
If you are considering a real estate career, let us provide you with the initial steps
towards acquiring your real estate license. There is no commitment at this phase
in the program, we just want each person to have all the materials they need to
make a decision to advance in a school affiliated program. Palm Properties has
all the educational information, school contacts and associated costs to share
with a new student. Contact us to receive a real estate career package and/or to
schedule a training consultation with one of our training advisors. We look
forward to being of service to you.

Thinking about a Real Estate Career?

Palm Properties
Central FL: 407.898.2007
Felicia Donatelli: 407.467.0020
www.PalmPropertiesFL.com
email: info@PalmPropertiesFL.com



	 Talk to us about 
	 • Select a school
	 • Determine the right length of course
	 • State required preparations
	 • State application
	 • Required State fees and admissions
	 • Required local Associations fees and services
	 • Required post licensing fees and options

Vision:
	 learn more
	 	 envision success
	 	 	 and it will be yours
	 	 	 	 not for a moment
	 	 	 	 	 but for a lifetime

Ready for an interview
If you are considering a career in Real Estate, contact Palm Properties for a consultation. The Palm Properties 
Team is not a “hire for hire” real estate agency. We have made our success by hiring small quantities  of agents 
and  training them with our “bone fide” training program to reach our full potential as a Sales Team! Yes, we 
do not hire you just because you have a real estate license, but hire you based on your desire, qualifications and 
commitment. We are not intending to discourage any new licensee of experienced agent not to contact Palm 
Properties for a sales position, but to let each person applying for a sales position up-front, that just having a real 
estate license does not secure a position with our company. Palm Properties is a boutique establishment with a 
strong corporate attitude. We are one of the strongest, established real estate offices in Florida and this a result of 
our “quality service” that stems from the orientation and training each agent and staff receives initially and on an 
on going basis with our company.

You first must pass the test of orientation. You will be scheduled for at least two formal interviews with the 
Brokers and/or administrative staff. If advancing to the next level in the interviewing process, you will be asked 
for personal and/or business references. After screening and reviewing your application, you will be considered 
for a sales position with the company. In order to train an agent effectively, we know our initial “hands on” 
approach works the best! We can only be hands on with a select few to share our time, energy and knowledge as 
promised in the interviewing process. This gives our new sales associates peace of mind that they will be fully 
trained and ready to excel in their new real estate careers. You will be able to fly on your own and have all the 
technical as well as people skills needed to create your own successful real estate career!

Learn to acquire a new listing or sale in just thirty, “30 day approach”, new listing within thirty, 30, days of the 
training program. Our training has a proven track record! Our new agents, have a success rate of achieving a new 
sale or listing in just thirty days or less! Palm training concentrates on acquiring client activity! You can not make 
money unless you have clients to “walk the talk” and show property!

Make your first step and contact us for a real estate consultation. We hope you will be our next Palm Property 
Realtor!



What keeps PALM PROPERTIES on the top
 

Consistently looking forward
Consistently moving forward
Passionately seeking a vision

Consistently obtaining a vision
Remarkably achieving their dream

Topics of discussion & interests
• Determining is this a good fit

• How does your commissions work
• What does your company offer
• Explain your training program

• Establishing goals
• Fundamentals of a business plan

• A working budget
• Developing a market strategy

• Web site imaging
• What makes you different

• How does floor scheduling work
• Marketing yourself

• What is expected of an agent
• What is expected of the company

EDUCATIONAL LINKS: 

Real Estate Schools
IFREC

www.IFrec.com
407.644.7277

Climer
Climerrealestateschool.com

407.822.3926

Task Academy
www.taskacademy.com

407.834.0048
800.393.TASK



8 Basic Steps to Become a Successful Real Estate Agent

1) Develop a Business Plan or Business Strategy
Having a business plan and business strategy is essential in any new business. A business plan gives you direction 
and provide for you the strategies on how to successfully open your doors for business.

The business plan must contain the following basic items to generate the desired results:

A) Precise Goals: Ask yourself what do you want to achieve. Make sure your goals are written, 
clearly defined, realistic and achievable. Unrealistic goals will kill your plan. Your Broker and general 
manager should actively be a part of this most important part of your new business foundation.

B) Preparing a Budget: Set down with your Broker or General Manager and find out all your fixed 
expenses; board dues, MLS fees, mobile phone, etc .Then review your variable expenses such as; 
gasoline, auto use, marketing, etc. This process will enable you to run your business as a business.

C) Your Services: Focus on specializing in an area of real estate. People like to work with others that have a 
substantial understanding in a trade. Real Estate is no different. There are many areas of law, accounting, 
medicine. Etc. Realtor’s who specialize are sought after commodities. Be an expert in your field.

D) Establish Funding: Make sure your business plan reflects what is in your purse and/or wallet. Check 
and balance your account activity monthly. Highly recommend placing your business funds in a business 
account.

E) Determine your Audience: Who will you be doing business with. How will you get to know your 
clients and what type of data base will you utilize to keep in contact with them? Focus on who you know, 
your sphere of influence can help position you. We consider your sphere of influence your Queen Bees! 
They are your best references and will create a buzz in the industry for you. Just ask for their assistance. 
Remember, follow up is the key to any successful business.

F) Make a plan: How are you going to market yourself? A business with out a successful marketing plan will 
not be in business too long. Take time to develop a marketing plan. Consult with you Broker and/or Sales 
Manager to discuss your ideas and strategies. Be specific in your marketing techniques and avoid generalities.

2) Using the Best Possible Closing Team
Networking and establishing a dynamic closing team is essential in this real estate market. Interview mortgage 
lenders, title companies, home inspectors, insurance agents, property appraisers, handymen, contractors, home 
warranty representatives, credit counselors, etc. Have your closing team established within the first 60 days of 
starting your business or sooner. This will enhance quality service to your clients and will make your closing a 
much smoother process for you and your client.

3) Purchase Your Equipment.
 You will need to acquire your Supra key to gain entrance into listed homes to show. In addition, the following 
items are essential in doing business as a realtor; digital camera, lap top computer, cell phone and a reliable
automobile. The new flip camera seems to be very popular and most agents have a maxed out mobile phone 
plan. Try limit promote yourself by starting out with these basic tools for your business. These tools will allow 
you the flexibility you need while out in the field and in office use for administrative and/or marketing functions.



4) Take care of start up fees and registration.
You will have dues and fees associated with your license and your local board of realtors association. These costs 
are fixed and required expenses. These expenses are payable on an annual basis.

A) Multiple Listing Services (MLS): This service provides a networking data base that allows a Realtor 
to perform property searches, Comparative Marketing Analysis, property history, etc. It is a highly 
sophisticated software that makes our work day much easier and with a professional approach. We could 
not function adequately without this amazing software.

B) Board of Realtors: Your local Board of Realtors is a highly educated and experienced network. It 
provides many professional courtesies to an Associate Member. This professional designation is a tool in 
your pocket. Utilize the good reputation and plentiful resources when marketing yourself as an affiliate 
member with this organization.

5) Established Funding
Take time to set up your new business. There are several options in getting started with a business. Contact 
you CPA and discuss your options. When you start a new business it is recommended that you have established 
funding. Take all your start up costs along with your cost of living and plan to have at least a three month reserve 
fund. If you are in a relationship, make sure you have the support of your partner. In meaning of support, not 
just their personal endorsement but also their financial commitment. Getting off to a positive start is essential in 
building a business.

6) Most Effective Marketing Areas
The consumer sometimes knows more that their Realtor. Internet marketing has become a commodity that heavily 
influences consumer choices. Make sure you have a presence in Internet marketing. Other areas of concentration 
would be your sphere of influence or geographically participating in the area in which you live. Outside networking 
and attendance and participation in community events, etc are ways of putting your name out there! Become a 
leader in whatever you do and you will be successful in your market area. Do not wait for it to come to you. Go 
out and get it!

7) Set Money Aside for Marketing
Once you have determined your marketing strategies and implementation of your plan,determine how much a 
month you will need to accomplish your marketing services. Again, it is highly recommended that you set these 
funds aside in a separate business account. All monies received, that is your receivables, “commissions earned”, 
and monies paid, that is your payables, should go in and out of the same account. Determine a monthly income for 
yourself and leave the balance for next months activity. As mentioned earlier, you may want to consult with your 
accountant for tax withholdings, etc.

8) Choosing the Brokerage for the Right Reasons
Unfortunately, many new and experienced agents select an office based on their commission split. As a rule of 
thumb, this is not the best way to pick the best office to become affiliated. While you might get a higher split, you 
may not have the tools, support, training and quality service needed to succeed in this competitive real estate
market.

One of the best questions asked is what type of training and support do you offer to an agent? Get a firm idea of 
the training schedule and how the brokerage promotes and conducts their book of business. If they have a training 
schedule, ask them to review it with you.
 
Independent sales positions have a high fall out rate. If a brokerage does not offer competitive services, well 
developed marketing plan and a bonafide training schedule for new and experience associates, you might want to 
step away and look for one that does. You are a product of your environment, so make it the best one out there!



Palm Properties  
Express Training Program

Know your office 
Office procedures & policies
Orientation of staffing
Files, equipment & scheduling

Develop your book of business
Work with sphere of influence
Contact development
Data base 

Listing property
Forms simplicity
MLS overview
Listing package review
Fair housing guidelines
Short sale & bank owned properties
Marketing Sellers
Listing contract workshop
Comparative marketing analysis “CMA”
Fine tuning your listing presentation
Developing a market area
Caravans & open house strategies
Data base

Selling property
Forms simplicity
MLS overview
Sale package review
Fair housing guidelines
Short sale & bank owned properties
Buyer representation

Preparing a business plan
Projections & goals
Budgeting & monthly operation costs
On-line marketing
Web site marketing
Media exposure
Sphere of influence
Farm area
Community 

Introduction to financing
Conventional mortgages
FHA mortgages
VA mortgages

Introduction to closing documents
HUD statement review
Seller cost to close
Buyer cost to close
Short sale negotiations

Know and apply the basic techniques in your real 
estate business each and every day and success will 
become you.  Those that train and educate themselves 
in this global economy will become the locomotion 
that can succeed.  Palm Properties Express Training 
Program is geared to make the newest to the most 
experienced agent the best they can be.  

New Palm Agents can expect to have a transaction 
in just 30 days, GUARANTEED!




