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“Why not me?  Why am I not highly successful?” These 

questions are asked by real estate agents in offices all 

over the country.  The real answers may surprise you. 

Highly successful real estate agents across the country, 

as well as people form other walks of life, all seem to 

share certain habits in common.  In this booklet we have 

listed 10 of those habits.   

These habits require personal dedication to develop.  

They require a commitment to your own success .  It has 

been said the selling real estate isn’t  rocket science, but 

it is not easy.  

If you are willing to develop these 10 habits, invest in 

your self,  and you career we are certain that you will be 

more successful than ever. 

There are tools in the world of real estate that will 

certainly help you to become highly successful.  

ZipperAgent is one of them.  The best tools in the hands 

of people that do not know how to use them, or simply 

won’t, is not an effective tool. 

So what are these 10 Habits? 



 

10 HABITS 

1. Morning Routine 

2. Set Goals 

3. Time Management 

4. Prospecting 

5. Role Playing/Practicing 

6. Communicate 

7. Network 

8. Learning 

9. Use Social Media 

10. Track Everything 



 

Morning Routine 
 

Highly successful real estate agents like Barbara 
Corcoran, Josh Altman, and Ryan Serhant follow a        
daily routine, similar to coaches like Tom Ferry. 
Try incorporating some of these elements from Hal 

Elrod’s book “Morning Miracle” into your routine to start 

the day off on a positive note: 

Silence – Give yourself a break from all the noise and 

gain physical and emotional benefits, like lower blood 

pressure. 

Affirmations – Positive self-help assertions are used 

by successful people all around the globe. 

Visualization – Keep your mind on track with this 

powerful relaxation and goal-setting method. 

Exercise – Boost endurance, strength and emotional 

well-being needed throughout the day. 

Reading – Your mind needs relaxation and exercise 

too. Get emotionally transported or gain knowledge 

by reading. 

Scripting – Develop a framework to store your 

thoughts for different scenarios you encounter 

throughout the day. 
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Set Goals 

 
Highly successful real estate agents customarily set 

S.M.A.R.T. goals: 

Specific – Focus on something in particular. 

Measurable – Make it quantifiable. 

Attainable – Be sure your goal is possible; it’s ok if 

it’s a challenge. 

Realistic – Do you have the skills and tools needed to 

accomplish your goal? 

Timely – Set a specific timeframe to achieve it. 

 

Try This: “I will list and sell 12 single family, three-

bedroom homes, at a price of $350,000 or more, with a 

commission of 2.5%, within five miles of my office by 

12/31/2019, while instilling trust to my clients, so I can 

lease a red 2019 BMW 230I convertible.” 

Instead of This: “I hope to make $100,000 this year.” 

ZipperAgent helps you efficiently manage transactions 

and associated tasks to accomplish your business goals. 
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Time Management 
 

If you don’t control your time, someone or something 

else will. To better control their time, highly successful 

real estate agents use to-do lists. 

Another key habit to promote better time management is 

to make urgent/important work the priority. 

 

 

 URGENT NOT URGENT 

IMPORTANT A   

Prospecting  

Some inbound phone 

calls 

A closing 

B 

Planning 

Content creation 

(blogs)  

Weekly meetings 

NOT IMPORTANT C 

Interruptions 

Most inbound phone 

calls 

Fire alarm next door 

D 

Busy work 

Office gossip 

Reading junk mail 

Manage your daily activities like scheduled calls, 

meetings and showings with ZipperAgent. 
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Prospecting 
 

Highly successful real estate agents block out time each 

day for prospecting, verbally or face-to-face. They don’t 

just service existing clients and then start prospecting 

again. 

Each and every day they’re moving closer to obtaining 

new clients. Here are some prospecting tips: 

• Call or visit people you know to ask for their 

business or referrals. 

• Canvass neighborhoods through cold calls or visits. 

• Contact owners of expired listings, “for sale by 

owner” and foreclosed listings, either in person or 

on the phone. 

• Call former satisfied clients for referrals. 

• Sponsor an open house for a seller to actively 

solicit other people’s business. 

• Volunteer for floor duty at your brokerage. 

• Follow up with referrals that come through your 

website, Facebook page, and other promotional 

channels. 

• Build reciprocity and rapport. 

• Offer something of value. 
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Role Playing/Practicing 
 

Top producers frequently talk about role playing or 

“practicing” regularly. If you want to be a highly 

successful real estate agent, make role play a habit. 

Here’s how it can help: 

• Allows real estate agents to experience real-life 

sales scenarios in a stress-free and safe setting 

• Provides real estate agents with objective feedback 

about their performance 

− Diagnoses issues and encourages Sales to 

monitor their interpersonal impact 

• Improves sales by practicing selling solutions and 

overcoming objections 

• Enhances teamwork, cooperation and innovative 

problem-solving 

• Improves listening and communication skills; both 

vital abilities to succedin the field 

• Knowing what words to say is the first step; knowing 

how to present them is the second 
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Communicate 
 

Be the first to respond. 

According to an old saying, the ABC’s of Real Estate are 

to “Always Be Closing.” Today, the ABC’s of Real Estate 

would be better represented as “Always Be 

Communicating.”   

We live in what’s become known as the information age. 

Today’s consumers have 24/7 access to information, 

products, goods, and services. They expect and often 

receive, instantaneous gratification.  

An internet lead wants you to communicate with them;  

the faster, the better, particularly at the onset of the 

relationship. 

 

Follow up. 

Once the initial response is completed, follow up is the 

key. Many resources stress the importance of repeatedly 

trying to connect with a lead. 

On average, it takes a real estate agent between 8 and 

12 attempts to reach a new prospect by phone. Most 

stop trying after just two attempts. Stick-to-it-iveness is 

critical. 

Get real-time messages for inbound leads, property 

inquiries and showing requests with ZipperAgent. 
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Network 
 

Highly successful real estate agents are constantly 

networking. They actively seek out people they can help, 

like businesses or people they can refer customers to.  

They allow reciprocity to occur over time. 

Here are some techniques for effective networking: 

• Wear a smile and a name tag. Go up to the person 

you want to meet. Smile, introduce yourself, and if 

they don’t have a name tag, ask “...and you are?” 

• Try to collect more business cards than you give 

out. People will lose your business card and forget 

who you are. Keep track of the business cards you 

collect, and write details on the back (spouses 

name, specializes in kitchen remodeling, etc.). 

• People love to talk about their business. Ask them, 

“How did you get into your business?” Follow that 

up with, “How does your product (or service) differ 

from your competitors?” 

• Meet those standing over by the walls. 

Networking expands your vendor connections to help 

service current and future customers. 

ZipperAgent helps you maintain your contact network 

with features like notes, tags and logged calls. 
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Learning 
 

Invest in yourself.  Be a lifetime learner. 

Learn your craft. You’re a salesperson, so read books on 

selling, listen to audio tapes, and attend seminars. Being 

a good salesperson is a learned skill. 

You’ve probably heard the old phrase, “What happens 

when you assume something?” Where do assumptions 

come from? The things you don’t know, you assume.  

How well do you know your lead, prospect, customer or 

a client? 

• Get the other person talking. That’s how you learn 

from them. Remember, few people can speak and 

listen at the same time (comprehension suffers). 

• Get educated about the neighborhood(s) you work 

in. The more you know about the areas you work, 

the more expert and valuable you become to the 

people you work with. 

The more you know, the better you can assist and the 

smoother your sales approach will be. 

People prefer to work with an expert, not an amateur or 

a hobbyist. 
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Use Social Media 
 

The number of people using social media in the United 

States is staggering: 

• 69% of American adults use social media 

• 68% of all Americans are on Facebook 

• That’s roughly 222.7 million people on social media 

in the U.S. 

To meet people, interact with them, or market to them, 

you need to engage them on social media. 

 

10 REASONS WHY PEOPLE USE FACEBOOK: 

1. To keep friends up-to-date with our lives 

2. To keep track of our moments in life 

3. To self-promote 

4. To share our political and other diverging opinions  

5. To share media, we enjoy 

6. To interact with friends in another setting 

7. To catch up with old friends 

8. To follow what we like 

9. To have a forum for free discussion 

10.  To remember birthdays 
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Track Everything 
 

Return on Investment 

• Direct mail or other marketing collateral 

• Cold calling 

• Door knocking 

 

Networking 

• Whom did you meet? 

• Where and when did you meet them? 

• What are their interests?  

• How can you help them or their business? 

 

Prospecting 

• Whom did you prospect to? 

• What day of the week and time did you prospect? 

• Which scripts worked well? 

− Why did they or didn’t they work? 

• What value did you offer? 

− Did one item work better than another? 

• Where did you prospect? 

− Geographic farm 

− Near an Open House 

 

This is just the beginning... 

Track prospect behavior with web activity insights, email 

marketing analytics and more with ZipperAgent. 
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Habits Followed 

Week Mon Tue Wed Thu Fri Sat Sun 

1        

2        

3        

4        

5        

6        

7        

8        

9        

10        

11        

12        

13        

14        

15        

16        

The best path to success is creating a habit. Commit for 

a minimum of 3 weeks to build it. You can keep track of 

your days and improvements on your way to success. 
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Notes 
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 ZipperAgent is the first complete, AI driven Real Estate Sales, 

Marketing and Transaction Management platform for offices and 

brokers. Features like a modern user interface, social CRM, 

customized IDX lead-capture websites, property alerts, analytics, 

brand marketing, newsletters, and a smart mobile assistant to 

help with everyday tasks while growing revenue. 

 

Find useful tools, ebooks and blog posts 

available for free on our website. 

www.zipperagent.com | 1-800-350-3695 | info@zipperagent.com 

300 Tradecenter Dr, Suite 1610, Woburn, MA 

Laure Joseph | Weichert Realtors 

ZipperAgent is an online coach and an assistant, nicely 

packaged in my phone and my computer. It is ground 

breaking in its simplicity and ease, building the social 

profile of my leads and auto-populating all the data! 

Being in the business as long as I have, it is difficult to 

keep in touch with the all the contacts you develop. 

Farming my 5000+ professional contact database is 

possible and affordable with ZipperAgent. 

Ryan Zachos | Zachos Realty 

The most complete and powerful tool. In addition to 

simplifying and automating every aspect of a real estate 

transaction from first contact to close, it is a great 

recruiting tool as well. 

Why ZipperAgent? 


