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TITLE INSURANCE   |   CLOSINGS   |   1031 EXCHANGE   |   CONTRACT SERVICING

VISIT US ONLINE AT WWW.SECURITY1ST.COM

We Protect Property Rights.
Security 1st Title offers licensed and trained professionals 
to assist you with your title and closing needs. Our local 
experienced staff delivers exceptional service to protect 

property rights of homeowners and lenders.

PRODUCTS AND SERVICES:
 Residential and Commercial Transactions

Purchases and Refinances  |  New Construction 

Foreclosure  |  Short Sales  |  HUD 

Escrow Contract Servicing  |   1031 Exchanges



Want to increase referrals and repeat 
business? Why not market yourself 
daily and remain top of mind with your 
clients by giving them a closing gi  
they will love and con nuously use? 
Cutco – it’s smart marke ng no ma er 
how you slice it! 

Your clients will always remember who their REALTOR® is! 

Blaine Rodman 
Independent Cutco Sales Representa ve 

blainerodman@knivesforlife.com 
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ACE BusinessBuilding 
& Time Management

HO W TO PLAN, M AN AGE & ADVERTISE A 
STRONG REAL ESTATE BUSINESS

Download your 
handout now

Why should we listen to 
you?

ACE Intro : “What you didn’t
know; you didn’t know about

real estate” (2 & 3 Hrs.)
ACE Core: (16Hrs.)

ACE Negotiator: The no
nonsense negotiating course

(4Hrs.)

ACE Negotiator 2: Objection
Obliteration (4Hrs.)

ACE Negotiator 3: Advanced
Real Estate Negotiation: Body
Language & Beyond (4Hrs.)

ACE Contracts: Writing
Contracts that Get Signed

(4Hrs.)
ACE Lister: (4Hrs.) ACE Advanced Lister: (4Hrs.)

ACE Inflation: Dealing with an
Inflationary market & Why
Real Estate is the answer

(3Hrs.)

ACE Investor 1: Investment
Essentials (4Hrs.)

ACE Investor 2: Advanced
Investment Essentials: (4Hrs.)

ACE Investor 3: Crunch Time:
Crunching numbers with

confidence (4Hrs.)

ACE Investor 4: Advanced
Investment Returns and

Projections (4Hrs.)

ACE Investor 5: Real World
Real Estate Investment: (4Hrs.)

ACE Investor 6: Real Deals &
Returns (3Hrs.)

ACE Investor 7: The long &
short of short vs. long term

rentals (4 Hrs.)

ACE Intro To Commercial Real
Estate (4 Hrs.)

ACE Commercial
Contracting:

Understanding the
Paperwork that Drives

Commercial Deals (3 Hrs.)

Commercial Investment
Analysis 1: Understanding

the math that drives
investment (4 Hrs.)

Commercial Investment
Analysis 1 Part 2: Future value,

IRR, and Proforma (3 Hrs.)

Advanced Commercial
Investment Analysis 2:

Evaluating debt over time
in the real estate

investment (4 Hrs.)

Commercial Investment
Analysis 3: Real Properties &

Real problems (6Hrs.)

ACE Dealing with the Deal
Killers: (4Hrs.)

ACE Buyers Agent Bootcamp:
(4Hrs.)

ACE Distressed Sales

(4 Hrs.)

ACE Cryptocurrency Meeting
customers needs in a

blockchain world (3 & 4Hrs.

ACE Crypto 2: Closing
crypto deals from A to Z

(3Hrs.)

ACE Valuation: BPO’s ,CMA’S, &
what to expect when expecting

a good appraisal (4Hrs.)

ACE Financing 1: Lending
Essentials (4 Hrs.)

ACE Financing 2: Understanding
financing to get your customers

approved (3 Hrs.)
ACE Creative Financing (4 Hrs.) ACE Property Manager (4Hrs.)

ACE Managing Distressed
Properties (3Hrs.)

ACE Ethics: Real success the
right way (3Hrs.)

ACE If Men are from Mars and
Women are from Venus where
are my buyer and seller from

(2 & 3 Hrs.)

ACE Business Building & Time
Management (2 Hrs.)

ACE The Most Amazing Product
Ever (2 Hrs.)

ACE Close for Life (2 Hrs.)
ACE Lead Bonanza: How to

Build and Work your Sphere of
Influence (2Hrs.)

ACE Better than 12% (2Hrs.)
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Chapter 1
Building a business

Stop just doing real estate

You are 
building a 
business
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Don’t settle for the minimum

Having Standards

Here’s the 
inside of an 
I phone 11

Remind me: 
Who was the 
first Trillion 
Dollar 
company 
again?
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Who gets the blame or the credit?

Self discipline is needed

Chapter 2
Setting standards to improve customer service
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We need rigorous standards

Areas we need 
standards for

Follow up

Phone calls 

Emails 

Advertising 

Branding 

Customer service 

Quality control

Why goals 
matter
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Who is happy with 
last years business?

Famous Failures

Michael Jordan – Cut from his high school basketball team

Albert Einstein - Couldn’t speak till age four and was told he’d never amount to much 

Oprah - Demoted as an anchor because she was told “she wasn’t fit for television” 

Walt Disney – Fired from a newspaper for Lacking imagination

Lionel Messi –Cut from his team at age 11 for a medical condition 

Steve Jobs –Lost his company at age 30

Thomas Edison –Teacher said “he was too stupid to learn anything”

Abraham Lincoln – Business failure, Nervous breakdown, lost 8 elections

How would you like to do more?

16

17

18



9/20/2024

7

How will you 
get there?

Listings

Buyers 

Renters 

Investors 

Online leads

Sphere of influence 

Conversion

Start Driving Uber

Keep in mind

Setting intermediate goals
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Chapter 3

Time management & Systems

Time 
management
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Dividing time well
Showing property 

Working on leads 

Advertising 

Networking 

Education

Staying current on laws 

Business building

Making it to Happy Hour on time

Setting up systems

A place for 
everything & 
everything in 
its place.
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Email Lead Source
Sphere of 
Influence

Purchased 
leads

Personal & 
Business 
Shiznit

Centralized scheduling 
system/CRM

Workflow

Email Lead Source
Sphere of 
Influence

Purchased 
leads

Personal & 
Business 
Shiznit

Centralized scheduling 
system/CRM

Lead Source to CRM
Lead comes into Lead source 

gets called immediately

no answer: goes into CRM with follow up for tomorrow if for 10 days

you speak: goes into CRM with follow up for a more relevant date

They don’t answer after ten days: you reschedule them for a later date (30-45 days)

You see them log into lead source: you call them

They don’t answer: you set then back up for next day follow up

They do answer: goes into CRM with follow up for a more relevant date

Email to CRM

Email comes in

It is trash: it is deleted

Requires immediate action & then can be deleted (correct your 
listing from MLS)

No action required but should be saved: goes to your file for 
whatever it is associated with

Requires immediate action and then should be saved.

Requires action but not immediately. (call so and so later today) 
Creates a task in your CRM and then is deleted if not needed 
and is saved if it should be
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Getting 
buy in from 
yourself

What I use

Chapter 4
Advertising excellence
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It starts with 
the 

customer
What do they need to know

Explain it to them well

How would I want it explained 
to me

What was it like when I didn’t
know this

What do they 
need to know

Explain it 
to them 
well
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How would 
I want it 
explained 
to me?

What was it 
like when I 
didn’t know 

this?

Guess what 
sells?
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Grab their 
attention

Figure out 
what you 
want and a 
way to get it

Chapter 5
Staying driven for excellence for your customer and you
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Staying motivated
Make a list of reasons you want to reach your 

goal

W RITE TH IS IN PEN . IT M O RE 
FULLY EN G A GES TH E BRA IN

THA N TYPIN G IT WO U LD

Staying 
Motivated 
Vision
Boards

Staying motivated
Chunking

Small successes reward us.

How do I eat an elephant
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Staying motivated 
Develop a plan for 
what you will do 

when you get down

“But it [life] ain't about how 

hard ya hit. It's about how 
hard you can get hit and 
keep moving forward. How
much you can take and 
keep moving forward. .”

Rocky Balboa (2006)

Section 
6

Staying motivated 
Get a work partner

46

47

48



9/20/2024

17

Staying 
motivated 
Play to
your own
drumDO N’ T LET PRAISE OR 
CRITICISM KNO CK YOU 
OFF COURSE

Staying 
Motivated 
Stay 
dissatisfied

Act

Start Small

Be accountable

Staying 
motivated
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Final 
thought
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ACE Intro : “What you didn’t
know; you didn’t know about

real estate” (2 & 3 Hrs.)
ACE Core: (16Hrs.)

ACE Negotiator: The no
nonsense negotiating course

(4Hrs.)

ACE Negotiator 2: Objection
Obliteration (4Hrs.)

ACE Negotiator 3: Advanced
Real Estate Negotiation: Body
Language & Beyond (4Hrs.)

ACE Contracts: Writing
Contracts that Get Signed

(4Hrs.)
ACE Lister: (4Hrs.) ACE Advanced Lister: (4Hrs.)

ACE Inflation: Dealing with an
Inflationary market & Why
Real Estate is the answer

(3Hrs.)

ACE Investor 1: Investment
Essentials (4Hrs.)

ACE Investor 2: Advanced
Investment Essentials: (4Hrs.)

ACE Investor 3: Crunch Time:
Crunching numbers with

confidence (4Hrs.)

ACE Investor 4: Advanced
Investment Returns and

Projections (4Hrs.)

ACE Investor 5: Real World
Real Estate Investment: (4Hrs.)

ACE Investor 6: Real Deals &
Returns (3Hrs.)

ACE Investor 7: The long &
short of short vs. long term

rentals (4 Hrs.)

ACE Intro To Commercial Real
Estate (4 Hrs.)

ACE Commercial
Contracting:

Understanding the
Paperwork that Drives

Commercial Deals (3 Hrs.)

Commercial Investment
Analysis 1: Understanding

the math that drives
investment (4 Hrs.)

Commercial Investment
Analysis 1 Part 2: Future value,

IRR, and Proforma (3 Hrs.)

Advanced Commercial
Investment Analysis 2:

Evaluating debt over time
in the real estate

investment (4 Hrs.)

Commercial Investment
Analysis 3: Real Properties &

Real problems (6Hrs.)

ACE Dealing with the Deal
Killers: (4Hrs.)

ACE Buyers Agent Bootcamp:
(4Hrs.)

ACE Distressed Sales

(4 Hrs.)

ACE Cryptocurrency Meeting
customers needs in a

blockchain world (3 & 4Hrs.

ACE Crypto 2: Closing
crypto deals from A to Z

(3Hrs.)

ACE Valuation: BPO’s ,CMA’S, &
what to expect when expecting

a good appraisal (4Hrs.)

ACE Financing 1: Lending
Essentials (4 Hrs.)

ACE Financing 2: Understanding
financing to get your customers

approved (3 Hrs.)
ACE Creative Financing (4 Hrs.) ACE Property Manager (4Hrs.)

ACE Managing Distressed
Properties (3Hrs.)

ACE Ethics: Real success the
right way (3Hrs.)

ACE If Men are from Mars and
Women are from Venus where
are my buyer and seller from

(2 & 3 Hrs.)

ACE Business Building & Time
Management (2 Hrs.)

ACE The Most Amazing Product
Ever (2 Hrs.)

ACE Close for Life (2 Hrs.)
ACE Lead Bonanza: How to

Build and Work your Sphere of
Influence (2Hrs.)

ACE Better than 12% (2Hrs.)
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