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Achieving rapid growth.  Start with a target.  Get very specific and detailed. 
 
What is my net income goal?  What are my expenses?  What is my gross income goal?  What is average sales price in 
area?  What will be my average sales price?  What will be my average commission in dollars?  How many units needed 
to sale (gross income / average commission)? 
 
Set a BIG HUGE AMBITIOUS goal.  If you miss, you can still have a spectacular year.  Helps if you have something to 
prove (helps to have an enemy or opponent). 
 
Shift mind ... then shift approach. 
Morning huddle … positive start to the day.  Grateful for?  Affirmation.  Catch others being awesome. 
Darin Hardy book “Compound Effect”. 
 
Key success factors: 
 

 Your value proposition.  What do you bring to the market?  Why are you different/better? 
o Bad/no value proposition to buyer:  meet in the office so it is convenient to agent or meet our 

lender so we know we can work with you.   
o Good value proposition to buyer:  when we have a pre-show buyer consultation the transaction is 

smooth and easier on buyer … not bouncy or stressful.  Avoid pain. 
o Paint a picture of problem or downside … and hour your solution solves it. 

 Your cause.  Why do you want to make this work?  “Fiercely protect the wealth and equity of our clients.” 
Help as many people as we possibly can.  We are client-centric … looking out for clients interest.  Many 
agents aren’t.  We need customers to work with us, so they don’t get poor service from others.  

 
Build confidence by gaining knowledge and a lot of it.   Be an eternal student.  Crave knowledge.  Also, keep promises 
to yourself.  Failure to do so, depletes your confidence level. 
Instead of saying, “I don’t have time.”  Say, “It’s not a priority.” 
When the WHY is big enough, the HOW will show up. 
 
You can't do a good job creating rapport without mastering the profiling questions. Be friendly.  Don’t talk fast (sign of 
distrust).  Knowledge will create confidence in your voice.  Encourage prospect to talk.  Offer something of praise, 
“Good for you.” 
 
When we speak to potential clients we have less than 30 seconds to gain trust and get them to like us.  Record your 
calls.  Listen back and hear what you REALLY said … and HOW you said it. 
 
Focus on the money making activities. High productivity = RESULTS. When you are disciplined 
in one area it bleeds over to everything else.   Lead generation, negotiating contracts, making appointments.   
 
Carin’s Best Lead Sources:  Prospecting 9:15 to noon daily as a group [Mike Ferry Coaching Client for 10 years]. 
Prospecting is predictable and includes:  cold calls, circle prospecting into specific neighborhoods around listing or 
sales (Cole Resource, Mojo Dialer, The Led Store), COI, Open Houses (an excuse to have a conversation with 
prospect), FB Ads using targeted marketing, PPC, Zillow. 
 
Marketing system she uses to advertise listings is called Listings To Leads. 


