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Notices

While Keller Williams Realty, Inc. (KWRI) has taken due care in the preparation of all course materials, 
we do not guarantee their accuracy now or in the future. KWRI makes no express or implied 
warranties with regard to the information and programs presented in the course, or in this manual, 
and reserves the right to make changes from time to time. 

This manual and any course in which it is used may contain hypothetical exercises that are designed 
to help you understand how Keller Williams calculates profit sharing contributions and distributions 
under the MORE System, how Keller Williams determines agents’ compensation under the Keller 
Williams Compensation System, and how other aspects of a Keller Williams Market Center’s financial 
results are determined and evaluated. Any exercises are entirely hypothetical. They are not intended to 
enable you to determine how much money you are likely to make as a Keller Williams Licensee or to 
predict the amount or range of sales or profits your Market Center is likely to achieve. Keller Williams 
therefore cautions you not to assume that the results of the exercises bear any relation to the financial 
performance you can expect as a Keller Williams Licensee and not to consider or rely on the results 
of the exercises in deciding whether to invest in a Keller Williams Market Center. If any part of this 
notice is unclear, please contact Keller Williams’ legal department. 

Material excerpted from The Millionaire Real Estate Agent appears courtesy of The McGraw-
Hill Companies. The Millionaire Real Estate Agent is copyright © 2003–2004 Rellek 
Publishing Partners, Ltd. All rights reserved. 

Copyright Notice 

All other materials are copyright © 2020 Keller Williams Realty, Inc. or its licensors. All rights 
reserved. No part of this publication and its associated materials may be reproduced or transmitted in 
any form or by any means without the prior permission of KWRI.

WARNING! Real estate agents who violate The Telephone Consumer Protection Act (TCPA)  and 
the National Do Not Call Registry face potentially catastrophic legal damages. Do NOT use or leave 
artificial or prerecorded messages, and check the National Registry and your internal registry before 
you dial.
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What Successful Agents Do Every Day

Grow Business

1. Lead generate for buyers and sellers

2. Make seller listing presentations and get listings

3. Make buyer presentations and get listings

4. Preview real estate

Run Business

1. Market seller listings

2. Show buyers houses

3. Negotiate contracts

4. Transaction management to closing

5. Vendor management

6. Set goals

7. Compliance/risk management

8. Attend training and get coaching

9. Manage money
Aha’s



Ignite 5.2 © 2020 Keller Williams Realty, Inc. 5

Spark 1: Fuel Your Career

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Overview: What is Spark

“Nothing else about your business will have as big an impact as 
the number of leads you have”

-Gary Keller, The Millionaire Real Estate Agent 



Ignite 5.2 © 2020 Keller Williams Realty, Inc.6

Spark 1: Fuel Your Career

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Overview: What is Spark

Notes
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Start With Your Sphere

Who do you know that is going through a life event that might lead to a move?

Who does not yet know you are a real estate agent?

Who have you not spoken to in the last two weeks?
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Start With Your Sphere
How often does the average person move?

Where on the wave are the people in your sphere? Put 5-7 people from your sphere on the 
waves below:

How you stay top of mind throughout this cycle?
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Start With Your Sphere

Hello, this is _______! How’ve you been? 

F.O.R.D. Options:

F: How’s the family?

O: Are you still working at _(occupation)___?

R: Are you still enjoying __(recreation)__?

D: Did you ever pursue that __(dream)__?

I’m calling to share that I am now a real estate agent with Keller Williams Realty. I thought of you because I 
knew you would be someone to help me grow my business. Especially since you know my track record and 
commitment to doing the very best.

I’d like to share my free real estate app with you. It’s so easy to check what’s for sale and for what price on your 
street, in your neighborhood, or any place in the US and Canada. I can send you a text with a link, does that 
sound good?

I’d also like to offer a real estate update on your neighborhood. You can also add additional neighborhoods you 
may be interested in, and even customize how often you receive the update. All I need is your current address 
and email and you’ll start receiving it right away. Do you mind sharing this information with me? Thanks!

I am building my business on people I know and the people they know. Do you know of anyone from work, your 
neighborhood, or a group you belong to who’s thinking of buying, selling a home, or investing in real estate? I’d 
be pleased to be a resource for them. 

IF REFRRAL GIVEN: 

Would you mind sharing their name and phone number or email so I can contact them? 

Thanks for taking a moment to think about it. And please keep me in mind for all real estate needs.

OPTIONAL:

Do you have time to get coffee sometime soon? How about _(date/time) or (date/time) ? Which time is better?

Thanks, and I look forward to seeing you.

FORD Script
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Know the Tools
Log in to Command

1. Go to agent.kw.com

2. Log in using your KW credentials

3. If you have forgotten your password, select 
Forgot Password, next to the sign in 
button

4. Enter your KW Username, then click 
Submit

Identifying Icons in Command

Icon Where does this take me?
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Prepare for Success

Sunday Monday Tuesday Wednesday Thursday Friday Saturday

When is each Spark learning module being offered?

Week 1

Week 2

Sunday Monday Tuesday Wednesday Thursday Friday Saturday
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Prepare for Success
Afternoon Success Activities

These are suggested activities for your afternoon. Next to each activity rate your confidence with 
the task from 1-10.

Confidence 
Ranking 1-10

Suggested Activity

Call your sphere

Enter contacts in Command

Take Command trainings on Connect

Preview homes

Write handwritten notes to follow up with contacts

Shadow an agent

Doorknocking

Create professional social media accounts

Set up marketing profile in Command

Read The Millionaire Real Estate Agent

Open Houses

Post about real estate on social media

Review Designs in Command

Read The One Thing

Practice Home Valuations
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Turn Aha’s into Achievement
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Notices
While Keller Williams Realty, Inc. (KWRI) has taken due care in the preparation of all course materials, we do not guaran-
tee their accuracy now or in the future. KWRI makes no express or implied warranties with regard to the information and 
programs presented in the course, or in this manual, and reserves the right to make changes from time to time.  

This manual and any course in which it is used may contain hypothetical exercises that are designed to help you under-
stand how Keller Williams calculates profit sharing contributions and distributions under the MORE System, how Keller 
Williams determines agents’ compensation under the Keller Williams Compensation System, and how other aspects of 
a Keller Williams Market Center’s financial results are determined and evaluated. Any exercises are entirely hypothetical. 
They are not intended to enable you to determine how much money you are likely to make as a Keller Williams Licens-
ee or to predict the amount or range of sales or profits your Market Center is likely to achieve. Keller Williams therefore 
cautions you not to assume that the results of the exercises bear any relation to the financial performance you can expect 
as a Keller Williams Licensee and not to consider or rely on the results of the exercises in deciding whether to invest in a 
Keller Williams Market Center.  

Material excerpted from The Millionaire Real Estate Agent appears courtesy of The McGraw-Hill Companies. The Million-
aire Real Estate Agent is copyright © 2003–2004 Rellek Publishing Partners, Ltd. All rights reserved.  

Copyright Notice  

All other materials are copyright ©2020 Keller Williams Realty, Inc., or its licensors. All rights reserved. No part of this 
publication and its associated materials may be reproduced or transmitted in any form or by any means without the prior 
permission of KWRI. 

WARNING! Real estate agents who violate The Telephone Consumer Protection Act (TCPA) and the National Do Not Call 
Registry face potentially catastrophic legal damages. Do NOT use or leave artificial or prerecorded messages, and check 
the National Registry and your internal registry before you dial.
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a Keller Williams Market Center’s financial results are determined and evaluated. Any exercises are entirely hypothetical. 
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WARNING! Real estate agents who violate The Telephone Consumer Protection Act (TCPA) and the National Do Not Call 
Registry face potentially catastrophic legal damages. Do NOT use or leave artificial or prerecorded messages, and check 
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Average Sales Price 

Average Commission (GCI) 

Cap (GCI x ___%, capped at $_________) 

Royalty (GCI x 6%, capped at $3,000) 

Total =  
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Based on the motivation and readiness of your leads, you can categorize them and put 
your prospecting and marketing plans into action. 

A BUYERS 

 

B BUYERS 

 

C BUYERS 

1. 

2. 

3. 

 

 

 



 

 

 

NAR’s 2019 Profile of Home Buyers and Sellers states that 20% of all buyers pre-qualified 
for a mortgage online, and only 11% found their mortgage lender online. 
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Recap and Create Your Success List 

• 
How has your thinking 

changed? 

• 
What do you feel 

differently about? What 

was meaningful for you 

today? 

!, 
How will your behaviors 

be different going 

forward? What actions 

will you take? 

4$ 
What tools, models, or 

systems will you use? 

How will they make you 

accountable? 
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