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ATTENTION: 

BUILDERS, MANAGERS 

SALESPEOPLE, 

REAL ESTATE & MARKETING PROFESSIONALS 

Join the HBA of Fort Wayne for an Exciting and Dynamic Seminar 
 

Learn how people are different and how you can 
increase sales with this knowledge. 

 
Presented by Charles Clarke III, MIRM 

 
“Bulls, Owls, Lambs and Tigers ® : Personality Selling”™ 
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The Bull 
Bottom Line, get to the 
point, seeks to control 
negotiations, somewhat 
abrasive personality. 

The Owl 
Very Analytical, detail 
oriented, research, seeks 
logical order, person who 
corrects everything you 
do. 

The Lamb 
Seeks to please people, 
avoids conflict, takes 
forever to make up their 
mind. 

The Tiger 
Very expressive and fun 
loving, impulsive and 
excitable, distracted by 
shiny objects. 



 

HBA of Fort Wayne Presents... 
 

“Selling and Closing Skills for a 
Difficult Market”™ 

 
Learn how your salespeople can literally more than 

double their sales!!! 
 

Thursday, April 17th, 2008 

Registration and Refreshments at 8:30 AM 

Seminar from 9:00 AM to 4:30 PM 

Lunch Break from 12:00 Noon to 1:00 PM 

At Baker Street Train Station, 221 W. Baker St., 

Fort Wayne Charles Clarke III, MIRM 

* 6 Continuing Education Credits Approved  
During the 9:00 AM Session:  

• “Bulls, Owls, Lambs and Tigers ® : Personality Selling”™ 
• The "11 Ways of Identifying a Prospective Buyer’s Personality" within a short period of time (usually the first 2 

minutes).  
• "Bulls, Owls, Lambs and Tigers®: What the Animals Say They Want in a Home."  Feature/Benefit Selling for 

Each Animal Personality. (A "feature" is a feature, but the benefit is different for each animal personality.) i.e.: Owls 
and Lambs prefer lower, flatter ceilings (even in half million dollar homes) and Bulls and Tigers prefer high volume 
ceilings. 

• Negotiating Skills for Each Animal Personality. 
How each animal personality negotiates. 

• Conclusion of "Closing Skills for Each Animal Personality." 
• The New Critical Path of New Home Sales for Each Animal Personality. 

How do you Path Sell the Bull/Owl who says, "I just want to go see your model."? We will "methodically" go through 
specific proven steps to "Tailor Make" the Sales Presentation for each Animal Personality throughout the entire Critical 
Path. 
 

During the 1:00 PM Session: 
• The Only Seven Objections in Selling New Homes with Specific Strategies of How To Overcome Each 

Objection Depending on Their Animal Personality."  
We will deal specifically with Selling and Closing in a Difficult Market. Besides "The Only Seven Objections", we 
will put strong emphasis on today's main objections. 
1. "We need to sell our home!" 

 2. "Is this really the time to buy a new home?" 
 3. "We don't really have any urgency to move right now!" 
 4. "Your price is too high!" "How much lower can you go?" and "What else can you give me?" 
  
Charles will turn the toughest objections into Reasons to Buy as we Increase 

Exclusive Rate 
 

$99/person 
1/3 the normal fee 

“Selling and Closing Skills for a Difficult Market”™ 
 

Reservations Before April 4th, 2008 are $99/person    Reservations After April 4th, 2008 are $125/person   
 

 Company ________________________________________________________________________ 

 Contact _________________________________________  Phone _________________________ 

# of people ______ at $99 (or $125) each = $ ____________        _____Check Enclosed 
 

Return this form with check to: Home Builders Association, 305 West Main Street, Fort Wayne, IN  46802 
Visa/MasterCard Accepted by calling the HBA Office at  (260) 420-2020 

Pre-Registration 
IS REQUIRED! 


