
 

 

Certified New Home Specialist™ Training Program | © 2017 Dennis J. Walsh 

Dennis J. Walsh / Certified New Home Specialist™ 

sellnewhomes.com │ 800.428.1122│ 949.706.3500 │ Newport Beach, CA 92660   

© 1991 - 2017 by Dennis and Teresa Walsh. All rights reserved, including the right to 
reproduce these materials or any portion hereof in any form except as described in the 
text.  
 
Any use of the materials, including the sales concepts, strategies, forms and checklists, is 
limited to the individual, original purchaser only, and is not to be shared or presented to 
others for training purposes, resold or used for any other purpose without the author’s 
written permission. 
 

Any user of the Residential Construction Certified™ and/or Certified New Home Specialist™ 
Training Program and the included information, concepts, materials, forms, checklists, etc., 
agrees to accept complete responsibility for such use, including conformance with all 
applicable laws and regulations, and further agrees to save Dennis and Teresa Walsh, and 
Dennis Walsh and Associates, Inc. harmless from any and all actions that may arise from 
such use. 



 

 

Certified New Home Specialist™ Training Program | © 2017 Dennis J. Walsh 

Table of Contents 
 

 
 
Module 1 
Opportunities in New Home Sales  ..............................................................................  1 
Evolution in New Home Sales and Marketing  ........................................................  2 
Marketing-Driven Sales Success ...................................................................................  3 
New Home Trends  ......................................................................................................... 4-5 

 
Module 2 
Builders’ Responsibilities  .................................................................................................  6 
Builders’ Risks  ......................................................................................................................  7 
Typical Costs of a New Home  .......................................................................................  8 
Understanding the Builders’ Perspective ..................................................................  9 
Areas of Sales & Marketing Responsibility  ...........................................................  10 
 
Module 3 
Construction Financing  .................................................................................................  11 
Contract - Identification  ................................................................................................. 13 
Sample Construction Specifications  ................................................................... 14-19 
 
Module 4 
Contract - Site Considerations  ...................................................................................  20 
Contract - Pricing / Payment  ......................................................................................  21 
Construction Loan Payment Request  ......................................................................  22 
Construction Inspection Report  ................................................................................  23 
Additional Work Authorization  .................................................................................  24 
Standard Final Inspection Report  .............................................................................  27 
Holdback Final Inspection Report  ............................................................................  28 
Successful Buyer/Builder Relations  ..........................................................................  31 
 
Module 5 
How Do We Define Sales?  ...........................................................................................  32 
The Counselling Approach to Sales  .........................................................................  33 
The Difference in New Home Sales  .........................................................................  34 
New Home Buyers’ Decisions  ....................................................................................  35 
Our Goals in New Home Sales  ...................................................................................  36 
Introducing the Critical Path to Sales  .....................................................................  37 
Preparing Knowledge for Sales Success  ................................................................  38 
Competitive Community Evaluation Form  ....................................................... 39-40 
 
 



 

 

Certified New Home Specialist™ Training Program | © 2017 Dennis J. Walsh 

 
Module 6 
The Basics of Market Research   .................................................................................  41 
Sources for Market Research  .....................................................................................  42 
Development of Marketing Strategies  ...................................................................  43 

Market Segments -Who Are They?  ..................................................................... 44-45 
Generating Qualified Prospects  ................................................................................  46 
Primary Sources of Prospects  .....................................................................................  47 
Generating Street Traffic  ..............................................................................................  48 
 
Module 7 
New Home Advertising  ................................................................................................  49 
Generating Referrals  ......................................................................................................  50 
Cooperative Broker Involvement  ..............................................................................  51 
Cooperative Broker Programs ............................................................................... 52-53 
 
Module 8 
Creative Marketing  .................................................................................................... 54-56 
 
Module 9 
Statistics On Closing  ......................................................................................................  57 
Fear of Closing  .................................................................................................................  58 
Define Closing  ..................................................................................................................  59 
Overcoming Closing Barriers  ......................................................................................  60 
Counselling Approach to Involvement  ...................................................................  61 
First Impressions  .............................................................................................................  62 
Involvement Dialogue  .............................................................................................. 63-64 
Involvement Worksheet  ...............................................................................................  65 
Qualifying  ............................................................................................................................. 66 
Areas of Qualification  ....................................................................................................  67 
Qualifying Dialogue  .................................................................................................. 68-73 
 
Module 10 
New Home Demonstration  .........................................................................................  74 
Critical Path Demonstration  ........................................................................................  75 
Sales Center Design & Demonstration ...................................................................  76 
Additional Demonstration Ideas  ...............................................................................  77 
Demonstration Dialogue ..............................................................................................  78 
Sample Visitor Questionnaire  ....................................................................................  79 
 
Module 11 
Effectively Selling Quality .............................................................................................  80 
New Home Design Process  .........................................................................................  81 
Organizing Buyers’ Design Information  .................................................................  82 
 
 

Table of Contents - page two 



 

 

Certified New Home Specialist™ Training Program | © 2017 Dennis J. Walsh 

 
Module 12 
Counselling Approach to Closing  .............................................................................  83 
Handling Objections  ......................................................................................................  84 
Objection Techniques  ...................................................................................................  85 
Objection Dialogue  ........................................................................................................  86 
Objection Worksheet .....................................................................................................  87 
Creating Urgency  ............................................................................................................  88 
The Language of Closing  .............................................................................................  89 
Closing Dialogue  ....................................................................................................... 90-93 
Closing Worksheet  .........................................................................................................  94 
 
Module 13 
Prospect Profile Summary  ..................................................................................... 95-97 
Demonstration Organizer  ...................................................................................... 98-99 
Demonstration Checklist  ...................................................................................  100-101 
Effective Follow-Up  ......................................................................................................  102 
Follow-Up System  .........................................................................................................  103 
Prospect Follow-Up Summary  .................................................................................  104 
Quality Customer Service  ..........................................................................................  105 
Achieving Customer Satisfaction  ............................................................................  106 
Quality After-Sale Service  ..........................................................................................  107 
 
Module 14 
Selection Forms  ..................................................................................................... 108-114 
Selection Scheduling Flow Chart  ...................................................................  115-116 
The Dennis Walsh Walk-Through System  ...........................................................  117 
The New Home Orientation ......................................................................................  118 
Sales & Marketing Preparation Planner  ...............................................................  119 
Sales & Marketing Preparation Flow Chart  ........................................................  120 
 
Module 15 
Selling Your Service to Builders  ...............................................................................  121 
Builder Marketing Profile  ..................................................................................  122-128 
Involvement Dialogue With Builders  .....................................................................  129 
Broker/Builder Responsibilities  ................................................................................  130 
The Keys to Success in New Home Sales  ............................................................  131 
 

Table of Contents - page three 


