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AVERAGE PRICE POINT

$1.1m
PRIMARY MARKET

Long Beach,
California 20

YEARS IN REAL ESTATE

When you’re buying a home with Oriana Shea, it can feel like her entire process
has been created specifically for you – because it has. Luckily, Oriana doesn’t
have to start from scratch every time, because she has a streamlined process
beginning with the creation of a buyer profile that makes every interaction
special.

Production Stats Over One Year

GCI

$1,400,000
TRANSACTIONS

74 $65,000,000
SALES VOLUME

At a

GLANCE
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4  agents
3 staff members

Wide range

TEAM STRUCTUREPRODUCTION

Buyers | Sellers

50% | 50%

CORE CLIENTELE



Coaching has been instrumental in my success and how I've
evolved over the years. I've been with TF for almost 12 years
now. When I joined, it was in May and I had only closed 4 or 5
deals that year. I ended the year with 24 closed. To say
coaching was a game changer for me is putting it mildly. I've
learned how to grow and run an actual business. No one tells
you that you're running a business when you get into real
estate. I've learned to push through barriers and fears. Each of
the coaches that I've had over the years have been
phenomenal and incredibly collaborative. Tom and coaching
have helped me push the limits and achieve so much more
than I ever thought possible. I'm incredibly grateful for
coaching and for the incredible agents (and now friends) that
I've made over the years.

Oriana

ON COACHING
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BY THE NUMBERS

Cost to print buyer
book per book

Of buyers sign agreement
upon completion of buyer
consultation 

Books run at a time

Of business is buy side
90%

$2-$2.50 200

50%

Monthly buyer activity for the team -

Buyer agreements signed

Buyer consults Buyer showings

7-8

6-7

11-12



Unwavering attention. Boundless creativity. A truly customized experience. 

This is what buyers think of when they think of Oriana Shea. This is because
every experience is tailored to fit the particular buyer – an outcome that is only
possible because of the in-depth buyer profiles Oriana creates. These profiles
allow her to not only learn each buyer’s needs and preferences but also forge a
strong connection and ensure they feel guided every step of the way.

But buyer profiles are just one pillar of her finely tuned system which also
encompasses quality materials, comprehensive information, and effective
communication. She firmly believes that adhering to this strategic approach is
paramount; those who deviate from it are at risk of losing valuable business. In
fact, she emphasizes that buyer agents who neglect to implement her
approach jeopardize the chance of retaining clients.

Oriana began her career in clothing design but made the switch into real estate
when she became disillusioned by the corporate world. While initially daunting,
she soon discovered her knack for creative marketing, utilizing her inherent
creativity and design prowess to create a marketing and presentation arsenal
unmatched in her market. Eager and hardworking, Oriana never allowed bad
habits to take root, constantly striving to improve her approach.

For Oriana, it quickly became clear that buyers presented a promising route to
financial gain, prompting Oriana to buckle down on Open Houses every
weekend. Her own experience of buying a home had been less-than-
satisfactory, and she used this experience to inform the one she would deliver
to her own clients. Where her own agent had merely shown up at the house
without truly understanding her needs, Oriana was determined to create a
meaningful and lasting impression. She envisioned a process where buyers
were excited, empowered with a voice, and comfortable throughout.

THE STORY
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Since this beginning in 2004, she’s never stopped refining her approach. When
she initially met a buyer, her focus was on clarifying the next steps. This led to
the establishment of the buyer consultation, a pivotal phase that she had been
conducting even before formally acknowledging its name. When she
introduced a buyer agreement, a staggering 90% of clients willingly signed on,
proving just how effective her approach had become.

The remarkable outcomes stemming from Oriana's consistent and informative
strategy are numerous. Clients not only feel truly heard and informed, but they
also gain enhanced confidence in both the real estate process and the offers
they make. Moreover, clients often unearth aspects of their desires that they
themselves were previously unaware of. Oriana firmly believes that her
approach cements her commitment to assisting clients in this significant life
milestone.

THE STORY
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THE STRATEGY
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Once contact has been established, send the prospects an intake form as a
precursor to the upcoming consultation. 
Already equipped with the buyer's contact details, Oriana's team is poised to
delve into the process of uncovering and discovering critical details about
the buyer's needs, preferences, and situation.
The form is structured to unveil various aspects of the buyer's
circumstances, such as whether they have children, if they're currently
working with another agent, or if they've already engaged with a lender.
In addition to the standard information collection, the intake form includes
clever touches such as requesting the buyer's birthday.

This seemingly small detail provides an excellent opportunity for a
thoughtful and effortless gesture – sending a birthday message via text
or a quick phone call. 

During the actual consultation, the agent guides the client through the intake
form, facilitating a comprehensive understanding of the details provided,
allowing for a heightened sense of customization in the process.
By leveraging the information acquired through the intake form, Oriana and
her team lay the foundation for a more meaningful and effective buyer
consultation.

BUILDING A BUYER PROFILE

Rather than directly delving into financial inquiries, approach sensitive topics
gently. 

Once a consultation appointment is scheduled, Oriana skillfully broaches
the subject by inquiring whether the client is currently working with a
lender.
She smoothly transitions into asking if they've obtained pre-approval,
taking the time to clarify the distinction between being pre-qualified and
pre-approved.

The intention is always to guide the client towards a reputable lender.
This stage is also the ideal place for setting and confirming expectations
regarding budget.

PRE-QUALIFYING THE BUYER



THE STRATEGY
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To streamline the process, Oriana takes the initiative to have the lender
reach out to the client.

By orchestrating this connection, Oriana queues up the interaction,
allowing the lender to provide feedback on the buyer's financial
readiness.
If the buyer doesn’t appear ready to act now, Oriana is then able to adjust
her approach for the consultation.

Agents come prepared with a homebuyer packet.
This is a tangible resource that introduces the buyer to the buying process
and outlines the team’s role in guiding them along the way.
The packet explains the significance of having a realtor and provides a
wealth of information every buyer should be acquainted with prior to
making a purchase.

Oriana always asks the question, "Has anyone walked you through this process
before?"

The answer is almost always “no,” which allows her to demonstrate the
value of having a buyers’ agent, as well as fill in the gaps in their
understanding and further discern their specific needs. 

Set clear expectations when discussing markets, timelines, and pricing or
budget considerations.
Oriana is very open about her team's successes, sharing their strategies for
winning homes in situations involving multiple offers.
Beyond the intake form, Oriana and her team also use a buyer preference
sheet (later added into their profile) which allows them to extract vital
information that will shape the course of their collaboration.

AT THE CONSULTATION

Oriana is well known for her arsenal of meticulously crafted marketing and
presentation materials. 
The homebuyer packet is a cornerstone of her consultation process which
serves as a comprehensive guide, enlightening buyers about the real estate
journey, and outlining the team's fundamental role in it.

IT’S ALL ABOUT THE MATERIALS



THE STRATEGY
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When her agents participate in Open Houses, they are armed with a well-
rounded packet containing the homebuyer packet, a notepad, and bios of the
team’s buyer agents.
Oriana also equips her agents with a high-quality buyer book for
appointments.

This buyer book not only boasts pertinent information but also includes a
designated space for the agent's business card – emphasizing the need for
personal representation. 
Within the book, two critical pages stand out:

The "How We Work for Our Buyers" page succinctly illustrates the
extensive services provided to buyers. This is particularly useful in
discussions about compensation.
 The "Our Professional Relationship" section covers key aspects of the
buying process and serves as an ongoing reference for clients even
after the transaction is complete.

The book also has a dedicated space for clients to take notes, fostering
engagement in the process.

Set clear expectations right from the outset. 
Share work habits, including days off and designated times for unplugging. 

Oriana has adopted a practice of not responding to emails on weekends,
preferring clients to communicate via text during those times. 
Sundays are her days off. 
Oriana says something similar to this: "I usually put my phone down or on
silent at 7:00 p.m. If you think we're going to need to have a conversation
at night, tell me, shoot me a text, and I'll keep my phone on hand.” This
method respects both her boundaries and her clients’ needs.

Early in her career, Oriana felt apprehensive about informing clients about
her time away from work, but have found that clients are most receptive to
transparency. Setting these boundaries is not only acceptable but essential. 

SETTING BOUNDARIES WITH CLIENTS



Oriana’s 3 Action Items 

FOR SUCCESS 

Treat buyers like future sellers. Build the relationship and
deliver great service. It’s not about selling/buying houses;
it’s about cementing a relationship.

Dive into buyers! Be creative in the property with clients.
Give them ideas on how to make it their own.

Train yourself and your agents on how to tell clients if
something is not a right fit for them. They will respect you
and be lifelong advocates.

Ferry International, LLC / 888.866.3377 / tomferry.com / 10

1
2
3



6

1

2

3

4

5

Continue weekly team masterminds to
discuss the buyer objections and concerns. 

Work with her Tom Ferry coach to help keep
her accountable and implement these ideas!

Continue to find creative outputs through
the development of the buyer experience.

Develop new ways to make lifelong
advocates of her business.

Continue to train the team on sales and
negotiation tactics.

Continue to innovate the buyer
preferences sheet.

6 Things Oriana Will Do 

MOVING FORWARD
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Oriana’s

TOOLKIT
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Buyer Consultation Process Outline
A full overview of The Oriana Shea Group’s process for buyer consultation.

3 Reasons Why You Should Do A Buyer Consultation
Example of Oriana’s YouTube video on why agents should do a buyer
consultation.

Buyer Packet
Example of The Oriana Shea Group’s 2023 Buyer Packet.

Buyer Preferences Sheet
Example of Oriana’s buyer preferences and intake sheet.

Buyer Book Example
Complete example of The Oriana Shea Group’s Buyer Book
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Tap above to go to YouTube video.

https://www.youtube.com/watch?v=uKh08DxI9Fk
https://www.youtube.com/watch?v=uKh08DxI9Fk
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Coaching Clients, login to Revii to view Oriana’s full Buyer Packet!
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Coaching Clients, login to Revii to view Oriana’s full Buyer Book!


