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Copyright and Usage Agreement for Tom Ferry’s Materials:

This Agreement pertains to all proprietary materials, programs, courses, 
and assets (collectively referred to as the “Materials”) provided by Tom Ferry and/or his authorized representatives.

Grant of Limited License: The Materials are for the exclusive use and training of Tom Ferry’s clients. 
By accessing, downloading, or using the Materials, the user (“Client”) is granted a limited, non-exclusive,   
non-transferable license to use the Materials solely for their personal and/or professional development.

Prohibition on Redistribution: The Client acknowledges and agrees that the Materials are the proprietary property of Tom 
Ferry and are protected by copyright, trademark, and other intellectual property laws. The Client agrees not to reproduce, 
redistribute, transmit, assign, sell, broadcast, rent, share, lend, modify, adapt, edit, create derivative works of, license, or 
otherwise transfer or use any Material in any form or by any means, unless expressly permitted in writing by Tom Ferry.

Legal Remedies: Unauthorized distribution, reproduction, or use of the Materials will be considered a breach of this 
Agreement and an infringement of copyright and other intellectual property rights. Tom Ferry reserves the right to take 
legal action against any individual or entity that violates this Agreement, including but not limited to seeking injunctive 
relief, damages, attorney’s fees, and any other available remedies.

Acknowledgment: By accessing, downloading, or using the Materials, the Client acknowledges that they have read, 
understood, and agreed to be bound by this Agreement. The Client further acknowledges that any violation of this 
Agreement can and will be pursued legally by Tom Ferry to the fullest extent permitted by law.

Governing Law & Jurisdiction: This Agreement shall be governed by and construed in accordance with the laws of 
[specific jurisdiction, e.g., the State of California], without regard to its conflict of laws principles. Any legal action or 
proceeding related to this Agreement shall be brought exclusively in the courts of [specific jurisdiction, e.g., the State of 
California], and the parties hereby consent to the personal jurisdiction and venue thereof.

GET THE GOODS.
ACCESS THE BILLION DOLLAR PLAYBOOK 
DIGITAL TRAINING COMPANION 
IN REVII (FORMERLY ILLUM)

This online resource is packed with valuable templates, 
checklists, and real-world examples, bringing the strategies 
to life and making implementation seamless. Dive into the 
digital companion to maximize your learning and streamline 
your journey to listing success! A login is required. If you do 
not already have a Revii account, you will be asked to create one
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ACCESS THE BILLION DOLLAR PLAYBOOK 
DIGITAL TRAINING COMPANION 
IN REVII (FORMERLY ILLUM)
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MARKET
LIKE A LISTING LEADER

BE A FUTURE
LISTING LEADER.
Listing leaders are not just participating in the market; they are shaping it. This requires 
a mindset dedicated to excellence, strategic marketing, and the ability to close deals with 
confidence.

Leading with listings is your gateway to market dominance. By focusing on listings, you 
gain more control over your business, generate more leads, and establish a ripple effect 
that can elevate your brand presence. Each listing becomes an opportunity to create new 
relationships, attract buyers, and pave the way for future success.

Being a true listing leader means embodying the qualities that attract sellers and inspire 
trust. You have to market, close, and attract new business like a Listing Leader. It’s about 
strategically positioning yourself, staying informed on market trends, and consistently 
showing your expertise. In this role, you are a trusted expert—someone clients rely on for 
knowledge and guidance in their most significant transactions.

Prepare to dive deep into strategies that will sharpen your skills and elevate your presence 
in the real estate market. Explore the nuances of effective marketing, from creating 
compelling listings to building a personal brand that clients are drawn to. Your commitment 
to becoming a knowledge expert and informed advisor will set you apart and solidify your 
status as a leader in your market.

Be proud of for embarking on this journey. It promises to help you to grow, succeed and 
most importantly LEAD.
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MARKET LIKE A 
LISTING LEADER
DISCOVER STRATEGIES AND INSIGHTS TO ELEVATE 
YOUR MARKETING EFFORTS, POSITIONING YOURSELF 
AS THE GO-TO EXPERT IN YOUR MARKET. 

Billy Bruce
Authenticity Earns the Listing: Adding a Personality to Your Brand

Meredith Fogle
The Viral Listing Strategy: 5X Your Transactions from 1 Listing!

Judy Michaelis
Direct Mail Campaigns for Winning Your Audience: 
High Level Strategy and Detailed Tactics for Winning with Mailers

#E75F4D

#FF4F37

#BA1321

#D10F6B

#141C29

Being a Listing Leader means not just showcasing properties, but crafting a compelling 
narrative that attracts and engages potential buyers. We’ll explore techniques to amplify 
your brand, leverage digital platforms, and create marketing campaigns that resonate 
with your target audience, ensuring your listings stand out and draw the attention they 
deserve. 
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THE ULTIMATE REAL ESTATE PLAYBOOK: THE LISTING EXPERT

Authenticity
Earns the Listing
Adding a Personality to Your Brand

Billy Bruce
Billy Bruce Realty

@billybrucerealty

THE ULTIMATE REAL ESTATE PLAYBOOK: LISTING ATTRACTION MULTIPLIER

The Viral Listing Strategy
5X Your Transactions from 1 Listing!

MEREDITH
FOGLE

The List Realty

@meredithfoglethelistrealty
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THE ULTIMATE REAL ESTATE PLAYBOOK: THE LISTING EXPERT

Authenticity
Earns the Listing
Adding a Personality to Your Brand

Billy Bruce
Billy Bruce Realty

@billybrucerealty
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At a
GLANCE

When Billy Bruce noticed that his
competition didn’t implement social media
into their marketing campaigns, he saw an
opening and set out to be the realtor
associated with Southwest Missouri. By
hiring a videographer and giving his videos
a personal touch, he's able to reach the
hearts and listings of his clientele.

2023 PRODUCTION STATS

PRIMARY MARKET AVERAGE PRICE POINT

$230K 7Southwest
Missouri

YEARS IN REAL ESTATE

7 agents
1 admin

 Retirement
“Coming Back

Home” clientele

TEAM STRUCTUREPRODUCTION

Buyers | Sellers

43% | 57%

CORE CLIENTELE

GCI

$364,636
TRANSACTIONS

103 $15,579,000
SALES VOLUME
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Percentage of customers that are
repeat customers.

Percentage of customers that are
from sphere of influence.

Number of consistent listings for
the past two years.

Hours per week saved by
implementing a videographer.

The amount of views he gets on
average on his gratitude reel.

Number of views on his highest
preforming reel.

30-40

25%

90% 20-30

6X

8,000

BY THE NUMBERS
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In a world where real estate transactions often feel transactional and
detached, Bruce has carved out a distinct niche by infusing his business
practices with authenticity and a personal touch. At the heart of his strategy is
the innovative use of social media, which he skillfully employs to build genuine
connections with his audience. Instead of resorting to glossy, impersonal
content, Bruce opts to showcase his real, day-to-day activities. This
transparency not only demystifies the real estate process but also fosters
trust and loyalty among potential clients.

Bruce's journey into social media began as a leap into the unfamiliar, but it
quickly transformed into a powerful tool for professional and personal
growth. He recognized early on the potential of these platforms to transcend
traditional marketing boundaries, offering a direct line to his community. By
sharing candid moments and behind-the-scenes glimpses into his life and
business, Bruce has created a narrative that resonates with his audience on a
deeper level.

Central to his approach is the belief that real estate is inherently about
relationships. Bruce's use of social media as a window into his world
underscores his commitment to service over sales, where every interaction is
an opportunity to build rapport and trust. His followers, both potential and
existing clients, get to experience not just properties but also the person
behind the properties. This approach has distinguished Bruce in a crowded
market by showing that he values people over transactions.

His dedication to authenticity extends beyond content; it's a philosophy that
enriches his business model. Through social media, Bruce has been able to
extend his reach, engage in meaningful conversations, and cultivate a network
that appreciates not just his professional acumen but his genuine personality.
This strategy has turned social media from a mere tool into a virtual
handshake, welcoming clients into a space where they feel valued and
understood.

As Bruce contemplates the future, his focus remains steadfast on evolving his
digital presence while staying true to his authentic self. By continuing to
intertwine personal storytelling with professional insights, he's ensuring his
brand remains relatable and credible. Bruce's journey is a testament to the
power of personal connection in real estate, proving that when you put
people first, success naturally follows.

THE STORY

Ferry International, LLC / 888.866.3377 / tomferry.com / 5 Bi
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Being genuine and show real-life interactions in social media posts. Billy’s
highest-performing videos are those that showcase day-to-day activities
and authentic moments, rather than overly polished content.

AUTHENTICITY AND REAL-LIFE INTERACTIONS

Strive for content that resonates on a personal level. Videos that give a
heartfelt message, like showing appreciation to the team, tend to have
higher engagement. 
A video of Billy acknowledging his team members' hard work is one of
his best performing videos, showing that simple, sincere
communications can make a significant impact.

ENGAGING CONTENT

THE STRATEGY

Ferry International, LLC / 888.866.3377 / tomferry.com / 6

Initially, Billy used a social media manager and outside firms, but later
he found more success with in-house management.
Consistency in posting and engaging with followers is crucial. Shift
posting strategy to allow for more genuine and spontaneous content
creation. Adapt strategies based on what works best.

CONSISTENCY AND ADAPTABILITY

Use several social media platforms, including Instagram, Facebook, and
YouTube. Tailors content to fit the medium, keeping it native to the
platform.
For instance, Billy mentions using Instagram Reels and Stories
effectively to showcase behind-the-scenes moments and share more
personal insights.

UTILIZING DIFFERENT SOCIAL MEDIA PLATFORMS
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Respond to comments and engage with followers in a meaningful
way. Whether through emojis or personalized comments, focus on
building a community and fostering direct interactions.
 Places importance on engagement-driven content rather than just
posting for the sake of it.

ENGAGEMENT AND INTERACTION

Use storytelling to make content more compelling. For example,
sharing a narrative about a difficult day or a success story helps
humanize the brand and makes you relatable.
Incorporating visual variations and spontaneous elements keeps the
content fresh and engaging.

STORYTELLING AND VISUAL VARIATION

THE STRATEGY

Ferry International, LLC / 888.866.3377 / tomferry.com / 7

Providing value through content. Share real estate tips, market
trends, local insights, and position yourself as a reliable source of
information.

EDUCATIONAL AND INFORMATIVE CONTENT

Batch Filming 
Create a reservoir of content in one go to ensure consistent
posting.

Mix of Content 
Combine personal anecdotes with professional insights to keep
the audience engaged.

Adapt and Measure 
Regularly review the performance of different types of posts and
adapt strategies accordingly.

Be Genuine 
Authenticity can create a stronger connection with your audience
than overly curated content.

PRACTICAL TIPS
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Billy’s 3 Action Items 

FOR SUCCESS 

Strive for perfection in your marketing efforts. Instead of
comparing yourself to local competition, benchmark against
top performers nationwide. Social media is increasingly
becoming a significant source of credibility for many potential
clients. Use social platforms not just to promote listings but to
build a brand that exudes expertise and trust.

Dive deep into your database. Own it and nurture it by
maintaining regular communication with your
contacts. Hosting community events such as block
parties, rodeo sponsorships, county fairs, or school
drives can help you stay connected and top-of-mind
within your community.

Once you engage with a client, prioritize understanding
their deeper motivations for selling. By relating to and
fully comprehending their reasons for exiting or selling
their property, you can tailor your approach to better
address their needs and build a stronger client
relationship.

Ferry International, LLC / 888.866.3377 / tomferry.com / 8
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2

3

4
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Expand and nurture the database with a CRM and
add a monthly newsletter for increased
engagement. Billy will continue his four annual
mailers, maintaining regular communication.

Work with my Tom Ferry coach to help keep
me accountable and to help me implement
these ideas!

Boost his 'real talk' content with candid reels
filmed in his pickup, showcasing daily tasks.
This approach will enhance personal
connection and build authenticity and trust
with his audience.

Host an even bigger block party for his two-
year anniversary, aiming for higher turnout
and engagement. These events boost
community interaction and create
significant brand buzz.

6 Things Billy Will Do 

MOVING FORWARD

Ferry International, LLC / 888.866.3377 / tomferry.com / 9

Prioritize YouTube content, focusing on
property showcases and tours. A regular
posting schedule will enhance video value,
boost reach, and build credibility.

Continue enhancing marketing efforts by
outsourcing some editing, allowing Billy to
maintain high-quality content without
overextending himself.
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One of Billy’s favorites, The Gratitude Reel, shows his appreciation towards his
team’s successes.

Billy’s changed his content since he implemented social media, see those changes
for yourself!

It’s not always easy to act natural, where should you start?

It’s not always easy to read your customers, but you can read this guide to find
some telltale signs of what they might actually be wanting!

GUIDE: How to be Authentic on Camera

EXAMPLE: The Gratitude Reel

EXAMPLE: Content Comparison

GUIDE: Questions to Understand a Client’s Deeper Motives

Billy’s

TOOLKIT

Ferry International, LLC / 888.866.3377 / tomferry.com / 9

FIND THE BELOW TOOLKIT ITEMS IN illūm

NEW DIGITAL COMPANION
find the below toolkit items in 

14 THE BILLION DOLLAR PLAYBOOK  |  2025



Bi
lly

 Br
uc

e  
|   

@
bil

lyb
ru

ce
re

alt
y

NOTES

15



THE ULTIMATE REAL ESTATE PLAYBOOK: LISTING ATTRACTION MULTIPLIER

The Viral Listing Strategy
5X Your Transactions from 1 Listing!

MEREDITH
FOGLE

The List Realty

@meredithfoglethelistrealty

#E75F4D

#FF4F37

#BA1321

#D10F6B

#141C29

16 THE BILLION DOLLAR PLAYBOOK  |  2025



Ferry International, LLC / 888.866.3377 / tomferry.com / 2

AT A
GLANCE

The Viral Listing Strategy is a
comprehensive systems that works every
time, regardless of market conditions, to
leverage every listing into many more and
create consistent revenue. In Meredith
Fogle’s words: "Every aspect is designed
to maximize exposure and efficiency."

2023 PRODUCTION STATS

PRIMARY MARKET AVERAGE PRICE POINT

$650k 28The DMV
(DC, MD, VA) 

YEARS IN REAL ESTATE

15 agents
4 staff members

Database - 24%
Geofarm - 22%

Online leads - 9%

TEAM STRUCTUREPRODUCTION

Buyers | Sellers

30% | 70%

GCI

 $ 850,778
TRANSACTIONS

64 $ 32,755,945
SALES VOLUME

TOP LEAD SOURCES
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Meredith

ON COACHING

“Tom Ferry Coaching has transformed my business
and personal life in unimaginable ways. I initially
joined to overcome inconsistent scaling and team-
building struggles, I found myself trapped in a "J-
curve" pattern, sacrificing important family moments
for business highs and lows. Tom Ferry Coaching
provided the systems, strategies, and support I
needed to build a solid foundation and a thriving
team. My coach has been pivotal, offering unwavering
support and growth-driven guidance. An invaluable
benefit has been the incredible, family-like
community of generous, innovative, and successful
industry leaders. The Tom Ferry Ecosystem provides
next-level support and idea-sharing, to an often
isolating industry and profession. I am endlessly
grateful to Tom and his phenomenal team for the
numerous gifts that being part of this incredible
ecosystem has given me, my business, and my
family.”

18 THE BILLION DOLLAR PLAYBOOK  |  2025



Ferry International, LLC / 888.866.3377 / tomferry.com / 4

GCI generated from strategy on
average annually

Sales volume generated from
strategy on average annually

Transactions generated from 5
initial listings

$30M+

$750K

45

BY THE NUMBERS
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It all started during the housing crisis of 2008, a year that brought a
significant market shift and left Meredith questioning everything she
knew about real estate. Rather than let this hold her back, she instead
deconstructed her previous success to reverse-engineer a strategy
that would work regardless of market conditions. She began to see
listings not as standalone transactions but as investments in future
business, eventually developing the "Viral Listing Strategy Flywheel."

This groundbreaking strategy allowed her to leverage each listing to
generate multiple new ones, entirely transforming her career. Meredith
employs a comprehensive system that changes the way agents
approach listings by focusing on attracting more listings rather than
just buyers. This mindset and strategy have allowed her to turn 5 listings
into 45, and to continue to scale from there.

Eventually, Meredith noticed a pattern: each listing generated three
buyers, and one out of three buyers became a new listing. 

The cornerstone of Meredith's strategy is the use of integrated
technology. She began incorporating tech solutions early in her career to
stay ahead of the curve and penetrate new markets. Utilizing tools like
Monday.com, Google Workspace, and CRM systems like Follow Up Boss,
her team maintains high efficiency.

Meredith's Viral Listing Strategy is built on the core belief: your first five
listings are the hardest, but scaling becomes increasingly easier. This is
because every listing creates momentum and attracts more
opportunities. However, many agents make the fatal mistake of merely
listing properties on the MLS and moving on to the next transaction. Truly
successful agents market listings to create even more listings,
leveraging each opportunity to its fullest potential.

THE STORY

Ferry International, LLC / 888.866.3377 / tomferry.com / 5
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The Viral Listing Strategy aims to transform each listing into a cascade of
new opportunities, potentially earning agents three buyers and two
additional listings from one initial listing. It takes a comprehensive
approach, blending Listing Systems and AI-powered tech tools to
maximize each listing's potential and results.

   Comprised of a Listing Systems Suite and a Tech and AI suite.
   Blue outer ring for generating new listings and attracting buyers.
   Orange inner ring for enhanced tech and AI tools.
   Centralizes information capture via Google forms.

THE VIRAL LISTING STRATEGY

Successful implementation requires agents to view marketing as an
investment, not a cost. This proactive approach will not only maximize
opportunities but also build a robust reputation, ensuring long-term
success.

  Run mega open houses to attract future sellers.
  Offer to hold open houses for colleagues.
  Leverage innovative marketing techniques.
  Establish yourself as a significant market player.

MARKETING MINDSET

THE STRATEGY

Ferry International, LLC / 888.866.3377 / tomferry.com / 6

The strategy's success hinges on leveraging the outer ring systems. The
Listing Lead Gen System Suite, Seller Discovery System, and Make My
Listing Famous Marketing System are essential components that ensure
each listing can create at least one additional listing and three buyers.

Stack the odds for converting listing leads.
Utilize a simple Google Form for capturing seller information.
Prepare agents ahead of listing appointments.
Employ video-heavy digital pre-listing presentations via Highnote.
Increase likelihood of signed listing agreements.

SELLER-FOCUSED SYSTEMS
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This system incorporates professional photography, custom videos,
comprehensive social media campaigns, and property-specific marketing
materials to ensure maximum exposure and efficiency.

Social media-driven marketing approach.
Includes professional photography and custom videos.
Comprehensive suite: website, email blast, door-hangers, etc.
Mega Open House and Neighbor Sneak Preview for maximum
exposure.
Focuses on marketing investment rather than cost.

MAKE MY LISTING FAMOUS SYSTEM

THE STRATEGY
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Meredith’s 3 Action Items 

FOR SUCCESS 

Apply the strategy even if your listing goes under contract
before it hits the open market. Don’t use the excuse that
your listing sold too quickly to skip applying the Viral
Listing Strategy. 

Implement this strategy now! Apply the tactics to your
next listing using tools you already have in place and
evolve it as you go. 

Use a system template to track the steps and so you
can reapply the strategy to every listing you take. Use a
simple Google Sheet or an Excel spreadsheet to get
started. 

Ferry International, LLC / 888.866.3377 / tomferry.com / 8
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6

1 Apply the strategy to her expansion farm
areas.

Work with her Tom Ferry coach to help keep
her accountable and implement these ideas!

Leverage the strategy to attract new
referral partners and expand her network.

Train the system and strategy components
to all agents she recruits.

Implement innovative tech and ai as new
products come onto the market.

Leverage the strategy to recruit agents to
her company.

6 Things Meredith Will Do 

MOVING FORWARD

Ferry International, LLC / 888.866.3377 / tomferry.com / 9
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Overview of  Meredith’s listing marketing system.

Example of Meredith’s Seller Discovery Intake Form hosted in Google Forms.

An overview of the technology and applications Meredith has embedded into
her process.

Viral Listing Tech and Applications Stack

Make My Listing Famous Marketing System 

Seller Discovery System Intake Form

Meredith’s

TOOLKIT

Ferry International, LLC / 888.866.3377 / tomferry.com / 10

The Listing Flywheel

An overview of the stages in Meredith’s Viral Listing Strategy. 
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NEW DIGITAL COMPANION
find the below toolkit items in 
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UNLOCK
THE SECRETS TO 
ONLINE LEAD CONVERSION WITH THE
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UNLOCK
THE SECRETS TO 
ONLINE LEAD CONVERSION WITH THE

Learn proven strategies to maximize ROI, grow your database, and 
turn prospects into clients like a pro. With expert guidance from 
Chris Giannos, you’ll gain the tools and insights needed to convert 
online leads at the highest level. Don’t miss this chance to elevate 
your conversion game—enroll today in this new self-paced course 
and start closing more deals!

Scan for details
www.tomferry.com/ai-marketing-academy/
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CLOSE LIKE A 
LISTING LEADER
HONE THE CRITICAL SKILLS NEEDED 
TO TRANSFORM POTENTIAL OPPORTUNITIES 
INTO SIGNED LISTING CONTRACTS. 

Chris Grant
Building Trust and Rapport from Beginning to End: 
What to Do Before, During, and After the Listing Presentation

Stephanie Younger
Winning Listings: The Keys to a “Yes”: The Training & Tools of a Listing Expert

Jillian & Keith Jamison
A Stunning Pre-Appointment Presentation to WOW Sellers: 
How to Distill Your Brand into a Winning Presentation

#E75F4D

#FF4F37

#BA1321

#D10F6B

#141C29

Learn the art of listening to client needs, overcoming objections, and confidently guiding 
conversations towards a successful agreement. By mastering these techniques, you’ll 
build trust with prospective sellers, demonstrating your expertise and ensuring they 
choose you as their representative. 
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THE ULTIMATE REAL ESTATE PLAYBOOK: THE LISTING EXPERT

Winning Listings: The Keys
to a "Yes"
The Training & Tools of a Listing Expert

STEPHANIE
YOUNGER

COMPASS

@stephanieyoungergroup 
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NEW DIGITAL COMPANION
find the below toolkit items in 
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THE ULTIMATE REAL ESTATE PLAYBOOK: THE LISTING EXPERT

Winning Listings: The Keys
to a "Yes"
The Training & Tools of a Listing Expert

STEPHANIE
YOUNGER

COMPASS

@stephanieyoungergroup 
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NEW DIGITAL COMPANION
find the below toolkit items in 

64 THE BILLION DOLLAR PLAYBOOK  |  2025



NOTES

St
ep

ha
nie

 Yo
un

ge
r  

|   
@

ste
ph

an
iey

ou
ng

er
gr

ou
p

65



#E75F4D

#FF4F37

#BA1321

#D10F6B

#141C29

66 THE BILLION DOLLAR PLAYBOOK  |  2025



Jil
lia

n &
 Ke

ith
 Ja

mi
so

n  
 |  

 @
jam

iso
nt

ea
mt

am
pa

ba
y

PREVIOUS PRODUCTION STATSPREVIOUS PRODUCTION STATS

67



68 THE BILLION DOLLAR PLAYBOOK  |  2025



Jil
lia

n &
 Ke

ith
 Ja

mi
so

n  
 |  

 @
jam

iso
nt

ea
mt

am
pa

ba
y

69



70 THE BILLION DOLLAR PLAYBOOK  |  2025



Jil
lia

n &
 Ke

ith
 Ja

mi
so

n  
 |  

 @
jam

iso
nt

ea
mt

am
pa

ba
y

71



72 THE BILLION DOLLAR PLAYBOOK  |  2025



Jil
lia

n &
 Ke

ith
 Ja

mi
so

n  
 |  

 @
jam

iso
nt

ea
mt

am
pa

ba
y

73



74 THE BILLION DOLLAR PLAYBOOK  |  2025



Jil
lia

n &
 Ke

ith
 Ja

mi
so

n  
 |  

 @
jam

iso
nt

ea
mt

am
pa

ba
y

75



NEW DIGITAL COMPANION
find the below toolkit items in 
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IN MARKET DOMINATION BY JOINING 
PROSPECTING BOOT CAMP
Elevate your prospecting skills, gain confidence, and transform your real estate business through 
dynamic sessions and expert guidance. Don’t miss the chance to build a robust pipeline and secure 
your listings. Join us today and become a prospecting powerhouse!

Scan for more info
or visit tomferry.com/program-prospecting-bootcamp/

#E75F4D

#FF4F37

#BA1321

#D10F6B

#141C29
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TAKE THE NEXT STEP
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ATTRACT LIKE A 
LISTING LEADER
DRAW IN MORE LISTING BUSINESS AND ENHANCE YOUR APPEAL 
TO POTENTIAL SELLERS, POSITIONING YOU AS THE AGENT 
WHO CAN DELIVER EXCEPTIONAL RESULTS. 

Ryan Adams
Being the Mayor of the Farm: Reaching Every Person in Your Geo Farm

Mikki Ramey
Sphere Growth: $0 to $200K with Online Leads: 
The Formula for Nurturing Lifelong Client Relationships

Jenny Hensley
How I 4X’d My Business: The Secret to Skyrocketing Success:
The Power of Genuine Connection

#E75F4D

#FF4F37

#BA1321

#D10F6B

#141C29

Learn how to establish a strong personal brand, utilize innovative marketing tactics, and 
engage with your community effectively to become the agent sellers are eager to work with. 
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Being the Mayor of the Farm
Reaching Every Person in Your Geo Farm

Ryan Adams
Compass

@theadamsgrouptx

THE ULTIMATE REAL ESTATE PLAYBOOK: LISTING ATTRACTION MULTIPLIER

THE ULTIMATE REAL ESTATE PLAYBOOK: THE REFERRAL PIPELINE

The Best ROI in Real Estate:
1 Lead = $100K GCI
Online Lead Nurturing for Rapid Database Growth

MIKKI
RAMEY

Healthy Realty

@movingwithmikki

THE $200K REAL ESTATE PLAYBOOK: THE REFERRAL PIPELINE

How I 4X’d My Business:
The Secret to Skyrocketing
Success
The Power of Genuine Connection

JENNY
HENSLEY

Luxe Residential LLC

@jennyhenz 
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Being the Mayor of the Farm
Reaching Every Person in Your Geo Farm

Ryan Adams
Compass

@theadamsgrouptx

THE ULTIMATE REAL ESTATE PLAYBOOK: LISTING ATTRACTION MULTIPLIER
#E75F4D

#FF4F37

#BA1321

#D10F6B

#141C29

82 THE BILLION DOLLAR PLAYBOOK  |  2025



Ferry International, LLC / 888.866.3377 / tomferry.com / 2

At a
GLANCE

Ryan Adams used to rely on online leads.
But as his team grew, he imagined what
would happen if instead of buying leads,
he could buy in to the entire community.
Today, Ryan is the face of his geo farm. He
sponsors all kinds of community events,
hosts his own events, sends postcards, has
his team door knocking, and runs Open
Houses like a master.

2022 PRODUCTION STATS

PRIMARY MARKET AVERAGE PRICE POINT

$500k 6Houston,
Texas

YEARS IN REAL ESTATE

7 agents
5 staff members

 Downsizing
Upsizing

TEAM STRUCTUREPRODUCTION

Buyers | Sellers

58% | 42%

CORE CLIENTELE

GCI

$1,300,000
TRANSACTIONS

122 $48,000,000
SALES VOLUME
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Ryan

ON COACHING

The biggest thing for coaching with me has been the
accountability. If I'm not hitting my goal, I've got to tell
my coach. Then we need to figure out the problem. It
could be the lead sources or the actions I’m not
taking. It’s my coach and I pulling out the drawing
board asking what I need to do. I have someone that's
looking at my business every week and looking for
those blind spots and what I can do to fix them.
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Ferry International, LLC / 888.866.3377 / tomferry.com / 4

Homes in geo farm 

Open Houses held in 2022

Of business attributed to geo
farm pillar (2022)

Community and appreciation
events put on annually

Postcards deployed a month

ROI on geo farming activities

25%+

10,000

22 11+

5,000 

9x

BY THE NUMBERS

PRODUCTION
YEAR

TOTAL SALES
VOLUME

SALES FROM
GEO FARM

% OF TOTAL
PRODUCTION

2021 36 4 11%

2022 52 13 25%

2023 YTD 29 11 38%

Ryan’s total business attributed to his geo farm activities has increased
significantly -

 Geo farm marketing budget (2023) GCI goal for geo farm (2023)

$50,000 $450k
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When Ryan entered real estate in 2017, he didn’t dive in without a plan.
For the first year-and-a-half he focused on establishing best practices for
running a successful real estate business – and ultimately starting a team.
In regard to leads management, he initially developed processes around
online leads, which constituted 90-95% of his business. 

Toward the end of 2018, as Ryan was taking steps to bring team members
on board, he also resolved to increase his lead sources and create a long-
term sustainable business model by incorporating geo farming. 

For all of 2019, he made inroads into a local community, but it was 2020
when he decided that, if he was really going to make an impact, he would
have to allocate significantly more marketing dollars to his geo farm –
while at the same time developing new systems to reach more people,
both physically and online. 

THE STORY

Ferry International, LLC / 888.866.3377 / tomferry.com / 5
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Ryan’s geo farm complements his lifestyle and sphere of influence
(SOI). Located close to his home, he makes a point to be involved in
various local clubs, boards, and groups. 
Because his children are involved in so many school and extracurricular
activities, he connects with parents as well as teachers and other youth
leaders.

COMMUNITY INVOLVEMENT

THE STRATEGY

Ferry International, LLC / 888.866.3377 / tomferry.com / 6

Holding Open Houses in a community that already knows your name is
super effective for building brand recognition. Besides averaging three
open houses a month in the farm, his team aims for at least one Mega
Open House per quarter. 
To get more contact with the community, they door knock surrounding
properties. 
To maximize publicity in the farm, they put up as many as 50 Open
House signs throughout the community!

OPEN HOUSES

Ryan sponsors youth sporting events, school functions, and a variety of
other community events. As much as possible, Ryan wants to be the
top sponsor. 
They also support charities with the input of the community. Everyone
gets to nominate and then vote on which charity to support each
quarter.

COMMUNITY SPONSORSHIP

The team Facebook Group of 8000+ members focuses on promoting
local businesses rather than real estate. 
On top of their standard listing announcements, they also produce a
monthly market update on YouTube that focuses on their geo farm.
They get between 6,000 and 10,000 views on their videos in a
community of just over 10,000 homes! 

ONLINE PRESENCE
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THE STRATEGY

Ferry International, LLC / 888.866.3377 / tomferry.com / 7

As a matter of strategy, Ryan chooses to consistently host more small
events throughout the year rather than focusing solely on the larger,
more splashy events. These include:

Community events (the goal is to participate in all of them)
Five pop-up events each year 
Annual client appreciation event
Happy hour seminars – Two for seller and five for buyers 

EVENTS

Ryan sends 2,500 postcards twice a month using Every Door Direct Mail
(EDDM). The recipients are selected based on high seller scores
identified through platforms like Remine and PropertyRadar. 
Postcards have CTAs and include QR codes to drive traffic to their
website and capture contact information. 

POSTCARDS
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Ryan’s 3 Action Items 

FOR SUCCESS 

While you need to promote your brand in a number of
ways, you don’t have to start with everything at once. To
keep costs down, consider starting with community
events rather than something like postcards. 

Be consistent and be patient, understanding that each
year adds more exposure.

Build a marketing plan for your farm. Schedule out
your marketing activities for the entire year.

Ferry International, LLC / 888.866.3377 / tomferry.com / 8
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6

1

2

3

4

5

Add two more pop-up events this year.

Work with his Tom Ferry coach to help keep
him accountable and implement these ideas!

Add more CTA postcards this year to build
long term nurture leads. 

Produce more YouTube market reports and
listing videos, targeting ads toward the geo
farm.

Conduct circle prospecting after Just Solds,
Just Listeds, and Open Houses.

Conduct mega weekend Open Houses. 

6 Things Ryan Will Do 

MOVING FORWARD

Ferry International, LLC / 888.866.3377 / tomferry.com / 9
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Examples of the invitations for some of Ryan’s community and client events.

Example of Ryan’s mailer that includes a QR code to home valuation and contact
forms.

List of some of Ryan’s top performing YouTube videos.

Top Performing YouTube Videos

Event Promotion Examples

Examples of QR Postcards

Ryan’s

TOOLKIT

Ferry International, LLC / 888.866.3377 / tomferry.com / 10
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THE ULTIMATE REAL ESTATE PLAYBOOK: THE REFERRAL PIPELINE

The Best ROI in Real Estate:
1 Lead = $100K GCI
Online Lead Nurturing for Rapid Database Growth

MIKKI
RAMEY

Healthy Realty

@movingwithmikki

#E75F4D

#FF4F37

#BA1321

#D10F6B

#141C29
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AT A
GLANCE

Mikki Ramey’s strategy focuses on
cultivating lifelong clients by prioritizing
exceptional service and relationship-
building from the outset. For her, the
initial transaction marks the start of a
potential long-term partnership.

2023 PRODUCTION STATS

PRIMARY MARKET AVERAGE PRICE POINT

$600k 17Charleston,
South Carolina

YEARS IN REAL ESTATE

20 agents
4 staff members

TEAM STRUCTUREPRODUCTION

Buyers | Sellers

70% | 30%

GCI

$2,438,252
TRANSACTIONS

180 $94,500,000
SALES VOLUME

SOI - 42%
Past Clients - 13%
Online leads - 9%

TOP LEAD SOURCES
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Mikki

ON COACHING

Before I became a realtor, I was a teacher. Quite
literally, I knew nothing about running a business.
Coaching with Tom Ferry has transformed my career.
After joining Tom Ferry Coaching I have grown my
team of 5 to a team of 20 agents and staff! We now
have excellent agents who have a desire to grow and
improve their skills daily. Our systems have improved
as a direct result of coaching and our numbers show
it. We are well on our way to break $100M in sales
volume this year. If you want mediocrity, just stay
where you are. If you want big results in your
business, you need Tom Ferry Coaching!
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Online lead contacts added to
database (2023)

GCI generated from strategy in
(2023)

Contact points with database per
year

$400,200

3,136

68

BY THE NUMBERS

GCI generated from a single online
lead relationship

$100,000+
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It was one client that changed the course of Mikki Ramey’s career. It
started with an online lead from Zillow, and in 2012, she earned a $11,000
commission when she helped the Ramsey family find their perfect
beachfront getaway for $440,000. Mikki paid Zillow their share and
proceeded to follow up diligently, maintaining a relationship with the
family. In the years to follow, this single lead turned into four
transactions and nearly $100,000 in earned commission.

Lesson learned? Consistent follow-up has the potential of turning a
single transaction into a series of profitable deals. This approach has
transformed Mikki’s business and established her as a leading figure in
the industry.

In the competitive world of real estate, Mikki Ramey has consistently
achieved 6 figure results from her stellar long-term online lead nurture
strategy. Her approach revolves around the concept of investing beyond
the initial transaction. "Always be willing to pay for an opportunity to
create a lifetime client," says Ramey. This mindset has driven her
remarkable success and yielded extraordinary results.

Mikki's strategy goes beyond the initial transaction cost, which she views
as an investment. Zillow leads now cost about $1000 each in her area, but
she continues to invest because she understands the long-term value.
"The first transaction is just the beginning," she notes. "Loving on your
online leads after closing is the absolute best ROI in real estate."

Mikki Ramey's story is a testament to the power of persistent
engagement and the rewards of nurturing long-term relationships. By
focusing on the lifetime value of her clients, she has unlocked incredible
growth and success, setting an example for real estate professionals
everywhere.

THE STORY

Ferry International, LLC / 888.866.3377 / tomferry.com / 5
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Treating your first client interaction as if it sets the tone for a long-term
relationship is crucial because it establishes the foundation for trust,
satisfaction, and potential referrals. A positive initial experience can lead
to continued business growth and loyalty, showcasing your commitment
to delivering exceptional service from the start.

Understand long-term client value.
Pay for quality leads.
View each lead as a future investment.
Aim for multiple transactions per lead.
Recognize long-term client potential.

INVEST BEYOND THE INITIAL TRANSACTION

To build a successful business strategy, start by expanding on initial
agreements to deepen relationships. Focus on building trust and reliability
through consistent delivery. Offer complementary services to add further
value. Encourage referrals from satisfied clients and utilize their success
stories in promotional efforts to attract new business. These steps form a
cohesive approach to growth and client retention.

Treat initial deals as the start of a relationship.
Build trust and reliability.
Offer complementary services.
Encourage referrals.
Highlight client testimonials.

LEVERAGE THE FIRST TRANSACTION

Ferry International, LLC / 888.866.3377 / tomferry.com / 6

Automation and technology play a crucial role in Mikki’s strategy. Tools
like Vyral help her develop engaging content, while AI solutions like
Maverick provide insights into client engagement. YLOPO’s Home
Valuation system adds extra touchpoints, cementing Mikki’s role as a
trusted advisor.

Employ tools like Follow Up Boss.
Develop content with Vyral.

USE TECHNOLOGY AND AUTOMATION

THE STRATEGY
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Analyze client engagement with AI.
Use YLOPO for additional touchpoints.
Maintain a structured nurture sequence.

Her comprehensive 18-month nurture strategy includes 68 touchpoints,
ensuring clients feel consistently valued. Using Follow Up Boss, Mikki
tracks interactions meticulously, maintaining a high level of engagement.
Her personalized communications range from video newsletters to home
valuation reports, demonstrating her dedication to client satisfaction.

Communicate regularly.
Personalize messages and interactions.
Utilize CRM tracking systems.
 Show appreciation through gifts and gestures.

ONGOING FOLLOW-UP AND ENGAGEMENT

THE STRATEGY

Ferry International, LLC / 888.866.3377 / tomferry.com / 7

Track client lifetime value to understand their long-term contribution.
Reinvest earnings strategically to nurture client relationships and
enhance satisfaction. Optimize marketing tactics to attract and retain
high-value clients, focusing on activities that yield significant returns
while avoiding unnecessary expenditures.

Be willing to pay for the right leads
Calculate lifetime client value.
Eliminate unproductive spending.

MAXIMIZE ROI
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Mikki’s 3 Action Items 

FOR SUCCESS 

Put systems that you will use in place! Use a CRM daily
and consistently.

Commit to paying for initial lead opportunities and
commit to follow up after closing.

When buying online leads, make sure your process
prioritizes calling quickly to set an appointment.

Ferry International, LLC / 888.866.3377 / tomferry.com / 8
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6

1

3

4

Continue to implement strategies to
encourage repeat business and referrals,
such as offering complementary services.

Work with her Tom Ferry coach to help keep
her accountable and to help her implement
these ideas!

Build relationships with other professionals
in the industry, such as mortgage brokers,
home inspectors, and lawyers. 

Continue to stay abreast of current and
emerging technologies, both in and out of
the real estate space. 

Regularly solicit feedback from clients to
understand their experience and identify
areas for improvement.

Audit her current client list in an effort to
identify clients that have the potential for
longevity.

6 Things Mikki Will Do 

MOVING FORWARD

Ferry International, LLC / 888.866.3377 / tomferry.com / 9
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Overview of each of Mikki’s contact sequence components and tips for
connecting with past clients.

An example of Mikki’s text-based emails that go out to her database twice a
month.

An example of Mikki’s video-based emails that go out to her database twice a
month.

Market Update Video Newsletter Example

Breakdown of Long-term Contact Sequence

Monthly Text Newsletter Example

Mikki’s

TOOLKIT

Ferry International, LLC / 888.866.3377 / tomferry.com / 10 Mi
kk

i R
am

ey
   |

   @
mo

vin
gw

ith
mi

kk
i

NEW DIGITAL COMPANION
find the below toolkit items in 

101



THE $200K REAL ESTATE PLAYBOOK: THE REFERRAL PIPELINE

How I 4X’d My Business:
The Secret to Skyrocketing
Success
The Power of Genuine Connection

JENNY
HENSLEY

Luxe Residential LLC

@jennyhenz 

#E75F4D

#FF4F37

#BA1321

#D10F6B

#141C29
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AT A
GLANCE

Jenny Hensley is a top-selling agent in
Raleigh, NC. Her strategic focus is on
consistent nurturing of her sphere of
influence, which she does through
supporting small businesses and making
gift baskets of local goods for each of her
clients. Her goal at this stage in her career
is that when clients hear the name “Jenny
Hensley,” they should instantly associate it
with care and trust.

2023 PRODUCTION STATS

PRIMARY MARKET AVERAGE PRICE POINT

$860K 9Raleigh, 
North Carolina

YEARS IN REAL ESTATE

Solo agent
1 staff member

TEAM STRUCTUREPRODUCTION

Buyers | Sellers

49% | 51%

GCI

$422,440
TRANSACTIONS

22 $17,629,200
SALES VOLUME

Referrals - 50%
SOI - 27%

Other - 23%

TOP LEAD SOURCES
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Jenny

ON COACHING

Joining TF coaching has completely transformed
my business in just a year and a half. Before our
weekly coaching calls, my daily schedule was
disorganized, I didn’t have the tools necessary to
track leads, and I had no idea if my business was
profitable. Coaching provided the much-needed
structure to my daily schedule and has completely
changed my mindset towards success. I now have
a clear vision of what's ahead, and methods to
sustain measurable growth. I rely on my coach for
personal and professional guidance, accountability,
and ways to navigate industry shifts. To say that I
am grateful for this relationship, would be a sore
understatement. The value it's brought to my life is
truly amazing, and I'm excited for more to come!
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ROI on Pop By Strategy

of her initial buyer clients use her
for the future sale of their home

of business comes from referrals
and past clients (2023)

86%

51x 

97%

BY THE NUMBERS
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Meet Jenny Hensley, a real estate agent in Raleigh, NC, who started this
journey by taking a deep dive into the history of her business. What she
and her coach discovered was that an astounding 97% of her business
has come from her referrals and past clients. This revelation inspired her
to take a new approach to nurturing her Sphere of Influence (SOI). She
then formulated a comprehensive strategy centered around building
lasting relationships and offering a personalized experience to every
client who signs with her.

Jenny is a high-achieving agent, and has been the top selling agent at her
firm for two consecutive years. She also ranks among the Top 500 Agents
in Raleigh according to Real Producers. Additionally, Jenny is a Guild
Member of the Luxury Institute for Home Marketing. Since joining
coaching in 2002, she has consistently doubled her Gross Commission
Income (GCI) and sales volume, with the average price point of her
transactions rising from $610K in 2022, to $720K in 2023, and $860K in
2024.

Integral to Jenny’s success is her strategic approach to establishing
accessibility and trust, which includes meticulous planning to ensure
that every move aligns with her business goals, market movements, and
client needs. Her strategy also includes a detailed marketing and social
media plan that complements her gifting efforts.

One of Jenny’s defining services are her client gifts. Each basket, tailored
to individual clients, contains high-quality items sourced from local
businesses in their new neighborhood. This strategy not only keeps her
top of mind when clients are asked for recommendations, but it also
engrains her in the local communities in which she works most. 

Jenny’s systematized approach to client relationships sets a benchmark in
the real estate industry. By focusing on personalized care and strategic
planning, she has built a thriving business that continually grows through
referrals and repeat clients. Her story is a powerful reminder that success
in real estate is built on relationships and genuine care.

THE STORY

Ferry International, LLC / 888.866.3377 / tomferry.com / 5
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An emphasis on nurturing connections through personal networks and
close relationships, without relying on purchased leads. Regular face-to-
face meetings often include local tokens of appreciation to enhance trust
and accessibility.

All leads are generated through personal connections and SOI.
No paid leads. 
Regular in-person check-ins that include local gifts.
Prioritize trust and accessibility in relationships.

PRIMARY FOCUS ON RELATIONSHIP BUILDING

Thorough planning is a cornerstone of operations, with strategies laid out
a year in advance. Thoughtful gestures and tailored interactions are
strategically incorporated to align with business objectives.

Business planned a year in advance.
Strategic gifting and contact points based on business, audience, and
market movements.
Schedules purchases, videographers, and content creation.

DETAILED BUSINESS PLANNING

THE STRATEGY

Ferry International, LLC / 888.866.3377 / tomferry.com / 6

The marketing strategy seamlessly integrates with the social media
presence. A comprehensive social media strategy documents every step
of thoughtful gestures, focusing on compelling visual narratives and
actively engaging with the community.

Corresponding social media plan that captures each step of the
gifting process.
Emphasis on visual storytelling and community engagement.

MARKETING AND SOCIAL MEDIA INTEGRATION
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Unique and locally sourced gifts ensure that each client is wowed by the
level of personalized service they receive from Jenny. 

Gifting items are sourced from local businesses and vendors.
Each client receives a unique, personalized gift basket.
Avoid gifting during predictable times like December.

POP-BY GIFTS - PERSONALIZED AND HIGH-QUALITY GIFTING

Consistency is key across communication channels, including email,
social media platforms, and personal visits. The aim is to create a feeling
of being easily accessible to clients, fostering a sense of closeness and
importance in relationships.

Maintaining a consistent presence through email, social media, and
in-person visits.
Creating a feeling of being ‘just a short drive away’ for clients.
Consistent presence via various channels.
Ensures clients feel valued and connected.

CONSISTENCY AND ACCESSIBILITY

Ferry International, LLC / 888.866.3377 / tomferry.com / 7

THE STRATEGY
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Jenny’s 3 Action Items 

FOR SUCCESS 

Learn how to leverage either people or technology to help
you implement your plan. Time is MONEY! 

Get organized & create a plan! Set time to focus and
write it down. You can't make it sustainable if it's all
last minute. 

Learn to TRACK EVERYTHING! Costs, time spent,
income, etc.

Ferry International, LLC / 888.866.3377 / tomferry.com / 8
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6

1
Develop new strategic partnerships with
local businesses and expand on her
personalized pop by's by identifying new
suppliers.

Work with her Tom Ferry coach to help keep
her accountable and to help her implement
these ideas!

Deploy a ZMA texts campaign to her past
clients.

Continue to deploy bi-monthly emails to
her database.

Continue to strategize often and early,
developing business plans and projections
for at least a year in advance.

Continue to implement her corresponding
social media plan.

6 Things Jenny Will Do 

MOVING FORWARD

Ferry International, LLC / 888.866.3377 / tomferry.com / 9
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An overview of Jenny’s Pop-by  and gifting calendar for 2024.

Jenny’s checklist for deploying a Pop-by campaign and her strategy for client
selection.

Examples of the social media posts that are generated by Jenny’s strategy.

2024 Spring Baskets Pop-By Example

2024 Pop-By Calendar

Pop-By System Checklist

Jenny’s

TOOLKIT

Ferry International, LLC / 888.866.3377 / tomferry.com / 10
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BONUS
CASE STUDY
COACHING MEMBERS HAVE ACCESS TO 100+ CASE STUDIES IN 
THE ULTIMATE REAL ESTATE PLAYBOOK COLLECTION.

Cari Ann Carter
Treating Open Houses Like Art Exhibits: 
Create Beauty, Tell Stories, and Capture Leads

#E75F4D

#FF4F37

#BA1321

#D10F6B

#141C29

Each case study highlights unique strategies and tactics employed by top performers, 
providing you with actionable insights and inspiration. 
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THE ULTIMATE REAL ESTATE PLAYBOOK: LISTING ATTRACTION MULTIPLIER

Treating Open Houses
Like Art Exhibits
Create Beauty, Tell Stories, and Capture Leads

Cari Ann
Carter

Edina Realty

@carianncartergroup
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THE ULTIMATE REAL ESTATE PLAYBOOK: LISTING ATTRACTION MULTIPLIER

Treating Open Houses
Like Art Exhibits
Create Beauty, Tell Stories, and Capture Leads

Cari Ann
Carter

Edina Realty

@carianncartergroup

#E75F4D

#FF4F37

#BA1321

#D10F6B

#141C29
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At a
GLANCE

Cari Ann Carter’s love for design is evident
in every aspect of her Open House, from
the promotional materials and the staging,
to the way she speaks about the property,
and even the landing page where she
captures contact info. Everything she does
turns an Open House from an “empty
house” to a beautiful experience – and a
busy one!

2022 PRODUCTION STATS

PRIMARY MARKET AVERAGE PRICE POINT

$550k 23Minneapolis,
Minnesota

YEARS IN REAL ESTATE

GCI

$54,900,000 $1,840,000
SALES VOLUMETRANSACTIONS

88

10 agents
3 staff members

 Luxury
Rightsizing

TEAM STRUCTUREPRODUCTION

Buyers | Sellers

45% | 55%

CORE CLIENTELE
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Cari Ann

ON COACHING

Tom Ferry real estate coaching has transformed my
career and continues to drive my success. Through
Open House events, I've built lasting client
relationships and a reliable source of recurring
revenue. But when I hit a ceiling, I turned to my coach
and the Tom Ferry ecosystem for clarity and focus.
Their coaching has had a profound impact on my
production and my team's. With Tom Ferry real estate
coaching, I have the strategies and resources needed
to continually grow my business and thrive in this
competitive industry.
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BY THE NUMBERS

Average attendance per Open 

Strong leads generated by
each Open House

Opens per property

Additional closed transactions
originate from each Open
on average

Budget for an Open House
on average

Of total business comes from
Open Houses

3-5

15-20

7-12 1-2

$800

60%
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For the first five years of her career, Cari Ann Carter lived and breathed
Open Houses, at times holding as many as four per weekend. And while
she has other lead pillars now, Open Houses still generate a whopping
60% of her business.

Besides her willingness to consistently stay on course with a marketing
plan and flawless execution, Cari Ann’s deep love for design and
architecture means she can tell engaging stories about the homes she
shows. She understands that selling real estate is about emphasizing the
visual, so she treats each home as a work of art – and she is the docent.
Also, because of her eye for design, she has a knack for putting a home in
the best light.

Cari Ann's Open Houses showcase both the home and her own capacity to
create beauty, story, and experience. No wonder she has distinguished
herself among her peers and established herself as a marketing leader
when it comes to Open Houses. 

THE STORY

Ferry International, LLC / 888.866.3377 / tomferry.com / 5
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With a new listing, Cari Ann becomes a designer for the physical space,
the marketing materials, and the staging. 
She helps her clients understand the ROI of staging.
She seeks to evoke a feeling of luxury that translates easily into online
marketing.

VISUAL EXPERIENCE

THE STRATEGY

Ferry International, LLC / 888.866.3377 / tomferry.com / 6

Cari Ann’s promotion includes circle prospecting up to 500 residents in
the surrounding neighborhood by:

Sending marketing materials through Mailchimp
Sending postcard mailers 
Delivering door hangers 
Door knocking
Creating Google Ad campaigns
Posting on social media

Her approach typically results in no less than 25 attendees per Open
House

PROMOTION AND MARKETING

When interacting with visitors, Cari Ann 
Avoids small talk
Actively listens to their interests
Attends to them each as she would a special guest
Takes notes
Employs kvCORE and SISU as her CRM system to record notes about
interactions and conversations
Follows up after the Open House

And she trains her agents to do the same!

COMMUNICATION
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Cari Ann uses QR codes that direct attendees to a landing page where
they’ll find:

Features of the home
Disclosures
Giveaways like gift cards

Because attendees are motivated to scan a QR code and enter their
contact information on the landing page, she can easily capture lead
details.

INFORMING ATTENDEES

THE STRATEGY

Ferry International, LLC / 888.866.3377 / tomferry.com / 7
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Cari Ann’s 3 Action Items 

FOR SUCCESS 

Invest some time and commit to learning how to have
more meaningful conversations with people. Have you
read Exactly What to Say by Phil M. Jones?

Approach other agents and offer to run their Open
Houses for them!

Connect with as many people as you can. Send mailers,
newsletters, postcards, and social posts. Let as many
people as possible know you are hosting an Open House.

Ferry International, LLC / 888.866.3377 / tomferry.com / 8
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3

4

5

Continue to tap technology to capture
contact info.

Work with her Tom Ferry coach to help keep
her accountable and implement these ideas!

Continue training the team to have
productive conversations at Open Houses.

Increase door knocking to attain a 100-
neighbor goal.

Further leverage the team in promotional
efforts.

Role play with her team to create consistent
on-brand introductions (elevator pitches).

6 Things Cari Ann Will Do 

MOVING FORWARD

Ferry International, LLC / 888.866.3377 / tomferry.com / 9
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Overview of Cari Ann’s process to launch an Open House.

Examples of Cari Ann’s Instagram posts and Reels promoting the Open House.

Example of Cari Ann’s Open House email invitations.

Example of the flipbooks Cari Ann produces for her listings.

Example of the invitation postcards Cari Ann makes for her new listings.

Sample of Email Marketing

Open House Protocol

Samples of Social Media Marketing Posts

Listing Flipbook

Coming Soon Postcard

Cari Ann’s

TOOLKIT

Ferry International, LLC / 888.866.3377 / tomferry.com / 10
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EXPLORE MORE
IN TF LEARNING
SCAN THE QR CODES BELOW
TO LEARN MORE ABOUT EACH PROGRAM

#E75F4D

#FF4F37

#BA1321

#D10F6B

#141C29
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IN TF LEARNING
SCAN THE QR CODES BELOW
TO LEARN MORE ABOUT EACH PROGRAM

COACHING 
MEMBERS! 

USE YOUR TRAINING DISCOUNT!

LOG INTO REVII 
(FORMERLY ILLUM) 
TO TAKE ADVANTAGE
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EVENTS
YOU’VE GOT THE AMBITION. 
WE’VE GOT YOUR ROAD MAP.
DON’T MISS ANY UPCOMING TOM FERRY EVENTS IN YOUR AREA
ELITE RETREAT  |  LISTING EDGE   |  SUCCESS SUMMIT

RESERVE YOUR SPOT TODAY
TOMFERRY.COM/EVENTS/

#E75F4D

#FF4F37

#BA1321

#D10F6B

#141C29
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YOU’VE GOT THE AMBITION. 
WE’VE GOT YOUR ROAD MAP.
DON’T MISS ANY UPCOMING TOM FERRY EVENTS IN YOUR AREA
ELITE RETREAT  |  LISTING EDGE   |  SUCCESS SUMMIT

RESERVE YOUR SPOT TODAY
TOMFERRY.COM/EVENTS/

Book Today
127



MONTHLY & ANNUAL PLANS ARE AVAILABLE.
FEATURES CORE ELITE TEAM 

GROWTH
TEAM 

MASTERY
TEAM 

LEGACY

#E75F4D

#FF4F37

#BA1321

#D10F6B

#141C29
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TOM FERRY COACHING
TAKE YOUR BUSINESS 
TO THE NEXT LEVEL
Take your business to the next level with personalized coaching designed for market 
dominance and financial success. Connect with a top-tier coach and leverage tools like 
REVii. AI, Advantage Partner Discounts, and the comprehensive Tom Ferry Learning platform. 
Engage with a community of driven agents for referral opportunities. Coaching is more 
than just a solution; it’s your gateway to exclusive events, elevated professional circles, and 
unprecedented abundance.

Scan for pricing details
or visit www.tomferry.com/coaching-plans/

AI-Powered Efficiency for Real Estate Excellence.Experience The Future of Real Estate 
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