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Welcome to your BreakThrough!
I am so excited that you have made the commitment to create a BreakThrough in your real 
estate business! We honor the decision you have made to begin this journey and I look 
forward to supporting you through these ten sessions!

We have designed this Program to help you organize your business, to guide you in creating 
more consistent marketing and lead generation and to give you the exact training to help 
you to list and sell more homes.

While you go through this Program, I will introduce you to the most up-to date dialogues, 
marketing techniques and practices that are out there. I have given you the key to unlock 
your BreakThrough to become an extraordinary agent! While it’s not going to happen 
without commitment and work on your end, I can promise you that your hard work will be 
worth the end-results!

If you have any questions along the way, don’t hesitate to reach out! Call my office and let’s 
get you the help you need. On that note, let’s make sure my company’s emails are hitting 
your inbox (instead of your spam folder) as well. Check that for me now. I don’t want you to 
miss a thing! 

I am 100% committed to your BreakThrough! Let’s get to Session One...

P.S. Throughout this program you will hear me ask you to connect with me online... here’s 
how to do it ... (jump right in and make sure we are connected today!)

Facebook.com/CoachTomFerry
Twitter.com/TomFerry
Instagram.com/CoachTomFerry
www.tomferry.com
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SESSION

1 Breakthrough 
by Design

1.1	 The Four Sections of This Program

1.2	 Your BreakThrough

1.3	 About Your Coach Tom

1.4	 Tools You Will Receive

1.5	 Shattering Your Glass Ceiling

1.6	 Secret Weapons of Success

1.7	 Actions to Grow Your Business

1.8	 Planning

•	 Understand Tom’s Mission with BreakThrough By Design
•	 Shatter that Glass Ceiling
•	 Learn How to Get the Most Out of this Program
•	 Gain Tools for Success

OUTCOMES:

SESSION TOPICS:
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“A BreakThrough is growing to the next level!”
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1.1 The FOUR Sections of this program

Sessions 1-2:

	 Setting you up for success and planning your BreakThrough.

Sessions 3-7

	 Five weeks to work on marketing and lead generation to create more success.

Sessions 8-9

	 Get a clear picture of the newest tools that work with buyers and sellers today!

Session 10

	 Going beyond the BreakThrough!

1.2 Your Breakthrough

I’m Going to Create a Breakthrough In:

Confidence in Myself

Improving My Selling Skills

Scheduling the Number of Appointments I Want

Becoming Organized and Finish More Projects

Income Earned

1

2

3

4

5
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1.3 About Your Coach Tom

Here’s what Tom will do for you:

1.	 Add __________________________ of business.

2.	 __________________________ on your leads.

3.	 Using the ____________________________ for success.

4.	 Improving your _______________________________________.

5.	 Getting _______________________________________.

6.	 Improve your _______________________________________.

Tom’s Definition of Mental Toughness: 
“The ability to do my work with inspired action 

regardless of what is going on around me.”

1.4 Tools You WILL Receive

h	 Member Section of TomFerry.com - Additional resources for you are housed here
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“If you want to create a BreakThrough, 
you have to follow through,

 when you would normally quit!”

1.5 Shattering Your Glass Ceiling

What Has Stopped Me? 
(Circle below)

•	 Not enough time

•	 Lack the financial resources

•	 Not sure what to do/need more information

•	 Fear of looking bad/getting rejected

•	 Not being organized

•	 Haven’t set goals and committed to them

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

STRATEGY

Acknowledge what’s 
holding you back!
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1.6 Secret Weapons of Success

1.	 Your attitude shows up between ______________________ and 

______________________. 

2.	 Rate your ______________________ on a scale between 1-10.

3.	 The importance of a powerful ___________________________________________. 

4.	 Write the two disciplines Tom wants you to take on:

	 a.	 _____________________________________________________________________

	 b.	 _____________________________________________________________________

Write what you want to earn in the next 12 months: $ __________________________

Now double that number:	 $ ___________________________

Affirmation: 

___________________________________________________________________________

___________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________
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1.7 Actions to Grow Your Business

What cycle of the business are you in?

What 
cycle 
of the 

business 
are you in?

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

“Growth comes from consistent, 
systematic, relevant lead generation 

and great conversion.” 

THRIVING GROWTH FADING WINNER

START UP RESTRUCTURE

CASH COW
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1.8 PLANNING

Who do I connect with 
during the Hour of Power?

1.	 People you know

2.	 Past leads

3.	 Past database

4.	 Drip campaigns

5.	 People on Landvoice

_________________________________

_________________________________

_________________________________

_________________________________

_________________________________

_________________________________

_________________________________

_________________________________

_________________________________

_________________________________

_________________________________

_________________________________

_________________________________

_________________________________

_________________________________

_________________________________

_________________________________

_________________________________

_________________________________

The Hour 
of Power

That’s a one hour 
scheduled block of 

time where you 
are talking to people!

––––––––––––––––

NO
EXCUSES!

Schedule that Hour 
of Power and 

make the calls!
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where has your business come from?
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SSIO
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SOURCE

LAST YEAR’S 
TRANSACTIONS

GOAL FOR THIS YEAR’S TRANSACTIONS

SELLERS BUYERS SELLERS BUYERS ENHANCEMENTS NECESSARY THIS YEAR?

Center of Influence/
Past Clients/Their Referrals

Expireds

For Sale by Owners

Geographical Farming

Just Listed/Just Sold/
Market Updates

Notice of Defaults/Short Sales

Non-Owner Occupied

Open Houses

Print Ads

Promotion/Seminars

Referrals from Agents

Relocation

REOs

Sign Calls

Your Website/Blog

Company Website

Facebook/Twitter/LinkedIn

Zillow/Realtor.com/Trulia/etc.

Team Members

Other

Other

SUBTOTALS

TOTALS

NOTE: TRANSFER ENHANCEMENTS NEEDED 
TO SYSTEMS AND MARKETING CALENDAR
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  h	 Congratulate yourself for starting this program

  h	 Choose to be at Level 10 every day 
(Remember no one here wears shoes!)

  h	 Schedule an Hour of Power every work day

  h	 Complete the “Where Has My Business Come From” form

  h	 Write your daily grateful list and work on your affirmation 
in your Journal

ACTION STEPS

© Tom Ferry-yourcoach. All Rights Reserved. | 888.866.3377 | tomferry.com

HAVE YOU READ TOM’S BOOK 
LIFE! BY DESIGN YET? 
to purchase call 888.866.3377

Also, make sure you receive our 
company emails... you don’t want to 
miss any updates!

IDEA!



© Tom Ferry-yourcoach. All Rights Reserved. | 888.866.3377 | tomferry.com

NOTES
_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________
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OUTCOMES:
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2.1	 Your Finances

2.2	 Your Numbers

2.3	 Tools to Stay Focused

•	 Ascertain Your Financial Motivation
•	 Create the Plan for Your BreakThrough
•	 Utilize Three Tools for Success

SESSION TOPICS:
2
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SESSION

2 Designing your
Breakthrough 
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“Attitude is a choice...”
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2.1 Your Finances

“The BreakThrough starts in your mind!” 

FINANCIAL INFO

The real question is now... how many additional closings do you want? __________

What does it cost you to run your business each month?	 $________________1

What does it cost you to run your home each month?	 $________________2

How much outside income do you receive monthly?	 $________________3

Difference between the cost to run your home and 
business (minus) any outside income you receive?		  $________________4

How much is your average commission check?	 	 $________________5

How many closings do you need monthly
(or quarterly) to survive?						     $________________6
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My Top Ten Financial Goals:

Why I Want to Make More Money

Is there someone I could do something for to honor them and drive my performance?

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_______________________________________________________________________1

_______________________________________________________________________4

_______________________________________________________________________8

_______________________________________________________________________2

_______________________________________________________________________5

_______________________________________________________________________9

_______________________________________________________________________3

_______________________________________________________________________7

_______________________________________________________________________6

_______________________________________________________________________10
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2.2 Your Numbers

Do you know how many people you need to talk to in order to make a sale? ____________

There is no ____________________________ to attract a customer! 

My Nine Week Breakthrough Plan

(Remember, Tom defines a work day as one that has an Hour of Power built into it!)

		  GOAL	 ACTUAL

How many days will I work?	 _________	 _________

How many scheduled days off will I take?	 _________	 _________

The number of new buyer consultations/appointments: 	 _________	 _________

The number of showing appointments:	 _________	 _________

The number of buyer sales:	 _________	 _________

The number of listing appointments I will schedule:	 _________	 _________

The number of listings I will take:	 _________	 _________

The number of listings I will sell:	 _________	 _________

Marketing and Lead Generation

		  GOAL	 ACTUAL

The number of “Hours of Power” daily: 	 _________	 _________

The number of Open Houses will I do:	 _________	 _________

The numbers of mailers will I send: 	 _________	 _________

The number of emails and text messages will I send: 	 _________	 _________
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Remember, 
now is the time 
to raise the bar 

and make a 

with this PROGRAM!
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2.3 Tools to Stay Focused
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Steps to ensure 
success for a Do 
Doing Done Board:

1.	 Capture all of your 
ideas under the DO 
section

2.	 Decide on your 
priorities... and work 
these first!

3.	 Once you start on a 
project, move it to your 
Doing section.

4.	 Once you have 
completed it, proudly 
move it to your Done 
section!

5.	 In the next nine weeks, 
you can finish 15-30 
projects!

6.	 Don’t allow projects 
to become out of 
sight, because they will 
quickly turn to out of 
mind!

DO
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DOING DONE
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Business Tracking LEAD Board

	 BUYER	 SELLER
	 LEADS	 LEADS

My intention is to add ____________________________________ to my board... 

______________________________!
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Business Tracking UNDER CONTRACT Board

	 ACTIVE	 PENDING
	 LISTINGS	 SALES

Remember, ______________________________ is simply ______________________________.
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  h	 Schedule Your Hour of Power at a time each day when you 
have the most energy

  h	 Get your Do, Doing and Done Board complete, 
as well as your Business Tracking Boards

  h	 Finish your Nine Week Business plan, get it up 
and share it with others

  h	 Use your Journal for your affirmations and gratitude list

ACTION STEPSSESSION

Implement a system to keep you on 
track with a Do Doing Done board.

IDEA!



NOTES
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_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________
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_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________
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_________________________________________________________________________________
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_________________________________________________________________________________

_________________________________________________________________________________
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3.1	 Talking to Your Database

3.2	 What Stops You?

3.3	 The Connected Community Campaign Plan

3.4	 The Coffee Meeting Campaign Plan 

3.5	 The Market Updates & Social Proof Campaign Plan

3.6	 Getting into Action

•	 Calling Dialogues
•	 Just Listed/Just Sold Card
•	 Market Update Flyer

TOOLS:

•	 Get Clear on the Right Attitude to 
Create a Powerful Referral Business

•	 Understand What Stops You From 
Getting More Referrals

•	 Learn the Pattern of the Unique 
Selling Proposition

•	 Maximize Your Referral 
Opportunities

•	 Create Marketing Campaigns to Win

OUTCOMES:

SESSION TOPICS:
3
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SESSION

3 Creating a 
Breakthrough 

Referral Business
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“If you want to BreakThrough... you have to follow through!”
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“We must deliver more relevant value 
and in multiple mediums to stay top of mind 

to ultimately win the referral game.”

3.1 Talking to Your Database

Why Don’t Agents Talk to Their Database

1.	 They don’t know _______________________________________________.

2.	 They haven’t spoken to them in years and are ___________________________.

3.	 They don’t want to look __________________________.

4.	 The clients are busy and they don’t want to ___________________________________.

QUESTIONS

1.	 Do any of these above reasons sound familiar?          YES          NO

2.	 Is there an opportunity for you to create more referrals?          YES          NO

3.	 What is your attitude towards serving the people you know? 

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

4.	 What’s your service or marketing plan to keep the people you know informed on 

the market and connected with you, so that they become empowered to refer you 

more business?

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________
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5.	 What do people want to know from their agent?  

(Circle the one you hear the most when talking to people you know)

	 •	 What’s selling in my neighborhood?

	 •	 How much are homes selling for? Is there a trend?

	 •	 How much is my home worth?

3.2 What Stops You?

Reason #1: I don’t know enough people

Use Tom’s Database Memory Jogger to re-discover who you need to talk to...today! 

Memory Jogger
Past Client/Center of Influence Builder

1.	 What are the names of the members of your family?

2.	 What are the names of your spouse’s family?

3.	 What are the names of your “extended” family?

4.	 What is the name of your best friend?

5.	 What is the name of your spouse’s best friend?

6.	 What are the names of your very close friends?

7.	 What are the names of your spouse’s very close friends?

8.	 What are the names of your children’s friends’ parents?

9.	 What are your children’s teachers’ names?

10.	 What are your children’s coaches’ names?

11.	 What are your children’s school principals’ names?

12.	 What are your children’s dentists’ names?

13.	 What are your children’s doctors’ names?

14.	 What is your children’s optometrist’s name?

15.	 Who cuts your children’s hair?

16.	 Who sells your children’s clothes?

17.	 Who is your children’s school bus driver?

18.	 Who is your children’s Sunday school teacher?

19.	 Who cuts your hair?

20.	 Who does your dry cleaning?

21.	 Who does your manicures, pedicures, facials?

22.	 Who do you purchase gasoline from?

23.	 Who services your cars?
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24.	 Who do you buy tires from?

25.	 Who sold you your current car?

26.	 Who have you purchased cars from in the past?

27.	 Who cleans your cars?

28.	 Who is your mailman?

29.	 Who do you know at your church/place of worship?

30.	 Who do you see in the convenience store you most often go to?

31.	 Who is the checker you usually go to in your grocery store?

32.	 Who is your pharmacist?

33.	 Who are your doctors?

34.	 Who are your spouse’s doctors?

35.	 Who is your Pastor, Minister, Priest, Bishop, or Rabbi?

36.	 Who owes you money?

37.	 What is the name of your favorite teller at the bank?

38.	 Who do you borrow money from at the bank?

39.	 Who is your stock broker?

40.	 Who is your financial planner?

41.	 Who prepares your taxes?

42.	 Who does your accounting?

43.	 Who is your veterinarian?

44.	 Who grooms your pets?

45.	 Who takes care of your pets when you are out of town?

46.	 Who did you get your pets from?

47.	 Who have you given your pet’s babies to?

48.	 Who owns your favorite restaurant?

49.	 Who waits on you most frequently at your favorite restaurant?

50.	 What is the name of your favorite bartender?

51.	 Who do you routinely see at your favorite night club?

52.	 Who do you know on a first name basis at your country club?

53.	 Who do you play golf with?

54.	 Who do you ski with?

55.	 Who do you talk to in your health club?

56.	 Who do you play racquetball with?

57.	 Who do you play tennis with?

58.	 Who do you see at your children’s sporting events?

59.	 Who do you go to concerts with?

60.	 Who do you go to the movies with?

61.	 Who do you go to plays, theaters, galleries or museums with?

62.	 Where do you go for breakfast and who do you talk to?

63.	 Who is your attorney?

64.	 Who would you call if you had an air-conditioning problem?
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65.	 Who is your pest control person?

66.	 Who would you call to fix your roof?

67.	 Who would you call if you had an electrical problem?

68.	 Who picks up your trash?

69.	 Who is your overnight delivery person?

70.	 Who mows your lawn / shovels your snow?

71.	 Who does your landscaping?

72.	 Who built your house?

73.	 Who is your landlord?

74.	 What is the name of the insurance agent who insured your home?

75.	 What is the name of the insurance agent who sold you life insurance?

76.	 What is the name of the insurance agent who holds your health insurance?

77.	 What is the name of the insurance agent who handles your car insurance?

78.	 Who do you buy your clothes from?

79.	 Who is your tailor / seamstress / dressmaker?

80.	 Who do you buy make-up / cosmetics from?

81.	 Who did you buy your computer from?

82.	 Who fixes your computer?

83.	 Who fixes other small appliances?

84.	 Who is your travel agent?

85.	 Who is your printer?

86.	 Who did you receive holiday cards from last year?

87.	 Who did you send holiday cards to last year?

88.	 Who changes your oil?

89.	 Who do you buy furniture from?

90.	 Who repairs or upholsters your furniture?

91.	 Who do you buy arts and crafts from?

92.	 Who do you buy office supplies from?

93.	 Who do you see at your office building?

94.	 Who do you buy your liquor from?

95.	 Who do you buy meat from?

96.	 Who do you buy seafood from?

97.	 Who do you buy hardware from?

98.	 Who do you know in law enforcement?

99.	 Who do you know in politics?

100.	Who have you done business with in the past?

101.	Who do you know at service organization meetings? (Optimists, Lions Club, Rotary, etc.)

102.	Who do you know from fraternal organizations? (Elks, VFW, Mason, etc.)

103.	Who do you know from a social organization you are a member of?

104.	Who do you know from trade or industry groups that you belong to?

105.	Who do you buy carpet, drapes, and appliances from?
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106.	Who are your old high school classmates who are still around?

107.	Who are your old coaches that are still around?

108.	Who are your old teachers that are still around?

109.	Who are your old school principals that are still around?

110.	Who are your old college fraternity / sorority / brothers / sisters who are still around?

111.	Who are your old college buddies that are still around?

112.	Who are your old military friends that are still around?

113.	Who is your florist?

114.	Who do you rent DVDs from?

115.	Who did you invite to your wedding?

116.	Who are your neighbors?

117.	Who did you buy your boat from?

118.	Who did you buy your motorcycle from?

119.	Who did you buy your motor-home/camper from?

120.	Who is your jeweler?

121.	Who repairs your jewelry?

122.	Who is your photographer?

123.	Where do you get your pictures developed?

124.	Who do you buy your electronics from?

125.	Who do you know in your homeowners’ association?

126.	What are the names of your co-workers from your previous jobs?

127.	What are the names of your previous neighbors?

128.	Who do you know from the day-care center?

129.	What are the names of your spouse’s past neighbors?

130.	What are the names of your parents’ best friends?

131.	What are the names of your spouse’s co-workers?

132.	Who do you buy advertising from?

133.	Who are the suppliers and vendors who come to your work place?

134.	Who is currently trying to sell you something?

135.	Who made your will / living trust?

136.	Who married you?

137.	Who delivers your water?

138.	Who do you buy shoes from?

139.	Who maintains your safety and security systems? 

140.	Who are your bowling buddies?

141.	Who do you play cards with?

142.	Who handles your communications equipment?

143.	Who would lend you $100.00 with a phone call?

These questions are designed to jog your memory!
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Reason #2: I don’t know what to say
SE

SSIO
NThe Four Questions to Think About 

and Learn the Answers to:

1.	 What problems are sellers facing today?

2.	 What problems are buyers facing today?

3.	 What’s happening to home values?

4.	 How do you as an agent solve the problems of  

today’s buyers and sellers?

The Unique Selling Proposition Pattern (USP)

The pattern goes like this: 
•	 Well, you know how (problem people can relate to) ...•	 What we do is (unique solution to the problem)...•	 Close: Is that something you would be interested in  hearing more about?
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Create a USP for a buyer you work with the most in your area:

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

Samples of more USPs

1.	 You know how buyers today are looking to get the best price possible... Well, 

what I do is provide a complete profile of the home you are interested in, the tax 

records, previous sale price and much more. Is that something you’d be interested 

in?

2.	 You know how buyers struggle to find a lender who will provide them with the 

best loan available... Well what I do is work exclusively with two different lenders 

to ensure you get the best interest rate and the lowest closing costs.  Is that 

something you’d be interested in?

3.	 What I have found is most agents don’t have a plan to help their buyers. Instead 

they just show them homes they could have seen online. Well... that’s why we 

have developed a proven strategy to assist our clients in finding the right home, 

the right location or terms and at the right price. Is that something you would be 

interested in hearing about?”
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Reason #3: Which Database or CRM should I use?

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________
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3.3 The Connected Community 
CAMPAIGN Plan

TEXT Dialogue

Your Text: Hi (name) the market’s really moving and home values are going up, up, up. 

Want to know your home’s new value?

Their Text: Sure, sounds great.

Your Text : Wonderful, I’ll put together your home’s value. Have you done any upgrades? 

Once it’s ready do you want to meet for coffee, or should I email/mail to you?

If They Ask How’s the Market?

Your Text: Inventory levels are low. When a great home comes on the market, buyers and 

investors are writing offers and driving prices

Then ask one of three questions:

•	 Have you had any thoughts of selling?

•	 Do you know anyone who’s had thoughts of selling?

•	 Do you anyone who tried to sell in the past and it didn’t work out?

REMEMBER,
90% of people respond 

to a text message in under 
five minutes!

90%

SMS
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THE facebook strategy

1.	 Checking In

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

2.	 Saying Hello

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

3.	 Commenting on a Post

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________



3

C
reating







 a
 B

reakthrough














 R
e

ferral





 B
usiness






34

SE
SSIO

N

3.4 The Coffee Meeting 
CAMPAIGN Plan 

COFFEE mEETING PLAN

GOAL: Three coffee meetings per week

THE PLAN:

1.	 The Invitation

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

2.	 The Meeting

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

3.	 The Follow-Up

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

COFFEE mEETING Dialogue

Hi XXX, 

Would love to get together for a coffee, hear how you have been and maybe give you a 

quick update on the market.
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3.5 The Market Update & Social  

Proof CAMPAIGN PLAN
_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________
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3.6 Getting into Action

1.	 Send five _____________________________________ or make five calls in your Hour 

of Power (or a combo).

2.	 Spend 30 minutes in the evening ______________________________ with people 

you know on Facebook.

3.	 Go on three _____________________________________________ weekly.

4.	 Send out one to two __________________________________________ to your 

database monthly.

5.	 Do a minimum of one ________________________________ a month.



© Tom Ferry-yourcoach. All Rights Reserved. | 888.866.3377 | tomferry.com

3SESSION

C
reating







 a
 B

reakthrough














 R
e

ferral





 B
usiness






37

  h	 Add items to your DO, DOING, DONE Board

  h	 Schedule one hour to learn your CRM 

  h	 Schedule your Hours of Powers and track your results

  h	 Decide who you will invite to coffee

  h	 Decide on your mailers

ACTION STEPS

Because you’re a student of BreakThrough By Design, 
Tom wants to offer you a complimentary Coaching Session 
with one of his Coaching Consultant. Call 888.866.3377 to 
redeem!

IDEA!
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Past Client/Center of Influence dialogue 

1.	 Hi…this is ______ (name) with ______ (company).  I hope you and your family are 

well.  Do you have a quick minute for me?  Thank you!

2.	 I was wondering if I could help you with any real estate questions you might have.  

Great!

     	Examples:

	 •	 Are you curious about the value of your home?

	 •	 Do you want to know what is going on in your neighborhood?

	 •	 Do you want to know general market conditions?  

	 •	 Is it time to sell your home?  

	 •	 Should you be refinancing now?

3.	 As you know…I want to be your resource for everything real estate related.  Please 

call me if you ever have questions…okay?   Terrific!

4.	 _______ (name)…my business is based on referrals from great clients (friends, 

people) like you. So…before I let you go…Who do you know that needs to buy or 

sell a home now or in the near future?  Excellent!

5.	 Can you think of anyone from your office, neighborhood, family or church?  Super!

6.	 I appreciate your help and if anyone should come to mind please don’t hesitate to 

call me!  Thank You!

(This dialogue is meant to be used somewhat loosely.  You will be calling your Past 

Clients/Center of Influence four to six times per year, alter the dialogue when necessary.)
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Door Knocking EXPIRED Dialogue

Hi, I’m _________________________(name) with _________________________(company).  

I’m sure you know your home came up today as an expired listing... and I was curious… if 

we had wrote an all cash, great terms offer yesterday... where would you be moving to?

	 •	 If you did...

	 •	 Is that something you’d still like to do?

I’ve discovered there’s only three reasons a great home like yours doesn’t sell...

1.	 The marketing and exposure on the home wasn’t enough to attract the buyers and 

agents in the area.

2.	 The home didn’t show well or capture the buyer’s emotions... or

3.	 The pricing strategy... I’m curious... There are two ways to price...

	 a.	 High for negotiations

	 or

	 b.	 Fair Market Price to create a potential bidding war

	 Which did your agent recommend?

Bottom line... is if I can market it properly and sell your home in the next 30 days, would it 

be worth it for us to sit down and explore it?
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3

Expired Calling Dialogue 

Hi... I am looking for _______________. This is _________________________(name) with 

____________________(company). I noticed your home was no longer posted online... and 

I was calling to see... is it on... or off the market?

	 •	 Are you taking your home off the market?

	 •	 Are you getting a lot of calls?

	 •	 You may be asking yourself... Where were these agents when my 

		  home was on the market, right?

1.	 If you had... sold this home... where were you moving to?

	 *If I brought you an all cash buyer, close in 30 days, where would you like to move 

to?

2.	 What was your original timeframe to sell and be moved? Ouch!/Really?

3.	 Why do you think your home did not sell? Really?

4.	 How did you pick the last agent you listed with?

5.	K nowing what you now know... what will you expect from the next agent you 

choose?

6.	 What type of feedback did you get from the people who saw your home? Tell me 

more about that.

7.	 There’s only two reasons a home doesn’t sell... the price... and... the exposure 

or marketing to attract qualified buyers... If I can show you... how to make the 

necessary changes to get more showings and ultimately sell your home... would 

that be of interest to you? Perfect!

8.	 Let’s set an appointment so we can figure out exactly what it will take to sell your 

home. Can I come by today at (_______) or is (_______) better for you?
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MARKETING SAMPLE: JUST SOLD
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MARKETING SAMPLE: JUST SOLD
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MARKETING SAMPLE: open house
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MARKETING SAMPLE: EXPIRED
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MARKETING SAMPLE: Deal of the month
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4.1	 You... Online

4.2	 Once They Find You

4.3	 Driving Traffic to Your Site

4.4	 Converting Online Business

•	 Pre-Consultation Qualifying 
Questions

•	 Pre-Qualifying Dialogue

TOOLS:

•	 Making You More Findable Online
•	 Driving More Traffic to Your Website
•	 Converting Online Leads to 

Appointments and Clients

OUTCOMES:

SESSION TOPICS:
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SESSION

4 Generating More 
Business Online
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“It’s about the Power of Contrast!”
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4.1 YOU... Online

When your name is searched for online, what exactly shows up and where?

_________________________________________________________________________________

_________________________________________________________________________________

Sites You Must Have Profiles On:

h	Google Profile

h	Google Plus Local Places

h	LinkedIn

h	Facebook Business Page

h	Instagram

h	Twitter

h	YouTube

h	Zillow

h	Realtor.com

h	Trulia

h	Company Website 

What Needs to Be on Your Profile:

h	Name

h	Company Name

h	Website(s)

h	Your contact info

h	Links to your social media profiles

h	Education information

h	Former employment

h	Real Estate designations

h	Languages you speak

h	Cities you serve

h	Specialties that you have 
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4.2 Once They Find You

1.	 A recent Google and NAR report states that 29% of consumers selected their 

agent based on _____________________.

2.	 Peer to peer feedback or __________________________________________ marketing 

has always been a BIG part of the business.  

3.	 Tom’s two favorite places for reviews are: Zillow and ______________________. 

Good Morning!
 
I have a huge favor to ask of you.

My business is largely built on the kind support I receive from current and past 
customers.

I’ve just signed an agreement with Zillow.com, the popular real-estate website, to 
be featured as a “Premier Agent” as people are browsing through listings in our 
geographical area.
 
My “profile page” on Zillow.com allows for customer references and I would be 
very grateful if you’d take a few minutes to post a reference for me [Link your 
profile here.]
 
Since I’m a firm believer in taking good care of my clients, there’s a little treat 
waiting at Starbucks if you share your time and thoughts by doing this!
 
Thanks a million!
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4.3 Driving Traffic to Your Website

Three Reasons Why a Consumer Goes to an Agent’s Site

1.	 To see a ________________________________________ that you’ve marketed.

2.	 They want to prove that ___________________________________!  

3.	 You __________________________ them there!

SWEAT EQUITY VS. CHECK EQUITY

	 SWEAT EQUITY	 CHECK EQUITY
	 (Free Model)	 (Paid Model)
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Ideas of what to video:

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

CHECK EQUITY

h	 Zillow

h	 Advertise on Google

h	 Pay per Click Advertising

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________
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4.4 Converting Online leads

1.	 You must be _________________________________ when leads come in, no matter if 

you can help them or not.

2.	 Let’s respond to every online lead in _______________________________ or less.

3.	 What would I have to change so I could respond to a lead in under five minutes:

	 ___________________________________________________________________________

	 ___________________________________________________________________________

4.	 The game is ________________________ to lead.

Two Common Email Leads:

1.	 Is that property still available?

2.	 I would like to see the home. Can you show it to me?

The important distinction is:

1	 If you have a lead without a phone number, you do _____________ have a lead!

2.	 If you have a phone number on that lead, you should call them immediately!

3.	 If you don’t have a phone number, you do not have a lead.

EMAIL
Thanks for your inquiry. I’m here to help! 

What’s the best way to connect? 

Cell is best for me and my number is 

xxx-xxx-xxxx. I’m free to talk now. 

Are you? 
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If they don’t respond to you:

1.	 __________________ the email lead in your email database and drip on them  

with emails. 

2.	 __________________ the lead.  

Once You Have Someone on the Phone:

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________
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  h	 Continue to do an Hour of Power everyday and track your 
numbers

  h	 Schedule an hour or two to work on your business this week

  h	 Consider outsourcing work to create your profiles online

  h	 Organize the dialogues we’ve shared today

  h	 Make a decision on “your way” to generate more online 
business (sweat vs. check)

ACTION STEPSSESSION

Check out www.tomferry.com for additional video tutorials to 
walk you through the technology Tom discussed!

IDEA!
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BUYER pre-consultation qualifying questions

Name:____________________________________ Date of Call:	 __________________________

Home #:__________________________________ Cell #:	 ________________________________

Work #: ___________________________ Email address: ________________________________

1.	 What price range are you looking in? (x) 

2.	 Who has been helping you with your home search? (x) Good for you! 

3.	 Are you currently renting the property you live in, or do you own? 

4.	 When does your lease end?          

5.	 Do you need to sell before buying? If yes: Excellent! What we can do is meet to 

discuss what your home is worth in today’s market...as well as...what is available for 

you to purchase. Would ___at ___ work for you? 

6.	 Who else is involved in the decision to buy a home? (x)  Excellent! 

7.	 When would be a good time for us to meet...so I can help you find the home you 

are looking for? Would____ or ___at my office work for you? (x) Perfect!

8.	 What other special requirements do you want in your new home? 

9.	 I have access to every single property available.  Have you seen any homes in a 

magazine, newspaper or driving around that you would like to see? 

10.	Do you already have a lender? (x) Perfect! 

11.	If yes:  Who is the lender?        

12.	Pre-qualification amount: (x) Great! 

13.	My lender is extremely aggressive and finds the absolute best rates; would you like 

to get a second opinion on your loan?

14.	I will have my lender contact you.  His/her name is _____  with _________. 

15.	Let’s get together on __________ at __________ to start the process, sound good?
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PRE-QUALIFyING yOUR LISTING PRESENTATION

Hi (name)… it’s (name) with (company name)… 

1.	 I’m calling to confirm our appointment for (day/time)… does that time still work 
for you?

2.	 I’m really excited about the opportunity to work with you.  I take this process very 
seriously and I’m committed to getting your property sold at the highest price in 
the shortest time frame… I want to be 100% prepared before I come out… so I 
have some additional questions for you… do you have a few minutes?

3.	 Let’s confirm… when we sell your home… you’re moving to (city), correct?

4.	 And what time frame do you have to be there by?

5.	 Assuming you… choose me… to represent you… how soon can I begin marketing 
your property?

6.	 Tell me again… your main reasons for selling this property?

7.	 So… what price are you thinking of listing for?

8.	 How did you determine that price?

9.	 And… how much do you owe on the property?

10.	 Are there any special features of the home… you feel would impact the value? 
Is there anything that could be perceived as a negative… that could impact the 
property value?

11.	 (Optional:  I’ll be sending over my marketing proposal to show you what I do… 
will you take a few moments and review it before I arrive?)

12.	 Who else should I expect at the appointment?

13.	 So tell me… what are you looking for in the agent you choose to represent your 
home?

14.	 How will you know when you have the right agent?

15.	 Do you have any questions for me before I arrive to prepare for our meeting?

16.	 Obviously… if you are as confident as I am that I can… sell your home… will you 
be ready to… list with me… at the appointment?

17.	 (If no) May I ask why?  (Discover and resolve.)

	 (If yes) Wonderful… please have a copy of a key and your mortgage information 
handy for me, okay?

18. This sounds great… I have everything I need to prepare… I look forward to seeing 
you (day/time)… 

19.	 Have a great day!
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UNIVERSAL PRE-QUALIFIER DIALOGUE

(You can use the dialogue for most leads you speak with by modifying your opening)

If you sell your home, where are you moving to? Terrific!

How soon would you like to be there? Tell me about that...

So what’s causing you to move to (x)? Tell me more about that?

Who is involved in the process of (x)? How do you feel about it?

What has to happen in order for you to (x)?

Do you have a plan “B”... in case this doesn’t work out?

Let’s go ahead and set an appointment...which is better for you... mornings or afternoons?  

How about (_____) or (_____) time?
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5.1	 Mega Open Houses Explained

5.2	 How to Start

5.3	 Preparing for the Event

5.4	 Working the Mega Open House

5.5	 After the Event is Over

•	 Sample Invite Emails
•	 Sample Dialogues

TOOLS:

•	 Understand What a Mega Open 
House Is

•	 Learn to Market Open Houses
•	 Maximizing Your Time the Open 

House
•	 Generate Three Potential Sellers 

from Open Houses

OUTCOMES:

SESSION TOPICS:
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5 Mega 
Open Houses
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“The #1 goal of a Mega Open House 
is to meet three potential sellers minimum!” 
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5.1 Mega Open Houses Explained

1.	 A Mega Open House is: ____________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

	 ___________________________________________________________________________

2.	 When to use a Mega Open House:

	

	 a.	 ________________________________________________________________________

		  ________________________________________________________________________

	

	 b.	 ________________________________________________________________________

		  ________________________________________________________________________

	

	 c. 	 ________________________________________________________________________

		  ________________________________________________________________________

3.	 When not to use a Mega Open House:

	 a.	 ________________________________________________________________________

		  ________________________________________________________________________

	 b.	 ________________________________________________________________________

		  ________________________________________________________________________
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5.2 How to Start

GETTING STARTED

h	 Pick a date to give yourself enough time to set things up properly

h	 Pick a great partner

h	 Lunch or wine/cheese

h	 Get your marketing together (see below)

SAMPLE Marketing Plan

MONDAY Record a video invite

TUESDAY
Email your video to your database
Post this video on the seller’s Facebook page  
(or have them post it!)

WEDNESDAY To get the word out, send invitations by mail or door knock

THURSDAY Door knock or mail to expired listings in the area

SUNDAY
1. 9:30am-11:00am Put out as many signs as possible
2. 11:30am-1:00pm Seller’s Lunch
3. 1:00pm-4:00pm Open House

SE
SSIO
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5.3 Preparing for the Event

Prep List FOR YOUR OPEN HOUSE

h	 Knowledge of other listings around your open house

h	 Financing options sheets

h	 Open Home Pro App

h	 Business cards

h	 Property flyers of the home

h	 Marketing pieces about the strength of your company brand

h	 Laptop or iPad for instant property search

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________
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5.4 Working the Mega Open House

How to Work the Mega Open House

1.	 __________________________________________________________ with your sellers 

as the neighbors are walking up.

2.	 Be prepared to ____________________________________________________________, 

“How’s the market?” “So, is this really going to sell for...?” 

3.	 Once the lunch is over, _____________________________________________________

_____________________________________, so you can hold the house open.

Conversation at the Open House

The most successful agents meet potential buyers and ask:

1.	 How did you find the home?

2.	 How long have you been looking for a home? 

3.	 What sites are you looking on?

4.	 How’s the home search going so far? 

5.	 We specialize in helping people like you find the right home, in the right 

neighborhoods, at the right price, with the right terms. Is that something you 

would be interested in?

6.	 Why don’t we schedule a time to meet?

Tom’s important distinction:

“_____________________________________________________

___________________________________________________ !”

SE
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5.5 After the Event is Over

1.	 Follow up with people who signed in to your open house.

2.	 Consider sending them a ___________________________________________________

___________________________________ or personal note.

3.	 Schedule 45 minutes to an hour immediately after the open house to ____________ 

_________________________ while the details are fresh.

SE
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  h	 Schedule time for your Hour of Power everyday

  h	 Schedule an hour or more this week to work on your 
business

  h	 If you have a listing coming up, organize a 
Mega Open House

  h	 Check out the video bonus items on tomferry.com 
Member Center

  h	 Review all of the dialogues in this section

ACTION STEPS

Interested in seeing Tom at an event? Call 888.866.3377
to see what exclusive pricing discounts we have for you 
as a benefit for being in this Program!

IDEA!
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Sample Email to Invite Database to Your Open House

Subject Line: Guess what I’m doing this weekend?

Body of the email:

Hi (name), hope all is well with you. This weekend I’ll be holding a just on the market 

listing at (address) open on from ____ to _____. If you’re in the neighborhood, stop by. I 

would love to see you.

If you know someone who’s looking for (describe simply the property) feel free to forward 

this along to them. Make sure you watch the video! I hope to see you soon.

Sample Dialogue To Invite Neighbors To Your Open House

Hello… my name is (name) with (company)... and… I will be hosting a special open house 

at (location) on (day) from (1 to 4)… did you know this home was for sale? 

(hand them a flyer/invite)

I promised the seller I would get the word out in the neighborhood… and I was curious… 

who do you know… that might want to live in our area?

Wonderful… again… It’s this Sunday from 1 to 4… feel free to stop by… I’d love to show 

you the home…

By the way… have you ever considered selling your home?

SE
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Open House Dialogue

Welcome…Please come in. I’m (name) with (company)…

What’s your name? Nice to meet you (name)

Do you live in the neighborhood… or are you out looking at houses today?

The sellers have asked everyone to sign in… for protection purposes… would you sign in 

please…

Come in and take a look around... (after they’ve looked)

If They Are Out Looking At Open Houses

1.	 How long have you been looking for a home?

2.	 How are you searching for properties now?

3.	 Have you seen any properties you liked?

4.	 Are you also looking in other areas? Tell me about that.

5.	 If you found the perfect home how soon would you like to move in?

6.	 What’s your price range? Good for you!

7.	 Have you spoken with a lender and been pre-approved?

8.	 (Names)… I know of a few additional homes that are (coming to market/pocket 

listings/on the market)… Would you like to see one of them?

9.	 When is the best time for you to see property?

10.	 Great let’s get together on _____ at _____.

11.	 Before we meet… I have a terrific lender (their name) and they always seem to find 

the best rates, programs… and most importantly… gets the job done… would you 

like to get a second opinion on your borrowing options?

12.	 What’s the best phone number and email for you?
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If They Live In The Neighborhood

1.	 How long have you lived in the neighborhood? (x) Good for you

2.	 If you were to sell your home...where would you move to? (x) Terrific!

3.	 How soon would you like to be there? (x) Great! Tell me more about that...

4.	 So what’s causing you to move to (x)? Interesting!

5.	 Do you have plan “B”...in case that doesn’t work out?

6.	 Why don’t we schedule an appointment… so I can show you what myself and my 

company can do to make this move good for you... Which is better for you ______ 

or would ________ be better?
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MARKETING SAMPLE
SE
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MARKETING SAMPLE
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6.1	 Selecting Your Farm

6.2	 Your Marketing Plan

6.3	 Attract Listings

6.4	 Lost Sellers in the Community

•	 Marketing Sample Pieces
•	 Door Knocking Dialogue around the 

Farm

TOOLS:

•	 How to Select the Ideal Farm
•	 Create a Marketing Plan to Become 

the Local Agent in the Community
•	 Learn a Proven Strategy to Attract 

Listings
•	 Pursue the “Lost Sellers” in the 

Community

OUTCOMES:

SESSION TOPICS:
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SESSION

6 Developing Your 
Geographic 

Farm
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“People want to work with the local expert!” 
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6.1 Selecting Your Farm

I would love to become the dominant listing agent in: 

_________________________________________________________________________________

_________________________________________________________________________________

How to Pick the Right Farm

1.	 Pick a number of homes that you are _________________________________________ 

__________________________ to.

2.	 Look for a community that has _______________ or higher annual turnover. 

3.	 Ideally, the area would _______________ be guard gated to allow easy access for 

marketing.

4.	K now the _______________________________ in the area. 

Resources for Getting the Data

1.	 Talk to your ______________________ or ______________________.

2.	 ______________________ service provider for data.

6.2 Your Marketing Plan

I need to make ________________________________ a month in order to become a more 

recognizable agent and win listing opportunities!

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________
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1ST WEEK

2ND WEEK

3RD WEEK

4TH WEEK

6.3 Attracting Listings

The Yikes Campaign

SE
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How to Use the Yikes Campaign

1.	 Mail it out

2.	 Door knock with it

Hot Market Dialogue

6.4 Lost Sellers in the community

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________ 
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HOT MARKET Dialogue:

Hi, my name is (name) with (company). How are you today?

I wanted to give you a quick update on the real estate market... last month in 

(city/town/community/building) we had (#) sales, of which (#) sold above asking 

price… were you aware of this?

And… we have more buyers then properties for sale… so I was curious, have you 

had ANY thoughts of selling?

Do you happen to know anyone who’s had thoughts of selling?

Thanks so much! If I can ever be of service, here is my card/contact info. Have a 

great day!
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_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________ 

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________ 

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________ 

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________
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  h	 Continue to write out your gratitude list and affirmations 
daily in your Journal

  h	 Schedule your Hour of Power daily and follow through. 
Track it!

  h	 Schedule one to two hours to work on your business this 
week

  h	 Identify the communities you want to market to

  h	 Create a marketing plan for your new geographic farm

  h	 Visit tomferry.com and check out additional marketing 
pieces

ACTION STEPSSESSION

© Tom Ferry-yourcoach. All Rights Reserved. | 888.866.3377 | tomferry.com

We’re more than halfway through the Program.  
Have you spoken to one of Tom’s Coaching Consultants 
yet? Call 888.866.3377 for a complimentary 30 minute 
coaching session.

IDEA!
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Prices to Gain by 2% this year and 5% next year:
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MARKETING SAMPLE
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MARKETING SAMPLE
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Door Knocking Dialogue Around Farm

1.	 Hello... I’m ________________ (name) from __________________ (company). How are 

you today?

2.	 I’d like to introduce myself. You’ll see me from time-to-time however if you have 

any questions regarding real estate please feel free to contact me.

3.	 Here is a neighborhood update for you.

You can stop here or...

4.	 I’m curious... how long have you lived here? That’s wonderful!

5.	 How did you pick this neighborhood? That’s awesome.

6. 	 Where did you move from? Interesting!

7. 	 If you could live anywhere else... where would that be? Wow!

8. 	 When would you like to be there? Great!

9. 	 I would love to hear more about your next move. Are you available to meet today 

at 5:00 or Monday at 6:30? Perfect!

10.	 I look forward to meeting with you and I’d like to send some information and an 

appointment confirmation to you via email. What’s your best email address? Thank 

you!

DON’T FORGET TO GET 
THEIR NAME AND PHONE NUMBER!
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7.1	 The Power of Right Focus

7.2	 What Appointments Matter

7.3	 The Rules for Converting Leads Into Appointments

7.4	 Long Term Leads

•	 Lead Follow-Up Dialogue
•	 Objection Handlers

TOOLS:

•	 Focus on the Right Actions
•	 Convert Leads into Appointments
•	 Win the Follow-Up Game with Long-

Term Sellers and Buyers
•	 Schedule More Appointments...

Faster

OUTCOMES:

SESSION TOPICS:
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SESSION

7 Becoming An 
Appointment 

Setting Machine
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7.1 The POWER OF Right Focus

1.	 The purpose of marketing and lead generation is to create _________________ and 

_______________________. 

2.	 Lead follow-up creates __________________________ and that’s where all the money 

is made!

3.	 Everyday you can activate __________________ or __________________. 

4.	 What takes up my ________________________?

	 •	 Personal life drama

	 •	 Transaction/client that goes sideways

	 •	 Personal errands

	 •	 Trying to get organized

	 •	 Making calls without a strong mindset

	 •	 Closing transactions

What are the dominant thoughts you are having throughout the day? 

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

I’m a lean, mean appointment setting machine!
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To create the Right Focus:

1.	 How many appointments am I ___________________________________ to scheduling 

right now?

2.	 _________________ this question and _____________________________ it!

3.	 Track your appointments _________________________________.

4.	 Track your appointments in Tom’s _________________________.

5.	 Use _______________________________.

7.2 What Appointments Matter

•	 Buyer Consultations

•	 First Time Buyers

•	 Move Up Buyers

•	 Investors 

•	 Relocation Buyers

•	 Showing Appointments

•	 Listing Appointments

1.
listing 
appointments

What’s the most you 
have scheduled in 
one month?

__________

2.
buyer 
appointments

What’s the most you 
have scheduled in 
one month?

__________

3.
first time 
appointments

What would be a huge 
number you could 
schedule in a month?

__________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________
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7.3 The Rules FOR converting  
leads into appointments

1.	K now Your Customer’s Communication Strategy.

•	 Communicate with people in the method(s) they prefer.

•	 Ask your clients how they want to communicate.

•	 Ask _________________________________ is involved in the process.

2.	 Become Great at Building Rapport

•	 People want to do business with people who are just like ____________________

•	 Rapport is based on sameness, so pay attention to the tone and  

communication of your clients.

•	 Mimic or mirror their rate of speech, volume, tone and energy.

3.	 Become a Master of Qualifying to Determine Their Real Motivation

•	 You solve problems for a profit.

Great Questions Tom’s Best Clients Use

•	 Tell me what you would like to do...

•	 How soon would you like to do it?  
Tell me more about that...

•	 So what’s causing you to make  
the move? Tell me more...

•	 Who else is involved in the process  
and how do they feel about this move?

•	 What has to happen in order  
for you to make the move?

•	 Do you have a Plan B in case that doesn’t work out?
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4.	 Put Each Lead into the Appropriate Lead Follow-Up System

•	 Long term leads should be placed in the database. For buyers, cut the time- 

frame they give you in ______________________. If it’s a seller cut the time frame 

by ________________________ and follow-up.

•	 Short term leads should be on your business tracking board.

5.	 Call Your Lead in a Peak State

•	 Move your _______________ to create energy

•	 Do your affirmations

•	 Ask yourself powerful focusing questions

•	 People buy from people with energy

6.	 The Focus Is to Schedule an Appointment 

•	 Ask for the appointment at least three times.

•	 Example: If I could show you how I’m able to get my clients top dollar for their 

home, regardless of the market, wouldn’t it be worth just 15 minutes of your 

time to meet?

•	 Start scheduling future appointments.

•	 Bottom line, never accept a ____________ when a yes is possible.

•	 All the money is in __________________________________________

7. 	Understand the Objections

•	 Be prepared to answer the common ______________________.

8.	 Clients Struggling to Make a Decision

•	 What’s the worst case scenario if you...?

•	 What’s the most likely scenario if you...?

•	 What’s the best case scenario if you...?
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7.4 Long Term Leads

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________ 

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________ 

_________________________________________________________________________________ 

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________ 

_________________________________________________________________________________ 

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________ 

_________________________________________________________________________________ 

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________ 

_________________________________________________________________________________
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  h	 Schedule your Hour of Power daily...make those calls

  h	 Schedule two hours a week to work on your business 

  h	 Review your lead follow-up campaigns

  h	 Write your gratitude list and financial affirmation in your 
Journal

  h	 Review the rules of great lead generation

  h	 Keep track of all your leads on your board

  h	 Hang up the qualifying dialogues some place you can see

  h	 Calendar time for follow-up calls

ACTION STEPS

© Tom Ferry-yourcoach. All Rights Reserved. | 888.866.3377 | tomferry.com

Make sure to listen to the additional CDs Tom included in 
your kit. Question... have you checked the Member 
Section of www.tomferry.com to review the support 
materials yet?

IDEA!



B
ecoming








 A

n
 A

ppointment






 Setting




 M
achine







96

Dialogue For Lead Follow-up and Universal Pre-qualifier

Two options.... 

Option One:

Hi (name) it’s (name) with (company)… how are you today? We spoke (time frame or 

location or introduction) about your desire to (buy/sell/invest)… and… I’m following up as 

promised… to schedule an a time to meet with you… do you have your calendar handy? 

Are mornings, afternoons or early evenings better for you? How about (date) and (time)?

Option Two:

Hi (Name)… it’s (name) at (company)… I’ve been thinking about you and your desire to 

(action they want to take)… I’ve been doing some research… and would like to schedule 

a time to meet to (show you what I’ve found/see your home/discuss the next steps)… and 

I was wondering… what would be the best time to get together?

Universal Pre-Qualifier Dialogue

(You can use the dialogue for most leads you speak with by modifying your opening:)

•	 If you sell your home where are you moving to? Terrific!

•	 How soon would you like to be there? Tell me about that...

•	 So what’s causing you to move to (x)? Tell me more about that?

•	 Who is involved in the process of (x)? How does (x) feel about (y)?

•	 What has to happen in order for you to (x)?

•	 Do you have plan “B”...in case this doesn’t work out?

•	 Let’s go ahead and set an appointment...which is better for you... mornings or 

afternoons? How about (_____) or (_____) time
SE
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Dialogue For Lead Follow-up objections

We want to think it over...

(Name) you’re right, this is a big decision, isn’t it?  I agree, probably one of the biggest 

decisions you’ll make financially.  Let’s do this, I want you to... feel comfortable .. and... 

feel confident in your decision, so, let’s take a minute and discuss what you’re not 

comfortable with, okay?

The market is slowing, isn’t it?

I can appreciate you optimism.  We have heard from top analysts who routinely study the 

market and they are saying that we have actually seen a slow down in the market and 

multiple offers are not as frequent as they were... so can you afford to take the risk that 

this slowdown will last?
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8.1	 The Four Step Buyer Process

8.2	 The Buyers You Want to Work with

8.3	 Getting Buyers to Work with You

8.4	 How Buyers Shop Online

8.5	 Showing Homes

8.6	 Writing Offers that Win

•	 Objection Handling Dialogues

TOOLS:

•	 Learn Who Your Ideal Buyer Is
•	 Make Your Buyer Process Efficient
•	 Win The Buyer Business
•	 Understand the Online Shopper
•	 Improve Upon How You Show 

Homes

OUTCOMES:

SESSION TOPICS:
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SESSION

8 Working with 
Today’s Buyers
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8.1 THE Four Step Buyer Process

1.	 ___________________________________________________________________________

2.	 ___________________________________________________________________________

3.	 ___________________________________________________________________________

4.	 ___________________________________________________________________________

8.2 THE BUYERS YOU WANT TO WORK WITH

Tom’s Sample List of the Ideal Buyer

•   Loyal

•   Educated on Market

•   Financially Qualified 

•   Fun

•   Respectful

My Ideal Buyer is... 

• _________________________           • _________________________    

• _________________________           • _________________________    

• _________________________           • _________________________    

• _________________________           • _________________________    

• _________________________           • _________________________    
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8.3 Getting Buyers to Work with You

Buyers UniquE SELLING PROPOSITION DIALOGUE

Buying the right home can be very challenging these days. How’s it working for you? 

(Their response) 

What I have found is most agents don’t have a plan to help their buyers. Instead they just 

show them homes you could have seen online. By the way, are you looking for homes 

online? (Their response) Well... that’s why we have developed a proven strategy to assist 

our clients in finding the right home, the right location or terms and at the right price. Is 

that something you would be interested in hearing about?

Step One – Phone consultation

The focus of Step One is discover… “Is this someone I want to work with?”

To do this we’re going to find out…

•	 Where are they in the home shopping process and who is part of the decision 

making process with them?

•	 What sites they’re using and why?

•	 What’s working and what’s not?

•	 What’s their timing?

•	 Are their expectations for a home realistic in today’s market?

Attracting Buyers Dialogue

Based on what you have told me... I am certain I can assist you! Let’s schedule a time to 

sit down so I can show you exactly how we position you to win in this market. What’s your 

schedule like, this week?

Great, let’s meet at my office, how’s (day and time)?

At this meeting we will outline the best process for you and your family to buy a home... 

Sound good? I can’t wait to meet with you!
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Step Two – Face to face Consultation

Once we get them face to face… our outcomes are…

1.	 Clarify what they want in a home.

•	 Confirm their financial ability and if it matches what they want

•	 Confirm their timeframe and why

2.	 Clarify their responsibilities and ours in finding the home

3.	 Share why they should work exclusively with you

4.	 Agree to work together

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________ 

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

at The Initial face to face Consultation

•	 Always start with the mindset of a consultant, not a salesperson. Discover their 

problems and challenges in finding the right home

•	 Be a resource and be resourceful (solve their problem)

•	 Prepare your environment and your presentation for your first meeting (remove 

sales barriers or distractions)

•	 Have all your paper work prepared for buyer rep agreement if you offer that
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Dialogue - Buyer Consultation Questionnaire

•	 So, tell me about yourselves. (Probe)

•	 What are some of the reasons for making the move? (Probe)

•	 How long have you been looking? (Probe)

•	 What websites do you use to find property? How’s it going so far? (Probe)

•	 Tell me… what hasn’t worked for you… in the home buying process?

•	 Have you seen anything you really like? Or written offers on? (Probe)

•	 Have you narrowed your focus to a specific community?

•	 What’s important to you about the location/community you live in?

•	 Tell me about the… ideal… new home.

•	 How many bedrooms?

•	 How many baths?

•	 What additional rooms do you need?

•	 Tell me about your ideal location.

•	 What are the five things you can’t live without? (Probe)

•	 What should we avoid with your new home? (Probe)

•	 What’s most important to you in buying a new home? (Probe)

•	 And how is that important to you? (Probe)

•	 So…..let’s recap…you want to buy a home with ____ , ____ and _____. And you 

also want a home with ____ , ____ and _____. Did I miss anything? (This is where 

you feed their values back to them.)

•	 And how about the agent you choose to represent you, what’s important about 

that? (Probe)

•	 What’s your timing… how soon would you like to be in the new home? (Probe)

•	 What’s your plan “B”… in case this doesn’t work out?

•	 What price range are you looking in? (Probe)

•	 Have you met with a lender? What have they told you? How much money are you 

planning to put down? If there was an advantage to a second opinion, would you 

be interested?

•	 Is there anyone else involved in the home buying process? (Probe)

•	 I’ve asked you so many questions… do you have any questions for me?
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Buyer Consultation Today’s Home Buying Process

(Name), let me show you today’s buying process:

1.	 Choose an agent to represent you.

2.	 Meet with a lender (or two) for pre-approval and lock in your rate.

3.	 View property online and at open houses, while I preview and look for homes  

not yet on the market or coming soon.

4.	 Identify your ideal home and then begin negotiations.

5.	 Do due diligence, meet all guidelines and time frames and close on the property.

6.	 You get to move into your new home.

Buyer Consultation - Earning Exclusivity

Now that I know exactly what’s important to you… and we are clear on the home buying 

process…

I want to spend some time quickly showing you what I do above and beyond for my 

clients...

When you hire me as the agent to represent you I do so much more than the average 

agent. For example:

1.	 I only work with a small number of great clients at a time, to ensure a personal 

touch.

2.	 I preview daily and weekly previewing on your behalf.

3.	 I contact best agents for their “coming soon” listings getting you early notice.

4.	 I use the Yikes Marketing Letter to find off market homes.

5.	 I research bank owned and notice of defaults (if available).

6.	 I will door knock communities you like to find you a home.

7.	 I will only show you property that matches what you want.

8.	 I will negotiate aggressively on your behalf.

9.	 I will work with your lender and our affiliates... to ensure a smooth transaction... 

and close.
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Bottom line…

•	 Buying a home can be stressful… my job is to remove as much of the stress as 

possible… does that make sense?

•	 So, would you like me to help you find a home?

8.4 How Buyers Shop Online

1.	 You should _____________________ your clients to look online, anywhere they want. 

When they like a home, tell them to contact you!

2.	 Research and provide them the ______________________________ they need.

3.	 ___________________________ the information you have found.

4.	 After this is done, ________________ set up a showing.

8.5 Showing Homes

Steps Before you Show Homes

1.	 Confirm the appointment time and _________________________________.

2.	 Confirm with the other ______________________ whose listing you are showing.

3.	 Prepare a buyer’s tour book which includes:

a.	 _________________________________

b.	 Maps

c.	 ____________________________________________________

d.	 iPad with powerpoint presentation

4.	 Have your ____________________ prepared.

5.	 Have an iPad with MLS information and tax information.
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Effectively Showing Property

When you are showing property, ___________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

Great Questions to Ask:

1.	 What do you like about this home?

2.	 Can you see yourself living in this home?

3.	 What changes would you make to call this place home?

4.	 If you were to write an offer, where would you begin negotiations? 

8.6 Writing Offers that Win

1.	 Be in rapport with the listing agent

2.	K now what key items are important to the seller 

3.	 Prepare your buyer for writing strong offers

4.	 Ensure your pre-qualification letter matches the offer and you have verification of 

funds

5.	 Text the listing agent that you are emailing the offer and ask for confirmation they 

received it
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  h	 Schedule your Hour of Power

  h	 Write your gratitudes and affirmations in your Journal

  h	 Schedule time to work on your business

  h	 Review the dialogues in this section

  h	 Make sure to complete your Ideal Buyer list

ACTION STEPS

Thousands of agents attend Tom’s live events. Call the 
office at 888.866.3377or visit www.TomFerry.com to view 
our event schedule.

IDEA!
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Objection handling DIALOGUES

“How about if I sign your agreement after we go out one or two times?”

I hear you… in that case… let’s sign a one party showing agreement on the homes you’d 

like to see… it’s done everyday in real estate… let me grab that.

“I have a friend in the business who will give me a discount commission. Will you do the 

same?”

No… I would suggest working with your friend instead… (pause) … (Name), I’m curious… 

is your friend willing to do all the extra work I’m willing to do? And do they have my con-

tacts, resources and skills?

“My listing agent is giving me a point back if I buy a home through him. Will you do the 

same? If not, why should I use you?”

Simple… Your listing agent is busy working to get your home sold… I’m going to put my 

aggressive marketing plan to work to find your home… besides… my commission is paid 

by the seller… okay?

“I don’t want to commit to one person right now.”

I hear that a lot… and guess what… most people start by talking to lots of agents… until 

they find one who clearly stands out… (Name)… based on everything I’ve shown you… 

do you believe I can find, negotiate and get you into your new home? Then put me to 

work!

“I’m not buying for another three to six months.”

Great, then it is an excellent time to do some research together. We’ll have time to get to 

know each other.
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“What if we don’t like each other after we are working together?“

I can appreciate that . . . and my experience is the only way this will happen is if we are 

not in constant communication and open and honest about what’s important . . . does 

that make sense?

“I haven’t had a chance to interview anyone else. I’d like to take some time and see what 

other options I have.”

I welcome it. Take your time to make sure you are making the best possible decision 

for you. (Help them to understand the difference between you and using a listing/buyer 

agent. Help them to understand the game plan, representation, negotiating skills and the 

time you can devote to them.)
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9.1	 The Qualifying Process

9.2	 Pre-Listing Process

9.3	 Your Marketing Plan

9.4	 Pricing Strategies

9.5	 Presenting Fees

9.6	 Closing for the Sale

•	 Create an Impressive Marketing Plan
•	 Become The Right Agent for the Job
•	 Price the Home Right

OUTCOMES:

SESSION TOPICS:
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SESSION

9 Winning 
Every Listing 
Appointment
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9.1 THE Qualifying Process

Why Don’t Agents Qualify Their Appointments?

1.	 They _________________________________ the sellers are motivated and don’t have 

any hidden agendas.

2.	 They are afraid to______________________________________________ for fear of 

upsetting the potential seller.

Why We Should Qualify Every Appointment:

1.	 It makes you more _________________________________ and prepared.

2.	 You discover in advance what’s _____________________________________________ 

to the seller, allowing you to customize your message. 

3.	 You will know what to ______________________________.

Dialogue for PRE-Qualifying Your Listing Appointment

Hi (name)… it’s (name) with (company)… I’m calling to confirm our appointment for (day/

time)… does that time still work for you?

I’m really excited about the opportunity to work with you. I take this process very seriously 

and I’m committed to getting your property sold at the highest price in the shortest 

time frame. I want to be 100% prepared before I come out… so I have some additional 

questions for you… do you have a few minutes?

Let’s confirm… when we sell your home… you’re moving to (city), correct?

And you want to be there by (time frame) right?

Assuming you… choose me… to represent you… how soon can we begin marketing your 

property?

Tell me again… your main reasons for selling this property?

So… what price do you want to sell your home for?

SE
SSIO

N



9

W
inning





 E

v
ery

 Listing


 A
ppointment









113

How did you determine that price?

And… how much do you owe on the property?

Are there any other special features of the home… you feel could impact the value? 

Is there anything that could be perceived as a negative… that could also impact the 

property value?

This sounds great… I’ll be sending over my marketing proposal via email… will you take a 

few moments and review it before I arrive?

Will all the decision makers be there?

IF YOU ARE COMPETING… ask…

So tell me… what are you looking for in the agent you choose to represent you?

How will you know when you have the right agent?

Do you have any questions for me before I arrive to prepare for our meeting?

Obviously… if you are as confident as I am that I can… sell your home… will you be ready 

to… list with me… at the appointment?

(If no) Tell me about that? (discover and resolve)

(If yes) Wonderful… please have a copy of your key and your mortgage information handy 

for me, okay?

This sounds great… I have everything I need to prepare… Again… I’ll be sending over my 

marketing plan and more… Will you take a few moments and review it?

I look forward to seeing you (day/time)… Have a great day.
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“If you want to win every listing, 
you must incorporate our 

pre-listing appointment email campaign!”

9.2 Pre-Listing Process

What’s Inside Your Pre-Listing Package

1.	 A letter from you that says _______________________________ for the opportunity.

2.	 Your ______________________________________ proposal.

3.	 Your client _____________________________.

4.	 A copy of your _________________________________ or social proof of sales.

5.	 Finish with a  _______________________________________.

Preparing for the Appointment

1.	 How well do you know the __________________________?  

2.	 Consider bringing additional _________________________________.

3.	 Record a __________________________________________________________________ 

video promo before you have listed the home.

4.	 The #1 reason a seller selects an agent  is _____________________________________ 

and _____________________________.  How will you demonstrate this? 

5.	 Show up _______________________.

6.	 Come ___________________________ and be ready to present.

7.	 Quick __________________________________ before the meeting.

8.	 Review your sellers’ ___________________________ to your pre-qualification 

questions.

9.	 Get into a _________________________________________.
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9.3 Your Marketing Plan 

Strategy #1: Stack the Cool

_________________________________________________________________________________

_________________________________________________________________________________ 

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________ 

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________ 

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________ 

_________________________________________________________________________________

_________________________________________________________________________________
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Sample 19 Point Marketing Plan

1.	 Strategically place your home online at (mywebsite.com)

2.	 Your home will be on these websites (have a page that shows all the websites their 

home will be on)

3.	 Professional pictures online (share bad photos vs. your quality)

4.	 Virtual tour online (show them the one you made)

5.	 Staging (if necessary explain the stats on homes staged vs. not)

6.	 Create a professional brochure/flyer (show them the one you created)

7.	 Send postcards to neighbors notifying them the property is for sale

8.	 Notify Brokers in my office, region and globally (explain size of your network)

9.	 Hold open house(s) (describe your Mega Open House strategy)

10.	Personally invite your neighbors to the open house/Broker preview

11.	Prospecting daily for (x) hours to find a buyer for your home

12.	Aggressively follow-up with prospective buyers (explain your training and 

designations received)

13.	Have a Broker Open House

14.	Advertise (explain the company’s strategy)

15.	Weekly check-in calls to “stay on the pulse”

16.	Automatically via email send you all feedback from showings

17.	Auto email new listings, pendings and sales in your neighborhood

18.	Review pricing weekly and notify your seller immediately of market changes

19.	(Optional) I do/my team does 100% of the showings (you hired us to “sell” your 

home, that’s our job)
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Strategy #2: The Law of Contrast

1.	 Show bad listing photography

2.	 Video tour vs. photography

3.	 Open house vs. Mega Open House

_________________________________________________________________________________

_________________________________________________________________________________ 

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________ 

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________
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Presenting your Marketing Dialogue

Mr./Mrs. Seller… I could line up 100 agents and since we’re all looking at the same data… 

we’re all going to give you a very similar price…

I find my clients want to know HOW I’m going to market their home… to find the highest 

number of qualified buyers.

So, shall we go through my marketing plan so you can see if it is right for you… does that 

sound good?

Once you’ve walked them through EVERYTHING you’re going to do… you transition to 

this dialogue…

1.	 Now that you’ve seen all that we can do in terms of marketing… do you have any 

questions?

2.	 (Names) I promise you… I will market your home more effectively…than any other 

agent… and that’s what you’re looking for correct?

3.	 So can I assume we agree… you definitely want our marketing plan, right? 

4.	 I always tell my clients… you hire me to “market”… and... “sell” your home… it 

starts with my marketing.

5. Now… let’s now talk about the local market… and pricing your home to sell… 

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________ 

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________
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9.4 Pricing Strategies

Pricing Dialogue

Presenting the CMA

•	 Show how many homes on the market in their price range. 

(Point out “these are for sale” prices.)

•	 Show how many sales in the last six months in their price range. 

(Point out “these are actual sold prices” and acknowledge price trend or 

difference.)

IF RELEVANT: 

•	 Show how many properties are distressed sellers in their range.

•	 Determine the absorption rate or what the average amount of time on the market 

is right now.

•	 Once you have gone through the comps… transition to the following dialogue…

“Now that we’ve reviewed the market… I’m going to recommend… three different 

pricing options…”

Option #1.	 “We push the envelope on price and go above the market.”

Option #2.	 “We price it at fair market value.”

Option #3.	 “We can create a buyer frenzy and price it below fair market value.  

	 Let’s discuss the pros and cons of each… and then we can decide  

	 which is best…”

OPTION #1: Price above fair market value

“We push the envelope on price and go above the market...”

•	 The pros are… You might just set a new value and find that perfect buyer… more 

than likely though…

•	 The cons are… (and you should make up a big list)

	 Agents will reject the price and not show it
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–	 Consumers shopping online will miss it because of the preset “price ranges” on 

all major home search sites.

–	 Or when they find it… they will compare it to others priced in that range and 

wonder why it’s over priced.

OPTION #2: Price AT fair market value

“We price it at fair market value...”

•	 The pros are… again, share the benefits…

•	 The cons are… ask them what their cons are?

OPTION #3: Price BELOW fair market value

“If we price it below fair market value we create a frenzy amongst the buyers…”

You can say “Have you ever watched an auction? What happens, they start the bidding at 

a low price… and the power of the crowd drives the price up. (Share an example in your 

business.)

•	 So the pros are…

•	 And the cons are…

Price closeS

(Names) based on the three pricing strategies we’ve discussed… which option would you 

like to move forward with?

NOW… If you’re concerned about their choice… you can say

(Names) based on what we both see in the comparables and the market… and everything 

we’ve discussed this evening… I’m going to strongly recommend a price of ($XX)… that 

will position you to sell at the highest possible price. So my question for you is are you 

ready to put me to work tonight at that price?

“The close is a natural 
ending to a great presentation!”
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9.5 Presenting Fees

9.6 Closing for the Sale

_________________________________________________________________________________ 

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________ 

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

SE
SSIO

N

EXPOSURE!

M
A

X
IM

U
M

M
INI

M
U

M

{ 7.5%
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Full Color Just Listed Post Card

National Newspaper

Local Newspaper

Home and Land Magazine

Newsletter

Office Tour

Broker Caravan

Estate Video Tour with CDs

Advertised Mega Open House

Yard Sign & Brochure Box

800 Call Capture System

Strategic MLS Input

Mass Email Blast

Custom Property Website

Multiple Internet Sites

Online Feedback Access

BUYER’S AGENT SIDE SELLER’S AGENT SIDE

2.5 3.0

3.0 3.0

3.5 3.0

2.0 3.0
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My List of Common Objections

Objection: _______________________________________________________________________

Way 1: __________________________________________________________________________

Way 2: __________________________________________________________________________  

Objection: _______________________________________________________________________

Way 1: __________________________________________________________________________

Way 2: __________________________________________________________________________  

Objection: _______________________________________________________________________

Way 1: __________________________________________________________________________

Way 2: __________________________________________________________________________  

Objection: _______________________________________________________________________

Way 1: __________________________________________________________________________

Way 2: __________________________________________________________________________  

Objection: _______________________________________________________________________

Way 1: __________________________________________________________________________

Way 2: __________________________________________________________________________  

Objection: _______________________________________________________________________

Way 1: __________________________________________________________________________

Way 2: __________________________________________________________________________  

Objection: _______________________________________________________________________

Way 1: __________________________________________________________________________

Way 2: __________________________________________________________________________  

Objection: _______________________________________________________________________

Way 1: __________________________________________________________________________

Way 2: __________________________________________________________________________  
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Objection Handling

To handle objections effectively:

Always begin with agreement “I can appreciate that…” “I hear what you’re saying”

Transition with “and”… never use “but”

State your case

Finish with a tie down to solidify agreement with “Right?” “Doesn’t that make sense?” 

“Wouldn’t you agree?”

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________
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  h	 Schedule your Hour of Power each day

  h	 Write your affirmations and gratitude list in your Journal

  h	 Schedule time to work on your business one to two hours 
this week

  h	 Record yourself making a listing presentation 

ACTION STEPSSESSION

© Tom Ferry-yourcoach. All Rights Reserved. | 888.866.3377 | tomferry.com

Call the office 888.866.3377 to connect with a Coaching 
Consultant and see what new ideas and programs we 
have for you!

IDEA!



NOTES
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_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________
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10.1		 Discovering Your BreakThroughs

10.2		 Creating Your New Business Plan

10.3		 Maintaining Your Elite Performance

10.4		 The Five Phases of Mastery

•	 Your Business Plan for Mastery

TOOLS:

•	 Acknowlegde Your BreakThroughs
•	 Understand the Path to Becoming  

an Elite Agent

OUTCOMES:

SESSION TOPICS:
10
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SESSION

10 BEYOND YOUR
Breakthrough
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10.1 Discovering Your Breakthroughs

The Five Questions

1.	 What are you most proud of?

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

2.	 What new skills have you added to your toolbox?

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

3.	 What new disciplines have you taken on?

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

4.	 What lessons have you learned along the way?

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

5.	 What results have you produced while taking this course?

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________
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10.2 creating Your New Business Plan

The Seven Areas

1.	 Where your business comes from

2.	 Where your business can grow

3.	 Breaking down the numbers

4.	 Marketing Plan

5.	 Daily Action Checklist

6.	 Your business numbers

7.	 Your personal numbers

FIVE Tips to Make the Planning Process Precise

1.	 Have all of your numbers ready

2.	 Decide how much business you can get from your existing sources and add

3.	 Get things up visually

4.	 Finish the Marketing Plan

5.	 Share your plan with people who will make you think

On ________________ I will create my new  plan! 
              DAte and time

“By failing to plan, you are planning to fail!”
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10.3 Maintaining Your Elite 
Performance

Six Ways to Maintain Your New Level of Performance

1.	 Make your __________________ clear.

2.	 Stick to your ______________________ routine and operate at a higher level of 

discipline. 

3.	 Be a ____________________ learner.

4.	 Create ___________________________ for yourself. 

5.	 Constantly upgrade your ___________________, ____________________________ and 

______________________.

6.	 Be _____________________________ and receive guidance. 

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________
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10.4 The FIve Phases of Mastery

PHASE #1: CREATION

•	 You set a goal, become inspired and begin to imagine your possibilities.

•	 You develop a plan.

•	 You create accountabilities, projects and promises.

•	 You tell the world what you’re committed to.

PHASE #2: IMPLEMENTATION

•	 This is where you DO the work!

•	 It’s all about 90 days cycles!

•	 Discipline and accountability are the solution.

•	 An organized day and an organized environment are critical to your success.

•	 You must fall in love with the process.

PHASE #3: MOMENTUM

•	 Everything starts to really pay off.

•	 Everything begins to speed up.

•	 You’re working in the flow.

•	 The results begin to feel effortless.

What Can Take You Out of Momentum:

1.	 Getting emotionally attached to a transaction.

2.	 Something happens in your personal life.

(Most people get stuck in these first three phases due to this!)
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PHASE #4: STABILIZATION

•	 You’re leading the business/team.

•	 Communication and accountability are your greatest assets.

•	 Everyone’s working from a Daily Action Checklist tracking their progress and 

reporting to their coach or leader.

•	 Systems and checklists control the day to day business so nothing slips through the 

cracks.

•	 You’ve become great at delegation and empowering the people around you to 

support you in the accomplishment of your goals.

•	 You are spending one to two hours a week, working ON your business.

PHASE #5: Mastery

“Sudden and unpredictable bursts of results”

•	 The business now has a life of its own.

•	 You’ve started to build a team of one or more to remove everything other than 

meeting clients and working on your business.

•	 Your role is to list, sell, lead and provide the resources for your team to win.

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________
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Staying at the Top

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

“When you walk to the edge...
of all the light you have... and take that first step...

into the darkness of the unknown... you must believe... 
that one of two things will happen... 

There will be something solid for you to stand upon... 
or you will be taught to fly.”

Patrick Overton
The Leaning Tree
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BUSINESS PLAN MASTERY: TRANSACTION RESULTS/GOALS

SOURCE

LAST YEAR’S 
TRANSACTIONS

GOAL FOR THIS YEAR’S TRANSACTIONS

SELLERS BUYERS SELLERS BUYERS ENHANCEMENTS NECESSARY THIS YEAR?

Center of Influence/
Past Clients/Their Referrals

Expireds

For Sale by Owners

Geographical Farming

Just Listed/Just Sold/
Market Updates

Notice of Defaults/Short Sales

Non-Owner Occupied

Open Houses

Print Ads

Promotion/Seminars

Referrals from Agents

Relocation

REOs

Sign Calls

Your Website/Blog

Company Website

Facebook/Twitter/LinkedIn

Zillow/Realtor.com/Trulia/etc.

Team Members

Other

Other

SUBTOTALS

TOTALS

NOTE: TRANSFER ENHANCEMENTS NEEDED 
TO SYSTEMS AND MARKETING CALENDAR
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BUSINESS PLAN MASTERY: VISION STATEMENT

I COMMIT TO HAVE THIS YEAR BE MY BEST YEAR EVER BECAUSE...

_______________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________________

PERSONAL VISION

_______________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________________

PROFESSIONAL VISION

_______________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________________________

5 KEY AREAS TO MASTER THIS YEAR

1. _ _________________________________________________________________________________________________________

2. _ _________________________________________________________________________________________________________

3. _ _________________________________________________________________________________________________________

4. _ _________________________________________________________________________________________________________

5. _ _________________________________________________________________________________________________________



beyond






 YO

U
R

 breakthrough















SE

SSIO
N

10

136 © Tom Ferry-yourcoach. All Rights Reserved. | 888.866.3377 | tomferry.com

BUSINESS PLAN MASTERY: NEW PROSPECTS CONVERSATIONS NEEDED

CONVERSATIONS CALCULATION

ITEM AMOUNT DIRECTIONS

1 THIS YEAR’s Transaction Goal INPUT total transactions you want

2
TOTAL NEW PROSPECT CONVERSATION 
NEEDED (ANNUALLY)

MULTIPLY Line 1 by 49.5
(conversation to sale ratio)

3
TOTAL NEW PROSPECT CONVERSATION 
NEEDED (MONTHLY)

DIVIDE Line 2 by 11 (months)

4 TOTAL DAILY 
NEW PROSPECT CONVERSATIONS NEEDED

DIVIDE Line 3 by 20 (monthly working days)

DATABASE MANAGEMENT

TOTAL IN MY DATABASE:

HOW MANY TOUCHES MONTHLY ?

MAIL TEXT

EMAIL SOCIALLY

CALL SOCIAL MEDIA

THE NUMBERS

YOU YOUR TEAM

Income Goal for This Year

Average Commission Check

Number of Transactions Needed for Goal

Number of Listing Appointments Held

Number of Listings Taken

Number of Listings Sold

Number of Buyer Sales
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BUSINESS PLAN MASTERY: SYSTEM AND MARKETING CALENDAR

JANUARY FEBRUARY MARCH

MARKETING: MARKETING: MARKETING:

APRIL MAY JUNE

MARKETING: MARKETING: MARKETING:
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BUSINESS PLAN MASTERY: SYSTEM AND MARKETING CALENDAR

JULY AUGUST SEPTEMBER

MARKETING: MARKETING: MARKETING:

OCTOBER NOVEMBER DECEMBER

MARKETING: MARKETING: MARKETING:
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BUSINESS PLAN MASTERY: PROGRESS CHART

JA
N

U
A

RY

FE
B

RU
A

RY

M
A

RC
H

A
PR

IL

M
A

Y

JU
N

E

JU
LY

A
U

G
U

ST

SE
PT

EM
B

ER

O
C

TO
B

ER

N
O

V
EM

B
ER

D
EC

EM
B

ER

Days Worked

Hours Prospected

Contacts: Past Clients/
Center of Influence

Contacts: New

Contacts: Lead Follow Up

Buyer Leads

Buyer Appointments Gone On

Listing Leads

Listing Appointments Gone On

Listings Taken

Price Reductions

Listing Sold

Buyer Sales

Closed & Paid Transactions

Closed Income

Expired/Withdrawn Listings

Cancelled Transactions

Open Houses Held

Social Media Posts

Mailers

Newsletters Out

Total Income

Additional Income

Other Successes
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BUSINESS PLAN MASTERY: DAILY ACTION CHECKLIST

ACTIVITIES MON TUE WED THR FRI SAT SUN

DATES:

1.

2.

3.

4.

5.

6.

7.

8.

9.

10.

11.

12.

13.

14.

15.

16.

17.

18.

19.

20.

21. 

22.

23.
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BUSINESS PLAN MASTERY: BUSINESS EXPENSES

ITEM
LAST YEAR EXPENSES THIS YEAR

EXPENSES
NOTES

MONTHLY ANNUALLY

Dues
(RE Board Dues/MLS Dues)

Business Entertainment 
(Meals, Coffee, Cocktails, Events)

Coaching

Communication 
(Mobile Phone, Home Bus. Line, Internet)

Education
(Seminars, Books, CD’s, etc.)

Equipment & Supplies 
(Computers, Office Supplies, etc.)

Accounting/CPA 
(Taxes)

Marketing

Print Advertising

Online Advertising/Website

Direct Mail

Signs, Flyers, Brochures, 
Presentation Materials

Promotional 
(Gifts, Event Tickets, Sponsorships, etc.)

Marketing Consulting

Other Marketing

Other Marketing

Misc. Sales Cost 
(Agent Paid Inspections, Repairs, 
Goodwill, Staging, etc.)

Outside Services 
(Consulting, Accountants, etc.)

Transaction Coordination

Travel Expense 
(Airfare, Lodging ,Ground Transportation, 
Incidentals)

IRA Contribution

Wages (Assistant, Employees)

Other

Other

Other

Other

TOTAL 
BUSINESS 
EXPENSES
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BUSINESS PLAN MASTERY: PERSONAL EXPENSES

ITEM
LAST YEAR
EXPENSES

THIS YEAR
EXPENSES

NOTES

Auto Gas

Auto Insurance

Auto Maintenance

Auto Payments (Lease/Loan)

Auto Purchase

Auto Registration

CATV/Satellite TV

Cell Phone

Charitable Contributions

Childcare

Clothing

Club Membership

Entertainment

Food & Groceries

General Household Items

Gym, Health & Beauty

Home & Yard Maintenance

Homeowners Insurance

Household Utilities

Life Insurance

Medical/Dental Expense

Mortgages/Rent

Personal Savings

Property Taxes

School Tuition K-12

Vacation

Retirement Savings

College Funds

Other

Other

Other

Other

Other

TOTAL PERSONAL EXPENSES



NOTES
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_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________
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NOTES
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_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________
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