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CONFIDENTIAL

For use by RE/MAX Affiliates only. Materials are the 

confidential property of RE/MAX, LLC. Any 

possession is considered to be a loan of assets and 

trade secrets and must be returned to RE/MAX, LLC 

should recipient’s association with RE/MAX terminate.

COLD CALLING

When cold calling, be aware of the requirements of 

the national (and, if applicable, state) Do Not Call 

Registry before placing calls. Additionally, be aware of 

federal and state laws regarding calling consumers 

before 8 a.m. or after 9 p.m.
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AGENT MOMENTUM TRAINING SERIES

It is a complete agent development program designed to 

give our team a competitive advantage in the 

marketplace

Specifically to help everyone increase their real estate 

sales results
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THE OVERALL PROGRAM HAS THREE 

PRIMARY COMPONENTS:

1. Consulting

2. Training

3. Accountability

Training without consulting and accountability is worthless
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THERE IS A VERY IMPORTANT 

DIFFERENCE BETWEEN EDUCATING AND 

TRAINING

The goal of educating is knowledge

The goal of training is action

We are looking for action to help increase your business to 

another level
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MOMENTUM HAS 13 CORE CLASSES

THEY ALL SUPPORT AN AGENT 

OPERATIONAL MODEL:

Lead generation

Lead conversion

Servicing your clients
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The idea is for you to prospect to generate leads (GL), once 

the lead has been generated to convert the lead (CL), then you 

want to service your client

Part of the servicing is marketing that relationship with the 

client and that in turn generates more leads
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REAL ESTATE PERSPECTIVE

My guess is everyone taking the class will eventually have 

to make a change
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3 THINGS HAVE TO CHANGE TO REACH 

THE HIGHEST LEVEL IN YOUR CAREER:

Mindset - How you think

Behavior - Systems in place to change your behavior

Relationships - Right people in the right positions to help 

propel your career
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IT ALL STARTS AND BEGINS WITH THE 

WAY YOU THINK

Part of perspective is about seeing the overall playing 

field - it is about helping you to change how you think so 

you can act in a way that results in you getting what it is 

you say you want - behavior has to match what you say 

you want
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Irrefutable Fact #1

Real Estate Sales is a GET RICH Business!

I did not say real estate is a quick get rich business

A career in real estate offers the opportunity to generate 

an unlimited income

You can make as much money as you have passion to 

make by focusing on the right activities

Top earners intentionally move towards dollar productive 

activities that generate the highest amount of income 

per hour
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Why Work?
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Why Work?

The goal is to live an unlimited life in a limited amount of time.
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Career Options

If you want to live an unlimited life, you must generate an unlimited income.
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It Begins With The Way You Think

In order to create a life of abundance, you must train your mind to think in 
UNLIMITED terms!

These may seem harmless until you realize that your beliefs form the rules by 
which you play the game of life!
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Thoughts Matter
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Thoughts Matter
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Keeping An Open Mind
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Keeping An Open Mind



© David Scott 2012-2015 All Rights Reserved

Two Outcomes to Learning

Don’t learn for the sake of 
knowing; learn for the 

sake of growing! 
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Two Outcomes to Learning
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Two Outcomes to Learning
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The Pathway to Mastery
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Why Do People Succeed?
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Why Do People Succeed

INTERNAL DIMENSION: An overwhelming, burning commitment 
to take action. (An intense feeling of passion stemming from 
specifically defined aspirations and plans.)

The internal dimension is more about willingness than anything 
else.
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Why Do People Succeed?

EXTERNAL DIMENSION: Moving toward an environment that 
best supports your goals. (Seeking out the training, systems, 
tools and relationships needed to achieve your aspirations.)

The external dimension is more about ability than anything else.
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Becoming Intentional and Proactive

Your willingness and abilities must match your expectations. If you are unable to 

effectively and efficiently implement the strategies necessary to achieve your goals, 

you must seek out the necessary training. 
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A Formula for Abundant Success
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Define Your Aspirations

1. WHAT DO YOU WANT?
In a macro-sense, what needs funding in your life?
Specificity is crucial because the answers, when “linked” to your 
business, become requisite justification for leaving your comfort 
zone. (Which is required.)

2. HOW BADLY DO YOU WANT IT?
All aspirations begin as wants, however wanting something is not 
enough. Therefore, your wants must evolve if you expect them 
to be realized.
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Define Your Aspirations



© David Scott 2012-2015 All Rights Reserved

Why is this so Important?

When you attach your personal needs, 
wishes, dreams and endowments to your 
career activities, you in essence create 
passion links!
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Why is this so Important?

You must view your daily activities as the means to a passionate end!

Truth: Passion links help you endure the temporary pains of being out of your comfort zone!
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Defining Your Financial Requirement

Once you have established appropriate funding categories, the next 
step is to prioritize and budget.
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Sample Prioritized Budget
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Sample Prioritized Budget

Truth: 

Most people fail to create wealth because they have no plan for 

their money!
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Yearly Financial Requirement
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Yearly Financial Requirement
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Irrefutable Fact #2

Real Estate Sales is  
BASIC!



© David Scott 2012-2015 All Rights Reserved

An Introduction to Business Concepts
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The Importance of Establishing Beliefs
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The Importance of Establishing Beliefs
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The Importance of Establishing Beliefs
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28 Beliefs
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28 Beliefs
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28 Beliefs
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28 Beliefs
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3 Models
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Summary of Business Models
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Summary of Business Models
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Summary of Business Models
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Economic Model
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Economic Model
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Economic Model
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Commission Rate Schedule
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Commission Rate Schedule
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Real Estate Operational Model
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Real Estate Operational Model
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Lead Generation Plan
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Lead Generation Plan

Putting together plans will force you to 
strategically analyze each component of 

your operational model and help you 
determine your business strengths and 
weaknesses. Weaknesses will then be 

used to dictate training and development 
needs for the year.
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Lead Conversion Plan
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Operational Model
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Operational Model
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14 Responsibilities
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14 Responsibilities
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3 Types of Activities

Vital Activities – Those that MUST be done 

Relevant Activities – Those that MUST be delegated 

Irrelevant Activities – Those that MUST be ignored
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6 Ancillary Arms

Ancillary arms represent the people 
and/or systems that relevant 

business activities are delegated to 
so you can remain vital.
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6 Ancillary Arms
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Organizational Chart
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47 Vital Listing Activities
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47 Vital Listing Activities
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47 Vital Listing Activities
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47 Vital Listing Activities
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47 Vital Listing Activities
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47 Vital Buyer Activities
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47 Vital Buyer Activities
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47 Vital Buyer Activities
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47 Vital Buyer Activities
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13 Dollar-Productive Activities
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14 Performance Standards
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Key Conversion Rates
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24 Hours
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24 Hours
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24 Hours
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Additional Tools
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You don’t have to be great to start, 

but you have to start to be great.
~ Joe Sabah


