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Questions
Numbers
Plans

Doing Right?

Growth Model

Awareness

Growth activity « What is GA?
Transaction e How much time?

activity * Explore

« Howdo youwant -
this to be? Accountability G rowt h

« What do they really do?
« Diary Check @
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EXTERNAL CHECKLIST
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Prospecting Model
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Your own pixel

Your own
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Your own lead
generating
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« Allotherideas @Yl e PrOS peCti ng Conversations

« Pipeline visible
« CFS
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The Business Planning System

12 Month Business Plans 90 Day Business Plans Prospecting Plans

The/90 Day The 90 Day

Business Plan Business Plan . . .

For Sales People For Managers Dlgltal Prospectlng
PG 2018 2017 Digital meets Personal

Managers

Prospecting Plan

12 Month Business Plan
For Managers 2018
9 Peter Gilchrist@ Peter Gilchristg
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For Sales People For Property Managers For Business D P
2017 2017 2017

by Peter Gilchrist

Peter Glchrist’

“wppen@paarichris.coma0.

o

Peter Gilchrist




Planning the Year




Stop Using Quarters!

 Divide the year into 3 FOUR Month Cycles!
o Startin Feb
o First month is a PLANNING month!

PO
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Week 1: 90 Day Planning Session

« Review past 90 days.

« What objectives we set 90 days ago.

« What we achieved.

« What we didn’t achieve.

e Those we still want to achieve ie what is to be carried forward.
e Listings taken.

- Listings sold.

e Conditional sales made.

e Unconditional sales made.

e Market share last 90 days.

PO

Peter Gilchrist



Week 2: 1:1 Business Planning

e Go through the business plan with them
e Stay Strategic!
e No detail!

e Start on your own Business Plan!

PO
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Week 3: 2nd Round Iteration

« Check changes are implemented
e Review again

e They must commit!
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Week 4: Sign off and GO!

e Use the 1:1to sign off on the Business Plan
e Talk over expectations

e Get them to commit again

PO
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One on One Sessions

Check-in weekly on progress

Did you do what you said you would?
Why not?

What needs to change?

Agree on a solution

PO
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The Caliper
Profile




Potential | Behaviour | Performance

PERFORMANCE

R“m““‘.‘*d““m“"‘

HIGH MEDIUM LOW
POTENTIAL




Caliper Key Traits for Real Estate

Ego - Drive internal Urgency
motivation to To push for quick
persuade others decisions and move

quickly on opportunities

Assertiveness Aggressiveness
potential to communicate Inclination to push forward
directly and clearly forcefully, past objections

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

support@petergilchrist.com.au @
Copyright © 2019 Peter Gilchrist. All rights reserved. Peter Gilch I'iSt



Caliper Options

Caliper Analytics
Cost:
$250 + gst
What you get:
Caliper assessment and verbal feedback on:
Job match
Strengths and developmental areas highlighted
To order, Go to:
https://petergilchrist.com.au/caliper/

Caliper Full Report

Cost:
$450 + gst - or $250 + gst when upgrading from
Analytics
What you get:
Full report detailing:
Job match
Strengths and developmental areas
Behaviour and competency matches for the
role
Developmental recommendations
Verbal feedback session
- To discuss and talk through the report
To order, Go to:
https://petergilchrist.com.au/caliper/

Copyright © RTI Australia Pty Ltd 2017. All rights reserved
Management Bootcamp is a Peter Gilchrist Product

Peter Gilchrist

@



https://petergilchrist.com.au/caliper/
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Caliper Analytics
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Caliper Full Report

le

Caliper Profile - R

CALIPER SALES PROFILE REPORT

REAL ESTATE SALES POTENTIAL

+ Caliper Profile results, the following interpretive report indicates the degre to which Ms. Linda
% demonstrate key work-related behaviours for 2 Real Estate Sales role.

» contained in this repor. epresents the ‘defauk!” characersice of this candidete ie. those
REAL ESTATE SALES T e o seres e ths 1 oty . T o b 15 ok 3 e

; agies (Aust) pry Lsd Ms. Linda Sample
‘Excellent Real Estate Agency
resents this individual's potential to demonstrate competence in five key areas. The Competency

iment Motivation and Perseverance has been drawn from the Caliper Competency Framework, and
An assessment of: s chis individual i el o approach is o her work role i a goalarinced vy, an ey to REAL ESTATE SALES POTENTIAL

 Real Estate specific competency potential scores - Prospecting, Listing, Selling and Negotiating -

Ms. Linda Sample " behaviours iz0 contined within she Calipr Competancy Lbrary. Published i 2015, The Caipes
~ resents the culmination of 3 major multyear research project to dentiy the  that potental, vewed through the lens of personaity, does not take experience and acquired
or S0t o success in  variety ofjobs across alinduseres. " get the most from this report, we suggest using the information here in conjunction ith
colect about the performance of Ms. Linda Sample in these competencies and behaviors by
ACHIEVEMENT MOTIVATION AND E eerview Questions and reference checking.

Excellent Real Estate Agency |

IT MOTIVATION AND PERSEVERANCE
» e HIGH Py Lid Ms. Linda Sample

PROSPECTING iy to overcome obstacles
ow weotum = 1gaals, targets, and standards 2 Strategies (Aust) Pry Led Ms. Linda Sample

. b e SRS
/AN LISTING T2 |2 idess to gain support and buy-in Excellent Real Estate Agency

o o prvn faction with average performance and strives to be the best CALIPER SALES TRAITS

I —
SELLING Ms. Linda Sample vs. Real Estate Sales Model
ST

o - ]
Caliper Human Strategies (Aust) Pty Ltd

8/545 St Kilda Rd, Melbourne, Victoria 3004 Tel: 03 95105158

31 August 2016

|

|

|

B——  Real Estate Sales Model
m— Vs, Linda Sample

|

CoPYTGD 2011 Calper Austrata, Al nghts reserved

MEDIUM HIGH MEDIUM HiGH iveness
ow WDt iGH saching and supervision independently

NOTE: The Calper

Upon the messurement of persanalty and motiation. The results provided are intended to ofer 3 descrption of how an
Inlvidusl i ikely t behave or act in & partculs rle or Stuation. 1t & importane tha resuts contained in this repart be
Resuts

 hiing, devels decison. 6 others to effecively influence them o-Drive

"CALIPER SALES PROFILE REPORT POET s and iniates relationships

r_— ‘esse ideas and opinions trength

Takes iniiative to capitalize on opportunities mpathy
e decisions in the face of opposition

76

Likely to in activity inc "
[— 10 P gy *
|
Low MEDIUM HIGH nNG

May require training, coaching and supervision Likely to engage in actviy independently taking
nd-take conversation to find common ground.

Plans own time and schedules activities to ensure achievement of goals.

"CALIPER SALES PROFILE REPORT Page 2

Capitalises on opportunities to gain commitment during a negotiation

15 willing o stand behind decisions

odation

wow mEDIUM i pticism
My require trainig, coaching and supervision ke to engage n actvy independenty

AT SALES PROFILE REPORT Toes  ructore [N

Externat structure N

o 10 % 100

‘CALIPER SALES PROFILE REPORT. Page s

support@petergilchrist.com.au
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Daily Weekly Monthly 3 Monthly

*PA *Housekeeping eBoard Meeting eFull Planning Session
*EA *lonTs
*PM (if necessary) eTraining Session
*SM *PM Team
e Marketing

*Technology

e Admin/Support

support@petergilchrist.com.au @
Copyright © 2019 Peter Gilchrist. All rights reserved. Peter Gilch I'iSt



The 90 Day Meeting




Types of Markets

A Sellers Market

Lots of buyers.

Fewer homes for sale.

Prices may be moving.
Fewer ‘For Sale’ signs.

Average time to sell is
shorter.

Offers may be received day
Tor2.

A Balanced Market

Buyers & homes available.

Prices may be stablein
some areas & not much
movement in others.
Some signs up.

Offers will come with good
marketing.

A Buyers Market

Fewer buyers out in the
market.

Large numbers of homes
on the market.

Prices appear stable to
you.

For sale signs everywhere.

Average time to sell is
longer.

Offers harder to come by.

©
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/)

Pipeline growing,
but not a lot of Listings coming to
sales activity. $ market

tight.
Mak
Culture created. -

: prospecting no
Prospecting 1priority here
first. 2nd PA # 4 :

i Sales take place
required. $
around

flowing. -
prospecting.
$run qut. Stfar'f Get to your
prospecting. Listing “comfort zone”
base low so activity .
number of listings
base low.

Sales will start

to happen now. VOI u m e Push through

Higher level normal listing
than before. base. 1st PA

Pipeline grows Cyc I e needed.

from volume.
$ coming in due to So busy being busy
sales made. — no prospecting.
Comfort zone. See sales for Pipeline starts
Danger time. what they are. turning.

Keep growing Re-Pricing may
listing base. $ be issue here.
may not be Do not stop
there. Pay ~ prospecting.
attention to
pipeline.
Sell majority of Feels great.
listings. Listing base Contracts —
drops, so does negotiation. “I'm

pipeline. making sales”



Team Growth Graph

Outsource

» Database conversations and digital
* 3 hours a week!
o Otherwise admin does this

Top Agents
e 2nd PA - Buyers

» Manages all enquiry

» When listing base up

e Freedom

« 2 phones

« Possible 3rd PA - 2nd BA

Intermediate
« 1st PA admin only
« Listing base the key
o Checklists essential
« Open into volume

New People
« Find it

e Learn it

* Role play it

e Practise @

Peter Gilchrist



High % Growth
Activity

Inconsistent Good
Month, Bad Month
Burn Out

High %

Transaction
Activity

Plateaus at a
Level

Low % Growth
Activity

High Growth
Consistent
Longevity

Low % Transaction
Activity

Peter Gilchrist
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Strategies to
look for




MACRO Strategies

o Time Management
e More Prospecting
o Auction

« VPA

« Health

« Home

« Business Plans

« Prospecting Plans

support@petergilchrist.com.au @
Copyright © 2019 Peter Gilchrist. All rights reserved. Peter Gilch I'iSt



MICRO Strategies

e Fliers to use

o Scripts & Dialogues

support@petergilchrist.com.au @
Copyright © 2019 Peter Gilchrist. All rights reserved. Peter Gilch I'iSt



Their States to
watch out for




Your Learning

 All about learning about YOU!
« NLP

« Hypnosis

o Wim Hoff

« ENnneagram

o Journey

o Avatar

support@petergilchrist.com.au @
Copyright © 2019 Peter Gilchrist. All rights reserved. Peter Gilch I'iSt



Role Playing




Training means doing, not
listening.It is an absolute
measure of whether you

have a learning organisation.



Your State




Burrowing
Down




Coaching
them in or out




Outsourcing

When to Outsource




Case Study 1

Was doing 1 mill, dropped to 300k

support@petergilchrist.com.au @
Copyright © 2019 Peter Gilchrist. All rights reserved. Peter Gilch I'iSt



Case Study 2

Been divorced... Not recovering...

support@petergilchrist.com.au @
Copyright © 2019 Peter Gilchrist. All rights reserved. Peter Gilch I'iSt



Case Study 3

Suffers anxiety / depression...

support@petergilchrist.com.au @
Copyright © 2019 Peter Gilchrist. All rights reserved. Peter Gilch I'iSt



Case Study 4

Big talker...says yes, nothing happens...

support@petergilchrist.com.au @
Copyright © 2019 Peter Gilchrist. All rights reserved. Peter Gilch I'iSt



Case Study 5

Gone to a new area... nothing happening...

support@petergilchrist.com.au @
Copyright © 2019 Peter Gilchrist. All rights reserved. Peter Gilch I'iSt



Case Study 6

8 months new... nothing happening...

support@petergilchrist.com.au @
Copyright © 2019 Peter Gilchrist. All rights reserved. Peter Gilch I'iSt



Coaching Cafe for Managers

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

4 Howto
= choose 1
great KT 8
people " 44

TEAM TRAINING b =
; SESSIONS = e TR

(s &
Interactive Strateglc Management E/ Tools, 'I"emplates, Courses for all your needs
=) « Ask Peter a Question z=— « Coaching Room * 12 Online Courses & 6 MasterClasses
anytime * Strategy Room « Courses and Masterclasses added monthly
« Monthly Q&A Webinar  Monthly Strategic  Hundreds of Scripts & dialogues

Coaching Focus - with » Database Conversations ideas and templates
weekly training, tips and » Templates for 90 day and 12 month Plans
tools » Checklists, planners, questionnaires... and more

K 4 https://petergilchrist.com.au/coaching-cafe-for-managers




What you get!

 Aninteractive coaching site where you can be guided through all the various topics

- Monthly training sessions on topical issues, direct into your office, or use the recordings at a later
time

« Questions answered in the monthly Q&A Webinar, and Peter’s suggestions re-worked for all to hear
in the Coaching Room

- Strategy Room - where relevant issues are answered in a clear and logical way, linked to the relevant
training material available

- Video’s, masterclasses and training sessions on management issues, all here for you as a coaching
resource.

- We will design the ideal coaching for you, for 12 months. Follow the recommended steps and
monthly coaching focus and you will work through the 12 month coaching plan.

- Management Bootcamp 3 Day Management workshop, all online available in the Coaching Cafe,
with Presentation, workbook, worksheets, and video!

support@petergilchrist.com.au @
Copyright © 2019 Peter Gilchrist. All rights reserved. Peter Gilch I'iSt



What will this cost you?

Coaching Cafe for Managers

$127+ gst

per month
+ First month free « Coaching Room Tips
« Monthly Q&A Webinar « Strategy Room
« Monthly focus to keep you on track « Bonus Training Sessions
« Over 10 of Peter’s signature Courses « Scripts & Dialogues
« 6 MasterClasses - added to monthly « Full 3 Day Management Bootcamp
« Monthly Team Training Sessions Online
« Templates and Tools « Private Facebook Group

« Discounts on upcoming Seminars

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




Ton1's, Accountability and Goal Setting

P FOR SOME MANAGERS THIS

IS APROFOUND MOMENT!

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

Peter Gilchrist

Of all the coaching aspects in a real estate business, running
R o effective 1 on 1sessions can turn attitudes, culture and results

around the fastest.

HOW TO RUN EFFECTIVE 1:1's 7/ $167 + GST

ACCOUNTABILITY & GOAL
SETTING

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

~ —,


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

Vault Management Intensive

\VETT] |

Management Intensive

Sort your systems out once and for all!

Come and learn how to 3X
your business!

Total Planning System to run your empire!

3-day lock down transformational workshop to create scalable,
balanced growth in your business. This is all about the detail, the
"how to" to create your vision.

Gold Coast
19 -21 Feb 2020
$2450 + GST

https://petergilchrist.com.au/
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Peter Gilchrist Coaching

1:1or Coaching for your
Office

Peter works with the best of the best on a
daily basis and can see what works in terms of
getting real growth.

When you are being coached by Peter whether as a selling
manager, a manager, or top sales person, it all starts with 1

word... AWARENESS!

Peter Gilchrist ©
Coaching $1500 + GST per month

https://petergilchrist.com.au/coaching/



https://petergilchrist.com.au/

Coaching Cafe for Agents

$79 + gst per month
First 30 days free
No lock-in

4 Howto 4
= choose 1
great 1Y 3
people " 49

TEAM TRAINING
3 SESSIONS,

-
: Training Courses 7 Tools and Templates for all your needs
Interactive g S . _P . y
~) o Ask Peter a Question z=— « The Edge Presentation Skills  Hundreds of Scripts & dialogues
anytime » Prospecting 101 « Database Conversations ideas and templates
« Monthly Q&A Webinar « Digital Prospecting « Templates for 90 day and 12 month Plans

» Working with a PA » Checklists, planners, questionnaires... and more
 Systems 52 Training Sessions

» Managing Volume Masterclass

» Re-Pricing Masterclass

& https://peterqilchrist.com.au/




