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Zero Budget, Max Impact: 
The 25 -Sales-A-Year Blueprint 



OR…

No Money, No Problem
The 25 -Sales-A-Year Blueprint 



Making a Ton $$
Doing 25+

Not Spending $$



Fun First.
Relationships Next. 

Success Follows.



Fun 
First.

Relationships 
Next.

Success 
Follows.



“Starting the ‘Dawn Patrol’ morning run club, 
there were about 20 participants. I built it 
from the ground up, and now, four years later, 
it’s grown to over 400. I’m pacing to do over 
$30 million in volume this year, with a 
significant portion tied directly to this group.” 

Michael Rowland
Virginia Beach, VA
IG:@michaelrowlland



From FB Marketplace to $1m Listings - Abby Greenberg 

Place an image here

Start with Marketplace Outreach  
Scan for bulk moving sales or sellers unloading 
multiple items. 

Message them- “Are you selling anything 
else?”Opens the door to real conversation.  

Transition From Staging Support 
If they are moving, ask: “Would you like help 
making your home look its best for buyers?” 
Segue into market update, timeline & next step. 



The cheapest lead gen 
strategy I’ve ever used. 
One $40 shelf became a 
$800k listing.” 

Abby Greenberg
Orlando, FL 
IG:@abbygreenbergrealtor



Let’s Do Dinner - Ryan & Lilia Branco 

Place an image here

Commit to a Regular Social Rhythm 
Every other week. Host 1-4 Past clients & Sphere 
for casual dinner (tacos, pizza, BBQ)

Make It About Connections, Not Sales
Invite people from different parts of your world 
Vibe is natural, mutual and open. No real estate. 

Let the Conversations Flow Into Opportunities
People feel comfortable sharing their plans, 
questions and referrals. Top of mind without 
being pushy. 



Over the past few years, having 
dinner at our house with our 
friends & clients has added a 
minimum of 20 deals. 

Ryan & Lilia Branco 
San Diego, CA
IG:@ryanbranco



Fun 
First.

Relationships 
Next.

Success 
Follows.



Erin Hungerford
Richmond, Va 
IG:@erinhungerford

I joined a flower-arranging class for fun, 
then started inviting friends and clients. 
Now it’s a low-cost way to build 
relationships and stay connected.” 



•Walking Group - casual conversations while active

•Join a Pickleball Club – fun starts relationships 

•Bunco, Bridge Nights – recurring social game nights

•FB Caregiver Page – be empathetic and resourceful

•Volunteer/Service Days – Food drives, cleanups

•Wine / Supper Club – monthly dinners or tastings

•Church / Faith Groups – support charity events

•Health & Wellness Classes – yoga, tai chi, cooking

•Gardening/Home Projects – garden exchange/classes

•Grandparent Meetups - events zoos, museums, etc.

Networking + Real Estate Relationship Building 
Cheat Sheet



Avg. Age of Seller

63



Networking + Real Estate Relationship Building 
Cheat Sheet



Avg. Age of 1st Time Buyer?

38





“I’ve turned 500+ Instagram leads 
into 130+ happy homeowners… 
proof that consistency on posting 
and building relationships always 
win.” 

Elio Alanis 
Houston, TX 
IG:@eliorealtor



Buy Now…Brag Later Videos - Mike McMurray 



Buy Now..Brag Later
Lights Up DM’s, Convos & Shares

Buyers Want
A Deal

Urgency Without Pressure Social Proof That
Buyers Are Buying



If you haven’t heard..SWFL is ground zero in 
the housing market. Blocking and tackling 
after 4 storms and a huge market 
correction. All good and will only get better! 

“Buy Now...Brag Later” videos are the 
right message in this type of market. “

Mike McMurray
Captiva, FL 
IG:@mikehmcmurray



Fun 
First.

Relationships 
Next.

Success 
Follows.



We made it fun…coffee at the door, 
puppies to cuddle and success followed. 
The house that wouldn’t sell sold that day, 
over appraised value.

Kati Ann Wright 
Savannah, GA
IG @katiannwright_realestate



Fun 
First.

Relationships 
Next.

Success 
Follows.



An upcycled flower cart with fresh blooms 
sparked it all. Buyers asked for the exact same 
thing, their agent asked us to take over, and we 
sold it.Results: 3 closings + 1 active relocation 
purchase. GCI $65,880+ and growing 
Sometimes the simple things work.

Nicole Chandler-Gross   
Galt, CA
IG @nicole.gross.realtor



The Listing Agent BUYER Playbook 
Luke & Sadie Newcomer 

Drop the key question: “How many 
off-market homes have you seen like 
this one?”

Keep it simple: it could be a pocket 
listing, FSBO, expired, withdrawn, or 
coming soon.

Get a One-Time Showing Agreement 
signed and set the showing.

Show Unique Access
Build rapport by showing access and 
insight they can’t get elsewhere.

Once they see your value, ask: “What 
would it look like if I worked for 
you?”

In a buyers market, position yourself as 
the agent who can buy 10% below 
asking & win homes that never hit MLS.

Meet Them Where 
They Are.

Earn The Right To 
Represent Them 

When a buyer says they only work with 
the listing agent → don’t debate them.

Affirm their thinking -“You’re smart to 
go straight to the source”

Meet them at the property and start 
asking smart questions about their 
search, preferences & perspective.



Buyers who only want to work with 
the listing agent are the lowest-hanging fruit. 
Don’t debate them…make them feel smart, 
show them what only you can offer, and
they’ll realize they can’t buy without you.”

Sadie & Luke Newcomer
St. Augustine, FL 
IG:@luke.newcomer



Fun 
First.

Relationships 
Next.

Success 
Follows.



1. Pomodoro Method 
25-minute sprints  b/w short breaks 
to boost productivity and focus. 

2.   Shiitake Load of Open Houses 
Did 6-8 OH every month for years. 

3.    Fun First. 
Relationships Next. 
Success Follows. Rookie



“Has anyone explained the process of buying a home?”

“If there was a way to save you time & money in the process...
would you want to know about it?”

“If I found you an off-market property that fits your needs…
would you want me to reach out?”

Open House ? That Made Me $$$



Fun 
First.

Relationships 
Next.

Success 
Follows.



Real Estate Is EASY.
Building Relationships is HARD

but NOT when you …



Fun First.
Relationships Next. 

Success Follows.



You don’t need to spend a ton of money to have 
a great life in real estate. Figure out the 3 
things you’re do really well & you enjoy, double 
down on them, and keep showing 
up…every..single day.” 

Coach Mays  
IG:@jeffmays_re



Thank You.
You’re The Best!

IG:jeffmays_re





ROLAND OSAGE
Oakland, California





Jeff Bannan
Royersford, Pennsylvania 



Learn how to produce content that actually 
converts.

You’ll know exactly what tools you’ll need to do it 
(very low budget)

And how you can replicate in your market.

Today you will:



the East bay area

roland



How Do You Stand Out Amongst 
60,000+ Competitors?



WHAT IS YOUR UNDENIABLE OFFER?



Eichler Victorian

Craftsman Spanish StyleBungalow





Comparison = Death
of Joy & Creativity



Emulate

Comparison



13,000 NEW organic & local 
followers in < 2 yrs 

IG nurtures SOI & PC 

At least 1-2 new real leads / week

50%+ of business started as an IG 
DM 



13,000 NEW organic & local 
followers in < 2 yrs 

IG nurtures SOI & PC 

At least 1-2 new real leads / week

50%+ of business started as an IG 
DM 



$500,000 GCI in 2024 from IG

Recognized in community

Huge source of referals

“Keep the social in social media!!
Engage, Respond, Conversations”



$500,000 GCI in 2024

Recognized in community

Huge source of referals

“Keep the social in social media!!
Engage, Respond, Conversations”



Buyers say, “you highlight a lot of 
the properties we like!”

From $0 to $400,000 GCI 
in the last 18 months

Now one of top 3 lead pillars

No more “trying to convince”
the trust has already been built



“Focus on your niche! (For me it’s 
new construction in the burbs)”

Over $350,000 GCI year to date 
directly from YT & IG

It’s OK to be repetitive

2025 - Most homes sold in a year 
& we’re only 8 months in!
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& we’re only 8 months in!



“Focus on your niche! (For me it’s 
new construction in the burbs)”

Over $350,000 GCI year to date 
directly from YT & IG

It’s OK to be repetitive

2025 - Most homes sold in a year 
& we’re only 8 months in!



2024 = 93 Units Sold
• 30% direct from IG
• 51% database (nurtured by IG)

“Come Listen Me” DMs are regular

Showcase Homes and Local 
Business Spotlights = high ROI

“Keep trying things until you find 
out what works for you!!”



Chasing 100 Sales

90% of business comes from 
referrals 

50% of those referrals come from 
followers

968 days straight with zero 
missed days on IG and TikTok



Hyper Local Content

50% of business comes from IG

Face in Content + Shareable

Knows who she’s talking to!



Uses IG as a Business Card

Known for her Stories

Multiple new client reach outs 
weekly from IG DMs

I’ve seen this grow from 300 
followers







The Trajectory



The  SOP



tools you need

apps “Reliable” car



10,000+ Hours Per Week



TRUST

PERSONALITY

ARCHITECTURAL Knowledge

NEIGHBORHOOD EXPERT

EDUCATION?



Give Roland some Love!
@roland_osage



We All Have An Undeniable Offer



Thank You! 
Jeff Bannan









—Chris Williamson

“
I have the sense that I’m built 
for more. And I’m committed 
to finding out if that’s true.”



Sales is 85% mental.
& 15% what you do.
(and your feelings impact your doing)



1

Add photo of 
Julie

“Will my goals & my future, 
require a different version

of me?”
(a different identity)



yourself and the qualities, beliefs, 
and experiences you hold onto as 
true, that make up who you are.

Your Identity is the way you see



yourself and the qualities, beliefs, and 
experiences you hold onto as true, 

that make up the story of you.

Your Identity is the way you see



DOES MY IDENTITY,     
IMPACT THOUGHTS?



DOES MY IDENTITY,     
CREATE FEELNGS?



DOES MY IDENTITY, 
IMPACT ACTIONS?



DOES MY IDENTITY, 
IMPACT MY HABITS?



DOES MY IDENTITY, 
IMPACT SUCCESS?



DOES MY IDENTITY, 
IMPACT HAPPINESS?



Or is it  just the market?



Many will choose…





“because known discomfort is 
much easier, than changing”



Here’s what we know to be true.

You have changed your identity 

multiple times in your life.  

The question is, was it by your design?



The most typical path to change… 

is through massive pain and

suffering.  

That’s when MOST PEOPLE CREATE 

change.  



Can you think of one thing 
you believed as TRUE

that you later discovered
it wasn’t?



Change
is a Choice.



The Process.
(COM-B Method + TFI 1,000m + hours of coaching)



1. What do you really, really, 
really, really want?

(It’s 5 years from today.  And you achieved it all.  Name 3 to 5 things that would 
reflect the achievements you desire, the desires of your most passionate self?)



2.  Who are you? 
Your most authentic, 

most passionate self?



The artist, the operator, the #2, the 
salesperson, the advisor, the marketer, 

product builder, project manager, the sales 
leader, the visionary. 



Consider:  Real growth comes from 
taking off the masks we wear to 

attempt to be everything, for 
everyone.

What if you go “all-in” on your most 
passionate self!



1

Add photo of 
Julie

“Will your goals require 
a different version of you?”



3. What must to change?
(start with just 3 differences. Ex. what would you subtract?)



What 3 things to cut?



What’s no longer working?



“You will hang on to your pain. 
Until you find something you value 

more than your pain.” 



What if I ”let go” of some old beliefs, 
experiences, pain I’ve been holding 

onto as true? 
What if… it became my source

of strength and inspiration? 



Change
is a Choice.



4. Identify 1–3 keystone
behaviors that serve as daily 

“identity marker”
(in the beginning, make them easy to execute on)



What could you add?



5. Track wins as evidence.
(celebrate it!)



6. Strengthen supportive
groups and distance from the 

unsupportive ones.



7. Add regular check-ins,
structure, and accountability that 

supports the change in both 
behaviors & the new identity you 

desire.



1. What do you really, really, really, really want?

2. Who are you?  Your most authentic self?

3. Define the new identity?  ”cuts & adds”

4. Identify 1–3 keystone behaviors that serve as daily “identity markers”

5. Track wins as evidence.

6. Strengthen supportive groups and distance from the unsupportive ones.

7. Add regular check-ins’. Accountability that supports the change in both 
behaviors & new identity.



HOW’S YOUR EGO 
DOING RIGHT NOW?



What happens when 
you shift?



What won’t happen if I 
remain the same?



WHAT WILL I COMMIT TO 
IN ORDER TO CHANGE

MY IDENTITY?



SHARE



















































🚩5 Realtor Red Flags  Don’t let the wrong agent cost you time 

🚩and money.    Slow Communication.mp4

http://drive.google.com/file/d/1CZ3JGHGS0QzOp3zB_tOhvAKIKujNC1x5/view














🚨 🚨PROPERTY TOUR ALERT  Ever wondered what it would be 
like to live directly across from the Bos.mp4

http://drive.google.com/file/d/1hcgsIa-V6FYLMRC__f42Wr8XrQOuA0ud/view












































IMG_8318 (1).mp4

http://drive.google.com/file/d/1_wI7daHVDIOTi36mciZCdxn0z00Gi1zq/view














Here’s what Chad had to say- ““...from months of crickets to 
multiple offers (one all cash!)…. T.mp4

http://drive.google.com/file/d/1HhErgFOQPtoptyINH0UhoF1J5K-8i6Uw/view




















































































Turn Your Conversations Into Commission Checks



Fat, pudgy and 
lethargic!



Growth Oriented



CKMB Baby!



Structure



Mentorship



Lower the bar!



My knee!



Make it impossible 
not to succeed



Honey, you never hurt your 
knee!

— Matthew’s Mommy



You have beliefs 
about sales and 
influence that 

aren’t real



My Knee!!!!!!





36% of agent’s flagged for excessive 
filler language.

Shilo.ai
analyzed 1.75 
million sales 
calls



36% of agent’s flagged for excessive 
filler language.

34% of agent’s cite low confidence 
or hesitation.

Shilo.ai
analyzed 1.75 
million sales 
calls



36% of agent’s flagged for excessive 
filler language.

34% of agent’s cite low confidence 
or hesitation.

77% of agent’s failed to set clear 
next steps.

Shilo.ai
analyzed 1.75 
million sales 
calls







Same leads
Same effort

More deals closed



Intuitive Influence

What you say to 
yourself

Mindset

What you say to 
others

Influence

What other people 
say about you

Reputation



Reputation

Mindset

Influence

More Sales
Less 

Effort



More leads won’t 
help, if you can’t 

convert



Who has ever had an
“That’s It Day!”?







You’re 
welcome!



Your mindset is what you say to 
yourself, about yourself, others 

and the circumstances.



What you say to others either 
creates loyalty or resistance



What others say about you 
determines success or failure



There are no jerks in the world 
until you show up



Personalization is the 
key to influence





Human beings send signals



Experiments at Princeton found 
that we have a split-second 
reaction that forms lasting 
impressions for trust. 



80% of the initial impressions 
on the phone relies on tone, 
pitch and warmth. Only 20% 
shaped by what you say.



People like people who 
are like themselves



Practice accepting people 
exactly as they are



Mimic rate of speech



Mimic tonality, inflection 
and pronunciation



Mimic emotions



Mirror body language



At lunch, mimic rate of speech, 
mirror body position



What is stopping you from 
personalizing your 
communication?



The Russian 
Submarine



Don’t wait until it’s too late





From Invisible to 
Influential  

Ken Pozek













VIDEO #204





2024: $328M Closed
2025: 338M 

Closed/Pending (July)



Media opens the door to influence,
and makes everything easier or unnecessary 





IT ALL WORKS

Newsletters, blogs, etc 

Podcasts

Short Form (TikTok/Instagram/Shorts)

Youtube (Long form, Lives)



IT ALL WORKS

Newsletters, blogs, etc 

Podcasts

Short Form (TikTok/Instagram/Shorts)

Youtube (Long form, Lives)



4 C’s of Building an Influential 
Brand on Youtube
#1 Clarity - Who’s your ideal audience?



4 C’s of Building an Influential 
Brand on Youtube
#1 Clarity - Who’s your ideal audience?

#2 Content - What are you going to show them? 



Buckets
Live Stream Real Estate

Community
Tours

Listing tours

Local News, 
Real Estate
Development

Real Estate

Top 5…
Moving to…



Top 5 Videos



Top 5 Videos

1.9M Views
2,900 Subs



Top 5 Videos

472k Views
1,402 Subs



Top 5 Videos

107k Views
1,208 Subs



Top 5 Videos

40k Views
381 Subs

“Clermont Vs. Winter Garden”



Top 5 Videos

478 Views
9 Subs



4 C’s of Building an Influential 
Brand on Youtube
#1 Clarity - Who’s your ideal audience?

#2 Content - What are you going to show them? 

#3 Consistency  - How often are you showing up?



1. Time block research, shooting, posting

2. Keep a “ideas” note on your phone

3. Evergreen Ideas



4 C’s of Building an Influential 
Brand on Youtube
#1 Clarity - Who’s your ideal audience?

#2 Content - What are you going to show them? 

#3 Consistency  - How often are you showing up?

#4 Curious - Always work to improve











Make Bad Videos





How to Dominate Your 
Geographic Farm:

Plant Seeds, Not Just Signs
STEPHANIE YOUNGER



Do You Remember Baby Aidan?





How to Dominate Your Market Through Geographic Farming



The Year Was 2007…

5 Years in Real Estate
16 Homes Sold and $16M in Sales



EGO Over Economics 





The Fire in My Belly… Literally.



The Question?

The Answer?

What can I do to generate business 
without spending a lot of money?

Get back to the Basics. Get out to the Doors.  



ECONOMICS Over Ego



Ego Checked… at the Doors!



TWO THINGS WERE HAPPENING



SYG in the Farm

• 2,000+ Career Homes and 150 Homes 
Annually

• 21% Market Share

• #1 Agent in the Area
• Sales & Transaction Volume, 
• Average Sales Price
• Average Price per Square Foot

Total Addressable Market:

• 15,864 Properties

• 600 Sales Annually

• $1 Billion + in Annual Sales Volume

HOW OUR FARM GREW



● Farming is predictable and dependable.

● Anyone can build a Farm.

● Farming is practically FREE!

● Farming is AI-Proof.

● Farming is fun!

Why Do We Farm?
Because Farming Works!



● Pick the Right Farm
○ Live in or Spend Time There

● Start with 500-1000 homes

● Know Your Numbers
○ Sales & Turnover Rates

● Create a Budget 

● Get to know EVERYONE and LOVE 
ON THEM

How to Build a Farm

Take care of your farm
and your Farm will take care of YOU!



Three Stages of 
Growing a Farm

Investing Your Time

Spending Your Money 

Adding Your Talents and Skills



● If you don’t have money to spend, then you 
have to invest your time.

● Get Back to the Basics

● Activities that are HIGH time investment have 
a long-term ROI, but it’s worth it.

Stage 1 Investing Your Time



Doorknocking: The OG Farming Activity



Doorknocking FAQs

When should I go?

● It doesn’t matter when you go, 
or pick a time when you will 
actually do it!

● 9-11am or 3-5pm, or BOTH!

How long should I knock?

● Aim for 2 hours per day. 
Depending on the area, that's 
around 50 doors and 15 people.



Doorknocking FAQs

What should I wear?

● Professional clothes with good 
walking shoes. No “workout gear”

Is it safe?

● Yes! Go during the day and go 
with a buddy!



Doorknocking FAQs

What should I leave?

● The notepad is the single best doorknocking 
tool. It's all you need!

● Add an open house flyer or some market stats

● Write a note if no one answers the door so they 
will know YOU were there.



Doorknocking FAQs

What do I say?

● Here’s my script:

○ “Hi, it’s Stephanie Younger THE LOCAL 
REAL ESTATE AGENT. I’m out here 
MAKING MY USUAL ROUNDS, bringing you 
a fresh NOTEPAD for near your phone and 
some info about my open house on 
Sunday.

○ Do you have any questions about the real 
estate market today?”



Open House: The Geo-Farming Secret Sauce



● Add your personal talent and skills to plant 
more seeds.

● Be professionally creative.

● Put yourself out there.

Stage 2 Adding Your Talents and Skills



Quarterly Door Drops and Anniversary Gifts



Volunteer Opportunities



- Walk your dog… a lot.
- Sign up for everything!
-

Other Ways to Fertilize the Farm 

● Walk your dog… a lot. Or if you don’t have a 
dog, rescue or borrow one immediately!

● Do your grocery shopping and regular 
errands in your farm.



● Now, it’s time to amplify your efforts with Strategic 
Spending

● You must re-invest in your business to start the 
flywheel effect of GeoFarming.

● Financial investment → Bigger Impact → Higher sales
→ Greater revenue → More Financial Investment

● Commit to saving and re-investing 10% of each 
commission check.

Stage 3 Spending Your Money 



Direct Mail Works!

What should I send?
Try any of these!  They all work.

Add a “Call to Action” and a QR Code



How many pieces should I send?

● Mailing consistently is the key.

● Begin with a monthly piece to 500 - 1,000 homes. 
Add a second piece per month as you can afford.

● When you see results, add 1,000 new homes and 
repeat.
Increase gradually and strategically



“Out of Home” Advertising



Events and Sponsorships



Farming

The Virtuous Cycle Feeds the Farm

Effective Open Houses
Community Credibility

Repeat Business
Endless Referrals



Still at the Doors



● DO NOT QUIT  and be prepared to cultivate the farm over 
months and years
○ This is a long term strategy.

Rules of the Farm

● You will reap what you sow.
○ Be patient and keep a sense of humor.

● Plough ahead and plant more seeds
○ You have to spend money to make money.

● Fertilize your farm with things that last
○ A notepad or item of value will stick around!



Take Care of Your Farm and
Your Farm Will Take Care of You.



Follow us: @stephanieyoungergroup

Th
an

k 
Yo

u!





@JASON PANTANA

https://www.liinks.co/jasonpantana


Ai MARKETING ACADEMY@JASONPANTANA



Ai MARKETING ACADEMY@JASONPANTANA

REFERRALS
OUTBOUND RELATIONSHIPS

RESEARCH
INBOUND REPUTATION 

AI LISTING MACHINE



Q :

Ai MARKETING ACADEMY@JASONPANTANA

Are you retaining  
your clients?



VALUE 
REPORTS

An on-demand 
snapshot of 
your home-

owner’s current 
value and 

equity.

COMMUNITY 
REPORTS
A recurring  

email with local 
events, planning 

updates, and 
neighborhood 

changes.

MAINTENANCE 
REPORTS

Custom upkeep 
reminders 

tailored to your 
home-owner’s 
systems and 
appliances.

Ai MARKETING ACADEMY@JASONPANTANA

A recurring  
email with local 
housing stats, 

trends, and 
insights tailored 

to your area.

MARKET 
REPORTS

AI LISTING MACHINE



HOME VALUATION HOME MAINTENANCE

Ai MARKETING ACADEMY@JASONPANTANA

AI LISTING MACHINE



VALUE 
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REPORTS
A recurring  

email with local 
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Ai MARKETING ACADEMY@JASONPANTANA

A recurring  
email with local 
housing stats, 

trends, and 
insights tailored 

to your area.

MARKET 
REPORTS

AI LISTING MACHINE



Q :

Ai MARKETING ACADEMY@JASONPANTANA

Where are you 
marketing?



1.25B

2.5B

3.75B

5B
4.6B

1.8B

2.6B
2.8B

3.27B

Ai MARKETING ACADEMY@JASONPANTANA

AI LISTING MACHINE



Ai MARKETING ACADEMY@JASONPANTANA

1 Facebook 2 – 5 
checks/day Approximately 30.9 minutes a day in the U.S.

2 YouTube 2 – 5 
checks/day Approximately 48.7 minutes a day in the U.S.

3 Instagram 3 – 6 
checks/day Approximately 33.1 minutes a day in the U.S.

4 TikTok 5 – 8 
checks/day Approximately 58.4 minutes a day in the U.S.

5 Email 15 – 20 
checks/day 99% check daily; 58% check first thing

AI LISTING MACHINE



Ai MARKETING ACADEMY@JASONPANTANA

EVERYWHERE
I  SEE YOU



Ai MARKETING ACADEMY@JASONPANTANA

COOKIE CUTTERTEMPLATE TRAP AI-DESIGNED

AI LISTING MACHINE



Ai MARKETING ACADEMY@JASONPANTANA



Ai MARKETING ACADEMY@JASONPANTANA



Ai MARKETING ACADEMY@JASONPANTANA

MLS DATA

PROMPT



Ai MARKETING ACADEMY@JASONPANTANA

MLS DATA

PROMPT



VALUE 
REPORTS

An on-demand 
snapshot of 
your home-

owner’s current 
value and 

equity.

COMMUNITY 
REPORTS
A recurring  

email with local 
events, planning 

updates, and 
neighborhood 

changes.

MAINTENANCE 
REPORTS

Custom upkeep 
reminders 

tailored to your 
home-owner’s 
systems and 
appliances.

Ai MARKETING ACADEMY@JASONPANTANA

A recurring  
email with local 
housing stats, 

trends, and 
insights tailored 

to your area.

MARKET 
REPORTS

AI LISTING MACHINE
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Don’t let your client 
become another 

agent’s lead.

@JASONPANTANA Ai MARKETING ACADEMY
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REFERRALS
OUTBOUND RELATIONSHIPS

RESEARCH
INBOUND REPUTATION 

AI LISTING MACHINE
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SEARCHSEARCH ASKASK
VS
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GEMINI 
(GOOGLE)

GROK

COPILOT 
(MSFT)

PERPLEXITY CLAUDE

CHATGPT

AI LISTING MACHINE
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Q :

Ai MARKETING ACADEMY@JASONPANTANA

How do you  
win AI search?



AI answers diplomatically: Post guides on 
choosing an agent and nominate yourself.3

AI search favors certain sites: Optimize  
your profiles on the sites AI trusts most.1

Your bio is critical: AI can’t read reviews  
or dynamic content, only the static text.2
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AI LISTING MACHINE
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FastExpert

RealTrends

Yelp (10 Best)

Zillow

Reddit

Realtor.com

Homes.com

Local Sites

Brand Sites

1

2

3

5

6

7

9

10

11

HomeLight 
+ usnews.com Expertise Your Site4 8 12
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AI LISTING MACHINE



AI answers diplomatically: Post guides on 
choosing an agent and nominate yourself.3

AI search favors certain sites: Optimize  
your profiles on the sites AI trusts most.1

Your bio is critical: AI can’t read reviews  
or dynamic content, only the static text.2
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AI answers diplomatically: Post guides on 
choosing an agent and nominate yourself.3

AI search favors certain sites: Optimize  
your profiles on the sites AI trusts most.1

Your bio is critical: AI can’t read reviews  
or dynamic content, only the static text.2
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REFERRALS
OUTBOUND RELATIONSHIPS

RESEARCH
INBOUND REPUTATION 

AI LISTING MACHINE



SUMMIT 50
SAVE 50%
CHECKOUT CODE:

INFO@JASONPANTANA.COM  |  AiMARKETINGACADEMY.ai 

http://academy.jasonpantana.com


Market Update  
Email Prompts

AI Search  
Bio Prompts

Ai MARKETING ACADEMY

✦ RESOURCES & PROMPTS ✦

Local/Community 
Happenings Prompt
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