


LOURDES MAESTRES

● 16 Years in the business

● Team leader since 2019

● Banking background

● Born in Venezuela 

● Raised in Manchester England

● No English accent. Miami accent

“I don't like excuses”

“I really dislike lazy people”

“Discipline is my #1 Core value”

“I make people cry sometimes”



RECAP 2024

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
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01. PRICE STRATEGY 
DIDN'T WORK 

02. NO SHOWINGS, NO 
OFFERS

03. SELLER KNOWS 
MORE THAN YOU

04. SELLER RESISTING A 
PRICE REDUCTION

DO NOT
FIRE ME
BY LOURDES MAESTRES 

FORT LAUDERDALE 



What's in the report 

1
Online presentation of the property 

( I use zillow showcase ) 5 Print and Direct Mail Campaigns

2 Broker's Open strategy and results 6 Showings and Other Engagements

3 Networking and Exposure strategy and 

results 7 Additional Activity - sign calls - circle 

prospecting - mass text- mass emails

4 Digital Marketing Performance report 8 Market statistics



Weekly do not fire me report



Showing Activity



Zillow listing showcase, premium package



Lorem ipsum

Lorem ipsum dolor sit amet 

consectetur adipiscing elit sed do 
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labore et dolore
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● Since we listed to the 

public on October 29 only 

3 homes in east Fort 

Lauderdale have sold

Market 
statistics:

Can place an image here



Your competition 



Reality hits home 

when sellers see the 

data and the relentless 

effort of a realtor 

backed by proof of 

every marketing 

strategy in action.



It's not always about 

the money, 

sellers need our help!

Don't give up!



Success Story…



ISA Team: The Backbone of Client Engagement



Show them 
what you do…



STEP 1 
Maintain consistency: If the home hasn't sold, provide 
weekly reports. Select a specific day, schedule it in 
your calendar, and stick to it.

STEP 2 
Follow up with a phone call 

STEP 3 
Schedule an in-person meeting to discuss a price 
adjustment.

STEP 4 
Every piece of information should be presented 
alongside engaging visuals for better clarity and 
impact.

Don’t Wait - Plan and Take Action Now!!



BONUS : IMPLEMENTATION

APPROVES IMPLEMENTS ACCOUNTABILITY

ListingLeads.com



Executing on listingleads.com

1 Weekly Monday Meeting with VA (Max) 
Time: 10:30 AM 4 Review social media performance report 

(metricool.com)

2 Review marketing tracking sheet 5 Max updates tracking report 

3 Discuss and choose target audience 6
Max uses follow up boss handles all 

engagement and collaborates with the 

ISA team 

3 Lourdes approves design same day 6 Max reports his activity at 6pm via slack



What does 
Max do?



Track &
measure
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