SUCCESS SELF-EVALUATION

What Level Are You At?

This self-evaluation is not intended to demean anyone’s abilities, but only to provide a sense of what it will take for you to be successful in Real Estate.  There is hope for everyone, providing you seek help in those areas where the skills and techniques are deficient.

The following evaluation has three sections:  
Section One deals with your behavior skills.

Section Two deals with your marketing and business development skills.

Section Three deals with your presentation skills.  
In each section you will rate yourself on a scale of “0” to “5”  
5 = excellent  

4 = good or improving

3 = okay 
2 = poor

1 = pathetic
0 = non-existent
You will then total up your score.  This evaluation needs to be done with TOTAL HONESTY.  Before we have you provide your scores, it is important to answer the following two questions as they will give you the direction in which need to establish your career roadmap and enable you to do a much more accurate evaluation:
      How many closings did you have in the past twelve months?  ___________

      What is your goal for closings in the next twelve months?  ______________
SECTION ONE, BEHAVIORAL SKILL SETS   

RATE EACH QUESTION FROM 0 TO 5:
1. I manage my time effectively and integrate respect for my time as well as other people’s time in my business.  __________.

2. I take time to establish goals that are specific, measurable, attainable, realistic, and time framed.  __________.

3. I take time to plan the specific actions necessary to achieve my goals and write them into my work schedule.  ___________.

4. I hold myself accountable by making sure that I plan these activities and do them at the appointed times and dates.  ___________.

5. When I am reluctant to get started with a planned business activity, such as farming my area, I am able to push myself to get started and continue the activity to full completion and accomplishment of that goal.  ___________.

TOTAL SCORE FOR SECTION ONE (MAXIMUM 25):  _________________.

SECTION TWO, MARKETING & BUSINESS DEVELOPMENT 
      RATE EACH QUESTION FROM 0 TO 5:

1. I have a large network of people I can call on when I need help, advice, information or a resource.  __________.
2. When I meet someone new, I record and file information about that person in my database within 24 hours.  __________.

3. I add at least two new people to my database every week.  _____________.

4. I follow up with new contacts immediately – writing a note, making a phone call, sending an e-mail, or sending information in the mail.  _____________.

5. I keep track of special things – such as family members, pets, hobbies, and achievements (that matter to my contacts).  ____________.

6. I can easily find out when I was last in contact with someone by looking at my database.  _____________.

7. I routinely remind my Sphere of Influence that I consider myself to be their Real Estate Advisor, and confidently ask for referrals.  ____________.

8. When friends ask me for the name of a good resource (plumber, landscaping, air conditioning, lending, escrow, etc.) on a particular service or need, I am able to locate one from my database.  _____________.

9. I make it a point to consistently talk to at least 10 to 15 people per day to let them know that I offer quality real estate services.  _____________.

10. I have the ability to build instant rapport and can get people to open up about themselves, and listen carefully to their responses to obtain leads or clues to prospects.  _______________.
TOTAL SCORE FOR SECTION TWO (50 MAXIMUM):  _______________.

SECTION THREE, PRESENTATION SKILLS 
RATE EACH QUESTION FROM 0 TO 5:

1. I have the ability to ask quality qualifying questions and can build a complete and accurate profile of any Buyer or Seller prospect I come in contact with.  _____.

2. I have effective communication skills that enable me to build rapport and establish trust with Buyers and Sellers.  ____________.

3. I know what to do to effectively market my listings and provide quality services to my Seller during the listing marketing process.  Additionally, I know how to present these effectively in a listing presentation.   _______________.

4. I know how to effectively guide Buyers through the process of finding and buying a home, and can educate them on the process geared to their level of sophistication.  _______________.

5. I have effective negotiating skills that enable me to obtain the majority of the listings, can persuade the buyers I want to work with to allow me to help them, and can negotiate any differences between Buyers and Sellers.  ___________.

TOTAL SCORE FOR SECTION THREE (25 MAXIMUM):  _______________.

SUMMARY:

Your score from Section One ________________
Your score from Section Two ________________

Your score from Section Three _______________

Total: ____________ 

80 OR MORE:   EXCELLENT (you’re on your way to stardom)
69 – 79:   GOOD & IMPROVING (with some fine tuning you will be a star)
56 – 68:   FAIR (great potential but lack guidance)
44 – 55:   POOR (danger zone but there is still hope)
21 – 43:   VERY DANGEROUS (get help immediately)
20 OR LESS:   NON-EXISTENT (get help immediately)
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