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The Six Core Competencies of a Business
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Your CX System











Customer Experience

















Value of a Customer



Activity: Your Turn



Activity: Your Turn



Customer-centric



Stay Relevant



SHIFT: page 156





SHIFT: page 157

















Mortgage Rates - Annual
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Affordability
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Unemployment - Annual
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Inflation - Annual
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Sides Per Agent
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Distressed Sales
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Underwater Homes

U.S. Events | Vision 2022 Copyright © 2022 Keller Williams Realty, Inc. Source: CoreLogic Homeowner Equity Insights



New Home Starts
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1. Present Your Value Proposition



2. Listen to Your Customer









Have Standards



Leverage People



Check in Frequently



Ask for Feedback
• 86 percent of consumers read online reviews for local businesses.

• 68 percent of consumers were more likely to buy from a local 
business with positive online reviews. 

• For 89 percent of customers, testimonials are considered the most 
effective content marketing tactic. 

• 90 percent of consumers say buying decisions are greatly influenced 
by positive reviews.











Surpass Expectations



Elevate Your Service



Profit



Growth



Systematically Nurture



Lead Generation Sources
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Some agents just stick a sign in the yard 
and call it lead generation. Others go six 
steps beyond this and call it lead 
generation.
The big question is: What do you call 
lead generation?
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Customer Loyalty



Systematic Approach
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