
 
 
Learn About the Buyer’s Agent Institute (BAI) Program:   

 

Who is the BAI program for?   

The BAI program is tailored for people who have a desire to represent people buying property & build a business. 

Typically, this is suited for people who are passionate about real estate and have experience buying property. The Buyer’s 

Agent service is to be carried out with integrity and professionalism, always focusing on the client. Ensuring that the 

client’s best interests are always treated with care is very important.  

Please note that becoming a Buyer’s Agent requires hard work and diligence, like other career opportunities. Excellent 

results that you may see are not typical.  

 

Why was this program created?   

Let’s just say when Ben started what then became recognised as Australia’s largest Buyer’s Agency, looking back, he 

wishes he knew how to run a business when he started. There is so much more to a Buyer’s Agent business then buying 

property e.g. if you are great at buying property and don’t have a client, you don’t have a Buyer’s Agent business.  

The idea for BAI was born purely out of demand from people across Australia asking Ben Handler to share information 

after he grew a remarkable business at a young age that had hired over 60 staff across Australia, Asia and the USA.  

There are less than approximately 1000 Buyer’s Agents in Australia versus over approximately 50,000 Real Estate Agents – 

Ben is committed to help even out the playing field and help provide more representation to people buying property. The 

low amount of Buyer’s Agents can present an incredible opportunity to people joining this career.  

People who loved property and were looking to turn buying property into a career did not know where to start. There was 

an underlying curiosity around what was required to succeed in this career and Ben believed there was no education to 

help people join the new wave of Buyer’s Agents, hence why there is a small amount of Buyer’s Agents across Australia.  

After Ben started his very successful Buyer’s Agent business from scratch, he learnt some fundamental lessons along the 

way. The lessons were understood through acting as a Buyer’s Agent and acting as a business owner. 

As his Buyer’s Agent business grew, he moved into a Chief Executive Officer position, developing strategy, managing 

teams of people across various divisions as diverse as Technology, Property Management, HR, Marketing, Sales, Buyer’s 

Agents and Finance. He also has hands on experience in the acquisition and the exiting stage of property companies. Ben 

has the knowledge and skills in transitioning through the entire stages of a business lifecycle.  

Ben believes people need experience in all areas of a business to truly succeed as a Buyer’s Agent. Buying property is one 

component of a Buyer’s Agent business, there are other areas as noted above that are critical to the overall growth and 

viability of a business. This is what why the Buyers Agent Institute was created.  

 

How long does this program run for? 

Please note that while the online course notes 6 weeks, coaching and training is required consistently, therefore, we 

provide weekly ongoing support to best support our members.  

52 weeks of the year we provide training, support and coaching.  

Lifetime access is provided to the members for both online and live training, new content is added intermittently.  

 

 



 
 
 

Week 1   

Summary   

The content for this week is fundamentally geared towards getting you ready to understand and delve into the Real 

Estate Industry and Buyers Agent Sector. In week 1 the door is opened to help you understand the building blocks 

required to be a respectable and diligent Buyer’s Agent – once this is understood, you can begin building your career 

“strategically” as a Buyer’s Agent. The framework provided is a tested and proven way that can help you succeed at 

this role.  

  

Time required: 

3 hours of e-learning spread across 17 easy modules, including activities 1 hour each week of an optional weekly live 

webinar with myself and BAI members where we discuss topics ranging from buying property, sourcing property, 

researching property, due diligence, negotiating, client service + more.  

  

Learning outcomes   

1. Clearly understand the mindset and specific skills required to be high performing  

2. Remuneration guidelines / expectations for employment in this sector to ensure you move through this transition 

with no hidden surprises.   

3. Identify your niche and clearly defined process to get to the top of that mountain to own what you do   

4. Certification & licensing requirements for working as a Buyer’s Agent  

5. Framework of questions that should be considered to help guide you  

6. The major concerns that Buyer’s Agents are solving for clients.  

 

 

 

 

 

 

 

 

 

 

 

 



 
 
Week 2   

Summary   

What do you genuinely need to be aware of to succeed in this role? Week 2 provides you with the of what is 

required to be a high performing Buyer’s Agent. The overall purpose of this week is to show you step by step how to 

prepare for day to day challenges, so you can get over the speed humps when they arrive, avoid making common 

mistakes and reach your goals faster. Furthermore, ensure you are playing your game like a true champion.   

 

Time required   

2.5 hours of e-learning spread across 11 modules, including activities. 1 hour each week of an optional weekly live 

webinar with myself and BAI members discussing topics ranging from buying property, sourcing property, 

researching property, due diligence, negotiating, client service + more.  

  

Learning outcomes   

1. Understanding a risk model relating to issues that could arise when being a Buyer’s Agent. Making sure there are 

no surprises and how to take 100% responsibility for your results  

2. Key learnings from 8 years of mistakes to ensure you do not repeat these  

3. What your canvas can look like in year 1 as a Buyer’s Agent. Like anything, it is challenging.  

4. Insights into taking command of your lead generation business   

5. How to run your business. We believe that when you are a Buyer’s Agent, you can view it like you are running your 

own business. We provide a framework regarding how to do this successfully with a proven process  

6. Why and how to develop certain core skills will accelerate your career   

7. The fee for service model we deploy  

8. Understanding a bulletproof daily and weekly schedule of a top performing Buyer’s Agent  

 9. The importance of elevating and building your personal profile to create noise so you attract more customers   

10. Self-awareness and personality assessment is introduced for those students who wish to take their learning to 

the next level – this has been proven to be instrumental in maximising conversion sign up rate with clients.   

  

Week 3   

Summary   

This week you are introduced to a 3-stage framework model that can assist in really accelerating your career as a 

Buyer’s Agent. The intention of this week is to begin getting razor sharp focus on 3 areas to significantly increase 

your productivity and output as a Buyer’s Agent. You will learn the ins and outs which constitute the art of working 

smarter, not harder in this role. You will learn about what is important when engaging with clients. Client 

relationships and maintaining high valued client relationships is outlined.  

 

 



 
 
Week 3 Continued  

 

Time required   

2 hours of e-learning spread across 8 modules, including scripts/templates and key notes. 1 hour each week of an 

optional weekly live webinar with myself and BAI members discussing topics ranging from buying property, sourcing 

property, researching property, due diligence, negotiating, client service + more.  

 

Learning outcomes   

1. Introduction to the 3-staged model that falls under the acronym LOL. It is here you will understand maximizing 

return on investment with your time  

2. In-depth review on prospecting channels to find and win many customers to ensure a healthy pipeline.  

3. Review of a diagram that outlines the entire process from when a lead comes into the funnel and how it moves 

through all stages of the sales cycle until the property settles. This provides a simple birds eye view of how to 

consider looking at the full Buyer’s Agent sales cycle (and how/where to spend your time)  

4. How to go about creating your inner circle for due diligence to make sure you have a bulletproof team around you 

to best support your clients. Due diligence is a critical component of the Buyer’s Agent role so the client is best 

supported. 

5. A general review of a Buyer’s Agent Agreement. A Buyer’s Agent Agreement is available for your perusal.   

  

  

Week 4  

Summary   

This week you are introduced to a Buyer’s Agent methodology that will help you work with clients that are suited to 

you, whereby you feel confident that you can deliver an outcome. It’s very important you engage with clients that 

you can genuinely help and meet their objectives.  

 

Time required   

2.5 hours of e-learning spread across 5 modules. 1 hour each week of an optional weekly live webinar with myself 

and BAI members discussing topics ranging from buying property, sourcing property, researching property, due 

diligence, negotiating, client service + more.  

  

Learning outcomes   

1. Following a disciplined framework so you can measure your results with finding suitable clients 

2. Get visibility around how to run a meeting with a potential client or from a potential referral-based partner   

3. How to follow a simple financial model to make sure you are on track to hit your numbers  

 



 
 
Week 5   

Summary   

You will experience a diverse range of insights to help you hit the ground running when you are ready to get going. 

The modules in this week will really prepare you to start thinking like a Buyer’s Agent. A reminder that It’s difficult to 

produce good results as a Buyer’s Agent, by no means is it easy.   

  

Time required   

1.5 hours of e-learning spread across 5 modules. 1 hour each week of an optional weekly live webinar with myself 

and BAI members discussing topics ranging from buying property, sourcing property, researching property, due 

diligence, negotiating, client service + more.  

 

  

Learning outcomes  

1. Creating your ideal client avatar so you can piece together which clients are a perfect fit for you.  

2. A comprehensive buying checklist is provided so you are well equipped with making sure you cover all aspects of 

the buying process. It is in format for you to use right away   

3. You are showed a client journey roadmap for you to get a feel of how the client process literally works once you 

sign up a client.  

 4. How to win your first customer is a module that shows you how to activate this with zero financial cost  

5. You are introduced in negotiation, so you understand the basics  

6. How to start thinking like a 7-figure agent through 5 key areas of expertise 

 

 

Week 6   

Summary   

As a Buyer’s Agent, you have the opportunity and flexibility to buy property across Australia for your clients. There 

are key multi-state jurisdictional, procedural, buying/selling and legal differences for this. We provide a consolidated 

format for you to understand this very important information.   

  

Time required   

Up to 8.5 hours of learning spread across 8 sections. 1 hour each week of an optional weekly live webinar with 

myself and BAI members discussing topics ranging from buying property, sourcing property, researching property, 

due diligence, negotiating, client service + more.  

 

 



 
 
Guide for Doing Property in Australia 

1. Land title down under 

 

2. Who can Buy and Sell? 

o When do you have to be licensed? 

o Regulated Accreditation 

o Selling as an Employee 

o Individual Licenses 

o Businesses  

o Conducting a Business under Trusts 

o Trust Accounts 

o Offices 

o Trading across borders 

o When do I need more than one license? 

 

 

3. Property Professionals 

 

4. The Sales Transaction 

o Getting the Process 

o Estimating Value 

o Sales Methodology 

 

5. Soliciting property Steps to the conveyancing process 

o Step 1: Contract of sale 

o Step 2: Make an offer 

o Step 3: Paying a deposit 

o Step 4: Buying at auction 

o Step 5: Risk 

o Step 6: Exchange of contracts/paying a deposit 

o Step 7: Cooling off period 

o Step 8: Transfer of property 

o Step 9: Time for completion 

o Step 10: Requisitions 

o Step 11: Outgoing mortgage 

o Step 12: Adjustments 

o Step 13: Settlement 

o Step 14: After settlement 

 

6. Key differences between the States and Territories  

o Victoria 

o Tasmania 

o South Australia 

o Western Australia 

o Australian Capital Territory  

o Northern Territory 

o Queensland 

o New South Wales 

 



 
 

7. Contracts of Sale  

o Queensland 

o New South Wales 

o ACT 

o Victoria 

o Tasmania 

o South Australia 

o Western Australia 

o Northern Territory 

 

8. Due diligence periods 

o Cooling off provisions 

o Queensland 

o ACT 

o Victoria 

o Tasmania 

o South Australia 

o Northern Territory

Additional Sections 

 

Property Development  

• Finding Sites 

• Developing and Assessing Feasibility 

• Reviewing Market Activity 

 

 

Property Research 

• High Performance Property Selection 

• Identifying Geographies 

• Streamlining Your Buyers Agency 

• Reporting for you and your client  

• Capital Growth, Yield, Cashflow, Renovation or Development 

 

Marketing - Social Media Basic to Pro  

• Introduction to Social Media  

• Creating an Online Presence 

• Going Pro- Top Secrets & Tips to Be Visible 

• Outsourcing 

 

 



 
 
 

Marketing - Effective Digital Marketing Strategies for Buyers Agents 

• Introduction to what are Funnels 

• Digital Marketing Overview 

• Sales Funnels 

• Content Marketing 

• Local Search & Reviews 

• Customer Personas  

• Traffic 

• Understanding Your Metrics  

 

Technology - The Customer Relationship Management (CRM) Advantage 

• What is a CRM, how different is it from using a notebook or excel sheet to store contacts 

• How does CRM help in increasing sign-ups & lead conversion 

• How does CRM help you to nurture leads with efficiency  

• How does CRM help automate end to end buying process and give a sophisticated experience to your clients 

e.g. capturing Client Brief, Digital Signatures of Agency Agreement 

• How does CRM help you to collaborate with your key business partners 

• How does CRM help to manage finances & commissions 

• How does CRM help to understand and forecast how well your business is performing e.g. creating/viewing 

dashboards and measuring data 

 

 


