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COLLABORATION

core values

Introduce 

Invite 

Present 

Assist 

Support 



Accounts for over 80% of your ability to

attract agents.

eXp took in over $500M in revenue in 2018

and distributed about $250M to agents!



You’re not trying to sell them on

anything,

John Tsai: 

Gregory Genge: 

discover

their needs

Gene Fredrick: 



"Start with a compliment!"

Some examples of texts you can send:



When introducing a new agent to eXp Realty it is important to not

spend time explaining eXp in the initial conversation but to set an

appointment so you can explain the model properly.  Better to be brief

with the initial conversation and focus on setting up a time for a one-on-

one meeting.  Alternately, invite agents to an event like a lunch-and-

learn or Friday Mastermind Webinar.



Become a resource for those wanting to join

eXp Realty and people will find you!



Write down the answers to these questions so when you meet with the

Agent you can customize your message to the items the prospect

mentioned to you were important to them.



The disruptive technology used to create one of the most collaborative

working environments for over 20,000 agents means the eliminiation of

the tradtional bricks & mortar offices.  This greatly reduces company

overhead and allows the company to be more nimble, technology adapt,

and service agents better. The cloud-office also creates unparalleled

training opportunities from top agents throughout North America.

eXp offers agents an opportunity to be owners in the company - this has

several advantages; agents feel a sense of pride in their company as an

"owner" rather than working "for" a company.  Agents are awarded

shares in the company for meeting production goals providing an

opportunity to build a retirement fund. Option to purchase shares at a

discount as an eXp agent.

The company was founded by a Technology expert and is constantly

embracing the latest tools and tech for it's agents. From the top lead-

generating websites available to every agent, to next-level client

management CRM systems with artificial intelligence follow-up, to all

the tools necessary for agents to thrive in today's changing world.

Because of the unique cloud-office structure, eXp is able to distribute

company revenue back to it's agents in the form of revenue sharing. 

 This not only contributes to the explosive growth the company has seen

since 2016 but also offers agents a way to augment their real estate

sales business with passive income distributed monthly.  There is no

limit to the amount you can make with revenue share!



Personal one-on-one or small group meeting

Lunch & Learn presentation

Webinar

Try to avoid asking "what do you think?" after the presentation.  Instead,

here are some example questions to ask following the presentation:

Do NOT make up your own presentation unless you have it

approved by eXp Marketing.  

Some agents have had success sitting with their prospect and watching

an eXp Explained video together.  



It's no secret that more deals in real estate are lost due to poor follow

up.  It's no different with Agent Attraction!  We recommend calling the

prospective agent THE SAME DAY as you're meeting/presentation.  If

you presented in a larger group, a group message is fine.  Leaving the

follow up to the next day is too long.

Try to avoid asking "what do you think?"

after the presentation.  Instead, here are

some example questions to ask following

the presentation:

this

video on YouTube





we are only looking for people who want to be with us!






