
I. Business – Contracts – Competition  
A.   Secure more listings by knowing the competition and knowing your value.  

 
1. Discount Brokers  

 Purple Bricks, Red Fin, Zillow brokers (buying leads)   
 

 You can always get discount and sometimes you should:   
 

 Probably not for: _________________, ________________, 
________________, ______________ & ____________________. 

 
2. Your Value: Consultation, proven marketing plan, negotiation skills, manage the 

transaction.  
a.   
b.   
c.   
d.   
e.   
f.   

    
   
   
    

 
g. Most of competition out of area.  

1.    
2.   
3. McCormick Barstow  
4. Disclosure Responsibility Addendum   

 Greatly reduces meritless claims  
 Creates double financial exposure for the buyer.  
 Outlines/defines our responsibility to disclose & buyers obligation 

to investigate  
  

  
   
   

 h. Review DRA  

 Counter into every deal for the seller 
 If not made a part of contract, seller to sign indemnity (London Forms!)  
   
   



i. Review “DRA Indemnification Advisory”  
   
   
  Without DRA, seller is removing our attempt to protect them and ourselves.  

II. Business Development  

A. Need to be a Proactive Trusted Advisor  
 Proactive:  We _________ the customer first.  

          We are the ____________ of what is happening, not the ____________. 
          We _________________ what needs to happen and take action.  
          If a client calls us ___________, we are _______________. 

 Trusted: Put their _____________ _________________.  
Our goal is to provide a ________________ to the customers’ _______________ 
and __________________, to _________________, not _______________, to 
help them get more _________________. 

 Advisor: Customers want to work with someone who has both 
__________________ & ____________________. Someone who knows the 
_________________ and where it is ______________. Someone who knows 
how to _________________ and _______________ a transaction.  

Proactive vs Pursuer: What’s the difference? 

 One word, ________________.  
When calling, mailing or contacting, always _____________ something of ___________. 
This is not the era of ________________ cards.  
This is the time to:  

   
   
   
   
   
 

B. Real Estate Reviews: right now! 
 We have an _________________ to deliver great news. 
 Worst thing that can happen is _______________________________________  
 It’s our _____________________ to offer an annual review.  
 We get ________________________ for bank/investment account. Our clients 

should at least get an annual update on their real estate.  
 People see their _____________, ___________________, _____________, etc 

on a regular basis; they need to see you too. 
1. It is not a ______________________________________. 
2. Snapshot: ________________________________________. 



3. Call your _____________ first, but work through entire 
______________________.  

4. Try for the ___________________________ meeting, ___________ success 
rate for results vs ___________ if mailed and then _______________.  

5. When you _____________ or talk, __________________ remember its 
about ___________at first & then get to the ____________________. 
 

C. Real Estate Reviews (Go to LondonForms.com) 
 

 


