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Without a doubt the most challenging task and scoring shot in terms of cost reduction was to let some staff members go.  Unfortunately 

certain jobs (particularly in the area of support and administration) had to be cut and this is never an easy decision for any manager to 

make.  However the fact of the matter is this – in difficult times everyone needs to accept and understand the need to work harder and 

smarter than ever.  If this does not occur, it won’t just be one or two people that need to go.

 

Don’t forget your bread and butter
 

A bread and butter segment of the market is one that is relatively consistent and stable, even in turbulent times.  While the prospect of 

big dollars in a single sale at the top end is understandably alluring, it is your bread and butter market that can keep your head above 

water in challenging times.  As Chris highlights,  if you don’t have a bread and butter segment, find one. 

 

The sweat points
 

Famous for his love of metaphors, Chris came up with the term ‘sweat points’ as a metaphor for the key points to focus on that will 

guarantee profitability.   These are actions that are avoided by many in the industry due to the level of anxiety they can instill (hence the 

sweat).

 

The four sweat points 
 

(1) Prospecting

(2) Listing presentations

(3) Price adjustments (APAs)

(4) Negotiating a sale

 

Today more than ever it is essential to be proactive and focus on the sweat points. Prospecting and price adjusting are the two sweat 

points that tend to cause the greatest level of concern and are therefore avoided the most.  But the fact is, you simply can’t avoid them if 

you wish to survive in 2009.

 

Training, training and more training
 

In 2008 Chris ensured that his team participated in more training than ever.  Huge advocates of the quality of training provided by Lee 

Woodward and his team at Real Estate Academy, Chris regularly collaborates with Lee and invites him in-house for targeted coaching and 

training sessions.  In his opinion, the value gained from money spent on quality training is well worth it.  If you want one thing to focus on 

in 2009/2010 it is the training and support of your staff and its implementation into your business. 

 

Lee Woodward runs regular Super Coach workshops around the country, which focus specifically on the sweat points (referred to by Real 

Estate Academy as The Sales Process).

Run with intentionally limited numbers to maintain a high level of interactivity, the Super Coach workshops are:
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(POINT 1) Prospecting

(POINT 3) Listing 

(POINT 2) Price adjusting

(POINT 4) Buyer management and negotiation

 

To find out more or to book a seat, contact Real Estate Academy on 1300 367 412 or visit their website at  

http://www.realestateacademy.com.au 

Turn off the autopilot
 

Just in case you are still running your business on autopilot, now is the time to switch it off and go back to operating the old way,  by 

touch and feel and smell.   It’s all about connecting with people on a face-to-face level, showing empathy, and most importantly, earning 

their trust.  It is trust that will lead them to refer you to others and as we all know, nothing beats a great testimonial.

 

Don’t be ‘beige’ – stand out from the crowd
 

Survival is all about what Chris refers to as Points of Difference (P.O.D.).  A Point of Difference is defined as a quality that gives you 

the edge, allowing you to stand out from the crowd.  Some examples are the way you dress, your level of service, the quality of your 

communication and your energy.

 

The truth
 

Buyers and sellers today are generally savvy operators.  They do their research and understand the marketplace better than you may 

think.  As a result they will see through those who are driven by ego and will seek out professionals who offer them factual, clean, 

honest and transparent information.  As Chris emphasises,  there has never been a greater demand for the truth.  Make a commitment 

to offer this level of service to your buyers and sellers and you will be guaranteed to achieve more listings and sales than some of your 

competitors who are still trying to hide the cold hard facts.

 

Look after your staff
 

Never forget how hard everyone in the office is working, particularly at the moment. Recognise and reward all successes (not necessarily 

with money), interact with them, look out for fear signals in their actions and body language, listen to them and encourage them.  Follow 

this simple rule and staff members will respond by doing all they can for the business.

 

Chris’ complete plan of strategic actions has been extracted by Lee Woodward and captured on a timeless double CD audio program, 

titled The Art of Survival. Revealing, personal and unique, Disc 1 takes an in-depth look at the management and leadership strategies 

Chris followed to break through the turbulence that defined the market in 2008.  Disc 2 is aimed at salespeople and makes an ideal 

in-house training tool with its short, sharp, action-focused survival tactics. In addition, Chris will be a keynote speaker at Real Estate 

Academy’s second Complete Leader Conference being held in Sydney on August 19 and 20 this year.  To purchase The Art of Survival or 

to enquire about The Complete Leader Conference, contact Real Estate Academy on 1300 367 412. 


