Give Your Sales Meeting an Extreme Makeover – John Mayfield, ABR®, ABRM, CRB, e-PRO®, GRI


Give Your Sales Meetings an Extreme Makeover
List “5” issues or problems you struggle with regards to weekly sales meetings:
Remember:
Sales Meetings need to have “Goals and Objectives!”
Sales Meetings require Preparation.
Understand how adults learn.
1.  Visually

  
65%
2.  Auditory


30%
3.  Kinesthetic


5%
Have an agenda – Roadmap

· New listings
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Price reductions

· Agent listing push

· Loose ends for office

· Calendar of events

· Mortgage rates

· Code of ethics

· Rules and regulations

· Script of the day

· Quote of the day

· Property tour schedule

· Develop an “agenda template.”
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25 Ways to Give Your Sales Meeting an Extreme Makeover
1. Start Your Meetings on Time!

· Use the 5 Minute Rule - But Start on Time!

2. Begin with a Question, Quiz, Story or Facts and Figures
· It’s good to close your meeting with your opening…
3. Engage your audience from the beginning
· Ask Open Ended Questions
· Remember, always acknowledge with “That’s a good question!”
4. Be Flexible!  Watch for changes and interest, and go with the flow
5. Use Handouts When Possible
a. Why?

6. Sound Excited

· 55% of communication is through body language and facial expressions.
· 38% of our communication is received from our tonality.

· Only 7% of communication is received from the words we say.

If you could change anything about the way you approach selling, the thing that will make the biggest difference would be your attitude — your attitude toward your customers, your service, the benefits of your products, your employer, and your self.

    - Dan Brent Burt, (1952–) US IBM acct. manager, sales director, popular lecturer, author of several books on selling.  Excerpted from: Selling the IBM Way; Who Killed Service; or Time and Territory Management

7. Be Creative With Your Meetings
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Use visuals, “apples – note cards – etc.” to drive home a point.
· Use stories and examples to drive home a point
· Use Acronyms:   

i. Do You Have the Right “G.A.S.” in your tank?  

8. Use Humor
9. Change Your Teaching Style – Be Different

· Lecture

· Group work

· Discussion

· Give assignments

· Quizzes

· Online Learning

i. HP Learning (Assignment Driven and Discuss With Group)

ii. Microsoft® Web Site

iii. ISucceed.com 

10. Put Yourself in the Audience  - WIIFM  “What’s in it for me?”
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11. Prepare Several Meetings In Advance
· www.RealEstateSalesMeetings.com 

· Search www.realtor.org under “Field Guides”

· Make a list of meeting ideas

· Invest in a digital recorder or PDA with voice recording features

· Subscribe and read blogs
· Idea Fisher Software

· Executive Book Summary

i. Mass Affluence – Paul Nunes and Brian Johnson

12. Listen

You can make more friends in two months by becoming genuinely interested in other people than you can in two years by trying to get other people interested in you - Dale Carnegie.  (1888–1955) US author of  How to Make Friends & Influence People & training courses
13. Don’t Read – Rehearse and Practice Your Material
14.  Slow Down!  
· Sometimes we know the material so well we tend to go to fast.
· Use pauses to draw emphasis to major points you want to drive home.
15.  Engage the Audience to Help
16. Ask For Topics From Agents
· Ask for a list of topics periodically
17. Allow for Guest Speakers From Time to Time

· Accountant – CPA in January

· Radon Specialist

· Inspector

· Appraiser – FHA or VA Issues

· Police Officer – Safety

· Nurse – CPR Training

· IRA or Investment Specialist

· Other agents or brokers outside area
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Motivate-Encourage-Coach!

· It’s Half-Time.  What Will You Tell Your Team?

· Is the Glass “Half Empty or Half Full?”

· Stroke Egos – Acknowledge Hard Work

· AVOID – NEGATIVE ISSUES OR PROBLEMS!
19. Use Stories and Experience to Drive Home Key Points

20. Implement Technology When Appropriate
· Power Point

· Power Presenter – Presentation Pro
i. Pre-sales meeting information

ii. Great for follow-up

· Viewlet builder – viewlet farm

· Camtasia Studio – Training
· E-Books – Desktop Author

· Recording meetings

· Meetings and information on CD-ROM’s

· Delivering meetings with your PDA

i. Margi presenter

· Archiving meetings to a company intranet

· Projector

· Tablet PC
21. Use a Flip Chart – And Visuals
22. Keep Your Slides and Overheads Simple
a. Use the 20/20 Principle 

23. Keep Your Meetings Short and Focused
a. An agenda helps with this!

b. Your meeting “topic” probably only needs to be 15 - 20 minutes

24. Mix up Your Meeting Topics
a. Recap and document meetings

b. Sign in sheets

c. Keep a book of attendance and topics, handouts, etc.

25. End on Time

a. If possible, tie your ending back to the beginning.

b. End with a thought or quote for the day.
When the outcome of a meeting is to have another meeting, it has been a lousy meeting.

    - Herbert Clark Hoover

      (1874–1964) 31st US president 1929-1933


50 Web Sites for Great Sales Meeting Information and Ideas

	Web Address
	Name
	Tip

	www.realtor.org
	National Association of REALTORS® 
	Use the “Field Guides” section for lot’s of information

	www.epa.gov
	Environmental Protection Agency
	Great source for information on Lead-Based Paint, Radon, Asbestos, etc.

	www.census.gov
	Census Bureau
	Drill down to your state and county specific information.  Excellent reference for local statistics and information.

	www.federalreserve.gov
	Federal Reserve System
	Click on “Consumer Information” for lots of ideas for sales meetings to deliver to your sales agents.

	www.hud.gov
	Housing and Urban Development
	Broker link offers a wealth of information for sales meetings, although the entire site is filled with useful information.

	www.maximumimpact.com
	John C. Maxwell
	Excellent management and leadership resources.

	www.realtytimes.com
	Realty Times
	Short, one page articles on timely real estate topics that are good to use for weekly meetings.

	www.summary.com
	Executive Book Summaries
	Short on time to read management and leadership books?  This company provides CD recordings with top business books reviewed in a nut-shell.

	www.gostarpower.com
	Star Power Systems
	Subscribe to the “free” Script of the Day.  Great tool to include with your weekly sales meeting agenda.

	www.presentationpro.com
	Presentation Pro
	Upload Power Point slide shows to distribute to your sales agents online for viewing later.

	www.indigorose.com
	Auto-Play CD-ROM
	Excellent tool to create your own CD-ROM’s for distributing information to your sales agents.

	www.desktopauthor.com
	Desk Top Author
	Create your own e-Books for your agents.  Ideal for building an archive of past sales meeting information and agendas for distribution to new or part-time agents.

	www.missouri.gov
	Use Your State in Web Address
	Be sure and check your state’s web page for related real estate information.  Many states publish their rules, regulations and state statues for viewing and downloading.

	www.isucceed.com
	Isucceed
	Good site to hear top agents and brokers share their success stories.

	More sites on next page…

	www.about.com
	About Inc.
	Need to know more “about” a particular topic?  Check out this site.

	www.web100.com
	Web 100
	This site tracks the top 100 web sites found on the WWW.

	www.grove.com
	The Grove Consultants
	Visual templates to energize sales meetings.

	www.raindance.com
	Rain Dance Web Based Meetings
	Ideal site to hold sales meetings online.  Good for after hours training where new agents and others can participate from their own home. (Costly)

	www.crb.com
	Certified Residential Brokerage Council
	Great site for brokerage ideas and information.  (Members only for many items on this site).

	www.rebac.org
	Real Estate Buyers Agent Council
	Great site for sales professional ideas and development.  (Members only for many items on this site).

	www.wilsonweb.com
	Web Marketing Today®
	Articles and information on web marketing.

	www.eagleinstitute.com
	Dr. Tom Hill’s Web Site
	Lot’s of inspiring and motivational stories and information.

	www.subscribermail.com
	Subscriber Mail Service
	Stay in touch with your sales agents by weekly e-newsletters.

	www.bcentral.com
	Microsoft®
	Less expensive source for sending weekly e-newsletters to your agents.

	www.chickensoup.com
	Chicken Soup for the soul
	Subscribe for the daily e-mail for motivational and uplifting stories.

	www.nolo.com
	Nolo
	Lot’s of legal information for reference at sales meetings. 

	www.briantracy.com
	Brian Tracy Seminars
	Click on the “free” personality tests.

	www.dnaofsuccess.com
	Jack M. Zufelt
	Free newsletter and ideas for goal setting and positive thinking.

	www.inman.com
	Inman News
	Source for real estate news and business articles.

	www.businesswire.com
	Business Wire
	Source for real estate news and business articles.

	www.businessweek.com
	Business Week Magazine
	Source for real estate news and business articles.

	www.inc.com
	Inc. Magazine
	Source for real estate news and business articles.

	www.realtormag.com
	National Association of REALTORS®
	Source for real estate news and professional development articles, along with a wealth of information for use during weekly meetings.

	www.margi.com
	Margi Corporation
	Deliver meetings via your PDA.  This company offers a wide variety of accessories to use for mobile presentations.

	More sites on next page…

	www.presentaitons.com
	Presentations
	Good ideas for improving your presentations skills.

	www.indezine.com
	Indezine
	Presentations Magazine articles.  Click on the “links” button for lots of good Power Point web sites.

	www.crystalgraphics.com
	Crystal Graphics
	Good site for Power Point Add On’s. (Quotation Software)

	www.techsmith.com
	Tech Smith
	Check out the software called “snag it.”

	www.viewlet.com
	Viewlet
	Excellent software to show agents how to use software and online MLS® and contract systems.  Upload to web or copy to a CD for agents to use after hours.

	www.thoughtpath.com
	Jeff Mauzy
	Good software for problem-solving and to use with your sales agents to brainstorm ideas.

	www.writersedge.com
	Idea Fisher
	Good software for problem-solving and to use with your sales agents to brainstorm ideas.

	www.ideafisher.com
	Idea Fisher
	Good software for problem-solving and to use with your sales agents to brainstorm ideas.

	www.mindtools.com
	Mind Tools
	Great site for resources to help your associates in finding ways to relive stress.

	www.globfx.com
	Glob FX
	Software to create eye catching charts and graphs for use in your sales meetings.

	www.digitaljuice.com
	Digital Juice Software
	Software to add eye catching photos, animation, video or sound to your Power Point slide shows.

	www.hobbsherder.com
	Hobbs Herder Marketing Group
	Good resources for marketing ideas.

	www.ftpplanet.com
	IP Switch
	Learn to send resources by file transfer protocol to your company web site.

	www.intranets.com
	Intranets
	Store and share files and sales meetings online with your agents by setting up a company intranet.

	www.reea.org
	Real Estate Educators Association
	Check out the “links” section of this site for many good real estate web site resources!

	www.bankrate.com
	Bank Rate
	Look up the current interest rates to include on your weekly meeting agenda.  Demo the calculators at one of your meetings for agents to show to their clients in pre-paying their mortgage off early.

	www.evite.com
	Evite
	Great place to invite guests to a meeting and to receive RSVP’s.

	www.plaxo.com
	Plaxo
	Auto contact update for Microsoft® Outlook



Sales Meeting

Tuesday, March 22, 2011
I. Review of Operations Summary

a. New Listings.

b. Price Reductions.

c. Pending Contracts

d. Closed Transactions

II. Agent Input

a. New Listings to Push?

b. Buyer Properties Needed?

III. Loose Ends

a. MLS® Dues
b. March 30th, Code of Ethics Class 8:30 – 12 Noon

c. Open House Lunch –

d. Flower Fund

IV. Randy Morgan – Finance Update

a. Interest Rates – GMAC

i. 5.25% 

30 Year =  with 2 points

ii. 4.625%
15 Year =  with 2 points

V. Sales Meeting

REALTOR® SAFETY
VI. Real Estate Script of The Week

I used to have to do that when I had nothing else going for me, when the only way I could get a deal was to be the cheapest. Now I'm the best at what I do, and what's lucky for you is, I don't cost more.

VII. Thought for the day:

 I have come to know that adversity really means the things in life that challenge us and cause us to work with devotion and courage to overcome.  I once stood on a street in Trondheim, Norway, looking up at a statue of a Viking.  There came to my mind at that time a fable of the Norsemen that when a man won a victory over another, the strength of the conquered went over into his veins.  Therefore, in this sense adversity is good, for it produces in us a source of strength as we learn to conquer our weaknesses.

    - Alvin R. Dyer, (1903–1977) American religious leader - The Challenge

Tour:


Address

City


Sales Price

Agent 

502 Division St.
Park Hills

$315,000

Linda

224 Cypress St.
Park Hills

$160,000

Paul

503 E. Chestnut St.
Desloge

$79,900

Carla
“FREE REPORT”

14 Ways to Improve Your Credit Score!    
These tips are reprinted from  www.MyFICO.com   
Always consult a professional financial planner for help with credit counseling and other issues pertaining to your financial situation.      

1. Pay your bills on time!  This is probably one of the single most important items regarding your credit report.
2. If you have missed payments, get current and stay current.

3. Be aware that paying off a collection account will not remove it from your credit report.  However, this will look much better on your report if the account is shown paid.
4. Keep balance low on credit cards and other “revolving credit”.  Creditors want to know that you can manage your credit cards and revolving accounts.
5. Pay off debt rather than moving it around.  Refinancing a home or other assets to pay-off credit cards or other debts is not a good thing to do.
6. Don’t close unused credit cards as a short-term strategy to raise your score.  This will normally lower your debt to income ratio.  Most finance consultants recommend that you refrain from closing credit card accounts.  The key is too keep your balances low.
7. Don’t close a number of new credit cards that you don’t need, just to increase your available credit.

8. If you have been managing credit for a short-time, don’t open a lot of new accounts too rapidly.

9. Do your rate shopping for a given loan within a focused period of time.

10. Re-establish your credit history if you have had problems

11. Note that it’s ok to request and check your own credit report.  You’re entitled to one free credit report from each credit reporting agency each year.
12. Apply for and open new credit accounts only as needed.  Don't open accounts just to have a better credit mix - it probably won't raise your score.

13. Have credit cards – but manage them wisely.  In general, having credit cards and installment loans (and paying timely payments) will raise your score. Someone with no credit cards, for example, tends to be higher risk than someone who has managed credit cards responsibly.

14. Note that closing an account doesn’t make it go away.  A closed account will still show up on your credit report, and may be considered by the score.
For more information on buying or selling real estate, call me, [Insert Your Name] at [Agent Phone Number].[image: image1.png]
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The underlying thesis is that one learns more effectively when information is presented in a manner congruent with one’s favored method of acquiring and processing information.  Learning Styles vs Teaching Styles, Southeast Oklahoma University Web Site.  
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