o Critical Must Do’s
to Succeed

Y |nrinity
Real Estate Group

. “Creating endless opportunities.”

Christy Buck Real Estate Team
832-264-8934
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» Culture & Core Values

» Business Plan

» Organized Systems

» Hiring The Right Talent & Selling The Team Concept
» Accountablility & Time Management

> Strong Marketing Strategies
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Core Values

Christy Buck Team CORE Values

OPTIMISTIC
UNITY
TRUSTWORTHY
STABILITY

THANKFUL
ACTION
GENEROUS
DEVELOPMENT P&PD (PERSONAL & PROF.)
INTEGRITY
NOBLE
GROUNDED
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Culture

*Monthly team outings. Ex: Bubble Ball
Soccer, Weekend in Galveston, Paintball,
Top Golf

*Thankful/Positive Jar

*Assigning books to read as a team
monthly. Ex: The Five Dysfunctions of a
Team

-Contests monthly and quarterly. Ex:
Dice Game, call night gift

*Monthly, Quarterly and Annual Awards
‘Discount on monthly desk fee for
reaching their goals and accountability
(61 Points on Daily Success Habits)
‘involvement in Community. Ex: Susan G
Komen Walk

Company Events. Ex : Egging Clients,
Booing, Client Appreciation, Santa
Picture
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Goal:

Goal:

Goal:

Goal:

Goal:

Business Plan
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4 PILLARS OF SUCCESS

Pillar 1: Personal Database

Top 50
-Build list in Boom Town & Facebook
-Follow 86-50-1 Booklet and touch base on the 22™ of every month
-Set up a Pop By and Note Card plan to stay in touch, invite to all company events
Sphere/Relationship Clients
-Enter into Boom Town as sphere/archive with campaign. Once a month touch
-Set up on custom search in Boom Town and HAR to stay updated in their
community
-Schedule personal visits with sphere monthly and pop by’s. Time block on My
Perfect Week
Past Clients
-Put in Top Producer with a Past Client Follow up plan
-Reach out on Anniversaries and birthdays- send a handwritten card or drop a gift off
-Invite to all client events and request referral business

Pillar 2: Internet Leads

Zillow
-Listing Videos on all of our listings
-Enter into Boom Town and prospect according to ABC Lead Plan. Set on drip
campaign
and custom search
-Stay in office on the days that | have the Zillow phone- work through Archives at that
time
Boom Town
-Respond quickly to all leads and put on prospect plan according to ABC Lead Plan
-Pick up the phone and reach out personally to all
-Invite to all client events and send personal blogs
Facebook/Blogging
-Post blog post once a day of value. Share on personal page. Get consumers to
engage
-Communicate with database on Facebook
-Post what | am doing in real estate often, so that | am not a secret agent
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Organized Systems

» Lead Tracking

» Lead Management Database- Boom Town
» Paperless File Storage- Google Drive

» CRM Database- Top Producer

» Operations Manual

» Agile

» Sales Tracking
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Lead Tracker Christy Buck 2017 [ christy@enristybuckt

File Edit View Insert Format Data Tools Add-ons Help Lastedit was made 4 hours ago by Claudia Escobedo Comments -
& e ~ P s % .0 .00123- Aral o ol B [ A oo [ =-1-|9-%- coEMY - Z- Lead I raCklng
A B c D E F G H 1 J
Listing Listing
Buyer Lead Added Appt -
=|Agent = Client Name = Date = Client Type = Source = toBT = Set =
= Nurmb, [Added tc
Cathy & Richard Matherne 07/28/2017 Buyer Lead Source of Leads BT
Lead Source Totals
Agent Referral 5 Yes
Bill Board 0 No
BoomTown 18
Builder Client 1 o
Calendar 1
CallIn 29
Car Wrap 0
Christy Buck.com 2
Community 0
~ Chuck Steph 07/19/2017 L - Relationshi Direct 2
uck Stephens ease elationship Facebook 1
Geo Farm 0
Google 11
HAR 91
homelite.com 1
Homes.com 2
Internet 3
Landvoice 0
L Loopnet 13
Open House 22
A B c D E F G H | J Past Client 17
- Postcard 0
Lead Tracking Pro Quest 18
1 ProspectingWorks 0
Ready Chat 0
Summary et 5
Referral 23
Numfbe . . Relationship 11
2 Number ~ ro Listing Lead Count Shopping Cart 1
of Listing Buyer Sign/Driveby 35
Assigned to Leads Leads  Total el o
3 Christy 1 0 11 Unknown 5
4  Samantha 3 3 6 ;"IT(')" in 253
. low
5 Melissa S 0 65 65
6 Mona 3 56 59 _ 1 2 3 4 5 6 7 8 9 10
7 i .
Michele 15 86 101 @ Melanie
8 Jenny 0 0 0 )
9 Leslie 0 0 0 ® MelissaM
10 Helen 0 0 0
11 Melanie 3 104 107
12 Melissa M 1 79 80
13 Lori 0 73 73
14 Misti W. 43 0 43
15 Kim 0 56 56
16
17
18
1a
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My Drive > 1-2017 Active Paperless Files ~ &%

Paperless File Storage

1. Listings Coming Soon

Checklist for Seller’s once Under Contract:

10. Withdrawn listings Documents that must be in paperless file through Google Drive ASAP:
o File Dividers made inside Google Drive as follows:
2. Active Buyers 1. Contract/Survey
Inspections/Amendment
Title Work

Listing Agreement- If on listing side
Buyer Walk/CDA/HUD/Payoff
6. Emails & HOA Documents

3. Active Listings

mnewnN

4. Active Buyer Agent Listings o One to Four Family Contract (9 pages)
o HOA Addendum
My Drive > 1-2017 Active Paperless Files > 6. Pending Clients > Broeder Lis o Information about Brokerage Services
. Active Commercial Listing o Third Party Financing Condition Addendum
o Seller Disclosure signed by all parties
Name Owner o Environmental Addendum
6. Pending Clients o Stewart Title Tax Sheet initialed by buyer
1. Contract Brynn Cummings o List of Upgrades signed off on
\ o Pre-Qualification Letter or Proof of Funds
7. Pending Lease Files 2. Inspections_Amendments Brynn Cummings o Copy of -Earnest Money and Op-tion Money Checks
o Buyer Disclosure Package that includes:
e Broker Notice to Buyer Tenant
8. Agent Referrals 3. Title Work Brynn Cummings e General Information and notice to a buyer
e Information about Property Ins. For Buyer or Seller
4. Listing Agreement Brynn Cummings e Information about Special Flood Hazard Areas (TAR 1414)
9. Terminated 2017 e Inspector Information
5. Buyer Walkthru_CDA_HUD Brynn Cummings e For Your Protection, Get a Home Inspection

e Notice of Information from other Sources
e Protecting your home from Mold

[ 2
B
[
(3
B
B s
3
[ 2
B
(3
[ 2

Sample

. Emails Brynn Cummings
Possible Documents:

7. Offers Brynn Cummings Seller Temporary Residential Lease

MUD Disclosure Form

Intermediary Notice

Non Realty Items Addendum

Addendum for Sale of Property By Buyer
Lead Based Paint

Buyer Rep Form (when on Buyer’s side)

8. Photos Brynn Cummings

Document Checklist for Listings.pdf =% Brynn Cummings

O O O 0O O O O

Document Checklist for Pending Seller.pdf =% Susan Jenkins
Documents throughout Transaction:

Proquest Flyer.docx <% Victoria Solis

= B B B B B 8 @ @ B @®

Title Commitment

Inspection Report and all amendment s attached
CDA — closer to closing

Buyers Walk Through Form — after closing

O O O O
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Ak

Contacts | Closings

Listings &

Home

MY BUSINESS

Shows: \ For this week 7]

Closing Plan for

! DESCRIPTION DATE ¥ NAME CONTACT METHOD Pend"‘,g, Buyer Checklist
. ' ‘ e e . _ Activity Description Day From Reminder Drop off Assigned to
0 Call client & co op agent regarding appraisal update 2017-08-05 ety ! ! 832-652-4840 (Mobile) ] To-do Butcldss dale on calendar 0 After acceptan... 0 Applied Person
X . ) . X 2 To-do Put Contingency Date on Calendarifa... 0 After acceptan... 0 Applied Person
0 If no repair requests- notify seller still 2017-08-05 Seifert, Ronald 419-439-0843 (Mobile) ] Toido GrsaleClntEoldenin Google Dive i 1 " Applied Person
0 Request Title Commitment 2017-08-04 Langlinais, Chris and Patricia ~ 225-241-6722 (Mobile) il To-do Put third party financing days on calen... 0 After acceptan... 0 Applied Person
. To-do Executed Contract to the Lender 0 After acceptan... 0 Applied Person
0 Add Inspection Report to Clients Google Drive Folder 2017-08-04 Seifert, Ronald 419-439-0843 (Mobile) il To-do Send client Intro Email/Copy of Contract 0 After acceptan... 0 Applied Person
Contact Client when Inspection Report/Repair Request comes in 2017-08-04 Ryder, Christian and Kimthi  281-799-2970 (Mobile) i Lioa PRGNS @ 2 e, 9 A
To-do Put HOA Delivery Date on Calendarif... 0 After acceptan... 0 Applied Person
Go to Activities | Add Activity To-do Verify that all contract documents arei... 0 After acceptan... 0 Applied Person
To-do Put Third Party Financing Days on Cal... 0 After acceptan... 0 Applied Person
To-do Put Option Period on Calendar 0 After acceptan... 0 Applied Person
FOLLOW-UP COACH m To-do Deliver Option Money and request rece... 1 After acceptan... 0 Applied Person
To-do Deliver Eamest Money totitle and getr... 1 After acceptan... 0 Applied Person
To-do Mark Lease Back Dates on Calendar if ... 1 After acceptan... 0 Applied Person
To-do Receipted Option Money in File 2 After acceptan... 0 Applied Person
To-do Verify Inspection Time with Listing Age... 2 After acceptan... 0 Applied Person
To-do Put Inspection time on Calendar 2 After acceptan... 0 Applied Person
_ To-do Contact Client when inspection reportc... 5 After acceptan... 0 Applied Person
To-do Save Title Commitment to Folder 10 After acceptan... 0 Applied Person
NAME To-do Send signed repair amendment to title ... 10 After acceptan... 0 Applied Person
To-do Add Inspection Report to Client's Goog... 10 After acceptan... 0 Applied Person
.\' - CB Pending Intermediary TORI To-do Follow up with Title Commitment 10 After acceptan... 0 Applied Person
) To-do Have Lender order appraisal 1 After acceptan... 0 Applied Person
e After Closing Plan To-do Follow UpEméil Client 13 After acceptan... 0 Applied Person
. To-do Follow up/Email Lender 13 After acceptan... 0 Applied Person
- . . To-do Order Closing Gift 14 After acceptan... 0 Applied Person
’ CB Pendmg Intermedlary— SUSAN To-do Follow Up/Email Client 15 After acceptan... 0 Applied Person
. . . . To-do Follow up/Email Lender 16 After acceptan... 0 Applied Person
-.‘ CIOSIngS services checklist To-do Follow up on Appraisal 16 After acceptan... 0 Applied Person
To-do Follow up/Email Client 18 After acceptan... 0 Applied Person
- q To-do Complete CDA, and send full fletoRa... 20 After acceptan... 0 Applied Person
V-" NHC Complete Build To-do Follow Up/Email Lender 20 After acceptan... 0 Applied Person
To-do Follow up with Co Op Agentto seeifre... 20 After acceptan... 0 Applied Person
To-do Send CDA to title company 20 After acceptan... 0 Applied Person
'.‘ 1 NHC Spec Home To-do Remind Client and Co Op agenttoset ... 21 After acceptan... 0 Applied Person
To-do Follow Up/Email Client 21 After acceptan... 0 Applied Person
-7 Pending Buyer Checklist To-do Follow Up/Email Lender 23 After acceptan... 0 Applied Person
l To-do Follow up/Email Client 24 After acceptan, 0 Applied Person
' Pending Seller Checklist To-do Set up Buyer's walk Through with Buye... 25 After acceptan... 0 Applied Person
To-do Coordinate Possession/Keys with Co O... 25 After acceptan... 0 Applied Person
' Pending Se”er Checklist - COMMERC|AL To-do Set up Closing 25 After acceptan. 0 Applied Person
To-do Provide Buyer Closing Details 25 After acceptan... 0 Applied Person
To-do Print Closing Docs for agent 26 After acceptan... 0 Applied Person

Create Plan | Auto Apply Rules For Leads
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My Drive > CB Team Operations Manual 2017 > 1. The Building Blocks ~

Operations Manual

3 1. CORE Values & 10 Scrolls me
B3 2. Job Descriptions & Contracts My Drive > CB Team Operations Manual 2017 > 3. Training Material ~ &=
3 3. Team Handbook and Expectations
Name 4 Owner
I3 4. Trademark and Assumed Name
3 1.General me
3 5. Management
33  10. Marketing me
3  6.Time Management
3 2. Lead Systems me
7. Hiring Process . . .. . .
5 g My Drive > CB Team Operations Manual 2017 > 3. Training Material > 3. Li
3 3. Listings
B 8. Agent Termination Documents
Name Owner
B 3 4. Pendings
9. New Building 2017
@ Changing A Listings Status in HAR.pdf =% me
B 5. Training Binders for Positions
W  Documents that must be loaded in HAR.docx =% me
B e6isA
E How to Add HAR Weekly Report.mp4 =% me
7. Team
B n How to Enter a Listing into HAR.mp4 =% Brynn Cummings
B 8. Geo Farming u How to Enter a Listing into HAR.mp4 =% Brynn Cummings
3 9. Time Management I How to Enter an Open House into HAR.mp4 =% me
n How to Enter Documents into HAR Listing.mp4 =% me
E How to Put Listing Incomplete in HAR.mp4 =% me
E How to Send Incomplete Listing in HAR to Agents.mp4 =% me
W  offer Instructions.docx =% me
@ Offer Instructions.pdf =% me
W Private Agent Remarks in HAR.com.docx =% me
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Sprint Date Goal Project Owner Department Done Date Impediment

Create more business for team! Increase inventory to - . 7/21 update: New Team doing great. BUT time to prospect
4-18-2017 Listing Inventory UP ! min 30 Samantha Management more. Discussed in Listing Agent meeting this week.
- - 7/21/17- Shelley Hired, Lacy transitioning in a few weeks.
7/3/2017 Hire 2-4 Buyer Agents! Increase productive, convert more leads Samantha Management Need more still!
Increase listing inventory- create more opportunities for 6-19- Plan build, slowly implementing, but getting new
0/ L 4 v v
2/7/2017 Geographic Farming Plan all Samantna Management Listing Team in place first. ISA helping
Open House Plan saved in Operation  Give Buyer Agents clear guidelines on Open House Samantha ~ Management ~ TIME!
Manual- BA and BIP plan
L0 Rebuilding Listing Department Team Me Samantha ~ Management ~ folra:g:: AR RIS 2 BT MERE DL L B TR
About me , step by step of all processes list to close,
v Christy Life In Action Videos personal video to client. Once a week CB block out with  Claudia  ~ Support Staff ~ 4/18 Tori taking over this project
SB.
~ New Building Contract and Details A B c D E F

To help the hire on and training process with buyer
¥ | Buyer Agent Training Manual agents. Want to create a binder of what exactly to do
first 30 days and on.

Client Boo-ing Event

~ Revise Team Member Top 50 List Sprint Starte Date: Sprint Due Date: Sprint Complete Date:
7 Figure Marketing Plan! Objective Notes Asign to Department Time|

Home Warranty of America Meeting Pick Dates and put on calendar- invite team Oct 25-26th Samantha ~ Management ~
Put due date of client list on calendar Samantha ~ Management ~

and Quote 1 week reminder of due date on calendar Samantha ~ Management ~
- . update, clean up, create list of what is missing. Assig ADDI Gareth same as the egging signs. 25 ) R .
: 17212017 ) Operations Manual team members tasks for video- see How To List Order Signs for Yards clients each agent este Pena Support Staf
i L L. Order bags and goodies for bags Leslie Pena  ~° Support Staff ~
~ Listing Agent Training Manual Collect money from team members Leslie Pena ~ SupportStaff ~
v Sales Tracker Rebuild for 2017 Organlze and S|mpI|fy sales tracker document ! Create labels for the bags Proof has been approved just need to print Leslie Pena M Management ~
| | talk with Samantha on who will actually arrange Leslie Pena ~ SupportStaff ~
Set up buddy system for delivering this pp
| Brynn - .
[ post notice to clients ahead of time on social media, and after Could have Sammy do Cummings Support Staff
Brynn . .
l Post photos during event Could have Sammy do Cummings Support Staff
do drawing after and post on facebook Samantha ~ Management ~
) Update client notes in Top Producer so we know who was boo-ed Buyer Agents  ~ Agents v
100% ~ Ask Samantha how David Weekley Meeting went Leslie Pena  ~" v

ALL DAVID WEEKLEY PROCESSES BELOW:

<
4

we are partnering with DWH to do client booing

to their potential buyers. They want to do 75
Need to order signs for David Weekley Booing 75 clients .. probably 6 groups of us, | want one Leslie Pena  ~ v

DW rep and one CB rep on a car together day

of

| will explain and work on this when | get back

) i - v
Layout for David Weekley Boo Bag as well from class Leslie Pena
Get with Theary on her list for David Weekley Leslie Pena  ~" v
! Partner our team with David Weekley for Oct 6th booing of their
p clients Samantha A M
| Follow up process on all - agents call clients after, David Weekley Samantha . .
call on clients after
Need to get with David Weekley on pricing for goodies and bags Leslie Pena  ~ " v
i David Weekley ordering Gi ys- Texans Tickets AND Leslie Pena v‘ .
Nutcracker Market tickets
i v -
) v v " v Christy Buck Resl Estat Toam, v v
. - you've [ e riowlren = .
) v o N v v
been

yourteais and hastiag
Facebook § nstagram
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Sales, Commissions & Other Fee Related Charts

Team Total - Total Sales by Month

$10,000,000 $8.912,605 $9,202,347

$7,816,701 $7,815,938

$7,381,623

$7,500,000

Sales Tracking

$5164,429  $5029,650

$5,000,000 $4,032,768

$3,715,528 $4,052,543

$2,022,341

$2,500,000

$0
Team Totals (Counts) by Lead Source
Team Total - Gross Commissions by Month BoomTown Repeat Client
8.4% 6.6%
$300000 Other Internet Car Wrap
' 7.2% 1.2%
Referral
$200,000 10.8%
$100,000 Relationship/Sphere
Unknown 13.3%
22.9%
$0
Walk in Sign/Drive By
5 ~ P 0§ % o .00 123- Calibri -1 - B ZSA. . .H- E-1-|+-%- coEMY-Z- 3.6% 12.0%
Zillow.com Facebook
B [of D E F G H I J K L M 1 2'0% 1 ‘2%
Michele Woods
Closed Transactions
ng Pal Team Net
mm-mm—mmmm_m
2017 $6,747,289 $210,251 $1,388 $89,493 $1,153 $375 $120 471
Your sales goal for 2017? 60

Stretch goal for 2017?

Dream goal for 2017? 80 I .l

Goal, Stretch and Dream
Actual == Goal e= Stretch == Dream

No : "
data ////@

Jan. Feb.  March  April May June July  Aug. Sept.  Oct. Nov. Dec.

g
o W w s

[
c
>
]
-
[
v s U AW

D
~
g
=
Hmmmm\lw\lwmm«hb

N OO N 00 00 00NN NS
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Hiring The Right Talent
& Selling The Team

» Hiring Process
» Delegation

» Compensation

» Script For Selling The
Team
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Christy

Adapted Style - Graph | Natural Style - Graph 1l

w2 1 S C w2 1 S C
%0 %0
80 80
70 70
60
50
40
30
20
10

77 77 41 27 T8 70 34 30

Pattern: |ID (5532)
Focus: Leadership

Pattern: DI (6522)

Samantha

Adapted Style - Graph | Natural Style - Graph |l

w2 1 S C w0 2 1 S C
%0 30
80 80
70 70
60 60
50 50
40 40 —
30 30 ——
20 20
10 10
34 27 77 80 0 23 41 70 80

Pattern: CS (2256) Pattern: CS (2356)

Focus: Work
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m(md_y ChristyBuckTeam.com

Real Estate Group

“Creating endless opportunities.”

U U \ ] DUDNLU
ANAGER OORDINATOR OORDINATOR ! ! ‘
-~ amantha has been with nder Contract? Brynn is a licensed Realtor
N S e Team for 10 years Susan is a licensed Realtor and works closely k.
N & d is a licensed Realtor. nd will handle all the > ith Christy Buck, oy
. o iven her background, etails of your transaction supporting all Team
r e provides support rom contract to close. As \ oroperty listings. She
d expertise to the e team closing coordinator, K ill provide communications
Y hristy Buck Team to he will keep you informed ith the sellers throughout
J sure quality, first details throughout the and will negotiate offers
- ass service to its clients. rocess of your transaction. and repair issues.
SUS? - IS A SOLIS CLAUDIA ESCOBEL
3387 832.429.6778 832.930.0129 832.481.3166 713.498.9078 832.671.8:
han Susan@ Brynn@ Victoria@ Claudia@ Listings
e, Com ChristyBuckTeam.com ChristyBuckTeam.com ChristyBuckTeam.com  ChristyBuckTeam.com  ChristyBuckTez
\ , . | ) LJ » \
A(y l »

] - WOODS < MELAN 1R H SSA SHANKS MELISSA MUSGROV DRI BC \
281.819.0117 832.225.252 832.225.2278 832.930.0106 832.930.0225 832.930.0114 832.819.5126
Kennye@ Michele@ Mona@ Melanie@ Melissa@ MelissaM@ Lori@
ChristyBuckTeam.com ChristyBuckTeam.com ChristyBuckTeam.com ChristyBuckTeam.com ChristyBuckTeam.com ChristyBuckTeam.com

ChristyBuckTeam.com
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Accountability &
Time Management

» My Perfect Week

» Daily Success Habits
» Daily Huddles

» Weekly Office Meeting

» Weekly Accountability Meetings

» Quarterly Review
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CLIENT CARE COORDINATOR “MY PERFECT WEEK™

I} ondada eSAa eanesds 0a 03 3 o Feedback
8:00 A
8:30 A Feedback Feedback Feedback Feedback Feedback
0 . . .
3-20 A Daily Success Habits
Name
Activity Tracker
. .. - "udd'. Ofﬂc.M..ﬂn‘ H“dd“ Huddh Hudd'. GJ_EQINIS_QEBHI[H.M Date
a
0:30 A Office Meeting o GOAL ACTUAL  Foliow Up
U0 A Office Meeting 3 CALLS I 8's Inte Drip
) A mmm 9:30 EMAILS 25 C's Into Drip
- 10 NOTES 5 i
00 Lunch Lunch Lunch Lunch Wrap Up Showings
10:30 2 HOMES 1 CLIENT 10 Listing Apts
- Home 1 OFFER WRITTEN 10 Buyer Ata
VU 11:30 LISTING APT 10 oy A
U F 12 AGENCY AGREMT = 10 Altendees
12:30 CLOSING 10 Emails Sent
0 1 1 NEW THING 1 Leads
U P 130 TOTAL 61
.. - 2
230 'Nms"
P Must be flexible \
4:00 F to allow for a30
4:30 F Wrap Up Wrap Up Wrap Up Wrap Up Wrap Up emergencies ¢
- 430
U0 HOME HOME HOME HOME HOME and every week )
U P will have different a0
work flow on 6 To Do List
ﬁl.. 630
7
730
8
830
Start: End: Total Min. Called:
1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 18 19 20 21 22 23 24 25 26
Dials 27 28 25 30 31 32 33 34 35 36 37 38 30 40 41 42 43 44 45 46 47 48 49 50 51 52
AptsSet: 1 2 3 4 5 6 7 |OSet: 1 2 2 4 5 6 7 Dials Contacts

Workman Success Systems
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Daily Huddle Outline: Quarterly Review Outline:

W& WORKMAN Qt:

SUCCESS SYSTEMS

_ | Discussion: 113 Leads total in BT assigned. 13 qualify, 8 hot, 31 nurture, 60 watch leads. All
} . caught up. Still working on a few nurture clients, and this week is watch lead week. Doing well
!;l FIGURE on follow up with sphere. Reviewing goals from the year: Doing really well on balancing family
E; f‘ RIDEALONG and time. Reached 6 month goal in re adjusting zillow.
With The Christy Buck Team Follow Up Items: Discussing an assistant option right now, pay ideas, Michele wants someone

full time to work with her. Stay on this topic. Samantha suggests getting this person to be able to

CHHIS I v BUCK TEAM H“DDI_E reach goal of 60 this year.
Areas for Improvement: Being a little more personal, staying on task, more phone calls-

getting back to basics. Tweaking 4 Pillars this week to break them out a little more and group
some together in the Sphere/Database pillar. Main focus on second quarter is to work on the
follow up on prospects more after Day 2. Lack of inventory is hurting, going to help get

GET ALL TEAM MEMBERS UP AND TO THE OFFICE IN THE MORNING, PUMPED FOR THE

DAY. THIS TIME ALLOWS ALL TEAM MEMBERS TO GET ON THE SAME PAGE ABOUT WHAT IS inventory.
GOING ON WITHIN THE TEAM. Goal for next quarter: 17 (down 4 additional for goal). 3 under contract currently. Plan to reach
that goal: Prospect more, and work on better follow up after Day 2-3 on qualify leads. Helping
GROUP HUDDLES SHOULD BE NO MORE THAN 15 MINUTES EACH MORNING. with geo farm plan.

Activity: Write down all tasks that an assistant can do for you to free your time. Goal would be
to get someone that can get licensed and grow with her.

Pull My Perfect Week back out and DO the activities on there. Get back on track- relaxed lately
but identifies that area needing improvement. BALANCE!

o  CORE VALUES & 1SCROLL
o  READ NOTES FROM THANKFUL/POSITIVE JAR I
o  LISTING TEAM: HOW MANY LISTING APPOINTMENTS YESTERDAY?

UPCOMING LISTINGS THE TEAM NEEDS TO KNOW ABOUT?

DO ANY HOMES NEED AN OPEN HOUSE SOON?

o  PENDING DEPARTMENT: DOES THE CLOSING COORDINATOR NEED ANYTHING FROM
ANY AGENTS ON THE FILES? HOW MANY PENDING FILES ARE CURRENTLY WITH THE
TEAM?

o  PROJECTS: WHAT COMPANY PROJECTS ARE GOING CURRENTLY, WHICH TEAM
MEMBERS ARE NEEDED AT THIS TIME TO ADVANCE THE PROJECT.

o  SCRIPTING
o  WRAP UP—REMIND TEAM OF ADDITIONAL ACTIVITIES FOR THE WEEK
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Strong Marketing Strategies

Marketing Material such as Koozies
in local restaurants/venues

/ wrapped company vehicles

Just Listed/Just Sold Cards
Billooards = »
VIP Open Houses S < (i | — fr
Geographic Farming SR it pporeis”
Pop Bys .\ e Toamcom
Referral Gifts

Client Egging/Client Booing

Client Appreciation Events-
Thanksgiving Pie Giveaway, Pictures
with Santa

Social Media Marketing Plan

VVVVYVYYVYVYVY Y

A\
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Christy Buck

Infinity Real Estate Group &
Workman Success Systems
832-517-8414

Christy@ChristyBuckTeam.com

Downloads: WorkmanSuccess.com/RESR
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