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Ananananans 56% of your
anananansan neighbors did
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You live In
a very hot
naighborhood

When is the last time you
checked your home's value?
I e Last 50 dawys.
I¥'s been a few months
Thaven't checked it in & oog tee

The number of homeowners
seling their home without 8
Realtor has hit an all-time Jow.
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SHOULD | SELL MY HOME
THIS SUMMER?
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Sign right now. 7

Trust vour
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A marketing systemis a Your marketing
system defines:
repeatable set of tasks

designed to help you Audience
attract more customers.
2) Channel
B8 Messaging

@ Frequency



Early Lessons

Without a great marketing system...



Early Lessons

Planning > Doing



Early Lessons

Planning > Doing

Inconsistent Execution



Early Lessons

Planning > Doing
Inconsistent Execution

Unpredictable Results






Uber’s valuation Uber Lyft’s valuation luﬁ




Uber’s valuation Uber Lyft’s valuation luﬁ




Lyft’s Messaging

" Traffic flies
- when you’re
having fun

His other car
is a fire engine.




Uber’s Messaging

Uber

Tap a button, getaride



Messaging

Your Friend with a Car

Tap a button , get aride.



Today’s Goal:

3-5 additional listing
appointments every month



—
#1 coach in Real Estate

100k In
100 Days

Real Estate Marketing Expert

TOM FERRY JIMMY MACKIN



Last Month (One weeks results)

439

Agents
Participated




Last Month (One weeks results)
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Agents Buyer




Last Month (One weeks results)

439

Agents
Participated
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4 N/
Buyer Listing
Consultations Appointments
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Last Month (One weeks results)

4 N/ N/

Agents Buyer Listing
\. /. VAN
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$198,000,000

In signed contracts




@, ListingLeads.com Members Only
i W Tammi Montgomery - # Rising contributor - December 10, 2024 - @

Update - 13 responses and 3 listing appts! Set those appointments ##
Just a little motivation - | have a listing appt at 1:30 today and here are some responsas| have 6

more responses just didn’t want to flood the feed +#
#winningwithjimmy



Sarah
Y The Mackin Team

Hi Tom,

| know this is probably the

wrong time but I've been
talking to a lot of buyers who
are very serious about buying
in the next 90 days.

Would you be open to the idea
of selling if you got a great
offer?




Destroy the Objections

I’m worried | won’t find

% | don’t want to give up 2\
m anew home to buy.

BSV¥ mylow-interest rate.

The marketis 0O DI I'm concerned
too volatile. O Do about a slow sale.

see what happens.

g@ | want to wait and



Use any of these hooks.

Just had a client get 8 offers on their home i
last week.

Just had a client receive [$] over the ask price.

#nJv

Just sold a home that had been on the market
for [#] months with another agent.

Just had a client go under contract in only [#]
days after listing.

Just had a client receive a full-price cash offer
last week.

| shared this with a few of my

clients and it's causing them to
rethink their timeline on selling.

Have you noticed what's been
going on in our market?







2025 22MA

$1,533,400

ZEstirate range
$1.43M - $1.64M

Last 30-day change
= ., 548,317
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MALLOWEEN SALE - ENO5 MONDAT! g

SAVE 35%
UP TO $400 OFF

CHIGL MATTRELS SAVINGS

Up to $350 off
Mattress +
Sleep Bundie
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ﬁt::ﬁm > sitewide.
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Shop owr family of products
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Beds should look like beds.

| ordered this when | was high

because | thought it was a giant ice cream
sandwich. It's not. It's a bed and not the
$150 ice cream sandwich | wanted.

disappointed!



Jimmy Mackin
December 18, 2023 . O

| predict we will see a rise in cancellations not because the market is softening but rather because
inexperienced and unskilled agents have not set proper expectations with their clients.

After a home is on the market for 4-6 weeks, the seller will likely lose confidence and start exploring

other options.
This is good news for agents who:

1. Have a 90-day listing marketing plan
2. Plan to market/sell to Expireds in 2024

What do you think?
OO Terry Mackin, Josh Dawson and 115 others

(b Like Q Comment @ Send

View more comments

& Kirk R. Simmon
C)

| think you may be right

1y Love Reply o

56 comments 3 shares

d) Share



The number of
EXPIREDS has

doubled in the
last 12 months.

Source: REDX
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Dear Matthew,
| noticed that your property listing at 654 EImwood Street has

»expired and » | am sorry to hear that it has not yet been sold.
» | would like to offer my services in an effort to ease the burden and
anxiety of the home selling process.



@ Tammi Montgomery

Ok LL friends here is one for you!

| executed my version of the expired letter to 54 expireds
in our market. ( see copy below)

Two responses - listing appointment Jan 8th for $499k
house and one next week for $999k

In a market where our average price is $230k!
Get your campaigns going! You won't regret it:)
I hand address my envelopes &

I called many of them too and had 13 conversations and
no luck from the conversations YET!

But the two appts contacted me from my letter.

I uploaded my list into Lofty under a segment titled
"expired” so | can continue to market to them. See the
disclaimer at the bottom of my letter so | don't have to
worry if they relist with someone else =* let's go? ¥ ¥ ¢

#2025Ready

fiexecute

"™ Khristian Schlemmer

Just set an appointment with a $3 million dollar expired
for tomorrow off of a mailer!! Originally hung up on me,

texted my crm number not interested, and then texted

me personally off of the mailer.

Lori Donnelly - Weichert

sent out 92 expired letters so
far in past 10 days - got my
1st listing appt on saturday!!

5d Like Reply

Just got my first booked
appointment from the
expireds playbook!

Just got my first expired
call from letter - $499k

Orion Moquin

Got my first call from the
expired letters | posted a
photo of the other day, they
only received one letter, and
it's a $1.2 million opportunity

oo

5d Like Reply

™ Khristian Schlemmer

Success Story!

Sent out my first batch of letters last week and have
been doing at least 20 "letter 1s" a day

followed by Jimmy's recommended follow up. | had an
expired tell me no over my ¢rm number,

text me back not interested BUT he texted me yesterday
that he received my mailer and was

interested in having a conversation concerning what |
found missing. This wasn't for just any

expired but a 3 MILLION DOLLAR listing!! | had a phone
call today with him and we are meeting

Friday! - MAILERS WORK! Don't give up, trust the
process.

Ps | didn't do anything crazy extra with the template, |
just threw my information on it so | could

hurry and get started.

'Y pete Deininger

Just finished a Zoom with an expired seller. Walked him
through 4 marketing ideas we have to improve his
exposure to buyers.

He's out of state and giving us access to see it in person
in the next couple days.

He's the only one I've had answer a call so far and super
receptivel!!

One guy told me something about how | should abuse
myseif...

Next!!!






http://drive.google.com/file/d/1_wI7daHVDIOTi36mciZCdxn0z00Gi1zq/view

SITUATION

[& Lese

Now that your home didnt sell, you've had a wave of agents promising you “they can get the
deal done”

Youw've heard this story before,
You're not buying it

At this point, you're frustrated, disappointed and likely pretty annoyed because your phone
hasn't stopped ringing for the last two weaks.

If a home doesnt sell, it's for three reasons:

1. It was priced incorrectly
2. It didn't get enough exposure
3. It wasn't presented properly

Now, If you believe the reason you're home didnt sell is because of @,
You don't need another agent, you just need a lowar price.

But if you believe the reason the home didn't sell is because of #2 and #3, this is where we can
help.

To sell for top dollar, there are 10 essential marketing tactics.

Fve reviewed your home on the Multiple Listing Service and you're missing 6 of them.
rm confident that if we fix them, you could sell your home for S865,000.

Even if you're not planning on ré-listing your home, I'd love the apportunity to share with you
my insight on what to do to ensura that you don't have to experience this again.

My personal cell is 555-5665-5555,
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SITUATION Now that your home didn't sell, you've had a wave of agents promising you "they can get the
deal done”
You've heard this sStory before,
You're not buying it.

FEELING — At this point, you're frustrated, disappointed and likely pretty annoyed because your phone
hasn't stopped ringing for the last two weeks.

If @ home doesnt sell, it's for three reasons:

1. It was priced incorractly
2. It didn't get enough exposure

I, It wasn't presented properly

Now, If you believe the reason you're home didnt sell is because of @,

You don't need another agent, you just need a lowar price.

But if you believe the reason the home didn't sell is because of #2 and #3, this is where we can
help.

To sell for top dollar, there are 10 essential marketing tactics

Fve reviewead your home on the Multiple Listing Service and you're missing 6 of tham.,
rm confident that if we fix them, you could sell your home for S865000.

Even if you're not planning on re-listing your home, I'd love the apportunity to share with you
my ingsight an what to do to ensure that you don’t have to experience this again.

My personal cell is 555-555-5555,



SITUATION

FEELING

VALUE

[ Listing

Now that your home didn't sell, you've had a wave of agents promising you “they can get the
deal done”

You've heard this story before

You're not buying it.

At this point, you're frustrated, disappointed and likely pretty annoyed because your phone
hasn't stopped ringing for the last two weeks.

—_—

If a home doesn't sell, it's for three reasons:

1. It was priced incorrectly
2. It didn’t get enough exposure
3. It wasn't presented properly

Now, if you believe the reason you're home didn't sell is because of #1,,,
You don't need another agent, you just need a lower price.

But if you believe the reason the home didn't sell is because of #2 and #3, this is where we can
help.

Even if youre n d love the opportunity to share with you

muy insight ¢

ence this again

My personal cell s 555-555-5555



SITUATION

FEELING

VALUE

PERSONALIZED CTA

Listing
Leads

Now that your home didn't sell, you've had a wave of agents promising you “they can get the

deal done”
You've heard this story before

You're not buying it.

At this point, you're frustrated, disappointed and likely pretty annoyed because your phone
hasn't stopped ringing for the last two weeks.
—_—
If a home doesn't sell, it's for three reasons:
1. It was priced incorrectly
2. It didn’t get enough exposure
3. It wasn't presented properly

Now, if you believe the reason you're home didn't sell is because of #1,,,
You don't need another agent, you just need a lower price.

But if you believe the reason the home didn't sell is because of #2 and #3, this is where we can
help.

To sell for top dollar, there are 10 essential marketing tactics,

I've reviewed your home on the Multiple Listing Service and you're missing 6 of them.
'm confident that if we fix them, you could sell your home for $865,000.

r home, I'd love the opportunity to share with you

Even if you're not planning on re-listin

u dor't have to experience this again



Reengaging Homeowners: A Strategic Timeline

Letter 1 - "The Letter 3 - Letter 5 — "Before
Frustration of an "Persistence and You Relist, Do This Letter 7 - "A Lot Has
Unsold Home Proven Results First Changed
Week 1, Day 1 Week 2, Day 8 Week 4, Day 22 Week 8, Day 50
_=l | l=ﬂ
Week 1, Day 4 Week 3, Day 15 Week 6, Day 36
Letter 2 - "The Letter 4 - "Why Your Letter 6 — "Let's
Biggest Mistake Home Didn't Sell— Reimagine How Your
Expired Listings and How to Fix It Home Is Sold

Make
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6% of homeowners age
60 and older said they

were planning to sell
their home in 2025.

Source: Bright MLS
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6% of homeowners aged 60 53% of all sales



The #1Reason

.
L J

Downsizing




Downsize
Display Ads

"This house feels way too

big for just us now..."

t Might be time Lo downsize

Learn More

iF YOU'VE EVER SAID:

"Our utility bills are way higher
than they need to be."

It might be time to downsize,

Learn More

=

—_—

bt |

IF YOU'VE EVER SAID

"Most of these rooms just sit
empty these days.”

It right be time to downsize.

Learn More

IF YOU'VE EVER SAID:
"Keeping up with all the
maintenance—it’s just too much.”

It might be time to downsize.

Learn More



IF YOU'VE EVER SAID:

"Most of these rooms just sit
empty these days."

It might be time to downsize.

6% of homeowners over 60 years old are
planning on selling this year.

But how do you know # you're ready? Here are fve signs it might be
time.

1. Your monthly costs feel unnecessarily high
2. You're tired of cleaning a big house.

3. Your spare rooms are being used for storage

4, Your utiity bifis have increased significantly

5. You'd rather spend time traveling than maintaining your property,

If you're debating whether or not to downsize, a professional inancial
analysis can heip

This repoct includes a detaled comparison of your current monthly
0XPONSes versus potential costs in a smaller home, an estimate of
your home's net proceeds after a sale, and more insights 10 help you
make an informed decision.

If you'd ke ma to prepare one 1o you {at no cost), text or call me
today at 556-555.5555.

| look forward to hearing from you,

[Your Name)

PS. Even il you're not ready to sl yel, | think youll find this report
incredibly helptul



Jones EMITH MAERXKIN

EXACTLY

WHAT

TO

FOR REAL ESTATE AGENTS

Read sample

Exactly What to Say: For Real
Estate Agents Paperback - September 30,

2019

by Phil M Jones (Author), Chris Smith (Author), & 1 more
'WEA & & & & 4 2,055

ratings

#1 Best Seller QEUEILIISELE See all formats and
Sales

editions

The real estate industry desperately needs new tools and
ideas to stay relevant to the modern consumer. The modern
consumer is more educated and has more choices than ever
before. Counterintuitively, this has led to more confusion,
doubt, and frustration in their real estate journey.

Therein the opportunity lies.



JonEs EMITH MASKIN

EXACTLY

WHAT

TO

SAY

FOR REAL ESTATE AGENTS

Read sample

Exactly What to Say: ForReal
Estate Agents Paperback - September 30,

2019

by Phil M Jones (Author), Chris Smith (Author), & 1 more
4.7 AKX V 2,055

ratings

LT U0A In Real Estate See all formats and
Sales editions

The real estate industry desperately needs new tools and
ideas to stay relevant to the modern consumer. The modern
consumer is more educated and has more choices than ever
before. Counterintuitively, this has led to more confusion,
doubt, and frustration in their real estate journey.

Therein the opportunity lies.

AUTHOR

Jimmy Mackin



,a\ Evan Whaley

This email was gold! 10 responses, 9
CMA requests, and one highly

interested seller so far. r~

,‘& April Aberle

Got S CMA requests in the first hour!

:3;,. Toni Draxler Laurich

Our team has set 9 appts so far from
the email! We sent to engaged leads
and past clients, all of our
appointments set so far have been
from past clients.

‘P Brad Winter PR
100,000,000 & woercmmm
7 responses, 7 CMAs, 2 ' ’

Scheduled meetings & & &

' Naomi Selik

Hi Jimmy - | have to admit, | was
skeptical that it could be that easy,
but i just sent this email and got 2
responses within S minutes! That's 2
listing leads over $2M in a very tight
market!

o

Email

m Nick Slocum

5 Responses 4 CMA requests so far!

Great email, (

AA |
NaCKl

Jimmy Mackin 3 responses
and 3 request so far.

@. Brian Slivka @
‘;

¥ Let's do it Jimmy Mackin! As a follow
up to the "how much equity " email |
sent to 527 people yesterday. So far...6
CMA requests with 2 folks thinking
about selling and buying...Pure gold &



S100M Email

Subject: How much equity did you gain in 2024?

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

Sincerely,
Jimmy



I've always
identifiedas a
digital marketer







a; COLEY GROUP

GRETOW®MN COLEY
THE COLEY GROUP
4250 LASSITER AT NORTM MILLS AVE STE 290
MALEIGH, NC 770008192

gy oy 00k UL ooy g gt e

1 you want to sell your home in North Hills but are concerned that its a bad time,
weve got good pnews:

Were actually seeing o lot of strong activity in the North Hills market.

Now might be a greal time (o sell and here's why:

1. Rates have stahilized

HBuyers are regaining confidence now that we're in a more balanced market.

2. Bayers will pay a prombum for turnkey, move-in-ready homes

The mverage home sale price in North Hills reached S1.206,575 In June.

3. Homes in North 1ills are selling fast

I fact, the Median Days on Market is only 4 dass.

We've helped more than 100 people sell their home already this year, and we'd Jove to help you, toa,
To set up a professional consultation 1o see what we can do for you, text or call us today at
010-873-4946,

We look forward to hearing from you!

Sincervly,

Grelchen Coley
The Coley Group of Comgass



jou outside
L inawhile.




Appointment Sales Letter

DO NOT CONVERT TO ACH

JOHNSON BANK

VOID 90 DAYS AFTER ISSUANCE 6/21/2024

$ +19.980.00

6/21/2024




REAL ESTATE REINVENTED..INTEGRITY..SERVICE
AND RESULTS




9:24¢ all 56 &

4 Facebook

{© Tre Serrano LU [

Yup! 50 doors 2 listings

Q We're sending to 100 more

2 Listing from it?
Q Yes



Dear [Homeowner's First Name),

I know we haven't met in person yet but | thought you should know this. This past
weekend we held a couple of open houses that saw 7 people come through!

We are reviewing offers now, but my clients can only choose to move forward with one
offer.

I promised the families that came through the open house that | would follow up with
the neighbors to see if they are in their forever home, or considered moving out of the
neighborhood,

These 7 other families that are currently looking at purchasing a home here as scon as
one comes on the market.

If this is your forever home, throw this letter in the trash, Everyone is saying incredible
things about this community. | don’t blame you for staying.

Now, If it’s something you've considered, | may have a buyer!

All I need is a quick text letting me know what you've updated in the home and | can
whip up an updated value.

If you're interested in knowing what the 7 families are looking for, I'm happy to share!

Sincerely,

Tre Serrano
~' W0 San Antonio, TX | Real Estate



ALL NEW | 2.
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ALLNEW

COROLLA SEDAN.

FOR A LIFETIME OF
GOODTIMES
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You want a car that gets the job done? You want a car that's hassle free? You want a car
that literally no one will ever compliment you on? Well look no further.

The 1999 Toyota Corolla.

Let's talk about features.
Bluetooth: nope

Sunroof: nope

Fancy wheels: nope

Let me tell you a story. One day my Corolla started making a strange sound. | didn't give
a shit and ignored it. It went away. The End.



Tiffany Vasquez

Responses
Interested Parties
Tours Completed

Potential Listings

Dear Awbreey Butte Homeowner,

| hope this message finds you well, | am Tiffany Vasquez, a real estate broker with
Stellar Realty NW. I'm reaching out on behalf of my chients, Dana and Livia, who
moved to Bend this past summer with thelr two kids and their Great Dane,
Athena. They've fallen in love with Awbrey Butte for its peacefud setting and
spacious lots.

They've exploced the market but haven't found anything that fits their needs
They are currently renting and are eager 1o find 2 place where they can stretch
out and truly call home. | promised | would do everything | can to help them find
their new home, and that's why I'm reaching out to you.

Your property stood out as o potential fit for their needs. While | understand your
home may not be on the macket, | wanted to see if the timing might be right for
you to consider selling. There's no pressure—just an invitation to have »
conversation,

Dana and Livia are weoll-qualified, preapproved, and open to making updates if
necessary. If you're open to a conversation, I'd love to connect! You can reach me
at (541) 728-3668 by call or text

I selling isn't on your mind right now, I'd appreciate a reply so | can keep Dana
and Livia informed.

Thank you for your time, and | look forward to hearing from you!

Regards,
RC o
A\

Tittany Vasques ]lFFANY VASOUEZ
Real Estate Beoker e s
541,728 34648

titany@l ileinBend com ‘ ?-'A‘;LJ:A“

LifeinBend com



2025 Magic
Buyer Letter

[ Listing

1 know, | know,
You're probably not even thinking about selling your homae in 2025,

But if you believe there might be a serious bayer out there willing to pay top dollar for a
house like yours in a neighbarhood like yours._.. you're absolutely right.

My elientis), [MAME(S)], are exclusively looking ta buy a home in [AREA] within the next
ITIMELIME]

#nd your hame Stood out as a patential fit for their needs.

= They're pre-approved for up to SI0C00
= They're comiartable with homes that need minor updates
= They're even flexible on the closing date

I promised | would do everything | can to help them find thelr now home, and that's why
I'm reaching out to youw

Even il selling your horme iEn’t in your immediate plans. but you're opan 1o a
conversation please don't hesitate to reach gut.

My parsonal cell is 555-555-55655.

ook forward to hearing from you
[Your Mame]

5. If you're not sure of your homae's worth because it's been awhile since you've had a
professional evaluation, | can prepare a customided report Tor you today. Call or text me
ot 555-555-5555,



Get Access to The Expired
Marketing Blueprint

LiStiﬂgLeadS.Com . ?Xpir ed Reg]] “pireg Letter. g,
‘Ngagement” e« .

/-Day Free Trial
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