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ACE Intro : “What you didn’t
know; you didn’t know about
real estate” (2 & 3 Hrs.)

ACE Investor 1: Investment
Essentials (4Hrs.)

Commercial Investment

Analysis 1: Understanding
the math that drives
investment (4 Hrs.)

ACE Valuation: BPO’s ,CMA'S, &
what to expect when expecting
a good appraisal (4Hrs.)

ACE Core: (16Hrs.)

ACE Investor 2: Advanced
Investment Essentials: (4Hrs.)

Commercial Investment
Analysis 1 Part 2: Future value,
IRR, and Proforma (3 Hrs.)

ACE Financing 1: Lending
Essentials (4 Hrs.)

ACE Negotiator: The no
nonsense negotiating course
(4Hrs.)

ACE Investor 3: Crunch Time:
Crunching numbers with
confidence (4Hrs.)

Advanced Commercial
Investment Analysis 2:
Evaluating debt over time
in the real estate
investment (4 Hrs.)

ACE Financing 2: Understanding
financing to get your customers
approved (3 Hrs.)

ACE The Most Amazing Product

ACE Negotiator 2: Objection
Obliteration (4Hrs.)

ACE Investor 4: Advanced
Investment Returns and
Projections (4Hrs.)

Commercial Investment
Analysis 3: Real Properties &
Real problems (éHrs.)

ACE Creative Financing (4 Hrs.)

Ever (2 Hrs.)

ACE Close for Life (2 Hrs.)

ACE Negotiator 3: Advanced
Real Estate Negotiation: Body
Language & Beyond (4Hrs.)

ACE Investor 5: Real World
Real Estate Investment: (4Hrs.)

ACE Dealing with the Deal
Killers: (4Hrs.)

ACE Property Manager (4Hrs.)

ACE Contracts: Writing
Contracts that Get Signed
(4Hrs.)

ACE Investor 6: Real Deals &
Returns (3Hrs.)

ACE Buyers Agent Bootcamp:

(4Hrs.)

ACE Managing Distressed
Properties (3Hrs.)

ACE Lead Bonanza: How to

Build and Work your Sphere of

Influence (2Hrs.)

ACE Lister: (4Hrs.)

ACE Investor 7: The long &
short of short vs. long term
rentals (4 Hrs.)

ACE Distressed Sales
(4 Hrs.)

ACE Ethics: Real success the
right way (3Hrs.)

ACE Better than 12% (2Hrs.)

ACE Advanced Lister: (4Hrs.)

ACE Intro To Commercial Real
Estate (4 Hrs.)

ACE Cryptocurrency Meeting
customers needs in a
blockchain world (3 & 4Hrs.

ACE If Men are from Mars and
Women are from Venus where
are my buyer and seller from
(2 & 3 Hrs.)

ACE Inflation: Dealing with
an Inflationary market &
Why Real Estate is the
answer (3Hrs.)

ACE Commercial
Contracting:
Understanding the
Paperwork that Drives

Commercial Deals (3 Hrs.)

ACE Crypto 2: Closing
crypto deals from A to Z

(3Hrs.)

ACE Business Building & Time
Management (2 Hrs.)










WHAT WE WILL DISCUSS



CHAPTER 1



STATISTICS FOR WHY BUYERS SAY THEY USE AN
AGENT



WHAT CAN
WE
DETERMINE
FROM THIS

DATA®C




CLASS EXERCISE: ANSWER THIS QUESTION-
IF THE CUSTOMER IS SCARED, WHAT ARE THEY
LOOKING FOR FROM US¢







CLASS EXERCISE:
WHAT OTHER THINGS SHOULD THEY BE AFRAID OF
THAT AREN'T ON THE LIST®




IF THERE WAS A CHEAPER WAY PEOPLE
WILL DO THAT, RIGHT?



DO YOU THINK THE PERCENTAGE OF PEOPLE
USING AGENTS HAS GONE UP OR DOWN IN
RECENT YEARS<?



THE PERCENTAGE OF PEOPLE THAT USE AN AGENT



THEY NEED US IT
SEEMS, BUT HOW
DO WE MAKE THE
CASE, FOR US, TO

THEM



CHAPTER 2

MAKING THE CASE FOR USING US




ATTRACTING
CUSTOMERS &
BUILDING LOYALTY IS
A VERY IMPORTANT
PART OF OUR
BUSINESS




WE N

=

eD TO HAV

E

OUR CASE PREPPED

EFORE WE EVER M

THEM

=

el

IF YOU FAIL TO PLAN YOU SHOULD PLAN TO FAIL



CUSTOMER LOYALTY COMES
FROM
"THE BIG 3 THINGS™




PEOPLE GIVE US OPPORTUNITIES WE
SQUANDER



EVERY STATEMENT WE MAKE
NEEDS TO SPEAK TO ONE OF THE
BIG 3 THINGS




GETTING IN THE HEAD SPACE
TO MAKE YOU CASE



L .

WE DO AN IMPORTANT JOB & HAV
NEEDED SKILLS




WE WILL DO A GOOD JOB FOR THEM



WE KNOW THE PROCESS



WE HAVE
SPECIALIZED
EDUCATION TO
STAND OUT IN
OUR FIELD










OFTEN T

OPPORTUN

-HE BEST

TY TO MAKE

OUR CASE IS IN
RESPONSE TO AN
OBJECTION






WRITE DOWN ONE OBJECTION YOU THINK [S
A GOOD ONE

WRITE DOWN HOW YOU WOULD HANDLE [T



HAVE A GREAT
MARKET
CONVERSATION
READY TO GO



KNOW THE
FINANCING
OPTIONS
OUT THERE






HAVE PREQUALIFYING QUESTIONS BE
PART OF YOUR CONVERSATION



BEING AN OPPORTUNIST



CHAPTER 3



WE NEED MORE
LEADS!!!









NO ONE ENJOYS WORKING COLD LEADS



HOW CAN WE MAKE OUR LEADS WARMER?



How Buyers found their Real Estate Agent

OTHER

WALKED INTO A REAL ESTATE OFFICE

MOBILE OR TABLET APP.

DIRECT MAIL

SAW THE AGENTS SOCIAL MEDIA PAGE

REFERRED THROUGH EMPLOYER/ RELOCATION COMPANY
PERSONAL CONTACT BY AGENT

SAW CONTACT INFO ON A FOR SALE SIGN
REFERRED BY ANOTHER REAL ESTATE AGENT/ BROKER
VISITED AN OPEN HOUSE & MET AGENT

WEBSITE

INQUIRED ABOUT SPECIFIC PROPERTY ONLINE

USED AGENT PREVIOUSLY

REFFERED BY A FRIEND, NEIGHBOR OR RELATIVE

0%

5%

10%

15%

20%

25%

30%

35%

40%

45%






No Control /
No Influence




o

o

o

o

o

GO GET SOME BUSINESS A\K.A, MAKE IT RAIN

CALL YOUR THREE PEOPLE AND ASK THEM IF THEY CAN HELP YOU OUT.
TELL THEM YOU ARE IN A FRIENDLY COMPETITION AND YOU ARE CLOSE TO WINNING.

ASK THEM IE THEY CAN THINK OF ANYBODY, THEY KNOW, THAT MIGHT WANT TO BUY OR SELL
A HOME [N THE NEAR FUTURE

CALL THEM AND MAKE SOME MONEY
**OPTIONAL: ASK YOUR FRIEND TO CALL THEM TO INTRODUCE YOU**

SUCCESS = 3 NEW LEADS



CHAPTER 4



. J

ONE OF OUR KEY GOALS IS TO MEET WITH THE
CUSTOMER AS SOON AS POSSIBLE




BUYER BROKERAGE
AGREEMENT






o AT OUR OFFICE
o A NEUTRAL SITE
o AT THE PROPERTY

®® THE GOAL OF THE MEETING IS TO HAVE THE CUSTOMER
CONSULTATION & GET THE BUYER PREAPPROVED®*®



MEETING AT THE OFFICE OR A NEUTRAL SITE






.

J

HAVE A REAL ESTATE PROFFESSIONALS

CUSTOMER CONSULTATION



IT CAN BUILD ALL THREE THINGS
WE NEED

o RAPPORT
o CREDIBILITY
o TRUST




SECRETS TO A HIGH-QUALITY
CONVERSATION



E TO ASK QU

ESTIONS






o TIMELINE

o MOTIVATION

o THEIR SITUATION IN GENERAL

o THEIR PREVIOUS EXPERIENCE WITH REAL ESTATE

o [EXPECTATIONS

**BE READY TO HAVE AN OPINION AND DISCUSS THEIR ANSWERS®®






m cash ®Down payment of 20% or more ™ Down payment less than 20% more than 5% ™ Downpayment less than 5%







SIDE NOTE:
THE DIFFERENCE BETWEEN
PREQUALIFIED & PREAPPROVED









GET YOUR BBA SIGNED



MEETING AT THE PROPERTY PREP



° PLACING AN OFFER

° BUILDING THE BIG THREE

o GEMNG THEM TO WANT TO WORK WITH YOU

o RECOGNIZE YOU AS A REAL ESTATE PROFESSIONAL

° [AIAVE THE CUSTOMER AGREE TO MEET FOR THE CUSTOMER
CONSULTATION & GEr PREAPPROVED



MAKE SURE YOU HAVE THE SHOWING
INSTRUCTIONS DOWN COLD



RESEARCH THE AREAS THEY ARE LOOKING FOR
AND FIND SOME INTERESTING FACTS



HAVE MORE TO SAY THAN ANOTHER
AGENT WOULD ABOUT THE MARKET



SET THE MEETING FOR THE CUSTOMER
CONSULTATION






CLASS EXERCISE:
WHAT ARE SOME
EXPECTATIONS
BUYERS HAVE






MARKET EXPECTATIONS

o WHAT TYPE OF MARKET ARE WE IN

o [(OW MUCH NEGOTIATING POWER WILL THEY HAVE
o WHERE ARE THE MARKET OPPORTUNITIES

° TIME FRAMES

° PROCESS









o

o

O

J5 25 dG

OW LONG DOES [T TAKE THEM 1O

RESPOND

OW LONG DOES [T TAKE YOU TO RESPOND
OW DO YOU EACH PREFER TO BE COMMUNICATED

WA

° [{OW MUCH COMMUNICATION DO THEY NEED

COMMUNICATION EXP

ECTATIONS






SEEING & SELECTING A FOME






IS WHAT THEY
SAY THEY NEED
ALWAYS
ACTUALLY
WHAT THEY
NEED?



REMEMBER THEY ARE NOT YOU




SURV

Sl

EILLAN

E NOTE:

CE IS EVERYWH

ER




BE PREPARED & KNOW
WHAT YOU WANT TO SAY
ABOUT EACH HOME
BEFORE YOU SHOW IT









CLASS EXERCISE: WRITE DOWN ONE OR
TWO SHOWING TRICKS YOU LIKE TO USE



_LOOK AT

TH

E CLOSE

D

COMPS TO
GIVE THEM

GUI

DANCE



USING RPR TO HELP THEM



MAKING AND NEGOTIATING THE OFFER



THEY LOVE THE HOUSE
AND WANT TO MAKE
AN OFFER



. J

DIVE INTO THE CLOSED COMPS TO GET A
SUGGESTED OFFER PRICE




EXPLAIN TO THE

CUSTOMER
HOW VALUE IS
DETERMINED




COME UP
WITH A PRICE
WITH THE
BUYER



. J

LET THE BUYER KNOW THERE WILL PROBABLY BE A
COUNTER-OFFER



UNDERSTAND ANY CONTINGENCIES NEEDED BY THE BUYER &
EXPLAIN ANY DISCLOSED IN THE MLS NEEDED BY THE SELLER






o CLEAR

o SUCCINCT

o ONLY THE NEEDED ADDENDUMS

o NO EXTRA LANGUAGE IN ADDITIONAL TERMS SECTION
o WRITE IT IN A WAY TO GET IT ACCEPTED












NEGOTIATION



NEGOTIATION



NEGOTIATION



NEGOTIATION



NEGOTIATION



CHAPTER 8



DEPOSIT MONEY ESCROWED

SECOND DEPOSIT MONEY ESCROWED
INSPECTION/WDOQO/4 POINT

APPRAISAL

COMPLETION OF AGREED TO REPAIRS
REINSPECTION TO CONFIRM COMPLETION OF REPAIRS
UNDERWRITING CONDITIONS

LENDER DISCLOSURE PERIODS

TITLE ISSUES, LIENS, & OPEN PERMITS
RE-OCCUPANCY INSPECTIONS AND FORMS
WALKTHROUGH

CLOSING



\.

HOW WILL YOU MANAGE THESE STEPS TO
CLOSE A CUSTOMER FOR LIFE®




DEPOSITS & THEIR SECOND DEPOSIT
COUSIN



THE TWO EXTRA

BITES THE B

UYER

GETS AT
APPLE

'HE




AGREEING TO REPAIRS,
COMPLETION OF THE REPAIRS AGREED TO &
REINSPECTION TO CONFIRM COMPLETION OF REPAIRS




LENDER STUFF



TITLE ISSUES,
LIENS, &
OPEN PERMITS



THE GREAT CLOSING DELAYER: THE RE-OCC






SIDE NOTE: ESCROWING MONEY CAN BE
YOUR FRIEND



THE CLOSING






CHAPTER 9



INTERESTING
THOUGHT !!







YOU MUST MAKE A BUSINESS DECISION



CUSTOMERS SHOULD BE MORE THAN A MEAL TICKET



HAVE A SYSTEM
& STICK TO IT



EVERY CUSTOMER YOU RETAIN IS ONE LESS
YOU NEED TO REPLACE WITH ADVERTISING



THIS IS HOW A REAL ESTATE BUSINESS IS
BUILT



BUILD LIFELONG RELATIONSHIPS OF TRUST, CARE, & RESPECT
AND LASTING SUCCESS WILL FIND YOU









ACE Intro : “What you didn’t
know; you didn’t know about

real estate” (2 & 3 Hrs.)

ACE Inflation: Dealing with
an Inflationary market &
Why Real Estate is the
answer (3Hrs.)

ACE Intro To Commercial
Real Estate (4 Hrs.)

ACE Distressed Sales
(4 Hrs.)

ACE Managing Distressed
Properties (3Hrs.)

ACE Core: (16Hrs.)

ACE Investor 1: Investment
Essentials (4Hrs.)

ACE Commercial
Contracting:
Understanding the
Paperwork that Drives
Commercial Deals (3
Hrs.)

ACE Cryptocurrency Meeting
customers needs in a

blockchain world (3 & 4Hrs.

ACE Ethics: Real success the
right way (3Hrs.)

ACE Negotiator: The no
nonsense negotiating course

(4Hrs.)

ACE Investor 2: Advanced
Investment Essentials:
(4Hrs.)

Commercial Investment
Analysis 1:
Understanding the math
that drives investment (4
Hrs.)

ACE Crypto 2: Closing
crypto deals from A to Z

(3Hrs.)

ACE If Men are from Mars
and Women are from Venus
where are my buyer and
seller from (2 & 3 Hrs.)

CLOSEALIFE.COM

ACE Negotiator 2: Objection
Obliteration (4Hrs.)

ACE Investor 3: Crunch
Time: Crunching numbers
with confidence (4Hrs.)

Commercial Investment
Analysis 1 Part 2: Future
value, IRR, and Proforma (3
Hrs.)

ACE Valuation: BPO’s ,CMA’S,
& what to expect when

expecting a good appraisal
(4Hrs.)

ACE Business Building & Time
Management (2 Hrs.)

ACE Negotiator 3: Advanced
Real Estate Negotiation:
Body Language & Beyond
(4Hrs.)

ACE Investor 4:
Advanced Investment
Returns and Projections

(4Hrs.)

Advanced Commercial
Investment Analysis 2:
Evaluating debt over
time in the real estate
investment (4 Hrs.)

ACE Financing 1: Lending
Essentials (4 Hrs.)

ACE The Most Amazing
Product Ever (2 Hrs.)

ACE Contracts: Writing
Contracts that Get Signed

(4Hrs.)

ACE Investor 5: Real World
Real Estate Investment:
(4Hrs.)

Commercial Investment
Analysis 3: Real Properties
& Real problems (6Hrs.)

ACE Financing 2:
Understanding financing to
get your customers approved
(3 Hrs.)

ACE Close for Life (2 Hrs.)

ACE Lister: (4Hrs.)

ACE Investor 6: Real Deals &
Returns (3Hrs.)

ACE Dealing with the Deal
Killers: (4Hrs.)

ACE Creative Financing (4
Hrs.)

ACE Lead Bonanza: How to
Build and Work your Sphere
of Influence (2Hrs.)

ACE Advanced Lister: (4Hrs.)

ACE Investor 7: The long &
short of short vs. long term

rentals (4 Hrs.)

ACE Buyers Agent Bootcamp:
(4Hrs.)

ACE Property Manager
(4Hrs.)

ACE Better than 12% (2Hrs.)










