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State of the Industry
Unemployment opens opportunity.

We are crossing job openings and 
unemployed people.

GDP - Annual: Currently 1.4

Prices go up like a 
rocket ship and 
down like a feather

Consumer sentiment - down to 53.6
Dipped in August of 2025 - trade wars flared up again.

Concerned vs. Fear - Fear drives action
In the 80’s consumer sentiment was at 
20% and the mortgage rates were at 
19% - we’re now at 16% - what does 
that say?
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How many people are in your database?
Multiply it by 6%
That’s the total amount of commission experiences in your database

Do you know how many commission experiences are in your database?

You don’t have a lead gen 
problem - sometimes you just 
have a conversion problem. 

.
How do I wake up every day and 
get to do more of what I like?

You are a capatilist with a heart.
Being a real estate agent isn’t who you 
are, it is how you make money. It is 
what you do with it that matters.

The four most dangerous words in the English language - It’s Different This Time.

Happiness: Different Phases of Happiness
It leads to very real happiness

Happy Disposition
Conditional happiness - I’ll be happy WHEN

In the end, I am happy with the life I live, which comes from clarity of purpose

Top 3 ways the wealthy make their money
Inheretience
Own a business
Stocks and Real Estate
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Lead generating is 
part of your wealth 
plan not your job.

You  use the language of 
sales to consult people to 
make decisions

$741,000 - how many people would loan you 
that money for 6.4%

62% of all agents have not sold a home this year.
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What play do you need to run?
	 1.	 Lower you expenses
	 2.	 Double your lead generation efforts.
	 3.	 Triple your focus on lead conversion to appointment
	 4.	 Increase your leverage.
	 5.	 Increase your training effort.
	 6.	 Increase your visibility to communication.

This was the play in 2016 - it’s the same today

Lower your Expenses
3 highlighter colors

Green: You have to have them to run your business and your life
Pink: Nice to have but you don’t need to have them (memberships, subscriptions)
Yellow: Cancel them now - you don’t know what it is

Double your Lead Generation Efforts
Anything you are doing now - do it twice as much.

Triple your focus on lead conversion to appointment
Conversion happens in person
AI cannot replace face to face Life is an inside job.

Think

People

Move

Life Form Pyramind
Trying to change your thoughts is a fools 
errand. You can think it but you don’t always 
have to react. 
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Increase your leverage
Think of leverage in two ways

	 1.	 Technology + (AI)
	 2.	 People

Two buckets of AI use
Generate leads Get stuff done

Patterns - it is looking for patterns on what you are actually asking
Answer optimization is serving up the patterns that AI is looking for
Looks for patterns on how you reply to the answers it gave you

Known and TrustedHere is how you surface on AI

You run touch campaigns to stay known and trusted

Database, Geographic Farming, Search Engines (Google, YouTube), AI
The order you want to be known and trusted
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How to Master AI
Name
Address
Phone Number

AI doesn't like an ailias

Action Item: Show me every place my name shows up on the internet that has to do 
with Real Estate
Action Item: The same business address has to show up everywhere
Action Item: You have to only have one phone number - put the same everywhere

Changes to the website - biography page
Eliminate all salacious claims - anything you can’t back up with facts. Delete them or 
provide evidence. evidence is backed up with data - site the source and go to the 
source.

Testimonials = Data - does not give authority to past clients.
Show up in Google as Google Reviews - Google reviews give authority.
Do not want them to come in not all at once - come in steady over time
Want reviews to match words that consumers are looking for.

Number one word the consumer wants to see - COMFORTABLE
Comfortable and trust are made up of four things: authenticity, competency, 
transparency (around process - give the process a name, how long is it going to 
take, how much are they going to pay you to do it), dependability (promises kept 
and expectations met)

Copy and paste your testimonials under your bio - it is a trust signal that works
FAQ Page - 50 questions a buyer asks and 50 questions a seller asks

Use your YouTube to answer those questions in separate videos

GEO/SEO playbook has been launched for KW
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Agent Intelligence Artificial Intelligence

AI

What are you going to do What are you going to empower AI to do
Pricing

Listing Comments First draft of listing comments

Help pull data and information
Book and attend photos Photo enhancements, virtual staging

Agent + AI to accomplish your goals

Lead Generation
Database has enough people in the database - strategy is to love on the database
Strategy number 2 - I don’t have enough in my database so I need to grow it

Tactics are the what. Strategies are the why.

Money you made in the last 12 Months
That money was derived from 4 things

	 1.	 People in your database
	 2.	 Amount of touches you made
	 3.	 The quality of the touches you made

	 4.	 Prospecting and marketing

You want to be needed and useful so that you are relevant
How do you become needed and useful.

Touch Plans

4 Rules of Lead Generation

	 1.	 What do you want to be doing?
	 2.	 Commit to it on a regular basis
	 3.	 Invite others to do it with you
	 4.	Make it easier for them if they 

are going to do it on their own.
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Clients want specific types of data
	 1.	 Data - what is their house worth
	 2.	 they want to compare the inside of their house to the inside of that house
	 3.	 They want the value of their friends house
They want to know the look and value of celebrity houses

Clients want services
They want living in real estate to be made easier

Projects - they want solutions for the big projects they want to do

	 1.	 Speed and reliability
	 2.	 Price

	 1.	 Price
	 2.	 Speed and reliability

Community Lifestyle
	 1.	 Resturant information 
	 2.	 Age specific activities

Action Item
Make a list of all the touches

Change out the crap ones for the ones that are needed and useful

Client Events

Micro Events
Breakfast: Current Client, Lunch: Past Client, Dinner: VIP/Connector
Backyard Barbecue, Dinner Party - 9 - 15 people are in attendance

I don’t want to be there alone, so please join me.

Wreath making event
Board games at a bar
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	 1.	 You need a greeter - they are in charge of making sure people smile as they are 
walking in, they thank them for coming on your behalf, point them to the golden 
table (where you are standing)

	 2.	 At the golden table - quickly move around the table to get to them, thank them for 
coming, retreat back around the table (all relationships should have boundaries) and 
hand them something that unlocks the rest of the event for them.

	 3.	 After you are done greeting people you have to go and enjoy the event - you aren’t 
the server, you are enjoying it with them. You are part of the community - not the 
help.

Large Events - The Golden Table

Social Media - Run this play
Everybody gets to pick the social media platform they want to use.
All social media platforms have 1. Interactions, 2. Comments, 3. Shares, 4. DMs, 5. Add 
friends/followers, 6. Post
6 days a week each person on the team has to do those 5 things

50 Interactions a Day - high five
20 Comments a Day - hand shake
10 Shares a Day - hug
20 DM’s a Day
20 Friend Adds a Day
3 Posts a Week

Social Media

New Construction Social Media Play
Call all the builders in the area and ask them all their incentives they are doing right now
Do a SM story and ask “are you interested in a brand new home with XXX - the incentives
Call to action - DM me for more information and then get them pre approved.
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What do
you want

Actions/Moves

You live from the X to the Y - not the Y to the X

Y

X

What is the one action I am going to put in - how badly do I want it?

·


