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 “ACTIVITIES BLUEPRINT” for REALTORS.   

 “Activities Blueprint” for Realtors, can be defined as a Skills re-

kindling manual The book identifies Estate Agent activities, reminds 

you of the responsibility of your actions, describes the correct ways 

they should be carried out and clarifies why and how certain 

performances produce an income .It identifies an Estate Agent’s 

“fountains of life”. It not only gives a practical insight into the daily 

workings of Real Estate Agents, but highlights need-to-know, have-

to-know, and how-to-do. Adhering to the time–tested formulas 

contained in this publication, it will not only create abundant 

opportunities to earn but keep estate agents on track with their skills 

honed to perfection .It is a handy reference book which the Real 

estate profession will find to be a useful model for success when 

performing specific activities. “Activities Blueprint” for Realtors 

identifies mishaps which can occur along the path to a successful 

deal with reminders of how to change and adapt certain attitudes of 

approach. This book is not only of use to “Rooky Agents” or “Old 

Hands” within the profession, but will interest every one who has 

had anything to do with the buying or selling of Real Estate. 

“Activities Blueprint” for Realtors is a model that brings to an Agent’s 
attention how the tendency to take short cuts, because work has 

become second nature, allows neglect to set in, sometimes causing 
disastrous results.  

 

 

 “DOORS to REFERRALS”        

 No one can deny that Real Estate is a Business, and the object of 

being in business is to produce an income from which you can 

derive a profit, after deducting expenses. Like other businesses it 

has numerous role players, but the most important are the three 

who provide Estate Agents with the opportunities to produce 

income. These are Sellers and Buyers of property and those who 

can put you in touch with the first two. This third group forms the 

basis of your referral business. Referrals cannot materialise until 

you have successfully concluded business and your service has 

been so exceptional that people talk about. Estate Agents have 

come to accept that the modern market place is not an easy arena 

in which to operate and to stay ahead of the competition you need 

to do a little more than others. “if you continue doing what you 

have always done you will only get what you always got”. At the 

many weekly sales meetings taking place in real estate offices, 

discussions about marketing yourself with the view to getting 

referrals, is not a regular item on the agenda.  In addition many 

hours, and lots of money, continue to be spent on unmonitored 

advertising when the secret to success lies in planned personal 

marketing, and serious attention to referrals. “Doors to Referrals” 

shows you how to make a serious change in strategy by changing 

something you do daily, and not rely on the “Same old – Same 

old” routine “Doors to Referrals” reminds you of how to go about 

being better than average with the express goal of being 

remembered as “better than the rest” and benefit from referrals 

coming to you rather than any other agent in your area. “Doors to 

Referrals” points out the merits of applying your mind, before 

simply writing that advert. The correct target market must be 

motivated to call you, and not another .“Doors to Referrals” shows 

you how to go about consolidating that referral business once your 

personal marketing has established you as the AGENT to CALL. 

 

 

 “Fundamental Real Estate Discussion Topics”.        

An uncomplicated, easy to use, manual setting out fundamental 

discussion topics about real estate agent activities which highlight 

their daily routine. It contains multiple basic discussion topics so that 

the Principal, Sales Manager or senior member of the sales team can 

facilitate any discussion session with ease .It is a tool that helps you 

successfully conclude that sale, find that buyer, sign that mandate, 

qualify that client, hold that show house, list that property, cruise 

your area, without stress. “Fundamental Real Estate Discussion 

Topics” is a manual based on practical applications of information in 

two published books “Activities Blueprint” for Realtors, and 

“Doors to Referrals”, or simply from personal real estate 

knowledge of facilitator. “Activities Blueprint” for Realtors is a 

handy book, easy to carry around, and can be defined as a portable 

Skills re-kindling manual.  “Doors to Referral” sets out how to 

market yourself while simultaneously building a lucrative referral 

business. The topics in “Fundamental Real Estate Discussion 

Topics” are clearly identified, can be chosen at random and are 

pertinent to every estate agent, whether you be a “Rookie” or a 

“seasoned old-timer. The manual provides facilitators with topical 

subjects, relevant questions, and enough prompts to allow them to 

comprehensively cover the selected subject in its entirety, or simply 

one question at a time. These office-held mini seminars stimulate 

major benefits in as much that the outcome will be the sharing of 

skills and knowledge by all participants including facilitators, new 

agents, and “Old Hands”, and at the same time rekindling existing 

skills to keep you ahead of competitors and fulfils management’s 

objective of helping  agent to regularly earn a fair commission. Time 

is no problem as you are already spending that time at weekly sales 

meetings which are the most important meeting of your week and 

contrary to popular belief, sales meetings have benefits for agents, 

business and clients. Meetings allow agents to get and give 

feedback, and pass on information about what is happening in 

specific areas and the Industry. However for meetings to be 

productive they need to be run with an agenda circulated to agents 

in advance and include a 20/30 minute discussion session related to 

a topic about the current activities of the group. Meaningful 

participation keeps agents interested, eliminates boredom and the 

desire to rush off to another meeting, or make phone calls.  

 

“THE HOME SELLER”S GUIDE BOOK”    

 “The Home Seller’s Guide Book” informs a seller exactly how to 

play a meaningful role when selling their property, what to expect 

from a Professional Estate Agent, and how to go about finding a 

buyer. It emphasise a seller’s role of staying involved in order to 

achieve the best price possible, while getting focussed service from 

the Agent. “The Home Seller’s Guide Book” is another in a series of 

Real Estate guidance. Produced by HILTON GREEFF, consumers 

and Estate Agents can benefit from this best seller which is the 

result of requests from readers across the country, asking for 

information that empowers them to know more. If you, John/Jane 

Citizen, have your house on the market, here are facts that the 

author who spent more than 40 years selling residential Real 

Estate to a person like yourself, shares with everyone .For every 

home owner, irrespective of where they live or what the 

motivation is to sell; this is going to be a traumatic period, let 

alone the decision on how to go about getting the best price .In 

matters of property selling, which revolves around legal 

implications and pitfalls, it is essential to heed advice from 

someone who informs how to achieve best results. Prior 

knowledge and realistic expectation from services will help the sale 

flow smoothly to successful and satisfactory conclusion. Price must 

reflect value for money compared to what the property offers for a 

sale to happen. Market value simply is, “What a willing buyer will 

pay a willing seller, in a bona fide market at any one given time”. 
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