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REFERRAL AGENT

Actions vs Action
to Successful Sales

WILLIE MIRANDA
BROKER/OWNER/CEO
MIRANDA REAL ESTATE GROUP, INC.
ULTIMATE REFERRAL AGENT, LLC

My Background

¢ Prudential-Life Insurance

1995-Started Allstate Insurance

1998-Coldwell Banker-started “Part Time” Real Estate career
2000-Joined RE/MAX Premier

2002-Starts Miranda Real Estate Group, Inc.

2009/2010-#1 Real Estate Agent in the Capital District (2,500 agents)
2015-#1 Independent Brokerage with 603 homes sold and over $127
million in sales volume

2016-Sold 790 homes; $159 million in sales volume
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* To have more fun!

* To make more money!
* To give more back!




People Do Business
With Who They
KNOW, LIKE and TRUST

Today’s Real Estate Challenge

* Too many agents to choose from
¢ Information on the Internet (Zillow, Trulia and Realtor.com)
* Lack of Client loyalty

* Too many Transactional agents

Today's Real Estate Challenge

* Too many agents to choose from

¢ Information on the Internet
(Zillow, Trulia & Realtor.com)

¢ Lack of Client loyalty
* Too many Transactional agents
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AGENTS COMPETE, YOU WIN™
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ZILLOW FACTS

* 17 Million “Leads” to its “Premier Agents”
produced 270,000 transactions with a 1.5%
conversion rate!

* 179 million users

* 75% online real estate audience market

Too many
“Transactional”
Agents

Transactional Agent

Career Agent

Tend To Waste Time

Uses Time Efficiently

Poor Spending Habits

Know Their Numbers

No Client Loyalty

Receive Repeat & Referral
Business

Lead Squirrels With Low
Conversion Rates

Systematic Database With
Higher Conversion Rates

Ripe & Rotten — They don’t
seek additional training &
education.

Green & Growing — Constantly
Seeking More Knowledge &
Training.

Low Profit Margins/Agent
Burnout

Higher Profit
Margins/Successful Business




ULTIMATE

SUCCESS BLUEPRINT

- Open houses - FOLLOW UP
APPT. B
-3/4/12 - g CONVERSION =0

FAI\'T sA \S/IENRSICE :“‘

“YOUR SUCCESS OR FAILURE
IN THE REAL ESTATE BUSINESS
IS IN DIRECT PROPORTION

TO THE NUMBER OF PEOPLE THAT ARE IN YOUR
DATABASE,

THAT WHEN THEY THINK OF REAL ESTATE,
THEY THINK OF YOU”

Chapter1
Lead Generation: The Pillars of Success

Every business requires 3 major components:
Sales and Marketing, Operations and Finance

SALES

& FINANCE
MARKETIN

OPERATIONS




Average Agents (1-2 pillars) Better Agents (3-4 pillars) BEST Agents (8-10 pillars)

col Col col
Open Houses Open Houses Open Houses
Various online Online
advertisements
Offline

FSBO's/Expired
Videos
Client Events

Business Vendor/Mixers

col FSBO/ Open Videos Client Business
Expired Houses Event
Project 100 Classified & Facebook- Magazine Traditional Buyer & Pie Event Golf
Editorial Ads  personal & Open seller Thanksgiving  Tournament
business Houses Update
pages
Newsletter Geographic Your own Seller Book MEGA Facebook July 4" Chamber
Farm website Open Videos Mother's Day Events
Area Houses Father's Day
Postcards Personal CINC Yellow Broker's BLOG Charity Mastermind
Brochure Market Letter Open + lce cream
Leader * Golf
Toumament
+ Comedy
Event
Dear Just Listed & Zillow, Trulia, Best Bidder Leads Clubs
Neighbor Just Sold Realtor.com “Round -« BNI
Letter Postcards Robin" + Rofary
Willie Bucks 3D Mailing Up Nest Agent
Dave Ramsey Caravan




PILLAR # 1

Top Producer

ContactTpe.

Your Database
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PILLAR # 2
Business Website
www, WillieMiranda.com

YouR Home 5 011 GUARANTEED

ORTLLEUYVIT Online Marketing

1. Printout a it ofall who b you via website/email.
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Business Directory

PILLAR # 4
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Your  Online  Offline
Database Marketing ~ Marketing.

1o yourlis (people who e -2 milesfrom your hom),

1 and “JustSold”

“Just Sold” Postcards
JUST SOLD IN

g i T4
InsiderReport

What's Up With Willie?

10 o oum b
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L YOUR
Luther Forest HOME is
Worth

Online!
Visit: www.FLOSHAW.com
orcall us at
(518) 229-3435
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WHAT EVERY PERSON
NEEDS TO KNOW ABOUT

A IN
THE CAPITAL DISTRICT

WILLIE MIRANDA

ACT Nowd oLy 5
CouboNs LEFT!

| | Callus NOW and $AVE!




THANK You

CLINE CASH
cene oA e
50 crcH SAING i

e, Catl wow and saver
&8 602-677-5995

" pezona hal
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SHERWOOD FOREST
NEIGHBORHOOD

MEGA-OPEN HOUSE

The Power of Social Networking
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Facebook Business P: Facebook Personal Page

= |

Jennifer Noble with Robert To: Jenn Noble, Rob Morirarty To: Jenn Noble, Rob Morirarrty Monday 604 P
Moriarty.

Willie its jen noble. ld like
to chat with you about
putting my house on
market. Would like if you
could stop by and take a
look. Maybe we can set
up atime. Good night.

o Hi Jen, your home in
vid.us 51 PM Albany?

‘Congrats! | sent you a
video, Click this ink to [REEEH
play:

Jenn Noble Yes
Awh thank you so much Sure, what is the address.
that was so sweetof you! and what times are best
We love you and your real ' foryou?
estate team!
9 rosemary circle
L B\ 10204 Joudonville ny 12211
‘Congrats! | sent you a Al
video. Click this ink to || ehte o)

Thanks Willie

12190

www.BombhBomh.com
VIDEO TEXT AND EMAILS

http://vid.us/m8ibrg Dave Ramsey
http://vid.us/pzuafw Jen and Rob
http://vid.us/zcIntx DCG Development




Facehook Targeted Boosted Posts

Boost Post

OVERVIEW  EDIT PROMOTION

Miranda Real Estate Group, Inc 5dsc 7nev s Like Page
=i

You are targeting men and women, ages 35 -

65+uho ve in 2 locations.

JUST LISTED ALBANY HOME: Walcoma home to 20 Valiayviev Dri This

‘Show fll summary custom home wil WOW you with al s features Including Kicher
“This promotion willrunfor 14 days. granite, cherry cabinets & high end stanless st-~

staircases,

Many updat

Your total budget for ths promotion s $100.00.

radona wood floors. Enjoy the beautflly a... See More

12312 5280 $100.00
Setions

Protocrks I
Lnkcieks [ 5e
Pamines |1
Gommerts |1

sres |6

LEAD CONVERSION: CYCLE OF A LEAD

PROSPECT ACTIVE CLIENT CLIENT FOR LIFE

3/4/12 SELLER / BUYER CLOSED PLAN

VIDEO BLOG. VIDEO BLOG

13



SALES STATISTICS

48% OF SALES PEOPLE NEVER FOLLOW UP WITH A PROSPECT
25% OF SALES PEOPLE MAKE A SECOND CONTACT AND STOP

12% OF SALES PEOPLE ONLY MAKE THREE CONTACTS AND STOP
ONLY 10% OF SALES PEOPLE MAKE MORE THAN THREE CONTACTS

2% OF SALES ARE MADE ON THE FIRST CONTACT

3% OF SALES ARE MADE ON THE SECOND CONTACT

5% OF SALES ARE MADE ON THE THIRD CONTACT

10% OF SALES ARE MADE ON THE FORTH CONTACT

80% OF SALES ARE MADE ON THE FIFTH TO TWELFTH CONTACT

Source: National Sales Executive Assodiation

Action Plan for

Willie Miranda 3/4/12 System

Activity  Description Day From Reminder Drop off Assigned to
To-do ColorEnaiLest, F @[\ | Frompansan. 0 Wille Mianda
Todo Callor Email Lead 2 Fromplnsat.. 0

Todo canoremaitesd” 1ZHRS 3 Frompansirt. o

To-do Cal o Email Lead 10 Fromplanstart.. 0

To-do Call or Email Lead Y Colls 7 Frompansar.. o Wille Miranda
Todo CatorEmatlent 4\ 20 Fromplansian.. 0 Wille Miranda
Todo Call or Email Lead 8 Fromplansian.. 0 Wille Miranda
Todo Call or Email Lead % Fromplansat.. 0 Wille Mranda
Todo Callor Email Lead 9% Fompansin.. 0 Wille Miranda
To-do Gall or Email Lead 128 Fromplanstart.. 0 n
Todo Callor Email Lead 156 Fromplanstart.. 0

Todo  CalorEmaiLead CQlkos  From pan s o

Todo Callor Email Lead From plan start.. 0

Todo Call or Email Lead ansart.. 0 Wille Miranda
Todo Cal or Email Lead O .0 Wille Miranda
Todo ol or Email Lead 38 Fror 0 Wille Miranda
Todo Cailor Email Lea 38 Fompansiat.. 0 Wille Miranda

e —— |

Pre-Listing
Packet

Pre-Listing Packet

- Miranda Folder
- Dear Neighbor Letter (testimonial about Wille)

- Miranda Real Estate Group, Inc. Testimonials

- Cloud CMA on their property

- Seller Book

- Willie's brochure

- Capital Region Real Estate Today (DVD)

- 5Top Strategies to Selling Your Capital District Home CD
- Miranda notepad

- Wille's business card

14



Thank You After Listing Presentation-

Thank you... For giving me the opportunity to discuss the benefits of allowing me and my company to serve your real
estate needs. We believe that quality, blended with excellent service, is the foundation for a successful business
relationship.

Thank You For The Listing-
Now we'll go to work serving you in order to get you happily moved. You can rest assured that my company and | will
do everything possible to obtain a successful sale for you.

Thank You To Buyer After Showing-
It was my pleasure meeting you and having the opportunity to show you homes. You can rest assured that | will do my
best to help you find the perfect home and get you happily settled.

Thank You After Purchase-
Nothing excites me more than helping someone find a new home. | am very happy for you and feel confident we will
have no challenges getting you happily settled. Please call me if any questions arise.

, _
Personal Notes Continued...

Buyer Thank You After Close Of Escrow-
Its been my pleasure helping you get settled in your new home. We are sure you will enjoy many happy years in our
community, and hope you will call me if I can be of service to you or any of your friends.

For Sale By Owner Thank You-

Thank you for showing me your lovely home. I sincerely wish you the best of luck in selling it. If you should find the
need to employ a professional real estate firm, | would appreciate the opportunity to show you all the excellent
benefits we have to offer.

Happy Anniversary-

It's with great pleasure that we wish you a happy anniversary. It was just one year ago, you allowed us to help in
finding your new home. We are proud to have you as one of our satisfied clients and hope you will enjoy many happy
years in your home.

Referral Thank You-
Thank you for referring the Smiths to me. You can rest assured that | will do my best to help them and justify your
confidence in me.

New On the Market Card-
Guess what your neighbor just did? They've selected us to sell their home. If you have a friend or relative looking for a
nice home in this area, please give me a call.

15



THE WILLIE MIRANDA

HOME SELLING TEAM Video Blog

Jm MIRANDA Willie Miranda - Licensed Res

AT .

Home Buying Tips for Veterans

\O‘é Capital District Real Estate: Home Buying Tips ... @ 4
) CB Home Buying e
B Tips for Veterans ”
>

Looking fora CaptalDisit home? Gick e fora i Home Search
_ Seling Your Coptl Devietomer Sl o e Home Pree Bl _

How to Navigate a Multiple Offer Situation in the
Capital District

CapitalDigtrict Real Estate: Multiple offer tips for b... 4

Multiple Offer Tips for
Buyers and Sellers

Listing Plan for
WMJ - Willie Listing Plan

16



Closing Plan for
WMJ-Buyer Pending Plan

Activity  Description Day From Reminder Drop off Assigned to
Todo Chock for Contact in Agent Offce 0 Afterscceptan.. 0 Kristna Eliot
Todo Check CING for Cient's Info o Aeracoeptan. 0 Tina Ryder
To-do Gotcopy of contract & DP fromagent 0 Afer acoeptan... 0 Kristina Ellot
Todo Set up pending fie o Ateracosptan.. 0 Kistina Eliot
To-do Gheck Appointment Log For Clients Info 0 Afler acceptan.. 0 Kiistna Eliot
Todo Ghange Status to Penang in TP 0 Ateracceptan. 0 Kristina Eliot
Todo Enter Clients contact information 0 Atecacceptan. O Kiistina Eliot
Todgo Ada 1SA's Pending to Appointment Log... 0 Afler acceptan . © Tina Ryder
Tedo Search for contact in Market Leader 0 After acceptan.. 0 Kiistna Ellot
Todo AdG to contest racking shest 0 Aferacceptan. 0 Kiistna Ellot
Todo Opt client out ofInfusion Soft 0 Aferscoeptan. 0 Tina Ryder
Todo Add To White Boar 0 Aferacceptan. 0 Keistna Eliot
Todo Notiy Altate of Load Possibity oo J.. 0 Afier scceptan.. O Kaistina Ellot
Todo Vertty Plan To-Do's Are Complete 3 Afleracceptan. 0 Tina Ryder

Good Evening Eileen,

My name is Tina Ryder and Iam the Marketing Coordinator here at Miranda Real

Estate Group, Inc. I wanted to thank you for your business, and let you know that in addition to

¢ listing agents Willic Miranda and Kelly Hamilton; I too will be available to you should

y ed any administrative assistance in regards to your listing at 1077 Ardsley Rd. T also

In“lal emal Wanted to let you know that I will be in touch with you weekly via email to update you on any
showings and/or feedback that we may receive from your listing’s activity report from the
wvw. ShowingTime.com site, fo give you the weekly Agent and Client hit counts from your

ln se“er once Tisting’s MLS views, and to update you on how many times your virtual tour has been viewed

via the tracking report from the wwv RealEstateShows.com site. Below is a link to your listing

asit currently appears on the ML, please click on it to review it and let me know if any

| s“ng hits changes are needed
Upon review of your listing’s activity report from the wwy ShowingTime.com site, it
doesn’t appear that yotve had any showing requiests as of yet. The MLS hit reports show that a
“"e Mls total of 5 Agents and 2 Clients have reviewed your listing since it was released to the MLS

earlier this afternoon. The tracking report from the www RealEstateShows.com site states that
your virtual tour has been viewed a fotal of 3 times so far.

Thank you again for your business and please let me know if there is anything I can
assist you with at this time. Enjoy the rest of the week.

Tina M. Ryder
Marketing Coordinator
Miranda Real Estate Group, Inc.
Phone: (518) 348-2060 x 106
Fax: (518) 688-0243

Good Morning Eileen,

Pd like to update you on a few marketing initiatives. We did receive the proof back this
morning for a posteard to go out in your neighborhood pr the recent release of your
Every Friday, this i ot masket Thave spprored that for priat and to be mailed out nest weeke [have aeo
g added your listing to our next full page ad in the Harmon Homes magazine which will hit
stands at the end of next wee

email is sent out Upon review of your listing’s activity report from the www.ShowingTime.com I do see
that your listing’s first showing is scheduled for tomorrow between 10-10:30. The Agent and
toall of Client hit reports from the MLS state that a total of 70 Agents (up 65 from last week’s email

5 update) and 13 Clients (up 11 from last weel’s email update) have reviewed your listing since
Willie’s lls“nus_ its release date. The tracking report from the www RealEstateShows com site states that your
tour has been viewed a total of 21 times (up 18 views from last weel’s email update) so far.
Thank you and good luck at this weekend’s showing.

Tina M. Ryder
Marketing Coordinator
Miranda Real Estate Group, Inc.
Phone: (518) 348-2060 x 106
Fax: (518) 688-0243

|




‘What is Agency?

A relationship of trust established when
one party (seller, buyer, landlord, tenant)
gives another (a real estate licensee) the
right to represent them in dealings with
third parties.

Fiduciary Relationship-defines the
relationship between the agent and a
principal

Rogarding Roal Estate
‘Agency Rolationships

This relationship is one of trust and
confidence where one party owes the other|
a high standard of good faith than they
would owe to third parties or customers.

18



Qi The NYS Agency

Howve Tovurs Fom or
THIS IS NOT A CONTRACT

Disclosure

Form should be signed on first contact with buyer
or seller, before any confidential information is
shared.

Explain the difference between client and customer

and your obligation to both.
Disclosuro Rogarding Real Estate
‘Agon

cy Rolationships
You can receive multiple NYS Agency Disclosure
forms as the status of the relationship changes.
Ex: Buyer’s Agent > Dual Agent

oS3
This form is required by the state to protect
consumers by making them ay

re of the agents legal

.y obligation. If they refuse-document date, time,
Buyers

Ay m“"" . i notes, ete. Have them immediately sign an affidavit.

Once they've entered into an agency relationship, an
agent owes their client the following fiduciary duties:

Think of OLD CAR
Obedience
Loyalty

Disclosure

Confidentiality
Accountability

Reasonable Care

OLD CAR

Obedience-The agent to act in “good faith” on the client’s behalf. Agent must

“obey” the directions of the client based on the contract, unless the client’s
directions are unlawful or unethical.

Following the legal instructions of your client.

I.x)yalty— Putting your client’s interest above everyone else’s (including your own)

Disclosure- agent must disclose any material defect

**Material Defect: something that could affect/hinder someone’s decision in regards to that
transaction.




OLD CAR

C()nﬁdcntiality—conﬁdcntial information that is disclosed during the course of the
agency relationship, must never be shared or used against the client. This is forever
unless required to divulge it by a court of law or given express, written permission by
the client.

Accounmbility—Any § that is received during the agency relationship is on behalf of
the client. Must be deposited into escrow account by broker.

Reasonable Care-

Use reasonable care while conducting your client’s business. NEVER go beyond the
scope of your license. Always refer an expert (3).

Ex: Legal issues, inspection issues, etc.

e York St g ot st soes,

Seller’s Agent-

Represents ONLY the seller and owes all
fiduciary duties to them.

This agency relationship is usually created with a
listing agreement or on the first contact.

Broker will earn a fee for finding a ready, willing
and able buyer for the seller’s property.

Buyer’s Agent-

Represents ONLY the buyer and owes all
fiduciary duties to them.

This agency relationship is usually created
on the first contact with a buyer, a buyer
agency agreement or buyer broker contract.

Broker will earn a commission when the
buyer purchases real estate.

20



No vicarious liability.
carious liability ~liability that is created because of the
D between clients and agen’s actions-who

In New York State, an agent can be a
broker’s agent.

Broker’s Agent- ;
piodvdvilolalimily.
This person assists the listing agent or Feleox i:;z.%/ i
buyer’s agent in locating a property to sell or S S el T
buy. SoEAEEE
Can’t speak directly to the client. R e et 2
They do not owe clients fiduciary duties. Dlaclogirs Rogaraing Sem Estats %

liable.

Agency Relationships.

Buyers Agent
Sy s g e by

Disclosure Regarding Real Estate

Dual Agent-

‘When an agent represents both the
buyer and seller, if both consent in

writing.

Agent cannot provide clients with all
fiduciary duties, such as, undivided

loyalty.

Agent is neutral and cannot favor sides
but can mediate and negotiate in the

transaction.

21



Dual Agency

DO’

Can provide some fiduciary duties- Can not provide undivided loyalty
obedience, disclosure, reasonable care,
accountability and confidentiality

Represent both buyer and seller

Must be in writing

Dual Agent with Designated
Sales Agent-

This is also known as an in-house transaction. This is a
way to deal with complicated transactions that arise in the
same brokerage.

This must be in writing.

“The broker acts as the dual agent while the affiliated
licensees assume the role of the seller’s agent or buyer’s
agent.

Designated sales agents cannot provide clients with all
fiduciary duties, such as, undivided loyalty.

Dual Agent with Designated
Sales Agent-

Example:

I have a buyer that I'm showing properties too. I have a signed buyer agency
agreement with my buyer. Upon looking at one of my properties, he/she
mentions they want to see one of my listings. Prior to the showing, I disclose to
my buyer that I already have an agreement with the seller. T owe the seller
fiduciary duties just like I owe you fiduciary duties. If you decide to purchase
this home, I can represent both you and the seller. However, if the buyer does
not feel comfortable, I then go to my broker who will act as a dual agent.

He/she will then appoint another agent from the company to represent the
buyer.

22



Dual Agent with Designated Sales Agents

DO’

Can provide some fiduciary duti Can not provide undivided loyalty
obedience, disclosure, reasonable care,
accountability and confidentiality

Supervising broker becomes dual agent — Can not disclose any confidential
information between agents, that could
hinder the sale or purchase of property

Broker designates another agent to
represent either seller or buyer

Must be in writing:

Subagency

If you're showing a non-client (customer or consumer) a property. You are then
considered a subagent of the seller and owe the same fiduciary duties as their listing agent.

Example:

I pick up alead on the internet and they want to see a property that is not my listing. I
agree to show them the property but I have not yet secured a buyer agency agreement with
them. When I show them the property, I am acting in a sub-agency capacity and owe the
seller the same fiduciary duties as their listing agent.

Fiduciary Duties To Customers/Third Parties

Honesty-

You must be honest without disclosing information that is confidential between you and the seller.
You must disclose material defects.

Example: A crack in the basement wall must be disclosed to buyers.

Fair Dealing-
Seller makes certain disclosures about the home.
Example: Federal Law mandates Lead Paint Disclosure
**No discrimination based on protected cl:




Protected Classes

7 Protected Classes (Federal): 4 Additional in New York State:
1. Race i A
;' gzl]i(g()n 2. Sexual Orientation
4. National Origin & x:;::fsﬁ?
5. Family Status . i
6. Disability
7. Sex
3 Additional in New York City

1. Citizenship Status
2. Partnership Status
3. Lawful Source of Income

24



“COST IS ONLY AN ISSUE

IN THE ABSENCE OF VALUE”

Why Listings Are Important?

o Seller
* Listings arc used as a marketing vehicle

« Each lsting shovld produce | qualified Buyer.

+ Gives us the ability o leverage our time more effectively.

How do we obtain Listings?

Petconal Referrals (Center of nflvence. networking. own database)
‘Our current lstings will atrac sllers (open houses, sold sigas, etc)
Farmung’ targeted et justlsted and sold, st
Reverse Prospecting (Classified. postcasds, Websites, Cable)
For Sale By Owners (FSBO's)
‘Expited Listings (MLS)
D

Listings (T

Buyers wll have lstings t0 sl

What do we do prior to a Listing Appointment?

 Prepare Cost Market Analysis CMA
‘. Search MLS for prior sales, RPR. Zillow
. Send Personl notes and Personal brochure before

Send testimonials and pre-Tisting information

The 13-Step Listing Process

1. Be On Time! Ty to get to the house at least 5 minutes early.

2. Knock on the door or ring the doorbell. Walk in the home, introduce yourself
with a handshake and ASK where you can set your laptop up.

3

"urn on your laptop, make small talk and open your listing presentation.
4. Ask seller for a quick tour of their home.
5. Make a mental note of positive and negative selling points.

6. Complement the condition of the home. Let them know they have a great home
and will have no problem selling it.

7. Sit down, ask them what their moving plans are. Establish a time frame
for their move.

8. Segment into the listing presentation by saying the following: “There
are three very important elements in selling a home and they are
Cleanliness, Marketing and Price. Your home needs to be clean, de-
cluttered and in showing condition at all times. You need extensive
Marketing to attract many potential qualified buyers to your home. Your
home will also need to be priced right in order to receive offers from
these potential buyers. Let me show you what we do at Miranda Real
Estate to aggressively market your home.” Follow listing presentation
step by step. Ask if they have any questions. Answer questions and move
on to the CMA summary and pricing.

25



9. Pull out CMA summary and show them a range of homes you selected and
circle Active, Pending, and Sold headings. Explain to the seller the criteria you
used to create the CMA Summary.

10. Explain the following: Active Listings - Are homes that your home will be
in competition with. These prices are sometimes very over priced and we refer
to them as fantasy land. A home listed for more than 30 days without a price
reduction usually is a good indicator of this. Pended Listings - These homes
which have recently sold and are still under contract. Closed Sales - This is
reality - These homes have officially closed and this is the best way to
determine market value on your home.

"CMA Summary Report
SINGLE FAMILY Summary Statistics
vion o " Mesian
15379000 5299000 st ss9900
5P3360000 e 10 5325000
SINGLE FAMILY
Adons contote Qoom mse AovSQFT DOM 1P s/AbwSQFT SP___ s/AbvsarT
10SUGAR PAMRIDGE e 01300510184
15 Uncou Tom on e 15000 [sueces
spamsoLoR oss 1950 [s150.9
2o I o 19500 [s1oa
200 s sn T
[ emon st 6000|5128
|15 westcaesr o 2ouzi 20600 512715
16U T Tmnom Tsroom [siwe T
To N T
. s30007 12637
SINGLE FAMILY,- Sold
Asaress cobme ASQT DOM_ 1p  speusqrr se  syavesorr
Com (st 5o a0 m @0 [iso  [omom Tsiiese
Coms (Fasoe) |1 cumereumr o s 6 o [smem0 [suos |susom |siwss
Cosed (i s0) s 30 | [smwo (e swsom Lo
Coms (soe) | ommn | Da [ | [sem [sem [nox
o (i 506) scamone. T 208295 oo |aooisies |35 iz |smeo sz st |siom
Coma (Fos So) 4 sToATRORD 08 oz [y mmes [z (o [pewo [sues |peo0 |sue
ot ™ A
. 33912 [s1nas | 5335000 | 312096
SINGLE FAMILY( Pending >
comome  coome /amw 5T
peepreay T - sznzs
T ™

11. Select 4-5 homes which have closed and that best match your seller’s
current home. Review the features and benefits of these closed homes, such
has square footage, list to sale price, days on market (DOM), number of beds,
baths, etc...

12. Ask the questions: now after looking over these recent home sales, we
can see a range of homes similar to yours between $xxx,xxx and $xxx,xxx.
‘Where do you feel your home should be priced based on these current
home sales? (Never give them a suggested price first).

26



13. Based on the conversation with the seller, determine what they feel they
should receive for their home and what they would like to list it for.

14. After receiving the agreed price on the home, close for the listing.
“Well, Mr./Mrs. Seller, we went over our very aggressive marketing
program and I feel very confident we can sell your home for Top Dollar
and with the least amount of hassle. Are you ready to get your home listed
with me today/tonight?

Pricing Listings Right
&
Getting the Seller To
Understand Price

**Send the seller a pre-listing packet prior to your listing appointment.

Include:

1. RPR on their home-this will allow them to see the range that their home falls
in.

2. Miranda Marketing-include information about how your company is going to
actively market their home and what sets you apart from the competition.

3. Dear Neighbor Letter-a letter from a past client about working with our

company.

Miranda Testimonials-More testimonials from raving fans!

Personal brochure-allows them to get to know you better.

Seller book with book mark.

Business card.

=

<

R
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Pre-Listing Packet

Impact of price &
on VISIbIlIty +15% The percentage of

potential buyers who
will look for property

+10%

o

EEIETNINE EDITTTION

in 5 Days

BILL EFFROS
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Building Your Business

CLIENT FOR LIFE

CLOSED PLAN

VIDEO BLOG

ANNUALCMA

CLIENT SURVEYS

Website: mrgcustomersurvey.com
Source: migcustomersurvey.
Date: 01/31/2017 12:51 PM
PageName; gold_affilform8.asp
Pagelitle: Survey

. Contagt information:
First Name: Scott and Tracy Demarest
Email: traydemarest@yahoo.com
Day Phone: WILLIEMIRANDA

Additional Information:
How_To_Improve = Quite Honestly, | cannot think of 1 thing!
Contact. from_Inside_Sales S
Received_a_fair_price = YES
How_Did You_Hear_About Miranda RE Group = Newsletter
What_Did_We_Excel At - Every process from start to finish, not to mention our home went
pending in under a week!

Level of expertise_and ism = 5 Questions_Answered_in_A_Timely_Manner =5
Did_OQur_ Listing, ause_you_to_choose_us =

Use_name_in_promotional iterature = YES What = The entire presentation was very

_ i
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-|||||||H Client Closed Plan

Description
*Day in New Home
Send Personal Note
| Call - 1 Week Check In Call
.Call - 30 Days Check In Call
To Do Send Personal Note
Call :Cal! - Day 365 Check In— 1 Year Anniversary

To Do Send Personal Note with Small Gift or Gift
Certificate, ie...Lowes Gift Card

Day 365 Set up Anniversary llowing year.

39 Touch System

“Why does a hamburger from McDonald’s taste the same in Albany, New York and Los
Angeles, California?”

Having systems put in place in each aspect of your business:
- Allows for repeat and referral business
- Time management
- Consistent and quality service!

CLIENTS-39 TOUCH SYSTEM

10 Newsletters
24 Videos

1 Annual Call

4 Client Event

Comedy Event
Easter Event
Golf Tourna

Pie Event
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What to Expect From the Capital District Real
Estate Market in 2017

Capital District Real Estate: Inventory won't stay th... 4
Inventory
Won't Stay This (&%
Low for Lon Ty

Here are just a fow of the trends we are seeing right now.

ANNUAL HOME VALUE REPORT SCRIPT

Hi... May | speak to <CLIENT> please? Hi <CLIENT> this is Willie from Miranda Real
Estate Group. How are you doing today?

<MARY>.. just wanted to give you a quick call because | know it's been <JUST
since you boug! with me

totime ! like to provide my dlients with a free Annual Home Value Update. This

update wil give you a ball park idea of what your home is currently worth in

Ann“ al “ nm e today's market based on what other homes are seling for i your are.

So, 'm calling you today to see if you would be interested in receiving this free
home value report?

"al“e nennrt Yo s clihe ime

Okay great, what i the best email address for me to send this report to? <if no,

s G"I]I emai,send by regular mail>

$0 <CLIENT>, as | mentioned, this report is only a ballpark figure based on what
other homes have sold for in your area. Please review the report and let me know
if you have any questions.

One last thing <CLIENT>, do you know of anyone else who would also be
interested in receiving this report for their home?

Vil get this information right out o you.

Now..If you know of anyone looking to buy or sell a home, please give me a call

with their name and number and I willtake good care of them. (Willie Bucks
_ oo -
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CCOMPARATIVE MARKET ANALYSIS

29 Farmview Ln, Waterford, New York 12188,
United States

RRRRRRRRR

- Rob & Sandie Tallman

GEOGRAPHIC FARMING-
21 TOUCH SYSTEM

o 10 Newsletters

o 10 Postcards
o 1 Community Event
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The Glenville
Real Estate Market Update

‘Glenville Real Estate Statistics 2016
i tocksioncfReaorss
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Trenda’s Good News Corner!
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e
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Whatis it ke to have Agent Brenda on your side? DERCONTRACT: | | ONDER CONTRACT! Giemile
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pulled topeer. T much appeeciated.” Asron Chycks, Glemile

Community Event

|\ o, D HELP OUT YOUR LOCAL FOOD BANKS!

“TRADE A CAN FOR A CONE”

AUGUST 19TH: 6-8 PM.

Mr. Ding-A-Ling will be visiting the Sherwood Forest
neighborhood on August 19th, from &-8 pm,
courtesy of Wille Miranda, licensed Real Estate Broker/Owner of
Miranda Real Estate Group, Inc.

ng this time, any

What a great way fo cool off and give back
Your community!
MIRANDA
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CLIENT EVENTS WITH A CHARITY-Ice Cream Truck

CLIENT EVENTS WITH A CHARITY-Pie Event

FREE PICTURE WITH THE EASTER BUNNY!
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Time Management

Chapter 4 0f My Book
Time Management: The Key to Success

Here are SIX steps to help you organize your schedule so that you can focus on the
right things:

1. Touch it Once (Evernote)
2. Make Lists (yellow lined paper)
3. Plan how much time you will allocate to each task
4. Plan the Day
5. Prioritize

6. Ask yourself, “Will it hurt me to throw this away?”

\ o
|

WILLIE MIRANDA

9 Time Management Must Do’s

1. Plan your week.

9. Plan your day.

3. Control incoming calls.

4. Schedule 2 hours of proactive (lead generation)
activities a day.

5. Take at least one day off per week.
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1. Plan Your “PERFECT” Week

Build structure into your life.

e Use one calendar.

eSchedule time off.

eSchedule family time.

eSchedule time for health activities.
eSchedule 1n celebrations.

2. Plan Your Day

Take 15 minutes to plan each day.

e Ist - Follow up calls, Power Hours
e2nd - Appointments, Client Meetings
e3rd - To Do Items, Returning Calls

e 4th - Everything else
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Please Do Not Disturb
~Power Hour in Session Untfil 2:00pm~

Please send an email to
admin@mrgteam.com or if you need
immediate assistance,
please reach out to another member of
the administrative staff.

‘We appreciate your patience with us
during this time.

3. Control Incoming Galls/Emails

e Explain in your voicemail/away message when
you will return their call or email.

eDon’t answer every call.
eSchedule time to return calls and emails.

eBe consistent.

“Hi, you’ve reached Willie Miranda with Miranda Real Estate
Group, Inc. Please Note: I will be in meetings throughout the day
and will be returning phone calls today between 11-12pm and
again between 4-5pm. For immediate assistance, please call my
office at 518-348-2060, that’s 518-348-2060 or leave your name
and number after the tone and I will return your call as soon as
possible. Thank you and have a great day!”
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Voice Mal Log
fe— | REDIFORM 51114

B — Follow-up
E — Voice Mail Log

4. Two Hours 0f Proactive
(Lead Generation) Activities a Day

o Calls (New leads, Seller calls, Buyer clients)
e Personal handwritten notes
o Adding and deleting names from database

080/20 Rule
“A day without lead generation 1s a day
you didn’t work.”

1.Prospecting and Making Phone Calls
2.Going on Listing Appointments
3.Working with Buyers

4.Negotiating and Getting Deals Closed
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oTake at least one day off per week to
recharge and re-energize.

oTake two % days off 1f a full day in not
feasible.

e Prioritize your tasks each day (A,B,C,D).
eDo the “A’s” first.
e Be flexible about moving B’s and C’s.

o Give yourself grace that not everything will get
done in a day.

Prioritize, Implement, Evaluate

At the end of each day:

e Evaluate how well you managed your time.

e Determine what you would have done differently.
e Acknowledge your achievements!

ePlan out your next day. Make a new to do list.




Goal Setting-Track & Measure

The 12 Week Year
Productiity snd Success Plaaning.
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ULTIMATE

SUCCESS BLUEPRINT

- Database 2
Community

e Business to Business

Open houses - Social Media FOLLOW UP

APPT.

3/4/12 - Video Blog CONVERSION
- 8x8 - Drip Emails

ISA - Willie Bucks

Newsletters COMPELLING

CLIENT
PRESENTATIONS,
Listing Presentations

Buyer Presentations

RAVING
FANS SERVICE
Listing Plan
Buyer Plan
Operation Manual
- Closed Plan BEEERT
AND REFERRAL
3 touch
Annual ca
Client events
ent Appreciation Pros

Takeaways?

QUESTIONS?
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