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Facilitator:  Chris Hardy
• Colorado Native

• CSU Grad – English

• Married to Pat 

Hardy

• Movie Theatre GM

• Kinko’s - GM

• Contractor

• REALTOR since 

2003

• Speaking

• Training

• Coaching

• Live on the Poudre

• Fly-Fisher

• Cache!
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SIMON SINEK: Start With Why



“Each one of you is a 
media company [comma]

real estate broker” – Gary V.

“We are day-trading for 
people’s attention” – Gary V.

“The SmartPhone is 
the remote control for 

our lives” – Gary V.



Marketing Videos

SIMON SINEK:
https://www.ted.com/talks/simon_sinek_how_great_
leaders_inspire_action

Leadership Interview & Millenial Question:  
https://youtu.be/_EEx_9Viwx4

GARY VAYNERCHUK:
https://www.youtube.com/watch?v=JLh7OBI1lqg

KATIE LANCE:
#GetSocialSmart (this is a book)



Marketing in the 21st Century



Marketing in the 21st Century

What is your “Why”?

What is the most effective way
you currently reach your people?

Where are your people most easily
found?









Develop Your Brand:

Sphere of Influence Consciousness

Yes, the 

world 

actually 

revolves 

around you!
(but it’s not about you)



Broadly, your SOC is 

people who KNOW…

• Who You Are

• What You Do

• Where You Do it

Anyone with whom you have a 

connection of some kind…

Develop Your Brand



Who is my SOC?
• Family and Friends

• Neighbors

• Acquaintances

• Past Clients

(ANY business)

• Niche Groups

(church, clubs, etc)

• Service Providers
(plumbers, painters, insurance agents) 

Develop Your Brand



How does this SOC thing work?

me

Develop Your Brand

Does this change when you re-frame “SOC” to “friends of friends”?



List everyone you 
know…

Think about where 
you found them…

Pare the list down to a 
manageable number.

Plan your contacts.

Track your contacts.





“A” People:  If they are going to 

buy or sell, they will call YOU, no 

questions asked AND they network for 

you. They are ADVOCATES.

“B” People:  If they are going to 

buy or sell, they will call YOU, no 

questions asked. They will give you 

referrals but you’ll have to ask for them 

when they know of someone.

“C” People:  Everybody else.



“If you were given 100 seeds 
with enough water to water 
each seed once would you 
plant all 100 seeds and water 
each one once or would you 
be more successful if you 
planted 25 seeds and used all 
of the water on those 25 
seeds? “

- author of Permission 
Marketing



What’s Your “Watering” Schedule?

� Plan it! (annually)

� Automate it!

� Touch Type?
� Direct Mail

� Email –a real one!

� Phone (SlyDial?)

� Text, Social Media, Ads

� In-person

� Frequency – 14 to 16 days

� Be Consistent or don’t bother

� Quality – less important than 
consistency



Getting Over Yourself!

What do I say?

What do I send?

What if people hate me?

I hate it when people call me!

I hate it when I get crap in the mail!

I hate it when people pop-by my house!

I hate it when I get spammed* by a 
REALTOR with his latest newsletter!

*know the rules of email marketing



The 20% Rule:
� 20% of the people you know will 

do transaction sides

in the next 12 mos.

� Your mission is to 

access those sides

� Be in FLOW

Flow Strategies and Rules



One for FOUR:
� Every person in your sphere knows

4 people with a real estate need this year

� Your mission is to 

access those referrals

� Be in FLOW

Flow Strategies and Rules



The Ninja Nine:
5 Daily Habits

4 Weekly Habits

Flow Strategies and Rules



Flow Strategies and Rules

Daily Habits:
1. Morning Gratitudes

2. Show up!

3. Write 2 personal notes

4. Hot List Focus

5. Warm List Focus



Flow Strategies and Rules

Weekly Habits:
1. Weekly customer calls

2. Schedule 2 live RR’s

3. Schedule 50 live interviews

4. Update database every week



Contact 50 a week
�Be in “flow” with 50 people 

every week

�LIVE (like HIVE) 

�Can be any contact

�Not necessarily about real estate

�Ask F.O.R.D. questions

Flow Strategies and Rules



� amily

� ccupation

� ecreation

� reams

When you ask a FORD question, 
you are looking for CHANGE.

F

O

R

D



� Increase in family size
� Children under age 10
� Newly teenage children

� Children have left home
� Lived there 5 years or more
� Bought between 2009-15

� Had their company expand 
or downsize

� Getting divorced or married
� Have a dream to live “  ?   ”



� Have a conversation with your buddy simply asking 
F.O.R.D. questions attempting to learn as much about 
them as you can.  Take another look at the change 
catalysts slide and ask each other what kinds of life 
changes led to making a decision.  Make notes on the 
back of your buddy card.



Thank You Notes
Handwritten
Blue Flair Tip Pen

Large & Clear
SPECIFIC
4-5 Lines only

Don’t ask for 
business



Hey! I’m New!!
New job!
Set high goals
Help me!
Need to update 

my database
Sorry haven’t 

been in touch!



You didn’t get 
into this 
business to be 
a graphic 
designer – so 

don’t do it!



Co-opetition





Something always works.
Nothing ever does.

Remember:

Develop Your Brand



The Listing Presentation

Ice breaker

Purse-onal item (what is its personal value 

and what would you sell it for?

Dream Vacation (compete)

Marketing Yourself (tag line)



What is a listing 

presentation?  

What is a pre-listing 

presentation?

What does it look like?

What does it sound like?

Photo Courtesy of BreakthroughBroker.com

The Listing Presentation



The Pre-Listing Presentation

Company Information

Mission/Vision Statement

Years in the business*

Services Available

Office/Brokerage Info

Your information

Personal Brochure

References, Testimonials

Personal Position Statement

Credentials or CV

Company Credentials

Family/Interests/Hobbies

Community Involvement

List of required documents

CD/DVD/Web-link Intro

Seller’s Questionaire
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The Listing Presentation

Basic Structure of a 

Listing Appointment

Approach,

Interview

Demonstrate,

Validate

Negotiate,

Close

Discovery!Discovery!Discovery!Discovery!

Ask questions

Tour the property

Determine goals

Previous Experiences

Expectations

Analysis!Analysis!Analysis!Analysis!

Ability to Close

Logistics

Timing

Marketing/USP

Valuation/Stats/CMA

Confirmation!Confirmation!Confirmation!Confirmation!

Questions

Clarifications

Objections

Satisfy

Ask



The Listing Presentation

What really sells a listing?



The Listing Presentation

What really sells a listing?



The Listing Presentation



Listing Presentation

Lots of presentation tools…



The 4 P’s of Marketing

Product - property or personal 
services

Price - value placed on a property

Place/Positioning - how the 
prospective customer receives the 
marketing message

Promotion - a mix of short and 
long-term activities

The Listing Presentation



Absorption Rate
How do you know if the market is leaning towards 

buyers or sellers? 

Buyer’s Market
Demand is Low
Inventory is High
Longer Days on 
Market
Fewer Offers
Lower Offers
Price Reductions

Seller’s Market
Demand is High
Inventory is Low
Shorter Days on Market
Multiple Offers
Homes Sell for Above List
List Prices Rise



Calculating Absorption Rate

CALCULATE:
54 total sales in the last 6 months

There are currently 99 active listings.

Is it 9, 10, 11, or 12 months of inventory?

Time ÷ Units Sold = Absorption Rate x Active Listings



The Listing Presentation

You’ve gotgotgotgot to 

have a 

conversation 

about how the 

process works 

and how 

prepared they 
are to SELL…



GAP GAPRewards

Desired Situation

Consequences

Current Situation

The Listing Presentation



Home Selling 

Process…

Help Sellers 

understand 

how the 

game is 
played.

The Listing Presentation



CHANGE
AGENT?

Decide to 
Sell

Hire Me!
Sign 

Listing
Prep for 

Showings

Negotiate
Put it on 
the MLS

Showings

Appraisal
Loan 

Approval

Under 
Contract

Closing
Inspection 

& Docs

Offer

Move!

The Listing Presentation



Develop Your 

Home Sales 

information 
questionnaire:

• What things are most important to you 

about your home right now?

• Were schools important?  Which ones?

• Where do you want to live?  Why?

• What was it about this home that made 

you buy it?  Why?

• When do you want to move out?  Why?

• What don’t you like about this home?

• Where do you work?

• When is the best time to show your home?

• If a buyer offered you full price for your 

home today, is there anything that would 

keep you from accepting it?

• Is there anyone else involved in the 

decision making process?

The Listing Presentation



Basic financial 

oriented 
questions…

• Including taxes & insurance, what is your 

monthly payment?

• Are you currently late on any payments?

• How much do you owe?  One mortgage 

or two?  HELOC?

• What price range are you thinking about?

• How much cash are you expecting at 

closing?

• Have you considered renting?

• Consider the consequences of a vacant 

home.

• Do you have any pre-payment penalties or 

repayment restrictions?

The Listing Presentation



MLS – what 

does that 

mean?…

Aren’t Trulia and Zillow enough?

The Listing Presentation



The Home 

Inspection 
Process…

• Let’s inspect while we tour 

your home – what are buyers 

going to see?

• An inspector mostly looks for 

what’s wrong and can 

overlook what’s right

• Consider the market as you 

consider repairs or 

improvement costs

• Consider a Home Warranty

The Listing Presentation



General Tips for the Listing 

Presentation 
• Be on time for the appointment 
• Be prepared to listen and be 

ready to respond 
• Anticipate the concerns and 

questions of each unique 
customer 

• Be prepared to obtain the listing
• Adapt your presentation to 

meet their expectations.

Set the stage for what their 
experience of the listing process 
will be!



Services and 

Benefits I 

provide as a 

Listing 
Broker…

• Comparative Market Analysis

• Estimated Costs of Sale

• Secure Access to your home 

by other licensed professionals

• Advocacy/Representation in 

the transaction

• Navigation of the process

• Negotiation skills

• Resources for lenders, 

inspectors, tradespersons, etc.

The Listing Presentation



Price Reductions

What should you do if the 
seller's refuse to adjust an 
unrealistic price?

What does a drop in price in 
your market area tell you 
about the listing and/or the 
sellers?



References 

and 
testimonials…

The Listing Presentation



Closing Questions
Be prepared with closing questions to gauge progress 
throughout the presentation, such as: 

• “Were you able to locate the documents mentioned in 
the pre-listing package that we need to sell the house? 

• May I use them to get the legal identification of the 
property?” 

Can you list another good "closing" question?



Why do I pay the 
commission???

• Explain to your client how commissions work.  You’ll be 

amazed how many people don’t get it.

• Traditionally the commission is paid by the Seller and 

the listing broker ‘cooperates’ with the selling broker.

• The Buyer can or must pay if the Seller isn’t offering a 
co-op amount that you (the broker) will accept.

The Listing Presentation



Okay, let’s 
agree…

If I will…
• Engage with you to determine 

your specific wants, needs, and 

goals…

• Make my best effort to help you 

sell your home and meet your 

wants, needs, and goals…

• Commit my time, my technology, 

my relationships, and experience 

to help you-

• Continue to work for you until we 

sell your home or you tell me to 

stop…

The Listing Presentation



Okay, let’s 
agree…

Will You…
• Be honest and truthful 

with me…

• Let me know if your plans 

or goals change…

• Tell me what you like and 

dislike about the way 

your home is being 

marketed…

• Tell me if you feel you 

need to talk to another 

agent.

The Listing Presentation



How 

about a 
resume…

The Listing Presentation



The Listing Presentation

Helpful 

Resource 
Information…

Carpet Cleaner, Glass Company

Plumber, Handyman, Electrician

Heating & A/C, Home Inspection

Lenders, Roofers, Sprinkler 

repair/blow-outs

Painters, Landscapers, Movers

City resources

Emergency numbers

Utility Companies

Current articles on mortgage rates

Market statistics



Sample 

listing 
agreement…

The Listing Presentation



Marketing a Listing

Okay, You’ve 

got a Listing!

Now what?



The 4 P’s of Marketing

Product - property or personal 
services

Price - value placed on a property

Place/Positioning - how the 
prospective customer receives the 
marketing message

Promotion - a mix of short and 
long-term activities

Remember This Slide?



Everyone 

Practices 
the 3 P’s…

Marketing a Listing



Distinguish 

between 

marketing 

the listing 

and 

marketing 

for MORE 
listings…

Marketing a Listing



What will 

you do to 

set yourself 
apart?

Marketing a Listing



Seller Preparation

Property Preparation

Seller’s Offer Strategy

Excellent Photography

Virtual Tours

Home Warranty?

Pre-Inspection?

Staging?

Floor Plans?

Brochures & Boxes?

Marketing a Listing



Syndication…Syndication…Syndication…Syndication…
Trulia

Zillow 

R.Com

ListHub

Craigslist

Facebook

Linked-In

Pinterest

Marketing a Listing



Single Source for over Single Source for over Single Source for over Single Source for over 

95% of residential sales…95% of residential sales…95% of residential sales…95% of residential sales…

Marketing a Listing



Extras!

Showing 

Instructions,

Driving 

Instructions,

How to Show 

my Listing, &

Online 

Documents



Over-communication is 

a rare complaint!



Let’s touch on 

Fair Housing Laws 

in Colorado

Protected Classes*:

Race, Creed, Color, 

National Origin, 

Ancestry, Marital Status, 

Religion, Familial Status, 

Disability, and Sexual 

Orientation.

*Extends to Commercial 

Property as well.



Who benefits from a 

coming soon campaign? 

BEWARE!BEWARE!BEWARE!BEWARE!



Who benefits from 

Open Houses? 



Who benefits from… 

Just Listed Cards

Just Sold Cards

Perimeter Door Knocking

Electronic Flyer Delivery

Personal Web-site Mktg

Social Media Posts

Syndication in General



Working with your REALTOR colleagues

Be Seen

Be Known

Be Courteous

Be Curious

Be Tolerant



Multi-Channel Prospecting

How to 

build your 

business 

without 

burning 
out…



What do 
successful 
agents have 
in common?

Prospecting



They talk to 
people…
EVERY!
SINGLE!
DAY!

Prospecting



They Create 
Relationships

Prospecting



They build 
relationships!

Prospecting



They 
consistently 
choose action 
over inaction.

Prospecting



What’s the Goal?
• Fill your pipeline with qualified leads
• Increase your confidence
• Walk away from bad business
• Build relationships
• Take action………
• Build your business

Prospecting



Prospecting

We are in the 
relationship/
people business, 
not the house 
business!!



What could 
you receive 
from your 
REALTOR 
that you 
would find 
Valuable?

MODULE XI:  Prospecting



Prospecting

These are a few of the most 
valuable things!:

1.

2.

3.

4.

5.

6.

7.



PROSPECTING

(Active)

Short Term Activities

Immediate Feedback

YOU call THEM

FSBO’s, Expireds,

Pop-Bys, Open Houses, 

Call around 

Listings/Solds

Prospecting



MARKETING (Passive)

Long Term Commitment

Delayed Results

Expensive

THEY call YOU

Sphere, Farming, Floor Shifts,

Open Houses, Direct Mail, Floor, 

Newsletters, Blogs,  Paid Leads

Prospecting



Prospecting

Sphere of Influence
Talk to them
Write Thank You* Notes
Engage on Facebook
Take them cool stuff

Use Your Resources:
Call around a listing/sold
Absentee Owners/Lost Souls
Engage FSBO’s & FRBO’s

Build Your Presentation Skills
Hold a Seminar
Community Involvement

Farming*
Geographic or Subdivision
Demographic
Condos
Luxury
First Timers

Direct Mail/Email/Blogging
Use with Farming & Sphere
Just listed/sold/participated
Newsletters/CMAs
Market Updates
Seasonal Events
Random Thoughts



Your Elevator Speech
The term ‘elevator speech’ comes from the quick attempt 
people may take on an elevator to get to know each other. 
There’s no time to discuss or describe anything in much 
detail. An elevator speech must, in about 30 seconds, tell the 
other person who you are and what you do…



I have a Website!  

Now What?

How are the customers going to find you? 

There are hundreds of thousands
of web sites about real estate. 



NAR Ethics: Personal Marketing

NAR defines the specific Code of Ethics’ Articles related 
directly to personal marketing:

• SOP 10-1,2,3 - RE: Panic-selling, fair housing
• Article 12 - RE: Truth in advertising 
• SOP  12-1 - RE: The term “free”
• Article 16 – RE: Exclusive brokerage relationships 
• SOP 16-2 – RE: Elaboration on exclusive relationships 



Remain Excited about Old 

Listings!

If there has been no offer within a reasonable time-
frame based on market, the real estate licensee 
should not wait any longer to discuss with the client 
what the missing element is. 

Is it price, terms, condition, marketing?



FSBOs and Expired Listings

FSBOs and expireds can be 
a lucrative source of 
business. As with active 
listings, a real estate 
licensee must demonstrate 
that he or she has 
something unique to offer. 

However most phone calls 
to FSBOs and expireds get a 
“no” response…



FSBOs
There are five primary classifications of sellers in 

the For Sale By Owner group:

1. Too much $$$
2.No other resources
3. Anti-broker
4.Save commission
5.Family/Friend



Understanding Expireds
•What do they think about real estate licensees? 
•Why didn't their property sell? 
•How long was it on the market? 
•Was it priced right? 
•Was there evidence of a marketing effort by the 
former listing company? 
•Has the subject property been listed prior to this 
last listing? 



Pro Tip: Silence

Remaining silent after asking 
questions is good basic sales 
technique, but it is easier said 
than done, especially over the 
phone. 

A good rule of thumb for over-the-phone 
silence is to count slowly to three. If the 
question has drawn a three-second silence, it 
was probably a good question. 



Prospecting Summary
Plan for consistent contact!

Minimum 12x/year

Secret to success is the number of people you speak to –
per day, 5 days a week, 48 weeks a year

Diversify your prospecting/marketing to the power of 5
add one prospecting strategy until you have 5 
(most agents only have 2)

Do the ONE THING every single day!

Get used to repetition – it is what builds habit & confidence

Prospecting is simple – but it is really, really hard work.

Let’s Boil Some Water!




