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Day one August 12, 2025
Gary Keller, Jason Abrams, Jay Papasan, Ruben Gonzalez

The United States is 

not in a recession, 

but real estate is

In a shift, Run harder

Get real, get right Mindset and Action

Market update

Massive uncertainty 
around government policy: 
investors hold on to their 
money
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The current administration, 
concerned with economic

GDP Not where we want to be
Unemployment Feds don't want to see a trend upward for unemployment
Inflation Do we fix jobs or do we fix inflation? That's the question of the Fed.

Social → elected
Foreign → reelected
Economic → unelected

Real estate update
Estimating 4.2 million annual home sales. That is plenty of business for those who do the work
At some point the explosion has to happen.

There are empires being built right now off the 
backs of people who are not get willing out of bed 

to and do the work.

It's always the right time to buy the right piece of real estate.

Inventory drives pricing Sellers don't love it → buyers do
Mortgage rates driven by the bond market
We are playing with the second most unaffordable housing market
The positive side is in the volume not the units
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Making buyers 
and sellers feel 
comfortably 
working with 
you is the most 
important thing

AI adoption: investors are 
betting on which ones are 
winners and losers
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You can become the worlds leading expert at something
If you're going to be the words leading expert and something off the run
It's all about people

8 lessons he learned

Chuck Davis

Supply and demand is everything

Stone Point Capital

Backwards investing: know what you want to do, research, then invest
Understand Compounding: the 8th wonder of the world
Concentric circles: do what you do and do it well
Surround yourself with smart people and grow together You can't do it alone- not scalable

When the pendulum swings it always 
swings back - hang in there
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Why AI

AI will fall into 2 buckets: lead generation 
or getting things done

Marcus Sheridan
Tough times create 

tough people
How do you get recommended by AI

We don't want a bunch of blue links, we want answers to our questions
If AI isn't recommending you your brand and business will be in trouble
People will work with you because they trust you.
AI also has to trust you

Your goal: to become the 
most known and trusted 
brand In your market
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Trust signals

The 4 pillars of a known + trusted brand

Are you willing to 
break the 

unwritten rules of 
your industry

These are the 5 things people want 
information on

Say the things people aren't 
willing to say.

Learn to own the conversation

Buyers aren't dumb - they
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Content to be making to drive AI

Are you owning every 

conversation?
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The Time is coming when your you tube is more 
important than your website

It's your job to make the client feel informed comfortable and ready

Self-service buyer wants
Self Assessment
Self-selection
Self-configurator
Self-pricing
Self-scheduling

Be more human
Send personal video to make deep human connections
Influencer vs. key person influence

Be the disruptor

Be the key of influence
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Amelia AryafarKw + Google: your edge in real estate
AI won't replace real estate agents, but real estate agents who life AI may replace 
those who don't.

Key trends
Multimodality and thinking models

Agentic workflows 
Interact with images, video, and audio in addition to text

Reasoning planning, and memory with autonomy to make decisions and adapt
Lead generation
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5 ways to Polish up on your AI skills today
Master your digital identity
Use the Q+A feature proactively
Become the voice of the community
Leverage reviews as proof
US real estate agent schema
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AI panel 
Grant Rothberg, Lauren Lucas, Eric Forney, Marcus Sheridan

Ask: how can you help me.
Use AI to help with role play
AI for lead generation

Analyze your current messaging to target the buyers and sellers you are looking for
Upload links to your socials and websites and ask them to analyze your messaging
In order to give me the best answer, what information do you need for me to give you?
Think about it again and give me a better answer

Set the conditions to 
have the AI assist you

Be honest, give me professional advice, be real with me
Give it to me in the voice of ________
AI to deploy auto chats in DM's
Quality of your relationships based on the quality of communication
You have to see it as it's not there YET

You cannot fit the future in the 
containers of the past
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Jay Baer Human.Kind
How to keep it real in this age of automation

Everything new starts special and then becomes common.

You cannot ultimately win with AI, you can only keep pace.
The best way to get more leads, get your clients to talk about you
Word of mouth from your clients is more important than ever.
Competency doesn't create client conversations.

1,300% more 5 star restaurant reviews 
mention people more than they mention food

3 ways to keep it real

Be more personal
Take the time to make a personal touch

Be more patient
Sometimes being slower is better than being fast
Take the time to create another point of personal connections
Can we just chat together for awhile?
How can you be more patient?

Perceptive
Perception requires empathy.
Perception = keeping your eyes and ears open
How can you be more perceptive?

In a world of robots 
just be the best person.
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Expenses

Profit margins for teams currently - 20% -25%

Brandon Green

Expense best practice
Know your numbers
It's a business- not your personal slush fund
Like you, your budget needs boundaries. Start with 40% profit
Operate like a pro, not a personality
Scaling a broken financial model just breaks you faster
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Do more with less: leverage
Jen Davis, Josh Dukes, Erin Jones, Chasity Rosales

Conversations are key for clarity
What are the activities we need to do
1 am going to ask you to do hard things.
1 am going to ask you to say yes when you want to say no

Simplify what the team needs to do. Don't over complicate it.

The gap is the 
vulnerability in 

the team

Get comfortable with the "unsexy" - follow the models and systems
People who are Hungry, Humble, Honest
Recruiting Talent

Will they show up
GPS: business plan
Hold people accountable

Accountability is love and profit

You have to learn to lead: leadership is key

You cannot be a 
silent leader.
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Find the motivated : prospecting
Rene Solora, Stephen Acree, Gavin Brenkus

Call non occupied owners
Investors Multiple pieces of business

Culture around prospecting
Create a culture around lead generation

Multiple touches → multiple calls

ISA machine

Schedule the day
Create a buyer needs list → add value for buyers
Make things simpler that anyone can do it.
Day one: do they know how to use the physical system when someone says yes

ISA's main role is to nurture a lead until it is ready.
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Find the motivated : Farming

Newsletters
Turnover rate 5%

Dilara Wentz, Michael Hern, Ryan Jabbour, Sandra Rathe

Make the newsletter about us and the client → build confidence in us
Add specific calls to action
You have to earn the right to be a farmer

Scale the farming
Seen
Communication

What are you telling people

Add to the database

What problems are they going to face
What is the value of their neighborhood

5 contacts a day
Leave a lasting impression
Education

Be the best marketer
Go small to go big → be intentional
Door knock to invite to community events

Intentional
Post cards on a consistent cadence
Scale with partners
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Internet lead conversion August 13, 2025

Catch people In your web

Brandon Napoliatano,Tom Nickley

Get the appointment in the first call
"I saw you clicked on 123 main street - when do you want to go see it?

You have to be able to walk into a room and talk to anyone.

H's not an online lead- it's a future past 
client

Conversation practice and role play

Appointment
Location
Motivation

They are not leads -
they are people
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Seller staging
Carla Clark, Pete Ruiz, Heather Caine

Staging and design = more value
Listings are your resume of the future attractions of listings
You have to sell a home twice - once online and once in person

Menu of Services
Helps you meet the needs of the people you work with



Page 3

Branding and marketing
Canva

Data visualization with Flourish within Canva.
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Buyer consultations
Engage with buyers

You have to ask more questions to remove the reluctance

I am gong to ask you 100 questions so I show 
you 4 houses instead of showing 100 houses 

because I asked 4 questions.

Set expectations in the buyer strategy session.
You have to build systems around your standards.

Kari Wyrsch

You have to keep people excited about the property they are in.

Set the expectations along the entire process.
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Ancillaries
Carie Holzl, Gaurav Gambhir, Maggie Eterno

Find partners who know more than you do.
It’s all about systems, process, and tools.
Create a consolidated experience so the consumer stays with you.

Investments
Rene Lossia Acho, Greg Tran, Hudson Santana

Don't go outside of a box you don't know and get and stay educated.

Knowledge is your superpower.

Changing Markets
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MOFIRS
Tim Heyl, Jose Medina, Christie Cannon

MOFIRS are all about fixing a problem for people

Look for options that are out there 
(lending) and market it.

You have to have a focused, clear message

Bulletproofing the Transaction
Bobbi Houston, Rai Stalnaker

Have bulletproof relationships to bulletproof the transaction
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Sahil Bloom

What is the thing so blindingly obvious that others see and you don't.
Take one tiny action.

The broken scoreboard
We build up these moments to ourselves waiting for the feel good when you “arrive”

You are in much more control of your time than 
you think.

If the default scoreboard is broken it’s:

Time
People
Purpose
Health
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You are a time billionaire
Time Wealth

Chronos: typical chronological time
Kairos: specific moments have different meaning

You don't have to swing at 
every pitch- you just wait 

for a juicy one

Think about what you actually want and include 
those around you
There will be a last time and you don't know 
when that actually is

Later is just another 
word for never.

It doesn't have to be optimal to be beneficial.

Social Wealth
What makes us human?

Relationships are the 
single greatest 

investment you can 
make.
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Mental Wealth
Your Hero's Journey Purpose Growth Space

Step to the path that is yours.

When everything is urgent - nothing is urgent

Tiny pockets of micro space built into your days.

Physical Wealth
Are you going to be dancing at your 80th birthday?

Treat your body like a house → you're going to have to live in it for the next 70 years

Financial Wealth

What is your definition of enough

Your enough life needs to be a clear visual, not a number
Do you have a clear picture? What is the money actually for in your life?

Sometimes the things we pray for are the things we complain about →why?


