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LISTING
AGENT?

Greg Harrelson is driven by a mission to help real estate agents
elevate their business and reach theirfull potential. His dedication to

agent development is rooted in a desire to raise industry standards
and empower professionals with proven systems for success. This
executive summary captures his insights on what it truly takes to
build a thriving listing-based business—one grounded in mindset,
accountability, and daily action.
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Success begins with a decision—a
clear and confident declaration that
becoming a listing agent is the path
you're choosing.

This isn't about adding a new activity; it's
about embracing a completely different
business model. Those who thrive in this role
understand it's a commitment that demands
consistency, focus, and discipline. The agents
who “declare it and own it” are the ones who

stand out.




At the heart of being a listing agent
is the habit of generating leads daily.

Unlike buyer’s agents who often work with
inbound opportunities, listing specialists
create their own. This role demands a
proactive approach—picking up the phone,
knocking on doors, initiating conversations,
and uncovering selling opportunities. Every
listing agent must ask themselves: Am |
truly willing to become a consistent lead

generator?




A successful listing business is built

around a structured routine.

Each day revolves around lead generation,
prospect follow-up, and skill improvement.
Prospecting must be a protected block of
time on the calendar, not an afterthought.
Continuous development—studying
conversations, working on scripts, and
mastering tone and delivery—transforms

effort into effectiveness.




Sellers rarely reveal their real motivations
openly. The ability to ask better questions,
stay curious, and lead meaningful
conversations separates professionals
from the rest. Buyers buy from emotion,
but sellers make decisions based on logic.
Understanding this distinction allows

agents to approach each conversation with

Effective communication is at the

center of every successtul listing empathy and professionalism while keeping
agent'’s business.
the focus on facts.




Confidence is the single biggest

differentiator.

Without it, prospecting feels forced and
appointment-setting often stalls. The
most productive agents are those who
invest time into perfecting their listing
presentation—practicing until it feels natural
and persuasive. When confidence meets
preparation, opportunities expand. Every
in-person presentation becomes a chance to

connect, add value, and close with certainty.




Market knowledge is power.

Top performers know not just what is
happening nationally but also what's
trending in their local neighborhoods. This
mastery over pricing, absorption rates,

and comparable data gives a listing agent
authority in every discussion. Sellers respect
logic, and logical advice requires data. The
more fluent you are with your market, the

more credibility you command.




ACADEMY

The Agent Success Academy was

built to help real estate professionals

develop these exact skills.

AGENT SUCCESS

The program provides structure,
accountability, and the systems needed to
take consistent listings each month. It's a
blueprint for those ready to take ownership
of their production and move from chasing

business to attracting it.




Your Next Step

If you're serious about becoming a high-performing
listing agent, now is the time to take action. Schedule
a business planning session or connect to learn more
about how these coaching systems can help you
design a business that produces results—month after
month.

Let's work together to turn your goals into a
measurable plan and build a thriving listing
business that lasts.
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