www.quantum-management.com

dmyeaman @quantum-management.com FO u n d at i O n Fo r

Douglas M. Yeaman
1776 Park Ave., #770-242 .
Park City, UT 84060 The Trainin g

435-649-3998

The Luxury Home Tour™ and Prestige Home Tour™ is designed to help you identify ways in which you will
become more effective. The success of the program requires the following:
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1. Attendance to each and every module.
2. Attendance on time to each module. Returning on time from breaks.
3. A commitment to use the concepts and materials for the duration of the program.

4. Making commitments to specific action arising out of the material in each module, and following directions
of the trainer when in the training room.

5. Notelephone calls, interruptions or messages into the training room. No magazines, newspapers or other
non-training materials read or displayed in the training room. This includes food, gum, drink cups, etc. (except
as agreed to with the trainer in advance).

6. All cellular phones and/or portable paging systems are to be turned off or left outside the training room and
particpant agrees to no texting or checking cell phones while in the training. If a cell phone goes off during the
training, the Training Manager will accept and hold all such units to be left outside the room.

7.Name tags to be worn at all times during the training modules, and at all times be clearly visible.

8. Remaining in the training room for the duration of each session. There will be frequent breaks.

9. No drugs or alcohol during any break. All prescribed drugs are to be cleared with the Training Manager.

10. Conversations during the sessions are limited to between trainers and participants only. Conversations
between fellow participants are not permitted.

11. Time of the completed training is unscheduled. Do not make any plans immediately following the
completion of the training.

12. The content of the training is a private and confidential matter between you and the group. All materials,
forms, concepts and conversations shall be kept strictly confidential.

13. If a participant misses a significant part of any module, he or she, at the sole determination of the trainer,
will need to take the entire training over.

14. When the size of the training permits, participants shall sit next to someone that he/she did not know or
have a relationship with prior to the training. This includes family, friends and business associates.

15. Chairs are arranged and positioned in the training for a specific purpose. Participants shall not move any
chairs during the training.

Signature Date
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Conditional
License Agreement

By using the materials contained in the Luxury Home Tour™,Prestige Home Tour™ and Mega™ Openhouse Training
Program or particpating in the training or using the manuals and associated materials, you accept the terms of this
Agreement. If you do not agree to the terms of this Agreement, please promptly return materials to the site manager or
Quantum Management Systems, Inc., hereinafter referred to as Quantum, immediately.

Luxury Home Tour™,Prestige Home Tour™ and Mega™ Openhouse

Conditional License

The Luxury Home Tour™,Prestige Home Tour™ and Mega™ Openhouse name, concepts, procedures, "choreography" and
techniques are proprietary and the intellectual property of Douglas M. Yeaman, Quantum Management Systems. Douglas
M. Yeaman and Quantum give you, the licensee, the right to use the trade name "Luxury Home Tour™,Prestige Home Tour™
and Mega™ Openhouse", the prescribed procedures contained in this manual along with the attached documentation
subject to the following conditions and restrictions:

You, the licensee, are continuously affiliated with the holder of the "site license" (in this case
); You conduct all Luxury Home Tour™,Prestige Home Tour™ and Mega™ Openhouse in strict
accordance with the following procedures: (1) No less than 100 flyers are distributed by each agent participating in the
Luxury Home Tour™,Prestige Home Tour™ and Mega™ Openhouse; (2) A minimum of 60 home tour signs are displayed;
(3) A minimum of 50 personal invitations are mailed or otherwise distributed; (4) A registration point is situated in a prominent
place in the entry-way of the particular home tour; (5) Refreshments are provided to all invitees of the home tour, including
coffee or soft-drinks and freshly baked cookies; and (6) A minimum of two agents participate in the Luxury Home
Tour™,Prestige Home Tour™ and Mega™ Openhouse, each complying with the above standards;(7) You agree not to let
anyone study your use of them with the potential of exporting them to their own personal use; and (8) You agree to
acknowledge Douglas M. Yeaman and Quantum as the proprietary source of your use of these materials, techniques and
technologies.

Proprietary Rights and Obligations

The information and material contained in the manual is owned by Douglas M. Yeaman andQuantum and is protected by
United States copyright laws and international treaty provisions. The structure, organization and information contained in
the Manuals is the property of Quantum. You will not make nor have made,n or permit to be made, any copies of the Manuals,
signs and attached or unattached documentation, or any portions thereof except as specifically authorized by this
Agreement. You shall agree not to modify, adapt, translate, reverse engineer, disassemble or create derivative works based
on the Manuals, materials, scripts or trainings. 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.

You shall agree to use the manuals and attached materials for exclusive use in your own business, and if you terminate your
affiliation with the site licensee this license will be terminated automatically and without notice. You shall further agree to
not disclose the program 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 and as outlined in the trainings.

Assignment
You may not transfer the manual or accompanying materials.
Term

The license is effective until terminated. Quantum has the right to terminate your license immediately if you fail to comply
with any term of this Agreement; in the event you leave the licensed company or, in the event that the licensed company's
license is cancelled or revoked. Upon any such termination you will destroy the original and any copies and related materials
and cease all use of the trademarks.

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 Quantum which supersedes any prior agreement, oral or written, and any other communications
between Quantum and you relating to the subject matter of this agreement, and that your obligations under this agreement
shall inure to the benefit of Quantum’s licensors whose rights are 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 an
officer of Quantum.

Printed Name

License Granted By Date Signed Date
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Conditional
License Agreement

By using the materials contained in the Luxury Home Tour™,Prestige Home Tour™ and Mega™ Openhouse Training
Program or particpating in the training or using the manuals and associated materials, you accept the terms of this
Agreement. If you do not agree to the terms of this Agreement, please promptly return materials to the site manager or
Quantum Management Systems, Inc., hereinafter referred to as Quantum, immediately.

Luxury Home Tour™,Prestige Home Tour™ and Mega™ Openhouse

Conditional License

The Luxury Home Tour™,Prestige Home Tour™ and Mega™ Openhouse name, concepts, procedures, "choreography" and
techniques are proprietary and the intellectual property of Douglas M. Yeaman, Quantum Management Systems. Douglas
M. Yeaman and Quantum give you, the licensee, the right to use the trade name "Luxury Home Tour™,Prestige Home Tour™
and Mega™ Openhouse", the prescribed procedures contained in this manual along with the attached documentation
subject to the following conditions and restrictions:

You, the licensee, are continuously affiliated with the holder of the "site license" (in this case
); You conduct all Luxury Home Tour™,Prestige Home Tour™ and Mega™ Openhouse in strict
accordance with the following procedures: (1) No less than 100 flyers are distributed by each agent participating in the
Luxury Home Tour™,Prestige Home Tour™ and Mega™ Openhouse; (2) A minimum of 60 home tour signs are displayed;
(3) A minimum of 50 personal invitations are mailed or otherwise distributed; (4) A registration point is situated in a prominent
place in the entry-way of the particular home tour; (5) Refreshments are provided to allinvitees of the home tour, including
coffee or soft-drinks and freshly baked cookies; and (6) A minimum of two agents participate in the Luxury Home
Tour™,Prestige Home Tour™ and Mega™ Openhouse, each complying with the above standards;(7) You agree not to let
anyone study your use of them with the potential of exporting them to their.own personal use; and (8) You agree to
acknowledge Douglas M. Yeaman and Quantum as the proprietary source of your use of these materials, techniques and
technologies.

Proprietary Rights and Obligations

The information and material contained in the manual is owned by Douglas M. Yeaman andQuantum and is protected by
United States copyright laws and international treaty provisions. The structure, organization and information contained in
the Manuals is the property of Quantum. You will not make norhave made,n or permit to be made, any copies of the Manuals,
signs and attached or unattached documentation, or any portions thereof except as specifically authorized by this
Agreement. You shall agree not to modify, adapt, translate, reverse engineer, disassemble or create derivative works based
on the Manuals, materials, scripts or trainings. 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.

You shall agree to use the manuals and attached materials for exclusive use in your own business, and if you terminate your
affiliation with the site licensee this license will be terminated automatically and without notice. You shall further agree to
not disclose the program 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 and as outlined in the trainings.

Assignment
You may not transfer the manual or accompanying materials.
Term

The license is effective until terminated. Quantum has the right to terminate your license immediately if you fail to comply
with any term of this Agreement; in the event you leave the licensed company or, in the event that the licensed company's
license is cancelled or revoked. Upon any such termination you will destroy the original and any copies and related materials
and cease all use of the trademarks.

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 Quantum which supersedes any prior agreement, oral or written, and any other communications
between Quantum and you relating to the subject matter of this agreement, and that your obligations under this agreement
shall inure to the benefit of Quantum’s licensors whose rights are 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 an
officer of Quantum.

www.quantum-
management.com Printed Name
Douglas M. Yeaman
1776 Park Ave., #242
Park City, UT 84060

License Granted By Date 435-649-3998 Signed Date
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Luxury Home
Tour™ Time Line

It takes approximately two weeks of directed activities to properly stage a quality marketed Luxury Home

Tour™.
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[ Legend

I.D.=Identify Luxury Home Tour™

Mail Invitations

Mail=

Luxury Home Tour™

QH-=

Passing out invitations

Inv=
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Timeline
Key

Luxury Home Tour™ - What are your resources for getting a Luxury Home Tour™
Your own listing

Your office listing

Your company's listings

Your MLS Listings

Out of area broker listings

FSBO

Your own home

Family or friends home

Serooo0oTw

Prepare your mailing or e-mailing. It should always be personalized. if mailed then sent with first class
postage. Only send to addresses where you have phone numbers you can follow up with a phone call.
Resources:
Crisscross directory
Title representative

You are going to want to format your information by street address & address range. Prepare yourself
and drive-by your area.

Phone work requires that you be prepared. You must know the area you are calling about (streets and
address ranges). Use your plat maps to know the individual properties. This will help you visualize the
neighborhood and help in requesting permission for Luxury Home Tour™ signs. Make your phone calls with
your drop-bys and location in mind (i.e. call all homes on the first street that you will be visiting on Wednes-
day from 12pm-3pm).

Visit your area with respect to drop-by appointments set.
You can ask them
Did they get your mail? or Did they get your e-mail?
Did they get your call?

The big day - Post your signs
Luxury Home Tour™
Know all Luxury Home Tours™ & for sale properties around your Luxury Home
Tour™.
Get in relationship with all of your clients and make notes.

Shut down Luxury Home Tour™.
Take down all signs
Send out “Thank You” cards to everyone who gave sign permission
Call all leads without an appointments
Follow up

Have probing™ appointments with clients
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Example
Role Play

Invitation Script

Luxury Home
Tour™ Procedure

10of4

Step #3

Knock, knock/Phone script.

Hello, my name is and | work with
. I don’t want to bother you right now if you're
busy, but when would you have a few minutes to talk?

(Get “Yes” - Establish permission)

Our company is holding a Luxury Home Tour™ in your neigh-
borhood and we have been getting a lot of interest in it. We
want to invite you and your family to come and see the home
and tell your friends about it.

How long have you lived here?

What do you think of the neighborhood?

What are the schools like?

How have things changed over the years?

Are you free today between noon and six?

Great! We would like to invite you to stop by in helping your
neighbor sell their home. When you see the house it may
remind you of someone you know who would like to live in
your neighborhood. The sellers would appreciate any friendly
referrals you could offer that would help them. Would you be
able to drop by?

Where is it located?

(Give address)

Will you be there today?

(Get yes)

Fine, | will definitely be there and | look forward to seeing you.
Thank you. What is your name? Excellent - I'll see you later

Oh, by the way, feel free to bring any friends.
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Scheduling
Appointments At
Luxury Home
Tour™

Luxury Home
Tour™ Procedure

20f4

1. Guestis welcomed and agent introduces self.

2. Guest signs in at guest register. Host explains that seller
wants all people to register.

3. Agent fills out survey. Make sure it is complete, name,
address, e-mail etc. Again, purpose is to slow client down
and get into relationship.

4. Walk through home with guest. Use the survey to talk
about relationships “stuff’. Examples: Children, pets, similar
experiences, hobbies. Be open and personal, share yourself.
Do not talk about the house except to answer specific

uestions.

5. When you get to end of tour, kitchen area, offer them
some cookies and punch and continue to relate. Remember,
slow down pace and create conditions for appointment. Slow
down means to shift from property to relationship. Attention
is on relationship “stuff, Not property.

6. Ask for an appointment.

(a) Establish a time to discuss this with them in depth
(Probing™).

(b) Have a calendar, book an appointment. Repeat
name, address and phone number. Make appoint-
ment within next 72 hours.

(c) If a guest says “l already gave my name and number,
explain that was for the seller, this is for me.

(d) Make sure the appointment is for as soon as
possible, not weeks away. (Remember, more than
two weeks they’re a suspect, not a prospect, not a
client.
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Luxury Home
Tour™ Procedure

3of4

Guest Information Three places where guests give their name and phone
numbers

1. Guestregister
2. Surveyquestionnaire
3. Agentwhen booking the appointment

The purpose forthe repetition of names and numbersisto be able
to cross reference numbers and to deter guests from giving
phony numbers. (It’s easier to lie once than three times)

Purpose of survey cards is to slow guests down and set a pace
that will allow receptivity for a relationship. Also, information on
Be Open and the survey provides a profile of the respondent for sellers.
Interested
Purpose of refreshments and cookies is to further slow the guest
down and to set a pace that is conducive to establishing a
relationship. Agents need to be trained to move guests from
being property specific into a relationship. Guests come in with
attitude called “l wantto see this property.” Agents needto bridge
a conversion from property to relationship. Timing is critical,
slowing down the guests and relaxing the pace sets up a
condition for guests to make a transition into a relationship.
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Set Up

Agent’s Check List

Luxury Home
Tour™ Procedure

4 0f4

Choose house to hold open
Choose weekend that is most workable

Map out a strategy to place signs that will attract and direct
traffic to Luxury Home Tour™

Place a minimum of 60 Luxury Home Tour™ signs for strate-
gic traffic management

Have a guest registration table
Guestregister

Quality Pen

Flowers

Stand with "Sellers Request”
Survey questionnaire
Clipboards

Refreshments with cookies

Dress in business attire

Hair, nails, shoes, etc. immaculately groomed
Breath fresh (mints)

Calendarandnote pad

Name Badge
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Decision
Shaping

Scripts
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Sign-in Script
Luxury Home Tour™

10of2

Introduction At the seller's Request, and as a condition for seeing the
property...all guests are ask to sign the Guest Register and

Make sure prospect complete the information sheet before viewing their home.
makes connection

and relates to you.

Sign-ln (Touch the sign in sheet twice and check to make sure it is
Make sure you have accurate.)
information before you go

on.

Pre-Survey Script

Luxury Home Tour™

20f2

. (Name), We are conducting a survey on behalf of the seller
Introduction that will assist our seller in understanding how their property is
Make sure prospect positioned in the market place.

makes connection
and relates to you.

| have a few questions I'd like to ask you, and | can ask them

Permission now, would that be OK?

Make sure you have
permission before you go
on.
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Introduction
Make sure prospect

makes connection
and recognizes you.

Permission

Use experience of
meeting to spring board
conversation.

Draw Out

Body

Luxury Home Tour™
Follow Up Script

1of2
Hello (name), this is (your name) with (company).
We met earlier today at the Luxury Home Tour™ on (address).
Are you free to talk on the phone for a couple of minutes?
If yes, continue.
If no, ask when you can call back.
Okay, good. | didn’t get a chance to spend much time with
you today at the Luxury Home Tour™ and | wanted to follow
up and touch base with you.
(Answer questions)
Tell me a little bit about your situation.
How long have you been looking?
What time frame are you looking at?
What area do you want?
You know, we have hundreds of homes on the market right
now and here’s what I've found that works. | don’t work with
every potential client. | spend time with you to determine
exactly what your needs are and then | go to work to find the
property. You probably won’t see a lot of property with me but
the properties | show you will be meaningful.

A
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Ask For
Appointment

Make sure all decision
makers are present.

Clarify Once Again

Luxury Home Tour™
Follow Up Script

20f2

When would be a good time?
How about...?

Howsoon...?

Which time...?

What time...?

Tell me who are the people involved in the decision making
process?

Will you be sure to have them with you at our meeting? | will

take personal responsibility to ensure the hour we spend
together will be of value.

Time, date, place, and travel information.

Confirm names of all people expected.
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Introduction

Highlight information of
property BRIEFLY to
move caller off of property
and to prime them for
relationship.

Keep control of
conversation - keep brief -
move conversation off of
property into experience.

Draw Out

Get caller talking about
their experience of
looking for property.

Get caller to ENGAGE with
you in relationship.

Conversion

You must be convinced that
this is the best way to work
and hold the line, without
compromise.

Phone Script
Floor Call

10of2

Hello, (company), how may | help you?
I’'m calling about the house | saw advertised in (newspaper).

Just a minute, let me get that property in front of me so that |
can be certain | give you accurate information.

Who am | speaking with?

Okay, (name). I've got that property in front of me... how can
| help you?

(Give concise information about the property that is available,

i.e. whether or not it has been sold, reduced, etc. Keep
information to 2-3 key points.)

What was there about this property that caught your eye?
How long have you been looking for a property?
What kinds of things are you looking for?

Oh yes, which, go on, of for heavens sake, really, wow (give
lots of positive reinforcers).

You know, (name)......... , it sounds to me like you need
someone to help you. We have hundreds of homes listed and
it can be really complicate to sort it all out.
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Understand the integrity of
the situation. If married, get
the spouse at the
appointment.

Pre-Close

Close

Clarify Once Again

Phone Script
Floor Call

20f2

Here’s how | work. | sit down with you for a fair amount of
time and thoroughly discuss what your needs are. When |
have a clear picture of what is important to you, | agree to
represent you. | will then watch all the new listings and when
one matches | will show it to you, so you have a chance to
see it before it gets too much exposure. There are hundreds
of properties that need to be sorted through.

What you need is someone who is really familiar with what it

is that you are looking for, who is in close touch with the
activity of the market and can represent you.

How would you feel about getting together?
What would be a good time?

Which would be better?

How about...?

Howsoon...?

What time...?

Time, date, place, and travel directions to office.

Page 31



After Setting
the Appointment

“I' will line up properties for you to write offers on. Before we see the properties, | need for us to
have an understanding. What is important to me is that you make a decision on each property
we see. It doesn’t matter what your decision is. It's just important to me that you make a decision
so | can tell where | am with you and that | am hearing what it is you’re saying with respect to

finding your property. A ‘No’ is just as important as a ‘Yes'.

“l don’t want you to feel pressured or pushed into something. | just want you to make a
decision.”

“So (day) when we are seeing your property, be sure to have your
checkbook with you so you can write the offer on the property you choose. Again, if you don’t
want the home, don’t write the offer. If you do want the home, be prepared to write the check
right then and there.

“I will go ahead and prepare much of the paperwork on the offer and have it ready before we
leave my office on (day) i
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Forms

Forms
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At The
Sellers' Request

[

L

L5
At the Seller’s

Request, All Guests
Are Asked to Sign
Guest Register
and Complete
Information Sheet
Before Viewing

'Their Home.
Thank You,

~—4 \\M’
' =
Yy N7
S.ELLRQST. PM3 CC 491
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Sign Permission
Roster

HE » HB

B[ ED

| agree to give permission to

of Realty,

to place a directional Home Tour™ sign on my property listed below on Saturday and Sunday,

20

and

for an Open House being held at:
Thank You For Helping Your Neighbor.

Date

Name

Address

Y/N

Initials Comments

COLLANTLINM
MANAG=M=NT

SO T=ME
©1999 COMMITMENT TECHNOLOGY INSTITUTE

All Rights Reserved
SIGNPERM QHT.p65
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Guest Register

AGENT:
/\‘ .
" r DATE:
j ADDRESS:
NAME
Your first visit? Yes [ ] No []
ADDRESS Do you: own [ ] Rent []
When do you need a home?
oy STATE ap Now [ ] 1-3Months [ | 3-6 Months [ ]
How did you hear of us?
PHONE #
Friend [] Drivingby [ ]  Newspaper [_]
Signs [_] Internet [ ] Other [ ]
EMAIL
NAME
Your first visit? Yes [] No []
ADDRESS Do you: own [ | Rent L]
When do you need a home?
oy STATE ap Now [ ] 1-3Months [ ] 3-6 Months [ |
How did you hear of us?
PHONE #
Friend [] Drivingby [ |  Newspaper []
Signs [ ] Internet [ ] Other [ ]
EMAIL
NAME
Your first visit? Yes [ ] No []
ADDRESS Do you: own [ ] Rent []
When do you need a home?
oy STATE ap Now [ ] 1-3Months [ | 3-6 Months [ ]
How did you hear of us?
PHONE #
Friend [_] Driving by [ ]  Newspaper [_]
Si Int t Oth
s igns [ ] nternet [ | er [ ]
NAME
Your first visit? Yes [ ] No []
ADDRESS Do you: own [ ] Rent []
When do you need a home?
oy STATE 2P Now [ ] 1-3Months [ | 3-6 Months [ ]
How did you hear of us?
PHONE #
Friend [] Drivingby [ ]  Newspaper []
Signs [ ] Internet || Other [ ]
EMAIL
NAME
Your first visit? Yes [ ] No []
ADDRESS Do you: own [ ] Rent []
When do you need a home?
ey STATE ap Now [ ] 1-3Months [ ] 3-6 Months [ |
How did you hear of us?
PHONE #
Friend [ ] Drivingby [ ]  Newspaper [_]
Signs Internet Other
EMAIL o D D D
QUANTLIM
| MANAG=M=NT

EHET=MES
©1999 COMMITMENT TECHNOLOGY INSTITUTE
All Rights Reserved

GUESTREG QHT.p65
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Luxury HomeTour™
Survey

Name

HH A 0O

HHHH Phone ( )

I Individual Demographic Yes No
Special Property Questions:

1 Are you familiar with the area? a a

2 Do you own (or where do you own) a home now? a a

3. How long have you been looking? O 30060 090 1120+

4. Have you been looking in this area? a Qa

5 Have you seen a lot of properties? a a

6 What have you seen that you liked? a Qa

Il Property Related Demographic Profile Yes No

1 Do you work in the area? a a

2 What kind of work do you do? Type:

3. How many people in your family? a2 4d3 0 40 5+

4. What do you like about homes you have seen

5 In what price range are you looking? a a

6 Are you working with a lender? a a

7 How soon are you moving? Q 30040 A9 Q120+

Il Appointment or Meeting for Buyer Assistance

1 How soon can we meet together again?

2. When would be a good time to meet?

3. Which time would be best for you? or___?
4 Let’'s meet together on or at or

IV Appointment Made

Our appointment is scheduled for at

I will call you the day before to confirm our appointment. When will be a good time to call? At
what phone number?

Y Confirmation Required

Confirmation required

Reestablish relationship.

| will be calling to button down our appointment for at . You can count on me

to be there, can | count on you? “Yes.” Great! | look forward to seeing you at

OLLANTLINM
MANAG=M=NT

— SUST=MS
©1999 COMMITMENT TECHNOLOGY INSTITUTE

All Rights Reserved
Survey QHT.p65
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Exclusive Client
Agreement

In exchange for you as an agent/broker company, working in finding a property for me,
| agree to work exclusively with you, to the exclusion of any other broker/company
and agent, for a period of days. Also, | understand that you may present offers
on my behalf for property offered as “For Sale By Owner”.

| understand that | may continue to look at other properties, open houses, and re-
sponding to advertisements provided that | inform other parties that | am currently
employing you as my agent/broker company and will identify you as my exclusive
agent.

As the agent under this agreement, you will provide me exclusive information on all
properties requested by me that are obtained by seeing other properties, open houses
and advertisements. You agree to represent me and my interests.

Business Cards Provided

[]

Clients Date

Agent

Broker
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Committed
Buyer Checklist™

[ For Company | [ CLIENT SOURCE:
Open House............... a
I Client Date acquired I FI‘;orcaII "
I Date called Appointment Date: I (SDz?dergaollf Influence....g
I Open house Address I Farm......
Mailout...
I Work phone ( ) Home phone ( ) I Community................. g

Let me review with you how | work. | don’t work with every potential I
buyer, but the clients | do engage with, MUST be committed to

PHASE 3B-SHOWING PROPERTY

producing results.

PHASE ONE - BUYER INTERVIEW I

YES NO
u] a
a a
a Q
a ]
a ]
a a
Q Q
a a
a a
a a

WE HAVE AGREED:

1. To have all decision makers present in person.

2. To spend at least 45 minutes in interview.

3. To come to an agreement on what you're
looking for.
(1)
@)

a O 1. Re-establish needs
a O 2. Identify what got in the way
Q Q 3. Show 3 properties.

(1)
()
)

(3
O QO 4. Bring back to office for debriefing.
Q Q 5. Write offer.
(Go to 4A)
Q O 6. Make appointment with manager (date/time)

(Go to 4B)

@)

PHASE FOUR4A - MANAGEMENT SUPPORT I

4. That | am your exclusive agent and | represent
you.
5. (Buyers agreement attached)
6. That you will be pre-qualified by
for $ down payment.
7. That you are prepared to buy now.
8. Date/time of next appointment.

1. Pre-write offer and have on clipboard.

2. Present offer.

3. Countered.

4. Accepted.

5. Set financing appointment and give completed
file to escrow specialist.

coooo
coooo

9. That we will be in communication. I

PHASE 4B-MANAGEMENT SUPPORT I

10. Buyer is prepared to make a decision on
property and to make an offer.

| PHASE TWO - SHOWING PROPERTY |

Again, | don’t work the way most agents do. | only want to
show you properties that are meaningful and fit your needs.

Q Q
Q Q
a Q
Q Q
a a

1. Pre-write offer and have on clipboard before
showing property.

. Show 3 properties.

. Bring back to office for debriefing.

G~ wN

. Write offer.(Go to 3A) I

. Re-interview to redefine needs and identify
where communication broke down.(Go to 3B)

PHASE 3A- SHOWING PROPERTY I

oo0oo0oo
ooooo

T iei\

| S T=MES

1. Pre-write offer and have on clipboard.
2. Present offer.

Q O 1. Re-establish relationship with manager present.
Q QO 2. Identify what got in the way with managers
assistance.
Q QO 3. Show 3 properties.
(1)
2
®)
QO Q 4. Bring back to office for debriefing.
Q QO 5. Write offer.(Go to 5A)
QO QO 6. Discontinue working with client.(Go to 5B)
PHASE 5A |
Q Q1. Present offer.
Q Q 2. Countered.
Q QO 3. Accepted.
0 QO 4. Setfinancing appointment and give completed

file to escrow specialist.

3. Countered. I

PHASE 5B

4. Accepted.
5. Set financing appointment and give completed
file to escrow specialist.

COLLANTLIM

N MANAG=M=NT

QO QA 1. Help client understand that he/she is not a buyer
now. Establish when they are.

a QO 2. Puton follow-ups and mailing list.

©1999 QUANTUM MANAGEMENT SYSTEMS, INC. AND DOUGLAS M.
YEAMAN
All Rights Reserved - Generic Committed Buyer Checklist.pmd
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