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e Covid-19 Scripts

 Mastering Technology

e 30-Day Plan

* Build4bounce Training Center
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Unemployment Rates and Home Sales
Do Not Have a Direct Relationship
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Breakdown of U.S. Bureau of Labor Statistics
April 3, 2020 Unemployment Report

Accommodation Industry
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Major Financial Institutions Calling
for a Rapid ‘V’ Type Recovery

e» Goldman Sachs
JP Morgan
e» \organ Stanley

0% GDP Growth

y - 2020 GDP

As of 4/1/2020
Subject to Change
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L‘" Recession
- DOES NOT Equal

‘ Hous“hg Crisis



Have a High Level of Execution
of the Basics



A

Ready to sell or buy immediately.
Always have an appointment.

Not ready to sell or buy for 30-90 days.
Call TWICE a month during the
weeks of the 1st and 15th.

C

Not ready to sell or buy for 90+ days.
Call ONCE a month during the
week of the 8th.




Conversations with Buyer Prospect:

Hi [FIRST NAME], It's [AGENT NAME] from [TEAM/COMPANY]. Just making a COVID-19
follow up call. | wanted to touch base to see how you and your family are doing? (Listen, Listen,
Listen). We're here to help you with anything you need if we can. Can we do anything for you?
Just an FYI, some of our clients have decided to step back right now and we support them

100%, others are proceeding as usual and we’re supporting them with the procedures we have
In place for being safe through smart showings, virtual services and more.

Conversations with Seller Prospect:

Hi [FIRST NAME], It's [AGENT NAME] from [TEAM/COMPANY]. Just making a COVID-19
follow up call. | wanted to touch base to see how you and your family are doing? (Listen, Listen,
Listen). We're here to help you with anything you need if we can. Can we do anything for you?
Just an FYI|, some of our clients have decided to step back right now and we support them
100%, others are proceeding as usual and we're supporting them with the procedures we have
In place for being safe through smart showings, virtual services and more.
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Maintain Good Mental and
Physical Health



Dress for Success
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Stay Positive




Become the Master of Virtual
Real Estate
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Mastering Technology in a Virtual Market

Thank you for tuning in to Workman Success Systems’ Wednesday Flash Briefing with Verl
Workman. Zoom is a great way to reach clients virtually anywhere in the world and is an ideal
tool to use during the COVID-19 crisis. Practice always makes perfect, so create an account
today and practice all of the tools it takes to be great at what you do.

Click here for a great Workman Success video to step you through the Zoom basics!

Once you have practiced the basics, move on to mastering your craft. As a real estate
professional, here are the things you now need to master in a virtual marketplace:

e Going into your MLS to show your client important information such as:
o Active listings, locations, and maps
o Important details of the area such as school information and taxes
e Virtual walk-throughs of properties:
o Be able to do a virtual walkthrough for all your listings
o Take photos or make a recording for your clients of properties they are interested
in
o Be able to show the area around the house including the neighborhood and other
important details about the property
o Instruct your clients on comments not to say if doing a live walk-through while the
homeowner is present
e Offer a full virtual listing presentation while COVID-19 restrictions are in place:
o Make it available online
o Explain why moving forward with listing or a purchase makes sense:
m Show market trends
m Explain how to move forward today safely & responsibly
m Share recommended guidelines from the CDC
o Have a resource folder to share with your clients

Thank you again for attending the event today; we hope to see you again next week!




Be the Light in a Dark Place
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1. Have a High Level of Execution of the
Basics

2. Maintain Good Mental Health

3. Become the Master of Virtual Real Estate

4. Be the Light in a Dark Place
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Go to: build4bounce.com

Already a member? Click Here
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Register now to access more than $2,500 worth of Workman EMAILL
Success Systems training. 100% free through May 31, 2020, no
credit card required.
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egister now to access more than $2,500 worth of Workman
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- ] My broker is not listed I
credit card required. ActivePipe
BoomTown

California Coast & Country Homes

Cardinal Row Real Estate I

Century 21 Judge Fite

Coldwell Banker Realty - North Oaks MN
CINC

Dynasty Point

Equity Arizona Real Estate

HSA Real Estate

LucidPress

Pure Realty

Realty One Group Signature

Realty Associates - Texas

Realvolve

RE/MAX Advantage

RE/MAX Carriage House

RE/MAX Classic - Farmington Hills M
RE/MAX Dynamics Realty - Concord
RE/MAX Executive - Carolina Home Site
RE/MAX First

B RE/MAX Finect Realtv - Kinaston
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