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First, a quick poll to
see where we stand as
an audience today!



= ele
POLL

YES or NO: Have you subscribed any of your
Past Clients to receive a monthly report
from Percy?

Al YES
B. NO



Agenda

P WEN -

Recap: The Power Play
Current State of “Past Clients”
The Past Client System
Asking for Referrals
Summary / Next Steps
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The Power Play

Equity Insights

$ Equity In Your Home Equly I yourhome's worth 0 youl

# EDITDETALS

Estimated Equity Today

$625,090

s Howis this calculated?

wewee DO YOU have questions on how to leverage
MORTGAGE yOUr home's eqwty’?
Element Mortgage is a lender Hawaii Life trusts to answer questions




Power Play: Equity Insights

$35,934 O $72,628

e Add Equity Insights to make a more
comprehensive home valuation report

e Increase the number of calls-to-action. —
Three Estimated Home Values Home Equity Payment Snapshot Sales Proceeds Calculator
e Drive 3x more conversations via the s
“Ask US” button 0513925 jzsﬁans s-;:‘g‘»z(;7 oaren
L4 | N C re a Se CO nve rSI O N ra teS by -l 5 +% Refinance Options Pay a Little Extra Options Relevant Home Equity Options

e Sample link

Buyer Heatmap & Buyer Activity Supply-Side Trends Recently Nearby Sales


https://keyes.findbuyers.com/address/132+Tudor+Dr-North+Wales-PA-19454/lizperez@keyes.com

‘ Key Insight - Equity Conversion Rates

Pre-Equity Post-Equity

(02/08/2021 - 02/08/2022) (02/08/2022 - 02/08/2023)

e 18,610 Listing Leads e 14,302 Listing Leads (¥ 23%)

e $9Bin Volume e $79Bin Volume (#13%)

e Avg: $489,368 e Avg: $552,607(®13%)

e 1,216 Conversions (6.5%) e 1,073 Conversions (7.5%)(® 15%)
$603M in Volume e $613M in Volume (# 1.6%)

e Avg: $495,695 o Avg: $572,133(®15%)

e 141 “Contact an Agent” (0.7%) e 303 “Contact an Agent” (2.1%)(#279%)



Power Play: Past Client Upload

e Subscribe past clients and any buyers you
are working with to receive the monthly
report.

e Provide it as a service to your past clients
to ensure you always stay top of mind.

e You can expect a ~1-3% conversion rate

e Our Recommendation:
Start with 250-500 contacts



Long Realty Case Study

e Partnered with agents and
subscribed 4,900 Past Clients en
masse to receive the monthly
report.

e Had 3 listing appointments within
the first few hours.

e Since launching it in Q3 2022, they
saw 195 listings turn to active or
sold from that list of 4,900.



The Power Play: Summary

Equity Insights Past Client Bulk Upload

$ Equity In Your Home

Estimated Equity Today

$625,0907 I

event Do you haYe que_stlons on how to leverage
555555 your home's equity?
Element Mortgage is a lender Hawaii Life trusts to answer questions

f 15% Conversion Rate

4 279% Conversations 4 3% Conversion Rate



ANY QUESTIONS?



Agenda

1. Recap: The Power Play
2. Current State of
“Past Clients”
3. The Past Client System
4. Asking for Referrals
5. Summary/ Next Steps

13 | CONFIDENTIAL



P=CY

TRl IS ONE OF MY FAVORITENEORICS

NNNNNNNNNNNNNN



Brandon's Background on Past Clients

9+ years of experience with CRM

e Early employee of Contactually (CRM
acquired by Compass)

e \Was the Director of Education before
the acquisition

e Have trained over 20,000 real estate
agents!

e Developed our training materials on
how to engage your networks,
especially your past clients!




-Nngaging Sellers

YOUR GEOGRAPHIC SPHERE:

Those homeowners in the location you farm. Most of these Homeowners still need to be introduced to you & your
brand.

GEOGRAPHIC SPHERE WHAT TO DO:
Send out direct mailers with a QR code that directs them to your own What's My Home Worth Page.

Ad Retargeting. Redirect any purchased local ads for homeowners to check their home's value on your Home
Valuation Page.

YOUR SOCIAL SPHERE:
These are your 1st & 2nd degree contacts engaged with your social media profiles.
WHAT TO DO:

Post content about the market & housing price changes directing them to check the value of their own home.
Include your home valuation site in your newsletter and/or emails that you send to your network.

CLIENTS:

These are the people you've already worked with in the past. It's a great opportunity to update them on their home's
value & buyer demand.

CLIENTS WHAT TO DO:

IR Subscribe each of these contacts to a monthly Home Value Report coming from you each month. That way
when we go into the hot season, they've already been getting a report form you on their home's value
increasing month over month.

2. Create a Buyer Market Analysis report for the homeowner’s you've worked with in the past. This is a great
way to start a conversation about how the market is this new year, the new home values, buyer demand,
and see what their plans are.




-Nngaging Sellers

CLIENTS:

These are the people you've already worked with in the
past. It's a great opportunity to update them on their
home's value & buyer demand.

WHAT TO DO:

1. Subscribe each of these contacts to a monthly Home
Value Report coming from you each month. That way
as we go into the hot season, they've already been
getting a report form you on their home's value
increasing month over month.

2. Create a Buyer Market Analysis report for the
homeowner’s you've worked with in the past. This is a
great way to start a conversation about how the
market is this new year, the new home values, buyer
demand, and see what their plans are.

P=2CY
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Elliient State of “Past’ Chierts

NNNNNNNNNNNNNN



These have been big trends amongst Brokerages + Realtors

THANK YOU

| FOREVER CLIENT CLUB!

LAURIE
FINKELSTEIN
READER
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No such thing as a “Past Client”

First Time
Buyer

Estate
Planning
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Then, why are repeat business rates so low?

DID SELLERS USE THE SAME
REAL ESTATE AGENT FOR THEIR
HOME PURCHASE?

USED SAME AGENT USED NEW AGENT

70%

63%
60%
52%
50% 48%
43% 44%

40%
30%
20%
10%

0

LL Selle!

23 to 31 32to 41 42 to 56 57 to 66 67t075 76 to 96

PERCENTAGE OF SELLERS

xR

AGE OF SELLERS
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PERCENTAGE OF SELLERS

80%

70%

60%

50%

40%

30%

20%

10%

53%

47%

DID SELLERS USE THE SAME
REAL ESTATE AGENT FOR THEIR
HOME PURCHASE?

USED SAME AGENT

72%

USED NEW AGENT

63%

52%
48%

All Sellers

23to 31

32to 41

42 to 56

AGE OF SELLERS

57 to 66

67to 75

76 to 96

The likelihood of
repeat business
plummets over time
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The Ultimate Statistic

89% of buyers would use 18% of buyers actually
their agent again or use their agent again
recommend their agent when it comes to list their

to others. home.



We have all seen this....

SZoCY 24| CONFIDENTIAL



‘ Why is that?

s

.

VS

Leads Clients
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‘ We treat leads differently than clients

How we treat leads

n_v R

e Prompt, responsive, helpful

e Proactively send homes and
information related to their personal
needs

e Marketing materials are well designed
and high quality

e We build systems in order to engage
(lead funnels, etc)

e \We spend money to acquire them.

e \We dress the part

D=2CY 26| CONFIDENTIAL



We treat leads differently than clients

How we treat clients

e \We often forget them

e Reactive engagement, replies aren't
prioritized in the inbox

e Send generic emails (newsletter, etc)
or gifts like calendars

e \We do not have system to engage
personally

e We don't spend money on them after
their initial closing gift.
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The Real Estate Transaction Is Often Their Largest Purchase Ever

A Moment of Truth
e Third most stressful time in their life
o Behind death and job loss
e Single largest financial asset they have

e Emotional memory from that
transaction

e Goodwill generated from it

D=2CY 28| CONFIDENTIAL
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So what happens when we don't engage?

NNNNNNNNNNNNNN



Relationships decay over time

DIDCY 30 | CONFIDENTIAL



And that impacts mindshare

“When | think of real estate, | think of [x]"

A
v
—
o J
i
2
O
c
o O
II >
Initial Business Referral Business Business
Introduction Opportunity Opportunity Opportunity Opportunity
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ANY QUESTIONS?



YES or NO:

Does this resonate with you?



Agenda

W

Recap: The Power Play
Current State of “Past Clients
The Past Client System
Asking for Referrals
Summary / Next Steps

”
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The Past Client System
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HOW TO KEEP YOUR CLIENTS ENGAGED
ARE YOUR ENGAGEMENT STRATEGIES ADDING REAL VALUE?

Susan’s Real Estate Roundup m

Al the Seattle real estate news that you need to know!

real estate

Susan Willamson  (206) 5554455 susan smih@pacroaisoiutons.com

10 Things You Can Do to Sell
Your Home Faster

Praesent nec massa efficiur, maximus turpis eget, interdum
orci. Aenean bibendum, enim vel sodales dignissim, nunc
voit bibendum orat, st amet mlls odio sapien quis ex.
Cras matisrutrum diam, st ametloborts lacus bibendum
sitamet

Cras consequa suscipit el utobortis. Suspendisse eget
thoncus sapien. Suspendisse mi orat, euismod at pretium
at, clomentum in nunc. Sed consectetur st amet. Etiam
consequat psum metus, et congue leo vivera eu. Sed eu
tortor at nisi hendrert commodo In non veli

Lorem ipsum dolor sit amet, consectetur adipiscing el sed

do oiusmod
aliqua. Ut i ad minim veriam, quis nostrud exerciation
ullameo laboris isiut aliquip ex ea commodo consequat.
Duis aute rure dolorin reprohendert i voluptate velt esse
cilum dolore ou fugiat nulla pariatur.

Praesent nec massa effciur, maximus turpis eget, inferdum
orci. Aenean bibendum, enim vel sodales dignissim, nunc:
veit bibendum erat,sit amet molls odio sapien quis ex.
ras matisrutrum diam, st ametloborts lacus bibendum
sitamet. Cras consequat suscipt eft ut loborts

Lorom ipsum dolor sit amet, consectotur adipiscing ol sed

Lorem ipsur sitamet, . sed
do eusmod tempor incididunt ut labore et dolore magna
aliqua. Ut enim ad minim veniam, quis nostrud exercitation
ullameo laboris nis ut aquip ex ea commodo consequat.
Duis autelrure dolor i reprehendert in voluptato el esse

citum dolore ou fugiat nulla pariatur

Prassont nec massa offcitur, maximus Lrpis ogot, nterdum
orci. Asnean bibendum, erim velsodales dignissim, nunc
volt bibendum e, st amet molls odio saplen quis ox.
(Gras matisrutrum diam, st ameot loborts lacus bibendum
sitamet. Cras consequat suscipit ot utloborts

»
aliqua. Ut erim ad minim veriam, quis nostrud exerciation
ullamco laboris risiut aliquip ox ea commodo consequat.
Duis aute rure dolorin reprohenderit i voluptate veltesse
cilum dolore ey fugiat nulla pariatur.

Praesent matts rutrum diam, sit ametloborts lacus
bibendum sit ame. Cras mats rutrum @am, sit amet
lobortis acus bibendum sk amet. Sed consectotur sit

sitamet, ed

o eusmod tempor ncididunt ut labore et dolore magna

cilum dolore eu fugiat nulla pariatur

Pracsont matts rutrum dam, st amet loborts lacus

bibondum sit amet. Cras matis rutrum diam, st amot
stamet

etus, ot
ras consequat suscipt it ut loborts.

elt utloborts. Sed consectetur sit amet. Etam consequat
Ipsum melus, et congue leo wiverra eu
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Me vs. You Marketing

o

Susan’s Real Estate Roundup @

Al the Seattie real estate news that you need to know!

real estate

Susan Willamson  (206) 5554455 susan.smith@pacreaisohtons.com

10 Things You Can Do to Sell
Your Home Faster

Praesent nec massa offciur, maximus turpis oget,interdum
orci. Aanean bibendum, enim vel sodales dignissim, nunc:
velt bibendum erat, it amet molls odio sapien quis ex.
Cras mattsrutrum diam, st ametloborts lacus bibendum

Cras conss

Juatsuscpit eit ut lobortis. Suspendisse oget
thoncus sapien. Suspendisse mi orat, suismod at pretium
at, clomentum in nunc. Sed consectetur st amet. Etiam
consequat ipsum metus, et congue leo vivera eu. Sed eu
fortor at nisi hendrerit commodo in non velit

Lorem ipsum dolor sit amet, consecletur adipiscing ei, sed

4o eiusmod lempor
aliqua. Ut erim ad minim veriam, quis nostrud exerciation
ullameo laboris isiut aliquip ex ‘odo consequat.
Duis aute rure dolor in reprehenderit i voluptate veltesse
cilum dolore eu fugiat nulla pariatur.

Praesent nec massa effciur, maximus trpis eget, interdum
orci. Aenoan tibendum, enim vel sodales dignissim, nunc
veitbibendum erat, st amet molls odio sapien quis ex.

sitamet,
o eusmod tempor incididunt ut labore et dolore magna
aliqua. Ut enim ad minim veniam, quis nostrud exerciation
ullameo laboris s ul aiquip ex ea commodo consequat.
Duis aut olor i reprahenderi in voluptate veitesse
cllum dolore eu fugiat nulla pariatur.

Prassent nec massa effcitur, maximus Lrpis egel, nterdum
orci. Aenean bibendum, enim vel sodales dignissim, nunc
volt bibandum erat,

it amet loborts lacus bibendum

Lorem ipsum dolor sit amet, consectetur adipiscing elt, sed
do oiusmod lempor incididunt utlaboro ot dolore magna
aliua. Ut rim ad minim veriam, quis nostrud oxorcfation
ullamco labaris risiut aliquip ex ea commodo consequat.
Duis aute rure dolorin reprehenderit i voluptate velt esse
cilum dolore ey fugiat nulla pariatur.

Praesent matis rutrum diam, st ametloborts lacus
bibendum sit ame. Cras mats rutrum dam, sit amet
Iobortis lacus bibendum st amel. Sed consectelur sit amet.

sitamet. Cras consequat suscipl et utloborts.

Lorem ipsum dolorsit amet, consectetur adpiscing ol sed
o ausmod tempor incididunt ut labore ot dolore magna
aliqua. Ut enim ad minim veniam, quis nosirud exercitation
ullamco laboris s ut aiquip ex ea commodo consequat.
Duis auteirure dolor i reprohendert n voluptato vel esse
cilum dolore eu fugiat nulla paratur
Prasont matts rutrum dam, st amt loborts lacus
bibendum sit amet. Cras matis utrum diam, st amet
stamet.

ras consoquat susciptoit ut obortis.

olt utoborti. Sed consectetur sit amet. Eiam consequat
psum melus, ot congue leo Wiverra ou

VS

Market Report for

132 Tudor Dr
North Wales, PA 19454

4 beds | 3baths | 2,762 sq.ft. #
[ {£ Jin]

Public
View

Receive monthly updates on this property

PREPARED BY:
Judy Jack Lewis
Cell: (716) 868-6393

First Name

Email Address

Estimated Home Value

Last Name

These values are generated by automated computer modeling drawn from public records and should not be considered a definitive statement of this property's worth.
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Me vs. You Marketing

Me Marketing

DICY 38 | CONFIDENTIAL

Helps me directly
Generic and not personalized

A template that can easily be sent
from another agent

Pitch your service before you know if
they are interested

Focus is on selfishly serving
themselves

You Marketing

Helps the homeowner directly
Personalized and unique

Not something easily replicable;
difficult to produce

Enable the homeowner to reach out
to you when they are ready and/or
provide a signal to help you serve
them better.

Focus is on selflessly serving their
customer



The Past Client System

Not All Past Clients Are The Same

e Some are friends/family

e Some are folks who will do business
w with you again regardless if you
contact them

=<8

Some were just OK to work with

w e .etc
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So what should you do, specifically?

OOOOOOOOOOOOOO



FOR ALL “Past Clients”

Enroll Your Clients

e Type in their address

Market Report for
1413 Milestone Dr
Silver Spring, MD

P r— e Put in their name/email address

e Click “Get Report”




Once enrolled, their initial email will look like this

Dear Brandon,

As part of my ongoing service to you, you have o

been subscribed to receive a personalized H | g h E n g a g eme nt
monthly report containing valuable information

to empower you to make smarter financial

decisions when it comes to your home at 4611 ® Personalized email related to their
Ayron Ter in Palm Harbor, FL

, , , , home
This report will show you multiple valuations,
market trends, activity around your home and
much more. o 70% opens
We are here if you have any questions about .
your home. e 50% click thrOUghS

e Happy responses

View your Monthly Report

Brandon Carroll
PERCY REALTY
P: (213)123-4567 | MESSAGE ME




And then every month, they will receive this

Automated on your behalf

Dear Brandon,

e P — ® Personalized email related to their
s lue may have changed recently. Check it out now. h O m e

VIEW REPORT

e Sentevery month

What you'll get in the report ° 70% O pe N S
i ome's value

e 50% click throughs

Real Estate

3333333333



=SNG

But, seriously....
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Enroll your past clients (manual)

| promise you this works!

e GCet a spreadsheet with the name, email, and
address of your past clients

e Go to your site, type in the address, enroll
your past client

e Reload your site

e Repeat until complete!




P=CY

Demo of website enrollment



Option 2: In App (automated)

Must be turned on via a request FROM your Brokerage Leadership

@ Import Subscriptions




S=SIEa

Demo of in app import

NNNNNNNNNNNNNN
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Now the fun part..what do you do once
they are enrolled?

NNNNNNNNNNNNNN



Remember this image?
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The Past Client System

Not All Past Clients Are The Same

e Some are friends/family

e Some are folks who will do business
w with you again regardless if you
contact them

=<8

Some were just OK to work with

w e .etc
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Strategy: Top Clients

Top 25% of Past Clients
e Buy a personalized gift once a year
e Engage regularly (4x/yr), on a personalized level
e Enroll in the monthly report
e Callthem to discuss the report

e Look at their report; proactively provide
additional context

e Run a CMA with the report to provide even more
guidance

D=2CY 52| CONFIDENTIAL



Strategy: Everyone Else

Final 75% of Past Clients

O e Enroll in the monthly report
e Engage personally 2x/year
O O e ook at their report; proactively
provide additional context

O o o e Run a CMA with the report to provide

even more guidance
P==CY 53 | CONFIDENTIAL




Strategy: 1st Year Referral

After First Year (Post Close)

e Touch base with all of them on a regular
R cadence

Closed‘m
/ \ e Check in on their home experience
e Recommend local events
Seller 1 year

e Enroll them in the Monthly Home
Valuation

e Sendthem a monthly neighborhood
report

e Ask them for a referral
e GCive them 1year anniversary gift

e Decide on cadence on follow up after that

D=2CY 54| CONFIDENTIAL
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‘I have an idea | want to run by you."



“I have an idea | want to run by you”

Research their reports
e Recommend upsizing/downsizing

e Help them understand areas they can
invest in and why

e Run a model for AirBnB income for an
investment property

e USE the report to help you spark a
conversation

DICY 56 | CONFIDENTIAL
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ANY QUESTIONS?



Agenda

P uN

Recap: The Power Play
Current State of “Past Clients
The Past Client System
Asking for Referrals
Summary / Next Steps

”
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Asking for Referrals: Best Practices

Get more monthly subscribers

e Send a personal email to your past
clients if they know anyone else who
would benefit from the report

e Call your best past clients and ask the
same question

e Even better, have someone already in
Mmind and ask them to facilitate an
intro

) W

e EVEN BETTER, give them a template
they can copy/paste to email to
someone else.
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Agenda

A WN ~

Recap: The Power Play
Current State of “Past Clients
The Past Client System
Asking for Referrals
Summary / Next Steps

”
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Big trends amongst Brokerages + Realtors on “Clients for Life”
initiatives.

89% of buyers would use their agent again or recommend their
agent to others; only 18% work with their agent again when it's
time to sell.

We treat leads differently than past clients, and we shouldn't!

When we are not engaging with past clients regularly, ther
relationships decay and agents are no longer top of mind

Me vs. You Marketing. Focus on You Marketing

Not all Past Clients are the same; treat them differently
depending on how much they can help your business.

The Home Valuation is a great tool to use for referrals, too.




‘ Next Steps

e Enroll ALL Past Clients to receive a monthly report
e Literally, take a spreadsheet out and enroll them one by one

e Research the reports from your best past clients; proactively
provide additional context

¢ Run a CMA with the report to provide even more guidance

e Top 25% of Past Clients: Engage 4x/yr, on a personal level

e Next 75% of Past Clients: Engage 2x/yr, on a personal level

e Leverage ‘I have an idea | want to run by you.”

o Investment opportunities
o Upsizing/downsizing

o Leveraging positive equity



Coming Up! Friday, October 5th@ 1 pm ET

Equity Insights:
The Silver Bullet to Drive

Equity Insights: Listings
The Silver Bullet to Drive Listings

Hosted by:
Brandon Carroll Brandon Carroll,

‘ “ Vice President, Client Success

s Percy Vice President - Client Success




ANY FINAL QUESTIONS?
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