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EXPECTATIONS

= Arrive on time after all breaks.
= Turn off or silence cell phones.
» Feel free to ask questions.

= Keep side talk to a minimum.

= Agree to disagree.

Video and audio recording is not permitted.

It’s in There!

Your Student Workbook contains everything (and more!) that appears on this slide deck. Things may

appear differently for visual representation, but all content is in your Workbook unless otherwise noted.
Follow along.

Each slide has the student workbook page number clearly listed. If you lose your place, look on the
slide — bottom right corner (“SW” refers to the page number in your Workbook):

9/SW7

The PowerPoint® slide deck is proprietary and cannot be distributed to
students. Everything on the slides is in your Workbook (just a different
visual representation in some cases).
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COURSE OVERVIEW

Welcome to this comprehensive exploration of Artificial Intelligence for real estate professionals. This
course represents a significant investment in your professional development, equipping you with the
knowledge and skills to leverage Al effectively and ethically in your practice.

The real estate industry is experiencing a technological transformation. Al tools that seemed like
science fiction just a few years ago are now accessible to every practitioner. Those who understand
and effectively use these tools will have significant advantages in serving clients, managing their
businesses, and competing in the marketplace.

However, with great power comes great responsibility. Al is not a magic solution—it's a tool that
requires skill, judgment, and ethical consideration to use well. This course will help you develop all
three.

Course Structure

This course is organized into five modules:

= Module 1: Understanding Al Components
Build foundational knowledge of Al technology, terminology, and capabilities

* Module 2: Risk Management
Learn to use Al responsibly while managing ethical, legal, and practical risks

=  Module 3: Al Prompting
Master the art of communicating with Al to get excellent results

= Module 4: Marketing With Al
Apply Al to create compelling marketing content and visuals

= Module 5: Al Productivity & Business Application
Leverage Al to streamline operations and enhance client service

How to Use This Manual

This manual is designed to be both a learning resource during the course and a reference guide you
will return to in your practice. You will find detailed explanations of concepts and technologies, practical
templates and prompts you can use immediately, callout boxes highlighting important warnings, tips,
and examples, review questions to reinforce your learning, and resource references for continued
exploration.

Take notes, highlight key sections, and do not hesitate to experiment with the tools and techniques as
you learn them. Al proficiency comes through practice.
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COURSE POLICIES

Virtual Course Policies
For virtual course participants:

= Cameras should remain on throughout the session to maintain engagement and verify attendance.
= Microphones should be muted when not speaking to minimize background noise.

= Use the chat feature for questions, or unmute to ask during designated Q&A periods.

= Participation in discussions and exercises is expected and contributes to the learning experience.
= Technical difficulties should be reported to the instructor immediately.

= Recording of sessions is prohibited without explicit written permission.

Respectful Discourse

This course covers topics where opinions may vary. All participants are expected to engage respectfully
with differing viewpoints. Personal attacks, discriminatory language, or disruptive behavior will not be
tolerated.

Anti-Trust Statement

This course is designed for educational purposes only. Nothing in this course should be construed as
an agreement or encouragement to fix prices, allocate markets, or engage in any other anti-competitive
behavior. Discussions about business practices should remain general and educational.

Participants should not discuss specific commission rates, fees, or business terms in ways that could
be perceived as coordinating competitive behavior. If any discussion moves in this direction,
participants should redirect the conversation to general educational principles.

Academic Use of Systems

Throughout this course, a variety of Al tools and platforms are introduced and demonstrated. It is
important to note that REBI does not have any affiliation with the products mentioned in this course.
The systems are used for academic purposes only.

OpenAl, Google, NAR RPR (Realtors Property Resource), and Canva tools are used as primary
examples throughout this course because, at the time of the course update, they represent some of the
most popular and accessible tools being used in the industry. However, the Al landscape is rapidly
evolving, and new tools emerge frequently.

It is up to each student to decide which products are best suited for their intended use, budget,
technical requirements, and business needs. We encourage you to explore various options and select
the tools that work best for your practice.
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MODULE 1

Components of Al
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MODULE 1: COMPONENTS OF Al

Module Overview

This Modules provides a comprehensive foundation in artificial intelligence, covering fundamental
concepts, terminology, and real estate applications. This module is designed to ensure all
participants—regardless of their technical background—understand what Al is, how it works, and how it
can be applied in real estate practice.

Understanding these foundational concepts is essential for effectively using Al tools, communicating
with clients about Al-powered services, and making informed decisions about which technologies to
adopt in your business.

Learning Objectives

By the end of this module, you will be able to:

= Define artificial intelligence and explain how it works

» |dentify and describe key Al concepts and terminology

» Distinguish between different types of Al (General Al, Narrow Al, Agentic Al)
= Explain how Large Language Models (LLMs) function

= |dentify major Al platforms and their capabilities

= Recognize ten specific real estate applications of Al

= Understand the role of Al in supporting accessibility and assistive services

= Evaluate which Al tools might be appropriate for different business needs
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MODULE 1: COMPONENTS OF Al

What is Al?

At its core, artificial intelligence (Al) is software that learns patterns from data to make predictions and
generate responses. This deceptively simple definition encompasses a vast and rapidly evolving field
that is transforming virtually every industry, including real estate.

Unlike traditional computer programs that follow explicit, pre-programmed rules, Al systems can identify
patterns in large datasets and use those patterns to make decisions, generate content, or provide
insights. Think of it this way: a traditional program might follow rules like "if the price is above $500,000,
categorize as luxury," while an Al system can learn what makes a property "luxury" by analyzing
thousands of luxury listings and identifying subtle patterns in features, locations, finishes, and buyer
behavior.

Simple Explanation

Imagine teaching a child to recognize dogs. You do not give them a rulebook—you show them many
examples of dogs. Eventually, they can identify dogs they have never seen before. Al works
similarly: it learns from examples rather than following rigid rules.

A Brief History of Al

The field of artificial intelligence has roots stretching back to
the 1950s, though the technology we use today would have
seemed like science fiction to those early pioneers.

John McCarthy and Marvin Minsky are among the
foundational figures who began researching machine
learning in the 1950s. McCarthy, who coined the term
"artificial intelligence" in 1956, defined it as "the science and
engineering of making intelligent machines." Minsky co-
founded the MIT Al Lab and made groundbreaking
contributions to neural networks and robotics.

For decades, Al research progressed slowly, limited by
computing power and data availability. The field
experienced periods of great enthusiasm followed by "Al
winters"—times when progress stalled and funding dried up. However, three key developments in the
21st century sparked the Al revolution we are experiencing today:

1. Massive Computing Power: Cloud computing and powerful processors made it feasible to train Al
models on enormous datasets.
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MODULE 1: COMPONENTS OF Al

2. Big Data: The digital age generated unprecedented amounts of data—the fuel Al needs to learn.

3. Algorithmic Breakthroughs: New approaches, particularly in deep learning and neural networks,
have dramatically improved Al capabilities.

Al Today: Widespread Adoption

Key Statistic

Today, 78% of US knowledge workers now use Al as a tool in their business.

This statistic is particularly significant for real estate professionals because it means your clients likely
expect Al-powered service efficiencies, your competitors may already be using Al to gain advantages,
Al literacy is becoming a baseline professional competency, the tools available are mature enough for
practical business use, and industry standards and best practices are still being established—early
adopters can help shape these standards.

Why This Matters to You

Al is not a future technology—it is a present reality. Understanding and using Al tools effectively can
help you serve clients better, work more efficiently, and remain competitive in an evolving market.
However, rushing to adopt Al without understanding it can expose you to serious risks, which we will
cover extensively in Module 2.
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MODULE 1: COMPONENTS OF Al

Core Al Terminology and Concepts

To effectively use Al tools and communicate about them professionally, you need to understand key
terminology. This section defines the essential concepts you will encounter throughout this course and
in your work with Al systems.

= Artificial Intelligence (Al): Artificial Intelligence is a branch of computer science dealing with the
simulation of intelligent behavior in computers, enabling them to perform tasks that typically require
human intelligence. These tasks include understanding and generating human language,
recognizing patterns and making predictions, learning from experience and improving over time,
solving complex problems, making decisions based on data, creating content (text, images, video,
music), and perceiving and interpreting visual information.

In real estate, Al applications might include analyzing market trends, generating property
descriptions, predicting property values, qualifying leads, or creating marketing content. What
makes these applications "intelligent" is that the system learns and adapts rather than simply
following pre-programmed instructions.

» Big Data: Big Data refers to extremely large data sets that may be analyzed computationally to
reveal patterns, trends, and associations, especially relating to human behavior and interactions.
The key characteristics of Big Data are often described by the "Three Vs": Volume (the sheer
amount of data—billions of data points), Velocity (the speed at which data is generated and needs
to be processed), and Variety (the different types and formats of data including text, numbers,
images, video, etc.).

In real estate, Big Data includes MLS data, public records, transaction histories, market statistics,
demographic information, search behavior, and much more. Al systems can analyze this vast
information to provide insights that would be impossible for humans to derive manually.

Real Estate Example

An Al system might analyze millions of property transactions, along with factors like school ratings,
crime statistics, development plans, and buyer search patterns to predict which neighborhoods are
likely to appreciate in value. A human could never manually process this much information, but Al
can identify subtle patterns across all these data sources.

= Computer Vision: Computer Vision is an Al field that trains computers to interpret and understand
the visual world. Using digital images from cameras and videos combined with deep learning
models, computer vision enables computers to accurately identify and classify objects, then react to
what they "see."

Real estate applications of computer vision include analyzing property photos to automatically
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MODULE 1: COMPONENTS OF Al

identify features (hardwood floors, granite countertops, etc.), assessing property condition from
images, virtual staging and visualization, drone image analysis for property boundaries and
features, automatic room type identification from photos, image enhancement and quality
improvement, and detecting required repairs or maintenance issues from photos.

* |n real estate, Big Data includes MLS data, public records, transaction histories, market statistics,
demographic information, search behavior, and much more. Al systems can analyze this vast
information to provide insights that would be impossible for humans to derive manually.

Understanding Different Types of Al

Not all Al is created equal. Understanding the different categories of Al helps you recognize what
current technology can and cannot do, and what to expect as the field evolves.

Artificial General Intelligence (AGI)

Artificial General Intelligence, or AGI, represents a type of Al that would have self-awareness,
emotional understanding, and the ability to reason, solve problems, plan, learn, and communicate
across a wide range of domains—essentially matching or exceeding human cognitive abilities across all
areas.

Key characteristics of AGI would include general problem-solving ability (not limited to specific tasks),
transfer learning (applying knowledge from one domain to another), self-awareness and
consciousness, emotional intelligence, creative reasoning and innovation, and understanding context
and nuance like humans do.

Important Note

As of 2025, AGI remains a theoretical concept. No such system has been successfully created to
date. All current Al systems, regardless of how impressive they may seem, are forms of Narrow Al.
When people discuss concerns about Al "taking over" or replacing human judgment entirely, they are
usually talking about hypothetical AGI, not the Al tools we use today.

Artificial Narrow Intelligence (ANI)

Narrow Al, also called Weak Al or ANI, is Al that performs a narrow task as assigned by the end user.
This is the type of Al that exists today and that you will be using in your real estate practice. The tasks
can be basic or advanced, but the Al model will not take a course of action without specific direction
from a human.

Characteristics of Narrow Al include: excels at specific, well-defined tasks; requires human direction
and input; cannot transfer knowledge across unrelated domains; lacks true understanding or
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MODULE 1: COMPONENTS OF Al

consciousness; operates within programmed parameters; and needs retraining or reconfiguration for
new tasks.

Examples you use regularly include email spam filters, voice assistants (Siri, Alexa, Google Assistant),
recommendation systems (Netflix, Amazon), navigation apps with traffic prediction, facial recognition
systems, ChatGPT and other language models, and Al image generators.

Each of these systems is very good at its specific task but cannot do anything outside its designed
function. A spam filter cannot write emails, and ChatGPT cannot drive a car. This limitation is actually a
feature from a risk management perspective—it means Al tools are controllable and predictable within
their scope.

Agentic Al

Agentic Al represents an emerging category between Narrow Al and AGI. It is Al that can plan and take
actions toward a goal across multiple steps, using tools and feedback, with minimal human prompting.

What makes Agentic Al different: Multi-step planning (can break down complex goals into sequences of
actions), Tool use (can access and use other software tools, APIs, and data sources), Feedback loops
(can evaluate its own outputs and adjust approach), Goal-oriented (works toward an objective rather
than just responding to prompts), and Autonomy (can make intermediate decisions without constant
human guidance).

Real Estate Example

An agentic Al real estate assistant might be given the goal "prepare a comprehensive market
analysis for 123 Main Street." It could then autonomously: search for comparable sales data, analyze
market trends, access public records, generate visualizations, write a narrative analysis, format
everything into a professional report, and identify gaps to fill—all with minimal back-and-forth from

<
| o
=

Risk Management Note

While Agentic Al offers powerful capabilities, it also requires careful oversight. Because these
systems can take multiple autonomous steps, there is greater potential for errors to compound.
Always review and verify the outputs of agentic systems before using them in client-facing situations.
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MODULE 1: COMPONENTS OF Al

Technical Foundations

Knowledge Horizon

The Knowledge Horizon refers to the date in history when the current Al Large Language Model (LLM)
last received new information. This is sometimes called the "training cutoff date" or "data cutoff."

Why this matters: Al models do not automatically know about events after their knowledge horizon;
information about recent market changes, new laws, or current events may be missing or outdated; you
may need to provide current information in your prompts; different Al models have different knowledge
horizons; and some Al tools can access the internet to supplement their training data.

For example, if an Al model's knowledge horizon is April 2023, it will not know about mortgage rate
changes in 2024 unless you tell it or unless it can search the web for current information.

Best Practice

When using Al for time-sensitive information (market statistics, interest rates, laws, or regulations),
always verify the knowledge horizon and supplement with current data as needed. Many Al platforms
now include web search capabilities that can help overcome this limitation.

Large Language Models (LLMs)

A Large Language Model (LLM) is a type of Al designed to understand, generate, and sometimes
translate human language by processing vast amounts of text data. LLMs are the technology powering
tools like ChatGPT, Claude, Google Gemini, and similar systems.

How LLMs Work (Simplified)

Imagine reading millions of books, articles, websites, and conversations. You would start to understand
patterns in language: what words typically follow others, how sentences are structured, what makes
writing clear or confusing, and how to respond appropriately in different contexts. LLMs do something
similar, but at a scale impossible for humans.

The training process involves: (1) Data Collection - The model is exposed to enormous amounts of text
from books, websites, articles, and other sources. (2) Pattern Learning - The model learns statistical
patterns: which words and phrases commonly appear together, how ideas connect, how arguments are
structured, how questions are answered. (3) Parameter Adjustment - Through billions of examples, the
model adjusts internal "parameters" that help it predict what text should come next in any given context.
(4) Refinement - The model is fine-tuned through additional training, often including human feedback, to
improve quality, reduce harmful outputs, and better follow instructions.
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When you ask an LLM a question or give it a task, it is using all those learned patterns to predict the
most appropriate response. It is not "looking up" answers from a database; it is generating text based
on what it learned about language patterns during training.

Capabilities of LLMs

LLMs can perform text generation (writing articles, descriptions, emails, reports, creative content),
summarization (condensing long documents into key points), question answering (providing information
on a wide range of topics), translation (converting text between languages), code generation (writing
and explaining computer code), analysis (examining text for sentiment, themes, or patterns), instruction
following (completing tasks based on detailed prompts), conversation (engaging in natural dialogue),
problem solving (working through logical challenges), and creative writing (generating stories, poetry,
scripts, and other creative content).

Limitations of LLMs

While powerful, LLMs have important limitations you must understand: No True Understanding (LLMs
do not "understand" in the way humans do—they recognize and reproduce patterns without
comprehension), Hallucinations (LLMs can confidently generate false information that sounds
plausible—we will cover this extensively in Module 2), Training Data Biases (if biased content was in
the training data, those biases can appear in outputs), Knowledge Cutoff (information after the training
cutoff date is not available without additional tools or updates), No Personal Experience (LLMs cannot
know your specific business, clients, or local market without you providing that information),
Inconsistency (the same prompt can yield different results on different occasions), and Context Limits
(there are limits to how much information the model can consider at once).

Critical Principle

Never use LLM outputs in client-facing materials without review and verification. The technology is
powerful but not infallible. Your professional judgment must always be the final quality control.

Machine Learning (ML)

A subset of Al that involves the development of algorithms that can learn from and make predictions or
decisions based on data.

Natural Language Processing (NLP)

The ability of a computer program to understand human language as it is spoken and written —
referred to as natural language.

Predictive Analytics

The use of data, statistical algorithms, and machine learning techniques to identify the likelihood of
future outcomes based on historical data.
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Generative Pre-Trained Transformer

GPT is a type of artificial intelligence model designed to understand and generate human-like test.
At its core, GPT:

= Looks at a sequence of words

* Predicts the next most likely word

= Repeats this process very fast and very well

That’s how it can:

= Answer questions

=  Write essays or emails
= Explain concepts

» Generate code

» Chat like a human

Frontier Al Models

An Al model that sits at the leading edge of what’s currently possible —the biggest, most capable,
and most advanced models available at a given moment.

Think: state-of-the-art, no training wheels.
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Several companies lead the development of large language models. Understanding the landscape
helps you make informed choices about which tools to use for different purposes.

OpenAl GPT-40, ChatGPT Most widely adopted,
multimodal, extensive
integrations, voice mode

Anthropic Claude Safety-focused, large context
window (200K tokens), strong
reasoning

Google Gemini Integrated with Google
Workspace, multimodal, strong
at search

Microsoft Copilot Integrated with Microsoft 365,
enterprise features, GPT-
powered

Meta Llama Open source, customizable, can
run locally

Perplexity Perplexity Al Search-focused with real-time
citations

XAl Grok Integrated with X (Twitter),
conversational style

DeepSeek DeepSeek Chinese-developed, cost-
effective, open weights

OpenAl and ChatGPT

OpenAl's ChatGPT is currently the most widely adopted Al assistant. Key features include GPT-40 (the
flagship model with strong reasoning and multimodal capabilities), image generation via DALL-E
integration, voice conversation mode, custom GPTs (specialized versions you can create or use), web
browsing for current information, code interpreter for data analysis, and extensive third-party
integrations. ChatGPT offers free, Plus ($20/month), and Team ($25-30/user/month) tiers.
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Anthropic and Claude

Claude, developed by Anthropic, is designed with a focus on safety and helpfulness. Notable features
include a large context window (can process approximately 200,000 tokens—equivalent to a 500-page
book), strong performance on complex reasoning tasks, careful approach to potentially harmful content,
artifacts feature for creating documents and code, and available via web, API, and integrated into other
tools. Claude offers free, Pro ($20/month), and Team tiers.

Google Gemini

Google's Gemini (formerly Bard) integrates tightly with Google's ecosystem. Key features include
integration with Google Workspace (Docs, Sheets, Gmail), real-time information access via Google
Search, multimodal capabilities (text, images, video), strong performance on factual queries, and
available free with Google account, with advanced features in paid tiers.

Microsoft Copilot

Microsoft Copilot brings Al assistance into the Microsoft 365 suite. Features include integration with
Word, Excel, PowerPoint, Outlook, and Teams; powered by OpenAl's GPT models; enterprise-grade
security and compliance; ability to work with your documents and data; and available as part of
Microsoft 365 subscriptions.

Multimodal Capabilities

Modern Al systems are increasingly multimodal, meaning they can work with multiple types of
content—not just text. Understanding these capabilities helps you leverage Al more effectively.
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Document Types Al Can Process

_ Al Capabilities Real Estate Use Case

Read, summarize, extract data, Analyze contracts, disclosures,

PDF ; i i
answer questions inspection reports
Word/Docs Read, edit, rewrite, format Draft and refine Iettgrs,
agreements, marketing copy
Analyze data, create formulas, Market analysis, CMA data,
Excel/Sheets :
generate charts expense tracking
. Create slides, summarize Listing presentations, training
PowerPoint . ?
presentations materials
| Describe, analyze, enhance, Property photos, virtual staging,
mages ) :
generate marketing graphics
. Transcribe, summarize, Meeting notes, client calls,
Audio
translate podcast content
Video Transcribe, summarize, extract  Property tours, training videos,

clips testimonials

Chatbots: Traditional vs. Al-Powered

Traditional chatbots operate on pre-programmed decision trees. They can only respond to anticipated
questions with pre-written answers. If a user asks something unexpected, the chatbot fails or provides
an irrelevant response.

Al-powered chatbots use large language models to understand natural language and generate
contextual responses. They can handle unexpected questions, maintain context across a conversation,
and provide personalized responses. For real estate, this means Al chatbots can qualify leads, answer
property questions, schedule showings, and provide information 24/7—handling the nuances of real
conversations rather than just keyword matching.

Vibe Coding

"Vibe Coding" refers to using Al to write computer code based on natural language descriptions. You
describe what you want a program to do, and the Al generates the code. While you do not need to
become a programmer, understanding this capability opens new possibilities.
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Real estate applications include creating custom calculators (mortgage, ROI, cash flow), automating
repetitive tasks, building simple web tools or forms, generating reports from data, and connecting
different software systems together.

Wearable Al

Al is increasingly integrated into wearable devices. Examples include smart glasses that can provide
real-time information during property tours, earbuds that provide live translation for international clients,
smartwatches with Al assistants for quick queries, and devices that can record and transcribe
conversations (with appropriate consent). While still emerging, these technologies may become
practical tools for real estate professionals in the near future.

Al Applications in Real Estate

Al has numerous practical applications in real estate practice. This section covers ten specific ways Al
is being used in the industry today.

1. Predictive Market Analysis

Al can analyze historical data, economic indicators, and market trends to forecast property values,
rental rates, and market conditions. These predictions are based on patterns across vast datasets that
would be impossible for humans to process manually.

Applications include neighborhood appreciation predictions, rental rate forecasting, market timing
recommendations, investment opportunity identification, and risk assessment for lending decisions.

Important Caveat

Predictions are probabilities, not certainties. Al market predictions should inform decisions, not
replace professional judgment and local market knowledge.

2. Automated Valuation Models (AVMs)

AVMs use algorithms to estimate property values based on comparable sales, property characteristics,
and market data. While not replacements for professional appraisals, they provide quick reference
points.

Common uses include initial pricing discussions with sellers, quick value estimates for buyers, portfolio
valuation for investors, and lending pre-qualification. Limitations include inability to account for property
condition, unique features, or factors not captured in data.
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3. Intelligent Chatbots

Al-powered chatbots can handle initial client inquiries, qualify leads, schedule showings, and provide
property information 24/7. Unlike traditional chatbots, Al versions can understand natural language and
handle unexpected questions.

Best practices include clearly identifying the chatbot as automated, providing easy escalation to human
agents, training the system on common questions, monitoring conversations for improvement
opportunities, and ensuring Fair Housing compliant responses.

4. Personalized Marketing

Al can analyze client preferences, behavior, and history to deliver targeted property recommendations
and marketing content. This includes personalized property alerts based on learned preferences,
customized email content, targeted advertising, and dynamic website content that adapts to visitor
interests.

5. Lead Scoring

Al can analyze lead behavior and characteristics to predict which prospects are most likely to transact.
This helps agents prioritize their time and focus on the most promising opportunities. Factors analyzed
include website behavior, email engagement, inquiry patterns, timeline indicators, and financial
qualification signals.

6. Intelligent CRM

Modern CRM systems incorporate Al to suggest follow-up actions, predict client needs, automate
routine communications, and identify opportunities for engagement. Al-enhanced CRM features include
optimal contact timing suggestions, relationship health scoring, automated task creation, and predictive
analytics for client behavior.

7. Property Management

Al assists property managers with predictive maintenance (identifying systems likely to need repair
before they fail), tenant screening, rent optimization, energy management, and automated
communication with tenants. These applications can reduce costs and improve tenant satisfaction.

8. Virtual Tours and Visualization

Al enhances property visualization through virtual staging (furnishing empty rooms digitally), image
enhancement, 3D tour creation, and renovation visualization (showing what a property could look like
with updates). These tools help buyers envision possibilities and can make listings more compelling.
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9. Document Analysis

Al can review contracts, disclosures, inspection reports, and other documents to identify key terms,
potential issues, unusual clauses, and required actions. While not a replacement for legal review, Al
can help agents quickly understand complex documents and flag items for attention.

10. Sentiment Analysis

Al can analyze reviews, social media mentions, and other text to understand public sentiment about
neighborhoods, developments, or market conditions. This can inform marketing strategies, identify
reputation issues, and help understand buyer and seller concerns.

Al Assistive Services

Al plays an increasingly important role in making technology accessible to people with disabilities.
Understanding these applications helps you serve all clients effectively and may be relevant to property
features.

Voice Recognition

Al-powered voice recognition enables hands-free control of devices and applications. For real estate,
this means clients with mobility limitations can search for properties, get directions, and communicate
using voice commands. Voice assistants like Siri, Alexa, and Google Assistant use Al to understand
natural speech.

Text-to-Speech

Al can convert written content to spoken audio, making property descriptions, contracts, and other
documents accessible to people with visual impairments or reading disabilities. Modern text-to-speech
systems sound increasingly natural and can handle complex documents.

Visual Recognition

Al can describe images and visual content for people who are blind or have low vision. Applications
include describing property photos, identifying text in images, navigating spaces using smartphone
cameras, and reading printed documents.

Predictive Text and Communication Aids

Al-powered predictive text and communication tools help people with motor impairments or
communication disabilities express themselves more efficiently. These tools learn individual patterns
and preferences to provide increasingly accurate suggestions.
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Navigation Assistance

Al enhances navigation aids for people with disabilities, providing detailed audio directions, identifying
obstacles, describing surroundings, and helping navigate unfamiliar spaces like properties during tours.

Professional Note

When working with clients who use assistive technologies, be prepared to accommodate their needs.
Ensure your digital content is accessible, be patient with different communication styles, and ask
clients directly how you can best serve them.

Module 1 Review and Reflection

Key Takeaways

Al is software that learns patterns from data to make predictions and generate responses

78% of knowledge workers now use Al—it is a present reality, not future technology
Current Al is Narrow Al (ANI), not the theoretical Artificial General Intelligence (AGI)
Large Language Models (LLMs) generate text by predicting patterns, not by understanding

Maijor platforms include ChatGPT, Claude, Gemini, and Copilot—each with different strengths

Al has ten key real estate applications from market analysis to document review

Multimodal Al can work with text, images, audio, video, and documents

Al assistive technologies make services more accessible to people with disabilities

Always verify Al outputs before using them with clients
Reflection Questions

1. What Al tools are you currently using in your business? How might you expand your use?

2. Which of the ten real estate Al applications could have the biggest impact on your practice?
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3. How will you verify Al-generated content before using it with clients?

4. What concerns do you have about Al that you hope this course will address?
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Module Overview

This Module addresses the critical topic of risk management when using Al in real estate practice. As
powerful as Al tools are, they come with significant responsibilities and potential pitfalls. This module
provides the knowledge and frameworks needed to use Al ethically, legally, and effectively while
protecting yourself, your clients, and your business.

Understanding risks is not about avoiding Al—it is about using it wisely. The professionals who thrive
with Al will be those who leverage its power while maintaining appropriate safeguards and professional
standards.

Learning Objectives

By the end of this module, you will be able to:

= |dentify how the NAR Code of Ethics applies to Al use

= Recognize and mitigate Al hallucinations

= Understand Fair Housing implications of Al tools

= Apply ethical frameworks to Al decision-making

= Evaluate Al vendors using comprehensive criteria

= Develop appropriate Al disclosure practices

* Implement verification processes for Al-generated content
= Create Al use policies for your business

Risk Management

The integration of Artificial Intelligence (Al) in real estate has opened up new frontiers for efficiency and
innovation. However, with these advancements comes the imperative of Al risk management,
particularly crucial for real estate brokerages and agents. As Al systems increasingly influence key
aspects of real estate operations—from property valuations and market analysis to client interactions
and transaction management—identifying and mitigating potential risks associated with these
technologies is essential.

Al risk management in real estate involves assessing and addressing the various challenges and
uncertainties posed by Al systems. These include ensuring data accuracy and integrity, guarding
against algorithmic biases, protecting client privacy and data security, and maintaining compliance with
legal and ethical standards. For brokerages and agents, this means not only understanding the
capabilities and limitations of Al tools but also being vigilant about how these tools are used and the
decisions they inform.
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Real Estate agents and Brokers have regulatory requirements to oversee any and all content or
materials produced related to their practices. Regulations and the National Association of REALTORS®
Code of Ethics require agents to be truthful in their dealings with one another, the public and in all
marketing. Any content created by Al should be
considered as if it were created by an untrained
and unlicensed assistant. Brokers should have
well-crafted polices in place related to the firm’s
use of Al.

As Al technologies continue to evolve,
brokerages and agents must stay informed about
the latest developments and best practices in Al
risk management. This includes ongoing
education, adopting transparent and responsible
Al use policies, and collaborating with experts in
Al, law, and ethics.
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By proactively managing Al risks, real estate
professionals can harness the power of these

technologies while upholding their commitment to ethical, responsible, and client-focused service.

The REALTOR® Code of Ethics and Al

The NAR Code of Ethics, established in 1913, provides the foundation for professional conduct in real
estate. These principles apply directly to Al use, even though the Code predates Al technology.
Understanding this connection is essential for ethical Al implementation.

Fundamental Principle

The Code of Ethics does not change because you are using Al. Your ethical obligations remain the
same whether you write content yourself or use Al to assist. Al is a tool; you remain responsible for
how that tool is used.
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Code of Ethics: Article 1, Duties to Clients and Customers

When representing a buyer, seller, landlord, tenant, or other client as an agent, REALTORS® pledge
themselves to protect and promote the interests of their client. This obligation to the client is primary,
but it does not relieve REALTORS® of their obligation to treat all parties honestly. When serving a
buyer, seller, landlord, tenant or other party in a non-agency capacity, REALTORS® remain
obligated to treat all parties honestly. (Amended 1/01)

Standard of Practice 1-2 (abridged)

The duties imposed by the Code of Ethics encompass all real estate-related activities and
transactions whether conducted in person, electronically, or through any other means.

Al Implications:

= Al-generated advice must truly serve client interests, not just be convenient.

» Automated responses should maintain the same quality as personal attention.
= Al tools should enhance, not diminish, the service clients receive.

= Client data used with Al must be protected appropriately.

= Al recommendations must be vetted to ensure they align with client goals.

Code of Ethics: Article 10, Duties to the Public

REALTORS® shall not deny equal professional services to any person for reasons of race, color,
religion, sex, disability, familial status, national origin, sexual orientation, or gender identity.
REALTORS® shall not be parties to any plan or agreement to discriminate against a person or
persons on the basis of race, color, religion, sex, disability, familial status, national origin, sexual
orientation, or gender identity. (Amended 1/23)

REALTORS®), in their real estate employment practices, shall not discriminate against any person or
persons on the basis of race, color, religion, sex, disability, familial status, national origin, sexual
orientation, or gender identity. (Amended 1/23)

Standard of Practice 10-5
REALTORS® must not use harassing speech, hate speech, epithets, or slurs based on race, color,

religion, sex, disability, familial status, national origin, sexual orientation, or gender identity. (Adopted
and effective November 13, 2020, Amended 1/23)
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Critical Warning

Al systems can perpetuate or amplify bias present in their training data. This creates significant Fair
Housing risk. Al that inadvertently steers clients, uses biased language, or makes discriminatory
recommendations exposes you to serious legal and ethical liability.

Protecting Against Al Bias:

Review all Al-generated content for discriminatory language or implications.

Do not use Al to target or exclude protected classes in marketing.

Be cautious of Al recommendations that could constitute steering.

Understand that "the Al did it" is not a defense—you are responsible.

Test Al tools with diverse scenarios to identify potential bias.

Code of Ethics: Article 11, Duties to the Public

The services which REALTORS® provide to their clients and customers shall conform to the
standards of practice and competence which are reasonably expected in the specific real estate
disciplines in which they engage; specifically, residential real estate brokerage, real property
management, commercial and industrial real estate brokerage, land brokerage, real estate appraisal,
real estate counseling, real estate syndication, real estate auction, and international real estate.
REALTORS® shall not undertake to provide specialized professional services concerning a type of
property or service that is outside their field of competence unless they engage the assistance of one
who is competent on such types of property or service, or unless the facts are fully disclosed to the
client. Any persons engaged to provide such assistance shall be so identified to the client and their
contribution to the assignment should be set forth. (Amended 1/10)
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Code of Ethics: Article 12, Duties to the Public

REALTORS® shall be honest and truthful in their real estate communications and shall present a
true picture in their advertising, marketing, and other representations. REALTORS® shall ensure that
their status as real estate professionals is readily apparent in their advertising, marketing, and other
representations, and that the recipients of all real estate communications are, or have been, notified
that those communications are from a real estate professional. (Amended 1/08)

Standard of Practice 12-8

The obligation to present a true picture in representations to the public includes information
presented, provided, or displayed on REALTORS®’ websites. REALTORS® shall use reasonable
efforts to ensure that information on their websites is current. When it becomes apparent that
information on a REALTOR®’s website is no longer current or accurate, REALTORS® shall promptly
take corrective action. (Adopted 1/07)

Standard of Practice 12-10

REALTORS®’ obligation to present a true picture in their advertising and representations to the
public includes Internet content, images, and the URLs and domain names they use, and prohibits
REALTORS® from:

1) engaging in deceptive or unauthorized framing of real estate brokerage websites;

2) manipulating (e.g., presenting content developed by others) listing and other content in any way
that produces a deceptive or misleading result;

3) deceptively using metatags, keywords, or other devices/methods to direct, drive, or divert Internet
traffic; or

4) presenting content developed by others without either attribution or without permission; or

5) otherwise misleading consumers, including use of misleading images.

(Adopted 1/07, Amended 1/18)

Al Honesty Requirements:

= Al-generated property descriptions must be accurate.

= Marketing content must not misrepresent properties or services.

» Virtual staging must be clearly disclosed as not representing actual condition.
= Al-enhanced images must not materially misrepresent properties.

» Statistics and data from Al must be verified before use.

Code of Ethics: Article 13, Duties to the Public

REALTORS® shall not engage in activities that constitute the unauthorized practice of law and shall
recommend that legal counsel be obtained when the interest of any party to the transaction requires it.
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Understanding and Preventing Al Hallucinations

What Are Al Hallucinations?

Al hallucinations occur when an Al system generates false, fabricated, or misleading information while
presenting it as fact. The term "hallucination" captures how the Al appears to perceive or report things
that do not exist—similar to how a person experiencing hallucinations sees things that are not there.

Critical Understanding

Al hallucinations are not bugs that will be fixed—they are inherent to how current Al systems work.
LLMs generate text by predicting what words should come next based on patterns, not by accessing
a verified database of facts. This means they can produce confident, well-written falsehoods.

Common Types of Hallucinations:

Fabricated Facts: Inventing statistics, dates, or events that did not happen

False Citations: Creating references to sources that do not exist
Fictional Details: Adding plausible but untrue details to descriptions
Confident Errors: Presenting incorrect information with high confidence

Outdated Information: Presenting old information as current

Real Estate Hallucination Risks

In real estate practice, hallucinations can have serious consequences including incorrect property
features or specifications, wrong school district or zoning information, fabricated market statistics or
trends, inaccurate neighborhood descriptions, false HOA rules or fees, wrong property tax information,
incorrect legal or regulatory information, and fabricated comparable sales data.

Real-World Example

An Al might generate a property description stating "This home is in the award-winning Jefferson
Elementary School district" when the property is actually zoned for a different school. Or it might
claim "property taxes are approximately $3,200 annually" based on patterns rather than actual tax
records. Both could expose you to liability.

Five Steps to Avoid Hallucinations

Implementing these five practices significantly reduces hallucination risk:
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Step 1: Feed Facts, Not Vibes

The quality of Al output depends heavily on what you provide. Give the Al specific, accurate information
rather than vague requests. Instead of "Write a description for a nice house in a good neighborhood,"
provide "Write a description for this 4BR/3BA colonial at 123 Main St with these specific features."

Step 2: Force Questions First

Configure your prompts to make the Al ask clarifying questions before generating content. This reveals
gaps in information and reduces the Al's tendency to fill gaps with fabrications. Add to your prompts:
"Before writing this description, list any information you need from me to ensure accuracy. Do not
guess or assume any details."

Step 3: Require Citations

When asking for factual information, require the Al to cite sources. This makes hallucinations easier to
detect and encourages more careful responses. Example: "Provide the source for any statistics or
claims you make. If you cannot cite a reliable source, clearly state that the information should be
verified."

Step 4: Run a Verification Pass

After generating content, ask the Al to review its own output for potential inaccuracies. While not
foolproof, this can catch some errors. Example: "Review the content you just created. Identify any
claims that should be verified against official sources before publication."

Step 5: Never Publish Without Human Review

This is the most important step. Every piece of Al-generated content should be reviewed by a
knowledgeable human before it is used in any client-facing context.

Non-Negotiable Rule

No Al-generated content should go to clients, be published in listings, or be used in marketing
without human review and verification. This is not about lacking trust in Al—it is about professional
responsibility. You are accountable for the accuracy of your communications regardless of how they
were created.
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Al Regulations

At the time this course was updated,
there existed no federal usage laws
related to Al. Many states are
considering or have passed certain
regulations related to how Al may be
utilized when communicating with
consumers and for general use. Many
of those lawmakers are considering
the following factors. It is up to the
student to know and understand the
regulations in their states, should
those regulations exist.

Relevant Judicial Premises

-_—

. Privacy and Data Protection Laws

2. Non-Discrimination and Fairness

w

. Liability and Accountability

N

. Intellectual Property Right

o

Regulatory Compliance

o

Transparency and Disclosure

N

Employee Rights and Safety Laws

Ensure Compliance and Ethical Responsibility

Some state regulations and MLSs have already begun implementing limitations and requirements for
certain disclosures related to the agent’s use of Al
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Ethical Use and Policy Considerations

= Encourage mainstream products.

= Do not upload confidential client information.

= Restate that all regulations apply.

= Ask for confirmation prior to dissemination.

= MLSs may require disclosure of generated content.
= Disclose use of transcription or recording devices.

= Content created should be within the scope of agent’s license status and knowledge base.

OpenAl’s Guardrails

= lllegal or harmful content.

= Hate, harassment or discrimination.

= Sexual or adult content.

= Medical, legal or financial advice.

= Personal or private information of others.

= Creation of misinformation or disinformation.
= Copyright content.

= Security work arounds (hacks).

= Will only access the Internet with consent.
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Impact of Agent Adoption

The differential adoption of Al technology among real estate agents can lead to significant disparities in
the industry. Agents who embrace Al benefit from enhanced efficiency, data-driven decision-making,
and potentially improved customer service. They can analyze market trends more accurately, automate
routine tasks, and offer clients more informed advice. This technological edge can translate into a
competitive advantage, potentially leading to more listings, faster sales, and higher customer
satisfaction.

On the other hand, agents who choose
not to use Al may find themselves at a
disadvantage. Without the insights and
efficiencies provided by Al, they may
struggle to keep pace with market
developments, manage client
expectations, or match the
personalized services offered by their
Al-equipped counterparts. This gap
can lead to a disparity in service
quality and business success.

Moreover, the uneven adoption of Al
can contribute to a broader division
within the real estate industry. Agents
using Al could dominate certain market
segments, pushing those without Al to less lucrative niches. This technological divide might also affect
clients, with those served by Al-using agents receiving more sophisticated market analysis and targeted
property recommendations.

This disparity underscores the need for a balanced approach to Al adoption in real estate, where
agents are encouraged and supported in integrating Al into their practice. This includes offering training
and resources to ensure all agents can leverage Al tools effectively, maintaining a level playing field
and ensuring the benefits of Al are widely accessible.

How Al Assists in Reducing Risks

With so much discussion on the risk of Al to REALTORS® it's also important to review the ways in
which Al can help reduce the risk to agents. The virtue of Al in real estate lies notably in its capacity to
reduce risk for agents by providing deep, data-driven insights and predictive analytics. Al systems can
analyze vast datasets encompassing market trends, historical transaction data, and economic
indicators, equipping agents with the ability to foresee market fluctuations and assess property values
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with heightened accuracy. This foresight enables agents to advise clients more effectively, optimize
pricing strategies, and identify potential investment risks and opportunities.

Furthermore, Al-driven tools can automate due diligence tasks, flagging potential legal and regulatory
issues before they escalate, thus mitigating risks associated with human oversight. By harnessing the
predictive and analytical power of Al, real estate agents can navigate the complexities of the market
with greater confidence and precision, safeguarding their clients' interests and their professional
integrity.

Known Risks of Al in Real Estate

While Al offers transformative potential for the real estate sector, it also introduces liability concerns
that brokers must navigate carefully. One significant concern is the accuracy of Al-generated data and
analytics, which form the basis for major decision-making; any inherent errors or biases in the data can
lead to misinformed decisions and potential legal repercussions. Another issue is compliance with
privacy laws, as Al systems that manage vast amounts of personal client data could inadvertently
breach confidentiality obligations or data protection regulations. Additionally, the reliance on automated
processes may result in a dilution of personal oversight, leading to operational complacency and the
overlooking of critical human judgment in transactions.

Al systems also raise concerns regarding intellectual property rights, particularly in the generation of
marketing materials and reports. Finally, brokers must consider the ethical implications of Al, such as
fairness and discrimination, especially with algorithms that may inadvertently perpetuate existing biases
in property valuations or client screenings. As Al becomes more ingrained in the industry, real estate
brokers must proactively address these liability concerns to harness Al's benefits responsibly and
sustainably.

Fair Housing Compliance

&

Fair Housing violations are among the most serious risks when using Al in real estate. Al systems can
inadvertently discriminate in ways that violate federal and state fair housing laws.

How Al Can Violate Fair Housing:

» Biased Training Data: If historical data reflects discriminatory patterns, Al trained on that data may
perpetuate those patterns.

» Proxy Discrimination: Al might use seemingly neutral factors that correlate with protected classes
to effectively discriminate.
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Targeted Advertising: Using Al to target or exclude certain demographics in marketing can violate
Fair Housing.

Steering: Al recommendations might inadvertently steer clients toward or away from certain
neighborhoods.

Biased Language: Al-generated content might include language that appeals to or excludes
certain groups.

Legal Reality

"The Al did it" is not a defense. You are responsible for fair housing compliance regardless of what
tools you use. If an Al system you deploy discriminates, you face the same liability as if you had
done it yourself.

Copyright & Intellectual Property

Al-generated content raises complex copyright questions that are still being resolved in courts. Key
concerns include: many Al models were trained on copyrighted material without permission; who owns
Al-generated content varies by jurisdiction; Al might generate content that closely resembles
copyrighted material; and there are complex questions about attribution.

Best Practices:

= Do not claim Al-generated content as entirely your original work.

Be cautious about copyright claims on Al-generated materials.

Review Al outputs for potential copying of recognizable works.

Keep records of prompts and sources used to generate content.

Follow your MLS and association rules about Al-generated content.

Client Confidentiality

Using Al tools with client information raises confidentiality concerns. Information you enter into Al tools
may be stored, analyzed, or used for training. Al vendors may have access to data you input. Al
platforms can be targets for hackers. Some data may be subject to regulations restricting how it can be
shared.
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Confidentiality Best Practice

Treat Al tools as you would any third party. Do not share client information that you would not share
with an outside vendor without client consent. Use enterprise or privacy-focused tiers for sensitive
work.

Reliable Sources

Real estate brokers and agents can take several proactive measures to ensure that the Al sources they
use are dependable and trusted:

N

. Vet the Al Provider: Conduct thorough due diligence on the Al technology provider. This includes
researching their reputation, track record, customer reviews, and case studies. Understanding the
provider's data sources, Al training methods, and algorithmic approaches can provide insight into
the reliability and accuracy of their Al systems.

N

Understand the Data Sources: Assess the quality and credibility of the data sources that the Al
tool uses. Reliable Al predictions and analyses depend on high-quality, accurate, and up-to-date
data. Brokers should verify that the Al system's data is sourced ethically and legally and represents
a comprehensive view of the market.

w

Check for Compliance and Certifications: Ensure that the Al tool is compliant with relevant
industry regulations and standards. This includes data protection laws like GDPR or CCPA, and any
real estate-specific regulations. Certifications or endorsements from reputable industry bodies can
also be indicators of reliability.

s

Seek Demonstrations and Trials: Before fully integrating an Al tool into operations, request
demonstrations and trial periods to evaluate its performance and relevance to your specific needs.
This hands-on experience can reveal how the Al system performs in real-world scenarios.

o

Continuous Performance Monitoring: Regularly monitor and evaluate the performance of the Al
tool. This involves checking for accuracy, bias, and how well its predictions or outputs align with
real-world outcomes. Monitoring should be an ongoing process to ensure the tool remains
dependable over time.

o

Provide Team Training: Ensure that your team is adequately trained not only in how to use the Al
tool but also in understanding its limitations and interpreting its outputs. This human element of
discernment is crucial in mitigating risks associated with over-reliance on Al.
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7. Stay Informed on Al Developments: The field of Al is rapidly evolving. Staying informed about the
latest developments, challenges, and best practices in Al can help brokers anticipate changes and
make informed decisions about the tools they use.

8. Develop a Relationship with the Al Provider: Building a strong relationship with the Al tool
provider can be beneficial. It ensures better support, helps in understanding the tool's roadmap, and
provides a channel for feedback and customization requests.

By taking these steps, real estate brokers can significantly increase their confidence in the Al tools they

deploy, ensuring that these technologies serve as reliable and valuable assets in their business
operations.

Al Disclosures

Disclosing the use of generative Al in real estate practice is not only a mark of transparency and ethical
conduct but also adds significant value to client relationships and service integrity. By informing clients
about the utilization of Al tools—whether in property valuations, market analysis, or content creation—
real estate professionals acknowledge the role of technology in shaping their services. This disclosure
helps set realistic expectations regarding the information and advice provided and underscores the
agent's commitment to accuracy and accountability. It also allows clients to better understand and
appreciate the data-driven insights that Al offers, enhancing their decision-making process.
Furthermore, being upfront about Al use can build trust and confidence, as clients are assured of the
agent's dedication to using innovative tools responsibly to deliver the best possible outcomes. In an
industry where trust and credibility are paramount, the disclosure of Al use thus becomes a key
component of professional integrity and client assurance.
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Safe Practices

Al presents a few risks, but many benefits. There are three basic considerations to implement when
using Al as part of your real estate business.

Al is a First Draft: Al generated content should be used to fine tune or upgrade the skills of the
user. Every agent and broker should carefully review and scrutinize every aspect of what is

1 | produced as if Al were an untrained intern on your team. The agent and broker are still chiefly
responsible for the final product’s truthfulness and adherence to regulations and the Code of
Ethics.

Knowledge Horizons: Not all Al databases are updated on a daily basis. ChatGPT for
example was launched in September of 2021 and did not open up the database for update until
2 | April of 2023. If ChatGPT was asked to create generative content for real estate market
conditions in January of 2024, it would be inaccurate as the market has substantially changed
since April of 2023.

Retaining The User’s “Voice”: Real estate agents should be careful to ensure that they
prompt Al to create content that reflects the agent’'s demeanor and knowledgebase. If an Al

3 | user were to create a series of blog posts about advanced economic issues and the agent isn’t
educated to the level of the content, then this can lead to some embarrassing moments with
consumers and mistrust.

Continued Vigilance

In the rapidly evolving landscape of real estate, the integration of Artificial Intelligence (Al) brings both
remarkable opportunities and ethical responsibilities. For real estate agents, the diligent use of ethical
Al is not just a compliance matter but a cornerstone of professional integrity and client trust.

Ethical Al in real estate encompasses several key aspects:

= Transparency is crucial. Agents must inform clients about their use of Al, particularly in how it
influences property evaluations, market analysis, and predictions. This openness helps clients
understand the role Al plays in their transactions, setting realistic expectations and building trust.

» Mitigating bias is essential. Al systems, especially those involved in data analysis and predictive
modeling, must be regularly checked for biases that could lead to unfair or discriminatory outcomes.
Agents need to ensure that the Al tools they use are programmed and updated to treat all clients
and properties equitably.
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= Respecting privacy is another critical aspect of ethical Al. Agents must ensure that Al tools
comply with data protection laws and respect the confidentiality of client information. This involves
using secure Al systems and obtaining necessary consents for data collection and usage.

= Staying abreast of advancements in Al technology and related regulations is vital. Agents
should engage in continuous learning and professional development to understand the evolving
capabilities and limitations of Al in real estate.

* Implementing regular audits and reviews of Al tools ensures they function as intended and
adhere to ethical standards. This could involve seeking expert evaluations or using third-party

services to assess Al tools' fairness and accuracy.

By adhering to these practices, real estate agents can harness the power of Al responsibly, ensuring
that their use of technology aligns with the highest standards of ethical practice and client service.

Al Vendor Selection & Evaluation

Selecting the right Al vendors is a critical business decision that impacts your efficiency, client service,
compliance, and risk exposure. This section provides a comprehensive framework for evaluating Al
tools and vendors.

Why Vendor Selection Matters

Not all Al tools are created equal, and the differences can significantly impact your business. Data
handling practices vary widely between vendors. Some tools are designed for enterprise use with
appropriate security; others are consumer-grade. Compliance features differ, affecting your regulatory
exposure. Integration capabilities determine whether tools work with your existing systems.

Comprehensive Vendor Evaluation Framework

Use the following criteria when evaluating any Al vendor or tool for your real estate practice:
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Category 1: Data Privacy and Security

Questions to Ask Red Flags

Vague answers, no deletion

Data Storage Where is data stored? For how long? .
option
: N
Data Usage Is input used for training? Can you No opt-out option available
opt out?
: Is data encrypted in transit and at No encryption or outdated
Encryption rest? standards

Who at the vendor can access your Broad access without clear
Access Controls

data? policies
Breach Polic What is the breach notification No clear policy or extended
y timeline? timelines

Client Confidentiality Controls
» Data Redaction: Can you automatically mask SSNs, income figures, or property addresses before
they reach Al?

= Role-Based Access: Does the platform support team permissions so junior agents can’t access
sensitive buyer financial information?

= Client Segmentation: Can you create isolated environments for different client types or
transaction stages?
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Category 2: Compliance and Regulatory

Questions to Ask Red Flags

. Does it comply with real estate No awareness of RE
Industry Compliance . .
regulations? requirements
Fair Housing What safeguards exist against bias? No bias testing or mitigation

Can usage be audited for

Audit Capability compliance?

No logging or audit trails

Are terms clear about liability and

Terms of Service rights?

Overly broad liability disclaimers

» Fair Housing Detection: Automated scanning for prohibited language around protected classes.

= Advertising Rule Compliance: Built-in checks for NAR, state-specific, and platform advertising
requirements.

» Disclaimer Management: Easy insertion of required legal disclaimers and disclosure statements.
= Audit Trail & Accountability: What gets logged.

o Who generated each output.

o Timestamp and input query.

o Source documents used.

o Edits and approval history.

Why it matters:

» When a buyer disputes a property description or a compliance offer asks “who wrote this?” — you
need answers fast.

» Audit logs also enable coaching: identify which agents need training on Al prompts.
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Category 3: Accuracy and Quality

Questions to Ask Red Flags

What accuracy rates are

Accuracy Claims No metrics or unrealistic claims

documented?
Source Verification Can outputs be traced to sources? No citation capability
Update Frequency How often is the model updated? Outdated knowledge base
Error Handling How does it handle uncertainty? No confidence indicators

Why it matters: Incorrect square footage or HOA fees can derail transactions and expose you to
liability.

= Brand Voice Control: Set tone, formality level, and style guidelines across all outputs.
= Content Templates: Pre-approved structures for listings, buyer letters, and marketing emails.

* Prohibited Language: Hard stops for specific phrases, competitors, or off-brand terminology.

Consistent outputs protect your reputation and reduce revision cycles by up to 60%.

Category 4: Integration and Support

Criteria Questions to Ask Red Flags

Does it integrate with your CRM,

System Integration No integration options

MLS?
Export Options Can you export your data and work?  No export, vendor lock-in
Training Resources What training is provided? Minimal documentation

What support channels and

Support Availability response times?

Email-only, slow response
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Workflow Integration

= CRM & Transaction Platforms: Direct synch with your exiting systems — no copy and paste
required.

= Email & Calendar: Seamless scheduling and communication without leaving your inbox.

= Cloud Storage & Design Tools: Works with Dropbox, Google Drive, Canva, and your marketing
stack.

Security Posture Essentials

= Single Sign-On (SSO): Centralized authentication through your identify provider.

= Multi-Factor Authentication: Required second verification for all team access.

= Encryption Standards: Data encrypted in transit (TLS 1.3) and rest at (AE-256)

= Security Documentation: SOC 2 Type Il, ISO 27001, or equivalent third-party attestation.

Cost Predictability & Vendor Stability

= Transparent Pricing: Clear per-use or per-query costs; no surprise bills.

= Overage Policies: Know what happens when you exceed limits — hard caps or automatic
upgrades.

= Vendor Longevity: Funding, customer base, product roadmap, responsive support team.

Bottom Line: The cheapest option isn’t always the best. Evaluate total cost of ownership, including
training time, security risk, and switching costs if the vendor disappears.

Questions to Ask Before Adopting Any Al Tool

What happens to the data | input? Is it stored, shared, or used for training?
Can | delete my data from your systems? What is the process?

What security certifications do you hold (SOC 2, ISO 27001, etc.)?

How do you handle Al-generated inaccuracies or hallucinations?

What bias testing and mitigation have you implemented?

How often is the model updated? What is the current knowledge cutoff?

What happens if your company is acquired or goes out of business?

© N o g bk w0 Db~

Can | audit my usage for compliance purposes?
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Vendor Selection Summary

The best Al vendor depends on your specific needs, budget, technical capabilities, and risk
tolerance. There is no one-size-fits-all answer. Take time to evaluate options against these criteria,
conduct trials when possible, and start with lower-risk use cases before expanding Al adoption.

Al Disclosure Practices

As Al becomes more prevalent in real estate, questions about when and how to disclose Al use are
increasingly important. While requirements are still evolving, establishing good disclosure practices now
protects you and builds client trust.

When to Consider Disclosure

Consider disclosing Al use in the following situations:

= Al-Generated Content: Property descriptions, marketing materials, or communications substantially
created by Al.

Al-Enhanced Images: Photos that have been significantly modified or virtually staged using Al.

Automated Communications: When clients are interacting with chatbots or automated systems.

Al-Powered Recommendations: When using Al tools to generate property recommendations or
market analyses.

Data Processing: When client data is being processed by Al systems, especially third-party tools.

Sample Disclosure Language

Sample Disclosures

"This property description was created with Al assistance and reviewed for accuracy."
"Photos may include Al-enhanced or virtually staged images. Actual property condition may differ."
"Our initial response system uses Al technology. Human agents are always available upon request.”

"Market analysis assisted by Al tools. Data should be independently verified."

Even where not required, voluntary disclosure builds trust and demonstrates professionalism. It is
better to establish good practices now than to scramble when regulations arrive.
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Key Takeaways

= The NAR Code of Ethics applies fully to Al use—you remain responsible for your tools
= Al hallucinations are inherent risks, not bugs—verification is essential

= Five steps to avoid hallucinations: feed facts, force questions, require citations, verify, and always
review

» Fair Housing risk is significant—Al can perpetuate or amplify bias

= The Al Bill of Rights provides an ethical framework for responsible use
= Vendor selection requires careful evaluation across multiple criteria

= Disclosure practices build trust and prepare you for coming regulations

= Never use Al output in client-facing materials without human review

Reflection Questions

1. How would you verify an Al-generated property description before publishing it?

2. What Al disclosure practices will you implement in your business?

3. How can you test Al tools for potential Fair Housing concerns before using them?

4. What questions will you ask before adopting your next Al tool?
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Module Overview

This Module teaches you how to communicate effectively with Al systems to get the results you need.
Prompting is both an art and a science—understanding how to craft effective prompts will dramatically
improve your Al productivity and output quality.

The difference between a mediocre Al response and an excellent one often comes down to how you
asked the question. This module provides frameworks, techniques, and templates to help you become
proficient at Al prompting.

Learning Objectives
By the end of this module, you will be able to:

= Apply the golden rule of prompting to improve Al outputs.

= Use the five-part prompt blueprint (ETSGD) for structured requests.

= Identify your prompting skill level and advance to more sophisticated techniques.

= Apply advanced prompting strategies like negative prompts and iterative refinement.
» Troubleshoot common prompting problems.

» Use the master prompt template for consistent, high-quality results.

Prompt Writing Is a New Skill

Prompt writing in the context of Al refers to the process of creating clear, concise, and effective
instructions or queries for an Al system, particularly those based on natural language processing, like
chatbots or language models. The quality of the prompt directly influences the Al's response or output,
making it a crucial aspect of interacting with Al technology.

In Al systems, especially those trained to process and generate human-like text, prompts function as
guides that help the Al understand the user's intent. A well-crafted prompt can lead to accurate,
relevant, and contextually appropriate responses, while a vague or poorly structured prompt might
result in irrelevant or incorrect outputs.

For instance, in real estate, an agent might use prompt writing to instruct an Al tool to generate property
descriptions, answer client queries, or compile market research. The effectiveness of the Al in these
tasks largely depends on how well the agent communicates what is needed through the prompt.

Prompt writing is both an art and a science, requiring an understanding of the Al's capabilities and
limitations, as well as the ability to articulate requests clearly and specifically.
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Anatomy of ChatGPT

This is an illustration of the ChatGPT main screen with explanations for each function.

G ChatGPT <+<—— Model Selector

(& New chat

a

New Chat

Q. Search chats Search Your Past Chats

s

&) Images « Past Created Graphics
88 Apps < Connected Apps
() Codex
@ GPTs
< Your Past Chats
Temporary
Chat
A
Your Name Settings ’f
Plus
Operatio . Voice Mode
nle What can | help with? l
T — Multi-Modal Messaae 9 o
@ Add photos & files 1

@ Create image . . g
Voice Transcription

G Deep research

(& Shopping research

(3 Agent mode

= More >
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Personalization and Brand Voice

Personalization

General Base style and tone

Set the style and tone of how ChatGPT responds to you.

Notifications This doesn't impact ChatGPT's capabilities.

Personalization o
Characteristics

Choose additional customizations on top of your base style and tone.

Apps
Schedules Warm Default

Orders Enthusiastic Default

Data controls
Headers & Lists Default

Security
Emoji Default

5» Parental controls

® Account Custom instructions
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Personalization and Brand Voice - continued

you

Gereral Nickname

. = e
Notifications L

Personalization _
Occupation

Apps
[ | BN N . H B

Schedules

Orders More about you

Data controls q.l Ill'--ﬂIl -ﬁ-.l

n | |
Security - |

[ H N m -
Parental controls am n l.‘.F. .ll B [ | lJ | =

anllhnn aensda sandline Laaal

Account

Memory @

Reference saved memories

Let ChatGPT save and use memories when responding.

Reference browser memories

Let ChatGPT reference key details from your ChatGPT Atlas web
browsing. You can manage your browser memories in Atlas. Learn more
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Personalization and Brand Voice - continued

General

Memory ® Manage

Notifications
Reference saved memories &

Personalization Let ChatGPT save and use memories when responding.

Apps Reference browser memories -

Let ChatGPT reference key details from your ChatGPT Atlas web

Schedules browsing. You can manage your browser memories in Atlas. Learn more

r
CACSE Reference chat history

Data controls Let ChatGPT reference all previous conversations when responding.

Security ChatGPT may use Memory to personalize queries to search providers,
such as Bing. Learn more
Parental controls

Account
Record mode &

Reference record history

Let ChatGPT reference all previous recording transcripts and notes
when responding.

Advanced v
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Custom GPTs

Step 1: Go to www.chatgpt.com/gpts (make sure you are logged in to your account)
Step 2: Click the Create button My GPTs
Step 3: Click the Configure button
<
Create Preview Model 5.2
Hil I'll help you build a new GPT. You can say something like, "make a creative who helps

generate visuals for new products” or "make a software engineer who helps format my

code.”

What would you like to make?

This screen loads.

Configure

MName

Description

Instructions

Conversation starters

Knowledge

Upload files

Recommended Model

Mo Recommended Model - Users will use any model they prefer

Capabilities
Web Search
Canvas

Image Generation

Code Interpreter & Data Analysis
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Voice Mode

» |dea Generation

= Interview Dialog

= Generate Content
= Find Answers

=  Problem Solve
Click here

= Analysis to activate

Then your screen
looks like this.
(same for web browser
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OpenAl Academy

OpenAl Academy

Unlock the opportunities of the Al era by equipping yourself with the

www.academy.openai.com

knowledge and skills to harness artificial intelligence effectively.

Join Now

The Golden Rule of Prompting

The Golden Rule

Clear input equals clear output. The quality of Al responses directly reflects the quality of your
prompts.

This simple principle is the foundation of effective Al use. Vague, incomplete, or poorly structured
prompts lead to vague, incomplete, or poorly structured responses. Specific, detailed, well-organized
prompts lead to specific, detailed, well-organized responses.

Think of Al prompting like giving directions. If you tell someone "go to that place downtown," they will
struggle to reach your intended destination. If you provide the address, landmarks, and turn-by-turn
directions, they will arrive efficiently. Al works the same way—the more precise your instructions, the
better the result.

Vague Prompt Clear Prompt

“Write a warm, compliant listing
description for a 3-bedroom, 2-bath
ranch in Richmond with a renovated
kitchen and fenced yard. Keep it under
140 words and avoid fair housing
violations.”

“Write a listing description.”
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Elements of a Well-Crafted Prompt

Effective prompts share several characteristics:

Specificity Structure Constraints Examples

. Specify
Clearly state Provide Organize your Define When helpful, how you

relevant )
exactly what backaround request boundaries and | show what you want the
you want. . grot logically. requirements. | are looking for. output
information.
structured.

Common Prompting Mistakes

Avoid these common errors that lead to poor results:

“Write something about this property” vs. “Write a 200-word MLS

Being Too Vague description highlighting the renovated kitchen and large
backyard.”
. The Al does not know your market, clients, or preferences unless
Assuming Context you tell it

Asking For Too Much at Once | Break complex requests into steps.

Not Specifying Format !f you qut bullet points, a table, or a specific length — you must
indicate in your prompt.

Always specify what to avoid (Fair Housing concerns, certain

Forgetting Constraints claims, etc.).

© REBI-Real Estate Business Institute | The Al Powered Real Estate Professional | V2.0-2026 | Page 61



MODULE 3: Al PROMPTING

The Five-Part Prompt Blueprint

Structure your prompts using a standard framework for consistent, high-quality results:

Stipulate the Emulation

Tell the Al what role or persona to adopt. This sets the tone, expertise level, and perspective for the
response.

Emulation Examples

"Act as an experienced luxury real estate copywriter."
"You are a real estate compliance officer reviewing this content."
"Respond as if you were a first-time homebuyer asking questions."

"Act as a real estate coach helping me improve my listing presentation.™

Direct the Task

Clearly state what you want the Al to do. Use action verbs and be specific about the deliverable.

Task Examples

"Write a compelling MLS description for this property."”
"Create a follow-up email sequence for new buyer leads.”
"Analyze this contract and identify unusual clauses."

"Generate five social media post ideas for this listing.”

Provide the Steps

Provide specific instructions, requirements, or a sequence of actions to follow.
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Steps Examples

"Follow these steps: 1) Start with the most compelling feature, 2) Describe the
layout, 3) Highlight recent updates, 4) End with a call to action."”

"Requirements: Keep it under 500 characters, use active voice, avoid
superlatives."”

"First analyze the property features, then compare to recent sales, then suggest

a price range."

Set the Goal

Explain the purpose or desired outcome. This helps the Al understand what success looks like.

Goal Examples

"The goal is to generate buyer interest and schedule showings."
"The purpose is to help the seller understand current market conditions."
"I want to position myself as a knowledgeable local expert."

"The objective is to re-engage leads who have gone cold."

Provide the Data

Provide the specific information the Al needs to complete the task. The more relevant data you provide,
the better the output.

Data Examples

"Property details: 4BR/3BA, 2,400 sq ft, built 2019, updated kitchen with quartz
counters, large fenced backyard, two-car garage."

"Client info: First-time buyer, budget $400-450K, wants good schools, works
downtown, has two dogs."

"Market data: Median price $525K, average DOM 21 days, inventory at 1.8 months
supply.”
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Prompting By Skill Level

Prompting proficiency develops over time. Understanding where you are helps you know what to work
on.

Your prompting approach should evolve as you gain experience. Here’s how to structure prompts at
each level of expertise.

"Act as a friendly real estate copywriter.
Write a short listing description for a 3-
bedroom, 2-bath ranch in Fredericksburg with a
renovated kitchen and fenced backyard. Keep it
under 120 words. Avoid any wording that could
violate fair housing rules.”

Beginner Level

Use simple, direct prompts and clear
instruction.

This will produce a generic result because it lacks specifics, context, and requirement.

"You are an expert real estate marketer.
Intermediate Level Create two versions of a listing description.
One should sound warm and conversational. The
other should be professional and minimal. Keep
each under 150 words. Avoid mentioning
protected classes or 'family-friendly'
language.”

Add tone, structure, context, and request
variations.

This produces better results because it provides role, tasks, specifics, constraints, and goal.

"Act as a professional real estate marketing
strategist. Create: 1) A 120-word listing
description at 7th-grade reading level, 2)
Three Instagram captions, 3) An email
paragraph for past clients, 4) Five SEO
keywords. Tone: warm, modern, confident.”

Advanced Level

Request full marketing deliverables with
multiple components.

This produces excellent results by incorporating analysis, structure, constraints, and self-review.
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Advanced Prompting Techniques

Negative Prompts

Tell the Al what NOT to do. This is especially important for compliance and avoiding common Al pitfalls.

Negative Prompt Examples

"Do not mention schools, demographics, crime rates, or religious institutions."
"Avoid superlatives like best, perfect, amazing, or stunning."”

"Do not make claims about future value or investment returns."

"Do not use the phrase 'dream home' or 'must see'.”

"Avoid technical jargon that buyers might not understand."

Negative Prompt Example

“You are a licensed real estate agent creating a property listing.

Step 1: Ask only the questions needed to gather property information. Do not
write copy.

Step 2: Write an MLS-appropriate listing using only the information provided. Do
not add details.

Step 3: Refine the listing for clarity and structure without changing meaning or
adding information.

Follow all Fair Housing and compliance rules. Pause after each step and wait for

approval.”
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Iterative Refinement

Treat Al interaction as a conversation, not a single transaction. Review outputs and provide feedback to
improve results.

Iterative Refinement Example

First prompt: Generate initial content.
Review prompt: "Make the tone more conversational."
Refinement prompt: "Add more detail about the kitchen features.”

Final prompt: "Shorten this to 350 characters while keeping the key points."

This iterative approach often produces better results than trying to get everything perfect in one prompt.

Chain of Thought

Ask the Al to explain its reasoning or work through problems step-by-step. This often produces more
accurate and thoughtful responses.

Chain of Thought Example

"Before suggesting a listing price, walk through your reasoning: What comparable
properties are most relevant? What adjustments should be made? What market
factors should be considered? Then provide your price recommendation with the

rationale.”
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Few-Shot Learning

Provide examples of what you want. This is especially useful for matching a specific style or format.

Few-Shot Learning Example

"Here is an example of the writing style I want. [paste example]. Now write a

similar description for this property: [property details.]"

Output Structure

Specify exactly how you want the response formatted. This saves editing time and ensures
consistency.

Structure Examples

"Format your response as a numbered list with exactly 5 items."
"Provide your answer in three paragraphs: background, analysis, recommendation.”
"Create a table with columns for Feature, Benefit, and Talking Point."

"Give me three versions: short (50 words), medium (150 words), and long (300
words)."

Style Anchoring

Define how the writing should sound. For example: professional tone, 8" grade reading level,
conversational style, etc.
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Advanced Prompting Techniques

Output Structure Constraint-Based Prompts Audience-Focused Writing

Tell ChatGPT how to organize
content into sections like
Overview, Key Features,
Buyer Appeal, and Call to
Action.

Constraints sharpen results. Set = Tell ChatGPT who you're
specific word counts, sentence  talking to for a tailored
lengths, or exclude certain message: first-time buyers,
elements like emojis. relocation clients, or investors.

Troubleshooting Common Problems

When ChatGPT doesn’t deliver what you need, use these strategies to refine your approach and get
better results.

Problem Likely Cause Solution

Response too generic Prompt lacks specific context Add more dfetalls, examples,
and constraints

Response too long No length specified Add yvord count or format
requirements

Wrong tone or style Style not specified Describe the tone or provide an
example

Factual errors Al hallucination ASk for sources, verify
independently

Does not follow instructions Prompt too complex Break into smaller requests

Repetitive responses Similar prompts Rephrase, provide new context

Refuses to help Triggered safety filter Rephrase to clarify legitimate
purpose

Outdated information Knowledge cutoff Ask Al to search web or provide

current data
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When Al Is Not Working

= Start a new conversation. Sometimes context from earlier causes issues.

= Simplify your prompt. Remove complexity and ask for one thing at a time.

» Provide an example. Show the Al what you want instead of just describing it.
= Be more explicit. Do not assume the Al understands implied requirements.

= Try a different approach. Rephrase your request completely.

= Check your expectations. Some tasks are genuinely difficult for Al.

A Legal and Ethical Guardrails

Critical Reminder: Real estate content must always be compliant, accurate, and fair-housing safe.
Chat GPT is a tool — the agent remains responsible for all published content.

Never reference race, religion, national origin, familial status, disability,

Protected Classes sex, or other protected characteristics.

Implied Ideal Buyers Avoid language that suggests who should or shouldn’t buy the property.

Don’t make subjective claims about neighborhoods, schools, or
Value Judgments : o
community characteristics.
Avoid creating false urgency or unverified claims about property value or

Emotional Pressure
demand.

Lifestyle Claims Don't tie property features to identity-based lifestyle assumptions.
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Master Prompt Template

We have provided you with a comprehensive template as a foundation for creating professional,
compliant real estate content with ChatGPT. There is also an example with an MLS description.

Use this template as a starting point for complex prompts. Adapt it to your specific needs.

Master Prompt Template

ROLE: Act as [specific role with relevant expertise].
CONTEXT: I am a [your role] working with [client type] in [location/situation].
TASK: [Specific action verb] [specific deliverable].

REQUIREMENTS:

- [Requirement 1]
- [Requirement 2]
- [Requirement 3]

DO NOT:
- [Thing to avoid]
- [Another thing to avoid]

FORMAT: [Specify structure, length, style]
DATA: [Provide all relevant information]
GOAL: [Explain the desired outcome]

Before responding, [any preliminary steps like asking questions or analyzing
data].
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Template Applied: MLS Description

Example Using Template

ROLE: Act as an experienced real estate copywriter who specializes in residential
listings.

CONTEXT: I am a listing agent in Northern Virginia marketing a property to
families relocating to the area.

TASK: Write a compelling MLS description for this property.

REQUIREMENTS:

- Lead with the most compelling feature
- Use sensory language

- Include call to action

- Stay under 400 characters

DO NOT:

- Mention schools, demographics, or religious institutions
- Use superlatives (best, perfect, stunning)

- Make claims that cannot be verified

FORMAT: One cohesive paragraph.

DATA: 4BR/3BA colonial, 2,800 sq ft, built 2018. Renovated kitchen 2023 with
quartz counters and SS appliances. Primary suite with walk-in closet. Fenced
backyard with patio. Two-car garage. Cul-de-sac location.

GOAL: Generate buyer interest and showings from families seeking move-in ready
homes.

Before writing, identify the three strongest selling points from this data.

Practice and Master Your Skills

The best way to improve your prompting is through deliberate practice. Start with these exercises and
build your expertise over time.
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& Beginner Exercise

Write a listing description using the 5-Part Prompt Blueprint we just covered. Focus on clarity and
structure.

Emulation: Tell Al what role or persona to adopt. This sets the tone, expertise level, and perspective
for the response:

Task: Clearly state what you want the Al to do. Use action verbs and be specific about the
deliverable.

Steps: Provide specific instructions, requirements, or a sequence of actions to follow.

Goal: Explain the purpose or desired outcome. This helps Al understand what success looks like.

Data: Provide the specific information the Al needs to complete the task. The more relevant data you
provide, the better the output.
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&) Intermediate Exercise

Create a listing description and three social media captions with different tones.

% Advanced Exercise

Create a full mini-campaign including email, caption, keywords, and a short script using negative
prompts.
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Key Resource: Sample Prompts

These prompts are designed to utilize Al's capabilities in generating descriptive content, analyzing
market data, crafting client communications, brainstorming marketing strategies, and developing
targeted lead generation plans, all of which are integral to a real estate agent’s role.

Property Description Generation

"Generate a detailed property description for a 4-bedroom, 3-
bathroom house located in [Location], highlighting its modern
kitchen, spacious backyard, and proximity to local schools and
parks."

Market Analysis Request

"Provide a current market analysis for single-family homes in
[Specific Neighborhood or City], focusing on recent sales
trends, average prices, and days on market for the past six
months."

Client Inquiry Response

"Draft a response to a client inquiry about the best family
neighborhoods in [Specific Neighborhood or City], focusing on
recent sales trends, average prices, and days on market for the
past six months."

Listing Promotion Ideas

"Suggest five creative ideas for promoting a new property
listing on social media, targeting young professionals looking
for their first home purchase in [City or Area]."

Lead Generation Strategy

"Create a lead generation strategy for luxury properties in
[Area], focusing on digital marketing tactics and personalized
outreach to high net-worth individuals."

M ]
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Sample Al Prompt for Data Results

Emulation | Please emulate an expert marketing content writer.

Task Using a warm and inviting tone, with some excitement rewrite the
following listing description for the MLS.

Use good SEO techniques, create a call to action to setting a showing
for the home soon, limit description to 1,000 characters. Write a 7t

Goals/Steps grade reading level and ensure that content is in compliance with all
Fair Housing regulations.
Data Use this first draft [copy draft listing description].

Here is what the prompt looks like written out:

Data Results

"Please emulate an expert marketing content writer. Using a
warm and inviting tone, with some excitement rewrite the

> following listing description for the MLS. Use good SEO

- techniques, create a call to action to setting a showing for
the home soon, limit description to 1,000 characters. Write a
7t grade reading level and ensure that content is in
compliance with all Fair Housing regulations. Use this first
draft [copy draft listing description].”
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Sample Al Prompt for Visual Content

Emulation | You are a professional graphic designer.

Please create a logo for a real estate agent named [insert agent’s
Task name]. Use blue as a primary, incorporate minimalist elements into
the logo.

Add the outline of a dog and a home. Create a 1:1 size ration that is

Goals/Steps easy to use in both digital and print marketing.

Data Use [upload graphic] as a design reference.

Here is what the prompt looks like written out:

Visual Content

"You are a professional graphic designer. Please create a logo
for a real estate agent named [insert agent’s name]. Use blue
as a primary, incorporate minimalist elements into the logo.

Add the outline of a dog and a home. Create a 1:1 size ratio

that is easy to use in both digital and print marketing. Use

[upload graphic] as a design reference.”
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Sample of a Simple and Advanced Prompt

Simple Prompt

time home buyer in [city and state]. Gather data from all
online resources and statistics for the National Association of
REALTORS®. Do not violate Fair Housing. Render to a consumer
persona format that can be utilized for business planning.”

"You are a real estate agent. Create a user persona of a first-
:>’--

Advanced Prompt

Emulate a marketing researcher with an advanced degree in
- marketing statistics and analysis. Your task is to generate a
detailed USER PERSONA for a first-time home buyer business in a
specific [city, state]

Structure your response in 4 separate tables. Above the first
table write "USER PERSONA [BUSINESS] and replace [BUSINESS] by
first time home buyer in [city,state]. Here is the required
format for each table:

Table 01: DEMOGRAPHICS

2 columns and 7 rows

Column 1 = Data points (Name, Age, Occupation, Annual income,
Marital status, Family situation, Location)

Column 2 = Answers for each data point in Column 1 based on the
specific [MARKET]

Table ©2: USER DESCRIPTION

A summary of the user persona in no more than 240 characters.
Table 03: PSYCHOGRAPHICS

2 columns and 9 rows

Column 1 = Data points (Personal characteristics, Hobbies,
Interests, Personal aspirations, Professional goals, Pains,
Main challenges, Needs, Dreams)

Column 2 = Answers for each data point in Column 1 based on the
specific [MARKET]

Table 04: SHOPPING BEHAVIORS

2 columns and 8 rows

Column 1 = Data points (Budget, Shopping frequency, Preferred
channels, Online behavior, Search terms, Preferred brands,
Triggers, Barriers)

Column 2 = Answers for each data point in Column 1 based on the
specific [MARKET]

Please make sure that your response is structured in 4 separate
tables and has a separate row for each data point. Do not
provide bullet points.
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Example of an Ongoing Prompt

Prompt 1
: >_

You are an expert marketing content writer. Using a warm and inviting tone, with
some excitement rewrite the following listing description for MLS. Use good SEO
techniques, create a call to action to setting a showing for the home soon, limit
description to 1000 characters. It’s been a long day and you’re ready to come
home, go down to the water’s edge and take in the beautiful vista, maybe even
take the paddle boat, or kayak out on the peaceful lake. Then, when the sun sets
you can go and lounge in your backyard hot tub or enjoy a movie with your family
in the awesome theater room. Then when the weekend starts, you can host an
awesome get-together using either your upstairs or downstairs kitchens to prepare
and deliver food, play games in the yard, soak in nature all around you or go
fishing in the reservoir. This home is fantastic for entertaining! Enjoy your
year-round view of 600 ft of water frontage on 4.91 acres located on Ni River
Reservoir. Nestled in a wooded private setting in Fredericksburg, VA this home
features several Smart Home security devices, two kitchens, an incredible theater
room, large bedrooms, spacious baths, beautiful open living room area, and
hardwood floors. You’re just minutes from shopping, interstate access for
traveling and a lot of historical areas to enjoy.

ChatGPT generates this:

Welcome to your dream home retreat in Fredericksburg, VA! This stunning property offers a relaxing
lifestyle with countless amenities and breathtaking views that will make every day feel like a vacation.

Imagine unwinding by the water's edge, gazing at the serene vista before you, and embracing the
tranquility of the peaceful lake. Step onto the water with your paddle boat or kayak for a soothing
adventure amidst nature's wonders.

As the sun sets, indulge in pure bliss by slipping into your very own backyard hot tub. If you're in the
mood for quality family time, the awesome theater room awaits, promising cozy movie nights filled with
laughter and joy.

Looking forward to the weekend? Your entertainment options are endless! Host an unforgettable get-
together using either the upstairs or downstairs kitchens to whip up delicious treats for your loved ones.
Games in the yard, surrounded by nature's beauty, will create lasting memories. And for the fishing
enthusiasts, the nearby reservoir offers the perfect spot to reel in some great catches.

Embracing the ultimate in luxury living, this home boasts year-round views of 600 ft of water frontage
on 4.91 acres. Privacy and seclusion are guaranteed in the tranquil wooded setting. Stay connected
with state-of-the-art Smart Home security devices.

Inside, you'll find spacious bedrooms and baths, complemented by beautiful hardwood floors
throughout. The open living room area invites warmth and togetherness, making it a perfect space to
create lasting memories with family and friends.

Continued on next page
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Example of an Ongoing Prompt — continued

Convenience is at your fingertips with easy access to shopping, major interstate routes for travel, and
plenty of historical areas to explore and enjoy nearby.

Don't miss out on this incredible opportunity to own your personal paradise. Schedule a showing for this
magnificent home today and experience the magic for yourself! Act now, as this opportunity won't last
long.

5]

L Prompt 2

Take the description above and create a 90 second script for an agent to record
and promote the listing.

ChatGPT generates this:

Background music: Soft, uplifting instrumental]

Agent (Warm and Inviting Voice): "Welcome to your own private oasis in Fredericksburg, VA, where
everyday living feels like a never-ending vacation! Nestled in a serene, wooded setting, this exquisite
home offers 600 ft of water frontage on 4.91 acres, overlooking the picturesque Ni River Reservoir.
[Video: Drone footage showcasing the property's waterfront and lush surroundings]

Agent: Step outside and let nature embrace you as you bask in the tranquil views of the peaceful lake.
Picture yourself gliding on the water, taking a paddle boat or kayak for a soothing escape. And when
evening arrives, indulge in pure relaxation in your very own backyard hot tub, under a sky full of stars.
[Video: Homeowner enjoying the water activities and the hot tub]

Agent: But that's not all! Entertain to your heart's content in this entertainer's dream home. Host
unforgettable get-togethers with friends and family, where memories are made in the spacious yard,
surrounded by the beauty of nature. The upstairs and downstairs kitchens are ready to cater to all your
culinary delights.

[Video: Clips of a lively gathering with people enjoying the yard and the two kitchens]

Agent: For those cherished family moments, the incredible theater room offers cozy movie nights,
ensuring quality time with your loved ones.

[Video: Home theater room with a family watching a movie]

Continued on next page
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Example of an Ongoing Prompt — continued

Agent: Inside, elegance and comfort await. With large bedrooms, spacious baths, and beautiful
hardwood floors, every corner of this home exudes luxury. Embrace the convenience of Smart Home
security devices, providing peace of mind for you and your family.

[Video: Interior shots showcasing the spacious rooms, hardwood floors, and Smart Home devices]
Agent: Located just minutes away from shopping and easy interstate access, you'll have everything you
need within reach. Plus, history buffs will delight in the abundance of nearby historical areas to explore
and enjoy.

[Video: Clips of nearby shopping areas and historical landmarks]

Agent (Excitedly): This property is a true gem that won't stay on the market for long. Don't miss out on
the opportunity to own your personal paradise. Schedule a showing now and experience the magic of
this extraordinary home for yourself!

[Call to Action: On-screen text displaying "Schedule a showing now!" and agent's contact information]
Agent: Act fast and make this dream home yours. Contact me today for more information and to book
your private tour.

[Closing: Agent's contact information and a final drone shot of the property]

Agent (Enthusiastically): Your dream lifestyle awaits you! Come home to luxury, nature, and endless
possibilities. | can't wait to show you around. See you soon!"

[Background music fades out]

l >_ | Prompt3

Create three social media posts designed to promote this listing and encourage
people to schedule a showing.

ChatGPT generates this:
Social Media Post 1:

@ Your Private Waterfront Retreat Awaits! (L, Embrace the tranquility of the Ni River Reservoir from
this stunning home in Fredericksburg, VA. Paddle boat or kayak on the peaceful lake, relax in the

backyard hot tub, and enjoy movie nights in the incredible theater room. ) & Perfect for entertaining
and creating cherished memories! Schedule a showing now to experience the magic of this dream
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Example of an Ongoing Prompt — continued

home. 7 Don't miss out, contact us today! #DreamHome #WaterfrontLiving #FredericksburgVA
#ScheduleAShowing

Social Media Post 2:

& Nature Lover's Paradise! @@ This beautiful home boasts 600 ft of water frontage on 4.91 acres in
Fredericksburg, VA. £ Smart Home security devices, two kitchens, spacious bedrooms, and
hardwood floors elevate your living experience. & Host unforgettable get-togethers in the sprawling
yard or explore nearby historical areas. & Your oasis awaits, schedule a showing now and make this

incredible property your own! . Contact us for more details. #WaterfrontHome #NatureLovers
#EntertainersDelight #ScheduleAShowing

Social Media Post 3:

#, Movie Nights and Waterfront Views! Experience the best of both worlds in this Fredericksburg,
VA gem. ) Relax in the backyard hot tub under the stars, then head inside to the amazing theater
room for family movie time. @ & With spacious baths, large bedrooms, and Smart Home security
devices, luxury and comfort are at your fingertips. & Don't let this opportunity slip away! Schedule a

showing now and discover the year-round beauty of 600 ft of water frontage. (. Contact us today!
#HomeTheater #WaterfrontLiving #LuxuryLiving #ScheduleAShowing

Note: In the actual social media posts, the hashtags can be clickable links to relevant content or other
similar listings.

l > Prompt 4

Sl

Create a two-month marketing campaign for this listing.

ChatGPT generates this:

MONTH 1
Week 1:

Social Media Teaser: Create anticipation with a captivating photo of the waterfront view and a teaser
caption: " & Your Waterfront Escape Awaits! Stay tuned for the reveal of our stunning Fredericksburg,
VA listing. (L, #ComingSoon #WaterfrontLiving #StayTuned"
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Example of an Ongoing Prompt — continued

Week 2:

Listing Reveal: Share a video tour of the property highlighting the key features, including the water
activities, backyard hot tub, theater room, and spacious interiors. Use engaging captions and hashtags
to generate interest: "Welcome to your private oasis! Explore the magic of this waterfront retreat in

Fredericksburg, VA. Schedule a showing now! #, I #WaterfrontLiving #DreamHome
#ScheduleAShowing"

Week 3:

Virtual Open House: Host a live virtual tour of the home, inviting potential buyers to join and interact
in real-time. Showcase the property's beauty and answer questions. Promote the event across social
media platforms and real estate groups: " & Join us live for a virtual open house of our breathtaking
waterfront listing! Get a personal tour and discover the ultimate in luxury living. Don't miss out! =
#VirtualOpenHouse #WaterfrontHome #LuxuryLiving"

Week 4:

Neighborhood Showcase: Create engaging content about the surrounding neighborhood,
showcasing nearby amenities, historical areas, and local attractions. Highlight the convenience of living
in this location: "Discover the best of Fredericksburg living! Explore the vibrant neighborhood, with

shopping, dining, and historical landmarks just minutes away from your dream home. @ iii
#FredericksburgLiving #NeighborhoodGems"

MONTH 2
Week 5:

Customer Testimonials: Share testimonials from previous clients who have purchased their dream
homes through you. Include their positive experiences and how their lives have been enriched: "Our
clients' happiness is our top priority! Here's what our satisfied homeowners have to say about their

journey to finding their dream homes. @ = #HappyHomeowners #Testimonials #ClientLove"
Week 6:

Highlight Unique Features: Focus on specific features of the home each day, such as the Smart
Home security devices, spacious bedrooms, and the inviting backyard. Use eye-catching visuals and
engaging captions: "4 The heart of your home - Smart Home security devices keep you and your

loved ones safe. i+ Explore the incredible features of this waterfront gem! #SmartHomeLiving
#SafeAndSecure"

Week 7:

Real Estate Expert Tips: Provide helpful tips and advice for potential homebuyers, such as "Top
Things to Look for in a Waterfront Property" or "How to Prepare for a Home Showing." Position yourself
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Example of an Ongoing Prompt — continued

as a knowledgeable expert in the field: "Thinking of buying your dream waterfront home? Here are
some expert tips to guide you through the process. % = #RealEstateTips #Homebuying101"

Week 8:

Final Call to Action: Create a sense of urgency with a final call to action to schedule a showing. Offer
an incentive, such as a free homebuyer's guide or a personalized tour: "Time is running out to make
this dream home yours! Schedule a showing now and receive a complimentary homebuyer's guide to
kickstart your journey. = & #ScheduleAShowing #DreamHomeAwaits"

Throughout the campaign, engage with potential buyers by promptly responding to inquiries,
comments, and messages. Monitor the campaign's performance using analytics and adjust strategies

as needed to maximize reach and effectiveness. Happy selling! #MarketingCampaign
#WaterfrontRetreat #HappySelling

—
| >_ Prompt 5

Create a client persona of the ideal buyer for this home. Do not violate any fair
housing laws.

ChatGPT generates this:

Client Persona: The Nature-Loving Luxury Seeker

Name: Alex Age: 38 Occupation: Marketing Executive Family Status: Married with two children (ages 7
and 10) Location: Washington, D.C.

Background: Alex is a successful marketing executive based in the bustling city of Washington, D.C.
Despite thriving in the fast-paced corporate world, they have always had a deep appreciation for nature
and outdoor activities. Alex cherishes family time and is passionate about creating lasting memories
with their spouse and children.

Lifestyle and Interests: During weekdays, Alex's life revolves around meetings, deadlines, and urban
living. However, weekends are dedicated to escaping the city's hustle and bustle. Alex enjoys taking
the family on weekend getaways to unwind and reconnect with nature. They love engaging in outdoor
activities like hiking, camping, and water sports. Being close to water bodies brings a sense of peace
and tranquility to their soul.

Home Preferences: Alex dreams of finding a luxurious yet serene retreat away from the city, where they
can enjoy the best of both worlds. The ideal home would have waterfront views and plenty of space for
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Example of an Ongoing Prompt — continued

their kids to play and explore. A property with a backyard oasis, complete with a hot tub, is a major
attraction for relaxation and entertainment.

Alex envisions a home that allows them to host gatherings with friends and family, with ample space for
indoor and outdoor entertainment. Having a theater room is a bonus, as family movie nights are a
cherished tradition.

Additionally, they seek a technologically advanced home with Smart Home security features to ensure
the safety of their loved ones, even when they are away.

Location Preferences: Fredericksburg, VA, perfectly aligns with Alex's desires. The location offers a
serene and private setting amidst nature's beauty, making it an ideal escape from the city. The nearby
historical areas and local attractions add cultural value to the location, providing opportunities for
exploration and learning.

Motivation: The main motivation behind Alex's home search is to create a haven where they can
unwind, create cherished family moments, and immerse themselves in nature. They are willing to invest
in a property that aligns with their lifestyle and long-term vision of a dream home.

Final Thoughts: As a marketing executive with an eye for detail, Alex is looking for a home that
combines elegance, comfort, and cutting-edge technology. The waterfront property in Fredericksburg
offers the perfect blend of luxury living and natural beauty, making it the ideal sanctuary for Alex and
their family.

_
D

Prompt 6

Write an email to the seller outlining all of the marketing efforts that have
been done to promote the listing.

Subject: Marketing Updates for Your Beautiful Waterfront Listing
Dear [Seller's Name],

I hope this email finds you well. | wanted to provide you with an update on all the marketing efforts
we've undertaken to promote your stunning waterfront listing in Fredericksburg, VA. We've been hard at
work, and | am excited to share the progress with you.

1. Strategic Social Media Campaign: We launched a comprehensive social media campaign across
various platforms, including Facebook, Instagram, and Twitter. Our posts have showcased the
breathtaking waterfront views, the inviting backyard with a hot tub, the spacious interior, and the
incredible theater room. We've been utilizing engaging captions and hashtags to capture the
attention of potential buyers and generate interest in your property.

2. Listing Reveal Video Tour: To create anticipation, we shared a captivating video tour that
revealed the highlights of your home. The video showcased the picturesque water activities, the
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Example of an Ongoing Prompt — continued

cozy backyard hot tub, and the spacious living areas. This reveal received positive feedback, and
many viewers expressed a strong interest in scheduling showings.

3. Virtual Open House: We recently hosted a live virtual open house, giving potential buyers the
opportunity to explore your home from the comfort of their own spaces. During the event, we
provided a personal tour, answered questions, and emphasized the unique features that make your
property stand out. The virtual open house was well-attended, and we received inquiries from
serious buyers.

4. Neighborhood Showcase: As part of our marketing strategy, we highlighted the vibrant
neighborhood surrounding your home. By showcasing nearby amenities, local attractions, and
historical landmarks, we emphasized the convenience and lifestyle benefits of living in this location.

5. Customer Testimonials: To build trust and credibility, we shared testimonials from previous clients
who have had successful experiences buying their dream homes through us. These testimonials
highlighted the positive impact our services have had on their lives and the excellent results
achieved.

6. Feature-Focused Content: Throughout the marketing campaign, we've been regularly posting
feature-focused content, spotlighting specific aspects of your property, such as the Smart Home
security devices, the spacious bedrooms, and the inviting backyard. This approach has allowed us
to present your home's unique offerings in an engaging manner.

7. Real Estate Expert Tips: To attract potential buyers and provide valuable information, we've been
offering expert tips on topics such as "Top Things to Look for in a Waterfront Property" and "How to
Prepare for a Home Showing." These tips position us as knowledgeable experts in the field and
generate interest in your listing.

Our team is fully committed to getting the best possible results for your property. We continue to
monitor the performance of our marketing efforts and adjust strategies as needed to maximize reach
and effectiveness.

Please know that we are always here to address any questions or concerns you may have. Your
satisfaction is our priority, and we remain dedicated to securing the best buyer for your beautiful
waterfront home.

Thank you for entrusting us with the sale of your property. We are excited about the opportunities that
lie ahead and are confident that our efforts will yield successful results.

Best regards,

[Your Name] [Your Title/Position] [Your Contact Information]

Continued on next page
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Example of an Ongoing Prompt — continued

P t7
l > romp

Write an email to the seller encouraging them to reduce the price of the home by
$10,000. The listing has had 27 showings in the past two weeks, 27,000 views on
Realtor.com and two new homes have come on the market at a lower price.

ChatGPT generates this:

Subject: A Strategic Pricing Adjustment to Attract the Perfect Buyer
Dear [Seller's Name],

I hope this email finds you well. | want to take a moment to update you on the progress of our
marketing efforts for your beautiful home in Fredericksburg, VA. While we have seen significant interest
and activity, | believe it's time to make a strategic pricing adjustment to maximize your chances of
securing the perfect buyer.

The positive news is that your listing has been generating substantial attention in the market. Over the
past two weeks, we've had an impressive 27 showings, indicating a strong level of interest from
potential buyers. Additionally, your property has received an incredible 27,000 views on Realtor.com,
showcasing its appeal to a wide audience.

However, we must also be mindful of the current market dynamics. In the same timeframe, two new
homes have been listed at a lower price point, which has naturally garnered some attention. As your
trusted real estate agent, it is my duty to ensure that we remain competitive and capture the attention of
serious buyers in this fast-paced market.

With the goal of positioning your property as the top choice among potential buyers, | am
recommending a pricing adjustment of $10,000. By making this strategic move, we can seize the
momentum and increase the likelihood of receiving offers from motivated and qualified buyers.

Please understand that this adjustment is not a reflection of your home's value or appeal. Rather, it's a
proactive measure to position your property competitively in the current market conditions and attract
the right buyer at the right time.

| am here to support you throughout this process and to address any questions or concerns you may
have. My expertise lies in achieving the best possible outcome for my clients, and | am confident that
this pricing adjustment will lead us towards a successful sale.

| kindly request your consideration in this matter, and | am available to discuss the specifics and
implications of the pricing adjustment further. Your satisfaction remains my priority, and | am dedicated
to helping you achieve your real estate goals.

Thank you for your trust and collaboration. Together, we will navigate this exciting journey and find the
perfect buyer for your wonderful home.

Warm regards,

[Your Name] [Your Title/Position] [Your Contact Information]
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Key Takeaways

= Clear input equals clear output—prompt quality determines response quality

= Use A Prompting framework: Emulation, Task, Steps, Goal, Data

= Negative prompts are essential for compliance and avoiding common problems
= |terate on responses rather than expecting perfection on the first try

» Specify format, length, and structure to save editing time

=  When troubleshooting, simplify and be more explicit

= The master prompt template provides a consistent starting point

Reflection Questions

1. What prompting mistakes have you made that you can now correct?

2. Which advanced technique will you try first in your practice?

3. How will you build a library of effective prompts for repeated tasks?
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MODULE 4: MARKETING WITH Al

Module Overview

This Module focuses on practical Al applications for real estate marketing. From creating compelling
visuals to writing effective copy to optimizing for search, Al tools can dramatically enhance your
marketing capabilities and efficiency.

This module provides specific techniques, dimensions, styles, and tools you can apply immediately to
improve your marketing efforts.

Learning Objectives

By the end of this module, you will be able to:

= Use correct graphic dimensions for different social media platforms.
= Generate effective Al images using proper prompting techniques.

= Apply artistic styles to create distinctive marketing visuals.

» Leverage Canva Al features for efficient content creation.

= Use video Al tools to create engaging content.

=  Optimize content for SEO, GEO, and AEO.
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Introduction

In the competitive world of real estate, standing out in the market is paramount for success, and
Artificial Intelligence (Al) is emerging as a powerful ally in this quest. It offers a blend of efficiency,
personalization, and creativity that was previously unattainable, empowering agents to reach and
engage potential clients like never before.

The value of Al in creating marketing assets is transformative, and offers a significant competitive
advantage:

= Content Creation

= Visual Elements

» Personalized Marketing
= Analytic Tools

SEO, GEO, and AEO: How Agents Get Discovered Today

Search Engine Optimization (SE)
Optimizing your website and content so it shows up higher in Google search results.

Why it Matters: Buyers and seller search things like “homes for sale near me” or “best realtor in
Austin.” Good SEO helps your listings an your name show up first — bring in free, high-intent leads.

Generative Engine Optimization (GEO)

Optimizing content so Al tools (like ChatGPT, Google Ai, and voice assistants) reference and
recommend you.

Why it Matters: More people now ask Al “Who’s the best real estate agent in my area?” GEO helps
ensure you're the agent Al mentions, not just whoever ranks on Google.

Answer Engine Optimization (AEO)
Structuring content to directly answer questions in search results, voice search, and Al summaries.
Why it Matters: \When someone asks “How much do | need for a down payment?” or “IS now a good

time to sell?” AEO helps your answer appear instantly, positioning you as the trusted source before
they ever click a link.
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Graphic Sizes

Different platforms require different image sizes for optimal display. Using correct dimensions ensures
your content looks professional and is not cropped unexpectedly.

Including the dimensions or ratio in your prompt helps Al focus its creative process within the defined
parameters:

= Graphics tailored to size and proportion.

= Essential for ensuring both aesthetic appeal and technical accuracy.

Platform Dimensions Quick Reference

Platform Post/Feed Story/Reel Profile

Instagram ]gggﬂ ggg 8, ;g or 1080x1920 (9:16) 320x320
Facebook 1200x630 (1.91:1) 1080x1920 (9:16) 170x170
LinkedIn 1200x627 (1.91:1) N/A 400x400
X (Twitter) 1600x900 (16:9) N/A 400x400
YouTube 1280x720 thumbnail 1080x1920 Shorts 800x800
TikTok 1080x1920 (9:16) 1080x1920 (9:16) 200x200
Pinterest 1000x1500 (2:3) 1080x1920 (9:16) 165x165

Aspect Ratios Guide
Understanding aspect ratios helps you create content that works across multiple platforms:

= 1:1 (Square): Instagram feed, Facebook feed, works universally
= 4:5 (Portrait): Instagram feed optimal, takes more screen space
= 9:16 (Vertical): Stories, Reels, TikTok, YouTube Shorts

» 16:9 (Landscape): YouTube, presentations, desktop viewing

= 1.91:1 (Wide): Facebook and LinkedIn link previews
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When creating Al-generated images, specify the aspect ratio in your prompt. For example: "Create a
9:16 vertical image of..." This ensures the composition works for your intended platform.

Graphic Prompts

= Be specific about format and use.
Tell it the size (1:1, 16:9, 9:16), where it will live (IG, slides, print), and any safe margins for text.

Describe the subject like a camera would.
Who or what is in the image, what they’re doing, setting, lighting, angle, and mood.

Lock in the style.
Photo-real, illustration, flat icon, cinematic, watercolor, “clean corporate,” etc. Mention examples of
vibes (not copyrighted characters) if needed.

Control the text problem.
If you need words, keep it short, specify exact wording, font vibe, and placement. Otherwise say
“no text” so it doesn’t invent nonsense.

Add constraints and “don’ts.”
Brand colors, must-include elements, and what to avoid (extra people, busy background, weird
hands, distorted logos, unrealistic architecture).

Al Image Generation Fundamentals

Al image generation tools create images from text descriptions. Understanding how to prompt these
tools effectively is essential for creating quality marketing visuals.

Components of an Effective Image Prompt

= Subject: What is the main focus of the image?

Setting/Environment: Where is the scene taking place?

Style: What artistic approach should be used?

Lighting: How is the scene lit?

Mood/Atmosphere: What feeling should the image convey?

Technical specs: Aspect ratio, quality level, specific details
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Image Prompt Formula

Basic Formula

[Subject] in [Setting], [Style], [Lighting], [Mood], [Technical specs]

Example: "Modern luxury kitchen interior with marble island, natural light
streaming through large windows, photorealistic style, warm and inviting
atmosphere, 4:5 aspect ratio, high detail™

Real Estate Image Ideas

Property visualization for listings without photos

Seasonal variations of properties (fall foliage, winter snow)

Neighborhood lifestyle scenes

Before/after renovation concepts

Marketing graphics and social media posts

Email header images

Blog and website imagery

Important Warning

Never use Al-generated images to misrepresent actual properties. Always disclose when images are
Al-generated or virtually staged. Deceptive use of Al images can constitute misrepresentation and
violate ethical standards.

Artistic Styles Guide

Referencing specific artistic styles in your image prompts produces more distinctive and consistent
results. Here are key styles useful for real estate marketing: (sample images of the art styles follow the
descriptions).
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Photorealistic

Lifelike images that appear to be photographs. Highly detailed with
accurate lighting, textures, and proportions.

Best for property visualization,
virtual staging, lifestyle imagery.

Prompt keywords: photorealistic,
hyper realistic, photograph, DSLR
quality, natural lighting, high detail.

Clean, simple compositions with limited elements. Emphasis on negative
space, geometric shapes, and essential forms.

Best for luxury property
marketing, upscale branding,
event invitations.

it e Best for modern branding, Prompt keywords: minimalist, clean
infographics, social media lines, simple, white space, geometric,
graphics, luxury positioning.. modern, uncluttered
Bold geometric patterns, rich colors, luxurious materials. Originated in
1920s-30s. Conveys elegance and sophistication.
Art Deco

Prompt keywords: art deco, geometric
patterns, gold accents, 1920s
glamour, ornate, luxurious.

Impressionistic

Soft edges, visible brushstrokes, emphasis on light and atmosphere over
precise detail. Dreamy, artistic quality.

Best for neighborhood scenes,
lifestyle content, seasonal
imagery, artistic branding.

Prompt keywords: impressionist,
painterly, soft light, atmospheric,
Monet-style, dreamy.

Current design trends with clean aesthetics, bold colors, and innovative

compositions.

Best for invitations, personal
branding, community content,
seasonal greetings.

Modern/Contemporary Best for new construction Prompt keywords: modern,
marketing, modern homes, tech- | contemporary, sleek, innovative,
forward branding. current, trendy, bold.

Soft, flowing colors with transparent washes and organic edges. Artistic
and approachable feel.
Watercolor

Prompt keywords: watercolor, soft
washes, flowing, artistic, hand-
painted, delicate.
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Nostalgic styling referencing specific past eras. Can range from Victorian
to mid-century modern to 1980s.

R Y A Best for historic properties, Prompt keywords: vintage, retro,
neighborhood character, themed | nostalgic, [specific decade], classic,
marketing. antique, period-appropriate,

Movie-quality visuals with dramatic lighting, professional composition,
and storytelling elements.

CEETE Best for property highlight Prompt keywords: : cinematic,
videos, dramatic listings, brand | dramatic lighting, film quality,
storytelling. widescreen, movie still, professional.

Here is a sample list of art style images:

Realistic Abstract Impressionistic Surrealistic

i
s %

Photorealistic
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Art Style images — continued

Minimalistic Gothic Romantic

Baroque Rococo
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Art Style images — continued

Dystopia

Canva Al Features

Canva has integrated several Al features that streamline content creation for real estate professionals:

Generate images and videos from text descriptions directly within Canva. Useful
for creating custom graphics when stock images do not meet your needs.
Magic Media
How to use: Click "Apps" then "Magic Media," describe what you want, select
style options, and generate.
Al text generation for creating copy directly in your designs. Generate headlines,
body text, and captions.
Magic Write
How to use: In any text box, type "/" and select Magic Write, then describe what
you need.
Edit images using text descriptions. Add, remove, or modify elements in existing
images.
Magic Edit
How to use: Select an image, click "Edit image," then "Magic Edit." Brush over
the area to change and describe what you want.

Continued on next page
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Canva Al Features - continued

Remove unwanted objects from images with one click. Useful for cleaning up
property photos.
Magic Eraser
How to use: Select an image, click "Edit image," then "Magic Eraser." Brush over
the object to remove.

Automatically resize designs for different platforms while maintaining design
integrity.

Magic Resize How to use: With a design open, click "Resize" and select target dimensions.
Canva adjusts the layout automatically.

Canva Al

Canva Al showcases a suite of automated design tools that real estate agents can use to drastically
speed up their marketing workflow. On this page, agents can access Magic Design to instantly
generate entire property brochures or open house social posts from a single uploaded image, and
Magic Write to draft compelling listing descriptions or email newsletters from just a few keywords. The
page also features powerful photo editing tools like Magic Eraser and Magic Edit, which allow agents to
declutter listing photos (e.g., removing a messy hose or trash can) or virtually stage an empty room by
adding furniture via text prompts, while Magic Switch lets them transform a single property flyer into a
formatted blog post, email summary, or Instagram Story with one click.

Canva Pro Tip

Create templates for your recurring content types (property posts, market updates, just listed/sold
announcements). Use Magic Resize to quickly adapt one design to multiple platforms.
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Video Al Tools

The real estate industry, always on the cutting edge of marketing innovation, is now embracing
generative Al to revolutionize how properties are showcased through video content. Generative Al
refers to advanced algorithms capable of creating new, original content based on existing data. For real
estate agents, this technology offers an unprecedented opportunity to produce high-quality, engaging
video content efficiently and creatively, a crucial factor in today's visually-driven market.

Generative Al transforms the process of video production, traditionally a time-consuming and resource-
intensive task, into a streamlined, efficient operation. By inputting specific criteria and preferences, real
estate agents can utilize Al to generate videos that highlight the best features of their listings. This
might include panoramic views of a property, detailed walkthroughs of interiors, or virtual staging of
spaces. The Al interprets these requirements and crafts videos that are both visually appealing and
informative, providing potential buyers with a comprehensive understanding of the property.

One significant advantage of using generative Al in video creation is personalization. Al algorithms can
tailor content to suit the preferences and interests of specific audiences. For instance, a video targeted
at young families might focus on the proximity of schools and parks, while a video for retirees could
highlight ease of access and community features. This level of customization ensures that marketing
efforts resonate more effectively with different segments of the market, increasing the likelihood of
engaging potential buyers.

Another aspect where generative Al excels is in creating consistent branding across all marketing
materials. By setting predefined templates and styles, real estate agents can ensure that each video
reflects their brand identity, fostering brand recognition and trust among clients. Moreover, generative
Al can incorporate data-driven insights into videos, such as market trends and comparative property
analyses. This not only enhances the informative value of the videos but also positions the real estate
agent as a knowledgeable and reliable industry expert.

The scalability of generative Al is also noteworthy. Real estate agents can produce a high volume of
videos in a relatively short period, allowing them to market multiple listings simultaneously without
compromising on quality. This scalability is particularly beneficial in competitive markets where speed
and volume of content can be a decisive factor.
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Video Al - continued

Generative Al also opens doors to innovative marketing strategies, such as interactive and immersive
video experiences. Agents can create virtual reality tours or interactive videos where viewers can
choose which parts of the property to explore, providing a more engaging and personalized viewing
experience.

In conclusion, generative Al is reshaping the landscape of real estate marketing, particularly in video
production. Its ability to create personalized, high-quality, and informative videos efficiently makes it an
invaluable tool for real estate agents. As the technology continues to advance, its potential applications
in real estate marketing will only expand, offering agents new and creative ways to showcase
properties and captivate potential buyers.

Video content is increasingly important for real estate marketing. These Al tools make video creation
more accessible:

S CapCut [ wwewmnen

Free video editor with powerful Al features. Excellent for social media content.

Key Al features: Auto-captions (essential for accessibility and engagement), background removal,
voice effects, smart editing suggestions, templates for trending formats.

Best for: Property tour videos, social media clips, educational content.

[ www.invideo.io ]

= invideo

Browser-based video creation with Al assistance for scriptwriting and scene selection.

Key features: Script-to-video conversion, stock footage library, brand kit integration, automated
voiceover.
Best for: Marketing videos, property slideshows, educational content.
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o: ’ :. Sy n t h e S ia [ www.synthesia.io ]

Create videos with Al avatars from text scripts. No filming required.

Key features: Realistic Al presenters, multiple languages, customizable avatars, easy script
updates.
Best for: Training videos, explainer content, welcome videos, multilingual content.

:;- d e sc r i pt [ www.descript.com }

Edit video by editing text. The transcript becomes your editing interface.

Key Al features: Automatic transcription, filler word removal ("um," "uh"), studio sound
enhancement, voice cloning for corrections.

Best for: Podcast editing, interview cleanup, professional video production.

quso.al [ e ]

(vidyo.ai is now a part of quso.ai)

An all-in-one Al social media content and marketing platform that helps turn long-form videos into
engaging short clips, generate social content, and manage posting and analytics — all in one place. It
evolved from the earlier video-focused tool Vidyo.ai into a broader suite for content creation and
scheduling.

Key features: Highlight detection, automatic captioning, aspect ratio conversion, social platform
optimization.
Best for: Repurposing long-form content into social media clips.
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SEO, GEO, and AEO

Optimize your content for different types of search to maximize visibility:

Traditional optimization for Google and other
SEO: Search Engine Optimization search engines. Focus on keywords, quality
content, site structure, and backlinks.

SEO Best Practices for Real Estate:

» Target local keywords: "homes for sale in [city/neighborhood]".

» Create valuable content: market reports, buyer/seller guides, neighborhood profiles.
* Optimize Google Business Profile with photos, posts, and reviews.

* Build local backlinks from community organizations and news sites.

* Ensure mobile-friendly, fast-loading website.

Optimization for Al-powered search like Google
Al Overviews, Perplexity, and ChatGPT with web
access. Al systems summarize and synthesize
information differently than traditional search.

GEO: Generative Engine Optimization

GEO Best Practices for Real Estate:

+ Create comprehensive, authoritative content on specific topics.
» Use clear structure with headers that answer specific questions.
* Include data, statistics, and citations that Al can reference.

+ Write in a factual, objective tone that Al can confidently cite.

» Cover topics thoroughly rather than superficially.

Optimization for featured snippets, voice search,
AEQO: Answer Engine Optimization and direct answers in search results. Focus on
being the definitive answer to specific questions.

AEO Best Practices for Real Estate:

» Structure content with clear questions and concise answers.

+ Use FAQ format for common questions.

* Implement schema markup for enhanced search results.

* Answer questions directly in the first paragraph.

» Create content targeting "what is," "how to," and "why" queries.
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Integration Strategy

The best content strategy addresses all three optimization types. Create comprehensive, well-
structured content that answers specific questions with authoritative information. This serves
traditional search, Al-powered search, and voice/answer search simultaneously.

Realtor Proper Resource®

Realtors Property Resource® (RPR) has integrated a suite of Al tools directly into its platform, most
notably the Market Trends Al ScriptWriter, which is explicitly powered by ChatGPT. This feature solves
the common problem of "analysis paralysis" by automatically transforming complex local market data—
such as inventory levels, list-to-sold price ratios, and median days on market—into clear, engaging
narratives. Instead of just sending a client a dry chart, an agent can use the ScriptWriter to instantly
generate a professional video script, social media caption, or email newsletter that explains what those
numbers actually mean for buyers or sellers. The tool allows agents to customize the "voice" (e.qg.,
professional, conversational, or witty) and the target audience, ensuring the content feels personal
rather than robotic.

Beyond market statistics, RPR has expanded these capabilities to its mobile app with Al Property
Insights and Al CMA. The Property Insights tool allows agents to scan a listing while on the go and
immediately generate a punchy, benefit-driven summary of the home’s features and neighborhood
amenities—perfect for answering unexpected client questions during a tour. Meanwhile, the Al CMA
(Comparative Market Analysis) helps agents fine-tune pricing strategies by using Al to suggest
adjustments and comparable properties, giving them a data-backed "second opinion" before they ever
sit down at a listing presentation. All of these tools are included with NAR membership, making
enterprise-level Al accessible to every Realtor without requiring a separate ChatGPT subscription.

www.narrpr.com

Q RPR

i Welcome to RPR
Enter Emai

—

Real estate data at your fingertips

Clear up market confusion by providing local dats and trends.
showing whas really hagpening in any local market

(=]

“@ese

@)|RPR | contactUs: (877) 9777576 or | e ot |
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Key Takeaways

= Use correct dimensions for each social platform to ensure professional appearance
» Effective image prompts include subject, setting, style, lighting, mood, and specs

= Different artistic styles serve different marketing purposes

= Canva Al features streamline content creation significantly

» Video Al tools make professional video content accessible

= SEO, GEO, and AEO optimization ensures visibility across search types

» Always disclose Al-generated or enhanced images

Reflection Questions

1. Which Al marketing tool will you implement first in your practice?

2. How can you develop a consistent visual brand using Al tools?

3. What content types would benefit most from video in your marketing?
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Module Overview

This Module explores how Al can enhance your productivity across all aspects of real estate practice.
From client communication to business operations, Al tools can help you work more efficiently while
maintaining quality and personal connection.

This module provides practical applications, templates, and workflows you can implement immediately.
Learning Objectives
By the end of this module, you will be able to:

= Create compelling agent biographies for multiple contexts
= Develop detailed consumer personas to guide marketing
= Generate effective content marketing materials

» Streamline email communications and newsletters

= Build and manage CRM campaigns with Al assistance

= Create client onboarding materials efficiently

= |Implement Al chatbots appropriately

» Use transcription and scheduling tools effectively

= Set up automation workflows to save time
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Productivity

In the rapidly evolving landscape of real estate, Artificial Intelligence (Al)
has emerged as a key driver of productivity, offering agents tools and
solutions to enhance efficiency, accuracy, and client service. Al's
integration into various aspects of real estate work has opened new
avenues for agents to manage their tasks more effectively and carve out

a competitive edge in the market. @

First, Al-driven Customer Relationship Management (CRM) systems

have revolutionized client management. These tools use Al algorithms to

analyze client data, helping agents personalize their interactions and stay

ahead of client needs. Al can predict client preferences, suggest optimal times for follow-ups, and
automate communication, ensuring that agents maintain strong, meaningful connections with their
clients.

Another significant area where Al boosts productivity is in market analysis and data interpretation. Al
tools can process vast amounts of market data, providing agents with insights into trends, pricing
strategies, and potential investment opportunities. This capability allows agents to offer data-driven
advice to their clients, enhancing their credibility and decision-making efficiency.

Al also plays a crucial role in automating administrative tasks. From scheduling viewings to processing
paperwork, Al systems can manage routine tasks, freeing up agents to focus on higher-value activities
like negotiating deals and building client relationships. For instance, Al-powered scheduling tools can
manage appointments and reminders, while Al document handlers can assist in drafting and organizing
essential paperwork.

Moreover, Al in content creation and marketing is transforming how agents promote properties and
their services. Al can generate compelling property descriptions, create targeted marketing campaigns,
and even suggest content strategies based on consumer behavior analysis. This not only saves time
but also ensures that marketing efforts are more effective and tailored to the audience.

In terms of specific categories of productivity tools available for real estate agents:

* CRM and Lead Management Tools: Al-enhanced CRMs like Salesforce and Zoho CRM help in
managing client interactions and nurturing leads.

= Market Analysis Tools: Platforms like Altos Research and HouseCanary use Al to provide real-
time market data and trends analysis.

= Administrative Automation Tools: Tools such as Trello and Asana, integrated with Al, assist in
task management and project organization.
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Productivity - continued

= Content Creation and Marketing Tools: Al-powered platforms like Canva and Lumen5 help in
creating visually appealing marketing materials and social media content.

= Virtual Assistant Tools: Al virtual assistants like Google Assistant and Siri can manage
schedules, set reminders, and manage queries, improving daily time management.

Al not only enhances the productivity of real estate agents by automating routine tasks and providing
valuable insights but also elevates the level of service they can offer to clients. As Al technology
continues to advance, its role in the real estate sector is set to grow, making it an indispensable asset
for agents looking to succeed in a highly competitive market.

Agent Biographies

Artificial Intelligence (Al) offers real estate agents a powerful tool for crafting engaging and SEO-
optimized biographies, essential for building a compelling online presence. Utilizing natural language
processing, Al-driven content creation tools can develop narratives that highlight an agent's expertise
and achievements while maintaining a coherent and engaging style. These tools are particularly adept
at integrating relevant keywords seamlessly into the biography, enhancing the agent's visibility in
search engine results and attracting potential clients.

Al algorithms can analyze successful biographies to identify patterns that resonate with readers,
ensuring the content appeals to the target audience. Additionally, Al can suggest multimedia elements
to make the biography visually engaging and improve SEO through enhanced user interaction. The
ability to regularly update the biography with Al ensures that the content remains fresh and aligned with
evolving market trends. By embracing Al for biography creation, real estate agents can significantly
boost their online presence, attract more website traffic, and establish stronger connections with their
audience.

Your biography is a fundamental marketing asset. Al can help you create multiple versions for different
context.
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Biography Versions

Version

Full Professional Bio

Medium Bio

Short Bio

Elevator Pitch

Third Person Formal

First Person Conversational

Biography Prompt Template

Length
300-500 words

150-200 words

50-75 words

25-30 words

Varies

Varies

Use Case

Website, listing presentations,
media kits

Conference programs, guest
articles, introductions

Social media profiles, email
signatures, directories

Networking events, quick
introductions

Press releases, awards, formal
contexts

Personal website, social media,
casual contexts

Bio Generation Prompt

Create a professional real estate agent biography with these specifications:

FORMAT: [Full/Medium/Short/Elevator] [First person/Third person]

INFORMATION:
- Name: [Your name]

- Years in real estate: [Number]

- Specialties: [List]

- Geographic focus: [Area]

- Previous career: [If relevant]

- Designations/Certifications: [List]

- Achievements: [Notable accomplishments]
- Personal interests: [Optional, for connection]

- Differentiator: [What sets you apart]

TONE: [Professional but warm/Authoritative/Conversational]

AVOID: Cliches 1like "passionate about real estate" or "dedicated to clients"

Include a subtle call to action at the end.
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Consumer Personas

A consumer persona is a semi-fictional representation of an ideal customer based on market research
and real data about existing customers. It encompasses detailed characterizations including
demographics, behavior patterns, motivations, and goals. In the context of real estate, developing
consumer personas is crucial for agents as it allows them to understand their target audience's specific
needs, preferences, and decision-making processes. By having a well-defined consumer persona,
agents can tailor their marketing strategies, communication style, and services to address the unique
requirements of different buyer or seller groups.

This targeted approach leads to more effective marketing, higher engagement, and ultimately, better
conversion rates. It helps in creating more personalized experiences, fostering stronger relationships,
and building trust with clients. For real estate agents, consumer personas serve as a foundational tool
to align their offerings with the expectations and needs of their ideal clients, thus enhancing their overall
effectiveness and efficiency in the competitive real estate market.

Al can help you develop comprehensive personas based on your market knowledge.
Persona Components
A complete consumer persona includes:

= Demographics: Age, income, family status, occupation, education
» Psychographics: Values, interests, lifestyle, personality traits

» Goals: What they want to achieve (in real estate and life)

= Challenges: Pain points, obstacles, concerns, fears

= Information sources: Where they research, what they read/watch
= Decision factors: What influences their choices

= Communication preferences: Email, text, phone, in-person

= Objections: Common concerns they raise

Sample Persona Categories
Common real estate personas to develop:

» First-time homebuyer (young professional, couple, single)
= Move-up buyer (growing family, career advancement)

= Downsizer (empty nester, retiree, simplifying)

» Investor (rental property, flip, portfolio builder)

» Relocating buyer (corporate transfer, life change)

= Luxury buyer (high net worth, specific requirements)

» First-time seller (life change, job move)

» Estate sale (inherited property, family situation)
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Persona Development Prompt

Create a detailed consumer persona for [persona type] in [market area].

Include:

Name and background story
Demographics and psychographics
Real estate goals and timeline
Key challenges and concerns
Information gathering habits
Decision-making factors
Communication preferences

Common objections

How to best serve this persona
Marketing messages that resonate

Make the persona specific and actionable for marketing decisions.

Prompt 2
> Create an ideal 12-month social media marketing plan with
- content ideas for this consumer.
Prompt 3

Write a welcome email to this home buyer to be sent after they
send an inquiry from my website. Make the response friendly,
warm, upbeat, and personable. create an engaging call to action
-— to setup a time to meet at my office in the next week and ask
the buyer to visit my website at [website address] for more
information. I’m a real estate agent. My name is [your name]
and I work for [your company] in [your state].
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Content Marketing

Content marketing is a strategic approach focused on creating and distributing valuable, relevant, and
consistent content to attract and retain a clearly defined audience, ultimately driving profitable customer
action.

In the realm of real estate, content marketing might include blog posts, videos, social media updates,
newsletters, and other materials that provide useful information to potential buyers and sellers. Al plays
a crucial role in assisting real estate agents with content marketing by automating and optimizing
various aspects of the content creation process. Al-driven tools can analyze market trends and
consumer behavior to suggest topics that are likely to engage the target audience. They can also assist
in generating high-quality written content, optimizing SEO to increase visibility, and personalizing
content to appeal to different segments of the market. Additionally, Al can monitor the performance of
content marketing campaigns, providing insights that agents can use to refine their strategies.

By leveraging Al, real estate agents can create more effective content marketing campaigns that
resonate with their audience, establish their expertise in the market, and build stronger relationships
with clients.

Al can help you create various types of content marketing materials efficiently:

Blog Posts

Use Al to draft blog posts on topics relevant to your market and audience. Always review and add your
personal insights and local expertise.

Blog Topic Ideas:

= Local market updates and trends

= Neighborhood guides and profiles

= Home buying/selling process guides
* Home maintenance tips by season

» |nvestment property analysis

= First-time buyer education

= Local events and community features
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Sample Blog Post Prompts

Prompt 1

Please provide a list of 10 blog post titles to introduce a new
family to [city, state].

d

Prompt 2

Please write a blog post of no more than 800 words based on the
[number of title above] title above. Be informative, upbeat,
friendly, and engaging. Write with good SEO techniques. Write
at an 8th grade reading level. Do not violate any Fair Housing
regulations. End with a strong call to action to visit [agent
name] website at [website address] to start the process to buy
a home in [city, state].

d

Prompt 3

Provide prompts for 3 DALL-E graphics related to the blog post.

d

Prompt 4

Provide a social media post designed to get people to click the
link for the blog post, include LinkedIn, Facebook, Twitter,
and Instagram.

d

Prompt 5

Please provide a table of hashtags I can use across the
Internet.

d
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Prompt 6
> Provide prompts for 3 DALL-E graphics related to the blog post.
_—_—
Prompt 7
Provide a social media post designed to get people to click the
> link for the blog post, include LinkedIn, Facebook, and
— Instagram.
Video Scripts

Al can draft scripts for various video formats:

= Property tour narration

= Market update videos

= Educational explainers

= Client testimonial questions

» Social media short-form content

Video Script Prompt

Write a script for a [length] video about [topic].

Platform: [YouTube/Instagram Reels/TikTok]
Audience: [Describe target viewer]

Include:

- Hook in the first 3 seconds

- Clear structure with transitions

- Conversational language (written for speaking)
- Call to action at the end

Tone: [Energetic/Calm/Educational/Friendly]
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Emails & Newsletters

Email remains one of the most effective marketing channels. Al can help you create compelling emails
and maintain consistent communication.

Email Types
Welcome Sequence Introduce yourself to new contacts 3-5 emails over 2 weeks
Market Update Share market statistics and insights ~ Monthly
Newsletter General value content and updates Monthly or bi-weekly
Listing Alert Notify of new listings As available
Just Listed/Sold Announce activity Per transaction
Holiday/Seasonal Stay top of mind Seasonal
Anniversary Celebrate purchase anniversary Annual
Re-engagement Reconnect with cold contacts As needed

Al Application for Email and Newsletters

= Responses to Important Emails
= CRM Email Campaigns

= Create Email Templates

= Newsletter Content

* New Client Onboarding Emails
= Listing Marketing Emails
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Email Prompt Template

Email Generation Prompt

Write a [email type] email for my real estate database.
Context: [Relevant background]

Key points to include:
- [Point 1]
- [Point 2]
- [Point 3]

Call to action: [What you want them to do]

Tone: [Professional/Warm/Casual]
Length: [Word count target]

Provide 3 subject line options.

Rewrite A Professional Email

For real estate agents, the use of Al in rewriting professional emails is a valuable asset for mitigating
liability risks and ensuring effective communication. Al tools can analyze and refine the language used
in emails, ensuring clarity, professionalism, and compliance with legal and ethical standards. By
suggesting modifications to potentially ambiguous or sensitive language, Al helps prevent
misunderstandings that could lead to disputes or legal issues. Furthermore, Al can ensure that
communication adheres to fair housing laws and other industry regulations, reducing the risk of
unintentional violations. In addition to enhancing the accuracy and appropriateness of the content, Al
can also maintain a consistent tone and style, reflecting the agent's brand and professionalism. This
consistent communication style helps build trust and credibility with clients. By leveraging Al for email
rewriting, real estate agents can improve the quality of their communication, protect themselves from
potential liabilities, and maintain a high standard of professionalism in their interactions.

Prompt

You are a business professional dealing with a difficult
negotiator on the other side of the transaction. Rewrite the
> following email in such a way that will deescalate the angry
— party. Use a friendly but professional tone. [insert draft of
response email]
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Prompt for Home Sellers

You are a real estate marketing expert creating content for one
year marketing campaign to engage home sellers and encourage
them to sell their home and choose [agent name] as their agent.
> Emails should be no more than 250 words, will be sent twice a

-_— month, there will be a total of 24 emails. Use engaging email
subject lines with emojis. Should be written in the first
person at an 8th grade reading level. Make tone pithy,
humorous, and informative. Use a call to action at the end that
asks readers to visit [agent website] to find more information.
Do not violate fair housing.

Creating Email Response Templates

Real estate agents can significantly benefit from creating email templates using ChatGPT to respond to
consumer inquiries, as it enhances efficiency and ensures consistent, professional communication.
ChatGPT, with its advanced natural language processing capabilities, can help agents draft well-
structured and informative responses to a variety of common queries, such as property details, pricing,
viewing appointments, and neighborhood information.

By having a set of pre-written templates tailored to different types of inquiries, agents can quickly and
effectively respond to potential clients, saving valuable time that would otherwise be spent crafting
individual responses. These templates can be personalized for each client with minimal adjustments,
ensuring that the communication remains personable and engaging.

ChatGPT offers a practical solution for real estate agents looking to streamline their email

communication with prospective clients, combining efficiency with the personal touch that is crucial in
the real estate industry.

Prompt for Listing

You are an expert marketing content writer. Using a warm and
inviting tone, with some excitement take the following listing
description and create an email that will be used to respond to
> buyers who email and ask for information about the house.

- Direct seller to visit [single listing website url] to get more
information about the house. Include community information and
activities that homeowners enjoy in [city, state] Write at an
8th grade reading level. Do not violate fair housing. Be
friendly and professional. [insert listing description]
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Newsletters

Artificial Intelligence (Al) can be a valuable tool for real estate agents looking to create engaging and
informative monthly newsletters.

Al-powered content generation platforms can assist in curating relevant topics, drafting articles, and
personalizing content for different segments of the agent's audience. By analyzing current market
trends, recent sales data, and client preferences, Al can suggest themes that resonate with readers,
whether it's tips for homebuyers, market analysis, or community news. Furthermore, Al can help
optimize the newsletter for SEO, increasing its visibility and reach.

The ability to automate the more routine aspects of writing, such as formatting and basic content
generation, allows agents to focus on adding their personal insights and expertise to the newsletter.
This blend of Al efficiency and human touch results in a newsletter that is not only a valuable resource
for clients but also an effective tool for maintaining client engagement and reinforcing the agent's brand.

With Al's assistance, real estate agents can produce high-quality, consistent newsletters with less
effort, making it easier to keep clients informed and connected.

Prompt

You are a marketing content expert. Draft a newsletter with

three articles, or not greater than 600 words per segment.

Write at an 8th-grade reading level. Do not violate fair

> housing. Provide the reader with the benefits of selling their
L home, ways to get their home ready for sale, and how to choose

a good real estate agent. Be positive, fun, and engaging. Write

as the first person.
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CRM Email Campaigns

Artificial Intelligence (Al) can play a pivotal role in assisting real estate agents with drafting year-long
email campaigns for their CRM systems.

By leveraging Al, agents can develop highly targeted and personalized email sequences that align with
various stages of the customer journey, from initial contact to post-sale follow-up. Al algorithms can
analyze client data, including past interactions, preferences, and behavior patterns, to create
customized content that resonates with different client segments. This personalization enhances
engagement and strengthens client relationships.

Al can help you design and populate CRM campaigns for consistent client communication:

Campaign Types

= New Lead Nurture: Convert inquiries into clients (8-12 touches over 6 months)
» Buyer Journey: Guide buyers from search to close (milestone-based)

= Seller Journey: Support sellers through listing process (milestone-based)

= Past Client: Maintain relationships for referrals (quarterly touches)

» Sphere of Influence: Stay connected with personal network (monthly)

» Geographic Farm: Build awareness in target area (consistent presence)

» Expired/FSBO: Convert to listings (strategic outreach)

CRM Email Campaign Sample Prompt

You are a real estate marketing expert creating content for one
year marketing campaign to engage home sellers and encourage
them to sell their home and choose [agent name] as their agent.
) Emails should be no more than 250 words, will be sent twice a

Pr— month, there will be a total of 24 emails. Use engaging email
subject lines with emojis. should be written in the first
person at a 8th grade reading level. Make tone pithy, humorous,
and informative. Use a call to action at the end that asks
readers to visit [agent website] to find more information. Do
not violate fair housing.
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Campaign Design Prompt

CRM Campaign Prompt

Design a [campaign type] campaign for my CRM.

Target audience: [Description]
Duration: [Timeframe]
Goal: [Desired outcome]

Provide:

- Number of touches and timing

- Subject lines for each email

- Brief content outline for each touch

- Mix of channels (email, text, call tasks)
- Calls to action throughout

Balance value content with calls to action.

New Client Onboarding Emails

A real estate agent can utilize Artificial Intelligence (Al) to develop an efficient and personalized new
client onboarding system, significantly enhancing the client experience from the outset.

Al-driven tools can automate the initial stages of the onboarding process, such as collecting client
information, preferences, and specific needs through interactive forms or chatbots. This not only
streamlines data collection but also ensures accuracy and completeness. Al algorithms can then
analyze this data to create tailored client profiles, which help in understanding each client's unique
requirements and expectations. Based on these insights, the Al system can automatically recommend
properties, schedule viewings, and provide relevant information, such as neighborhood insights and
market trends, tailored to the client's preferences.

Furthermore, Al can automate follow-up communications, appointment reminders, and personalized
check-ins, ensuring clients feel supported and informed throughout their journey.

By integrating Al into the onboarding process, real estate agents can offer a more efficient, accurate,
and personalized service, setting the foundation for a successful and long-lasting client relationship.
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Create comprehensive onboarding materials to set expectations and demonstrate professionalism:

Buyer Onboarding Materials

= Welcome packet/letter

= Buyer process overview

= Mortgage pre-approval guide

= Property search criteria worksheet
= Neighborhood research resources
=  What to expect during showings

= Offer and negotiation guide

= Closing process timeline

Seller Onboarding Materials

=  Welcome packet/letter

= Listing process overview

» Pricing strategy explanation

= Home preparation checklist

= Marketing plan overview

= Showing guidelines and tips

= Offer review process

» Closing timeline and requirements

Onboarding Prompt

Create a [buyer/seller] welcome packet that includes:

. Welcome letter (warm, professional)
Process overview (step by step)

. What to expect from me

. What I need from you

Timeline overview

FAQ section (5-7 common questions)

N o v A W N R

Contact information and communication preferences

Tone: Professional but approachable
Format: Ready to be designed into a PDF
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Chatbots

Chatbots, powered by Artificial Intelligence (Al), have become an invaluable tool for real estate agents,
revolutionizing the way they interact with clients and manage their workflows. In an industry where
timely and effective communication is key, chatbots provide a 24/7 presence, offering instant responses
to client inquiries, which is crucial in maintaining client engagement and satisfaction. This round-the-
clock availability ensures that potential buyers and sellers receive immediate assistance, whether it's
answering basic queries about listings, scheduling viewings, or providing information about the buying
or selling process.

Moreover, chatbots can manage a high volume of inquiries simultaneously, which significantly reduces
the workload on real estate agents. This allows agents to focus on more complex tasks that require
personal attention and expertise. Chatbots can also qualify leads by gathering preliminary information
about clients' preferences and budgets, enabling agents to tailor their services more effectively to each
client's needs.

In addition to client interaction, chatbots can assist in
administrative tasks such as setting reminders, updating
listings, and sending follow-up messages, streamlining
workflow, and increasing productivity. Furthermore, the
integration of chatbots with CRM systems can provide
valuable insights into client interactions, helping agents to
refine their marketing and communication strategies.

Overall, chatbots represent a cost-effective solution for
improving customer service, enhancing operational
efficiency, and staying competitive in the dynamic real estate
market. By leveraging Al-powered chatbots, real estate
agents can optimize their time, provide superior client
experiences, and ultimately drive more successful transactions.

Al chatbots can handle initial inquiries, qualify leads, and provide information when you are unavailable:
Chatbot Platforms

= Website chat widgets

» Facebook Messenger bots

= SMS/text chatbots

= CRM-integrated chat features
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Chatbot Best Practices

Chatbot Guidelines

DO:

- Clearly identify as automated

- Provide easy escalation to human

- Answer common questions accurately
- Capture lead information

- Set realistic response expectations

- Ensure Fair Housing compliance

DO NOT:

- Pretend to be human

- Provide advice on specific properties without verification
- Make promises you cannot keep

- Handle complex negotiations

- Replace human relationship building

Conversation Design

Design chatbot conversations for common scenarios:

= General inquiry about services
Specific property question
Scheduling showing request

Market value question
Relocation inquiry

Transcription and Notetaking Tools

Artificial Intelligence (Al) has significantly advanced the capabilities of note-taking and voice
transcription services, offering real estate agents powerful tools to enhance efficiency and organization.
In the fast-paced world of real estate, where agents are frequently involved in meetings, property
viewings, and client calls, the ability to accurately capture and organize information is crucial. Al-
powered services like Otter.ai have revolutionized this process, providing a seamless and efficient way
to transcribe spoken words into written text.
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Otter.ai, as an example, uses advanced speech recognition technology to transcribe real-time
conversations with high accuracy. For real estate agents, this means that discussions during client
meetings, property negotiations, or any verbal communication can be automatically converted into text,
ensuring that no crucial details are missed. This is particularly useful for maintaining clear records of
agreements, client requirements, and action items.

Furthermore, Al transcription services like Otter.ai
offer features such as speaker identification,
which help in organizing meeting notes more
effectively. Agents can easily refer back to who
said what during a conversation, which is
invaluable for follow-ups and maintaining clarity in
communication. Additionally, these services allow
for easy searchability within transcribed text,
making it simple to locate specific information.

Otter.ai and similar Al notetaking tools also
integrate with other digital platforms, enabling
agents to streamline their workflow. Transcripts
can be shared with clients or team members,
added to CRM systems, or used to create
summaries and reports. This level of integration
enhances overall productivity, ensuring agents
can focus more on client service and less on
administrative tasks.

Al-driven note-taking and voice transcription services like Otter.ai are invaluable for real estate agents,
offering a reliable and efficient way to capture, organize, and utilize information. These tools not only
save time but also improve the accuracy and accessibility of important data, contributing significantly to
the effectiveness and professionalism of real estate practices.

Al transcription tools convert speech to text, making it easy to document meetings, create content, and
capture important information.

Otter.ai
Popular transcription tool with real-time capabilities.

Features: Live transcription, speaker identification, keyword highlighting, summary generation,
meeting integration (Zoom, Teams, Meet).

Use cases: Client meeting notes, listing presentation documentation, content creation from
conversations, training documentation.
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Best Practices for Transcription

= Always obtain consent before recording

» Inform all parties of the recording

= Review transcripts for accuracy before using

= Store recordings securely with appropriate retention
= Be aware of state laws regarding recording consent

Scheduling Tools

Artificial Intelligence (Al) scheduling apps have become a game-changer for real estate agents,
streamlining appointment management and enhancing efficiency. In a profession where balancing
property showings, client meetings, and administrative tasks can be challenging, Al scheduling apps
provide an intelligent solution that simplifies time management.

These Al-driven apps, such as Calendly, Doodle, or x.ai, use machine learning algorithms to automate
the scheduling process. They can coordinate with the agent's calendar in real time, identifying available
slots and matching them with client preferences for
meeting times. This eliminates the back-and-forth
communication typically required to set up
appointments, saving both the agent and the client
valuable time.

Moreover, Al scheduling apps can learn from the
agent's scheduling patterns and preferences,
offering more personalized scheduling suggestions
over time. They can also send automated
reminders to both agents and clients, reducing the
likelihood of missed appointments and ensuring a
smoother flow of meetings.

Another significant benefit is the integration of
these apps with other digital tools commonly used
by real estate agents. They can sync with CRM
systems, email platforms, and even virtual meeting software, creating a seamless workflow. This
integration is particularly beneficial for managing group showings or team meetings, where coordinating
multiple schedules can be complex.
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Al scheduling apps offer real estate agents a smart, efficient way to manage their time. By automating
the scheduling process, these apps not only reduce administrative burdens but also allow agents to
focus more on client service and other high-value activities. In the competitive field of real estate,
leveraging such Al tools is crucial for staying organized, responsive, and ahead of the game.

Al-enhanced scheduling tools eliminate back-and-forth communication. Here are some tool examples:

= Calendly (www.calendly.com)

Popular scheduling tool with CRM integrations, buffer times, time zone handling, and team scheduling
features.

* Doodle (www.doodle.com)

Good for group scheduling and finding common availability among multiple people.

» x.ai / Motion (www.x.ai)

Al assistants that can negotiate meeting times via email on your behalf.

Presentation Tools

Artificial Intelligence (Al) has revolutionized the way real estate agents create presentations, offering
tools that significantly enhance the quality and effectiveness of their visual and informational content. In
an industry where compelling presentations can be the
key to securing sales and engaging clients, Al
provides a competitive edge.

Al-driven presentation software, like Beautiful.Al or
Visme, allows agents to create professional and
visually appealing slideshows with ease. These
platforms use intelligent design algorithms to
automatically arrange content in an aesthetically
pleasing manner, ensuring that presentations are not
only informative but also visually engaging. Agents can |
input data about properties, market trends, or client
portfolios, and the Al will suggest the most effective
way to visualize this information, whether through
graphs, charts, or other graphical elements.

Furthermore, Al tools can personalize presentations based on the audience. By analyzing client data
and preferences, Al can tailor the content to address specific needs and interests, making each
presentation more relevant and impactful. This level of personalization helps in building stronger
connections with clients.

© REBI-Real Estate Business Institute | The Al Powered Real Estate Professional | V2.0-2026 | Page 126



MODULE 5: Al PRODUCTIVITY & BUSINESS APPLICATION

Additionally, Al can assist in ensuring that presentations are up-to-date with the latest market data and
trends. By integrating with real estate databases and market analysis tools, Al can automatically update
presentations with the most current information, saving agents time and enhancing their credibility.

Al aids real estate agents in creating presentations that are not just visually striking but also highly
customized and informative. This technology streamlines the process of designing presentations,
allowing agents to focus on delivering their message effectively and engaging their audience. As Al
continues to advance, its role in enhancing real estate presentations will undoubtedly grow, offering
agents new and innovative ways to showcase their properties and expertise.

Al-powered presentation tools streamline creation:

= Beautiful.ai

Al-designed slides that automatically adjust layouts. Great for listing presentations and market reports.

* Tome (www.ppt.ai)

Al-first presentation tool that generates slides from prompts.

=  Gamma (www.gamma.app)

Creates presentations, documents, and websites from text descriptions.
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Research

Artificial Intelligence (Al) is playing an increasingly vital role in assisting real estate agents with research
on markets, consumer personas, and business practices. By leveraging Al's data analysis capabilities,
agents can gain deeper insights into market trends, client behavior, and effective business strategies.

In market research, Al algorithms can process
vast amounts of data from various sources,

such as property listings, historical sales data, c, % @

and economic indicators, to identify trends and _ <) o‘?‘”
patterns. This analysis provides agents with a 30 I
comprehensive understanding of market
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dynamics, such as pricing trends, supply and !

demand fluctuations, and emerging hotspots.
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Such insights enable agents to advise clients
more effectively and make informed decisions
about listings and marketing strategies.

When it comes to understanding consumer personas, Al can analyze client data, including past
interactions, preferences, and feedback, to create detailed profiles of potential buyers and sellers. This
information helps agents tailor their services and communication to meet the unique needs and
expectations of different client segments, enhancing client engagement and conversion rates.

In conclusion, Al offers real estate agents a powerful tool for conducting comprehensive research on
markets, consumer personas, and business practices. By harnessing the power of Al-driven analytics,
agents can access valuable insights that drive strategic decision-making, personalize client
interactions, and refine their business operations, leading to greater success and efficiency in their real
estate endeavors.
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MODULE 5: Al PRODUCTIVITY & BUSINESS APPLICATION

Virtual Assistant

Artificial Intelligence (Al) can effectively function as a personal
assistant for real estate agents, streamlining various aspects of
their work and enhancing productivity. In an industry where
time management and efficiency are crucial, Al's capabilities
can be transformative.

Al's role as a personal assistant for real estate agents is
multifaceted. From managing schedules and automating client
communication to providing data-driven insights and
streamlining administrative tasks, Al enhances the overall
efficiency and effectiveness of agents. By leveraging Al as a
personal assistant, real estate agents can optimize their
workflows, improve client relations, and stay competitive in a
fast-paced industry.

Tool examples:
= NotebookLM.google.com

NotebookLM is an experimental, Al-powered research and note-taking assistant developed by
Google that uses Gemini to analyze, summarize and answer questions based specifically on user-
uploaded documents (PDFs, Docs, websites, YouTube videos, etc.). It acts as a “thinking partner”
that provides grounded, cited insights to help organize, synthesize, and understand complex
information faster.

Lovable.dev

An Al-powered app and website builder platform that lets you create web applications, internal tools,
and websites by describing what you want in natural language — no coding required.
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MODULE 5: Al PRODUCTIVITY & BUSINESS APPLICATION

Automation Platforms

Automation platforms connect your tools and automate repetitive tasks:

Platform Comparison

m Best For Skill Level Pricing

Simple connections,

Zapier ; . Beginner Free tier available
many integrations
Complex workflows, . . .

Make.com . , Intermediate Free tier available
visual builder

n8n.io Self-hosted, technical Advanced Free self-hosted

flexibility

Automation Ideas for Real Estate

* New lead from website triggers CRM entry, email notification, and task creation
» New listing triggers social media posts across all platforms

» Email signature extraction adds contacts to CRM automatically

= Calendar event creation triggers preparation task list

» Contract signature triggers closing coordinator notification

» Closing date triggers anniversary email scheduling

» Form submission creates formatted summary document

= Review received triggers thank you email and social share

» MLS status change triggers buyer notification

= Daily digest email of all tasks and appointments

Automation Starting Point

Start with one simple automation that saves you regular time. Master it, then add complexity.
Common first automations: lead notification to phone, social media cross-posting, or calendar-to-
CRM sync.
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MODULE 3: Al PRODUCTIVITY & BUSINESS APPLICATION

Key Resource: Al Implementation Plan for Real Estate Professionals

Personal Action Guide for Al Adoption in Your Business

In the Appendix of this Workbook, we have include a plan to help you integrate artificial intelligence into
your real estate business in a structured, ethical, and productive way.

Module 5 Review and Reflection

Key Takeaways

= Create multiple biography versions for different contexts

= Consumer personas guide marketing decisions and messaging

= Al streamlines content creation but requires your expertise and review
= Email campaigns benefit from Al drafting with human personalization
= CRM campaigns should balance value content with calls to action

= Chatbots supplement but do not replace human connection

= Automation saves time on repetitive tasks

= Always maintain human oversight and quality control

Reflection Questions

1. Which productivity tool will have the biggest impact on your business?

2. What tasks ae you doing repeatedly that could be automated?

3. How will you balance Al efficiency with personal connection?
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REVIEW

Ongoing Professional Development

It is also critically important for you to have on-going professional development. We recommend the
“‘ESSENTIAL 4” as the baseline credentials for every real estate professional to do business.

These courses provide the skill sets needed to be successful in today’s real estate environment. They
are also a terrific risk management strategy for brokers and managers.

Accredited Buyer Representative

SELLER REPRESENTATIVE SPECIALIST

the
ESSENTIAL

JIPSA

- ey
Real Estate
NEGOTIATION EXPERT PRICING STRATEGY ADVISOR

© REBI-Real Estate Business Institute | The Al Powered Real Estate Professional | V2.0-2026 | Page 132



REVIEW

More Credentialing Programs from the Real Estate Business Institute (REBI)

No matter where you are in your career path, our learning experiences, tools, and resources will help
you navigate change, increase profitability, and build a successful and sustainable career.

We own and confer the following credentials: (learn more at www.REBInstitute.com)

Designations Certifications

CR CRETS

Certified Real Estate
CERTIFIED REAL ESTATE TEAM SPECIALIST Real Estate
BROKERAGE MANAGER SELLER REPRESENTATIVE SPECIALIST NEGOTIATION EXPERT

[H1CERTIFICATE COURSES

Elevate Your Skills. Expand Your Opportunities. Discover flexible, focused courses that deliver
real-world strategies you can put to work right away. Whether you’re building new skills, exploring a
specialty, or sharpening your business practices, these courses give you the tools to grow your success
at every stage of your career.

» Al Powered Real Estate Professional

= Marketing the Listing

= Personal Branding (March 2026)

* Probate Real Estate Essentials (March 2026)
» Real Estate Professional Assistant

» The Right Start (agent training program)
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REVIEW

rebi

Real Estate Business Institute

About REBI

At the Real Estate Business Institute (REBI), we believe every real estate professional has the power to
achieve lasting success. That's why we provide the education, resources, and credentials that help you
stand out, lead with confidence, and grow your business.

Whether you’re looking to sharpen your skills, build stronger client relationships, or take your career to
the next level, REBI is here to empower you with the tools and training that drive measurable results —
and inspire extraordinary achievements. As an affiliate of the National Association of REALTORS®, we
are proud to have a global network of more than 55,000 members worldwide.

Why REBI?

= Grow your business. Elevate your career.

= Benefit from success-driven education that drives production and profitability.
» Stand out with industry-recognized credentials.

» Lead your brokerage or team with confidence.

= Gain leadership skills that inspire success at every level.

» Master strategies that create lasting client relationships.

= Learn, collaborate and thrive with a community of leaders.

Learn more at: www.rebinstitute.com
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REVIEW

| completed the Course, now what?

* You will receive an email from REBI as soon as they receive this class roster.
= The email will have instructions on how to download a certificate of completion for the Course.

= Be patient — REBI won’t know who you are until they receive the course roster. This can take the
sponsor a week or so to submit.

Course Evaluation (classroom delivery only)

Your feedback is valuable and helps us with managing content and providing valuable learning
experience.

The evaluation should only take you 3 — 5 minutes to complete. A simple option is to scan the QR code
on the slide the instructor has up and complete it from your mobile phone or tablet.

Open the camera on your mobile device and align the QR code in the frame.

The course provider will also send you a link to complete the evaluation following the conclusion of the
course if a paper version has not already been distributed.

You may also use this link to complete the course evaluation:

https://wkf.ms/490LLEP
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APPENDIX

This appendix provides a comprehensive reference guide for using ChatGPT effectively in your real
estate practice. While the principles apply broadly to most large language models, the specific interface
guidance focuses on ChatGPT as one of the most widely adopted Al tools.

Getting Started with ChatGPT

Account Setup

To begin using ChatGPT, navigate to chat.openai.com and create an account. You can sign up using
email, Google, Microsoft, or Apple credentials.

Subscription Tiers

Trying ChatGPT,

Free $0 GPT-40 mini, limited messages occasional use

Plus $20/month GPT-40, more messages, DALL-E, voice  Regular professional use
Pro $200/month Unlimited access, priority, 01 pro mode Heavy daily use

Team $25-30/user Workspace features, no training on data Business teams

Recommendation

For real estate professionals using ChatGPT regularly, the Plus tier offers the best balance of
capability and cost. The Team tier is worth considering for privacy-sensitive work.
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APPENDIX

The CLEAR Framework

Structure effective prompts using CLEAR:

Provide background information about the situation, your role, and the
audience.

Example: "l am a residential real estate agent in Northern Virginia working with first-time homebuyers
who are pre-approved for $450,000."

(MY -V e Wi -1 Specify how long the response should be and what format you need.

Example: "Write a 200-word property description in a warm, professional tone suitable for MLS."

When possible, provide examples of what you are looking for.

Example: "Here is a description | wrote previously that captures the tone | want: [paste example]"

Clearly state what you want ChatGPT to do using action verbs.

Example: "Write," "Analyze," "Compare," "Create," "Summarize," "Explain"

R - Restrictions Specify what to avoid or any constraints that apply.

Example: "Do not mention schools, demographics, or crime rates. Avoid superlatives."
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APPENDIX

Real Estate Prompt Templates

MLS Listing Description

Template

Write an MLS property description for a [property type] in [location].

Property Details:

[Bedrooms] bedrooms, [bathrooms] bathrooms
[Square footage] square feet

Built in [year]

Key features: [list features]

Recent updates: [list updates]

Requirements:

Maximum [X] characters

Professional MLS tone

Lead with most compelling feature

Do not mention: schools, demographics, crime
Avoid superlatives and cliches

Buyer Follow-Up Email

Template

Write a follow-up email to a buyer after initial consultation.

Context:

Buyer name: [name]

Meeting date: [date]

Looking for: [property criteria]
Budget: [range]

Timeline: [when buying]

Key concerns: [list concerns]

Email should:

Thank them for their time
Recap what we discussed
Outline next steps

Be warm but professional
Under 200 words
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APPENDIX

Market Update Email

Template

Write a monthly market update email for my database.

Market data:

- Location: [city/area]

- Median price: [current] vs [last year]
- Days on market: [average]

- Inventory: [months of supply]

- Key trend: [what is the story]

Requirements:

- 3 subject line options

- Engaging opening

- Data presented clearly

- What this means for buyers/sellers
- Soft call to action

- 200-300 words

Troubleshooting

Problem Solution

Response too generic Add more specific context, details, and examples

Response too long Specify word count or format requirements

Wrong tone or style Describe the tone you want or provide an

example
Factual errors Ask for sources, verify information independently
Does not follow instructions Break into smaller requests, be more explicit
Repetitive responses Rephrase request, start new conversation
Refuses to help Rephrase to clarify legitimate purpose
Outdated information Ask ChatGPT to search the web
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APPENDIX

Best Practices Summary

Do

= Provide specific context and details

= Specify format, length, and tone

» |terate and refine responses

= Verify all factual claims

= Review everything before using with clients
= Keep sensitive data out of prompts

= Save effective prompts for reuse

Do Not

= Trust Al output without verification

* |nput confidential client information

= Use Al-generated content without review

= Assume Al understands implied context

= Rely on Al for legal or financial advice

» Forget Fair Housing compliance

= Use Al as a replacement for professional judgment

The Golden Rule

Clear input equals clear output. The quality of what you get from ChatGPT directly reflects the quality
of what you put in. Invest time in crafting good prompts, and you will save far more time on the
results.
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APPENDIX

Quick Reference Card

Prompt Building Blocks

ROLE: "Act as a [specific role] who [relevant expertise]..."

CONTEXT: "I am a [your role] working with [client type] in [location]..."
TASK: "Write/Create/Analyze/Compare [specific deliverable]..."

FORMAT: "In [X] words, formatted as [structure]...”

TONE: "Use a [professional/conversational/authoritative] tone..."
CONSTRAINTS: "Do not include [restrictions]. Avoid [things to skip]..."
EXAMPLE: "Here is an example of what I am looking for: [paste example]..."

OUTPUT: "Provide [number] options/versions for me to choose from..."

Iteration Phrases

"Make this more [specific quality]"
“Shorten this to [target length]"

"Remove the part about [section]”

"Add more detail about [topic]"

"Rewrite in a more [tone] voice"

"Give me three alternative versions"”
"Keep the structure but change [element]"
"Start over with a different approach"
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APPENDIX

Prompting Lighting and Camera Types

Crafting precise and detailed prompts is essential when using Al to create graphics with specific
lighting, camera lenses, and camera types.

When requesting specific lighting conditions, it's important to describe the lighting quality, direction,
intensity, and mood. For instance, if you're aiming for a warm and inviting atmosphere, your prompt
might be:

"Generate an image of a cozy living room with soft, warm lighting emanating from a
fireplace and dimly 1it lamps."

Alternatively, for a more dramatic effect, you could specify:

"Create an image of a cityscape at dusk with harsh, contrasting shadows and the
vibrant colors of the setting sun."

By articulating the nuances of lighting, you guide Al to produce visuals that capture the desired
ambiance and emotion.

Specifying camera lenses and types requires knowledge of photography terminology and how different
lenses impact an image. If you want a wide, panoramic view, you might use a prompt like:

“Create a wide-angle shot of a mountain range, showcasing expansive views with a
sense of depth.”

For a portrait with a blurred background, you could specify:

"Generate a close-up portrait of a person with a 50mm lens, featuring a sharp focus
on the subject and a soft, broken background."

Understanding terms like "wide-angle," "telephoto," "macro," or "fish-eye" and their effects on
composition and perspective is crucial in conveying your vision.

In terms of camera type, your prompt should reflect the desired photographic style or era. For a vintage
feel, you might use a prompt like:

"Generate an image in the style of a 1960s film camera, with grainy texture and
muted colors.™

For modern, high-definition imagery, you could specify:

"Create a crisp, ultra-high-definition landscape photo taken with a contemporary
DSLR camera."
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APPENDIX

Depicting Lighting and Camera Types - continued

Combining these elements in your prompt requires balance and coherence. A well-structured prompt
might read:

"Generate a high-contrast black and white image of an old street at night, taken
with a 35mm lens, capturing the sharp shadows and bright highlights under the
street lamps."

This prompt informs Al of the specific camera lens (35mm), desired lighting (high-contrast, under street
lamps), and style (black and white).

In conclusion, effective prompting involves a detailed and knowledgeable approach to describing
lighting, camera lenses, and camera types. By clearly articulating the desired visual elements, you can
harness Al’s capabilities to create images that align closely with your creative vision. Understanding the
nuances of photography and lighting will enhance your ability to communicate effectively with this
powerful Al tool, leading to more precise and satisfying results in your graphic creations.

Sample Prompt to Generate a Graphic

“Create a high-resolution image of a young woman
walking in a bustling city street during the golden
hour, just before sunset. The lighting should be warm
and soft, highlighting her features with a natural glow

> and casting long, gentle shadows on the pavement. Use a

-_ DSLR camera with a 50mm lens for a natural perspective,
ensuring the woman is in sharp focus with a slightly
blurred city background. Capture the essence of the
city's vibrancy while maintaining a sense of
tranquility around her, with the warm sunlight
reflecting off the surrounding buildings to create a
serene yet lively atmosphere.
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Real Estate Business Instit *

Digital Downloads to E vb oursuccess

N

Your Real Estate Business — Simplified and Systemized

Take your business further with our exclusive digital downloads - designed to save
you time, keep you organized, and help you grow. Each resource is professionally
developed and ready to implement, giving you practical strategies and tools that
make an immediate impact.

Buyer & Seller

Strategy Session Guides Why Agents and Brokers
Love These Tools

e Save hours of time creating

Real Estate Success Planner: systems from scratch.

Goals, Strategies, and Action « Stay consistent, organized,

and client-focused.

 Instantly elevate your brand

Email Drip Campaign Guide
Your business deserves it —

and your clients and
agents will notice.

Agent Onboarding Manual

for Brokers and Managers LedETR Mefaaha
Download Today! 9
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Save Time and Stay Focused

BUYER & SELLER Deliver a presentation that helps you build trust,
STRATEGY SESSION demonstrate knowledge, and secure written
GUIDES commitment. Save 50% with Code: RENE

Free Bonuses! Buyer & Seller Intake Forms,
Property Features Checklist, Social Media Planner
and Post Templates.

Customize in Canva
English & Spanish Versions

AGENT ONBOARDING A step-by-step guide to launching productive,
MANUAL FOR BROKERS onal, and confident agents.

& MANAGERS Free Bonuses! Agent Business Planning
Worksheets, Agent Login Sheet, First Year Success
pdf download Map, Mentorship Agreement, New Agent Progress

Tracker, Welcome Email Templates

THE ULTIMATE REAL A step-by-step playbook to building automated

ESTATE EMAIL DRIP email sequences that turn leads into clients.

CAMPAIGN GUIDE What's Inside: Target audiences descriptions,
email focus, tips, suggested timing, examples of

pdf download high-converting subject lines, effective Calls to

Action, cut-and-paste email copy, and more!

REAL ESTATE SUCCESS Build a foundation for a thriving and fulfilling
PLANNER: GOALS, real estate career.

STRATEGIES, & ACTION Free Bonus! A comprehensive 32-page Goal
Mapping Workbook - your compass to bridge the

pdf download gap between where you are now and where you
want to be.

Preview and Purchase at:

www.rebinstitute.com/shop

© REBI-Real Estate Business Institute | The Al Powered Real Estate Professional | V2.0-2026 | Page 145




Al Implementation Plan for Real Estate Professionals

(Personal Action Guide for Al Adoption in Your Business)
Purpose
This plan helps you integrate artificial intelligence into your real estate business in a structured, ethical,

and productive way. The goal is to improve efficiency, enhance client service, and increase business
growth while maintaining professional standards.

m Define Your Al Business Goals (Week 1)

Identify your top 3 priorities:

O Generate more leads

[0 Save time on marketing

O Improve client communication
O Increase listing quality

O Automate follow-up

[0 Stay competitive

O Improve market analysis

O Other:

My Top 3 Goals:

1.

Success Metrics (How you’ll measure results):

= Hours saved weekly:

= Leads generated:

= Response time improvement:

= Transactions influenced by Al:
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m Choose Your Core Al Tools (Weeks 1-2)

Select one tool in each category.

Communication & Writing

O ChatGPT
O Claude
0 Gemini
[ Other:

Marketing & Visual Content

O Canva Al

0 Al image generator
O Video Al tools

O Other:

Productivity & Automation

O CRM Al features
O Email automation
[0 Transcription tools
O Scheduling tools

My Tool Stack:

= Writing:

= Marketing:

=  Productivity:

m Establish Al Risk & Compliance Practices (Week 2)

Following course guidance on ethical use and verification:

Safety Rules | Will Follow:

O Verify all Al content before use

O Protect client confidentiality

O Follow Fair Housing compliance

O Avoid biased or misleading content
[ Disclose Al use when required

O Follow brokerage policies
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My Al Use Policy (Personal Commitment):

m Build Your Prompt Library (Weeks 2-3)

Create reusable prompts for daily work.

Core Prompts to Create:

0 MLS listing descriptions
0 Buyer follow-up emails
O Seller communication

0 Market updates

[0 Social media posts

O Property marketing copy

My First 3 Standard Prompts:
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m Implement Al Marketing Systems (Week 3-4)

Choose at least 3 marketing uses:

[ Property descriptions

O Social media posts

O Listing presentations

[ Blog or content marketing
[ Video scripts

0 Email campaigns

O Virtual staging / visuals

Weekly Al Marketing Schedule:

= Monday:

= Wednesday:

= Friday:

Step 6 Automate Business Process (Month 2)

Select processes to automate:

[0 Lead response

0 Appointment scheduling

0 CRM follow-up

O Client onboarding

O Meeting summaries

O Transaction communication

Estimated Time Saved Per Week:

Step 7 ‘ Enhance Client Experience (Month 2-3)

Al Client Experience Improvements:

[0 Faster response times

O Personalized property recommendations
OO0 Market insights

O 24/7 communication tools

[1 Better property marketing

How Al Improves My Client Value:
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Step 8 ‘ Measure Performance & Optimize (Monthly Review)

Monthly Review Questions:

What worked best?

What saved the most time?

What generated business?

What needs improvement?

Adjustments for Next Month:
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90-Day Implementation Timeline

Month 1 — Foundation

v Define goals

v Select tools

v Build prompts

v Start using Al weekly

Month 2 — Integration

v Implement marketing workflows
v Automate processes
v Establish verification process

Month 3 — Optimization

v Track results
v Improve systems
v Expand Al usage (advanced features)

Al Adoption Commitment Statement

I commit to using Al responsibly, ethically, and strategically to enhance my real estate practice and
deliver better service to my clients.

Signature:

Date:
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Connect With Us On Social!

'i rebusinessinstitute
@rebinstitute

m real-estate-business-institute

learn
more.

rebinstitute.com

@ 800.621.8738 @ www.rebinstitute.com rebi@rebinstitute.com




