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Of the many challenges that every agent faces … one of them is deciding how far they are 
going to go in the process of learning how to sell and become a professional salesperson in 
the field of Real Estate. As I stated in my last Special Report that was published several months 
ago, one of the biggest challenges we face is the fact that as an industry we’ve attracted an 
enormous number of people that have little to no business experience and, in most cases, 
almost no sales experience whatsoever. Yes, everyone gets “licensed” to sell Real Estate, but 
very few people have the skills required to make that happen. The result being that we have 
an industry that is loaded full of people that I believe want to sell Real Estate and want to 
make a living selling Real Estate, yet simply do not know how to go about the process of 
making that happen. The result is we have an industry full of people that are, unfortunately, 
incredibly unsuccessful and, in many cases, failing before they actually start. Should an agent 
select a company or an organization to assist them in this process of learning how to sell and 
earn money?

The Path of Least Resistance

Ideally, every Real Estate company would offer their agents the training and expertise 
necessary for the agent to succeed. But as we all know, unfortunately a major portion of our 
industry either does not know how to train salespeople … furnishes information that will 
not assist them in listing and selling homes … or will not train salespeople. Thus, we have a 
wide variety of choices being offered to agents every day on how to go about the process 
of becoming successful in the Real Estate business. With the wide variety of choices and the 
fact that the majority of all agents have very little business experience and almost no sales 
experience, it’s not uncommon for an agent to select a training/coaching company that, in 
most cases, will be the easiest to accept, with the least amount of direct sales impact and one 
that offers the lowest amount of rejection. When you think about this, and the fact that the 
majority of agents in Real Estate do not make the kind of money they want to make, you have 
to look at the training they are receiving as being one of the factors for their lack of success. 

Too often Real Estate brokers and Real Estate agents don’t seem to have productivity as the 
end result or goal for themselves or for the agents. What do I mean by this? As I’ve stated 
repeatedly over the last year, the industry attracts a tremendous number of people who 
have very little, if any, business experience … in many cases no sales experience … and 
unfortunately, people who don’t have great desires or goals that they can use to build a 
better life for themselves. Thus, we have the path of least resistance. 
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I recently did a coaching session with a broker who has a little over 400 agents in his company. 
During the last calendar year (2012), a hundred of his agents did one deal or less for the entire 
year. I asked him what type of training he offered or suggested for his people to be involved 
in. His answer was, “I have to tell you, Mike, they don’t like your hard-core approach to selling 
Real Estate. They won’t attend any training sessions that I put on that are associated with you 
and they simply won’t attend the events that I sponsor heavily that you and your company 
put on.” I said, “Great, what do you offer them?” He laughed, quite loudly, and said, “I suggest 
they go to all of your competitor’s programs.” When I asked him why, his response was, “Your 
competitors are not going to ask them to do anything specific to be productive. They won’t 
try to force them into using any particular scripts or dialogues, and your competitors make 
them feel good and don’t upset them.” I then said to this broker, “Isn’t it a pathetic state when 
we train people that are non-productive and our primary goal is to make sure they’re not 
offended and therefore will remain non-productive?” 

Kind of a sad situation, isn’t it? Welcome to the wonderful world of Real Estate. One of the 
hardest parts of the business, as stated earlier, is deciding not only what your purpose is for 
being in Real Estate, but also how much production you would like to have, how hard you’re 
willing to work, and what you’re willing to do to get the results you want. Or in essence, are 
you going to become a salesperson or just another Real Estate agent that does a deal now 
and then? 

The truth is, if your goal is to have four to five or seven to eight transactions per year, it really 
doesn’t matter what type of training you are getting or whether coaching is even a viable 
option for you. As some of you have heard me say in the past, if you’re going to do four 
transactions a year, do them all in January and get the pain and suffering over with early 
in the year instead of spreading it out. Low productivity does not require a lot of intense 
training, coaching, and so on. Medium productivity requires changing sales behaviors and 
adding skills to increase your production and income. High productivity requires great skills, 
a tremendous and strong mindset, very defined goals … and a lot of discipline. The company 
you choose to train you will tell both you and I what level of productivity you want to attain. 

So Who Should I Have Train Me? 

After doing the work that I’ve done, (now going on 38 years), I am completely convinced that 
all of my competitors are well-meaning, doing the best they can, and have your best interest 
and productivity at heart. I just don’t think what they offer is very good if you want to be a 
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1. Develop a time management system 
for yourself that includes the key 
elements that will create productivity. 
The time management system should be 
devised in such a manner that it will 
allow you to do your prospecting, lead 
follow-up, pre-qualifying, previewing 
andand going on appointments. Your time 
management system will solve most of 
the problems that you face, as long as 
you follow your schedule. 

2. You have to create an effective lead 
generation and prospecting system 
for yourself that creates a strong link 
between prospecting and achieving 
the goals that you’ve set. To make this 
happen, you have to determine where 
your present business is coming from 
andand where you want to get your future 
business from. At the same time, you 
have to understand the differences 
between waiting for business to come 
to you, buying it from marketing and 
advertising companies, or going out 
and earning it.

3. Your Past Clients and Center of 
Innuence are one of the greatest 
assets that you have in building a 
business. Treat them with respect 
because they will allow your business 
to grow if you work with them and 
follow up regularly. When talking to 
PastPast Clients and Center of Innuence 
always make sure to bring value to the 
conversation so you can become the 
resource center for that client. 

Use a do/doing/done bulletin board in 
your office to track your projects and 
leads. This is the Walt Disney system for 
managing ideas. 

The Smithsonian Institute is calling! 
They want your blackberry or nip phone 
back. Hello, it’s 2012 … you have to buy 
an iPhone. 

Hello, it’s 2012! Buy an iPad with wireless 
receiver.

The Mike Ferry Organization The Competition
medium producer that moves to high level productivity or a high level producer that wants 
to move to Superstar status. Holding an open house every weekend, dropping off a bag of 
peaches to various homes in the neighborhood or spending countless hours on Facebook are 
not going to get you to high-level productivity.

 “But Mike, many of your competitors are incredibly convincing and have basically told me 
that they can take me to any level I want to go to.” Let’s go back to what I said earlier. Do you 
have a strong business or sales background? If you don’t, anything anybody tells you on a very 
logical, and then emotional level is going to sound great. If anything, most of what I teach 
does not evoke any emotions at all but, in essence, does evoke some startling questions as to 
what a person has to do to succeed. 

With that being said, should an agent pick the Mike Ferry Organization … the direct sales 
training approach to selling … or one of the many, many, many other companies that  
are available? 

I was recently given the notes from one of our competitor’s seminars. It was interesting 
because I read the notes carefully, and in this case there were 23 specific points given on 
how to succeed in Real Estate. I’m sure it was a very entertaining seminar and I’m sure, in 
some cases, even somewhat enlightening, but I’m relatively sure that if a person took the 
information that was given and followed it verbatim; the net result would be a very limited 
number of sales coming from the information presented, if any at all. 

What I’d like to do in this report is compare the 21 steps in The Mike Ferry Sales System versus 
the 23 things taught in this other seminar which will give each of you valid information to 
choose what type of training would be best for you and which way you would want to go in 
building your business. To do this, I will give you a point from the competitor’s seminar and 
then I’ll give you a point from The Mike Ferry Sales System and let you decide which one 
makes the most sense in helping you or an agent you know to succeed. 
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4. Lead follow-up is always going to be 
one of the most important parts of 
building a sales process for yourself. You 
have to decide what a lead is and how 
long you will continue to work with 
them before you get an appointment or 
give up; and most importantly, you 
hahave to understand that they gave you 
their name and number for a reason. We 
have to be diligent in following up 
because of the fact that they gave their 
number to us in the  rst place. 

5. In every business prequalifying becomes 
one of the critical aspects in not only knowing 
the motivation of the person you are going to 
be presenting to, but also knowing and 
understanding if and when they can do 
something with you at a given time. To build 
the quality of your business, you have to 
prprequalify 100 percent of your prospects, no 
exceptions. You will learn that prequalifying 
allows you to set standards for those you want 
as clients. 

6. Develop a strong, effective, to-the-point 
listing presentation that not only allows 
you to perform at the highest level, but also 
lets the client see exactly what steps you 
are going to take to get the property sold 
… knowing that your ability to present is 
one of the critical factors in a client signing 
a a contract.

Toss the 3-ring binder “brag book” out 
and get your listing presentation on 
your iPad. 

Get Zillow reviews from all of your best 
raving fans. 

Get a Zillow link on your website for 
prospects to read and see. 
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7. Pricing property to sell. The hardest 
part of listing property is understanding 
that our success in getting a listing sold 
starts with the price. The sooner you 
price it right, the faster it sells and 
therefore the smoother your business 
runs and the happier your seller is which 
leads leads to the referrals that you want. 

8. Handling objections. There are two 
thoughts each of us need to be clear 
on. First, the objections we receive 
never really change, so learning the 
answers to those objections is the 
critical part of the sales process. 
Second, the stronger the presentation 
thethe less objections you receive. Work 
on strengthening your presentation. 

9.  Closing skills.  If you believe that 
knowledge equals conndence and 
ignorance equals fear, then you’ll 
quickly understand why most agents 
have a difficult time closing and getting 
a contract signed. The knowledge 
comes from the knowledge of your 
prpresentation and knowing exactly what 
to say when presenting to a buyer or 
seller.  This will bring the results they 
want and that you’re looking for. 
Knowing that the close is a natural 
ending to a great presentation … the 
close, therefore, is very easy. 

Hold “mega open houses” to crush 
your competitors.

Employ lost opportunity door knocking 
campaigns for the buyers who lost out 
on homes to buy. 

Calculate your best geographic farm 
from your past sales data and become a 
hyper-local expert. 
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10.  Negotiating. One of the challenges 
of selling is bringing the buyer and 
seller together to agreeable terms for 
both parties. This revolves around the 
art of asking questions and helping 
each party understand the value of 
what the other party is offering or 
ststating. At the same time, it's critical 
that the agent not get involved 
emotionally in the transaction or, as 
importantly, not letting the commission 
become an overriding factor during in 
negotiating the transaction. 

11.  Working with buyers. It is nearly 
impossible for an agent to become a 50+ 
transaction-a-year producer if they are 
spending all their time with buyers 
because of the amount of time buyers 
require. The key is very strong and 
straightforward  nancial qualifying of the 
bubuyer by your lender resource and then 
being very clear as to the 15 or 20 
qualifying questions you’re willing to ask 
the buyer regarding the type of home 
they want to buy and their motivation. 
Then being a neighborhood expert so 
you can know what’s for sale so you can 
makemake a very quick sale versus taking a 
long period of time. 

Create a large map showing the 
location of all your sold homes. Use 
this map in your mailings. 

Create customer market reports to use 
in your door knocking and mailing 
campaigns.

The Mike Ferry Organization The Competition
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12. Tracking numbers. To build any 
sales business (or any business) we have 
to have a thorough knowledge and 
understanding of any and all numbers 
that apply to that business. In Real 
Estate, tracking the number of contacts 
you need to get an appointment or a 
listinlisting, to the number of appointments 
you go on to get a contract signed 
becomes vital. The numbers you track 
tell you exactly what you need to learn 
and what you need to know to improve 
the quality of your business. 

13. Practicing scripts and developing 
skills. It is nearly impossible for a 
professional person to maintain a 
high level of skill without a very 
strong commitment to practicing and 
developing skills on a daily basis. 
Whether it is a professional athlete or 
a a professional entertainer, their lives 
revolve around developing skills and 
practicing them so they can make a 
strong and effective presentation. This 
is something every one of us has to do 
in the Real Estate business. 

14.  Customer service. Every professional 
agent’s goal should be to build a long 
term, large database of Past Clients and 
Centers of Innuence. This can only be 
done through three things happening:  
giving each person the highest quality 
service possible (which means you have 
toto know how to sell), following up with 
these people once the service has been 
delivered and then building on that 
service and relationship by keeping these 
people informed of what’s happening in 
the Real Estate market. 

Start a door knocking campaign in 
your geographic farm using Expireds 
and cancelled listings from 2 to 3 
years ago as leads. 

Create a monthly newsletter to mail to 
your farm. 

Use clear plastic envelopes for your 
mailings so the contents get seen. 
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15.  Administration of the transaction. One 
of the key aspects of building a successful 
Real Estate sales business is the ability to 
delegate. The Real Estate business is ideal 
because we have a series of service providers 
whose job is to service and handle the 
transaction from the moment it’s started 
ththrough its completion. Whether it is a title 
insurance company or mortgage provider, 
delegation allows you to administrate the 
transaction more effectively. Great agents 
block out a couple hours per week to make 
sure the administration portion of the 
transaction is progressing. 

16.  Staffing. As an agent’s business 
progresses and grows, the need to add 
administrative staff and transaction/ 
listing coordinators grows also. The key to 
staffing is pre-qualifying each person that 
you’re going to bring on, training them 
continuously, then getting out of their 
waway and letting them do their job, but 
then having a weekly meeting to monitor 
what they’re doing and how it’s being 
done. 

17.  Business planning. Every business 
needs to put in writing their plans, goals 
and objectives for the days and months 
ahead of them. Great agents write out 
their goals, the steps required to achieve 
those goals, the challenges they will face 
with the solutions, and the numbers that 
supposupport the goals they’ve set. This is 
called business planning and it’s what 
makes a great agent a great agent. 

Use BoomBoom for video emails. 

Have and use a LinkedIn account. 

Update your database, download all the 
email addresses and contact information 
from your Facebook friends into your 
database. 

The Mike Ferry Organization The Competition
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18.  Mindset. If you look at the sales 
process for a person who is a serious 
salesperson, you will understand the 
following: developing skills, maintaining 
a positive strong mindset, and taking 
action on a daily basis. The challenge 
most agents have is their inability to 
maimaintain a strong, powerful mindset 
that allows them to use their skills and 
take action daily. Keep putting powerful 
thoughts into your mind so you can 
attain powerful results. 

19. Goal setting and motivation. In 
addition to business planning, we have 
to develop the skill set of setting 
personal goals that will keep us involved 
in the tedious work activities we are 
involved in every day. By setting goals 
that keep you enthused and excited 
becausebecause the end result is more 
important than the daily activities 
you’re involved in, you can grow and 
move forward and make your business 
more productive and more prootable. 

20.  Money management and prootability. 
You receive a commission check for $7,000 
and you are excited. You should be. You 
have a showing agent who’s going to 
receive 50% of that check, or $3500. Your 
excitement dwindles. You have an assistant 
who you’re paying $2,000 a month and now 
youyou have $1500. You pay your normal 
expenses for the month and set aside 
money for taxes and you have $12.47 left as 
spendable income. Learning how to have 
more closings to receive more checks so 
you can manage your money on a more 
professional level and make a proot for 
yyourself is critical. 

Get the social cam app for your iPhone. 

Use your social cam to make 3-minute 
videos of all your listings and post them 
on Facebook.

Get your listing clients to post the video 
you made of their home on their 
Facebook account. 
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21.  Systems. The key to building and 
maintaining a strong Real Estate business 
is the creation and application of the 
systems you have in place. By “systems” I 
mean having a system in effect for 
getting a listing into MLS once the listing 
is taken. A system for the processing of a 
trtransaction once the listing is sold. A 
system in place for handling multiple 
transactions. Without systems you have 
confusion; when you have confusion you 
have low productivity. 

22.  Understanding personality styles. 
The majority of all agents lose 20 to 40 
transactions a year because they don’t 
have the ability to adapt to the variety 
of people that there are and that they 
have to work with. Understanding that 
each of the four personality styles has 
theirtheir own make-up, their own behavior 
patterns, and adapting to those 
personality styles is what makes the 
great agents great. When you limit 
yourself to selling only to people within 
your style, production always dwindles. 

Get high-resolution photos of every 
home you’ve sold and create a large 
foldout brochure showcasing all of your 
sales. This is all you need to make a great 
listing presentation. 

Get the sleep app on your iPhone, track 
your hours of sleeping, and sleep more. 

The Mike Ferry Organization The Competition
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Well, as you can see, the greatest advantage that each of you has in the Real Estate business 
is deciding the type of business you want to build and develop. Whether you want to build a 
business where you’re doing three to five sales a year or one where you’re making 200 to 300 
sales a year … in general this will be decided based upon the sales system you choose to follow. 
As I’ve stated time and time again, the advantage in Real Estate is that there is a wide variety 
of sales systems out there for you to look at. There is a wide variety to choose from … there’s a 
wide variety that leads to all levels of productivity and meets the needs of all types of people. 
My question for you, of course, is do you want to build a long term … duplicateable … highly 
productive and profitable sales business? If the answer to that question is yes  … then choose 
the Mike Ferry Organization just as tens of thousands of other agents have chosen to build a 
high quality productive business. Respond to me by sending an email to mike.ferry@mikeferry.
com or talk to one of my sales team members. Our number is 1-800-448-0647. Let’s see if we 
can help you help more customers list and sell homes through the services that you offer. I 
believe it can be done. Let’s see if we can help you do it. 

Mike
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