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What to Expect
100 Days to Greatnhess:

ONBOARDING

Before gaining access to 100 Days to Greatness, your agents
receive a series of emails from REMAX® to help them onboard
to MAXTech®.

8 BIWEEKLY SUPPORT EMAILS

These emails begin once an agent accesses the first module
and deliver actionable tips, coaching insights, business strategies
and information agents need to stay engaged and on track.

2 LIVE COACHING SESSIONS PER MONTH

Every 2nd and 4th Tuesday from 10-11 a.m. PT, your agents
can join a free, live Zoom session with one of Buffini’'s Master
Coaches. Whether it’s their first session or fifteenth, they gain
personalized guidance and valuable answers to their questions.
No registration required — just join here:
www.buffini.com/remaxcoaching.

Agents who

DEDICATED SUPPORT complete 100 Days

For questions related to 100 to Greatness and use
Days to Greatness or other MAXTech powered
Buffini programs, your agents by BoldTrail have the
can contact Buffini & Company education and technology

directly at 1.800.945.3485 x2 or solutions to help them

. . . L. H 1
via email at clientcare@buffini.com. eatnmorelincometand
work nearly twice as

For MAXTech inquiries, REMAX productively as
Support is available at 888.398.7171 or their peers.?
support@remax.com.

N Gohisio  MAXTECH

C

GREATNESS powered by EJ BoldTrail

1. Source: https:/win.buffini.com/training/100-days-to-greatness

2. Source: The completed analysis included all active agents in US and Canada owned regions, with kvCORE
platform users defined as Monthly Active Users (the agent has logged on at least once in the last 30 days).
Productivity comparisons are based on 2024 full-year statistics, with Canadian commissions converted into
USD for aggregation with the US data.
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100 DAYS TO
"REATNESS

Welcome to Your
100 Days to Greatness®
Quick Reference Booklet

This handy guide includes a summary of each
module’s key points, associated resources
and Training Action Steps.

100 DAY
PRODUCTION

* Minimum of 1 closed sale.
GOAL * Minimum of 2 pending sales.

© 2025 Buffini & Company. All rights reserved. 100 Days to Greatness, Oh, by the way, Referral Maker,
and Work by Referral. Live the Good Life! are registered trademarks of Buffini & Company. Buffini Certified
Mentor, Buffini Referral Network, Client Appreciation Program and Lead Generation Kit are trademarks of
Buffini & Company.



WEEK |

WEEK 1

MODULE 1

LAUNCHING YOUR CAREER

AGENTS LEARN: The opportunities and realities this industry
presents, why sales is a noble profession, and the science
behind 100 days.

MODULE 2

THE WORK BY REFERRAL SYSTEM

AGENTS LEARN: The common challenges agents face, how the
most successful agents thrive, and the power of working
by referral.

MODULE 3

CREATING A VIBRANT DATABASE

AGENTS LEARN: The true definition of a database, how to build
their network to fuel their business, and the right way to
leverage your MAXTech CRM.

MODULE 4

THE 80/20 RULE IN ACTION

AGENTS LEARN: How to most effectively direct their time to build,
sort and qualify their list of relationships.

MODULES 1-4



P> TRAINING ACTION STEPS

* Gather names, addresses, phone numbers and emails
for your database with a goal to get to 100 qualified
relationships

* Set up your CRM

* Upload all contacts into your CRM

« ]2 Memorize the New Agent Dialogue

« £¢ Practice and internalize The Mayor Campaign Dialogue

P> RESOURCES
. The Brian Buffini Show podcast - “The Magic of
Owning a Home”
. Agent Commitment Form
. Hidden Sources of Wealth
« ¢ New Agent Dialogue
. =l* The Mayor Campaign Dialogue (PDF & Audio)
e [k The Mayor Campaign Role Play Video
. Why Work with a Real Estate Professional?

MAXTech Videos:

« [k Understanding Contact Records

« [k Hashtag Your Way to Referral Success
e [k Importing Your Database

WEEK 1 MODULES 1-4



WEEK 2

WEEK 2

MODULE 5

HOW TO STAY IN CONTACT

AGENTS LEARN: How to use mailings, electronic follow-up, and
calls to keep them in consistent contact with their database.

MODULE 6

CARING FOR YOUR CLIENTS

AGENTS LEARN: How note-writing, Pop-Bys and video messages
demonstrate an agent’s care for their database.

MODULE 7

BUILDING A SENSE OF COMMUNITY

AGENTS LEARN: The essentials for building community with their
database: meeting face-to-face for breakfast or lunch,
hosting client parties, and effectively employing media.

TRAINING ACTION STEPS

. Send out your Announcement Letter with the st
Mailing
* [k Watch The Mayor Campaign Role Play Video

* Continue gathering names, addresses, phone numbers
and emails to reach goal of 100 qualified relationships
in your database

* ABCD your relationships in your CRM
* Meet 3 people one-on-one for breakfast or lunch

MODULES 5-7



RESOURCES

. D 1st Mailing Announcement Letter

. 1st Mailing - Remodeling Your Home

- ¢ Follow-up Call Dialogue

- £z “"Oh, by the way®..” Dialogue

- ¢ Leaving a Voicemail So You Get a Response
» [l Pop-By Role Play Video

12-Month Pop-By Calendar and Tags

Market Update Sample Video Message

- £t Business Owner Invitation to Breakfast/Lunch
Dialogue

- ¢ What to Say During Your Meeting Talking Points
. Reverse Pop-By Party Planner

MAXTech Videos:
* [k Setting Up Monthly Marketing in MAXTech
* [k Sending an Invite for an In Person Meeting

* [k From Item of Value to Impact: Smart Follow-Up with
MAXTech

WEEK 2 MODULES 5-7



WEEK 3

MODULE 8

THE 365 SYSTEM

AGENTS LEARN: How “The Stacking Effect” leads to critical mass
for agents, how the system works, and ultimately how the
system pays off.

MODULE 9

THE TIME MANAGEMENT WIZARD

AGENTS LEARN: How to effectively lay out their year, plan their
month, schedule their week and prioritize their day.

MODULE 10

MANAGING THE WORLD’S MOST DIFFICULT PERSON

AGENTS LEARN: The three areas agents must master if they are to
effectively manage themselves—time, energy and money.

> TRAINING ACTION STEPS

« Call 5 people in your database per day to follow up on
1st Mailing

* Write 3 personal notes per day

* Pop-By 5 people in your database this week

+ Add 5 people to your database this week

* Meet 1 person for breakfast or lunch this week

* [k Send a video message to your database

P> RESOURCES

e [k Tracking Calls within Your MAXTech CRM
e [k Tracking Tasks within Your MAXTech CRM

WEEK 3 MODULES 8-10



WEEK 4

>

MODULE N

HOW TO BE A GOAL GETTER

AGENTS LEARN: Why they need goals, what can cause agents to
miss hitting them, and how to set SMART goals that work
(including a “Just Imagine” writing exercise).

TRAINING ACTION STEPS

. Email 1st eReport to your database

* Write 3 personal notes per day

« Do 7 Pop-Bys this week

* Add 5 people to your database this week
¢ [k Watch Pop-By Role Play Video

* Accompany an experienced agent on an appointment

RESOURCES
. 1st eReport

MAXTech Video:
« [k Sending Your eReport with MAXTech

WEEK 4 » MODULEMN



WEEK 5

MODULE 12

DEVELOPING YOUR ONLINE/OFFLINE STRATEGY

AGENTS LEARN: The Winning Formula for relational, digital and
conventional lead-generation.

} TRAINING ACTION STEPS

« Call 5 people in your database per day

* Write 3 personal notes per day

« Pop-By 7 people in your database this week

e [Tk Watch Open House Role Play Video

« [Tk Watch Open House Follow-up Video Message

Hold 1 Open House

> RESOURCES

. Rapid Response Email and eReport - Buyer
. Rapid Response Email and eReport - Seller
. Do’s and Don’ts of Social Media

- ¢ Initial Dialogue with an Open House Guest
« ]t Open House Talking Points

¢ [k Open House Role Play Video

. Buyer Questionnaire

. Open House Checklist

* [k Open House Follow-up Video

MAXTech Video:

c [k MAXTech Open House App: Using Your Digital
Sign-In Sheet

WEEK 5 MODULE 12



WEEK 6

MODULE 13
> WORKING WITH A BUYER - PART 1

AGENTS LEARN: The ups and downs of working with buyers, how
to turn a buyer lead into a buyer client, and “The Purchasing
Pathway.”

P> TRAINING ACTION STEPS

* Send out 2nd Mailing to your database

« Do 7 Pop-Bys this week

* Catch up on all missed Training Action Steps from
the previous 5 weeks

If all caught up:

« Call 5 people in your database per day

* Write 3 personal notes per day

* Add 5 people to your database this week

* Meet 1 person for breakfast or lunch this week

> RESOURCES

* [k Closing Scene of Open House Role Play Video

. Buyer Questionnaire

* [k Follow-up After an Open House Video

« [k Initial Buyer Call Role Play Video

. The Purchasing Pathway

* [Tk Presenting The Purchasing Pathway Role Play Video
. [4 2nd Mailing Cover Letter

. 2nd Mailing - Managing Your Credit Score

BONUS MATERIAL: New intro and “New Rules of
Real Estate” infographic pertaining to the 2024 NAR
settlement.

WEEK 6 » MODULE 13



WEEK 7

MODULE 14
> WORKING WITH A BUYER - PART 2

AGENTS LEARN: How to show like a pro, the contract negotiation
and the transaction process.

} TRAINING ACTION STEPS

« Call 4 people in your database per day

* Write 3 personal notes per day

* Do 7 Pop-Bys this week

* Add 5 people to your database this week
* Send a video message to your database

* Meet 1 person for breakfast or lunch this week

> RESOURCES

¢ [k The Pre-Showing Role Play Video
* [k The Showing Role Play Video

¢ [k The Post-Showing Role Play Video
. Words to Win With

- ¢ So That Dialogue

- [A The Buyer Packet

WEEK 7 » MODULE 14



WEEK 3

MODULE 15
> WORKING WITH A SELLER - PART1

AGENTS LEARN: The ups and downs of working with sellers,
how sellers think, and the steps for a successful listing
appointment.

P> TRAINING ACTION STEPS

. Email 2nd eReport to your database

« Call 3 people in your database per day

* Write 3 personal notes per day

* Do 7 Pop-Bys this week

* Add 5 people to your database this week

* Meet 1 person for breakfast or lunch this week

> RESOURCES

« ¢ Pre-Listing Questions
e [k The Pre-Listing Appointment Call Role Play Video
. 2nd eReport

BONUS MATERIAL: New intro and “"New Rules of
Real Estate” infographic pertaining to the 2024 NAR
settlement.

WEEK 8 » MODULE 15



WEEK 9

MODULE 16
> WORKING WITH A SELLER - PART 2

AGENTS LEARN: How to handle the Listing Appointment (take a
tour, present the price, outline their marketing plan).

} TRAINING ACTION STEPS

« Call 4 people in your database per day

* Write 3 personal notes per day

* Do 7 Pop-Bys this week

* Add 5 people to your database this week

* Meet 1 person for breakfast or lunch this week

* Hold 1 Open House

> RESOURCES

. The Complete Home Marketing Plan

¢ [k The Listing Appointment Role Play Video
- £ Weekly Check-in Dialogue

e [k The Price Reduction Call Role Play Video
. The Listing Packet

WEEK 9 » MODULE 16



WEEK 10

MODULE 17

GROW YOURSELF, GROW YOUR BUSINESS

AGENTS LEARN: Why personal development matters, the 3
elements of growth, and top tips for personal development.

} TRAINING ACTION STEPS

* Send out 3rd Mailing to your database

* Write 3 personal notes per day

* Do 7 Pop-Bys this week

* Add 5 people to your database this week

* Meet 1 person for breakfast or lunch this week

. Download The 10 Ancient Scrolls for Success and
read every day this week

> RESOURCES

. Brian’s Recommended Reading List

. Top 10 Real Estate Podcasts from Brian Buffini

. The 10 Ancient Scrolls for Success

- [1 3rd Mailing Cover Letter

. 3rd Mailing - Strategies for a Great Financial Future

WEEK 10 MODULE 17



WEEK 11

MODULE 18
MONEY MATTERS
AGENTS LEARN: Common money mistakes agents make, winning

financial strategies and The Commission Calculator (cash
flow management for real estate).

P> TRAINING ACTION STEPS

¢ Build a business budget

* Create a home budget

« Call 5 people in your database per day
« Write 3 personal notes per day

Do 7 Pop-Bys this week

* Meet 1 person for breakfast or lunch this week

WEEK 11 » MODULE 18



WEEK 12

MODULE 19

THE LEAD CULTIVATION PROGRAM

AGENTS LEARN: False assumptions agents make, how to cultivate
leads, and how to successfully convert leads.

> TRAINING ACTION STEPS

. Email 3rd eReport to your database
* Write 3 personal notes per day

* Catch up on all missed Training Action Steps from
previous 11 weeks

If all caught up:

* Call 5 people in your database per day

« Do 7 Pop-Bys this week

* Add 5 people to your database this week

* Meet 1 person for breakfast or lunch this week

P> RESOURCES

. 3rd eReport

WEEK 12 » MODULE 19



WEEK 13

MODULE 20

STAND OUT CUSTOMER SERVICE

AGENTS LEARN: The elements that make up great buyer service
and great seller service; and the “unexpected extras.”

} TRAINING ACTION STEPS

* Sort buyers and sellers into Hot, Warm, Lukewarm
« Call 4 people in your database per day

* Write 3 personal notes per day

Do 7 Pop-Bys this week

+ Add 5 people to your database this week

* Meet 1 person for breakfast or lunch this week

> RESOURCES

. Buyer Transaction Checklist

. Essentials of a Successful Listing Presentation

. The Complete Home Marketing Plan

- ¢ Weekly Check-in Dialogue

. Seller Transaction Checklist

. Takin’ Care of Business (Free Downloadable eBook)

. Top Tips for Unexpected Extras

WEEK 13 » MODULE 20



WEEK 14

MODULE 21

SUSTAINING GREATNESS

AGENTS LEARN: How to achieve Critical Mass, finish strong,
and follow a Real Estate Career Path to success.

> TRAINING ACTION STEPS

* Celebrate your first 100 days in real estate!

WEEK 14 » MODULE 21
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