TRANSACTIONALAGENT vs  RELATIONALAGENT

WHAT TYPE OF REAL ESTATE AGENT ARE YOU?

Every day is a new day for the transactional agent who focuses
all their attention on the next deal.
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Doesn’t make time
to manage their energy
and take care of
themselves
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Isn’t interested
in personal growth
and seeking
motivation

Doesn’t invest

time in building deep
relationships
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Has an attitude
of entitlement
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each month
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time and money on
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For the relational agent, the relationships they cultivate continue to produce a steady
stream of referrals that compound—year after year!

Has the mindset of a
business person

Creates an advocate
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Focuses on
the relationship

Takes
personal
Knows their responsibility
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Makes sales and
marketing their
main focus
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Tracks their
performance and
results
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Manages their energy ®
levels by eating healthy,

exercising and getting rest [ ) x ®
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Focuses on one
task at a time

Takes control
of their mind and
emotions

Believes they

were born to win Looks for

accountability
and coaching

Commits at
least 15 minutes
a day to growth and
development

Has a system for
their business, so they

® ® can be consistent
Surrounds
themselves with D
like-minded
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Has a working
budget and
sticks to it

Showcases their character
and competence by providing
value to their database

Expresses
gratitude and writes
personal notes
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Maintains
consistent contact
with their current and
past clients

“The relational agent offers a premium
evel of service and wins on valuel”

~BRIAN BUFFINI




