[bookmark: _GoBack]Agenda for Managing Brokers /Owners
<Insert Broker Name & Company Name>
*= The * items are a message for you. Please remove them after you read it.
*Note: This is what all Broker Owners are thinking: W.I.I.F.M. (What’s In It For Me?)
* (Presentation should be 30-40 minutes)
*What’s your opening speech?
1. Introduction:
A. My name is <your name here> and I have been in the title business for          _ years: I am creative, proactive, persistent and consistent. I work extremely hard to assist my clients in the growth of their real estate business. (Add anything else you want here)
B. <Your company name> is the oldest title company in the nation
a. Over 160 years in the business
b. Over $2.1 billion in reserves
c. Worldwide company
d. Direct underwriter
e. In the Fortune 300
f. Introduce farming Department & customer service

C. Escrow Team (Or title team, if you are title only)
a. Introduce your Escrow Officers and assistants
b. <Insert years> Years of experience combined
c. Willing to travel for your closing (only if your company is willing)
d. Discuss strengths, success story or something that will WOW them about your team (Fill in here)

2. Tools We Offer:
A. Corefact
B. <Your Company> Agent 3.0
C. Reach 150
D. Online Property Info. <Insert your company system here>
E. Breakthrough Broker
F. Title Pro 24/7
G. Social Media/Facebook
H. Listing Blitz
I. Micro farming
J. Walking farm
K. Happy Grasshopper
L. Inquisio
M. Felt
N. Listing Leader
O. Listing Promoter
P. Title tool box
*List all of your tools here. Look up ITS Connect Now & Golden Nuggets

3. Office Meetings: “How many office meetings do you have a month? Are you open for an affiliate to speak at the meeting for 120 seconds to bring value to your agents?”
A. Bring value every week
B. Title Talk
C. Reminders in our industry or in general
D. Upcoming Classes
E. Tip on 1 of our tools
F. Marketing Tip
G. Thank you & Quote

4. Classes: Comments/Questions- “How many classes a month do you have? What topics? Who teaches them? When I teach a class, my goal is to fill a room, create accountability and add some secret sauce to their business. Plus, I like to have a lot of fun! Stretch their minds, have music to kick start class & contests of course!”
A. Preliminary Title Class – How to read a prelim taught by Title Officer
B. Escrow Class 101 – How to have a smooth escrow – taught by an escrow officer
C. Farming Class
D. Red Flag Class - Obstacles in Title
E. Facebook Class (Some areas you cannot teach this)
F. Breakthrough Broker
G. Agent 3.0
H. Generating more listings/Apps we offer
I. TRID Class
J. Clock Hour Class (may not apply in your area)
K. PX-1031 Exchange class
*List other classes you or someone else would teach

5. Agent Productivity: Comments/Questions – “Agent productivity is my favorite part of the presentation.”
A. Being active on Facebook – Facebook coaching
B. 12 month marketing plan/Farm time
C. Door knocking with a purpose
D. Farming with a durable plan
a. Listing Blitz – Helping agents generate more leads from their inventory
b. Self-management – Keeping agents laser-focused
c. Learn the best practices from other successful agents around the nation – Breakthrough Broker
E. Cold calling schedule
F. SOI cultivation – Help agents make $20,000-$100,00 more a year
G. Share Golden Nuggets- Explain that you have an arsenal of tools to help their agents grow

6. Retention: Comments/Questions - “Retention is extremely important, that’s why I included it in this section. I know how important it is to you too!”
A. Marketing & Benefits of incentives for using in-house services
B. Mastermind Meetings (10 agents) with select few producers – (Bring 1 best practice, leave with 9)
C. Facebook/Social Media – connect to them on a personal level
D. Breakthrough Broker – helpful for office meetings
E. Incentive Programs for existing agents who recruit someone to your firm
F. Monthly or Quarterly Awards – Rising Star, Top Producer, Soaring Eagle 
G. Hot seat – Pick an agent to get interviewed in front of the office meeting & ask them questions

7. Recruiting: Comments/Questions - “How’s recruiting been in the last 3-6 months?”
A. 10 step program for hiring recruits
B. Letter and postcard campaigns for new licensees
C. Referral program for agents or outside people who bring in recruits
D. Hiring someone to make calls for you & set appointments
E. Creating a division for marketing ideas for SOI & farm
F. Facebook/Social Media- Connect with them on a personal level

8. The Wrap-Up/Overview:. *Here are some ideas to help with the wrap/overview.
· Thank you for your time today, I appreciate the opportunity to work with you & your office 
· I follow up, motivate, coach & provide an accountability programs to help agents stay on track
· As you can see, I provide all the tools, services and support to insure the success of my clients
· I help agents bring in more business and make them more money
· I hope you found my presentation & best practices valuable. I look forward to the next step & I truly appreciate you time!
· Overview – Tap on the key points from your presentation
*What’s your closing speech? Insert it here

