
COUNTDOWN FOR SUCCESS

We want your CHATT Event to be a huge success. In order for that to happen, please take these
steps to inform, promote, and show value for the class to your agents and recruits. Depending on
how far ahead you start, and I recommend at least 4-6 weeks, the first few steps can be completed
in a matter of a couple of days. The key is to keep putting the opportunity in front of the agents and
show the value to their business. Team Leader, remember to use the leverage of your staff and other
agents to accomplish your attendance goals. I know you can do it!!

Dedicated to your success, 
Zach Younger

Step 8 Send announcement to ALC from Team Leader, letting the ALC be the first to know about 
the event. Please copy me.

Step 7 Post several sign-up sheets with color fliers in 4-5 areas in the office.

Step 6 Team Leader:  call your ALC members individually to get their commitment to come and to 
bring someone, from the office or outside.

Step 5 Send announcement to all agents in a sales meeting. “Space will be limited, so register 
early before we open it up to agents from other offices.”

Step 4 Team Leader: call the most productive agents in your office using the Top Down report.

Step 3 Send invitation to recruits and board of realtors in a brief email with the informational flier.

Step 2 Team Leader:  call the recruits in your pipeline.

Step 1 Send final email to all agents that are registered, all agents in your office, and all recruits, 
as a reminder and encouraging them - “Don’t miss this fabulous event that can change 
your business.”

Keep in touch with registrants with teasers about the class. Start a waiting list, if necessary and if the 
space is limited. One of the most important items is to keep a roster of all the attendees with their 
names and email addresses so you can invite them again to the next event. Don’t forget about the 
CONTEST! I hope this helps you get started to make this a… 

GREAT EVENT!

*Additional training can be developed to meet your market center’s specific needs.
For additional information or changes in course selection contact:

 chatteam@chatteamonline.com (916) 573-0688

mailto:ces@cesclasses.com
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