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J.P.: Hello, is anyone on the line?
Heidi: How are you?
J.P.: Hi.
Heidi: Hi, this is Heidi.
J.P.: Hi Heidi. How are you today?
Heidi: Good, thank you. How are you?
J.P.: I'm doing fantastic. Heidi, I'm J.P. with Excelleum; I'm one of Debbie's coaches. Where are you calling from?
Heidi: California.
J.P.: You're calling from California. Very good, very good. Well, California is an awful big state. Are you in Southern,
Northern? Whereabouts are you?
Heidi: Southern, I'm in Orange County.
J.P.: Very good, you're close to us then.
Heidi: Yes.
J.P.: Yeah. Welcome, Heidi.
Heidi: Thank you.
J.P.: Do we have anybody else on the call with us? I don't hear any other voices. There we go. Hello?
Mike: Hi, this is Mike Balbas.
J.P.: Hi Mike. How are you doing today?
Mike: I'm great, how are you?
J.P.: I'm doing fantastic, sir. Mike, my name is J.P. Cook, I am one of Debbie's coaches. And I remember you. I think I
listened to a call last week or maybe the week before that you were on.
Mike: The week before last week.
J.P.: Was it with Coach Gus?
Mike: I believe so, I believe so. I don't have my notes in front of me.
J.P.: Okay, fair enough. I remember the conversation was on listing presentations and competing with a dominant agent.
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Mike: Correct, that's right.
J.P.: Yeah. Welcome, Mike. Mike, where are you located?
Mike: I'm in Orange County, Laguna Niguel. Not too far. Where are you located?
J.P.: Right now I'm in Phoenix, Arizona.
Mike: You actually coach in Arizona?
J.P.: Most of the agents that I coach are in Southern California, but yeah, I do. Forty-eight hours ago I was in Ontario,
Canada, and today I'm back in Phoenix, Arizona. So do we have anyone else on the line, other than Heidi and Mike? It
doesn't sound that way. Okay, guys. Well, let's get started. We're a couple of minutes into it now, and this is obviously the
“Ask a Coach”. And Heidi, have you been on many of these calls? I know Mike's been on a couple.
Heidi: This is going to be my first time. Actually I signed up yesterday, so I'm very new.
J.P.: Very good, wonderful. Thank you for joining us. Okay guys, let's get started. I kind of have something prepared for
us, but as the title of the call suggests – “Ask a Coach” – first and foremost I'm open to answering any questions that you may
have. I'll take my best stab at them and if I can't do a satisfactory job, I will look up a couple of the answers and shoot an
email over to you as quickly as I can. That said, I do have a talk scheduled for us on the importance of buyer presentation,
but with that kind of as a foundation, go ahead, Mike and Heidi. If you have any questions, I'm happy to answer them for
you.
Mike: I had a question. Between now and December 31, what activities do you recommend I need to do in my farm area so I
can position myself for next year to get more listings in my farm?
J.P.: Absolutely, yeah, very good. Okay, so the question, Mike, was what can you do between now and December 31 to kind
of give yourself that momentum, that jump start to generate business in your farm for next year? Is that correct?
Mike: That's right.
J.P.: Okay, excellent. And what are you doing now?
Mike: I door-knock, I have a monthly news flyer that I distribute, I've tried to use Facebook to reach out to the people who
live in this community. That's basically what I do.
J.P.: Okay, so door-knock, flyers and Facebook. And how is that working out for you?
Mike: It's working not to the way that I'd like to see. I have two listings, but I'd rather see more – maybe six, seven or eight
next year.
J.P.: Okay. You want to pick up the pace on that for sure. Okay, so door-knocking, flyers and Facebook. Well, let's think a
little bit outside the box, shall we, Mike?
Mike: Sure.
J.P.: Okay. Well, a couple of things that agents do this time of year is they really get involved with the various themes,
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whether that be they have some type of toy drive... I don't know the community that you live in there in Orange County, but if
you have some type of toy drive where you collected toys from people in your community, whether they're open or unopen to
provide to those less fortunate – that would be maybe one idea.
Another idea I might give you is some type of “Meet Santa”. That's always a fun and exciting one as well. So, something
that has to do with the theme of the season. Those are two suggestions I have for you, Mike.
Another one might be if you are farming an area, which it sounds like you are, maybe over the next couple of months,
between now and December 31, adjust that message when you're door-knocking, adjust that message on your flyer, adjust
that message on Facebook. If you have any interest in scheduling, say, some type of half hour or 45 minutes or maybe even
an hour – home buyer or seller consultation, where you go into maybe a homeowners association office and borrow their
space or rent their space for an hour to field questions from people in the community who maybe consider buying or selling a
home. You'd advertise that now, but you'd actually do it in January or February, so you could hit the new year off on the
right path, I guess.
Mike: So you're saying I should schedule some time in January, but right now just market it, keep sending them mail it's
going to be on this day and, “If you'd like to sign up...” What's the best way to approach this? I don't have an email of
everybody here, but should I put it on a flyer that I'm going to be having...
If you'd like to participate or sign up – email me or call me.
What is the best way to get these people to contact me?
J.P.: Sure. A couple of different ways. Facebook – assuming that your community or the area that you're farming has a
group in Facebook, you can access that group and advertise there. Another way would simply be to mail out a flyer to that
effect. I think Facebook would be huge for this type of event.
Mike: Okay. And what would I say? Just tell them we're going to have a home sellers consultation for the community.
What things should I be talking about, and should I put it on the flyer, “This is what we're going to discuss”, because people
who are living here mostly probably are senior citizens or they are baby boomers, I should say. So what would you
recommend I put on the flyer and cover in the presentation? Why would I cover for this type of sellers?
J.P.: Well Mike, I think it needs to be super basic and super simple, otherwise they may get overwhelmed and not show up.
So, I think you should come up with a series of bullet points. One might be market conditions – what's happening in the
market. Another might be if they're considering selling a home, what are the three biggest concerns homeowners have when
selling a home? I can give you some examples, but I think it's best for you to choose those, based on the unique situations
and unique things that are happening within the individual market.
Mike: Is there something you can send me, maybe some bullets – if not now, later – what I should be putting on that flyer?
J.P.: Yeah, absolutely. I'd be happy to do that, Mike. And who are you coaching with? Is it Gus?
Mike: No, Debbie. Actually we just started last Friday. So, Debbie is my coach.
J.P.: Debbie's your coach right now, good. Excellent. I've got to say, Mike, you've got a hell of a good coach. I like to say
that all of her coaches, and I do mean all of them, are world class. I've investigated a couple of different coaching companies,
and Debbie's coaches are far and away the best and she has the premier coaching company in North America in my opinion.
But nobody's better than Debbie herself, so good for you. So you just started with her last Friday?
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Mike: Last Friday, yes.
J.P.: Very good. Well, I think you're going to love your results. What I would suggest, that I could certainly shoot you an
email with that, Mike. You might want to in your next coaching call with Debbie to run that by her as well and see what her
thoughts are.
Mike: Of course, yes. Thank you.
J.P.: My pleasure. Can I add one more part to that, Mike?
Mike: Sure.
J.P.: Another thing that you might want to do if this is something you're serious about is, also use the help of your team. And
by your team I don't necessarily mean any buyer's agent or transaction coordinator or listing manager you have, but your
other team – your extended group – the title and escrow. Maybe have them come in and speak for five minutes. A home
inspector – have them speak for five minutes. And then maybe an attorney, a home warranty company, and before you know
it, an hour's gone. You have a 10-minute question and answer session at the end, and that'll take up all that time.
Mike: Sure, that is a great idea. I will do that.
J.P.: I'm glad to help. Now Heidi and Mike, I think we have another person joining us. Who joined the call? Heidi, are you
still on the phone?
Heidi: I'm here.
J.P.: Okay. And Mike, are you on the phone?
Mike: Yes, I am.
J.P.: Did somebody else join us? Well, I guess maybe not. Mike, did I thoroughly answer that question for you?
Mike: Yes, great. I appreciate it.
J.P.: Wonderful. Heidi, do you have any questions I can assist with?
Heidi: No, I don't.
J.P.: No, okay.
Heidi: No.
Mike: I have a question. I see the big companies, like Zillow, CoreLogic, there are companies such as Purplebricks – they're
trying to break into the system and offering commissions that are far less than what we charge; or even Redfin. If you were
going against any of these agents or even Redfin, what would be your conversation with the owner who's going to be looking
at the numbers and saying...
Well, Redfin is charging so much less. Why should I go with you?
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What's your conversation so you can overcome that obstacle of less commission?
J.P.: Sure. First of all, Mike, you smile and thank them for asking that question. (Laughing.) That's what you need to do
first and foremost. Please just learn the answer – and I understand you asked the question, so we're going to work on the
answer – learn the answer, rehearse it several times so it becomes who you are. When they ask that question, stay cool as a
cucumber, as they used to say back in the day. Did we have another person join our call?
Kailin: Kailin.
J.P.: Kailin?
Kailin: Yes. How are you?
J.P.: Hi Kailin, I'm doing well. I'm coach J.P. And Kailin, where are you calling from today?
Kailin: I'm calling from ________.
J.P.: Very good. Welcome to the call.
Kailin: Sorry.
[on-hold music]
Mike: This is Mike.
Heidi: Hi Mike. I'm Heidi, I'm here.
J.P.: Mike's here, Heidi's here. And is Kailin on the phone?
Kailin: Yeah, I'm here.
J.P.: Okay. I don't know what that is, but that was a disruption. That was a disruption, and that ties perfectly, Mike, into
your question. Mike, if I understand it correctly, your question was about Zillow, Redfin and really the group that we as an
industry have used the phrase to call them “disrupter”, right?
Mike: Yes.
J.P.: Okay. And what it is that you say to the disruptors. In fact, now that we have Kailin on the phone, Mike, can you say
the question again so everybody can hear it?
Mike: Well, there are companies who charge far less commission, such as Redfin. A seller who's going to be interviewing
two, three agents and one of them is Redfin, how would I overcome that conversation that they may ask me...
Well, Redfin is going to charge us 1.5%, so why can't you?
Or something along the lines of paying less commission – they wanted me to take the business with less commission, which I
don't want to do. But how do I overcome that objection?
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J.P.: Absolutely, there you go. Very good – so how do you overcome that objection? Well, I jokingly said, and I'll say it
again – first what you do is you thank them for asking that question. You smile and you thank them for asking the question,
and don't be stressed out about it – they have to ask that question. They have to ask that question. So, what you need to do,
Mike, is first off you've got to provide so much value with the way that you're going to market the home, with the customer
service that you're going to provide, with the price that you're going to get for that home, based on the research you've done,
the marketing you're going to do, your expertise within that community and your knowledge of the overall market, so that
they see so much value in what you do that they're going to list with you and not one of the disruptors.
But if we can address that a little bit differently, make sure that they understand that your job is not necessarily to create the
list price. You have to change expectations in the seller's mind in what your role is as a real estate agent, because if your role
is just simply to sell the home, of course they're going to list with whoever has the lowest commission, because they see you
all as being the same. So you have to really redefine what it means to be a real estate agent with the examples that and I gave
you, and make sure that they understand that your job is not to set the price; the market is going to set the price. What your
job is, Mike, is to aggressively market the home, effectively negotiate the purchase contract, provide world class customer
service, and to have the wisdom to get them through any challenges that they may face in this transaction. Does that make
sense?
Mike: Yeah.
J.P.: So that's kind of how I would handle that.
Mike: Any specific script you would go through to convey these messages?
J.P.: Well, I think I just gave you one. Really, what I would do is I'd make sure that they understand what your role is, and
then it may not get to the point of commission. Sometimes it does, sometimes it doesn't, and often times when it does, again
they just simply have to ask. They see far more value in you, but they feel like they have to ask the question.
Mike: Alright, thank you.
J.P.: Yeah, you're very welcome. Heidi, you're awful quiet. I'd like you to ask a question, if you have it.
Heidi: I was wondering where I can get material for my farm. I usually send post cards, like market updates, recent Solds,
but do you have anything on the website that I could use?
J.P.: Do I have anything on the website? Say that again?
Heidi: On the website they have newsletters. But other than newsletters, do you have any other material that I could use for
my farm?
J.P.: Do we have any other material you can use for your farm?
Heidi: Right.
J.P.: Yeah, absolutely. I think that what you should do, I think you should really utilize the newsletter that we have. If you
want to create anything, and I know that the newsletter is customizable – you can make some changes to it – but if you
wanted to take it even to another level and create something that's truly customized and specific to your specific community,
there are services out there – PostcardMania.com is one that comes to mind, because I know they do great work at a really

www.excelleum.com
Copyright © MMXVII Debbie De Grote. All rights reserved

good price and most agents love. Or you can work with one of their designers and they can create a custom piece for you at a
price much lower than you would think.
Heidi: Would you please repeat it one more time?
J.P.: Sure. It's called PostcardMania.com. And there are several of them out there, but that's one that a lot of agents have, I
hear, a lot of success with.
Heidi: Thank you.
J.P.: Hey Mike, another thing you might want to say is, make sure that the owners know that you offer a very different
service for homeowners than those disruptors do, that your businesses is based on quality service and not quantity of sales,
and that your goal isn't necessarily to sell more homes, but to sell homes for more. And make sure that they understand that
you are an agent that will work extremely hard for them, you will consistently communicate with them, and you'll market the
heck out of their home. A lot of those companies are big teams. If you're an individual agent, make sure that they understand
that they will have your undivided attention, they'll never feel like they're being pushed to an assistant, and that you would
truly appreciate the business. You convey all that to them in a genuine way, and I think you're going to secure that business.
Mike: Thank you.
J.P.: My pleasure. Kailin, do you have any questions that I could help you with?
Kailin: J.P., right?
J.P.: Yes, madam.
Kailin: I don't have a specific question, but I think that I would like to hear your perspective on how to be very disciplined
and faithfully follow the prospecting regimen, because that's one of my challenges. I jot down key things for the day, yet I
usually overthink so many details, so I'm always feeling that I'm either missing a deadline, or I miss a chunk of my
prospecting time, or I'm just spending too much time preparing, let's say for a buyer's consultation, or preparing for a listing
proposal. I'm wondering if you have a good suggestion, a good tip so that I could follow the schedule more faithfully.
J.P.: Yeah, absolutely. To follow your schedule more faithfully to prospect, is that correct?
Kailin: That's correct.
J.P.: Okay, very good. Do you know on the DISC profile, what you were?
Kailin: I'm a Middle D, so my D is 50. My I is very low. My C and S is like 88.
J.P.: Yes, very good. And the reason I say “Yes” is you had used the word you “analyze” things, you may be spending too
much analyzing different things, and it sounds like maybe you get overwhelmed with certain things, or maybe even
sidetracked with certain things, which tear into your prospecting time. Is that correct?
Kailin: Right.
J.P.: Okay. Well, I think what you need to do, Kailin, is first and foremost, and this is going to be really a mindset change
that you will grow into and develop over time, is that first of all you have to know your “Why”. Why is it that you're doing
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what you're doing? Why do you need to prospect? What do you want to accomplish from prospecting? How are you going
to accomplish that?
And then ultimately understand above all that prospecting is the name of the game. If you don't have enough leads coming
in, Kailin, it really doesn't matter how great your listing presentation is. If you don't have a great listing presentation, it really
doesn't matter how many homes you've put on the market or how many deals you have in escrow. You have to generate that
business first, so how do you generate it? You generate it by prospecting.
Kailin: Okay.
J.P.: So first of all know that “Why”, and then secondly a lot of agents get overwhelmed by it; they get overwhelmed by the
task. And so what I often tell them, Kailin, is to no longer focus on the task as much as conditioning yourself to focus on the
time. In other words don't look at these 400 phone numbers you have to call; look at you're going to set a timer and you're
going to call for 50 minutes and you're going to take a 10-minute break. You're going to dial for 50 minutes, you're going to
take a 10-minute break. And that really helps to chunk things down and not get overwhelmed.
Kailin: Okay, alright.
J.P.: Does that help?
Kailin: Yeah. I think that's a good idea – to focus on the timeframe for this task, rather than just focus on the task itself.
J.P.: You got it.
Kailin: I want to be perfect, so I take a lot of time to do one task, and then I realize I'm already late for something else.
J.P.: Yes, I've got to tell you it may not make you feel any better, Kailin, but that is easy to do, and most every agent on
planet Earth can say the same thing. That's really common.
Kailin: Okay. Thank you, J.P.
J.P.: My pleasure, you're welcome. Well guys, we still have a few minutes left. We didn't quite get to my buyer presentation
and topics in the buyer presentation; maybe we could do that for a future call.
Kailin: Okay.
J.P.: Everybody always talks about the listing presentation, and that is super, super-duper important, but I also want to not
dismiss the importance of the buyer presentation.
Mike: Do you have for the buyer presentation something you can send us, or just something you were going to talk about?
J.P.: Well, it's something I was going to talk about. You can probably create your own, but I'm happy to shoot it over to you
as well. I've got some bullet points myself that I could send your way too.
Mike: Sure. Once I have it, when you're coaching, maybe I can just fill out the form.
J.P.: Yeah, absolutely. Mike, I can call the office and get it, but while I have you on the phone, do you mind giving me your
email?

www.excelleum.com
Copyright © MMXVII Debbie De Grote. All rights reserved

Mike: My email's mike@mikebalbas.com. That's my last name.
J.P.: You bet. We'll get it on over to you. Yeah, it's probably 10 different sections talking about market conditions, preapproval, MLS versus Internet, shopping for your new home, showing expectations, the contract, earnest deposit, inspection
period. It's about 10 different topics, and two or three or four bullet points for each topic to go over with your buyer to really
set expectations and almost ensure a smooth transaction.
Heidi: I was wondering if you could you send me a copy as well.
J.P.: I sure can. And your email?
Heidi: It's heidi@heidiforhomes.com.
J.P.: And who are you coaching with, Heidi?
Heidi: I forgot her name. Let me think. Lisa.
J.P.: Oh, Alyssa.
Heidi: Alyssa Granlund.
J.P.: Good, excellent. Very good.
Heidi: I haven't had any coaching calls so far; I just signed up. I'm going to have my first coaching call next week.
J.P.: Perfect, wonderful. Okay guys, it is 12:30, so I'm going to have to get to my next call, but I thank you for your time and
hopefully will get to talk with you again on the coaching call here in the next few weeks.
Mike: Thank you very much.
Heidi: Thank you.
J.P.: Thank you. Bye bye!
Kailin: Bye bye!
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