2 00:20:11 LOGISTICS-TIF SHEET
3 00:47:07 HOUSEKEEPING-CELL PHONES
4 1:22:20 LICENSE AGREEMENT
5 4:24:21 FOUNDATION FOR THE TRAINING
6 6:49:01 START OF PROBING TRAINING
7 8:37:20 WHY DO PEOPLE BUY?
8 11:51:08 WRITE THIS DOWN-CRYSTALLIZATION
9 12:48:29 WRITE THIS DOWN-REAL, MEASURABLE, BIO-CHEMICAL
. 10 15:18:02 WRITE THIS DOW
11 16:17:03
4 i 20:38.07 TH - RSO . ‘
| 14 24:50:00 WRITE THIS DOWN-COMMUNICATE ONE THING-MEAN ANOTHER, 2.DEA JH
15 25:59:24 CONSCIOUS AND UNCONSCIOUS MOYikiG
16 28:31:08 10% WHO WE ARE IS CONSCIOUS-90% UNCONSCIOUS . CHG.SUBS
‘ § 17 28:49:26 ;LLY WANTED?¢7 & - BArks ity
i 8 d : : AK A : TRAINING : 70 MIN 1 CAALE
75 33.36.20 K EEATYRE|BENEELB
20 33:51:17 WRITE THIS DOWN-FEATURES PROVIDE BENEFITS/BENEFITS SATISFIES (] NEED —_—
34:50:19 WRITE THIS DOWN-PEOPLE ONLY BUY WHAT IT IS THEY NEED ) SATSSY
DISCRETE-3 LOCATIONS . LTI RES ~ L LING S DECIS 0405

$ BEGIN DVD AGAIN
; Q [ 28 47:33.23 WRITE THIS DOWN { #//COMPLAINT ABOUT R/E AGENTS ™ DBAI' I A= I o ‘}Y )
’ 29 48:15:24 WHY DO BUYERS BUY? — 70 SATISFY ANEED  (B2) THEY Dprir's)S
32 494613 START AFTER BREAK #2 10 MINUTE
33 551615 INFORMATION LOADING
34 58:21:08 WRITE THIS DOWN-2 KINDS OF NEEDS-REAL & PERCEIVED WRITE Do,
& QuEsT pais
36 1.0019:23 TART DVD AGAIN
37 1.03:4524 DOUG GIVES DIRECTIVES i.e.. RAISE YOUR HAND
START DVD AGAIN ORELD )
40 1050513 ONLY 5 WAYS IN ENGLISH LANGUAGE TO ASK FOR AN APPOINTMENT -~ 3", HERE
1:07:53:25 DOUG DEMO-QUESTIONS GROUP ASKED EARLIER-HAVE ASSUMPTION WIF FIME.
- wa 5;0‘01\;
43 1111116 ECISION SHAPING WHICK T7ME.

44 1:11:33:.08
45 1:13:15:09

46

WRITE DOWN-3 KEY NEEDS
THE TOOL BOX Pé, 4

1:13.56:15 PERMISSION

48 11633119 START DVD AGAIN-THEN DOUG DEMO'S POSITIVE FEEDBACK
49 1.18:56:28 WHAT THE TAG QUESTION DOES

1:23:32:06 PURPOSE OF PROBING IS TO CAUSE CRYSTALLIZATION
1:27:43:17 RELATIONSHIP BUILDING

1:28:33:13 ISSION
1:29.53.08 TRAI LUNCH** 1HR. 15
55 1:30:00:06 START-POOL OR GRID ITEMSWITHAC

56 1:31:61:07 FEATURES
57 1.37.67:14 TOOL #1

59 1.38.40:24 THEY WILL ONLY BUY THEIR DREAM HOME
80 1:39:28:10 FEATURES HAVE PRICE TAGS/BENEFITS DO NOT

P LOHO 1N HELE LD 1L BE Buy NG A HOUSE () (o mDSs. € — FEATURE
ASKS LORAT ISTHE 4] In0ST (MPORTRIOT THinY 1) Blryinds A HOME 2 COLATION
ASt. LOHY 1S THAT (MmPORTANT 7 G 4iz-YR: OUD>

SéHov L
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2 0:19:00 REAL NEEDS VS PERCEIVED NEEDS
3 3:46:10 WHAT DOES PROCESS OF CRYSTALLIZATION LOOK LIKE?

4 4:47:28 PAUSE/DISCUSSION-RELATE TO DRIVING THE CAR-AUTO PILOT —LANCONSC; 0195

5 5:11:00 FEINSTEIN & LIBET of 66+ QUT O£ SYA L

8 6:49:09 2 PARTS TO THE BRAIN-CONSCIOUS AND UNCONSCIOUS

: # | crarEsfFEELINGY DECS,
g 0 Youdsses

7:00:16 CRYSTALLIZATION IS PROCESS BRINGING TOGETHER 3 PARTS
7:41:13 SHOW AND TELL :

i

IO : AU LA aaT Youls -

12:43:09 THE PERMISSION QUEST!ON’;: ABour ME-TE ke .SW SAY ASE.

18:12:15 BEGIN WITH THE GRID AGAIN .. f; WE e w2 M«’”«’m 4.  BEFORE Yok
13 18:33.07 WE WILL PUT YOU INTO 3'S GOACH, AGEAT AND SUSTOMER il T
14 18:53:13 ROLE OF COACH L SAN TS 1S AUt

s 19:51:14 BUILD GRID USING DIRECTIVES, PROMPTER, POSITIVE FEEDBACK ~ TDOL (“T00LBOX A0 (i1 mrt - kma
16 20:05:28 DOUG DEMO-ROLE AS COACH . AN AU TLE
A sp&T N .

23:24:29 DOUG DEMO-GRID MODEL WITH GROUP ' o ,o F —P-D-FF

20 23:51:21 DOUG DEMO-CREATE MAP WHAT WE ARE SAYING STEP #1 ~ D»~ P~

25:12:28 DOUG DEMO-GRID MAKING NOTES STEP #2
26:12:00 DOUG DEMO-DESCRIBE FOR ME YOUR PERFECT HOME STEP #3

33:07.00 DOUG DEMO-START PROCESS OF CRYSTAL- WfBOX #1
34:01:00 MIN. 5-7 DIRECTIVES OR MODIFIERS #ia). 5.7
38 34:49:.00 DOUG DEMO-START WITH A DIRECTIVE
35:35:00 DOUG-DEMO-MAKE NOTES W/DIFFERENT COLOR ON GRID

WHAT OOES e M EAN TD Y01
THG

] : RAIL OF THE PROCESS
37.18:00 DOUG DEMO-CIRCLE "D", "M" THEN TAG

ueON
s OT It ORA

46 26 00 TAG QUESTION LANGUAGE CH S. CRYS ALLIZATI
46:58:00 TURN TO YOUR LIST OF 15«

47:36:00 BENEFITS SIT IN A BENEFITS CHAIN

47:57:00 DOUG DEMO-BENEFITS CHAIN ON FLIPCHART

§1:59:00 WRITE THIS DOWN-FEATURES ARE MULTI BENEFICIAL

53.39:00 HOMEWORK-SCRIPTS MEMORIZE 93 721 1.3 §
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Client Needs

5. Set up next step
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APPOINTMENT FORMAT

1. GREET & INTRODUCE YOURSELF
A. Share something personal then connect to business.
B. “Now tell me a little about you?”
PERMISSION SCRIPT
FIRST PASS: Making grid using ONLY Tool #1 — Directives- Prompters and
LOTS of Positive Feedback.
4. SECOND PASS: Using 5 -7 more of Tools #1 & 2
A. Directives-Prompters-Positive Feedback & Maodifiers
Until you have a complete picture of what their picture looks like and all the
detail of how and what they do there. Then you feed back to them all the
detail and the warm fuzzies and all should POP when: (B)
B. TAG question = “feeling” or “ story” =CRYSTALIZATION
C. SUMMARY (To make sure you understand correctly.)
D. CLOSE ENDED (To make sure you are clear on what is important to
E

W

them in X room...)
KEY NEED (So I see (X key need) is the feeling you associate with X
room)

DO ALL BOXES WITH THIS PROCESS

DO AN OVERALL SUMMARY OF ALL THEY HAVE TOLD YOU ABOUT THE
HOME. DESCRIBING THE DETAILS CONNECTED WITH THE FEELING AND
POINTING OUT NEW THE 3 KEY NEEDS (FEELINGS) YOU UNDERSTAND
THEY NEED TO BE TO HAVE IN THEIR NEW HOME REMEMBER NEEDS ARE
REGARDLESS OF PRICE OR AREA.

A. Discuss area or areas.

B. Price in relationship to what they have described.

e (Area for Price they can afford - Size for Area and or Price they can afford maybe

have to be negotiated here - not in field) .

“This has been great! I'm excited! What you have shared has been very valuable to

me, to know exactly what you are looking for and the feelings you want to create in

your new home. How do you feel about this process?” (They should be excited and
_very up beat.)

5. “Great! How do you feel about us working together and ME representing you as -4
your Realtor? (“ Great” or “Me To” or “ I'm looking forward to getting ;
started”) Then immediately without hesitation to “T HIS IS HOW I WORK

6. Set Showing Appointment then APPOINTMENT SCRIPT.

7. Discuss finance and have them be contacting YOUR lender and completing
application before they meet with you or they won’t be seeing any
property!!!

YOU ARE READY TO GO




