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Tag Tom on your social posts

@TomFerry @Ferryintl #FerryIntl #TomFerry

@TomFerry @TomFerry @TomFerry @TomFerry @TomFerry @TomFerry @TomFerry
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Thank You to Our Sponsors
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Win 
More 

Listings!
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Thank your
title partner!

P.S. They will get you the slides!  But still take notes
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Subject Line: How much profit will you actually get if you sell your home?

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

But here's something you might not know…

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

This is called a Net Sheet. 

I offer this as a free value add for all my clients. 

Would you like one for your home?



@
kr

is
tij

en
ck

s

PHILGERDES

DEER PARK, IL
COLDWELL BANKER REALTY

GCI 3 Years Total: 2.49M
Volume 3 Years Total: 87.5M
Units 3 Years Total: 235

Diana
MATICHYN
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PHILGERDES

ANNAPOLIS, MARYLAND
THE GERDES TEAM

GCI 3 Years Total: $7.2M
Volume 3 Years Total: 272M$
Units 3 Years Total: 599

Phil
GERDES
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Jimmy
MACKIN
ListingLeads.com



@
kr

is
tij

en
ck

s

Outcomes:
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!
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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 System!
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Become More
Valuable!
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Achieve & Earn More!
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”Focus!”
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How’s the
Market?
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2024 KCM Forecast
“THE YEAR OF 5”
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§ Mortgage rates will be in the 
5’s in the 2nd half

§ 5.5 Million in Total Home Sales
§ 5% Will Be the Approximate 

Home Price Appreciation Rate
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AN ELECTION YEAR

Four converging forces impacting 2024

😳
RATE CUTS 📉
PENT UP DEMAND 🌋
LACK OF INVENTORY 🤷
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JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC

MARKETING, PROSPECTING FOR LISTING PIPELINE

RA
TE

S
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Here’s the 
Challenge
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5 Large MLS’s by Listings Sold Data

25% 70.8%

5% 38.4%

3% 31.4%

1% 20.8%
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It’s the Real Estate Hunger Games…
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How Many Listings Will 
I Take in 2024?
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What has to change in order too 
FRONTLOAD my listing attraction, 
marketing & prospecting?
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MARKETING, PROSPECTING FOR LISTING PIPELINE

RA
TE

S
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Behind the
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“Hard work never killed a man, 
men die of boredom,

psychological conflict and disease.
They do not die of hard work.”

David Ogilvy
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Q: Could I adjust my 
schedule & routines?

Do I believe I’m capable 
of doing more 
business?

Q:
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Where Does 
FRONTLOADING
Begin?
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MORE Listings, From 
my Listings?
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Coach
Meredith
Fogle
NEXT GEN LISTING SYSTEMS: 
The Blueprint for Listing Success

GCI 3 Years Total: 4.6M
Volume 3 Years Total: 190M
Units 3 Years Total: 326

Gaithersburg, MD
The Meredith Fogle Team | The List Realty
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The Viral 
Listing Strategy
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BUILD YOUR LISTING FLYWHEEL
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How do I turn one into 2 listings?
1. Email your whole data base before your next listing appointment 

“I’m about to go meet with another potential seller…”
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Convert the 
email to a 
“story” for 
even more 
engagement
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How do I 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

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

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

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

7. How we did it Mailer (aka a just sold mailer) with a QR code.
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How do I turn one into 2 listings?
8. Invite all neighbors to your next “Home Selling Seminar”.

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

9. A letter (hand addressed and hand stamped) magic buyer letter.
We have more buyers and no inventory.
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Will You 
Do It?
🤷
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Essig
ALYSSIA

Younger
@Compass

Los Angeles

STEPHANIE
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The MONEY is in the
Landing Page!

Money

💰
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5,700 
mailed.

1952 scans.
37 full 

form fills.
1.89%
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Essig
ALYSSIA

Younger
@Compass

Los Angeles

STEPHANIE
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How do I turn one into 2 listings?
8. Invite all neighbors to your next “Home Selling seminar”.

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

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

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

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

13. Call every FSBO/Expired near by “Did you see what happened 
to 1272 Banana street?”
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“Hard work never killed a man, 
men die of boredom,

psychological conflict and disease.
They do not die of hard work.”

David Ogilvy
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Great Marketing in Like Lasagna

Its all 
about the 
“layers”
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BUILD YOUR LISTING FLYWHEEL
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• Analyze data
• Upload and reimagine sample marketing
• Best Practice “Prompts”
• Voice!

What’s Coming Soon
to TomAI
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The Viral 
Listing Strategy
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Coach
Meredith
Fogle
NEXT GEN LISTING SYSTEMS: 
The Blueprint for Listing Success

GCI 3 Years Total: 4.6M
Volume 3 Years Total: 190M
Units 3 Years Total: 326

Gaithersburg, MD
The Meredith Fogle Team | The List Realty
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What will 
I add?
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Where ELSE Does 
FRONTLOADING
Begin?
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Q: How many clients & 
sphere vs prospects in 

my database?
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Q: What’s 
Driving this 
Market?

A: When 
Circumstances 
Change.

The 7 D’s 
of Change

Diapers

Death

Diamonds

Divorce

Diplomas

Defaults

D’Relocation

5%
From 
Life 

Events
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1. My total # of clients and Sphere 
(not including my prospects) = _____________

2. 5% will buy/sell in 2024 = ___________

3. 5% will Refer me Business in 2024 = ____________

4. My Target for R&R Transactions = ____________

How much Repeat & Referral Business 
Should I be doing? – The Formula
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They all ask:

How’s the 
real estate 
market?
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Homeowners ask about the market, 
But what they really want to know…

“Is my equity safe?”  
“Appreciation or depreciation?” 
& “How will this market effect my 
future plans?”
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8
7
6
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4

JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC

MARKETING & LEAD GENERATION PIPELINE

RA
TE

S



@
kr

is
tij

en
ck

s

Want the easiest 
way to deliver 
value and elegantly 
discover who’s 
considering making 
a move?
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Name Your Price Email and Direct 
Mail

How much equity did you gain in 2023?

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 I send you one for your home?

Let me know!

Happy New Year,
Jimmy

How 
Much 
Equity 

Did You 
Gain?
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@the.mangin.team
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Name Your Price Email and Direct 
Mail

Name 
Your 
Price
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Only ONE 
new listing, 

Imagine if She 
Actually 
Followed 
Up? 🤷🤦
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Name Your Price Email and Direct 
Mail

Subject Line:  Before April 15th?

Hi (name), This may not be for you, but if I 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

Would 
you sell 

before (X) 
date?
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Subject Line: How much profit will you actually get if you sell your home?

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

But here's something you might not know…

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

This is called a Net Sheet. 

I offer this as a free value add for all my clients. 

Would you like one for your home?
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Subject Line: How much profit will you actually get if you sell your home?

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

But here's something you might not know…

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

This is called a Net Sheet. 

I offer this as a free value add for all my clients. 

Would you like one for your home?
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Want the easiest 
way to deliver 
value and elegantly 
discover who’s 
considering making 
a move?
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FROM SEPT TO DEC 2023

2,394 clients
413,963 Z-Cma Text
19,451 Listing Appts Scheduled

“You Know What’s 
Working Right Now?”
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”What happens if I DON’T
deliver value with 

everyone in my phone?”
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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?

Listen Up!

15%
None

34%
1-5

29%
6-10

17%
11-20

4%
21 or more
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What are you
thinking?
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What am I 
Committed to?
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Break
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PHILGERDES

DEER PARK, IL
COLDWELL BANKER REALTY

GCI 3 Years Total: 2.49M
Volume 3 Years Total: 87.5M
Units 3 Years Total: 235

Diana
MATICHYN
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PHILGERDES

ANNAPOLIS, MARYLAND
THE GERDES TEAM

GCI 3 Years Total: $7.2M
Volume 3 Years Total: 272M$
Units 3 Years Total: 599

Phil
GERDES
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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 System!
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How are you
Differentiating 

Yourself?
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7 Trends

“SEA OF SAMENESS”.
Agents & Teams are getting lost in the

What will they do to standout?
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Be The “Standout” Agent
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“Those without a 
BRAND, compete 

on PRICE.”
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My Brand Is

It’s what my clients say about you (W.O.M.A.N)
The body of my work – in all mediums

My distribution – where & how often
My reviews/reputation/track record

My tone, how it makes people feel
My words, my stories

My face, it’s me
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Where am I Famous?

What am I 
known for?
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MATT
CURTIS

SHANNON
GILLETTE

MAUREEN
FOLAN

KRIS
WEAVER

KEN
POZEK

PHIL
GERDES

BILLBOARDS TELEVISION MAILERS RADIO ADS VIDEOSOCIAL
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KESSEL
2022
Invested: $38,089.44
RDC Volume: $11,217,188
RDC GCI: $281,104

JUPITER/PALM BEACH AREA, FL
COMPASS
KESSELLUXELIFESTYLES

Vincent

2023
Invested: $49,043.36
RDC Volume: $22,210,000
RDC GCI: $572,600
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Be so good they
can’t ignore you.
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YouTube Commercials
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S H A N E  B U R G M A N

CLICK
🖱
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How else can I
Differentiate Myself?
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Answer this about your Brand…

“What am I FIRST in our market to do”

“We’re the ONLY (x) to (y)”

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

“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”
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Its the tale of the two
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What are you
thinking?
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What am I 
committed to 
regarding my 

Brand?
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Questions?
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The biggest risk is NOT
taking any risk. In a world 

that’s changing quickly, the 
only strategy that’s guaranteed 

to fail is NOT taking risks.
(Mark Zuckerberg)
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Lunch
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Mackin
JIMMY
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Interested

Committed?
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What are you
thinking?



@
kr

is
tij

en
ck

s

Break
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“What’s the Future of Buyers Agents?”
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Agents’ Roles
are Changing

3
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7 Trends

“Smart agents & teams will begin marketing 
their “PROCESSES” that emphasize how to 
make buying “easier”, “more convenient,

less stressful”, “protecting their interests”, 
even “safer”… FIRST!
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Agents & Teams must Know, 
Show & Demonstrate Their 

Value to Buyers
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Run plays
that work!
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Know, Show & Demonstrate!

“Has anyone shared the stats around the # of home 
sales… that fall apart?  I take my business and helping 
you succeed, very seriously. Can I show you the 90 
specific ways I help my clients identify, negotiate and 
ultimately successfully close on their new home?“
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90 Ways We 
Serve You
* Courtesy of The Svelling Group
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90 Ways We 
Serve you

* Courtesy of The Svelling Group
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1. Schedule Time to Meet for a Strategy Session
2. Prepare Guide & Educational Presentation
3. Meet and Discuss Goals and Non-Negotiables
4. Explain Agency Relationships
5. Discuss Different Types of Financing Options
6. Help Find a Mortgage Lender
7. Obtain Pre-Approval Letter from Lender
8. Provide Resources to Research crime in neighborhoods, school ratings, etc.
9. Provide Overview of Current Market Conditions
10. Explain Company's Value

90 Ways We Serve you

* Courtesy of The Svelling Group
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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

90 Ways We Serve you

90 Ways We Serve You

* Courtesy of The Svelling Group
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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

90 Ways We Serve you

90 Ways We Serve You

* Courtesy of The Svelling Group
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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

90 Ways We Serve you

90 Ways We Serve You

* Courtesy of The Svelling Group
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41. Provide Updated Housing Market Data
42. Inform Showing Activity Weekly
43. Update on Any Price Drops
44. Discuss MLS Data at Showings
45. Find the Right Home
46. Determine Property Inclusions & Exclusions
47. Prepare Sales Contract When Ready
48. Educate on Sales Contract Options
49. Determine Need for Lead-Based Paint Disclosure
50. Explain Home Warranty Options

90 Ways We Serve you

90 Ways We Serve You

* Courtesy of The Svelling Group
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51. Update Pre-Approval Letter with Each New Offer
52. Discuss Loan Objection Deadlines
53. Choose a Closing Date
54. Verify Listing Data Is Correct
55. Review Comps to Determine Value
56. Prepare & Submit Offer to Listing Agent
57. Negotiate Offer with Listing Agent
58. Execute A Sales Contract & Disclosures
59. Once Under Contract, Send to Escrow Company
60. Coordinate Earnest Money Wire Transfer

90 Ways We Serve you

90 Ways We Serve You

* Courtesy of The Svelling Group



@
kr

is
tij

en
ck

s

61. Deliver Copies to Mortgage Lender
62. Obtain Copy of Sellers Disclosures
63. Deliver Copies of Contract/Addendum
64. Obtain A Copy of HOA Bylaws
65. Keep Track of Copies for Office File
66. Coordinate Inspections
67. Meet Home Inspector at The Property
68. Review Home Inspection
69. Negotiate Inspection Objections
70. Get All Agreed Upon Repair Items in Writing

90 Ways We Serve you

90 Ways We Serve You

* Courtesy of The Svelling Group
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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

90 Ways We Serve you

90 Ways We Serve You

* Courtesy of The Svelling Group
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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

90 Ways We Serve You

* Courtesy of The Svelling Group
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Know, Show & Demonstrate!

“Are you familiar with the 27 terms of 
your purchase… that I’ll be negotiating on 
your behalf?“
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1. Purchase Price

2. Earnest Money Deposit

3. Escrow Fees

4. Title Fees

5. Title Insurance Fees

6. NHD Report Fees

7. City Transfer Tax

8. County Transfer Tax

9. Private Transfer Tax

10. HOA Transfer Fees

11. HOA Prep Fees

12. Pest Inspection Report

13. Home Inspection Report

14. Other Inspection Reports (ie. Roof, Sewer/Septic, 
Rodent, Defensible Space)

15. Seller Rent Back

16. Home Warranty

17. Inspection Contingency

18. Appraisal Contingency

19. Home Repairs

20. Pest Clearance

21. Loan Contingency

22. Days until Close of Escrow

23. Appliances

24. Government Requirements

25. Notice to Perform

26. Liquidated Damages

27. Arbitration of Disputes

27 Terms Negotiation
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Know, Show & Demonstrate!

“We’d love to on board you as a client
and provide these services… 

What questions do you have about 
what we do, how we get paid?”
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Know, Show & Demonstrate!

“I’d love to APPLY for the job of being 
your REALTOR®…

What questions do you have about 
what we do, how we get paid?”
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7 Trends

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”

Actions:
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”Where do you need to improve
your buyer agency/buyer

consultation?”
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What has to Change
In order too
FRONTLOAD
my listing attraction, 
marketing & 
prospecting?        
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What has my lack of 
consistency cost me?
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What stops me 
from operating at 

MY LEVEL 10?
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OPINIONS 
OF OTHERS

The Addiction to…
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THE PAST
The Addiction to…
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The Addiction to…

WORRY
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The Addiction to…

DRAMA
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Q: How will 2024 be 
different?

Do I believe I’m capable 
of doing more 
business?

Q:
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Step 1

Step 2

Step 3

Go to  https://listingleads.com

Create an Account and Choose Your Plan

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

Listings!
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How can we install 
more structure
to the business?
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What are My Top 3 
Personal Goals 

for Q1/Q2?
Relationships?

Health?
Spirit?

Savings?
Contribution?
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To dominate in 2024.  
No more than  3 - 5 PRIMARY 

BUSINESS GOALS PER QUARTER.
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Sample Quarterly Goals

3. Goal for a Bold # of Appointments – Go on 20 LA’s
• # of Initial Buyer Consultations
• # of Listing Appointments

2. Scaling Trust & Likeability – Send 300 CMA’s
• Reach, Followers, Referrals, Inbounds, Business 

Opportunities Generated, Recognition

1. Your Business Results - $5mil in volume closed
• Volume, Transactions Closed, GCI, After Tax Profits
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UNITS & GOALS BY QUARTER
With your goals now established, it’s time to delve into the 
seasonality of your business



@
kr

is
tij

en
ck

s

Remember, if it’s not 
in my schedule, 
it doesn’t get done!”

“
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1. A morning routine that fires you up! – (capture on social)
• Exercise
• Mindset – Gratitudes, Prayer, Learning, Check-ins

2. Office at the same time (Discipline)! – (capture on social)
3. Business morning routine 

• Daily hot sheets – (capture on social – “Did you know?”)
• Role play
• 5/5/4/2

4. Managing your business, transactions, marketing 
– (capture on social)

5. Going on appointments 
– (capture on social)

Design my day
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1. Weekly Dashboard Review/Commitments

“Move it Forward” Meetings

3. Weekly Sales Improvement Meeting

2. Weekly Marketing Meeting

4. Weekly Coaching Session
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The 3 most 
important 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 I 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
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Film 1 to 2 shows

Study competition

Review my #’s (week, month, year)

Coaching sessions

Powerful skill development

Team meeting

Review projects (Do/Doing/Done)

Project “do” time (working on my business)

All seller’s follow-up

Manage / execute marketing plan

Book (x) appointments

List (y) homes

Sell (z) homes

Close (a) houses

Preview properties for clients

Virtual / open house / mega open house prep

Weekly Checklist
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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!

Monthly Checklist
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“We rarely rise to our goals.

We always fall back to 
our SYSTEMS, STRUCTURE

& STANDARDS.”
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Create our 
dashboard & 
weekly review
No more than 16 #’s that 
determine the health of 
our business
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(sample) Re-Set Our Weekly Dashboard

1. $ Revenue =
2. Profit $ + % = 
3. Closed Volume =
4. Closed Sales = 
5. Pending Revenue =
6. Pending Volume = 
7. Pending Sales = 
8. Active Listings =

9. A. L. Volume = 
10. Coming Soon/Volume =
11. New Leads Generated = 
12. New Listing Appts = 
13. LA Conversion % = 
14. New Buyer Appts = 
15. Buyer Appt Conv % =  
16. New 4.8 👆 Reviews = 
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How can we install
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(sample) Re-Set Our Marketing Weekly Dashboard 

1. Web Traffic = ⬆ or ⬇

2. New Seller Leads = 
• SOI/Clients = 
• Mail = 
• Email = 
• Text = 
• Social =
• Google = 

3. New Buyer Leads = 
4. Appts from marketing =
5. Speed to Contact = 

6. Cost Per Appt = 
7. # of contacts against marketing = 
8. Email newsletter results = 

• Open rate = 
• Click Throughs = 
• Response rate to CTA = 

9. Social results by channel = 
10. Open House Traffic = 

• # of opens =
• # of contacts added = 
• # of appts generated = 
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Make 
Data-Driven

Vs. Emotional
Decisions!
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When we
MEASURE PERFORMANCE,

Performance Improves
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Get It Up & Visual!
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Jamie McMartin
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”Focus!”
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What Systems Do 
Rockstars Use?
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1. CRM/ESP – Boomtown or Follow up Boss
2. Your Branded Site – Agent Image 
3. ESP – BombBomb, MailChimp, A Weber, Convert Kit (2)
4. Tracking the #’s – Sisu, cte, excel, visual scoreboards in your office
5. Automating Social – Socialsprout or Hootsuite (@KCM + Canva) 
6. Digital Lead Gen – Realtor.com, Google (BP, PPC), FB, YouTube + Ref 

sites, Espresso Agent, HiFello, ListingLeads.com (Coming soon!)

The Systems
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7. Lead Nurture – CRM/email + Ylopo, Structurely
8. Tracking Marketing – CallAction + Google Analytics
9. Transaction Management – Your brokerages + Transactly
10. Project Mngt – Trello, Asana, Monday + Google Docs
11. Communication – Slack
12. Financial – Anderson Advisors!!!!!
13. Secret Weapons – ChatGPT, LandGlide & @PalmAgent!

The Systems
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What am I 
Committed to?
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Dallas, TX
August 27-29, 2024

tomferry.com/SUMMIT

Save the date!
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For things 
to change
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Things have 
to change
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Thank You!
!
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What if I added More
on Listing Attraction 

Sources?
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• My Past Clients & Sphere
• Geographic Farming
• Holding Mega & Open Houses
• Doing Direct Mail – “I have a 

buyer” with a QR code
• Arbitrage Sellers (Z, RDC, 

SOLD, HomeLight) sites
• Social Content that 

Generates Sellers

• Doing Niche Farming 
• Circle Dialing / Door Knocking 

Around Recent Sales
• Agent-to-Agent Referrals
• Google Advertising PPC/GLSA
• Marketing to NOO / Investors
• Join Networking Groups
• FSBOS

• Expired Listings

Q: Where Am I Most Likely to Find Sellers?
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Mega Trend:

Ai Everywhere
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• My Past Clients & Sphere
• Geographic Farming
• Holding Mega & Open Houses
• Doing Direct Mail – “I have a 

buyer” with a QR code
• Arbitrage Sellers (Z, RDC, 

SOLD, HomeLight) sites
• Social Content that 

Generates Sellers

• Doing Niche Farming 
• Circle Dialing / Door Knocking 

Around Recent Sales
• Agent-to-Agent Referrals
• Google Advertising PPC/GLSA
• Marketing to NOO / Investors
• Join Networking Groups
• FSBOS

• Expired Listings

Q: Where Am I Most Likely to Find Sellers?
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1. 70+ year old homeowners, in two story homes as a niche farm. Direct mail, 
handwritten notes, drop note cards, a fridge magnet, drop a professional 
CMA, with stories about the neighborhood. Become their agent.

6 Strategies to Experiment w/…

2. List/buy under built lots, zoned for R2+ with an SFR – Jim Allen 

3. Expired listings (because of who you are in the market).

4. Seminars for home sellers – Maureen Folan

5. Listing Airbnbs in market that have become saturated or the local 
legislation has changed.

6. Build your own professional network of service providers.  
Help them grow – Amy Stockberger



@
kr

is
tij

en
ck

s

What am I Listing 
Sources am I 

committed to add?
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All Great Businesses (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!
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Run plays
that work!
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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 I 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
• Bought during the pandemic (80% compromised)

Geographic farming
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3. 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)

4. 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

Geographic farming
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Geo Farming Works!
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Ask your
title partner!

P.S. They will get you the slides!  But still take notes
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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 📈

I celebrated 2 decades in business 
& 30 years of marriage with my 
wife Kathy ❤
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Process

1. Print out 100 of these a week.

2. Drop of 20 per day.

3. Follow up with a phone call.

Pro Tip: Use Propstream to build a list of people who have owned a home 
for 7+ years and have an interest rate of 4.5% or higher with 35% or more 
equity.
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Yellow
Letters
Complete.com
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Geographic Farming 
Highest Performing Mailers
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Todd Inspiration… 😉
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The road to success is 
paved with problems 

well handled!
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What are you 
thinking?
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All Great Businesses (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!
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What am I 
committed to?
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Questions?
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Mega Trend:

Ai Everywhere
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“Weak People Believe in Luck.

Strong People Believe 
in Cause and Effect.”
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Where and how do clients 
see you the most?
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Content Strategy
for social & video.
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How to “win” 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 —



@
kr

is
tij

en
ck

s

Moving to 
Calgary in 2023?! 
Everything you must know 

BEFORE deciding.

Over 15 deals closed 
and pending, and new 

leads everyday.

1500 views and 7500 minutes 
of watch time every day.

Generated a ton of 
business too!
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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 -



@
kr

is
tij

en
ck

s
YOUTUBE ROCKSTAR
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40K+Subscribers:

1,800

202

Leads ’23:

Sales ’23:

YOUTUBE ROCKSTAR
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The Model
33 videos, you should shoot in the next 33 weeks
1. Neighborhood Beat:  on-foot, on-the-road, and aerial tours
2. Park Views:  pros/cons, features, best times to visit, etc.
3. Small Biz Spotlights
4. Local schools, at-a-glance
5. (City Name):  3 ____ even Google doesn’t know!
6. 5 ____ Zillow doesn’t know about #HomeValues in (City)
7. Moving to (City):  top 5 feeder cities of people relocating to (City)
8. (City) COVID Home Trends (for Buyers, Sellers, Renters, and Investors).
9. 5 Ways to Create a Stellar Home Office in (City)—(On a Budget)
10. (City) Home Schooling Nips for Working Parents (An Interview w/ a Teacher or 4)
11. How Many Times Should You Refi Your Home Loan in (City) [2021 edition]
12. How We Help Buyers Purchase Their #DreamHome in (City)
13. 4 Biggest Mistakes (e.g. “Million-Dollar Buyers,” “First-Time Home Buyers,” “Military Buyers,” 
“Relocation Buyers,” et al.) Make in (City)… And How to Avoid Them!
14. How to Sell Your Home (For Top Dollar) AND ONLY MOVE ONCE!!!
15. 6 Ways to (Inexpensively) Improve Your Home to Sell at top dollar!
16. To stage your home for sale or not:  the pros and cons!
17. How to prepare a (city) home for sale?—step-by-step
18. What’s (e.g. “title insurance,” “a home inspection,” “an appraisal,” et al.) AND why it matters?
19. How to select your 2nd real estate agent to sell your home? (we hired an outside firm to survey 
29 home sellers who failed to sell their home and what they looked for the second time)?
20. The differences between banks and mortgage companies? 

21. How many people does it take (and close) a home Sale?—play-by-play 
22a. How to sell your home and leave the stress behind
22b. Why most real Estate agents unknowingly (and the whole industry) stress-Out their 
Clients!?  
22c. Why you should Take these (#) steps prior to going On-market to ensure your home is 
“sale ready”
23. Why Zillow (Instant Offers) Didn’t Buy my house?
24. 5 (Best) Options to Sell Your (City) Home (in 2021).
25. 6 Questions to Answer Before Renovating a Kitchen (or Bathroom)?
26. Top 5 Most Affordable (City) Communities
27. What It’s Really Like Moving to (City)
28. Finding Off-Market Listings to Purchase in (City)
29. Fastest Appreciating Neighborhoods in (City)
30. (City’s) Top Splash Pads (and When to Go!)
31. Top10 Tourist Stops in (City)
32. 3 (City) Home Kitchen Renovations that’ll Make You Salivate! (Ideas and 2021 Trends)
33. 4 (City) Backyard Transformation Ideas to That’ll Increase your Home Value
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How I use ChatGPT for video
1. Ask ChatGPT – I 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.
5. Repeat for seniors.
6. Repeat for investors.
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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 —
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Agent B-T-S
Take followers behind-the-scenes of your 

business: closings, showings, open houses, client 
events, team meetings, etc.

— Video + Email + Social —


