
THE ICONIC AGENT: 
 

New & Pre-Construction Sales 
Master Class Training. 



House Rules: 

• Shut Down Facebook & Social Media 

• Get to a Silent Place With No Distractions 

• Put Your Phone On Mute 

• Grab A Pen And Pad To Take Notes 

 



How These Sessions Work… 
• Today’s Master Class Training Will Be 100% 

Training. 
• Any questions should be emailed to 

support@theiconicagent.com or put in the chat 
• All Questions Will Collected and Answered on 

Thursday’s Coaching Sessions. If you are unable 
to attend they will be recorded. So be sure  
to get questions in prior 

mailto:support@theiconicagent.com


Agenda 

1. Why New/Pre-Construction  

2. What to Look for in a Good New/Pre-
Construction Project 

3. Finding Project Demand 

4. RELATIONSHIPS *** 



Why New/Pre-Construction? 

What To Look For… 



Why New/Pre-Construction 

• INVENTORY! 

• Customization for clients(Attractive) 

• Commissions -developers offer depending on 
the Market 

• Developers usually SUCK at marketing 
their projects 

 



How To Find Projects 

• Drive around and Look for signs/advertising 

• Attend Project Presentations 

• Search Local Builder’s Websites 

• Zillow, Realtor.com, Google 

• TV Commercials/Direct Mail 



Signage… 

Benefit: Builder is doing the work for you via branding. Takes some 
effort out of research when they provide website + phone 



Signage… 

Benefit: Builder is doing the work for you via branding. Takes some 
effort our of research when they provide website + phone 



Magazines/Newspapers/ Mail 

Benefit: Builder is doing the work for you via branding. Lists multiple 
builders and details. Cuts down research time 



Online Research 

Benefit: Find top builders and builder websites to research. Currated 
list of Builders and Projects in your area 

www.builderonline.com 

www.google.com 

Zillow.com 
Realtor.com 



TV Commercials/YouTube 

Benefit: See what projects look like and if builders are putting 
money behind the projects. 



Sign Up For Developer Presentations... 

Benefit: Get specifics on the project from an agent’s perspective. 
Get your questions answered and build the relationship  



Home Work 

1. Find 2-3 Local Builders in Your Farming Area 

2. Find 2-3 Projects per builder that interest you 

3. Put Together a Spreadsheet or Document 
with Project Details.  



What to Look for in a Good 
New/Pre-Construction Project 

 



Things to Identify When Researching… 

• Builder Names/Project Names 

• Popular Streets + Surrounding Highways  

• Landmarks 

• Neighborhoods 

• Surrounding Schools 

• What would you Google? 



Specific Project Research 

• # of Homes or Units/Lot sizes 

• Is it Mixed Use/Commercial? 

• What would make this attractive to buyers? 

• Is the project priced competitively compared 
to other projects in the area 

• What are the amenities? 



Home Work 

1. Add project specifics to your spreadsheet/document  

2. Document Surrounding 
– Landmarks 

– Neighborhoods 

– Schools 

– Streets/Highways 

3. Document what you would search for in Google  
if you forgot the name of the project. 



Finding Project Demand 



Identify Basic Project Phrases 
• Use your homework to put together a list of terms 

clients would use to find the project 
• IMPORTANT: Take note of any negative keywords. 

Keyword that show up in Google but aren’t relevant to 
the project. 
– Example: Canvas Miami (Negative Keyword is Marine 

Canvas, boat canvas,etc) 
– Document relevant and negative keyword  

phrases 



Tools to Use 

• Google 

• Google Suggestions 

• www.google.com 

• www.ubersuggest.com 

• www.keywordtool.io 

• www. answerthepublic.com 

 

http://www.google.com/
http://www.ubersuggest.com/
http://www.keywordtool.io/
http://www.answerthepublic.com/


Home Work 
• List all the project Keywords you identified in a document or 

spreadsheet 
• IMPORTANT: List all the negative keywords you identified. You 

don’t want to pay these. (We’ll discuss more in next weeks 
training/module) 

• Make sure you have all your information organized (All the 
homework in one place) 

• Note whether there are Videos showing on the first or second   
page or if there are Ads in Google (check  
Bing for brand names too) 



RELATIONSHIPS *** 

Skip this… Lose Money! 



How to Develop Relationships… 
• Visit the Sales Center of interesting projects 
• Talk to and get to know the on-site agents 
• Understand the Rules 
• Understand the commission structure 
• Ask about when you’re double booked 
• Ask who has been buying, on-site agents will give you their ideal 

buyer profile or current buyer profile… take note. 
• Check in with the On-Site Agent regularly (turnorver can be high), 

stay up to date on incentives 
• Get on the Mailing List of each project 



Home Work 

• Put all your research and documentation in 
one place for next week’s training 

• Visit the Sales Centers of interested projects 

• Write down a list of questions to ask 
developers so you have a checklist. Send 
to me at support@theiconicagent.com to 
review. 

mailto:support@theiconicagent.com


Last Bit Of Homework 
• Email your research to me at 

support@theiconicagent.com to review and give my 
advice on 

• Put together ALL your questions and email to 
support@theiconicagent.com or post in the Facebook 
Group. 

• Be sure to be on Thursday’s Coaching Call  
where I’ll answer all LIVE and pre-submitted  
questions 

mailto:support@theiconicagent.com

