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“I am not the smartest person, but
I do the most research, therefore

I am the most informed.”
Gary Keller



The Signs of a SHIFT
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“We are moving from a
speed based market to a

skill based market.”
Gary Keller



















The Six Core Competencies of a Business

1. Lead generate, capture, and convert to appointments

2. Present to buyers and sellers and get agreements

3. Show buyers and market sellers

4. Write and negotiate contracts

5. Coordinate the sale to closing

6. Manage the money











Lead Generation Sources
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• SEVEN MAXIMS FOR PRICING IN A SHIFTED MARKET
1) Be a student of your market — know your numbers.
2) Focus your main comps on actives — pendings and solds may already be 

out of date.
3) Be a student of property — preview them so you understand what is 

selling and why.
4) Keep your presentation as current as possible — let your ongoing research 

do the talking
5) Prequalify for motivation — sellers who most need to sell, sell most often.
6) Price ahead of the market — to avoid chasing it.
7) Always secure price reductions in advance — to avoid falling behind the 

market.
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