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Conditional

License Agreement

By using any of the materials or concepts from and or trainings titled: Recruiting Manual for the Journey to Mastery™, Journey
To Mastery™ (JTM™), S.E.L.L.™ Prestige Home Tour™, Quantum Home Tour™ and Mega™ Openhouse and/or
Committing Communication™ their training manuals and associated materials, you accept the terms of this Agreement.

Conditional License

The names "Journey To Mastery™ (JTM), S.E.L.L.™, Quantum Home Tour™ and Mega™ Openhouse and Committing
Communication™" their underlying concepts, procedures, "choreography" and techniques are proprietary and the
intellectual property of Douglas M. Yeaman, Quantum Management Systems. Quantum and Douglas M. Yeaman give you,
the licensee, the right to use the trade name "S.E.L.L.™, Quantum Home Tour™ and Mega™ Openhouse and Committing
Communication™," the prescribed procedures contained in their manuals and training along with the attached documen-
tation subject to the following conditions and restrictions:

You, the licensee, are continuously affiliated with the trainer of these programs (in this case Douglas M. Yeaman) and the
licensed company, (in this case Coldwell Banker Utah); You conduct all recruiting for the "Journey To Mastery™ (JTM),
S.E.L.L.™, Quantum Home Tour™ and Mega™ Openhouse and Committing Communication™" trainings in strict
accordance with the trained procedures. These procedures specifically include, but are not limited to: 1. That each and every
participant understands and signs a license agreement as part of their participation or hire packet; 2. That any inclusion of
any part of this recruiting program or variation of this program into other company programs be specifically approved by the
“trainer"; 3. That all fees due Quantum Management Systems, Inc. are current under the agreed payment plan which shall
be in writing.; 4. That in the event of a change in trainers, such change will only occur with the express approval of the licensor
and only following certification in writing by the licensor, certifying that the trainer/recruiter is qualified to conduct these
programs.

Proprietary Rights and Obligations

The structure, organization, information and material contained in the trainings and manuals is owned by and the property
of Quantum and Douglas M. Yeaman and is protected by United States copyright laws and international treaty provisions.
You will not make or have made, or permit to be made, any copies of the Video Tapes, Manuals, signs and attached or
unattached documentation, or any portions thereof except as specifically authorized by this Agreement or subsequent
agreement in writing. You shall agree not to modify, adapt, translate, reverse, disassemble or create derivative works based
on the Video Tapes, Manuals, materials or trainings, including the direct training by Douglas M. Yeaman. The Manual and
materials contained in the package may not be photocopied or distributed to others—except as expressly provided in the
body of the manual and as stated herein. Trademarks shall be used in accordance with accepted trademark practice,
including identification of trademark owner’s name.

Each person involved in delivery or direct management of the programs shall agree to be sub-licensed and to use the
manuals and attached materials for the exclusive use in their own business, and if you terminate your affiliation with the
licensor this and all sub-licenses will be terminated automatically and without notice for each and every other existing sub-
license. You shall further agree to not disclose the content or processes of the recruiting and other programs to anyone other
than parties to this agreement. In addition, you agree that any such use must conform to the provisions set forth in the attached
manuals and associated materials.

Assignment

You may not assign or transfer the Video Tapes, Manual or accompanying materials and concepts except as agreed to in
writing. And no variation of this training or JTM process may be used.

Term

The license is effective until terminated. Quantum and Douglas M. Yeaman have the right to terminate your license
immediately if you fail to comply with any term of this Agreement. Upon any such termination you will destroy the original
and any copies and related materials and cease all use of the trademarks and discontinue any variation of this training or
procedure.

Entire Agreement

You acknowledge that you have read this agreement, understand it and that it is the complete and exclusive statement of
your agreement with Douglas M. Yeaman and Quantum which supersedes any prior agreement, oral or written, and any
other communications between Douglas M. Yeaman, Quantum its representatives and you relating to the subject matter
of this agreement, and that your obligations under this agreement shall inure to the benefit of Douglas M. Yeaman, Quantum’s
as licensor whose rights are being licensed under this agreement. No variation of the terms of this agreement will be
enforceable against Quantum unless Quantum gives its express consent in writing signed by Douglas M. Yeaman. In the
event of enforcement licensee agrees to pay all attorney's fees and court costs.

Printed Name
License Granted By Date

Signed Date
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SCRIPT FOR ANSWERING
CALLS FROM ADS

SLOW DOWN!!

Answer with “hello.”

Track media source through “name.”

When returning call: When would you have two minutes to talk to me on the
phone?

As you know, my name is (NAME) and I'm the Director of Career Development with
ColdwellBanker. We are currently seeking motivated individuals interested in entering
thereal estate field. Forthe person with the right focus and work ethic, we are willing to
invest the time and dollars necessary to get them licensed and teach them how to
succeed inreal estate. With that in mind, may | ask you three questions?

1. If we hired you, would you be able to make a full time commitment to
real estate in approximately 45 to 60 days?

2. Are you clear that real estate is commission income based?

3. For the first 6 months to a year you would be working weekends and

some nights...will that work for you and your family?

We are conducting an interview on: for your area; or you
could come to: ,in (Location 1 or

Location 2) on
Which would be better for you?

Ok, great.....

What you need to know is that the meeting is an interview and it is con-
ducted in a group. You are not competing with anyone there, as we will
recruit many who meet our qualifications. You should come dressed appro-
priate to an interview and be prepared to answer the following three
questions:

What do you think it takes to be successful in real estate?
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What obstacles do you see in your way of entering the real estate field?
If you were Coldwell Banker, would you invest in you and why?

OK, Mr. (Ms.) I'm adding you to my list of people for the (date/
time/location) group interview. You can count on your time being well
spent. Seating is limited, if you commit to a seat you will be taking one away
from someone else. So...you can count on us, can we count on you to be
there? Terrific.

Let me review the logistic details; do you have a pen?
It is at: (location)
Itis at: (time)

Now one more detail. We will need to contact you one more time to button
down our final detail. We need a time and a phone number to reach you

on: or ;
What date and time can we reach you? Think of this as an appoint-
ment:

What is the phone number for that appointment. (We will be discreet if this
number is sensitive). Phone Number;

Ok, wonderful,

I will personally See you there. If you have any questions, feel free to call me
at this number.

I'll see you at the interview.
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Confirmation Script

Hello, This is with (company). [ am
calling to confirm your participation in our interview tomorrow

(date) and I would like to button down a few details, do you
have a minute right now?

Great, thanks.

First I would like to confirm that you are planning on being

there (wait for response). The size of the interview is limited, show-
ing up is part of the interview and second interviews if missed are not
available.

Second, you know it is an interview right? (Wait for response)

It is a group interview and there are several spots being filled. Do you have a
pen?

(Make sure they have one and are writing down the information.)

Ok, we would like you to come prepared to tell us about yourself, and
answer the question: What does it take to be successful in selling business to
business?

Please come dressed as you would for work.

Bring a resume if you have one.(it is not necessary)
Be sure to be early or on time. That is very important!
Be prepared to stay until (2+hours) pm

Now it is located at:
And the directions to get there are as follows:

Do you have any questions?

Great (name of applicant)

Now you can absolutely count on us to be there, can I count on you?

Great see you there, tomorrow; we start sharp at 3:00 PM so don’t be late ok?
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SUBJECT G roup Interview Scrlpt JOIEA!eIm%anker Recruiting Pakett.pmd DATE 06-30-2003
DETAIL CONTENT
Faciltatior:

Goodevening...mynameis Faciltatiors
Name and I'd like to welcome you
here this evening. You are going to
participate in something that I think is
very special and well done. Some of
you are going to find extraordinary
value, some of you are going to get
clear that before the evening is over,
that it is an appropriate place to be
here, because getting into real estate
may not be the thing for you to do. In
fact, I can measure my success by
making sure that everybody who it is
not appropriate for, arrives at the
conclusion tonight to not be involved
inreal estate. So that’s myjob. My job
tonight is to make sure you're clearly
informed about what a career in real
estate looks like.

Coldwell Banker has invited you here
because it is willing to sponsor you
into a licensing program as part of its
commitment to recruiting qualified
Eeople, people who are suited to the
usiness. We are going to get started
by getting to know each other. I'd like
to get to know a little about you. We'll
spend a bit of time doing that,
interacting a little bit. Then I'm going
to introduce you to the company, to
the licensing, to what real estate looks
like, anything you need to know in
making the decision if being licensed
is appropriate to you, and then lastly,
what is the opportunity in being
associated to Col%well Banker. Let’s
see, I'd like to get started by getting to
know you, an§ interacting with you a
little bit. Who would like to start?
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SUBJECT GrOUp Interview Scrlpt JOIEA!eIm%ankerRecruiting Pakett.pmd DATE 06-30-2003
DETAIL CONTENT

STUI1:
My name is Herb Erantz.

FACILTATIOR:
And why are you looking at a possible
career in real estate?

STUI1:
The excitement that real estate
possesses... I like the excitement
people have in looking at real
estate...potentially make money.

FACILTATIOR:
Ok, I'd like to talk a little about that:
What do you think the obstacles are in
real estate? Being successful?

STUI1:
I think the obstacles for me might be
just myself.

FACILTATIOR:
Why are you looking at a change in
careers?

STU1:
Because I'm at the end of the road in
my career.

FACILTATIOR:
What does that mean?

STU1:
That means I lost all the money I put
mtoiit...

FACILTATIOR:
Oh, you had your own...

STU1:
My own business
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SUBJECT G roup Interview Scrlpt JOIEA!eIm%anker Recruiting Pakett.pmd DATE 06-30-2003
DETAIL CONTENT
FACILTATIOR:

So now you're trying to sell it. And
why do you think you want to be in it
[real estate]?

STU1:
I don’t know, I've always liked real
estate. Always wanted achancetolearn
it. Coldwell Banker has a nice name.
FACILTATIOR:
Have you ever talked to other real
estate companies before?
STU1:
Yes, I've talked to Tarbell.
FACILTATIOR:
How many of you have talked to
another real estate company before
coming here tonight?
(HANDS RAISED)

Oh really, I was hoping more of you
could have.
SoHerb, as youlook back at the process
that gotyou hereand you'relooking at
the possibility of comingintoreal estate
what is your view about real estate?
Do you see this as a full time career
commitment?
You are seeing something that you are
serious about —atleast you are serious
about looking at this as a career
opportunity?
Because I want to be really clear with
everybody.
Coldwell Banker is only interested in
recruiting full time career orientated
individuals. People have often
thought real estate is a great part time
job. When I started, there were many
Eeople working part time. The
usiness has changed, but not the
problems. And the problems pretty
much disqualified you if you are part
time. The major real estate companies
probably won’t be interested.
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JOIEA!eIm %anker Recruiting Pakett.omd DATE 06-30-2003

DETAIL

CONTENT

FACILTATIOR:

Herb, good to have you here.

Let me tell you a little bit about what
we are doing. So that everybody is on
the same page now. You are
participating in an interview. We are
going to interview you, and we expect
you tointerview us. And I'll set up the
parameters for the interview later on.
Here is what we are going to
accomplish tonight. We are going to

et to know each other, interact a little

it. In fact that will be part of the
interview. Our interview though, isan
extended interview. It isn’t just going
tooccur tonight. If you decided tonight
that you wanted to do this. .. If you said
“I want to get involved tomorrow
morning”, you couldn’t do it with us.
We tend to want to take it a little
slower. You can’t makea decision you
want to be in real estate from just one
meeting. All that can happen through
our interaction tonight is that we will
decide that you are a candidate. And
then we willinvite you back to another
interview. And in that invitation to
come back , there will be another
meeting where we will once again go
througﬁ some of the implications, t%e
conditions, what a career looks like,
and what the job looks like. Coldwell
Banker is interested in recruiting
people who are career minded, people
whoseethisasacareer, whoare taking
this on as their primary means of
employment, not as a part time job,
not as a second job, not as a second
income. Second incomes are just fine
as long as the second income 1s just as
important as the first.

(more introductions)

(brings up uses of internet in real estate)
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SUBJECT G roup Interview Scrlpt JOIEA!eIm%anker Recruiting Pakett.pmd DATE 06-30-2003
DETAIL CONTENT
FACILTATIOR:

I'll tell you something.. This is my
field. I'm a management consultant.
My job is to train organizations,
ditferent organizations, not just real
estate, in developing human potential,
working with people who are in either
sales or some kind of productivity
labeled job, and thenlooking at how to
bring out the best of them. How do
you create leading edge organization?

The field of sales has changed
generally, and the problems of working
together with people is changing,
dramatically. But what technology is
doing is making a greater and higher
demand on people skills. Everybody,
20, 25 years ago, a laser printer costs
15000 dollars and printed out 6 pages
anhour. Today, if youdon’thave one
on your desk its just because you are
in a place where you are putting out
stuff.

You can buy one today for 350 dollars.
Most of the sales people at Coldwell
Bank have one, or have access to one.
And all that has happened is that the
quantity of stuff has gone up, gone
out, and the ability to make excellent
contact has gone down. Voice mail
has insulated people from contact.
People have pagers now not so that
they can return calls but know who to
not call. We have cellular phones, we
have voice mail, so that people can call
out, but people can’t call in.

And what we are seeing is part of this
company’s personal commitmentis to
create a cadre of people who are very
very people orientated and to let the
technology be support, butnotbecome
the substitute. And I'll tell you, you
will find that is one of the missions of
this organization, significantly
different from many people who are
also in the business. Many people are
fooled by the way that the technology
is going to change the business or that
it 1s going to change sales from being
in the business. I have clients like a
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SUBJECT Group Interview Script

JOIEA!eIm %anker Recruiting Pakett.omd DATE 06-30-2003

DETAIL

CONTENT

FACILTATIOR:

FACILTATIOR:

FACILTATIOR:

major television company, I have
clients on the east coast, real estate
clients in Atlanta, I work all over the
country and I can tell you, everyone
has the same problem.

I don’t mean that it'll be an entire
change —it will certainly change the
way that you work.

Thank you. I heard you accurately
though.

What it boils down to is that it takes
time to build a relationship. Once you
cultivate a relationship, you have
somewhere to start.

Tell me this—you obviously have
excellent experience, an excellent
backeround, insalesand working with
people. Tell me, what would you
need to know about real estate?

Well, to be honest with you, it’s a little
bitscary gettingup whenyouarereally
well paid, you go to change, it's a
risky, gutsy move, it’s something you
just got to believe you can doit. As far
as part time, you can’t do it. You
commit yourself to doit, but you don’t
do it. Ijust want to understand it a
little bit more before I take a jump.

What would I need to tell you to make
you not want get into real estate?

(won’t make money, etc)
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DETAIL CONTENT

EIns. Goes on to get personal histories
rom each of the participants)

... I'm kinda at the point right now

where I want to gather as much
information as I can and make a
decision about this.

FACILTATIOR:

Areyouata place where you canmake
a full time career commitment in real
estate? You can move out of the place
you are in and...

We were talking about that. That’s
something we are going to have to
work out/figure out. I think that if I
want to do this and it's something
that’s for me that I'm supported.

FACILTATIOR:

Who's the “we”?

Mr. Johnson. [Manager of Coldwell
Banker branch where she works as a
receptionist]

Because I just don’t want to leave my
position because that is important as
well... Now that I see it, making that
transitionintoanagentis... thereareso
many questions thatI have thatI don’t
event know where to start.

FACILTATIOR:

Well, you make sure that I answer
some of those questions tonight. I
leave you with some real clarity to
what that looks like, and things that
you have tobe concerned about. Now,
there are alot of questions that you are
going to have that you really don’t
need to have answered. You know, if
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ﬁou ski, you don’t necessarily need to
now how high the hill is, you need to
be able to get down.

And I'm more concerned that you
know how to get down the hill than
worrying how high up the hillis. And
sowhatI'm goin%to otodayistogive
you some insight into that process.
And how to equip you with the
components that will enable you to
make a decision that are in your best
interests. As I said earlier, getting
people to come into this business is
the easy part. Getting them to stay out
is the ﬁard part. And that’s why...
we'rejust simply asacompany, and as
a management team committed to
having people who share a common
work ethic—people who are coming
intothebusinesswhohave... whoshare
thesamesetof valuesasLindaBerg.. .as
therest of the management back there.

And in terms of work and serving and
taking their part. Soitisn’tappropriate
for everybody. It's not right for
everybody. If it is right, it will feel
right. If it isn’t right, I want to make
sure and answer your questions.
Thank you Marci, for being here.

(Applause)
FACILTATIOR:
What would you to know? What are
things you would be concerned about?
STU4:

Well, whenIwas ateacherlused to try
to tell the students to set goals for
yourself. You can’t meet those goals;
youapply alternative goals or establish
a pattern. If the goals that I set out,
what I want to accomplish in real
estate...if 'mnot going to achieve that,
if I perceive that today, I'm not going
to pursue it. So, if what you tell me
today is going to be exactly what I
don’t want to hear, then...
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FACILTATIOR:

FACILTATIOR:

FACILTATIOR:

LINDA: ?

FACILTATIOR: ?

What would that be?

Actually, I like the idea of freedom, of
being my own boss. ButIalso like the
idea of really achieving...how should I
put this? You set out a goal for
yourself... a victory for yourself. If I'm

oing to say that I want to make
%100,000 dollars in the first two years,
and I can’t do that, then it's not a

business I want to be pursuing.

Alright, I think what we'll do is... we
got soft drinks, we have coffee outside
around the corner, we have cookies,
please...I'd like you to meet the
management team...we’ll take to
business in about 10 minutes. So,
we've got a large group, I want to
make sure we get through all the
material tonight. But I want you to
meet all the managers...everybody
back here... why don’t you guys stand
up? Letmeintroduce you: Gay Rainey,
Brenda Perzow, Carolyn Jones, and
Linda Berg, regional vice
president...she’s responsible for the
whole area. Make sure you introduce
yourself to them, and we will start in
ten minutes by that clock. When the
big hand’s on one.

(Break)

How many people did you turn away
from your organization Linda, last
year?

People, turned away. Now, Linda
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took over the region about a year and
a half ago.

LINDA:
? months.

FACILTATIOR:

And she took it over with a
commitment to do two things. She
wanted to raise the performance of the
organizations, and not because it was
bad, because Coldwell banker has
always been one of the top ten in the
country in the business, but not
because it was doing poorly. But
because she believes that in order to
createanexcellentorganization, you've
got to have an or%anization made up
of excellent people.

Andnoteverybody in the organization
is, even though it's an excellent
organization. And she wantsit to grow
up to be more excellent. I think you
could say that. That'slike saying ‘more
better’, isn’tit? She wanted to grow the
organization excellently. And createa
candidate who could share a common
work ethic.

There were people in the organization
who did not fit that work ethic. And
she will tell you that. The managers
will tell you that... and that’s been one
of the major transformations in this
organization over the past year.

So, I'm going to give you some insight
into the things you need to know that
you may not have asked as part of
your process of coming... looking into
coming into the business. One of the
things I want to encourage you to do s
talk... go out and talk after tomorrow...
talk to our competition. I want you to
ask them some questions. I'm going to
tell you what to ask them.

I'll tell you the truth. You find one
person...now listen, this is an
extraordinary statement...you find a
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single competitor who tells you what
I'm going to tell you tonight, you may
want to consider going to work for
them.

What do you think is the average
income for the average full time real
estate sales person in the state of
California? Give me some figures.

GROUP:
20,000, 50,000

FACILTATIOR:

20, 000, 50,000, 60,000, let me write
down some figures here...any other
thoughts? 80,000... Who's talked to
our competition? How many of you
talked to other real estate companies?
I won’t put you on the spot and ask
you who you talked to unless you
want to tell me. But, raise your hand if
you've talked to our competition.
Raise your hand so I can kind of see.
Ok, cause I want you guys to keep
telling me...anybody talk to somebody
recently?

Do youmind telling us who you talked
to?

Tarbell...

FACILTATIOR:

Grubb and Ellis?

Ellis Group

FACILTATIOR:

Oh that’s right, they changed it. I
remember when they were Grubb and
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Ellis. I've known that company very
well for a very long time... Hal Ellis
and I go clear back, oh boy. Ok, I want

ou guys to... I'm going to rely on you
%]wo.g.;.ut}ile Ellis Grgup gnd yo}lll tal}lied
to Tarbell... to validate to anybody
what I tell you.

I really want you to do this. This is not
an idle assertion on my part. I really
want you to take the time to do it.
Because you ought to get an insight
into whatis necessary for you to know
before youmakeanimportant decision.
The average income for the average
full time real estate sales person in the
state of California is less than seven
thousand dollars.

And when you add part time people
to it, it drops to below three. Take
everybody who has a license and
average them together and that’s what
you get. How many of you were going
to go to work tomorrow, willing to go
to work for 7000 dollars?

(laughter)

Well that’s the least we have,
approximately the right group here.
Because I'm going to tell you if 7000 is
an average income to you, if that’s an
ok income, this company is not going
to hire you.

Not only is the company not going to
hire you, it's not going to keep you.
And part of whatI want to dois talk to
you about that, because most of you
didn’t know that. Did they tell you
thatinyourinterview? See the problem
is, and I'll tell you why they didn’t tell
you this, because there are darn few
people in this business who knew it.
And I'm one of them. And it's my
business to know it.

It's part of why Linda has me working
here. There are very few people in the
business who know what I'm going to
tellyou. And because they don’tknow
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it, they can’t fix it. Let me show you
another figure.

A guy by the name of Piretto, who was
anItalian, wasamanagementscientist,
he was a contemporary of Parkinson,
you might have heard of Parkinson.
He founded Parkinson’s laws? It'snot
Murphy’s laws. ...

A guy by the name of Piretto, who
observed something a long, long time
ago. It'scalled the 80/20rule. The 80/
2% rule is this: that 80% of the
Eroduction of anything is produced

y 20% of that %roup that produces it.
Now, I have been working in this
business, and I have been a consultant
in real estate, and I've been doing
trainings in real estate since 1973. 1
have some experience with what the
business looks like.

I have some experience with what the
makeup of the industry is. And I'm
going to tell you something. 80% of
the people in the business make 20%
of the money. And you could
absolutely go to the bank on those
numbers. Linda has access to them.
Whenshe gothere, she did ananalysis,
she did the analysis to find this figure
out, am I correct Linda? 20% of the
people make 80% of the money. Now
you don’t have to be a math whiz to
tigure this out.

The 80% of the people inreal estate are
making 20% of the money, and the
average is 7000 dollars, we have a
whole lot of people out there who are
quote, “inreal estate” who are making
substantially less than 7000 dollars.
What's wrong with this picture? The
truth is, is that most of you would not
come into this business if that’s what
you were going to do. Am I correct? If
I told you that was what the
onortunity wasin this business, most
of you would say “thank you...” you
know... won't you Jerry?

I must acknowledge that Jerry was a
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quick learner and that is the truth...
must have been your engineering
background. You read the landscape
when you said something’s wrong...

But I'm gonna show you something
else. 80% of the people are making
20% of the money. And it would be
useful to know what the 80% of the
people who are not making the money
are doing versus the 20% of the people
who are making 80% of the money,
wouldn’t it?

AndI'm goingto tell you whatitis that
they do. And I'm going to talk you
through it, and part of the problem is
this. Someone said, it was Justine,
who said, I like the opportunity of the
freedom of time. Now, real estate is
what I call one of the last
entrepreneurial, one of the last
bastions, of entrepreneurial
opportunity.

What that means is this is one of the
last places on the planet where you
have the freedom to make as much
money as you want to make. You have
how many people? Tell me again. I
don’t hold these numbers, because
these are not my numbers. These are
his numbers... but you had?

LINDA: ?

FACILTATIOR:

? people, under 30 years of age, who
made over $250,000 dollars. That's
pretty good, isn’t it? Let me show you
what’s going oninthis, in this situation.
How long does it take to be a doctor?
I'wanna be a doctor. Here's the on-site
medical expert...

Approximately 11 years.
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FACILTATIOR:

FACILTATIOR:

FACILTATIOR:

11yearstobeadoctor... and how much
does an average doctor make? A lot
less than you guys think. Yah, 100,000.

(laughs) Plastic surgeon!

Ok, but you see, then you have a new
problem, Vivian. Then you have to
add a couple of years to be a specialist.
Youhave2to4yearstobeinaspecialty.
In order to do it, you're up to 14, 15
years, in order to make a lot of money
as a medical doctor. Tell me, how
many years does it take to become an
attorney? 7 years. How much does an
average attorney make? 70-80,000... in
seven years.

Average attorney? I betit’slower than
that. Isee alot of timeson TV...

(laughs)

I saw something that said California
has as many attorneys as the rest of the
developed world. So, 7 years to be an
attorney, 11-15 years to be a doctor, six
months to be a real estate agent. And
we have a bunch of agents making
over 250,000 dollars in this business.

Here’s what's wrong with this picture.
If you have 80% of the people making
20% of the money, and what happens
something goes like this... in any place
where you have an opportunity to
make a lot of money, there comes with
it, the opportunity to have
extraordinary failure. If you guys want
to fail, real estate is the place to fail.
Right? How long does it take you to
fail? 15 minutes?
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FACILTATIOR:

(laughter)

I'm really glad you're here. I didn’t
pay him to be here.

See the problem is this. Is that you can
come into the business and not make
any money at all and you can doitreal
well. AndTI'lltell youit's evenaworse
nightmare than this.

It’s possible to come into this business
and work really hard, put your heart,
soul in it, work every single day,
believe in the business, want to do
business, have faith in the business,
and totally fail in the business. How is
that possible? People do it every day.

You just described the total
commitment and that’s, if you recall,
that’s the question I would have asked

in the beginning. Can you work that
hard, be that dedicated...

The following is an example. Get one from Linda.

Yes, and that’s what’s so tragic. I seeit
all the time. I have a fellow in training,
who is just in the process of changing
the way in which he is working. He
has been in the business for 8 years.
He has worked extremely hard. 8
ﬁears he has been in the business. And

e came in my training, and he got an
opinion that got him in the training.
Linda put out a communication wit
the managers, they got together, they
satdownand they said, we won’thave
any agents in our organization who
are not producing.

And if they are not gonna produce,
they’re not willing to step up to the
plate, they’re not willing to do the
things it takes for them to be effective
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and productive, we need to encourage
them to leave the business. Carolyn
has a minimum standard in her office.
You cannot work in Carolyn’s office
and make less than...

CAROLYN:
30,000

FACILTATIOR:

30,000 a year. If you want to work in
her office, you have to invest the
minimum, the least you have to make
in order to even be tﬁere. Yet you can
walk out of this facility, drive down
the street, count four or five real estate
companies on the way home, walk in
to them somewhere between now and
Monday, and every one of them will
want to hire you. Now see, what
happens is this, Steve.

It’s possible to work very hard on the
wrong things. Phillip came in to
business 8 years from having worked
on the wrong things. And he says, if I
can’tgetittogether, he told me this this
morning. He says, if I can’t get it
together, if I can’t make this business
work, if I can’t do this for 8 years, I'm
burning out. I've had good periods
and bad periods, good periods and
bad periods.

And he said, “quite frankly, the good
periods aren’t worth the bad periods.”
Kind of what one of you were saying
earlier. The good news is that Philip
changed. He's opened a transaction
once a week since he started this
process. He started 6 weeks ago.

Now that’s pretty good. That’s pretty
good. See, I know something about
what it takes in order to be successful
in the business. Working really hard
on the wrong stuff doesn’t make you
any money. It is possible to end up...
the dilemma in this business is that
there are a lot of the people in this
business who have been in the
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business for a very long time who
don’t know what it takes in order to be
successful in the business.

In fact, what they will do is that they
will give you the very best advice they
can give you and that’s exactly the
advice which will cause you to fail.
Now, what does this mean to you?
Here’s what it means to you. The
number one concern you have in
making a decision about coming into
real estate are two things. One is
working for a company who will not
have you if you are willing to work in
away that doesn’t work. I'can’t stress
that enough.

Lots of companies will hire you. Not
everybody will say, “here’s what is
necessary in order tomake things work,
in order for you to be effective. And if
you do this and you do this in this
way, the oddsaresubstantially greater,
that you will be effective, and you will
be successful.” So, working hard in
this business doesn’t make any money.
Working on the right thing in this
business, working on the right way in
this business.

Now, thisis a definitive study. I'm the
only one who has ever done this type
of study. But it's my business, it’s tﬁe
business I'm in, so I do these type of
things. I want you to validate this.
Who talked to other real estate
companies?

FACILTATIOR:

Who talked to another real estate
company? They told you what I told
you? Let me show you somethin
else, one of the problems wit
entrepreneurial opportunity, what
opportunity means is that you can do
it your way and devote your own
personal skills in your own personal
work time, your own personal style,
but one of the problems with that is
that you have an extraordinary
opportunity to fail.
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Here’s the problem. There is no
necessary requirement for you to
succeed based on that. So you have an
opportunity to fail, but you also have
an opportunity to succeed. Workin%
on the wrong stuff doesn’t work. Well,
I did a study where I looked at agents
who came into the business.

I was answering the question and this
was the question the company I was
working for needed to know, what
was the profile of an agent who in their
firstdyear stayed their second year and
produced in the second year so that
the company recovered and made a
topical profit?

Because if the company can just make
a profit in two years off an agent, it’s
pretty much home free. Butthereason
I tell you this is the turnover of agents
is 13 out of 14. 13 out of 14 agents fail
by the end of their second year. It
means one out of fourteen is going to
stay through their second year (this is
an industry average) and be
productive and create a condition
where the company gets areturn onits
investment. This is a startup period.

Because the first year, it's a loss for
everybody. Youknow whatalearning
curve looks like? I'll draw a picture of
a learning cure for you so we are all
speaking the same language. It’s also
called an “S” curve.

And there at this stage of an S curve it
looks flat right here. This period tends
tobe flat. What tends to happenis that
we do alot of stuff, we do a lot of stuff,
wedoalot of stuff, we don’t get alot of
feedback. That tells us that in that
period you're growing things and
getting better.

Now, what happens in this period is
this. In order for an agent to stay their
second year in the business and be in
their second year, an agent needs to
have reached this part in the learning
curve by the end of their first year. So
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FACILTATIOR:

FACILTATIOR:

if what you end up doing is you end
up working but your learning curve
looks like that, you're out of business.

Because most people can’t stay in the
business failing long enough to be
able to learn fast enough to be able to
succeed. Which causes the 13 out of 14
ratio. So we have a mission.

And I'll tell you what I learned. I
learned that this...this was an
extraordinary insight. WhatIconsider
a breakthrough study because it has
set more than any other single factor,
mf/ personal mission in my working
relationship in this business.

And here’s what it is. We found that
agents who ended up not writing a
contract in the first 90 days had a 45 to
1 likelihood that they wouldn’t make
it and stay through their second year.
If they don’t by the end of 6 months,
they had a 90 to 1 ratio. Thinit went to
400 to 1, 700 to 1, then 900 to 1.

I'm sorry, 45 days is what?

90 days, 6 months, oh, excuse me, 3
months, 6 months, 9 months, and 1
year. What that means is this: what
youhavetodoiswriteacontractin the
tirst 90 days or the odds are 45 to 1 that
you will not make it to the end of your
second year. So what does that tell
you? See what is happening here?

It tells you that the person you work
for is going to know within 3 months if
you are going to stick around.

That’s right. We know in 3 months, in
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6 months for sure and you tell within 3
months, 6 months, for sure. But my
mission, Linda’s mission, has changed
and thisis why I'm telling you. Talk to
other companies. Anybody that tells
you the same thing, you go work for
them.

We have a mission and you have a
mission and that is to be fully
productive in the business within 6
months to 9 months.

How many of you have heard it is
necessary to last 6 to 9 months without
?uestion? You see, this sets you up for

ailure. So what we have is a
completely different view. The view
we have arrived at is that you gave a
very short window of time in which to
become productive.

We know for example that if you
address this as a career
commitment...Who’s in a career? You
are Steve. What time do you start
working in the morning?

STEVE:

Between 6:30-7:00 am
FACILTATIOR:

And what time do you go home?
STEVE:

About 5-7 at night.
FACILTATIOR:

So, you startbetween 6-7 in the morning
and you stay until 6-7 at night. 5 days
a week at work. Every day. Here’s
what we know. You are all starting to
get the message. When you have an
opportunity to make a lot of money,
you pay a price.

Typically, the price is in the form of a
learning curve and real estate seems to
be one of these places where you pay

QUANTUM
MANAGB=M=NT
CHET=MS
©1990,1993,1995,1997,2000, 2003
Douglas M. Yeaman and Quantum

Management System, All Rights
Reserved

Coldwell Banker Recruiting Pakett.pmd 06-30-2003
© copyright Douglas M. Yeaman,1994,2003




SUBJECT DATE

G roup Interview Scrlpt JOIEA!eIm%anker Recruiting Pakett.pmd 06-30-2003

DETAIL CONTENT

the price coming into the business and
they forget that there is a learning
curve. They want to jump into the
systemand wanttomakealotof money
real fast. And so it creates a condition
where lots of people come into the
business and they fail real fast. And
then what happens is they develop a
set of habits in to the work ethic that
directly counters to the business.

So what we are really clear about is
that if Coldwell Banker is going to hire
you, we are only interested in hiring
you if in fact what you do is accept a
work ethic. The work ethic works
something like this. It's a weekend
job. I wish it weren’t and for some of
you it's going to preclude you and
disqualify you.

Why do you suppose real estate is a
weekend job? Because the buyers and
the sellers are out on the weekends.
That’s when real estate is done.

And so for your first year, you are

going to be working weekends. And if

you are not prepared to work

weekends, real estate is probably not

suited for you. There are very few
eople that don’t work weekends. So
ew that it is almost insignificant.

There are large numbers of people
who work weekends and work
evenings as well. You are probably
going to work alot of evenings as well.
In fact, one of the hardest parts of real
estate is that it tends to be consuming,.
One of the things that we know that is
necessary for you coming into the
business is to schedule your time out
so that you don’t burn out. Because it
is very easy to do that.

So one of the things that we know is
thatyouneed towork48hoursaverage
a week. And we have structured tﬁe
program that you are received into as
a part of the process is called “The
Journey toMastery”. And thereasonit
is called “The Journey to Mastery” is
because thatis whatitis. It'sajourney,
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it’s this curve right here.

You have to be willing to work
weekends, you have to be willing to
work evenings, some evenings, 2-3
times a week. You have to be willing
to work 48 hours a week initially. You
are exclusively on commission.

There’snosalary, there’sno guarantee.
If you succeed, you get paid, but if
you're not, you're not. But we have a
mission. Yousee, it'sanextraordinarily
expensive to train good people. You
have to be willing to work in a
structured program and the way the
structured program works is this...
what we are interested in is finding
you buyers that you can get into
escrow, that you can sign contracts
with really fast. As part of my own
mission in doing that, I looked at the
landscape of waysagents can progress.

One of the things that people are taught
when they are entering the business is
cold calling, photography, knocking
on doors, and meeting people. One of
the things is that it is a 12-13 month
start up cycle before it finally comes
into maturity.

So, if youarereally good atcold calling,
you've gottowait12-13 months before
the work begins to mature for you in
any significant way.

And this is traditionally the case. A
lot of evidence to support it. Ilooked
at the landscape and I said we need an
alternate. Wﬁat other things do we
need to do? How man;z of you know
what an open house is?

One of the things that we getis Ilooked
at the density of the buyer population.
Where can we find a very high density
of potential buyers?

We found that open houses had a very
high density of potential buyers. Now
you talk to a lot of real estate agents...
Sherry, what did they say about open
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houses?
SHERRY:

As far as what?

FACILTATIOR:
As far as if she likes it?

SHERRY:
Well, yah, we are getting about 20 a
weekend.

FACILTATIOR:
And what did you hear?

STU:
I heard that some of them just sit there.
And people hate it.

FACILTATIOR:

Yes and the industry just hates them.
Yes, I hate them but that’s because of
the way you do them. So whatIsaid is
that what we ought to do is reinvent
them. And that’s what I did.

Ireinvented them from the ground up.
It's a marketing event. We developed
a marketing program that increases
your contact with the buyers. Increase
the quantity of buyers you get between
5-7times. Soyou are putintoasituation
where you have an enormous amount
of contact with real potential buyers
and sellers.

You can be almost brain dead and fall
by mistake into a transaction. The
problem is, if you are flatlined, you
won’t make it to the second year. One
of the things we know is that getting
people who are going to be effective at
doing it are willing to do it the right
way and serve the consumer.

Because the other thing it does is it
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sells alot of houses. There are 2 things
that happen. It creates a condition
where you have a lot of clients and it
creates a condition where the houses
that are open are sold. So we have to
serve the client. And the company,
particularly thismanagement team has
an enormous concern in taking care of
the customer and so we are looking to
work in a particular way to fit these
needs. I'll tell you this truthfully.

If you are attracted to this business
because you want to work your way,
you are probably talking to the wrong
company. Because your way, maybe
will work 2 years from now, but not
until you wrap up, not until you
become productive. Because there are
80% of the people out there now
making 20% of the money working
their way.

This is the problem. So one of the
things Linda is committed to is
narrowing it down to the things we
know work. Get people and bring
theminto the business and telling them
what works. It’s hard work. You ask
me what the top 2% of the people do?
There are 2 things that they do. They
treat the business like work.

They have a work ethic that is
consistenttoserving the customer. This
is number one. I don’t know a single
person in the top 2% that doesn’t have
this work ethic. The second thing the
do is they listen real well to the needs
of the customer. It's not easy.

What often happens is... what I mean
by listenis notjust “I want 2 bedrooms
and 2 baths”, but that what you listen
to is something that is really obscure
and remote and distant in connection.

That they are not even clear about
what they want. If it were easy,
everyone would be doing it.

The top 2% develop people skills.
Personal relationship skills.
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I have now described to you what the
“The Journey to Mastery” program is
allabout. It'slooking for a few people,
not a lot, who are willing to approach
the business with a commitment to
serve the customer, to listen to their
needs and to answer to it.

I want to give you more insight to the
structure of the program because I
told you what the programis. Areyou
reasonably clear on this? It'sa program
that is designed to accelerate you
through the start up process.

To get you up producing real fast and
to give you an opportunity to %et out
of the business if you are not willing to
do what it takes.

In other words, we have a roadmap.
We have it broken down to a weekly
schedule, day by day. We have it
down to a science. We know what you
will be doing every minute of the day.
The question is, are you willing to do
it? And this is something we can’t
answer. It is something quite frankly
we don’t know.

Now, I want to show you what the
other aspect of this is. Because there
are 3 components in this.

There is a manager and there is a
mentor, and thereis you. The training
program is made up of these three
components and thenI play arolein it
asa trainer as well. There is amanager
that manages you; you are assigned a
mentor who you work with. The
mentor relationship takes care of some
problems. If you were told to hold
openahouse, there are some obstacles.

Even though we can identify the
strategy, we have a problem. The
problem is that we have no inventory
to hold open. There is another
dilemma. And that is because agents
are entrepreneurial. They are
protective. They won't let you touch
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their house.

They don’t want to lose their client to
help youlook productive. The purpose
of the mentor relationship gets around
this. Now, let me caution you. When
you talk to other companies about
mentors. They looked at Coldwell
Banker and said, well, we have
mentors too. It is very important that
ﬁou ask: “Will your mentor give you a

ouse that you can hold open every
single weekend until you are
productive?” Ichallenge you to do it.
Not a chance.

Another question you should ask is
“will my mentor take me on every
single listing presentation that I
Farticipate in creating an opportunity
or? Will my mentor assist me in
working with the buyer and facilitate
and actually participate in the
communication with thebuyerifIneed
them to?”

Well is the mentor on a salary then?

FACILTATIOR:

No, this is a very complex process.
And I won’t spend time going into it
with you today. We've created a
symbiotic relationship. We have a
group of trained mentors. So we've
taken out the win-lose aspect of it. It’s
much more complex than this.

You could be their assistant.

FACILTATIOR:

No, actually, wewon’tlet thathappen.

Because the minute that happens, you
will be picking up their laundry on the
way to something else. They have
great benefits. They are absolutely
committed to this process. A very
win-win situation.
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You need to know that the training
process is until you get 3 transactions.
So until then, 3 transactions and 3
listings with your mentor, you are in
the training process. It takes within 4-
9 months. The average is between 4-7
months, that’s if you are going to make
it.

Let me talk to you about the interview
because there is a training period. I'll
draw a picture that looks like this.
Let’s call this the period of time it takes
for you to get your first 3 transactions.

We’'ll call this training “The Journey to
Mastery” — this is when you get your
license, this is where you graduate
from the program. Now I want to talk
about this part of it right here. This is
where weare today. Thisis where you
get your real estate license and you
come to work. What I talked about is
this part. What I want to talk about
now is this part. Alright.

What happens is this. During this—
this is your interview. I want you to
think of these4 monthsas theinterview.
We are going to take a risk with you if
you are invited backand you are going
to take arisk with us. But we are going
to go into an interview process.

And the interview process is, we are
going to look at you, work with you,
study you, hands on under the
microscope and see what happens
during the time frame.

Now the way that works right here, is
2 and 1/2 weeks. This is called
“Principles and Practices”. Now the
state of California has credited the
licensing program to be what is called
a bar. Lawyers and attorneys take the
Bar. And the Baris youarebarred from
participating.

This is what the term bar comes from.
So clearly is it a bar — that if you pass
the test, you don’t get a score. You
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only get a score if you fail the test.

The California department of real estate
hasnoillusions about this. If you want
to study real estate, you need to go to
a community college. If you want to
learn “Principles and Practices”... or,
you can take an open book test in
which the only way you canfail is to be
illiterate. Now I have figured out why
they have done that.

But that’s what they have done. Ina
classroom for 17 weeks or by
correspondence for 2 and 1/2 weeks
and it is open book and you can read
the question and write out the answer
by looking at the book. Guess which
one we chose? We chose the 2 1/2
weeks. Because our mission is to get
you through the licensing program.

How much of “Principles and
Practices” do you use in selling real
estate? Nothing. We want you to pass
the test. Everything we are going todo
is to help you pass the test from now
on. Itisaninterview and itis designed
to see you work and it is designed to
get you to pass the test.

Here’s the second part of this. This
part is called “Studying for the Test”.
When you pass “Principles and
Practices”, immediately, what we do
is we send in and apply for your test
date. Because the test date is set by the
state of California to beabout3 months
in advance. Now the reason they do
that is this.

It's a moving target. You study and
study and study and you are ready to
pass the test. You send in the
application and you have to wait 3
months. What's the likelihood that
you'llremember the material? They’ve
thought it out well. Nobody tells
people who are taking the test this. But
now you know.

We have a very structured process
where you meet once a week in an
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officeunder the direction of amanager.
And under their direction, what you
are is managed to pass the test. This is
not an exercise in learning real estate.

We don’t expect you to learn or
remember a lot of stuff. As I said
before, you want to learn real estate,
you go to a community college.

Now, let me tell you about this. How
much do you pay to go to real estate
school? Around $240-$350 to about
$500 depending on the demand.
Anyways that’s the cost of the license.

Now let me tell you the cost of the
other state fees to get thelicense. There
is a $65 test application fee. It costs
approximately $300 total for these fees,
F us the cost of real estate school. These
ees have to be paid by you— this is
the cost of the school. Now here’s the
way this is set up. Linda of the
management team is prepared to
sponsor you through the licensing
process.

If you have a license already, they will
reimburse you the money you paid to

o to the real estate school out of your

irst transaction. If you haven’t gotten
your license yet, they will sponsor
you $240— you are going to have to
pay the $300 anyway. So here’s what
we are looking at for you.

If you will prepay the California fees,
we will pay for you to go through
school. If you don’t drop out, you go
all the way through here... and
Coldwell Banker decides not to hire
you for any reason, because this is still
an interview, you get a real estate
license and you can go anywhere you
want to go. If you start the process and
ﬁou drop out, then the fees that you

ave advanced are applied towards
the cost of your school.

In other words, you will be paying
these fees anyways and all we are
simply saying is— I will be going
through the licensing school and get a
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real estate license. If you do, the cost
for the school is free. If you don’t then
the fees are applied to cover the cost of
the school.

Later on, if you come back, there will
also be a signed guarantee that you
will work for Coldwell Banker for at
least a year.

(Questions and answers, repetitive)

Allright, who knows now that being invited back is not for them?

Ok, I'm going tohand outaninvitation
to come back. You are going to come
back to a second meeting based on
your interaction with me. We will be
callingyouand invitir\? ornotinvitin
you back, but you will get a call bac
within 2 days. You need to fill out a
time to be called, so we don’t have to
play phone tag. There’s 2 separate
interview opportunities and you need
to specify your preference for a day or
evening interview.

(end of meeting)
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