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Thank You to Our Sponsors
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100k sales calls from 19 to 22 yrs old
70k+ hours coaching sessions
200+ coaches w/ clients in 29 counties

Personally trained over 600k agents
Was early on social w/ 1mil+ followers

Obsessed with learning & action
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Attract & Win More Listings!
Get into “"the right” action!
Learn from Top Agents!

Win your fee's with buyers!
Get Organized & Prioritized!

EVRAV L
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@kristijencks

Why Are You
K ¢
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“What have | learned
after 3 decades &

70,000 hours of
coaching?”




All Great Businesses have Six things in common...

Great Mindset!

Great Brand!

Great Product! (Listings/Service)
Great Marketing!

Great People!

A Great Operating System!

@WTomFerry.
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Jimmy
MACKIN

ListingLeads.com
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How's the
Market?
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Here's the
Challenge(s)

to overcome!
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Four converging forces impacting 2024
AN ELECTION YEAR -
RATE CUTS? *

PENT UP DEMAND *
LACK OF INVENTORY *
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@kristijencks

3 & 4 % co broker decreasing
0 and 2% co broke increasing

TF



Here's the
Challenge(s)

to overcome!
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5 Large MLS's by Listings Sold Data
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@kristijencks

It's the Real Estate Hunger Games...
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We just surveyed
11,000 agents
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19%
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38%
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Q: Are You Shocked?




All _ have Six things in common...

1. Great Mindset!

2. Great Brand!

3. Great Product! (Listings/Service)
4. Great Marketing!

5. Great People!

6. A Great Operating System!

@WTomFerry.



What's the MOST under utilized
marketable asset and agent has?

4
=
o
=

&

S
s, d ‘%‘Q

N
-2
~J
=

<
. /o

2 ROADMAP TOUR



Listings!

1. How many ways do you market, to create
more listings from each listing?

2. When was the last time you took the
time to Reimagine how you market
your listings to generate MORE!?
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m Listings, From

my Listings?
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The Viral
Listing Strategy
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@kristijencks

BUILD YOUR LISTING FLYWHEEL
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Great Marketing in Like Lasagna

Its all
about the
av r



How do | 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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@kristijencks
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Convert the
email to a

“story“iiels
even more
engagement

@TomFerry.



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

4. If the properties “HOT” host a 8 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 | 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

2 ROADMAP TOUR



Creates

Curiosity!




@WTomFerry.

5,700
mailed.
1952 scans.

37 full
form fills.
1.89%




The MONEY is in the
Landing Page!



@WTomFerry.
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2024
ELITE
RETREAT
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YouTube Commercials
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SHANE BURGMAN



https://www.jasonpantana.com/blog/4-youtube-trueview-ads-for-realtors-to-run-in-2021

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?”
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The Viral
Listing Strategy
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What will
| ada?
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] Diapers

LJ

Death

LJ

Diamonds

LJ

Divorce

)

Diplomas

LJ

Defaults

LJ

D'Relocation —
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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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"What happens if | DON'T

deliver value with
everyone | Know?"”




@kristijencks

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 21 0or more
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Dialogues for SOl/Referrals

Proactive Communication for your best clients and
referral partners:

TEXT: “Hey, do you have 2 minutes for a business
conversation?”

CALL: So, what have you heard about the recent news
from the NAR settlement?

rrrrrrrr



Dialogues for SOl/Referrals

“Have you read up on the new changes.. and
agreements.. for buying a home in 2024?

What would be the best time for us to sit down... get
clear on everything you want from your new home

and then | can share the new changes in agreements...
When would you like to get started?”

rrrrrrrr



deliver
value and elegantly
discover



@kristijencks

How
Much
Equity

Did You
Gain?

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?
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@kristijencks

Would
you sell
before (X)
date?

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
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What are you
thinking?




What am |
Committed to?
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All _ have Six things in common...

1. A Great Mindset!

2

3
4

5
6

. A Great Brand!

. A Great Product! (Listings/Service)
. Great Marketing!

. Great People!

. A Great Operating System!

@WTomFerry.



How are you
Differentiating
Yourself?
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@kristijencks

Lost in “the sea of sameness?”
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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
The body of my work - in all mediums
It's what my clients say about you (W.0.M.A.N)
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Where am | Famous?

Whatam |
known for?
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Brand
Enhanced
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How else can |
Differentiate Myselt?
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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)”
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“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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@kristijencks

Its the tale of the two
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What are you
thinking?




What am |
committed to
regarding my
Brand?




Questions?




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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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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Jimmy
MACKIN

ListingLeads.com
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All _ have Six things in common...

1. Great Mindset!

2. Great Brand!

3. Great Product! (Listings/Service)
4. Great Marketing!

5. Great People!

6. Great Operating System!

@WTomFerry.
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3

Agents’ Roles
are Changing
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“The only thing
that's constantis
change”




PREDECESSOR SUCCESSOR

@WTomFerry.




PREDECESSOR

@WTomFerry.

SUCCESSOR

~

~




PREDECESSOR SUCCESSOR

K\

@WTomFerry.



What did you do during the
pandemic?



DDay +62



@kristijencks
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It's now a prerequisite:
Agents & Teams must Know,

Show & Demonstrate Their
Value to Earn a Fee




Do | have discounters to

high value brokerages
in my market?




We’re now buyers
in their home purchase.

Explain the agency, contracts, listing side, buy
side, title, escrow'and attorneys regarding
settlement.

Alrtictjlate the value you deliver to your buying
client.

Share your supporting members of the
transaction.

Share the agreement options & how you get
paid a fee for your services.

@WTomFerry.



In 2018 | shared...

“Smart agents & teams will begin educating &

< marketing their that emphasize >
how to make buyin

2 ROADMAP TOUR



How much do |

Prepare for a Listing
Appointment?




How do | answer the question...

“What else? Or Why hire me vs
another agent?”

Testimonials/reviews from clients
Your sales track record (case studies)
Your access to "pocket listings”

Your ability to attract listings, where there are no homes
for sale

Examples of your ability to negotiate
Your agent to agent relationships (examples)

@WTomFerry.



Know, Show & Demonstrate!

There's been a lot of talk about what agents do when
representing buyers in their home purchase...

| take my business... and helping you succeed... very
seriously. So | took the time.. to list out the first of 90
ways.. | help my clients identify, negotiate and
ultimately successfully close on their new home... can

| share?”
2 ROADMAP TOUR



* Courtesy of The Svelling Group
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90 Ways We Serve you

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.

© @ Nlo|loslaln] -

Provide Overview of Current Market Conditions

-

Explain Company's Value

* Courtesy of The Svelling Group (" Tomerry
&/ ROADMAP TOUR



90 Ways We Serve You

90 Ways We Serve you

11.

Discuss Earnest Money Deposits

12. Explain Home Inspection Process

15. 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

* Courtesy of The Svelling Group (\zan&eAwDMAP T



90 Ways We Serve You

90 Ways We Serve you

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

206.

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

* Courtesy of The Svelling Group (" Tomerry
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90 Ways We Serve You

90 Ways We Serve you

31.

Listen & Learn at Each Showing

32.

Keep Records of All Showings

33.

Update Listing Agents with Feedback

34.

Discuss Homeowner's Associations

3b.

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

* Courtesy of The Svelling Group (" Tomerry
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90 Ways We Serve You

90 Ways We Serve you

41.

Provide Updated Housing Market Data

42.

Inform Showing Activity Weekly

43.

Update on Any Price Drops

4,

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

0.

Explain Home Warranty Options

* Courtesy of The Svelling Group (\zan&eAwDMAP T



90 Ways We Serve You

90 Ways We Serve you

61.

Update Pre-Approval Letter with Each New Offer

2.

Discuss Loan Objection Deadlines

b3.

Choose a Closing Date

b4.

Verify Listing Data |Is Correct

bb5.

Review Comps to Determine Value

b6.

Prepare & Submit Offer to Listing Agent

57.

Negotiate Offer with Listing Agent

b8.

Execute A Sales Contract & Disclosures

9.

Once Under Contract, Send to Escrow Company

60.

Coordinate Earnest Money Wire Transfer

* Courtesy of The Svelling Group (" Tomerry
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90 Ways We Serve You

90 Ways We Serve you

G1.

Deliver Copies to Mortgage Lender

62.

Obtain Copy of Sellers Disclosures

63.

Deliver Copies of Contract/Addendum

B4.

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

* Courtesy of The Svelling Group (" Tomerry
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90 Ways We Serve You

90 Ways We Serve you

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

* Courtesy of The Svelling Group (" Tomerry
&/ ROADMAP TOUR



90 Ways We Serve You

90 Ways We Serve you

81.

Receive and Review Closing Documents

82.

Review Closing Figures

83.

Confirm Repairs Have Been Made by Sellers

84.

Perform Final Walk-Through

8b.

Resolve Any Last-Minute Issues

8.

Get CDA Signed by Brokerage

87.

Attend Closing

88.

Provide Home Warranty Paperwork

89.

Facilitate Transfer of Keys and Accessories

90.

Close Out File

* Courtesy of The Svelling Group f\zan&eAWDMAP T



What else could

you add to stack the
cool or create D.0.S?




How do | answer the question...

“What else? Or Why hire me vs
another agent?”

Testimonials/reviews from clients
Your sales track record (case studies)
Your access to "pocket listings”

Your ability to attract listings, where there are no homes
for sale

Examples of your ability to negotiate
Your agent to agent relationships (examples)

@WTomFerry.



Know, Show & Demonstrate!

“Are you familiar with the 24 different
terms that I'll be negotiating on your
behalf? Let's take a minute and review...



24 Terms Negotiation

Purchase Price

Earnest Money Deposit
NHD Report Fees

City Transfer Tax
County Transfer Tax
Private Transfer Tax
HOA Transfer Fees

HOA Prep Fees

Pest Inspection Report
Home Inspection Report

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

2 ROADMAP TOUR

Seller Rent Back

Home Warranty
Inspection Contingency
Appraisal Contingency
Home Repairs

Pest Clearance

Loan Contingency

Days until Close of Escrow
Appliances

Government Requirements
Notice to Perform
Liquidated Damages
Arbitration of Disputes



What stories will be

shared here?




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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Know, Show & Demonstrate!

Let's talk about the various ways | could get paid for my services...

| do everything | shared here... and for this | charge (x)% of the purchase price of the home...

The options for my fee's are...

1.  The home seller has already set aside through a seller concession, my fee.
 Mostlistings encourage the sellers to do this... (here's why)

2. Theseller setaside... less thanthe fee |l charge... and its up to me to negotiate...

3. Thehome seller set aside.. no fee for the buyer agent... and we have to decide how | get paid
for the services | provide...

4. What questions do you have about these three scenarios?

2 ROADMAP TOUR



How will | improve

upon all of this?




Three agreement options

Single party (home) agreement
*Non exclusive buyer agreement

Exclusive buyer representation
agreement;

ALL with “how you get paid”

TF
WTomkFerry.



Buyers, not currently under an
agreement?

Vg/._)Buyers under agreement, at what
0:

New(er) seller objections?

Listing professional service fee's &
seller concessions?

@WTomFerry.
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Am | 100% certain,

| will win more business,
in THIS market?







@kristijencks
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All _ have Six things in common...

1. Great Mindset!

2. Great Brand!

3. Great Product! (Listings/Service)
4. Great Marketing!

5. Great People!

6. Great Operating System!

@WTomFerry.



Do | believe I'm capable
(): of doing more

business?




Interested

Committed?

(P e OMAP TOUR



What are you
thinking?




@kristijencks
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Win

More
Listings!
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Rectangle


What are My Top 3

Personal Goals
for Q2?




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



Reimagine My Schedule

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)




“Move it Forward” Meetings

Weekly Dashboard Review/Commitments
Weekly Marketing Meeting
Weekly Sales Improvement Meeting

A Focused Weekly Coaching Session
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Get It Up & Visual!

L& Roromar Tl l /l




Jamie McMartin

@TomFerry.
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iImportant
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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


michitan
Rectangle


/
| 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)

A . . .
| 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

/

N

Preview properties for clients

/

Virtual / open house / mega open house prep




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!


michitan
Rectangle


For things
to change



Things have
to change



@kristijencks

Whatam |

Committed to?

L& Roibmar Tour



//\@TomFerrym
SUCCESS SUMMIT

2024

Dallas, TX
August 27-29, 2024

tomferry.com/SUMMIT
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