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http://www.youtube.com/watch?v=mcNnyjYcjn8



http://www.youtube.com/watch?v=eOcve6SBbfw

Today’s Agenda

1. Practical Uses For Al - Frank
2. Listing Attraction - bawn
3. Presenting Offers That Win - Erica
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How’s The Market?




AN

In spite of the looming threats...

* Failing Banks...

Crypto collapse...

Commission compression...

No inventory solution in sight...

Rates will continue to be higher than consumers desire...
Class action lawsuits around compensation/commissions,

the NAR/DOJ challenges
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$97 Billion
In Commissions!
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Interesting Sayings/Quotes
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The complacency
of others is our
OPPORTUNITY
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It’s time to put the .
LEIRGRUERNEEL for@
GROWTH
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Focus on
Q% What you can
CONTROL

- —-— -



If you commit to nothing,
you will be distracted by
EVERYTHING



Work Blue Collar and
Earn White Collar
WAGES
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Agents are going
from Burnout to

BROKE



LL
—
<
—
®,
<

FACTS



Our market will be
the same for the
next 3 to 5 years.
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Rates may go to 9%
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Go Lean or Large...
How many leads do
you have? Do You
need to grow or
scale down?
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Only 12% of consumers use
their agents again, while 89%
said that they would. How do
we get 20-40%? Top agents
get 46%. The average agent
isonly 12%
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THOUGHT
' PROVOKING
O ./ QUESTIONS
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If you knew you would not fail
over the next decade, what
would you go for?
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Where do you focus?
Is it diluted?
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What is 1 adjustment
that you need to do to
make money?
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How do I position
my brand to win?

-
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What are you an
absolute expert at?

What’s your
God-given talent?
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. Practical
uses for Al
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https://docs.google.com/spreadsheets/d/1d0RSWUsMf0rcdAcIKmc040KrtWRRPm8OKNMxv2G9ltQ/copy#gid=10734267

The Good News... -

AI will not replace us!
There’s too much emotion involved

and AI cannot build relationships



The Bad News... @

The person who uses AI will

replace those who do not!



1. Video Cloning

A way to stay in touch with leads via
personalized communication with them.

e Maverik
e BHuman
e Gan.ai





http://www.youtube.com/watch?v=JoNNaCKMXgE

2. Sound Enhancement

i.e. to repair audio (take background
noise out of a video) the recording can
sound like you are in a studio.

e Adobe Enhanced
e Descript
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http://www.youtube.com/watch?v=938p7h1Ilkw

3. Text to Image Prompt

Transform words into images.

Apps: Midjourney

e I.E. Great to help make thumbnails for YT videos
e Use it to create B-Roll for videos



PROMPT: REAL ESTATE

PHOTOGRAPHY DRONE
SHOT OF A LUXURY
HOME IN NEW YORK






http://www.youtube.com/watch?v=PulW3VORhzg




4. Text-Based Editing &
Text to Sound Voice

Al that synchronizes video’s transcription with its
visuals, allowing text changes to alter the video.
e Descript

e Premier Pro

e Vimeo





http://www.youtube.com/watch?v=bswfkzwvfns

5. Multi Media Magic Tools

e SnapEdit removes objects from
photos

e Veed generates closed captions for
videos

e Canva







6. Long Form Chops; SHORT
CREATIONS from Long videos

Use these apps to get clips from long form videos.

e MUNCH
e DUMME



7. Al Appointment Summaries

Apps: Listen to your own listing appointments

ADD THIS TO LISTING CHECKLIST

Otter Capture for live conversations. Use this on listing appointments
and take the summary and upload to Chat GPT and analyze the
conversation. What are the main concerns. What is the clients feedback
and my observations. Clients expectation of price?

e Parrot
e Fellow

e Zoom



GHATGENEROMETSE

What are the main concerns or priorities identified by the client during
the listing appointment, and how can | address them in my follow-up
communication?

Based on the client's feedback and my observations during the
appointment, what are the strengths and weaknesses of the property?
How can these be leveraged or mitigated in the marketing strategy?

How does the client's expectation of the selling price align with the
current market analysis, and what strategies can be employed to bridge

any gaps?

What were the key emotional reactions or non-verbal cues from the
client during the appointment, and how might these insights inform my
approach in future interactions with this client or others?

What did the client appreciate or dislike about the way the appointment
was conducted, and what improvements can be made for future
appointments with this client or others?
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8. Autonomous Site Design

AI can build you a website. Great for single property listings.
We use cribflyer.
(use a Chat GPT bot to engage the buyer)

Apps:

Wix
Durable
Framer

[
[
[
e *Luma can help create a 3d video for it
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For Sale: $6.500.000 -« 5 Beds * 4 Full, 2 Half Baths




9. Reno AR

Reimagine Home

e You can help declutter a person’s home with a

photo on a listing appointment



REimogineHome

REIMOQIne your cpooe In socondds



http://www.youtube.com/watch?v=tPSVN_TrUw8
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10. Robot Mail

___/Create handwritten notes have them all different.
Hand deliver them to your farm

Leverage your listings to acquire more.
How are you remembered? Do something the seller won’t forget.

1. Ask my database clients to forward the listing that you’re about to list. It

builds in exclusivity of the listing prior to hitting the market.
2. Orsend a postcard to 100 neighbors as a handwritten note.

Create unique versions of a handwritten note for real estate listings
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11. Best Al Tools/Assistants:

Chat GPT (Generative Pre-trained Transformer)
Bard (Google)

Claude 2

Perplexity

DU

Hyperwrite Al
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I'm Bard, your creative and helpful collaborator. | have limitations and won't always get # right, but your feecack will help me

Improve

Not sure where to start? You can try.

Ov pick up where you left oM

HUman rneviewers Imay process you ersatons for Qualty purposes. Dont




ANTHROP\C

Welcome back

Last month

Organizing Recruitment Evert Contact List

Matchng Agent Names from Multple Lats

Verfyng Realtor Names from Hecrurtment Evert Lt

Organizing Hfommation mio an Accesatie Databune

Your Paefect nteractive Companion: Writing an SEO Artcle about Bk

Top Seling Electroncs on Amazon Dady

Uoaatod ASent List 2




Where knowledge begins




T Myper, your Intevactive Al wriing assstant! | can halp you with reseawrc

Writing, ideaton, and more. S1art taliing with me Delow

Dacumes

HyperChat

Perscna A3

WO e Shwiys wmOrfing 10 mgrove IHhe AL Modte Mt ul kndw F you hiet 8%y 100dBack O roCene N UeaDecied Oulput! Dy COnlacing Ut o Rcoiitnnerniio s




12. How To Command AI Prompts

Declare who is speaking
Define what you need
Provide a detailed story

Specify the desired output

T

Refine the manner of speech



1. Tell Al to Impersonate Your Desired Specialist

Ai is there to help you out. You only need to tell it how you like things done, which includes
not-so-obvious starting point—qiving Al a personality.

Think of these starting points for your future prompts:
e "Act Like A Realtor”
e "Act Like a Real Estate Professional with X Experience”

e “Impersonate a Home Evaluation Expert”

And so on...




\

e Persuasive

Friendly

Educational/ Informational
Serious/ Formal

Informal/ Casual

Bold

Any other voice




3. Provide Clear Instructions and Guidelines

When crafting the instructions for your machine learning model, you need to be clear,
concise, and actionable.

Without clear instructions, Al will take the liberty of interpreting and adapting your prompt
to deliver a response. Therefore, make sure to offer extensive guidelines for the perfect

outcome.




4. Be Specific and Detailed in Your Request

Be as detailed as possible in your explanation. If you need something done a particular way,
regardless of the type of content you're trying to generate, detail it.




5. Experiment with Prompts and Save Them for Quick
Access

Refine your Al-generated outputs and optimize them for increased quality. Once you have a
winning prompt, save it for future use

The key is to explore different prompt variations, adjust parameters, and fine-tune the input
to achieve great results. Consider prompts as creative cues that guide the Al model in
generating specific content.
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Write 3 real estate listing descriptions for a property located in [location].

This is a [type of property] that has [number] bedrooms, [number]
bathroom(s), and is [number] sqft.

Highlight this property’s unique features: [feature 1], [feature 2], [feature 3].

Make this listing description attention-grabbing and exciting enough for
potential buyers to want to learn more and contact me. Include some property
or neighborhood details and perks that [target audience] would love about it.




Social Media Posts and Captions




w Here's the Al prompt you can use to promote your listing on social media:

Act like a realtor; create a social media post that promotes this stunning new
property for sale in [Location].

My ideal buyer profile is [target audience].

This is a [type of property] that has [number] bedrooms, [number]
bathroom(s), and is [number] sqft.

Highlight this property’s unique features: [feature 1], [feature 2], [feature 3].
Include emojis, relevant hashtags, and my contact information.

Make this post engaging and interesting enough for potential buyers to want to
learn more and contact me about a showing.




© ChatGPT

POTENTIAL SELLERS

PROMPT: A PERSON SELLINGTHEIR
HOME IN STATEN ISLAND,
WHAT ARE SOME QUESTIONS THEY MIGHT HAVE?
GIVE ME 10 EXAMPLES
AND 10 VIDEO IDEAS BASED ON THOSE EXAMPLES



13. Deepfake Avatar Al
Generated Video

This is a great idea to create videos for clients. Turn your
letters into videos. We can even use ourselves as an avatar.

APPS:
e Deepbrain
e Synthesia
e Heygen
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http://www.youtube.com/watch?v=njIi0coWsc0

Listing Attraction Strategies

- Dawn Eugenio



Four Things To Thrive In Our Market @

1. Strategy

2. Tactics

3. Mindset

4. Accountability



Strategy

Be obsessed with getting the next listing!
Listings are market share. They are guaranteed
“lincome and they sell quicker than a buyer’s
(/purchase.

“ The #1 source of listings in 2023 is our Sphere/
7
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An Era of

Hyper-Competition




Tactics
#1

Samples of Social Media Posts



1. Increase Facebook Engagement

Utilizing ChatGPT
Prompt We Used:

"\ Please give me an SEO optimized Facebook post for the

" home located at (Address) with the following MLS
. description (Drop in the MLS Description).

[/
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g DiTommaso Real Estate

& Homes We Represent &

Introducing a gem In the heart of Staten Island! Located at 10 Neal Dow Ave, Staten isiand, NY
10314, this stunning resides Ses comiy style, and modern living

Priced at an unbeatable $7 , this home is a blend of sophistication and value. With its
prime location and distinctive features

J Interested? Reach out to us at 718-667-8

home




Automated responses
Content creation
Personalized reply
Interactive polls
Storytelling

Live chats

Comment moderation

Suggesting hashtags



e Analyzing engagement

e Ask for feedback

Remember that while Chat GPT can be an
available tool, authentic and meaningful

engagements should still remain as a priority.

7
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Results of This Change

1. Over 40,000 Views Compared to Normal Views of
Around 1,500

2. Consistent 15%-20% Increase in Views Since Adding
this Step

[/
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This is a successful IG campaignh where you

can manage to significantly increase your

follower count and engage by creating visually
appealing reels and using SEO optimization

and tagging strategies provided by Chat GPT.

7



Instagram Audience Expansion Tip

1. The Goal is to Reach Outside Your Current Audience
2. Do a Local Lifestyle Reel With Stunning Video

3. If You Don’t Share the Reel to Your Feed It Utilizes a
Broader Search to Find the Ideal Audience for the Video

[/
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Instagram Audience Expansion Tip

i unnamed jpg ) Open with 29 Damaceor = & & 3

=

[/
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Instagram Audience Expansion Tip
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Instagram Audience Expansion Tip

Watch

Plays 296,858
Watch time 678 hr 40 min 25 sec
Average watch time 8 sec



Tactics

H2

Samples of Text Marketing/Email Marketing

7



Engage past clients from the past 3to 5
years and show them how much equity
. they have earned. Find out when their
mortgages are coming due and give

them the CMA a few months in advance/

7



OFF Muar bt Living

(&0

Hi Stephen

| wan on Zilow carfier today looking
for & fow proporvias in your
Peghbomood, and SThaug '
chech out yook Homa's Zestmale

Theey estirpaie your homes s vlus s
§1.945,000

i i
| have my cpmon, but 'd love ta

haat your thoughts. What do you
hank”




. /f 2 —
Subject Line: An offer you can't refuse? (  AskaQuestion That )
\_ Starts the Conversation /

If a buyer offered you more than 15%
above your Zestimate, would you sell?




Your neighbor recently entrusted my team with selling their home at
145566 W 3rd Ave. Zillow estimated thelr home value at $717,500. We sold
it for $820,000! That's a $102,500 difference. é




Name YOU r Subject Line: Name your price
Price Email

Hi Jimmy,
Could you finish this sentence for me?
“If | could sell my house for ol

would list my home this fall. | can't wait to hear your
answer Ju.




Name Your Price
Direct Mail

‘If | could sell my house for
$ , | would list my

home this spring.”




You can also say to your client, “One
more thing... Is there anything that I
.. can do to help any of your friends who

/' are maybe going through a hard time.”



Tactics

H3

COMING SO
IN YOUR NEIGHBORHOOD

Coming Soon Postcard

Dawn Eugemo THE HOUSING MARKET 1S MOVING _'-."’_,
FAST DON T GET LEFT BEHIND ‘.
(347)236 8294




Tactics
#4

Create a custom message to the seller
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z“" NAME IS “pamer AND T AM INTEALSTRD IN FUALHASTNG
!
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Yellow Letters §&=

[T M A LOCAL HOME SUYER ANU REAL ESTATE AREAT

iwoxma 10 PURHARE MORE PROPERYY XN YoUR W& IGHRORKGOU

« Personalized direct mail letters ot o e oo v o v ot

L3 A NG JNYERESIED IN LIS ING YOUR PROPERTS FOR SALE,

. Appears handwritten

« Printed on yellow notebook paper B e

» Looks to be written by a friend

|
.
« High response rate "

]
|LIXEE 10 DISCUSS SELLING YOUR HOUSE A1 ATAZA PRICE

|SENCERSLY,
.
IYOUR NAAE - (122} 4%-T010
/

/

[V ISIT YOURIALLOWIPANE #OR YSUR OFFZA
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Sending a personalized letter can be important

for several reasons.

Attention grabbing
Personalization

Human Touch

Increased response rate

Trust and credibility

Higher conversion rate
Relationship building

Stand out from other competitors



Tactics

e Checklist of what to do before listing your home

PRE-LISTING CHECKLIST

7 Things To Do Before Listing Your Home

Freshen up your curb appeal

Declutter & depersonalize

Put up a fresh coat of paint

Fix the small stuff

Do a deep clean




Tactics

e Questionnaire - What to expect from your Realtor

10 QUESTIONS TO ASK

YOUR FUTURE
REALTOR

How leng have you been selling?




Tactics

e Pre-Listing Presentation




Tactics

e Have someone confirm the appointment before I go




Tactics

How many touches can we give to the seller prior to the
appointment?

o Confirming the appointment call/text
o A few days before and the morning of appointment

o However, the exact number and timing should be
tailored to the individual situation and the seller’s
comfort level



Tactics

e Be in photos of your listings with a video




Tactics

e Use the database from Chime to show sellers how many
buyers you have and how you will contact them featuring
their property once you’ve listed it.




Tactics
#5

-._ Listing Flip Book/Individual Laminated Pages



RPR

Utilize the Free RPR Al for
~ Market Reports Social Posts, Blog
Posts, and Video Scripts

[/
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RPR Al Availability Under Research

Shortcuts




32459

Santa Rosa Beach, FL 32459

Market Trends

Market Type

Key Details

6.37

$1,050,000




Home > Resdentiol Market 1)

Santa Rosa B¢

Market Trends Bte Script

June 2023

* Condo/TH/ Apt

Market Typo

Key Details

Montha of Ineentory

6.37

TIANW

Hewhory Propety Besmnre”, LD




ata Matket T Choose Audience

Santa Rosa B¢

Market Trends ' Me Script <3 Share  :

June 2023

» Condo/TH/AM

Market Type

Key Detalls

Monthe of eesa

6.37

t1AWm




Create video scripts- This function
might be helpful in creating video

... content that is used for social media
marketing. Also allowing you to talk
about what’s happening in your local

market.



Market T)

Santa Rosa B¢

Market Trends ate Script

June 2023

* Conda/THI A

Market Type

Key Detalls

Maoaths ol Invemory

6.37

L BENRY




Create- social media campaigns

Develop content plan that includes

. posts, images, video and hashtags.



orrdial Market 1) Choose Tone Choose Avdrerce

Santa Rosa B¢

Market Trends

June 2023

Market Type

Key Details

Montha of Inveriory

6.37

1% v




Analyzing Metrics- This tool has a
feature to analyze metrics, possibly
providing insights and data that can
help in defining market. (Similar to

Market Trends in our mls)



Mindset

Why do sellers choose their listing agent?

e They gave optimism and options

e They pointed out the true potential of a sale
e They gave a lot of details that made sense

e Sellers want a KNOWLEDGE AGENT

7



“Treat every lead like
they’re going to convert

or none of them will.”




Accountability

Surround yourselves with
- teammates who are positive
and want to do better

7



The Impact

Increase in the number

of seller appointments
booked
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http://www.youtube.com/watch?v=YmPTs3Q5G_Y

Presenting Offers that Win

- Erica Orlando

7



Number of Realtors

August 2020 - August 2021

Realtors Added -
4

122,002 ot

12 Months




HNew
Realtor

Every [
Minutes




Number of 1,534,008 1,566,354
Realtors

33,000

More Agents

ARBRREEER A AREEERER
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BUYING STRATEGY

Strategy Session

Dialogue- “My responsibilityisto
ensure your protection and craft
a winning strategy for you."”




Do your
- research

/ Know the Market:

/ 1.

2
/ 3.
4

CMA

List to Sold Price (RPR)
DOM

Other Offers

e i et~
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Be Flexible with Closing and Possession

TANT LEGAL CONSEQUENCES AND THE PARTIES SHOLLD CONSLL
E SHONING

POST-CLOSING OCCUPANCY AGREEMENT
(Seller Rent-Back Agreement)

used only for short-term resadential occupancy for 2 term ot 0 exceed 30
nger than 30 days

ccupancy Agreement (Agroement ) s entered mto between

(Buyer), relating 10 the occupancy of the following lkegally ¢

, Colorado




Leverage Agent-to-
Agent Relationships

1. Agent appreciation event
Personalized thank you cards

3. Leaninto professional events
-Committees -Mixers

-Fundraisers -Broker Opens

September 28th, 2023



TERMS-

« Escalation Clause

« Appraisal Gaps

« Limited Inspection

« No Contingencies

« Be the First Showing

Escalation Clause

an addendum that can be added to your offer

THE PROCESS
¢ Put in an offer on a house
¢ Learn if other offers have been submitted

e |f so.submit an escalation clause

Include both the maximum and incremental amount you'll
extend your initial offer.




Tip #5 o
Offer a Larger
Earnest Money &=
Deposit/Down
Payment

\\




Aw Just gota ¢ rhce compliment ‘
from dawn my Offer

Was vy © nows I'm

coming from treasure Davis she

wouldn't expect anything less v been

Write a clean offer o mortons wo
with a cover letter!

Congratidations

s Ve

Trare poe 'w taning w1t m e et bt cw egeBey s oTer e greing ey
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R » s mong o becmse THED IS ™

§OARY MUCE 81\ 000

1 s Conginng! Sam

) Camvertrers Loan -
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Lean into the hard
-.. conversations

a
LR

“Abrand iswhata
business does,

reputation is what
people remember.”

Ted Rubn
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http://www.youtube.com/watch?v=fY0nVjxL0AU

B

October-
100k in 100 days
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THANK YOU!

SCAN this QR
for a FREE Copy
of the Slides




