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Vision Speech Tuesday, February 18th
Gary Keller, Jason Abrams, Jay Papasan

Home sales: annual
It's not getting progressively better right now

3-4 years to come out of it
Lowest in recorded record since 1995

Home prices: annual
4% trend line - expected appreciation rate of real estate over time

9.9% above trend line in 2024
Homes are trending toward affordability

You might be buying at 
the top of the moment, 
you are not buying at 
the top of the market

Don't wait for the right 
time to buy real estate, 
buy real estate at the 

right timeTotal market volume
Third best market in recorded history
If you didn't know you would only know it is the third best

Inventory
Slow climb but still a climb

Mortgage rates
Just have a solution to the mortgage rate problem

USA

USA

USA

USA

USA

GDP
People are spending at a normal healthy level

USA

Unemployment is on the rise
If DOGE succeeds then unemployment can go up to over 5.0

4.0
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Economic risks: 2025
Unpredictable policy: trade, immigration, regulation, spending
Natural disasters
International conflict

USA

Things that actually matter to real estate

Price of real estate
Cost of money
Employment

Trade policy TariffUSA

Country A levies tariff on foreign goods from country B
Imported goods from country B become more c expensive in country A
Country B retaliates with tariffs
Country A's exports be come more expensive in country B
Importers, exporters, and consumers in both countries suffer

Overall trade falls
Economic downturn occurs
Calls for production

U.S government revenue
1913 - tariffs stopped funding the government

Graph on page 47 of the slide deck

USA

These could be the economic events to reset pricing

Remember people 
move because of 

life events

New listings
Communicate with your sellers
Have the conversations around pricing
January is typically the floor

USA
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New home starts
2008 - 2019 all under the trend line which had a problem with the inventory
Need 2.5 - 3 million more reasonably priced new homes to catch up to the market

USA

Home insurance
These prices affect how much your buyers can spend on a house

USA

Driven by natural disasters

Generational wealth transfer
Boomers currently control $85 trillion in assets almost 50% of all assets

USA
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NAr: 2024 profile of home buyers and sellers
First time home buyers: 24% Average age: 38

Desire to own a home
Closer to family and friends

Primary reasons for purchasing What is the specific 
problem people are 
looking for you to 
solve? How do you 
solve it for themInformation sources buyers use

Real estate agent: 86%
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Experience = 
knowledge

Human nature isn't changing - a lot of the questions asked on the survey are all human nature 
questions

If you're 
not first 

you're last



Day one
Break outs

Party time: HOSt unforgettable events that 
wow, connect, and convert

Fix the break: consult your admin to their 
best opportunity
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Party time: HOSt unforgettable events 
that wow, connect, and convert

Tuesday, February 18th

Danny Baron, Scott Malouff, and Terra Jorgesen
Facilitated by: Amber Rutherford

Client events for New business and referrals
Create a wow event that people want to attend
Community events that are focused around their big why

Reasons to reach out to your database

It isn't about 
what you get 

it's about what 
you give

Name recognition
Giveaways - fill out forms with questions to collect data for future business
What is your niche? Who is your target? How are you going to work with them?
Throw a launch party
Always have a photographer and a videographer - add it into your budget

How do you do it again?

All the content lives on forever and is reusable

How do you choose the types of events
Throw events that you like Do things you enjoy
Focus on your mission and vision

How do you ask for business at the event or at all
Before the event, fill out a google form to ask about realestate
Ask at sign in- google form
Be the people connector at the event for other people who are there

These are 
prospecting 

events- not just 
for clients

Budgets and sponsorships
Sponsor packages - sponsor spotlight Saturday
Ask and leverage your partners
Know your marketing budget and stick with it
Invest money in people over ad spend
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50 first dates
Coffee date: some one you want to get in relationship with
Lunch date: current partner or business relationship
Dinner: VIP

50 meetings in 50 weeks

For other events in the community
Talk to the people throwing the event and say you'll send their event out to 
your database of 4,000. In return can they offer a discount code and give 
you a booth

Build relationships 
with the people with 

billboards - they have 
the money

Community tie in with events
The events themselves can tie into the events

The family friendly nature of the event
Tie in a reason or charity to the event

Toy drive, roof giveaway, backpack, etc
Look back at who you are/were and be the person for them

Do an event to help those people
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Fix the break: consult your admin to 
their best opportunity Tuesday, February 18th

Facilitated by: Nicole ZuberMonica Kelts, Robert Lucido Jr., Mary Cheatham King

Signs that the admin relationships are strained
Communication VibesEngagement
When you can identify what it is you can look out for it
As teams scales, you need to make sure you foster collaboration
Key check in points depending on if it is a mission critical priority

What is the top priority?
How do you create check ins around it?

Having difficult conversations
Ask questions to find out who they are so you know how they want to receive information
Think about your language patterns

beach ball

Let them know what type of conversation you are preparing to have
Did they understand what it was?
Did they understand how?
Did they understand when?
Did they understanding? Motivation This was a hiring problem

Training
Time blocking

Clear instructions

→

Not all managers are good leaders
Not all leaders are good managers

If they have clarity during hiring it is easier to have conversations

Root causes of tension: how do you know you are addressing the right issue
Identify → curiosity→ identify → solution → review and revisit
Revisit the 4 quadrant conversation before you have the conversation
Discover their motivations → if you know what motivates them you can tie it back

Know what motivates them not you
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Check in systems
Off site meetings - always ask how the person is first, is there anything we can be proactive 
about together, is there anything you are nervous to talk to me about

One-on-one meetings: you have to make sure the "head" and the "heart" are in communication
Give ops the space to have a voice and then take action
You have to have clear expectations and let them do the thing they are hired to do

If you have to micromanage they aren't in the correct role
Let them have ownership to operate

Set expectations and boundaries
Cast a clear vision, understand KPI’s
Reset conversation so that you can have the expectation conversation
For everything to mean something you have to have standards
If they walked out the door today would I be upset? That answer will speak volumes

3 questions you ask for clarity
Do they want it?
Do they get it?

Do they have the capacity to do it?

Advice if you have a tough relationship
Dive into what is important to them.
Every relationship will rise and fall to the level in which you're willing to spend with them
Come from curiosity
Trust your gut and have the difficult conversations



Day two 
Break outs

Maximize income through Ancillary 
business partnerships

Sammi Ferguson
Hanley Homes Group

Keller Williams Island Life Real Estate
407.461.6275

sammi@hanleyhomesgroup.com

The path is in the math



KW Family Reunion 2025

The path is in the math Facilitated by Ryan Allen

Key TakeawayS/Aha's from maps Coach Kelly Wiley

It always comes down to tools, systems, or people

Agents: must track the big 7 - dials made, conversations had, appointments had, agreements 
taken, contracts written, contracts fallen through, contracts closed

Mercedes are great (sisu as a tracking software) but don't buy a Mercedes if you are going to 
drive it like a Toyota

One on ones - 20 minutes, focus on activity (what are you doing), productivity ( how many do 
you have signed/ pending), pipeline I what's next - who are you working on to get signed.

Data tells facts, people tell stories

Nobody knows if they are winning or losing if you don't keep score

Sammi Ferguson, Peter Chabris, Heather Fisher
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Maximize income through 
Ancillary business partnerships Presented by KW Wealth

Gaurav Gambhir, David Huffaker, Joe Delia, Daniel Dixon, Anna Kilinski

What shaped your decisions to choose ancillary businesses
People on the team want bigger opportunities: how do you create them for them?
Create additional revenue for the team members
Retention and recruiting

Your a business 
owner- the house 
just happens to 

be the widget

Keep your clients in one eco system
Create passive income opportunities
Anything created more noise in our life we created a 
business around it.

Ancillary businesses
Title Company
Real estate succession planning
Mortgage

Most fun

Property management: monthly cash flow; long term wealth

Look for in a partnership
Find those who are motivated and it creates opportunity and therefore you have retention
Start with relationships you already have: know, like, and trust
Competency and quality of work
Empire builder and empire protector
Someone who understands the details of the deal-be patient
Don't sacrifice service for money

Core value alignment → do we view things the same way
Are we going in the same direction?
Am 1 taking a job back?
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Lessons in failure
There is no amount of money that is worth your reputation
Need to have very clear expectations set
Need clarity on who is in charge of what
Operating agreement: what happens it if doesn't work out → not just if it does
Documentation on who is responsible for what when

Control the 
deal, control 

the market

How do you measure success
Retention
More closings
Better Service

Last piece of advice
Return on time
Go into it with a business mindset

Take a piece of your unfair share
Check your ego
Always go back to time, money, influence
Don't hesitate to just get started
Understand your P+L
Look at return on energy not necessarily return on investment
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Keynote Jamie kern Lima

Don't doubt 
yourself out of 

your own destiny

80% of women don't 
think they are enough

73% of men don't think 
they are enough

What has self doubt already cost you?

It's not about learning new things, its about unlearning the lies

When your why is so personal, so much bigger than yourself you 
want to push harder and go for it

The deep why has to be so powerful and deep that you can't shake it

You need to 
make people see 

your vision; 
especially when 
you believe in it

When you had a vision and you get 
knocked down you have to push and 
keep going

Know your 
why then 

fly girl fly
The investor may have gave her a no but God 
gave her a knowing
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Do you listen to all the no's or do you listen to your knowing?
What is your knowing in your gut?
When you listen to the no's self doubt starts to cost you so much

Self doubt looks 

like hiding in 

plain site

What is one way self doubt 
has already cost you in your 

life or in your business

You have to learn 
to trust your own 
feelings and trust 

yourself

You have to believe 
that you can
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How to buy and sell 
real estate businesses Facilitated by Wendy Papasan

Chase Delperdang, Kelsey Zwack, Matthew Wray, Bob Gifford, Matias Leiva

Merger and acquirer - what to look for
Quality of database - not necessarily size - and closed volume from 12 months
Understand the team member contracts to see the quality of the database
Quality = communication records, completes, who owns what

Cultural fit

What is your capacity? Can you take on someone's business?

Can your culture take on someone else's business?
Open communication with your team is key when you have a merge or change
The riches are in the niches - are you buying the right business if it isn't your niche?
There is a solve for every situation

How do you actively prospect for buying opportunities
Manifesting - be open and prepared to buy so have a plan if the opportunity arrives
Be in the office to curate relationships
Ask the right questions about now they run their real estate business
Silently audition before you even know you are going for it
When you make yourself undeniable who wouldn't want to be in business with you
Talk about it everywhere and be present

You have to 
believe you need 

a succession 
plan

First 30 days
Culture - a lot of one-on-ons, lunch's team buildings
Don't change anything big
Show results of what you do
Just because it mathematically makes sense doesn't mean it won't crush your world
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Sellers be Doing in their real estate business before they sell
Prepare your database: make sure the notes are up to date and accurate

A buyer wants a detailed database

You have to change the mindset to start sting the other person - it can no longer be about you

Branding
Make it a name not tied to you
Does it make sense to keep current branding?

If it does you can be "powered by" and then the branding shifts slowly 
(when buying an existing brand)

When you buy - we are not publicly buying we are partnering. And then there is a slow 
transition out.
What is the impression you are making

Some of the other things that come along with it
Exchange ownership rights to everything- all passwords, all social groups, etc.
Any and all existing contracts that are established

Avoid mistakes
Categories of who these agents are

Referral partners

Drop the ego You don't always have to be right
You always have to be exactly who you are

If you wait until 
you burn out all 
you have is ashes
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How long until the seller is done being paid off?
Depends on how long you're involved after the merger usually 2 years 
there is the time spent in the merge, the handoff, and then the done

In a rainmaker to team member hand off the rainmaker needs to only be involved for a 
max of a year after the handoff. They have to have a clean break.
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Master your role as an 
operations professional

Tara Copp, Aly Flaningan, Shanna Willman
Facilitator: Pam O'Bryant

Scaling the business - people are not perfect
Think of it as a game of whack-a-mole

Challenges in the market
The operations role is helping to find solutions for the agents on the team
What tools are available to help the team?

Skills
Time management Super power
Organized and critical thinking stalls with the ability to pivot
Learn to read the numbers: make sure the math makes sense
You have to understand the MREA to understand the systems and models 
Color code the day to know what you can and cannot move
Spatial visualization

Tech
Automation is key
Technology won't burn out
Keep it lean and focus on the profit margins
Maximize what you have before you try something new
Implemention of Google chats

KPI's
Retention
P+ L
Sponsors and vendors
Conversion rates

Did they improve 
from the previous 

week?
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Improve efficiency
Go to the calendar: where did they spend their time
Help them to become more purposeful
It's not that you don't have time, you don't have the motivation
And the gap and create efficiency's around it
Create and ask great clarifying questions

Create team member relationships
In person meetings
Include family members.

You have to earn the right with every person

If it's meant to 
be it's up to me

A well protected S 
will act like a D

Relationship with rainmaker
Trust and communication
Honesty
Everyone has to be on the same page at all times
Be committed to the commitment Build, scale, 

and protect 
the empire

You both have to speak the same language and never catch 
each other off guard

Handle conflict
Clarity is kindness
Directly and quickly as possible
Seek first to understand

Your job is to raise the red flag when the data shows it isn't 
going to work

Advice
Find the place that Will make the biggest impact
Break the system you have so it can scale


