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WELCOME participants to Set Goals That Matter.

DO:
• Introduce yourself briefly if there are new participants.
• Set expectations for the duration of the session, the timing of activities or breaks.

FACILITATOR NOTE: The questions below are intended to promote a culture of sharing and 
gratitude – to enhance learning and promote happiness.

ASK: 
• Does anyone have any questions they would like to discuss before we get into today’s 

material?
• Who would like to share what they are grateful for so far in this learning journey?
• What opportunities do you see for yourself?
• What are you excited about?

SAY: Today, we will focus on how to cultivate your leads into seller opportunities.
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SAY: Here’s the secret to being a successful real estate agent: there is no secret. Success 
leaves clues, so we know exactly what successful agents do every day.

Every day, agents do two types of activities: they grow their business and run their business. 

EXPLAIN each activity on the slide and, if not obvious, why it’s important to their business. 

SAY: The goal of our time here is model what successful agents do every day and show you 
how to do it. 
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What Successful Agents Do Every Day

Grow Business Run Business

1. Lead generate for buyers and 
sellers

2. Make seller listing presentations 
and get listings

3. Make buyer presentations and 
get listings

4. Preview real estate

1. Market seller listings
2. Show buyers houses
3. Negotiate contracts
4. Transaction management to 

closing
5. Vendor management
6. Set goals
7. Compliance / risk management
8. Attend training and get coaching
9. Manage money



SAY: Today, these are the skills we’re going to focus on. 

• Every day we lead generate for buyers and sellers.
• Just by being here today, you’re getting training and coaching. Great job!
• Finally, we’re going to set goals for our business.
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What We’ll Focus on Today

Grow Business Run Business

1. Lead generate for buyers and 
sellers

2. Make seller listing presentations 
and get listings

3. Make buyer presentations and 
get listings

4. Preview real estate

1. Market seller listings
2. Show buyers houses
3. Negotiate contracts
4. Transaction management to 

closing
5. Vendor management
6. Set goals
7. Compliance / risk management
8. Attend training and get 

coaching
9. Manage money



LEARNING MODULE OBJECTIVES: 
1. Set a meaningful goal.
2. Complete a 411 with steps to move toward that goal.

SAY: Today is going to be a fun day. Today, we’re going to cover setting goals, which is part of 
running your business. To do that, we’re going to ask the big questions: Where do you want to 
go? What’s your motivation? And, last but certainly not least, how do you get there?

ASK: Today’s learning module is called “Set Goals That Matter.” What makes a goal matter?

(Answers include: it is tied to something you care about; meeting it will have a real effect on your 
life; it is achievable.)
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ASK: Who here has heard of The One Thing?

SAY: The One Thing is a book by Gary Keller and Jay Papasan about how to structure your life 
to achieve your goals. We’re going to be talking about a few of the principles from The One Thing 
today, but you should definitely check it out for yourself.

ASK someone to read the quote on the slide.

ASK: Thinking about this quote, why is it important to set goals?

(Allow for answers)

SAY: It’s important to set goals because the opposite of this quote is also true: what you do and 
what you accomplish determines who you are and where you go. If your activities don’t have a 
guiding goal, you’ll likely be very busy and not have a lot to show for it. 

The mission of Keller Williams is to build careers worth having, businesses worth owning, lives 
worth living, experiences worth giving, and legacies worth leaving. None of those things just 
happen. 

Setting goals that matter means doing work that matters – when our work matters, we tend to do 
more of it, and we do it well. 
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Who we are and where 
we want to go determine 
what we do and what we 

accomplish.

“

- The One Thing



SAY: Part of achieving goals is working hard. I think we can all agree on that. If you don’t put in 
the time and effort, you won’t get very far. 

ASK: Looking at this graph, what else is important to setting and meeting goals?

(Answer: Thinking big.)

SAY: That’s right! You don’t get big outcomes from thinking small. When we talk about thinking 
here, we’re talking about thinking big when setting goals and thinking big on how to reach those 
goals. You have to ask, what are you doing? How do you do it? Who are you doing it with? 
These answers can limit your outcome, or they can propel you forward. 
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SAY: The question you need to ask is how big is your box?  If you’re not thinking big, you’re 
creating an artificial ceiling of achievement. There are only so many hours in the day. There’s 
only so much any one person can do with those hours. 

SHARE a time you limited yourself and your business by thinking small. 

SAY: Many new agents limit themselves right away. Maybe they don’t call their sphere and just 
hope business will come their way. Maybe they aren’t systematic about lead generation. Maybe 
they refuse to learn scripts that would make their job easier. Most of those agents don’t stay in 
the business because they treat it as a business, or they burn out because they aren’t seeing a 
good return for their time and effort. 
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ACTIVITY: ENVISION YOUR BIG LIFE (10 minutes)

SAY: We’re going to do an activity that will help you envision your Big Life. Once  you have that 
vision in place, then you can set meaningful goals that will bring you closer to that life. Once you 
have the goals, we can talk about how to reach them. It all begins with your vision. 

INSTRUCT participants to open their Participant Guide to page 3.

• On each of the five rectangles, write a person or cause that you care about.

• What would you like to do for that person or cause? Repeat for each rectangle. 
• Example: Maybe you want to be able to care for your parents as they age, send your 

kids to school without debt, or pay for a vacation for you and your best friend. For a 
cause, perhaps you would like to be a named supporter for your local animal shelter 
or serve on the board of a charity you care about.

• You can be one of the people you care about! Perhaps your Big Life includes 
prioritizing your health so you have more time and energy to give, or paying off your 
student loans. There are no wrong answers.

• Include an estimate of how much each action would cost.

• In the center circle, quantify what this Big Life requires financially. How much would these 
things cost? 

• NOTE: Some parts of their Big Life will likely require time as well as money. Remind 
them that as business-owners, they will need to budget time in terms of money as 
well. What would they need to make to be able to spend more time doing the things 
they love?

• The rectangles represent your Big Life. The center circle is your goal. 

ASK for aha’s.

8

March 2020

©2020 Keller Williams Realty, Inc. 

Spark 5: Set Goals That Matter

My Big Life

My Big Life



SAY: Now you have a vision and a goal. Let’s look at what it means for you to achieve that goal 
through real estate. 
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SAY: The first thing you need to understand is how your commissions work. Many new agents 
get the check for their first closing, pocket it all (it’s an exciting amount of money!), and then get 
in trouble down the line. Let’s talk about where the money goes, and how much will actually be
going to your goal. These numbers are very general and are meant only as an example. Actual 
amounts will vary, especially if you’re on a team. 

CLICK

SAY: First, if you’re on the seller side of the transaction, half of the commission amount goes to 
the buyer’s agent. The same is true if you’re a buyer’s agent paying a 50% split to the seller’s 
agent. 

CLICK

SAY: Once you have your half, about a third goes to the Market Center to cover your company 
dollar, franchise royalty, and fees.

CLICK

SAY: After you pay the Market Center, roughly another third goes back into your business. This 
covers marketing, operating expenses, signs, your car, your phone, and anything else you need 
to conduct (and grow!) your business.

CLICK

SAY: Finally, you get your share – with a caveat. Your take home includes your taxes. Put 
money away for your taxes religiously. You do not want to have a year’s worth of work wiped out 
because you failed to plan. 

ASK for aha’s.
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Where does it go?
• The other agent

• Your Market Center

• Business expenses

• Your take home (don’t forget about taxes!)



INSTRUCTOR NOTE: Examples have been provided in red on this slide. Please update the 
information to best reflect your market, so that participants can set realistic, accurate goals. 

SAY: Our objective in this activity is to get real about tying your business to your goals. We’re 
going to figure out, based on how much money you’ll receive from a transaction, how many 
transactions you’ll need this year to meet your goal. 

Turn to page in your Participant Guide. 

ACTIVITY: GET REAL ABOUT YOUR GOALS (slide 1/4)

SAY: First, we’re going to estimate the average sales price and average GCI in our market. As 
you experience selling more homes you will be able to estimate an average sales point and GCI 
that fits your transactions more accurately.

• In our market, the average sales price of a home is $_________.
• For our market, the average Gross Commission Income (GCI) per transaction is $________.
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Let’s Get Real
(and get paid)

Average Sales Price $300,000

Your Average 
Gross Commission Income (GCI)

$9,000



INSTRUCTOR NOTE: Examples have been provided in red on this slide. Please update the 
information to best reflect your market, so that participants can set realistic, accurate goals. 

ACTIVITY: GET REAL ABOUT YOUR GOALS (slide 2/4)

SAY: Now, we’re going to figure out how much of your commission is going to the Market 
Center.

• Multiply your GCI by your Market Center’s company dollar. This number is capped at 
$_________.  Once you cap, you don’t have to pay any more company dollar to your Market 
Center until after your next anniversary date. 

• Next is franchise royalty, which is generally 6% of your GCI. This is capped at $ 3,000.
• Now add those together to get the maximum amount of money you’ll pay the Market Center in 

the course of 12 months.
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Let’s Get Real
(and get paid)

Market Center Company Dollar
(GCI x ___%, capped at $_____) 

$27,000

Franchise Royalty 
(GCI x 6%, capped at $3,000)

$3,000

Total = $30,000



INSTRUCTOR NOTE: Examples have been provided in red on this slide. Please update the 
information to best reflect your market, so that participants can set realistic, accurate goals. 

ACTIVITY: GET REAL ABOUT YOUR GOALS (slide 3/4)

SAY: Now, we’re getting to the point of all this. Let’s find out how many transactions you’ll need 
to do this year in order to meet your goals. 

• A is your annual net income goal – how much money do you want to make this year before 
taxes and operating expenses?

• B is the number we came up with on the last slide. What is the maximum amount you can 
expect to pay the Market Center?

• C is your annual business expenses, this includes salaries, most lead generation and 
marketing expenses, education, etc.

• D is your Total GCI, which is the total of A, B and C added together. This is how much money 
you’ll need to make to pay the Market Center and still hit your goal. 

• E is your average GCI per transaction – the first calculation we did.
• Finally, F is how many transactions you’ll need to hit your goal, based on your average GCI. 

To get this number, divide D by E.

SAY: If you need additional help calculating your transaction goals, reach out to the Productivity 
Coach in your MC.

ASK for aha’s. 
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Transaction 
Goals

A Net Income Goal $100,000

B Company Dollar and 
Royalty Cap

$30,000

C Business Expenses $50,000

D Total GCI (A+B+C) $180,000

E Your Average GCI $9,000

F Annual Transaction Goal 
(D/E)

20



Set Your 
Goals in 

Command

Command makes it 
easier than ever to 
track your activities 
and production.

ACTIVITY: GET REAL ABOUT YOUR GOALS (slide 4/4)

Explain: Command has goal setting and tracking built into the Reports Applet. These goals are 
based on the MREA Economic Model, and utilize the Contacts and Opportunities applets, in 
Command, to track activities and production. 

DEMONSTRATE:
1. Log in to Command, with your KW login credentials.
2. Choose the Reports Icon on the left side of the page. 
3. At the top of the page, click Goals.
4. Click + Goals Settings, at the top right of the page. 
5. Click Get Started. 

EXPLAIN: When you enter in your Profit Goal in Command, you will be entering in the amount of 
profit your business earns before taxes and after subtracting cost of sales and operating 
expenses from your GCI. 

DEMONSTRATE
1. Use the drop-down to Select the year you are setting goals for. 
2. First, set your annual profit goals, then your business makeup or the percentage of listings vs 

buyer transactions you plan to close. Click Save and Continue. 
3. Next, set your conversion rates. Click Save and Continue. 
4. Review the goals you entered, then click, What’s Next, once you are finished. 
5. Once you are finished, you can either choose an option on the screen or click the X, at the 

top right of the page. 

SAY: Now its your turn. Take these next 10 minutes to input your transaction goals into 
Command.

Spark 5: Set Goals That Matter March 2020
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SAY: The point of our conversation today is not to be discouraging; it is to equip you with the 
reality of how to succeed. No matter how big your goal, you can achieve it in the real estate 
business – as long as you focus your time and efforts on the right business activities. 
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SAY: In the 1940s, quality control manager Dr. Joseph M. Juran documented a life-changing 
universal principle that he called the “vital few and trivial many.” The idea was that a relatively 
small percentage of your efforts lead to the vast majority of your results. He attributed some of 
his findings to the statistical work of the Italian economist Vilfredo Pareto, who had observed that 
80 percent of the wealth in his country was owned by 20 percent of the population. As fate would 
have it, that broadly embraced principle came to be known not as Juran’s Law, but as Pareto’s 
Principle. These days, we simply call it the 80/20 Principle.

The idea that 20 percent of your actions lead to 80 percent of your results may be one of the 
most powerful principles you can apply to your life. It’s about getting the most from your time and 
effort. It’s about maximizing your results. It’s about having focus.

ASK: Does anyone know what we mean by “big rocks”?

(Answer: If your day is a jar, you put your “big rocks” in first. If you put your little rocks – sand, 
gravel, etc. – in first, you won’t have room for the big rocks. Your big rocks are the most 
important activities of your day, and those which cannot be skipped. Your little rocks are 
distractions or smaller tasks that may need to be done but aren’t going to get you materially 
closer to your goal.)
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The 80/20 
Principle

20% Effort
80%
Results

The “Big Rocks” Make more money
Time with family
More organized



SAY:  Another way to identify your 20% is to ask the question central to The One Thing. 

ASK someone to read the question on the slide. 

SAY: While asking the question is simple, it can take some practice to dig down and find the best 
answer. Let’s work through it together. 
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What is the ONE thing 
you can do right now 

that would make 
everything else easier or 

unnecessary?

“

- The One Thing



SAY: So, here’s the slide of activities we see every day. We know this is how successful agents 
spend their time, and how you’ll spend your time. Remember, everything on this list will have to 
be done. We’re trying to identify what our 20% is – which action will get us the most and best 
results so that we can do everything else?

ASK: Looking at these activities, which activity is a successful agent’s – that’s you! – 20%?

(Keep asking them questions to lead them to the answer, which is lead generate.)

CLICK

SAY: That’s right! It’s the thing we do first thing everyday. If you don’t lead generate, you don’t 
have a business!
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What Successful Agents Do Every Day

Grow Business Run Business

1. Lead generate for buyers and 
sellers

2. Make seller listing presentations 
and get listings

3. Make buyer presentations and 
get listings

4. Preview real estate

1. Market seller listings
2. Show buyers houses
3. Negotiate contracts
4. Transaction management to 

closing
5. Vendor management
6. Set goals
7. Compliance / risk management
8. Attend training and get coaching
9. Manage money



ACTIVITY: CREATE YOUR 411

SAY: At Keller Williams, we have a tool for tackling our big rocks and ensuring all our activities 
tie back to our goals. It helps us focus. It’s called the 411. 

Turn to page 7 in your Participant Guide.

NOTE: There is a digital copy of the 411 included in the Toolkit. 

EXPLAIN how to use the 411.
• Instruct them to identify one of the five rectangles from the Envision Your Big Life activity to 

focus on for this activity. While all the elements of their Big Life are important, suggest they 
select the one that is the most urgent, or would make the other parts of their vision easier (for 
example, paying off student loan debt).

• NOTE: It’s possible that their Big Life vision will involve professional and personal 
goals. Explain that we’re focusing on professional goals for this exercise but that 
personal goals are equally important. If they are able to identify personal aspects of 
achieving their goals, they should add them along the way. 

• What would they need to achieve to make this part of their Big Life possible? For example, 
how much do they need to make this year to survive, plus how much extra is needed to pay 
off student loans?

• This will be the annual goal they put at the top of their 411 (i.e., Pay off 1/3 of my student 
loans in the next 12 months).

• Instruct them to look back at their Get Paid worksheet. Will doing the minimum Spark goals 
get them materially closer to their goals? If they need to do more, how much more can they 
do?

• Based on the Get Paid worksheet, how much will they make this year, sticking to the 
Spark goals?

• How much more do they need to reach their own goals? How many transactions will 
it take to reach that goal?

• The number of transactions they need this year to meet their goal will go under 
Annual Goals, item 1.

• How many closings will they need each month to reach their annual transactions 
goal? This is item 1 under Monthly Goals
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Your
411

• How many 
appointments?

• How many 
transactions?



• Explain that, on average, to get 20 transactions, they will need 40 appointments. How 
many appointments do they need a week to meet their Monthly Goal? This is item 1 
under Weekly Goals.

ASK: Now you know how many appointments you’ll need every week to make your Big Life a 
reality. Keeping that in mind, what should the goal of every lead generation call or conversation 
be?

(Answer: Get an appointment!)

EXPLAIN that as they build their skills and create business momentum, figuring out their weekly 
and monthly activities will become more specific and accurate. For one, they will be able to better 
predict how many calls you need to make to get X number of appointments, which results in Y 
number of transactions.  Once they get to this level, they can use the goal tracking features in 
Command. 

Spark 5: Set Goals That Matter March 2020
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SAY: Here’s the reality: the day-to-day life of successful agents is very repetitive. They know that 
their routine produces the results they need to live the life they want. Often, that’s enough to 
make them love the grind. There are many of you in this room who, once you start seeing your 
work pay off, will love the grind. You will enjoy honing your systems and skills to compete at the 
highest level. There are others of you in this room who will never love the grind. That’s okay! 
That doesn’t mean you’re doomed to fail. Even those of you who find you love it will have days 
when you need more of a push to motivate yourself. I want to give you something for those 
times. 

I’m going to ask you to do something that may feel silly at first but is a crucial part of building 
careers worth having, businesses worth owning, and lives worth living. 

ACTIVITY: AFFIRM YOUR BIG LIFE

SAY: Turn to page 8 in your Participant Guide.

We’re going to create for ourselves a little ritual. Think back to your Big Life, and the goals you’ve 
set for yourself. Think about one of those people or causes that you named as something you 
care deeply about. 

I want you to use that person or thing you care about to create an affirmation. You’re going to say 
the affirmation aloud whenever you begin a new task. The key to creating a powerful affirmation 
is to be specific. Tie the activity you are doing to the greater goal and remind yourself why your 
work matters. 

(An example is provided below, but you are encouraged to offer up your own examples from your 
Big Life vision.)

Let’s say part of your Big Life is ensuring your mom is well cared for as she ages. And let’s say 
that one way you want to do that to help her pay off her house. I want you to write an affirmation 
that you will say – out loud – before every call you make as you lead generate. 

For instance, you could say, “I’m making this call to provide for my mom by paying off her house, 
because she provided for me and I want to show her I appreciate her.”
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you’re doing what 
you’re doing.



Or, let’s say you want to support a charity. You could say, “I’m making this call to support the 
Ronald McDonald House by paying for families to stay there, because I want to reduce the 
suffering of families with sick children.”

Do you feel the difference between making calls for 3 hours a day because you have to, and 
making calls for 3 hours a day because you want to take something off the plate of a family 
dealing with catastrophic illness? Or because you want you mother to feel loved and safe? How 
differently will that call go? How different will your business look?

ASK for volunteers to share their affirmations. 

Spark 5: Set Goals That Matter March 2020
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ACTIVITY: FIND AN ACCOUNTABILITY PARTNER

INSTRUCTOR NOTE: This is an instructor-led activity and does not have a corresponding page 
in the Participant Guide.

SAY: Goals without accountability are just wishes. We’re more likely to do what we’ve said we’re 
going to do if we know we must answer to someone. 

INSTRUCT participants to find an accountability partner in the room. This will be their 
accountability partner for the rest of Spark and Ignite.

Once they are paired up, they should share their 411 with each other, identifying their annual, 
monthly, and weekly goals.

In their calendars, they should set up a time to check in with each other and discuss their 
progress, celebrate each other’s victories, and encourage each other through opportunities.
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Accountable people 
achieve results others 

can only dream of.

“

-The One Thing



SAY: Thank you for all your hard work today. I hope you’re feeling empowered to reach your 
goals and live your Big Life. 
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INSTRUCT participants to turn to page 9 in their Participant Guide.

SAY: The goal of our time together is to help you think, feel, act, and use what you’ve learned to 
ignite your passion and help you achieve your Big Why.

INSTRUCT participants to write down their aha’s for each of the categories (think, feel, act).

DO: Ask volunteers to share their responses with the group.

ACKNOWLEDGE common themes.

SAY: Taking the time to reflect on what you’ve learned is important in building your confidence 
and celebrating your growth—we’ll do this activity during each module so that you can keep track 
of your learning journey!
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you take going 
forward?

Recap
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models, or 
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you definitely 
use? How will 
they make you 
accountable? 



EXPLAIN the Daily Habits agenda:

Build Daily Habits—three-hour practice session. Includes:

• Build your database
• Script practice
• Lead generation 
• Contract practice (optional)
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Build Daily 
Success 
Habits

Envision Your 
Big Life

Understand 
Your Goal

Do the Right 
Activities

Recap and 
Aha’s



EXPLAIN that the overall goal of Spark is for participants to get their first appointment. The tasks 
(on the slide) are the activities they need to be taking to help them reach the goal of their first 
appointment.

EXPLAIN that they can use reports in Command to track their database health. Their goal with 
their database health should be to keep their overall score at least 50% or greater.
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10 Contacts Added

10 Conversations a Day

10 Handwritten Notes

10 Home Previews per Week

Spark: Goals to Set Your Career on Fire



EXPLAIN that one of the Daily Success Habits is memorizing and internalizing scripts. 

EXPLAIN that learning scripts is important because:

• Practicing and internalizing scripts allows your business to grow.
• Just as a doctor learns anatomy before working with patients, agents need to learn scripts to 

prepare to have meaningful conversations with clients..
• With scripts, you control the conversation by using purposeful language that helps you get to 

the end point: a closed transaction. 
• They help you communicate your value. Once you have internalized scripts you can add your 

value proposition which will help lead generation efforts and lead to closed deals. 
• Scripts help you uncover motivations (buyer/seller) and identify any objections so you can 

handle them upfront.
• Allow you to have a rehearsed response that delivers a powerful message in a way that the 

consumer will best understand.
• Allows you to ask questions in a way that they will be able to quickly share the information 

you need to better serve them.
• Help an agent gain confidence.

ASK participants if they have any questions before moving on. 
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Scripts

Why is it important to 
learn, internalize and 
personalize scripts?

• Lead generate

• Uncover motivations

• Identify objections

• Close deals

• Speak in terms the customer understands

• Build confidence 



TIME: 30 minutes

CHOOSE a relevant script from the Spark Script Book to focus on today. 

EXPLAIN that after hearing an example, participants will then have time to role play the chosen 
script with partners.

ROLE MODEL the chosen script with a volunteer. 

EXPLAIN the steps (below) that participants will follow for Role Play practice:

1. Participants will spend five minutes reading the script aloud to themselves.
2. Participants will pair up with a partner and take turns reciting the script until they can work 

without a prompt. This should take about five minutes.
3. Participants can video record each other practicing scripts to watch and learn from 

later (optional).
4. Repeat steps (using the same partner) with other selected scripts until 30 minutes is up.
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Role-Play:

Script 
Practice

30 minutes



REVIEW the Rules and Exceptions regarding the Do Not Call Registry located in the beginning 
of the Ignite Script Book:

Subscribe to the Registry
• The registry is hosted on a dedicated website. Your Market Center should subscribe to the 

Registry and provide you with log in credentials. Note that it is a violation of federal law to 
make ANY telemarketing calls without access to the Registry.

Check Before You Call
• Before making a call, check to see if the consumer is on the Registry. If the consumer is on 

the Registry, do not call!

Update Your Call List Regularly
• Delete all numbers in the Registry from your list – at least every 31 days.

Honor Consumers' Requests
• Never call a consumer if the consumer requests to be placed on your personal (or your 

Market Center’s) do not call list. All consumer do not call requests must be placed on a list 
and honored permanently, unless the consumer subsequently consents to be called.

Know the State and Federal Laws
• Know that in addition to federal laws, many states also have laws governing telemarketing. 

Make sure you are familiar and compliant with your state’s laws.

EXPLAIN that participants should only be calling their sphere of influence or referrals that they 
have permission to have a conversation with.
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Subscribe to the registry 

Update your call list regularly

Know the state and federal laws

Check before you call

Honor consumers’ requests

Under federal law, sellers and 
telemarketers (including real estate 
agents) are prohibited from calling 

consumers listed on the Federal Trade 
Commission’s Do Not Call Registry.

Compliance:
Do Not Call



TIME: 1 hour

EXPLAIN that real-play activities done through Ignite that are done in the classroom are money-
making activities done with the support and guidance of you (the trainer) and the other 
participants.

REVIEW the steps of the activity.

1. Say the affirming message out loud. “I always come from contribution. People will welcome 
my call.”

2. Call contacts from your database (people you know) and referral names you have been 
given by your contacts. Participants should only call people they have permission to have a 
conversation with.

3. Use the scripts provided to make calls
1. Suggest a meet-up to reconnect.
2. Update contact in Command by adding notes that reflect the outcome of your 

conversations. Do this for each contact you call.
3. Add the contact to a Neighborhood Nurture in Command.

4. Call for 60 minutes and contact as many people as possible.

TELL participants to turn to someone close to them. They will say the affirming message out 
loud to the other person before starting the real-play activity, “I always come from contribution. 
People will welcome my call.” 

TELL participants what time class will resume.  

After the 60-minute call time is over:

ASK participants to report out the results of their calls. You can ask the additional questions to 
further progress the conversation. Ask: 

• What will you do differently tomorrow? 
• What do you need help with?

COACH participants on any appointments they set. Role model and role play scripts and 
dialogues for these appointments where appropriate.
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Real-Play:

Lead 
Generation

Calling with 
Scripts

1 hour



TIME: 30 minutes

DEMONSTRATE how to add contacts in Command. Review the following help article to see how 
to add a contact in Command: https://answers.kw.com/hc/en-us/articles/360015702154-Add-a-
Contact

DEMONSTRATE how to add notes about the conversation to the contact in Command.
Participants should add necessary notes regarding the conversations they just had.

INSTRUCT participants to write handwritten notes to 2-3 people to thank them for their time.
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Update 
Contacts

& 
Follow Up

30 minutes



** This activity is optional.

TIME: 30 minutes

EXPLAIN that understanding and explaining the contract to clients is a vital part of closing a 
deal. Contracts are complicated and require you to be precise, so practicing with them a little 
every day sets you up for success for your first closing.

BRING copies of one of the contracts used by your Market Center.

CHOOSE one of the suggested activities below to lead participants through using that contract. 
Don’t choose the same activity every day. 

CLOSE READING: 
1. ROLE MODEL how to closely read a contract by reading one section out loud. 
2. INSTRUCT participants to closely read a section of the contract on their own. 
3. ASK each participant to share 3 aha’s, questions, or concerns. 

PRACTICE WRITING: 
1. CHOOSE a recently closed property and display or read the necessary closing conditions, 

address, etc. 
2. INSTRUCT participants to practice writing a contract for that property. 
3. COMPARE the participants’ contracts to the actual signed contract for that property. 

EXPLAIN CONTRACTS: 
1. DIVIDE participants into pairs. 
2. INSTRUCT participants to read a section of the contract. 
3. ASK participants to practice explaining that portion of the contract to their partner as if their 

partner was a client. 

ADDENDUM QUIZ: 
1. LIST potential situations that would require one or more addendums to the contract. 
2. GIVE a point to the first participant to guess the correct addendums. 
3. ANNOUNCE the person with the most points as the winner. 
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Real-Play:

Contract 
Practice

30 minutes



DEMONSTRATE how to access the ? for help in Command and explain the options:

• Keller Williams University (help articles and videos)
• Chat with support
• Post an idea (ideas.kw.com)

DEMONSTRATE how to access resources on the Tech Enabled Agent page on Connect
Technology > Tech Enabled Agent > Get Training > select one of the training options listed. 
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Get Help
Use Command and Connect to get help.

Command Connect



REVIEW how to create a success list:

1. Take five minutes to create a list of tasks they need to complete related to the Ignite session 
just attended. 

2. After they have their list they will denote with an “X” if the item is a to do or a should do. 
3. Then, participants will prioritize their should do’s by putting a number by each item (1 being 

the most important).
4. Instruct participants to partner up and take five minutes for a peer to review and provide 

feedback. Peer review questions:
• What are the should dos and to dos? 
• Are you thinking in order of priority?

ASK for any volunteers to share their first priority item off their list.
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To Do
Should 

Do
Priority Task

Are tasks written as observable actions or are they written as results?

Make Your Success List



ASK participants to complete the Ignite evaluation survey
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Please Complete the Ignite Survey

https://www.surveymonkey.com/r/5GX6NGH

Scan QR code to 
access survey

Or type in this link
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