


Setting the Stage
Listings Matter 



|   LISTINGS Matter

List 
to
LAST



50%

28%

7%

7%

5%

3%

|   Why LISTINGS Matter

Internet

Their Real Estate Agent

Yard Sign/ Open House

Friend, Relative or Neighbor

Home Builder or the Builders Agent

Knew the Seller

Where Buyers 
Found the Home 
they Purchased

Source: NAR 2018 Profile of Home Buyers and Sellers



|   Buyer/Seller Cycle

Stage 5: Not Thinking of Buying or Selling
No Action | No Contact

Stage 4: Thinking of Buying or Selling
No Action | No Contact

Stage 3: Has begun search/research
Action | No Contact

Stage 2: Contact with an agent
Action | Contact

Stage 1: Selected an agent
Action | Contact



|   Influencing Stage 1

What are the top 3 reasons a Seller 
selects their agent?

PS- They’re not what you think!



|   What REALLY matters



|   Influencing Stage 1



|   How to find Listings

First step
HOW TO FIND LISTINGS



|   For Sale by Owner & Expireds

ZILLOW: BY OWNER | FORSALEBYOWNER.COM | FSBO.COM | CRAIGSLIST | PHYSICAL DRIVE BY
MOJO AUTO DIALER | THE RED X | COLES DIRECTORY

● Print your ACE Open House Flyer to Invite them to your open house this 
weekend (starts the conversation with a deposit)

● Prepare, print and drop off a Buyside BMA on their property
● Print and drop off a Real Estate and Lifestyle Planning Guide (Marketing 

ReSource Center)
● Set them up to receive a monthly Property Value report 

○ Using the AVM on your BHHS website
○ Cab Corner- Market Watch Report

TIP: FSBO Scripts posted on Agent Help Site. Search for “FSBO”



|   10-10-20 Rule

When
Just Listed

Open House
Under Contract

Sold

What
Property Flyer

Property Postcard
Geofenced social ads 

Adwerx
Phone Call (Use Remine)

Slydial (Use Remine)
eBlast (Use Remine)

Tip: Adwerx retargeting ads will be running when originally listed (7 days)!



|   Ninja Your Sphere

2 Personal 
Notes per 

Day

Real Estate 
Service 

Calls Using 
5-step 

process

Focus on 
Hot and 

Warm lists

Conduct 2 
Real Estate 

Reviews

Great way to 
leave a lasting 

impression and 
connect with 

your sphere in a 
personal way 

Face-to-Face 
Interaction with 

relative, 
personalized 
information

Use a 
FLOW 
system

1. Salutation
2. FORD Question
3. Purpose of call
4. FORD Question
5. Thank you!

Hot List: 
Buying/Selling in 

next 3 months
Warm List: 

Buying/Selling in 
the next 3-9 

months

You’re in luck! 
We are Ninja’s at 
FLOW and have 

a customized 
campaign ready 

for YOU!



|   Real Estate Reviews {Ninja} 

● DO 2 per week 
● DO your sphere and past client list as a place to start
● DO your Farming neighborhood when you run out of 

people
● DO once per year on everyone you know
● DO take PERSONALIZED materials for THEM
● DO be their REAL ESTATE ADVISOR

○ Remember our Ecosystem

● DO NOT try to list their house
● DO NOT try to sell them
● DO NOT take generic materials without a personal touch

TIP: If they have young kids add a coloring book and crayons or 
if they have furbabies take some treats!



|   Door Knocking

WHEN
Just Listed

Open House
Under Contract

Sold
Looking for a Buyer
Pay a Compliment
Charity Function

WHAT
Property Flyer

Property Postcard
Personal BMA

Personal Notecard
Buyer Profile Sheet



|   Warm Calling

UNDER 
CONTRACT

OPEN
HOUSE

JUST
LISTED

SOLD LOOKING 
FOR A 
BUYER

COMPLIMENT 
THE 

PROPERTY

COLD
LEADS



|   Non-Occupant Owners

Look up 
Non-Resident 

Owners

Search Tax 
Records

Customize 
letter to their 

home

HOW TO FIND THEM & HOW TO MARKET TO THEM

Send Letter to 
Mailing 

Address



|   Buyside AVM

MARKETING
1. Share your AVM link on social media. Make the caption funny and engaging to get better responses. (Stage 4 to 

3) 
2. Letter or postcard to your farming neighborhood or Sphere- promoting your AVM (Stage 4 to 3)
3. Monthly Value Report-  setup an auto-email to all homeowners in your database to receive monthly BMA (Stage 5 

to 3)



|   Farming a Neighborhood 

Good Turnover (5+ Solds in 12 months) | At least 3 Actives | Price point you desire to work | 
Marketable Community | 12-18 touches per year

● Print a BMA for each house and door knock or mail with a personal notecard
● Drop off a BMA at each of the houses (door knocking)
● Mail your Just Listed and Just Sold postcards to your farming neighborhood each time instead 

of radius using ACE
● Pull a list of owners off of REMINE and set them up on your AVM to get monthly home value 

reports
● Use Remine owner list to do retargeting ads thru Adwerx sphere marketing 
● Email Monthly Newsletter created from Marketing ReSource
● Host a community event or join community groups

○ Wear your BHHS Swag Shirt to help promote yourself



|   Networking & Social Events



|   Notecards for Relationships

● Compliment for curb appeal
● Thanks for being a great 

neighbor during open house
● Previous Marketing 

Presentation that hasn’t listed 
yet

● Your Buyer: Note to the 
neighbors after closing

● Not Your Buyer: Welcome to the 
neighborhood

TIP: Don’t forget we provide 
notecards to you for FREE!

GOAL:
Send 12 a month!



|   How to Sign Them

Next Up
HOW TO SIGN THEM



|  Presentations

86%
SAID #1 IN CHOOSING AGENT 

WAS THAT THEY UNDERSTOOD MY NEEDS

PRE-LISTING INTERVIEW QUESTIONNAIRE:
● Consistent AND personalized conversation
● Uncovers Seller Needs
● Allows you to cater your Marketing Presentation
● Uncovers potential risks, objections or pitfalls prior to the 

Marketing Presentation



|  Presentations

Feature | Benefit | Tie-Down (creating subconscious agreement)

PRE-LISTING:
● Use the Sellers Kit: 

○ Sellers Guide
● Customize Marketing Plan and Listing Protocol Sheet 
● Adwerx Video in email

AT MARKETING PRESENTATION:
● 6 Steps to a Successful Sale

○ Printed, pdf or digital from Marketing REsource
● Your Listing is Here flyer 

○ Printed, pdf or digital from Marketing REsource
● Deliver Marketing Plan and Listing Protocol Sheet 
● My Team flyer 

http://www.youtube.com/watch?v=uK7ReotCYLo


● Photos, names and 
titles are editable

● Use on listing 
presentations to 
show the power of 
your BHHS team

● Template setup in 
Marketing 
ReSource

● Go to Agent Help 
Site to download 
photos 

|  Presentations: My Team



|  Marketing Plan & Listing Protocol

PRE-LISTING:
● Customize Marketing Plan and Listing Protocol Sheet 
● This is available to download on the Agent Help Site as a word 

doc so you can remove the lines that may not pertain to that 
particular listing

● Once you’re done, you’ll save that and print it out for your 
Marketing Presentation 

AT MARKETING PRESENTATION:
● Deliver and dazzle your sellers with your custom Marketing Plan 

and Listing Protocol Sheet tailored to their property and how 
you’ll get them that magical four letter word: SOLD. 



|  Seller Options

Your competition is changing!

FSBO Agent

Direct With Agent
iBuyer



|  iBuyer Programs



|  FPG iBuyer Program

3 Possible Selling Options

QuickBuy Offer

A convenient immediate offer.
Home is purchased by QuickBuy, 

closing in as few as 14 days
Gives seller the ability to bypass 

prepping home for market and having 
showings.

6% TO QUICK BUY FROM SELLER
STANDARD COMMISSION - REF 

FEE ON LISTING AFTER 
PURCHASE

QuickBuy Lock
(+ Traditional)

The certainty of an offer with the ability to 
test the market.

Home is marketed up to 150 days.
Seller can choose the offer at any time.

Gives seller the assurance to sell plus the 
confidence to buy.

1% TO QUICK BUY FROM SELLER
STANDARD COMMISSION - REF FEE 

ON LISTING AFTER PURCHASE

Traditional Sale

Seller lists their home on the market 
with their trusted real estate advisor.

STANDARD COMMISSION



|  Overcoming Objections

http://www.youtube.com/watch?v=2cHJVNpEpKo


|   What to do when you get them

Next Up

WHAT TO DO WHEN 
YOU GET A LISTING



| MyCabCorner.com: Sellers



Zillow
CAB

CORNER

DotLoop

Spacio

REsource 
Center

Buyside

Ace

| Your Communication Hub



|  Coming Soon Marketing

Coming Soon Alert- 
You can notify every BHHS agent that you have a listing coming soon before it EVER hits MLS. 
You have to have a signed Exclusive first, but this gives you a competitive advantage! 

Advantages to you:
● Potential to keep the sell in-house
● Advanced marketing to approximately 800 

agents
● Create anticipation for your Seller’s home
● We can SHOW a seller the buyers matching 

their home
● Allows you to market the home while doing 

other preparatory items

Advantages to Seller:
● Chance to pre-market
● Create excitement for the home
● Target agents with buyers matching the 

home’s criteria
● Gauge interest level of buyers
● Determine preliminary demand of the 

home
● Allows you to create anticipation while 

repairs or marketing prep are happening



|  Reverse Prospecting through Buyside

● Listing Alert- It’s basically match.com for your listing! When you get your first listing with us, go into Buyside the 
day after it goes live in MLS, click on your listing and press 1 button to alert EVERY agent in our company that has 
a registered buyer matching your property of your new listing giving you an advantage.



|  Manage My Listing

Advantages to you and your seller:
1. Weekly AUTOMATED communication
2. Gives Virtual Showing Report
3. Shows other actives on the market

a. Shows the Seller their competition
4. Shows homes surrounding the property that 

have sold
a. Shows the seller which houses are selling 

and for what

Tip: Check to send yourself a copy of the report weekly too!



● Add a Zillow Walk-thru to get your listing at the top of the list for 21 days
● Make sure your profile is updated with at least a photo

○ You show on EVERY one of your listings in the #1 slot on Zillow
○ Make sure your email on MLS matches (best practices: use bhhs email)

● We provide Zillow with an XML feed 
○ Your listings
○ Your closed sales
○ Your profile information

● Only 51% of leads get a call from an agent
○ Of those, less than half get more than 3 outreaches
○ Average conversion is 90+ days

What’s coming from Zillow?
● Best of Zillow ranking for leads (not paid)

○ Average response time
○ Customer Satisfaction Surveys

■ 24 hours, 7 days and 21 days from contact

Prospecting | Stage 3 to 2

| Zillow Walk-thru for Maximum Exposure



|  ACE - Postcards

1. Just Listed
a. Send to 100 radius houses (50 Just Listed paid for by company)
b. Send to your farming community or sphere
c. Send to a step-up community (Use MLS)

2. Price Reduced
a. Send to 100 radius houses (from Just Listed audience) 
b. Send to your farming community or sphere

3. Open House
a. Send to 100 radius houses (from Just Listed audience)
b. Send to your farming community or sphere

4. Sold
a. Send to 100 radius houses (from Just Listed audience)
b. Send to your farming community or sphere



|  ACE - Social Media
1. Share the Property Website

a. It looks GREAT on a social share and will include a link to more 
info on the home

b. Click the share link in your Just Listed email from ACE or login 
to ACE and share from there

2. Want to post a Graphic?
a. Best practice - Login to ACE, download image and upload the 

image to your post so it looks its BEST.
3. Want to do a Paid Ad?

a. Download the ad graphic with minimal text and upload to 
your ad



|  ACE - Flyer

Best Practices: Flyers
1. 10-10-20 Door Knocks
2. Flyer Box outside the home
3. Marketing inside the home
4. Door Knocking a step-up community
5. Door knocking FSBO and Expireds



|  ACE - Video & Virtual Tour

1. Video
a. Upload it to your 

YouTube channel!
2. Virtual Tour

a. Use the 
unbranded link in 
your MLS listing



|  Open Houses

Use Spacio to collect your open house visitors 
● You can edit the sign in form to ask 

standard questions or you can create 
custom questions

● Enable auto-email feature to send a follow 
up email to all visitors after the open house

● These contacts are automatically loaded 
into your Cab Corner Database (CRM)

Remember 7% of 
buyers found 

their home via 
open house or 

yard sign



January 11-12, 2020
February 8-9, 2020
March 14-15, 2020
April 18-19, 2020
May 16-17, 2020
June 13-14, 2020
July 11-12, 2020
August 15-16, 2020
September 12-13, 2020
October 10-11, 2020
November 14-15, 2020
December 12-13, 2020

We help drive traffic by:
● Investing money in Facebook ads
● Creating Facebook posts and events
● Custom social media pieces to promote on office and agent 

pages (cover photos and frames) 
● Hosting a web banner on the homepage of our website which 

links directly to all available open houses

Spacio - digital open house registration
● Use Spacio to register your guests electronically - no more sign 

in sheets and it automatically follows up with your guests!
● This also feeds directly into your Cab Corner account so you 

don’t have to re-enter in their information!

2020 Dates

|  Open Houses: MOHW

Remember 
7% of buyers 
found their 
home via 

open house or 
yard sign



|  Adwerx Campaigning

FEEDS from BHHS ReSource Center- 
Make sure YOUR MLS ID is correct

Listing Ads: 
● 15 mile radius from listing
● Anyone who visits listing details page
● First 7 days
● ADD SELLERS EMAIL!!

Agent Retargeting Ads:
● Anyone who visits your profile on BHHS
● Unlimited

Other Options:
● Social TV
● Sphere Retargeting

http://www.youtube.com/watch?v=uK7ReotCYLo


|  Seller Kits



|   How to Service After They Close

Lastly...

HOW TO SERVICE 
AFTER THEY CLOSE



|  Ninja FLOW

Use the ALL feature to set this one time and 
never have to worry about it again!



|  Stay in Touch

1. Send copy of closing disclosure in January (needed for taxes)
a. Remind them to file homestead

2. Do a real estate review annually
3. Ninja the heck out of them

a. FLOW
b. FORD

4. Personal notecards
a. Birthdays
b. Homeiversary (cute cards on Xpress Docs)

5. Keep up with them on Social Media
a. Like & comment on posts, offer congrats on milestones



What’s Your Elevator Speech?

Why should a seller list with one of 
you?



|   Up to the Challenge?

https://bhhsfloridaproperties.com/blog/rise-up-challenge/


THANK YOU!
See you at 1:00 for the marketing one-on-one’s!


