Working Draft – Gathering information
[bookmark: _a8h6a3ixj22a]Module 1
1. [bookmark: _ou9yvleau7ah]Market Research
[bookmark: _8ie5hbe9278e](1-2 hours)

Ask someone you know who is an active broker or ask an agency manager to help answer these 5 key questions. 

In the last 12 months :
· How many new listings have been signed?   ____75___________
· How many properties have sold? ______44_________
· What is the average selling price? ______$324,800.00_________
· How many properties have not sold (expired)? ______22_________
· How many brokers are actively working this market segment? ______3_________

Use the Excel spreadsheet Module 1 – Market Research to calculate your ratios.

My market research conclusions are:


	
  Market share gain of 41.9% within a year points to swift acceptance of the offer by the targeted market segment from the brokers. Such level of acceptance could only have been gained by an offer that is perceived as significantly better in those segments that are considered important by the buyers of the product.  
· Product differentiation was achieved through providing more features for an affordable price of $324,800
· Product differentiation was achieved through full control over distribution chain. This led to 75 new signings.
· There was a turnover of 8.80%, there is a need for provision of a better customer service.
In order to evaluate stock patterns, market valuation ratios are also used. In our case because the demand estimation of the broker is 11-15%, the low price-benefit ratio of a firm indicates that the stock is an undervalued offer in a stable sector, and the company's income prospects can also be indicated as comparatively unknown and the stock can be a risky gamble.


















2. [bookmark: _twjxln9zye4x]Marketing Plan
[bookmark: _dld0hlr8oyfp](30 mins)

2 key questions:

· How much money do you have for marketing? ____$ 142,912___________
· How much time do you have for active prospecting? 4 hours in bits of block per week or 15 hours per month


My marketing plan conclusions are:


	A business should typically invest about 5% of its overall marketing sales in retaining its current role. Companies that want to expand or gain a higher market share should make a higher budget – generally around 10 percent; with regard to this, I would spend 142912 for marketing. The core and vital determinant of how much a good will be known, and having customer value depend on the size of marketing done. This amount will involve social media sharing, offer, Banners, and flyers to target all the customers.
The best practice is to prospect in bits all week long. It could be 4 hours on Monday morning, 4 hours on Tuesday evening, and then another 4-6 hours block away in the week. 
Failure to ask or talk with clients will lead not to selling. One is going to start calling you out from somewhere if you don't ask people to buy it. One is not going to make sales if you're not there prospecting leads. An invitation must be made — with an immediate inquiry. In order to recognize and invite new customers to use my product, I have set unique times in my schedule every Monday, Tuesday, and Friday for four hours.
Since Prospect is Sacred, I will take care of the time I expect to search for new ways. Understand the seriousness of discovery. It is sacred to look forward to the time. This is one of the things I MUST do when I get the sales I want. Render it unchanged. I'll keep on telling myself, "I will carry out prospecting activities if the building is not on fire. Ill "Make calls, meet people, do everything possible to meet new customers."



























3. [bookmark: _bbprmeo4nk9m]Agency Selection
[bookmark: _tu1ju7mi7qyz](6-7 hours)

Consult an accountant and establish your business model:
· Incorporated or self-employed
· In a team or not


Shop for agencies and ask all your questions (you can plan to spend about 1.5 hours per agency – it would be recommended to visit at least 3 different ones):

N.B. Don’t forget to ask the agency manager to help you with your market research if you weren’t able to finish it with someone you know.

Fees:
· Monthly payments
· Remuneration sharing (split)
· Transaction fees
· Office rent
· Referrals fees
· Other fees


	
	30 000$
	60 000$
	90 000$
	120 000$

	Plan A
	
	
	
	

	Plan B
	
	
	
	

	Plan C
	
	
	
	




Service and tools included

Do you offer these services and at what price (are they included or not)?
· Website
· Productivity suite (Google Suite, email address, etc.)
· Mass emailing solutions
· Cold calling solutions 
· Subscription to the National DNCL
· Telelisting
· Internal list of excluded numbers
· If not, do you have business agreements with third-party partners?


Training

· Is there specific training for entry-level brokers?
· What other training is available?
· Upon request or at the office
· Is there a game plan established for training or is it based on ad hoc needs?

Mentoring and support

· Is there a mentoring system already in place at the agency?
· Who will you turn to if you have questions?
· General questions
· Last-minute questions in the field
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