
“INJECTING” YOURSELF INTO THE MARKET
Begins in:



LEANING INTO THE NEW NORMAL



“In life, change is inevitable, 
in business change is vital”

Warren Bennis



“Action may not always bring happiness, but 
there is no happiness without action”

-Benjamin Desraeli



Regardless of how long you’ve been in the 
business…

You must adopt a “new agent” mentality!

Why?

The business model has changed…
For EVERYONE!



What is the “new agent” mentality?

A DAILY focus on LEAD GENERATION… 

While DAILY practicing the skills of LEAD 
CONVERSION 



The OLD Consumer Selection Model:

Level One: Past Business Relationship
Level Two: Ask Friend/Family 
Level Three: Call a “name”



How did consumers identify the 
“name” agents?

PRINT ADVERTISING/Number of Listings



If you were a new agent, you had to “inject” 
yourself into the marketplace!



But How?

Open House
Expired

FSBO 
Geographic Farming

Door Knocking
Circle Prospecting

Print “Image” Advertising



Today’s Question…

Is today really any different?

Vehicles… YES
Actions… NO



The NEW Consumer Selection Model:

Level One: Past Business Relationship
Level Two: Ask Friend/Family 
Level Three: Access a Portal

Google (Listings)         Zillow (Buyers)



Lead Generation in today’s world is not shaped 
by anything other than the need to be more 
proactive than you ever have!

Which leads to a question…



Why don’t we consistently do what we 
know we need to do?

LACK OF CONFIDENCE/LACK OF PRACTICE!



Practice

Confidence

Action

Consistent Action

Results



Which side of the transaction will require 
new (better) dialogue?

Both Sides!



What we know…

We have to be prepared to have more 
in-depth conversations (in the proper order) 
about the process than ever before.

Absent the conversation, we will ALL 
become interchangeable pieces



In the Last Week…

I am meeting with a 
seller today who only 
wants to pay a one 
percent commission to 
the buyers agent, and I 
was just looking for a 
little peptalk 



Things to work on:

• Be prepared for more in-depth conversations with both buyers and sellers on strategy and marketplace

• Don’t be “on your heels”  Lean into the conversation

• Begin working on your VALUE as it relates to your client

• Understand why you are being hired…strategy, control and communication

• Design/enhance your presentations and materials

• Decide your commission structure and be able to defend it!  While fees are negotiable, yours shouldn’t 
be



“INJECTION” 
ACTION STEPS



ACTION STEP #1 GOOGLE

Create Google business page
Become Google verified (green check mark)
Purchase Google local service ads
Obtain 2 reviews per week
ANSWER THE PHONE WHEN IT RINGS!



ACTION STEP #2 UPGRADE MATERIALS

Pre-listing Packet
Buyer Packet
Video Cards
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ACTION STEP #3 OPEN HOUSES

Start doing two open houses every time rather 
than one to create more opportunities

1:00-2:30 and 3:00-4:30
Invite the “move up” neighbors
Have all materials at the ready to allow for all 
situations/conversations





ACTION STEP #4 CLOSED FB GROUP

Create a closed FACEBOOK group!

Easy, low effort way to stay engaged

Weekly drawing for increased engagement

Weekly post: Business/Supplier Spotlight



ACTION STEP #5 BRAINSTORM

Create a mastermind group and meet monthly 
about the changing issues of the market and 
how others are navigating 



ACTION STEP #6 PRACTICE

Find another agent and practice listing and 
buyer presentation dialogues 3X per week for 
the next 45 days!



ACTION STEP #7  DEDICATE

Make a personal commitment to finish what 
you start and constantly improve in the key 
drivers of your business



TRUTH: If you focus on doing the 
right things, your success is 
inevitable!



“The hardest struggle of all is to be 
more than the average person.”

                                                        -Charles Schwab



See you January 17th
for

Buyer Agency Value Proposition
Brainstorm

(ZOOM MEETING) 



Thank You!
For more information please visit

waynefredrick.com

Contact Wayne
Wayne@stfconsult.com

417-838-9944

Contact Madeline
admin@stfconsult.com

417-860-4903

http://www.waynefredrick.com/
mailto:Wayne@stfconsult.com
mailto:admin@stfconsult.com
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