


1 on 1's, Accountability and Goal Setting

FOR SOME MANAGERS THIS 
IS A PROFOUND MOMENT! 

It’s when you take back control of the office, 
and the tail stops wagging the dog. 

Of all the coaching aspects in a real estate business, running 

effective 1 on 1 sessions can turn attitudes, culture and results 

around the fastest.

https://petergilchrist.com.au/events/

$167 + GST

https://petergilchrist.com.au/events/


The Presentation Sequence



Digital

Amazon Apple

Franchises

Salespeople

Managers

Open  
Agent

Facebook

REA 
Domain

Google
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6 Videos you need

• Profile video 

• Property videos 

• Helpful videos 

• Market updates 

• Story videos 

• Testimonials
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Videos
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The Portals

REA / DOMAIN, 

etc

$

Buyers

Stored in 
portals 

database

Portals 
Remarket!

We don't have any 
control
We cannot re-contact 
those people
The enquiry is basically 
a one off

And lost.



Our Database

There is a new 
way

More direct 
marketing

Your enquiry 
stored here

Re-marketing
Less $

FACEBOOK

One sold $96 another $14.23
60 - 70% of buyers come from 10k radius
Try this first step 1 save 1000’s
Goes out to the buyers. We don't wait 
More enquiry. More to opens
Can do both. But why not try this first?

Huge Listing Tool

VPA Down. 
Commissions Up!

Fairer on Vendors

Same buyers How can we 
help?

2nd open day Price 
reductions

Come to the 
auction
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GrowthGrowth Growth activity / 
Transaction  

activity

Capacity

Accountability Growth

Awareness
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GrowthGrowth
Growth activity / 

Transaction  
activity

Capacity

Accountability Growth

Awareness
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GrowthGrowth
Growth activity / 

Transaction  
activity

Capacity

Accountability Growth

Awareness



Strategic management 



Coaching Cafe for Managers

Strategic Management
• Coaching Room 
• Strategy Room 
• Monthly Strategic 

Coaching Focus - with 
weekly training, tips and 
tools

Interactive
• Ask Peter a Question 

anytime 
• Monthly Q&A Webinar

Tools, Templates, Courses for all your needs
• 12 Online Courses & 6 MasterClasses 
• Courses and Masterclasses added monthly 
• Hundreds of Scripts & dialogues 
• Database Conversations ideas and templates 
• Templates for 90 day and 12 month Plans 
• Checklists, planners, questionnaires… and more

$127 + gst per month 
First 30 days free 
No lock-in

 

https://petergilchrist.com.au/coaching-cafe-for-managers



1 on 1's, Accountability and Goal Setting

FOR SOME MANAGERS THIS 
IS A PROFOUND MOMENT! 

It’s when you take back control of the office, 
and the tail stops wagging the dog. 

Melbourne 
Tomorrow! 
1.30 - 5pm

https://petergilchrist.com.au/

https://petergilchrist.com.au/


The Base



Growth Model

GrowthGrowth Growth activity / 
Transaction  

activity

Capacity

Accountability Growth

Awareness



Stay strategic 
  like Netflix 



Lead 
generation 
and volume 
are the future



The best 
resources in the 
best place
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GrowthGrowth
Growth activity / 

Transaction  
activity

Capacity

Accountability Growth

Awareness



Selling Managers Dashboard

Copyright RTI Australia 2019
All rights reserved
support@petergilchrist.com.au

 Wealth Creation

 Life 
Balance

Time 
Management

 Your Sales Growth
• Admin PA 
• Buyers Agent 
• Buyers Agent 2 
• Outsource Marketing

Your Team Growth
• Admin 
• 5 Agents 
• Sales Manager 
• 10 Agents 
• Coach/Manager

 PM Growth
• PM’s 
• PM Manager 
• 1000

The Base
• Admin 
• EA
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The Base

• Shares vs Jobs 

• Partners 

• Sales manager 

• Top sales people 

• Family stuff



The Opportunity
Number of offices:
Number of homes in your total marketing 
area:

Number of Sales per annum in the total 
area: 1 (1) 1 (2) 1 (3)

Average sales price: $
Average commission charge: $

Total $$ available to agents: $

Your turnover last financial year: $

Your turnover 1st Quarter of 2014 financial 
year: $

Number listings currently in your market:

Number salespeople in your market:

Number salespeople in your office:

Segmentations already existing in your 
market: 
(i.e comm, units, rural, investment)?

Your market share of total market (Total!) %

Who dominates your market place?

Why do they?

Where are your potential market places?

Your gross GCI last FY? $

On target for this FY? $
What are you capable of in this market? $



What do you want?

Current market share (on sales in entire area).

Market share required in whole area (on sales).

Total office GCI last year. $

I want to write $
I need           agents

Total gross fee income required. $

Bottom line of my office last year. $

Bottom line I want. $

Number settled sales for year required

Overheads - operating expenses p/m $

Breakeven per month in settled sales $
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Budgets

• Financial Reporting 

• Timely 

• Pay your own comms first 

• Separate PM and Sales 

• Trading P & L 

• Budget 

• Modelling 

• Money in, Bills in the correct month 

• Below the line



The Business Plans Online

12 Month Business Plans 90 Day Business Plans Prospecting Plans
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Who needs a plan?

Business plans: 
• You! 
• Your partners/directors 
• Your sales manager if you have one 
• The manager of PM 
• All sales people 
• The BDM for property management
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Who needs a prospecting plan?

Prospecting plans: 
• YOU if you are still selling 
• Any directors who still sell 
• Your Sales team 
• The BDM for PM
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Meetings
Daily 

•PA 

•EA 

•PM (if necessary) 

•SM 

Monthly 

•Board Meeting

Weekly 

•Housekeeping 

•1 on 1’s 

•Training Session 

•PM Team 

•Marketing 

•Technology 

•Admin/Support

3 Monthly 

•Full Planning Session

Extraordinary meeting
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Income and profitability

• Clarity of vision 20/20 
• Only 2 ways to get increase 
• You selling - what is that worth? 
• Get control of listings coming in
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Income

• Every opportunity through sales people 
• Know what’s coming into the office 
• No needy seals 
• Property Management enquiry 
• Customer service centre 
• Understand digital lead generation
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Income

• Never ever stop recruiting 
• Stop inconsistency in monthly income 
• Keep buying rent rolls.Keep shopping
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Costs

• No passengers 
• Stop letting them design job roles 
• Constantly re-appraise overheads. Go counter cyclic! 
• Stay strategic - keep making assumptions 
• Financial reporting



Your Sales



The best 
resources in the 
best place



What are you 
capable of?
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Prospecting

• How long? 

• CFS 

• Low hanging fruit 

• Delegating? 

• Your marketing machine. 

• Digital



The holy grail 
Of prospecting
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6 Videos 

• Find the person to do this 

• Equipment 

• 2 a week appropriate 

• House centric then “YOU” centric 

•



Mindful 
listening



Recruiting
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Recruiting

• Knee jerk 

• Burn / churn 

• Replace non performers 

• Churn/burn?? 

• Cost of keeping non performers 

• They waste good enquiry



How many do 
you need?



Attract them! 
The STORY!

M64



The ads to use.



Who will you 
call?



New to the Industry
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Management Bootcamp is a Peter Gilchrist Product

Caliper Key Traits for Real Estate Sales

Ego - Drive  internal 

motivation to 

persuade others

Ego - Strength resilience to bounce back from the inevitable ‘not interested’

Assertiveness   

potential to communicate 

directly and clearly

Aggressiveness  

Inclination to push forward 

forcefully, past objections

Urgency  

To push for quick 

decisions and move 

quickly on opportunities 



Caliper Analytics
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Real Estate  

Property Manager Profile
Real Estate Sales Profile

Real Estate  

Admin and Support Profile



http://quickstartrecruiting.com.au

http://quickstartrecruiting.com.au
http://quickstartrecruiting.com.au


AM I SUITED TO REAL ESTATE?
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Choosing Well

• Slow it down 

• Deselection is the key here
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3 Focus Areas

1. CHOOSE THE BEST 
2. TRAIN THEM BRILLIANTLY 
3. MENTOR THEM TO THEIR 

FIRST LISTING

1. Choose the best 

2. Train them Brilliantly 

3. Mentor them to their first listing



T h e  a d ve r t s

T h e  E n q u i r y

T h e  I n t e r vi e w  N i g h t

T h e  C o m m i t m e n t

C a l i p e r  G r e e n  L i g h t

Tr a i n i n g  (Q u i c k  S t a r t )

D e c i s i o n  T i m e

1 s t  9 0  Days



support@petergilchrist.com.au 

Copyright © 2019 Peter Gilchrist. All rights reserved.

Quick Start

• They commit first! 

• Train BEFORE they start 

• Interact as an interview 

• Exams 

• E-mails sent to manager 

• They do plans online - as assignments



MasterClasses available on CCM



Coaching



Starts with the plan

12 Month Business Plans 90 Day Business Plans Prospecting Plans



Few listings 

Few Sales

Drive 
Prospecting 

Hard

Listings Grow

Note Market 
Conditions, if 

hard - 
REPRICING

Sales start to 
Happen Now

Must Drive 
Prospecting 

Still - GAMIFY

Busyness Factor Changes - 
busy with buyers and 

contracts

3 months later

Prospecting 
drops off

Office 
Consistency 

Model

Accountability 
HUGEAccountability

Discussion

Discussion



The Art of Selling Management



Rule 1 
Stay Strategic
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Rule 1 Stay Strategic

• Life first 

• Circle days 

• 3 lists



Rule 2 
No Jobs for You!
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Rule 2 No jobs for you!

• 5 questions to use
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Delegation

• Is this my job? 

• Should it be my job? 

• Who else can do this now? 

• Who could do this with minimal training? 

• What would it take for me to never see this again?
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Rule 2 No jobs for you!

• 5 questions to use 

• No one puts times in your diary 

• Re book long discussions 

• Reoccurring issues are training sessions



Rule 3  
Stop Ad HOC 
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Rule 3 Stop AD HOC nonsense

• Your day is in 3 parts 

• Keep the dialogue down 

• Door open door closed 

• Must use meetings 

• Beware the first line of stupid questions



Rule 4  
Measure Profit, Not 

Turnover
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Rule 4 Work on profit not turnover

• Pay yourself first 

• Stop working to break even 

• Get money out of the business......except!



Rule 5  
PM Is Passive
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Property Management

• Passive Income 

• People 

• Budgets 

• 23% 

• Growing 

• BDM’s




