RECRUITING

(Calling licensed agents in the business less than a year.)

Hello, ___their name______ my name is ____your name_______. 

 I am the New Agent Learning Center Director here at ___company ___. 

Do you have a few minutes to talk about your experience as you start your first year in the business by participating in an industry survey?

Please know this is for general market information and is strictly confidential?

(Continue only after permission)


Great!

1. How long have you been selling real estate?

2. How did you select the company you are working with?

3. Do they offer new agent training?

4. Are you pleased with the amount of business you are doing?

5. Do you, with the knowledge you have presently, feel confident of being able to grow your business to meet your financial goals and reach long term success?

Thank you for your participation.

We gather this information to help us keep on top of market trends.  We know that through market statistics 20% of the agent population make 80% of the money in this business.  What we find is that many agents after really getting started in the “business” of real estate find themselves looking for that something more to gain more momentum to increase their business. 

Don’t get me wrong.  We are not looking for people that are happy with where they are and feel they are on tract with their goals.  

I look for people that are not satisfied with where they are.  Those that know with the right push they could be a super star.  One of the 20% making 80% of the money to be made in this business, as I spoke of earlier.

The training we offer is like no other in real estate.  We have an exclusive joint association with a training program that is very hands on that gives you exactly what to say and do to be in the top % of the market by the end of the year with these proven techniques. 

This is a national training program that even companies like Coldwell Banker, Prudential, and GMAC use in other markets.  The program is only licensed to one company in one market area. 

Satisticics show 13 out of 14 people fail the first year in the business.  In our Journey to Mastery program 62 out of 100 will be productive and successful.  Better odds don’t you think?

Part of the success is the technology that gets you face to face with lots of potential buyers and sellers.  Then we teach you to make appointments with 6 out of 10 of those real potential buyers.  So getting you in front of lots of potential buyers and sellers equals lots of business equals lots of money.  Doesn’t that make sense?

Again, I am not here to SELL you anything. But, if I have got you thinking in anyway “where could I be with that kind of support in my career” then  I would like to invite you to a confidential presentation of our program.  I cannot begin to inform you of all the tools you will come away with but I just want to highlight a couple of points.

· We only allow agents committed full time to real estate.

· There is no “cost” if you meet the commitment requirements and are already a licensed agent and are a board associate.

· Just to let you know to “graduate” from the program you must have closed 3 buyer side and 3 seller side transactions and we have our program set up to keep you on track to do this in 6 months or sooner.  

Would you like to produce that amount of business in that amount of time?

Great!

Well we are holding a confidential interview for our program on

__________________ at ___________ .  

This is a group interview that is a presentation of everything this program has to offer and an open forum to answer any questions.

We will not be signing anyone up at this time.

If you are interested in our program,

 – and we feel you have the desire to succeed we are looking for –

 you will be asked back for a second interview for you to make that decision at that time.

So you can see it’s a no loose proposition.   You come -  see if you think we can jump start your career.  If you don’t think it’s for you – don’t ask to come back for the second  interview  -  It’s O.K.

Again the interview will be _day of week_, ___date___, at ___time____ .

Will you be joining us.

(If yes… )

Great!

Do you have a pencil to jot down the information.  Ok its day of week, date,

at time.  We are located at address & directions.  My phone number is ____.

Great!   I am adding you to that date and I am going to need to call you prior to confirm my group size.  What is the best phone number to reach you at?  Great! Will you be available to take my call  (your time set for confirms).

It was great talking to you their name and I look forward to having you at our meeting. 

I’ll talk to you (day and time of confirm).  Goodbye!

--------------------------------------------------------------------------------------------

(If they are not interested at this time…)

I understand.  After all you did not know I would be calling today.  But I may have given you something  to think about.  May I keep in touch with you to see how things are going?

Great!  What number is best to reach you at?

It was great talking to you their name.   Have a great rest of the day and I will talk to you soon.  If you change your mind or have any additional questions may I give you my number to hang on too?  … 

