Powerful
Pipeline
Management
by Michael Sheargold, CEO of Real Estate Results

There
are 3 Key
Questions
you need to
answer –
what do you want to:
Start Doing?
Stop Doing?
Continue Doing?

P

ipeline Management is one of the
most absolute critical pieces of
success in real estate. When you get
pipeline management is when you move
from being in the now opportunities and
start to look at the bigger picture to see
“Where are we going?”, “How are we
heading there?” and “How do we get
there faster?”
With pipeline management you look
at opportunities - not just what’s in the
market this week or today - but what
will come up in two months time, three
months time or four months time.
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#01

Your main Goal is to get the
stock – and sell the stock.

#02

Your Mission is to help people
achieve their property goals.

#03

You get paid on your ability to
help achieve those goals.

Every single client will buy and sell
property for a reason and for a goal. The
clearer your are on those goals, the more
you can be in-tune with their needs and
help achieve those goals (and yours of
getting and selling the stock.)
All of this is based on the Productivity
Platform; to generate business into
your pipeline so you can list property
and sell property.
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The
Productivity
Paltform
LISTING PROPERTY

SELLING PROPERTY

PIPELINE
GENERATING

A

Listing appointment is your opportunity
to be a brilliant presenter, connect with
and build rapid rapport with all the different
kinds of people. This is where your flexibility
and the adaptability kicks in.
Selling has two components: a project
management component, and a people
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management component. Being able to
sell a property has a lot to do with how you
manage the people in the process. There
are some agents that think there is only one
skillset in being a great agent, but it’s actually
the wrap-around of these two skillsets that
make you work in a super effective way.

Pipeline
Methodology

T

o be successful in this business,
you need to have a consistent
Listing Flow coming out of your
pipeline. What you put in has a direct
impact on what’s going to come
out. Given that most agents don’t win
100% of the opportunities they come
across, you need more going in your
pipeline - because statistically, some
opportunities will be filtered out. Some
of these are people who decided to
renovate instead of sell. Some will
decide to keep the property rather than
sell. Or some you will lose to another
agent or agency.
Inside your Main Pipeline, you will have
three pipelines: Pipeline A, Pipeline
B and Pipeline C. Determining which
opportunity goes to which pipeline is
simple – it’s based on the length of time
it is going to take before that property
comes to market.
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Change Overs
T

his is based on the clients that say “When I buy, I will sell” – they’re in changeover mode.
With clients in that mode, focus on the move and focus on what they want to achieve,
rather than just the listing.
There are two kinds of Change Overs:
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Active

Passive

These are potential clients you meet at opens
and they are pretty much looking for a
property on a full time basis. Your frequency
of communication should be a touch point of
2-3 times per week.

These are potential clients that if a property is
available on a particular street, with a northfacing backyard then they want to buy it. But
unless certain criteria are met, they are not
interested. They are passive until a particular
property comes up then they become active.
Your frequency of communication with this type
of client is a touch point of 2-3 times per month.

Pipelines Explained
PIPELINE

PIPELINE

PIPELINE

is someone who is going
to list their property with an
agent in the next 30 days.
Frequency of communication
– a touch point of 2-3 times
per week.

is someone who is going
to list their property with an
agent in the next 2-3 months.
Frequency of communication
– a touch point of 2-3 times
per fortnight.

is someone who is going
to list their property with an
agent in the next 4 months
or more. Frequency of
communication – a touch
point of 2-3 times per month.

A

B

C
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Strong
Valid
Reasons
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I

n terms of your communication with
your Pipeline, you need to be thinking
that every call, every email, and every
face-to-face communication with a
client puts you in a better position as
the agent of choice. However you need
to be adding some value to them – at
every touch point.

#01

Trigger Point Update – basically, their reason
for selling

#02

Recent Sales Results – keep your client
updated on this

#03

New properties on the market – could be a
property you recommended or a new property
on the market that could compete with their
property

#04

Open Home Invite – could be an existing client
of yours that has done a great job in setting
the property up for sale and you invite your
potential client/s so can learn a few things and
gain some insight

#05

Market Update – this is an update about how
the weekend was, market wise. What you’ve
noticed, what the media recently reported on, etc

#06

Buyer Activity – let them know how many
people inquired or how many groups you’ve
had coming through your recent open homes

#07

Auction Results

#08

Auction Invites

#09

Help with Sale Preparation – assuming you’ve
visited the property

#10

Trade Referrals – tips on what they can easily
do around the home to better enhance their
chances at quickly shifting the property

6 Lists
You MUST Carry
1

Priorities for the day – a to-do list for
today. If you have a team - here’s what
they need to do - here are their priorities.
This should be made the day before.

2

Current Listings – you should be looking
at having an on-going communication
with your current sellers.

3

Hot Buyers – these are the buyers that are
either hot on a property or they’re cashedup and looking to buy in a specific timeframe.

4
5

Pipeline A’s – getting ready for them to
sign an agreement to list with you.

Pipeline B’s – positioning yourself as
the agent for them to choose when the
time is right.
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Change Overs – these are separated
from the pipelines because Change Over
buyers are the ones that buys a property this
weekend and wants to have their property
on the market yesterday.

These 6 lists are the Go-To lists to focus
on and have on your person anytime
you’re meeting a potential client. That’s the
strategy that may help you manage your
pipeline in super effective way.
Another important point to note is simply
“Being There”. Losing a listing or missing
an opportunity just because you weren’t
there is a big question and needs to be
addressed right away. Think about how
many opportunities you are missing from
not being there. And when you are present
– are you truly listening and engaging with
your clients?
Are you keeping your goal as an agent, and
your mission as an agent at the top of your
mind? When you actively do this, you will
see your results improve dramatically.
Manage your pipeline powerfully and see
your results soar!
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