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      This book is written for Real Estate in A systematic way of finding qualified buyers and sellers into a day-to-day routine, working toward from a single realtor to building an empire to fulfill a satisfactory career.

      This book is for general reference only. The materials and information here are not provided for the purpose of professional or legal advice. The author assumes no responsibilities for errors or omissions in the content of the book.

      In my opinion, every Real Estate office should have a book for their individual agent for learning and growing and expanding their capability to know the Brokerage well and share offering their best knowledge and offer available options to their client to be served hand in hand

      In Real Estate, a house or a home is a commodity that it sells by itself based on the conditions, locations, and price.

      A great realtor knows how to deliver, execute the solution and find abundance of business because they have A system.

      This is a highly rewarded in remuneration and very well professional business to be in and yet is very dedicated hard work efforts. As much as important for the buyer and seller to decide whom they like to work with for their largest investment in Life. (Why?)

      Real Estate realtor is based on the act between buyer and seller as a middle person to put a final deal together in the manner of a service.

      Successful well runs Brokerages or individual agent or any cooperate business, which must have a great system in place and constantly upgrade, mortify, and update.

      A good system entails a good plan, good people, and good tools.

      This information’ and shared knowledge will take us in-depth inside the real estate world of knowing what needs to be done to get a solid rock bottom foundation, building the core for many years to come.

      A system built for people’s desires for living with freedom in financial world and happiness and a healthy lifestyle and for helping the client or common people.

      A great system brings predictable results, foreseeable results, workable results, rewarding results, fulfilling results, happy results, plus many more good reason results.

      Introduction to FAST path to build A system in Real Estate for day-to-day living is based on a real-life experience; this book is about to discover or find YOUR true path to success!

      Setting a realistic expectation from the start of the career in Real Estate for each appointment to take place either on listing side or buyer side is ever important; however, this book contains more working towards on listing side, the reason will attract or landed up more with many buyers and sellers.

      The last thing you want to do with a new client is NOT to scare them out of their decision to buy or sell by telling them how confusing the market changes constantly.

      

      Q: Why learning skills and knowledge are important?

      A: Have a clear target WHO and WHY!

      The key is striking a balance to make it clear what they are getting themselves into the whole process and reassuring them from the start by showing them how you’ll guide them to gain the benefits and, what you need to offer with full disclosure and, what do they expect from you during and after the entire endeavor.

      Let’s begin to understand some KEY things here.

      Three Main Options / Reasons:

      1. Address the concern, fear, or regret beforehand or move forward with a clear proactivity to calm their fear.

      2. If they certainly decide to discuss openly the possibility of slowing down or stopping the process, you can remind them that this was going to happen, and it is alright to do so rather than hidden surprises.

      3. If it is too much for them to deal with----emotionally, financially, or otherwise you want them to know now, before you invest your precious time in working with them.

      You need to put yourself into their shoes to try to understand the questions as they need the answer honestly and the feelings, they need to be comfortable.

      Don’t forget you work in this industry every day. You have seen the hot market on the seller’s listing that gets 20 different offers at one time. You have dealt with the insecurities of buyers who are afraid they are overpaying or are they qualified with the mortgage finance?

      You know today’s market is so crazy.

      The key concept is: If you win…I win a little if you lost …I lost more. (Realtors know what I’m talking about!)

      Rules:

      If you know how, what, and when, you are in a much better position to work with rather than dealing with the unknown (Do you agree?).

      By the end of the book, you probably know how, what, and when to work on A system!

      First, look at all Preparations before the appointment.
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            PREPARATION, PREPARATION AND PREPARATION:

          

        

      

    

    
      On the market update, always review the past activities or past 12 months, the current time plus for the future room to expand. (Given the right circumstance)

      Focus on a new resolution or new plan or road map as a guiding tool.

      Understand the market trends inside and out from the activities daily, weekly, monthly, or yearly.

      Set a workable goal and stick with it no matter what, as always find an accountability person or a role-play partner to work with.

      Start up with everyday preparation on daily routine focus on prepare what is important, what needs to be done on 1st priority

      Everything doesn’t always go according to plan, a constant unexpected change development but to prepare well ahead is to create the most productive results. Such flexibility and adaptability are a sign of the strength of a professional.

      Inside this blueprint, we will learn each step of the way that its so crucial every move, left or right will lead us to the higher probability of closing the cap

      Defined your own referral program or rewards:

      For example: Free trip vacations reward, VIP gifts, net-work celebrations for appreciation year-end party, special bonuses, and surprises incentive program for lifetime referrals.

      Who are your preferences?

      Choose the A, B, C client’s preference to work with.

      For example: Work with a client who is willingly and easily to accept and workable and coachable with A system. Not everyone is on the same page unless they see the true value in them.

      Understand the client’s reference and fall into A system, building the data based to identify who are the buyers and who are the sellers or investors specifically and classified as such:

      A: AAA excellent client.

      B: potential to upgrade client.

      C: on the mailing lists / follow up client.

      Building a strong new work moving forward. Asking clients for a full testimonial is essential along with a good picture as vice verse offering to help them to grow their business whatever it takes.

      For example: A clients were in the blinds and curtain business which is related to the real estate home accessary, both types of business can expand their ideas to grow together. (As always, to offer the exchange value to increase production sales.)

      This will save us a lot of time and perform much more effectively, not only benefit to the realtor as well as the clients. (Who doesn’t want it)

      Some realtors put in the 110% of hard work and time and effort but gain no reward.

      Other realtors put in 1% of little work but get a big reward.

      How has that happened, we always asked, and we wonder why?

      This is a real world and reality, welcome to the beautiful and yet challenging Real Estate career.

      Working with A system in place will take us to a far and predictable and enjoyable business operation. (You walk the talk)

      Opportunities don’t come every day, not every time as always, but we create it, we make them happen, and we take a proactive move and see it in front of us and we need to know how to grab it. (A system)

      Reference Box:

      Key: We do not need many clients that we cannot handle, rather than a hand full of quality clients that build an ever- lasting relationship and have a great financial relationship that builds wealth together for a lifetime in the same goal mindset. (isn’t it what we all want?)

      The worst is never prepared enough, it reflects on or shows on our faces, and it looks like widening the cap of closing the sales.

      The beauty of the good preparation is way ahead of many of our competitions and it looks easy closing at the end of the sales.

      e.g.

      Imagine we were late in showing up for the appointment!

      (How does that make us or the client feel?)

      We are all busy preparing for our vacations, wedding ceremony, friends and family get together, events or anniversary, but most often we rush and rush for an important meeting without preparing enough and expecting the good results (wonder why?).

      Our experience showed:

      Detailed check with each aspect of the appointment.

      Clear our doubts instantly when obstacles arise.

      Take notes of everything so that it would come in handy at a later point in time.

      It looks good even in a short meeting, without showing any distraction.

      Overall, our attention is fully focused and show enthusiasm, no messages, no text, no phone calls. (to show we care for the business meeting)
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