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Carla Cross’s New Agent Development System
New agents can get off-track and unfocused so quickly! Unfortunately, companies unwittingly add to the confusion by taking a piecemeal approach to their agents’ development. For example, they say they want productive agents, but their training program doesn’t put agents to work on day 1. Or, the company gives agents 43 different ways to start a business, with no consistent priorities.
Carla Cross has developed a New Agent Development System that clearly and cleanly—through her prioritized, consistent programs--gives agents the message you want them to hear:

              Your company systems assure agents get productive fast.

Warning: This Won’t Work Unless You Want to Hire Productive Agents!
If this is the clear message you want to convey and support, here are the programs that make up the system that will do the work for you.
Your New Agent Development Syste
m
How to Implement
During Recruiting/Selection
 

 Up and Running in 30 Days
Critical question: Are they a self-starter and will they go to work?

To find out if agent intends to go to work quickly, and work hard at selling real estate, introduce Up and Running in 30 Days—the proven new agent’s business start-up plan that you will be supporting in your coaching, during the interview process. Ask, “Is that your idea of selling real estate?”






          

Up and Running Real Estate
Critical question: Will they commit to do the business start-up plan during your high accountability training?

Introduce the high accountability, business-start up plan/training program in the interview process. Up and Running in Real Estate (online) combines coaching, business planning, training, and inspiration.
Get mutual expectations in writing by using the Commitment Letter supplied in your Up and Running in Real Estate program. 

Coaches’ Corner
This is the manager’s coaching companion to Up and Running in Real Estate. Carla provides tips to coach through each part of the program.
During Your Orientation Process
     
Critical question: Will they complete the actions in your Onboarding process?
Use the orientation checklists and listing of the contents of our onboarding checklists (complimentary when you purchase the New Agent Development System) from Carla Cross and Co. A great system assures your new agents get the ‘housekeeping’ out of the way and go to work—fast. 

Their First One+ Weeks 



Critical question: Do they have a prioritized business start-up plan that gets them up and running prior to training?

It’s right here: Up and Running in Real Estate.
Their Go-To-Work Training





Critical question: Does your training program put them to work, doing the biggest pay-off  business developing activities, or does it sit them in class listening to ‘experts’ tell them various ways to start their businesses?

Use Up and Running in Real Estate to put them to work, train them in how to do the work, and encourage them to get the work done. 

Their One-on-One Coaching


Critical question: What happens to your agents when they’re not in training? How do they internalize the business start-up plan? How do they stay on track?

Studies show that accountability is the largest determinant of whether goals are met. Coach your agents, using the manager’s coaching companion to Up and Running in Real Estate—your Coaches’ Corner. 
Questions about whether this New Agent Development System will work for you? Contact Carla at carla@carlacross.com or give her a call: 425-392-6914.
