Brokers:  You can now communicate your value proposition.  What about your sales skills in the interview?

My common theme:  Is it about sales skills? 
Let’s explore.
Does your current interview look like one of hammering Super Recruit with every little piece of your value proposition and how it’s going to change them from Super Recruit to Super Agent by joining your company?  If so, how is that working with your experienced agent interviews and hiring?  Are they lined up outside waiting to join your company? Most likely, they’re not.
How many times have they heard the following in an interview?  Our floor time is unbelievable, our walk-in traffic is nonstop, we pay for all of your advertising, we have the best commission splits, we have the best training, and the list goes on and on.
Listen, they’ve heard it all before.  You may ask, “Jon, I thought you told us earlier that we are in the business of marketing our real estate services?”  Yes I did, but remember what that service is, your ability to serve, lead, and inspire them to increase their business and create a quality life experience.  It won’t happen just because you have the tools.

Or better yet, telling the top-producer that you will “leave them alone”.  By the way, the top-producer doesn’t want to be left alone.  Just ask a couple of the agent coaching companies that your top-producers are paying for coaching.  Shouldn’t your agents be able to get that coaching from you?

Let’s further evaluate the interview and some comparable experiences.  The last time you went to Neiman’s, Nordstroms, or Dillards - what was the first thing the salesperson asks you?  “Can I help you find something specific, today?” is their script.  Your response is always, “I’m just looking, thank you?”  Sound familiar?  Why do you respond in that manner?  You don’t want to be sold by a salesperson.

Does Super Recruit want to be sold by a broker that is trying to recruit them?  My experience is no.  Your job is to market real estate services, you.  Your job is to deliver a compelling and clearly articulated message based on your ability to grow their business with the tools you have in place.  Even better, your ability to increase their business without the company tools is the one that will make Super Agent join your company.  Doesn’t make sense?

Let’s keep going.

As in my earlier articles, we will assume that most companies have training, technology, advertising, and a value package that they present to Super Recruit.

Some will argue, but the challenge you face is the argument, yes I said argument, that your technology or training is better than the current tools Super Recruit is using.  Let me be real clear….Good Luck.

How about differentiating your ability to analyze Super Recruit’s business, skill-sets, strategies and tactics, and deliver back to them an action plan they can put into place immediately to grow their business.  Hmm, not the same old interview of my company is better than your current company, Mr or Mrs. Super Recruit.  Not the manipulative process of handling objections and closing skills.
Nope, just the simple process of asking questions about their business, discovering areas that you can support them to take immediate action to increase their business, and finally, allowing them to go back to their current broker and put it into action.  Yep, go back to their broker and not get the uninspiring closing techniques from you.

You may say, “Wait a minute, I need to close them and try to sign them up on the spot, that’s not a good recruiting and interview strategy, Jon.”

Let me ask you a couple questions.

When is the last time an experienced agent with listings and pending escrows interviewed with you and signed on the spot and walked back to their broker to move their license immediately (we’re not talking about the experienced agent that is in a slump or was just fired from their broker)?

Here are some thoughts to consider.  When Super Recruit goes back to their current broker, they will most likely reflect on the following.
1. I received more coaching from Super Recruiter in 1 interview than I have received in x years from my current broker.

2. I’m paying for a coach while working for my current broker, Super Recruiter can deliver that coaching and then some at their office.

3. Super Recruiter has clearly articulated their services and a plan to increase my business at his or her company.

Are you following me?  I certainly hope so.  No sales job, just a process that I call Recruitment by Attraction.  

Here’s what you will find in this process.  You will improve your coaching skills, you have no other options.  You will find the recruiting interview to be less painful.  The commission split or fee will no longer be a major part of the decisioning.  Last and most important, you will create a steady stream of experienced agents into your office.  
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