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Doesn’t create a future



Which word best describes the real estate agent who
helped you in your last home sale?

23% Guide

—
6% Coach

51 cyo Advisor

Agent s the job. —

13% confidant
Advisor 1s the value. o
5-% Disappointment

1% Other

Represents 93% of respondents who used a real estate
agent the last time they sold a home
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ADX TO EXECUTION

SUMMIT IMPLEMNTATION WORKSHEET

1. Focus on the Wildly Important Goals (WIGs)

Prompt: What are the most important goals that will make a real difference after Summit?

Brainstorming WIGs

- Review all your notes and highlight common themes or breakthrough ideas.

- Ask: What ONE or TWO initiatives would make the biggest difference in my business if fully
implemented?

2. Act on Lead Measures

Prompt: What are the key actions | can take to drive progress toward my WIGSs?

|dentifying Lead Measures
- For each WIG, identify 2—3 daily/weekly activities (lead measures) that would drive progress.

- List the actions that will directly impact your WIGs. Focus on activities you can control and measure
regularly.

3. Keep a Compelling Scoreboard

Prompt: How can I create a simple, visual scoreboard to track our progress on lead and lag
measures?

Design Your Scoreboard

-Visualize & design how you will track progress. Include both lead and lag measures for a
comprehensive view.

- Make it easy for yourself (or team) to see progress at a glance.



4. Create a Cadence of Accountability

Prompt: How will | regularly review my (our) progress, celebrate successes, and make course
corrections?

- Schedule a recurring weekly meeting or self-check-in to review progress toward the WIG.
- Each week, Ask: What did | commit to last week? Did | do it? What will | do this week?

- Use this time to celebrate wins, solve roadblocks, and make new commitments.

Planning Accountability Cadence

Revii Prompt

Create a detailed execution plan using the 4 Disciplines of Execution framework to accomplish the
goal of [insert your WIG] by [insert your deadline]. Break down the goal into:

- Wildly Important Goal(s)

- Lead Measures that can be tracked weekly

- Ideas for a simple and visible Scoreboard

- A weekly cadence of Accountability with clear commitments

Make sure to include specific daily or weekly tasks to help me execute at the highest level while
maintaining momentum and focus."

Next Steps & Post Summit Planning

- Review your notes, finalize your WIGs and Lead Measures using the Ai Prompt.
- Implement a Scoreboard and Accountability Cadence.
- Assign responsibilities and set deadlines.

- Continuously monitor progress and adapt as needed.

g West Houston, Texas @thejamiemcmartingroup




Join me for a deeper dive on my

Tom Ferry Webinar on Nov. 13th

Beyond the Magic Buyer Letter
Tiffany Vasquez | Bend, Oregon

Below is the process | created to elevate the Magic Buyer Letter—designed to uncover //\\

more off-market opportunities for my buyers, and my proven strategy to turn homes Q
that aren’t a fit into future listings through authentic connection and follow-up. TI FFANY VAS U EZ

REAL ESTATE GROUP

@TIFFANYVASQUEZBENDREALTOR

Call Dialogue & Getting the Preview Appt.
Building trust. Listen to their vibe. P!

v

Have an Acutal Buyer & Don’t Over Use It

Authenticity is key. It's your reputation.

e Sellers can tell if you are making up a fake client.
e This is your reputation. Don't lie.
e Don't use this strategy all the time. It will lose validity and impact.

e Thank them for taking the time to reach out.

e Confirm their address if they haven't shared it.

e Build connection and gather light info.

* Request to preview the home in advance to cause less disruption:

Permission. Privacy & Extra Efforts Preparing for the Preview

h ith . Get |
Share with your buyers. Get approva What happens before | walk through the door.

* Review what you will share and get approval of a draft copy.

» Everyone has different comforts sharing their personal information.
 Make sure what you are sharing aligns with your Buyer's comfort level.
e Showing the letter to them let's them know all you are doing for them.

Update your Buyers on a potential match.

Do some recon on the Seller and the home. Educate yourself.
Pick a small local gift with a handwritten note and your card.
Confirm appointment via text and email 24 hours before.

The Letter

Create connection. Be sincere. Establish trust. The Preview Tour

Share a little bit about your clients. Something unique. Build trust. Gather insight. Evaluate for Buyer.

Note why this neighborhood is important.

Share their why and include your promise to your client.

No pressure. Let Sellers know, it is ok if they don't have set plans.
Include your photo and info. As well as a solicitation disclaimer.

e Build trust, gather insight, and assess the home's fit.

Present your gift with a genuine thank-you.

Let the owners lead the tour; ask thoughtful questions.

Highlight thoughtful features and mention your buyers by name.
Connect authentically—pets, garden, shared interests.

After the tour, chat briefly about their timing, needs, and plans.

Targeting & Address List

Select specific paramters. Don’t blanket farm. Home is a Possible Match!

e Clearly define your buyer's needs.
o je. beds, baths, schools, location etc.
e Don't blanket farm. It will lose all credibility and limit future options.
e Search and create the list on a farming site or ask your title rep.
e Export and print your mailer list in a good size font with room for notes.

» Tell the sellers you would love to have your client’'s come see their
home and schedule a showing.

Converting the “Not a Match” to a Listing

Make your envelope standout This is where the ground work starts and pays off.

Be Professional & eye catching. Not incognito * Give a hint if you think it may not work for your client’s but don't
rule it out.

e Get peel and stick envelopes

Colorful pen ink & Good penmanship

Fun & festive stamps

Your logo/return address printed on envelope.

Don't try and be incognito. You are an agent helping your clients.

“Your home has is the ideal size and location for my client’s but they
really were hoping for an office space but | want to share it with them
as it has so many features they like.”

* Then set up a follow up.
e Call back and let them know it isn’t a fit. Offer a CMA.

“However, since | have already previewed your home | would be more
than happy to prepare a market analysis for you.“

Nextdoor Post

e Present it in person and share how you could help them.
e No pressure is the key.

Create a post targeting the neighborhood.

e Check out my webinar for more on this. It works!

The Potential Seller Responds Tracking + Long-Term Follow-Up

What to say. How to say it. My Magic Buyer Spreadsheet

e Respond in the same format they reached out to you in.
e Call, Text, DM or email? Respond promptly.
e See my reply templates with Phil Jones phrasing.

» Keep track of responses including:
o Stage you are in with them.

o Their timing and neighborhood.
e Set a time for a brief call.

e i mlan s mlam o
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https://docs.google.com/spreadsheets/d/1zy-n1KZcJPvCfLRbN6-fWtenULzlNpWmZJyLIz_5yqU/edit?usp=sharing

Dominate Google Reviews &
Generate $100k in 100 Days

Smart Systems for Massive Impact

in Your Real Estate Business Julie Woods .
Serving Longview and Kilgore, Texas

Google 5-Star Reviews: $100k in 100 Days:
Plan, System, Results Build It Before You Need It
1 settheGoal 1 Identify the Roadblocks
¢ Define how many reviews you e Know what might stop you
want and by when (Ex: 50 — 500 in (procrastination, time, tech)
1year) e Solve those up front

2 craftthe Message
2 Prep Work That Pays Off

e Use your name

« Use “best realtor,” “helped me sell,” etc. e Pre-write all 12 weeks of emails and

e Mention your city (Ex: Longview) texts ,
e Schedule & automated everything
3 Give Clear Instructions inside your CRM (Follow Up Boss)
e Sort your database by “most likely to
e Where to leave the review transact or refer”
e What to write (example included)
. . 3 Segment Your Outreach
4 creative Ways to Get Reviews
o Weekly call/text lists
e Email your database o Weekly ZMA lists (Zestimate Market
* Ask fellow agents (offer to swap reviews!) Analyses)
e Leverage friends & family (kids too!) e Assign screenshot & prep work to
* Create a contest for your office (ex: 10 your assistant
reviews = Summit ticket) 4 . . .
e Add review requests into your CRM process Expand Your Reach with Skiptracing

5 Non-Negotiable Onboarding e Hire via Fiverr

e Target households with $100k+

e 20 reviews required for all agents & staff income
¢ Send emails + drop SlyBroadcast
6 Next-Level Leverage voicemails (x2)

5 pro Tips for Execution
e Use reviews to boost Google Local
Service Ads
e Get bottom-of-funnel leads
e Strengthen recruiting

e Stay consistent
e Track your progress
e Be intentional about your follow-up
7 Don't Forget to Respond .
Want a Deeper Dive?
Join me for a live webinar on October 16 where I'll
e Repeat and highlight the praise in your replies break down both systems in detail, share real-
to double your impact! world examples, and answer your questions live.

@thejbw903 Julie Brogoitti Woods @juliewoodsrealestate Julie Woods & Associates Real Estate Firm
@juliewoodsassociates Julie Woods & Associates Real Estate Firm
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