Lead Agent
Performance Agreement

Coach/Mentor:

The Primary Purpose of my role is to list and sell residential homes, while building an unbreakable and unbeatable team that empowers a growth mindset and environment for the team and the business.

What do I need to be brilliant at to achieve this purpose?  Typically it’s always 5 to 7 areas of success.

The key areas of success in my role: Key Responsibility Areas

1. Leading the Team
2. Key Relationships
3. Market Intel
4. Pipeline Management
5. Listing Success
6. Strategic Selling
7. Negotiating – Doing Deals

#1: Leading the Team

Mini Mission: Aligning the commitment of our team to a vigorous pursuit of our clear and compelling vision that stimulates a high performance standard. Having a clear vision and goal in place for the team, each team member and having the right mindset for growth.

Performance Standards of Excellence: (how you know you’re succeeding)

	1. Reaching and exceeding goals
	2. Smooth workflow, the team working remarkably well and bringing out the best
	3. Reviews from clients on Team Performance
	4. Team awards and recognition and Bonus (team)
	5. Helping the team grow both personally and professionally, while also recruiting into the team

#2: Key Relationships

Mini Mission: Creating referral business opportunities 

Performance Standards of Excellence: (how you know you’re succeeding)

	1. Generating 10-15 referrals a month
	2. Client survey results/feedback
	3. Testimonials (videos)
	4. Networking with the top 20 VIPs (A-Listers)
	5. Hot 100 Platinum client connections
6. Delegation of business base (database) to team for nurturing

#3: Market Intel

Mini Mission: Knowledge on trends and upcoming opportunities 

Performance Standards of Excellence: (how you know you’re succeeding)

	1. Generating regular market reports
	2. Engagement with Developers 
	3. Information on upcoming development applications


#4: Pipeline Management

Mini Mission: Clean and effective database to ensure there is a strong generation of business (Master ‘A’, ‘B’ Pipeline and Hot Buyers). Oversee the management of the client nurture of the database and it’s pipeline.

Performance Standards of Excellence: (how you know you’re succeeding)

1. Ensuring the value and frequency of communication for pipelines
2. Clean groups of Data pipelines and clients
3. Have at least 20 ‘A’ pipeline opportunities and have at least 40 ‘B’ pipeline opportunities
4. Business generation from pipeline – digital prospecting lists - Key connect points 
5. Nurture ‘Hot Buyers’ (ChangeOvers mode ‘buy and sell’)

#5: Listing Success

Mini Mission: Having a clear structure and winning listing process in place to ensure an 80% conversion rate is achieved, whilst aiming for that 100% conversion rate. 

Performance Standards of Excellence: (how we know you’re succeeding)

	1. Improvement in listing ratio
	2. Reduction in loss of opportunities 
	3. Testimonials 
	4. Well prepared and relevant cast studies, being able to deliver immense value in the LAP
	5. Be a master of a point of difference for clients, be memorable and unforgettable. 


#6: Strategic Selling

Mini Mission: Successful sales campaign 

Performance Standards of Excellence: (how we know you’re succeeding)

	1. Reduce time on the market
	2. High list to sell ration
	3. Effective vendor management strategy 
	4. Hot buyers list – updated daily
	5. Cross selling ‘off market’ opportunities to our business database. Call back past 5 properties (buyers)


#7: Negotiating – Doing Deals

Mini Mission: Ensure every deal build our Negotiation Reputation in the market by selling at or above opinion on price

Performance Standards of Excellence: (how we know you’re succeeding)

	1. Low price reduction 
	2. High List to sell ratio
	3. High commission ratio
	4. Client WOW enhanced through the negotiation process



___________________________			____________________________
Signed:						Signed Leader :
Date ___/___/___					Date ___/___/___


Client Services Manager
Performance Agreement

Coach/Mentor: 

The Primary Purpose of my role is to coordinate and manage all aspects of the property sales process, allowing the team to focus on primary dollar producing activities and provide high level of CSM support.

What do I need to be brilliant at to achieve this purpose?  Typically, it’s always 5 to 7 areas of success.

The key areas of success in my role: Key Responsibility Areas

1. Managing Team & Business
2. Research, Data & Reporting
3. Listing Win Preparation
4. Listing Management
5. Open Home Preparation
6. Settlement & Client Nurturing
7. Agent & Team Marketing

#1: Managing Team & Business

Mini Mission: To be the spine to this well-oiled ‘machine’, to keep it running smoothly and efficiently, arrive on time and above expectations. (With a pretty bow on top).

Performance Standards of Excellence: (how you know you’re succeeding)

	1. Team accountability of KPIs/Missions
	2. Delivery, monitoring and reviewing of the business plan
	3. Continue the evolution of the team systems and procedures
	4. Find growth opportunities for the team with internal and external training
	5. Maintaining and driving team meetings (and scheduling these in advanced)

#2: Research, Data & Reporting

Mini Mission: To work alongside my trusty sidekicks and become the suburb detective, no stone with be left unturned in the park.

Performance Standards of Excellence: (how you know you’re succeeding)

	1. Producing marketplace reports
	2. Producing property trends and research from new articles
	3. Enter all appraisals into CRM, and update where necessary
	4. Building of case studies (monthly) as a team (Us Vs Them)
	5. Campaign reviews (each property), to ensure we are capture the ‘castles’ in the right light 

#3: Listing Win Preparation

Mini Mission: To assemble a world class listing pack, empowering the agents to rock that ‘showcase’ floor and bring in the A-Listers ‘the clients.

Performance Standards of Excellence: (how you know you’re succeeding)

	1. Confirm all A-Lister appointments for the day (call/text)
	2. Organise Listing packs (with all materials and a PEN), make sure Ipad is charged. (AA, OFT, etc.)
	3. Details preparation and research - expert product knowledge that’s relevant to the client
	4. Update and review success stories (top 20 sales)
	5. Follow up / after appraisal procedure (thank you call, selling proposal sent)

#4: Listing Management

Mini Mission: Methodologically approach the listing procedure, to ensure each rock is turned over and accounted for.

Performance Standards of Excellence: (how you know you’re succeeding)

	1. Introduction call and following standard listing process (send agency, book marketing)
	2. Prepare/Inform the team of new listing – cross sell and alert A-Listers!
	3. Prepare property / Clients for what’s next (photos, going live, what to expect from here out)
	4. Put on a Project Managers hat (any trades or services needed)
	5.

#5: Open Home Preparation

Mini Mission: To produce premium open home ‘Content’ which empowers the agents to showcase the clients ‘castle’ in the best possible light.

Performance Standards of Excellence: (how we know you’re succeeding)

	1. Friday prior to open home – ‘good luck texts, open home time reminders’
	2. Premium marketing materials at all open homes
	3. All open home packs ready to go for the agents (inc. keys, speakers (charged) business cards)
	4. All team members are prepared with property information sheets (cheat sheet)
	5. Prepare open home/weekly feedback reports once agents have completed their client section

#6: Settlement & Client Nurturing

Mini Mission: To produce a world class ‘seamless and stress free’ service to the clients, facilitating their word of mouth to generate repeat business.

Performance Standards of Excellence: (how we know you’re succeeding)

	1. Congratulations call once contracts are exchanged and ‘what’s next call’
	2. Produce settlement pack, with keys, alarm codes and gift, organise agent to meet onsite
	3. Produce a list of anniversaries (CMA reports) for thank you calls and cards (agent to call, CSM to send card)
	4. Data review (RITA), 4-7 years - monthly
	5. Client VIP nights (A-Listers night out on our red carpet)

#7: Agent & Team Marketing

Mini Mission: To create exceptional marketing content on social media and marketing materials which enables our agents, to be superstars – known and relevant in the eyes of our target market.

Performance Standards of Excellence: (how we know you’re succeeding)

	1. Create and delivery agent/team social media plan
	2. Building, protecting, and growing our brand
	3. Continue to work with local community sporting teams and team to attend awards and fun nights.
	4. Weekly newsletter sent to Business base (database)
	5. Yearly magnets sent to top clients




___________________________			____________________________
Signed:						Signed Leader :
Date ___/___/___					Date ___/___/___



Sales Associate
Performance Agreement

Coach/Mentor:

The Primary Purpose of my role is to
Create leads for my lead agent and assist with anything lead will like me to do including admin, open home and general support

What do I need to be brilliant at to achieve this purpose?  Typically it’s always 5 to 7 areas of success.

The key areas of success in my role: Key Responsibility Areas

1. Lead Generation
2. Pipeline Management
3. Listing Support
4. Campaign Management
5. Buyer Management
6. Seller Reporting
7. Building/Pest/Valuations

#1: Lead Generation

Mini Mission: 2 Listing Appointments (LAP) a day

Performance Standards of Excellence: (how you know you’re succeeding)

	1. 30 Connects a day
	2. Follow up with previous business base (database) 
	3. Drops are getting done (bulk drops now for core area – The Ponds)
	4. Following up withdrawn listings
	5. Generating 3 Market Appraisals (MAP) per day. Getting the foot through the door in order to build a connection

#2: Pipeline Management

Mini Mission: Have a clear and focused management system that allows me to see where each PV is at in terms of selling and what their timeline is looking like in terms of when they want to come to the market

Performance Standards of Excellence: (how you know you’re succeeding)

	1. Colour coding spreadsheets
	2. Labelling hot/warm/cold in my business base (database)
	3. Adding 5 new people to my business base (database) everyday
	4. Client / pipeline nurturing > offering 3rd party services (i.e trades)
	5. Communication frequency, daily, weekly, monthly 

#3: Listing Support

Mini Mission: Ensuring that my lead agent is always prepped for listing appraisals and ensure that she has all the information pack ready to go

Performance Standards of Excellence: (how you know you’re succeeding)

	1. Market Appraisal kit should be up to date with all the correct information
	2. Prelist and post list message system support – prepping the client to ensure multiple communication points are set 
	3. Any additional information that is required to be sent to the PV if they require something post the appraisal.


#4: Campaign Management

Mini Mission: Ensuring timeframes for properties are met and assisting the lead agent with anything needing to be organised for your property. 

Performance Standards of Excellence: (how you know you’re succeeding)

	1. Ensuring trades are organised
	2. Buyers are being scheduled in for inspections
	3. Ensuring clear communication is flowing through to vendors 
	4. Pre and post open home updates to the vendors


#5: Buyer Management

Mini Mission: Ensuring I am in touch with every Buyer and ensuring I qualify them and scheduling in buyer appointments.

Performance Standards of Excellence: (how we know you’re succeeding)

	1. Call back to buyers post inspection
	2. Ensuring I am calling every PB who has enquired on the property
	3. Scheduling a weekly plan for times and slots for open homes
	4. Ensuring buyers are appointments are being scheduled in to attend
	5. Understanding client needs and enquiries that need to

#6: Seller Reporting

Mini Mission: Detailed vendor report should be entered and sent through to lead agent for approval so that they can further send it to the vendors.

Performance Standards of Excellence: (how we know you’re succeeding)

	1. Having a detail report being built while talking to buyers who came through the property
	2. Ensuring all the information is added to agentbox stating the buyers feedback
	3. Reports are accurate, relevant and timely for owner meetings

	
   #7: Building/Pest/Valuations

Mini Mission: Taking this load off the lead agent and ensuring this is done whilst the lead agent focus on the front end. 

Performance Standards of Excellence: (how we know you’re succeeding)

	1. Building, Pest and Valuations are organised and professionally managed
	2. Attending/ giving access
	3. Evaluating the report and highlighting if anything needs attention





___________________________			____________________________
Signed:						Signed Leader :
Date ___/___/___					Date ___/___/___

Sheargold’s SuperTeam Performance Agreement 
