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In his work with the best of the best (some bringing in $2.5million in commissions each year) 
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Every year tens of thousands of people come into the real estate industry.  
And it seems that within two years 80% of them have vanished. 
I have been working with the best of the best in this industry for at least 
25 years. I have seen people come and go and I have seen those who’ve 
come and made an absolute fortune in this business, literally millions 
of dollars a year.

This book starts with the premise that a lot of those people who came 
into the real estate industry were never suited in the first place. We can 
also surmise that if we look at the traits of the character, the work habits 
and the mental state of those who have made it within the industry, we 
should get some idea of what it takes to make it in real estate. So that’s 
what this book does. I share all my thoughts around what I believe it 
takes to make it in the real estate industry. Please also note that making 
it in the real estate industry means many things to many people. This 
book should be a guide and give you a real indication of whether you 
could do brilliantly well, which could mean many hundreds of thousands 
of dollars, or in fact just make a really brilliant living. Think about it, 
you may be reading this book and be reasonably well paid on $150,000 
dollars per annum. What if you were suited to this industry and you 
could make $250,000 or $350,000, or even $500,000. Think about the 
options that would give you and your family.

 So, I invite you to read this book with your own circumstances and 
Mind set. What we DO want to stop is the wasted energy, time and 
financial investment that occurs when somebody is simply in the wrong 
business.

Chapter  1 : 
WHY THIS BOOK 
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Within the industry, managers put around $100,000 on the cost of 
employing someone who doesn’t make it. This does not take into 
account the incredible $$ and emotional loss to the agent who gave up 
their job, came into the industry and no matter how hard they tried, just 
couldn’t get any momentum. This could also be measured in the tens of 
thousands of dollars and in some cases, much, much more.
 If you read this whole book, if you do the exercises that are in this 
book, if you are profiled by Caliper (see chapter 11) and get your verbal 
feedback, you should without a doubt have some idea whether you can 
make it in real estate.

I want to make something else very clear here. It is entirely possible 
that when you read this book that there may be a lot of reasons why 
you SHOULD NOT come into the industry. But, as you read this, you still 
feel like you can do this. DO NOT let this material put you off. If you go 
so far as to be profiled by Caliper (see chapter 11), Caliper itself says 
the results can be totally usurped by one thing … and that is motivation.
My analogy for this is, if a baby is trapped under a car, it is fairly obvious 
that no-one can lift that car. Generally, no one has the strength to roll 
the car. But the baby being trapped under there motivates you to go for 
it. And there have been cases of super strength being called upon to do 
just that. Lift the car and save the child.
The same applies here. Motivation can override all of this. So, if you still 
feel like you can do it, like you want to change your life, like you want 
to learn how to do this job and go for it, then do not let any of this put 
you off.

Peter Gilchrist
3/1/2018
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Chapter  2 : 
WHAT IS THE JOB REALLY?
If you learn nothing else from this booklet, please learn this.
The job is NOT ABOUT SELLING REAL ESTATE!
So many enter this industry thinking… “I could make a better job of showing houses than our 
agent did!”
“I have bought houses before… the agent was not brilliant”.
Yes I get that. But, 
SELLING HOUSES IS NOT HOW YOU MAKE MONEY.
The job is about LISTING HOUSES FOR SALE!
That is it! The job is about you finding enough people to trust you with helping them list their 
home, take it to the market and get them the best price that the market will pay in the appro-
priate amount of time.
Trainers and coaches in the industry spend a lot of their time teaching this to sales people. 
Once you realise it and become what we call “obsessed with listing”… you have it. 
Of course there are aspects of how you go about the process of listing the home correctly. Put-
ting it to the market… correctly,   showing the homes best attributes off… correctly… and then 
negotiating on behalf of the seller… correctly. All of this is part of the overall picture for you to 
become an agent that people refer to and use over and over again. It is the customer service 
you deliver, but in the end it is all about finding listings to sell. You will not make more than a 
meagre living simply “selling” houses.
You see if you are the agent that SELLS a home that you did not LIST, you will receive around 
15 –20% of the commission.
Meanwhile the LISTER receives around 25 – 30% of the commission.
If you both LIST and SELL the property you obviously receive 40 – 50%.
The weighting of the commission pay out in MOST offices is towards the LISTER. This is in line 
with what we have already stated under “what is the real job?”     For the avoidance of further 
doubt…….it is LISTING!!
You are also noticeable to potential sellers when you have lots of listings on the market. It is a 
key way that sellers find you and decide to come to you!
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 Buyers follow houses

 Sellers follow agents.

The saying in real estate is;

So listing is the deal. It is what you have to get your 
head around. Ask yourself… how good will I be at 
finding people who will sell through me?
If that question excites you, if you think…”Yeah, let 
me at it… I CAN do that”. Then real estate will be a 
blast for you.
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PLEASE NOTE
THERE ARE A LOT OF DIFFERENT MODELS IN DIFFERENT STATES AND DIFFERENT OFFICES FOR EM-
PLOYING AND PAYING AGENTS. THE MATERIAL IN THIS BOOK IS BASED ON MY EXPERIENCE WORK-
ING WITH THOUSANDS OF AGENTS AND MANAGERS IN THE REAL ESTATE INDUSTRY. THAT IS NOT 
TO SAY THAT WHAT IS WRITTEN HERE IS THE ONLY PERSPECTIVE ON HOW ALL THIS WORKS. DO 
YOUR OWN HOME WORK AND FIGURE IT OUT FOR YOURSELF. AND… IF YOU PURCHASED THIS 
BOOK, WE WILL GLADLY TAKE EMAILS WITH QUESTIONS FROM YOU.



Chapter  3 : 
WHAT IS POSSIBLE IN THE REAL 
ESTATE INDUSTRY?
It’s true. All the stories you have seen and heard about the money that IS possible in Real 
Estate.
I personally coach sales people who gross 2.5 million into their office. They then take home 
around 50% of that. They are paid more than that, but once you get to that level of income 
there are costs associated with running the business. So 50% of the gross of $2,500,000 is a lot 
of money. Realise though, that like most industries, there are superstars, then stars, and then 
the majority of the industry just makes a living.
It is said the average income in the industry is $47,880

A lot of the work I do with even the highest performers is opening them up to the possibility of 
earning such high amounts. I have a theory that we all have… an edge to our thinking. We all 
have a bar in place. You can be taught 50 different ways to do the job, to bring in more listings, 
and to grow the business, but if you are not open to that, if you cannot see yourself actually 
earning that money and having the choices in life that come with that income, then you won’t 
do it. So spend some time thinking about it. 

What does “earning well” look like for you? I said before it does not have to be millions. How 
open are you to earning significantly more than what you do now? Maybe that is just hundreds 
of thousands?

I believe that change comes from “AWARENESS”. It is my favourite word in coaching.

I get a lot of my clients to do an exercise I call the AWARENESS QUESTIONNAIRE. 
I enclose it here for you to do for yourself. 
The idea is, that if you have some idea of what beliefs you have taken on in your life, most of 
which were taught to you by someone else, then you can make changes. 

You need to be in an area where there is enough business for you to do the figures you are 
hoping for. See chapter 8 re working out how much commission is available in any area.

You need to be prepared to work very long hours, when required, to make this sort of 
money.

You need to BE OPEN to making that sort of money in the first place. 

YOUR INCOME
It depends on some things

What is your real belief around money and your capability to earn well?

(source: www.payscale.com, 30/12/2017) 
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Not by slapping your thigh and writing it on your shower wall 100 times, but by acknowledging 
that you have that belief and make decisions accordingly. Once you are AWARE (that word 
again) of how you operate, then your basic intelligence and motivation to make change will 
have you make different choices. It all starts with awareness.
So take the time to actually do the AWARENESS QUESTIONNAIRE, as you are making up your 
mind to come into real estate. Regardless of what you do, there will be insights there for you.

The Awareness Questionnaire 
So let’s get started!

In the last year what has gone really well for you?

In the last year, what has been a struggle for you?

Reflecting on this, what needs to change for you this year?
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Personally

Personally

Personally

In Business

In Business

In Business
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What do you need to stop doing this year?

What do you need to start doing this year?

Personally

Personally

In Business

In Business
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Where are the gaps?

Please take time to rate yourself 1 - 10. (1 is poor, 10 is great)

Think about this… What did you used to love doing? Do you still do that?

Your health generally

Fitness generally

Relationships  generally

Family relationships

$$$ situation

Happiness

Doing what you want

Using your creativity

1 2 3       4               5                 6                 7                8             9             10

1 2 3       4               5                 6                 7                8             9             10

1 2 3       4               5                 6                 7                8             9             10

1 2 3       4               5                 6                 7                8             9             10

1 2 3       4               5                 6                 7                8             9             10

1 2 3       4               5                 6                 7                8             9             10

1 2 3       4               5                 6                 7                8             9             10

1 2 3       4               5                 6                 7                8             9             10

Changes Required

Changes Required

Changes Required

Look at your results. In which areas do you need to change what you are 
doing?  Write them here.

1

2

3
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Chapter  4 : 
THE SKILLS WE THINK YOU 
NEED
Be clear here.

1. EGO AND EMPATHY

1.2 COMPUTER SKILLS. 

There are no rules! 

I know people who are dyslexic grossing 1 million dollars into their office and taking home 
$500,000.  I have worked with everyone from an ex biochemist to an ex broke, drain layer. Both 
were highly successful.

So these are only an idea of the skills that we think will help make you successful, if you have 
them.

These may actually  be traits rather than skills, but the insurance industry has been doing research 
on what makes a great sales person for many years now. They keep coming up with these 2 words. 
Ego and empathy.
The good news is that the Caliper Personality Assessment will measure these for you. We can see 
what it indicates in terms of your “skill” in these areas.

It is getting harder and harder to do this job just 
relying on your people skills. If you cannot take all 
of the data you collect and put it into the system 
that your office requires, then you won’t easily be 
able to converse with those people collectively. 
It is simple. A lack of skills in this area means 
that you will miss listing opportunities. If your 
opposition is doing this effectively, they will get 
more business than you. Looking at the future, 
this is becoming more and more imperative.

Ego, is not the ego that has you beating your 
chest all the time, although, when one looks at 
our industry, it does appear like it works! It is 
more like the ability to be resilient. To get back 
up, if you get told “no” today… to get back up and 
carry on tomorrow!

Empathy is fascinating in this space. It is basically 
about being able to walk in another’s shoes. To 
be able to see what someone else is thinking and 

experiencing.. The best at this, are women, in 
my experience. They can walk into a party and 
within minutes, just standing in the corner, 
looking around, they can see who is arguing, 
who is splitting up and who is happy or 
unhappy. This is some skill to have when you 
are listening, hoping to get a listing off a seller. 
Great skill when you are negotiating, knowing 
who is going to an offer and who is not. Some 
men struggle with this.



Am I suited to Real Estate?

1.3 SOCIAL MEDIA. 

1.4 GENERAL MARKETINg. 

1.5 WORK INTELLIGENCE.

Google and Facebook are becoming the main advertising mediums for attracting new business 
in any industry. TV is still number 1, but very few sales people can afford it. So, you need to have 
the skills to be able to work with social media to both converse with your audience and use 
advertising on those mediums to grow your audience. With Facebook especially, you can target 
the streets around a listing you take. You need to at least be open to this sort of technology.

It would be great if you had some skills in the area of general marketing. Not absolutely 
essential, but really helpful, if you have these skills, or are at least  are open to learning about 
all facets of marketing including:

One of my associates says, that one of the biggest 
issues with coming into the real estate industry, is 
that you are given high levels of freedom. This is 
not generally a job where you are told what to do 
every minute of the day. For some, this is great, 
but for the vast majority, they do not know what 
to do with it.

So reflect on that. How will you be, having to drive 
yourself to do the tasks we have discussed? The 
Caliper psychological profile we offer measures 
what they call “self structure”. This is measuring 
how well you can set up systems for yourself and 
stick to them. How well you can stick to a task until 
it is done. If you have been In business for yourself 
before, you know about this and you will know 
how this works.

Again, these can be outsourced and your company will have access to some of this. It certainly 
helps and would put you ahead of the pack, if you had some skills in this regard.

Branding

Advertising writing

Video script writing

Video making

Self promotion

PLEASE NOTE THAT ANY OF THESE SKILLS CAN BE DELEGATED. SO YOU ARE 
EITHER ACROSS THEM YOURSELF, OR, YOU EMPLOY SOMEONE WHO IS.



Doing the right thing at the right 
time.

Some call it time management. 
Some call it “having discipline”.

Whilst you have the freedom, there are 
checklists and ‘ideal weeks’ (we have given an 
example in this booklet) for you to look at. If 
you have the ability to design the week, set up 
the list of what you want to get done, and then 
not let anything get in the way, you will be more 
successful in this business.

One of the ‘silver bullets’ I talk about in 
coaching is:

For most, we set up the list, the program for the 
day, but as soon as something more interesting 
comes along, we drop what we are doing and 
go with that. The ability to stay on task and not 
be distracted, is huge.

An issue with most real estate offices, is that 
you are working in cubicles, not self contained 
offices. The research is clear. If you are in the 
flow, making call after call, and someone comes 
and interrupts you, even just for a moment, it 
takes 20 minutes for you to get back in the flow.

I had one absolute superstar in my business 
that wore ear muffs around the office so no 
one could distract her! Extreme, yes, but very 
effective. She (Di) worked out what it was worth 
to her in income, not to be distracted, AND 
more importantly, what it meant to get home 
to her kids. Every 10 minutes interruption took 
her away from just that.
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When I am asked how to delineate between those that will make it in real estate and those that 
won’t, I have 1 simple answer:

Those that excel in this business, love role playing.
They cannot get enough of it, especially in the beginning. I can’t think of 1 top agent.  Not 1!!! that 
doesn’t love it.

This is where you sit with a partner and learn the scripts and dialogues that trainers and coaches 
have gathered together over their years in this business.
If someone can present to owners brilliantly, why not get them on video and learn what they do?
If someone can price homes correctly and has a way of getting sellers to see what the correct price 
is… why not get their scripts and learn them? It is as simple as that. It is one of the main keys to 
success in this business.
Quick Start, our online program, has literally 100’s of these role plays. The same role plays I teach 
to million dollar earners.
If we do not get to work together, then here is how you learn to role play. This is how actors learn 
their scripts:

1.6  THE ABILITY TO LEARN SCRIPTS. 

“ROLE PLAY.”

WHAT IS IT? 

Am I suited to Real Estate?

Read through the script.

Take in the overall intent of the script.

Read it out loud.

Then close your eyes and go through 
silently, what the sequence of the script 
is.

Then put the script down, and say it 
out loud. Do not worry about getting it 
right. Just have a go.

Now read through the script and note 
what you got wrong or committed when 
you said it out loud.

Now try again. Include the things you left 
out. Correct the things you got wrong.

Keep doing this until you get it right.

Do it right 5 times, and in my experience 
you will have it.

1 6

7

8

9

2

3

4

5
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SOME NOTES ON THIS

It takes hours and hours to learn these scripts. You must commit, whatever program you 
learn from, to getting these scripts into your repertoire. I think it is like constructing a bag of 
golf clubs. You would not try to play a round of golf with half a bag of clubs, or if you do, the 
results will reflect that. Pros have a full set of clubs and know when and how to use them. 
And they started by going over and over the same thing 100’s if not 1000’s of times before 
they felt they had something they could use.

This is no different. I have a saying:

It’s also an appropriate analogy that top golfers earning millions, practice virtually every day. 
They NEVER feel like they know it all.

I know that your income will reflect how much learning and practise that you do.

The scripts must not be too “rote”. We get that. Our scripts are based on what we call 
“consultative selling”. These are not smart Alec one liners to use on clients. They are logical, 
reasonable explanations to your clients of how this all works. We pride ourselves in this. It 
makes it easier to learn for you. It should be good news for anyone wanting to be logical and 
ethical in this industry.

Some people come into the industry saying they want to do it “their way”.
Here is the analogy I use for them.

If you want to learn to play the piano, you cannot just walk up to the piano and start thumping 
around. It won’t work. There will be sound, but not music!

You need to learn the basics first. Scales CDEFGABC and back again. Chords, over and over. 
You need to learn how to read music. Play the note that is on the sheet music in exactly the 
right place and music will come.

Once you have learnt it the correct way, THEN you can put your own nuance on whatever 
music you play.

It is the same in this business. There are questions you will be asked over and over. Would 
you not want to simply learn the BEST answer, the answer that someone who is earning 
millions… gives to that enquiry? Of course!

The desire to practice.

1

2

3

4

THE EARNING STOPS GROWING
WHEN THE LEARNING STOPS

I HAVE A SAYING:
SCRIPTS… LEARN THEM, THEN BURN THEM.

“ “
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Part of “being present”. Listening consciously with awareness is that you do 

not answer things with trite 1 liners!!

So learn the scripts. Learn the rationale behind the answers, the theory, then 

learn the scripts, then let them go and use what “feels “ right for you at the 

time. You will have heard of “unconscious competence”. That is what you are 

aiming for here. The knowledge that you know whatever comes up when you 

are presenting for a listing, negotiating for a sale… you have it covered.

We have included a typical training session that includes a role play for you to 

see and get the idea of what you will need to do.
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ROLE PLAY: EDUCATING A VENDOR TO AN EXCLUSIVE LISTING

SCENE

Session 
reference

Script

GOAL DETAILS

The vendor’s kitchen table 
during the first visit. 

“May I ask you …have you considered using just one agent to sell your 
home? I think it’s important that you understand some of the real 
benefits you would have with a sole agency listing. There are five things 
that we have found are very important to people. 

The first is commitment. We make a commitment to you to provide 
you with our highest level of service and promotion. You will know 
exactly what to expect and can count on getting it. What’s more, we 
will be looking to getting you the very best price possible. This does not 
happen with a general listing. Because agents are actually in competition 
with each other, they’re more interested in getting a sale – any sale – to 
ensure their own commission, rather than getting the best sale for you.

The second is accountability, and this is really important, because it is 
something you simply will not get with a general listing. I will put together 
a comprehensive market plan for you, one that fits your situation, and I 
will be both responsible and accountable to you for carrying it through.

The third is security, and we find this is increasingly important to 
our clients. With one person in charge, we have complete control over 
access to your property and can set up and manage buyers’ inspections 
in a way that suits your family’s routines and schedules.

The fourth is co-ordination, and this is particularly relevant to your 
home and the present market. If there’s strong interest or multiple 
offers, we can co-ordinate and control things with the aim of getting 
the best price possible for you.

And last...an exclusive listing offers you flexibility. There is one agent 
in charge and if you want changes made or the situation alters, you 
need only contact one person and any changes in the marketing plan 
or promotion can be done quickly and efficiently.

The vendor has expressed 
misgivings about giving you 
an exclusive listing

To demonstrate the education 
statement about exclusive listings.

To be clear and concise.

To convince the vendor to open up 
to the idea of an exclusive listing.

Educating the Potential Vendor to Listing Exclusively
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Once you have had a chance to do the role play… get a partner or friend to role play with you, 
or even better still, a local agent who might be a friend. If you are working with a manager as 
part of Quick Start, use this as a reason to talk to them. Ask if you can come to training sessions, 
especially if they involve role play.

And if you have taken the mentoring with Quick Start, then talk to the mentor and ask if they 
could help set someone up for role play sessions with you.

Obviously women do this better than most guys and that along with empathy is one of the 
reasons women have made such a sensational entry into this business in the last 20 years. You 
need to be able to balance several deals on the go at one time. Several potential listings coming 
in this week, 3 negotiations going on and a hot listing that a lot of buyers want to go and see, 
and you need to be the psychological fit I just talked about AND to be able to multi task.

1.7  I THINK MULTI TASKING IS IMPORTANT IN THIS ROLE.
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Chapter  5 : 
YOU COULD BE A STARTER IF…

You are match against the Caliper Profile for Sales.

You are well known in an area

You have a large database

You have already been a successful sales person in any other industry. 

1

3

4

2

There is more on this, how it works and what to expect in chapter 11. You will be measured 
against high performers in the industry. If this profile says you are a match for the role (it will 
measure you for sales, admin and property management), then the chances are… you will be. It 
will give you an overall percentage as a match. It must only be used as an indication as to your 
potential. It is not the be all and end all. But, it is an important indicator. This profile will also 
show the traits that you have that can be developed. Mentoring in Quick Start can help with 
this.

One of the things we see time and time again is a sales person succeeding where they are well 
known in an area. You may have simply grown up in an area and have lots of friends and family 
who will support you there. Or you have run a business, a cafe or gym, and are known to a lot of 
people through this. With social marketing now, you can converse with these people instantly. 
Letting them know what you are doing is easy, and if they then support you… you are on your 
way.

Hand in hand with being well known is having a large database. This can come from a couple 
of areas:
a). Obviously family and friends.

b). From another life, ie. your past business or work place. If you haven’t got the message yet, 
data is huge in this business. So if you can legally bring a database with you that you can start 
conversing with… you are on your way.

John Wareham, an international recruiter for huge companies says:

Now again, not the be all and end all. But I get it. If you have been successful, high earning (or 
not!) in sales, the chances are you will be a star in real estate.

Show me what you have done and I will show you 
what you will do!“ “
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You are comfortable with self promotion.

You can pick up the phone or talk to anyone!

Another big one. You need to be strong psychologically. 

Money is not too big an issue! 

It is worth saying as part of all of these traits, that simply a love of talking 
to and working with and FOR people is a huge indication you will be great 
in real estate. 

5

6

8

9

7

It is my experience that this industry is “self obsessed”. The answer to most marketing is to 
simply send another photo of yourself out to the database. Not what we require. But there is 
definitely some healthy self promotion required. I see some people come into the industry who 
simply are not wired that way. In my experience you probably won’t make it. Making yourself 
the agent of choice in an area is a huge part of securing ongoing listing appointments. My 
experience is woman do not do this as well as men do. They, in some cases, are more reluctant 
to “beat their chest”. The good news is this can be taught. So just reflect on it as you are thinking 
about whether you can make it in real estate.

Now this is a big one. If picking up the phone (to anyone!), and cold calling, re-calling, staying 
in contact with people, finding yet another reason to contact someone again, just to see how 
they are travelling - if none of this bothers you and if in fact, like some people, you are saying 
to yourself…bring it on!, then this is 1 more attribute, but an important one, towards making it 
in real estate.

Let me explain this. Real estate has highs and lows, if you are good at it. You can sign up 4 
houses in a week, with a gross commission of $50k attached. In the following week, all the sales 
can simply fall over. You lose the lot. Just 2 weeks ago, I was working with a client who had just 
had 6! Yes, 6 sales, fall over in the course of a week. That would be around $70k for her. Now 
she will sell them all again, but the hit you take is huge. The psychological downer this can 
create is too much for some people. Reflect on how you will be. You need to be able to sustain 
these low points and come back the next day. We can measure for your ability to do this in the 
Caliper profile (Chapter 11).

So what I mean by that, is that you should not come into the industry if you are really going to 
be relying on the monthly retainer. It is my experience that most take several months to get 
financial in the job and that is if everything goes really well and you list and sell fast within the 
first few months. Realise, there is a real lag before you actually get ahead and start drawing 
more than the retainer. Sometimes, even the best can take 6 - 12 months to get ahead and get 
to first base where they are receiving cheques instead of statements.

Note: I didn’t say a love of HOUSES! I said a love of PEOPLE! It is people first, their circumstances 
second, and their property third. Understand that and you are a big part of the way there.
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Now it gets even more interesting… If you have already worked out what the retainer is, If you 
have worked out you COULD, if you had to, LIVE on that retainer, then, there is something else 
that I find… If you are mentally working for the retainer, the chances are you are not right for 
this business. When you were reading about the retainer just minutes ago, what went through 
your mind? What did you think in chapter 3 when you saw the retainers paid in each role? If you 
were comfortable with that, then this is not your industry.

If on the other hand ,you went right past it and thought, “Well that’s irrelevant as I am not 
coming for a retainer, I am here for way more than that”, then you have the mindset we need 
in the industry.

Interesting. In my opinion it is not worth coming into this business for less than around $150,000, 
absolute minimum, and that is to you before tax. It is not worth giving up your weekends and 
evenings for less than that. You are better to go get a routine job where you can have a life as 
well.

If you want something you’ve never had, then you’ve 
got to do something you’ve never done.“ “
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It’s worth making this point here…
Your first listing in my experience will come from someone you know. 
It will be a friend or family member that will trust you to send someone to you. That is why in 
Quick Start we get you to design what we call a “booster”. You see, most of your friends and 
family won’t actually trust you that quickly to do an amazing job. The booster system puts them 
firstly, on a database, and then converses with them to convince them very quickly that you 
have what it takes to get the job done. It’s a simple way to let them see you are “on it”.

Finding other listings.
So we have already made it very clear that listings is the key to the whole business. So… how do 
you find them? What do you have to do to get the listings coming in the door?

There are dozens of ways to do this and we teach them in Quick Start. What I want to do in this 
book, is to give you an understanding of how prospecting works overall.

This is the database marketing you put in 
place, the conversations you have with people 
in your area, people you know, and people 
you meet through contact on the job (open 
days etc). These conversations are obviously 
starting to happen now through social media, 
as Facebook and Google become the 2 biggest 
advertisers in the world. These systems must 
happen regardless. For example, each time 
you take a listing there are 5 conversations we 
have around that listing.

A) I’m letting you know we have just listed 
something in your area

B) That house I told you about is open this 
weekend

C) The auction is this Wednesday in our rooms.

D) New price set in your street, we are in the 
process of selling it.

E) All done and dusted. I won’t bother you 
again, but if we can help in anyway…

This is about the way you conduct yourself as 
you go about the business. Meeting people at 
opens, talking to buyers on the phone, taking 
them to homes, prospecting in its many forms 
is about this. Door knocking, going to garage 
sales, simply cold calling… all about talking 
face to face with people.
If you have these 2 systems in place and 
functioning well, you will be on your way.

There are 2 main strategies to prospecting:

The marketing system you have in 
place. 

The personal contacts that you 
make. 

Chapter  6 : 
YOUR FIRST LISTING, THEN OTHERS…

1. 2.
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There are 4 main methods we teach around prospects. 

Great place just to let you get a feel for what they are. As you read through these, just keep 
reflecting on how you would go in these situations.

How you work with existing listings.

I still think it is the number 1 way to create more listings. The way you actually work

How you manage your existing enquiry is crucial. 
Again this is people you have met at open days, on the phone, in the office and so 

Greenfielding

on. The ongoing conversations you have with these potential sellers, especially, are the hub of 
the business. Most sellers have contacted you or someone in your office already, long before 
they are going to list their home.
We have you put them in a “pipeline” and show you the way to keep going back and back to 
them without just pis**ng them off!

Massively important, especially when you first come into the business. This is finding new 
people to talk to basically.

This system is about the total conversations you have with your databases. 
A lot of this is now taking place through social media and we teach an entire social 
media training system for real estate in Quick Start. However you come into the 
business you will need this.

It is all about how you converse with:
 Buyers
 Potential sellers
 Current sellers
 Buyers who have houses for sale
 Friends
 Advocates.
We will give you a lot of ideas around this in the Quickstart program.

with a current seller. It is about what we call “touch points” along the sales process. It starts at 
the very beginning when a potential seller calls you or you meet them at an open. For me it is 
about how much you are “present”, and, how well you actually listen to them. 
If your touch points are different enough and meet the needs of your clients along the 
transaction, then they will refer you. We teach mindful listening and the correct touch points 
in the Quick Start program.

1

3

4

2

NOTE: A LOT OF CONVERSATIONS ARE NOW BEING DONE THROUGH VIDEO. REFLECT 
FOR A MINUTE ON HOW YOU MIGHT OR MIGHT NOT BE COMFORTABLE MAKING VIDEOS 
TO TALK TO YOUR CLIENTS IN AN ONGOING WAY.
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There is a saying I use:

Volume creates volume.
I.e. the more listings you have, the more people you get to talk to.
And this, in turn is where you will find your new listings. So once you have become an established 
agent, you’re on your way.

The big prize is: CALL INS!
And these will come eventually if you pay attention to 1) above.
But until then, you will be greenfielding. Going out and literally FINDING your first listings.

Some of the ways you will be doing this:
We understand there area lots of variations of prospecting and it will depend on the company 
you go and work for. Some will help you with your first listing. But to start with you should get 
your head around the idea that you will be finding your own listings from the start. That way 
you are covered. If the company can help… fine, but otherwise you’re on your way.

Building data
Can be done now digitally. Databases can be built quickly using the methods we teach in Quick 
Start.
Also done by literally knocking on doors. We will teach you consultative “giving”, reasons to talk 
to people that won’t just pi** them off.
Can be done through cold calling people in your area as well.

Marketing
Again, we will show you how to do digital marketing, but there are many other forms of this.

Start a database from the start. 
People who you know will help you. Might be from another life (job). We show you a booster 
program to use to get these people on side and referring.

Letterbox drops. 
Normally the content is provided by your company.
You may need to invest in these depending on the company you join.

Whichever way you do it, you need to plan out a year in advance. There is a 
program and a Prospecting Plan in Quick Start for you to do this with.

You will do what we call house centric marketing. 
This is where you take your first listing. Then we do 5 conversations with the residents around 
that listing. 
Again, it is your tenacity, your energy, your skill set, in finding these listings for sale, that will 
have direct bearing on your income.

NOTE: WHILST WE HAVE SAID PREVIOUSLY THAT IT IS GREAT IF YOU ARE WELL KNOWN 
IN AN AREA, THERE ARE MANY INSTANCES OF PEOPLE COMING INTO AN AREA, SIMPLY 
GOING FOR IT ON ALL FRONTS AS DESCRIBED, AND MAKING SERIOUS MONEY WITHIN 
2-3 YEARS.
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HOURS AND ENERGY
This is an interesting topic in the real estate industry.
I teach a lot about meditation, awareness, and balance. It seems to me that to devote your life 
to become the best real estate agent in Wagga Wagga is not really the point.
What does make sense to me is that you make great money, huge money in some cases and 
have a great life to go hand in hand with it.

He is right.
On top of that, there is not much point in making the money, but then losing family or friends 
because you don’t know when to stop work.
This business can become addictive.
The Buddhists say we are always looking for our next. When I get “over there” all will be fine. 
They also say that in most cases when we get “over there” all we get is the view of another ”over 
there”. It is also called chasing the horizon.
You don’t want to do this.

Quite frankly you can work as many hours as 
you want. I have clients that find it impossible 
to turn off. They work 7 days a week, 12 hours 
a day. Nuts! And we spend a lot of time and 
counselling to get them off that.
Generally, it is my experience, that when you 
get this right, then you can make serious 
amounts of money in 5.5 days. That means 
something like Sunday off, work all Saturday 
on open days, and then another day off during 
the week. Or at least another half day.
I have top, top agents who will not work 
Thursday or Fridays. This is smart. They do 
very well in the time that they do work.
So what would you be like? 
What is your personality? 
How compulsive are you? 
I have clients that I need to teach what to do 

My friend Fred Gross says…

Hours to work

So don’t make choices yet. If you have young children or a family, it is still possible to 
have it all!!

THIS IS NOT YOUR LIFE… IT IS WHAT FUNDS WHAT 
YOU REALLY WANT TO DO WITH YOUR LIFE“ “

on their days off. They have no comprehension 
of what they even could do.
So where will you be on this spectrum?
My wish for you, and I promise it is entirely 
possible, is that you earn the $$ you want to 
earn (no ceiling except the market you are in) 
in 5.5 days.
It is also worth noting, that the more you earn, 
it seems, the more holidays you actually can 
take.
Later on in this book, I talk about the growth 
path of a successful agent. This is all about 
taking on assistants and we have a model that 
we teach to grow your business using this 
assistance. This is the key, that means the more 
busy that you get, the more time off you can 
have. Because you have others doing some of 
the work for you.

Am I suited to Real Estate?



Chapter  8 : 
 $$
It is important that you understand how the whole system works.

Firstly, it depends who you actually go to work for, as to EXACTLY how you will be paid.

There are many, many systems and types of remuneration packages within the industry.

But ,mostly you will be offered a debit / credit system. This simply means you will be paid a 
weekly wage:

Property sales associate - first 6 
months experience

Property sales associate - after 6 
months experience

Property sales representative

Property sales supervisor

Property management associate

Property management representative

Property management supervisor

$694.90

$719.20

$736.70

$847.40

$742.90

$785.00

$901.40

AWARDS:

ADULT
FULL-TIME & PART-TIME

CLASSIFICATION WEEKLY PAY RATE

The first thing to understand, is how the commission is charged.

This varies in each state and in fact in each company. Some charge as low as 1% of the selling 
price, whilst in some areas, the commission can be as high as 3%.
In general, the best way for you to do your figures, is to base it on 40% of the total amount 
you bring in as commission.

So, the commission on a 1 million dollar sale at 3% is obviously $30,000. GST is on top of that.
Ask any agent what the normal commission range is, in the area you want to work.

Am I suited to Real Estate?



There are many other factors you will need to take into account when you get started:

 Franchise fees can come off the top of a commission.

 Some organisations charge a fee for a desk.

 Whether you are getting super on top of that percentage? Is relevant.

 But in the meantime lets work it out on 40%.

It is simple…

If you get paid $3500 for the month as a salary, but bring in zero, then you are behind $3500. 
If the following month you bring in the equivalent of say $7500, (your 40% share) then you will 
receive NO commission, but will have been paid 2 months of $3500. 
So you are even with the company.

If, on the third month, you bring in the equivalent of say $10,000 on top of the $7500 the month 
before, then your ledger will look like this:

So, in the first three months you would receive the difference between the $17,000 you brought 
in, and the $10,500 you have been paid.
So you would receive $6,500 over and above the salary paid.

Some organisations pay salaries that are higher than the award. What this normally means, is 
that you receive less of the commission than say 40%. You get more each month, but less of 
the commission in return for that.
All of this will unfold as you get closer to being employed.

Do your figures… Find out the average sale value in the area you want to live. Then ask agents 
what the normal commission charges are  i.e.  1 -4%. Then work out how many sales you would 
need to make to make say $100,000. Then $200,000 and so on.

How many sales do you need to make each month to get a minimum income Acceptable to 
you……out
Example
Average commission charged in the area I will work 2%
Average sale price: $700,000
Average Fee is $14,000
40% of that is $5,600
I want to earn $200,000
The number of listings + sales required = 36 or 3 a month.

Income (say 40% of total commission brought in). 

Salary paid
Month 1:     Zero,    $3500.  
Month 2:     $7500,    $3500.  
Month 3:     $10000,    $3500. 
Totals:     $17500,    $10,500.
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When we train new agents in the job, one of the first things they must go through, is what we 
call “The 21 realities”.

These are the basic thoughts and philosophies that will govern how you go about making a 
living in  real Estate.

I have re-printed them here with some additional explanations  for you.

The real estate market is like all other markets. It consists of buyers and sellers, stock or products 
and it operates on supply and demand. You can work with it, but you cannot control it.

If the price reflects the accurate market value of a residential property... any property will sell 
given enough time. This is a key fact in pricing and holding a listing in a slow market.

Am I suited to Real Estate?

Chapter  9 : 
THE 21 REALITIES OF REAL ESTATE

REALITY #1 - 

REALITY #2 - 

The following are the TWENTY-ONE REALITIES or truths 
of the real estate industry. These are universal facts that 
impact every part of the work you do and are the basis of 
Consultative Selling.

I think it is worth you reading them to see how they sit with 
you in terms of what you THINK the job really is

THERE IS A MARKET OUT THERE AND IT IS BIGGER THAN ALL OF US

ALL PROPERTIES SELL, IT IS JUST A MATTER OF TIME AND ASKING PRICE.
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You cannot sell someone something they do not want to buy. Success in this business comes 
from listing and marketing houses. The houses sell themselves.

People buy because of the house, not the company or salesperson who is selling it.

REALITY #3 - 

REALITY #4 - 

WE DON’T SELL HOUSES

BUYERS FOLLOW HOUSES
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Vendors initially select a company based on referral, personal experience or their perception 
of the company through advertising or promotion.

Vendors also select individual agents based on the same reasons they select a company.

Referral, personal experience or through personal promotion.

REALITY #5 - 

REALITY #6 - 

VENDORS FOLLOW COMPANIES

VENDORS ALSO FOLLOW INDIVIDUALS
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This is generally true in all buy & sell situations. The key to understanding this is to understand 
the difference between a person’s wants and needs. Many people make real estate decisions 
based more on wants but explain them in terms of their needs.

Surveys around the world have shown this to be true. Most people value a superior product or 
better service and will if they can afford it, pay more to acquire it.

Buyers, Vendors and Buyer-Vendors. The last are people who want to buy a new home and 
have a home to sell at the same time.

Anyone who has been working for awhile in the business develops a good sense of which 
listings will sell and which won’t. The goal is to learn to see what factors contribute to sales and 
the length of sales and apply that knowledge when you are taking a listing.

Buyers, vendors or sellers.  Or sales.

REALITY #7 - 

REALITY #8 - 

REALITY #10 - 

REALITY #11 - 

REALITY #9 - 

MOST PEOPLE BUY ON EMOTION AND JUSTIFY WITH LOGIC

MOST PEOPLE WILL WILLINGLY PAY MORE FOR A BETTER SERVICE OR 
PRODUCT

THERE ARE THREE TYPES OF PLAYERS IN A RESIDENTIAL MARKET.

ANY EXPERIENCED CONSULTANT CAN PICK THE LISTING THAT WILL SELL 
IN ONE, TWO OR THREE MONTHS.

ALL REAL ESTATE ACTIVITY PRODUCES ONE OF THREE THINGS

We cannot become what we need to be by remaining 
what we are.“ “

Max DePree
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It is a fact that within the real estate industry the listing agent gets a portion of the commission 
whether they sell the home or not. Logically, if you have the most listings, you will have the 
most sales.

If all correctly priced properties will sell in time and the best lister is the best seller... then this 
reality is the obvious conclusion.

REALITY #12 - 

REALITY #13 - 

THE BEST LISTER IN THE OFFICE IS THE BEST SELLER.

INCOME IS ONLY LIMITED BY THE NUMBER OF GOOD LISTINGS THAT 
ARE TAKEN.
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Price and time are the essential factors of a sale. Competition and demand impact the time, 
but if a property’s price is correct it doesn’t matter what it is or where it is located

1. List / Sell ratio: What percentage of your listings sell?
2. Presentation / List ratio: How many presentations result in listings?

What clients can achieve is dependent primarily on the market. As Reality #1 states... you 
cannot control or change the market and you are not responsible for it. All you can do is help 
your clients achieve the best possible result within the limitations of the market that presently 
exists.

What clients can achieve is dependent primarily on the market. As Reality #1 states... you 
cannot control or change the market and you are not responsible for it. All you can do is help 
your clients achieve the best possible result within the limitations of the market that presently 
exists.

REALITY #15 - 

REALITY #16 - 

REALITY #17 - 

REALITY #18 - 

A SALEABLE LISTING HAS NOTHING TO DO WITH ITS PHYSICAL 
DESCRIPTION OR LOCATION.

REAL SUCCESS IN THIS BUSINESS CAN BE MEASURED AND QUANTIFIED 
IN TWO WAYS.

YOU ARE NOT RESPONSIBLE FOR THE MARKET OR THE IMPACT IT MAY 
HAVE ON YOUR CLIENTS.

PEOPLE COME INTO THIS BUSINESS AND SETTLE ON A FINANCIAL 
PLATEAU AND THIS WILL NOT CHANGE UNLESS THEY SIGNIFICANTLY 
CHANGE THE WAY THEY WORK.

As your listing portfolio grows, so does the flow on effect of new listings from that. You meet 
more buyers who have houses for sale. Potential sellers see your activity and call you.

REALITY #14 - 

VOLUME CREATES VOLUME.
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Expert market knowledge means determining and tracking the three basic parts of the market.
1. The Volume.
2. The Value.
3. The Activity.

There is a difference between work and cost-productive work. Working with unmotivated or 
unreasonable clients wastes time and opportunities.

It is a tragic mistake in this business to work on the assumption that they are. On close 
examination, most problems with people come from the fact that they are emotional or 
misinformed. Both of these things can be dealt with by using logic and empathy.

REALITY #19 - 

REALITY #20 - 

REALITY #21 - 

SUCCESSFUL LISTING AND MARKETING ARE ALWAYS DEPENDENT ON 
HOW WELL YOU KNOW YOUR OWN REAL ESTATE MARKET.

ALL BUSINESS IS NOT GOOD BUSINESS

PEOPLE ARE NOT STUPID
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Chapter  10: 
A GROWTH MODEL… REFLECT ON 
THIS…
I teach a model of growth. That’s what I do, I am a growth coach. There are 4 parts to growing 
any business. I want to share them with you here briefly. Reflect on them in terms of your skill 
set and how you see this business.

GROWTH

GATA
GROWTH ACTIVITY VERSUS 
TRANSACTIONAL ACTIVITY

AWARENESS

ACCOUNTABILITY

CAPACITY
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It was once said, that there is no change, no growth, without awareness. Awareness is basically 
being conscious to what is happening for you at any moment. Being present, to what you are 
doing and how that fits, with what you actually deep down WANT to have happen.

It means stepping outside your business and becoming like a “witness” to what is happening, 
taking a birds eye view of what you are doing. If there is a change to make, you will only become 
“aware“ of it by doing this.

There are lots of ways to become more aware of how you are operating. Meditation is one of 
them and we teach that in Quick Start, as a gateway to awareness.
If on the other hand, you just keep battling away, you just keep burrowing down the same hole, 
without any sort of consciousness, then there is no awareness. 
The wonderful saying “sometimes we just don’t know what we don’t know” comes to mind in 
this space and is appropriate. Simply put … no awareness no change.
It is in awareness that we teach planning, goal setting and more.

This is where we take a look at what it is 
that actually grows your business. What 
single activity do you do that grows your 
businesses book? Not the income or 
book you already have, but finds more 
business… New business… Gets those 
prized “call ins”.

In real estate, there is only 1 thing that 
grows the business. It all comes under one 
heading… prospecting.

We have discussed the 2 main strategies 
for prospecting in chapter 6 and then 
briefly outlined the 4 main methods 
of prospecting, including giving great 
customer service. Measured against that, 
is the transactional activity you do on a 
daily basis.

It is my experience that 98% of this industry 
spends 98% of their time on transactional 
activity… or… STUFF!

1. AWARENESS

2. GATA. (GROWTH ACTIVITY VERSUS TRANSACTIONAL ACTIVITY)

This is the number one thing I coach in. 
Doing the right thing at the right time and 
not getting bogged down in detail. 
Of course STUFF has to be done. Some of it 
has to be done everyday! But we will show 
you how to structure your day to get this 
right and not get caught in the stuff.

This is why the number one silver bullet I 
have already mentioned is 90% of getting 
real estate right.

If you can comprehend the importance of 
prospecting. Of not stopping it each day, 
no matter how busy you get, then you will 
have mastered one of the biggest issues in 
growing your business. So, reflect on this 
now.

• How are you with delegation? 
• Do you get bogged down in the  
detail or can you take a bigger strategic 
view?

The good news? Is that we can help with this.
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3. CAPACITY

4. ACCOUNTABILITY

This is the measurement and awareness (there’s that word again), of how busy you are at any 
time in your career and how much capacity you still have.

This brings up an interesting topic.

BUSYNESS! 
I coach sales people through “busyness”.

What that means is, in any job or even in any project you are tackling, there is a point where 
you are comfortable. You are coping just fine and have the time to get all your work done in the 
allotted time you have. (Comfortable). Then you get to where you start to become busy. Then 
too busy. Then busy and stressed.

What I see is you have 2 options at this point. You can either contract, pull back and fix the 
situation by becoming (comfortable), or you can OPEN into the busyness and go through. 
This takes awareness and strategic thinking. 

It involves measuring and staying aware of… not the work you are doing, but the work YOU 
HAVE COMING IN. We measure that through your pipeline. THEN YOU GET HELP.

Your capacity is something that needs to be managed.

Just out of interest your approach to this “busyness” is a major issue in just how far you will 
go in real estate. You see ,we can teach you 59 different ways to find listings, but your regard 
to when you are “busy” is a show stopper. What I also know is this is how you have been 
programmed, since you arrived on the planet.

How we can change that programming is for another book. But reflect now on how you handle 
“busyness” in your current employment. Do you have a level at which you simply stop opening 
and start to contract? How do you think that will play out in real estate??

The fourth part of the growth model I teach, which 
can be applied to any business is accountability.

A lot of agents believe that they would be great in the 
business if they were just kept accountable. I don’t 
think this works. It is like going to a gym program or 
a weight loss program. If you have not “opened” in 
your mind to the possibilities, if you do not believe 
subconsciously that you are capable of losing that 
weight, getting that fit, or making that income, then the 
one thing I know for sure, is that all the accountability 
in the world will not last. As soon as the program 
finishes, as soon as the coaching stops, you will go 
back to where you were.

RULE: YOU NEED HELP BEFORE YOU NEED HELP!
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I believe what you need most, is the understanding of what is actually happening both to 
you AND to you within the industry. If you have awareness, if you totally get the difference 
between growth activity and transactional activity, and if you get your “busyness”, then an 
internal intelligence will kick in and you won’t need the level of accountability that you thought 
you did.

SO ONE THING TO CONSIDER UPON GOING INTO THE 
REAL ESTATE INDUSTRY IS THAT IT IS A FANTASTIC PLACE 
TO FACE YOUR LIMITING BELIEFS. HELP IS HERE WITH 
A NUMBER OF COACHES AND ORGANISATIONS. IT CAN 
BE A FABULOUS JOURNEY, FREEING UP LIMITATIONS, 
REFRAMING BELIEF SYSTEMS AND CHANGING THE 
OPTIONS FOR YOU AND YOURS.
NOT MANY INDUSTRIES OFFER THAT AS A BASE!

If you change the way you look at things, the things 
you look at change.“ “

Wayne Dyer



Chapter  11: 
THE TEST THAT MANAGERS WANT 
YOU TO TAKE…

THE CALIPER PROFILE: 
A WAY TO MEASURE YOURSELF AGAINST TOP AGENTS.

Remember, as I have said before, this is not the be all and end all, but is a great 
way to measure yourself against top agents.

The Caliper Profile is a personality 
assessment that accurately measures an 
individuals’ job performance potential, by 
showing whether a person has the natural 
strengths, motivations and potential in key 
competency areas for a role. 

This personality assessment, backed up 
by more than 55 years of research and 
refinement, measure’s 23 personality traits 
which tell us an individual’s hardwired 
strengths, motivations and potential for all 
real estate roles.

The measures in the assessment describe 
what we call default characteristics of 
personality, or hardwired personality 
characteristics. They are the behaviours 
you might demonstrate when there is no 
requirement for you to perform in a certain 
way. The profile does not measure adaptive 
behaviours, training or experience you may 
have. So, the behaviours you have learnt 
to show or how you adapt in particular 
situations when something is not natural 
to you.

We look at your scores for each of the 23 
traits on a scale of 1-100, scores between 
1-40 are low, 40 - 60 moderate and 60 - 100 
high. High or low scores are likely to have 
a strong and consistent impact on your 
behaviour. Low indicate that that particular 
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trait may require effort from you in order 
to display the behaviours associated with 
it, it doesn’t mean you can’t do it, it is just 
uncomfortable and effortful for you. High 
scores indicate that that particular trait is 
something you are likely to display at any 
time and is comfortable for you, is second 
nature.

Low scores require effort, so you may need 
to learn some adjustive behaviours, get 
some training on how to do that or you may 
need to “outsource” that area. 

The one thing that can change the way you 
behave is motivation, and when you have a 
motivation to act in a certain way, it doesn’t 
matter what your natural characteristic is. 
The one thing we do know however, is that 
the change in personality only happens 
when the motivation is there, and in the 
long term, we see motivation only being 
consistent for a period of 12 - 18 months, 
thereafter we tend to start going back to 
our default characteristics. 

Personality develops throughout childhood 
and our personality sets in around our mid 
twenties. This means, that if you are in 
your early twenties or late teens, that the 
assessment will be accurate for that period 
of time that you take it, but your personality 
can still change, through experience and 



Peter’s 4 areas to look for!

There are 4 key traits that we look at for Real Estate Sales, if you have these, we can say 
that you likely be successful in a Real Estate Sales Role.
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Out of the 23 personality traits measured in the Caliper Real Estate Sales Profile, by far the 
most important trait measured in successful real estate agents is ‘Ego-Drive’. The X Factor.

This unique Caliper trait measures whether an individual is internally motivated to persuade 
others to say ‘yes’ to their proposals. More than any other industry that Caliper Australia 
works in, this trait proves absolutely essential in real estate. It doesn’t matter whether the 
person is friendly, sociable or presentable – if Ego-Drive is missing from the profile, we don’t 
expect to see high performance in real estate sales.

Aggressiveness is not defined as aggression but is most effectively thought of as an emotion 
based way of responding. This emotion based response may be expressed in different ways 
as reactivity or emotionality, as passion for the topic at hand, and as willingness to fight for a 
point of view. The inclination to push forcefully.

Aggressiveness teamed with a good level of self discipline, empathy and thoroughness is a 
valuable trait to have in a Sales Person.

Assertiveness is the potential 
to communicate information 
and ideas in a direct manner. 
Sales people with high levels 
of Assertiveness will be able to 
communicate their ideas and 
opinions to influence a person’s 
decision to either buy or list with 
them.

1. EGO DRIVE

2. AGGRESSIVENESS

3. ASSERTIVENESS

learning that you have thereafter. It is still good to do it at this age as it gives you insights 
into your strengths at that time and will give you indicators as to whether you may want 
to expand areas of strength for real estate.



Am I suited to Real Estate?

Sales people with high urgency have the tendency to take quick action. They have an inner 
need to get things done in order to obtain immediate results. They are driven to act quickly 
and have the willingness to ask directly for a commitment.

3. URGENCY

NOTE… 
if you are signing up for Quick Start with mentoring, you 
will get this profile done as part of that course.
You will as part of that receive a 15 minute verbal feedback 
session from our qualified Caliper mentor, talking you 
through what the profile said, you as a match for sales, 
and some traits you will need to be mindful of as you 
grow in the business.

A goal should scare you a little & excite you A LOT!“

“

Joe Vitale



Am I suited to Real Estate?

Choosing an agency to work with is a big step in getting started well. Check in on the chapter 
on “the area you will work in”. 

Together, you will get a total perspective on how to make sure that there is enough actual 
business in the area to make the living you want to.

Here is a list of all the questions you need to get answers to when you are interviewing a 
manager, as you are deciding where to work.

The guidelines below apply whether you are new to the industry or changing companies. Your 
decision is not (or should not) be about money. There are many other considerations to look 
at first.

CHOOSING AN AGENCY TO START WITH.

Chapter  12: 
SO, WHAT DO YOU NEED TO GET 
STARTED?

How to choose a company to work for

Who owns the company?

What areas do you work in, exactly?

Where can you not work?

What is the average commission charged in this area, 
in percentage terms and in dollar terms?

How many sales do you make each month?

How many sales are made in this area generally?

What is your market share? What strategies are you 
putting in place to grow the market share?

How many property managements do you have?

GENERAL
Here are some questions you could ask any owner or manager of a potential company you 
are thinking of working for.



Am I suited to Real Estate?

COMPANY TRAINING CULTURE

 COMPANY TRAINING FOR NEW SALESPEOPLE

 COMPANY SUPPORT

What training do they have in place for new sales people?

When do they conduct training?

Is their training consistent?

What, or whose, system do they use?

What other training resources do they have and would you have  
to them?

Do they have a training room?

Do they use any online products?

Do they do business plans? If so, ask to see one.

What outside training events do they attend, if any?

How do you get trained in the first month?

Do they use Quick Start??

How are you trained after that?

Can you buddy up with someone?

Who does the training for the new people? Ask to meet them.

Is there an ‘induction’ process?

What audio/online resources will you be given?

Does the manager do one-on-ones with the team?

Does that include you? Ask to meet the sales manager.

How regularly is support provided and what is the structure?

Who is the person that will help with complaints, negotiation and 
pricing?

How are you covered while you are away?

Does the company employ any outside coaches??
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WHAT IS THE COMPANY’S STRATEGIC ADVANTAGE?

COMPANY SALESPEOPLE

HOW DO THEY LOOK AFTER PAST CLIENTS?

COMPANY TECHNOLOGY

WORKING ENVIRONMENT

Why should someone list with them?

What is done through the company and what are you expected 
to do?

What does the number one salesperson earn?

What is the average income overall?

How many salespeople have PAs?

Do they agree with employing PA’s?

Ask to meet a couple of salespeople.

What other coaching goes on?

What system do they use? Ask to see it.

What is the company’s mass mail-out capability?

Does everyone in the company put all their buyers into a central 
database?

What technical support does the company have? Who does the 
training?

Who fixes breakdowns?

Do you get an office?

When can you get an office? At what level?

Is it easy to work in the company’s physical environment? Ask to 
see around.

Is there somewhere you can go to work alone?

What are the arrangements for parking?
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COMPANY PAYMENT PLANS

VENDOR INVESTMENT PACKAGES

CAREER PATH

What is their payment percentage?

Is it transparent for all?

What do you have to pay for?

Ask to see their programmes.

Do they have the biggest advertisements available?

Will they help you with a career path?

What about if you want to be an auctioneer? Is that possible?

What about if you want to train people?  Is that possible? What 
about outside the office? And the franchise?

What about if you want to get into sales management? Can they 
help?
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NOW, IS THIS A COMPANY YOU WANT TO WORK FOR? 
ABOUT THE AREA YOU WILL WORK IN…

How to work out how much potential income is in an area:
You can find these facts out by talking to a manager / owner of any real 
estate office near you. It is a great way to see how they respond to you 
and a great way to get to know them. Take an area you are looking at.

HOW DOES THAT LOOK 
MEASURED AGAINST THE 
INCOME THAT YOU ARE 
DREAMING OF?

Find out the number of sales made in the area, in the last 3    
years

Take an average number over the 3 years.

What is the average sale price?

Assume an average commission. (Talk to us if you can’t find this 
out)

Presume 20% of that market place, in $$

Then take 50% of that as YOUR income.

If 20% of that market is MORE than what you 
are after great. But if it is only 50% of that, then 
there is a problem.

So then you need to look at how you will bridge 
the gap…

Where is that extra income going to come from?
Either you need a bigger area, and if that is not 
going to happen, then there is a bigger decision 
to make.

1

2

3

4

5

6
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Chapter  13: 
STARTING OUT

STARTING AS A PA TO AN AGENT
Some who work through this program can end up deciding  that they would be better off 
starting as a PA to an agent, BEFORE they head out on their own.

There are 2 main PA’s that top performers employ.

The first they normally take on is an admin PA. That is very much an admin position, where 
your skills would be centred around the paperwork required to support a top producer. Very 
much centred IN the office and a 9 - 5 job.

The second, is what we call a “Buyers PA”. 
The job role here entails managing the 
buyer enquiry, taking people to houses and 
at an advanced level, doing some of the 
negotiating. 

This is the ideal precursor to becoming a 
stand alone agent. Basically, you will get 10 
years experience in 2 years!! It is a fantastic 
way to learn the ropes and because of 
the volume the lead agent will be putting 
through, you get the experience so much 
faster.

This position can also lead to being 
appointed as an “associate agent” to the 
lead agent. Under this system, you will 
go out on your own, but still be working 
closely with the lead agent. They will give 
you your own area to work in and help you 
take listings, if required. They can also help 
you with re-pricing and any negotiation you 
end up struggling with. For that, they take a 

Admin PA

Buyers PA

1

1

% of the commission overall.

If you are going to do this, and the buyers 
agent is the best way to go for someone 
who wants to become a sales agent, then 
you still need this training. The faster you 
get the scripts, the strategies, the dialogues 
under your belt, the faster you will be able 
to consider going out on your own. You will 
still need to get registered if you want to be 
a buyers PA or an admin PA.
So, it is worth attending any of the free 
webinars or the interview evenings, if you 
are thinking of doing this. 

Caliper measures your profile as to whether 
you are fit for either admin OR a buyers PA. 
Realise, they are very different profiles. A 
buyers PA is basically a sales profile ,while 
admin is obviously detail and organisational. 
If you wish to see which you are suited for 
(some people are suited for both) then do 
the Caliper profile (Chapter 11).
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Some of the best of the best that I have worked with, some for many years, started as 18 year 
olds with real estate companies.

I fully endorse doing this, if you are younger, but have made up your mind that this is what you 
want to do.

You may start off delivering letterbox drops, helping at open days, putting flags up, delivering 
gifts, calling through databases, graduating to calling buyers re houses, cold calling and so on. 
This will lead to you becoming the buyers PA we have talked about, as fast as you are ready. 
Brilliant grounding, as you will be attending training, and get the opportunity to push on as fast 
as you are capable.

You will need your registration early on in the piece.
Caliper is SO IMPORTANT for you to do, so you and your manager can develop the right areas. 
(See Chapter 11)

Quick Start is a brilliant starting base for the scripts, dialogues and strategies.

POSSIBILITIES AS A JUNIOR?

TALK TO US IF YOU HAVE THIS ON YOUR MIND AND SEE 
HOW WE CAN HELP.
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GLOSSARY OF TERMS
Agent. 
A person authorised to act for another (usually for the owner) in the selling, buying, renting 
or management of a property. Commonly used to refer to licensed real estate agents and 
real estate representatives.

real estate sales representative means a person who on behalf of an agent or a developer 
negotiates a real estate transaction irrespective in the case of an agent of whether or not 
the agent is the owner of the real estate involved, and includes — 

(a)    a person who does so as a member of a firm that is a licensee and the holder of a 
current triennial certificate, unless he is also a licensee and the holder of a current triennial 
certificate; and 

(b)    a person who does so as a director of a body corporate that is a licensee and the 
holder of a current triennial certificate unless he is also a licensee and the holder of a 
current triennial certificate; 
Advocates.

Those on your data base that virtually INSIST that their associates list with YOU!

Associate agent. 
Not a PA. Working as an agent under the auspices and the guidance of a qualified sales 
person.

RDA  Real Digital Agent.  
One of our associate companies that coaches sales people, managers and companies 
through to digital mastery.

Digital marketing. 
Pretty obvious but on line, social media marketing.
Landing page. Off shoot of your website, very similar that sells your services and gathers 
data.

Sales person. 
a person who sells goods, services, etc

Manager.
Normally the business owner but can be a sales manager as well.

BDM. 
Stands for Businesses development manager. Normally talking about property management 
sales person bringing in new managements.

PM. Property Management.
Property Manager. Someone looking after up to 250 properties.

GCI. 
Gross Commission Income. How the industry measures success over a month or year.
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GLOSSARY OF TERMS
Buyers PA. 
Buyers Personal assistant. A salaried (normally) assistant working with a sales person 
managing all buyers.

Admin PA.
Admin personal assistant. As it states.
Farm area. 
(BDA) Business development area. The area you will be assigned to make a living in. Market 
in.

Open listing.
 A property listed with more than 1 agency.

Prospecting. 
Whatever you do to find new listings.

Door knocking. 
Going door to door to see where owners are at in terms of selling their property and provide 
street info.

EDMS. 
Electronic Direct Mail.

Drop cards. 
What goes out from agents into letterboxes.

Quick Start. 
Our on line training system for new agents.

Quick Start mentoring. 
On top of QuickStart you can have 90 days personal mentoring. Helping you through the 
roadblocks to listings.

Licensing. 
Formal permission from a governmental or other constituted authority to do something, as 
to carryon some business or profession.

Real Estate Institute. 
The Real Estate Institute of Australia (REIA) is the national professional association for 
Australia’s real estate sector. REIA is a politically non-aligned organisation that provides 
research and well-informed advice to the Federal Government, Opposition, professional 
members of the real estate sector, media and the public on a range of issues affecting the 
property market.

Franchise.
1.the right or license granted by a company to an individual or group to market its products 
or services in a specific territory.
2.a store, restaurant, or other business operating under such a license.
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FAQ ON COMING INTO REAL ESTATE

If I have small children and am on my own can I still make serious money.
I have coached a lot of women who have been left with 2-3 kids and no money. They need to 
get on and make a new life for themselves. And wow! Do they know how to do just that. Caliper 
says everything is distorted by one thing… motivation. And when you are in that position you 
have that in spades! You CAN have the income AND still spend time with the kids in this job. It 
is amazing when you HAVE to get the work done faster or only have until 3pm to get the work 
done how FOCUSED you become.

Now you may also be thinking… I am married… 3 kids… I am an at-home mum or dad but just 
know I could do this. Again don’t CHOOSE 1 or the other. We believe you can have it all. You 
may earn less for a few years until it is appropriate for you to really cut loose, but you can have 
both. Great income and a lot of fun, and more choices for the family.

What if I am moving into an area where I am not well known.
Makes it harder I think. However the best agent I have ever employed did exactly that. She was 
a brilliant educational book sales person and moved to my town.

In the next 18 months she took the place apart and earned huge money in the process. It IS 
in my opinion harder to start from scratch as compared to someone who knows hundreds 
of people in the area, and it might take you longer to get established, but if you follow the 
strategies outlined, and you are a good match in the first place (do your Caliper) then go for it.

How long does it take from scratch to get started.
Getting started in the industry can be happening in a matter of 4 - 8 weeks.
Getting up and running is a different story. That’s why you can do Quick Start while you are still 
in your other job. Get the words, get the strategies, the knowledge BEFORE you start and you 
have a better shot at success. But I would allow 3 -4 months if you do it correctly, until you start 
earning over and above the retainer. Some take a lot longer.

I love sales. Does that automatically mean I can sell houses.
It “probably” means you will learn easily. If you have a core skill around selling, the listing 
presentation is the sell you need to master. But if you have already mastered sales techniques 
in another industry they are well and truly transferable.
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WHAT DO I DO FIRST?

I am only 18 years old. Does it matter?
Short answer is yes it does. However if you are committed to getting into real estate, then look at 
the chapter on starting as a buyers PA. That may be the way to go. Having said all that you may look 
older, conduct yourself really maturely and be the next top agent. So talk to us if you want to give 
it a go.

I am 61 years old. Does that matter?
Countless top agents in this industry are not only in their 60’s but they rock! Some of them are so 
called “late” to real estate. So the answer here is no! It does not matter. My belief is that a 60 year 
old who knows what they are doing and is competent in this space is more attractive as an agent 
than a lot of the younger happy agents with no life experience. Talk to us.

The first thing to do is get your registration. This can be done at 

Quick-start.com.au or you can google any of the Tafe’s that 

provide this service…

Then, you need the scripts, the strategies and the plans. That is 

Quick Start. If you take the mentoring option as well the mentor will 

help you decide which agency you should join. The mentor can also 

help you find an agency who is employing right now. We have over 

10,000 managers on our database.

I have bought and sold several houses and get the feeling I could do a 
better job. Should I do real estate.
Yep, we get that. Please just remember what the actual job is. It is all about “finding” the houses to 
sell. A lot of people think they could do a better job and maybe they could. But when it comes to 
actually promoting themselves and doing the prospecting work, they fall short. Short answer ….of 
course take it further both. Great income and a lot of fun, and more choices for the family.

Your life does not get better by chance, it gets better 
by change.“

“

Jim Rohn



If it would help, e-mail our support team on 
support@quickstartrecruiting.com.au
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