle future situations and transactions professionally and independently.
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READY TO GET STARTED?
Starting a New Business
Forget that you are beginning a career in real estate, and pretend that you are starting up a new business. What would you have to do to get up and running?

	1.
	
	
	7.
	

	2.
	
	
	8.
	

	3.
	
	
	9.
	

	4.
	
	
	     10.
	

	5.
	
	
	     11.
	

	6.
	
	
	12.
	


Here’s the good news… you’re not on your own!  And you’re not starting a business from scratch.  Our Company provides many of these services for you.  

Go back over the list you made above, and cross out those items that our Office takes care of for you.

What’s left?

	1.
	
	
	4.
	

	2.
	
	
	5.
	

	3.
	
	
	6.
	


Which of the remaining items could cost you considerable money?

Which cost very little, except for the time and effort you invest to learn, develop and use the skill (selling tool or program) consistently?
Technology Tools

Listed are four essential tools for every real estate professional:
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Laptop Computer

_______________________________________

_______________________________________

· Digital Camera

_______________________________________

_______________________________________

· PDA

_______________________________________

_______________________________________

· Cell Phone

__________________________________________
__________________________________________

Technology continues to advance at a rapid pace, so thoughtful consideration before purchase is advised.  

Our Company Technology Requirements

History & Growth

Weichert, Realtors® is the country’s largest privately-owned provider of real estate and home ownership services. 
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1969 

Single office in Chatham, NJ, founded by Jim Weichert

Today 
_____ Company owned Offices in _____ States

_____ Affiliate Offices in ______ States

_____ Agents (combined)

· Expansion through Franchising

Weichert Real Estate Affiliates, Inc., the franchising arm of Weichert, Realtors, was established in late 2001 to expand the Weichert® brand name and business systems nationally. Our Office is an “Independently Owned and Operated” member of this expanding, premier real estate network. YOU are part of this exciting endeavor.  
· Professional Standards

While each office remains “independently owned and operated,” each is required to maintain the highest standards of appearance and professional conduct. This applies to use of the Weichert® name, logo, yard signs and other business “identifiers.” How you advertise, market yourself, and conduct your real estate business are subject to standards set out in the Weichert Operations Manual. Some are mandatory. Others are strongly recommended. Your Manager can review these important standards with you, and assist you in choosing appropriate Weichert approved ad templates, printed materials and other listing and selling tools for your real estate business. 

· Array of Services

Weichert Real Estate Affiliates maintains a professional staff of real estate and technical specialists to assist its affiliated offices and sales associates with:

	Business Planning
	Direct Mail Marketing
	Career Apparel

	Consulting
	Luxury Homes Program
	Advertising Specialties

	Recruiting
	Public Relations
	Referral System

	Fast Track Training
	Sales & Listing Tools
	Corporate Relocation

	Online Training
	Awards Program
	Referral Associates

	Mass Media Advertising
	Sales Rallies
	Web site Support

	Printed Materials
	National Convention
	Internet Marketing


Awards and Recognition

The Weichert® organization appreciates the hard work of every sales associate. There are annual Corporate Awards for system-wide recognition of both Offices and Sales Associates.   These are based upon closed transactions during the calendar year for which Royalties have been paid which generate Gross Commission Income (GCI) or Award Units (one “side” of a closed transaction (buyer or seller) having at least $500.00 in GCI).  This Award and Recognition program is subject to change.
· Achievement Certificate – awarded to those producing from $45,000 to $74,999 in annual Gross Close Commission Income. 
· Executive Club – awarded to those producing from $75,000 to $149,999 in annual Gross Commission Income OR the associate will have completed 30 to 44 closed “award units” within the Award Year*.

· Ambassadors Club – awarded to those producing from $150,000 to 174,999 in annual Gross Commission Income with at least 6 closed “award units”; OR the associate will have completed 45 to 59 closed “award units” within the Award Year.

· President’s Club – awarded to those producing $175,000 or more in annual Gross Commission Income with at least 6 closed “award units”; OR the associate will have completed 60 or more award units within the Award Year.

· Broker Council Awards – local or regional recognition for sales associates and offices. Presented at your Annual Awards Banquet.
· Local Office Awards 
Special Services
· Weichert Advantage: discounted products and services available to all Weichert offices and sales associates on the company’s Intranet site. Gifts and services include Tiffany’s, Jones of New York, Jos. A. Banks, Office Depot, among others.

· Approved Suppliers: real estate products and services utilizing Weichert approved trademarks, colors and logos. Available on the Company’s Intranet site. 

Our Local Weichert® Office
· History

· Founders

· Growth

· Business Philosophy

· Future

· Your Role

Your Image 

Potential customers and others form lasting impressions based upon how they first see you. 

· Professional Dress
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· Vehicles 
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· Printed Materials




· Online Presence



Activity Power

The secret of success in real estate is to understand the relationship between activity and sales.

Activity = Sales

The more people you talk to … the more Open Houses you hold … the more prospecting calls you make … the more listing presentations you give … the more business cards you hand out…
The More Money You Will Make!
There are a few real estate activities that have proven themselves over many years to be the foundation for any agent’s long term success in the real estate business.  The Weichert® organization is built on an unwavering belief that you should never stray from these regular activities:  
· Contacting Sphere of Influence regularly

· FSBO contacts

· Expired Listing contacts 

· Giving DOORS® listing presentations

· Activity Calls on new listings/sales

· Open House pre-contacts                
· Holding Open Houses                      
· Open House follow-up 
· Farming activities 

· Attending sales meetings
· I-Calling sessions

Creating a Client Base

A client base is made of customers -- past, present and future. 

The beginning of your real estate career is a time when you need new business … quickly.  Unlike more experienced Associates, you don’t have the benefit of a loyal following of past customers. Most agents just entering the business don’t have any customers.  

It takes Time, Right Effort and Good Technique!

Experienced colleagues find many of their customers by tapping into their Client Base -- satisfied customers that have bought or sold through them in the past. In fact, many top producers can trace a majority of their business to a referral or direct sale from someone in their Client Base. 
Having a large, loyal client base is a good goal to have, but a long way off for the sales associate just starting out.  At this point in your career, every customer is new.

Creating a large, loyal client base involves these components:

1. Building name recognition and reputation as a Weichert® “Neighborhood Specialist.” 

2. Working a sound business plan that includes regular prospecting, Open Houses, and reinvesting some of your commissions. 

3. Thrilling every customer with whom you come in contact. 

4. Having a system for routinely staying in contact with your customers and clients.

Prospecting – Active & Passive

Prospecting is the lifeblood of a successful real estate career. 
To have a continual flow of business, you must continually prospect.  In this Course you will learn different methods of prospecting and a system to ensure they get done. 

A critical distinction in prospecting methods is that of passive and active.  

· Passive =
_______________________________________
· Active    = 
 _______________________________________
Indicate below whether the activities are passive or active: 

	METHOD
	· 
	ACTIVE OR PASSIVE

	Direct Mail
	· 
	

	Personal Web page
	· 
	

	Posting a business card at the car wash
	· 
	

	Cold Calling
	· 
	

	Park benches
	· 
	

	Newspaper ads
	· 
	

	Door canvassing
	· 
	


· Passive prospecting methods can be effective and are an important part of an overall business plan. But relying heavily or exclusively on passive methods can bring a career to a halt, or worse, never allow it off of the ground. 

· Most of your prospecting efforts should be geared to sellers. The best way to prospect for buyers is with listings.  Buyers are attracted to listings, so the agent that controls the listing inventory will also control the buyers. 

Prospecting Methods

Face-To-Face

	Advantages
	
	Disadvantages

	
	
	

	
	
	

	
	
	


Telephone

	Advantages
	
	Disadvantages

	
	
	

	
	
	

	
	
	


Regular Mail

	Advantages
	
	Disadvantages

	
	
	

	
	
	

	
	
	


Who should I contact?   







Your broker or manager will have you make a list of all the people you know -- sometimes referred to as a “Sphere Of Influence” list.  

Use the list of questions below to jog your memory: 

· Who is in your family (In town and Out of Town)?

· Who is your plumber?

· Who cuts your hair?

· Who is a member of your same civic organizations? 

· Who are your neighbors?

· Who sells you gas, food, flowers, etc.?

· Who repairs your car?

· Who does your dry-cleaning?

· Who works in your favorite restaurant?

· Who worked with you at your old job?

· Who is your dentist, doctor, chiropractor, shrink, aroma therapist?

· Who is active in your PTA or other school based programs?

· Who teaches your children in school?

· Who did you graduate from high school with?

· Who did you graduate from college with?

· Who do you know from church, synagogue or other religious group? 

· Who is your favorite bartender?

· Who do you know through your wife or husband? (Ex-wife or ex-husband)

· Who is retiring?

· Who was in your wedding and other friends?

· Who do you workout with?

· Who is your attorney, accountant, financial planner?

· Others

Who Do You Know?

· Compiling this list will require a little digging.  

You need, at minimum…

1. Name

2. Phone number

3. Mailing Address

4. Email address

                Enter this information in your contact management database.  

· Take Action on Your “Sphere Of Influence” List.

Let them all know that you are now in real estate. In your life before real estate you did “something” -- educator, salesperson, stay-at-home mom or dad.  And whatever it was (and may still be), this is how the people on your list perceive you.  Your job now is to shift this identity in their minds and position yourself as their real estate professional.  

· Draft an “Announcement Letter” Below.  

It doesn’t need to be long or try to do too much.  The purpose of the letter is to make everyone you know aware that you are now in the real estate business.  

Who Do You Know?

With your Sphere Of Influence data and mailer now complete…

1. Mail at least 20 per week to your list

2. Make a follow-up phone call 5 or 6 days later. This will increase the impact of your mailer. As with the letter, do not try to do too much with this call.  The intent is to build career recognition with those people you know.  

Since they are people that you know, you will probably have other things to talk about. But don’t let this get you too far off track from your mission.  

· Your Mission is to…

1. Change their thinking regarding you:

From: 
Aunt Sue

To:
Aunt Sue, the real estate lady that works at the Weichert® office

From:

Fred, the Little League coach

To:
Fred, the coach that sells real estate at the local Weichert® office.
2. Pick up on information that you might turn into a lead:


· Who recently received a salary increase?

· Who has a son or daughter getting married?

· Who is getting transferred?

· Whose kids are renting now?

· Who would like to receive information about the real estate market?

3. Remember Special Occasions – good opportunity to reach out and say “hello”.

· Valentine's Day

· Fourth of July

· Thanksgiving

· Birthdays           ,
· Anniversaries         
Who Do You Know Dialogue

“Hi, _________________, this is ___________________.  How ‘s the family?” (Business, old neighborhood, etc.)

(After a little chitchat) 

“Things are terrific here! I just joined WEICHERT, REALTORS® - ____________________ as a sales associate in the _________________ office.  What a great company!  They have… “

“(Name of person you are calling), the reason I called is that I need your help.  (Wait for caller to ask what you need help with)  Do you know of a neighbor, friend or relative, who may have a real estate need?  Do you know of anyone who may be thinking of buying or selling right now?”  (Make suggestions such as newlyweds, empty nesters, transferees, and families with new babies.)     

“Thank you for the lead.  Should I let her know that you suggested I call?”

Or

“Well, keep me in mind.  I’d sure appreciate if you’d give me a call if you do know of anyone.”

Write Out Your Dialogue:

	

	

	

	

	

	

	

	


Structured Prospecting
 “I-Calling”

This program provides an opportunity for Sales Associates to prospect for new business while attracting potential new buyers and/or sellers to do business with you and Weichert®.  The I-Call Program is a consistently scheduled 2-hour block of time when all sales associates participating meet at the office and make calls to targeted neighborhoods where homes are listed, scheduled for Open Houses, For Sale By Owner, Expired, etc. and their Sphere of Influences.

                   Your facilitator will explain your office’s I-Calling program in detail.

Task Assignments 

· Complete Office Orientation Checklist.
· First Meeting with Mentor.


· Complete




“Partnering For Success-



    An Introduction to WREA



    And The Weichert Family Of



    Of Companies”

· Compile “Sphere of Influence” list

· Draft “Announcement” letter

· Write out dialogue you will use for contacting people on your Sphere of Influence list

· Contact 10 people you know from your Sphere of Influence list (phone, in person, e-mail, letter, etc.)
· Complete “Results & Activities” sheet and give to Manager

“Partnering For Success-



    An Introduction to WREA



    And The Weichert Family Of



    Of Companies”

General Notes:

	

	

	

	

	

	


List 6 new pieces of information you gleaned from this Module.

	1.
	
	4.

	
	
	

	2.
	
	5.

	
	
	

	3.
	
	6.

	
	
	


What Action Steps Will You Take As A Result?

	

	

	

	

	

	


WEICHERT, REALTORS®
Sales Associate Productivity Guide
Step 1: Establishing Income Goals

A)  Personal Expenses (per month)

HOUSING

Mortgage/rent






$___________

Utilities







$___________

Gas/electric



$___________

Telephone




$___________

Water/Sewer



$___________

$___________

Repairs/maintenance





$___________

AUTOMOBILE

Auto payment(s)



$___________

Auto Insurance



$___________

Auto repairs/maintenance


$___________

$___________

MEDICAL

Physicians/dentists



$___________

Medicine




$___________

$___________

PERSONAL

Gifts/charity



$___________

Clothing




$___________

Laundry/dry cleaners


$___________

Tuition




$___________

Groceries




$___________

Subscriptions



$___________

Entertainment



$___________

Credit card payments


$___________

Personal loan(s)



$___________

Health/Life insurance payments

$___________

Miscellaneous






$___________

Savings







$___________

Total Monthly Personal Expenses



$___________

Total Annual Personal Expenses



$___________
B) Business Expenses

	
	Annually
	Monthly

	Marketing budget


Farming mailings

$___________


SOI mailings


$___________


Just Listed/Sold mailings
$___________


Client Follow-up

$___________


Doors



$___________
	$___________
	$___________

	Professional fees

MLS




$___________

Assn of REALTORS

$___________
	$___________
	$___________

	Business auto expenses (gas, repairs, etc.)
	$___________
	$___________

	Business insurance (auto, E&O)
	$___________
	$___________

	Business supplies
	$___________
	$___________

	Licenses
	$___________
	$___________

	Telephone


Home Office


$___________


Cellular/Pager

$___________
	$___________
	$___________

	Pager
	$___________
	$___________

	Taxes
	$___________
	$___________

	Savings for business items (computer, fax, etc.)
	$___________
	$___________

	Computer software/supplies
	$___________
	$___________

	Conventions/conferences
	$___________
	$___________

	Courses/seminars
	$___________
	$___________

	Miscellaneous
	$___________
	$___________

	Total Business Expenses
	$___________
	$___________

	Profit
	$___________
	$___________

	Total Personal Expenses
	$___________
	$___________

	Income Goal
	$___________
	$___________


WEICHERT, REALTORS®
Sales Associate Productivity Guide

Associate:________________________________

Step 2

	Annual Earnings Goal
	A
	$

	Average Sales Price
	B
	$

	Average Gross Commission Split Per Unit
	C
	%

	Average Gross Commission Per Unit (Line B x by Line C)
	D
	$

	Your Commission Split
	E
	
%

	Your Average Commission Per Unit (Line D x Line E)
	F
	$

	Closed Units Required (Line A ÷ by Line F)
	G
	


	Percentage of units under contract that will close
	H
	
%

	Number of units under contract required (Line G ÷ by Line H)
	I
	


	Percent of business desired from closed listings
	J
	%

	Listings under contract required (line I x line J)
	K
	

	Listings that sell
	L
	%

	Listings required (line K ÷ Line L)
	M
	

	“Doors” presentations required (line M ÷ 85%)*
	N
	

	Percent of business desired from closed sales
	O
	%

	Purchase contracts required (line I x line O)
	P
	

	Buyers needed to obtain required purchase contracts (line P x 3)**
	Q
	

	WEEKLY GOALS
	
	

	Weeks worked in next 12 months
	R
	

	WEEKLY “DOORS” PRESENTATIONS REQUIRED (line N ÷ line R)

If less than 1, adjust accordingly. For example: .5 = 1 every 2 weeks
	S
	

	BUYER(S) NEEDED EACH WEEK (line Q ÷ line R)
If less than 1, adjust accordingly. For example: .5 = 1 every 2 weeks
	T
	


Notes:

Your broker/manger can supply you with your office’s figures. If unavailable, use the following:

Use $150,000 for average sales price in line B

Use 90% for line H

Use 85% for line L

*Company statistics show that associates using DOORS obtain the listing 85% of the time.

**Assumption: one in three buyers will make an offer through you. Multiply the number on line P by 3.

Sales Associate Productivity Guide

Step 3
	LISTINGS
	
	
	
	
	
	

	Enter the number from line N
	
	
	
	
	
	

	Listing Sources
	Contacts  to = Presentation
	X
	Desired # of Presentations
	Contacts Required

	
	
	
	
	Annually
	Monthly
	Weekly

	Sphere of Influence
	100
	X
	
	
	
	

	Expired Listings
	15
	X
	
	
	
	

	FSBOs
	5
	X
	
	
	
	

	Farming
	100
	X
	
	
	
	

	Target Canvassing
	50
	X
	
	
	
	

	Other
	
	X
	
	
	
	

	
	Total

Must equal N
	=
	
	
	
	

	SALES
	
	
	
	
	
	

	Enter the number from line Q
	
	
	
	
	
	

	Buyer Sources
	Contacts = Prospect
	X
	Buyers per Source
	Contacts Required

	
	
	
	
	Annually
	Monthly
	Weekly

	Sphere of Influence
	50
	X
	
	
	
	

	Internet
	5
	X
	
	
	
	

	Open Houses
	3
	X
	
	
	
	

	Signs/Ads
	10
	X
	
	
	
	

	Target Canvassing
	100
	X
	
	
	
	

	Other
	
	
	
	
	
	

	
	Total

Must equal Q
	=
	
	
	
	


The above has been created based on information furnished by the above named associate.  Weichert Real Estate Affiliates, Inc. offers no representations and/or guarantees as to the accuracy of the information furnished or the resulting report generated.

Action taken, based on such information is the sole responsibility of the above named associate.  
Results and Activities                 

Date ___/____/___

Things I struggled with between sessions.

______________________________________________________________________

______________________________________________________________________
Successes I had between sessions.

______________________________________________________________________

______________________________________________________________________
Activities and Results

	Activity
	
	# of Contacts
	
	Appointments

	Sphere of
Influence
	
	
	
	

	Expired
 Listings
	
	
	
	

	FSBOs
	
	
	
	

	Farming
	
	
	
	

	Target Canvassing
	
	
	
	

	Activity Contacts
	
	
	
	

	Open House
	
	
	
	



________________________________

Your Signature

________________________________

Your Mentors Signature


Complete before and bring to each In-House Session.   

Results and Activities                 

Date ___/____/___

Things I struggled with between sessions.

______________________________________________________________________

______________________________________________________________________
Successes I had between sessions.

______________________________________________________________________

______________________________________________________________________
Activities and Results

	Activity
	
	# of Contacts
	
	Appointments

	Sphere of
Influence
	
	
	
	

	Expired
 Listings
	
	
	
	

	FSBOs
	
	
	
	

	Farming
	
	
	
	

	Target Canvassing
	
	
	
	

	Activity Contacts
	
	
	
	

	Open House
	
	
	
	



________________________________

Your Signature

________________________________

Your Mentors Signature


Complete before and bring to each In-House Session.   
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How This Course Is Structured
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