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3.Preface 

I was inspired to write this book after a session 
with one of the real estate agents that I advise. 
She is extremely coachable and very eager to 
get her business to the level of DOMINANT. 
She does all of the right things. She set’s up her 
day, follows a schedule, role plays and works 
hard to set appointments each day.  

She mentioned to me that she was still not yet 
that comfortable with using the skills and 
dialogues she was practicing. She felt that when 
she was out and about (because real estate 
agents don’t become DOMINANT sitting in the 
office), she would forget exactly what to say in 
certain situations if she didn’t have a script in 
front of her. She had been getting used to using 
a script as a reference point while she was 
phone prospecting but, felt crippled when she 
drove by a home with a For Sale By Owner sign 
or was standing in line at the grocery store or 
coffee shop. She said, if I could only pull up my 
script real quick to review before jumping into 
a conversation. 

It reminded me of when I was just starting out 
and learning what to say and how to say it to 
prospects. In the passenger seat of my car I had 
a portable file folder. Various papers were in 
there such as lease contracts, listing 



agreements, purchase agreements and of 
course…my scripts. While I didn’t get into the 
business during the dark ages before the 
internet, it was definitely prior to the electronic 
signature, iPhone, iPad, etc. So, I felt her pain 
and I knew that there was a solution. 

I created The Dominant Agent’s Pocket 
Playbook in both print and digital download 
for a few different reasons. As for the print 
version, I wanted to make it easy to carry 
around for anyone. It fits in your pocket or 
purse easily. Next, I know there are still many 
agents who prefer something printed rather 
than on an electronic device. Third, I wanted it 
to be accessible. After thousands of hours of 
coaching calls, I’ve heard every excuse in the 
book as to why one can’t do something. I didn’t 
want the excuse of, my phone or tablet died or I 
didn’t have wifi and couldn’t pull it up. This 
last reason is also why it is in digital download 
form and not on a website or app that someone 
would need to access. Once it’s downloaded, it’s 
ready to go. No wifi needed. 

I’m looking to create DOMINANT agents. This 
is one tool that will help you become that. If 
one agent takes this playbook with them each 
and every day and starts to DOMINATE his or 
her marketplace because the tools are literally 
at their fingertips. Honestly, I want to create 
thousands or even millions—let’s go!  



Introduction 

Often the pontificators in the real estate 
coaching and educational space want you to 
believe that all you need is inspiration to take 
action on the things you want to accomplish in 
your business. They hold Tony Robbins-esque 
events and get you all pumped up, jumping up 
and down screaming and shouting “Yes! Yes! 
Yes!” as you fist pump in the air. They bring up 
other agents on the stage that are the  
1%-ers who are doing much more business 
than the average agent and in the hopes that 
this type of inspiration will just smack you right 
in the face and wake you up from the business 
coma that you’re currently in. 

Well, I’m all for inspiration. I’m big on it. I love 
listening to inspirational people, inspirational 
music and being around others that are 
inspired and are inspiring others. However, the 
reality is that inspiration is only a piece of the 
puzzle. Inspiration alone will not get you there. 
Being in inspired action loses all of its 
inspiration when you are ill-prepared to tackle 
the given task or obstacle. This is why I believe, 
above all else, in Prepared Action.  
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You can be inspired and energized to pick up 
the phone and call a cold or warm lead or 
someone in your database. You can be fired up 
to go door knock in your geographic market 
area, a FSBO or an expired. You can be excited 
as a 3rd grader on a field trip to go to that 
networking event and meet new business 
contacts. But you will fail 100% of the time if 
you are not prepared. Being in prepared action 
takes work. It takes the determination to hone 
your craft and to master the language of sales 
in order to close someone on why they should 
hire you, refer you or do any level of business 
with you.  

When you’re not in prepared action you get 
nervous and fail to act. If your inspiration got 
you to pick up the phone, knock on the door or 
walk up to a group of strangers, your lack of 
preparation for that moment will deflate that 
inspiration faster than you can blink. You’ll 
clam up the first time someone says no. You’ll 
stutter when someone asks you a tough 
question. The awkward silence when you don’t 
know what to say will eliminate any chance you 
have of making that new connection. 

I tell all of my coaching clients that this 
business is about doing 2 things each day. Start 
a new relationship and cultivate existing 
relationships. That’s it. If you do those two 
things each and every day, you will become 
DOMINANT.  



The question is, do you want that? Will you put 
the work in? Will you combine your inspiration 
with your preparation and become the 
DOMINANT force in your marketplace that 
you see for yourself?  

All of my preparation has led me here, writing 
this playbook for you. Because the one thing 
that gives me the most inspiration is LEGACY. 
What is it for you? What inspires you to do 
what you do, and will you be properly 
prepared? I hope so, that’s what this playbook 
is all about. 
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Chapter 1 
Getting Prepared 
 
The act of getting prepared is simple but, not 
easy. Like an actor who has just been cast in a 
feature film, you need to get familiar with what 
your role is. Since your role is actually real life, 
you won’t be pretending to be someone else. 
However, you will be learning new word 
patterns, memorizing lines, body language and 
rapport building.  

In this book there are scripts that you can use 
in a multitude of situations. This book is 
designed to be your co-pilot for every flight you 
take each day. So, don’t leave it at home. You’ll 
need this playbook to reference throughout the 
day so you never forget what to say in each 
situation you find yourself in.  

But, like the chapter title says, you need to get 
prepared in order to take the prepared action I 
spoke about in the Introduction. So first, pick a 
script to get stared with.  
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Don’t try to do this with all of them at once. 
Pick one and read through it. Read it again. 
Again. Keep reading through it until you have a 
good handle on  how the script flows.  

Think of it as a funnel. At the bottom of the 
funnel is where you close for an appointment. 
The top of the funnel starts your open-ended 
discovery questions. These scripts are to be 
used as a guide. You’ll notice they are just a 
series of questions. What happens in-between 
you asking these questions cannot be scripted 
since there’s no way to know what the prospect 
will say. However, this is why the next step is so 
important. 

After practicing and getting familiar with the 
script, it’s now time to rehearse. Remember the 
actor analogy? An actor doesn’t just show up 
for filming without rehearsing their lines and 
getting into character. Neither should you. 
Think about how you want to portray yourself 
to your prospect. Who do you need to be? How 
do you want to sound? Now get with a partner 
and rehearse the script. This will give you 
experience with handling their responses.  
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Remember how I said that the entire 
conversation can’t be scripted? Well, here’s 
your chance to develop the improv skills you 
will need. You will not be good at it at first. No 
one is. That’s why I said this will take work on 
your part to prepare properly. 

As you continue to rehearse everyday (yes, 
EVERYDAY), you’ll want to work with different 
partners. This way your rehearsals don’t get 
stale with the same responses going back and 
forth. As you get more and more comfortable, 
turn up the heat on each other. Give harder 
objections so that you can really prepare for all 
that will be thrown at you in a real life 
conversation. 

Have your daily rehearsals just before you set 
out on your business development efforts. 
Whether you are getting on the phone, going 
out to door knock or connecting with your past 
clients and sphere of influence, you’ll want to 
be well-rehearsed before stepping out on the 
stage of your business. This is how you get in 
prepared action. 
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Why So Scripted? 

Remember, scripts and prepared dialogues are 
just a guide for you. Once you learn these word 
for word, you inevitably make some changes. 
You’ll want to insert your own personality or 
way of saying something. Internalize these as-is 
first, then start to make them your own.  

Just make sure you’re asking open-ended 
questions, not yes or no questions. You want to 
get your prospect to talk so you can listen and 
respond. If you set them up to give you a 
simple answer, that’s all you’re going to get. We 
want them to elaborate. If they don’t initially 
have a detailed answer you can always stretch 
the conversations with, “Tell me more about 
that.” Works every time. 

This guide is going to focus on the most 
common scripts used by dominant agents. 
After all, that is the goal, right? To become 
DOMINANT! 
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Chapter 2 
Expired Listings  
We’ll start with a simple expired script. You’ll 
want to always make sure you set an intention 
for yourself before you start your business 
development efforts.  

I would imagine your intention with calling an 
expired listing is to get an appointment, right? 
So make sure you’re 100 percent focussed on 
that intention.  

*Notice the “Check Closes” along the way. Just 
like a boxer, you don’t want to get to the end of 
the fight and try to throw your knockout punch. 
You want to jab, jab, jab a little and wear them 
down, then throw the right hook to get them to 
agree to an appointment. Can’t knock them out 
early? That’s OK, keep going! 
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Hi, (Name) … this is _______ with _______  
I noticed that your home came off the market 
and I wanted to find out what your plan was 
for the home/property?  

 <Depending on what they say, ask 
more questions> 

When you sell this home … are you moving out 
of the area or staying local ?  
 -(If local) What was your preferred 
time frame? 
 -(If out of area) When did you need 
to be there? 

 <CLOSE> I’d love to show you how I 
can help you get there. I have time this 
evening at ____ or tomorrow at ____. Which 
works for you? 
 <No? Keep asking> 

So, this seems like a great property. I can’t 
imagine why it didn’t sell. What are your 
thoughts? (I don’t know, price, no buyers, etc) 
 -Did your agent give you their 
 opinion? 
 -Did you have many showings?  
 -Did you receive any offers? 

How did you happen to select the last agent 
you listed with? 



I would imagine your expectation from the 
agent you hire is to get your home sold, 
correct? 

Have you already chosen your next agent to 
work with?  

Well _______, as I said before I would love to 
meet with you to show you what I do to get my 
clients’ homes sold for the most money in the 
shortest amount of time. Quite honestly, I 
think you’ll be impressed with how different 
we are. 

If at the end of our time together you’re not 
interested in moving forward, you’re in no 
worse position than you are now, right? 
 
What would be the best time to show you … 
Day/Time   or   Day/Time ? 

————————————————————— 
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Chapter 3  
FSBO Listings 
Now let’s approach For Sale By Owner listings. 
You’ll notice I’ve provided two options. One is  
more aggressive, and the other is a softer approach. 
Both work, just decide how you want to go after 
your next FSBO appointment today. At the time of 
this publication, Zillow Make Me Move (MMM) is 
still a resource for obtaining these leads.  

FSBO/Zillow MMM 
Script (aggressive) 

Hi, (Name) … this is _______ with _______ 
I noticed your home on (Zillow, FSBO.com) 
and I wanted to ask…are you truly looking to 
sell or just testing the market? 

 <Depending on what they say, ask 
more questions> 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When you sell this home … are you moving out 
of the area or staying local?  
 -(If local) What was your preferred 
time frame? 
 -(If out of area) When did you need 
to be there? 

So how did you determine the price? 

What caused you to sell your home yourself, 
rather than hiring a full time agent? 

 <CLOSE>Well, I’d love to show you 
what I do that is much different than the 
average agent. I have time this evening at 
____ or tomorrow at ____. Which works for 
you? 
 <No? Keep asking> 

Besides (the site you found their home on), 
what else are you doing to reach the perfect 
buyer for your home? 

Well _______, as I said before I would love to 
meet with you to show you what I do to get my 
clients’ homes sold for the most money in the 
shortest amount of time. Quite honestly, I 
think you’ll be impressed with how different 
we are.  

What would be the best time to show you … 
Day/Time   or   Day/Time ? 



FSBO/Zillow MMM 
Script (softer) 

Hi, (Name) … this is _______ with _______.  

I noticed your home on (Zillow, FSBO.com, 
etc) and I wanted to ask…are you truly 
looking to sell or just testing the market? 

Are you willing to work with an agent that 
brings a buyer to purchase your home? 

OK great. Well, as an agent in this area it’s 
important to me that I’m aware of everything 
that’s on the market. When can I come by and 
preview your home, and meet you? 

I have time this evening at ____ or tomorrow 
at ____. Which works for you? 

<If they ask, do you have a buyer? OR they 
say, just bring your buyer> 

Well _____, I generally preview all new 
listings that come on the market so that I can 
intelligently talk about your home to the 
buyers I’m currently working with and those 
that I have yet to meet. Does that make sense? 

Great! What would be the best time to come by 
… Day/Time   or   Day/Time ? 

http://FSBO.com


As you’ll notice, this softer approach is all 
about getting face-to-face with the owner 
of the home, that’s it. It’s one of the 
easiest ways of getting an appointment. 
Use it, it works.  

Once you’re in front of the owner, that’s 
your time to shine. Build rapport and ask 
discovery questions just like in the 
expired script, just tailored to the FSBO 
instead. 
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Chapter 4 
Door Knocking 
 
Door knocking for listings is one of the best 
ways to directly market yourself and your 
business to your target consumer. When you 
get comfortable with this business 
development tactic and master the process, 
you’ll thrive. This is one of the most 
underutilized resources in the industry. 
Remember, when you do what others won’t do 
you can have the business and life others only 
dream of. Ready? 

Just Listed/Sold Script 
(this doesn’t have to be your listing) 

Hi, I’m ___________ with ____________. 
I’m sure you noticed the home that just  
listed/sold over on __________ and my 
experience tells me that 1 or 2 others will also 
come on the market very soon. So, have you 
considered selling? 
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As you’ll notice, this is very simple. Like 
previously mentioned, it’s impossible to script 
out the entire conversation. This is just the 
conversation starter. However, if their answer 
is “yes” then all you have to do is set the 
appointment to come back for a listing 
presentation. Don’t forget to get their contact 
information as well. 

Now, what if they say no? Most of the doors 
you knock on will say no to this question. 
Instead of becoming frozen like the average 
agent would, you can go a bit deeper with them 
with the following dialogue; 

 OK, I appreciate that this may not 
be the right time for you sell (always affirm 
their objection). 

 What does your property 
investment portfolio look like?  

 If you added one investment 
property to your portfolio this year, what kind 
of return would you be looking for? 

21. 



What you’re doing here is assuming they have 
an investment portfolio and this will make 
them feel good. Whether they have one or not. 
Additionally, you’re obviously shifting from 
looking for a listing opportunity to and investor 
buyer opportunity.  

By asking about the return they are looking for 
you can start to determine 1) Is this even 
possible in your marketplace and 2) Where 
would be the best place for them to invest. 

Clearly there are more questions to ask 
however, you’re not looking to sell someone on 
their doorstep. The intention is to get an 
appointment with them to sit down with all of 
the decision makers and continue to go deeper. 
Some of these questions would be: 

What would be a comfortable price point for 
you to invest in? 

What type of financing would you need or are 
you in the position to pay cash? 

Would you prefer a property that is tenant-
ready or already tenant occupied, or would 
you want something to fix up and add value 
to? 



Door Knocking With 
Open House Invitation 

  

Holding open houses is another great way to 
find listing opportunities. I go much more in-
depth with this strategy in my Building Blocks 
program but, for our purposes here I want to 
give you some dialogue you can easily use while 
inviting neighbors to your open house. 

Hi, I’m ___________ with ___________. 

I’m sure you noticed my new listing down the 
street on __________. 

OR 

This weekend I will be holding an open house 
at ______________(address) 

I stopped by for 2 reasons today.  

First, I’d love for you to come by and give me 
your opinion of how effectively I’ve priced the 
home. 
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Second, and most importantly, if history 
repeats itself, I’m going to have about 50 
groups of people through this home. 

Since I can only sell it to one buyer, I’ll need to 
have some other listings to direct all of these 
other buyers to.  

So, I’m curious…have you considered selling? 

OR 

So, I’m curious, at what price would you 
consider you selling your home? 

As you can see, this is a very different approach 
than you’ve probably ever heard before. What’s 
great about this dialogue is that it really gets 
neighbors to show up. They love to come by 
and give you their opinion and let’s face it,  all 
neighbors are nosey. 

When they do show up, you have another 
chance to be face-to-face with them. Even if 
they said no on their doorstep, now they’re in 
your proverbial office and you can engage in 
even more dialogue with them. 
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Use discovery questions such as: 

How long have you lived in the neighborhood? 

What do you like best about living here? 

What changes have you seen in the 
neighborhood over the years? 

If you had your choice, where would you go 
next? 

Why there? 

What’s stopping you from making that move? 

Get the idea? This is just a brief sample of how 
you can keep the conversation going. All of 
these questions are open-ended. They can’t say 
yes or no to them.  

You can also throw in the investment portfolio 
conversation here if they seem to be shutting 
you down on where they would go next. Instead 
of getting flustered and frozen by not knowing 
what to say, just level shift onto another topic. 

Being able to do this on the fly gets you closer 
to becoming a DOMINANT agent in your 
marketplace and that is the goal of this book 
and my intention for you. 
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Door Knocking As  
A Resource  

If you’re a brand new agent or just starting out 
in a geographic area you want to DOMINATE, 
being seen as a resource will be very key. By 
doing this you accomplish two things; 
 1) Name, face and brand recognition 
so that future marketing efforts have greater 
impact. 
 2) List building. Building your list of 
people that you can keep in touch with will be 
an essential element to your long-term success.  
This dialogue will help accomplish both of 
these intentions. 

Hi, I’m ___________ with ____________. 
I’m out meeting everyone in the neighborhood 
today because I want to be your resource for 
all things real estate related. Sound good? 

For example, have you ever found yourself in 
need of a handyman, house keeper or 
plumber? Right, me too! 

What I’ve found is that most people don’t have 
a trusted resource to reach out to for a solid 



referral. I want to be that resource. Can I add 
you to my ‘Preferred Neighbors’ list? Great! 
What’s the best email address for you? And 
your cell number? Great! I’ll add you and 
you’ll get a confirmation from me or my 
assistant very soon. (You already have their 
address and can easily obtain their name from 
property records) 

Can I answer any questions for you about the 
local real estate market while I’m here? 

This script is easy enough, right? See, so many 
of you are turned off by door knocking because 
you don’t want to feel or sound “salesy” but, 
you need to get over that. News flash, you’re in 
sales! However, this script has nothing to do 
with selling anyone anything. You’re just 
connecting. If someone doesn’t want to give 
you their contact information, who cares? 
You’re going to be mailing to them so at least 
they can put a face with a name when they get 
your marketing pieces. 

Side note. When using this script you 
determine that the person you’re speaking with 
is a tenant and not the homeowner, this leads  
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you to a whole new source of business. First, 
the obvious one. You have a potential buyer on 
your hands. Second, when that turns into a 
buyer opportunity, not you have a chance on 
connecting with the landlord/homeowner to 
get a potential sale listing or at the very least…a 
lease listing. You may be connecting with a 
landlord that wants to add to their portfolio. 
Can you see how this business is all about 
spinning a web of opportunity for yourself? 

Door Knocking for 
Listings 

Let’s finish out door knocking with one quick 
and easy script. This one is just direct and to 
the point. I’ll give you a few variations on your 
opening line. 

Hi, I’m ____________ with __________. 

As you probably already know, home listing 
inventory is very low right now and I just 
stopped by today to see if you’ve considered 
selling? 
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If their answer is no:  

Ok, you’re not ready to sell. How about the 
two neighbors beside you or the 3 across the 
street? Do you know if they would be 
interested? 
 
By keeping them focussed on their little box of 
neighbors around them, you make it easier for 
them to think of just a few people. If you ask 
instead, “do you know if any of your neighbors 
are looking to sell?” Now you have them 
thinking on way to big of a scale and their 
answer will be “no.”  

Variation:  
Hi, I’m __________ with __________.  
 
I plan to do a lot of business in the 
neighborhood and I wanted to stop by and 
introduce myself. I’m curious…if you got your 
price, would you become a seller in today’s 
market? 
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You may find this dialogue cocky, don’t. I’ve 
used it and many people appreciate it. There’s 
more of a display of confidence when you 
deliver it and that’s what a seller wants. An 
agent that believes in their abilities. 

The reality is, door knocking still works and it’s 
one of the best ways to get noticed and build 
your business. It also costs nothing but your 
time and effort.  
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Chapter 5 
Online Leads 
When you’re out and about, it’s inevitable that 
you will receive an incoming lead at some point 
of your day. This is assuming, of course, that 
you have some sort of online lead generation 
system in place.  

Either way, you will need to be prepared for an 
on-the-fly conversation. Basically, what you 
want to keep in mind is that it’s your job to 
determine whether or not this is a real, viable 
buyer client or just a “tire-kicker.” With this set 
of questions you will be qualifying the person 
calling you.  

Hi _________. This is _________ with 
_______. You signed up on my website / 
were interested in a property on _______ 
street and I wanted to touch base with you. 
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• What specific area are you looking in? 

• Would you prefer a condo or house? 

• What is a comfortable price range for you? 

• How soon were you looking to make a 
move? (Timeframe) 

• Have you spoken to a lender about your 
buying power or will this be a cash 
purchase?  

• How have you been finding the properties 
that you’re looking at now? (Do they have 
an agent?) 

• Do you have a home to sell or are you 
currently renting? 

• (If they have a home to sell), Is your home 
already on the market? 

• (If they’re a tenant) Are you on a month-
to-month basis or in a long-term lease? 

32. 



<CLOSE> 

Great, let’s meet for 15-20 minutes so we can 
go over the current market conditions, what to 
expect when you’re viewing homes and 
writing offers, and I’d like to go show you how 
I work so that we can determine if it’s a good 
fit for you, Sound good? 

This is an example of an easy way to determine 
if you have a true buyer client on the line. If 
you do, they will answer your questions and 
you can lead them to your true intention of 
setting an appointment. 
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Chapter 6 
Open House 
 
In chapter 4 we went over the best dialogue to 
use while door knocking to invite neighbors to 
your open house. Now it’s time to focus on 
holding a proper open house. I go much more 
in depth with this training in my Building 
Blocks program but, I’ll give you the best way 
to walk out of your open house with 3-4 good, 
solid leads. 

A couple important details. First, greet your 
guests at the front door. Never let them walk in 
the home and wonder if there’s anyone there. 
Second, put your flyers and /or brochures far 
away from the front door. Better yet, don’t have 
printed flyers. Let them know you work with a 
“Paperless Company” and you can send them a 
digital flyer in their email. Now you have a lead 
with contact information.  
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This is important to remember. If you give 
them something to look at from the moment 
they walk in, you won’t have their full 
attention. 

Next, always have a small notebook or even a 
business card would work. You’ll want to jot 
things down during your conversation. OK, 
now the dialogue. I ask A LOT of questions. 
From the moment they walk in. I greet them 
with my first and last name and 90% of the 
time they will respond with theirs. If they don’t, 
just ask. “And your last name, John?” Simple. 
Now, write it down. 

Hi, I’m Mark Gundlach. (extend hand to 
shake). Be sure to greet everyone, even the 
kids. 

How did you find us today?  

What type of home are you looking for? 
 How many bedrooms,?  
 How many bathrooms?  
 What is a comfortable square  
 footage? 
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Would you prefer a home that is updated or 
would you like a clean slate to do the upgrades 
yourself? 

How much outdoor space do you need? 

Do you like single levels, or 2-story? 

What is a comfortable price range for you? 

Have you spoken to a lender about your 
buying power or will this be a cash purchase?  

How soon were you looking to make a move? 
(Timeframe) 

How have you been finding the properties that 
you’re looking at now? (Do they have an 
agent?)  

This next question is how you will get 
your open house leads. 

So, if I found a property that met the criteria 
you just gave me, how would you like me to let 
you know about it? 
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This one question will help you determine if 
they are serious. I would say it works 85-90% 
of the time and they will give you all of the 
contact information you ask for.  

Set up you open house sheet or app by asking 
their Name, Email, Phone Number, How They 
Found You, and WHO is their agent. Do not 
ask, “Do you have an agent?” It’s too easy for 
them to say yes. If you ask “Who” and they 
have a name, then you know they truly have an 
agent. You can pose the same question above 
as; 

If I found a property that met your 
criteria, should I send it to you or your 
agent? 

Many times even though the buyer at your 
open house says they have an agent, they often 
don’t and this question really smokes that out. 

So you see, it’s about asking questions. 
Discover what they want and most 
importantly…LISTEN! This is also why you 
want to jot down some of their answers so that 
you can show them that you are listening. It 
also helps you remember after they left, what 
they told you. 

This is so simple and quite honestly, the best 
way to get good leads from your open house. I 
don’t recommend you force people to sign in. 



Many times they give bogus information and 
even if they do give you their real information, 
what good is a long list of people that may not 
truly be a viable buyer? The goal here is leads 
and appointments. Set your buyer consultation 
appointment right there at the open house. 
Want to add some real value? Call those leads 
the same day. After you finish your open house, 
call each of your leads you received that day 
and say; 

Hi, this is _________ with ___________. 

We met early today at my open house on 
________ Street and I’m just following up 
like I said I would.  

Did you happen to see any other homes you 
liked after you left my open house? 

Would you like to get back in for another look 
at this listing? 

Great, well I look forward to meeting you on 
Wednesday at my office. (Because you set a 
buyer consultation appointment) 

38. 



In case you are wondering, can everyone 

become a dominant agent? I don’t know if 

everyone can, but I doubt just anyone will pick 

up this book. It is the ones who truly want to be 

successful who will keep it with them every 

day. I know you can make it if you simply do 

what is laid out here.  

Be sure to keep the Dominant Agent Playbook 

in your possession until you become 

DOMINANT—and when you do, make me the 

first person you contact. 

Your partner, 

Mark Gundlach 

39.



Your Next Step is to Join Me at 
markgundlach.com.  

Do it now! 

 
 

http://markgundlach.com


Mark Gundlach is an entrepreneur, 
business coach and CEO of one of the 
most innovative and fastest growing 
real estate brokerage firms in 
Southern California, Build Real 
Estate. 

Mark has conducted thousands of 
hours of one-on-one coaching calls, 
live webinars, masterminds and is 
often in high demand to speak about 
building a profitable real estate agent 
business. 
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