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JASON ABRAMS + RYAN LEAK

Not all content buids frust equaly
Al confent compounds the parasocial closeness effect
Af a poinf you have fo more from quantify fo quality

COMPOUND !

L]
Connection doesn't happen in one post. It compounds over time. s s TlME o EXDO SUQE —
Just like touch programs. Over time: : y

L ]
- L]
« Non-followers become viewers. i .
. ! o,
« Viewers become consistent watchers.
» Consistent watchers begin to feel connected.

Connections builds relationships and relationships buld business
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GISELLE UGARTE

. THE ALGOR”HM |S A : T | "..""E
: REFLECTION OF WHAT YOU SEE - &+ WnCl© re J0u AVOaing :
: ITISAMIRROROFYou. i i TheTUroulencer -

You cant Treatf social media as a box o check
You are who you are because of all the things you've been through

H.UM.AN  The most important algorithm = S0CIL Medidl IS 0 VeriCle,
Post for growth and contribution, not for like and folows ~ , I/]OT(] deSTW]OTIOH .......
HUMAN
HEARTREATS  Who is on the ofher side — the human  Who are you Taking fo?
Clients, Referral partners, team members Where do you want this focus this year?

Who Is actually wafching your content?
Confidence vs. Arrogance

Confidence = bigger than you Arrogance = all about you
Whenever jou get unsalicited advice on socials - think

* RESPECTFULLY. YOU'RE NOT MY AUDIENCE :
Name Your MOU: ...................................... 4
Start naming the people you are taking fo
You — make it about one and use the word you Tak in first person

Are you making the conversafion personal



UNDERSTANDING  What does thaf mean.?
Educate people betfer than chat GPT
Am | speaking a language people understand
Could I post this same thing fo someone else’s page?
Who do I need fobe?  What is the energy | need fo bring?

M\El\/ﬁ:leNdC;es that mean. For you? Al |S gOIVlg TO FGPLGCQ
iy - L oL TE L2
e e e e {10 TPIOCRYOY, ..

What meaning are you attaching fo how you show up?
People would be so lucky fo work with me

ANSWERS People want fo hear from you

I NEED
Can [ 'hear your voice In your capfions? Y()URT
| NEED
v L]
NOW YOUR

0u.
We don't wait We start now | NEED TO KNOW YOU.




DONALD MILLER
STOrYoroNat SoUNdiores

I'm good af writing the 300 pages but not the sentence on the back to get them hooked
Story gefs people fo pay attention

Change the words you use fo drive story
When you use the right words people pay attend fo you

Woras ot 10 use

Confused words dont work

Clarity wins - if' your message can't be understood in one second, the cognitive load is too high

The lower the cognitive load the more people er ChOOSG Tlne OV]@S We -
place orders : : Understand the POSTeST
STOrY brand Framewori

Character is the hero
The hero has to wanf something very clear
Specific and know what it is — low cognifive load

When you are someone who solves a problem, you become way more impor tant

Never make yourself the hero - you want fo be the guide Guide with empathy
Make a plan — 3 steps




GARY V :
DO The F**4N9 Thind. :

Live in the service of the calendar

Align your actual goals with your actual actions
Every minure
We have become remarkable at blaming everyone but ourself comePainngis a
Minute not
SEVEN PLATFORMS Proaucing
conrent.

Insta, Facebook TikTok, YouTube, LinkedIn, Snapchat, Substack

were in "mTereST medi(]" Algorithms show content based on inferests, not followers
NOT SOCIOL Medid .

Al IMPLICATION
Don't just promote listings. Be the PR agent or mayor of your fown

PERSONAL BRAND REALITY CHECK

Al'is commoditizing knowledge
Consumers can research everything themselves
What wins now — reputafion * visbiity* frust

METRICS THAT MATTER

Views over followers

Shares are extremely valuable
Relevance — considerafion — purchase

CONTENT TYPES THAT WORK
Interests outside real estafe

Education
Local expertise
Personality — optional buf helps



STEVEN WOMMACK
Video editing

PHONE SETTINGS
0.5 X wide angle
YK resolution 60 FPS
HDR Off

APPS TO USE Canva CapCut

BUILDING A
“POWER HOOK”

BA
SE Ly

VISUAL ‘t ‘o\‘“o SAUCE

Al editing: Hggsfield
Nano Banana Pro



CHELSEA PEITZ

HOW d0 YOu build TrUST

The most successful personal brands undersfand showing up human first
Make a stranger feel ke they already know us

RECOME A SUPERFAN

Make it a context machine, not a content machine
Make people feel seen

Who you falk to mafters more than what you post
Who you talk fo is who you see

PES CONTENT FRAMEWORK

Personal Relatable and engagement
Expertise Searchabilify, frust, shares
Sales Social proof + credbility

3 P'S OF PERSONAL BRANDING
Every post should show: Person, Persondlity, Perspective
Perspective = differentiation

CONTENT SYSTEM (I1X3 MATRIX)
|7 personal ideas, |7 expertise ideas, |7 sales ideas

Then produce each idea in 3 formats

COMMENTS ARE CONTENT
Comments turn into conversations



VISION SPEECH

Affordability

: When i doubst Z00M OUT —
 PLrSPective |S everdthing

ECONOMIC RISKS IN 2036
Chaos and valatility creates doubt

8. Consumer Sentiment - s ra cood e to Buy a Home?

-
) 2%
L]
B ol B T R . S S,
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10. Generational Wealth Transfer

Boomers control 85 trilion in assets

On average they want o ghve @
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HIGH PERFORMING TEAMS — ACCOUNTABILITY

David Zarghami, Jonathan Mills, Brian Cane, Angie huzma

WHAT TOOLS ARE YOU USING FOR TRACKER gececccccccccsccccsssccccscscane .
Make the leader board visual fo the team YOUr STandards are tThat :
Trust through transparency : WhiCh You Tolerare

Staf fracker — Google sheet
Brian Cane: connect with for sheet

MAXIMUM VALUE FOR CLIENTS AND HOW DO YOU MAKE SURE
Use of staff to automafe calls and communicafion to make sure the experience is great
What's the result of a b star review — a referral
Unreasonable hospifality is the North Star. .

Define a 5 stop experience and share it Your Team meeting :

HIGHLY PRODUCTIVE TEAM MEETING : . SYour eurure:

| mission moments; 2 Core value; 3. 6 Personal perspective; 4 Numbers
Look af the MLS dafa: stafs and data around actives pendra, price drops, expired
Start with a game, change the energy in the room

CRM TO INSPECT WHAT YOU EXPECT
Empower the operations team to own the GRM

AGENT ACCOUNTARILITY CONVERSATION
2 reasons they are no longer performing — something af home or you are no longer in
alignment
Being connected matters
Just checking in To see how you're doing and if you need anything CARE CALLS



ENSURE FOLLOW UP

Use of smart lists with standards surrounding it

If a lead isn't contacted within standards its fime to have a nafural consequence

Assign a buyer agent fo each listing
First dbs on open houses

Sign calls and infernet engagement YOU COn create a curure oy
- Creating CucruraL moments
CONTEST OR GAMlFlED SVSTEMS ...................................
Agent reward programs
Earn poinfs based on activities — poinfs earn educational oppor funities

SHARING GOALS WITH TEAM
Share with everyone with what the goals are so everyone knows
Go out and do hard things and show them it's okay fo do hard things



THE SYSTEMS AND VALUE PROP THAT ATTRACTS TOP
TALENT TO YOUR TEAMS

Kelly Anne Harris, Aaron Heard, Pefe Ruiz, Aaron Heard

AGENT JOINS THE TEAM — SYSTEMS TO SUPPORT THEM
Communication via slack

Brings on agents that do 10 unifs a year af a minimum
Nurture a symbiotic relationship
On boarding concierge to help new agents fo complefe the process

CREATE CLARITY AROUND EXPECTATIONS
Run KPl's around where the agent wants fo be
Career visioning process for everyone — have fo go through the full process
Holding accountabiity by showing everyone their numbers fo see them black + white

MVVR: MISSION VISION VALUES BELIEF
You also need fo know their purpose peopLe WANT TO [00K :
Help people define their purpose : - 900d ONd be Mkt -

SYSTEMS ARE USING FOR GROWTH
Earn more, do less. The admin feam take care of the rest
Agents; Do 3 things af a high level
Negofiate, set appointments, folow up with non converting appointments

Maps coaching: 2 average a month over a 3 month period team pays for half, 3 a month
feam covers it

STRUCTURE COACHING AND ACCOUNTARILITY
Tracking numbers and a culture of accountabilify
Refention by creating growth oppor funities
Encourage the agents to feach and showcase — theyl learn from each other



Action ifem: rewrife our feam sfandards around accountability

LEADING INDICATORS OF DISENGAGEMENT
Behaviors to look ouf for with nof reporting and frying to hide
When there is a lack of value money is always the issue fo the feam members
Only align with highly mofivated individuals

STANDARDS
Remind them of their goals and hold Them accountable to their goals
HOld up qQ mmfor TO TheiV gOO'S .........................:
Manage the CRIM at a high level STANAAraS WITKhOUT :

- - - consequences are  :
The brand is the standard the standard is the brand : ) ;
The admins contral what goes ouf fo the public : MEArtY SUI9ESTIONS

KEEP THE CULTURE Up
Culture and standards sfart from the interview
You have to hire o The standard

ATTRACT TALENT
Indeed and linked in — spend money to find great talent
Relafionship with TL fo help affract talent

CHANGES MADE TO TEAM
There are so many ways fo buld a feam and you have fo identify what that is

Allow an agent fo get loud by providing fools

KEEP THE TEAM STICKY - LOYALTY
Oufreach random fo feam members
Develop emofional infeligence
Being present physically
Culture is number one Sysfems are a close second



RIGGEST MISTAKE
Too scared to lose a big producer when they aren't in standard
Not documenting processes
Not following the MREA for hiring
The idea of being a lead distributor instead of the rest of value



JOY SHETTY

Navigate with clarity nof necessarily ease
We are all looking for more clarity

Story about the raft — Buddha
The tools, habifs, mindset that gof us here wil not get us there
What do you have fo let go because they have served you this far
The next part of the journey make take a different sef of skills

CONSCIOUS MINDSET
5 hoITS
Thavkgulness Expressed, speific personalized
When you are having a thankful thought you cannot have a worry thought
Gratifude when expressed specific and personalized makes both feel
Action item: send | personal and | professional nofe of grafitude over the next days
ngight
Doesn't have o be a big thing You just need to learn everyday
Find a way for your mind fo grow everyday
Windgulness
Set a meeting with yourself the beginning and end of your day
Morning = checkin To say what is the one thing | need fo do today fo make it a success
2 types of days — effectiveefficient
Effective = one big thing efficient = all the little things
Night — check in to say what dd | do right



gxercise
Move your body more
2 ways humans more — collaborafive or competitive
If it isnT collaborative or competitive you wil fai
Sleep-
{10 9 hours a day
Human growth hormone: most active in the time leading up to midnight

COACH MINDSET

Outgoing vs. Reserved

People focused vs. Task focused “Everybody is a genius. But f you
- . judge a fish by its ability to climb a
Every person you that is in on of these categories treo it willlive its whole lfe belioving

that it is stupid” T st

Outgoing *+ Tash — tfak specifics, goals and focused
Outgoing * people — Inspirers, influencers and resonate with energy + excifement
Reserved + fask — detaled, quality, precise. Ready am and am Deftallsl
Reserved + people — stable, supported, read befween the lines People fo be happy
want o know you care

You have to communicate with people in their language, not yours

ReSIeNce doesnT have 10 be STreSSFul £ YOU have The Obility :
| have the tools in my foolbox fo go the distance : " ;
: TO be resiient.

Look for the residence within Yourself 4 L e e e e neaaane S

Hospifal cleaner sfudy — most difficret job
Some identified as cleaners and some identified as people who are serving higher
Job crafting — if isnT what you do for work, its how you feel doing it
Look up and fo recognize the impact of what you do
Keep going even when it is fough



BECOME THE MAYOR OF YOUR MARKET

FOCILITaTOr: KYe EVOnS PONELSTS: Leanne ALen, SarrTre HareL Ed HuCk, Brion Frere

My success in real estafe is in direct proportion o the number of people that when
they think about real estate they think about me

MENTAL SHIFT TO MAKING A RUSINESS OUT OF IT MREA: move from E fo P
Learn how 1o be okay with being uncomfortable
You become the average of the 5 people you surround yourself with
Surround yourself with influential people  Deepen those relationships
You have fo have knowledge and be aware Sef yourself as the professional

Database — spend fime and money in if fo be the go fo
Ask for reviews and referrals

MeeT People Where They are

YOU CANT RE EVERY EVERYWHERE — HOW DO YOU PICK MREA: 80/20

Mayor of my sphere Host events for your dafabase  Gratifude + come from giving
Provide value

Populafion of people you are aligned with Know, like, and trust you
Connect people from a place of value and be enfrenched in the community
ldea: food event, faste of the Town Events based

People have to see your name  Pick things that your name is seen Branding is key

PRIMARY SOURCE OF CAPTURE
Housewarming parfy — wine+ cheese or beer and brafs

Networking with people and being around and falk fo people Be authentic with people
Tak fo the people in your nefwork and have more conversafions
Anyfhing works. .. just do It

Opt in fo high level newsletter
Holiday give away with a form to fill out Name, emal, phone, address, * real estate”

MREA: lead gen capture



ACTIVE INSIDE COMMUNITY — RUSINESS TO RUSINESS OR COMMUNITY
Find an event to sponsor that gefs you in front of the community

Listen and have more conversations - stop, listen, and act Voice fo voice
Figure out your niche and play info if

Giveaways — share info with other businesses
Vendor packet — partner with your renders to help bring you leads

COMMUNICATE YOUR MAYOR VALUE TO A SELLER DONE IS beTTer Thal
Your reputation matters fo tel your buyer + seller PerFect every time
Relationships mafter
Vendor relationships — whife glove service People will recognize you are the expert

Action ifem: redo our list so it is a buyer booklet

Monthly open houses gve you insight on what the market wanfs
You are hearing what buyers actually want

LEVERAGE YOU ARE USING LEVErase is king
Marketing director, VA

Treaf your leverage as if they are family — treat them amazing and theyll stay
Let your leverage be autonomous

ALWOYS COme From
ONE m:lcgl eTo DO RIGHT NOW CONTBUHON

Housewarming party
Start with one small thing — litfle fouches
Open houses



