


LOURDES MAESTRES

● 16 Years in the business

● Team leader since 2019

● Banking background

● Born in Venezuela 

● Raised in Manchester England

● Live in Fort Lauderdale Florida 

“I don't like excuses”

“I really dislike lazy people”

“Discipline is my #1 Core value”

“I make people cry sometimes”

Born in 

Oklahoma



CLOSED $110,167,125 

18% - Lourdes production

82% - Team members

187 Transactions

75% Buy sides 35% list sides

Average commissions 2.6% buyers 2.7% sellers

GCI $2.854,587.00

RECAP 2024
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01. CRAZY RESEARCH

02. PREPARE THE SELLER

03. PRESENTATION 

04. DON'T GET FIRED 

LISTING 
PRESENTATION

BY LOURDES MAESTRES 

FORT LAUDERDALE 



Some of My Listings



TOP SOURCES THAT WORK

1 Nurture past clients 5 Online Leads 

2 Agent Referral 6 Door Knocking 

3 Expired & Circle 

prospecting 7 Social Media

4 Listingleads.com strategy 8 Open Houses



STANDARD OPERATING PROCEDURES

JUST CURIOUS COME AND LIST ME

QUALIFY

CRAZY 
RESEARCH

PRESENTATION

RECAP EMAIL

QUALIFY

CRAZY 
RESEARCH

EMAIL or
MAIL CMA

NURTURE
PLATFORM



#1 CRAZY RESEARCH 

1 County - City -

Neighborhood 5 Price recommendation & 

comments

2 Active properties 6 CMA

3 Sold in the last 30 days 7 Sun Stats Report

4 Months supply 8 Active listing activity / 

Call listing agent



1. How many “ ACTIVE” single 
family/condo/multi family homes in 
the county/city/subdivision

1. How many  “SOLD” in the last 
30 days

1. Calculate ACTIVE / SOLD 30 = 

MONTHS SUPPLY OF 
INVENTORY

NOT SO CRAZY



#1 CRAZY RESEARCH



# CRAZY RESEARCH RESULTS

Source: 
Instagram



● What to do!

● Always follow 
up with written 
communication

#2 PREPARE THE SELLER



1 Statistics - crazy research 5 Printed CMA 
single pages - no staples

2 Listingbook 6
A list of expired listings 

from competitors
(study the competition)

3 Video Brochure (LUXURY) 7 Do not fire me report -

sample

4 Listing agreement 8 A pen, my computer 

and water

#3 : PRESENTATION



● The Market - The Seller - Me

● Last year or YTD production

● Intro to the team and roles

● Areas of expertise

● Notable sales

● Company Online exposure 

● My network 

● Pre marketing strategy 

● Active marketing strategy 

● Staging 

● Example - Do not fire me report 

● Open houses

● Step by Step process

● Portability

● Vendors list

PRESENTATION LISTING BOOK 



MARKETING STRATEGY



DEAL OF THE WEEK - LETTERS



VIDEO BROCHURE FOR LUXURY LISTINGS



1 Showing activity & 

Feedback 4
Any Highlights : seller’s credit, 

cash,furniture included, investor or end 

user

2 Open house activity 5 Marketing efforts 

3 Crazy research 6 Recommendations 

#4 DO NOT GET FIRED



DO NOT FIRE ME REPORT - 1



DO NOT FIRE ME REPORT - 2



DO NOT FIRE ME REPORT - 3



ALL YOU NEED ARE 3 SOURCES 

Prospecting

GOT MONEY $$$NO MONEY

Door 
Knocking

Organic 
Content

Mailers

Nurturing 
Platform

Paid Ads



SYSTEMS I USE
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