 (offee

LEARN EXACTLY WHAT TO SAY TO
WIN NEW LEADS

Conversations
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This season I'm being more intentional
about connecting with my favorite people
and you're at the top of my list!

Whether it's coffee, lunch or just a chit
chat...| would love to catch up.

U e
When is a good time for you? {
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DTD2 Agent Schedule 2023

Week Of: DTD2 Text Week Of: DTD2 Text
Group Letter Group Letter

6/6/2023 AW R 9/5/2023 A&W N
6/13/2023 B&E U 9/12/2023 B&E S
6/20/2023 D&O L
6/27/2023 H&V J
7/4/2023 C&K Q
7/11/2023 F&G Z 10/10/2023
7/18/2023 M&X W 10/17/2023
7/25/2023 N&R E
8/1/2023 S&U 0 B
8/8/2023 P&L V 11/7/2023 P&L D
8/15/2023 T&] K 11/14/2023 T&]J H
8/22/2023 1&Q G 11/21/2023 1&Q C
8/29/2023 Y&Z M 11/28/2023 Y&Z F




g _ Change Your Words.
o " €hange Your World.

\

The person asking the questions is in control of the conversation
-Use prefacers, frames, and lead-ins to control more of your

conversations
DIIII?
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When Would

Be a Good Time?
—_

Overcome one of the biggest challenges with these
words....rejection and procrastination.

The Magic: You prompt the other person to
automatically assume there will be a good time and

that “no” is no longer an option.
Pg. 70




Who Do You

Know...?

\ h

Don’t become an annoying realtor by projecting your
ability to help in every conversation.

The Magic: It shifts the direct ask away from the person
you are speaking with and toward a third person who

< you currently do not know. Then think of circumstances
Pg. 16
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S i t where you can add value

A



What Do You

Understand?
—_

Don’t debate with others who think they know best and
wish to lecture you on your opinion.

The Magic: Influence those who are confident of their y §

position by moving them from certainty to doubt. 2 .L'

Question the knowledge on which the other person’s
Pg.36 opinion was founded.




Most People
— T ———

Indecision stops people from moving forward with you.

The Magic: When you tell people what most people
would do, their brain says, “I’'m most people, so
perhaps that is what | should do too.” It moves people
from procrastination into decisiveness.

e W e s Pg. 108
. &




Pg. 148

A Favor
—

You can rarely achieve success in life and business
without the help of others. Asking for support increases
your chances of achievment

The Magic: When you have been providing value during
your conversation then you can leverage the power of
a small ask to get somebody to agree to do just about
anything...even if it is a conditional yes.




) I’m Not Sure If
s . It’s For You, But

A

. Introduce just about anything to just about anyone, at
just about any point in time, that is completely

Sy rejection-free. /
-;;(5" "
The Magic: The statement prompts the little voice D .l ‘
o inside your listener’s head to think “You might want to - 2

¢

~5\--~~ ‘ look at this.” Pg. 3
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COFFEE SHOP CAMPING

COFFEE & CONVERSATIONS
TEACHER APPRECIATION

HAND DELIVE
10 /MONTH &

R COFFEE TO

REFERRAL

STARBUCKS GIFT CARD
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® Coffee Competition

The Coffee Conversation Competition

From Wendy Papasan, Austin, TX

Lack of energy? Nervous about the shift? Want an easy, trackable way to increase business?
Follow Wendy's system in 5 easy steps!

[ Step 1: Identify a goal and prize - ‘

The person with the most books given, referrals received, and appointments set

got a $100 gift card.

Wendy set a goal of minimum 2 appointments in person. Don't over complicate it - ask
| someone to coffee!

(‘Step 2: Get team buy in

Include admins & VAs! ‘
|2 Even if you're not on a team, find a friend to hold you accountable. J
1y

[ Step 3: Pick a theme ‘
|_ Wendy's team used the new Your First Home book to tailor the conversation. |

———

Step 4: Go aihappointmen! > ‘

| 1. Bring a copy of Your First Home.
Be sure to staple your card to the back or write in your contact infarmation. ‘

2. During the conversation bring out the book and say:
"ou know what, this new book from Keller Williams Just came out. It's called Your |

First Home. Wha do you know that could use this book?"
Pro Tip Tell them you only have one and ask for the referral's contact information.

(‘step 5: Continue the conversation |
1, Thank the person for meeting you. @Dl
5 Contact the referral and send them a copy of Your First Home. YAU Rs
3 Get irst Ti i invi I s
S_g._ up a f[rst T|.me H_omg Buge_r semnar and .nj\.ute all the referrals! .3§§1 RS ,&\\ |
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: " | 4. Add everyone you meet to your database. T HOME
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Buy Copies Here: E}’ﬁ@ f—';&’ |
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