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Thank You to Our Sponsors



What’s included

> will help you

t more listings.

eads.com is your go-to source for all the marketing

'S campaigns you need to attract more listings.

Show Me What's Inside
897+ top agents have subscribed

in Listing Leads

You'll get instant access to the

8 Wewill help you get best listing attraction

more listings.

s sar o @ Text Scripts
® Direct Mail Templates

sales campaigns you r

attract more listings.

Show Me What's Inside

&2

Email Campaign

( g ) ® Social Shareables

with new drops every month.

2 ROADMAP TOUR



Win
More

Listing
Leads




Thank your
title partner!
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Direct Response Adventising "URAYTOR

Subject Line: How much profit will you actually get if you sell your home? PalmAgent OME

Most people use tools like Zillow to find out how much their home is worth.

=

But here's something you might not know...

palmAgent ONE v

As a professional real estate agent, | can accurately calculate how much i Loan Detais
you will actually profit after a sale. ® e

This is called a Net Sheet. Fidelity National Title

palmAye ~

| offer this as a free value add for all my clients. e cots §72,757
Net Sheet

: lose
Bring t0 Y
Monthly paymem

. Mutiple Offers
Would you like one for your home? et at Close

.00
$2,031.78 @ Down $52,700

$1,185.75
$298.63
$177.86

® Pel $8,347.24

prepaids
Taxes Fixed $11,709.50

§478,200

@ Insurance

PMI @

Add Address Options Vv
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Dlana

MATICHYN

Q@ DEERPARK,IL
&= COLDWELL BANKER REALTY
o7 PHILGERDES

GCl 3 Years Total:
Volume 3 Years Total:

% Units 3 Years Total:

@kristijen



(>  SPEAKER
L BUREAU

ROADMAP TOUR

Phil A%
GERDES

@ ANNAPOLIS, MARYLAND

== THE GERDES TEAM
o7 PHILGERDES
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Jimmy
MACKIN

ListingLeads.com

2 ROADMAP TOUR



Attract & Win More Listings

Tap into the Mega Trends

Learn from Local Top Agents

How to GET Organized & Prioritized
Improve your Buyer Consultations
Have Fun!

2 ROADMAP TOUR



All Great Businesses (agents) have 5 things in common...

1. A Great Brand!

2. A Great Product!

3. Great Marketing & Distribution!

4. A Great People!

5. A Great Operating

G
‘ 2 ROADMAP TOUR



Become More
Valuable!




Achieve & Earn More!



ks

@kristijenc

"Focus!”

2 ROADMAP TOUR



How's the
Market?

2 ROADMAP TOUR



2024 KCM Forecast

“THE YEAR OF 5"

2 ROADMAP TOUR



- Mortgage rates will be in the
5's in the 2"d half

= 5.5 Million in Total Home Sales

- 5% Will Be the Approximate
Home Price Appreciation Rate

@ ROADMAP TOUR



Four converging forces impacting 2024

AN ELECTION YEAR *
RATE CUTS

PENT UP DEMAND % 2

LACK OF INVENTORY

2 ROADMAP TOUR
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@kristijencks

JAN

FEB

MAR  APR MAY  JUN JUL AUG SEP OCT

MARKETING, PROSPECTING FOR LISTING PIPELINE
2 ROADMAP TOUR

NOV

DEC




Here's the
Challenge
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REALDATA

STRATEGIES

@kristijencks

5 Large MLS's by

Cumulative Percentile Share of Listings Closed Residential Volume and Units
Controlled by Producing Member Agents of Selected US MLS Systems
Production: July 1, 2022 Through June 30, 2023

1,298 Agents | 1%

3,889 Agents | 3%

6,481 Agents | 5%
12,959 Agents | 10%
19,438 Agents | 15%
25,915 Agents | 20%
32,394 Agents | 25%
64,789 Agents | 50%
97,320 Agents | 75%

129,567 Agents | 100% 100.0%

0.0% 20.0% 40.0% 60.0% 80.0% 100.0%

m Percent of Volume Controlled Percent of Units Controlled

2 ROADMAP TOUR

20.8%

31.4%

38.4%

70.8%
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@kristijenc

It's the Real Estate Hunger Games...

2 ROADMAP TOUR



How Many Listings Will

| Take in 20247




What has to change in order too
my listing attraction,
marketing & prospecting?

b;“: r ae t:
. /
T
0\ 3
~—f o
- =
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JAN

FEB

MAR  APR MAY  JUN JUL AUG SEP OCT

MARKETING, PROSPECTING FOR LISTING PIPELINE
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@kristijencks

L& Roibmar Tour

Behind the



“Hard work never killed a man,
men die of boredom,
psychological conflict and disease.

David Ogilvy



Do | believe I'm capable
Q: of doing more

business?




Where Does
FRONTLOADING
Begin?

2 ROADMAP TOUR

S

/)

call? /;
(’\\(\q £ LI,S‘ 5

s, a4

\trap,.
N acz,o

<
0-/18)’ e\



m Listings, From

my Listings?
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2024
ELITE
RETREAT

Coach
Mereditn
Fogle

Q
;-..Gaithersburg, MD

The Meredith Fogle Team | The List Realty
4.6M

190M
326

@kristijencks

4

TomFerr
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The Viral
Listing Strategy

2 ROADMAP TOUR
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@kristijenc

BUILD YOUR LISTING FLYWHEEL

@ ROADMAP TOUR



How do | turn one into 2 listings?

1. Email your whole data base before your next listing appointment

@kristijencks

“I'm about to go meet with another potential seller...”

@ ROADMAP TOUR



Listings "URAYTOR

Subject Line: : I'm about to go meet a potential seller..

| can't share too much yet, but I'm about to meet up with a potential seller who's
thinking about listing their home.

What | can tell you is that homes like this typically sell above ask in just a few days
If you already know that you'll want the details, reply with "VIP."

I'll add you to my VIP list, and send you more information as soon as | can.

e

Tell them what
happens next

2 ROADMAP TOUR



Convert the
email to a

“story’ for

even more
engagement




How do | turn one into 2 listings?

1. Email your whole data base before your next listing appointment
“I'm not sure if this is for you...”

2. Throw a Mega Open House for the neighbors!
3. Mail a “first time on the market in (x) years” mailer

If the properties “HOT” host a 24-hour open house!

Build an LP with all the details of the listing sale For pre and
post marketing.

Do an Instagram posts “How many buyers will write an offer
on this home?” and “Guess what this sold for?” with prizes.

How we did it Mailer (aka a just sold mailer) with a QR code.

2 ROADMAP TOUR



@kristijencks

Let the Robert Mack Group help you @ |
with your next BIG lifestyle change... realty
ROBERT MACK GROUF Mot ?

Robert Mack

Broker Associate

(949) 209-7309
robertm@robertmackgroup.com
www.robertmackgroup.com
CalBRE: D1734565

intended o salicit isted property. If your property is currently listed for sale with a ase disregard. Equal Housin

Who you work with matters!

;s';—: > A home is worth what a buyer is willing to pay for it. The wrong agent and the
““g’;\ wrong strategy will cost you thousands of dollars. Call Robert Mack if you're

interested in selling while the market is still in your favor!

Request your free home evaluation
with NO STRINGS ATTACHED -

SCANME

2 ROADMAP TOUR



How do | turn one into 2 listings?

Invite all neighbors to your next “Home Selling Seminar”.

A letter (hand addressed and hand stamped) magic buyer letter.
We have more buyers and no inventory.

@kristijencks

. “Did You Hear About Your Neighbor” mailer with a QR code

2 ROADMAP TOUR



@kristijencks

Will You
Dolt?

L@ RoADbMAP TOUR



2024
ELITE
RETREAT

STEPHANIE

Yyounger

@Compass
Los Angeles




The MONEY is in the
Landing Page!



YOUR NEIGHBOR
gIsTEsSoLD $119,000
OVER LIST PRICE!

HERE'S THE
STORY wus

=

YOUR NEIGHBOR CALLEDL

Us... -

..looking to make a move out of state, and
wanting to maximize the value of their

hama

AA @ stephanieyounger.com

> (T

HERE'S THE
ST O B Yoou

YOUR NEIGHBOR CALLED
us...

..looking to make a move out of state, and
wanting to maximize the value of their
home.

WE GOT TO WORK Q

Our project manager created and execute
plan focused on strategic home
improvements.

0% FINANCING

Our clients didn't have to come out-of-pocket
for their home makeover by using our
interest-free financing.

A BUZZWORTHY LAUNCH

Our marketing team created a special ev.
that attracted 120+ active buyers.

MULTIPLE OFFERS
3 days after the launch event we received 8

@ stephanieyounger.com Private

@TomFerry

MASTERFUL NEGOTIATION

Our listing team used an offer deadline to
create urgency and countered the strongest
offers on price and terms.

FAST & EFFICIENT ESCROW

Our escrow team handled every step of the
process and was able to close in 12 business
days - 50% faster than usual.

L%

SUECCESSFEUL CLOSE

Through our comprehensive process and
team of specialists, we helped our clients
achieve 25% more per foot than the most
recent comparable sale.

8429 REGIS WA X

QOur team's marketing strategy and ‘.
implementation resulted in these swec

results;

@ stephanieyounger.com — Private




8429 REGIS WAY

Our team's marketing stratedy and
implementation resulted in these sweet

results;

$119,000

Over The Asking Price

11

Offers

8

Days on Market

$1,418,429

Sold Price

$1,189

Price Sold Per Sq Ft

& stephanieyounger.com Private

48,6735

Total Media Views

DO YOU HAVE A
SIMILAR GOAL?

Let's chat.

-

By providing The Stephanie Younger Group your contact
information, you acknowledge and agree to our Privacy Policy
and consent to receiving marketing communications,

& stephanieyounger.com Private

@TomFerry.




@TomFerry.

5,700
mailed.
1952 scans.

37 full
form fills.
1.89%




2024
ELITE
RETREAT

STEPHANIE

Yyounger

@Compass
Los Angeles




@kristijencks

How do | turn one into 2 listings?

Invite all neighbors to your next “Home Selling seminar”.

A letter (hand addressed and hand stamped) magic buyer letter.
We have more buyers and no inventory.

. “Did You Hear About Your Neighbor” mailer with a QR code

. Circle dial around recent listings sold. "Did you hear about
your neighbor?”

. Social/display ads. YouTube ads about the story of selling the home

. Call every FSBO/Expired near by “Did you see what happened
to 1272 Banana street?”

2 ROADMAP TOUR



“Hard work never killed a man,
men die of boredom,
psychological conflict and disease.

David Ogilvy



Great Marketing in Like Lasagna

Its all
about the
av r



ks

@kristijenc

BUILD YOUR LISTING FLYWHEEL

@ ROADMAP TOUR



What's Coming Soon
to Tomm



The Viral
Listing Strategy

2 ROADMAP TOUR



2024
ELITE
RETREAT

Coach
Mereditn
Fogle

Q
;-..Gaithersburg, MD

The Meredith Fogle Team | The List Realty
4.6M

190M
326

@kristijencks
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What will
| add?




Where ELSE Does
FRONTLOADING
Begin?

2 ROADMAP TOUR
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Diapers

Death

€ & E

Diamonds

Divorce

&)

Diplomas

Defaults

€ & E

D'Relocation

.@ ROADMAP TOUR




How much Repeat & Referral Business
Should | be doing? - The Formula

My total # of clients and Sphere
(not including my prospects) =

5% will buy/sell in 2024 =

5% will Refer me Business in 2024 =

My Target for R&R Transactions =

cks

@Krist

2 ROADMAP TOUR
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Homeowners ask about the market,
Sut what they really want to know...

“Is my equity safe?”
“Appreciation or depreciation?”

& “How will this market effect my
future plans?”

@kristijend

2 ROADMAP TOUR




RATES
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@kristijencks

JAN

FEB

MAR  APR MAY  JUN JUL AUG SEP OCT

MARKETING & LEAD GENERATION PIPELINE
2 ROADMAP TOUR

NOV

DEC




Want the easiest
way to deliver
value and elegantly
discover who's
considering making
a move?

rrrrrrrr



/
OO0

How much equity did you gain in 20237

I'm setting aside a few hours this week to put together
home equity reports for my clients.

These reports are more comprehensive and accurate
than what you'd get from an online tool.

Can | send you one for your home?
Let me know!

Happy New Year,
Jimmy

2 ROADMAP TOUR
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@krist
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Chicago Roadmap
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Subject Line: Name your price

Hi Jimmy,
Could you finish this sentence for me?

"If | could sell my house for |
would list my home this fall. | can't wait to hear your

answer J..

2 ROADMAP TOUR
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Only

new listing,
Imagine if She
Actually
Followed

Up? W/ ¢



Would

you sell
before (X)
date?

-

OO0

Subject Line: Before April 15t?

Hi (name), This may not be for you, but if | could
sell you home for 7 to 10% more than your Zillow

zestimate, would you sell before April 15th?

If you're interested, lets connect,

Tom Ferry
Your Agent

2 ROADMAP TOUR
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Subject Line: An offer you can't refuse? Ask a Question That
Starts the Conversation

If a buyer offered you more than 15%
above your Zestimate, would you sell?

f\ rrrrrrr y \
7/ ROADMAP TOUR \



Direct Response Adventising "URAYTOR

Subject Line: How much profit will you actually get if you sell your home? PalmAgent OME

Most people use tools like Zillow to find out how much their home is worth.

But here's something you might not know... =

paimAgent ONE v

gring to Closé

Loan petails

As a professional real estate agent, | can accurately calculate how much
you will actually profit after a sale.

Monthly Payment

This is called a Net Sheet.

| offer this as a free value add for all my clients. oding Cost s $72,757
5 Mutiple Offer® '
Would you like one for your home? et at Close

.00
$2,031.78 @ Down $52,700

$1,185.75

o P&l 48,347.24

Prepaids
00 Taxes 11,709.50
SA78 2 @ Insurance $298.63 Fixed $

PMI @ $177.86

§52700000
0.00

TomFerry es Price
2 ROADMAP TOUR e

we
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Add Address Options Vv



Direct Response Adventising "URAYTOR

Most people use tools like Zillow to find out how much their home is wol

But here's something you might not know...
IE v

As a professional real estate agent, | can accurately calculate how muct - [ Loan Detalls
you will actually profit after a sale.

3ring to Closé

L afFel@Le{dlfthQ@ﬂt ONI= 7275

0))]]5
Wouuiu yuu ke one for your home?

$52,700.00
saids —— $8347.24
d $11,709.50

Chicago Roadmap

gales P1e® ™ 1\
; galance 4 3\3"183 = Detailed Closing Costs
3\66-‘3‘ owe 5353\’2 00
@ Prof :
cos's = 69 s VvV
Closing 478199 Add Address Options




Want the easiest
way to deliver
value and elegantly
discover who's
considering making
a move?

rrrrrrrr



$1,849,000 2bd 2ba 1,461 sqft
406 Marlborough St APT 4, Boston, MA 02115

Off Market Listing Off Market Listing

Est.: $12,219/mo /' e Get pre-qualified

@ ROADMAP TOUR




@ ROADMAP TOUR

Y

Hi Stephen,

| was on Zillow earlier today looking
for a few properties in your
neighborhood, and | thought I'd
check out your home's Zestimate.

They estimate your home's value is

$1,849,000.

$1,849,000 2bd 2ba 1,461 sqft
406 Marlborough St APT 4, Boston, MA 02115

Off Market Listing Off Market Listing

Est.: $12,219/mo /' e Get pre-qualified
| have my opinion, but I'd love to

hear your thoughts. What do you
think?




FROM SEPT TO DEC 2023

2,394 clients
413,963 /-Cma |

‘ext

19,451 Listing Appts Scheduled

@kristijencks

4

TomFerry

ROADMAP TOUR

Jimmy Mackin

While the restof the industry is
complaining about inventory,
inflation, and inventory - we've
helped our clients generated
nearly $100,000,000 in
commission since the launch
the 100k in 100 days




"What happens if | DON'T

deliver value with
everyone in my phone?”




cks

@kristijen

Listen Up!

How many people do you know (neighbors, relatives, friends,

acquaintances, people you know from your kids'school, your church,
etc.)who are real estate agents?

15% 347 29%
17% 4%

11-20 210or more

2 ROADMAP TOUR



What are you
thinking?



What am |
Committed to?

2 ROADMAP TOUR
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Dlana

MATICHYN

Q@ DEERPARK,IL
&= COLDWELL BANKER REALTY
o7 PHILGERDES

GCl 3 Years Total:
Volume 3 Years Total:

% Units 3 Years Total:

@kristijen



(>  SPEAKER
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@ ANNAPOLIS, MARYLAND
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All Great Businesses (agents) have 5 things in common...

1. A Great Brand!

2. A Great Product!

3. Great Marketing & Distribution!

4. A Great People!

5. A Great Operating

G
‘ 2 ROADMAP TOUR



HOw are you
Differentiating
Yourselt?

&& ROADMAP TOUR
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Be The “Standout” Agent

2 ROADMAP TOUR



PRICE

BRAND

SYRNEINSINE)




My face, it's me
My words, my stories
My tone, how it makes people feel
My reviews/reputation/track record
My distribution - where & how often
' (e¢/ The body of my work - in all mediums
5 It's what my clients say about you (W.0.M.A.N)

‘ Z ROADMAP TOUR




Where am | Famous?

What am |
known for?



SHANHON KEN
GILLETTE 1741 4
SOCIAL ~ BILLBOARDS TELEVISION MAILERS RADIO ADS VIDEO

—— @kristijencks
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Vincent

KESSEL

Q@ JUPITER/PALM BEACH AREA, FL

—

== COMPASS
7 KESSELLUXELIFESTYLES

2022
Invested:
RDC Volume
RDC GClI:

2023

= Invested:
LﬁRDCVdume
® RDC GCl:
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Be so good they
can't ignore you.



ks

@kristijenc

YouTube Commercials
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SHANE BURGMAN
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How else can |
Ditferentiate Myself?

S
‘ 2 ROADMAP TOUR



Answer this about your Brand...

“What am | FIRST in our market to do”

“We're the ONLY (x) to (y)”

“We are the most (x) in (city/community)”

2 ROADMAP TOUR
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@kKrist

“We're the FIRST to offer a Guaranteed Sale”

“I'm the ONLY agent to Pay For Your
Pre-Selling Home Improvement”

“We are the most REVIEWED Team
in North-West Houston”

@ ROADMAP TOUR
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Its the tale of the two

2 ROADMAP TOUR



What are you
thinking?



What am |
committed to
regarding my
Brand?

@ ROADMAP TOUR




Questions?









JIMMY

Mackin




SHoUB[NSIIN®



Interested

Committed?

2 ROADMAP TOUR



What are you
thinking?



@kristijencks

Break

L@ RoADbMAP TOUR



“What's the 7'i{/[{: of Buyers Agents?”

2 ROADMAP TOUR




@kristijencks

4

TomFerry
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@kristijencks

Age

4

TomFerry

ROADMAP TOUR



7 Trends

“Smart agents & teams will begin marketing

< make buyin >

ks

@kristijenc

@ ROADMAP TOUR



Agents & Teams must Know,

Show & Demonstrate Their
Value to Buyers




Run plays
that work!

2 ROADMAP TOUR



- Show &



@kristijencks

4

TomFerry

ROADMAP TOUR

. Schedule Time to Meet for a Strategy Session
. Prepare Guide & Educational Presentation
. Meet and Discuss Goals and Non-Negotiables
. Explain Agency Relationships
. Discuss Different Types of Financing Options
. Help Find a Mortgage Lender
. Obtain Pre-Approval Letter from Lender
. Provide Resources to Research crime in
neighborhoods, school ratings, etc.
9. Provide Overview of Current Market Conditions
10. Explain Company’s Value
11. Discuss Earnest Money Deposits
12. Explain Home Inspection Process
13. Educate About Local Neighborhoods
14. Discuss Foreclosures & Short Sales
15. Gather Needs & Wants of Next Home
16. Explain School Districts Effect on Home
Values
17. Explain Recording Devices During Showings
18. Learn All Goals & Make A Plan
19. Create Internal File for Records
20. Send Homes Within Their Criteria
21. Start Showing Homes as Requested
22. Schedule & Organize All Showings
23. Gather Showing Instructions for Each Listing
24. Send Showing Schedule
25. Show Up Early and Prepare First Showing
26. Look for Possible Repair Issues While Showing
27. Gather Feedback After Each Showing
28. Update When New Homes Hit the Market
29. Share Knowledge & Insight About Homes
30. Guide Through Emotional Journey
31. Listen & Learn at Each Showing
32. Keep Records of All Showings
33. Update Listing Agents with Feedback
34. Discuss Homeowner's Associations
35. Estimate Expected Utility Usage Costs
36. Confirm Water Source and Status
37. Discuss Transferable Warranties
38. Explain Property Appraisal Process
39. Discuss Multiple Offer Situations
40. Create Practice Offer to Help Prepare
41. Provide Updated Housing Market Data
42. Inform Showing Activity Weekly
43. Update on Any Price Drops
. Discuss MLS Data at Showings
45. Find the Right Home

ONOUVhAhWN =

. Determine Property Inclusions & Exclusions
. Prepare Sales Contract When Ready
. Educate on Sales Contract Options
. Determine Need for Lead-Based Paint Disclosure
. Explain Home Warranty Options
. Update Pre-Approval Letter with Each New Offer
. Discuss Loan Objection Deadlines
. Choose a Closing Date
. Verify Listing Data Is Correct
. Review Comps to Determine Value
. Prepare & Submit Offer to Listing Agent
. Negotiate Offer with Listing Agent
. Execute A Sales Contract & Disclosures
. Once Under Contract, Send to Escrow Company
. Coordinate Earnest Money Wire Transfer
. Deliver Copies to Mortgage Lender
. Obtain Copy of Sellers Disclosures
. Deliver Copies of Contract/Addendum
. Obtain A Copy of HOA Bylaws
. Keep Track of Copies for Office File
. Coordinate Inspections
. Meet Home Inspector at The Property
. Review Home Inspection
69. Negotiate Inspection Objections
70. Get All Agreed Upon Repair Items in Writing
71. Verify any Existing Lease Agreements
72. Check in With Lender To Verify Loan Status
73. Check on the Appraisal Date
74. Negotiate Any Unsatisfactory Appraisals
75. Coordinate Closing Times & Location
76. Make Sure All Documents Are Fully Signed
77. Verify Escrow Company Has Everything Needed
78. Reminder to Schedule Utilities Transfer
79. Make Sure All Parties Are Notified of Closing Time
80. Solve Any Title Problems Before Closing
81. Receive and Review Closing Documents
82. Review Closing Figures
83.Confirm Repairs Have Been Made by Sellers
84. Perform Final Walk-Through
85. Resolve Any Last-Minute Issues
86. Get CDA Signed by Brokerage
87. Attend Closing
88. Provide Home Warranty Paperwork
89. Facilitate Transfer of Keys and Accessories
90. Close Out File




90 Ways We
Serve You




@kristijencks

90 Ways We
Serve you

* Courtesy of The Svelling Group
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@kristijencks
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@kristijencks

27 Terms Negotiation



- Show &



- Show &



THE TYPICAL RESIDENTIAL
REAL ESTATE CLOSING PROCESS

* Municipal Inspections Completed Obtained by Seller * Lender Issues Firm Loan Commitment

* Seller Makes Agreed Upon Repairs * Mortgage Contingency Satisfied

* Inspection Contingency Satisfied + Buyer Clears Mortgage Conditions

* NJ State Well Test by Seller * Survey and Title Work Ordered by
Buyer's Attorney
2% s Negotiated
pecRponcems Nego * Buyer's Attorney and Lender Finalize
's Appraisal Completed Closing Documents
vection Completed * Buyer Obtains Home Owner's
Insurance Policy
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Actions:
Brainstorm with Coach & Mastermind Partners

Modernize my Buyer Consultation
Implement a Buyer Agency Agreement
Create a list of “what you do” for clients
'Practice "like your income depends on it”




"Where do you need to improve

your buyer agency/buyer
consultation?”
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What has to Change
In order too

my listing attraction,
marketing &
prospecting?

%
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What has my lack of

consistency cost me?
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The Addiction to...
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THE PAST
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The Addiction to...
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The Addiction to...
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Do | believe I'm capable
Q: of doing more

business?
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2,094 7404 10,85/

Agents Listings




What’s included

> will help you

t more listings.

eads.com is your go-to source for all the marketing

'S campaigns you need to attract more listings.

Show Me What's Inside
897+ top agents have subscribed

in Listing Leads

You'll get instant access to the

8 Wewill help you get best listing attraction

more listings.

s sar o @ Text Scripts
® Direct Mail Templates

sales campaigns you r

attract more listings.

Show Me What's Inside

&2

Email Campaign

( g ) ® Social Shareables

with new drops every month.
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Email Campaign

Subject: How much equity did you gain in 2023?

®
EqUI y Up date I'm setting aside a few hours this week to put together home

equity reports for my clients.

L
Ne V‘/ Year E I I I all These reports are more comprehensive and accurate than what

you'd get from an online tool.

Can | send you one for your home?

Let me know!

Happy New Year,

Jimmy




WAL Q TS UiE TEYUSowW
started pouring in. | have at leas
25todo

Curaytor Marketing I... _ 7221 ™

Curaytor Mastermind

&

< a Curaytor Mlmlnd

| want every #cbud to hit the Jimmy Mackin - 1d - &
ground U You, Amit v Bhuta and 36 otners Our team has set 9 appts so far Vs

Most recent - — from the email! We sent to
Eva?n Whaley 5 Responses, 4 Christina Sanchez Hood Apr engaged leads and past clients, S Bont thie il vastocuey st
® This email was gold! 10 responses, 9 CMA CMA requests so xm::m:‘:::::;m'm Got 5 CMA requests all of our appointments set so far \xl:(w[m ]r minutes t)~‘|>ln~(uv:-'.:u
H H 1 n: T, . . . started pouring in. | have at
requests, and one highly interested seller far! Great email, s €) i thefirst hour! have been from past clients. i
so far. ©)  @Jimmy Mackin! . ek Boom! Love it! Let's

N 1 & s A © ’ keep building

v

Congrats to everyone's success!

va H1 & 16 Love Reply 20

2m Love Reply 10

ﬁ Beth Duval Scharwath Joe

dang it Joe Mackin everyone is opening | sent the email on Tuesday to
1,100 past clients and
prospective sellers in Lofty and
got 25 responses in about 18
hours. | spent Wednesday and
Thursday handcrafting 256 CMAs
along with Loom screenshare
videos using Highnote. Looks like
maybe 2 of them will list with me
in the next couple of months. All
of them thought | had great

‘ timing.

Vs

the email and wanting CMAs. I'm going
to be up all night. %

6h Love Reply 209

Just got 2 replies
asking for CMA.
Bonus is that one of
the 2 replies just
asked if | wanted 4
club level tickets for
Rockets/Nets game
tomorrow.

10 responses total between email
and instagram story

%' Wendy Herndon Vs
Beth wow! Loveit. %

Justnow Like Reply

Subject: How much equity did you gain in 2023?

# 1 wendy Herndon
Beth, that's awesome... how many
requests so far? &

I have 7 responses so far within 2
“ hrs of sending this.

I'm setting aside a few hours this week to put together home

57m Like Reply

equity reports for my clients.

T2

)

& Beth Duval Scharwath
Wendy Herndon 8 I think.

va ©

Justnow Love Reply 10

These reports are more comprehensive and accurate than what

Brian Slivka
3¢ Let's do it Jimmy Mackin ! As a follow
up to the "how much equity " email | sent t
527 people yesterday. So far...6 CMA
requests with 2 folks thinking about selling
and buying...Pure gold . §

you'd get from an online tool.

a Jacobe Kendrick
Jimmy Mackin 3 responses and 3
request so far.

Can | send you one for your home?

3h Love Reply 10 Let me know!

32m Love Reply 1

Brad Winter
7 responses , 7 CMAs , 2 Scheduled
meetings % %

1Th Love Reply 20

? Curaytor Mastermind oo X
<

g Amy Stockberger - 46m - &
UMMMM.... so the infamous equity email was sent
minutes ago and have 12 yes's so
far....DAMNNNNNNNNNNNNNNNNNNNN!!! Thanks
#jimmymackin

Happy New Year,

Jimmy

View Insights 25 Post Reach
Naomi Selick 129PM (1hourago) Yr €} A  anell stuckwisch Q03 2 comments
tome v g Yes, please! | am at 40 and counting... O Love Q) comment (2 Message
Brilliant, Jimmy Mackin
Hi Jimmy - | have to admit, | was skeptical that it could be that easy, but | just sent this email and got 2 ah s Reply 10 Jimmy Mackin
responses within 5 minutes! That's 2 listing leads over $2M in a very tight market! AHAHHH
Like Reply

2) Wendy Herndon

Janell ¥ & &

‘ timmyv Mackin



@ Stepl

Go to https://listingleads.com

@ Step?2

Create an Account and Choose Your Plan

@ Step3

Get Access to 50+ Listing attraction campaigns
with new ones added every month
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Win
More

Listing
Leads
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What are My Top 3

Personal Goals
for Q1/Q2?



SHoUB[NSIIN®



1. Your Business Results - $5mil in volume closed
. Volume, Transactions Closed, GClI, After Tax Profits

2. Scaling Trust & Likeability - Send 300 CMA's

- Reach, Followers, Referrals, Inbounds, Business
Opportunities Generated, Recognition

3. Goal for a Bold # of Appointments - Goon 20 LA's
. # of Initial Buyer Consultations
- # of Listing Appointments

2 ROADMAP TOUR



@kristijencks

UNITS & GOALS BY QUARTER

With your goals now established, it's time to delve into the
seasonality of your business

Projected Units Sold per Month and per Quarter

Quarter1

Quarter 2

i
&N
S
&N

-
—
—
—
—
-
—
—
)
=

Quarter 3

>
(=
(=]
=
12}
-

]

Inin

September

October

November Quarter 4

!

December
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"Remempber, if it's not
N My schedule,
It doesn’t get done!’




De5|gn my day

A morning routine that fires you up! - (capture on social)
 Exercise
» Mindset - Gratitudes, Prayer, Learning, Check-ins

Office at the same time (Discipline)! - (capture on social)
Business morning routine

* Daily hot sheets - (capture on social - “Did you know?”)

* Role play

« 5/5/4/2

Managing your business, transactions, marketing
— (capture on social)

Going on appointments
— (capture on social)

2 ROADMAP TOUR



WAL
/
* //1 \\
a.

SYRNEINSINE)



most
checklists
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Daily Checklist

Powerful morning routine

Market intelligence (daily hot sheets, showing time, interest rates)
(Team) huddle-up (what’s our outcomes for today?)

(Team) role play (objection) handling & sell like Oprah

Hours of Power | Follow-ups (5/5/4) & post that | did it!

Meet with my TC/assistant & review all under contracts
Pending/Listing check-ins

2 social posts on all channels

Afternoon follow-ups

Go on (x) appointments daily

SRR

2 ROADMAP TOUR



/
V

/
V

/
V

/
V

"

V

N

NN NN\

/
Film 1 to 2 shows | All seller’s follow-up
/
Study competition /| Manage / execute marketing plan
Review my #'s (week, month, year) | Book (x) appointments
Coaching sessions /| List (y) homes
) /
Powerful skill development | Sell (z) homes
: /
Team meeting /| Close (a) houses
/
Review projects (Do/Doing/Done) | Preview properties for clients
/
Project “do” time (working on my business) /| Virtual / open house / mega open house prep

2 ROADMAP TOUR



NN N N N NN\

KKK KKK

Be the CEO, review everything in my business!
Review plan to actuals (with my manager/coach)
Budget review (with my manager/coach)

Set aside (X%) for taxes

Set aside (Y%) for investment

Review next month / quarter marketing campaigns
Review the monthly results & action plans for next!

2 ROADMAP TOUR



“We rarely rise to our goals.

We always fall back to
our SYSTEMS, STRUCTURE
& STANDARDS.”

2 ROADMAP TOUR




Create our
dashboard &
weekly review

No more than 16 #'s that
determine




@kristijencks

Re-Set Our Weekly Dashboard

$ Revenue = . A.L.Volume =

Profit $ + % = . Coming Soon/Volume =
Closed Volume = . New Leads Generated =
Closed Sales = . New Listing Appts =

Pending Revenue = . LA Conversion % =
Pending Volume = . New Buyer Appts =
Pending Sales = . Buyer Appt Conv % =
Active Listings = . New 4.8 Reviews =

2 ROADMAP TOUR



How can we install




Re-Set Our Marketing Weekly Dashboard

Web Traffic =& or . Cost Per Appt =
New Seller Leads = . # of contacts against marketing =

SOl/Clients = . Email newsletter results =
Mail = .« Openrate =

Email = « Click Throughs =

Text = « Response rate to CTA =

Social = Social results by channel =
Google =

. Open House Traffic =
« # of opens =

Appts from marketing = - # of contacts added =

« # of appts generated =

New Buyer Leads =

Speed to Contact =

2 ROADMAP TOUR




Make
Data-Driven

VSs.
Decisions!
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Get It Up & Visual!

L2 *oromar Tl l %




Jamie McMartin
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@kristijenc

"Focus!”
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What - Do

Rockstars Use?




@kristijencks

CRM/ESP - Boomtown or Follow up Boss

Your Branded Site - Agent Image

ESP - BombBomb, MailChimp, A Weber, Convert Kit (2)

Tracking the #'s - Sisu, cte, excel, visual scoreboards in your office
Automating Social - Socialsprout or Hootsuite (@KCM + Canva)

Digital Lead Gen - Realtor.com, Google (BP, PPC), FB, YouTube + Ref
sites, Espresso Agent, HiFello, ListingLeads.com (Coming soon!)

2 ROADMAP TOUR



10.

11.

12.

13.

@kristijencks

Lead Nurture - CRM/email + Ylopo, Structurely

Tracking Marketing - CallAction + Google Analytics
Transaction Management - Your brokerages + Transactly
Project Mngt - Trello, Asana, Monday + Google Docs
Communication - Slack

Secret Weapons - ChatGPT, LandGlide & @PalmAgent!
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Whatam |

Committed to?




ks

@krist

//\@TomFerrym
SUCCESS SUMMIT

2024

Dallas, TX
August 27-29, 2024

tomferry.com/SUMMIT



For things
to change



Things have -
to change -




2 ROADMAP TOUR

SHoUB[NSIIN®




What if | added
on Listing Attraction
Sources?
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Ai Everywhere



@kristijencks

A

Sy Past Clients & Sphere

Geographic Farming

SMArbitrage Sellers (Z, RDC,

SOLD, Homelight) sites

Circle Dialing / Door Knocking

Around Recent Sales

SMExpired Listings



6 Strategies to Experiment w/...




What am | Listing
Sources am |
committed to add?
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All _(agents) have five things in common...

1. A Great Brand!
2. A Great Product!
3. Great Marketing & Distribution!

4. Great People!
5. Great Operating System!

@ ROADMAP TOUR



Run plays
that work!
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@kristijencks

1. It all starts with the selection of your farm(s)

« Consider adding your past clients and sphere to maps.google to
identify which communities you have relational leverage in?

 How many can | manage (budget)

« What's the annual TO & how much commission income has the farm
created in the last 2 years?

2. Know your farm! (MLS + Remine + Propstream)
« Boomers/matures/2 story homes
e Bought during the pandemic (80% compromised)

2 ROADMAP TOUR
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Geographic farming

Plan a direct mail blitz for the first 90 days. Three pieces a
month for the first 90 days. (market updates, testimonials,
QR code offers, recent sales of yours)

Schedule community events.
a. Book donations, recycle opportunities, shredding events
b. Any major or minor holiday
c. Back to school, end of school
¢ d. Ice Cream Summers, movie nights

@kristije

2 ROADMAP TOUR




@kristijencks

Geo Farming Works!

.
W
A
5%)
\?%
,g‘.}
{ ‘

IS THE HOUSING MARKET
GOING TO CRASH?

Market Update With Dave Robles

2 ROADMAP TOUR
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ASK your
title partner!

SEoaRaRTO0R



@kristijencks

2023 Year in Review

213 Flights

84,300 Agents Trained
12,775 Blueberries &
20,200 Zoom Minutes
216,000 Coaching sessions
6,480,00 Minutes coaching
19,451 Listing Appts (12 wks)

$79.2 Billion in Volume

| celebrated 2 decades in business
& 30 years of marriage with my
wife Kathy *°

2 ROADMAP TOUR
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QR Postcard Stats (EDDM)

Black

13,000 Delivered
282 Responses
132 Contacts

9 Appointments
7 Listings

Orange

10,000 Delivered
265 Responses
92 Contacts

6 Appointments
3 Listings

Generated 10 listings and 2 buyer
deals.
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ZMA, ZVA, CMAs "URAYTOR

Would you sell
4bd 4ba 5,044 sqft for 10% more
11 Grant Drive, Bedford, NH 03110 than this? Text

me at

Closed 617-921-5263

Est. refi payment: $11,129/mo @ Refinance your loan




Would you sell
4bd 4ba 5,044 sqft for 10% more

than this? Text
me at
Closed 617-921-5263

Zestimate®: $%463,900 Rept Zestimate®: $8,101

Est. refi payment: $11,129/mo e Refinance your loan

11 Grant Drive, Bedford, NH 03110

@kristijencks
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Yellow
Letters
Complete.com

%4

n NE\/““O" \Q‘uf On
uth®

\“/ (4N 44"\,\1 oaye

There ave 20,50b P\ea\+of5®
I to tell you the t

brave enoug

S (= g Lo N
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Geographic Farming
Highest Performing Mailers
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Nearly 1 in 4 consumers
plan to sell their home in
the next 3 years

According to a recent Zillow survey of homeowners like you



Finally, some encouraging news

If you are one of the 23% of homeowners contemplating
selling, the first step is to request a comprehensive home

value report. Start here
or call 562-427-5156 \ @ E

||||||||||||||

2 ROADMAP TOUR



8z

Your neighbor recently entrusted my team with selling their home at 14556 W 3rd Ave.
Zillow estimated their home value at $717,500. We sold it for $820,000! That’s a $102,500
difference.

The Truth A —

v - a $759,000 - $874,000

Strategy — :

Anytime a home sells in your neighborhood, it has a big impact on your home’s value.
However, you can't always trust Zillow to get your home’s value right.

Would you like me to prepare a professional home value report for your home? Feel free to
call, text, or email me today.

Sincerely,
Jdy
Jacob Stark - . . ,
REALTOR® at 8z Real Estate j@? See how we did it by scanning
303-997-0634 z"",}{~ 4 the QR code or visiting
jacob@selling303.com @fﬁs selling303.com/thirdave

J oA : | -

www.selling303.com

P.S. Curious what your home might sell for in today’s market? Get your home value at:
*This is only an online estimate. Please call me for a more detailed and accurate analysis.
P.P.S. We have three more listings coming very soon, all in Littleton. If you have friends or

family that would like to be in the area, have them reach out so we can keep them posted
on when these will be hitting the market!




ZMA, ZVA, CMAs "URAYTOR

Your neighbor recently entrusted my team with selling their home at
14556 W 3rd Ave. Zillow estimated their home value at $717,500. We sold

A | ' 1
it for $820,000! That's a $102,500 difference. Relevant Hook




Your neighbor recently entrusted my team with selling their home at
14556 W 3rd Ave. Zillow estimated their home value at $717,500. We sold

it for $820,000! That's a $102,500 difference.

Mome velues Vv tyear Syears 10 years Home value

Post-sale Zestimate

Zestmate range

$759,000 - $874,000 ;

Last 30-day change

-$1,648

Zestimate per sqft

$206

—(_Add Visual Proof )




/ @ Last 30-day change
- - 816,500
- - Post-sale Zestimate SE——

$206

Anytime a home sells in your neighborhood, it has a big impact on your

home's value. However, you can't always trust Zillow to get your home's
value right.

Would you like me to prepare a professional home value report for your
home? Feel free to call, text, or email me today.

Sincerely,

<

Tell Them
Why
They Should
Care




/ g Last 30-day change
e 816,500
—*- - Post-sale Zestimate Sessmans per a2

$206

Anytime a home sells in your neighborhood, it has a big impact on your

home's value. However, you can't always trust Zillow to get your home's
value right.

Would you like me to prepare a professional home value report for your
home? Feel free to call, text, or email me today.

Sincerely,

4

Response CA

( End with Direct

)




Anytime a home sells in your neighborhood, it has a big impact on your
home's value. However, you can't always trust Zillow to get your home's
value right.

Would you like me to prepare a professional home value report for your
home? Feel free to call, text, or email me today.

Sincerely,
» J
’ Ato
Jacob Stark 2y ' o ’
REALTOR® at 8z Real Estate r:":thh- ﬂi" See how we did it by SCAnhing
303-997-0634 ol L the QR code or visiting
jacob@selling303.com F-c-:-'l':‘.'}' selling303.com/thirdave
www.selling303.com Oty L

<

Drive Them to
a Landing Page




Jeely

Jacob Stark &{- r
REALTOR® at 8z Real Estate 1@?&.‘& See how we did it by scanning
303-997-0634 'E | % the QR code or visiting

F.‘;r l :

jacob@selling303.com selling303.com/thirdayve

www.selling303.com

P.S. Curious what your home might sell for in today's market?
Get your home value at: www.selling303.com/myhome

*This is only an online estimate. Please call me for a more
detailed and accurate analysis.

- a

—( Home Value CTA )




ZMA, ZVA, CMAs "URAYTOR

selling303.com/thirdaye

www.selling303.com

P.S. Curious what your home might sell for in today's market?
Get your home value at: www.selling303.com/myhome

*This is only an online estimate. Please call me for a more
detailed and accurate analysis.

P.P. S. We have three more listings coming very soon, all in
Littleton. If you have friends or family that would like to be in
the area, have them reach out so we can keep them posted
on when these will be hitting the market!

Ask For a Referral




@kristijencks

260+

HOMES SOLD

WHAT WOULD A
BUYER PAY FOR JUDY MICHAELIS
YOUR HOME? S nel B

Find out what your home is worth by 28 ' EARS

scanning the code to the right. SCON T CAMERA OF PROVEN EXPERIENCE

COLDWELL BANKER

LET’S CONNECT

e to call, text, or email!

203-247-5000
judy@judymichaelis.com
(©) @judymichaelisrealtor

€) @westportrealestatebyjudymichaelis
3 westport Real Estate by Judy Michaelis

SCAN WITH CAMERA
@ www.JudyMichaelis.com

JUDY MICHAELIS

cooweLL Banker ~—— GROUP —
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OVER 500 HOMES SOLD IN THE PASTYEA!P f . “— Selling in

| DOGRUL

e an Annandale

THE MARKET IS CHANGING!

Join our FREE Seller Seminar
to gain valuable information

PRESORTED STANDARD
U.S. POSTAGE

Ny . . PAID

© Why some homes still sell with multiple MERRIFIELD, VA

offers and some don’t PERMIT NO. 1898

9106 WINDFLOWER LN
List price: $899,888 List price: $1,979,888

- Sell on Your Terms, Your Timeline, Your Price!
© Where the market is heading in the next Call Us Today 703-952-3425

6 to 12 months

Local
Postal Customer

Scan the QR code for dates and
to reserve your seat or call

Lunch will be provided. Seating is limited. List price: $774,900 Sold price: $1,250,000
3918 Prosperity Ave. #114, Fairfax
703) 952-3425 Scan the QR Code or Call
=4 703-952-3425 to get your
teamdda.com gety

o, )
-
SROKEREDNY : BE
DOG RUL er GTONAY = ll H m @ 13 0 monthly distribution. 3918 Prosperity Ave. If your home is listed E 'NE_w home value
. OUlUDe yeairor ¢ v

ASSOCIATES TE REALTY 2021 other Realtor, this is not a solicitation of that listing.

encks

=

@krist

TomFerry
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8A Sold Pric
35 $530,000
5.5 $960,000 $930,000
508 $1,350,000
4 $625,000 $680,000
35 $995,000  $995,000
3 $650,000 $625,000
3 $674900  $737,000
35 $499,000  $522,500
25 $520,000
25 $795,000
3 $975,000
$549,900
$377,000
$1,250,000 $1,250,000
$455,000  $450,000
$352,500  $352,500
5274900  $285,000
$850,000 $875,000
$835,000  $860,000
$837,000 $830,890
$825,000 $820,000
$789,000 $800,000
$1,049,000 $1,050,000
$699,000
$709,900  $695,000
$699,900 $710,000
$769,900  $869,000
$899,000  $897,500
$824900  $826,000
$500,000  $530,000
$515,900 $515,900
$289,000 $289,000
$675,000  $640,000
$850,000 $875,000
$649,000  $649,000
$695,000 $687,000
$789,500 $780,500
$652,000  $665,000
$949,900  $940,000
$775,000  $775,000
$875,000  $875,000
$262,500 5262,
$210,000 $225,000
$799,900  $820,000

Neighborhood s Address
AMERICANA FAIRFAX TH- Interior 4929 Saugquoit Ln
ANNANDALE ACRES Colonial 7321 Auburn St
ANNANDALE ACRES Contemporary 7302 Byrneley Ln
ANNANDALE ACRES Rambler 7324 Auburn St
BROOK HILLS ESTATE Colonial 5113 Philip Rd
CAMELOT Split Foyer 3715 King Arthur Rd
CANTERBURY WOODS SplitLevel 4826 King Solomon Dr
CAVALCADE TH- End 4460 Limelight Ct
CAVALCADE TH-Interior 4473 Edan Mae Ct
CHESTNUT HILL Contemporary 4105 Duncan Dr
CHESTNUT WOODS Rambler 8235 The Midway
CRESTWOOD MANOR Split Level 7106 Cindy Ln
FAIRFAX HERITAGE TH- Interior 4462 Forest Glen Ct
GALLOWS ESTATES Contemporary 7816 Wendy Ridge Ln
GLEN HOLLOW Condo 7253 Glen Hollow Ct #3
HERITAGE COURT Condo 7908 Inverton Rd #102
HERITAGE COURT Condo 4416 Island Pl #104
HOLMES RUN VILLAGE Colonial 7824 Thor Dr

LONG BRANCH Colonial 9012 Windflower Ln
LONG BRANCH Colonial 4829 Tabard Pl
OAKHILL Rambler 4716 King Carter Ct
PLEASANT RIDGE CapeCod 3728 Hummer Rd
PLEASANT RIDGE Contemporary 3728 Linda Ln

RED FOX FOREST Split Level 5136 Linette Ln
SANPINE SPRINGS Colonial 6464 Gainer St
SHAMROCK HEIGHTS Rambler 7806 Rebel Dr

SLEEPY HOLLOW RUN Rambler 4215 Sleepy Hollow Rd
SLEEPY HOLLOW WOODS  Bi-Level 3717 Forest Grove
SLEEPY HOLLOWWOODS  SplitLevel 6745 FernLn
STRATHMEADE SQUARE TH- ior 3223 Viscount Ct
SUNSET VILLAGE TH-Interior 4918 Van Masdag Ct
TERRACE TOWNHOUSES TH - Interior 4664 C ell Dr #177
TRURO Contemporary 8703 Pappas Way
WAKEFIELD CHAPEL ESTATES Colonial 8411 Briar Creek Dr
WILBURDALE Colonial 7131 Wilburdale Dr
WILBURDALE Rambler 7237 Wilburdale Dr
WILLOW RUN Rambler 6611 Billings Dr
WILLOW WOODS Split Foyer 4505 Sleaford Rd
WINTERSET Colonial 3814 Whitman Rd
WINTERSET Colonial 8502 Frost Way
WINTERSET SplitFoyer 3819 Poe Ct
WOODBURN VILLAGE Condo 3334 Woodburn Village Dr #23
WOODBURN VILLAGE Condo 8310 Tobin Rd #8310-22
WYNFIELD Split Level 4205 Cordell St

N e G a s e e s R N w0 s w s e s s e

BrightMLS data sold 7/7/2022-8/1/2022. This is a compilation of listings sold by all Realtors® from all companies.

Information deemed reliable but not guaranteed. Information provided as a courtesy by Debbie Dogrul Associates.

If your home is listed with another Realtor, this is not a solicitation of that i

Recent Homes Sold in Annandale

Sold
7/26/22
7/20/22

711/22
7/8/22
7/29/22
7/8/22
7/25/22
7/8/22
7/20/22
7/14/22
0722
7/15/22
7/8/22
7/20/22
7/29/22
/7122
7/8/22
7/22/22
7/11/2
7/22/22
7/20/22
7/20/22
17/22
7/8/22
7/21/22
7/11/22
7/21/22
7/7/22
7/15/22
7/12/22
72522
7/29/22
702722
7/29/22
7/29/22
7/22/22
7/20/22
7/27/22
7111/22
7/28/22
7/15/22
71712
7/18/22
7/29/22
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Hello NUGhbX,
My name iS gileen Livern and

| wanicd 0 reackh a4 to inuic

Var o flre. Prémity ovem house
at 3933 Rase Ave His Satwday

Arnl 36™. Please Stop by and say
helld! | alSo wanied to apolegize

o any hatfic or Parking ohfﬁwlhcs E -
this may cavsSe. pPlease enyn o
WP of (dffee mn ML for Hhe

in convenionie .
With Yhanks,

Ed€en Rivern
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Todd Inspiration... ®



A

The road to success is
paved with problems
well handled!
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SHoUB[NSIIN®



All _(agents) have five things in common...

1. A Great Brand!
2. A Great Product!
3. Great Marketing & Distribution!

4. Great People!
5. Great Operating System!

@ ROADMAP TOUR



Whatam |
committed to?

@ ROADMAP TOUR




@kristijencks

Questions?
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Ai Everywhere



“Weak People Believe in Luck.

Strong People Believe
- Cause - Effeet’




and do clients

see you the most?
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b

Content Strategy
for social & video.



How to “Wiilsl’ the KNOW.,
LIKE, TRUST battle!
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Share the Real "Me”

Let followers see your True Self:

Family, Travels, Hobbies,
Passion-Projects, Charities, Humor, etc.

“People like people who are just like..."”
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Hyper Local

Be the go-to resource for all-things,

your market: community amenities, local
happenings, City projects, lifestyle, etc

— Video First & Email —
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Moving to
Calgary in 2023?!
Everything you must know

BEFORE deciding.

1500 views a
of watch ti

Visibility @ Public
Monetization S On

Restrictions None

Video performance
First 116 days 1 hours

Generated a ton Of Ranking by views 10f10 >
business too! 06 iO

Impressions click-through rate (i) 51% ©)

Over 15 deals closed
and pending, and new
leads everyday.

Average view duration 4:36 @
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The Knowledge Broker

Consumers hire experts. Share concise

educational content to help followers who
may be in-market to buy, sell, or invest.

- Video + Email + Social -
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@kristijencks

YOUTUBE ROCKSTAR

3 YouTube

SUBSCRIBE ORI (R@VIIDISeISH

REAL ESTATE, THEME PARKS,
= AND ORLANDO LIFE

Subscriptions

Shorts

(3]

Library

Ken Pozek
@kenpozek

VIDEOS SHORTS PLAYLISTS COMMUNITY CHANNELS

Universal is Doing Something Special
Ken Pozek + 6.8K views * 1 month ago

Universal versus Disney World. A tale as old as time. For years Walt Disney World has dominated the headlines,
but with a massive new investment into themed entertainment at Universal, you

Videos P Playall

a4

Disney Adults Living in Living in Orlando vs. Tampa Inside TWO Celebration 4 Amazing Orlando Airbnb Is getting solar worth it in
Florida Homes (and a Weird... Neighborhoods You Need to... Florida?

Orlando 20K views * 2 weeks ago
4K views *+ 3 days ago 5.9K views * 3 weeks ago 3.6K views + 3 weeks ago 2.6K views + 1 month ago

2 ROADMAP TOUR

& Connect with Ken

Subscribed Q

How Orlando Became A
College Town

15K views * 1 month ago




@kristijencks

YOUTUBE ROCKSTAR

Subscribers: 40K+

Leads '23: 1,800

Sales '23: 202

L RoRDMAP TOUR



33 videos, you should shoot in the next 33 weeks

ks

@kristijenc



1. Ask ChatGPT - | want to film the most viral video topics that
expert residential real estate advisors should cover in (city/state)

to attract home sellers? Please give me up to 10 topics
2. Then ask it, “please write a 1-minute video script for each?”
3. Then ask, please convert it for a teleprompter.
4. Repeat for buyers.

Repeat for seniors.
Repeat for investors.

cks@ .LJ‘|

@kristijen
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My “Home Everything” Team

Photo's & Video's introducing your
“Home Everything” Team of Service

Providers. Showing the true “Full Service”
Experience you Provide!

Video interviews - Email/Social
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Social Proof

Don’t be afraid to showcase your successes

(e.g. new listings, sales, accolades, testimonials ).
Make it a no-brainers to hire (or refer) you.

— Video + Email + Social —

2 ROADMAP TOUR



Agent B-T-S

Take followers behind-the-scenes of your

business: c/osings, showings, open houses, client
events, team meetings, etc.

— Video + Email + Social —
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