
TO MOTIVATE, INSPIRE 
& CREATE POWERFUL
REVENUE GROWTH

MARIE BRENTNALL

5 SIMPLE 
TECHNIQUES



IMAGINE THRIVING AND 
ENJOYING EVERY 
MOMENT OF YOUR 
PROFESSIONAL LIFE... 

Welcome to your New 

Business Life!
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. . . in spite of pandemics…interest rate rises…banks tightening 

their lending criteria… and all  those other distractions.

Do you need to let those things change the way you do 

business?  The answer is  a categorical “No!”

These are simply market indicators over which you have no 

control .

Follow my lead and you’l l  no longer need to worry about 

outside influences on your business.  Your results and destiny 

truly will  be in your hands.  And you’l l  leave all  competition in 

the dust.

Honestly,  i f  you believe the market is  slow then your business 

will  be slow. When you accept and buy into negative and 

l imiting beliefs ,  you’l l  f ind yourself  on a never ending 

treadmill  of  trying to stay afloat.

However,  i f  you’re prepared to nurture a positive mindset and  

the genuine beliefs and habits of real  estate success ,  then I  

promise you’l l  soon have a powerful point of difference.  In 

your local area you will  stand out l ike a diamond in a sea of 

mediocrity.         

  

So here are the 5 biggest shifts and changes  I ’d urge you to 

start implementing today if  you want to enjoy the kind of 

outrageous success I ’ve been able to create for my many 

clients over the years…



UNDERSTAND YOU 
ARE IN THE CUSTOMER
RELATIONSHIP BUSINESS

Technique #1
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Just think,  you can have everything you are looking for once 

you realise you are in the customer relationship business.   

You're not just a sales person. That’s just a l imiting belief 

(Don’t ever go down that dark alley because you are SO much 

more).

Once you understand that our real estate industry is  actually a 

relationship business -  and not one that is  market dependent -  

then you have the basis of a great agency.

Do you regularly pick up the phone and call  your prospects? 

Or do you simply text them to see if  they are interested?

If  you picked the f irst option then you’re well  on your way to a 

success mindset.

After every open for inspection,  follow up with a call .  Listen to 

what people are saying with both ears and eyes.  Don’t let your 

preconceived ideas cloud the issues.  Stay in the moment with 

them.

I ’ l l  give you an example.

Anne and Michael Matthews were a couple from Canberra.  I  

never met them to start with,  I  had to build up a relationship 

over the phone. It 's  hard sometimes,  but the rewards can be 

immeasurable.  



UNDERSTAND YOU 
ARE IN THE CUSTOMER
RELATIONSHIP BUSINESS

Technique #1
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Michael told me all  the things he wanted ( in the course of 

which we became quite good friends) .  He was looking for a 

north facing block.  

And so I  found a really fabulous spot on the golf  course,  and 

insisted him and Anne came up from Canberra to have a look 

at this block (which they did) .  

I  got a house built  on the land for them, and project managed 

the whole thing.  I  didn't  have to do that.  But you know, here 

we are 10 years later ,  sti l l  the best of fr iends.  

"We ' v e  known  Mar i e  f o r  a lmos t  10  yea rs .  F rom ou r  i n i t i a l  con tac t  
r ega rd ing  a  r ea l  e s ta t e  pu rchase ,  we  p rog ressed  t o  a  f i rm  f r i endsh ip  

whe re  t r us t  was  we l l  e s tab l i shed  on  bo th  s ides .  The  i r ony  o f  an  
ongo ing  f r i endsh ip  be tween  a  r ea l  e s ta t e  agen t  and  the i r  c l i en t  may  

be  l o s t  on  some  bu t  I  wou ld  sugges t  i t  i s  no t  a lways  the  usua l  end ing  
in  such  c i r cums tances .  Mar i e  had  the  ab i l i t y  t o  mee t  bo th  he r  

r e spons ib i l i t i e s  t o  he r  emp loye r  and  a l so  t o  t r ea t  he r  c l i en t  w i th  the  
r e spec t  t hey  dese r ved .  A  ra r e  g i f t  i n  t oday ' s  wo r ld . "

Whenever I  meet any clients… if  I  have to give them good news 

or bad news… whether I ’ve just met them or have been 

working with them for years… whether they're mill ionaires or 

f irst t ime buyers trying to get a deposit .  I  treat them the way 

their family or fr iends would want them to be treated.



I  treat them like human beings.  There's no difference,  just

because they're going buy a house off  you,  to treat them any 

differently from your own friends.  

People's perceptions are real and their f irst impressions of you 

definitely count.  So let 's  make it  count for you and your 

agency.  You don’t get a second chance to make a f irst 

impression.

And just enjoy the journey with them. Most of my friends 

today are all  real estate people.  That's how I  met my partner… 

and here we are together some 15 years later.

UNDERSTAND YOU 
ARE IN THE CUSTOMER
RELATIONSHIP BUSINESS

Technique #1
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If  you want me to help you 
grow your customer 

relationship skillset to a world 
class level then get in touch 

with me and my team directly 
via the website and we’ll  set 

up a no obligation call  to 
discuss how I  can help you and 

your business skyrocket your 
results



BUILD RESILIENCE AND 
AVOID BURNOUT (THE 
MILLION DOLLAR 
MINDSET)

Technique #2

There is  a perfect mindset for being a great real estate agent.  

Most successful agents are the ones who get this growth 

mindset right.  Who invest in themselves to get the right 

support,  coaching and network.  Plus they take the steps and 

time to build resil ience so that they develop continually and 

avoid plateauing -  or worse complete burnout.

I 've got fr iends who were really fabulous agents.  They just got 

burned out with their long hours and the constant demands 

made on their t ime. They never had time out for themselves.  

For that matter nor did I .  

You cannot sustainably work 12 to 16 hours a day,  seven days a 

week.  You can do it  for a couple of years.  And after that,  you 

just hit  a wall .  

I  don't  know how long I  did it  for ,  but I  hit  a wall .  I 'm one of 

many who ended up with it  taking a massive toll  on my 

health.  It 's  stupid.

So am I  angry about it?  Yes.  Because there weren't  things put 

in place for agents at that time to avoid burn out.  It  was just a 

case of “Sharpen your pencil  and get out there” .  That was the 

industry.

MARIE BRENTNALL - SUCCESS FOR REAL ESTATE PROFESSIONALS PAGE 5



BUILD RESILIENCE AND 
AVOID BURNOUT (THE 
MILLION DOLLAR 
MINDSET)

Technique #2

You can learn from my experience and manage your time 

better,  so that you can not only be a successful real estate 

agent -  you can do so in a way where you can build and 

sustain a long term career which you massively enjoy.  One 

which offers you the time and opportunity to benefit  from 

the rewards with your fr iends and family.

For example:  Make sure you take time out for yourself .  Block 

it  out in your calendar and stick to it .  

You can’t  work a solid 60 hours a week without taking 

quality time for your own needs and at the same time avoid 

crashing and burning.  

I  had to take 18 months to recover my health after a 

significant health event.

I  was taught to take a break 

around the 20th December 

to around the 4th or 5th 

January as most solicitors 

take a break over this t ime. 

While a few will  have a 

skeleton staff  onboard make 

it  a priority to have a skeleton staff  yourself  on board that 

can be rotated around.

Use this t ime to schedule out more time out for the rest of 

the year with your family.  Stick to it  -  even if  it ’s  just a few 

days.  That way you build trust with your family and friends.
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BUILD RESILIENCE AND 
AVOID BURNOUT (THE 
MILLION DOLLAR 
MINDSET)

Technique #2

Much of my success is  down to having the right people around 

me who I  could learn from and guide me based on their 

experience.  

I  have always been a model of my own advice,  because I 've 

always had coaches and mentors and people to look up to.  I  

want to offer people the same resource that I  was lucky 

enough to have.

One of my most powerful coaches and mentors was Michael 

Domeyko Rowland. He was bril l iant in helping me overcome 

burnout to a certain degree.  

He wasn't  an industry specific coach -  they simply didn’t  exist 

back then -  real estate coaching was just “Get out there and 

get more sales!”

That was the motivational mantra of the day.

The industry is  changing somewhat now, but there are sti l l  

only a handful of coaches who are teaching real estate 

specific mindset and strategies.  

That's why I  chose this direction.  Because I  genuinely believe I  

can help amazing people l ike you become the best in the 

industry AND live a rich,  joyful and fulf i l l ing l i fe.
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BUILD RESILIENCE AND 
AVOID BURNOUT (THE 
MILLION DOLLAR 
MINDSET)

Technique #2

Yes,  you can earn really good money.  But if  you haven't got 

your health,  you've got nothing.  It 's  as simple as that.

The need to build resil ience in this industry is  huge and this is

where a good mentor or an industry specific coach, with the 

experience and track record to help you avoid the pitfalls ,  can 

make a difference.
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If  you want me to help you grow your million dollar 
mindset so you can finally grow the success you want 

then get in touch with me and my team directly via the 
website and we’ll  set up a no obligation call  to discuss 

how I  can help you and your business skyrocket your 
results.



As soon as you stop asking how  you can do all  these things,  

and start asking who  can help me with this ,  who  do I  need, 

who 's  a good team member…?

The sooner you can start claiming back some of your time, 

your energy and your health.   

And the sooner you’l l  see your revenue and profits go up 

through the roof.

Building an “A” team around

 you, who you know you can 

trust and rely on,  and who 

will  be there in a heartbeat 

for you -  is  huge. 

After all ,  doesn’t  your cl ient 

trust you with the keys to 

their  front door of their  

biggest investment?

I  had a whole team of people around me. I  had lawyers,  I  had 

mortgage brokers. . .  The lot .  

I  could call  them up and within 10 minutes they'd be talking 

to the owner or the purchaser or the seller .  And I  would have 

the results that both of us wanted.

CREATE AN “A” TEAM 
AROUND YOU

Technique #3
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Remember nothing is better than old fashioned meetings and 

talking with your customers and clients.  

Don’t forget to include your pest control inspectors,  building 

inspectors,  and solicitors to name a few.

And of course,  having a coach or mentor with industry specific 

experience and knowledge is key.  And a big component in 

helping you build a team that you can rely on.

CREATE AN “A” TEAM 
AROUND YOU

Technique #3

MARIE BRENTNALL - SUCCESS FOR REAL ESTATE PROFESSIONALS PAGE 10

If  you want me to help you grow an A Team which will  drive 
your success and your revenues exponentially then contact 
me directly via the website and we’ll  set up a no obligation 

call  to discuss how I  can help you and your business 
skyrocket your results.



USE SYSTEMS, TOOLS &
DATA TO EXPLODE YOUR
BUSINESS SUCCESS

Technique #4

You really need good systems, tools and data in place to work 

smarter not harder .  

Every agent needs to have a database -  and keep it  updated. 

I f  you keep a record in your diary -  it ’s  not good enough. You 

need to have a digital  system with your clients'  names,  what 

they're looking for ,  what they wanted to sell  for ,  when they 

were sell ing. . .  (their  kids favourite sport ’s  teams).  Everything!

There are enough different systems that will  do that for you 

once you put the information in.  But I  teach my clients that 

this information needs to be portable.  It 's  a two way thing 

actually .  

Because if  you sell  something,  and you're working for an 

agency,  doesn't  matter whether you are fully l icensed or not,  

50% of what you earn goes towards that agency.  So who owns 

that cl ient? 

Take it  with you. This is  something I  used to say to the boss.  

These sales people of yours are working a business within a 

business and you have to understand that.  Give them the  

tools and they'll  take you further than you could take  

yourself .  So why not? 

I  believe if  you have incredible customer service and 

marketing programs in place,  you will  have a point of 

difference.  It ’s  a 100% sure thing that you will  be on the fast 

track to success and a good l ife on autopilot.
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I f  you’re ready to hit  the highest level of real estate success 

then come and talk to me and my team.

I ’ l l  provide you with all  the templates and tools  you’l l  need to 

keep track of your key data and numbers.

Information such as:  addresses,  suburbs,  when the property 

was appraised,  lowest,  highest,  who referred it . . .  On and on 

and on. All  at your fingertips.

Truly this is  the secret key to becoming one of the top 5% of 

successful real estate professionals.

When you have the right systems and processes in place as an 

owner,  it  takes a split  second to look up and see,  well ,  what 

happened to that property,  who sold it?

You need to have this information at your f ingertips,  in the 

right place and in the right format.

If  you don't have that,  then you haven't got anything.

USE SYSTEMS, TOOLS &
DATA TO EXPLODE YOUR
BUSINESS SUCCESS

Technique #4

MARIE BRENTNALL - SUCCESS FOR REAL ESTATE PROFESSIONALS PAGE 12

If  you want me to help you develop 
systems and processes that put your 

success on autopilot and give you more 
money and more free time then get in 

touch with me and my team directly via 
the website and we’ll  set up a no 

obligation call  to discuss how I  can help 
you and your business skyrocket your 

results.
 



INVEST IN EDUCATION
Technique #5

Stay educated in our industry.  

We are constantly being inundated with new technology,  new 

programs and changes in the marketplace every day.  

The rate of change in all  industries is  accelerating at a 

breathtaking pace.  And ours is  no different.

It  can be a challenge to even keep up with a small  percentage 

of the changes around us.  

But don’t worry,  I  make it  my business to keep up with 

everything going on in the real estate industry.  

This means,  just l ike my other cl ients,  you don't have to worry 

about it .  As a coach, I 'm there to keep you up to date with all  

the new developments,  innovations and profit-critical 

information and data.

I  wil l  help you understand how to use this research and 

knowledge to grow your business faster and in a way that’s 

fun and enjoyable.

My clients and colleagues will  al l  tell  you that I ’m something 

of a legend in this area.  
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If  you want me to help you stay on top of all  the latest developments 
and offer you the kind of coaching and support that will  help you 

achieve your goals in quick time the get in touch with me and my team 
directly via the website and we’ll  set up a no obligation call  to discuss 

how I  can help you and your business skyrocket your results.
 



I  hope you don’t mistake the brevity of this report as being in any 

way sl im in value.  Make no mistake,  this report is  solid gold for you,  

your business and your future.

I ’ve disti l led many decades of experience,  hard knocks and 

outrageous successes into these few pages.

Rest assured, these 5 key principles WILL ensure your future 

domination in your market area.  All  you need to do is to grow your 

power and resources in each of the 5 areas and your success is  all  

but assured.

Imagine what it  wil l  feel  l ike to bank more revenue in a month than 

most agents can expect to bank in a year?

You’l l  be able to l ive where you choose,  drive the car you choose 

and enjoy the l i festyle you always wanted.

Most importantly of all ,  you’l l  be looking after your precious health 

and having the kind of work/l ife balance that others can only 

dream of.

I'M HERE TO HELP YOU
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And sincerely,  I ’m here to help you…

If  you want me to help you reach your  

goals then get in touch with me and my  

team directly via the website and we’ll  

set up a no obligation call  to discuss  

how I  can help you and your business  

skyrocket your results.

Marie 
Brentnall

+ 61 0488 508 097


