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Alyssa: Well, hello there everybody, this is Alyssa Granlund and I am a senior coach at Excelleum. I'm happy to be with you
guys today on the “Ask the Coach” call. And this is going to be your time to just ask any questions you’ve got going on or
talk about challenges, and I'll try to do my best to answer as best I can. So, I know we’ve got a few people on the line, so I’m
just going to open it up and let's get started. So who’s got the first question for me? Well, let’s start this way. Why don’t we
find out who all is on the line? Anybody want to go ahead and shout out their names for me?
Emma: Emma Eyer, Berkshire Hathaway.
Alyssa: Hi Emma. Okay.
Richard: Hi. Richard Delbo.
Alyssa: Hi Richard.
Richard: I’m in Miami.
Alyssa: In Miami? Awesome. Emma, where are you from?
Emma: San Diego Central.
Alyssa: San Diego, okay. Who else do we have on the line? I know I heard a couple of other people. Okay. So now,
Emma, who are you coaching with right now?
Emma: I don’t know if it’s anyone specific that I'm coaching with. I’m just in the 45-day program, so I don’t have a coach.
Alyssa: Great, awesome. How long have you been doing that?
Emma: I think this is Day 12.
Alyssa: Okay, good. Excellent. Are you making all your calls?
Emma: Most of them. I have another job, so the only way to support myself and keep doing this is to work my other job as
well. So, that’s taking up a lot of my time. But I’m trying as hard as I can. One of the things I’m going to do that I learned –
Debbie had the Listing Summit two weeks ago. She was suggesting doing joint ventures, so me and another lender are going
to do a thing for empty nesters who are downsizing. So one of the things I wanted to do was try to get some more valuable
information to make that event worthwhile. I don’t know if you have any info on that, or stuff to send out.
Alyssa: Well, are you going to be an in-person event? Is that what you’re thinking?
Emma: Yes.
Alyssa: Okay, and where are you going to have it?
Emma: Somewhere in San Diego; we haven’t decided yet. It’s still very much in the beginning process.
Alyssa: Okay, good. Yeah, so I think what’s important with doing one of those types of events is to think about what is it
that they’re most worried and anxious about, as far as the downsizing piece. Have you started to work on the content yet?
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Emma: No, not yet. I just came up with this a couple of days ago.
Alyssa: Okay. So, when I’ve done those types of events, what I do is I think about where are they right now, what's holding
them back from moving forward, because most of the time when people are downsizing there's a whole lot of emotional
things and then there’s worries about where they’re going, what their options are, they don’t know how much equity they
have. There are so many things, so I would think through the challenges and objections that you might hear about why they
are going to stay where they're at. You see what I mean? And then try to address as many of those as you can in your class.
But what you want to do is think about what stage are they at right now, what are their worries and fears, and then how are
they going to feel when they move through the stages and they're done and they're in their new place? So worst case of just
how they are right now, and best case of how they’re going to feel when they're done. And so then in your event you take
them through the stages, you talk about each of the stages and what's going to need to happen, without giving them too much
information but enough that they know that you know what you’re talking about and that they could rely on you to guide
them through all of the stages that they’re going to need to go through.
Emma: Right.
Alyssa: And that you’re going to be the person to give them and show them what their options are. That's really important
too. So that's how I would do it. That’ll help you kind of put together an outline, and then once you get that outline and you
think about their fears and their objections, that's going to help you in your marketing for the event, because I think that's the
key thing, is to figure out what it is that they're really scared of or nervous about, and that you're going to be covering these
things and talking about them. That’s what’s going to catch their attention to get them to come. Because I think the trick is
getting people in the room, right?
Emma: Yeah. I have a general outline for that, and I think I know the objections. So it’s just going to be a matter of writing
the content and giving them something physically, because I feel like that always helps, if they have something to take home
with them.
Alyssa: So that’s good. Yeah, so think about one of the things that you could offer is almost a concierge service where you
have vetted professionals to help them, because a lot of times the first objection when they’re trying to downsize is, “I don’t
know what to do with all my stuff.” So maybe you’ve got some help for that, to help them declutter, help them kind of sort
through their things. Not that you're going to do it, but you have resources.
And one of my clients has put together a whole concierge list for seniors or people that are downsizing, and that’s one of the
things that she has, is vetted people that she trusts to help them through the process, at reasonable prices, that type of thing.
So maybe you want to think through that – who are some of the other referral partners you might have? And then the beauty
of that is, these referral partners probably are serving the same community, if you think about it. So if you’ve got an antique
dealer who would come to the house and give them a bid, those people are in front of that audience all the time. So that
might be another joint venture partner that you could get involved. So think through that, and you might find that it’s not just
you and a lender, but maybe there’s four or five of you that could be gathering people to come.
Emma: Got it. So it’s kind of funny with today’s phone call. I’m actually walking into the Padres Stadium with a client that
I’m about to meet. And I kind of dialed in hoping more people would be on the call, just to hear their questions and be more
of a listener, because once this game starts I’m not really going to be able to talk anyway. And I feel really bad because I
forgot about it, but it sounds like no one else is on the call, but I have to go.
Alyssa: No problem. No, Rich is on the call and I know there are a couple of other people too that are just listening.
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Emma: Okay.
Alyssa: Okay, Emma, thanks so much. Good luck.
Emma: I’ll stay on as a listener as long as I possibly can, but thank you for helping out with that.
Alyssa: Awesome. Have a great day.
Emma: Thank you.
Alyssa: Okay. And who else just spoke up? I heard somebody else say something.
Stacy: Stacy’s here.
Alyssa: Hi Stacy. How are you?
Stacy: Good, how are you?
Alyssa: I’m good. Tell me where you’re from.
Stacy: Virginia.
Alyssa: Virginia, okay, awesome. Welcome. I’m going to ask Richard – did you have any burning questions at all?
Richard: No burning questions as of yet. Just like the previous person I’m kind of spectating right now and hoping to learn
and maybe I’ll have some questions as I go, but nothing so far.
Alyssa: How long have you been in the business?
Richard: Okay, so it’s weird for me. I’ve been in the business since last May, but didn’t start practicing until I got back to
Miami. I was actually in California for about four to five months, so when I got back is when I started hitting the ground
running. I want to say last November I started focusing on this full time.
Alyssa: And how is it going?
Richard: It’s good. Struggled, for sure, but so far so good. I guess you have to take every loss as a lesson and move
forward.
Alyssa: Yeah. Miami is a little bit of a different market too.
Richard: Yeah.
Alyssa: One client I have in Miami that’s had a lot of success, one of the things that she did, and maybe you’re already
looking into this, but she worked with people that were looking to lease or rent, because that seemed to be a little bit easier to
get into, to help people to find rentals, and then she would convert them to buyers.
Richard: Well, that’s what I’m doing. So I drove to California, I drove to Sacramento, and during the drive a lot of the
people that I met were actually moving to Miami. I’m helping out with _______. One of them actually, we signed her up on
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January 1st of this year and ironically enough the community that I put her into, she had an issue with that place, where she
wasn’t getting any resolutions with the landlord, because the landlord lives in Peru and the agent is actually the property
manager. And she was having issues with rodents, bugs, whatever it might be. It was a constant thing. So she and I kept in
contact and I did my best to help her out. Eventually we got her the lease and we talked about putting her into a house later
on this year to buy. So I’ve decided to take her to one of those commercial leasing places, and ironically enough they ended
up cutting me a check anyway. So that's been tremendous help. I’ve been helping a lot of people with rentals and it’s been
slowly turning the wheel and turning into actual prospects to buy or sell. And it’s helping the marketing, because this is all
referral-based, so every little lead in the beginning helps.
Alyssa: Good. Yup, you’re building up your pipeline. So that’s great, Richard. Good job!
Richard: Aside from that, that’s helped tremendously but what’s helping me the most is the same thing that kind of kept me
in California for so long, because I was supposed to be there for a few weeks. I realized that community is probably the
biggest driver in this, so any kind of community functions, _________, whatever it might be… Tonight I'm going to a panel,
so at these events just being out there, people to see my face and talk to me, and hand out business cards, shake hands –
maybe it really helps.
Alyssa: Good. Well, good for you. I'm glad you're making it happen. Now are you in coaching right now or are you in 45day Cash Machine?
Richard: I’m actually in 45-day Cash Machine as well.
Alyssa: Good, good. Well, keep at it, make sure you follow everything because that stuff is really powerful, okay?
Richard: Yeah, I definitely will.
Alyssa: Okay. Well, we’ll come back. If you have any questions, you just speak up, okay?
Richard: Not a problem.
Alyssa: Okay. So Stacy, are you still with us?
Stacy: I am.
Alyssa: Okay, awesome.
Stacy: And I’m trying to write a letter from someone else, because she doesn’t have time. And she's left the area and she's
referring me her business. And I want to do a great, great letter that’s telling her past clients that now I'm going to be their
agent, in a nutshell. And so, could you just help me with… I mean I’ve talked to Debbie about it in the past and I’ve tried to
write the letter, and then I get busy, but I’ve got to write this letter. So I’m just looking for opinions, so it can’t hurt to ask
you.
Alyssa: Right, so tell me what you’ve got so far.
Stacy: So far it’s…
Dear Friend / Customer, I have some news to share. I’ve left the area, or I’m leaving the area. I got a great
opportunity somewhere else so I’ve left. And I want you to know that you’re in good hands with my fellow
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colleague Stacy. She’s going to be working with you and helping you with all of your real estate needs. And this is
her number and you should reach out to her.
But it needs to say way more than that, and I don’t know what to say to have it be not too long, not too short, but really
capturing them and wanting to call me, and not feeling like, “Oh, it’s not the other person. It’s not Joe. I always wanted to
go with Joe, now I can’t go with Joe. I don’t know about this person.” I want them to be 100% and not have any
reservations. Now she’s also been giving me, if she has it, their contact information. But I’ve agreed to print the letter and to
put a stamp on it and mail it. And I’m still going to be giving her a referral fee.
Alyssa: Yeah, that’s what I was going to ask. Okay. But you don’t know how many she has phone numbers for?
Stacy: I don’t know. I mean she doesn’t even know. She’s always been a part-time agent, but she does do business. I mean
I’m not cutting her down – she’s just not all that organized. She doesn’t have a CRM, she’s never kept anything like that.
Alyssa: Okay. So what I would do if it were me, I would write a letter saying…
I just wanted to reach out to you because you are a valued customer of mine and I so appreciate the business that
we've done in the past. And I wanted to let you know that I am X…
No, no, no. I would say…
I wanted to let you know that I have a business partner, and her name is Stacy. And Stacy is working alongside me,
blah, blah, blah, and it’s allowing me to pursue another opportunity.
And you can give the information about what she's going to be doing. But I would refer to you as a “partner” in the business.
And then…
Stacy is going to be following up with you to see if you have any real estate needs or any way that we can help you,
blah, blah, blah.
But I would stay away from talking about her retiring or anything like that. I would say more… I know that she’s moved out
of state, right?
Stacy: Yes.
Alyssa: So, I think she could also say…
I’m still going to be involved. Stacy is going to be running things by me and talking with me, but since I am living
in Florida, now I thought it’d be better if I put you in Stacy’s hands.
Something like that, is what I would do.
Stacy: Right, okay. Is there anything else that we can say that’s going to make them feel connected to me?
Alyssa: Well, I might do a little bit about your bio.
Stacy: My bio, yeah. I have experience and I’ve sold properties in the city, and that kind of thing.
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Alyssa: And maybe why she trusts you with her business…
Stacy is an expert at (blank). I really trust her because of her attention to detail and really how she takes care of the
client.
Or whatever, you know what I mean? What’s in it for them, I guess is the question. So yeah, she should talk about you, but
as she’s talking about you, talk about it in a way that, how it benefits them. So what is your expertise, Stacy? How long have
you been in the business?
Stacy: Well, over 15 years, and I’ve been with the same company the whole time. I am a top producer in my office. I work
with both buyers and sellers, and of course occasional renters. And I’m a native of the area.
Alyssa: There you go, that’s important.
Stacy: And I have the buyers designation, I have a military designation, I have a negotiation designation – several things like
that.
Alyssa: So talk about one of those designation…
She has a military designation, and how this would benefit you is…
What? How would this benefit them, that you have this? Because a lot of times we have all these designations but they don’t
know what they mean. So, how does this military designation benefit them?
Stacy: Because I’m able to provide the support they need.
Alyssa: If they’re a vet, right? What if they’re not? What if they have no interest in military? There are still benefits. What
are they?
Stacy: Handling typical situations.
Alyssa: Maybe, and also it could be access. It could be you’re going to be able…
Stacy: Access to military buyers?
Alyssa: Yeah. So, access to buyers that are moving to the area that are affiliated with the military.
Stacy: Okay.
Alyssa: So just think about that. How does it benefit them? And what if they’re not a part of that group, but still could
benefit them? So if you could think of all of those things. And then what were the other designations you have?
Stacy: The Negotiation Expert designation.
Alyssa: Okay. So, how many agents have that?
Stacy: I don’t know.
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Alyssa: Pretty small amount. You could probably go on their website and find out. But you might say…
1% of the real estate agents in Virginia have this designation. And how this sets her apart is, X.
Because that’s not a common one.
Stacy: So “top dollar for your property” type of thing.
Alyssa: Yeah. So that’s good, and there’s another one.
Stacy: Affiliated Buyers accreditation.
Alyssa: Yeah, so this gives her… What's the benefit for that one? Why is that one helpful? What did you learn from it?
Stacy: How to convert buyers to see the value in having representation, and just the process of working with the buyer.
Alyssa: Okay. So the convert buyer part – that benefits you. So, how does this benefit a seller, would you say? A lot of
these people are probably sellers.
Stacy: I think that I’m attracting more buyers, because I have it out there that I’m specialized working with buyers.
Alyssa: And we all know that the more buyers that see and know about your home, the higher dollar you can get, right? The
more buyers that it can be exposed to… Again, it’s kind of exposure, access. Because in my opinion, what I hear a lot of
times when I’m at listing appointments with sellers – they don’t really get it. Even though we talk about that buyers are
going to have an agent, they still think that we’re the ones who are going to sell their house, because they do it so
infrequently they don't really get it. So, if you’re somebody who’s got a lot of buyers, or has access to a lot of buyers –
they’re going to like that.
Stacy: Okay. What else would you say if you were writing a letter?
Alyssa: I like the fact that you've been in the business a long time and you've dealt with a lot of different situations, that you
totally understand. Because you're a native you totally understand the different neighborhoods and the values that different
neighborhoods bring. I think that's really important. You're connected in the community. Do you have kids in the schools
there, or have you?
Stacy: No.
Alyssa: Okay. Did you go to the schools yourself?
Stacy: In an area school, not this exact school where I think that she’s got the most clients. It’s the neighboring county.
Alyssa: Okay, no problem. I would look for commonalities where you can plug in you're a part of this charity or you serve
doing this. And also at the very end I’d probably throw in a little personal interests. Is there anything unique about you, like
a unique interest that you have that you can think of that might be good?
Stacy: Well, there’s lots of things. I would just have to find ones that are specific to her… I don’t even know who her clients
are yet.
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Alyssa: What about you? Do you raise dogs? Do you ride horses? Is there anything about you like that?
Stacy: I do some charity work for a particular organization, I do an annual fundraiser for that. I enjoy entertaining and
cooking and decorating. My parents were interior decorators, so I kind of got the decorating bug and then went to the next
phase of real estate.
Alyssa: That interior decorating is interesting, I’d probably throw that in – that you’ve got experience with that and so that
really helps you to prepare homes for sale, to be able to show them off in the best light. That’s really cool. And then the
charity piece, that you manage a fundraiser…
You might have seen her around. If you’re all interested in charities, she does serve in this capacity.
Type of thing. Because any little thing that we can kind of…
Stacy: Connect.
Alyssa: Yeah, exactly. I think that’s enough. I think if you can just kind of massage that, it’s a nice introduction, it makes
you a real person, they feel like they know a little bit about you, they know that you’re competent, and they know that you’re
local. I think that’s a big thing that I would stress too, that you grew up in the area, you totally understand the nuances of the
area, because that’s really important. You’ve been in the business a long time, you’re a top producer, you are a trusted
partner of hers or his, and she feels really confident in your abilities to represent everybody – that type of thing. I think that’s
enough.
Stacy: Okay, great. Thank you.
Alyssa: Let’s ask Richard though. Richard, did you have any thoughts?
Richard: So far I think it’s very strong, it’s very good. Like you said, it’s pointing out the positive attributes that you can
contribute, as well as how you can contribute in the transition to this person moving on. Sorry, you kind of caught me off
guard, I wasn’t expecting you to call me.
Alyssa: That’s alright, no problem. I just thought maybe you might have had something in mind that came up. But I think
that Richard brings up a good point, and that is, “What’s in it for me?” Always think about that – from their point of view,
“What’s in it for me?”
Richard: My previous experience, I was a logistics broker for a while, and at my brokerage they would not let you take your
clients with you. There was obviously a clause where the clients stayed within the brokerage. And if you end up leaving
they divvy up the clientele to other people. So, here comes a new client dealing with a new broker that they never talked to
before, they don’t know who you are, your capabilities, your skillset or any of that. And now all of a sudden they’re going to
have a ________. It makes people feel a little uneasy. This is the same exact thing. Now all of a sudden there’s a new rep,
they’re going to start asking questions, maybe even look around their sphere of influence to see who they’re going to talk to
now. So it’s a question of building trust, I guess. Not “I guess”, but it’s a question of building trust.
Alyssa: Yeah, I think you’re right. So, Stacy, one of the things when you do do this letter, once you get the letter out I would
probably have… If it were me I would have about four months of material that I was going to mail these people – direct mail.
I’d probably treat it almost like a geographic farm where I would mail to them twice a month, to kind of build that “Oh,
we’ve been getting her stuff forever” feeling. So, I don’t know if you’ve thought about that, but one of the things that Debbie
has is that Lifestyle Advisor newsletter, and I would probably use that.
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Stacy: Yeah, I'm definitely going to. And I think Debbie mentioned even saying something… I have to go back and find it in
my notes, but something about…
And keep on the lookout for her Lifestyle Advisor. We’re going to send you something like maybe one to see if you
like it, and if you like it we’ll continue to send it to you.
Type of thing. I’m not sure that’s exactly what she meant, but I guess they’d have to call me to tell me they don’t want to get
it. Or maybe they’d call me to say they want to continue to get it. I’m not sure on how I’m going to do that. It just gets
really expensive when you print that – it’s four sides and it’s $1 to mail it, and you’ve got to pay to print it. And I don’t want
to be just sending it to all those people if that’s not something they treasure, because I want you to treasure that if you get it
because it just takes so much to get it to you.
Alyssa: How many people are on this list?
Stacy: A hundred and something. She’s putting it together.
Alyssa: It’s not that many really.
Stacy: But I already send it to 100 people. Or not 100 people, like about 125 people that I send it to that I know are reading.
I assume they’re reading it where people are giving me feedback. I’ve tried to narrow that down to who’s getting it, so I
know that they’re looking at it. Some people would say to me, ”Oh yeah, I’ve read about the 4 Ps.” Or whatever, and they’re
telling me about it. And I’m like, “Oh my gosh, you read my newsletter.” But I’m sure some people are throwing it away.
At the beginning I was certain that everybody was throwing it away, but as time has gone people have written me like…
Oh, it’s a really nice article. I’m glad you included an article about pets.
Or…
I don’t typically see that.
Or…
I get a lot of realtor newsletters and I don’t really care for them, but I found you had quality articles.
I’m getting good feedback.
Richard: Sorry, I have a question about that. So, in your transition, did she already give you recommendations, who her
current clientele that lost her that she has?
Stacy: She just moved and she just referred me one person and I have them under contract, and now she’s referred me a
second person. And I’ve been saying all along…
Hey, can I be your person that you send all your business to?
Because she’s not really ready for me to say…
Can I buy your business? Can I just buy your list and be done with you?
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It’ s more like we’re going to work in tandem. She’s going to get a referral fee because she kind of owns this… She doesn’t
own it but she’s really pretty well known in this particular area, and they know of her there. So, I think those people in that
area are going to still rely on her and want her expertise about the area. And the thing is, I can do it too and I’ve done it and
I’ve sold other houses there, but in their mind they think she’s the expert. So she’s getting a referral fee and she’s still on call
if they want something posted on the private neighborhood bulletin board type of thing that I can get to, because I don’t live
in that neighborhood. It’s just around the corner but I don’t live in the neighborhood.
Richard: Not only that, but you also have to factor in the fact that you’ll be handling a specific area or market. So who’s to
say that they don’t know anyone… Or correction, they might know someone who’s going to be going into her area. So if for
any reason one bad apple has to say that you’re her referral to you, she’s getting panned through, now all of a sudden it
reflects poorly on her. So those are other factors that obviously have to be considered too.
Alyssa: So I think that maybe what I would do if I were you is grab a couple of testimonial sentences from those two that
you’ve worked with already, and I might include something like that on another page, a second pages – “Some testimonials
of some of our clients”. And I do think since she’s going to be involved, I definitely would structure it the “partner” way –
saying that you’re her partner. I think that’s important.
The other thing though – they interview people when they come out of their closings and most people – 85% or something
like that – say that they would work with their agent again when the time comes. But it’s under 20% that do; 20 some
percent that actually do work with their agent again. And so, even though I know it seems like she’s got this great maybe
handle on it, the reality is – out of sight, out of mind. And so, if you are the person who they’re getting mail from all the time
and they don’t have her anymore, then you have a really good shot at getting this business.
So I wouldn’t shy away from spending $1 on each one, or $100. To me it’s like, would I spend $100 to get… Or would I
spend $1,200 to get one listing? Yes, I would. If I knew that I was going to get the listing, would I spend $1,200? I would
do it all day long. So I think you have to look at it that way. So don’t overthink it, I guess, is what I’m saying, when you’re
doing this, or decide that you want to cut people out, because she’s gone. They don’t have an agent, and now they’re going
to be getting your stuff. So I would definitely go for it. Don’t think about it; don’t overthink it too much.
Stacy: Okay.
Alyssa: Yeah, just get it out there. So, that’s good. Good for you! That’s great, what a great opportunity. And the thing is,
once you work through this, there are other agents that you could do the same thing with, that are going to be retiring.
Stacy: Well, she’s going to sell real estate in this other state, but she’s just got a job and she’s moved and she’s probably
going to do it part time where she’s now, but she’s not going to be doing it here because she’s not physically here.
Alyssa: Yeah. Okay, cool. Well, good.
Stacy: Thank you.
Alyssa: I hope that was helpful, and good. Well, let’s see here. We’re going to wrap it up, but I’m so glad you guys were on
the line, and thanks so much for talking and sharing. Just really appreciate it and hope you guys will come again next week!
Stacy: So we’re continuing this call? Debbie mentioned something about, coaching calls are going to be replaced with
something about her and Pete. Is that a different time?
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Alyssa: No, you’re right. You’re absolutely right. There is going to be a different format, and I’m not sure when that starts.
Stacy: So we’re not going to have this Thursday thing?
Alyssa: I think that they’re doing twice a month or something. I don’t have the exact details on that. But I'm sure that they’ll
let you guys know what’s happening and get you the details. I don’t know if they’re having one next week. What I’ll do –
I’ll email Samantha right when I hang up. She’s in charge of the “Ask the Coach” call, and find out what’s going on, and let
her know to let you guys know what’s happening, okay?
Stacy: Okay, great. Thank you.
Alyssa: Okay, awesome.
Richard: What was your name?
Alyssa: My name’s Alyssa Granlund.
Richard: Thank you so much.
Alyssa: Yeah, thanks for showing up. Alright, have a great week!
Stacy: Thanks, Alyssa.
Alyssa: Okay. Bye bye!
Stacy: Bye bye!
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