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Topic Catalog by Curriculum April 2025 
NEW this month 
KFT167 Get Into the Habit 
 
Classic Videos 
NOTE: 150 of our videos have been moved to the Classic curriculum. They are designated here with an * 

and will be found in the Classic section in the site. 
 
To Log In 
www.RealEstateTrainingByDavidKnox.com/login 
Username: Your email 
Password: Provided by your company 
 
Mobile access through app or responsive website 
Be sure to download the mobile app “knox training” from your mobile device at the App store or Google 

Play. They you may watch or listen to the videos on the go. Click the headphone icon to disable the video 
and use it as an audio podcast. 

Our website is mobile responsive so you will not need the app to have a good mobile experience. 
 
About the Series 
Our members ask: “What’s with all the letters and numbers on your videos?” This is the explanation of our 

video series designations. Each category is abreviated as shown below.  
Mentor Series (MS): This was the very first video series we created. It was released in early 1999 on VHS 

tape then later converted to DVD. They featured a live seminar presentation and role play 
demonstrations. This has now been relegated to our Classic section. Even though they are old, 98% of 
the content is still valid and applicable to today. 

Real Estate LIVE! (RL): This was our second series based on the same format as The Mentor Series. But 
instead of role play demonstrations, we went on location to record actual agents in real transactions. We 
have also placed many guest presentations into this series. 

Knox First Tuesday (KFT): This started during the sub-prime lending crisis and was the first of a new series 
of videos to help companies train their agents. It was first called Free First Tuesday as a free public 
series. The full series became KFT for members only. Occasionally you will find similarities between RL 
and KFT…and even we sometimes have difficulty deciding between these two. 

Roleplay (RP): We have always believed that role plays are the best way to demonstrate a skill and the 
best way to learn a skill. We put these into their own category. 

Quick Tip (QT): At one point we closed our monthly “What’s New” video with a brief presentation. They 
ended up getting buried under all the new monthly announcements so we now put them into this 
category so they will have a longer life. We try to keep these around 5 minutes. 

Live Seminar Series (LSS): These were designated as being life if they were recorded in front of a live 
audience. Life presentations have a higher energy but points may take longer to present. During the 
pandemic we shot in front of live Zoom audiences and still included them in this series. 

Mastery Methods (MM): For a number of months we broadcast live Zoom presentations that featured my 
content plus a guest presenter; usually a top agent. We edited out short segments and called them 
Mastery Methods. Zoom recordings aren’t the highest quality recordings, but the content contains 
important methods from top agents. 
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Leadership (LDR): This is a series designed specifically for brokers, owners and managers. These videos 
will not appear in the agent topic categories. 

 
SUBJECTS 
 
PROSPECTING 
Questions & Conversions 
RP14 Open House Questions 
RP15 Buyer Agency Benefits 
KFT14-1 Mastery of the Game of Selling (Part 1) 
KFT14-2 Mastery of the Game of Selling (Part 2) 
KFT17 Answer the $%^& Phone! 
KFT22-1 Managing Leads: Sources, Conversion, Follow Up 
KFT22-2 Managing Leads: Research, Manage, Contact 
KFT35 You Make the Call 
KFT110 Familiarity vs. Direct Prospecting 
KFT113-2 How Top Producers use Technology to Generate Leads 
KFT123 Respond to Inquiries...Now! 
KFT136 Six Steps to Converting Leads 
KFT138 Agent Archetypes 
KFT142-3 Core Principles: Improving Your Skills and Prospecting 
QT01 Communication Tool Time 
QT43 How They Convert Leads 
QT63 Spam Annoyance 
RL45-2 Lead Generation and Conversion, Kelly Moye 
RL45-3 Sphere of Influence Phone Calls, Kelly Moye 
RL46-2 Converting Seasonal Prospects, Sara Kurtz 
RL54 Four Ways Agents Make Money 
MM02 Generate Leads in a Tough Market – Sam Miller 
MM07 Conversations Create Transactions – Bob Wolff 
KFT158 3% to 7% Make the Move 
 
Referrals 
KFT164 Top 7 Ways to Get Listings Now 
KFT157 How to Build Your Sphere of Influence 
QT65 Sphere of Influence Contact with Jenny LeBlanc 
QT64 Sphere of Influence Overview with Jenny LeBlanc 
KFT118 Sphere of Influence: Interrupt vs Bother 
KFT118-S1 Top Producers and SOI: Sam Miller 
KFT118-S2 Top Producers and SOI: Rob Levy 
KFT138 Agent Archetypes 
KFT142-4 Core Principles: Sphere of Influence and Objections 
RL19-7 Luxury Real Estate, Events & Dialog, Jack Cotton 
RL29-4 Venus Morris Griffin: Generating Sphere of Influence Leads 
RL37-2 Sam Miller: Top 4 Lead Sources 
RL45-1 Fundamentals and Relationships 
RL45-2 Lead Generation and Conversion, Kelly Moye 
RL45-8 Client Tracking and Feedback 
RL46-1 Repeat and Referral Business, Sara Kurtz 
L48-1 Capitalize on Your Previous Career 
QT15 Sphere of Influence Calls - Ellen Hill 
QT31 Sphere of Influence Advocates with Steve Goff 
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QT32 Retirement Communities with Tami Ellis, SRES® 
QT47 Stay Top-of-Mind in Your Community, Hart Brothers 
QT50 Client Appreciation and Website Release Event 
QT55 To Be Referred, Be Remembered 
MM01 Be Valuable by Knowing Your Market  – Bob Wolff 
MM21 Repeat and Referral Business 
QT67 The Art of the Handwritten Note 
 
Open House 
RL52-1 Open House: Benefits 
RL52-2 Open House: Select 
RL52-3 Open House: Promote 
RL52-4 Open House: Prepare 
RL52-5 Open House: Conduct 
RL52-6 Open House: Questions 
RL52-7 Open House: Follow Up 
RL36-2 New Agent Coaching: Sources and Open Houses 
KFT142-3 Core Principles: Improving Your Skills and Prospecting 
RP10 Open House Greeting 
RP15 Buyer Agency Benefits 
RP14 Open House Questions 
KFT119 Open House Demonstrations 
KFT92 Open House Follow Up 
RL29-5 Venus Morris Griffin: FSBOs and Open Houses 
MM20 Back to Basics: Answer the phone, Open Houses 
 
For Sale By Owner 
RL50-1 New Market: Generate Listing Leads 
KFT68-S1 "Selling By Owner" Consumer Video Preview 
KFT115 For Sale By Owners: Face to Face 
RL29-5 Venus Morris Griffin: FSBOs and Open Houses 
KFT74-1 Multi Million Dollar Dialogs: Expired, FSBO 
Expired Listings 
MM13 Create Your Own Inventory with Expired Listings - Robert Allen 
KFT125 An Approach to Expired Listings 
RP08 Expired Listing: Contact at Door 
RP09 Expired Listing: Meeting in Home 
RL50-1 New Market: Generate Listing Leads 
QT28 Secured $9 million expired Listing with Jeffrey Arron 
KFT96 Expired Listing Marketing Analysis 
KFT36 Cold Calls, Bold Calls 
KFT74-1 Multi Million Dollar Dialogs: Expired, FSBO 
QT33 Expired Listing Seller Video with Bill Inman 
 
Farming & Canvassing 
KFT138 Agent Archetypes 
KFT147 Multiply Your Listing 
RL46-3 Farming for Listings, Sara Kurtz 
RL48-2 How to Start Prospecting 
RL50-1 New Market: Generate Listing Leads 
RL26-3 Pounding the Pavement with Lawrence Wong 
QT24 Neighborhood Knocking 
QT51 Door Knocking Courage 
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KFT105-1 Generate Neighborhood Listings, Paul Tharp 
KFT105-2 Generate Neighborhood Listings, Paul Tharp 
 
MARKETING 
Branding 
KFT106-1 Maximize Your Personal Professional Brand 
RL42-1 Sensational Social Selling 
RL43-5 Connecting With Instagram 
RL45-4 Become a Media Spokesperson 
RL47-5 Did It All For The 'Gram, Jeremias “JMan” Maneiro 
KFT106-2 Maximize Your Personal Professional Brand 
RL29-3 Venus Morris Griffin: Marketing & Branding 
KFT110 Familiarity vs. Direct Prospecting 
KFT112 Shoot Better Video 
Event Marketing 
RL35-1 Event Marketing: Planning Your Event 
RL50-2 New Market: Create Marketing Events 
RL35-2 Event Marketing: Getting Started 
RL35-3 Event Marketing: Day of the Event, Follow Up 
RL38 Trees for Toys: Client Charity Event 
RL28-3 $17 Million Listing: Luxury Home Event 
RL28-4 $17 Million Listing: Luxury Home Tour 
QT48 Past Client Events 
RL19-8 Luxury Real Estate: Luxury Home Tour, Raines & Cadieux 
KFT98 Event Marketing 
KFT98-S1 Event Marketing Brainstorming 
 
LISTINGS 
Pre Listing 
MM14 Pre-Listing Seller Intake Process - Tanya Ruff 
MM17 Pre-Listing Testimonials - Brandon Small 
QT07 Five Pre-Listing Tips 
RL48-3 The Listing Process: Pre-Listing, Rapport 
RL37-3 Sam Miller: Listing Process 
MM09 Pre-Listing Questionairre – Vicki Westapher 
RL20-1 Listing Luxury Real Estate, Pre-Listing Process, Jack Cotton 
KFT163 Listing Advice to Sellers 
 
First Listing Call 
KFT91 Listing: One Call or Two? 
KFT24 Seven Steps to Building Rapport 
RL23-4 Koehler Bortnick Interview: One Call or Two Call? 
RL25-1 Listing Presentation: The Opening 
RL31-1 Listing Presentation: Pre-listing, Property Tour 
KFT71-1 Listing Interview First Call with Brandon Small, Part 1 
KFT71-2 Listing Interview First Call with Brandon Small, Part 2 
KFT93 How Long Have You Been in the Business? 
LS01-4 Separate Listing from Pricing, Pricing Listings in a Buyer's Market 
 
Seller Counseling 
RL45-5 Listing Presentation First Meeting, Kelly Moye 
KFT159-3 Commission Lawsuits Seller Best Practices 
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MM18 Get to Sellers’ Why - Brandon Small 
MM19 A Personal Approach to Seller Counseling – Cari Ann Carter 
RL37-3 Sam Miller: Listing Process 
RP04 Multiple Offer Presentation 
LS01-3 Pricing Listings: Role of the Real Estate Agent 
QT62 Power of the Pause 
RP12 Sellers Fear Wrong Time to Move: Values, Rates and Inventory 
KFT13 Seller Motivation: Sell or Stay 
KFT73 Seller Motivation: Away or Toward? 
KFT84 Listen to the Needs of Your Sellers 
RL31-1 Listing Presentation: Pre-listing, Property Tour 
RL39-1 The Virtual Listing: Pre-listing, Seller Counseling, First Meeting 
RL23-3 Koehler Bortnick Interview: The Listing Process 
RL31-S2 Venus Morris Griffin Entire Presentation (Listing 2) 
RL25-2 Listing Presentation: Seller Questioning 
KFT103 SPIN Selling: Implication Questions 
KFT104 SPIN Selling: Need Payoff Questions 
QT13 Personal Proactive Differences with Bob Wolff 
 
Listing Presentation 
RL48-4 The Listing Process: Counseling, Presentation 
MM03 Modified Two Step Listing Presentation – Vicki Westapher 
RL46-4 Listing Presentation, Sara Kurtz 
KFT50-3 How to Get Listings: Listing Presentation 
RL37-3 Sam Miller: Listing Process 
KFT124 A Top Agent's Listing Process, Tami Holmes 
RL25-3 Listing Presentation: Marketing Management 
RL25-4 Listing Presentation: Exposure 
RL25-5 Listing Presentation: Secure Prospects 
RL25-6 Listing Presentation: Demonstrate and Secure Agreement 
RL31-2 Listing Presentation: Present 
KFT26 Creating Unique Selling Propositions 
KFT132 Feature Benefit Listing Presentation 
RL39-3 The Virtual Listing: Tour & Marketing Process 
RL39-2 The Virtual Listing: Listing Presentation 
RL39-4 The Virtual Listing: Pricing & Commission 
RL39-5 The Virtual Listing: Full Listing Presentation 
RL25-7 Listing Presentation: Close and Commission 
RL25-8 Listing Presentation: Documents and Preparation 
RL31-S1 Venus Morris Griffin Entire Presentation (Listing 1) 
RL31-S3 Venus Morris Griffin Entire Presentation (Listing 3) 
RL31-S2 Venus Morris Griffin Entire Presentation (Listing 2) 
RL19-3 Luxury Real Estate: Setting Yourself Apart, Jack Cotton 
 
Close, Objections 
KFT160 I don’t want to pay the buyer commission 
KFT160 Bonus Manage Media Misrepresentation 
RP19 Seller Commission Presentation 
RP05 P.A.I.D. Strategy 
Market Mastery: Open Forum on Commission Objections 
RP16 Commission Objection, P.A.I.D. approach 
RL48-5 The Listing Process: Pricing, Commission 
LS01-9 Pricing Listings: Effects of Overpricing, Objections 
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RL46-5 Commission and Pricing Objections, Sara Kurtz 
MM05 Pre-Listing Process Prevents Commission Objections – Jack Cotton 
LS03-3 Value Added Selling (Avoid the Commissionectomy): Dialog, Net, Strength 
LS03-2 Value Added Selling (Avoid the Commissionectomy): Value, Difference 
LS03-1 Value Added Selling (Avoid the Commissionectomy): Profit 
KFT76 Close for the Listing 
RP06 Commission Objection, Demonstrate Difference 
KFT142-4 Core Principles: Sphere of Influence and Objections 
KFT120 How Do We List Without a Place to Buy? 
RP02 Hesitant to List Without a Place to Buy 
RP01 Showing Protocol Concerns 
RL31-4 Listing Presentation: Close & Commission 
RL23-5 Koehler Bortnick Interview: Keep the Listing 
 
Servicing & Marketing 
QT69 QR Code Sign Rider 
RL39-6 The Virtual Listing: Property Tour Video 
KFT146 Tik Tok 101 for REALTORS® 
RL42-2 Elements of a Listing Video 
KFT126 Navigating a Changing Market 
KFT151 Strategies for a Shifting Market 
KFT31 Pre-Listing Inspections 
KFT51-1 Call Your Sellers, Part 1 (Benefits, Expectations, Avoidance) 
KFT51-2 Call Your Sellers, Part 2 (What sellers want, Frequency, Methods) 
KFT97 Become a Preferred Vendor Resource 
KFT38 Extreme Property Preparation 
QT23 Just Listed/Just Sold Postcards 
KFT109-1 Listings Coming Soon 
KFT109-2 Listings Coming Soon: Industry Viewpoints 
 
PRICING 
Establish Value, CMA 
MM15 Establish Value in a New Market - Jeff Scislow 
RP03 Pricing the Listing 
LS01-1 Pricing Listings: It's the Motivation not the Money 
LS01-2 Pricing Listings: Price First or Last? 
LS01-4 Pricing Listings: Establishing Value 
LS01-5 Pricing Listings: Presenting Value 
LS01-6 Pricing Listings: Demonstrate Dramatically 
LS01-7 Pricing Listings: External Influences on Value 
RL21-1 Luxury Home Pricing, Jack Cotton, Part 1 
RL21-2 Luxury Home Pricing, Jack Cotton, Part 2 
RL31-3 Listing Presentation: CMA and Pricing 
 
Pricing Presentation 
MM16 Sellers Pricing Discussion - Jeff Scislow  
KFT151 Strategies for a Shifting Market 
LS01-10 Pricing Listings: Communication, Secure Price Reduction 
LS01-8 Pricing Listings: Advantages of Proper Pricing 
LS01-7 Pricing Listings: External Influences on Value 
LS01-6 Pricing Listings: Demonstrate Dramatically 
LS01-5 Pricing Listings: Presenting Value 
LS01-3 Pricing Listings: Role of the Real Estate Agent 
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LS01-2 Pricing Listings: Price First or Last? 
LS01-1 Pricing Listings: It's the Motivation not the Money 
RP03 Pricing the Listing 
KFT126 Navigating a Changing Market 
KFT06 Separate Pricing from Listing 
RL31-S3 Venus Morris Griffin Entire Presentation (Listing 3) 
LS01-8 Demonstrate Dramatically, Pricing Listings in a Changing Market 
LS01-7 Present Market Data, Pricing Listings in a Buyer's Market 
LS01-4 Separate Listing from Pricing, Pricing Listings in a Buyer's Market 
RL31-3 Listing Presentation: CMA and Pricing 
LS01-1 Market Challenges, Pricing Listings in a Buyer's Market 
LS01-2 Pricing Denial Syndrome, Pricing Listings in a Buyer's Market 
LS01-3 The Pricing Intervention, Pricing Listings in a Buyer's Market 
Pricing Objections 
QT57 Another Agent Will List it at a Higher Price 
KFT13 Seller Motivation: Sell or Stay 
RL45-6 Pricing and Commission 
RL46-5 Commission and Pricing Objections, Sara Kurtz 
LS01-9 Pricing Listings: Effects of Overpricing, Objections 
RL48-5 The Listing Process: Pricing, Commission 
RP16 Commission Objection, P.A.I.D. approach 
Market Mastery: Open Forum on Commission Objections 
Pricing Your Home To Sell Clip - "Another Agent Will List it at a Higher Price" 
QT58 The Pricing Storybook 
RL31-3 Listing Presentation: CMA and Pricing 
KFT03 How to Cure P.D.S. Pricing Denial Syndrome 
LS01-5 Seller Motivation, Sell or Stay? Pricing Listings in a Buyer's Market 
LS01-6 Why Sellers Should Sell, Pricing Listings in a Buyer's Market 
S01-9 Price Reduction & Objections, Pricing Listings in a Buyer's Market 
 
PERSONAL DEVELOPMENT 
Values & Equities 
KFT165 Gratitude – Your Pathway to Happiness 
KFT07 Values Based Goal Setting 
KFT34 Discover Your Personal Values 
KFT167 Get Into the Habit 
RL36-1 New Agent Coaching: Successful Agent Attributes 
KFT142-1 Core Principles: What Makes a Successful Agent? 
KFT148 First Impressions Last 
RL43-6 Business Philosophy 
RL44-5 Time Management Secrets of CEOs, Richard Grimes 
KFT21-1 How to Enhance Your Five Equities (part 1) 
KFT21-2 How to Enhance Your Five Equities (part 2) 
RL29-6 Venus Morris Griffin: Balance and Motivation 
Goal Setting 
KFT60 Business Planning to Increase Your Income 
KFT60 Tutorial Agent Income Planning Worksheet 
KFT60 Tutorial Agent Production Analysis Worksheet 
KFT129 Present Moment Focus 
QT54 Top Agent Plans New Year 
KFT137 8 Coaching Steps to $100,000 
KFT142-2 Core Principles: First Impressions and Goal Setting 
RL44-1 Time Management Secrets of CEOs, Josh Harley 
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RL44-2 Time Management Secrets of CEOs, Mark Johnson 
RL44-3 Time Management Secrets of CEOs, Bill Scavone 
RL44-4 Time Management Secrets of CEOs, Dan Forsman 
RL44-5 Time Management Secrets of CEOs, Richard Grimes 
KFT10 New Year Action Plan for 2025 
QT20 Kick-off a New Year 
QT25 Get to the Top 5% 
QT03 Mindset Affirmations - Bob Wolff 
KFT94 New Beginnings 
QT13 Personal Proactive Differences with Bob Wolff 
Attitude 
KFT166 Become a Mornng Achiever 
QT68 Discipline 
KFT155 7 Ways to Prepare for This Market 
MM06 Positive Market Mindset – Rik Rushton 
MM12 Control the Controllables – Rik Rushton 
RL43-6 Business Philosophy 
KFT14-1 Mastery of the Game of Selling (Part 1) 
KFT14-2 Mastery of the Game of Selling (Part 2) 
KFT86 Methods vs. Mindset 
KFT95 Get Off Your Aspirations 
KFT142-1 Core Principles: What Makes a Successful Agent? 
KFT101-2 How to Get Restarted (Part Two) 
KFT39 PDA Perseverance, Discipline, Action 
KFT29 Results vs. Reasons 
KFT54-1 Response Ability 
KFT54-2 Response Ability 
QT39 What's Holding You Back? 
QT40 What's the Secret? 
RL26-4 Mass Marketing with Lawrence Wong 
QT22 What's the Secret? 
QT10 Be a Sales PERSON First 
RL23-2 Koehler Bortnick Interview: What Drives You? 
KFT46 Three Positive Outcomes of Activity 
KFT47 Managing Rejection 
 
Safety 
KFT80 Agent Safety 
QT16 Safety Tips with Terri Murphy – Awareness 
QT17 Safety Tips with Terri Murphy – Safe Locations 
QT18 Safety Tips with Terri Murphy – Showings/Open Houses - Tracey Hawkins 
QT19 Safety Tips with Terri Murphy – Personal Safety Tools - Tracey Hawkins 
RL49-1 Agent Safety: Safe Practices - Awareness, Recognition and Instinct - Tracey Hawkins 
RL49-2 Agent Safety: Safe Practices - Steps and Tip to Stay Safe - Tracey Hawkins 
RL49-3 Agent Safety: Self Defense Products - Tracey Hawkins 
RL49-4 Agent Safety: Lessons Learned - Tracey Hawkins 
RL49-5 Tech Safety - Tracey Hawkins 
RL49-6 Cyber Security with Tracey Hawkins 
 
Professionalism 
QT12 Mispronounced Misused 
KFT150-1 Are We in a Housing Bubble? Part 1 
KFT150-2 Are We in a Housing Bubble? Part 2 
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KFT135 Is Professionalism Dead? – Marcie Roggow 
RL45-4 Become a Media Spokesperson  
QT02 Email Signatures 
QT63 Spam Annoyance 
KFT134 Procuring Cause, Marcie Roggow 
RL36-5 New Agent Coaching: Professionalism 
KFT127-1 How NAR Represents You, John Smaby 
KFT127-2 NAR Communication and Advocacy John Smaby 
KFT127-3 Control of Data, John Smaby 
KFT127-4 REALTOR® Competence, John Smaby 
 
 
LUXURY REAL ESTATE 
RL19-1 Luxury Real Estate: Connecting with Your Market, Jack Cotton 
RL19-2 Luxury Real Estate: Breaking into the Luxury Market, Jack Cotton 
RL19-3 Luxury Real Estate: Setting Yourself Apart, Jack Cotton 
RL19-6 Luxury Real Estate, Prospecting the High End, Jack Cotton 
RL19-7 Luxury Real Estate, Events & Dialog, Jack Cotton 
RL20-1 Listing Luxury Real Estate, Pre-Listing Process, Jack Cotton 
RL20-2 Establishing Point of Difference Through Authorship 
RL21-1 Luxury Home Pricing, Jack Cotton, Part 1 
RL21-2 Luxury Home Pricing, Jack Cotton, Part 2 
RL28-1 $17 Million Listing: Prospecting 
RL28-2 $17 Million Listing: Marketing 
RL28-3 $17 Million Listing: Luxury Home Event 
RL28-4 $17 Million Listing: Luxury Home Tour 
RL20-3.1 Part 1 Actual Listing Presentation, Jack Cotton 
RL20-3.2 Part 2 Actual Listing Presentation, Jack Cotton 
RL20-3.3 Part 3 Actual Listing Presentation, Jack Cotton 
RL35-1 Event Marketing: Planning Your Event 
RL35-2 Event Marketing: Getting Started 
RL35-3 Event Marketing: Day of the Event, Follow Up 
 
BUYERS 
Buyer Counseling 
MM10 Secure a buyer counseling interview – Genevieve Stoll 
RL56-4 Commission Conversations - Buyer Value Creates Agreement 
KFT161 Buyer Value Presentation 
KFT162 Buyer Counseling Interview 
KFT162 Support Prepare Buyers to Buy 
RP17 Buyer Counseling Interview 
RP18 Buyer Commission Presentation 
KFT145 DOJ NAR Commission Transparency 
QT61 Buy in a Seller's Market or Wait? 
RL43-3 Risk Assessment and Contingencies 
RL43-4 Buyer Fatigue 
KFT152 "We’ll Buy When the Market Drops" 
RP11 Buyer Counseling: Agency and Loyalty 
Preview - 8 Steps to Buying a Home 
RL50-3 New Market: Manage Your Buyers 
RP13 Buyers Fear Higher Interest Rates 
QT27 Buyer Consulting Booklet with Lee Silverman 
QT14 Saving Time with Buyers - Robert Allen 
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Prepare Buyers to Buy 
KFT159-4 Commission Lawsuits Present Your Value to Buyers 
KFT159-5 Commission Lawsuits Buyer Broker Agreements 
MM11 Patience Pays With Buyers – Rish Bakshi 
RP07 Prepare Your Buyers to Buy 
RL43-2 Managing Buyers in a Seller’s Market 
RL43-3 Risk Assessment and Contingencies 
RL43-4 Buyer Fatigue 
MM04 Manage Buyer Expectations – Genevieve Stoll 
Preview - 8 Steps to Buying a Home 
RL50-3 New Market: Manage Your Buyers 
QT27 Buyer Consulting Booklet with Lee Silverman 
KFT01 Get Your Buyers to Buy Now 
KFT23 Prepare Buyers to Buy 
KFT121 Manage Buyer Expectations 
QT14 Saving Time with Buyers - Robert Allen 
KFT16 The Low Appraisal 
Showing 
KFT134 Marcie Roggow: Procuring Cause 
Preview - 8 Steps to Buying a Home 
KFT42-1 Ten Tips for Better Showings, Part 1 
KFT42-2 Ten Tips for Better Showings, Part 2 
KFT122 Overcome Buyer Objections...Not! 
Inspections 
RL41-1 Home Inspections: Considerations 
RL41-2 Home Inspections: Selecting an Inspector 
RL41-3 Home Inspections: Who Should Attend? 
RL41-4 Home Inspections: Managing Buyer Expectations 
RL41-5 Home Inspections: Pre-Listing Inspections 
RL41-6 Home Inspections: Reframing and Monetizing 
RL41-7 Home Inspections: Interview with Ron Larson 
KFT31 Pre-Listing Inspections 
Close for the Purchase 
KFT12 Securing Higher Offers 
KFT11 Negotiating Low Offers 
KFT67-1 Top Producer Negotiates a Multiple Offer 
KFT67-2 Top Producer Negotiates a Multiple Offer 
 
CLOSING, OBJECTIONS 
Closing Skills 
RP05 P.A.I.D. Strategy 
KFT40-1 Ask for the Order, Part 1 
KFT40-2 Ask for the Order, Part 2 
RL23-5 Koehler Bortnick Interview: Keep the Listing 
QT35 Paper Contract Review with Steve Goff 
Objections 
KFT05 Managing Expectations 
KFT122 Overcome Buyer Objections...Not! 
KFT142-4 Core Principles: Sphere of Influence and Objections 
RP01 Showing Protocol Concerns 
RP02 Hesitant to List Without a Place to Buy 
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QT62 Power of the Pause 
KFT156 The Heart of Objections 
Market Mastery: Open Forum on Commission Objections 
LS03-1 Value Added Selling, Avoid the Commissionectomy: Compete on Value not Price 
LS03-2 Value Added Selling, Avoid the Commissionectomy: Strength 
LS03-4 Value Added Selling, Avoid the Commissionectomy: Difference 
LS03-5 Value Added Selling, Avoid the Commissionectomy: Dialog and Net 
KFT89-1 Persuasion Through Contrast, Part 1 
KFT89-2 Persuasion Through Contrast, Part 2 
 
Commission 
RL56-1 Commission Conversations - Change for the Better 
RL56-2 Commission Conversations - Seller Compensation Offers  
RL56-3 Commission Conversations - Wait and Negotiate 
RL55 Tiered Commission Pricing 
RL31-4 Listing Presentation: Close & Commission 
KFT145 DOJ NAR Commission Transparency 
RL46-5 Commission and Pricing Objections, Sara Kurtz 
RL48-5 The Listing Process: Pricing, Commission 
RL45-6 Pricing and Commission 
KFT149 You Are Worth Your Fee in This Market 
RP06 Commission Objection, Demonstrate Difference 
KFT89-1 Persuasion Through Contrast, Part 1 
KFT89-2 Persuasion Through Contrast, Part 2 
KFT04 No Difference? No Deference 
LS03-1 Value Added Selling (Avoid the Commissionectomy): Profit 
LS03-2 Value Added Selling (Avoid the Commissionectomy): Value, Difference 
LS03-3 Value Added Selling (Avoid the Commissionectomy): Dialog, Net, Strength 
 
NEGOTIATION 
Negotiation Principles 
LS02-1 Are You a Messenger or a Negotiator? Extreme Positions 
LS02-2 Are You a Messenger or a Negotiator? Managing Expectations 
LS02-3 Are You a Messenger or a Negotiator? Questioning Their Position 
LS02-4 Are You a Messenger or a Negotiator? Feedback vs. Advice 
LS02-5 Are You a Messenger or a Negotiator? Negotiating the Purchase 
LS02-6 Are You a Messenger or a Negotiator? Negotiate Price 
KFT05 Managing Expectations 
KFT89-1 Persuasion Through Contrast, Part 1 
KFT89-2 Persuasion Through Contrast, Part 2 
Purchase Agreement 
LS02-5 Are You a Messenger or a Negotiator? Negotiating the Purchase 
KFT11 Negotiating Low Offers 
KFT12 Securing Higher Offers 
KFT67-1 Top Producer Negotiates a Multiple Offer 
KFT67-2 Top Producer Negotiates a Multiple Offer 
KFT77-1 Five Ways to Get Your Multiple Offer Accepted 
KFT77-2 Five Ways to Get Your Multiple Offer Accepted 
KFT133 Negotiating Offers With Coop Agents 
QT66 Present Your Offer in Person 
 
BUILDING A TEAM 
RL34 Anatomy of a Top Real Estate Team: Meet the Team 
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RL45-7 Teams, Balance, and Fitness 
RL37-4 Sam Miller: Assembling a Team 
RL34-1 Anatomy of a Real Estate Team: The Start and Stats 
RL34-1 Anatomy of a Top Real Estate Team: The Start and Stats 
RL34-2 Anatomy of a Real Estate Team: When to Hire and Team Positions 
RL34-2 Anatomy of a Top Real Estate Team: When to Hire and Team Positions 
RL34-3 Anatomy of a Top Real Estate Team: Marketing ROI and USP 
RL34-3 Anatomy of a Real Estate Team: Marketing ROI and USP 
KFT111 Get Motivated, Get Help 
QT53 Teams: When to Start, Greg Chaplain 
QT52 Teams: An Important Lesson, Greg Chaplain 
RL30-1 Building Your Team: The People 
RL30-2 Building Your Team: The Process 
KFT75-1 Multi Million Dollar Team: From Agent to Team, Kathy Koehler 
KFT75-2 Multi Million Dollar Team: Starting a Team, Kathy Koehler & Heather Bortnick 
KFT75-3 Multi Million Dollar Team: Meet the Team 
RL23-1 Koehler Bortnick Interview: Building the Team 
 
TECHNOLOGY 
Social Media 
MM08 Two Minute Tuesday Social Media Post – Sam Miller 
RL37-1 Sam Miller: Social Media Videos 
KFT128-1 Instagram: Online vs. Face-to-Face 
RL42-1 Sensational Social Selling 
KFT146 Tik Tok 101 for REALTORS® 
RL42-2 Elements of a Listing Video 
RL43-5 Connecting With Instagram 
RL47-4 Live Video Part 2, Jeremias “JMan” Maneiro 
RL47-3 Live Video Part 1, Jeremias “JMan” Maneiro 
RL47-5 Did It All For The 'Gram, Jeremias “JMan” Maneiro 
RL47-6 Using Chatbots, Jeremias “JMan” Maneiro 
RL51-1 Digital Marketing: Going Live 
RL51-2 Reaching Prospects Using Technology 
RL51-3 Quality Conversations and Follow-Up 
KFT128-2 Instagram: Target Your Audience 
KFT128-3 Instagram: How to Follow Up 
KFT131-1 Using Social Media Stories 
KFT131-3 Using Messenger and Bots 
KFT131-2 Sharing Video Content 
KFT131-4 20 Ways to Repurpose Your Video 
KFT113-1 How Top Producers use Technology 
KFT113-2 How Top Producers use Technology to Generate Leads 
KFT114 How Top Producers use Social Media 
RL32-1 Facebook Live: Before, Marki Lemons-Ryhal 
RL32-2 Facebook Live: During, Marki Lemons-Ryhal 
RL32-3 Facebook Live: After, Marki Lemons-Ryhal 
KFT116 Connect and Engage with Facebook Live, Marki Lemons-Ryhal 
KFT117 Facebook Live: Behind the Scenes with Marki Lemons-Ryhal 
QT49 Linking In with LinkedIn 
RL33-1 Instagram: Shift to Social Media - Emily Von Vett 
RL33-2 Instagram: Get Over Yourself - Emily Von Vett 
RL33-3 Instagram: Converting and Posting - Emily Von Vett 
RL33-4 Instagram: A Closer Look - Emily Von Vett 
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QT09 Video Follow-Up Messages 
Computing 
KFT142-3 Core Principles: Improving Your Skills and Prospecting 
RL22-4 New Agents, Old School: Technology, Learning Experiences and Balance 
KFT113-1 How Top Producers use Technology 
KFT113-1 How Top Producers use Technology 
Photography, Cameras 
KFT140 Set Up a Videoconference Space 
KFT143 Video Tool Time 
KFT112 Shoot Better Video 
 
FINANCING, LEGAL 
Financial 
KFT150-1 Are We in a Housing Bubble? Part 1 
KFT150-2 Are We in a Housing Bubble? Part 2 
KFT90 From Contract to Closing 
QT06 New CFPB Lending Requirements (U.S., August 2015) 
 
 
 
Legal, Ethics 
KFT134 Marcie Roggow: Procuring Cause 
KFT135 Is Real Estate Professionalism Gone? 
KFT145 DOJ NAR Commission Transparency 
RL53-1 Commission Lawsuit – Presentation, Jack Miller 
RL53-2 Commission Lawsuit – Interview, Jack Miller 
KFT159-1 Commission Lawsuits Litigation 
KFT159-2 Commission Lawsuits Effect 
 
EXPERIENCE 
 
NEW AGENTS 
Getting Started 
QT02 Email Signatures 
RL48-1 Capitalize on Your Previous Career 
RL43-1 New Agent, New Market 
KFT27 Ten Ways to be The One 
KFT72 New Agent Mentorship Lessons 
RL22-1 New Agents, Old School Part 1: Mentoring 
RL36-1 New Agent Coaching: Successful Agent Attributes 
RL36-2 New Agent Coaching: Sources and Open Houses 
RL36-3 New Agent Coaching: Direct Prospecting 
KFT99 Fanatical Prospecting: The Difficulty of It with Jeb Blount 
RL36-4 New Agent Coaching: Leads and Listings 
KFT78 Top Producer Advice to New Agents 
RL36-5 New Agent Coaching: Professionalism 
KFT102 Who's THAT on Your Card? 
KFT17 Answer the $%^& Phone! 
QT12 Mispronounced, Misused 
RL26-1 New, Young and Hungry with Lawrence Wong 
KFT100 Productive, Profitable and Professional 
RL29-1 Venus Morris Griffin: Life Changing Start 
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RL29-2 Venus Morris Griffin: Transition Mindset and Actions 
Prospecting 
RP09 Expired Listing: Meeting in Home 
KFT157 How to Build Your Sphere of Influence 
KFT153 Back to the 9Ds for Listings 
RL48-2 How to Start Prospecting 
RL46-2 Converting Seasonal Prospects, Sara Kurtz 
RL46-1 Repeat and Referral Business, Sara Kurtz 
RL45-3 Sphere of Influence Phone Calls, Kelly Moye 
RL45-1 Fundamentals and Relationships 
KFT147 Multiply Your Listing 
KFT10 New Year Action Plan for 2023 
KFT142-3 Core Principles: Improving Your Skills and Prospecting 
RL22-2 New Agents, Old School Part 2: Referrals, Open House 
QT44 Back to the Basics with Bob Wolff 
KFT09 Open House Techniques That Secure Buyers 
KFT92 Open House Follow Up 
KFT35 You Make the Call 
KFT36 Cold Calls, Bold Calls 
 
 
 
Lead Conversion 
KFT17 Answer the $%^& Phone! 
KFT108 Annoying Greetings to You! 
QT42 Expert Advice for a Low Inventory Market 
KFT105-3 Lead Management & Follow-Up, Listing Presentation, Paul Tharp 
QT37 How to Break Through Resistance 
QT11 We Have a Friend in the Business 
KFT22-2 Managing Leads: Research, Manage, Contact 
KFT113-2 How Top Producers use Technology to Generate Leads 
Buyers 
RL43-4 Buyer Fatigue 
Preview - 8 Steps to Buying a Home 
RP11 Buyer Counseling: Agency and Loyalty 
QT14 Saving Time with Buyers - Robert Allen 
KFT70-2 New Agent Converts Internet Buyers, Landon Miller, Part 2 
KFT70-1 New Agent Converts Internet Buyers, Landon Miller, Part 1 
KFT42-1 Ten Tips for Better Showings, Part 1 
KFT42-2 Ten Tips for Better Showings, Part 2 
Listing Presentation 
KFT132 Feature Benefit Listing Presentation 
RL45-5 Listing Presentation 
RL46-4 Listing Presentation, Sara Kurtz 
KFT84 Listen to the Needs of Your Sellers 
QT62 Power of the Pause 
KFT91 Listing: One Call or Two? 
KFT50-1 How to Get Listings: Mindset 
KFT73 Seller Motivation: Away or Toward? 
Getting Unstuck 
KFT142-3 Core Principles: Improving Your Skills and Prospecting 
KFT94 New Beginnings 
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KFT39 PDA Perseverance, Discipline, Action 
 
RISING STARS 
Growing the Business 
KFT60-1 Creating Your Business Plan 
RL45-7 Teams, Balance, and Fitness 
RL44-5 Time Management Secrets of CEOs, Richard Grimes 
KFT154-1 Grow Your Business in a Changing Market 
KFT154-2 Grow Your Business in a Changing Market 
KFT111 Get Motivated, Get Help 
KFT75-3 Multi Million Dollar Team: Meet the Team 
KFT75-1 Multi Million Dollar Team: From Agent to Team, Kathy Koehler 
KFT60-3 Tutorial: Agent Business Plan for Rising Stars 
Referrals 
QT15 Sphere of Influence Calls - Ellen Hill 
KFT142-4 Core Principles: Sphere of Influence and Objections 
RL46-1 Repeat and Referral Business, Sara Kurtz 
KFT157 How to Build Your Sphere of Influence 
RL29-4 Venus Morris Griffin: Generating Sphere of Influence Leads 
Listing 
KFT84 Listen to the Needs of Your Sellers 
RL25-3 Listing Presentation: Marketing Management 
KFT147 Multiply Your Listing 
KFT50-3 How to Get Listings: Listing Presentation 
KFT132 Feature Benefit Listing Presentation 
QT56 No Appreciation Listing 
RL25-2 Listing Presentation: Seller Questioning 
KFT71-1 Listing Interview First Call with Brandon Small, Part 1 
KFT71-2 Listing Interview First Call with Brandon Small, Part 2 
RL25-4 Listing Presentation: Exposure 
RL25-5 Listing Presentation: Secure Prospects 
KFT87 Target Marketing 
RL25-6 Listing Presentation: Demonstrate and Secure Agreement 
RL25-7 Listing Presentation: Close and Commission 
RL25-8 Listing Presentation: Documents and Preparation 
KFT76 Close for the Listing 
KFT105-2 Generate Neighborhood Listings, Paul Tharp 
Buyers 
KFT121 Manage Buyer Expectations 
RL43-4 Buyer Fatigue 
Preview - 8 Steps to Buying a Home 
RP11 Buyer Counseling: Agency and Loyalty 
KFT156 The Heart of Objections 
KFT122 Overcome Buyer Objections...Not! 
KFT01 Get Your Buyers to Buy Now 
QT14 Saving Time with Buyers - Robert Allen 
QT27 Buyer Consulting Booklet with Lee Silverman 
KFT67-1 Top Producer Negotiates a Multiple Offer 
KFT67-2 Top Producer Negotiates a Multiple Offer 
 
TOP PRODUCERS 
Personal Growth 
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KFT21-1 How to Enhance Your Five Equities (part 1) 
RL45-7 Teams, Balance, and Fitness 
KFT54-2 Response Ability 
KFT60-4 Tutorial: Agent Business Plan for Top Producers 
KFT21-2 How to Enhance Your Five Equities (part 2) 
QT08 "No" Power 
KFT54-1 Response Ability 
KFT107 Physical Fitness Improves Your Business 
RL24-1 Legends: Learn from others, by Dave Beson 
RL24-2 Legends: Become a legend, by Dave Beson 
RL24-3 Legends: Double Your Productivity, by Dave Beson 
RL24-4 Legends: Favorite Teachings, by Dave Beson 
QT16 Safety Tips with Terri Murphy - Awareness 
QT17 Safety Tips with Terri Murphy - Safe Locations 
QT18 Safety Tips with Terri Murphy - Showings/Open Houses 
QT19 Safety Tips with Terri Murphy - Personal Safety Tools 
QT21 Success Through Integrity 
KFT94 New Beginnings 
KFT86 Methods vs. Mindset 
Client Relations 
RL45-8 Client Tracking and Feedback 
RL45-3 Sphere of Influence Phone Calls, Kelly Moye 
RL45-2 Lead Generation and Conversion, Kelly Moye 
RL38 Trees for Toys: Client Charity Event 
QT55 To Be Referred, Be Remembered 
KFT98 Event Marketing 
QT48 Past Client Events 
RL35-1 Event Marketing: Planning Your Event 
RL35-2 Event Marketing: Getting Started 
RL35-3 Event Marketing: Day of the Event, Follow Up 
KFT97 Become a Preferred Vendor Resource 
QT46 Unique Niche Marketing 
RL29-3 Venus Morris Griffin: Marketing & Branding 
QT31 Sphere of Influence Advocates with Steve Goff 
QT13 Personal Proactive Differences with Bob Wolff 
QT09 Video Follow-Up Messages 
QT34 Heart to Heart with Mercy Abraham 
Luxury Real Estate 
KFT88 Understanding the High-End Client with Lori Lane 
RL19-1 Luxury Real Estate: Connecting with Your Market, Jack Cotton 
RL19-1 Luxury Real Estate: Connecting with Your Market 
RL19-2 Luxury Real Estate: Breaking into the Luxury Market, Jack Cotton 
RL19-2 Luxury Real Estate: Breaking into the Luxury Market 
RL19-3 Luxury Real Estate: Setting Yourself Apart, Jack Cotton 
RL19-3 Luxury Real Estate: Setting Yourself Apart 
RL19-6 Luxury Real Estate, Prospecting the High End 
RL19-7 Luxury Real Estate: Events & Dialog 
RL19-4 Luxury Real Estate: Getting Started by Barry Berg 
RL19-5 Luxury Real Estate: How they Got Started by Raines & Cadieux 
RL19-6 Luxury Real Estate, Prospecting the High End, Jack Cotton 
RL19-7 Luxury Real Estate, Events & Dialog, Jack Cotton 
RL19-8 Luxury Real Estate: Luxury Home Tour, Raines & Cadieux 
RL20-1 Listing Luxury Real Estate, Pre-Listing Process, Jack Cotton 
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RL20-1 Luxury Real Estate: Pre-Listing Process, Jack Cotton 
RL20-2 Luxury Real Estate: Establishing Point of Difference Through Authorship 
RL20-2 Establishing Point of Difference Through Authorship 
RL20-3.1 Part 1 Actual Listing Presentation, Jack Cotton 
RL20-3.1 Luxury Real Estate: Part 1 Actual Listing Presentation, Jack Cotton 
RL20-3.2 Luxury Real Estate: Part 2 Actual Listing Presentation, Jack Cotton 
RL20-3.2 Part 2 Actual Listing Presentation, Jack Cotton 
RL20-3.3 Luxury Real Estate: Part 3 Actual Listing Presentation, Jack Cotton 
RL21-1 Luxury Home Pricing, Jack Cotton, Part 1 
RL21-1 Luxury Real Estate: Home Pricing, Jack Cotton, Part 1 
RL21-2 Luxury Home Pricing, Jack Cotton, Part 2 
RL21-2 Luxury Real Estate: Home Pricing, Jack Cotton, Part 2 
KFT53 Luxury Real Estate: Quantify Difference and Keep Your Commission 
Listing Presentation 
KFT84 Listen to the Needs of Your Sellers 
RL45-5 Listing Presentation 
KFT50-3 How to Get Listings: Listing Presentation 
LS03-1 Value Added Selling (Avoid the Commissionectomy): Profit 
KFT132 Feature Benefit Listing Presentation 
RL25-1 Listing Presentation: The Opening 
RL25-2 Listing Presentation: Seller Questioning 
RL25-3 Listing Presentation: Marketing Management 
RL25-4 Listing Presentation: Exposure 
RL25-5 Listing Presentation: Secure Prospects 
RL25-6 Listing Presentation: Demonstrate and Secure Agreement 
RL25-7 Listing Presentation: Close and Commission 
RL25-8 Listing Presentation: Documents and Preparation 
RL31-1 Listing Presentation: Pre-listing, Property Tour 
RL31-2 Listing Presentation: Present 
RL31-3 Listing Presentation: CMA and Pricing 
RL31-4 Listing Presentation: Close & Commission 
Technology 
KFT113-1 How Top Producers use Technology 
KFT131-1 Using Social Media Stories 
KFT131-2 Sharing Video Content 
KFT131-3 Using Messenger and Bots 
KFT131-4 20 Ways to Repurpose Your Video 
KFT114 How Top Producers use Social Media 
RL33-1 Instagram: Shift to Social Media - Emily Von Vett 
RL33-2 Instagram: Get Over Yourself - Emily Von Vett 
RL33-3 Instagram: Converting and Posting - Emily Von Vett 
RL33-4 Instagram: A Closer Look - Emily Von Vett 
RL32-1 Facebook Live: Before, Marki Lemons-Ryhal 
RL32-2 Facebook Live: During, Marki Lemons-Ryhal 
Time for Assistance 
KFT111 Get Motivated, Get Help 
RL44-1 Time Management Secrets of CEOs, Josh Harley 
RL44-5 Time Management Secrets of CEOs, Richard Grimes 
RL30-1 Building Your Team: The People 
RL30-2 Building Your Team: The Process 
RL34 Anatomy of a Top Real Estate Team: Meet the Team 
RL34-1 Anatomy of a Top Real Estate Team: The Start and Stats 
RL34-2 Anatomy of a Top Real Estate Team: When to Hire and Team Positions 
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RL34-3 Anatomy of a Top Real Estate Team: Marketing ROI and USP 
 
LEADERSHIP 
100 Leadership 
100 What Makes a Great Leader Introduction 
101 Key Skills and Attributes 
102 Transition from Sales to Leader 
103 Quartiling 
104 Determine Your Vision 
200 Profitability 
200 Managing for Profitability Introduction 
201 Set Your Profit Goal 
202 REAL Trends Broker Profitability 
210 10 Steps to Building a Fast Growing Company 
300 Recruiting 
300 Recruiting Introduction 
310 Recruiting Philosophy 
309 Relationship-Based Recruiting 
LDR331 Claiming Your Recruiting Niche 
LDR332 Building Your Recruiting Database 
LDR333 Lead Conversion and Perception of Fit 
LDR334 Limiting Your Distractions 
LDR335 Recruiting Recap: Niche & Database 
LDR336 Recruiting Recap: Conversion & Limiting Distractions 
301 Job #1: Recruit, Recruit, Recruit! 
302 Position of Power and Leverage vs. Fear 
303 Value Package/Value Proposition 
304 Self Reflection and Honest Assessment 
305 Daily Schedule 
306 Recruiting Strategies and Dialogs 
307 Recruiting Interview Part 1 
308 Recruiting Interview Part 2 
310 Recruiting Philosophy 
311 Recruiting Sources 
312 Recruiting Making Contact 
313 Recruiting First Meeting 
314 Recruiting Qualifying 
315 Recruiting Presentation 
316 Recruiting Close and Objections 
400 Onboarding Agents 
400 Onboarding New and Experienced Agents 
401 Onboarding Systems 
402 Onboarding: Evaluate, Equip & Encourage 
500 Training/Coaching 
500 Training, Coaching and Meetings Introduction 
501 Ongoing Training and Coaching 
502 How to Run an Awesome Sales Meeting 
510 Coaching Through MPF 
511 Coaching Model 
512 Coaching Practice 
513 Coaching iPractice 
514 Coaching Feedback 
515 Coaching One-on-One 
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516 8 Steps to Developing $100,000 Agents 
520 Great Sales Meetings: Avoid Meeting Mistakes 
521 Great Sales Meetings: Get Prepared 
522 Great Sales Meetings: Stand and Deliver 
523 Great Sales Meetings: Facilitate and Evaluate 
532 7 Ways to Help Your Agents Navigate This Market 
600 Decruiting 
600 Decruiting Introduction 
601 Decruiting: The Basics 
610 Decruiting: Why, Why Not 
611 Decruiting: Why Should I Fire Them 
612 Decruiting: Compassionate Confrontation 
613 Decruiting: How to Terminate 
700 Listings 
700 Listings Introduction 
701 Listings are the Name of the Game Part 1 
702 Listings are the Name of the Game Part 2 
800 Teams 
800 Building Teams Introduction 
801 Attracting and Growing Teams 
802 Teams and Company Relationship 
900 Administration 
900 Administration Introduction 
901 Administrative Support Staff 
902 Designing a Smart Office 
903 Safety: Broker, Manager, and Owner 
 
CLASSIC VIDEOS 
Personal Development 
KFT52 iPractice You Practice* 
KFT52-S Video Tips for iPractice Sessions* 
RL16-2 Top 10 Strategies for Getting Unstuck (Part 1), by Verl Workman* 
RL16-3 Top 10 Strategies for Getting Unstuck (Part 2), by Verl Workman* 
KFT83 Five Philosophies of Life, Richard Flint* 
KFT82 Put on a Smile with Darryl Davis* 
KFT59-1 How Top Producers Set Goals* 
KFT59-2 How Top Producers Hold Themselves Accountable* 
KFT59-3 How Top Producers Had Their Moment of Success* 
RL18-3 Surviving Your Serengeti, with Stefan Swanepoel* 
RL08-5 Managing the Business, Systems, Staff, Goals* 
Prospecting 
QT60 Open Houses with Bob Wolff* 
KFT63 Become a Valuable Resource (Using a questionnaire)* 
KFT18 Fall Back Into the Game* 
RL01-2 Contact Management, Referrals* 
KFT48-2 Open Houses Launch New Agent’s Career (Part 2)* 
KFT48-3 Inside an Open House with Mike McAnally* 
KFT69-2 Take the BO out of FSBO, Part 2 Marketing Comparison* 
RL01-3 Real Touch Promotions* 
RL08-1 Growing the Business, Referrals* 
RL19-4 Luxury Real Estate, Getting Started by Barry Berg* 
RL19-5 Luxury Real Estate, How they Got Started by Raines & Cadieux* 
RL08-2 Generating Leads, Prospecting, Marketing* 
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KFT30-1 Generational Marketing Part 1* 
KFT30-2 Generational Marketing Part 2* 
KFT85-1 Anything Works, Nothing Doesn’t by Dave Beson* 
KFT85-2 Anything Works, Nothing Doesn’t by Dave Beson* 
RL01-S1 New Agents: Getting Started with Prospecting* 
RL04-1 Need-Feature-Benefit, REALmarketing* 
RL04-2 REALmarketing Steps 1-4* 
RL04-3 REALmarketing Steps 5-8* 
RL19-8 Luxury Real Estate, The Luxury Home Tour, Sandy Raines and Ron Cadieux* 
KFT69-1 Take the BO out of FSBO, Part 1 Question Their Marketing* 
KFT62-1 Listing Lead Management, Part 1, Agent Interview, CJ Gade* 
KFT62-2 Listing Lead Management, Part 2, Agent Interview, CJ Gade* 
RL01-1 Be There, Sources, Follow Up, Systematic* 
KFT48-1 Open Houses Launch New Agent’s Career (Part 1)* 
KFT66-1 Canvassing for Listings, Part 1, Preparation* 
KFT66-2 Canvassing for Listings, Part 2, Meeting the Homeowners* 
KFT68-1 For Sale By Owner, Contact and Qualify: Contacting* 
KFT68-2 For Sale By Owner, Contact and Qualify: Seller Counseling* 
Listings 
RL07s David Counsels a Seller* 
RL02-3 Adjusting Differences, CMA Summary* 
RL15-4 The Pricing Showdown, Long Awaited Conclusion* 
RL15-1 The Pricing Showdown, Seller Situation* 
RL16-6 REALtalk Discussing Today’s Real Estate Market* 
RL15-2 The Pricing Showdown, Motivation and Opinion of Value* 
RL15-3 The Pricing Showdown, Present CMA and Seller Decision* 
RL09-3 Trial Closing, How to Close, Types of Closes* 
RL02-1 CMA, Rules, Importance of Pricing* 
RL02-2 Criteria for Value, Objective Standard* 
RL07-2 Pricing: Seller Education* 
RL07-1 Dynamics of a Changing Market, Seller Motivation* 
RL07-3 Absorption Rate, Price Reductions, Upside Down Sellers* 
RL09-1 Closing, Assertive vs. Aggressive, Closing Mistakes* 
RL09-2 Closing: Needs, Implied Consent* 
RL10-1 Objections: Anticipate, The PAID Method, Pause* 
RL10-3 Objections: Attitudes of Resistance, Answering Objections* 
RL10-2 Objections: Acknowledge, Isolate, Discover* 
RL04-2 REALmarketing Steps 1-4* 
RL04-3 REALmarketing Steps 5-8* 
KFT49 Demonstrate Digital Marketing* 
KFT53 Quantify Difference and Keep Your Commission* 
RL08-3 Securing Listings, Pricing & Commission Objections* 
RL16-7 REALtalk Demonstrating Sales Methods via Role Play* 
RL04-1 Need-Feature-Benefit, REALmarketing* 
KFT56-1 Professional Property Photography, Part 1* 
KFT56-2 Professional Property Photography, Part 2*  
KFT79 Market Repositioning* 
KFT57-1 How to Get the Most Out of Your Digital Camera, Part 1* 
RL03-2 Seller Counseling: Motivations, Expectations, Readiness to List* 
RL03-1 Seller Counseling: Needs, Interview Skills, Motivation* 
RL03-S2 The Art of Active Involvement – Connie Podesta* 
KFT62-1 Listing Lead Management, Part 1, Agent Interview, CJ Gade* 
KFT62-2 Listing Lead Management, Part 2, Agent Interview, CJ Gade* 
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KFT68-1 For Sale By Owner, Contact and Qualify: Contacting* 
KFT68-2 For Sale By Owner, Contact and Qualify: Seller Counseling* 
KFT57-2 How to Get the Most Out of Your Digital Camera, Part 2* 
Buyers 
RL06-1 Buyer Counseling, Agency, Expectations, Urgency* 
KFT65-2 Work With Builders to Sell New Construction: Transaction Process* 
KFT65-1 Work With Builders to Sell New Construction: Prepare buyers Negotiation* 
KFT64-1 Work with Builders to Sell New Construction* 
RL10-S2 Discovering Buyer Objections, Connie Podesta* 
RL08-4 Working with Buyers, Showing* 
KFT37-2 Managing the Non Urgent Buyer, Barry Berg, Part 2* 
KFT37-1 Managing the Non Urgent Buyer, Barry Berg, Part 1* 
RL06-2 Needs & Motivation, Financial* 
RL06-3 Agency and Loyalty, Prepare them to Buy, Showing* 
Growing the Business 
RL05-S4 Extended DISC®* 
RL05-S3 First-Hire by with Bob Corcoran* 
RL05-S2 Take Your Business to the Next Level, Howard Brinton* 
RL05-S1 Howard Brinton interview Take Business to Next Level* 
RL05-1 Time to Get Help, The First Hire* 
RL05-2 Building a Team, Managing and Leading* 
RL05-3 Systems, Administration* 
RL08-5 Managing the Business, Systems, Staff, Goals* 
Leadership 
105 Management Philosophy, Sharry Schmid* 
321 Recruiting Methods, Lance Berwald* 
322 Recruiting: Making Contact, Lance Berwald* 
323 Recruiting: Experienced Cycle, Sharry Schmid* 
324 Recruiting: Experienced Agent Cycle, Lance Berwald* 
325 New Agent Hiring Cycle, Sharry Schmidt* 
326 Recruiting, New Agent Cycle, Lance Berwald* 
327 Recruiting: Interview Demonstration, Lance Berwald* 
615 Berwald Interview* 
616 Schmid Interview* 
618 30-Day Up or Out Plan, Schmid Interview* 
Mentor Series 
MS01-1 Introduction to Prospecting* 
MS01-2 Questioning Skills* 
MS01-3 Who is Ready, Willing & Able* 
MS02-1 Convert Sign and Ad Calls* 
MS02-2 Establish a Referral System* 
MS03-1 Open House: Create Traffic, Preparation* 
MS03-2 Open House: Rapport, Debrief, Appointment* 
MS04-1 FSBO: Things Not to Do, Making Contact* 
MS04-2 FSBO: Follow up, Qualifying, Listing* 
MS05-1 Expired: Understand and Contact Expireds* 
MS05-2 Expired: Questions at First Meeting* 
MS06-1 Preparation for the Listing* 
MS06-2 Establish Trust & Determine Motivation* 
MS07-1 How to Open a Listing Presentation* 
MS07-2 Acceptance & Marketing Plan* 
MS07-3 Close for the Listing* 
MS08-1 Categories of Resistance* 
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MS08-2 Questioning Objections* 
MS08-3 Commission Objections* 
MS09-1 Separate Listing from Pricing, Present the CMA* 
MS09-2 Respond to Pricing Objections* 
MS10-1 Buyers: The First Meeting, Needs & Motivation* 
MS10-2 Financial Qualifying & Prepare Buyers to Buy* 
MS11-1 Buyers: Showing Sequence and Guidelines* 
MS11-2 Buyers: Closing, Purchase Agreement* 
MS12-1 Negotiation Strategies, Presenting the Agreement* 
MS12-2 Coop offers, Counter Offers, Customers for Life* 
 


