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CONGRATULATIONS
“The fundamental truth in real estate is that every successful 

transaction begins with a ready willing and able seller”

Regardless of the market the truth is that having property for sale that matches the 
demands of the buyers in the market is the key to long term success as an agent. 

You have taken the initiative that not many 

other people have taken in the real estate 

business. You have stepped out of your 

comfot zone.  You have decided to not leave 

your success now and in the future up to the 

unknown.  You have agreed to a challenge 

and not just decided to attend training. 

People do training all the time. The are many 

reasons it is so popular:

The opprotunity to network with others

The ability to imporve what you know to 

help your customers.

The chance to learn from some one elses 

expericence so you can improve and leverage 

your own experiences.

To maintain proper licensing and honestly 

the list goes on and on.

This experience although it will be filled 

with all of the benefits of learning it is not a 

training class.  THIS IS A CHALLENGE.  That 

means you stepped out of your comfort zone 

and decided to push yourself to become 

better at your profession.  You have decided 

to learn more in an environment that keeps a 

cadence of focus on productivity so that you 

can offer a higher level of service to more 

clients and customers.  You have agreed to 

be more!

Your perspective will benefit your 

productivity becasue of the challegne you 

have risen to accept, we are proud of you 

again from all of us at Broker’s Open Podcast 

CONGRATULATIONS! 
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Great agents will tell you that how they succeed 

is not like any one else succeeds.  Sure, they do 

many of the same routines and tacktics but how 

they apply them is unique them!

A huge part of this challenge is not to tell agents 

that if you do “this” you will get “these” results.  

After all, if that were the case than anyone could 

just apply that formula and everyone would 

succeed.  However, that would mean that every 

agents is the same and that every seller and buyer 

want the same thing.  Agents are not all the same 

and buyers and sellers do not want the same thing.  

That is the exciting and intricate part of the real 

estate industry.

The challenges that are set up are exactly that, 

a challenge.  Not to make your day harder but 

to offer you insight into ways that can help you 

explore how to be more productive quicker and for 

a longer time.

As you go through each of these challenges try to 

do them in a way that allows you to experience 

the objective. However, you also need to keep 

your mind open to perspectives and options that 

will allow you to eliminate tactics that are not the 

way you want to do business.  This perspective will 

help you idetify new options.  Options that can 

be uniquly yours but are derived from proven real 

estate business practices.

“I have been the in real estate business for 15 

years.  I have always done well but until I did the 

30 Day Listing challenge my growth was becasue 

of my discipline and doing what I knew I needed 

to do.  The challenge forced me to look at ways 

of creating business that are more ME.....I am so 

grateful I did the challenge and my next 15 years is 

not based on prospecting hope but on a business 

plan that fits ME!” Pam C.

Open

CONNECTIONS MADE EASY!

LEVERAGE YOUR BUYERS!

AUTOMATED VALUE ESTIMATOR!

STRESS FREE EXPIREDS

MARKET UPDATES!

TARGETED PROSPECT MARKETING

FOR SALE BY OWNER

EFFECTIVE OPEN HOUSES

GEO-FARMING

BE A GUEST EXPERT

BUSINESS ECOSYSTEM

PICK YOUR FAVORITE!
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0% Relevant 20% 40% 60% 80%

This challenge is going to give you the chance to learn more 
about how you like to generate listings.  In order to make 
the most of this challenge be ready to have the important 

conversations with the people you connect with! 

BE PREPARED!

100% Important

WHAT IS THE MLS LIST TO SALE RATIO?

WHO IS LISTING THE MOST PROPERTIES & WHY?

HOW LONG IS LISTING TO CONTRACT?

WHAT IS THE LIST TO SALE RATIO?

ARE LISTINGS GOING INTO MULTIPLE OFFERS?

CAN YOU HELP THEM GET MORE LISTINGS?
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The key here is to RE-connect with 

them and to be valuable going 

forward with the the people you 

already know.  The mistake many 

agents make is they think   that 

becasue you lost rapport with 

someone that you cannot get 

it back or that the other person 

does not want to reconnect. That 

is simply not true.

People you know are going to be 

buying, selling, and investing in 

real estate and they deserve to 

work with someone who cares.  

Someone who will look out for 

them, somone just like you!   

Think about it, if they know you 

are in real estate and things go 

wrong two states away who are 

they going to call for insight  about 

what to do next?  YOU that’s 

who!  Reach out now and make 

the connection with them and 

lay the ground rules of how you 

can help them and their friends.  

Especially before its too late.  

People want to work with people 

they know, like, and trust.  That 

is still you, just reconnect.  

Especially before its time to “save 

their deal”! 

CONNECTIONS MADE EASY

CHALLENGE #1
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Look through your phone 

and find 5 family or friends 

contact information

Put them on the Prospect 

Tracker

Make sure you’re connected 

on social media

Today is a 5 & 
Follow Up Day:
Remember to stick 
with your numbers 
and do not update 
in your database 
until you are done 
with all 5.  

“Hi _________this is ________I made a promise to staying in touch with all 
my family and close friends, so I wanted to check in and see how you are doing 
( F.O.R.D. or  F.R.O.G).” 

Then, at the end of the conversation, say “I promise it will not be so long 
between now and the next time we talk and I will make sure you have some 
information about what the real estate market is doing, thanks again and it 
was good talking to you”

#1
FIND THEM

Call using the script

Use F.O.R.D. or F.R.O.G. (G 

stands for Goals) 

Think help not sell

Send a DM/PM and say 

“great talking to you”

Send a hand written note 

montlhy to check in with 

your business card in it

CONNECT FOLLOW UP

#3#2


