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Thank you for your attendance and your attention, | sincerely appreciate that you care enough
about your career and your life to spend time improving, learning, and growing.

So | begin with two quotes that represent my beliefs and the context from which | work.

This first quote expresses my belief that the best you can bring to your loved ones, your clients,
your community, your profession, and yourself is to boldly pursue your goals and dreams.

Our deepest fear is not that we are inadequate.

Our deepest fear is that we are powerful beyond measure.

It is our light, not our darkness, that most frightens us.

We ask ourselves, “Who am | to be brilliant, gorgeous, talented, and fabulous?”
Actually, who are you not to be? You are a child of God.

Your playing small doesn’t serve the world.

There is nothing enlightened about shrinking so that other people won't feel insecure around
you. We were born to make manifest the glory of God that is within us.

It’s not just in some of us; it’s in everyone.

And as we let our own light shine, we unconsciously give other people permission to do the
same. As we are liberated from our fear, our presence automatically liberates others.

Written by Maryann Williamson Read by Nelson Mandela, South African President
from her 1992 book “A Return to Love” in his 1994 inaugural speech

This second quote captures for me and reminds me what | am really doing with my work.

When | am not motivated, I spend time with the people and the things I love.

Then I get on with it. 1 force myself to get back to work. Not to finish a project or prepare for
a speech, but to transform a project or a speech into a (potentially) transforming experience for
someone else, for my Clients and my audiences.

My greatest fear is that I will not have done stuff that mattered; that I won’t have made the
world ... a little better place.

So, between the things I love and the possibility of producing “experiences that matter” (that
scintillate!), I muddle through. And a funny thing happens: When I re-ignite my enthusiasm,
other folks invariably respond in kind.

Message: Enthusiasm begets enthusiasm.

Adapted from Tom Peters book entitled Re-Imagine, Business Excellence in a Disruptive Age

You have my sincere wishes for a successful career and an exceptionally successful life.
Rich Levin
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Opening Notes:

What is the most creative thing you have done to confront/work
successfully in this market?

What opportunities are there in this market?

Where did your last four transactions originate?

Two ways to compete:
Pricing and Commission or Relationship and Reputation

Networking

What events, fundraisers, organizations, causes, functions etc. are
you involved in, interested in or see as a good match for you?
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Personal Marketing

The goal of your personal marketing is to be top of mind as Real Estate Agent in
your Spheres of Influence. This means that when your name is mentioned they
think of Real Estate and when Real Estate is mentioned they think of your name.

The highest return comes from direct mail, if it is done correctly. Thisis a
challenge because most advice that Agents receive on marketing is flawed.

The goal of your mailings is to receive a response from nearly every mailing or
make adjustments to what you send.

The four characteristics of a successful Sphere of Influence mailing are:
1. A significant presence of you 3. Your Brand
2. Active Real Estate 4. A Dbrief Personal Note

Your mailing list; put everyone that is in your spheres of influence.

Frequency: send your Spheres of Influence mailings six to nine times a year; more
frequently in the late winter and spring than in the midsummer and fall.

The five elements to successful personal marketing
1. Your markets 4. Measures of effectiveness
2. Your message 5. Your return on your

3. Your media expenditures

Gifts

(Be sure that you completely comply with laws, ethics, and rules.)

Referrals — Housewarming — Initial Appointment
Random unexpected gifts to referral sources
What Personal Marketing campaigns are you building into your 2008 Marketing Plan?

What Gifting practices are you building into your 2008 Marketing Plan
Notes:
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Farm Marketing

The goal is the same as your Personal Marketing above; to be top of mind as Real
Estate Agent in your Farms. This means that when your name is mentioned they
think of Real Estate and when Real Estate is mentioned they think of your name.

You want a response from nearly every mailing or make adjustments.

Kick off your farming effort with an (semi) annual market update with enough
detail to motivate the recipient to keep it with their important documents.

The fourth characteristic of successful Farm mailings is a brief market update or
market message. The first three are the same as the Spheres of Influence mailings
above.

Real Estate content is critical to success with farming. Mix in cute and fun stuff
occasionally but send Real Estate content more often.

Frequency: send your farm mailings four to nine times per year; again more
frequently in the late winter and spring than in the midsummer and fall.

Personal Notes

Thank you for ... It was really fun ... Let’s do it again.
Congratulations on ... | saw this article | thought would interest...
| drove by and thought of you, hope you are all doing well.

What Farm Marketing campaigns are you building into your 2008 Marketing Plan?

What Personal Note practices are you building into your 2008 Marketing Plan
Notes:
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Web Marketing

The goal is to motivate an e-mail response... that leads to a phone conversation...
that leads to an initial appointment... which results in a listing or a sale.

The method is to offer the right combination of information and registration so
people opt-in and identify themselves, even if only by e-address. The resultant
opt-in list is your e-mail marketing database.

Buy your name as a domain name. Attach it to your web presence described
immediately below. Then put it on everything.
Website Options

Connect your domain name to your page on the company site and make that
site a place that you are eager and proud for people to go.

Purchase an off-the-shelf Agent website. There are many good vendors.
Build your own site or hire a web developer to build your website.

To be found by search engines add the names of anything that might be searched
on your homepage; area names, types of property, services, etc.

Convert your e-address to FirstName@Domain.com. (Rich@RichLevin.com)

Purchase www.L istingAddress.com and connect your listing on the web to it.

Add opt-in links on your home page and other appropriate pages on your site.

What is your Newest listings Reports
property’s value? by e-mail

Promote specific purpose websites; CityNameFSBO.com, TownExpired.com,
TownValues.com, TownBuyingTips.com, CityMarketTrends.com, etc.

Purchasing vendor leads; HouseValues.com, erelocationmarketing.com,
LendingTree.com, LeadToRealty.com, there are many others.

Notes:
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Additional Comments, Questions, and Feedback for Rich

You can always post questions for Rich at www.AskCoachRich.com

If you are interested in any of the following please check below.

I would like to discuss inviting Rich speak to our Company, our WCR, Association or
other group. Please contact me.

__l'would like to belong to Your Success Community that connects me with successful
Agents across the U.S. A. 1 will also receive Rich’s free Newsletter with scripts, tips,
and articles and be informed about Free Tele-seminars, workshops, and special
offers. (Your information is kept completely confidential. We never, ever sell, trade
or in any way provide your e-mail address to anyone, ever.)

Please send me the free link to The Million Dollar Business Plan.
(Include email address below)

Please have Rich call me about hiring him as my Real Estate/Business coach.

Name Company /Location

E-mail Address Years in Business

Cell Phone Home or Office Phone

Thank you for your time and attention today

Please return this comment sheet to Rich or Chava

585-244-2700 11
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